
CPA Increases Qualified Leads and Market 
Share through Revamped Website and 
Social Presence



Canada Pipeline Accessories 
engineers the worlds’ most 
reliable flow conditioners, flow 
nozzles and pipeline products. 
They deliver the highest 
quality products backed 
by years of engineering 
expertise and quantifiable 
data. They are reliable,and 
have unprecedented value 
due to the excellence in their 
materials and matchless 

design. Paired with unequalled customer service in the oil and gas industry, CPA 
strives to surpass client expectations every time.

Although CPA already had an established market penetration in the Oil and Gas 
industry of 80 –90%, CPA was looking to revitalize their marketing when they met 
with the Bottomline team. They came to us with a specific set of problems:

THE PROBLEM

They were a global company, but they did not 
have a strong brand that stood out

They did not have a strong online presence and 
wanted to increase their digital reach

They wanted to increase their qualified leads and 
sales of Flow Conditioners in the oil industry3
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The first step was to put CPA 
through our Impact Assessment 
process, which allowed the 
BottomLine team to comprehend 
the nuances of the flow 
measurement industry and 
discover why CPA was struggling 
to differentiate themselves from 
their competition to create 
awareness about their brand. 

Through the in-depth Impact 
Assessment, we found that 
CPA had a good handle on the 
things that make the company 
truly remarkable: research & 
development, quality products 
and excellent customer service. 
However, what was lacking was 
a fully targeted message and 
tone across all CPA’s platforms 
conveying the real value they 
deliver in a way that fully 
connected with their clients. They 
were, as we like to say, “swimming 
in a sea of sameness.” All their 
marketing from their sales bills, 
website to their social media 
looked like their competition.  
 

THE SOLUTION
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THE SOLUTION
(contd.)

In order to reach the outlined 
business goals, the positioning 
of the company needed to 
change and move into an 
exclusive niche within the 
research industry. All messaging 
for the company would center 
around the fact that CPA is data 
driven and excels in customer 
service like no other company in 
the industry. 

Further to this, after our team 
built psychological profiles of 
prospective CPA clients, we 
focused on their concerns 
about accuracy and quality in 
the products they purchase 
because of the probability of legal litigation if they are not. While CPA does 
a great job conveying these things in their one-to-one meetings or training 
sessions, their collateral was lacking in the emotional connection to these 
problems. The focus was developing appropriate collateral to support this 
strategy. Bottomline developed assets and deployed strategies to improve 
awareness, provide better information for their clients in the consideration 
and comparison stages of the buying cycle, as well as produce collateral to 
support and improve relationships with clients after the purchase.

4



The BottomLine team 
went to work with 
helping Canada Pipeline 
Accessories get out of 
the sea of sameness by 
creating a strong targeted 
message in their niche 
market. The first step: 
building  a new website 
with a new brand voice 
and angle. The site was 
lacking a visual message 
that focused on client 
outcome. A very conscious 
shift in tone was necessary 
to speak to the oil and 
gas industry and inform 
them that CPA is the 
go-to for fluid dynamic 
and measurement 
products, resources and 
education. We did this by 
transforming their website 
into an educational portal 

with custom MTR search functionality, whitepaper downloads, regular 
blogs, articles and appropriate industry imagery. 

The next step was updating their social media presence by developing 
a social media strategy utilizing LinkedIn and LinkedIn Ads. This 
involved updating their personal profiles and business pages to fit their 
new positioning as well as create a cohesive and consistent brand face.  
 

THE WORK
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Create thought leadership content in the form of 
blog posts, articles and white papers dedicated to 
flow measurement accuracy, research, and data.

LinkedIn ads focused on lead generation, re-marketing 
targeted at web and LinkedIn page visitors, and 
informational ads linking back to white papers.

Regular content posted on their LinkedIn page focusing 
on CPA attended industry events, product information, 
quotes, and oil & gas news.

Build out sales collateral including sales brochure, 
product sales and pricing sheets, and welcome cards 
supporting the sales process and providing an immersive 
customer service experience.
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A social media calendar was also 
developed focused on educational 
content meant to bring inbound 
leads to the company.

The last step was developing 
better sales collateral to support 
their sales team which spoke 
to their customers pain points 
and connected with them on an 
emotional level.

The successful approach involved 
the following:

THE WORK (Contd.)
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THE RESULTS 7

Canada Pipeline Accessories has emerged with a unique brand voice 
as the expert in an exclusive niche within the flow measurement 
industry with their sales collateral, website, and social media reflecting 
this. The thought leadership content provided, in the form of blogs, 
articles and white papers, supports their expertise and targets young 
engineers and technicians.

Website traffic increase

Low Bounce Rate New Users Page Views

151.56% 4.9% 7,715 45,999

Website Statistics

Direct Organic Search Social (Other) Referral Email

JANUARY 2019 SEPTEMBER 2019

VS
47.8%

44.2%
67.6%

26.9%

Sessions By Channel

Download of white papers average 
qualified leads per month: 5.5



By uncovering what 
makes Canada 
Pipeline Accessories 
unique, shifting their 
tone and creating 
a cohesive targeted 
message throughout 
all their platforms they 
have emerged as the 
go-to for fluid dynamic 
and measurement 
products, resources 
and education.
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THE RESULTS

 Conversions by Source/Medium

Followers by Industry

Impressions

LI Campaign Results

Ad Impressions clicks reached & 
engaged with Oil 

& Gas industry

Ads reached & engaged with 
our target role of Engineer

90% 85%



If you have any questions, please contact us:

Email: info@wearebottomline.com
Telephone: (403) 231 - 8891
Website: www.wearebottomline.com


