council

I

I

I

I

: the
: communications
I

I

I

I

I

Join the innovative breed of professionals
who are leading the way in

Marketing Activation



o

The APMA and
The Communications Council

The APMA amalgamated with The
Communications Council in May 2010
which nows sees APMA sit together with the
AFA, AWARD and the Account Planning Group.

The APMA is the leading authority on Promotional
& Experiential Marketing in Australia and New
Zealand. We are Leaders in Marketing Activation
and our aim is to promote and educate the
industry while stimulating professional excellence.

The Communications Council creates a footprint
across the increasingly integrated world of
creative, digital, healthcare, design, direct
marketing, PR promotional & experiential plus
creative production companies and strategic
planning consultancies.

The APMA and The Communications Council now
combine the strengths, expertise and knowledge
of our two organisations along with others. Based
on the concept of ‘together stronger’ it champions
a proactive and united industry approach giving us
a stronger and consistent voice.

Communications Council Vision

To serve a vibrant and valued marketing
communications industry in which our members
prosper.

Communications Council Mission
Promote the value of marketing communications
agencies and individuals and to elevate the
professional standards of our members.

Promotional &
Experiential Marketing

.................................................................

Promotional & Experiential Marketing are now
well recognised as an invaluable component

of the total marketing mix. Consequently, a
diverse range of market sectors are using these
disciplines to build their businesses. Everything
from FMCG companies, to airlines, retailers,
service companies, financial institutions and even
the media are running Promotional & Experiential
Marketing campaigns to convert consumer
attention into interest, desire and ultimately action
and purchase.

Promotional & Experiential Marketing not only
generates significant and measurable sales volume
increases, it is also being used both tactically and
strategically to:

¢ Generate brand awareness and trial

e Generate brand switching

e Generate brand loyalty

e Generate impulse purchase

e Assist in establishing brand image/positioning
¢ Build long-term brand equity

¢ Provide a ‘brand experience’

APMA Mission

¢ To be the leading industry authority on
Promotional & Experiential Marketing in Australia
and New Zealand and link with other industry
bodies globally

e To stimulate each APMA member agency
to achieve the highest attainable level of
professional excellence

e To provide our members with an industry body of
which they are proud and supportive of as well
as providing members with an invaluable service



The APMA represents leading Promotional & ¢ To educate and inform clients on the strategic
Experiential Marketing Agencies in Australia and role of Promotional & Experiential Marketing
New Zealand.

¢ To help clients evaluate and select an APMA

, , member agency as their strategic business
APMA's role involves: ’ ’

partner

* Managing business issues that affect members e To provide all members with an open forum for:
* Providing valuable services to members in - Ongoin.g commun.iclation

financial, legal, ethical and professional areas - Education and training

and; - Ideas exchange

. . , - Professional support

* Promoting the industry through education and - Research

training - Management advice

, - Legal issues

Our aim

e To increase the use of Promotional & Experiential
Marketing campaigns by major marketers and
companies and to encourage utilisation of APMA
member agencies to create and implement
those campaigns

€6 e use promotional marketing to reinforce our brand values and create a point of
difference in a highly competitive price orientated category. Our activations create
demand for our brands and deliver measurable results. ??

Bronwyn Heys, Marketing & Innovation Director George Weston Foods - Baking
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APMA Membership is open to established
agencies and consultancies whose primary

role is to conceive and execute Promotional &
Experiential Marketing campaigns on behalf of
their clients i.e. briefing, concept, strategy, creative
execution, implementation, measurement and
results.

Membership is not open to suppliers or companies
associated with the industry, only to bona-

fide practitioners of Promotional & Experiential
Marketing.

Key membership benefits include:

¢ Prestige and recognition as one of Australasia’s
leading professional Promotional & Experiential
Marketing agencies — membership being
recognised by clients as a benchmark in our
industry

e Your agency credentials included on APMA's
website: www.apma.com

¢ Access to the latest industry developments and
legal updates

o APMA networking functions
® Access to industry research and benchmarking
e Reduced entry fees in Star Awards Programme

¢ Discounted tickets to the annual APMA Star
Awards Ceremony

e Automatic entry into the ‘Globes’ award
programme for finalists in the APMA ‘Star
Awards’

¢ Reduced cost for APMA Promotional &
Experiential online courses

e Use of APMA logo on your stationery reflecting
your commitment to leadership in Marketing
Activation

e Opportunity to nominate for the APMA Executive
Committee and support your industry

e Opportunity for team members to join our
“Young Stars” young members group

Annual membership fees
AUSTRALIA: AUD $1,500.00 + GST = $1,650.00
NEW ZEALAND: AUD $750.00 GST exempt

To apply, please download and complete the
APMA Membership Application Form available
at www.apma.com and submit to APMA with
required supporting materials.

For more information and enquiries about
membership, please call the APMA Executive
Committee Representative for Membership.
Refer to website for details.
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Client: Bar IQ

Campaign: Bar 1Q Trade Show
Agency: ICRE8
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Right

Client: Foster’s Australia

Brand: Juliet

Campaign: Juliet Wine Garden
Agency: Creative Activation (CSM)

Right
Client: Emirates Airlines

Campaign: A Beautiful Journey Trade
Campaign

Agency: Kaleidoscope Marketing
Communications

2 BRA BRING HOME THE CELEBRATION!
BUY A BRAVIA LCD TV

AND CLAIM A Agency: Marketing Zoo

Ay @) Client Name: Sony
* ] *--.: /4 Brand: Bravia
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Far left

Project: BONUS New PS3

FIFAWO

SOUTH AFRICA" G Left
Agency: Apollo Marketing
Client: Coca-Cola

Campaign: 600mL On Pack Promo — PS3
FIFA World Cup Game

PURCHASE ANY ELIGIBLE PROMOTIONALLY MARKED GI0ML COCA-COLA"
PRODUCT" FROM THIS STORE AND 5MS visIT
WWW.COKE! 5 COMLAL/ FoR







