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Presentation outline
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• Powerlink’s strategic focus:

o our purpose; and

o our aim to drive value for customers.

• Our Revenue Proposal:

o our operating environment and Revenue Proposal approach;

o customer engagement;

o key forecasts; and

o capable of acceptance.

Note: All figures in this presentation are $ real 2021/22, unless otherwise stated.



Our Strategic focus
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Our strategic focus
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Our purpose is to connect Queenslanders to a world-class energy future.

In our regulated business, this means we:

• connect Queensland communities to safe, secure, reliable and affordable electricity services;

• meet and manage electricity demand through our regulated network; and

• drive value for customers.

Our Revenue Proposal and capable of acceptance approach reflect these objectives.



Value for customers
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Driving value for customers is at the core of our business and our Revenue Proposal.

• Affordability – strong focus for this Revenue Proposal and our previous Revenue Proposal.

• Long-term aim – reduce bulk electricity prices to be among the lowest in the OECD.

• We continue to drive operating and capital expenditure efficiencies, resulting in a reduced RAB and electricity 
charges to customers.

• Build customer trust – act on their feedback and advocate for them.

• Culture of constructive discomfort to drive innovation and push boundaries.



Regulatory Asset Base
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We are driving customer value and bending the RAB. The RAB is declining in both 
real and nominal terms.



Our Revenue Proposal
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Drivers of our business and Revenue Proposal
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Our Revenue Proposal approach
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Our goal has been to deliver a Revenue Proposal that is capable of acceptance by 
our customers, the AER and ourselves at the time of lodgement.

• Co-designed our engagement approach with customers and stakeholders.

• Undertaken meaningful, extensive and adaptive engagement.

• Ensured no surprises – for customers, stakeholders and the AER.

• Sought early and regular involvement from AER staff.

• Applied a transparent, rigorous and iterative approach – particularly to our key forecasts.

• Proposed an overall package that is reasonable, realistic and in the long-term interests of consumers.



Impact of engagement
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• Engagement was deep with 
many opportunities for input 
from May 2019 to January 2021.

• Feedback on our engagement 
approach has generally been 
positive.

• We have taken on board 
suggestions for improvement 
e.g. more regional involvement 
and diversity of our 
Customer Panel.



Revenue Proposal forecasts at a glance
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Prices
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Our forecasts will result in a reduction in transmission prices.



Capable of acceptance
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As an overall package, our Revenue Proposal is capable of acceptance.
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Further information

Visit:  https://www.powerlink.com.au/2023-27-regulatory-period

Telephone: (07) 3860 2111

Email: resetteam@powerlink.com.au

https://www.powerlink.com.au/2023-27-regulatory-period

