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Executive Summary 2

The rate study conducted for the Walton County Water Department is crucial for
ensuring that the water utility can adequately cover its operating costs like
maintenance, capital improvements, and debt service

* Rising capital and debt obligations are outpacing current revenue growth, requiring rate adjustments to close the funding gap

Operating revenue has grown from $11.9M in 2020 to $16.2M in 2025, but the margin is projected to narrow through 2028
before recovering by 2034 as revenue grows by $2.9M

$42M in capital projects is identified through 2034, funded through cash, debt, and SPLOST — including a new $45M
transmission infrastructure bond beginning in 2027

Legacy debt service will be joined by new debt as capital spending peaks in 2028

+ Cost of service was allocated by customer class and meter size based on demand and usage

Costs are split 54% variable / 46% fixed and allocated across customer classes by consumption and equivalent residential units

Wholesale customers carry the highest total cost per account, at roughly $140,000, reflecting the scale of wholesale purchase
volumes

Minimum bill amounts exceed the fixed cost of service across every meter size by an average of 42%

* Four rate scenarios were developed to meet the same revenue target while distributing cost recovery differently across customer
classes

Scenario 1 applies a uniform 2.8% increase to minimum bills and volumetric rates, preserving the current rate approach
Scenario 2 holds minimum bills flat and raises volumetric rates by 7.3%, shifting more recovery to usage-based billing

Scenario 3 introduces a steeper inclining block structure — residential tiers up 4.5% / 9% / 18% and commercial tiers up 6.8% /
13.5% — concentrating increases among higher-volume users

Scenario 4 applies an increase to minimum bills and introduces a steeper inclining block structure

* While residential rates rank highly compared to regional peers, wholesale rates are below market

Residential monthly bills are on the higher range of neighboring utilities, and will remain elevated under all three proposed rate
scenarios

Current wholesale rates are low compared to neighboring utilities, but the proposed rate change brings wholesale rates to the
middle range

Commercial rates and fee benchmarking places Walton County in the middle of the regional range

WAL Rate Study Presentation 8.31.26
CONFIDENTIAL

THE SHPIGLER GROUP

STRATEGY MANAGEMENT CONSULTING SERVICES

4
®




Process 3

Walton County Water Department has undertaken a rigorous analysis to ensure
that it meets its financial obligations, ensures levels of service, customers are
charged at fair and equitable rates, and stakeholder interests are in full alignment

Revenue Cost

Requirement Allocation Rate Design

System Operations

Initial inventory of Comparison of Allocating costs by Develop optimal rate
capital, expenses, and  revenues and costs customer class design
demand
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Agenda 4

Today’s discussion

‘  Revenue Requirements I

* Cost Allocation

Rate Design

Benchmarking

Billing System

Next Steps
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The Walton County Water Department has seen increases in its operating revenue,
expenses, depreciation expense, and operating income
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$16M

$14M
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Dollars ($)

$8M

$6M
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Customer and Usage Patterns 6

Residential customers are responsible for 85% of water sold

Water
Water Sold (gal) Sales Volume
Residential 1,093,975,000 $14.438,515
Wholesale - City 126,111,000 $372,850
Commercial 24,350,000 $305,731
Mohile Home Park 14,855,000 $144,952
Educational 14,036,000 $142 903
Church 4,249,000 $74,121
Irrigation 4,635,000 $64,985
Agricultural 2,554,000 $29,065
Government - County 783,000 410,641
Mohile Home 415,000 $4,875
Government - State/Federal 55,000 43,487
Government - City £5,000 $2,145
Industrial 95,000 $1,094
Total 1,286,408,000 $15,595,363

Water Sold by Segment

M Residential

m Wholesale - City
m Commercial

B Mobile Home Park
B Educational

H Other
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Water Rates 7

The water rate structure as of 2021 uses increasing tiered rates for both residential
and commercial customers, with a set volumetric rate for wholesale customers

Residential
Minimum Bill Quantity [gallons) Minimum Water Additional Cost/ 1000
2,000 $39.00 $7.12 $8.95 $14.05
4,000 $51.11 $7.12 $8.85 $14.05
8,000 $75.40 $8.95 $9.15 $14.60
16,000 $136.55 $8.95 $9.95 $14.60
Commercial

Minimum Bill Quantity (gallons)

Minimum Water

Additional Cost/ 1000

2,000 $35.00 $7.95 $9.54
4,000 $55.75 $7.95 $9.54
2,000 $88.75 $7.95 $9.65
16,000 $154.75 $7.95 $9.70
50,000 $437.25 $7.95 $9.75
75,000 $643.25 $7.95 $9.80
155,000 $1,305.25 $7.95 $9.85
Wholesale
Minimum Bill Quantity (gallons) Minimum Water Cost/ 1000
0 B $2.97
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Forecasted Volume 8

Based on current trends, an annual growth of 1.7% is expected for water during
the forecast period

$1,600M

$1,550M

£1,500M

£1,450M

$1,400M

$1,350M

$1,300M

$1,250M

$1,200M

£1,150M

2026

2027

Total Expected Gallons

2028

2029

2030

2031

2032 2033

2034
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Revenue Comparison 9

Fixed service charges account for 60% of the revenue, while volumetric rates are
responsible for 40% of water sales

$20,000,000

$18,000,000

$16,000,000

$14,000,000

$12,000,000

$10,000,000

Revenue ($)

$8,000,000

$6,000,000

$4,000,000

$2,000,000

Water Revenue

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034

[ Volumetric Revenue

W Water Service Charge Revenue
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Revenue Forecast 10

Based on current rates and trends, overall revenue is expected to increase by $2.9
million by 2034

Total Revenue

2025 2026 2027 2028 2025 2030 2031 2032 2033 2034
Residential s 13808772 = 13,848,434 = 14,052,435 & 14,348,115 = 14,813,842 = 14885573 =5 15,178,852 = 15,474,938 5 157846853 & 18,106,406
Commercial s 283814 5 2BB.751 5 253,885 5 259223 5 4774 5 310,545 5 316,543 5 xRy s 328258 S 335,554
Wholesale -] 374550 5 381,103 & 37 oeE 5 385243 5 402,858 & 410,857 5 418,253 5 428083 5 437304 & AAE 502
Other s 440850 S 4486852 5 456,728 B 485,153 5 474081 5 483,349 5 493,074 S5 503,252 5 513201 & 525,040
Totzl Revenue from Water Sales -] 146877288 & 14,564,840 5 15231044 & 15507778 5 15,785,538 5 18,084,723 5 18,405,763 5 18,725,080 5 17,085,157 § 17,414,433
Totzal Operating Revenue -] 18,182728 & 18,585692 & 1883573 & 17,112530 = 17,400,288 = 17,850,476 5 18,010,515 B 18,333,842 = 1866898028 & 18,015,185
Total Operating Revenue
$20,000,000
$18,000,000

$16,000,000

$14,000,000
$12,000,000 B Other Operating Revenue
M Other Segments
10,000,000
° Wholesale
$8,000,000 W Commercial
M Residential
$6,000,000
$4,000,000
$2,000,000
$-

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034

Revenue ($)
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Financial Requirements "

Walton County will also need to service the debt that it currently has and will add
in the future in support of capital improvement efforts

« Legacy debt service is = $7M a year through 2037
« All legacy debt is scheduled to be paid off by 2039

« The legacy debt is split into 3 issues
— Series 2013
— Series 2021/2026
— Series 2022
« $42M in capital projects identified through 2034, funded via cash, debt, and SPLOST
— Debt-financed projects total $5.5M
— Debt-funded project spending peaks in 2028
— Atransmission infrastructure bond of $45M will take effect in 2027
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CapEx 12

The budget is based on an expected expenditure of $42 million in capital projects
between now and 2034

Capital Forecast

$10,000,000
£9,000,000
£8,000,000
57,000,000
$6,000,000
55,000,000
£4,000,000
53,000,000
$2,000,000
51,000,000
S' = =
2025 2026 2027 2028 2031 2032
B Campton 750,000 Gallon Elevated Water Storage Tank  ® Meter/Valve Vault(s) Hwy 11 ar Whithey Road B GI5 Water System WMapping
B Hwy 20 Gaps - Water Main Improvements B Bold Springs Water Main Improvements B Good Hope Water Main Improvements
B Center Hill Church - Phase 2 Water Main Improvements B Double Springs Road Water Main Improvements B Czora Roed Gwinnett Supply Control Vake
B Rosebud Road Gwinmett Supply Contral Valve B Good Hope Water Main Improvements W Mt Paron Church Rosd Water Main Extension
B West Walton Water Tranzmizzion System Improvements @ Morth Loop Water Transmission Main - Phaselll B Hwy 11 Water Main Extension
B Hwy 31/Bullodk Bridge Water Main Improvements B Miscellaneous Water System Extensions m Miscellaneous Water Main Relocation Projects
m VFD's at Pump Stations m SCADA Systems Improvements
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Interest 13

Total interest expense peaks in 2028 as new debt is issued, then declines
gradually through 2034 as both legacy and new debt are paid down

Predicted Interest

$6,000,000

$5,000,000

$4,000,000
©
e
(7]
g
‘g $3,000,000 W Legacy Interest
c:u = New Debt Interest
°
P

$2,000,000

$1,000,000

5-

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034
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Revenue Requirements 14

The margin will continue to narrow until 2028 based on current rates, with
potential of recovering by 2034

Revenue Requirements vs. Forecasted Revenue

$20,000,000
$18,000,000
$16,000,000

$14,000,000

$12,000,000

$10,000,000 = Revenue Requirement

== Forecasted Revenue

Revenue (S)

$8,000,000

$6,000,000

$4,000,000

$2,000,000

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034
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Agenda 15

Today’s discussion

 Revenue Requirements

‘ * Cost Allocation I

« Rate Design

« Benchmarking
+ Billing System

* Next Steps

WAL Rate Study Presentation 8.31.26

CONFIDENTIAL THE SHPIGLER GROUP

STRATEGY MANAGEMENT CONSULTING SERVICES

4
®




Operating Expenses 16

54% of operating expenses are due to variable costs

Fixed vs. Variable Costs

Cost Category Operating Expenses Fixed Allocation Variable Allocation Fixed Cost Variable Cost
Personnel costs 51,848,086 21% 79% 5388,098 51,459,988
Purchased services 51,440,999 95% 5% 51,368,949 572,050
Supplies 51,136,720 2% 98% 522,734 51,113,986
Water purchases 52,788,460 0% 100% 50 52,788,460
Existing-System CapEx 52,915,178 100% 0% 52,915,178 50
Total £10,129,443 54,604,050 55,434,483

Fixed vs. Variable Costs

m Fixed Cost m= Variable Cost
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Residential Cost Allocation

17

The cost allocation for residential customers is $505 per account

 ERUs were calculated for each customer segment

Residental ERUs

Meter Size ERU Equivalence

3/4" 1
1" 1.67
1-1/2" 3.33
2" 5.33
Total

‘ Fixed Cost Allocation

Residential Fixed Cost = Total Fixed Costs x Residential ERU Share

$4,694,959
x 18,492 residential ERUs

+ 19,551 total ERUs

Residential fixed cost $4,440,514

Cost per Residential Account

Cost per account = Total Residential Cost + Residential Accounts

O X X X

Meters ERUs
17,303 = 17,303
282 = 971
37 = 122
18 = 96
17,940 18,492

Variable Cost Allocation

Residential Variable Cost = Total Variable Costs x Residential
Gallon Share

$5,434,483
x 1,093,975,000 residential gallons

+1,286,408,000 total gallons

Residential variable cost $4,621,542

$4,440,514 fixed cost + $4,621,542 variable cost = $9,062,056 total residential cost

$9,062,056 + 17,940 residential accounts = 5505
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Cost Allocation

18

Wholesale customers face the highest total cost per account

Cost Allocation by Segment

Segment
Residential

Commercial
Wholesale
Agricultural
Government - City
Government - County
Government - State/Fe
Church

Industrial

Institutional /Education
Irrigation

Mobile Home

Mobile Home Park

Fixed Cost

4,440,514
$131,584
525,294
54,803
51,809
54,522
51,357
517,309
51,281
540,342
$14,060
$1,201
$10,885

Variable Cost
54,621,542
5102,868
5532,761
510,789
8275
53,308
5359
517,950
$401
559,296
520,426
51,753
562,756

Total Cost
59,062,056
5234,451
5558,055

515,592
$2,084
57,830
51,716

535,259
$1,682

599,633

534,485
$2,954

573,641

Total Cost per Account

Total Cost Allocation per Account, per Segment

= Wholesale

= Mobile Home Park

» |nstitutional/Educational

= Industrial

= Commercial

5505
5964
5139,514
5780
5521
5783
5572
5489
51,682
58,303
5681
5591
58,664

Other
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Fixed Costs 19

Fixed costs to serve accounts with zero consumption increase with meter size

Fixed Cost per Month by Meter Size
SB0O0

S700

Fixed Cost by Meter Size
Meter Size Fixed Cost per Year Fixed Cost per Month e
3/4" 5240.13 520.01
1" $400.30 $33.36 =
1-1/2" 5800.36 566.70 -
2" $1,280.63 $106.72
3" 52,561.50 5213.46 st
a" $4,002.30 $333.52
6" 58,004.36 5667.03 5200
) I
w [ | . I

3/a 1" 1-1/2" e
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Minimum Bill 20

Minimum bill amounts are,

Fixed Cost vs. Minimum Bill

$1,400

$1,200

$1,000

$800

$600

$400

$200

S0

Meter Size

3/4"
1
1-1/2"
o
g
"
-

Fixed Cost per Month Min Bill (RES) Min Bill {COMM)
520.01 539.00 539.00
533.36 551.11 555.75
566.70 575.40 588.75
5106.72 5136.55 5154.75
5213.46 - 5437.25
5333.52 - 5643.25
5667.03 - 51,305.25

Fixed Cost vs. Minimum Bill by Meter Size

3/4"

1-1/2"

B Fixed Cost per Month  ® Min Bill (RES) = Min Bill (COMM)

on average, 42% higher than fixed costs per month
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Growth-Related Fees 21

According to the Capital Improvement Plan, $440,000 will be allocated annually to
water growth operations

Project

Campton 750,000 Gallon Elevated Water Storage Tank
MeterValve Vault(s) Hwy 11 at Whitney Road
Gl&Water System Mapping

Huwry 20 Gaps - Water Main Improvements

Bold Springs Water Main Improvements

Good Hope Water Main Improvements

Center Hill Church - Phase 2Water Main Improvements
Diouble Springs Read Water Main Improvements

Ozora Road Gwinnett Supply Control Valve

Rosebud Road Gwinnett Supply Control Valve

Good Hope Water Main Improvements

Mt Parcn Church Road Water Main Extension

West Walton Water Transmission System Improvements
Morth Loop Water Transmission Main - Phase 111

Huwry 11Water Main Extension

Hwry B1/Bulleck Bridge Water Main Improvements
Miscellaneous Water System Extensions
Miscellanecus Water Main Relocation Projects

WFD's at Pump Statiocns

SCADA Systems Improvements

Total Cost

5,200,000
250,000
40,000
2,070,000
437,000
684,000
3,410,000
3,105,000
225,000
225,000
684,000
1,577,000
8,815,000
6,867,500
2,925,000
2,831,250
1,000,000
1,000,000
500,000
400,000

42,245,750

Growth Allocation

25%
75%
0%
25%
25%
104
25%
0%
0%
0%
104
0%
50%
104
75%
1046
100%
0%
0%
0%

31%

Cost Allocation

1,300,000
187,500

517,500
108,250

68,400
852,500

68,400
1,418,300
4,407,500

686,750
2,183,750
283,125
1,000,000

L R A R L R R

-1 13,093,975

Reasoning

Primarily existing system reliability and pressure stabilization; limited growth capacity benefit.
Expands supply capacity to support growth in Eastern Walton.
Administrative system improvement benefiting all customers equally.
Improves existing service and pressure; minar growth capacity benefit.
Corrects existing pressure issues with some added growth capacity.
Addresses existing pressure loss; minimal capacity increase.

Existing system pressure improvement with modest growth capacity benefit.
Improves tank operations and system reliability; not growth-driven.
Operational improvement for existing system.

Operaticonal improvement for existing system.

Addresses existing pressure loss; minimal capacity increase.

Primarily serves new growth with some reliability benefit.

Addresses existing pressure needs and future growth demand.

Corrects low pressure in existing developed areas.

Expands supply capability for the existing distribution system.

Improves system reliability with minimal growth benefit.

Fully growth-driven service expansion.

Road project related; unrelated to water system growth.

Improves operational flexibility of the existing system.

Enhances reliability and redundancy of the existing system.

Annual Water Set Meters

CIP Allocated to Capacity Fees
Depreciation Period (years)

Annual CIP Allocation

298
£13,093,975
30

5436,466
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Connection Fees 22

The following connection fees were calculated to account for future growth of the
water systems

Connection Fees

Meter Size Connection Fee - Short Side Connection Fee - Long Side

3/4" S 3,150 S 3,846

1" g 4695 S 6,078
1-1/2" S 9,369 S 11,506
2" g 14,988 $ 17,380

3" S 24,432 S 24,432

4" g 3g,047 S 38,047

6" S 76,889 S 76,889

* Meter sizes 3" and above are installed by the customer/contractor working for the customer. We purchase meter
and ship it to vault manufacturer.

WAL Rate Study Presentation 8.31.26
CONFIDENTIAL

/‘\ THE SHPIGLER GROUP

\ STRATEGY MANAGEMENT CONSULTING SERVICES



Cost of Water 23

The cost of water has increased over the last year, with Oconee’s prices almost
doubling from last year

Weighted average cost of wholesale water per 1,000 gallons is $4.80

Wholesale Water Source oSl \I;Iaalt;l;ser 1,000 Annual Water Sold (gallons)
Oconee S5.00 88,857,000
Gwinnett $5.78 23,968,000
Newton $1.59 12,961,000
Monroe S4.40 325,000

WAL Rate Study Presentation 8.31.26

CONFIDENTIAL

THE SHPIGLER GROUP

STRATEGY MANAGEMENT CONSULTING SERVICES

4
®




Wholesale Rates 24

To account for rising water costs and the high cost allocation of wholesale
customers, Walton County should raise its wholesale water rates

Rate Approach Cost of Water per 1,000 gallons
Current $2.97
Proposed $4.99

Average Monthly Bill for Wholesale Customers
$18,000,000

$16,784,428
$16,000,000

$14,000,000

$12,000,000

$9,929,930

$10,000,000
48,000,000
46,000,000

54,000,000

52,087,873

2,000,000
$2,000, $1,242,682

Loganville Social Circle

S0

® Current Rate Proposed Rate
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Agenda 25

Today’s discussion

 Revenue Requirements

* Cost Allocation

‘ « Rate Design I

Benchmarking

Billing System

Next Steps
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Analysis and Modeling 26

To assess the potential to support capital improvement projects, a thorough
modeling exercise was conducted to evaluate options

* Define Goals and Obijectives
— The Shpigler Group worked with utility staff to identity the goals and objectives of the rate study
— The rate design follows the AWWA three-step process in selection

+ Evaluate Alternatives in Meeting Objectives
— The Shpigler Group developed four (4) rate design scenarios for water

* Understand and Communicate the Potential Effects on Customers
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Rate Change History 27

Walton County has historically relied on infrequent, larger rate adjustments
following extended periods of flat rates, but it has been 5 years since the last

change

N
S 8

©
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Most Recent Rate Changes

Time of change 2014 2017 2021 2027 (proposed)
Time since last - 3 years 4 years 6 years
change y y y
~2-5% effective $15.25 monthly Scenarios
Increase - . base rate
increase . proposed
increase
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Inflation 28

The cost of living has increased by 27% over the last 5 years, but the average
monthly water bill has not increased

 The water department has been absorbing rising costs due to inflation and market shifts

* Arate change must be enacted to account for rising costs

Monthly Water Bill vs. Cost of Living

$7.196 $7,334 Y
$6,976 —=C—— o
$7,000.00 o Cost of living has
increased by 27%
since 2021
$6,000.00 T m e e e e e e e e e e e e e e e e e e e e e e e e e e e = = = = =
$5,000.00
$4,000.00
$3,000.00
$2,000.00
$1,000.00
$60.36 $60.36 $60.36 $60.36 $60.36 $60.36 Monthly water bill
$0.00 C @ ® o o O » has not increased
2021 2022 2023 2024 2025 2026 since 2021
—8— Average Monthly Customer Bill —8— Average Monthly Cost of Living
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Rate Design

29

Four water rate scenarios were developed

Scenario 1

Scenario 2

Scenario 3

Scenario 4

Increase volumetric
rates by 7.3%

Introduce steeper

inclining block rate
(Tiers increase 4.5% /9% /
18%)

Increase minimum
bills and introduce
steeper inclining
block rate

Higher increase for
large customers

Higher increase for
large customers

Small increase for

all customers, with

higher increase for
large customers

Increase minimum
Rate Approach bill and volumetric
rates by 2.8%
Structured Impacton | | |ncrease across all
Rate Level customers
Rationale Maintains existing
rate approach

Balances rate
structure

Limits impact on
smaller accounts

Increases all rates,
but limits impact on
smaller accounts

Increase min bill +
volumetric rates

Increase volumetric
rates only

Increase volumetric
rates only

Increase min bill +
volumetric rates
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
> > > > Scenario 1 Concept 30

Scenario 1: Maintain current minimum consumption level of 2,000 gallons, but
increase minimum bill charge and volumetric rates by 2.8%

» Reasoning: Since all customer classes receive the same percentage adjustment, this scenario maintains the
existing rate approach while providing a predictable and stable increase in revenue

Scenario 1 Rates

Residential Commercial
Meter Size Minimum Bill Quantity (gallons) Minimum Water Additional Cest/ 1000 Minimum Bill Quantity (gallens) Minimum Water Additional Cost/ 1000

34" 2,000 $40.09 $7.32 $9.20 $14.44 2,000 40,09 $8.17 $9.81

1" 4,000 $52.54 $7.32 $9.20 $14.44 4,000 $57.31 3817 39.81
1-1/2" 8,000 $77.51 $9.20 $9.41 $15.01 8,000 $91.24 $8.17 $9.92
2" 16,000 $140.37 $9.20 $10.23 $15.01 16,000 $158.08 $8.17 $9.87

a 50,000 $449.49 3817 $10.02

4" 75,000 $661.26 $8.17 $10.07

6" 155,000 $1,341.80 $8.17 $10.13

Scenario 1 - Uniform Rate Increase
Year Net Income
2025 g 6,084,661
2026 5 6,411,861
2027 5 5,899,832
2028 5 2,172,971
2029 5 5,354,678
2030 g 5,684,269
2031 5 3,860,006
2032 5 5,961,028
2033 g 6,113,514
2034 4 6,380,952
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
Scenario 1 Revenue 31

A uniform 2.8% increase across every rate component lifts forecasted revenue
without changing the current rate approach

Water Revenue Recovery
$25,000,000

£20,000,000

$15,000,000

510‘000‘000 /

55,000,000

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034

—Revenue Requirement —Forecasted Revenue
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Scenario 1 > Scenario 2 > Scenario 3 > Scenario 4 >

Scenario 1 Impacts 32

Residential and commercial customers would be impacted equally by this rate

change, regardless of usage

$250
5200
5150
$100

$50
$39.00 540.09

Su II

Residential - Low Usage

Current vs. Proposed Rates

$154.75 5159.08

Commercial - Low Usage

u New Maonthly Bill

Residential - High Usage

W Current Manthly Bill

$235.90
$229.48

Commercial - High Usage
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Scenario 1 > Scenario 2 > Scenario 3 > Scenario 4 > Scenario 2 Concept 33

Scenario 2: Maintain current minimum bill charge, but increase volumetric rates by
7.3%

« Reasoning: Because the minimum bill already recovers a substantial portion of revenue, increasing volumetric
charges would balance the rate structure and limit impacts on smaller accounts

Scenario 2 Rates

Residential Commercial
Meter Size Minimum Bill Quantity (gallons) Minimum Water Additional Cost/ 1000 Minimum Bill Quantity (gallons) Minimum Water Additional Cost/ 1000
3/4" 2,000 $39.00 $7.64 $9.60 $15.08 2,000 $39.00 $8.53 $10.24
1" 4,000 $51.11 $7.64 $9.60 $15.08 4,000 $55.75 $8.53 $10.24
1-1/2" 8,000 $75.40 $9.60 $9.82 $15.67 8,000 $88.75 $8.53 $10.35
2" 16,000 $136.55 $9.60 $10.68 $15.67 16,000 $154.75 $8.53 31041
3" 50,000 $437.25 $8.53 $10.46
4" 75,000 $643.25 $8.53 $10.52
6" 155,000 $1,305.25 $8.53 $10.57

Scenario 2 - Volumetric Rate Increase

Year Met Income

2025 5 6,084,661
2026 g 6,405,919
2027 5 5,894,163
2028 5 5,167,843
2029 5 5,350,371
2030 5 5,681,078
2031 g 5,858,299
2032 5 2,961,010
2033 5 6,115,580
2034 5 6,385,470
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Scenario 1 > Scenario 2 > Scenario 3 > Scenario 4 > Scenario 2 Revenue 34

Raising volumetric rates by 7.3% recovers revenue from usage, not connection

Water Revenue Recovery
525,000,000

520,000,000

515,000,000

510‘000"000 /

$5,000,000

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034

—Revenue Requirement —Forecasted Revenue
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
> > > > Scenario 2 Impacts 35

Residential and commercial customers with more usage would be most impacted
by this rate change

Current vs. Proposed Rates

5250
5234.93
£229.48
5200
$5154.75 $154.75
5150
5100
$80.70 583.74
S50
539.00 539.00
S0 I I
Residential - Low Usage Residential - High Usage Commercial - Low Usage Commercial - High Usage

B Current Monthly Bill  m New Monthly Bill
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
> > > > Scenario 3 Concept 36

Scenario 3: Maintain current minimum bill charge, but implement a steeper
inclining block rate structure

* Introduce the following graduated rate increases:
— Residential tiers: 4.5% /9% / 18%
— Commercial tiers: 6.8% / 13.5%

* Reasoning: Concentrating rate increases in the upper usage tiers promotes efficient water use and reduces
the impact of the adjustment on customers with lower consumption levels

Scenario 3 Rates

Residential Commercial
Meter Size Minimum Bill Quantity (gallons) Minimum Water Additional Cost/ 1000 Minimum Bill Quantity (gallons) Minimum Water Additional Cost/ 1000

3/4" 2,000 $35.00 $7.44 $9.76 $16.58 2,000 $38.00 $8.49 $10.83

1" 4,000 $51.11 $7.44 $9.76 $16.58 4,000 $55.75 $8.49 $10.83
1-1/2" 8.000 $75.40 $9.35 5997 $17.23 8,000 $88.75 $8.49 $10.95
2" 16,000 $136.55 $9.35 $10.85 $17.23 16,000 $154.75 38.49 $11.01

3" 50,000 $437.25 $8.49 $11.07

4" 75,000 $643.25 $8.49 $11.12

6" 155,000 $1,305.25 38.49 $11.18

Scenario 3 - Steeper Inclining Block Rate

Year MNet Income

2025 5 6,084,661
2026 g 6,402,532
2027 5 5,890,718
2028 5 5,164,337
2029 5 5,346,802
2030 5 5,677,444
2031 5 5,854,599
2032 5 5,957,243
2033 5 6,111,748
2034 5 6,381,560
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
> > > > Scenario 3 Revenue 37

A steeper inclining block rate reaches the same revenue target without raising
bills for low-volume customers

Water Revenue Recovery
$25,000,000

$20,000,000

$15,000,000

55,000,000

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034

—Revenue Requirement —Forecasted Revenue
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
> > > > Scenario 3 Impacts 38

Residential and commercial customers within the highest usage tiers would be
most impacted by this rate change

Current vs. Proposed Rates

5300
3250 $239.57
5229.48
5200
5154.75 $154.75

5150

100
3 588.20

$80.70
350 $39.00 $39.00 I I
50 l .
Residential - Low Usage Residential - High Usage Commercial - Low Usage Commercial - High Usage

B Current Monthly Bill  ® New Manthly Bill
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Scenario 1 > Scenario 2 > Scenario 3 > Scenario 4 > Scenario 4 Concept 39

Scenario 4: Increase current minimum bill charge and implement a steeper
inclining block rate structure

Scenario 4 - Min Increase + Steeper Block Rate

* Introduce a 2.6% minimum bill increase e g 6,084,661
— Residential %” minimum bill increases by $1.00 2026 $ 6,412,493

. y s A 2027 5 5,900,501

— Commercial 2” minimum bill increases by $4.25 . ¢ 5,173,697

* Introduce the following graduated rate increases: 2023 5 LEETA )
_ o 2030 3 5,685,170

— Residential tiers: $0.14 / $0.34 / $1.08 2031 g 5,361,087
1.9% /3.9% /1 7.7% 2032 5 5,962,192

C 2033 S 6,114,346

— Commercial tiers: $0.23 / $0.55 5034 ! 6 392477

2.9% /5.8%

« Reasoning: All customers receive a rate increase for a stable bump in revenue, but higher rate increases are
concentrated in upper usage tiers, limiting the impact of the increase for smaller customers

Scenario 4 Rates

Residential Commercial

Meter Size Minimum Bill Quantity (gallons) Minimum Water Additional Cost/ 1000 Minimum Bill Quantity {gallons) Minimum Water Additional Cost/ 1000
3/4" 2,000 $40.00 $7.26 $2.29 $15.13 2,000 $40.00 $2.18 $10.09

1" 4,000 $53.00 $7.26 $o.29 $15.13 4,000 $58.00 $a.18 $10.09
1-1/2" 8,000 $78.00 $9.12 $8.50 $15.72 8,000 $92.00 $8.18 $10.21
2" 16,000 $141.00 $o.12 $10.33 $15.72 16,000 $158.00 $a.18 $10.26

3" 50,000 $449.00 $2.18 $10.31

4" 75,000 $660.00 $8.18 $10.37

6" 155,000 $1,339.00 $8.18 $10.42
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Scenario 1 > Scenario 2 > Scenario 3 > Scenario 4 > Scenario 4 Revenue 40

Increasing the minimum bill and a steeper inclining block rate reaches a higher
revenue target while limiting impacts on low-volume customers

Water Revenue Recovery
525,000,000

$20,000,000

515,000,000

$5,000,000

2025 2026 2027 2028 2029 2030 2031 2032 2033 2034

=—Revenue Reguirement —— Farecasted Revenue
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Scenario 1 > Scenario 2 > Scenario 3 > Scenario 4 >

Scenario 4 Impacts 41

All customers are impacted by this rate change, but customers within the highest
usage tiers would be most impacted

$250
$200
$150
$100

550 $39.00 540.00

50 II

Residential - Low Usage

Current vs. Proposed Rates

$154.75 $159.00

Commercial - Low Usage

$80.70 484.91

Residential - High Usage

B Current Monthly Bill  ® New Monthly Bill

$238.04
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Commercial - High Usage
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Scenario 1 Scenario 2 Scenario 3 Scenario 4 .
> > > > Ongoing Increases 42

If Walton County chooses to increase rates by 1.2% each year ahead of inflation
and rising costs, it would increase forecasted revenue, but margins are healthy
enough that a one-time change would be sufficient

Water Revenue Recovery

$25,000,000
Net impact of
$20,000,000 — incremental increases
is $5.8M by 2034
compared to a one-
/ time change
$15,000,000

le,OO0,000 /

$5,000,000
$-
2025 2026 2027 2028 2029 2030 2031 2032 2033 2034
Revenue Requirement Forecasted Revenue (steady increases) =Forecasted Revenue (one-time change)
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Minimum Bill Comparison 43

The minimum bill increases the most in Scenario 1

Rate Design - Minimum Bill

$180

$159.08 5159.00
5160 §154.75 5154.75 $154.75

$140
$120
$100
$80
$60

$39.00 54005 §3900 $39.00  $40.00

520

S0

Residential Commercial

B Current Rate Scenario 1 Scenario 2 Scenario 3 Scenario 4
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Residential Volumetric Rate Comparison

44

Scenarios 3 and 4 shift costs toward higher-volume users while minimizing
impacts on lower-volume customers

518

516

514

$12

510

58

S6

52

S0

Rate Design - Residential Volumetric Rates

516.58
$15.08 $15.13
§14.44
$14.05
49,60 $9.76
¢g.5 ©9-20 »9.29
$7.64 $7.44
$7.12 57.32 : 57.26
Residential - Tier 1 Residential - Tier 2 Residential - Tier 3
B Current Rate Scenario 1 Scenario 2 Scenario 3 Scenario 4
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Commercial Volumetric Rate Comparison 45

Commercial rate adjustments remain moderate in Tier 1, while larger increases are
concentrated in Tier 2 across scenarios

Rate Design - Commercial Volumetric Rates

512

£10.83

510.24 $10.09

310 so5a

$8.53 £8.49

s7.85 $3.17 $8.18

58

56

52

S0

Commercial - Tier 1 Commercial - Tier 2

B Current Rate Scenario 1 Scenario 2 Scenario 3 Scenario 4
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Agenda 46

Today’s discussion

 Revenue Requirements
» Cost Allocation
« Rate Design

‘ « Benchmarking I

+ Billing System

* Next Steps
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Residential Benchmarking 47

Walton County water residential costs are on the higher range of neighboring water
systems

Monthly Charge for Average Residential Customers
$160

$143.15
$140

$120

$100 595.54

580

$60.36 $60.53 96132 $61.77 $61.92  $62.05

560
$46.48 S47.45 $48.90 95045
$41.05 541.24
$40
$20 I I
S0
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inside {current) outside (Scenario (Scenario (Scenario (Scenario  Circle-  Circle-
3) 4} 2) 1) inside outside
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Commercial Benchmarking 48

Compared with nearby water systems, Walton County's commercial water costs are
in the middle range

Monthly Charge for Average Commercial Customers
5800

$700 $691.30

5600

$500
$461.48

$405.36
$400
$306.34
$300 $270.47
$240.10
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Wholesale Benchmarking 49

Walton County's wholesale water rates are currently the lowest in comparison with
neighboring water systems, but the proposed rate increase would bring it into the

middle range

Monthly Charge for Average Wholesale Customers

£20,000
$18,000
516,000
$14,000
$12,000
$10,000 $9,353.32
$8,324.80
$8,000
$6,000 $5619.24  $5721.84
54,000
$2,000
50
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Connection Fee Benchmarking 50

Walton County’s connection fees for residential meters are on the lower range
compared to neighboring utilities

58,000

57,000

56,000

55,000

54,000

53,000

52,000

51,000

50

Connection Fees for 3/4" Meter (short-side)

52,950 52,951
52,658
$1,960
Henry Oconee Walton Newton
County County County County
(current)

53,100
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$3,466
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Connection Fee Benchmarking o1

Walton County’s connection fees for commercial meters are in the middle range of
neighboring water systems

Connection Fees for 2" Meter (short-side)

550,000
547,566
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Agenda 52

Today’s discussion

Revenue Requirements

Cost Allocation

Rate Design

Benchmarking

‘  Billing System I

* Next Steps

WAL Rate Study Presentation 8.31.26

CONFIDENTIAL THE SHPIGLER GROUP

STRATEGY MANAGEMENT CONSULTING SERVICES

4
®




Billing Software Modernization 53

Current billing software limitations create systemic challenges that process
improvements alone cannot address

* Findings revealed that manual workarounds stem primarily from CIS functionality gaps rather than inefficient
processes, making process review efforts premature

* Process reviews would yield minimal benefits while the underlying system constraints remain, creating a cycle
of temporary fixes to the same fundamental problems

» Prioritizing system replacement offers a more direct path to automation, integration, and reliability

improvements across all utility functions

Process Focus Path

Improve Processes

I

System Limitations Remain

!

New Workarounds Develop
for Same Issues

u

System Limitations

are the root cause of ’

process inefficiencies

Replace CIS/Billing System

Core Functionality Improved

Process Improvements
Build on Solid Foundation
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Software Requirements 54

CIS/Billing solution requirements stage defines system architecture specifications,
integration protocols, and security standards necessary for seamless enterprise

deployment

» The requirements stage establishes core functionality, integration capabilities, and security controls needed
for an effective CIS/Billing solution while ensuring alignment with utility business processes

« Key evaluation components include customer management, billing accuracy, payment processing, reporting
capabilities, and system security to support both operational efficiency and regulatory compliance

« Technical specifications must address data migration requirements, integration with existing utility systems
(including AMI), and scalability to accommodate future growth and regulatory changes

Requirement Category

Core Functionality

Integration Capabilities

Security & Compliance

Performance & Scalability

Implementation & Support

Critical Component
Customer management, billing engine,
payment processing, service orders

AMI, Financial systems, field
operations, customer portal

Data protection, access controls, audit
trail

Data Transaction volumes, response
times, growth accommodations

Data migration, training, ongoing
maintenance

Evaluation Considerations

Business process alignment,
configurability

API capabilities, data exchange
standards
Control effectiveness, documentation

Load testing parameters

Resource requirements, timeline factors
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Software RFP 55

CIS/Billing RFP process structured evaluation approach ensuring transparent
vendor assessment through balanced criteria and defined requirements

» The RFP process establishes a transparent, objective methodology for soliciting and evaluating CIS/Billing
solutions while ensuring vendors clearly understand evaluation criteria and compliance requirements

» Key process components include comprehensive requirements documentation, clear evaluation scoring
methods, demonstration scenarios, and reference validation to support informed decision-making

» The evaluation framework ensures balanced consideration of functional capabilities, technical architecture,
security controls, and implementation approach rather than relying on single-factor assessments

RFP Phase

Internal Evaluation

RFP Development

Vendor Response

Initial Evaluation

Demonstration Phase

Final Selection

Key Activities
Requirements gathering, market
research, evaluation team formation

Documentation of requirements,
evaluation criteria, submission
guidelines

Q&A session, requirement clarifications,
proposal submissions

Scoring of written responses,
compliance verification, shortlisting

Demos, technical deep dive, security
assessment

Reference checks, detailed security
review, contract negotiations

Evaluation Focus
Internal alignment on needs and
priorities

Clarifying of needs, comprehensive
scoring framework

Transparent communication, equal
vendor opportunity

Objective assessment against
documented criteria

Verification of claimed capabilities, fit
assessment

Due diligence, risk mitigation, value
confirmation
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Functionality Capabilities 56

Functionality capabilities defined by departments to guide vendor review
» Requirements address customer types, record management, and service features based on current utility

operations

« Standardized response format allows for direct comparison of vendor solutions

Table of Contents

Functional Area Number of Requirements
General and Technical 73
Billing 49
Customer Information System (CIS) 70
Customer Portal 40
Cashiering 29
Payment Processing 15
Prepay 86
Meter Data Management (MDM) 47
Automated Workflow Management 33
Work & Asset Management (WAM) 33
General Ledger and Financial Reporting 78
Chart of Accounts 25
Payroll 38
Purchasing 50
Accounts Receivable 30
Capital Asset Accounting 35
Budget Management 30
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Functionality Requirements 57

Sample requirements to consider within key capability categories

» User Interface & Experience

General & Technical «  Workflow & Approval Processes

* Reporting & Analytics

* Integration & Multi-Service Support

Billing « Billing Types & Structures

« Consumption & Metering

» Usage Analytics & Monitoring

Customer Portal « Billing & Payment Services

« Customer Service & Support
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Compliance 58

How utilities and IT teams navigate SOC Il considerations when evaluating cloud-
based solutions

« Many IT and utility organizations work diligently to balance security requirements with innovation, with SOC ||
compliance being one important factor among several evaluation criteria

« Conversations with successful implementation teams highlight collaborative approaches where IT security
professionals and cloud vendors partner to map vendor controls to specific compliance requirements

» Developing a shared evaluation framework that respects compliance obligations while enabling technology
advancement creates opportunities for improved functionality without compromising security standards

Traditional assessment path Collaborative assessment path

s R 'a 7\
Binary SOC Il Comprehensive
compliance check . control mapping
- \|/ . Balancing - \J/ o
p ~ compliance and P ~
Limited vendor innovation IT and vendor
consideration Effective SOC I partnership
based on 7 evaluation requires ™ addressing
documentation only understanding vendor compliance needs
\ J controls - J
'S \I/ ™ e \J/ M\
Technology / Security-enhanced
limitations solutions with
persist, innovation documented
missed compliance
ks A h. /

<
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SOX Il Controls 59

Effective SOC Il evaluation approach includes specific control analysis while
maintaining compliance requirements

« The evaluation approach has been refined based on workshop findings which identified the need to move
beyond binary SOC |l compliance checks toward comprehensive control assessment

« Key evaluation questions now align with proper compliance objectives, ensuring efficient mapping between
vendor security controls and SOC Il requirements

« The updated framework maintains all compliance requirements while enabling more effective technology
assessment through detailed control analysis

Controls

Data Protection

Access Controls

Audit Trails

Change Management

Availability & Recovery

Third Party Validation

Evidence Collection

Key Assessment Questions

How does the solution protect sensitive information?
What encryption standards are permitted?
How are privileged access rights managed?

What mechanisms ensure appropriate separation of duties?
How are privileged access rights managed and monitored?

How comprehensively are system activities logged? How long are logs retained and
how are they protected from tampering?

What processes ensure changes are properly authorized, tested, and documented?
How is version control maintained?

What redundancies exist to prevent data loss?
What is your recovery time objective and recovery point objective?

What independent assessments (SOC 1/2, ISO 27001) verify your control environment?
How frequently are they conducted?

How can we extract necessary audit evidence?
What reports and documentation are available to support our compliance needs?
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Billing Vendors 60

Billing vendors...
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Agenda 61

Today’s discussion

Revenue Requirements

Cost Allocation

Rate Design

Benchmarking

Billing System

‘ * Next Steps I
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Next Steps 62

The next steps involve finalizing and implementing the new rate structures

« Development of final rate design
» Presentation to Walton County board
» Develop and issue an RFP for a modern utility management software

» Explore potential implementation of Advanced Metering Infrastructure (AMI)
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