
AskingCanadians is a leading-edge data collection 
company that enables its market research partners 

and clients to gain meaningful insights from Canadian 
consumers through an array of innovative data collection 
tools and techniques.

Originally launched in 2005 by Adam Froman as a 
consumer research panel to support Delvinia, Froman’s 
digital strategy practice, the data collection business 
was incorporated in 2007, and then rebranded in 2011. 
By focusing on high-quality customer service, local 
programming, a quality online research community and 
a respondent-centric approach to online data collection, 
AskingCanadians has established itself as a leading online 
market research company in Canada. From a staff of 
seven, the company now employs more than 65 people 
and revenue has grown roughly 500 per cent over the last 
five years.

The AskingCanadians online research panel and its French 
counterpart, Qu’en pensez-vous, now include more than 
600,000 Canadian consumers willing to participate in 
market research surveys in exchange for loyalty program 
rewards. Clients tap into the pool and gather high-quality 
market intelligence.

The company has strong partnerships with some of 
Canada’s most established loyalty programs, such as 
Aeroplan and Petro-Points, along with retailers such as 
Hudson’s Bay and Walmart. These partnerships enable 
AskingCanadians to grow its pool of panellists every 
day while at the same time maintaining its best-in-class 
response rates.

“Respect for consumers and the information they  
provide has been a key to our success,” explains Froman.  
“We build their trust by protecting their privacy, 
compensate them with loyalty program rewards for the 
time they spend doing surveys and we treat them like 
customers. As a result, they provide reliable information, 
which enables our clients to gain valuable insights.”

Froman attributes AskingCanadians’ remarkable growth 
to a number of factors including its commitment to R&D, 
continually testing emerging and innovative technologies 
to collect data, providing customer service to panellists, 
and building an experienced and consultative sales team 
to serve the Canadian marketplace. More recently, the 
firm’s growth is being driven by international clients, 
which account for almost 40 per cent of revenues.

“We deliver solutions tailored to our clients’ needs,” says 
Froman. “A culture of innovation and trust drives our 
success: we recruit for it and nurture in our day-to-day 
interactions with consumers, clients and partners. We’re 
determined to stay ahead of the curve.”
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