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2Executive Summary

• 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

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
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3Process

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
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Today’s discussion

• Revenue Requirements

• 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

Financial Results
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Residential customers are responsible for 85% of water sold

Customer and Usage Patterns

Water Sold by Segment
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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

Water Rates
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Based on current trends, an annual growth of 1.7% is expected for water during 

the forecast period
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Fixed service charges account for 60% of the revenue, while volumetric rates are 

responsible for 40% of water sales
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Based on current rates and trends, overall revenue is expected to increase by $2.9 

million by 2034
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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

– A transmission infrastructure bond of $45M will take effect in 2027
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The budget is based on an expected expenditure of $42 million in capital projects 

between now and 2034



WAL Rate Study Presentation 8.31.26

CONFIDENTIAL

13Interest

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
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14Revenue Requirements

The margin will continue to narrow until 2028 based on current rates, with 

potential of recovering by 2034
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Today’s discussion

• Revenue Requirements

• Cost Allocation

• Rate Design

• Benchmarking

• Billing System

• Next Steps
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54% of operating expenses are due to variable costs

Fixed vs. Variable Costs

Fixed Cost Variable Cost
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The cost allocation for residential customers is $505 per account

• ERUs were calculated for each customer segment 

1 Fixed Cost Allocation

Residential Fixed Cost = Total Fixed Costs × Residential ERU Share

$4,694,959

× 18,492 residential ERUs

÷ 19,551 total ERUs

Residential fixed cost $4,440,514

2 Variable Cost Allocation

Residential Variable Cost = Total Variable Costs × Residential 
Gallon Share

$5,434,483

× 1,093,975,000 residential gallons

÷ 1,286,408,000 total gallons

Residential variable cost $4,621,542

3
Cost per Residential Account

Cost per account = Total Residential Cost ÷ Residential Accounts

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

$9,062,056 ÷ 17,940 residential accounts = $505
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Wholesale customers face the highest total cost per account

Total Cost Allocation per Account, per Segment

Wholesale Mobile Home Park Institutional/Educational Industrial Commercial Other



WAL Rate Study Presentation 8.31.26

CONFIDENTIAL

19Fixed Costs

Fixed costs to serve accounts with zero consumption increase with meter size 
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Minimum bill amounts are, on average, 42% higher than fixed costs per month
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According to the Capital Improvement Plan, $440,000 will be allocated annually to 

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

water systems 

* Meter sizes 3" and above are installed by the customer/contractor working for the customer.  We purchase meter 
and ship it to vault manufacturer.
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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
Cost of Water per 1,000 

gallons
Annual Water Sold (gallons)

Oconee $5.00 88,857,000

Gwinnett $5.78 23,968,000

Newton $1.59 12,961,000

Monroe $4.40 325,000
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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
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25Agenda

Today’s discussion

• Revenue Requirements

• Cost Allocation

• Rate Design

• Benchmarking

• Billing System

• Next Steps
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To assess the potential to support capital improvement projects, a thorough 

modeling exercise was conducted to evaluate options

•  Define Goals and Objectives

– 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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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

Most Recent Rate Changes

Time of change 2014 2017 2021 2027 (proposed)

Time since last 

change
- 3 years 4 years 6 years

Increase -
~2–5% effective 

increase

$15.25 monthly 

base rate 

increase

Scenarios 

proposed
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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

• A rate change must be enacted to account for rising costs
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29Rate Design

Four water rate scenarios were developed

Increase minimum 

bill and volumetric 

rates by 2.8%

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 

Increase across all 

customers

Higher increase for 

large customers

Higher increase for 

large customers

Small increase for 

all customers, with 

higher increase for 

large customers

Maintains existing 

rate approach

Balances rate 

structure

Limits impact on 

smaller accounts

Increases all rates, 

but limits impact on 

smaller accounts

Scenario 1 Scenario 2 Scenario 3 Scenario 4

Rate Approach

Structured Impact on 

Rate Level

Rationale

Increase min bill + 

volumetric rates

Increase volumetric 

rates only

Increase volumetric 

rates only

Increase min bill + 

volumetric rates
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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
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31Scenario 1 Revenue

A uniform 2.8% increase across every rate component lifts forecasted revenue 

without changing the current rate approach
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32Scenario 1 Impacts

Residential and commercial customers would be impacted equally by this rate 

change, regardless of usage
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33Scenario 2 Concept

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
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34Scenario 2 Revenue

Raising volumetric rates by 7.3% recovers revenue from usage, not connection
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35Scenario 2 Impacts

Residential and commercial customers with more usage would be most impacted 

by this rate change
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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



WAL Rate Study Presentation 8.31.26

CONFIDENTIAL

37Scenario 3 Revenue

A steeper inclining block rate reaches the same revenue target without raising 

bills for low-volume customers
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38Scenario 3 Impacts

Residential and commercial customers within the highest usage tiers would be 

most impacted by this rate change
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39Scenario 4 Concept

Scenario 4: Increase current minimum bill charge and implement a steeper 

inclining block rate structure

• Introduce a 2.6% minimum bill increase

– Residential ¾” minimum bill increases by $1.00

– Commercial 2” minimum bill increases by $4.25

• Introduce the following graduated rate increases:

– Residential tiers: $0.14 / $0.34 / $1.08

· 1.9% / 3.9% / 7.7%

– Commercial tiers: $0.23 / $0.55

· 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
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40Scenario 4 Revenue

Increasing the minimum bill and a steeper inclining block rate reaches a higher 

revenue target while limiting impacts on low-volume customers
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41Scenario 4 Impacts

All customers are impacted by this rate change, but customers within the highest 

usage tiers would be most impacted
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42Ongoing Increases

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

Net impact of 

incremental increases 

is $5.8M by 2034 

compared to a one-

time change
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43Minimum Bill Comparison

The minimum bill increases the most in Scenario 1
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Scenarios 3 and 4 shift costs toward higher-volume users while minimizing 

impacts on lower-volume customers
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45Commercial Volumetric Rate Comparison

Commercial rate adjustments remain moderate in Tier 1, while larger increases are 

concentrated in Tier 2 across scenarios
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Today’s discussion

• Revenue Requirements

• Cost Allocation

• Rate Design

• Benchmarking

• Billing System

• Next Steps
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Walton County water residential costs are on the higher range of neighboring water 

systems



WAL Rate Study Presentation 8.31.26

CONFIDENTIAL

48Commercial Benchmarking

Compared with nearby water systems, Walton County's commercial water costs are 

in the middle range
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49Wholesale Benchmarking

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
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50Connection Fee Benchmarking

Walton County’s connection fees for residential meters are on the lower range 

compared to neighboring utilities
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51Connection Fee Benchmarking

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

neighboring water systems
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Today’s discussion

• Revenue Requirements

• Cost Allocation

• Rate Design

• Benchmarking

• Billing System

• Next Steps
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53Billing Software Modernization

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
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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 Critical Component Evaluation Considerations

Core Functionality Customer management, billing engine, 

payment processing, service orders

Business process alignment, 

configurability

Integration Capabilities AMI, Financial systems, field 

operations, customer portal

API capabilities, data exchange 

standards

Security & Compliance Data protection, access controls, audit 

trail

Control effectiveness, documentation

Performance & Scalability Data Transaction volumes, response 

times, growth accommodations

Load testing parameters

Implementation & Support Data migration, training, ongoing 

maintenance

Resource requirements, timeline factors
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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 Key Activities Evaluation Focus

Internal Evaluation
Requirements gathering, market 

research, evaluation team formation

Internal alignment on needs and 

priorities

RFP Development

Documentation of requirements, 

evaluation criteria, submission 

guidelines

Clarifying of needs, comprehensive 

scoring framework

Vendor Response
Q&A session, requirement clarifications, 

proposal submissions

Transparent communication, equal 

vendor opportunity

Initial Evaluation
Scoring of written responses, 

compliance verification, shortlisting

Objective assessment against 

documented criteria

Demonstration Phase
Demos, technical deep dive, security 

assessment

Verification of claimed capabilities, fit 

assessment

Final Selection
Reference checks, detailed security 

review, contract negotiations

Due diligence, risk mitigation, value 

confirmation
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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
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Sample requirements to consider within key capability categories

General & Technical

• User Interface & Experience

• Workflow & Approval Processes

• Reporting & Analytics

Billing

• Integration & Multi-Service Support

• Billing Types & Structures

• Consumption & Metering

Customer Portal

• Usage Analytics & Monitoring

• Billing & Payment Services

• Customer Service & Support
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How utilities and IT teams navigate SOC II considerations when evaluating cloud-

based solutions

• Many IT and utility organizations work diligently to balance security requirements with innovation, with SOC II 

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
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Effective SOC II 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 II compliance checks toward comprehensive control assessment 

• Key evaluation questions now align with proper compliance objectives, ensuring efficient mapping between 

vendor security controls and SOC II requirements 

• The updated framework maintains all compliance requirements while enabling more effective technology 

assessment through detailed control analysis

Controls Key Assessment Questions

Data Protection

• How does the solution protect sensitive information?

• What encryption standards are permitted?

• How are privileged access rights managed?

Access Controls
• What mechanisms ensure appropriate separation of duties? 

• How are privileged access rights managed and monitored?

Audit Trails
• How comprehensively are system activities logged? How long are logs retained and 

how are they protected from tampering?

Change Management
• What processes ensure changes are properly authorized, tested, and documented? 

• How is version control maintained?

Availability & Recovery
• What redundancies exist to prevent data loss? 

• What is your recovery time objective and recovery point objective?

Third Party Validation
• What independent assessments (SOC 1/2, ISO 27001) verify your control environment? 

• How frequently are they conducted?

Evidence Collection
• How can we extract necessary audit evidence? 

• What reports and documentation are available to support our compliance needs?
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60Billing Vendors

Billing vendors…
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Today’s discussion

• Revenue Requirements

• Cost Allocation

• Rate Design

• Benchmarking

• Billing System

• Next Steps
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62Next Steps

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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