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About LocalGrid Technologies: 
LocalGrid™ delivers solutions today 
that will enable the smart grid of to-
morrow. LocalGrid’s eGridOS™ grid 
architecture enables integration of ex-
isting grid assets as well as MicroGrid 
networks at a lower cost of implemen-
tation. With sophisticated network se-
curity and next generation applications 
eGridOS improves reliability, reduces 
service outages and extends the life of 

aging transmission and distribution 
infrastructure. LocalGrid’s innovative 
approach delivers dynamic smart grid 
networks that are more resilient, highly 
scalable more cost effective that tradi-
tional systems. 
 

Interview conducted by: 
Lynn Fosse, Senior Editor 

CEOCFO Magazine 
 
CEOCFO:  Mr. Leigh, what is the 
concept at LocalGrid Technologies? 
Mr. Leigh: We provide an embedded 
software architecture for distribution 
utilities and integrators. The grid is 
changing. We have all heard the 
concept of SmartGrid, which is a very 
generic and all encompassing term. 
For a distribution utilities this means 
modernizing their business and 
changing from a maintainer of wires; 
where most of the task of the utilities is 
to maintain the assets, design and 
build for growth; to be a grid operators 
where they monitor, adapt and change 
infrastructure much more rapidly to 
address society’s changing needs. 
This transformation includes adding 
renewable generation and storage 
technologies to the grid while 
managing aging infrastructure to get 
the most value of their existing asset. 
To do this, utilities need more system 
tools and more intelligent devices; we 
provide the software and embedded 
architecture that runs on devices at the 
substations and in the field, to provide 
utilities with the data and control they 
need to make these changes. 
 
CEOCFO: What do you understand at 
LocalGrid that makes your software 
better, faster, cheaper, easier, more 
efficient? 
Mr. Leigh: Our approach is a platform 
approach where we are not developing 
one solution set. We are not 

addressing a single problem. We view 
the next step in what utilities do 
involves an evolution. It must be 
standards based so that we have a 
higher degree of inner-operability 
between devices. Our software and 
our architecture are built from the 
ground up to be based on standards, 
to be an open architecture, and to 
allow the utility to adapt and change 
what the system does as their needs 
change. That is what we feel we do 
better than most other companies. We 
have a long history of developing 
sophisticated systems like this, and 
are now applying our experience to the 
energy industry. 
 
CEOCFO: What is the key to doing 
that successfully? 
Mr. Leigh: It is a good architecture 
that supports these types of 
infrastructures. Traditionally, the 
systems that you find in utilities are 
evolved over time and they are very 
fragmented, where different pieces are 
bolted on at different times, or they are 
sourced from one vendor that has an 
interest in locking in their system 
solution. Once you buy one box, you 
cannot buy a competitor’s box 
because they do not speak the same 
protocols or have the same interface. 
That is where things have been to 
date, and now to have this open 
standards-based architecture, it must 
really start at the ground up, building 
an architecture that supports it. 
 
CEOCFO: When you are speaking 
with a prospective customer, do they 
understand the difference 
immediately? 
Mr. Leigh: It depends. There are a 
number of leading edge utilities in 
North America that are pursuing these 
types of initiatives, and they 
understand right away. Those are our 
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primary customers today. Of the rest 
of the utilities, the vast majority have 
more of a wait-and-see approach, 
which is true in any industry. They 
want to see what happens in the 
industry before they commit to 
adopting new technology. Those are 
tomorrow’s customers. When the 
leading utilities, the ones that try to be 
innovative and try out new things, 
solve some of these challenges and 
determine this is the best way to go, 
these other utilities, campuses, 
hospitals, and anybody who operates 
a grid will tend to follow. 
 
CEOCFO: Has the overall economy 
had an effect on the grid upgrading? 
Mr. Leigh: In some jurisdictions 
infrastructure it is at a point where 
there is a clock ticking, and if we do 
not address some of the critical 
infrastructure issue that we 
have now we will not have a 
very stable grid ten years from 
now. Those utilities have a 
choice of taking a risk and 
rapidly adopting new 
technology or building the grid 
the same old way. This latter 
approach is going to be more 
costly in the long run. We built 
these grids 40 to 60, and 
sometimes 100 years ago, and 
we built them for a much larger 
than the capacity that we 
needed at that time. If we do that 
again today, it is economically 
unfeasible. So here is that ticking clock 
when this infrastructure reaches end-
of-life and there is a 10 to 20 year plan 
whenever you talk about infrastructure 
investment. A down-turn in the 
economy may have a minor effect on 
the activities, but because of the 
nature of the industry it is not a 
significant impact and the industry can 
be very stable through economic 
cycles. 
 
CEOCFO: Why did you change the 
name of the company earlier this 
year? 
Mr. Leigh: We spun out of a company 
called Prolucid Technologies, and that 
company is a services organization 
that primarily delivered services to 
energy, nuclear, and medical devices; 
all complex and regulated industries. 
We spun out as Prolucid LocalGrid 

Technologies just to show that 
association but we decided that we 
needed to strengthen the brand and 
the identity of LocalGrid Technologies 
as its own separate identity. It was a 
simpler name and a better position for 
us to brand ourselves that way, so we 
changed our operating name. 
 
CEOCFO: How has that worked so 
far? 
Mr. Leigh: It has worked well. It is 
much less confusing for our partners 
and customers. 
 
CEOCFO: There have been a number 
of partnerships and you are working 
with different companies on a variety 
of things. Could you explain the 
business model? 
Mr. Leigh: Today we are selling grid 
devices with our software pre-load. 

Common power instruments such as 
generation monitoring, Power Quality 
Analyzers, Phasor Measurement 
Units. There are built using off-the-
shelf hardware. We are selling our 
software as a single license per 
device, which is fairly common for 
embedded systems. In addition to the 
software license we provide support 
and maintenance contracts and 
professional services to add unique, 
custom and add-on functionality in 
order to meet the needs of every one 
of our customers. We work directly 
with some utilities but we also work 
very closely with our technology and 
delivery partners. Our software is only 
part of the solutions so we like to work 
with companies that provide the full 
turn-key product. 
 
CEOCFO: What is happening day to 
day at the company? 

Mr. Leigh: Our main focus today is 
working with these leading edge 
utilities to design and deliver projects 
that are going to demonstrate how 
customers can leverage our 
technology, to build a better business 
case and demonstrate the value 
proposition. Our lead utility partner is 
Toronto Hydro. Our work with them 
spans a number of phases to 
demonstrate different part of our 
solution, form integration and data 
analytics, to a command and control 
platform for distributed generation. 
Each of these project phases adds 
value to the utility as well as adding 
value to our own knowledge and 
product base. 70% of our work right 
now is working on this project. 
 
CEOCFO: Would you give us an 
example of section by section the 

order in which you tackle 
things? 
Mr. Leigh: A typical project 
management process always 
includes a requirement and 
scoping phase, and that 
happens early on and usually 
before we even start a paid 
contract. However with grid 
deployments there is an 
incremental deployment of 
systems and solutions as 
thing are testing and 
implement over multiple 

phases. Being software-based and 
having a very flexible architecture 
makes us very effective delivering 
incremental value and applications to 
the field. We position ourselves from 
the municipal substation, along the 
feeder lines, to the meter on your 
home. We do not deal with the 
commercial or industrial residential 
side, and we do not deal with the 
transmission side. We are focused on 
the distribution network. At most 
utilities there is very little to no data 
available in that area. So, the first 
thing we are doing is providing data 
about what is happening in real time, 
what the loading is on the 
transformers, what kind of power is 
flowing, and what is the real-time 
generation in this section of the grid. 
This provides the utility with a lot of 
insight. It either confirms their models 
or maybe changes their models. Very 
often, it gives them information that 

“In some jurisdictions infrastructure it is at 
a point where there is a clock ticking, and if 
we do not address some of the critical 
infrastructure issue that we have now we 
will not have a very stable grid ten years 
from now…. We saw an opportunity and 
said that we could deliver something that is 
very valuable to the industry as well as very 
unique to meet the need that we saw in 
Toronto and is reflected across North 
America and globally.”– Bob Leigh 
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they just did not have before which 
leads to the discovery of events and 
behaviors that they did not know 
existed. The next phase is to take 
action on this data. Usually, that is a 
more detailed analysis of the data that 
is being sent back. For example, you 
might be collecting data for a period of 
six to twelve months and determine a 
baseline on normal operation. Then 
we start to apply that baseline to 
detect anomalies and events for what 
is happening on the grid. This could be 
an event signature on a transformer to 
detect when it is going to fail or it could 
be patterns to detect what certain 
power events look. The third phase is 
to take action that is more concrete 
where we could implement a control 
scheme or there may be some 
additional infrastructure added to the 
location to smooth out power peaks or 
implement demand response. Some of 
the possibilities that we are exploring 
would change the way power flows 
through a transformer to extend its life.  
 
CEOCFO: Do you have the funds you 
need to continue to work before 
commercialization? 
Mr. Leigh: Yes, we are pretty 
comfortable right now for this phase of 
the project. We have some significant 

funding from both the federal and 
provincial government, and we have 
backing from a few other funding 
partners in the form of debt that allows 
us to manage cash flow and manage 
delivery of these projects. For 
delivering this project, we are in a very 
good position as well as investing in 
product development and sales and 
marketing activity for the next six to 
twelve months. After that, the picture 
changes as we develop more 
expertise and more traction and we 
need to ramp up our sales and 
marketing activities. We will then be 
looking at new funding sources. 
 
CEOCFO: You personally have 
startup experience as well as other 
experience. What have you learned 
from past ventures that is most helpful 
as you develop and grow the 
company? 
Mr. Leigh: That is a hard question to 
answer because I would not say that I 
am really good in any one area. I am 
more of a jack-of-all-trades and my 
philosophy is to just determine what 
needs to be done and then get that 
done. What I am most passionate 
about and I would say that I bring to 
the table more than anything else is 
the vision and direction of where we 

need to get to, whether that is six 
months, twelve months, or five years 
out. That is really why we spun off 
LocalGrid in the first place. We saw an 
opportunity and said that we could 
deliver something that is very valuable 
to the industry as well as very unique 
to meet the need that we saw in 
Toronto and is reflected across North 
America and globally. That is really 
what I bring. I also rely heavily on the 
team that we have and continue to 
build to fill in the operations, the 
engineering technical know-how, and 
the financial and sales pieces as well. 
 
CEOCFO: Why should people in the 
business and investment community 
pay attention to LocalGrid 
Technologies? 
Mr. Leigh: We are applying new, 
innovative technology to a very 
traditional and conservative industry. It 
is obviously a challenge, but at this 
time there is a wave of change in the 
industry and we are positioned to lead 
this change. We will be one of the 
leading innovative companies to strive 
ahead and build this new model for 
energy delivery in North America and 
around the world.
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