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MOSL
Agenda

e e N LN

Introduction: MOSL Simon Bennettand 3 -3.05pm

Katie Franklin

2 Change Sayonee Nandi 3.05-3.15pm

3 National Metering Strategy Martin Hall / Chris ~ 3.15 - 3.45pm
Dawson

4 Data Sharing, Strategic Project final report Martin Hall and 3.45-4.15pm
David Gough Artesia

5  Break 4.15 -4.20pm

6  Deferrals Audit Axelle Saada 4.20 - 4.30pm

7 Debate: Deferrals Axelle Saada 4.30 - 4.45pm

8  Retailer Wholesaler Group update Ray Porter 445 —-4.55pm

9 AOB and Close Simon Bennett and  4.55 - 5pm

Katie Franklin









Change Proposals/Reports to table at CCC in the next
3 months* (1/2) MOSL

Reference Title Summary meeting
date(s)

The solution enabled Wholesalers to invoice these
Settling of Post RF Primary positive amounts up to 28 months following the RF
Charges settlement run, in instances where the Retailer has

received the correct charge from the customer.

CPW126 PIR 14 May 24

Premises Vacant transaction Implement CMOS validation to prohibit premises
CPWO085 . occupancy change to Vacant if there is an active DPID PIR 14 May 24
link to DPID :
on the premises.

Seeks to deliver the first tranche of tools relating to
CPMO058 & market entry assurance and assurance statements,
CPW149 (b) MPF Reform—Tools Part 1 targeted audits and

rectification & escalation activities (amongst others).

Revise the Market Arrangements Code and MOSL's
Articles of Association to eliminate redundancy and

Recommendation 14 May 24

MAC & MOSL Articles align membership, voting, and director appointments. Acceptance and
Sl Lt Duplication Update the classification of Associated and Prioritisation 14 May 24
Unassociated Retailers to match the Strategic Panel's
approach.

*As of 08/05/2024 S



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

Reference Title Summary

meeting
date(s)

CPW139g will deliver the Wholesaler-to-Wholesaler
enquiries (F8), the Retailer-to-Retailer enquiries (F9), a
CPW139g Bilateral Hub(Additional final read data item for completed B3, B5 and B7
enhancements pt2) processes plus some other enhancements such as
transfer reads challenges between retailers and
improved add comment functionality

Recommendation 09 Jul 24

: Seeks to relax the obligation and allow MOSL to update
Governance of Incentive :
: the documents without Ofwat approval to reflect
CPW150 Scheme Guidance : :
current practice through a housekeeping
change/simplified process change.

Recommendation 09 Jul 24
Documents

*As of 08/05/2024 6



Trading Party requests* MOSL

CPMO59 MAC & MOSL Articles conaulation 13 Jun 24 1Jul 24
Duplication

*As of 08/05/2024 7



Awaiting Ofwat Decision* MOSL

CPMO058 &
CPW149(a)

CPW142 Wholesaler Smart Reads Majority recommendation 13 Jun 24 06 Dec 24

MPF Reform-Governance Majority recommendation 24 May 24 26 Jun 24

CPW148 Transfer reaq Not|f|c§t|ons for Unanimous recommendation 13 Jun 24 06 Dec 24
Outgoing Retailers

Credit Support and Wholesaler
Credit ratings

CPMO054 & Deductions and withholdings
CPW145 under Dispute Process

CPW132 Unanimous rejection Overdue Overdue

Majority recommendation Overdue Overdue

*As of 08/05/2024 8



Awaiting Implementation* MOSL

Bilateral Hub (Accredited Entities,
CPW139f Planned & Unplanned events, Y 26 Jun 24
additional enhancements pt1)

*As of 08/05/2024 9



Implementations* MOSL

Wholesaler Maintenance of YVEs

HPELAR for NMMs

10 May 24

*As of 08/05/2024 10
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» Strategy published on 27 March = et

cngapement between MOSL. wholeee, reaers nd cthe | So once yoie able o rack your conseapion, hen 1 cxpest & et
A e ll wholesles adopt the Retailer Wholesaler Groug good | stone and consdering cveryopion svable o adres he under
But” b

« Webinar well attended (110+); excellent engagement =

Talking 10 the o, s000 becomes clar that wholesslers and | Vosiory cigrement

* Strategy downloads approaching 1,000 = =

* Webinar slides with link to recording downloaded 200+ times

¢.

ul ing a twin-

. . . e ":' track a h to water '
e Communications: Tt )| R
ytzmpmdwd tlmrmll (treel

Street, it makes absol

geographically. But retailers m]glltwant e

e Strategy issued widely to CEOs, Contract Managers e “‘”‘”‘““““‘”‘“
and other stakeholders

* Press release issued to trade press and national media

* Multiple social media posts

MOSL @MOSL_ - Apr 29

We were delighted to be invited to present at the Smart Water Systems
Conference last week. Metering Sponsor, Steve Formoy, gave an overview
of the Strategic Panel's recently published Metering Strategy:
bit.ly/3Uc3f8w

e Water Report features in April and May — including 0. e ‘ AR MOSL
interview with Lucy and Chris L —— s .~ SteveFormoy
* Presented at Smart Water Systems Conference - i s | it lbaiey |
SR - ' metering
* Ofwat’s Draft Determination due to be published in June v — Ry

Follow the link to read the strategy

Link to all documents

0t Q1 ihi 25 R

53



https://mosl.co.uk/groups-and-forums/panel-committees-and-sub-groups/strategic-panel/strategic-panel-publications

e STRATEGIC PANEL & Committees

Reminder: strategic objectives

e Help roll out smart metering quickly and efficiently to
NHH customers — but in the right way

* To facilitate consistency of approach where both
possible and beneficial

* Set out how Retailers and Wholesalers can work
together to maximise smart metering benefits

 To make it as easy as possible for Retailers to access
the data they need to develop products, services and
tariffs, and support water efficiency

* Ensure traditional/AMR ‘problem meters’ that are not
upgraded are also addressed




% STRATEGIC PANEL & Committees

Potential benefits of
smart metering

/{r

“///////,%
\"/I’Q.

Accurate, timely, granular consumption data =

Improved service Innovation Competition Water efficiency

Timely, accurate NHH  New NHH products, Opportunities for Reduce NHH demand
bills based on actual services & tariffs specialisation and and water lost through
consumption differentiation leakage




e STRATEGIC PANEL & Committees

Retailer and Wholesaler perspectives

Wholesalers Retailers

Focus: efficient rollout

Focus: clarity & consistency
Goal: water efficiency

Goal: innovative products,
services & tariffs

o
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Water Report

* Shared interest in successful smart metering
deployment

« Strategy a valuable ‘blueprint’ that helps
companies to align voluntarily

* Huge shift in ambition around smart
metering (for NHHs) since draft WRMPs

* Recognition of need for investment — and
challenge for Ofwat

* While aim to bring as much consistency as
possible, recognise rollouts won't be starting
from the same place

* Responsibility for putting smart reads into
the market will sit with wholesalers

* “Huge step forward for the industry” both
from customer and water saving perspective

initial reaction

1ER (COMPETITION

}IAEPORT W AT C H

SKIN IN

n March, the Strategic Panel published s Natiomal metering

stratege fo the son-houschold market. As we reporied list -

sase. the plan seeks ta bring coesdstency acrass the coutry

as wholesalers embark on, or continue, smart meter mllous
In AMPS and AMP9, while inchuding recommesdatioes for im-
proviesg how compunies’ traditional meetering stock is masaged

‘The strategy aims to masimise vollout spesd, efficiency and
transparency by recommending a framewcek and identifying
oppartusiies for stundasdisation ameeg whelesalers, as well as

how whalesalers and retailers should work together,

share data and peovid d level

The strutegy was the product of extessive collabaration ad
engigement between MOSL. whelesalers, retatlers and other
stakehobders represented e the Strateghc Panel and beyond. A
littde over @ month on, ene of the retailer and wholesaler repre-
sentatives from the Panel that produced the strategy reflect an &
and how it has gone down with the market

Luscy Danch s chief execagive af Wie. Uil bet seces ended
et ik 3 and played
active role in the metering subset. Chris Offer recendly |n|nuj
Scuthens Water froes Yorkshire Witer as strasegy and eegulatian
director. He mow represents wholesalers on the Panel

Talking t0 the fu, It soos becomes chear that wholesalers and
remnaimummgiumegvmmdmmph.ﬁ they have
different dr i atthey b
interest s successfil smast meter deploymen, bath for their
s and each others benefit
Whelesalers, firstly, have balancing supply and demasd and
Defras new consumption reduction targets froet of misd. They
need the sollout 1o be efficient and adequately fisnded theoagh
the upcoming price review The nature of the mon-bouschold
market makies it eipe for water effciency isterventions busi-
nesses use 30% of the country’s water, half of which is consumed
by just 1% of costomess.
From a Southern Waner perspective, Offer says: “Metering sirat-
gy anad water cffciency are ahsolusely at the coce of the chalknges
Wter ha™ e Incent e
age thele usage wsing mone granalar isfoemation vl be “citically
iporsant He bl Ao fum  wholealerpesseciv, s can
LA

Ithink thatt s geat ing™

Retailers, on the other hand, want to offer new asd better
services to their customers. They need smist metering amange-
ments bo be a5 consisbent as pessible betwees whelesaler eegions,
and i have clariey o what ks happening when — not lesst b0 be
able 10 communicate this 1o their customers. Darch comments:

THE WATER REPORT

'HE GAM

Retailers and wholesalers have
different. but aligned. interests in
making the smart meter rollout a

the Strategic Panel explain.

“Ultimately, the retaler’ job is to suppart the customers secds
Customers will want to save mancy and be efficient with their
spend in this arca. Chur job i to help them do that. Af the mo-
ment 3t is quite hard to mamage s resousce that you car't track.
S oece youle able to tack your cossumption, then 14 expect
customers t0 gt mane engaged”

Engagement will Increase as the price of water riscs, she adds.
S0 retailers’ imerests In helping customers cut comsusption -
particularty those is witer scarce or costly bo supply areas, of
these who can be innovative with thelr wter use by shifting the
timing of their consumption or using Bos-potable sources - are
aligned with wholesalers’ abjective to manage demasd

For both wholesalers and setailers, smart metering is 4 means
toam e, e the oess s on them ta use the datarensmed intel-
ligenily to secusre their cbjectives.

The nattenal strategy does not have sy stsbmiory basis, In Sme,
1es detail i Mkely s e delivered theough gridance, though code
changes are a back siap i nesded.

May 2024

success, as their representatives on

e STRATEGIC PANEL & Committees

INTERVIEW | LUCY DARCH AND CHRIS OFFER, STRATEGIC PANEL

it i “we come
up with our own solutions” rather than wait o be told what to
do. She reflects: “Increasingly, as the market moves forwards, I
think what we'll probably see is more innovation and collabora-
tion [which are] less reliant on codes and licence conditions, but
delivering really good results for customers™

She is optimistic that most trading parties will embrace the
consistency the metering strategy offers. Each wholesaler do-
ing its own thing on bilateral transactions in the NHH market
proved inefficient and had to be retrospectively addressed. “The
spirit of this strategy is really about, if we all agree that this strat-
egy is a ‘blueprint’ and agree to use it as we go forward, theres
2 better chance that we dorit waste money...and that we know
what to expect from each other”

Not everyone will follow the approach; as a comparison, not
all wholesalers adopt the Retailer Wholesaler Groups good
practice guidance. But “if you deviate from that, it might be that
you're an outlier from where the rest of the market goes.”

Growing enthusiasm
‘The strategy has been warmly welcomed by the market; the con-
cep lrgely unchallenged in it high lve puslnons.()ﬁcr:x

through the updated WRMPs. All these things fecl like they're
galvanising support in the right direction for something which
wholesalers and retailers all believe s the right thing”

So arc wholesalers universally backing smart metering now?
Signalling from Defra, Ofwat, the Environment Agency, MOSL
and the Strategic Panel has certainly encouraged them to do so.
Offer says: I think, absolutcly, theres been a shift... We've often
talked sbout having a twin-track approach to water resources.
“That' never felt more true”

But clearly for some companics, particularly those with serious
water resource challenges, getting smart metering right is more
urgent. Offer knows this from his move from Yorkshire ~ where
veater resource planning was a medium to long term matter and

. iy

Water, which has “gone through a journey of turning over every

lying water resources challenge. .. The requirements on Southern

y to support ble ab “That
s massive. And so every option i absolutely on the table.”

Funding
“The will for smart to be there from the market,

P but

shares: 1 dont think

on some of this stuff straight out the gate” For now, he reflects:

“From what I've scen and heard from others, I think we've pitched

it sbout right.So I'm really fecling quite optimistic about it”
Darch adds that the market has come a very long way since

wholeslersfirst published ther draft Waler Resource Manage-

supported by Ofwat’ guidance that smart metering should be
the norm going forward and its insistence that companies’ me-
tering plans should be "ambitious” Ofiat also sits on the Stra-
tegic Pandl and was present during discussions on the metering
strategy and need for investment. As an affliate member, Ofwat
didnit have a vote on the strategy and isnit considered to have

ment

it, however.

‘metering for business customers in the first cut. “Wholesalers'
smart ambitions were leaning towards houscholds. At that time,
Defra had a per capita consumption target, but they didrit have
2 non-houschold target...so I think its really pleasing that we've
now got a target from Defra for 9% for non-household reduc-
tion. We've seen a huge shift in the ambition around smart

Lucy Darch

You'd imagine the wholesalers will be
very tempted to do their rollout street by
street, it makes absolute sense doing it
geographically. But retailers might want

VR el o e ke v el Dbyt sl
ing adequate investment at PR24 to fund the ambition. Offer
shares some thoughts: “I have a huge amount of sympathy for
colleagues at Ofwat at the moment, because I think they're in
a terribly difficult pasition. .. This is the first price review where

need for [significantly] increased investment. And, of course,
how that flows through to bills will be massively important”
He s optimiic that smat metering funding will make the

e > if the draftd

Ofwat has sngml.l:d this will be “more of a draft DD than we've
ever seen before”

“I think that
this o eally mportant trtegy: that s really mportan that
we do invest... The trickier bit, I think, is...its just how they go
about satisfying themselves that they re setting cfficient, stretch-
ing but achievable benchmark costs” Especially s there isn't a
huge amount of mature benchmarking data on smart costs.
Offer argucs: "What makes this strategy so important is specifi-
ally calling out the hard to reach and unmeasurable meters [the
strategy insists all meters should be part of the rollout, including
large (complex and more expensive) ones and those that arc long
unread or hard to reach]. The reality i, when you'e got massive
i difficult, challenging hard t
reach meters that gt seczed, and those are the ones that end up

. fi of th that theyll
to pull out certain large ¢ ) i . M,M‘Mﬂd‘“mww
32 May2024 THE WATER REPORT

We've often talked about having a twin-
track approach to water resources.
‘That's never felt more true.




Supporting delivery of

Launch phase now

Strategy §etsw the "w

more work to do -
Ofwat plays key ro,le: Final Determinations
Price Control Deliverables (PCDs), monitoring,

e

1
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Metering Committee and MOSL will work witha
trading parties to deliver

Strategic Panel will monitor progress

Industry appetite to engage and get thi



& STRATEGIC PANEL & committees

Trading Parties’ reaction to strategy?

* How has the strategy been received?

* Are there issues you strongly support P

eeeeeeeeeeeeeeeeeeeeeeeeee

* Are thereissues that need T i

for the Non-Household Market

strengthening or more development?

Strategic Panel

e |Is there anything missing?

March 2024

* Would a survey be appropriate so that
trading parties can respond?
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« Strategy published on 27 March

MOSL @VOSL_ - Apr 29
We were delighted to be invited to present at the Smart Water Systems

* Webinar on 18 April very well attended (110+) & i Sy
good engagement

MOSL

bit.ly/3Uc3f8w

000

. MOSL
« Strategy downloaded 830+ times —— e
: | Steve Formoy |

. . . . ~ Smart Water || speaks at the

» Webinar slides and recording downloaded 150 times Sems | smart |

da e N metering
. . : conference |
« Communications: o RS

« Strategy issued widely via Mailchimp + reminder re-issue

» Strategy issued to national media
« Multiple social media announcements

» Water Report feature in April

» Follow-up feature in May based on Subset interview

« Focus of presentation at Smart Water Systems Conference

National Metering Strategy

« Ofwat's Draft Determination due to be published in June for the Non-household Market

- STRATEGIC
Webinar % PANEL
& Committees

18 April 2024
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Summary of the final
report and
recommendations

—
)

Introduction
Requirements for granular data sharing

Potential options for sharing granular dat:

W N

Roadmap and recommendations

°
www.artesia-consulting.co.uk a r t e S I a
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Project context and tasks

Why is this project needed?

A fundamental aspect of the metering
roadmap is to make granular consumption
data available to all who need it.

Water Resource Management Plans (WRMPs)
and PR24 business plans show that most
water companies are planning to roll out
smart metering to NHH customers over the
next 5-10 years.

The ability to share granular smart meter data
market stakeholders will enable a range of
benefits for retailers, wholesalers, end
customers and MOSL.

Stakeholder
engagement

Best position on

GPDR principles

To meet this requirement, MOSL has
identified the need to develop a robust
mechanism for sharing granular consumption
data in the market, that addresses key issues
such as GDPR and open data principles.

Smart meter data sharing is already active in
the market. Anglian Water and Thames Water
both have data sharing systems in operation
utilising smart meter data to help with
business operations including water
efficiency and leakage interventions.

Getting the
most out of
AMR meters
and loggers

Alignment with
OFWAT open
data principles

This report develops a roadmap for sharing
granular data in the market. It identifies
several potential options for sharing data.
There is still some uncertainty over the pace
and scale of smart meter roll-out, which will
become clearer as the wholesalers’ business
plans are finalised.

However, there is some urgency to develop a
preferred solution as wholesalers and retailers
need to invest in systems development as
their smart meter roll-out programmes
progress.

Developing a
standard
approach for
continuous
flows

Developing a
roadmap and

options for
sharing granular
data




Potential benefits of accessing granular data and data access

needs

Retail customers Wholesalers Retailers

* Improved service

» Bills based on valid
consumption

* Value added services

*  Water efficiency
opportunities

* Fewer bill shocks

* More informed choices

Data access needs:

* Hourly data
* Aggregate data

15 May

MDA

Transactions based on valid
consumption

Greater visibility of property
level consumption

Ability to target leakage and
wastage reductions

More accurate consumption
data for requlatory reporting
Improved management of
meter assets

Benefits align with
household metering

Hourly data
Aggregate data
Derived data

Meter diagnostic data

Fewer customer complaints
More accurate cash
settlements

Improved cash flow

Scope to innovate and
provide customers with
additional services

More confidence in taking on
new customers

Reduced cost to serve
Fewer stranded assets

Hourly data

Aggregate data

Derived data
Spot readings

Improved market
performance

Market performance
framework can be outcome
focussed

Data rich metrics

Value added insight
Evidence based
Improvements

Inputs to CMOS

CMOS monthly
CMOS spot reads
MOSL Aggregate data
MOSL Derived data
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Smart meter data providers are
currently the wholesalers but could
also include retailers.

Currently two wholesalers are
actively sharing granular data, the
number of smart data providers
could increase to include all
wholesalers and all retailers.

The need for the system to grow to
meet demand.

Currently only Thames and Anglian
Water are rolling out smart meters in
non-households at scale. But all
other wholesalers have plans to do
the same over the next 5 to 10
years.

End users of granular smart meter
data potentially include:

wholesalers, retailers, 3" parties (for
example water efficiency service
providers), non-household
customers, and MOSL.

Interoperability,

i.e. the right standards need to be in
place to allow parties to share and
gain access to granular data in
common formats and through
common data sharing systems

Data to be shared could include

granular data (hourly or daily),

derived data such as continuous
flow, alarm data,

along with meter ID and SPID data.

The necessary permissions need to
be in place to allow data to be
shared and accessed.

Governance processes will need
to be established to manage issues
like this.




Example of data flows and options for sharing granular data to support

demand reduction

Retailer and/or
wholesaler engages
customer to help
reduce demand
their premises

Customer
creates
demand

Permissions
o)

Meter
encodes
demand

Retailer

A

Data
exchange
with CMOS,
e.g. SPIDs,
Wholesalers

MOSL

CMOS

e \VWholesaler

exchange
with CMOS,
e.g. SPIDs,
Retailers

Wholesaler or Retailer
shares data (granular
or derived) with
Retailer and/or 3™
Permission\parties

S

NHH data base
holds granular
and derived
data

3rd Party

Permission
s

This example reflects the processes in the
Anglian and Thames granular data
platforms. Granular and/or derived data
(e.g. continuous flow) are shared by the
wholesaler with specific retailers, and
sometimes with 39 parties.

The system requires that the correct
permissions are established for access to
the granular data, and then access to the
data is provided.

The data is then used by the retailer
and/or the wholesaler to target demand
reduction interventions to specific
customers.

Permissions are not currently required

1.1
“fromrend-customers; but this could-

change in the future, and needs to be
considered in future plans.



Data flows and options for sharing granular data to support innovative

tariffs

Retailer

Retailer offers Permission

innovative s

tariffs to end

customers
Data MOSL Wholesaler
exchange Financial offers -
with CMQOS, iInnovative
e.g. SPIDs, settlements tariffs to
Wholesalers retailers

A 4

e \VWholesaler

Data

exchange
Customer P L W|thSCF‘;:\IgOS,
creates ermljsmns S'g{ : s,
demand : etailers
Met NHH data base
. e:j holds granular
e and derived
demand

data

This example shows a possible process for
sharing granular data to implement
innovative tariffs in the future. Innovative
or smart tariffs have the potential to drive
different behaviours (such water saving
behaviours) and to provide flexibility to
support vulnerable or critical customers.

As in the previous example the correct
permissions need to be established
between the wholesaler and the retailer.

In this example the granular data will be
used to determine settlements between
the two parties, therefore there will be a
further set of requirements to satisfy the
needs of MOSL as market operator. This
may include things such as timeliness of
data and data retention periods.
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Option 1: “Organic Growth”

Wholesalers store customer data in their systems and develop individual data sharing

processes, with ‘light touch’ governance, as necessary.

Smart meter data providers End users

Wholesalers

Meters MDMS Non-HH Retailers «------

granular data _
— Self-suppliers

A 4

— CMOS/MOSL

=
~=
-~
~
-~
~
-~
-~
~
-~
-~
-~
-~
~
-~
-
-~
-~
-~
~~
-~

Many Wholesaler 3rd parties

-~
-~
~
-~
-~
~
-~
-~
-~
-~
-~
-~
-~
~

-+ Individual non-HH customers

Based on the systems developed by Anglian Water and Thames Water.



Option 2: “Central platform”

A single, central data ‘hub’ is developed by a third-party, in which all consumption data

is held and shared with the relevant parties.

Smart meter data providers

Meters MDMS Non-HH End users :
granular data Clearly defined:
User needs and
impact
Technical
infrastructure

Wholesalers

\ 4

Retailers «----- |
Central platform

Data licensing &
legal
Engagement and
communications
Policy

Self-suppliers

\ 4
A

— CMOS/MOSL

=
-~
~
~
~
~
~
~
~
~
~
~
~
~
~
~
~ o

3rd parties H

S~
~
~
ss
~

/'S
Individual non-HH customers

\ 4

Many Many Many



Option 3: Peer to peer data sharing with central control &
governance

Peer-to-peer sharing — data is shared based on an agreed set of rules
(i.e. a ‘trust framework’ similar to on-line banking).

Steering,
advisory &

working groups Clearly defined:

I : = . User needs and
Determines user =L ° impact

needs, co- 2 . . Technical
designs and e infrastructure
defines the rules Data licensing &
in a scheme to = ) 2 e legal
= 8238 . Engagement and
meet those : 1 communications
needs Contracts . Policy

cheme is implemented within a "trust Organisations agree to follow rules
framework” in a Scheme (by contract)

T T ST Codifies the rules: data standards, data licensing,
Codifies rule

definitions

Verified systems to allow peer to
peer data sharing (machine to

policies, legal contracts, monitoring, compliance and

machine)



Summary of options

Option 1: Organic growth Option 2: Central system / data Option 3: Peer to peer data sharing
hub

Wholesalers store customer data in
their systems and develop individual
data sharing processes, with ‘light
touch’ governance, as necessary.

Pros: currently being used, it builds
on existing assets and is allowing
the sector to test granular data
sharing.

Cons: currently the two systems
have different means of access and
rules. As the number of systems
increases, it has the potential to
become complex and light touch
governance may be problematic.

A single, central data ‘hub’ is
developed by a third-party, in which
all consumption data is held and
shared with the relevant parties.

Pros: Clarity of process, simplicity of Pros: Governance via trust

access and centralised governance. framework, interoperability,
adaptability and flexibility; it
focusses on connecting data not
collecting data. Follows open data
principles.

Cons: It could take time to develop
and have less adaptability or
flexibility to grow as the NHH smart
meters roll out. Existing data
providers’ platforms become
redundant. May be additional costs
in linking to a variety of different
proprietary data provider systems




Full life costs for options to share granular data should be developed

High level full life costs will need to be The costs should include the development of Cost should consider the pace of adoption of
developed to aid in the decision-making requirements, building, testing, operations and smart metering in the non-household sector.
process for selecting the optimum option to review and future evolution; set out in the This is still unknown but will become clearer
take forward for granular data sharing. schematic below. when wholesalers' business plans for AMP8

are finalised (December 2024).

System Design Pilot and test Operate RITCIE
requirements evolve
This should consider: This should consider: This could be done on This should consider: Overtime there will be a
+ Governance  Governance two specific use cases: * Leadership and growth in users and
* Interoperability * Design approval * One which shares governance growth in use cases
* Specific use cases * Detailed economic, granular data * Operational monitor and needs. This should
* Scale of data legal, policy and between and review include a process for
storage and access technology design wholesalers, + Community reporting, reviewing and
* Smart meter roll out *  Growth. Currently retailers, 379 parties engagement and recommending actions,
plans there are two and end customers. support so that the system can
*  Growth of parties wholesalers sharing * One which uses evolve as the use in
accessing data granular data. This granular data to set granular data expands.
will grow over time. financial

transactions, e.g.
smart tariffs.



Use cases should be developed for each data sharing application

Use cases start to define the why, who, m Continuous flow for demand reduction

what and when of sharing granular non- Why is the data Continuous flow (see section 6 for definition) allows the user to identify
household data. required? potential water leaks or wasteful water use on a customer’s premises.
L This allows customers, wholesalers or retailers the opportunity to reduce
These can then be used to prioritise demand on this property and save water.
SpeC.IfIC developm.ents and more Who requires the Potentially one or more of the following:
detailed user requirements. data? o ieeeslEs
. . * Retallers
The draft use cases developed in this - Self-suppliers
report are: + Customers
. « 3 Parties (acting on behalf of one of the above, e.g. those providing
 Continuous flow for demand water demand reduction services).
reduction. What data is For a specific property/customer, either:
« |nnovative tariffs. required? * Hourly data to allow continuous use to be calculated
« The value (flow rate) of the continuous flow
« Monthly reads for CMOS. P'USéPID
* On demand reads for settlements. * MeterlD
« Night flows for DMA leakage When s the data ©On demand
. required?
calculations. o . S— .
What permissions Wholesalers — if the premises is supplied by the wholesaler.
. Understanding consumption at are required? Retailer — if the premises is an existing customer.
property level. Self-supplier - !f ’Fhe premises belongs to the self—suppller.
Customers - if it is a legitimate customer for the premises.
* Long term planning. 3'd Parties — permissions needed from one of the above.

An example is shown on the right:
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Adaptive roadmap for sharing granular data

Ofwat draft PR24 determinations Final determinations
(May/Jun 2024) (December 2024)

Decisio
n:
Option

or 32

Develop
governance &

use cases

Stanhdards

Pilot and test

Use case study is a least

regrets option, as the outputs Feed in
from this study could be experiences of
implemented into option 1 until operatingoption 1 Operate

2. Central options 2 or 3.
platform l

Review and evolve

Option 1: Organic growth (AW & TW + others?)

v

| | | | | |
Jan 2024 Apr 2024 Jul 2024 Oct 2024 Jan 2025 Apr 2025



Recommendations

There is some urgency to develop a preferred solution
as wholesalers and retailers need to invest in systems
development as their smart meter roll-out programmes
progress.

The key recommendation is to continue with a stream of
work to develop specific areas common to each of the
options, and to facilitate a decision on the most
appropriate option. There are two broad areas to address:

a) Governance, to identify the rules and needs around
who needs access to what data, what permissions are
needed, GDPR and legal requirements, interoperability
and open data needs.

b) Develop two use cases (one on sharing data to
support water saving and one to support smart or
innovative tariffs), to test the rules and needs on
specific use cases, and to develop a better
understanding of whole life costs.

These two areas should be developed before
the end of 2024.

The findings from these can then be
combined with the outcomes of the final
business plan determinations, and the
continued learnings from the current TW and
AW systems to recommend a preferred
solution for sharing granular data.
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Permitted reasons MOSL

Requests and/or actions of a Retailer or their Customer

e Requests to attend outside normal working hours, weekends, bank holidays or outside
the Operational Performance Standard timescale.

e Requests by the customer to commence the work later than intended by the wholesaler.

e Awaiting confirmation of further information not provided in the original Retailers
request or acceptance to proceed with the work.

e Inability to contact a Retailer and/or their customer over 3 consecutive days to arrange
an appointment.

e Awaiting completion of enabling works by the customer to proceed with the work.
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Permitted reasons MOSL

Requests and/or actions of a third party / agency consents

e Private land or road access — official land entry request should be promptly started by the
Wholesaler.

e Highway Authority section 58 notice, permit or lane rental restrictions and/or temporary
traffic requlations orders lead times - official process should be promptly started by the
Wholesaler.

e EA Liaison over trade effluent consents.

Powers to gain a warrant for entry legal route - official process should be promptly
started by the Wholesaler.
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Permitted reasons MOSL

Water quality and other regulatory constraints

o Water quality activity including water quality sampling requirements.

e Contraventions of the water fittings regulations.

44



Permitted reasons MOSL

Extreme weather event or national event causing impact to infrastructure
and/or operations (Force majeure)

Extreme snow or ice preventing access.

e Extreme flooding preventing access.

e Water Company under official drought conditions.
e Pandemic restrictions/resourcing impact

e National Fuel shortage.

e Foot and mouth disease restrictions.

e Bird Flu restrictions.

e Weather Conditions — Met Office Red Alert.

45



Processes and controls

Fostering a collaborative approach with retailers, not relying solely on the bilateral hub for
communication.

Proactively reviewing SLAs that have been deferred and ending deferrals as soon as possible
after the permitted reason which justified the deferral is no longer relevant; this can be done
through daily priority reports involving senior management.

Creating a focus group within the company which will work on resolving requests that have been
delayed past a certain threshold.

MOSL
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Processes and controls

Setting start and end dates

Providing a realistic end date for deferrals where possible.

Limiting the backdating of deferrals’ start dates to instances where the wholesaler has been
working on the SLA since that start date and has only confirmed the need for a deferral later;
deferrals should not be backdated when there have been any delays in progressing the SLA. For
example, if a wholesaler requests more information from the retailer on day 3 of the SLA, the
wholesaler should use day 3 as the start date of the deferral. The missing information was not
available from day 1. However, the wholesaler could have reduced the number of days incurred
by requesting more information from the retailer sooner.

MOSL
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Processes and controls

Controls

Keeping operational agents’ skills and knowledge up-to-date, especially when there is a change
in staff or team structure.

Implementing internal ORID spot checks that not only verify that there haven't been any clear
mistakes in following the company’s process, or that the ORID has been resolved overall, but that
reviews the evidence for the permitted reason invoked and checks that the start and end dates
of the deferral match the timeframes of the permitted reason.

MOSL
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