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Understanding energy demand in BC 



Collaborate 
Transform 

Integrate 

 
  3 key strategies in BC Hydro’s DSM Plan 
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There are many drivers 

for Collaboration 

 
  Customer Service 

  Market Access 

  Market Penetration 

  Shared Offer 

  Leverage Cost +/or Brand 

  Share Knowledge 

  Build Capacity 

  Influence Decisions….. 
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Collaboration comes in many forms 

 
 

 Formal and structured / informal 

 Partner types 

 Time specific vs. continuous 

 Single, networked, multi-dimensional 

 Individual to market impact 
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Types of Business Sectors  



   Examples of BCH Partners  



UBC – BC Hydro MOU 

Build on shared values of both organizations 

– Commitment to sustainability 

– Creating a “culture of conservation” 

– Serving British Columbians 

 



Strategic Collaboration 

• MOU represents 

an evolution from 

“tactical” projects 

to a more holistic, 

strategic 

relationship 

Pulp & Paper 

Research 

Energy 

Efficiency 

Projects 

CIRS PhD 

Research Desks 

M.Eng. in Clean 

Energy 



Value of MOU with UBC 

Innovation 

Implementation 

Education Engagement 



 

◘  Takes time 

◘  Understand needs – yours and partners’ 

◘  Be clear on objectives  

◘  Values and interests need to be aligned 

◘  Assessment of fit – strategic, culture, resources 

◘  Many ways to structure  

◘  Pick quick wins, build from there 

◘  Needs management and measurement 

◘  Can’t always tell winners from losers 

◘  Not static, must evolve or die 

◘  Have an exit strategy 

 

Lessons 



Targets 
       2030 + 



New collaborations 

will be needed to meet 

the targets and direction 

in the DSM plan. 







Thank you 
 


