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That new generation of batteries 
is the Orca ESS platform, with two 
main product lines. One produ-
ces more power and can recharge 
faster, while the other can store 
more energy. 

One Chinese port is now using 
Cor v u s batter ies i n stead of 
diesel generators to power gantry 
cranes, and Morden said there is 
a big potential market for energy 
storage in offshore wind farms.

A nu mber of pi lot projects 
have also used Corvus batter-
ies to power trains and light-rail 
systems.

Northern Europe – particularly 

Norway – has been Corvus’ most 
important market. Northern 
European countries not only have 
a lot of ferry traffic, due to their 
geography, but they also have a 
lot of hydro power, so it makes a 
lot of sense to power ferries with 
rechargeable batteries. Norway 

is such an important market that 
Corvus has opened an office there. 

Although there has been less up-
take in Canada, one company that 
has become a Corvus customer 
is Seaspan Ferries Corp., which 
is using Corvus batteries in two 
new ferries under construction 
that will run on liquefied natural 
gas and battery power.

A s for the compa ny’s head 
count, it has actually fallen – from 
a peak of 70 down to 45 – as it has 
moved from demonstration to 
commercialization.

“One of the tricks for us is to 
grow our revenue without grow-
ing our head count,” Morden said. 
“It’s more about having the right 
people in the right place.” •
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JUST THREE
LETTERS CAN
MAKE A REAL
DIFFERENCE.

By Hayley Woodin
hwoodin@biv.com

If you ask Judi Hess whether 
an investment in education 
or health care will generate 

more long-term value for tax-
payers, she’ll tell you that if you 
specify a value framework, there’s 
a calculable, and thus defendable, 
answer.

For Hess, CEO of Vancouver-
based Copperleaf Technologies 
Inc., the challenge is not the com-
plexity of the question or the de-
cision that needs to be made: the 
challenge facing Copperleaf is 
being a world leader in a service 
just a few companies know exists.

“It’s kind of like, you’d like to 
clean your teeth, but you don’t 
e v e n  k n o w  t h e  to o t h b r u s h 
exists,” said Hess.

The cleaning-your-teeth scen-
ario in Hess’ world is an organiza-
tion’s desire to consistently make 
capital investment decisions that 
bring the greatest value to share-
holders, taxpayers or consumers. 
The toothbrush, she says, is C55: 
Copperleaf’s signature software 
program. 

“Companies today often use 
large Excel sheets, don’t utilize 
all the data available to them or 
don’t take into account all the 
information that could support 
decisions,” she said. “They’re 
using expert opinion, and intui-
tion, and persuasion as opposed 
to the facts and the data that they 
have in their company.”

When it came time for Copper-
leaf to move offices, for example, 
it didn’t merely look at the price 
per square foot of various loca-
tions. It calculated everything 
from the distance all employ-
ees would have to travel, to the 
environmental integrity of the 
building, to how the new location 
would affect Copperleaf’s future 
ability to recruit. 

Take all of those inputs, quan-
tify them and weight them by the 
number and percentage of people 
they affect, and you start to piece 
together a value framework that 
allows a company to make stra-
tegic decisions that will benefit 
them over time. 

“We try to put everything on 
a common economic scale or 
rationalized scale so that in the 

end, you can value everything 
together. That’s our most im-
portant thing: get everything on a 
similar scale so that you can com-
pare an apple to an orange, and 
have it make sense,” Hess said.

From its new East Vancouver lo-
cation at 2920 Virtual Way – the 
right location for the company, 
according to its software – Cop-
perleaf helps its 25 clients make 
decisions around how to invest 
what amounts to $300 billion in 
capital.

Those clients include BC Hy-
dro, Ontario’s Hydro One, the 
Tennessee Valley Authority and 
Landsvirkjun – Iceland’s na-
tional power company. The B.C. 
government announced earlier 
this year that it too will begin 
using Copperleaf’s C55 software 
to inform its future investment 
decisions around information 
technology. 

“We have a lot of different sys-
tems that are old legacy systems, 
you have new systems and you 
have multiple databases, and the 
challenge is: how do we make 
this al l work together,” said 
Amrik Virk, B.C.’s minister of 

innovation and technology.
Once the technology goes live in 

October, Virk says it will help the 
government make around $430 
million in IT investment deci-
sions across ministries. 

“When you’re making decisions 
at that level, with systems that are 
going to be around for multiple, 
multiple years, I think you’ve got 
to get it right,” he added.

With only two clients in B.C., 
Copperleaf focuses primarily on 
attracting new clients elsewhere 
in the world, with an emphasis 
on those in the energy, water and 
government sectors. 

According to Hess, the company 
likely owns around 10% of the 
global market for decision ana-
lytics. In terms of an enterprise 
solution to capital investment 
problems, Copperleaf is just one 
of a few.

Last year, Copperleaf gener-
ated more than $10.5 million in 
revenue; a 289% leap from the 
$2.7 million it generated in 2011. 
This year, Hess expects company 
revenue at between $16 million 
and $20 million.

“I think that by all measures 

Copperleaf is one of those under-
stated, but really, really im-
portant stories,” said Bill Tam, 
president and CEO of the BC 
Technology Industry Associa-
tion (BCTIA). “They are now one 
of the largest suppliers of asset 
management platforms.”

In June, Copperleaf received the 
BCTIA’s Emerging Company of 
the Year award. Last year, it was 
ranked one of Canada’s Fastest-
Growing Software Companies 
by Canadian Business and Profit, 
and Hess says the company is just 
getting started.

Copperleaf now employs 85 em-
ployees, and has a five-person 
team in Europe. Its own upcom-
ing investment decisions will be 
around developing products that 
enhance its C55 software, and 
ensuring the company has the 
people to support existing and 
new clients.

“If you want a really serious 
system, something that really 
is going to solve your problem 
and you want it at that enterprise 
level, I think we’re the go-to com-
pany,” she said. “I think we have 
the market-leading solution.” •

Copperleaf Technologies CEO Judi Hess is leading the capital investment planning software company to new heights and new markets around the world  |  Chung Chow

Making the business 
case for corporate 
data-driven decisions
management | Decision analytics 
company applies deep data to 
challenges faced by energy, water and 
government sectors around the world
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