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MARKETING SERVICES
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Specification
1. INTRODUCTION
LSBU Group is a family of educational organisations that is made up of:
· Academies
· FE Colleges
· University
· Enterprise (LTD Company). 
We are a diverse organisation serving a diverse population, developing educational pathways from school to higher education.
[bookmark: _Hlk106782550]Our ambitious People, Culture and Inclusion strategy aims to develop a skilled workforce and high performing, inclusive culture.
2. LSBU BACKGROUND
London South Bank University (LSBU) is one of London's largest and oldest universities. It has been providing vocationally-relevant, accredited and professionally recognised education since 1892. Established as the Borough Polytechnic Institute in 1892, the original aim of London South Bank University (LSBU) was 'to promote the industrial skill, general knowledge, health and well-being of young men and women', which remains remarkably similar today. Today it is a cosmopolitan university with over 18,000 students drawn from over 130 countries.
Our main campus is in Southwark, in the heart of the vibrant zone 1 location, Elephant and Castle. We have recently invested £65m into our campus facilities and our recently opened our award-winning LSBU Hub, supporting the regeneration of our local community. In addition, we have also recently opened a campus in Croydon, which will play a key role in our mission to transform lives, communities, businesses and society, through applied education. Croydon is fast becoming one of London's largest growth centres and our new home in Electric House is the first and only university in this ambitious community.
The LSBU Group includes:
1. London South Bank University (LSBU)
2. Lambeth College
3. South Bank University Academy (for 11-19 year olds)
4. South Bank UTC (for 14-19 year olds)
5. South Bank University Enterprises Ltd

Our vision at LSBU is to transform lives, communities, businesses and society through applied education and insight. Over the next five years, we will adapt to take full advantage of both our Group structure and the digital world.
Student success
We want to be recognised as a leading organisation for outstanding practice-led learning, fostering the development of able graduates, ready to address business and societal challenges.
Real world impact
We will have research and innovation that enhances teaching and tackles global and civic challenges, generates critical insights and sustainable solutions that transform the lives of individuals, communities, businesses and society.
Access to opportunity
Through local and global partnerships we will create opportunities for individuals, businesses and society, and remove barriers to success.
Fit for the future
We will create a flexible, physical and digital environment, which is it for the future and embraces innovation and sustainability. Our transformational and inclusive culture will be people-centric, values-led and ambitious. Our core activity will align with businesses' and society's current and future requirements in terms of skills, knowledge, innovation and insight.
3. BACKGROUND TO THE REQUIREMENT
Within the LSBU Corporate Plan, student numbers are projected to increase and the university plans to continue to develop the range and flexibility of its academic provision, as well as significant place investment to our facilities and campus. The Higher Education market is becoming increasingly competitive, and many institutions are struggling to reach target numbers and grow their student base. This hasn’t stopped our ambitions, and with the help of an agency we wish to continue and improve our marketing efforts. 
Historically, we have worked with agencies who will assist us with research and planning of our marketing, advertising, media buying and digital campaigns. We are seeking to continue this type of arrangement and our appointed agency would be an extension of our in-house team, working closely with our marketing and design staff, predominately the Marketing Campaigns and Brand/Content Teams at LSBU, as well as the Marketing Team at South Bank Colleges.
4. PROJECT SCOPE
In scope of the project are:
· Media planning, buying, placement and optimisation
· Creative Services
· Management and co-ordination of advertisements/campaigns
· Management Information
· Providing ad hoc support to the Campaigns Team, as well as larger Marketing and Communications department

5. REQUIREMENT SPECIFICATION 
LSBU is seeking to appoint a full-service agency to handle all aspects of its advertising process - including creative development, planning, production, media planning and buying, placement and day-to-day management and optimisation of campaigns. The agency will plan, implement and manage our core annual recruitment campaign (including Clearing), providing relevant and useful management information within agreed timelines. The agency will also provide other marketing services when required including design, digital optimisation and general marketing support to the Marketing Campaigns Team. The Agency will work closely with and act as an extension of the in-house team. 
5.1 Consultancy Services:
· The formulation and submission to the Client of marketing, or recruitment promotion strategies, concepts, ideas, plans, programmes, or campaigns with appropriate year-on-year comparisons and ROI outlined.
· The submission of such cost estimates and timing plans are necessary for the implementation of the above and the provision of such of the Services as are set out below as may be appropriate.
5.2 Project Management:
· The implementation of agreed plans, campaigns, programmes upon Client approval, as set out below:
· Preparation and control of detailed production schedules, timing plans and logistics for all implementation and in-field elements of the defined project, programme or campaign;
· Preparation, submission and control of estimates, budgets and invoicing for all costs;
· Obtaining Client approvals of all campaign elements;
· Briefing and liaison with all necessary personnel, including Client staff and departments, agreed third parties, other Client suppliers and agencies including (without limitation) the Client’s Creative agencies and sector contacts such as UCAS;
· Prompt and accurate reporting on all aspects of campaign planning and operation;
· Providing evidence of work, both overseas and UK based examples and offline and online channels
· Post-evaluation
· Drafting terms and conditions for all activities, in line with Client policies as briefed, current legislation and all applicable codes of practice.  Obtain legal approval at the Client’s cost.
· Maintaining complete and accurate accounts and records relating to all aspects of work carried out for the Client for the duration of the Term.
· well-defined account management structure and day-to-day access to dedicated account team or a single point of contact, to work closely with the LSBU Marketing Campaigns team.
· on-going management of our online campaigns including daily performance analysis where relevant and ongoing optimisation. 
· effective account management services including managing advertising schedule, version control, invoicing and providing regular status and budget breakdown reports, new quotations, and attending on-site face-to-face status meetings with the Marketing Campaigns Team.
· proactively liaising with the Campaigns Team to facilitate the processing and placement of advertising in an efficient and timely manner.
· account management attitudes should exemplify willingness to understand our business, audience and portfolio and work collaboratively with internal stakeholders to deliver best results.
· management of third party profiles and external listings.

5.3  Creative Services:
· Developing /adapting of the primary brand/student recruitment advertising campaign concepts in accordance with the university’s brand guidelines and based on data and brief provided by the in-house team
· production of routine/tactical-level adverts in line with agreed design templates and formats 
· appropriate market testing of creative concepts, with relevant audiences to feed into development
· ad copy development to help shape key messages and claims to ensure compliance with ASA’s advertising standards codes and online content that conforms to priority 1 (A) and Priority 2 (AA) of the WCAG 1.0 and WCAG 2.0 guidelines except where to do so would compromise the agreed requirements.
· collaborating with the in-house Design and Brand team on production of creative concept, illustration and digital media production 
· art working services and preparing files in relevant formats for media channels ensuring clear quality control
· support our brand guidelines in relation to its application to advertising activities and championing brand compliance. 
· ad hoc design support where required and adapting campaign concept for online advertising, in accordance to the university’s brand guidelines and based on supplied briefs
· Online digital content and any functionality of such content should be created using WC3 standards compliant code including but not limited to HTML, CSS and JavaScript. The content should be cross browser and cross device compatible wherever possible and when required. 

5.4  Media Planning, Buying, Placement and Optimisation:
· The development and execution of agreed global media and campaign plans, from initial response to brief through to delivery and post-campaign analysis, including:
· High level brand awareness campaigns (such as TV, video on demand, and audio channels) 
· Digital advertising (such as paid search and paid social)
· Third party media suppliers and outdoor advertising 
· providing clear rationale for media recommendations, based on evidence, research, expected ROI and how it meets client’s objectives
· managing procurement of media ensuring optimal placement and demonstrating ability to obtain best possible value for money for LSBU
· liaising with media channels to obtain relevant and timely information on media performance to inform client and proactively re-align media plan to improve performance 
· providing insight into the media and online consumption habits/trends / behaviours of our target audience and demonstration foresight and innovation in HE adverting.
· full integration of paid search accounts (including but not limited to active google AdWords account) with our analytics platform. 
· consideration how owned media can be used in conjunction with paid media
5.5 Management Information:
· providing general account management information including adverting activity undertaken and top-level performance based on client KPIs, expenditure to date, costs breakdown
· provide end of campaign reports to an agreed format
· provide access (or read only access) to agency campaign analytics tools
· dashboard access to provide live data, with a view to be reactive within campaigns. 
· provide ongoing and live campaign analysis and commentary on performance in order to work with client to improve and adapt campaigns where possible
· We would like to retain ownership of our own data and therefore favour working cooperatively with an agency to sync campaign active with our central analytics account rather than be offered access to agency-owned analytics dashboard
· share best practice and developments in online advertisement

· Providing ad hoc support to the Campaigns Team, as well as larger Marketing and Communications department.  

6. Production:
The production and management of all materials, activities and services required to implement a campaign, project or programme, whether via internal Agency services or from external suppliers.  This includes but not limited to:
· Campaign management with third party contacts (digital and offline);
· Data management and list buying, incentives, mailing services, response handling & fulfilment;
· The trafficking and management of internal services;
· The competitive sourcing and management of external suppliers of bought-in goods and services;
· Management and cost control of specified third-party suppliers billing clients directly.
7. Schedule of Additional Services (optional):

The following additional services may be provided as and when agreed:
· Data Planning and Database consultancy
· Distribution Channel - communication, incentives and motivation
· Marketing Consultancy
· Market Research, including competitor insight and monitoring, HE market and outside of HE market to evidence global media trends and innovations  
· Web and digital consultancy 
· New Media opportunities 
· Public Relations opportunities
· Trade Marketing consultancy
· Ideas for creative solutions to non-media strategy, utilising creative services and industry contacts within the agency.
The actual Services to be provided under the provisions of any Call Off made under this Agreement shall be as set out in the Proposal and Call Off.
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