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BDC and its advisory solutions to sustain Canadian
entrepreneurs throughout the coronavirus crisis
An interview with Anita Bezeau, VP Client Delivery, Advisory Services, BDC
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Financial
Support Series

As Vice President, Client Delivery, would you
explain the importance of non-financial services

Canadian SMEs need more than ever a trusted

for Canadian SMEs?

ally that helps them navigate the disruptiveness
Entrepreneurs need more than money to succeed,

and adapt to survive the coronavirus crisis.

they also need sound advice and knowledge to

This is why, The Montreal Group Secretariat

run their business efficiently.

invited Anita Bezeau, Vice President, Client
Delivery at the Business Development Bank of

Over time, our research consistently showed that

Canada

Canadian entrepreneurs have a gap and a need for

(BDC)

Advisory

Services

and

representative of the bank to the Key Topic
Group Non-Financial Offerings in times of
COVID-19 and post-crisis to share her views on
the heightened importance of advisory solutions
crafted by BDC to help Canadian entrepreneurs
save or grow their businesses in times of crisis.

support on their management capabilities.
Furthermore, in a world changed by COVID-19,
management skills will be key as businesses work
to recover from the crisis and take advantage of
new opportunities.

To what extent has the relevance of advisory

pressing need was financial management because

services changed as a result of COVID-19?

many entrepreneurs needed guidance on how to
manage their cash position.

Good advice became more important than ever
as a result of COVID-19, but the type and focus of

At that time, they also needed support to

the advice needed has evolved throughout the

mitigate operational risks, quickly build a short-

crisis and recovery.

term operation resiliency plan to adapt to
changes in demand, and contingency plans to

In the early days of COVID-19, support required

address

suppliers,

by entrepreneurs was really specific and tactical,

challenges.

equipment

and

labor

so that is why BDC focused on developing a tool
to help them understand and manage cash-flow.

Then,

their

most

pressing

need

became

We also

provided them with the guidelines

reviewing their strategic plan to respond to the

needed to ensure safety of staff and employees

changing economic landscape, to take advantage

to resume operations.

of new sales opportunities and the shift in
consumer behaviors, by boosting their online

As time evolved, the support needed became

presence, developing e-commerce sites, as well

more strategic, so we shifted the focus of our

as

advisory solutions to strategies to develop new

efficiency.

digitizing

their

operations

to

increase

channels or digitalize.
What has been the biggest challenge BDC has
What need have you identified as the most

encountered to support Canadian SMEs?

pressing one for Canadian entrepreneurs as a
result of the crisis ?

The biggest challenges BDC faced to support
entrepreneurs were i) the financial capacity of

Overall, we saw greater need for financial and

entrepreneurs to pay for advisory services and

operating advice at the beginning of the crisis,

ii) showing entrepreneurs how to navigate the

with

focus

shifting

to

strategy,

sales

and

large range of free support available at bdc.ca.

marketing and digitization through the recovery
phase.

To mitigate the impact of these challenges, BDC
launched outbound calling programs and email

This means that at the beginning the most

BEYOND FINANCIAL SUPPORT SERIES

campaigns to reach entrepreneurs directly.
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What would you say is the most popular BDC

To take advantage of this solution, a webinar and

COVID-19 advisory solution ?

a

series

of

virtual

roundtables

have

been

organized to help entrepreneurs take advantage
At first, the free limited access to experts either

of new online opportunities.

on a one-on-one or one-to-many format was the
most popular program offered. But with time,

In contrast, the Do it With Me solution is offered

entrepreneurs have been able to evaluate their

to selected BDC clients who have access to a free

financial capacity, opportunities and needs, and

3-hour coaching session by BDC subject matter

consequently, we are seeing an increase in

experts.

demand for paid mandates (which are larger in
scope, depth and impact compared to the free

In this for fee modality, BDC offers advisory

support).

services solutions for businesses who want to
start selling online, boost traffic, sales leads and

It has been widely observed in the Canadian

conversion, as well as for businesses who want to

SMEs

the

build their digital strategy and innovate their

importance of e-commerce. Now that we are in

business model. In addition, financing is available

the second wave, and consumers' preferences

to enable entrepreneurs to access these for fee

have been shifted into this consumption mode,

solutions.

ecosystem

a

growing

trend

of

what are the main services led by BDC to
support entrepreneurs in their digitalization?
BDC

has

modulated

its

offering

to

meet

entrepreneurs needs and level of tech savviness
(from Do it Myself to Do it With Me)
Through the Do it Myself solution, entrepreneurs
have access to free information, e-books, tools
and a new e-commerce economic study at all time
on our webpage.
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GOOD PRACTICE TO FOLLOW:
VIRTUAL ROUNDTABLES FOR ENTREPRENEURS

OVERVIEW OF THE SOLUTION
As

part

of

solutions,

its

repertoire

BDC

launched

TARGET GROUP

of

COVID-19

an

ongoing

campaign of virtual roundtables designed to
simultaneously
entrepreneurs

add

value

and

to

to

Canadian

demonstrate

the

expertise of Advisory Services.
ORGANIZATION

IMPLEMENTING

THE

Business Development Bank of Canada (BDC)

START & END DATE OF THE SOLUTION
It started in March 2020 at the beginning of
the COVID-19 pandemic. Although an end
date is still not planned, the model of the
initiative has shifted from being merely a tool
to help entrepreneurs to becoming one that
performs

mid

and

large

companies

are

welcomed)

Offering a mentorship and networking
opportunity to Canadian entrepreneurs.
Clarifying expectations and attracting
clients

by

demonstrating

the

expertise of BDC Advisory services.

Business Development Bank of Canada (BDC)

and

(small,

future

WHO FUNDS THE SOLUTION?

value

Canadian entrepreneurs from all segments

MAIN AIMS OF THE SOLUTION

SOLUTION

brings

The virtual roundtables are accessible to

a

business

MECHANISMS OF THE SOLUTION
1. Topics are chosen monthly based on the
rising needs of the targeted audience and
on BDC expertise.
2. Then, BDC leverages its internal subject
matter experts on the chosen topic to
develop content that is used for the
roundtable.

development function.
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3. Current and prospective clients are marketed

BDC

with an invitation to register online. BDC

strategy and their processes to be able to

approaches the segment of the audience whose

improve the ratio of BDC efforts to participants’

profiles match the topic.

value.

4. The session is facilitated by an internal host
and it showcases one of BDC Subject Matter

successfully

managed

to

refine

their

MAIN LESSONS LEARNED

Experts. The goal of the session is using the

BDC is capable of responding and acting

prepared content to get the discussion going.

quickly. BDC Advisory services are capable of

The value of these roundtables is created by the

adapting and pivoting their offering and their

expert and by the peer-to-peer interaction.

staff really care about client’s hardships.

5. At the end of the roundtable, every client is

REACH is very important.

invited to fill a survey.

Being there for entrepreneurs in times of

6. Following the session, the team at BDC offers

need and continuing to position themselves

mid and large clients a 1-on-1 free coaching

as experts has allowed BDC to sustain its

session with its experts.

market positioning and to build top of the

7. BDC also follows up with the rest of the

funnel (sales) activities.

clients to be able to find new leads.

BDC clients have become more resilient,
have more faith in themselves and are more

RESULTS ACHIEVED SO FAR

confident to withstand the future.

3,000 people participated during the 2020
year.
Interestingly, some of the participants are
known to have connected individually with
each

other,

indicating

that

networking

beyond the roundtables did occur.
BDC gained many business opportunities
both in terms of Advisory Services and
Financing from this initiative.
KEY

CHALLENGES

IN

SUSTAINABILITY OF THE SOLUTION AND
POTENTIAL REPLICABILITY
Early indicators seem to show that virtual round
tables are of value to current and prospective
clients and that they help support sales.
Further cost/benefit analyses need to be made
and processes need to be continuous improved

IMPLEMENTING

A

COVID-19 ADVISORY SOLUTION

to allow for a full evaluation on the long-term
sustainability of this solution.

1. BDC’s advisory services were forced to

With this in mind, BDC believes the model could

accelerate the implementation of COVID-19

be replicable by other organizations that have

measures with only half of the resources,

the expertise needed to launch an initiative of

because part of the team went to financing.

this sort.

2. Some

challenges

arose

due

to

the

incremental offering in the market and the
client’s virtual fatigue.
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