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ENTRY QUESTIONS: CHANNEL AWARDS
	1. 
Campaign Summary: (between 250 - 300 words)
Summarise your campaign here including a description of the product or service being promoted and the objectives set. In the event that your entry is a winner, some or all of this summary may be published.  Please include measurable results as a reference; these can be expressed as a percentage term for commercial sensitives.  



	Please type here


	2. 
Marketing Strategy/Marketplace Insight: (limit 500 words)

Provide a concise description of the marketplace and the role of the product or service within the                                                                                                         marketplace. Description should briefly recap industry trends, the competitive environment, brand positioning and the strategy implemented to achieve them.

	Please type here


	3. 
Objectives: (limit 100 words)
Please list your measurable objectives and rationales.

	Please type here


	4. 
Target audience: (limit 100 words)
Who were you trying to influence?

	Please type here


	5. 
Degree of Difficulty: (limit 150 words)
Please describe the degree of difficulty and/or obstacles faced and overcome in achieving your results.

	Please type here


	6. 
Creative rationale: (limit 200 words)
Include the SINGLE MINDED PROPOSITION where applicable and any constraints (other than $ budget) that applied. 

	Please type here


	7. 
Measureable Results:
How effectively did your campaign meet your objectives? Please quantify with as much numeric detail as possible and show how the results relate back to the stated objectives (e.g. response rate, cost per acquisition, cost-per-lead decreased by $50 or 30%, etc.). Please be sure to include why these results are noteworthy for your industry and where they are not financial how the response measured relates back to the business benefit.
The more specific you can be, the better your chance of receiving a higher score from the judges. 

	Please type here


	8. 
Costs:
Please annotate the cost breakdown below. If there were costs not charged that have had a significant impact on the campaign (e.g. free media or creative time) then this needs to be indicated. 


Agency fees - Creative fees, strategy, campaign planning, brand architecture, ideation, concepts, copy, art direction, design, artwork, retouching, account management, retainers, supervision etc.
Data - Reporting, planning, analytics, data management, data integration, data cleansing, data segmentation, 
data enhancement, SOA reports etc.
Delivery - Digital, email, SMS, mail, mobile, couriers, telemarketing, fulfilment etc.
Incentives - Rewards, prizes, gifts, samples, discounts, offers, vouchers etc.
Media -Traditional and new media including TV, radio, banners, print, OOH, cinema, sponsorship/partnership, ambient, search (SEM, SEO) retargeting, social, mobile, product placement, POS/POP etc.
People - Talent, presenters, door2door, promo staff, demonstrations, telemarketers etc.
Production - Photography, illustration, animation, design, branding, identity, infographics, audio, video, HTML, flash, TV/radio/content production including post and talent, interactive, digital, scoping, wireframe design, mobile apps, web development, UX design, gamification etc.
Research and insights - Indepths, groups, online, surveys, quantitative, user testing etc.

	Costs
	Total Costs

	Agency fees
	$0

	Data 
	$0

	Delivery 
	$0

	Incentives  
	$0

	Media 
	$0

	People 
	$0

	Production 
	$0

	Research and insights 
	$0

	Total Campaign Spend
	$0


Other

Some costs just can’t be categorised. Please itemise them here:

CHANNEL CATEGORIES
	Please tell us how your campaign qualifies for the Channel categories below (complete only those ones that you wish to enter).


	Best Loyalty Programme:

A series of communications to a maintained database, designed to develop and recognise a marketing relationship. Entries must clearly identify the enhanced status of the relationship and should preferably show the communication series over the last year or longer. (NB: Best Loyalty Programme entries need to have been running for more than one year).

	Please type here


	Campaign Website:

Campaign based website which has proven to, for example convert, data capture or in some other way drive 
a response.

	Please type here


	CRM Multi-Channel:
Best use of multiple channels for CRM. Your campaign must be a mix of at least two channels.

	Please type here


	Direct Mail B2B:

Best direct mail activity to business.

	Please type here


	Direct Mail B2C:

Best direct mail activity to consumer.

	Please type here


	Direct Response (any media):

Use of direct response methodology to drive a directly measured result, e.g. to specific URLs, phone numbers or other measurable activation media.  Includes TV, online media, press, radio, paid search, etc.

	Please type here


	Email Marketing:
Best use of email campaigns or email to drive a response. Could be an individual email or a programme/multi-touch programme.

	Please type here


	Mobile Marketing:
Best use of mobile technology as a key element in a business or consumer campaign for any product or service e.g. mobile website, app or service, location or proximity communication, messaging (including SMS, MMS, app-push or other mobile/app based messaging technology such as Whatsapp, mobile video, branded content or mobile TV ad execution, a campaign on or through any mobile platform or device

	Please type here


	Social Media and Viral:
Best use of social media and/or viral to drive response.

	Please type here


Entries close: Friday 13 October 2017, 5pm

                                  Late entries deadline: Friday 20 October 2017, 5pm
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