
Traditional digital marketing tools such as online 
referrals are pervasive, and the industry faces some of 
the most expensive pay-per-click rates on the internet. 
However, some innovative firms are successfully 
experimenting with creative advertising and 
marketing campaigns aimed at demonstrating thought 
leadership.  

Through our experiences working with the professional 
services sector, we’ve found that content-focused 
marketing methods can be a cost-effective solution for 
consulting, law and accounting firms hoping maintain 
or grow their business.
 
THE CHALLENGE:  In 2015 Welch LLP, a Chartered 
Professional Accounting Firm operating in Ottawa, 
approached us with an opportunity.  Welch wanted to 
become “the” business accounting firm in Ottawa.  The 
best way for them to do that was to become involved in 
Ottawa’s business community, demonstrating that their 
organization best understands the needs of local firms.

WHERE DO WE COME IN?  In response to Welch’s 
challenge, we developed a content marketing 
campaign aimed at involving Welch in the already 
established Ottawa Business Growth Survey.  The 
survey, a joint-venture initiative between the Ottawa 
Business Journal (OBJ) and the Ottawa Chamber of 
Commerce, was in a fledgling stage in need of a 
purpose.  Welch provided the perfect opportunity to 
brand the survey and give it a purpose within Ottawa’s 
business community.  

“THE OTTAWA BUSINESS GROWTH SURVEY” The 
concept was to create a survey which would be sent to 
businesses operating in Ottawa using existing promotional 
channels associated with the OBJ.  The project partnered 
with the Chamber, which added their influence amongst 
the city’s various business improvement areas (BIAs), in 
order to promote the survey to enough Ottawa businesses 
to deliver statistically relevant results.  

HOW DID WE CREATE CREDIBLE AND RELEVANT 
CONTENT?  Welch, the OBJ and the Chamber all provided 
input on the direction of the Ottawa Business Growth 
Survey questions to collect information that was valuable 
and relevant to their target audience.   
The survey included 25 questions and was completed by 
more than 600 Ottawa businesses.  

Case study: the 
Ottawa Business 
Growth Survey
Ask anyone working in the 
professional services industry and 
they’ll tell you that differentiating 
oneself from the competition can 
be tough. 

The team at the OBJ was very 
professional, creative and effective 
in designing a unique solution 
for our company to ensure we 
capture the most relevant and 
targeted approach to our marketing 
initiatives. Through the Ottawa 
Business Growth Survey, the OBJ 
delivered as promised; everything 
from capturing large amounts of 
data, analyzing it, presenting it in a 
captivating manner and delivering 
the results through a multi-channel 
approach (print, digital, social, 
event). Through this initiative we 
have increased our knowledge of 
what the needs and thoughts are of 
the business community thus giving 
us greater insight for our other 
marketing programs. Working 
with the OBJ on this initiative has 
drastically increased our brand 
visibility in the community, our 
online presence and engagement, 
our lead generation and it has led to 
a very healthy ROI.

—  Kyle Turk, Director of Marketing & 
Communications,  
Welch LLP and WelchGroup 
Consulting

To ensure that the survey was administered properly 
and generated viable data, Abacus Data, a data science 
and marketing research consultancy was brought on to 
execute the survey.

THE BENEFITS FOR WELCH included brand 
association with the survey which demonstrated their 
thought leadership in terms of understanding and 
influencing business growth in Ottawa. The campaign 
culminted in two key deliverables, both bringing 
value to Welch and their target audience.  

The survey report, AKA the  
“Ottawa Business Growth Survey”

• 33 pages of valuable business insight and 
strategic investment information specific to the 
Ottawa market

• Commentary from experts and leaders from 
Ottawa’s business community including Invest 
Ottawa, the Ottawa Chamber of Commerce, 
WelchGroup and others

A launch party event 

The survey results report was launched during 
a face-to-face event involving more than 300 
individuals from Ottawa’s business community. 
This provided an opportunity to network with 
individuals interested in the survey results.

LEAD GENERATION CONFIRMED THE SUCCESS 
OF THE PROJECT. The promotion and distribution of 
the survey results included the creation of a landing 
page for the survey results document, and promotion 
via OBJ channels.  This resulted in the most successful 
distribution of the survey’s results to date and 
successful lead generation for Welch, who captured 
leads by gating access to the survey and its results 
document.  

How many leads did the survey generate?  Not 
counting any activity generated by the launch party 
event, the survey itself generated:

• More than 600 leads from Ottawa businesses that 
completed the survey

• More than 400 leads generated through downloads 
of the survey results
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“The campaign culminted in 

two key deliverables, both 

bringing value to Welch and 

their target audience.”


