


Agenda -morning

MOSL

_

Arrival & Teas/Coffees

1 Introduction and Welcome: MOSL
2 Business Plan

3 Change: update

4 MPF Reform

5 Retailer Wholesaler Group: update
6 Lunch

Markus Lloyd and Tom Daborn
Lyv Nabarro / Angela Day
Huw Comerford

Evan Joanette / Oli Robins

Gerard Lyden and Fallon Wilkinson

10am to 10:30am
10:300 10:40am
10:400 11am
11:006 11:30am
11.300 12.45pm
12:450 13:15pm

13:150 14:00pm
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Agenda -afternoon MOSL

_

10

Retailer Wholesaler Group: Water Efficiency debate on the Nick Forrest (Baringa) 14:000 15:00pm
Baringa Report

Smart Metering, Smart Settlement Amy English/ Abu Rashid 15:000 16:00pm
Closing Lyv Nabarro 16:000 16:15pm
Networking opportunity All 16:150 16:30pm
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Business
Plan
2026 -29

User Forum

Lyv Nabarro, Head of Market
Engagement and Communications

Angela Day, Head of People, Risk
and Compliance
15 October 2025




Purpose of session

A Overview of process- timeline
A Current thinking & key emerging themes

A How you can feed into the business plan




Timeline MOSL
[ 0

NOV MOSL Board review and StrategicPanel consultation

Incorporate feedback from Panel consultation, engagement
DEC J| activities continue, MOSL Board sign off

Trading party and stakeholder consultation

- () -
Z

FER Final plan published for member voting



From Strategy to Business Plan MOSL

Setting out the what, the why, the when and the how much

MOSL Strategy 2024-2027

Vision “Using our collective expertise and independent
Where we want to get to_ insight to enable the best customer outcomes”

Values
Our behaviours_.

Strategic Priorities
Our strategic focus is to_

Market Confidence Market Systems

Be a trusted Provide secure and ve data ¢ Influence policy and

(2)
& ©) =)
@ L% .

market operator efficient technology in i promote solutions
that assures market to meet future al to support a
performance market needs 0 et to flourishing market
and resilience positively affect water
consumption

_Market Confidence J§ Markst Systems

Water Security Market Evolution
Strategic Foundations

. v v v v

Ao Business Plan

Year one o Core Services

A Detailed plan and budget 8 annual member vote
Years two and three & Improvement Programmes
A Deliverables and cost forecast




MOSL

2025 -28 Improvement programmes

Key improvement programmes

. Market Performance Framework Reform
. Strategic Metering Review

. Modernisation of Market Systems  (incorporating system security and open data)

. Market Evolution (incorporating smart settlement and tariff reform)

@@ Strategic Data Programme



Key Emerging Themes MOSL

A Market Performance Framework and Bilateral Hub & from programme to core service
A Systems and Settlement & clear long-term plan to meet market needs

A Smart metering revolution & realising the benefits from the hub

A Data & focused on improving the quality, assurance and exploring open data

A Strategic Panel Roadmap & supporting its delivery



. MOSL
Market Performance Framework and Bilateral Hub

Transitioning from programme to core service

A Both programmes will transition to MOSL core services
in 2026/27

A Ongoing improvements:

A Future system changes will be managed through
the same process as CMOS and funded via the
over all change budget (se

A Changes to performance assurance (e.g. KPIs and
standards) will be managed through a new process
d currently being defined by the Performance
Assurance Committee (PAC)

10



MOSL

Systems and Settlement

A clear long -term plan to meet market needs

Modernisation of Systems

A Part of a longeterm programme of work supporting other improvement programmes

A Cyber security will remain a key focus

A Improve reporting and data availability across the market systems, looking at data retention

and deletion and reducing technical debt

Settlement Strategy
A Informed by smart metering
A Settlement strategy to be published by March 26

A 2026/27 willfocus on implementation of the strategy




Smart Metering Revolution MOSL

Realising the benefits

Strategic Metering programme

A Monitoring delivery of National Metering Strategy

A Work with the Smart Water Meters Delivery Group to ensure focus on business
customers

A Work with RWG on customer journey (i.e. communications to customers and
installations

Smart Meter Read hub (SMRH)

A Delivery funded through performance charges, maintenance through Market

Operator (MO) charges
A Phase one (hub for retailer access) moves tacore service

A Phase two (interaction with CMOS) delivers by autumn 2026

12



MOSL
Data >

Improving the quality, assurance and exploring open data

Data Assurance Service

A Continuation of quarterly data audits
A Maintaining high standards of data quality

Strategic Data Programme

A Address root causes of poor data entering the market

A Focused on systems, codes and processes

Open Data A Agree clear use cases for open data by March 2026 before proceeding

Awi | | I nform work to support devel opment of
13



Strategic Panel Roadmap

Supporting its delivery

Panel leading with MOSL support

A
A

Independent Commission actions
Water Industry Act changes

Post Implementation Review (PIR) of the
market

Water efficiency 0 using results of Baringa
report

Water demand reduction Cambridge Pilot

PR29 early input

2025

P1. Report on progress to
a flourishing market

01. Update the apen
water website

M2. Basic Query tool on
Open Water Website

02. Ofwat incentives on
Wholesalers

M1. A reformed MPF
appropriately
incentivises
whaolesaler and retailer
performance

W1, Communicate tariffs,
customer incentives &
initiatives to retailers

R1. Notify businesses of
recently occupied
vacant sites

P2. Debate on NHH open
market data

P3. Debate on centralised
data

S
S
=)

p
e Strategic Panel

ST

2026

@ 03. Produce plain English
guide

@ 04, Retailer and TFI

‘fairness framework’
@ 05, Wholesaler ‘fairness
framework'

06. Define list of
fields/information to
be included on or
with customer bills

@ 07. Sandbox supports
innovation

(@ 08 Develop and
communicate 154
process (inc. SOLR)

R2. End Contract Notices
Cl. Key information for
. customers on or with

bills
R3. Compliance with key
information

Wholesalers - Retailers

ZHN ] © & =

2027

D3. Legislative
changes to
the WA (I54)
04. Deliver an
awareness
campaign if
neaded
109, Review the
balance of
regulation
and
competition

MOSL

6,
©

cow

2028

RS, Share
accurate,
granular
consumption
data

C2. Define TPI
principles

M3.Create a data
madel for
consumption
benchmarking
by market
segment

@ Ofwat

2029 2030 onwards
‘T W3, leverage g WaWholesalers
r smart to have

technology ralled aut
to stimulate smart
demand- metering
side technalogy
response

M4, Smart
settlement

Customer engagement & choice

Accurate and accessible data

Processes, capability & economics

Earlier delivery may
Defra O
* advance the REC Review

14



Engaging with the business plan MOSL

0~0
0]
XN

Industry groups: As well as the User Forum, you can join and observe various industry
groups such as the Metering Committee, Performance Advisory Group (PAG), Performance

Assurance Committee (PAC)

’:\:‘J MOSL Senior Engagement Programme: Bi-annual meetings held with Contract Managers,

ask your CM to ask questions and feed back

Formal consultation in January: We will be consulting with trading parties and stakeholders

I

in Januarya tell us your thoughts!

15






Code
Changes

Huw Comerford
MOSL

15 October 2025




Change Proposals/Reports to table at CCC in next 3 months* (Part 1 of 3) MOSL

CCC
Summary Recommen
dation
14 October 2025
I_Deduct_lons il Provide visibility of and standardise the Una_mm_ous
Withholdings under . : Rejection
: process for resolving full or partially
formal Dispute Process ; ) One
withheld payments for primary charges :
abstention

(CPMO054 & CPW145)

Third Party Requests to Re_quwe vv_holesalgrs to engage directly with Unanimous
third parties making requests on behalf of
Wholesalers (CPW161) : Approval
customers e.g., to install a datalogger

Define what a commissioned smart meter is .
Unanimous

Smart AMI Definition :
(CPW163) and when to usei;[]hce: I\jggrtAMl descriptor Approval

: : Extend the Market Operator scope to
MO Admin of Authority administer the PR24 Innovation Fund and Assessment

Funds (CPMO065) Water Efficiency Fund

18

*As of 14 October 2025
Dates for changes with PIP references are estimated.



Change Proposals/Reports to table at CCC in next 3 months* (Part 2 of 3) MOSL

November 2025

MOSL to convene and administer funds for

MHCLG Cambridge Ministry of Housing, Communities and Local

Project (PIP257) Government pilot to incentive more efficient
water use in Cambridge

Acceptance

Extend the Market Operator scope to
administer the PR24 Innovation Fund and Recommend
Water Efficiency Fund

MO Admin of Authority
Funds (CPMO065)

December 2025

Customer Contact :
Central storage of customer operational

Opsé?élifsn(all%;gt;ct contact details for incidents e St
Changﬁ (Igwlgrzod\f/;a)ments Amendments to the IAC Acceptance

Primary Charges for Retailers will not be charged by wholesalers

Sites that Cannot be where a disconnection (for debt) has been Acceptance

requested but the wholesaler is not able to

Dlsgeleics) (<llF2e) action it (e.g. shared supply)

19

*As of 14 October 2025
Dates for changes with PIP references are estimated.



Change Proposals/Reports to table at CCC in next 3 months* (Part 2 of 2) MOSL

December 2025 (Cont 6d)

Collate standardised reasons for missing
cyclic meter reads in CMOS to support Recommend
resolution of meter reading issues

Cyclic Read Skip Codes
(CPW162)

Clarify when an estimated transfer read can
be used in place of an actual read by a Recommend
retailer or customer

Estimated Transfer
Reads (CPW159)

January 2026
MOSL to convene and administer funds for
MHCLG Cambridge Ministry of Housing, Communities and Local Recommend
Project (PIP257) Government pilot to incentive more efficient
water use in Cambridge
*As of 14 October 2025 20

Dates for changes with PIP references are estimated.



Trading Party requests in next 3 months MOSL

type

MO Admin of Authority Funds Objection
(CPMO65) Window 14624 October
CMOS Data Retention Beyond Consultation 4 December 250
Seven Years (CPW157) 29 January 26**

* As of 07/10/25, ** Dates TBC



Awaiting Ofwat Decision* (1/2) MOSL

Title S Decision Implementation
Recommendation Due P

Wholesaler MPS Charge

Discontinuation (CPM062 & Early Rejection N/A N/A
CPW160)
MPF Reform Part C- KPIs Unanimous
Phase 1 (CPMO058 & recommendation 10 Nov 25 1 December 2025
CPW149 'cl)
Interim Supply: Cost : 4 weeks
: Unanimous :
Recovery Mechanism recommendation following Ofwat
(CPM063 & CPW153) decision
Interim Supply: Initial Cost Unanimous follosv;,r\lleeci;?wat
Support (CPW154) recommendation 9
decision
BilateralsPhase 15 .
(CPW139i) Clarifications Mayority . 17 Nov 25 S alee]
recommendation 2025

(CPW164)

22

*As of 07/10/25



Awaiting Ofwat Decision* (2/2) MOSL

Title S Decision Implementation
Recommendation Due P

Data/Report requests of the :
Unanimous

Market Operator (CPM061 recommendation 10 Dec 25 13 March 26
& CPW158)
Third-party Access to Maiorit
Consumption Data recom niengation 10 Dec 25 13 March 26
(CPMO060 & CPW156)
Post-RF Customer Refunds Majority :
(CPW152) recommendation s 1O il 28
Data Quality Assurance Majority o
Flags (CPW155) recommendation LU0/ L WEV/ A

*As of 07/10/25 23
** CMOS Release



Implementing* MOSL

: Central System Code Releas
Title
Impact BE(E]

Bilateral Hub (Additional

enhancements Pt4) (CPW139i) v 16 Dec 25

*As of 07/10/2025

24



Implemented in Last Month* MOSL

Impact

*As of 11/10/2024



Market
Performance
Framework
Reform

Preparing for new MPF KPIs
going live on 1 December

Evan Joanette, Janet Judge, Oli Robins
15 October 2025




Agenda MOSL

1. Progress towards new MPF KPIs .
going live on 1 December (subject —— , = ——
to Ofwat approval of codes) : y =Y

2. Reminder of the metrics going live

3. Reports and Peer comparison

4. What to expect at go-live

5. Questions



Implementation timeline MOSL

A Shadow operations A 17 November Ofwat due A 1 Decembecr 5 new KPIs
continues to announce its decision go live

A 7 Octoberg Ofwat on MPF code ghange
statutory consultation proposals (subject to

consultation responses)
closed

A Performance
measurement begins

A First reports due in January
A Ofwat review of responses 2026

28



About the new Metrics

Metric type Description

A
Primarymetrics associated
Key Performance . . )
: with interventions meantto A
Indicators (KPIs) :
achieve outcomes
Additional _Se(_:ondarynetrlcs usedto A
: indicate areas of concern the A
Metrics . .
may need investigating A
A
Tertiary metrics not related
Market Indicators to performance and not A
iIncentivised
A

»

Notes

Associated performance standards ar
charges

Aim to incentivise delivery of code
obligations and good customer
outcomes of key market activities
wStIiSa G2 OGN RAyY 3
Focuses on a specific part of process
Not code obligated

NI & Qa

LJI

Assess overall performance across the
market

Indicate whether the other two metric:
are improving market health

Not code obligated A 3 BRMeXKPIs live in April

- A Additional Metrics and
Market Indicators go live
Nov 2025 March 2026




KPI overview

KPIl Description

Cyclic meter reads
MO1 Cyclic reads performed within SLA (norrsmart meters)
MO2 Cyclic reads performed within SLA (smart meters)

M19 Cyclicnhon-market reads performed within SLA (bk
annual or monthly)

Transfer meter reads
MO4 Proportion of successful transfer meter reads
MO6 Lateness of transfer meter reads

Responsibility

Retaller
Retaller
Wholesaler

Incoming retailer
Incoming retailer

30



Metrics - cyclic reads MOSL
-

Cyclic meter reads Each month, reports proportion efaditional meters
performed within the read: :
SLA (norsmart A At least once in the previous 7 calendar months if w ‘o
meters or traditional) required to be read biannually
A At least once in the previous 1 calendar month if Retailer Wholesaler
required to be read monthly Meter reads &  asset management
submissions & meter reading

MO2  Cyclic meter reads As above, but fosmartmeters only.
performed within the
SLA (smart meters)

1 '

Wholesaler
asset management
& smart read

Retailer
Read submissions

acquisition
Customer Accurate bill. Limits likelihood of back-billing. Trading Consumption and settlement accuracy, which also supports
benefit Better read history leads to better estimates. party the two benefits stated for customers and trading parties.

benefit Acquiring retailers get SPIDs in good order.




Metrics - cyclic reads MOSL

- Explanation Responsibility

Cyclicnon-market Each month, KPI reports proportion of ron
meter reads market meters that have been read:
performed within the
SLA (bannual or

A At least once in the previous 7 calendar
months if the meter is required to be read

I

monthl .
Y) biannually
A At least once in the previous 1 calendar Wholesaler
month if the meter is required to be read
monthly
Customer Accurate bill. Limits likelihood of back-billing. Trading Subtractive bill accuracy. Consumption and settlement
benefit Better read history leads to better estimates. party accuracy, which also supports the two benefits stated for

benefit customers and trading parties.




Metrics - transfer reads

A transfer is a customé® NA @Sy LINRPOS&aad 2KSY | 0O0dzaU2YSNI KFad RSOAI
required to finalise the old account and set up a new one.

Proportion of successful Incentivises that a read be taken within tH&+7
transfer meter reads business days around the registration start date
(RSD) and then submitted within 8 business day

Incoming retailer

MO6 Lateness of transfer Lateness of transfer meter reads, starts counting
meter reads after (up to +7) + 8 business days for a max of 1.
further business days.

Incoming retailer

Customer Accurate bill to close out and start Trading party Obviates need for outgoing retailer to estimate final
benefit account. Limits likelihood of back-billing. benefit bill which may be over or under-estimated
Brings reassurance to switching process.

33



MPF KPIs used for BR -MeX (live) MOSL
KP! Responsibility

M12 Proportion of premises KPI reports proportion of premises with
with verified supply verified supply addresses, Unique Property

@ address and premises Reference Numbers (UPRN) & Valuation Office >l
data Agency (VOA) Billing Authority References Wholesaler

M18 Proportion of bilateral Each month, KPI reports proportion of bilateral

20 SLAs completed in month service requests are completed by Wholesalers
on time within the expected time

M15 Total and average days Each month, KPI reports how late any bilaterals

late for bilateral SLAs are that have passed their SLA due date.

50

Wholesaler

34



What does this
look like?

Accessing performance data

Moving into Core Service

Oli Robins




Reports and Data MOSL

¢« Back to My MOSL

@ Please contact your Contract Manager if you require access to MOSL services not shown below

& e CASTLE-R

Name Created Date File Size
Query Management My Charts My Files
Datacli
Raise and progress queries View NHH Market data insights, Centralised file exchange between Cs aracteanse
dashboards, share performance data, MOSL and Trading parties
MarketPerformance
etc.
Iltems per page: | 10 ~ 1-20of2 < >

\AGEIEl / MPF Dashboards

M12 dashboard M15 and M18 dashboard Holistic Reporting Holistic Reporting

View of wholesaler performance View of wholesaler performance dashboard (APf“ 2025 dashboard (up to March

against the M12 metric against the M15/18 metrics onwards) 2025)
Holistic view of trading party Holistic view of trading party
performance and peer comparison performance and peer comparison
based on MPS, MPF metrics & APIs based on MPS, OPS & APIs

View report j View report _. View report j View report [ _‘

Transfer Reads Cyclic Reads dashboard
dashboard Cyclic reads - M01/02/19 dashboard
Transfer reads - M04/06/09

dashboard

View report j View report [ _I

36




Peer Comparison

Retailers with more than 100,000 SPIDs

Water2business 95.78 % 99.96 % 99.51 % 94.51 % 135 0.28 1
Castle Water 9732 % 99.98 % 97.76 % 91.26 % 32.83 13 96.58 % 2
Pennon Water Services 92.96 % 99.94 % 99.81 % 95.55 % 0.00 0.00 15 97.06 % 3
Business Stream 93.16 % 99.98 % 98.16 % 92.45 % 18.04 17 95.94 % 4
Everflow 95.10 % 99.97 % 98.92 % 89.13 % 7.22 17 95.78 % 5
Wave 96.56 % 99.87 % 95.21 % 92.89 % 13.55 19 96.13 % 6
Water Plus Group 93.37 % 100.00 % 97.42 % 87.45% 28.84 19 9456 % 7 OW C O u We I I I a e

MPS Score

Data Quality

Score

Vacant with
Consumption
Score

LUM Score

Complaints to Complaints to

Retailer ccw

Retailers with fewer than 100,000 SPIDs

MPS Score

Data Quality
Score

Vacant with
Consumption
Score

LUM Score

Complaints Complaints

to Retailer to CCW

Rank Sum

Rank Sum

Average Score

Average Score

Total Rank

Total Rank

Veolia Water Retail 99.72 % 100.00 % 100.00 % 99.79 % 0.00 0.00 1
Dwr Cymru Welsh Water 98.18 % 100.00 % 100.00 % 99.73 % 10.92 0.21 6 99.48 % 2
Waterscan 96.87 % 100.00 % 100.00 % 99.39 % 0.00 0.00 9 95.06 % 3
Hafren Dyfrdwy 96.43 % 100.00 % 100.00 % 90.00 % 4.00 0.00 14 96.61 % <
Pozitive Water 97.38 % 99.99 % 99.73 % 96.98 % 1.50 0.00 19 98.52 % 5
ADSM 87.21% 99.98 % 99.66 % 95.29 % 0.00 0.85 29 9553 % 6
ConservAqua 92.67 % 99.87 % 99.30 % 93.17 % 0.00 0.00 32 96.25 % 7
Clear Business Water 93.10 % 99.76 % 99.53 % 89.49 % 56.46 4.34 32 9547 % 8
The Water Retail Compan 80.68 % 100.00 % 99.29 % 74.00 % 0.00 0.00 33 88.49 % 9
YU Water 23.13% 100.00 % 97.80 % 62.78 % 0.00 0.00 36 70.93 % 10
SES Business Water 92.68 % 99.97 % 97.46 % 88.09 % 50.91 4.63 37 94.55 % 11
Smarta Water 88.15% 99.45 % 99.29 % 7545 % 0.00 0.00 40 90.58 % 12

0 KA &
FNRSY R

\\ [ 4
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Support

\

L .
- g \What else would

M\ \ you like to see?
\ ‘ .

A Animation for wider teams/inductions, etc

'AoHypercareo M

A Web site (Wltrfupdatea Aavigation

" A MyMOSL for quéeries

A Guidance documents

A Webinar(s)

4
- -

",

- A Next Planning Update: Thursday 6 November




Performance Assurance
Next steps Committee (PAC)

MOSL supporting Performance Assurance Comi

Key success criteria for this programme is to provide the flexibility necessary for the
performance framework to evolve with the market over time to maximise longevity of
the reforms.

Includes

1. Change process 6 how can MOSL/PAC make changes to the framework over time?
2. Performance monitoring 0 what information are required for which stakeholders?

3. Performance intervention 9 how can improvement activity be identified and
Implemented through the MPF?

39



Thank you.




15 October 2025

RWG update

RWG,




RWG Annual Report hSteering Group

A New subgroups:

A Bilaterals, Customer Contact Details, Skip Codes and
Smart Meter Roll Out

A Reviewing systems and processes:

A Updated Governance Framework; quarterly saroup
reports to inform planning, visibility and alignment of
activity; central RWG inbox for queries and support

A Visibility of RWG activity:

A RWG webpages, Market Focus, User Forugpeison
meetings

A Strong connections with key stakeholders

RWG



RWG Annual Report - Sub - groups

ABilaterals

A Customer Contact Details
ADrought

APlanned and Unplanned Events
APolicies

A Settlement

ASkip Codes

ASmart Meter Roll Out

AWater Efficiency

AWholesale Tariff Simplification

RWG



RWG Annual Report 'bForward Look

A New Good Practice Guides:
A Access (Q3 236)
A Bilaterals Hub Forms (Q3/Q4-25)
A Drought Communications (Q4 2%/Q1 2627)
A Post RF Customer Refunds (Q428%

A Potential guide to complement implementation of
CPW162 Cyclic Read Skip Codes

A Potential guide to cover exceptions highlighted in Smar
Meter Roll Out Customer Communications Guide

A Review of existing RWG Good Practice Guides

A Publication of (selassessed) Wholesaler and Retailer
adherence to RWG Good Practice Guides

RWG



RWG Annual Report "BForward Look
A Code ChangeCustomer Contact Details (Q3-26)

A Consider Retrospective Amendments and development of a
market calculator (Settlement stdroup)

A Define agreed list of skip codes for use with CPW162 (if
approved by Ofwat) (Skip Codes sgroup)

A Consider exploring standardising an approach for calculati
water efficiency savings (Water Efficiency gubup)

A Publish findings from Trade Effluent RFI (Tariffsgrolbip)

A Publish phase 2 report following Business Assessed and
Rateable Value tariffs consultation (Tariffs syrioup)




Further opportunities/gaps?




How can you get involved?

A great opportunity to play an active role in shaping activities
that will support the development of the business retail
market for customers and trading parties:

A Join a sulgroup

A Suggest an idea for a sgjpoup

A Attend the next RWG iperson meeting on 28 January
2026 in London

A To find out more about RWG please email
rwg@mosl.co.ulor visit theRWG webpage

A Sign up to receive RWG emails, read Market Focus, e
with us on social media.

RWG


mailto:rwg@mosl.co.uk
https://mosl.co.uk/groups-and-forums/industry-groups-forums/retailer-wholesaler-group
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4% Baringa RW
Creating incentives
for business users
to reduce water

consumption

A October in -person Open

Forum
15 October 2025

Copyright © Baringa Partners LLP2025. All rights reserved. This document is subject to contract and contains confidential and proprietary
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RWG Water Efficiency Road Map

NHH Customers

How do we stimulate engagement?

(@) Increase awareness
(b) Create an imperative to act

(c) Provide support

Water Market/Industry

How do we move the dial?

(a) Understand what works, how
much it will cost, and identify
funding options

(b) Develop collaborative delivery
incentives and models

(c) Ensure we can measure
progress

Awareness:- leverage NHH target in national awareness raising strategy

Imperative: - economic signals: WE levy/tariff restructuring/value of water
- incentives: target obligatioptogressreporting/penaltiegrewards

Support: - information: smart metering; product labelling; options available
- funding supporit; water market/grants/levy proceeds
- efficient infrastructureg building regs etc.
- trading and credits

What works? leverage Ofwat Innovation Fund
- stimulate innovation, trialling, sharing of best practice
- establish costs and funding options

Collaborative AMP8 mechanisms that facilitate WE delivery and NHH
delivery models competition¢ test, learn, share and adapt

Effective PR24 ODI that enables NHH WE delivery against National Water
incentive design Target

Measurement

method (temp) Accelerated smart meter rollout

Businesses take
responsibility for WE
delivery. Embed WE
as core business (as
per CO2 reduction)

Retailers have
financial capacity to
deliver & report
customer led WE.

Wholesalers can
deliver NHH WE and
can rely on the
competitive market
to deliver demand

reduction.




With mounting pressure on water resources and a national target of 9%
demand reduction by 2038, it is vital to understand which interventions
can drive meaningful change across a highly diverse customer base.

The Retail Wholesale Grou@ Water Efficiency SubGroup commissioned
Baringa to evaluate a range of [the available incentive mechanisms to
explore the] policy and economic levers that can be deployed to

incentivise non-household water demand reduction in the England and
Wales.

RWG WES Steering Group



Our iramewaork 10r evaiuating
options for |ncent|V|S|ng reductions
in_no

segmentation
insight &

Deliverability

Incentive options
enablers

Evidence &
Insights from
other
geographies
and markets

Evaluation Criteria

Impact on Simplicity to Regulatory
Cost
Demand Implement Ease

Incentive options assessment

Stakeholder
insights

Implementation pathways

Baringa Confidential



5USINEeSS customer segments nave

differing demand characteristics

Hospitality & Leisure
Venues

ity rr
(YA TATAY) ’
Public Sector Buildings




Potential mechanisms for incentivising demand reduction

Mechanism Description

Make non household customers aware of targets and potentially
introduce financial incentives for performance against.

Industry to identify and address avoidable consumption linked to leaks,
faulty processes, or poor control.

Reduce demand on potable supplies by enabling greywater, rainwater, or
recycled water for low-grade use.

Strengthen price signals to reflect water scarcity and incentivise efficiency

through tariff reform.
Introduce a usage-based surcharge on high-volume users to fund

targeted water efficiency investment.

Introduce enforceable usage limits for non-household customers in stress
zones.

Link access to businesscritical financial services (e.g. insurance, lending)
to verified water efficiency.

Recognition & Rewards for Good Reinforce voluntary water-saving behaviours through reputational and

Behaviour financial rewards.

1  Demand Reduction Targets

2 Continuous Flow & Waste Reduction

3 Enable Non -Potable Sources

4 Alternative tariff structures

5  Water Efficiency Levy & Fund

6  Capacity Constraints

7  Engaging Investment Community




Through a combination of these mechanisms our assessment
suggests a potential 21% reduction can be targeted

Potential demand reduction impact from available mechanisms

25% o
B Accreditation
B Engaging
0
20% investors
N Water Levy
15% 2050 national - -
target W Alternative Tariffs
10% B Non-potable
2038 national - -
target
W Continuous Flow
5%
- B Demand targets
0% WRMP
Within AMP8 2038 Impact 2050 impact

Source: Baringa analysis



Each of the seven mechanism options were evaluated against four key criteria: Potential Impact on Demand , Cost,
Simplicity to Implement , and Regulatory Ease.

The bigger the circle, the more attractive the mechanism

These criteria reflect the core trade-offs between ambition, feasibility, and value for money. Scoring each option
enables a structured, comparative assessment to support clear, evidencebased policy decisions.

Impact on Demand r \ Simplicity to Implement
‘ Evaluation
Cost Effectiveness Kn ng

Compatibility with current
Regulations




Demand Reduction Ta

Extending water efficiency targets to NHH users, initially

reductions, with associated reporting measures.

Impact on Demand

Strong signal to align businesses
with national goals, and an
enabler with other mechanism.
But must be combined with

other levers to be effective.

Potential for many customer
segments to have minor
incremental demand reduction
benefits, however less than half
of businesses are taking any
measures currently.

Cost Effectiveness

Cost to customer is highly variable
dependent on baseline efficiency
and ability tochange behaviour

Taking action may be costly for
micro customers.

Relies on smart metering to
understand baseline use and
potential savings.

Demand

Reduction
‘ ‘ Targets ’

r&ets

Simplicity to Implement

Requires robust baseline and
consumption data to track
change. Challenges in
allocating fair targets by
customer segment. Need for
an independent reporting and
enforcement body. Not
possible to enforce until smart
metering widely embedded

Regulatory Ease

Initial engagement and

awareness campaigns is
simple to do, but to develop a
regulatory mechanism that
incorporates penalties for
failure to meet targets is
complex, difficult for
regulators and subject to
political challenge.

A Evidence in Singapore and Austral

ntary and then moving to mandatory

shows targets work best when
based on robust baseline data,
differentiated by sector or endse
and paired with support

Most suitable for large userée.g.
data centres, manufacturing,
agriculture) where usage is high an
measurable

More complex for lowengagement
micro userswhere usage is small,
variable, and harder to baseline
Public sector buildings and
health/education sectorsmay face
reputational incentives and policy
alignment, particularly where
reporting mechanisms are already
in place.

SMEs and retail chaingquire
more support and fair target
allocation to avoid unintended
burden.

Construction and temporary sites
pose challenges for baseline and
tracking due to site turnover and
seasonal demand.

d



Continuous Tlow identification ana
Wasvteeet Ferdhlﬁtle@rﬁt meter data to identify persistent flow and incentivise

resolution of leaks or wastage

Impact on Demand

High reduction potential for
SMEs and medium users

where leaks or inefficiencies and systems 0 process, | ayiffs, targets, benchmarking) and
are common analyse, and communicate | g required to measure and
| insights monitor usage
Someopportunitiesfor ver _ o A Limited effectiveness without full
large uggrs with flat ¢ Continuous Sector ceordination smart meter rollout and B2B
de?nand or processiriven Flow & required.Retailers often accesslarge gaps still exist in NHH
lack incentives or tools to coverage and retailer incentives to

flows, and already have Waste ot t

i i - act.
metering Reduction Many wholesalers lack full

Cost Effectiveness

Customers will only make
repairs if it makes financial
sense.

Simplicity to Implement

Requires smart meter rollout

B2B coverage, and full B2B

TR Ras,

Regulation in place to
support smart metering in

A Required as a baseline tool acros
all segments as smart meter data
underpins many other levers (e.g

A High potential for SMEs, public
sector, and retail siteswhere
leaks and behavioural
inefficiencies are commogQ
supported by early UK pilot result
(e.g. Thames, SES).

S

AMPS. | A Hospitality, schools, and health
facilities can benefit from alerts
and targeted support medium
ease of engagement, but often
high savings potential.

Those with significant water costs may
already have acted where leaks are identified
and will be more able to address should
future smart metering help identify.

Smaller customers may need additional
financial support / incentives.

Potential greater focus on
continuous flow at future
price review.




Enablin ng

Encouraging or re

Impact on Demand

Offers strong potential to offset
potable demand for specific
customer segments, with
predictable, largescale non
potable needs (e.g. cooling,
agriculture, golf & leisure). More
impactful when paired with
incentives or infrastructure
support.

Cost Effectiveness

Capitalintensive for both
customers and wholesalers. Upfront
costs include storage tanks, dual
plumbing systems, treatment units,
and monitoring equipment. For
wholesalers, new infrastructure
(e.g. reclaimed water networks)
may be needed, while customers
face retrofit and operational costs.
Costeffectiveness improves when
targeted at highuse or newbuild
sites close to WWTPs

Non -Potable Water/ Reuse

Ing the use of alternative water sources for non-potable purposes such as
Irrigation and cooling.

Enabling
non-
potable
sources

Simplicity to Implement

Requires planning, approvals,
quality monitoring, and potential
retrofitting of infrastructure and
dual pipe systems. Public
perception and health standards
may pose challenges. To be
arranged on a site location basis

Regulatory Ease

Use of treated wastewater
governed by strict controls under
UK law.
Permitting processes and
liabilities (e.g. responsibility for
quality compliance) must be
clarified.
May require updates to water
quality standards and
plumbing regulations.

A More effective for large, highwater-
use sitedike data centres, refinery,
golf courses, agriculture, and
stadiums, where predictable, large
scale norpotable needs (e.g. cooling
or irrigation)

A Datacentre experience that there is
no line of sight to norpotable use,
even where sources could be
identified

A High uptake potentialhen reuse
schemes are ctocated near industrial
zones or WWTPs, lowering
infrastructure cost (e.g. Singapore,
Australia)

A Lower relevance for SMEs and retail
sites

A Better fit for new-builds or
redevelopment zones where dual
plumbing or tank systems can be
integrated from the outset.

A Customer willingness influenced by
sustainability goals and regulatory
certainty




Alternative Tarlff Structure

Alternative tariff structures can have some modest impact, but is not the silver bullet and more

complex structure are not simple to introduce

Impact on Demand

Elasticity estimates afpto circa-
0.3 (inelastic) for the sector from
international studies.

Tariffs likely to influence demand

where usage is discretionary and

customers are costensitive

Significant bill impact (>50%) if

full bulk discount removed

(potential demand impact 3.5

but likely to be less given Altern
constraints on rebalancing

ative
Tariff
Structures

Cost Effectiveness

There is little cost for new tariff
structure for customers over
and above the smart meter
requirements for such a tariff,
which are already in process.

Simplicity to Implement

Removing bull discounts and
falling block tariffs is relatively
simple. However introducing
more complex tariff structures,

such as rising block, time of use,
and seasonality requires
significant is complex in nen
household sector where
consumption differs across

consumer.

Regulatory Ease

New tariff designs for non
household users would need
regulatory change to allow
differentiated charging, justified
dzy RSNJ h¥6l G4Q&- LN
reflectivity and nordiscrimination.

A Ofwat consultationon tariff

reform points at both fixed
rate discount and rising block
tariffs. There are significant
distributional variations
between options.

More effective for SMEs and
discretionary userge.g.
education, hospitality, leisure)
who can adjust usage in
response to rising prices
Less effective for large
industrial userswith fixed
needs or existing measures,
limited behavioural change
without further support
Evidence from Australia and
the USshows stronger impact
in retail and service sectors,
but minimal change among
industrial users

Difficult to apply uniformly
nationwide due to diverse
usage and billing systems
Fairness and equity must be
clearly definedto justify
treating segments differently




Water Efficiency Le

Financial surcharge on water use to f

Impact on Demand

Potential to shift behaviour in
highrusage sectors where price
elasticity is stronger (e.qg.
manufacturing, agriculture, data
centres, golf leisure).

Funds used to target otherwise
non-financeable efficiency
opportunities

Cost Effectiveness

Levy creates a predictable pool
funding to support innovation,
resilience infrastructure, and
efficiency retrofits.

Low upfront implementation cost,
high longterm return if funds are
well-targeted. Cost burden may
fall unevenly without exemptions
or thresholds.

Water

Efficiency

Simplicity to Implement

Mirrors existing models (e.g.
Climate Change Levy).

Can be integrated into current
billing systems, requires clear

customer communication and
guidance on usage tiers.
Safeguards needed for essential

sectors (e.g. health)

Compatibility with
current Regulations

Requires central government
legislation and oversight.

Could be challenging to integrate

with existing revenue controls for
wholesalers.

d efficiency#and resilience, similar energy or carbon levies

A Highusage sectorge.g.
manufacturing, data centres,
agriculture, golf, leisure) most
exposed to levy and likely to
respond to price signal.

A Essential services (e.g. health
and prisons)nay face
affordability or fairness issues
- exemptions or rebates may
be needed.

A Lowusage SMEs and micro
usersless affected, unless
thresholds are flat rather than
tiered.

A Evidence from energy and
carbon pricing (e.g. EU ETS, |
Climate Change Levy) shows
potential to influence
behaviour over time.

A Key to success: Clear policy
intent, transparent revenue
use, and exemptions for
essential services.




Capacity Constraints or Limits

Access to water is )m

when thresholds are exceeded.

Impact on Demand L
Simplicity to Implement

Impact on demand will be

matched to genuine supply

constraintsr so the incentive

s YUk qHRUHRq!t DG " ;
significant savings, but may, in

time, redirect business

demand to alternative

GYRCcqRYUt Hs6 1] |

supply constraint.

Limited ability to switch customers
off once capacity reached.
For examples, such &onholtPark /
Southern Water a constraint can
send clear signal.
Risk of pushback from users or lega
challenges over fairness.

Capacity
Constraints

Cost Effectiveness Regulatory Ease

Would require policy change to

enable formal rationing or

conditional access outside of
drought planning.

Costs will be local, but the
economic impact of constraining
use will be the key feature and
subject to economic case on
adopting constraints over the

longer term. Political challenge from other

industries (e.giwousebuilders)

ited or conditional based on usage levels, with penalties or charges applied

A Highimpact for outdoor water users
such as golf courses and agriculture &
horticulture, especially in regions with
drought risk or significant seasonal
scarcity

Hospitality and leisure venuege.g.
hotels, spas, sports facilities) may face
service constraints during peak period
if usage caps are enforced, requiring
contingency planning

Industrial and commercial usensith
continuous processes will likely not
comply without operational
disruptions, and will likely just take a
fine.

Effective in emergenciedut risks
pushback if applied without strong
communication or outside of scarcity
events.

Usage thresholds may be more
effective when tailored by geography
or customer profile, supported keal-
time data and smart metering

(7]




L|nk|n nanC|aI serv ge

demand reduction

Impact on Demand

Could drive strategic change in
large businesses and supply
chains. Especially effective if
embedded into existing ESG or
risk frameworks. Less impact on
smaller or less regulated
businesses

Cost Effectiveness

Administrative and assurance
cost for setting up tracking,
disclosure, or certification
schemes.

Can be minimised by aligning
with existing ESG or TCFD or
TNFD processes.

Investment communi

s (e.g. insurance, lending, accreditation) to demonst

Engaging
Investment
Community

Simplicity to Implement

Requires crossector collaboration
with financial institutions, insurers,
ESG rating bodies, and certifiers.
Needs consistent frameworks,
verification protocols, and
guidance
Couldbe linked to Taskforce on
Nature Related Financial
Disclosures (TN Eeporting.

Regulatory Ease

Requires Government Policy and
backing. Not directly a water
sector regulatory issue, but policy
or incentive alignment may be
needed (e.g. embedding into ESG
reporting standards, green
finance principles).
Could be enabled through cress

government levers (e.g. DEFRA,

Treasury, FCA).

a}lng water efficiency or

A

Most effective for large
businesses and supply chains
where ESG ratings, insurance, 0
finance access are material e.g.
manufacturing, food & beverage
export-oriented firms

Early tractionseen in F&B and
retail sectors adopting AWS and
ISO standards, with buyers like
Unilever and Nestlé requiring
disclosure or action.

Smaller businessemay lack ESG
frameworks or the commercial
incentive to engage unless acce
to core services is directly
affected.

Policy toolscan encourage
broader uptake through
integration with TNFD, green
finance, or insurance criteria.




Rewar di n

Incentivise voluntary reductions by rewardin
recognition/accreditation, tax relief, demand reduction markets

ater- efﬂuentgw 0 0 d O b e

aviours through recognition,

A Most effective for waterintensive
SMEs, public sector buildings, and
large corporatesThese groups often

Impact on Demand L
Simplicity to Implement

Effective for businesses with strong ESG

drivers or reputational incentives.

Behavioural impact strongest when

paired with technical assistance or
benchmarking.

Cost Effectiveness

Recognition schemes: |ote-
medium (admin and evaluation)
Trading/market mechanisms:
more complex with higher setup
costs.

Recognition
& Rewards
for good

behaviour

Requires robust verification
methods, clear criteria, and
potential third-party oversight.

Regulatory Ease

Market-based mechanisms
require regulatory architecture.
Tax incentives or trading markets
require government or regulator

involvement.

have ESG commitments or reputational
drivers, strong participation in
benchmarking and certification
schemes (e.g. CDP, LEED, ISO 14046).
Strong potential for hospitality,
education, and retail chains
Behavioural incentives and recognition
can drive action, especially when
combined with technical support.
Publicfacing sectors value visible
awards.

Lowengagement micro users show
limited response Behavioural science
pilots (e.g. UK, Netherlands) show
mixed outcomes unless paired with
targeted support or comparisons.




-]

Targets

Waste Reduction

Sources

“H Alternative tariff

structures

51 Water Efficiency
Levy & Fund
Capacity
Constraints

7/ Engaging
Investment

Y Y BN

Community

Recognition for
Good Behaviour

Continuous Flow &

Enable Non-Potable

targets and longer-term potential for financial
incentives.

Industry : Address continuous flow where identifiable
d improve co-ordination and engagement with
customers.

All: identify potential use cases.

Gov: Give regulator specific mandate for non-potable
industrial engagement.

Gov: Design wider non-potable strategies.
Regulator & Industry : Progress tariff reform

Gov: Incorporate Levy into primary legislation

Regulator : Be clear where usagecaps may impact (to
allow better user preparation), and identify regions at
risk

Gov: Incorporate into wider strategy for the sector

Gov: ldentify any gaps where water can feature in
sustainable finance taxonomy/criteria.
Gov: Incorporate into wider strategy for the sector

Mechanism Primary next steps Longer -term priorities

Demand Reduction Gov: Run awareness campaign on demand reduction Regulator : Develop ability to impose penalties where

customers fail to meet targets.

Gov & Regulator: Drive ambitious smart meter roll out

Industry : Utilise smart metering to identify and target
customers, and smaller leaks.

Gov: Strengthening building regulations and planning
levers to drive increased reuse.

Regulator : Develop necessary models to facilitate
investment and bilateral (user/provider) arrangements

Regulator : Enable ability to introduce more complex
tariffs with smart metering (e.g. rising block and seasonal)
Regulator: Distribute funding for water efficiency

projects

Regulator : Develop incentive and trading mechanisms to
accompany capacity constraints.

Gov: Develop more cohesive links between water
efficiency and wider capital markets, for example blue
bond market development.

Gov: Develop national approach for accreditation for
large users.
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Agenda

A Headlines and status
A Programme plan
A Phase overviews

A Next steps

MOSL
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Overview

A Wholesalers rolling out 10.3 million smart
meters in AMP8, including 800,000
business customers

A Sharing of smart meter read data between
wholesalers and retailers is key to realising
benefits

A P a n é\htibrel Metering Strategy noted
lack of agreed approach and risks of
iInefficiencies

A Panel asked MOSL, working with Metering
Committee, to consider options and
develop business case

A Full Business Casapproved in June 2025;
Appointment of CGI announced in July.

MOSL
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https://mosl.co.uk/document/market-improvement/strategic-metering-programme/key-documents-smr/strategic-programmes/7997-strategic-panel-national-metering-strategy-for-the-nhh-market-1/file
https://mosl.co.uk/document/market-improvement/strategic-metering-programme/key-documents-smr/smart-meter-read-hub/9668-smart-meter-read-hub-full-business-case-approved-11-june-2025/file
https://mosl.co.uk/document/market-improvement/strategic-metering-programme/key-documents-smr/smart-meter-read-hub/9668-smart-meter-read-hub-full-business-case-approved-11-june-2025/file

Delivery

A The Smart Meter Read Hub will
enable read data from smart meters
to be shared easily and consistently
between wholesalers and retailers.

A Retailers will be able to submit
meter reads directly into CMQOS for
billing and settlement purposes.

A Key stakeholders (e.g. Defra, Ofwat,
CCW) will have access to
aggregated data within the hub.

MOSL

Phase 1 (Spring 2026):
Requirements gathering,
system development,

testing and
Implementation.

Use of hub to be
mandated in

December 2026 to
align with Phase 2
changes to CMOS

Phase 2 (Summer 2026):
Connection of the hub to
t he mar ket 0s
system to enable retailers
to select and submit
customer so s

reads directly into CMOS
for billing and settlement
purposes.
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Delivery team

Sponsor
Strategic Panel

Programme Director
Simon Powell

Programme Manager
Spencer Mattia

Governance
Sauda Dickinson

Project Lead Project SME
Coordinator Chris Dawson

Delivery Manager
Ricardo
Wissmann

Business Analyst
Amy English

Technical SME
Abu Rashid

Market Design
Amanda Hinde

Legal
Charis Kumanda

Delivery

Communication
s Lead
Adrian Smith
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RAG status

Time
Delivery status
Quality
Programme update System requirements Software development
A Programme fully mobilised A Requirements gathered and A Started w/c 22 September 2025,
A CCC Gate 1 September baselined for Phase 1 and 2 scope planning to deliver to MOSL a

(@)

unanimously approved A Very positive engagement with oproof of concept
additional suggestions captured for 2025 for internal MOSL testing
potential future phases at SMAF A Pathfinder/early adopter trading

A All technical documents have been parties to help with some testing
delivered by CGI to MOSL and In Q4
approved: A Interface specification has been
issued to MOSL and will be made
available once approved.

A Working Group for market codes
review (Phase 2)

A Contracted with delivery partner for
next phase, which takes us to Phase
1 completion

- Solution architecture document

- Functional designs

- Requirements traceability matrix

- Cloud high level design

A Draft User Agreement for internal
review 0 will issue for consultation.

A Market Privacy Notice to be drafted
in 2026
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Indicative timeline FY2025/26 MOSL

FY 2025/26

.

MOSL Business Planning faany additional deliverables

Internal code
change analysis
w a Consultation re A

User Agreement Priv

EEREREX

TP Testing

Phase 2 Dev and Test

Market codes and Legal drafting

Full Business Case Panel

Legal input
re data
Governanc a
e
RFI/RFP

. code change
code change WG analysis WG Feedback

Pu

Supplier
selection/contracts

Requirements gathering
Phase 1

Phase 1 Interface
Spec

Phase 1 Dev and Test _ P¢V

complete UAT Testing live system

Tech Docs

Requirements gathering
Phase 2

/8



Indicative timeline FY2026/27 MOSL

FY 2026/27

I 7
T on [ ey [ e [ [ A | s | ow | Nov | bec | g | Feo | waen [ Ao _

Phase 2 Dev and Test

Market codes and Legal
drafting consultation

. fw
@ Ofwat review a[?pro?/a

CMOS Imple-

Phase 2 Assurance testing release ment

Hypercare

Consultation re
Market Privacy
Notice

Requirements gathering for any
additional work
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Phase 1 requirements

At a basic level the hub
allows wholesalers to submit
smart meter reads into the
hub and retailers to extract
the data for their customers

Behind this simple high-
level process are additional
features and complexity, the
diagram shows the
architecture and features
that will be delivered as part
of Phase 1

Phase 1 O6proof of
conceptodo due to be
delivered by MOSL
December 2025
Granular Data for Data for Retailer’s | .
Wholesalers —— ——ao Data Hub T — Retailers
Wholesaler Data Hub Retailer
on e o~ ) API 4 N\ [ N API _ TR
Meter Data == Smart Meter | | Retailer User > B'"'ng.&
Managemen i Data Storage Interface AV
t System | File = ) ( 9 y Scheduled, Systems
Transfer P N Extracts —
Digital Simole Meter Digital
Security _ Vali daﬁion Ownership Custom Security
Certificate <Rejected L ) Table ) Extracts Certificates
Reads f Security & N ( b
Audit
Access Reporting
_ Mgmt ) J
A
Access Rightg
Meter
Ownership
Table
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Phase 2 requirements

Phase 2 introduces the ability for retailers to submit meter reads directly from the data hub into CMOS

Wholesaler Data Hub Retailer
e o~ ) API e N N\ API ~ TR
I\I/\I/laer::ggritean > Smart Meter | [ Retailer User > A?rglglr;/gtlif;l
 System File \Data Storag(i L Interface ) Scheduled Systems
————" [Transfer | » L YSIEMS )
Transfer P N Extracts —
Digital Simole Meter Digital
Security VT P Ownership Custom Security
Certificate <Rejected | validation | rope Extracts Certificates
Reads p _ N N
Security & Audit 7'y
Access R i
(| Mgmt ) "ePOrng Phase 2 to be
delivered in
Access Right; Settlementheads Summer 2026
A e ) before going live
Analytics ST Settlement and its use code
Systems ( Table | Engine - mandated in
-
Aggregated Validation December 2026
Digital Data S Rejections
SEEUY Warehouse
Certificate
Industry CMOS
Bodies

81



Summary and next steps

A New Hub being developed to enable smart meter
read data to be shared easily and consistently

A Steering Group in place; Working Group
membership being finalised

A Phase 1 (Spring 2026): hub created adoption
expected but not mandated initially

A Phase 2 (Summer 2026): hub connected to CMOS

A Use of hub to be mandated and connected to
CMOS in December 2026 PGB Al Desigh

Smart Meter Read Hub — Phase 1

A Backlog may be developed into further phase,
subject to business planning and approval N CGl
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Smart
Metering
Smart
Settlement

Amy English and Abu Rashid xlm
MOSL | (1)
15 October 2025




Smart Settlement

aaaaaaaaaaaaaaaaaaaaaaaaaa

Strategic Panel

A Str at e g iRoadRap to a Fldusshing Market
included:

M4. Develop a smart settlement process

MOSL todevelop smart settlement so that the e
capabilities of smart metersallow the agreement of .

2025
e’ L
 flourishing mark
o1

supply side tariffs which are harmonised across °
regions andunlock opportunities for load shifting =
and support demand side solutions for smarter use
of water. MOSL to support the enhanced settlement
process with a settlement sandbox in which wholesaler .
retailer pairings can explore the outcomes delivered by =

nnnnnnnnnnnnn

smart settlement.

A Longer term delivery (2029)

A Why was this action needed in the Roadmap?
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https://mosl.co.uk/documents-publications/8388-roadmap-to-a-flourishing-market-v1-0/file

Smart settlement

| want innovative wholesaler
tariffs to drive intelligent
demand management

| want granular data to
measure customer
consumption and
determine appropriate Granular Settlement

usage data | want daily / hourly

settlement to use
the innovative tariffs




Smart settlement MOQSL

The National Metering Strategy refe rences bIIIIng and MOSL Strategic Priorities and Key Programmes of Work 2024-2027

. . StrategiclPrioriti.es .
Settl e m e nt U n d er key be n efltS Of S m art m ete” n g - Oursmgis ocus e @ mg:rlfceetp!fli‘:\?:l;:;::?:mote solutions to support a flourishing market

. Description Milestones
A More accurate customer billing based on actual reads Programmes of Work
Tariff impacts of tariffs to inform and

influence future structures - working WD i e e ee) e

rather than estimates Stategy  abngade th otalr Wholsdr Ploto o ing o

of day)

v/  Settlement redesigned and

A More timely and accurate meter reads to enhance speed
and accuracy of settlement

A Transition to monthly reads for customers whose meters
are currently read bi-annually

In 2023, thinking on a longer-term Settlement Strategy, and
Trading Party engagement, started:

A Smart metering plans for AMPS8

Market Economics

Review and assess settlement and

Unplanned Settlement Runs (within

the context of Strategic Metering)
to ensure it is fit for purpose.

Work with the Strategic Panel to
prioritise improvements to the
current market economic

architecture to incentivise customer

and environmental outcomes and
ensure market participants can
earn a fair return.

How we enable change

delivered (e.g. for smart meters)

Review of the market undertaken
in terms of water efficiency
funding, market segmentation
and eligibility criteria

Retail Exit Code (REC), Water
Resource Management Plans
(WRMPs), PR29 influence
reviewed (based on above)

A Significantly more reads available for CMOS and settlement

A New charging structures likely to eventually be developed
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Journey so fareé MOSL

2023 8 2024

A Informal conversations with trading parties, investigation and modelling work
A Work on MOSL Strategic Priorities, National Metering Strategy, Roadmap to a Flourishing Market

May 2025
A Settlement Strategy Position Paper and consultation

July d September 2025
A Working Group of representatives from market supported MOSL develop draft Strategy

October 2025
A Draft Settlement Strategy consulted upon with market

November 2025
A Panel due to approve Settlement Strategy
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Themes within strategy MOSL

Closer look at
- Timing priority Complexity top theme in

the following
Self-serve settlement High High slides
2 Settlement cashflow Medium -high Medium -high
3 Settlement-affecting Medium-high Medium
processes
4 Regularity of settlement runs Medium-high Medium
5 Volume estimation Medium High

6 Future innovation Low Medium
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Self-serve settlement MOQSL

A What is it?
A tool that allows trading parties to calculate settlement charges for SPIDs for a given
iInvoice period

A Why have it?
A mechanism that enables Trading Parties to
them having a better understanding of their wholesale charges and a higher level of
confidence in their cashflow management.

A Does the market want it?

Show me more €=

3 | UHYEAH
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MOSL

Additional Tools

Area within Vi :
@ Please contact your Contract Manager if you require access to MOSL services not shown below MyM O S I_é 9 lew preVIOUS runs
Query Management My Charts Self-serve Settlement / Compare settlement
Raise and progress queries View NHH Market data insights, Includes settlement f| IeS
::cShmrds' Stiafe. perfommance data, calculator, forecaster and )
) comparator ]
View settlement
Open Open Open parity
Upload File - Uploading list of SPIDs

a

YYYY¥YMM Setting invoice period

System AsAt Date 1« Setting data snapshot date o1




Self-serve settlement

Raises a LOT of questions

A How many SPID calculations can take place
simultaneously before CMOS performance is affected?

A Are reports/recalculations produced allowed to be used
formally for invoicing?

A How long after a data change is made to CMOS will | be
able to see recalculated charges through the tool?

A Do | need to request any more Unplanned Settlement
Runs (USRs)?

A Do | really need the R3 and RF runs?

A Could | adjust the level of credit | need to cover, or move
to a different payment arrangement?

A What is life? €

MOSL

All of this d and more &
needs through working
through before any
implementation
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