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Who we are 
 

Canada’s development bank. 
 

01. 
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Flexible 

financing  

Get a business loan  
that works for you. 

We help 
entrepreneurs 

succeed  

Advisory 

services  

Run a better and more 
profitable business. 

 

Smart  

capital 

Access specialized financing 
and investment solutions. 



2,100  

BDC employees 

42,000+ 

entrepreneurs 

110+
  

BDC business centres 

We are where  
entrepreneurs  
need us to be 

BDC Business Centres        BDC Clients 



We work with entrepreneurs  
in all industries 

A snapshot of our clients’ industries (as at 31 March 2016) 

manufacturing 

23
% 

tourism 

12
%

 

construction 

9
% 

wholesale trade 

9
% 

transportation  
and storage 

6
% 

commercial properties 

10
%

 

retail 

11
% 

others 

21
% 
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Digital has 
changed 
Marketing 
 
 

02. 
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The entrepreneur’s journey starts 
earlier… 

The client’s decision process is now less dependent upon 

the first contact with the provider’s representative. 

57% of research & selection process 

is done before contacting a 

representative. 

Source : Étude Points de vue BDC sur le marketing interentreprises, sept. 2013 

Source : Corporate Executive Board, 2013 
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Evolution of purchase process: 
Sources of information 

> Most resources used to select a service provider are indirect, without 

contact with the provider. 

> First impressions provided by website and word of mouth are of the 

utmost importance.  

Source : Étude Points de vue BDC sur le marketing interentreprises, sept. 2013 
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Crédit : lopazelasane.com/how-to-stuff-your-marketing-funnel-full-of-potential-
buyers-and-create-a-pipeline-of-prospects-ready-to-spend-money/ 

Marketing & Sales must work more 
closely 

Marketing 

Marketing 



11 

The big picture of 
Digital Marketing 
@ BDC 
 
 

03. 
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Digital channels in the marketing mix 
 

 

Awareness/ 
Familiarity 

Consideration 

Qualification 

Adoption 

• Public relations 

• TV ads 

• Radio ads 

• Print ads 

• Online videos 

• Social media 

• Web display & takeover ads 

• Content syndication/3rd party websites 

• Sponsorships 

• Print newsletters 

• Experiential marketing 

• Conferences & Events 

• Search engine marketing 

• eNewsletters/eMail marketing 

• Content marketing 

• Blog 

• Online self-assessments 

• Webinars 

• Behavioural remarketing 

• Lead & client nurturing 

• Web engagement scoring 

• Lead routing 

• Online financing requests 

• Small business loan online applications 

• Online consulting requests 



BDC.CA 
 

BUSINESS CENTRES 

Demand Generation & Lead 
Management: BDC’s digital framework 

PROMOTION 
 

LEAD 
SCORING 

CLIENT 
CONTACT 
CENTRE 

SMALL BUSINESS LOANS (CENTRALIZED PROCESSING) 

PREQUALIFIED 
OPPORTUNITIES 

ONLINE 
FORMS 

BUSINESS   
MEETINGS 

GOALS 
 

CONTENT 

SOLUTION 
PAGES 

TOOLS & 
DIAGNOSTICS 

 

VISITS &  

PAGE VIEWS 

 

Media Exposure 

Social Media 

  

Emails delivered 

  

Subscribers to: 

Lead Nurturing 

e-Newsletters 

Profits magazine 

Online Display Ads 

Paid Search (PPC) 

Organic Search 

Impressions Visits 

Source: Digital Experience Team, M&PA 

AWARENESS CONSIDERATION QUALIFICATION ADOPTION 

In progress:  

Won:  
Amount: 

Won:  
Amount:  

Loan requests 
from web 

automated 
process 

Unassisted loans 

Assisted loans 
(referred from account manager) 

In progress:  
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Digital outreach 
activities 
 
 

04. 
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Significant efforts have been made in search 
engine optimization (SEO) to increase organic 
traffic to BDC.ca coming from search engines such 
as Google 

This traffic is the most sought-after, because it 
comes with a specific intent at a specific time, 
when the online search is made 

You need to optimize your web pages by using the 
terms used by your target market to find what you 
have to offer 

 If you are local, don’t forget to mention your 
geography (city, town, village, county, etc.) in your 
pages as well 

 
 
Search engine marketing (SEM) 
Paid and non-paid search 
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Online local listings (such as the online Yellow Pages) can 
be updated in real-time through a location management 
platform used by BDC (subsription-based cloud service)  

 Covers over 30 online directories, including: 

 

 

Optimized all 130+ business centre/office pages, 
including: 

 Some local content 

 Online chat feature 

Local search engine optimization 
  

BEFORE AFTER 



Digital Marketing @ BDC 17 

Email marketing 
  
Email publications 

 Users subscribed to BDC monthly 
newsletters 

 Open rate which is a metric to follow closely,  
as well as click-through rate (CTR) 

Email nurturing 

 Non-clients subscribing to our lead nurturing 
list 

 Gather express consents on a continuous 
basis 

 Proposed free content brings visitors back  
to BDC.ca for progressive profiling form 
completion 
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Active daily across 4 platforms:  

 

 

 

 

 Choose networks that are optimal for your B2B social marketing, 
where your clients and target market are present. 
 

Other platforms where BDC is present: 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Google+ 

 

 

Foursquare 

 

 

Slideshare 

Social media 
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Referral and display advertising 
 
Referrals 

 Encourage partners to link to your website. It will increase your ranking 
in search engines results (Google)  

— Accounting for 14% of visits to BDC.ca  
 

Display advertising 

 Useful to improve awareness of your organization and  
understanding of your value proposition 

 Less efficient for conversion since it is rarely timed with 
the intent of the targeted entrepreneur 

— Accounting for 11% of visits to BDC.ca 
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Visits BDC.ca and 
starts small 

business loan  
form 

Leaves  
BDC.ca 

Viewing weather 
online the next 

day & sees BDC 
banner* 

Clicks on banner 
inviting them to 

complete the form 

Completes small 
business loan 

form 

 

A portion of BDC online  
advertising is targeted to  
entrepreneurs based on their  
previous visits.  
 

 In F2016 we got many online  
financing and consulting mandate  
requests from users that didn’t  
convert on their first visit 

Behavioral retargeting 
 

Example 

Example of a banner ad 



Digital Marketing @ BDC 21 

BDC Blog 
 
Blog posts:  

 From BDC bloggers showing their  
expertise and thought leadership 

 Average post length of 600-800 words 

 Covering 4 categories so far 

 

 

Visits up 51%, year over year (YoY) 

 Promoted through: 

 Economic Perspective 

 Marketing & sales 

 

 Operational Efficiency 

 Technology 

 Social media 

 Native ads 

 BDC.ca 

 InBusines$ 

 BDC Zone 

 BDC Weekly 

 Bloggers’ social media 
networks 
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Content 
Marketing & 
Nurturing 
 
 

05. 
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BDC’s free content for entrepreneurs 
 

Upcoming 
improvements: 

 Additional articles 

 Key term definitions 

 More rich media 

— Videos 

— Infographics 

— eLearning modules 

 Additional tools 

 Additional self-
assessments 

 Better search engine 

Articles & tools section 

 

600+ article and tools 

10 

eBooks 

 

60  

reports 

 

2 

templates 

 

2 

assessments 

 

11 

tools 

 

25 

videos 

 

*Total views on BDC.ca and on YouTube.com 



How to create 



How to create a website 
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Development of 25 content hubs on 
topics related to entrepreneurs’ 
challenges 



Digital Marketing @ BDC 30 

Ongoing addition of new tools for 
entrepreneurs 
New in 2016: 

 Business loan calculator 

 Marketing plan template 
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Nurture & support entrepreneurs 
through emails with useful content 

Entrepreneurs 

registered in 5 different 

tracks, for non-clients 

and clients 

Examples: 

General track  

(non-clients) 

• Brings visitors back 

to BDC.CA every 

month for progressive 

profile completion 

Export track 

(non-clients) 

• Sends targeted 

content to export-

interested visitors 
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Web profiling and engagement scoring 
 
Forms on BDC.ca are designed to help 

complete a user’s profile, with different 
questions appearing progressively at  
each download 

Scoring engine continuously evaluates 
BDC.ca visitors on many data points, 
covering company info & digital  
behaviour: 

Data Captured 

• Progressive Profiling 

Online Forms 

• Sync with CRM 

Digital Behaviour 

• Articles & Tools 

• Email activity 

• Downloads 
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Conversion 
 
 

06. 



BDC.CA 
 

BUSINESS CENTRES 

Converting from stage to stage in 
the journey 

OUTREACH 

LEAD 
SCORING 

CLIENT 
CONTACT 
CENTRE 

SMALL BUSINESS LOANS (CENTRALIZED PROCESSING) 

PREQUALIFIED 
OPPORTUNITIES 

ONLINE 
FORMS 

BUSINESS   
MEETINGS 

GOALS 
 

CONTENT 

SOLUTION 
PAGES 

TOOLS & 
DIAGNOSTICS 

 

VISITS &  

PAGE VIEWS 

 

Media Exposure 

Social Media 

  

Emails delivered 

  

Subscribers to: 

Lead Nurturing 

e-Newsletters 

Profits magazine 

Online Display Ads 

Paid Search (PPC) 

Organic Search 

Impressions Visits 

Source: Digital Experience Team, M&PA 

AWARENESS CONSIDERATION QUALIFICATION ADOPTION 

In progress:  

Won:  
Amount: 

Won:  
Amount:  

Loan requests 
from web 

automated 
process 

Unassisted loans 

Assisted loans 
(referred from account manager) 

In progress:  
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Mobile experience  
 

BDC.ca is responsive no matter what device a user may 
be on; a smartphone or tablet; iOS or Android 

 

 

 

 

 

 

 

 

During F2016, 28% of website traffic came from a 
mobile or tablet device 
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Continuous on-page optimization 
 
New article & solution page 

templates optimized to 
support the entrepreneur’s 
journey  

70+ financing and 
consulting  
pages & forms optimized 
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From designing a page to designing a 
visit: 10 000 links created between pages 
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Testing optimal designs: 
A/B testing campaigns 

Example of a test result on 3 variations on call to action 
“Apply for a loan” 
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Live chat operated by Contact Client 
Center 
Since July 2015 
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Survey to get qualitative data from 
entrepreneur experience 
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Analytics 
 
 

07. 
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Web analytics tracking 
 
Why measuring? 

 What is not measured cannot be improved 

 Without measurement, you don’t know if you got it right or if you are 
throwing money by the window 

How do you measure? 

 Start by using Google Analytics. It is free and easy to use for its 
basic features. And it can even get pretty sophisticated if you need it. 

 If you can input data in your CRM coming from the web, can be 
useful as well. 

How does BDC track all this info? 

 Data from different sources (Analytics, Marketing Automation, CRM) 
is consolidated in a data repository 

 Analytics dashboards covering channels, lines of business & 
products are generated and analyzed on a regular basis 
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Deployment of a cloud-based tag 
management solution  
 
 Enable better agility to deploy data tags on web pages 

 Improve ability to track analytics data 

 Facilitate orchestration of web components coming 
from many sources, into a coherent experience: 

 Online chat (3rd-party cloud-based tool) 

 Consulting request (Marketing Automation tool, cloud-based) 

 Videos (embedded cloud-based Youtube) 

 Online loan request (custom-build form, server-based) 

 Optional feedback survey (3rd-party cloud-based tool) 

 Newsletter subscription form (Marketing Automation tool, cloud-based) 

 Interactive benchmarking tools (custom-build form, server-based) 

 Etc. 
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Thank you 

Mario Toussaint 

Director, Digital Experience 

 

514-283-5059 

mario.toussaint@bdc.ca 

 


