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0 Florida Powe:r & Light Company, P 0 Bax 025100 Miam FL 33102 9100

AIRPOBNE EXPRESS

May 12, 1994

Ms. Blanca Bayo, Director
pivision of Records and Reporting
Florida Public Service Commission
101 East Gainec Street

Fletcher Building

Tallahasses, Florida 32399-0850

Re: Docket No. 940001~BI

Dear Ms, Bayo:

Enclosed for filing with the Commission in Docket No. 940001~-EI are
the following:

FPL’s Request for Confidential classification for the month of
February. Fifteen copies of FPL’s Request For Confidential
Classification of Certain Information Reported on the
Co=mission’s Porm 423-1(a) with Attachments B, T, D and E are
enclosed. The originai Request for Ccontidential
Classification of Certain Information Reported on the
Commission’s Form 423-1(a) with Attachments A, B, ¢, D and E
is enclosed. Please note that Attachment A is an unedited
Form 422-1{a) and therefore needs to bke treated as
confidential.

If you have any questions regarding this transmittal or the
inforaation filed herewith, you may contact me at (308) 552-2724.

Sincerely,

o H ldirer. vo

Ctguen W Pall-pan ¢
Attcrney R
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BEFORE THE

PUBLIC BERVICE COMMISSION

In re: Fuel and Purchased Power
Cost Recovery Clause and Generating
Performance Incentive Factor

T

Docket No. 940001-EI

—

REQUEST FOR CONFIDENTIAL
CLASSIFICATION OF CERTAIN INFORMATION
REPORTED ON THE COMMISBION’8 FORM 423-1(a)
Pursuant to §366.093, F.S. and Florida Administrative Code
Rule 25-22.006, Florida Power & Light Company {"FPL") requests that
the Florida Public Service Ccmmission ("Commission") classify as
confidential information certain information reported on FPL’s
February, 1994 423-1(a) Fuel Report as delineated below. In

support of its request FPL states:

1. FPL seeks classification of the below specified
information as proprietary confidential business information
pursuant to §366.092, PF.S. In pertinent part, §3166.093, F.S.

provides:

(1) * = #* Upon request of the public utility or
other person, any records received by the commission
which are shown and found by the commiszssion to be
proprietary confidential business information shall be
kept confidentiai and shall be exempt from s. 112.07(1).

(3) # # 2 Proprietary confidential business
informaticn includes, but is not limited to:

(d) Information concerning bids or other
contractual data, the disclosure of which would impair
the efforts of the public utility or its affiliates to
contract for goode cor services on favorabls 'terms. \TE
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2. In applying the statutory standard delineated in paragraph
1, the Commission is not required to weigh the merits of public
disclosure relative to the intarests of utility customers. The
issue presented to the commission, by this pleading, is wvhether the
information sought to b2 protected fits withia the statutory

definition of proprietary confidential business information,

§366.093, and should therafore be exempt from §11%.07(1).

3. To establish that material is proprietary confidential
business information under £366.093(3)(d), F.S5., a utility must
demonstrate (1) that the intormation is contractual data, and (2)

that the disclosure of the

[+

ata would impair the efforts of the
utility to contract for goods or gervices on favorable terms. The
Commission has previously reccgnized that this latter regquirement
does not necessitata the showing of actual impairment or the more
demanding standard of actual adverse results: instead, it must
simply be shown that disclosure is "reasonably likely" to impair
the contracting for goods cor services on favorable terms. See

order No. 17046, at pages 3 and 5.

4. Attached to this pleading and incorporated herein by

reference are the following documents:

Attachment A) A copy of FPL’s February, 1994 Form 423-1(a) with
the information for which FPL seeks confidential
classificaticn highlighted. This document is to be
treated as confidential.




Attachment B) An edited copy of FPL’s February, 199%¢ Form 423-
1(a) with ¢the information for wrxcr FPL wpeeks
confidential classification edited ocut. This
document may be mada public.

Attachment C) This document is a line by line justification
matrix identifyinq each item on FPL’s Ferm 423-1(a)
for whic "onfident.al classification is sought,
along wltb a ¥ritten explanation demonstrating that
the information ia: ()) contractual data, that (2)
the disclosure of which would impair the effoi'ts of
the utility te contract for goods or services on
favorable terme,

Attachment D) The affidavit of Dr. Pamela Cameron. Dr. Caméron’s
affidavit waa pr=viaus y filed with FPL’s original

Request For Confidential g:.ag ificati ion QLgumn
Information "emnorta-= I)n "r“ Po——a=? e

1(a) on March 5, 1987, in th;s uucne». it is
refiled with this request for the convenience of
the Commission. Attachment E updates Dr. Cameron’s
affidavir .,

Attachment E) The affidavit of Eugene Ungar.

5. Paragraph 3 identifies the two prongs of §366.093(3) (d),
F.S8., which FPL must establish to prevail in its request for
confidential classification of the information identified by
attachments A and C. Those two prongs are cenclusively established
by the facts presented in the affidavits attached hereto as
Attachments D and E. First, the identified information |is
contractual data. Second, disclosure of the information is

reasonably likely to impair FPL’s ability to contract for goocds and

~

services, as discussed in Attachments C, D and E.

6. FPL seeks confidential classification of the per barrel
invoice price of No. 2 and No. 6 fusl, and related information, the
per barrel terminaling and transportation charges, and the per

3




barrel petroleum inspection charges delineated on FPL’s Form 423~

l(a) Fuel Report as more specifically identified by Attachments A

and C.

7. The confidential nature of the No. 6 fuel oil information
FPL seeks to protect is €asily demonstrated - onCs one understands
the nature of the market in which FPl, ag a buver must operate. The
market is No. 6 fuel oil in the Southeastern United States and that

market is an oligopolistic market. See Camer

e LLLL=

Lol
=
-]

affidavits. In order to uchieve the best contractual prices and
terms in an oligopolistic market, a buyer must not disclose price
concessions provided by any given supplier. Due to its presence in
the market for No. § fuel cil, FPL is a buyer that is reasonably
likely to obtain prices and terms not available to other buyers.
Therefore, disclosure of suc prices and terms by a buyer, like FPL
in an oligopolistic market, such as No. 6 fuel ©il, is reasonably
likely to increase the Price at which FPL can contract for No. 6

fuel oil in the future. Sege the affidavits 2of Cameron and Ungar.

8. The economic principles discussed in paragraph 6 and Dr,
Cameron’s affidavit are equally applicable te FPL’s contractual
data relating to terminaling and transportation charges

, and

petroleum inspection services as described in E. Ungar’s affidavit.

9. The Commission need only make two findings to grant

¢ 4

confidential classification & the No. 6 fuel oil information
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identified as confidential in Attachments C and D, to wit:

(a) That the No. 6 fuel oil data identified is contractual
data.

(b) That FPL’s ability to procure No. 6 fuel oil, terminaling
and transportation services, and petroleum inspection
services is reasonably likely to be impaired by the
disclosure of the ii.formation identified because:

(i) The markets in which FPL, as a buyer, must procure
No. 6 fuel o0il, terminaling and transportation
services, and fuel inspection services are
oligopolistic; and

(ii) Pursuant to ecunomic theory, a substantial buyer in
an oligopolistic market can obtain price
concessions not available to other buyers, the
disclosure of which would end such concessions,
resulting in higher prices to that purchaser.

10. The confidential nature of the No. 2 fuel oil
information, identified in Attachments A and C as confidential
information, is inherent in the bidding process used to procure No.
2 fuel oil. Without confidential classification of the price FPL
pays for No. 2 fuel oil, FPL is reasonably likely to experience a
narrowing of the bids offering No. 2 fuel oil. The range of bids
is expected to converge on the last reported public price, thereby
eliminating the probability that one supplier will substantially
underbid the other suppliers based upon that supplier’s own

economic situation. See Ungar affidavit. Consequently, disclosure

is reasonably likely to impair FPL’s ability to negotiate future

No. 2 fuel oil contracts.




11. FPL regquests that the Commission make the followin

findings with respect to the No. 2 fuel oil information identified

in attachments A and C:

a, That the No. 2 fuel o0il data identified is
contractual data; and

b. That FPL’s ability tg procure No. 2 fuel oil is
reasonably likely to be impaired by the disclosure
of the information identified because

(1) the bidding process throu qn which FPL obtains
No. 2 fuel oil 15 not reas ably expected o
prov .de the lowes ids possible if disclosure
of the last uinNJ.q bid is, in effect, made
Publ.c through disclosure of FPL’s Form 423~
1{:’] .

12. Additionally, FPL believes the importance of this data to
the suppliers in the fuel market is= potently demonstrated by the
blossoming of publications which provide utility reported fuel data
from FERC Form 423. The disclosure of the information sought to be

protacted herein will no doubt create a cottage industry of desktop

publishers ready toc serve the markets herein identified,

13. FPL requests that the information for which FPL seeks
confidential classification not be declassified until the dates
specified in Attachment (. The time periods requested are

necessary %o allow FPL to utjlize its market presence in

negotiating future contracts. Disclosure prior to the identified

date of declassification would impair FPL’s ability to negotiate

future contracts.

14. The material identified as confidential information in

attachments A and C is intended to be and i5 treated by FPL as




private, and has not otherwise been publicly disclosed to the best

of FPL’s knowledge and belief.

WHEREFORE, FPL respectfully requests that the Commission

classify as confidential information the information identified in

attachments A and C which appears on FPL’s unedited Form 423-1(a).

Respectfully submitted,

Date: May 12, 1994

J{A;Ltt.- "“/- 5{({&”&
Steven H. Feldman

Attorney

Florida Power & Light Company
P. 0. Box 029100

Miami, Florida 33102-2100
(305) 552-2724

Florida Bar No. 0869181

NobFuel . feb
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ATTACHMENT C

Docket No. 540001-El

May, 1994
Justification for Confidentiality for February, 1994 Report:
423-1(a) 4-15 H (1)
423-1(a) 4-15 | (2)
423-1(a) 4-15 J (2), (3)
423-1(a) 4-15 K (2)
423-1(a) 4-15 b (2)
423-1(a) 4-15 M (2), (4)
423-1(a) 4-15 N (2). (5)
423-1(a) 4-15 P (6), (7)
423-1(a) 4-15 Q (6). (7)
423-1(a) 1-3 H.ILK,L.L.N R (8)
ceemeeeeeeeo—-----——-Rationale for confidentiality:
(1) This information is contractual information which, if made public, "would impair the

efforts ot {FFL} t1c centract for goods or services on favorable terms.” Section
366.093 (3) (d), F.S. The information delineates the price FPL has paid for No.
6 tuel oil per barrgi tor specific shipments from specific suppliers. This information
would allow suppiiers io compare an indindual suppler's price with the market
quote for that date of delivery and tharebyy determine the contract pricing formula
between FPL. and that supplier

Contract pricing formulas generally contain two componeénts, which are: (1) a
markup in the market quoted price for that day and (2) a transportation charge for
delivaery ai an FPL chosen port of delivery. Discounts and quality adjustment
components of fuei price contract formuias are discussed in paragraphs 3 and 4




(2)

(3)

(4)

(5)

(6)

Disclosure of the invoice price would allow suppliers to determine the contract
price formula ot their competitors. The knowledge of each others’ prices (i.e.
contract tormulas) among No. 6 tuel oil suppliers is reasonably likely to cause the
suppliers to converge on a target price, or follow a price leader, eftectively
eliminating any opportunity tor a major buyer, like FPL, to use its market presence
to gain price concessions from any one supplier. The end result is reasonably
likely to be increased No. 6 tuel oil prices and theretore increased electric rates.
Please see Dr. Cameron's affidavit filed with FPL's Request for Confidental
Classification which discusses the pricing tendencies of an oligopolistic market and
the tactual circumstances which identity the No. 6 fuel oil market as an oligopolistic
market in the Southeastern 'Jnited States. As Dr. Cameron’s affidavit discusses,
price concessions in an oligopolistic market will only be available when such
concessions are kept confiduntial. Once the other suppliers learn of the price
concession, the conceding supplier will be forced, due to the oligopolistic nature
of the market, to withdraw from tuture concessions. Consequently, disclosure of
the invoice price of No. 6 fuel oil paid by FPL to specific fuel suppliers is

reasonably likely to impair FP'_'s ability to negotiate price concessions in future No
6 tuel oil contracts.

The contract data tound in Columns | through N are an algebraic function of
column H. That is, the publication of these columns together, or independently,
could allow a supplier to derive the invoice price of oil

Some FPL tuel contracts provide for an early payment incentive in the form of a
discount reduction in the invoice price. The existence and amount of such

discount is confidential tor the reasons stated in paragraph (1) relative to price
concessions.

For tuel that does not meet contract requirements, FPL may reject the shipment,
or accept the shipment and apply a qualty adjustment. This is, in eftect, a pricing
term which is as important as the price itselt and i1s theretore confidential for the
reasons stated in paragraph (1) relative to price concessions

This column is as important as H trom a confidentiality standpoint beécause of the
relatively few times that there are quality or discount adjustments. Thatis, column
N will equal column H most ot the time. Consequently, it needs to be protected
for the same reasons as set forth in paragraph (1)

This column is useéd to mask the delivered price of fuel such that the invoice or
effective price ot fuel cannot be determined. Columns P and Q are algebraic
variables of column R. Consequently, disclosure of these columns would allow a
supplier to calculate the invoice or effective purchase price of ol (columns H and
N) by subtracting these columnar variables from column R




(7)

(8)

Terminaling and transportation services in Florida tend to have the same, if not
more severe, oligopolistic attributes of fuei oil suppliers. In 1987, FPL was oniy
able to find eight qualified parties with an interest in bidding either or both of these
services. Of these, four responded with transportation proposals and six with
terminaling proposals. Due to the small demand in Flonda for both of ihese
services, market emry is difficult. Consequently, disclosure of this contract data

is reasonably likely to resuit in increasad prices for terminaling and transpoitation
services.

Petroleum inspection services also have the market characteristics of an oligopoly.
Due to the limited number of fuei terminai aperations. thare are corrgspondingly
few requirements for fue! inspaction services. In FPL's last bidding process icr
petroleum inspection services, oniy six qualified bidders were found tor FPL's bid
solicitations. Conseguenﬂ . disclosure of this coniract data is reascnably liksly o
result in increased piices for petrsisum inspeciion services.

This intorenation is contraciual information which, if made public, "would impair the

efforts of [FPL] to contract for goods or services on favorable terms." Section
366 Oﬁl" ”". {d), F.S. The information deiineates the price FPL has paid for No.
2 tuel 2i per basrel for spemnc shipmenis from specific suppliers. No. 2 fuel it is
purrhase.. fhru ‘n & bid ng process. At ihe request of the No. 2 fue! oil
suppliers, FPL has agree c not pubiicly disclose any supplier's bid. This non-
disclesure agracme ot D ac: s both FPL’s ratepayers. and the bidding suppiieis.
As to FPL's ratepayers, the non-pubiic bidding procedure provides FPL with a
greater variation in the range of bids that would otherwise not be availabie ¥ the
bids, or the winning bid by selt, were pubiicly disclosed. With public disclosure
of the No. 2 tuel oil prices found on FPL's Form 423-1(a). the bids wouid narrow
o a closer rangs around the jast winning bid eliminating the possibility that one
supplier might, based on his economic situation, come in substantially lower than
the othar suppliers. Norn-discicsure likewise protects the suppliers trom divuiging,

any econoernic ad- antage that supplier may have that the others have nol
discovered

‘ID th




Date of Deciassification:

FORM LINE(S) COLUMN DATE
423-1(a) 4-7 H-N 3/16/95
423-1(a) 8 H-N 10/30/94
423-1(a) 9-10 H-N 3/15/96
423-1(a) 11-15 H-N 8/31/94
423-1(a) 4-15 P 3/31/99
423-1(a) 4-15 Q 06/30/96
423-1(a) 1-3 H LK L N R 3/3195
Ratonale:

FPL requests that the confidential information identified above not be disclosed until the
identified date of declassificatiori. The date of declassification is determined by adding
6 months t0 the last day of the contraci period under which the goods or services
identified on Form 423-1(a) or 423-1(b) were purchased.
Disclosure of pricing information during thé contract period or prior to the negotiation of
a new contract is reasonably iikely to impair FPL's ability to negotiate future contracts as
described above,

FPL typically renegotiates its No. 6 fuel oil contracts and fuel related services contracts
prior ic the end of such coniracts. However, on occasion some contracts are nol
renegotiated, until after the end of the current contract period. In those instances, the
contracts areé typically renegotiated within six months. Consequently, it is necessary to
maintain the contidentiality of the information identified as confidential on FPL's Form
423-1(a) or 423-1(b) for six months aftar the end of the individual contract psriod the
infarmation relates to

With respect to No. 6 fuel oil price information on the Form 423-1(a) or 423-1(b) for oil
that was not purchased pursuant to an aiready existing contract, and the terms of the
agreement under which it is purchased are fulfilled upon delivery, FPL requests the price
information identified as confidential be kept confidential for a period of six months after
the delivery. Six months is the minimum amount of time necessary for confidentiality of
these types of purchases to allow FPL to utilize its market presence in gaining price
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concessions during seasonal fluctuations in the demand for No. 6 fuel oll. Disclosure of
this information any sooner than six months after cornpietion of the transaction is
reasonabiy likely to impair FPL's ability to negotiate such purchases

The No. 2 fuel oil pricing information appearing on FPL's Form 423-1(a) or 423-1(b). for

which confidential classification is sought, sheuld remain configential for the ime pariod

LA™ P
the contract 15 in affect, plus six months. Disclosure oi pricing intormation during

t
contract period or prier {¢ the negotiation of a new contract is reasonably likely 1o impaEir
FPIL's ability to negotiate future coniracis as described above.

FPL typically negatiates ite No. 2 fuei oil contracts prior 10 the end of such contracts

However, on occasion some contracts ara not negctiated, untii after the end ot the curfent
contract period. In those instances the con

mornths. Consequently, it is necessary to maintain the confidentiality of the intormation
ideniified as confidential on FPL's Form 423-1(a) or 423-1(b) for six monthg after the end
t

L m - -
of the individual contract peried the irfermation relates to.
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ATTACUMENT D

BEFORE THR

FLORIDA PUBLIC SERVICT COMMISSION

) AFFIDAVIT
DISTRICT OF COLUMBIA ) n Docket No. §70001-EI

)

Before me, the undersigned authority, Pamels J. Cameron appeared. who
being duly sworn by me, said and testified:

L INTRODUCTION

My namis is Pamela J. Camerom; my busioess address is 1800 M Street,

N.W., Suite 600 South, Washington, D.C. 20038, [ am employed by the National

Economic Research Assaciatel, Inc. (NERA) as a Senior Analyst. | recéived my DS

in Business Administration from Texas Tech University ia 1973, my MA. in
Economics from the Upiversity of Oklahoma ia 1976 and my Ph.D. in Economics
from the Ugiversity of Okiahoma i@ 1985, My major fields of study have been
ladustrial Organization, Public Fisaance and Econometrics.

Since 1982, | have been employed by econsomic and reguiatery consulting
firms providing services relating to wutility reguiation. [ have directed numerous
projects inciuding merket annivsis, g acquisition and costract asgotiatios, and
alternative Tuels svalustion.

[ have beem asked by Florida Power and Light Compaay (FPL) to avaluate

the market in whic® FPL buys fusi oil and o determine what impact, if any, public

disclosure of certain fuel tramsaction data is likely t0 have oa FPL and iu

ratepayers. Specifically, the data | will address is the detailed price information

reported on Florida Public Service Commission Form 423,




The impact of pudlic disclosure of price informatioa depeods oa the

structure of the markets iavolved. Ia the following sectioas | discuss the economic

framework for evaluating the structure

of markets, the role of disclosure o

oligopolistic markets 3nd review the circumswances of FPL'y fuel 0il purchases using

this framework. The (inal sectios summarizes my conclusioas.

i. THE ECONOMIC THEORY OF MARKETS

Ecoaomic theory predicts that the behavioe of individual firms and the

consequent market performance will be determined largely Dy the structuce of the

relevant market. The structure of markets range from highly competitive to virtual

monopoly depending upoa such (actors as the number aod size of firms in the

market, the heterogeneity of products aad distributioa channels, the ecase with

which firms can enter and leave the market, and the degree t0 which (irms and

consumers posiess information about the prices and products.

Using these four Dbasic criteria or characteristics, economists distinguish

comoetitive, oligopolistic and mosopolistic markets. For ezample, 3 competitive

market is characterized by the followiag (1) firms produce a homogeneous product

(2) there are many buyers and sellers 30 that jales or purchases of each are small

ia relatioa t0 the toml markeC (3) eotry iato or emut (rom the market 18 oot

coastraioed by economis oc legal darviers; and (4) firms asd consumers have good

informatioa regarding altermstive products aod (he prices at which they are

avaiiable. Ueader these circumsance individual buyers and sellers have only an

imperceptible iafluence om the market price or the actioas of others in the market.

Each buyer and seller acts iodependeatiy since those actioas will not affect the

market outcomae.

Aa oligopolistic industry is ooe in which the oumber of sellers is small

enough for the activities of sellers to affect sach other. Changes in the output or

nera




the price of ooe firm will affect the amouats which other seliers cas sell and tye

prices that they cas charge. Oligopolistic iadustries may sell eithgr differentiated

or homogeasous products aod are usually characterized Dy high barriers to eatry.
Because of the interdependence of suppliers, the extent to which they are informed
with respect to the actioas of other parties 1o the market wul affect their behavior
and the performance of the market.

A mooopolistic market i3 oae ia which a single seiler coatrols Ddoth the
price aod output of a product for which there are ao close substitutes. There are
also sigaificant Darriers to preveat cthers (rom e¢atering

the market. la this
instance, the seller knows the details of each transactios and there is no clear
advantage t0 the buyer ia keepiag thess details confidential.

It is clear even from this bdrief discussioas that a determinatioa of the
likely effect of the disclosure of the terms and cooditions of transactions depends
on the type of market involved. la determining the structure of FPL's fuel oil
market, | have reviewed the sellers and Dduyers opersting ia these markets, the
homogeneity of the product, the factors goveraing eatry or exit (rom the markets
and the role of iaformatioa. The review iodicates that the fuel od market i@ which
utilities ia the Southeast purchase supplies s oligopolistic. That is, the actioas of
one firm will affect tha pricing asd output decisioas of other sellers. The
interdependenca amoog (uel oidl suppliers i3 compounded Dby the presence ia the
market of @ (ew very large purchasers, such as FPL. The following sections
describe the details of sa elaboratioa of the consequeaces Of transactiof disc!o%yre

in this type of market, my market evaluation and my coaclusions,

ners
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11, EFFECT OF DISCLOSURE IN OLIGOPOLISTIC MARKETS

A Vbriel review of the role that secrecy plays ia oligopoly theory 3
helpful in understanding the pricing policies of oligopolists and the predicted impact

on (uel costs.

Aa oligopolistic market suucture s characterized by competitios or

rivaley among the few, but the aumber of firms in a market does not determine

conclusively how the market fuactioas. ln the case of oligopoly, a number of

outcomes are possidble depeading upoa the degree to which the firms act either as
rivals or as cooperators. Sellers have a commos group interest ia keeping prices

high, Yut have a coaflict of interest with respect to market share.

The management of oligopolistic [irms recogaizes that, givea their mutual
interdependence, profits will be higher whea cooperative policies are pursued than

whea each firm acts only im its owa narrow self-interest. If firma are offered the

opportunity to collude, oligopolistic markets will tead to ezhidbit a tendency toward

the mazimizatioa of collective profits (the pricing behavior associated with

monopoly). However, coordinatioa of priciag policies to mazimize joiat profits s

not easy, especislly where cost and market share differences lead to conflicting

price and output preferences amoang (irms. Coordiastioa is coasideradly less

difficult whea oligopolists cas commuaicate opealy aod (resly. But the anutrust

laws, which are coocerned with ishibiting mooopoly pricing, maks overt cooperauion
valawful. There ere, however, subtie ways of coordiaatiog pricing decisions which
are both logal and potestially effective if discipline can de maintained.

One means of coordinating behavior without running afoul of the law s
price leadership. Price leadership can gesenally be viewed a3 a public signal by
fiems of the changes in their quoted prices. If each firm knows that its price cuts

will be quickly matched by its rivals, it will have much less iocentive to make them
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By the same logic, esch 3upplier koows that its rivals cam sustaia 3 higher price
Quote ooly if other firms follow with matching prices.

Focal poiat pricing i3 asother example of oligopoilistic pricing that allows
coordinatioa without violating the aatitrust laws. Here, sellers tead to adhere to
accepted focal points or targets such as a pubdlicly posted price. By setting s
price at some focal point, a firm tacitly encourages rivals to follow suit without
undercutting. The posted price pubiished for various grades of fuel oil by region
would serve as a focal point for that ares. Other types of focal points ioclude
manufacture associatioas' published list prices or governmeat-set ceiling prices. By
adhering to these accepted targets, coordinatioa is facilitated and price warfare i3
discouraged.

While oligopolists have incentives to cooperate i@ maiataining prices
above the competitive level, there are also divisive forces. There are several
conditions which limit the likelihood and effectiveness of coordinatioa, all of which
are related to the adility of a single firm to offer price concesmsions without fear of
retaliatioa. They ioclude (1) a significant aumber of sellers; (2) heterogeneity of
products; (3) high overbead costs coupled with adverse DbDusiness coaditioas; (4)
lumpiness and iafrequessy ia the purchase of products; and (3) secrecy and refalia-
tion lags.

A. ThaNamber and Slas of Flrms

The sawsteral dimeasioa with the most obvious influtace oa coordinatio®
i3 the nymber and siae distridutios of (irms ia the market. The grester the number
of sellers in a market, everything eise the same, the more difficult it u t0 Mincaia
a norcompetitive or above-cost price. As the sumbPar of (irms increases afid the
market share of each declines., firms are incrrasingly apt to ighore the e(fect of

their pricing and output decisions on the actions of other (irms. Ia addition, as the
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oumber of firms increases, the probability increases that ac jeast 088 fiym o1 Aeve

lower thaa 3verage costs and am aggressive pricing policy. Therefors. aa oligopolist

ia an industry of |3 firms is more likely to offer secret discounts and less likely 1o
be discovered thaa aa oligopolist ia aa iadustry of oaly three firms.

8. Product Heisrogeaelly

If products were truly homogeaeous or perfect substitutes 1n (he
consumer’'s miod, prica would be the oanly variable with which (irms could compete.

This reduces the task of coordinating, for [irms must coasider oaly the price

dimensioa. Whea oproducts are differeatiated, the terms of rivalry become
multidimeasional and coasideradbly more complex.
C. Qrarhead Costs
The ability of oligopoliss to coordinate is affected ia a variety of ways

by cost coaditioas. Generally, the greater the differences ia cost structures

betweea firms, the more trouble the firms will have maintaining a common price

policy. There i3 also evidence that industries characterized by high overhead costs
are particularly susceptidble t0 priciag discipline breakdowns whea a decliae i
demand forces the industry to operate below capecity. The iodustry charcterized
by high fizxed costs suffers more whea demasd is depressed becauss of strong
inducemeats toward price-cuttiag 384 a lower Moor (margiaal cost) to price

decreases. (Price-cutting will de checked at higher prices wheas marginal costs are
high and fized costs are relatively low.)
D. Lumpisess and Infresnency of Orders
Profitable tacit collusioa is more likely when orders are small, (reqUent
and regular, siace detection and retaliatioa are easier unddr thess circumstances.
Any decision to undercut a price on which industry membery have tacitly agrewd

requires a balancing of probable gains against the likely cosw. The gaim from
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cutting the price derives from the increased probability of securing s profitable
order and larger share of the market The cost 3rises (rom the increased

probability of rival reactions driving dowa the iavel of future prices and, therefors,

future profits. The probable gains will cbviously be larger when the order at stake

is large. Also, the amount of informatioa s firm coaveys about its pricing sirategy
to other firms in the market increases wiih the sumber of transaciions oF price

quotes. Clearly, the less (requently ordeis ais placed. the less likely detacticn

would be.
E. Secrecy and Retallation Lazs

The longer the adverss consequences of rival retaliation can be delayed,
the more attractive undercutting the accepted price structure becomes. One means
of forsstalling retaliation is 10 grami secréz price cues. Il price is above margin
cost and if price concessions can reasonabiy b expectad 0 remain ! ecret, cligope-
lists have the incentive t0 engage in secret price shading.

Fear of renalistion is not limited just o fear of matched price cuts by
other :ellers in the market. A disciosure of secrst price concessions to ooe buysr
may lead other buyers 10 demand equai treaimest The resuit would %6 ss eresica
of industry profits a8 the price declinss 0 Wssmmodate other buysrs or o with-
drawal of price concessions in genersl

The sumber and size distribution of buyers in the market is 2 sigauficant
factor where fear of rotalistion is a8 importast market element. Where one or 2
few large buyers represent a large percent of the market, the granting of secre:
price concessions 10 those bDuyers by a seller is likely 0 imposs significant costs
(that is, result in significant loss of i) (o7 the remaining sellers. Since dis-
closure of secret price coocessions in this case is more likely to prompt immediate

reaction than would kaowledge of price concessions to smailer, insignificant (irms,
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it follows that rather thaa risk an unprofitable price bawtle firms may cease
offering concessioas.

It is not in the long-ruma interest of the (irm considering price
concessions 10 initiate Price culs which would lesd 10 lower market prices generally
or ruinous price wars. I kaowiedge of prico coacessions leads other sellers 1o
reduce price accordiagly, the prics-cutting (firm will lose the market ihare
advantage it could have gained through is:ret prics shading. Industry profits will
be lower due to the !ower price ievels. Therefory, given that aay price concessions
will be disclosed, the mosi profitabie sirmegy 8 @moes likeiy 10 be 10 refrain from
offering price coacessions. Eliminatiog oppoctunities foi secret actiom (dy disclosing
price, for example) would greatly réduce the incentivs o0 ociigopoiists to offer price

concessions.

IV. MARKET EVALUATION
Aflter reviewing ihe theoretical criteria used by economists !0 evaluate
market structure with FPL parsoaneli knowladgeadis ia ihe ares of (ossil-Tuel
procurement, [ requested asd was provided with esssatial market data nsecessary 10
analyze the market ia which FPL purchases No. § fusi oil (resid). These damn,
together with other published ioformustion, wensus 3d o detirmine the structure of
the market.
A. Market Stracturs
The product nsder cogsideration is resid and it primary purchasers are
utilities. FPL is located ia he Southeast and. be cause of i geographical location,
purchases resid primarily from refineries ia the Gutf Coast area or the Caribbean.
Transportation costs limit the smarkei tw these aresas, although it may be possible 10
pick up distressed cargoes from other locations os the spot market. Other major

purchasers of resid from the Tuii Cosst and Curibbean are utilities ia the
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Northesst. Due 0 the additional transportation costs, however, utilities ia the

Southeast would be unlikely 10 purchase resid from oortheasterns refineries. The

Northeast does oot have adequate refisery capacity 1o meet the demand ia that area
and is, therefore, 2 oet importer of resid from the Gulf Coast and foreign suppliers.
Therefore, the Northeast and Southeasi are s2parate, dut relsted, markets.

FPL puichases resia ia veiy large quadtiiies, usually ia bargs o¢ ship | ot

(100,000 1o 200,000 barrels or more). !a 1986, FPL purchased 235,460,637 dareely of

low-sulfur resid, tha majority of which (68 parceot) was under medium-term (one-
10 two-year) coatracts. The ramainder was purchased oa the spot miarket. Thers

are very few buyers of resid in hsé merket who purchase quastities sgproaching the

levels consumed by FPL. Table | shows the relative size of purcheves for ihe

major consuming utilities in the Southeast and the Northeast. Of the 10 wutiiities
who had purchases of more thsu 300,000 barre)s opae month for the July through
September 1985 period, FPL is cleasly the singis most important buwde i terms of
size. Only one of the other utilities is located ia ne Scutheast

The entry requiremesss for soliors s this market are substantial  Seilery
must be capable of meeting sil of the utility's specifications includine quantity ad
quality (for example, maximum sulfur, ash and water costest). Suppliers must sither
refine or gather and blend cargoes ro@ reflinerien to marketable specifications.

The capital requirements associated with duildiag or Suyiog & refinery are
certainly substantisl. Asother visble optios fer setry isto this market wouid be u
a reseller, bDlender or tradar. Al of thess participation levels would require 1
financial position in the oil 0 be sold. Az this level, the entrant would gather
cargoes from refiners or other taders and Dlend (if required) to marketable
specifications. The primary facilities requirement would be storage tanks to hold oil

for resale or 10 blend cargoss. Assuming the eotrant intends to sell to wutilities,
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the misimum purchase quantity would be approximately 100,000 to 110,000 barrels.

This would represeat oss barge lot. It is possible 1o lease tanks with agitators for

blending. The most Mexible approach would he: ta lease a 250.000 barrel tank. This

would accommodatq !+9 barge loads or ose mediua capacity vessel. The coat for

250,000 barreis of leased storage would de 2pprozimately $0.0! per barrel per day or

$0.30 per bdarrei por moath. Total wmok cost (assumiag full utilization) wouid be

approximately $75,000 per moath.

The prospective reseller would 3l50 need 16 have opea lines of credit 1o
finance oil purchases until paymeat was received from the customer. Assuming the
entrant intended (0 move a misimum of 1.000.000 darrels per month, it would be
necessary to linasce spproximately 515,000,000 for 35 io 40 days,

Although the current barricys 10 entry into this market & a1 refiner oOr

reseller are substantial, they wouid b2 evea higher sz that the depressed state

of the oil indusiry hag created surpius refinery cspacity and increased the storage

tank capacity available for leass. The cost of these facilities will incresse an the
oil industry enproves and the curreat surplus availability diminishes. Thus, it is
reasonable ta saticipswe that fyture wsatry coaditons will be more, rather thas less,
restrictive.

A pew company could also enter the market a3 3 brokes sailing mall
cargo lots to utilities. lan this case, the broker would sot have w0 take 1 floesacull
position with the product aad sould act 8 31 middlemas bdetwees reflinens and/or
resellers anidc wstomers. The piimery barvier 10 entry at this level 'would te the

need to have established coamcte with refiners, traders aad potential customen

normally active in the market. However, this may not be a very viable approach f

an entering company expects to make utility sales. For exampie, FPL han informed




me that they are hesitaat 10 deal with a broker who does aot actually hold title to

the oil being 30id as this would be considered 2 high-risk source.

Table 2 presests a3 list of curreatly active [lirms capable of supplying

resid to the southeastera utility sarket o & cootract bagis. This list represeats

the firms presestiy capable 2f s:ppiying the southeasters utility market. Some of
these firms also supply resid to the market in the Northeast. The list of ocotential
contract suppliers 10 FPL is somewhat shorter. For example, because of the low-

sulfur requirement, Lagovea 3.A. 3 «Ot a present supplier 1o FPL, but could supply
other area utilities with less restrictive sulfur specificaticss. Lagoven refines
Venezuelan crude oil which has 2 high-sulfur content.

2 Others, such as Sergeast Ol
and Gas Company and Torco OQOil Company, sell primarily to US. Guif Coast
resellers, but could supply utilities that have their own transgortation and buv is
sufficiently large quantities. lg its last request for bids 19 supply requirements for
1987 and/or !988, l'tl‘- received |l proposals. Under circumstsacas where only 12 o
20 firms compete for sales ia 3 market dominated by 3 few largs purchasers, sach
firm will &y coocsrned with (he =25iiows or potential reactions of it rivals. The
loss of a large sale, such as aa FPL coatract, would uadoubtedly have a significant
effect oo the market share of that firm.

Soms rsfiners or resellers, though oot ordisarily capable of or willing to
commit the resources oecessary ¥ =set utiiity specifications ia order t0 compete ia
the cootrsct market for low-sulfur resid, may be potential spot market supplier.
Table ) lists firms in this category. T4 oumber of firms ia this category is also
small enough that they must be aware of and consider the prices offered by the
others in their decisionmaking process.

The primary characteristic which distinguishes oligopolistic markets i the

interdependence of the sellers ia the market. Clearly, m view of the relatively
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small number of sellers, the restrictioas oa entry and the small aumber of large
buyers, the bids and prices offered by ooe fuel oil supplier will have aa effect on
the pricing policy and the Qquantity sold by the remaining sellers. A firm wishing to

sell resid to FPL ia this market cannot igoore the actions or pricing decisioas of

other firms and reasonably expect to profit ia the long term.
B. [Effect of Disclosurs

la Section III, the :ole of disclosure aad the factors conducive to price-

cutting ia oligopolistic indusui.es was discuised. The analysis indicates that the

factors which C(lacilitate secret discounting are also presast ia the southeastern

market for resid. As discussed, there are curreatly 12 to 20 (firms capable of

supplying resid ia this market. Resellers or bdrokers will have different cost

structures thaa refiners. The oil industry is typically classified as a high overhesd

cost industry. Contracts for resid are large and infrequent. The probsble net gains

from discounting are greater where orders are large and infrequent. [n the absence

of public disclosure, price concessions could reasonably be expected to remain secret
for at least ooe (0 two years uader a loag-ter@m coatrsct. And (ipally, the expected

gaias to uadercutting the iadustry price t© a large buyer such as FPL would be

large il secrecy could de assumed All of these market charscteristics which are

preseat ia the southeasters resid market are coaducive t0 the graatiag of price

concessions. A limiting (actor, however, msy bde disclosure or the lack of secrecy

5iNCe priced CcONCassioNd t0 3 singular large buyer such as FPL could mesn 1

significant loss of sales for the remaiaing sellers.

The analysis of the fuel market ia which FPL competes indicates that
sellers have a strong incentive (0 grast price cooctisions, bdut are Mogt likely to
grant them only if secrecy can de assured.
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V.  CONCLUSION

Theory peadicts that to the extent fuel supplies and services are

purchased iz oligopolistic markets, public disclosure of detiled pricing informasios
will groatly limit opportusities for secret price concessions. This theory is svea
stronger whes snpiied 0 & large buyer ia relation to the size of the markee My
analysis of the sctual market indicates that FPL is & very large buyer purchasiog
fuel oil is sa oligopolistic market whers interdependence i s %uy chamciesistic, It
follows that the expected consequence of grester disclosure of the details of fuel
trapsactioss s fower price coacessions. Price coocessions i (uei contracts result
ia lowss overall slsctricity cost 10 ratepayers.  Consequently, public disclosurs i
likely o be dstrimeatal 10 FPL and its ratepayers.

yYanov___

PAMELA J. CAM

Smbdmn&hq"*;hydumt.lﬂ?iatubiwimd
Columbis.

., Brryn
NOTARY PUBL] o
My commission expires #19_7 3 /
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NORTHEASTERN AND SOUTHEASTERN
UTILITIES CONSUMING APPROXIMATELY
506,200 SARICLS PLUS PITROLEIUM PER MONTHI

July through Seplember 1988

Number of
Delivesy
— it Mok 0 _Pgisss
n
Florida Power 3ad Light
Cooipasy
Juiy K
August 9
Seplember .
Cana! Electric Compeaay
Juiy |
August |
Ceniral Hudson Gas and
Electric Tompsay
Juiy |
August 2
Septemdaer 2
Commoaweslith Edmoa Comoany
July )
Consectices Light aad Powes
Compaay
Augent ]

Consolidaied Edwon Company of
New York

July

August

Sepiamoer

L

—ln
(2)

Flosids
Floeide

Massachusetts
Massachusares

New York
New Yock
New York

Illisow

Coasecticut

New York
New York
New York

Barrels

(&)}

2,920,000
1,088.0¢0

Lage 000
5,303,000

868,000

1.093.000
1,963,000

902,000
1.012,000

—da.00
2,506,000

547,700

696,000

1,220,000
843,000

1.073.000
3,143,000

TABLE L
Page 1 of 2

Average
Sulfur

Lontent
(Perceat)
(&)

0.83%
01l
0B

1.32
1.31
1.23

0.67
099

029
0.09
0.2¢










POTENTIAL SOUTHEAST RESID SUPPLIERS
SPOT MARKET

Long-Term

_ ' Transportation
(1) 2) -

{
Amerada Hess Corporatioa

Yes Yes
Amoce Qil Company Yes Yes
Apex Qil Company No Yes
B.P. Nosth Amarica No Yes
Belcher Ol Compaay No Yes
Chailense: Perrolgua (USA), Ine. No No
Chevros laternatioaal O Compasy, !ne. No Tesy
Clarendoa Markaeting, jsc, No No
Eastera Sesdoard Petroieuay Company No No
Hill Petroleum Company Yea No
Koch Fugle Iae. Yes No
Lagoven S A, Yes Yes
New Esgland Patroleum Company No No
Phibre Diseributory Corporsiva No No
Scalloo Petroleum Compuay No Yes
Sergezat Oil ana Gus( ompaay, lac. No No
Tauber Oil Compeay No No
Transworid 0Oil (USA), I ne. Yes No

Source Data provided by Florida Power and Light Company.
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ATTACHMENT E
BEFORE THE
FLORIDA PUBLIC SERVICE COMMISSION

STATE OF FLORIDA) ss AFFIDAVIT
COUNTY OF DADE ) Docket No. 940001-E!

Before me, the unders:gned authority, Eugene Ungaia~ppeared, who being duly sworn
Dy ine, sad and testied

My name is Eugene Ungar. my ousiness address is 9250 W. Flagier Streel, Miami, Florida 33174
I am employed by Florida Power & Light Company ("FPL") as a Principal Fuel Analyst in the Business
Systems Department. | received a Bachelor's Degree in Chemical Engineering from Cornell University in
1972. In 1974, | received a Master's Degrue in Business Administration from the University of Chicago

From 1974 10 1984, | was employec by Mobil Oil Corporation where | sarved as a Senwy Staft

Coordinator and Supervisor in the Corporate Supply & Distribution Department, and the Worldwide Refining
and Marketing Division's Strategic Supply Planning and Controller's Departments in positions of increasing
responsibility

In January of 1985, | joined FPL as a Senior Fuel Engineer and was responsible for the lusl price
forecasting and fuel-related planning projects

In January of 1988, | was given the added responsibility for being Team Leader for FPL's Forecast
Review Board Task Team

In September of 1388, | was named Principal Engineer

n June of 1989, | was given ine added responsibility for the Fisgulatory Services Group in the Fue
Resources Department

In July of 1991, | was named Principal Fuel Analyst

have reviewed the affidavii 0of Dr. Pamela J. Cameran, dated March 4, 1987. The conditions cited
n Dr. Cameron’'s affidavit, that led to her conclusion that the market n which FPL
ohgopohshc
are still frue today. The reasons for this are as lollows

A. Table 1 attached hereto is an updated vers ) smeran’'s Table 1 showing the relative

size of residual fuel o purchases for the major consuming utilitie the Scuthes ind th







Ungar Attidavit
Page 3

an oligopolistic market 1s likely to result in a withdrawal of pricé concessions 10 that buyer, théwéby impainng
the buyer's ability to negotiate contracts in the future

The advarsa eftect of making informaticn of this nature available to suppliers 1s evidénced by the
oil iIndustry's reaction to pubkcation of FERC form 423. That form discloses & dakvered price of tuél oil.
Baecause of the importance of this infornation 1o fuel supphers, several services arose which compiled and
sold this information to supplers that are only too willing 1o pay. We &xpect that a simiar “cottage
industry” would develop it the FPSC 423-1(a) or 423-1(b) data were made pubkc. Therefore, the pubkcation
of this information will b& made readily available to the fuel suppliers, and this will ultimately act as a
datnment to FPL's ratepayers

The intormation which FPL segks to protect from disclosure is contractual data that is treated by
FPL as proprigtary confidential business information. Access within the company to this information s
réstricted. This information has not, to the best of my knowledge, been disclosed eisewhere. Furthermore,
pursuant to FPL's fu@l contracts. F PL 1s obhigated to use all reasonabli@ eftorts to maintain the confidentiaiy,
of the information idantitied as confidential in Attachments A and C of FPL's Request for Specified
Confidential Classification

The pncing information appearing on FPL's Form 423-1(a) or 423-1(b) for which confidintial
classification s sought should remain confidantial for the time period the contract is in éftect, plus Six
months. Disclosure of pricing information during the contract period or prior to the nagotiation of a naw
contract is reasonably likely to impair FPL's abulity to nagotiaté tuturé contracts as déscribed above

FPL typically negotiates new residual (No. 6) fuel oil contracts and fuel related services contracts
prior to the end of existing contracts. However, on occasion some contract negotiations are not finahzed
until after the end of the contract period of existing contracts. In those instances, the new contracts are
typically negotiated within the next six months. Consequently, it is necessary to maintain the confidentiality
of tha information identified as confidential on FPL's Form 423-1(a) or 423-1(b) for six months aftér the énd
of the individual contract period the information relates to

With respect to residual (No. 6) fuel ol price information on the Form 423-1(a) or 423-1(b) for o#

that was not purchased pursuant o an already existing contract, and the terms of the agreement under
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which such tuel oil is purchased are fulilled upon delivery FPL requests the prica information wentfied as
confidential in Attachments A and C of FPL's Request for Specified Confidential Classification be kept
confidential for a period of six months after the delivery Six months is the minimum amount of time
necessary for confidentiality of these types of purchases 10 allow FPL to utilize its market presence in
gaining price concessions during seasonal fluctuations in the demand for residual (No. 6) fuel ail
Disclosure of this information any sooner than six mpnths atter completion of the transaclion 1S reasonably
likaly to impair FPL's ability to negotiate such purchases

In summary, it is my gpinion that the conditions cited by Dr Cameron in her affidavit ars stiil vahd,
and that the markats in wiich FPL buys fuel oil, and fuel oil reiated services, are oligopolistic

In addition, this affidavit is in support of FPL's Request for Confidential Classification of No. 2 fuel
oil price intormation found on FPL's Form 423-1(a) The No. 2 fuel oil information identified on Attachments
A and C in FPL's Request for Confidential Classification is proprietary confidential business information as
that term is defined in §366.093, F.S. As such, disclosure of this contractual data would impair FPL's ability
to contract for No. 2 fue! oil on taverable terms in the future

No. 2 tual ol 1S ]:;urf_‘_'.’l;i‘_,M through @ Didding process At tha request of the No. 2 tusi oil supphers

g A

FPL has agreed to noi publicly disciose any Suppi vd his non-disclosure agreement protects both
FPL's ratepayers, and the bidding supphers As to FPL's ralepayers, the non-public bidding procedure
provides FPL with a greater variation in the range of Dids that would otherwise not be available if the bids
or the winning bid by itself, were publicly disciosed With public disclosure of the No. 2 fuel oil prices found
on FPL's Form 423-1(a), the bids would narrow 10 a closer range around the last winning id eliminating

tha possibility that one suppher might based on his economic situation, come in substantially lower than

the other supphers Nondisclosure likewise protects the supphers from divuiging any economic advantage
that supplier may have that the others have not adiscovered

he No. 2 fuel oil pricing information appearing on ¥ Pl's Form 423-1(a). for which confidential
lassification s sought, should remain confidentia for the time period the contract is in effect, plus Six
month Disclosure of pricing information during the contract penog or priof o the negotiation of a new

antract 15 reasonably likely 1o impair FP ability 1o negotiate tuture contracts as des ribed above
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FPL typically negotiates its No. 2 fuel oil contracts prior 10 the end of such contracts. However, on
occasion some coniracts are not! negotiated until after the and of tha current contract panod. In those
nstances the contracts are lypically renegotiated within six months. Consequently, it is necessary 10
maintain the confidentiality of the information dentified as confidential on FPL's Form 423-1(a) for six
months after the end of the individual contract period the information relates to. Disclosure of this
information any sooner than six months after completion of the transaction is reasonably likely to impai:

FPL's ability 1o negotiate such coniracts

Further affiant sayeth naught

m'l. "t"'

@ ||rqd| _.J

State of Florida

County of Dade

e foreg men! was acknowladged be 1de
inty, Flornda by Eugene Ungar, who 15 parsonaliv known 1o me and who did t1ake an path
f P
’_// d / T i
» //“ \ )
N : k{[’[ / “—r V4 L[/‘z\'
/ ; /
f_.(ltu / RIGE
Name
/(‘( (/IJL
»é Numbe

LAC STATE OF FLOWIDA
e SION EXPNOV . 20,1990
Notary O Lm0 CENERAL TN VB




TABLE 1

NORTHEASTERN AND SOUTHEASTERN
UTILITIES PURCHASING APPROXIMATELY
6 MILLION BARRELS PLUS PETROLEUM IN 1981

(000) {(Percent)
Florida Powaer & Light Flonda 31,782 1.2
(_Zumu,any
Boston Edison CTomeany Massachusetts 6,871 0.73
Canal Elecinc Company Massachusetls 10,286 2.1
Central Hutdsun Gas and New York 10,008 13
Electric Company
Connecticut Light & Power Connecticut 7,578 0.85
Company
Consoldaied Eciso New York 11.864 0.26
Company of New York
Fiorida Power Corporation Flonda 10,112 1.48
Long Isiand Lighting New York 4 038 87
Company
Niagara Mohawk Power Naw York 6.924 21
Orporation
Source. us epartment of Eneigy, Energy Intormation
Ao ] Elecinc Powsar Monthly, Apol 1982, Table

—Atiity/Month

—Bameils

Average
Sulhur

Coment




TABLE 2

POTENTIAL SOUTHEAST RESID SUPPLIERS

Frevious
Supplier of FPL
Active Compans Hsaliner ~LgniracySopot

Amerada Hess Corp YES YES/YES
BP North America YES YES/YES
Chevron International Qil Co NO NOYES
Clarendon Marketing, Inc NO YES/YES
Clark Oil Trading Company NO NO/YES
Coastal Fuels Marketing, Inc NO YES/YES
Enjet Inc NO YES/YES
Global Petroleum Company NO NO/YES
internor Trade, Inc. (Brazil) YES NO/NO
John W. Stone Qil Dist NO NOMNO
Koch Fuels ‘ES NO/YES
Kerr McGee YES NO/YES
Las Energy Corp NC NO/YES
Lyondell Petrochemical Co YES NO/NO
Metallegelischaft Corp NO NO/NC
Northeast Petroleum NO NO/NO
Petrobras YES NO/NO
Petrolea NO NO/YES
Phibro Energy Inc NO NO/YES
Rio Energy International NO YES/YES
Stewart Petroleum Corp N NO/NO
Stinnes Interoil, Inc N( YES/YES
Sun Qil Trading Company YES MONC
Tauber Ol Company NO NOYYES
Texaco YES NOYES
Tosco Oil Company YES NO/YES
Transworld Qil USA YES NONO
Trintoc YES NONC
Vitol S.A. Inc NO NOIYES

Source: Data provided by Florida Power & Light Company (May 10, 1994)

Note: 1) This tabie serves as the list for both contract and spot suppliers (TeDie 2 & Table 3)




CERTIFICATE OF BERVICE

I HEREBY CERTIFY that a true and correct copy ¢f Florida Power
& Light Company’s Request for Confidential Classification of the

Form 423-1(aj {or February, 1924,

was forwarded to the Florida

Public Service Commigsion via Airborne Express, and a copy of the
Request for Confidentiil Classification without Attachment A was

mailed to the individuals listed below.

May, 1994.

Barbara A. Balzer

Florida Public Service Commission
101 East Caines Street

Fletcher Building

Tallahassee, FL 312399

John W. McWhirter, Jr.,
Joseph A. McGlothlin, Esquire
Lawson, McwWhirter. Grandoff & Reeves
201 East Kemnnedy Boulevard
First Southernr Plaza, Suite 8
Tampa, FL 33601

Esquire

an
VNS

G. Edison Holland, Esquire
Beggs & Lane

P. 0. Box 12850

Pensacala, FL 22576

Major Gary A. Enders USAF
HQ USAF/ULT, STOP 21
Tyndall A¥E, FL 32403--6001

Robert S. Goldman,

Esquire
Vickers, Caparello,

French & Madsen

P. O. Box Drawer 1876
Tallahasse2, FL 32302

all on this 12th day of

Mr. Prentice P. Pruitt
Florida Public Service
Commission

101 East Gaines Street
Fletcher Building

Tallahassee, FL 32399

Jack Shreve, Esquire
Robert Langford, Esquire
Office of Public Counsel
624 Fuller Warren Building
202 Blount EStreet
Tallahassee, FL 32301

ey, Esquilre
Ausley, Mc en, McGehee
Carothers & Proc
P. 0. Box 2191
Tallahassee, FL 32302
lee G. Schmudde, Esquire

Reedy Creek Utilities, Inc.
P O
Lake Buena Vista, FI

Box 40
12830

James A. McGee, Esquire
P. O. Box 14042

St. Petersburg, FI

13733




Zori G. Ferkin, Esquire

) Josephilne Howard Stafrford
Sutherland, Aebill & Brennan Assistant City Attorney
1275 Pennsylvania Avenue, N.Y. 515 East Kennady Blva.
8th Flnor Tampa, FL 33615
Washington, D.C. 20004
¥ )
=4

Anthony G. Tummarello

Director of Enargy

Occlidental Chemical Corporation
5005 LBJ Freeway

P. 0, Box 209050

Pallas, TX 75380--9050

Steven H. Feldman

SHF /ssk

Certif2.Feb




