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Agenda

1. Overview of BDC

2. SME Management Challenges

3. Developing Solutions

4. BDC Entrepreneurs Toolkit
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Our mandate is to support Canadian entrepreneurship 
with a focus on small and medium-sized businesses

We are the only bank in Canada 
dedicated exclusively to entrepreneurs

advisory services
BDC Advisory services

loans

investments
BDC Capital
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Generate $25B 

in export revenue

Generate $235B 

in annual revenue

42,000+

CLIENTS

OUR

Employ more than 
700,000 people

110 business centres and 
2,000 employees across Canada

BDC has more than…

BDC Clients BDC Business Centres 



BDC has flexible tools to meet the 
challenges of small businesses

indirect financing

committed

advisory services

mandates 

BDC 
offering
(As at March 31, 2016)

financing

committed

venture capital

committed

23B$ 805M$

1.2B$ 1,872

growth & 
transition capital

committed

816M$
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Main conclusions from our research 
of the knowledge and learning 
ecosystem

 There is a need for entrepreneur 
education

 There is room for public actors such 
as BDC to play

 There are leaders in this space 
(Kauffman Foundation, centres of 
advanced education focused on 
entrepreneurship)

Growing SMEs are facing multiple management 
capabilities challenges; there is a need for public policy 
responses

58

68

75

77

81

Understanding how to
translate R&D into new
products/services that

customers want

Financial planning, such as
making projections and

managing cash flow

Ensuring that you have the
HR capabilities needed to
attract, develop and retain

talent required to grow

Setting the overall strategy

Optimizing operations to
improve efficiency

Top management challenges of 
growing SMEs
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We have deep knowledge of clients, existing and 
prospective…

 Segment and target
markets precisely and then 
tailor offerings to match 
exactly the demands of 
those niches

 Combine detailed customer 
knowledge with operational
flexibility to respond quickly 
to almost any need, from 
customizing a product to 
fulfilling special requests

Organizational capabilities required

 Deep entrepreneur knowledge and 
insights into their business specifics, 
markets and industries

 Be client focused by delivering 
seamless omni-channel 
experience to respond quickly to 
client needs and create deep, 
long-lasting relationships

 Bundle products and services into 
tailored “solutions”

 Offer guidance, expertise and 
superior service

 Develop a strong ecosystem of 
partners to deliver value

How to Excel at Customer Intimacy

SOURCE: The Discipline of Market Leaders, Treacy & Wiersema
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…with an evolving operating model shaped 
according to market segment

Small and
Steady

Small and
Growing

Medium Large

Human intensity

Web/Automation
intensity
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Single Channel (1990s):               
Account Managers        
as our channel

Multi Channel (today):
Open up the other 
channels that client 
expect

Omnichannel (future):
Coordination among 
channels for best value 
prop and experience 

… leading toward an “omnichannel” client experience
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To have the means to work 
from anywhere, at anytime and 

from any device, bringing 
guidance and expertise directly 

to the entrepreneurs

To have new insightful, powerful 
and predictive information and to 
fuel proactive business decisions 
and actions to improve client and 

employee experience

To enable employees, entrepreneurs 
and partners  to develop deep and 

long lasting relationships by 
seamlessly communicating and 
collaborating inside and outside 
the boundaries of organizations

Leveraging new technologies 
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eLearning for all – in a nutshell

 Online, on-demand, just-in-time offering comprised of a searchable 
knowledge base and eLearning ''rich'' content

 Strong focus on management and growth challenges of SMEs
- Addresses entrepreneur’s broad business challenges with content delivered in a 

way that is pragmatic and written for the entrepreneur

 Advisors and external experts who work with entrepreneurs will guide the 
identification of relevant content topics

 Strong and evolving content, based on current needs of SMEs

 Expertise in developing e-learning tools

 Marketing and promotion to drive traffic

 Measurement tools to track usage, client data and feedback
- Volume of value added content consumed

What

Success 
factors
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Articles and Tools today











How to create



How to create a website









22



23



24



25



26



27



28

Mobile view of
Articles and Tools
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bdc.ca |  1-888-INFO-BDC

BDC

BDC_ca

BDC

Thank you.


