
RATES Program Results 

Getting fairly structured rates should be the main reason you have a rate analysis done. But 
because rate analysis requires an investment, which is payment of fees; and it usually produces a 
return in the form of higher revenues; return on investment (ROI) of the analysis should be 
considered, too. This description covers ROI.  

Table 1 summarizes the results of GGR 
rate analyses where it is possible to calculate 
ROI.  

• If all our clients follow our rate setting 
advice, they will collectively increase 
their revenues by almost $160 million 
during their first five years after 
analysis. Sure, some have or will fall 
off the wagon. But our follow-up 
shows most stick with the program 
pretty well.  

• The average per-utility revenue 
increase over five years will be a bit 
over $2 million. A few comments 
about that:  

o Five-years is about the useful life of such financial and rate projections. Some 
clients find our analyses to be accurate enough to go longer, which is great. 

o Two-million dollars is not some arbitrary target we aim at. It is the average need 
of the systems that came to us for help. 

• The 42 clients and returning clients for which we calculated ROI, mostly towns, 
averaged just shy of two utilities each (usually water and sewer), so the average client 
will increase revenues by a bit under $4 million after paying our fee, which averaged 
$10,650 for this 
group. Four million 
dollars will pay for a 
lot of systems and 
operations 
improvement. The 
average ROI worked 
out to more than 
33,000 percent – a 
worthwhile 
investment. 

  

$158,078,835

$2,000,998

$10,650 Average Fee (Cost) per Client for Analysis

1.80

$5,932

33,733%

$337

Table 1: Results of Rate Analysis, and Its Cost

Projected 5-year Revenue Increase, All 
Utilities Combined

Average Revenue Increase per Utilitity 
Analyzed

Average Number of Utilities Analyzed for 
Each Client (mostly towns)

Average Five-year Return on Investment 
(ROI) for Rate Analysis

Extra Revenue Dollars Generated by 
Each Fee Dollar Paid to GGR

Average Fee per Utility Analyzed

Utility Type Analyses 5-year Total, All 
Utilities

5-year Average 
per Utility

Annual Average 
per Utility

Water 38 $69,160,749 $1,820,020 $364,004

Sewer 29 $59,200,519 $2,041,397 $408,279

Stormwater 1 $2,834,567 $2,834,567 $566,913

Electric 3 $13,307,281 $4,435,760 $887,152

Trash 7 $13,165,660 $1,880,809 $376,162

Landfill 1 $410,058 $410,058 $82,012

Revenue Increases

Table 2: Returns by Utility Type
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Table 2 shows returns by type of utility.  
Water utilities as a group topped the list for total extra revenue needed, but only because 

there are so many of them. On average, water rates needed to go up less than most other utilities. 
Still, the average small water or sewer utility cannot scoff at an extra $300,000 or $400,000 over 
five years. 

Table 3 is a mixed bag of data and 
information.  

The average utility we help has about 
3,000 connections and has ranged from 90 
up to 65,000. 

I am proud to say that, after 330 total 
rate analyses as of this writing, nearly half 
of our clients have been second and third 
timers. That is part of the reason why we 
have analyzed 90 utilities’ rates in the 
RATES Program but only had 42 unique 
clients.  

We live in a litigious society. 
Sometimes somebody wants to sue 

somebody else over utility rates. Or at least, they make threats. It is critically important that rates 
are calculated appropriately in these disagreement situations. To achieve that, we always do our 
calculations using the same methodology, regardless of which “side” we are on. Through the 
RATES Programs, we have supported six clients in lawsuits and rate disputes.  

This category of clients is not all lawsuits related. It also includes preparing a “state of the 
utilities” report for the city of Manhattan, Kansas for its water, sewer and stormwater rates. That 
report told city leaders what their rate adjustment needs likely were and it outlined some policy 
issues they needed to address, too.  
Take-home Message 

Your utility needs “great rates,” meaning, adequate and fairly structured. You arrive at those 
rates through analysis. You do not need analysis very often. Most of the time the Association can 
give you all the rate setting help you need. When you need more, we are there.  

When we help utilities, they normally make enough extra net revenue to pay us out of their 
first five days or so of those extra revenues. Then they use the extra revenues over the next five 
years or so to pay for things they need, like improving operations and infrastructure and 
replacing equipment.  

I hope you have concluded this. You should call the Association and tell them your 
situation, whatever it is. They will see to it that you are well-served, whatever that takes. 
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Utilities Where Lawsuits, rate disputes, 
and Other Situations Where ROI 
Calculation is Not Relevant

Table 3: Basic RATES Program Client Data

Average Connections or Customers 
Served per Utility

Clients That Have Returned at Least 
Once, so Far

Total Utilities Analyzed, Including Non-ROI 
Projects

Unique Clients (Cities, Districts), Including 
Non-ROI Projects


