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Items for Discussion

• Review of 2024 Request for Proposal (RFP)
• Purpose / Structure

• Results / Recommendation

• Tie to Integrated Resource Plan (IRP)
• Selected Portfolio Additions

• Proposed Power Purchase Agreements (PPA) Detail
• Project Description

• PPA Structure

• Q&A
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REVIEW OF 2024 REQUEST FOR PROPOSAL
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Purpose of the RFP

This RFP is intended to help Grant PUD prepare for future and current 
challenges including:

• Serving customers under stable rates

• Sourcing appropriate and sufficient power to provide reliable 
service 

• Positioning Grant PUD to meet future clean energy standards

It also is intended to help Grant PUD:

• Better understand a very competitive market for power supply

• Focus on finding long-term clean energy solutions

• Let developers know Grant PUD is looking for capacity



5

Two Categories of Proposals Requested
Group A Proposals include:

• Power Purchase Agreements Only

• Minimum of 50 MW, Maximum of 300 MW 

• PPA start date between Jan 1, 2025, and Dec 31, 2029

• Term of 1 to 5 years

Group B Proposals include:

• Power Purchase Agreements or Ownership Offers

• Minimum of 50 MW, Maximum of 300 MW 

• PPA or Ownership start date no later than Jan 1, 2035

• Term of 10 to 20 years
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RFP Responses
14 proposals offered ownership; the remainder offered Power 
Purchase Agreements (PPA) only 

82 Evaluated Proposals by Technology Type:

• 35 Solar
• 31 Solar + Storage
• 13 Stand Alone Storage
• 2 Wind
• 1 Biodiesel
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Evaluation Criteria
Economic Evaluation (70%)
• Assessment of project potential market performance 
• Valuation of performance in the GCPUD resource portfolio
• Economic evaluation performed using Ascend Analytics’ PowerSIMM platform
• Included ex-post inclusion of value of ability to provide ancillary services

Risk Assessment (15%)
• Company strength
• Project Viability 

Strategic Alignment (15%)
• Contribution to GCPUD’s capacity needs, including emphasis on ability to 

contribute to entering binding WRAP program
• Contribution to GCPUD’s energy needs
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TIE TO INTEGRATED RESOURCE PLAN
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IRP Selected Portfolio Additions – 
Reference Case

Royal Slope helps to meet near-term IRP 
goal of 290 MW of solar and meets our 

250 MW of storage by 2028 
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IRP Selected Portfolio Additions – 
w/Royal Slope Additions
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Energy Position of Existing Portfolio –   
w/ Royal Slope additions
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PROPOSED POWER PURCHASE AGREEMENTS 
(PPAs) DETAIL



13

Project Information
• Project Owner

− Royal Slope Solar, LLC

• Project Type
− 260 MW Solar and 260 MW of 4-hour Lithium-Ion 

Battery Storage

• Project Location
− Located just northeast of Wanapum dam in Grant 

County

• Project Balancing Area
− BPA
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Royal Slope Location

Royal Slope
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PPA Structure
• Term

− 20-years beginning no earlier than 3/1/2028 (solar) and 4/1/2028 (battery 
storage)

• Products
− Solar - energy output at project bus (≈ 27% expected capacity factor)
− Battery/Solar capacity meets Western Resource Adequacy Program requirements 
− BPA transmission

• Price
− In RFP average range:
    - Solar: $65 to $75 per MWh 
    - Battery: $14.00 per kW-mo. to $16.50 per kW-mo.

• Prepay arrangement can be added to PPAs

• Risk Management
− Subject Matter Expert and Legal sign-off on contract



16

Next Steps

• Redacted Contract is in your packet for review.
− I will send an unredacted contract to Maggie for private review

• My team is available to answer any questions you 
have

• First opportunity for Commission approval of the 
PPAs is October 28th



Questions?



Thank you!



2026 PROPOSED BUDGET 
HEARING
October 14th 2025

2 0 2 6  P R O P O S E D  B U D G E T  H E A R I N G

TERRAH BICONDOVA| BUDGET & REPORTING MANAGER

BRYNDON ECKLUND| MANAGER OF FORECASTING & PLANNING​
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Agenda
Presentation of the Proposed 2026 Budget and opening the 
public comment period, giving the community an opportunity to 
provide input per RCW 54.16.080.

• 2026 Key Priorities

• Budget Summary

• Financial Forecast
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2026 Key Priorities

✓ Financial Strategy

✓ Focused Growth

✓ Community Impact & Public Engagement
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Financial Strategy
Our mission is to safely, efficiently, and reliably 
provide electric power and fiber optic broadband 
services to our customers. 

To support this mission, our 2026 Financial strategy 
focuses on: 

• Proactive Planning

• Continuous Engagement

• Resource Optimization
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Focused Growth

In 2026, we’re investing in reliability, 
operational excellence, and 
programs that directly benefit our 
customers. 

Substation & 
Switchyard 
Upgrades

New 
Maintenance 

Center

Quincy 
Transmission 

Extension

Workforce 
Growth

Customer 
Incentive 
Programs

Asset 
Maintenance 
& Upgrades
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Community Impact & Public Engagement
Investing in Community Needs
▪ Customer incentive programs, facility upgrades and 

service expansion 

Listening to Our Community
▪ Public meetings, outreach and focused efforts to 

improve customer experience

Delivering Value to Ratepayers 
▪ Efficient funding for reliable, low-cost service

October 14 | Public Hearings | Ephrata HQ at 2:00 PM & 6:00PM (Remote attendance available – see website)

December 9 | Anticipated Adoption of 2026 Budget 

Rate change reviews occur separately from the budget process.
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2026 Proposed Budget

✓ Total Expenses

✓O&M

✓ Labor

✓ Capital

✓ Taxes & Debt
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Total Expenses ($ in thousands)

TYPE 2025 2026 Variance Variance

O&M $85.2M $88.9M $3.7M 4%

Labor $171.5M $198.6M $27.1M 16%

Capital $225.6M $322.3M $96.7M 43%

Taxes $24.0M $24.5M $0.5M 2%

Enterprise ($2.8M) $1.8M $4.6M 164%

Debt Service $73.1M $69.9M ($3.2M) (4%)

TOTAL $577.0M $706.0M $129.0M 22%

O&M
12%

Labor 
28%

Capital 
46%

Taxes & 
Enterprise

4%
Debt 

Service
10%

2026 OVERALL BREAKDOWN

TOTAL EXPENSES OFFSETS NET BUDGET

$706.0M $292.6M $413.4M
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Net Budget ($ in thousands)

Labor Costs Reflected Within O&M and Capital Budgets Respectively         
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Operations & Maintenance ($ in thousands)

COST CATEGORY TYPE 2025 2026 Variance Variance

Purchased Services $43.0M $42.0M ($1.0M) (2%)

General & Administrative $13.1M $15.1M $2.0M 15%

Operating Materials & Equip $11.9M $12.4M $0.5M 4%

Technology $9.4M $9.5M $0.1M 1%

Risk $5.2M $6.5M $1.3M 25%

Transportation $1.6M $1.7M $0.1M 6%

Utilities $1.0M $1.7M $0.7M 70%

TOTAL $85.2M $88.9M $3.7M 4%

G&A
+$798K for Customer 
Incentive Programs 
+$544K Regulatory costs

Risk
+$1.3M for Insurance 
Premiums Increases
 
Utility vs Purchases 
Services shift
Budget Category Type 
Adjustments 
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Labor ($ in thousands)

TYPE 2025 2026 Variance Variance

Salaries & Wages $112.4M $131.0M $18.6M 17%

Benefits $47.8M $55.7M $7.9M 17%

Overtime $8.0M $8.6M $0.6M 8%

Other Labor $0.9M $0.9M $0.0M 0%

Leave Cashouts $2.4M $2.5M $0.1M 4%

TOTAL $171.5M $198.6M $27.1M 16%

Inflation: Economic adjustment to attract and retain qualified employees.

Workforce Growth: Expanding strategically to improve performance and 
capability. Eighty-eight additional positions planned for 2026.
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Capital ($ in thousands)

TYPE 2025 2026

Capital $225.6M $322.3M

$225.6M

$322.3M

Capital Budget

2025 2026

$96.7M
 (43%)

TOP PROJECTS 2026

Quincy Transmission Expansion Plan $97.3M

New Service Center (Facilities Master Plan Implementation) $86.9M

Turbine Generator Program $44.5M

Priest Rapids Spillway Stability Improvements $31.4M

Ancient Lakes, Frenchman Hills Transmission Rebuild $17.6M

IQ7 Grey Bobcat Solar (Customer Funded) $9.8M

Fleet Replacement Program $5.7M

Larson Stratford 115kV Relocation $5.4M

IQ5 SR Quincy Valley (Customer Funded) $5.3M

IQ1 Invenergy (Customer Funded) $5.1M

TOTAL $309.0M

Outside of the top 10 projects listed, the 

remaining budget may be allocated to 

approximately 130 additional projects.
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Capital ($ in thousands)

• Increase is driven by major infrastructure investments in Power Delivery, 
Power Production, and Facilities Modernization. 

• Over 85% of the 2026 budget is allocated to projects in the execution or 
planning phase, ensuring delivery of critical system upgrades and 
reliability improvements. 

• Strategic Priorities:

✓ Grid modernization and transmission rebuilds

✓ Hydropower asset renewal and spillway stability

✓ Facility and fleet upgrades to support operational resilience 

✓ Continued investment in solar interconnections and customer-driven 
CIAC projects. (Contributions in Aid of Construction)
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Capital - Top projects for 2026
Priest Rapids Spillway: 38 anchors to stabilize spillway (for Asset Stewardship); construction 
starts 2026, approx. 3-year duration.

New Ephrata Service Center: Design-Build project in Grant PUD’s Facilities Master Plan; 
replaces aging infrastructure, supports growth, with Phase I design completing Oct 2025.

Priest Rapids Turbine Upgrade: Multi-year project to modernize 10 units for improved 
reliability and efficiency; Unit 7 currently in rehab, with outage completion targeted for April 
2026.

Quincy Transmission Expansion (QTEP): 10 projects; adds 650 MW capacity, redundancy, and 
grid flexibility.

Ancient Lake–Frenchman Hills Rebuild: 24.83-mile rebuild; line hits 97% capacity by 2025; 
urgent reliability upgrade.
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Financial Forecast

✓ Exhibit A

✓ Exhibit B

✓ Key Metrics

✓ Scenarios



Exhibit A
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*Note: The 2025 debt service figure includes the planned defeasance of two short-term debt issuances totaling $96.5 million. In 

2027, debt service reflects a $90 million bullet payment, with amounts through 2026 including cash contributions to the sinking 
fund established to fund this payment.



Exhibit B
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Key Metrics
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Rate Trajectory Scenario
Rate unbundling efforts aim to moderate rate increases and 
minimize rate shock for both core and non-core customers. 

Key Drivers for Proactive Planning: 

✓ Transitioning from Slice and Pooling Agreements

✓ Rising Energy, Transmission and Distribution Costs

✓ Compliance and Capacity Cost Pressures 
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Market Drivers of Power Supply Costs
✓ Priest Rapid Project (PRP) & Estimated Unmet District Load​ (EUDL)
✓ Western Resource Adequacy Program​ (WRAP)
✓ Clean Energy Transition Act​ (CETA)
✓ New Resources to serve load​ 

GROWTH
• Increasing obligations​

▪ Energy​
▪ Capacity​
▪ Clean energy​

• Likely Reaching Limit to Financial 30% of PRP​
• New Resources to replace EUDL Market Purchases​

Growth

PRP
 &

 EUDL

CETA

WRAP

RESOURCES
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Scenario Overview
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Scenario 4 – Exhibit A
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Scenario 4 – Exhibit B
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Scenario 4 – Key Metrics



Questions?



Thank you!



$89.7M
Priest Rapids 

Project Capital

$69.9 M
Debt 

Service

GRANTPUD.ORG   |   509-766-2505Powering our way of life.

2026 
PROPOSED
BUDGET

$264.0 M
Operations and

Maintenance

$257.9M
Electric System 

Capital

2026 NET BUDGET

Total Offsets:

 $292.6 M

Total Gross 
Expenditures:

 $706.0 M

Total Expenses
after Offsets: 

$413.4 M
$24.5 M

Taxes

2025  2026  2027   2028   2029    2030

Electric Liquidity (R&C + WC)

Consolidated Debt Service Coverage

Consolidated Debt/Plant

Consolidated Return on Net Assets

Retail Operating Ratio

+
+
+ + +

+ +
+ + +

+ + + + +
+ + + + +

+
− − − −

− − −

FINANCIAL METRICS/PERFORMANCE DASHBOARD

− −

IS/Facilities

27%

Fiber

2%

Technology

2%

2026 DATA FOR O&M 
EXPENSES BY DIVISION

2026 CAPITAL 
EXPENSES BY AREA

Percentages are for illustrative purposes only. Percentages are for illustrative purposes only.

Power 
Production

24%

Admin & General

Power & Market 
Operations

Retail Operations

29.6% $26.3 M

29.6% $26.3 M

40.8% $36.3 M

Power 
Delivery
45%

Blue (+): Metric is performing at or above target. Orange (–): Metric is performing below target or needs attention



2026 BUDGET AT A GLANCE
The proposed 2026 Budget continues our focus on long-term value for all customers

so we can continue to provide low-cost, reliable power for future generations.

2026 BUDGET

2026 BUDGET

KEY METRICS
CHANGE IN NET POSITION 

LIQUIDIT Y (Measured at year end)

Elect System Liquidity (Rev + R&C)

Days Cash On Hand 

LEVERAGE 

Consolidated Debt Service Coverage

Consolidated Debt/Plant Ratio

PROFITABILIT Y

Cons. Return on Net Assets (chg. in net assets / net plant)

Retail Op Ratio (assumes baseline capital)

NET POSITION
CONSOLIDATED OPERATIONAL PERFORMANCE

REVENUE

Sales to Power Purchasers at Cost

Retail Energy Sales

Net Power (Net Wholesale+Other Power Revenue)

Fiber Optic Network Sales

Other Revenues

EXPENSES

Operating Expenses

Taxes

Net Operating Income or Loss Before Depreciation

Depreciation and amortization

NET OPERATING INCOME OR LOSS

OTHER REVENUES OR EXPENSES

Interest, debt and other income

CIAC (Money paid by customers to build infrastructure)

CHANGE IN NET POSITION (BOT TOM LINE)

NET BUDGET 2025 BUDGET

2026 BUDGET

$ 2 37.8 M

$ 4 01.8 M

4 80

4.76X

38%

8.8%

110%

$19.1 M

$ 324.5 M

$ 229.1 M

$13.8 M

$ 3.0 M

($ 2 36.5 M)

($ 24.0 M)

$ 329.0 M

($101.7 M)

$ 227.3 M

($ 6.0 M)

$16.6 M

$237.8 M

$ 2 36.5 M

$ 24.0 M

$180.0 M

$ 6 3.4 M

$ 24 3.3 M

$ 73.1 M

$ 577.0 M

($16.6 M)

($19.1 M)

($ 229.1 M)

($ 26 4.8 M)

$312.2 M

$ 251.9 M

$ 416.5 M

526

5.5 4X

35%

8.6%

125%

$ 3 4.0 M      

$ 320.0 M

$ 245.4M

$14.1 M

$ 4.1 M

($ 26 4.0 M)

($ 24.5 M)

$ 329.0 M

($ 90.3 M)

$ 2 38.8 M

($ 0.1 M)

$13.2 M

$251.9 M

$ 26 4.0 M

$ 24.5 M

$ 257.9 M

$ 89.7 M

$ 3 47.6 M

$ 69.9 M

$ 706.0 M

($13.2 M)

($ 3 4.0 M)

($ 245.4 M)

($ 292.6 M)

$413.4 M

Operations & Maintenance (Includes adjustments)

Taxes

Electric System Capital

Priest Rapids Project Capital

Total Capital

Debt Service

Total Gross Expenses

EXPENSE OFFSETS

Contributions in Aid of Construction

Sales to Power Purchasers at Cost

Net Power (+ Expense, - Revenue)

Total Offsets

TOTAL EXPENSES AFTER OFFSETS

2025 BUDGET

2025 BUDGET

All figures rounded to the nearest 100,000th.

All figures rounded to the nearest 100,000th.

All figures rounded to the nearest 100,000th.
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C U S T O M E R  S T R A T E G Y

Team 
Updates

Vacant

Lindsey McDonnell
Sr. Customer Strategist

Heidi Juarez
Customer Strategist
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C U S T O M E R  S T R A T E G Y

Q3 Recap
Quarterly Goals
• Build Employee Mindset through trainings
• Collaboration with External Affairs

− Captured video interviews with customers about their experience with GCPUD at the Grant 
County Fair

• NSC Sprint Redesign Sustainment
− Lessons learned workshop held 7/31. Action plan finalized and distributed to responsible 

owners for follow up and sustainment
• Fiber Sprint Redesign

− Redesign, stakeholder, and support teams in place. Sprint will run 9/22 – 10/23. 
• Collaboration with Continuous Improvement

− CI will be imbedded in the next sprint redesign



Insert Graph or chart

C U S T O M E R  S T R A T E G Y

Q3 Recap
Key Metrics
• Training Goal: 100% Retail Ops

Insights
• Offer a Virtual Option for 100% 

remote workers
• Exceptional effort in getting teams 

through training

4
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C U S T O M E R  S T R A T E G Y

Q4 Outlook
Near-Term Plans

• Working with Continuous Improvement to establish a customer feedback 
repository. Will include a system for documenting and following up on feedback.

• Recruiting third-party survey and analytics partner to begin work Q1 2026
• Creating three-year roadmap for Customer Experience to be completed by Q4 

2025
• Beginning work with consultant Tier 1/Xplane expected to complete in Q1 2026
• Fiber SLA Sprint Redesign 
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Long-Term Strategy
Goal: To be a trusted advisor that ensures organizational decisions are customer-
informed, strategically aligned, and future-ready
Strategic Approach:
• Anticipating Needs
− Build a unified customer data repository to guide proactive solutions

• Becoming Experts
− Grow SME knowledge of customers through insights, networking, and continuous learning

• Building Trust
− Collaborate across departments to become a go-to business advisor on customer experience

• Educating & Aligning
− Partner with HR, OD, & PA to strengthen customer-centric culture internally and externally

• Measuring Impact
− Develop a CX dashboard aligned to the balanced scorecard to track results
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C U S T O M E R  S T R A T E G Y

Commission Support: Key Asks 

• Stop into the Sprint Redesign to see the awesome work being done. The 
team will be in the commissioner’s conference room on the basement level 
at EHQ Monday – Thursday 0600-1630 September 22nd – October 23rd. 

• Deliver on 1 of the 12 attributes when interacting with the public

•       Share the feedback you receive from the community with us



Questions?



Thank you!



QBR Summary 
 

Department Name:  Key Presenters:   Date:  
 Customer Strategy Heidi Juarez, Lindsey McDonnell 10/25 

 
LAST QUARTER RECAP 
Quarterly Goals  

1. Build Employee 
Mindset 

Successfully delivered training to 80% of retail ops org that reframes the way we think about 
customer experience internally and externally. Commission sat in on this training the week of 
9/2/25 

2. Increased 
Collaboration 

Partnered with External Affairs to expand the voice of the customer through recorded interviews 
at the Grant County Fair 

3. NSC Sprint 
Sustainment 

Completed lessons learned workshop and distributed sustainment action plan to responsible 
owners across the organization 

4. Fiber SLA Sprint 
Pre-work 

Laid the groundwork for the upcoming Fiber SLA sprint 9/22-10/23. Improved communications, 
documentation, and processes based on feedback from NSC sprint lessons learned. 

5. New 
Partnerships 

Continuous Improvement will be imbedded in the next sprint. We are also working together to 
develop a customer feedback repository at the District 

 

NEAR-TERM PLANS (NEXT QUARTER) 
Project 
Updates 

• The Fiber SLA sprint redesign will run Sept. 22-Oct. 23 at EHQ.  
• Wrapped up sustainment items on New Service Connection sprint. Will continue to monitor and 

evaluate efficacy 
 

LONGER-TERM STRATEGY 
Roadmap Discuss strategic initiatives and projects on the longer-term roadmap: 

In 2026, we will focus on building out voice of the customer. We are working to secure a third-party 
survey partner to begin work Q1 2026. This work builds on the work we are doing with Continuous 
Improvement to establish a shared area where customer feedback can be housed, analyzed, and 
sourced. The associated data analysis and reporting will allow us to build out our metrics which 
identify customer issues, sentiment, and trends over time. We will expand our relationship building in 
service of being a trusted SME and internal business advisor on customer experience.  

Strategy • Anticipating Needs: Build a unified customer data repository (VoC, pain points, customer 
behaviors, industry trends) to guide proactive solutions 

• Becoming experts: Grow SME knowledge of customers through insights, networking, and 
continuous learning 

• Building Trust: Collaborate across departments to become a go-to business advisor on customer 
experience 

• Educating & Aligning: Partner with HR, OD, and PA to strengthen customer-centric culture 
internally & externally 

• Measuring Impact: Develop a CX dashboard aligned to the balanced scorecard to track results 
 

COMMISSION SUPPORT: KEY ASKS 
Specific 
Requests 

• Stop into the Sprint Redesign to see the awesome work being done 
• Deliver on 1 of the 12 attributes when interacting with the public 
• Share the feedback you receive from the community with us 
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