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I. INTRODUCTION 1 

Q. Please state your name, business address, and present position with PacifiCorp 2 

d/b/a Rocky Mountain Power (“RMP” or “Company”). 3 

A. My name is Raymond H. Baise, Jr. My business address is 4025 Old Hwy 99 S, 4 

Roseburg, Oregon 97471. My position is Load Forecasting Specialist. 5 

Q. Please describe your education and professional experience. 6 

A. I have a Bachelor’s Degree in Mathematical Sciences from Oregon State University 7 

and a Master’s Degree in Statistics from Portland State University. I have been 8 

employed by PacifiCorp since January 2011, where I was employed as a Lead/Senior 9 

Forecast analyst. I was promoted to Load Forecast Specialist in March of 2013. 10 

Q. Have you testified in previous regulatory proceedings? 11 

A. No. 12 

Q. Please summarize your testimony on PacifiCorp’s sales and load forecast. 13 

A. I provide PacifiCorp’s forecasts of the number of customers, kilowatt-hour (“kWh”) 14 

sales at the meter (sales), system loads and system peak loads at the system input level 15 

(loads), and number of bills by rate schedule for the 12-month period ending 16 

December 31, 2027. PacifiCorp’s load forecast has been updated with the most recent 17 

information available and includes certain changes in methodology to more accurately 18 

forecast load.  19 

II. SALES AND LOAD FORECAST 20 

Q. When did PacifiCorp prepare the sales and load forecast used in this filing? 21 

A. The sales and load forecast used in this filing was completed in January 2026. The 22 

January 2026 sales and load forecast is the most recent forecast of sales and loads 23 
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prepared by the Company. 1 

Q. What is the difference between sales and load? 2 

A. Sales are measured at the customer meter, while load is measured at the generator or 3 

system input level. 4 

Q. How did the Company use the January 2026 sales and load forecast in its 5 

preparation of this general rate case (“GRC”)? 6 

A. The January 2026 load forecast was used by Company witness Nicholas L. Highsmith 7 

to calculate the inter-jurisdictional allocation factors. The sales forecast by rate 8 

schedule was used by Company witness Kenneth Lee Elder to allocate costs between 9 

customer classes and to design rates that correctly reflect the cost of service. The load 10 

forecast was also used by Company witness Jack Painter to calculate net power costs. 11 

Q. Please provide a general overview of PacifiCorp’s sales and load forecast 12 

methodology. 13 

A. PacifiCorp first develops a forecast of monthly sales by customer class and monthly 14 

peak load by state. This sales forecast becomes the basis of the load forecast by adding 15 

line losses, meaning kWh sales levels are grossed-up to a generation or “input” level. 16 

The monthly loads are then spread to each hour based on the peak load forecast and 17 

typical hourly load patterns to produce the hourly load forecast. 18 

Q. Please provide a summary of the forecast energy sales for 2027. 19 

A. Table 1 provides the forecasted energy sales for the 12-month period ending 20 

December 31, 2027 (“Test Period”). 21 
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Table 1. Test Period Sales Forecast (megawatt-hour (“MWh”)) 1 

2026 GRC (CY 2027) 

  Total Company Wyoming 

Residential 18,628,903 1,022,198 

Commercial 25,588,036 1,390,462 

Industrial 17,226,273 6,205,532 

Irrigation 1,437,453 31,414 

Lighting 100,554 10,902 

  Total 62,981,219 8,660,508 

Q. How does the total-Company sales forecast for 2027 compare to the sales forecast 2 

used in the 2024 GRC (Docket No. 20000-671-ER-24 (Record No. 17659))? 3 

A. As shown in Table 2, total-Company 2027 forecast sales are 1.5 percent higher than 4 

2025 forecast sales used in the 2024 GRC. The difference in the forecasts is attributable 5 

to increases in residential and commercial sales offset by decreases in industrial sales. 6 

The residential forecast increase is attributable to continued customer growth in all 7 

states except Wyoming. The commercial class increase in the forecast is attributable to 8 

higher large customer projections in Oregon and Utah. The industrial class decrease is 9 

due to reduced forecasts for large customers and reduced expectations for customers in 10 

petroleum refining and chemical manufacturing sector. 11 
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Table 2. Total-Company Sales Comparison (MWh) 1 

 Previous GRC Current GRC Percentage  
  CY 2025 CY 2027 Change 

Residential 18,229,909 18,628,903 2.2% 

Commercial 23,791,222 25,588,036 7.6% 

Industrial 18,467,000 17,226,273 -6.7% 

Irrigation 1,464,877 1,437,453 -1.9% 

Lighting 98,916 100,554 1.7% 

  Total 62,051,923 62,981,219 1.5% 

Q. How does the Wyoming sales forecast for 2027 compare to the sales forecast for 2 

the 2024 GRC? 3 

A.  As shown in Table 3, the 2027 Wyoming sales forecast is lower than the 2025 sales 4 

forecast used in the 2024 GRC. In Wyoming, the residential class forecast is higher due 5 

to higher residential use-per-customer projections. The commercial class forecast is 6 

higher due to a more optimistic economic outlook for the class. The industrial class 7 

decrease in the forecast is attributable to reduced expectations for large customers. 8 

Table 3. Wyoming Sales Comparison (MWh) 9 

 Previous GRC Current GRC  Percentage  
  CY 2025 CY 2027 Change 

Residential 998,962 1,022,198 2.3% 

Commercial 1,357,989 1,390,462 2.4% 

Industrial 6,648,993 6,205,532 -6.7% 

Irrigation 31,080 31,414 1.1% 

Lighting 11,762 10,902 -7.3% 

  Total 9,048,786 8,660,508 -4.3% 
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Q. How does the load forecast for the test period compare to the load forecast for the 1 

2024 GRC? 2 

A.  As shown in Table 4 below, the 2027 Wyoming load forecast has decreased by 3 

approximately 2.8 percent from the 12 months ending December 2025 forecast used in 4 

the 2024 GRC. The total-Company 2027 test period forecast load has increased by 5 

approximately 1.1 percent from the 12 months ending December 2025 forecast used in 6 

the 2024 GRC. 7 

Table 4. State Level Load Comparison at Input Level (MWh) 8 

 Previous GRC Current GRC  Percentage 
  CY 2025 CY 2027 Difference 

California 830,120 821,950 -1.0% 

Oregon 17,203,220 17,634,500 2.5% 

Washington 4,454,520 4,410,220 -1.0% 

Idaho 3,928,540 3,956,880 0.7% 

Utah 30,425,674 31,002,021 1.9% 

Wyoming 9,704,520 9,428,370 -2.8% 

Total 66,546,594 67,253,941 1.1% 

Q. Please summarize the major updates used to produce this forecast as compared to 9 

the forecast used in the 2024 GRC. 10 

A. The Company updated the following inputs: 11 

1. The historical data used to develop the monthly retail sales forecasts was 12 

updated to the time period of January 2006 through February 2025; 13 

2. The Company updated the historical data period used to develop the monthly 14 

peak forecasts to include January 2006 through December 2024; 15 
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3. The Company updated the economic drivers for each of the Company’s 1 

jurisdictions using IHS Markit data released in March 2025; 2 

4. The Company updated the forecast of individual industrial and commercial 3 

customer usage based on the best information available as of January 2026; 4 

5. The time period used to calculate normal weather was defined as the 20-year 5 

time period of 2005 through 2024; 6 

6.  The Company used the climate change impact estimate from the March 2021 7 

United States Bureau of Reclamation to adjust the normal weather for expected 8 

climate change impacts;1  9 

7. The Company rolled forward the line loss calculation to the five-year period 10 

ending December 2024; 11 

8. The data used to develop temperature splines was rolled forward based on 12 

available customer class hourly data (October 2019 through September 2024); 13 

and 14 

9. The Company used the residential use-per-customer model with appliance 15 

saturation and efficiency results released in October 2023. 16 

Q. Are there any changes in the load forecast methodology since the 2024 GRC? 17 

A. Yes. The Company has updated its electric vehicle adoption forecast methodology to 18 

use hourly electrical vehicle (“EV”) load shapes to calculate the EV load instead of 19 

 
1 United States Bureau of Reclamation, March 2021, Managing Water in the West, Technical Memorandum No.  
ENV-2021-001, West-Wide Climate Risk Assessments: Hydroclimate Projections.  
https://www.usbr.gov/climate/secure/docs/2021secure/westwidesecurereport1-2.pdf  

https://www.usbr.gov/climate/secure/docs/2021secure/westwidesecurereport1-2.pdf
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adding the EV load to jurisdictional loads and shaping it based on the jurisdictional 1 

load shape.  2 

Historically, EV loads were added to jurisdictional loads and shaped based on 3 

jurisdictional load shape. While electric vehicle loads were small, this approach 4 

generated satisfactory results, but with growth drivers such as state and federal 5 

mandates and the Inflation Reduction Act of 2022, EV loads have an increasing 6 

potential impact on loads and peaks. It is important that this growing impact on loads 7 

be modeled correctly both so that PacifiCorp can plan for the load effectively and so 8 

that programs to mitigate for this growth, such as time-of-use (“TOU”) rates can be 9 

introduced and their benefits correctly quantified. 10 

III. MONTHLY SALES FORECAST METHODOLOGY 11 

Q. How are the forecasts for number of customers developed? 12 

A. For the residential class, PacifiCorp forecasts the number of customers using Standard 13 

& Poor’s (“S&P”) Global Insight’s (Formerly IHS Market) forecast of number of 14 

households or population as the major driver. For the commercial, industrial, irrigation 15 

and street lighting classes, the customer forecasts are fairly static and developed using 16 

time series or regression models without any economic drivers. 17 

Q. What methodology does PacifiCorp use to forecast the residential class sales? 18 

A. PacifiCorp develops the residential sales forecasts as a product of two separate 19 

forecasts: (1) the number of customers–as described above; and (2) sales per customer. 20 

PacifiCorp models sales-per-customer for the residential class through a Statistically 21 

Adjusted End-Use model, which combines the end-use modeling concepts with 22 

traditional regression analysis techniques. 23 
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Q. What methodology does the Company use to forecast the commercial class sales? 1 

A. For the commercial class, PacifiCorp forecasts sales using regression analysis 2 

techniques with non-manufacturing employment or non-farm employment, as the 3 

economic drivers, in addition to weather-related variables. Also, similar to how 4 

PacifiCorp forecasts its largest industrial customers, large commercial customers such 5 

as data center forecasts are based on input from the Company’s regional business 6 

managers (“RBMs”). 7 

Q. How does PacifiCorp forecast sales for the industrial customer class? 8 

A. The majority of industrial customers are modeled using regression analysis with trend 9 

and economic variables. Manufacturing employment is used as the major economic 10 

driver. For a small number of industrial customers (the largest on the system), 11 

PacifiCorp individually prepares forecasts based on input from the customer and the 12 

RBMs. 13 

Q. What methodology does PacifiCorp use for the irrigation and lighting sales 14 

forecasts? 15 

A. For the irrigation class, PacifiCorp forecasts sales using regression analysis techniques 16 

based on historical sales volumes and weather-related variables. Monthly sales for 17 

lighting are forecast using regression analysis techniques based on historical sales 18 

volumes and a light-emitting diode or “LED” lighting adoption curve. 19 

IV. HOURLY LOAD FORECAST 20 

Q. Please outline how the hourly load forecast is developed. 21 

A. After PacifiCorp develops the forecasts of monthly energy sales by customer class, a 22 

forecast of hourly loads is developed in two steps. First, monthly peak forecasts are 23 
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developed for each state. The monthly peak model uses historical peak-producing 1 

weather for each state and incorporates the impact of weather on peak loads through 2 

several weather variables that drive heating and cooling usage. This forecast is based 3 

on average monthly historical peak-producing weather for January 2004 through 4 

December 2023. 5 

  Second, hourly load forecasts are developed for each state using hourly load 6 

models that include state-specific hourly load data, daily weather variables, the 20-year 7 

average temperatures identified above, a typical annual weather pattern, and day-type 8 

variables such as weekends and holidays as inputs to the model. The hourly loads are 9 

adjusted to match the monthly peaks from the first step above. Also, the hourly loads 10 

are adjusted so the monthly sum of hourly loads equals monthly sales plus line losses. 11 

Q. How are monthly system coincident peaks derived? 12 

A. After the hourly load forecasts are developed for each state, hourly loads are aggregated 13 

to the total system level. The system coincident peaks can then be identified, as well as 14 

the contribution of each jurisdiction to those monthly peaks. 15 

V. FORECASTS BY RATE SCHEDULE 16 

Q. Were any additional forecasts created for these proceedings? 17 

A. Yes. As mentioned earlier, Mr. Elder utilizes two additional forecasts that are based on 18 

the kWh sales forecast and the number of customers forecast. Once the kWh sales 19 

forecast is complete, it must be applied to individual rate schedules to forecast kWh 20 

sales by rate schedule. In addition, the forecast of number of customers by rate schedule 21 

must be expressed in number of bills. 22 



Exhibit 6.0 

Direct Testimony of Raymond H. Baise, Jr.   11 

Q. How are rate schedule level forecasts produced? 1 

A. PacifiCorp develops this forecast in two steps: (1) it forecasts test year sales by rate 2 

schedule; and (2) it proportionally adjusts the rate schedule sales forecasts so that the 3 

total matches the customer class forecast. 4 

Q. Finally, how does PacifiCorp forecast the number of bills for each rate schedule? 5 

A. The forecast of the number of bills for each rate schedule follows the same process as 6 

the sales forecast for each rate schedule. First, PacifiCorp forecasts the number of bills 7 

by class and by rate schedule. Then, PacifiCorp proportionally adjusts the forecasted 8 

number of bills by rate schedule so that the total number of bills matches the customer 9 

class forecasted number of bills. 10 

Q. Does this conclude your direct testimony? 11 

A. Yes. 12 
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