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March 21, 2016

Kirsten Walli

Board Secretary

2300 Yonge Street, Suite 2700
Toronto, ON

M4P 1E4

Dear Ms. Walli:

Lisa (Elisabeth) DeMarco
Senior Partner

5 Hazelton Avenue, Suite 200
Toronto, ON M5R 2E1

TEL +1.647.991.1190
FAX +1.888.734.9459

lisa@demarcoallan.com

Re: EB-2016-0004 — Generic Proceeding on Natural Gas Expansion, Evidence of

GreenField Specialty Alcohols Inc.

We are counsel to GreenField Specialty Alcohols Inc. (GreenField). Please find attached the
evidence of John Creighton, GreenField's Managing Director, Logistics.

We would ask that the following names appear on the record for GreenField in this proceeding:

GreenField

Counsel for GreenField

John Creighton

Managing Director, Logistics
GreenField Specialty Alcohols Inc.
98 Walker Drive, Suite 200
Brampton ON, L6H 4H6

Tel: 905-790-4575 Ext: 8426
John.creighton@gfsa.com

Lisa (Elisabeth) DeMarco

Tel: 647-991-1190
Email: lisa@demarcoallan.com
Facsimile: 1-888-734-9459




Cary Ferguson

Tel: 1-888-389-5798
Email: cary@demarcoallan.com
Facsimile: 1-888-734-9459

DeMarco Allan LLP

5 Hazelton Ave, Suite 200
Toronto ON, M5R 2E1

Yours very truly,

L

Lisa (Elisabeth) DeMarco
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EVIDENCE OF GREENFIELD SPECIALTY ALCOHOLS

INTRODUCTION

1. My name is John Creighton. | am the Managing Director, Logistics, of GreenField Specialty
Alcohols Inc. (GreenField). This evidence pertains to, and is intended to assist the Ontario
Energy Board (the Board) in, its consideration of Issues 5, 6, 9, 10, and 11 of the final

Board Issues List.

2. GreenField is Canada's leading specialty alcohols producer, with a focus on corn-based bulk
industrial alcohol, packaged alcohol, fuel ethanol, and associated agricultural co-products.
GreenField has a leading share of the industrial alcohol market and is also the largest
ethanol producer in Canada, with an export business in grain neutral spirits (alcohol
containing 95% alcohol by volume, or 190-proof). GreenField exports its products
worldwide. Part of an important industry in Ontario, GreenField requires access to low-cost
natural gas in order to remain competitive in the world market, as energy costs are one of its

highest input costs.

3. GreenField is the owner and operator of the Tiverton Industrial Alcohol distillery located in
the Bruce Energy Centre in the Municipality of Kincardine (the Tiverton Plant). The Tiverton
Plant produces 44 different products, primarily high-quality industrial- and beverage-grade
alcohols that are shipped throughout Canada, the U.S., and around the world. The Tiverton
Plant has 40 full-time and 4 part-time employees, as well as 10 contract drivers for corn,
distillers grain, alcohol and compressed natural gas (CNG) transportation services. The
Tiverton Plant is also serviced by 15 various other types of contractors annually and at least
150 suppliers of goods and services. In total, the Tiverton Plant provides approximately 67

person-years of employment per year. The Tiverton Plant has a very positive economic
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impact on the local community and purchases 2.7 million bushels of locally-produced corn,
valued at approximately $14 million per year. This very high corn demand helps strengthen
the price of corn in this region and also supplies 56,000 tonnes of wet distillers grains or

animal feed to the surrounding community.

4. In addition to the people GreenField employs at the Tiverton Plant, it is active in the
community. GreenField provides significant financial and other support to many local
groups, including (but not limited to) Bluewater Summer Playhouse, Kincardine Fish Derby,
Chantry Fish Derby, Women's House of Bruce County, Pine River Watershed Initiative,
Kincardine Minor Hockey, Tiverton Minor Sports, Ripley Agricultural Society, Bruce County

4H Association and the Hamilton Hospital Toy Drive.

THE TIVERTON PLANT'S ENERGY CONTEXT

5. The Tiverton Plant commenced operations in 1999. GreenField’'s decision to locate it at the
Bruce Energy Centre near Bruce Power was, in part, because of the attractive, low-cost-
energy supply of steam from the (then) Ontario Hydro heavy water plant. The steam supply
was part of an initiative by the Ontario government to help diversify industry adjacent to the
nuclear plant. A number of industries built plants in the Bruce Energy Centre in response to
this initiative. When that plant closed in 2004, Bruce Power built a bunker-fired steam plant
and continued to supply energy, but with the rising price of oil (and bunker), the resulting
cost of steam began to strain the economics of keeping the Tiverton Plant operational.
GreenField managed to reduced its energy cost in 2012 by building a gas compressor
station in Mount Forest, Ontario and trucking CNG to Tiverton. As a result, in 2013 a
contract was signed with Bruce Power to provide lower-cost steam produced from CNG and

allow them to decommission their bunker-fired steam plant. While this allowed GreenField to
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slow down its rising energy costs, GreenField has always seen the CNG system to be a
temporary operation until a lower-cost gas pipeline could be built to the region to provide a
more competitive supply of natural gas. The Tiverton Plant needs such a pipeline to

compete in the world market.

6. Industrial alcohol plants, such as the Tiverton Plant, are energy intensive. GreenField is a
major industrial natural gas customer, with demand from the Tiverton Plant representing
approximately 50% of the demand for natural gas in the Kincardine, Arran-Elderslie, Huron-
Kinloss service area. Energy costs remain the second-highest input cost for the Tiverton
Plant after corn purchases and are an important focus for GreenField to improve its

competitive position in the North American market.

THE CHANGING ENERGY CONTEXT

7. GreenField, like other industrial customers, continues to optimize its business and maximize
efficiencies in the context of a very rapidly-changing energy sector. The plethora of energy
supply and transportation changes resulting from the shale gas revolution and the transition
to a lower-carbon economy through the implementation of a greenhouse gas (GHG) cap-
and-trade system are just two of the central changes that industrial customers, such as
GreenField, are navigating and making strategic business decisions around. GreenField
anticipates that the recently introduced cap-and-trade legislation and related regulation will
both increase natural gas costs and GreenField's own direct operating costs. It also
presents new economic opportunities for alternative energy sources such as ethanol. In light
of these changes, GreenField hopes to evaluate and consider its lowest-cost and lower-
GHG energy alternatives on a regular basis. As a result, both the cost (rate) and term (time

commitment) of any natural gas pipeline service contract are very relevant to GreenField
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and the efficient operation of its business. Specifically, higher-rate, long-term contracts are
not consistent with our goals of maximizing efficiency while moving toward a lower-carbon

economy.

8. GreenField requires a reasonable combination of an attractive rate and term to facilitate its
economically-efficient transition to contracting for its natural gas through a pipeline. This
transition will contribute to the move to a lower-carbon economy in a cost-effective manner
and help GreenField compete in a global marketplace that puts Northern industrial

customers on a level natural gas playing field with their Southern competitors.

NORTHERN AND REMOTE NATURAL GAS EXPANSION

9. GreenField fully supports the subsidization of natural gas distribution system expansion to
rural and remote communities. Natural gas distribution system expansion generally should
be subsidized so Northern communities and industries are not disadvantaged by geography
and can remain competitive. Various models for subsidizing or charging for community
expansions have been proposed, with varying impacts on new customers in the proposed
franchise and existing customers of the incumbent gas utilities. While a model that includes
municipal and existing customer subsidization is preferable to provide for the historically-
disadvantaged communities that have not had natural gas service, the ultimate model must
ensure that there is both a cost and GHG emissions benefit from the service relative to
existing energy alternatives. For GreenField, this means that the cost and terms of pipeline
natural gas must be less costly than and at least as flexible as its current CNG
arrangements. Any change must make financial sense for GreenField and other large

industrial customers.
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THE PROCESS: COMPETITIVE, TRANSPARENT, CUSTOMER FOCUSSED

10.

11.

12.

GreenField and other remote customers' needs may only truly be met through an open,
transparent process for expansion of natural gas distribution systems that is focused on
customers. Such a process is consistent with and will facilitate the stated goals of both the
Minister and the Board in facilitating customer choice in energy service for Northern and
remote communities. While competitive methods may facilitate efficient choices for
customers, they do not guarantee it. In this regard, GreenField would urge the Board to put
the customer first and ensure that the resulting process does not facilitate competition
merely for the sake of competition, but rather as a means of achieving true and real
customer benefit in the cost and term of the service. To this end, it is integral that any
generic process to assess rural and remote connections and the natural gas supply to them
includes major customers such as GreenField. Processes that exclude customers and do

not reflect their needs are likely to ultimately result in stranded or inefficient assets.

Ultimate ratemaking must make sense in a dynamic financial context for major industrial
customers, both in terms of the term that they are required to adhere to and the rate paid
over that term. As such, ratemaking for new rural and remote connections should be done in
line with ratemaking principles currently in use. Any bid process must include meaningful
disclosure of the financial components of the pipeline and the resulting proposed tariffs,
including all related assumptions. Major customers cannot be burdened with uneconomic

terms and rates.

GreenField supports some level of subsidization to ensure fair access to natural gas for
Northern and remote customers. This subsidy could include, among other methods, a capital

contribution from the government, some at-risk component offered by the project sponsor, or
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cross-subsidization from an incumbent utility's existing customer base. While the
construction of many rural or remote pipelines has been subsidized by the government, the
process for deciding subsidy eligibility has been conducted in an ad hoc manner and should

be regularized.

In conclusion, GreenField is generally supportive of changes to the Board’s EBO 188
methods and criteria in order to allow for subsidization for Northern and remote community
connections. However, the Board should mandate a process for considering such
connections that is competitive, open, transparent and both inclusive and reflective of major
customers needs. The resulting connections and rates should provide customers with lower

cost, efficient term energy alternatives.



