
  

 

 

 

 

TMSA Digital Sales and Marke�ng Campaign Award 

Submission 

 

Company Driver Campaign 

 

 

 

 

 



 Bison Transport / Company Driver Campaign 

Digital Sales Marke�ng Award Submission 

2 

 

CAMPAIGN SUMMARY 

Bison, like most companies, is in constant need of qualified workers so we can fulfill the promises 

made to our customers. Despite having one of the highest retention rates in the industry, we will never 

retain 100% of our staff. We are also in a rapid growth pattern, which adds to our need for highly 

skilled and professional truck Drivers.  

We recruit Company and Owner Operators, Single and Team drivers, Canada only and Canada/US 

Drivers, Short Haul, Long Haul, etc. The purpose of this campaign was to focus specifically on Company 

Drivers.  

CAMPAIGN OBJECTIVE 

Our main objective was to generate 500 new leads for prospective Company Drivers  

TARGET AUDIENCE 

The majority of our marketing is related to Driver recruiting; therefore the majority of our followers on 

social or email subscribers are professional truck Drivers. We have followers all over Canada, the U.S., 

and the world, but we targeted our Canadian audience specifically. 

MARKETING CHANNELS 

1. HubSpot:  

We created a Company Driver campaign in our automated marketing platform, HubSpot, which 

housed four landing pages, a Call to Action, and social media messages. 

2. Blog Content:  

On our blog, The Transporter, we produced more than 60 posts to help generate Driver interest and 

promote Bison as the company to drive for. Our blog posts discussed transportation trends, 

regulations, and Driver-relevant information to help establish Bison as a thought leader in the 

Transportation industry. 75% of our professional Drivers are Company Drivers so a majority of our blog 

content created worked well as a ‘Top of Funnel’ marketing piece to introduce Bison to the prospect 

and direct them to learn more about our Company Driving opportunities.  

3. Website: 

a) Hero Image: We added a Company Driver hero image (image with red outline below) on our 

recruiting website and added a unique tracking code. This image generated 4,222 clicks and 187 

new contacts. We had turned previously unused space on our site to a clear lead generation tool.  
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b) Landing Pages: We created two landing pages and two thank you pages. We generated 16,526 

total website visits during this campaign which led to 1,100 new contacts and 13 new hires!  

4. Infographic: 

We produced an infographic to present the difference between being a Company Driver and Owner 

Operator. We didn’t present one as better than the other, but they are different. This infographic was 

another good ‘top of funnel’ piece of content that created interest and moved prospects further along 

the recruiting pipeline. We had 557 views of this infographic. 209 views were from email, 175 were 

from social media and 171 were from direct traffic. 

5. Email Marketing:  

Through our direct email marketing, we issued “Top Job” emails on a monthly basis to our Driver 

prospect list of more than 8,000 professional Drivers. These emails featured links to specific Driver 

opportunities, company updates and digital content. We focused on increasing Company Driver 

applications and encouraging prospective Drivers to engage with our content to increase their interest 

in working with Bison Transport.  

We sent a total of 26,239 emails (8,000 prospects x 3 emails would equal 24,000 emails) with a 

41.3% open rate and a 19.2% click rate. The emails produced 2,083 visits to the company driver 

landing page.  

6. Google Ad Words: 

Outside of boosting posts on social media, this was the one area where we had paid advertising. We 

generated 8,579 ad clicks leading to 6,099 website visits and 508 contacts which produced five new 

Driver recruits. We spent a $10,880 and generated 562 total company driver applications.  
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7. Bison’s Social Media Channels: 

On our Facebook page, we ran targeted ads to engage our audience and drive them to the landing 

pages and dedicated recruitment website. Our landing pages featured a “quick apply” form where 

interested Drivers could contact our recruiting team directly.  We published consistent and engaging 

posts to help us build our audience, raise awareness about the Bison brand and generate interest from 

prospective driers. We promoted content from other platforms including our blog and YouTube 

channel and communicated with prospective Drivers via direct message to answer any questions they 

might have had and direct them towards the appropriate job applications. We also shared external 

content to establish Bison as a transportation industry thought leader. 

 We also established Google AdWords to landing pages.  

On our YouTube channel, we released 37 external videos. Our 2018 Pre-Series Freightliner Cascadia 

Truck Tour was our most-viewed video of 2016, with more than 175,000 views on YouTube alone. Our 

videos were popular on our other social media channels, as well.  

Here is a summary of our primary social media audiences: 

Facebook: 40,000 followers 

YouTube: 1,800+ subscribers 

METRICS 

 

 Goal Results % of Goal 

Website Traffic 10,000 28,930 189% 

Leads 500 1,797 260% 

Hires 10 18 80% 
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FINANCIAL RESULTS 

Each driver recruited adds $264,000 in revenue within their first year. (11,000 miles/month x 12 

months x $2/mile average). We have recruited 18 drivers as a direct result of this campaign so far 

and that translates to an increase $4,752,000 in revenue over the next 12 months.  

Results:  

 

 

CONCLUSION  

We were very excited about this marketing campaign as it surpassed everyone's expectations. It 

created an opportunity to raise awareness about the Bison brand and helped us to increase our 

recruitment. In terms of sheer numbers and impact, this is Bison’s most success digital marketing 

strategy to date! 
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APPENDIX 

Landing Pages:  
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Facebook ads:  
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Emails:  
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Blog Posts  
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Videos: 

 

 

 
 

Call To Action:  
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Infopanel: 
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Social Media Posts: 

 


