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Water Service Area
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Large Raw Water Supply Project
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Capital Program Requirements
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OKC Financial Challenge

 $2.3 billion CIP next 10 years

 Forecast 10%/yr revenue need next 10 yrs

 Generating approx. $220 mil/yr revenues

 Debt $450 mil/ debt service $40 mil/yr

 Forecasted new debt $1.5 bil next 10 yrs

 Customer growth throughout service area

 Project timing fixed

 How are we going to finance this CIP?
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Measuring Community Satisfaction

 Must get community buy-in

 Citizen surveys

 Focus groups

 Customer feedback

 Employee service “applied energies”

 Calls to Council/City Manager

 Citizen generated media inquiries

 Rate hearing customer objections

 Support from large/wholesale customers
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Surveys/Focus Groups

 Citizen surveys since 2005

 Customer Focus groups since 2010

 Overwhelmingly positive responses

 Test ideas, tailor programs

 Better meet customer needs

 Solve our problems in ways customers 
support
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Example from 2005
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2005 Utilities Specific
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Example from 2015
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2015 Utilities Specific
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Customer Support Strong
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Reasons For Support
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OKC Financial Goals
 Maintain adequate cash reserves

 90 days working capital
 Capital improvement program reserves
 Rate stabilization reserves

 Fund all debt service accounts in-full & on-time
 Maintain DSC for Trust at 2.0 times
 Maintain Fixed Charge Coverage at 1.0 times

 Trustees support annual rate adjustments to keep 
pace with costs of service

 Continue funding significant portion of CIP from in-
year revenues (PAYGO)

 Maintain financial health to sustain “AAA” S&P 
rating
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Typical Water User Small
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10 Yr Financial Plan

 3 year transition to $1,000 water SDC by 
FY2017

 No change in sewer SDC

 SRF financing as much as possible

 Optimal PAYGO funding

 Combined water/sewer DSC 2.33x to 2.92x

 Fixed charge ratio 1.15x to 1.32x

 Continue promoting wholesale sales
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Conservation Pricing Strategy

 Phase I –Years 1-5
 Block 1 – First 10,000 gallons / month

 Block 2 – Over 10,000 gallons / month

 Phase II –Years 6-10
 Convert to 3 Blocks, ranges to be determined

 Use Blocks 2 and 3 to reduce usage during 
pipeline construction

 Cover fixed costs & debt with base charge & 
Block 1 revenues

 Adjust base charges & block intervals as needed 
as customer use patterns moderate
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Conservation Pricing Strategy

 Phase I –Years 1-5
 Block 1 – Up to 100% of AWC

 Block 2 – Over 100% AWC

 Phase II –Years 6-10
 Convert to 3 Blocks, ranges to be determined

 Use Blocks 2 and 3 to reduce usage during 
pipeline construction

 Cover fixed costs & debt with base charge & 
Block 1 revenues

 Adjust base charges & block intervals as needed 
as customer use patterns moderate
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Conservation Pricing Strategy

 Phase I –Years 1-5
 Phase-out 2 of 3 service plans that rely too much on sales 

volume to breakeven
 Add Time-of-Day Rate to replace phase-out plans
 Revise wholesale rate to rely primarily on connection size(s) 

and maximum monthly historic volumes to set payments
 From take-or-pay to pay-to-play approach

 Phase II –Years 6-10
 Revise as needed given wholesale customer responses to 

Phase I

 Cover fixed costs & debt with base charge & 
“pay-to-play” (Reservation Gallon) minimum fees

 Adjust base charges & block intervals as needed as 
customer use patterns moderate

19

W
h
o
l
e
s
a
l
e



Keep Our Eyes on the Prize
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Slides from Rate Hearing
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Giving Officials Options
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Fixed Charge Coverage Ratio
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Contact Information

 Bret Weingart, Assistant Director

 The City of Oklahoma City, Utilities Dept.

 420 West Main Street, Suite 500

 Oklahoma City, OK 73102

 Email: bret.weingart@okc.gov

 Telephone: 405.297.2828
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