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IMPORTANT: You should refer to the Judging Criteria specific to this Award at the rear of this form to confirm exactly what must be submitted, and the weighting that judges will give to aspects of your entry.

	Salesperson and Job Title
	


	Contact Person for this entry
	Name and Role

	Physical address
	Type your answer here

	Postal address
	Type your answer here

	Phone
	Type your answer here
	Mobile
	Type your answer here

	Email
	Type your answer here

	Name of person 
organising payment
	Type your answer here

	Phone/email
	Type your answer here


	This entry requires signed authorisation here from either the Publisher, CEO or otherwise authorised person confirming that the information submitted is accurate.
	Name & Role
	Type your answer here

	
	Signature
	

	
	Email
	Type your answer here​


	THIS IS THE ENTRY FORM COVERING SHEET.

EACH ENTRY BAG MUST SHOW THIS COVERING SHEET AS PAGE 1, 

CLEARLY VISIBLE THROUGH THE ZIP LOCK BAG.
Answers must be entered directly into this form and must not exceed the maximum number of words specified.  

DO NOT INCLUDE PAYMENT WITH THIS ENTRY: You must also complete and send separately both the Payment Form, 
and the Summary Sheet detailing TOTAL number of entries per publisher. Both forms are available from 
the Awards page of www.mpa.org.nz 
ALL JUDGES ARE UNDER STRICT CONFIDENTIALITY RULES, AND ENTRIES ARE RETURNED 
TO MPA FOR DESTRUCTION AT THE CONCLUSION OF THE JUDGING PROCESS.




	Salesperson and Job Title
	Type your answer here


	Title/s of magazine/s used 
for this entry
	Frequency of publication
	Circulation 
Jan–Dec 11
(State source e.g. ABC)
	Readership
Appropriate period 
(State source)

	A.   Type your answer here
	 Type your answer here
	Type your answer here
	Type your answer here

	B.   Type your answer here
	 Type your answer here
	Type your answer here
	Type your answer here

	C.   Type your answer here
	 Type your answer here
	Type your answer here
	Type your answer here

	D.   Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here


Q1.  For each of the publications referred to above, please include a copy of the magazine, and state whether the publication is Consumer (mainly retailed), B2B or Custom Published.  Please attach to the magazine a copy of the rate card used, and state the proportion of Direct sales vs. Agency sales.

Q2. Show Ad Sales attributable to the individual entrant (may not necessarily be total sales for the publication/s)

Magazines only, not directories or annuals or any cross-selling of non-magazine media except the masthead’s own website. Use one column per Title entered. If salesperson was not in this role in 2009 or 2010, please provide the figures from the previous person in this role. If title did not exist in 2009/10, put zero.
NOTE: Average Page Yield is defined as the Ad revenue divided by the cumulative total number of equivalent full Advertising pages (e.g. 4 x quarter pages = 1 full page; 2 x half pages = 1 full page).  Straight Advertorial (if clearly labelled as such in the publication) can be included as an Ad.
	
	Data for title A here
	Data for title B here
	Data for title C here
	Data for title D here
	TOTALS

	Entrant’s annual sales 2009
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	Entrant’s annual sales 2010
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	Entrant’s annual sales 2011 *
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	% difference 2011 over 2010
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	* FOR 2011 ONLY, please elaborate by also providing PER ISSUE data for Title A, B, C, D as appropriate. 

	
	Data for title A here
	Data for title B here
	Data for title C here
	Data for title D here
	TOTALS

	Average Page Yield 2009
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	Average Page Yield 2010
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	Average Page Yield 2011 *
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here

	% Difference  Yield 2010-2011
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here
	Type your answer here


Q3. This question is to be completed by the Chief Executive or Publisher. Custom Publishing: a signed statement from the client company is expected. Please describe the contribution the sales person has made to the success of the magazine in 2011, and give any examples of how the sales person’s creativity and initiative has contributed to the sales result. (500 words max)
Type your answer here
Name of Chief Executive or Publisher submitting this statement: Type your answer here
JUDGING CRITERIA & WHAT TO SUBMIT  
ADvertising SALES achievement
Awarded for achieving excellence in magazine advertising sales.  Judges will consider strong page yield and year-on-year sales growth, in the context of circulation and /or readership performance.  While reaching stretch sales targets is an important aspect of achieving excellence in sales, judges will also consider other factors such as creative initiatives.  
Judges marking criteria 

50% 
Sales results (including revenue totals 10%, yield 20%, maintenance or growth trend 20%)   


Compare actual $ values for advertising revenue, not just percentage movements. Entrants should demonstrate 
growth Year on Year, or Period on Period, not just ‘achievement against budget’.   

30% 
Creativity 


Demonstration of initiative, and problem solving, with creative solutions.   

20% 
Judges discretion  
Use of Appendices
The judges require confidential sales information from the Entrant’s company. Award entries will be sent directly and confidentially to the judges and all material supplied will be returned to MPA office for destruction after judging.  

Entry will be firstly judged on the body of evidence given as answers to questions on the entry form. Secondly, judges may refer to any appendices that are provided – these should be weighted toward graphical / numerical representations, rather than text-heavy appendices.

What to submit: 

Three complete sets of entry materials, each containing:   

A) 
One completed entry form of questions and any supporting material 

B) 
Rate cards, and copies of magazines, as appropriate (see Q1.)



2012 ENTRY FORM:�ADVERTSING SALES ACHIEVEMENT 
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