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To succeed in today’s marketplace, brand awareness and 
consumer loyalty are pertinent. The Loyalty & Engagement 
Awards emerged from the need for a platform to recognise 
excellence in consumer-centric marketing activities that 
have helped to grow and retain your biggest advocates – 
your customers. It is for this very reason, that Marketing 
magazine will be presenting the Loyalty & Engagement 
Awards 2020 in Hong Kong.

Judged by an independent panel comprised of senior, client-
side marketers and loyalty experts who have vast experience 
in the art of engagement, the Loyalty & Engagement 
Awards set the benchmark for outstanding merit in building 
lasting relationships.

This year, 26 categories are open for entry covering diverse 
scope of vertical engagement and loyalty programmes. 
Check out the details of the categories and make sure you 
are part of the 2020 event!

We wish all entrants the very best of luck with their 
submissions!

CATEGORIES

1.	 Best	CRM	Strategy
2.	 Best	CX/UX	Strategy
3.	 Best	Engagement	Campaign	-	Mass	Audience
4.	 Best	Engagement	Campaign	-	Targeted	Audience
5.	 Best	Loyalty	Campaign
6.	 Best	Loyalty	Campaign	-	Launch	/	Rebranding
7.	 Best	Loyalty	Programme	-	Fashion	&	Beauty
8.	 Best	Loyalty	Programme	-	Finance	&	Insurance
9.	 Best	Loyalty	Programme	-	Food	&	Beverage
10.	 Best	Loyalty	Programme	-	Lifestyle	&	Entertainment
11.	 Best	Loyalty	Programme	–	Retail
12.	 Best	Loyalty	Programme	-	Travel	&	Hospitality
13.	 Best	Membership	Programme
14.	 Best	Omni-Channel	Strategy
15.	 Best	Partnership	Loyalty	Campaign
16.	 Best	Social	Media	Strategy
17.	 Best	Use	of	Apps
18.	 Best	Use	of	Contests
19.	 Best	Use	of	Corporate	Social	Responsibility
20.	 Best	Use	of	Gamification
21.	 Best	Use	of	Influencers
22.	 Best	Use	of	Integrated	Media
23.	 Best	Use	of	Rewards	&	Incentives
24.	 Best	Use	of	Smart	Data	Analytics
25.	 Best	Use	of	Technology
26.	 Best	Use	of	Experiential	Marketing

AWARDS CATEGORIES
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To ensure a smooth entry submission, please go through this guidelin thoroughly before you 
proceed. 

All entries, supporting documents and required materials are to be submitted online here: 
https://awards.marketing-interactive.com/loyalty-and-engagement-hk/entry-submission/ 
by 5 February 2020, 6pm. 

Important: To ensure a fair result, Marketing enforces a system where judges will not have 
access to entries submitted by their own organisation or other organisations from the same 
industry. 

ELIGIBILITY 
All campaigns and initiatives must have been launched or active between the eligibility period 
of 1 December 2018 – 31 December 2019. Entries should reflect results achieved during 
this period.

All work must have been conceptualised and carried out in Hong Kong for the Hong Kong 
market or for a regional and/or global market that includes Hong Kong.

Entrants may submit the same work/campaign/initiative into multiple categories or different 
works/campaigns/initiatives into one category. There is no limit to the number of entries an 
entrant may submit. However, when submitting multiple entries, you are strongly recommended 
to tailor them based on the requirements of each category.

KEY DATES
Entries close 5 Feb 2020, 6pm.

Finalists announced 13 March 2020

Gala dinner 23 April 2020

SUBMISSION OVERVIEW

https://awards.marketing-interactive.com/loyalty-and-engagement-hk/entry-submission/
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Listed is the information, materials and documents required for the entry submission. You may want to get them prepared in advance. 
Information (unless specified as confidential and/or for the judging process only) may be used during and after the Loyalty & Engagement 
Awards gala dinner, and on any related materials, including trophies, signage and Marketing magazine’s print and online editions.

STEP 1
START REGISTRATION
Sign up with your email address and 
set up a password. 

STEP 2
CONTACT PERSON
This will be the main contact person for any 
potential follow-ups regarding the registration. 

1. Full name: 
2. Email: 
3. Mobile number: 
4. Company name: 
5. Job title: 
6. Direct line: 
7. Mailing address:

STEP 3
ENTRY DETAILS
Listed are the details you will provide about your entry submission.

1. Category:
2. Name of campaign:
3. Name of client organisation  
 (all Ltd/Limited/Holdings Limited will be omitted):
4. Name of brand 
 (all Ltd/Limited/Holdings Limited will be omitted):
5. Name of agency 
 (all Ltd/Limited/Holdings Limited will be omitted):
6. Industry of client:
7. Campaign period – start date:
8. Campaign period – end date:
9. Campaign venue:
10. Information of client‘s team contact
 i. Full name:
 ii. Job title:
 iii. Email:
 iv. Direct line:
11. Upload submission document*:
12. Logo of the client organisation (min. 300 dpi):
13. Images of campaign (for editorial coverage):

* Please refer to the “judging criteria” section for further details.

ONLINE ENTRY SUBMISSION
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REQUIRED FORMATS

All	entries	must be completed on the templates* issued by the organiser	and	submitted	in	the	format	mentioned	below. 

*Submission	template	links:
https://awards.marketing-interactive.com/loyalty-and-engagement-hk/entry-submission/

Important points to note:

-  Entries done in any other format will NOT be accepted.

-  Altering the submission template or deleting any 
words from the slides may result in a 30% deduction 
of total marks.

-  The number of slides specified for each template is fixed 
and CANNOT be exceeded.

-  After the submission deadline, all details on the entry 
submission form, including company names, credits 
and so on, are FINAL and CANNOT be changed and/
or transferred to another party. Details will be presented 
accordingly on the prize announcements as well as on 
trophies and/or any other awards-related materials. Any 
changes made after submission will be charged 10% of 
the submission fee.

-  Also, please ensure that all details are submitted in 
English only.

 
Please check your submissions thoroughly. Any invalid 
or incomplete submissions will be subject to a penalty 
deduction of your total score.

Document format

Core submission document: .ppt / .pptx / .pdf only

Name your submission document as in: Category name_Client organisation

Logo of the client organisation and 
image(s) of campaign: 

.jpg only

Font size: 18 or above  
Indicate in red text or highlighted in red any specific information or content 
intended only for judging purposes and not for publication.

Video: YouTube or Vimeo link only.  
Please read the video requirements below.

Max file size (all documents): 10 MB

Video requirements

Length: Three minutes only. 
Video beyond this time limit will NOT be viewed.

Procedure: 1.   Upload your video onto YouTube or Vimeo. 
2.   Set the privacy setting to “unlisted” so the video is accessible to only those 

with the link. 
3.   Include the direct link in your core submission document. 
4.   If you password-protect it, include the access password in your document.

ONLINE ENTRY SUBMISSION

https://awards.marketing-interactive.com/loyalty-and-engagement-hk/entry-submission/
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ENTRY FEE AND PAYMENT METHOD 

Entry fee: USD196	(equivalent	to	HKD1,530,	at	an	exchange	rate	as	USD1	:	HKD7.8)

Payment methods: Credit cards, cheques, bank transfers. 
– Credit cards accepted: Visa, MasterCard, Amex. 
– For payments made by cheque and bank transfer, they are welcome for amounts over    
   HKD10,000. An invoice will be sent to you upon confirmation of your entry submission. 

Entry fees are non-refundable. Trophy is not included in the entry fees.

CONTACT US
For further enquires, please contact 
Nicholas Lam
Senior	Project	Executive	
+852 2695 6620
nicholasl@marketing-interactive.com

Gigi Ip 
Project	Executive	
Tel:	+852	2695	6616	
gigii@lighthouse-media.com	

ENTRY FEE AND PAYMENT METHOD

mailto:nicholasl%40marketing-interactive.com?subject=The%20Sparks%20Awards%202019
mailto:gigii%40lighthouse-media.com%20?subject=
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CONTEXT – 10% (1 slide)

•	 Describe	the	problem	or	challenge	the	brand	faced.	What	was	the	competitor	
landscape?	What	was	holding	the	brand	back?

•	 What	were	the	goals	your	brand	wanted	to	achieve	by	tackling	the	challenge?
•	 Who	was	your	target	audience	in	the	context	of	this	challenge?
•	 What	strategy	were	you	using	before	this	(if	any)	and	why	was	it	not	working?

STRATEGY – 35% (3 slides, visuals included)

•	 Detail	the	plan	devised	to	address	your	challenge
•	 Elaborate	on	the	key	considerations	for	choosing	this	over	other	platforms
•	 Elaborate	on	the	strategy	–	timeline,	budget,	creative	and	media		

considerations,	etc.	

ACTIVITY – 35% (2 slides, visuals included)

•	 How	was	the	strategy	executed	and	communicated	to	its	audience?
•	 How	did	the	delivery	demonstrate	best	practice	in	planning	and	execution?
•	 What	was	the	rationale	behind	the	chosen	dissemination	platform/s?

RESPONSE – 20% (2 slides, visuals included)

•	 Please	provide	measurable	metrics	on	the	success	of	your	programme	
in	relation	to	the	goals	you	wanted	to	achieve	–	for	example,	financial	
improvements/	customer	satisfaction	improvements/	engagement	levels/	
membership	levels/	interaction	and	response	levels

•	 Provide	clear	statistics	where	possible	

JUDGING CRITERIA
In your core submission document, address the following sections. Keep your content as concise as possible, and do not exceed the 
word limit in the respective sections. 

Judges have the right to deduct points for incomplete information and an exceeded word limit. 

Entries will be subjected to disqualification. Tailor your content based on the category you are entering (refer to category descriptions).
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1. Best CRM Strategy

This category recognises the best CRM strategy which has proven to be successful in 
generating repeat customers and developing a customer base. Entries should demonstrate 
how a CRM strategy was developed and implemented, which successfully built loyalty, 
helped to retain business and enhanced the customer proposition.

2. Best CX/UX Strategy

This category recognises the best CX/UX strategy which offers a seamless and intuitive 
experience to satisfy customers’ growing expectations in a customer-centric approach. 
Entries should demonstrate how the strategy was developed with the customer in mind, 
making sure it was easy for the target audience to interact with the brand, or increase 
customer engagement.

3. Best Engagement Campaign – Mass Audience

This category recognises the best engagement campaign that was designed for the mass 
public to drive engagement and achieve a specific marketing outcome. Entries should 
illustrate how the campaign offered high levels of engagement with the mass audience in 
spreading the brand’s message, and how it left a lingering impact on the audience. 

4. Best Engagement Campaign – Targeted Audience

This category recognises the most successful execution of an engagement strategy designed 
for a targeted audience (for example, age, gender, demographic) to achieve a specific marketing 
result. Entries should demonstrate how the campaign offered high levels of engagement with 
the targeted audience in promoting loyalty, and how it left a lingering impact on the audience. 

5. Best Loyalty Campaign

This category recognises the best marketing campaign that was strategically focused on 
growing and retaining existing customers through incentives. Entries should outline how the 
campaign successfully improved customer loyalty and buying behaviour through a strategic 
customer value proposition.

6. Best Loyalty Campaign – Launch/Rebranding

This category recognises the best launch or rebrand of a loyalty programme or a loyalty 
programme designed to support the launch/rebranding of a product and/or service. Entries 
should demonstrate the impact of this launch/rebranding strategy had on retaining customers 
and growing the customer base(s). 

7. Best Loyalty Programme – Fashion & Beauty

This category recognises the best loyalty programme designed to drive engagement and 
advocacy, specifically for a fashion and/or beauty brand. Entries should illustrate how 
successful the campaign was in increasing customer engagement and building long-term 
relationships with customers, resulting in a positive business outcome.

8. Best Loyalty Programme – Finance & Insurance

This category recognises the best loyalty programme designed to drive engagement and 
advocacy, specifically for the financial and/or insurance industry. Entries should illustrate how 
successful the campaign was in increasing customer engagement and building long-term 
relationships with customers, resulting in a positive business outcome.

9. Best Loyalty Programme – Food & Beverage

This category recognises the best loyalty programme designed to drive engagement and 
advocacy, specifically for a food and beverage product or service. Entries should illustrate 
how successful the campaign was in increasing customer engagement and building long-
term relationships with customers, resulting in a positive business outcome.

10. Best Loyalty Programme – Lifestyle & Entertainment

This category recognises the best loyalty programme designed to drive engagement and 
advocacy within the lifestyle and entertainment service industry. Entries should illustrate how 
successful the campaign was in increasing customer engagement and building long-term 
relationships with customers, resulting in a positive business outcome.

11. Best Loyalty Programme – Retail

This category recognises the best loyalty programme designed to drive engagement and 
advocacy specifically for a retail brand. This could also apply to malls and shopping centres 
as well as stores with a presence in either the online and/or offline space. Entries should 
illustrate how successful the campaign was in attracting new customers and increasing 
customer engagement, resulting in a positive business outcome.

12. Best Loyalty Programme – Travel & Hospitality

This category recognises the best loyalty programme designed to drive engagement and 
advocacy in the travel and hospitality service industry. This can encompass or include 
airlines, hotels, tour agencies and/or booking sites. Entries should illustrate how successful 
the campaign was in increasing customer engagement and building long-term relationships 
with customers, resulting in a positive business outcome.

CATEGORY DESCRIPTIONS
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13. Best Membership Programme

This category recognises the best loyalty programme that uses membership to generate 
commercial benefits, as well as offering value to the consumer and enhancing customer 
loyalty. Entries should demonstrate how it cultivated and enhanced loyalty and engagement, 
as well as how it communicated with its members. 

14. Best Omni-Channel Strategy

This category recognises the most effective omni-channel strategy in driving customer 
engagement and loyalty across different touch-points. Entries should illustrate how a brand 
utilised the strategy to understand customers better, and developed customer-centric 
marketing tools to support customer-centricity, customer satisfaction, and loyalty. 

15. Best Partnership Loyalty Campaign

This category recognises the best loyalty campaign led by two organisations that formed a 
successful partnership in order to generate a cohesive outcome and drive loyalty for both 
brands. Partnerships can be in the form of card-linked offers, redemptions, discounts and 
entitlements. Entries should demonstrate how the partnership campaign specifically benefited 
both companies/brands to reach a mutual benefit and deliver strong business returns.

16. Best Social Media Strategy

This category recognises the best social media strategy that built strong ties and a recurring or 
ongoing connection with consumers. Entries should illustrate how the strategy was deployed 
over social media channels and how effective the strategy was in enhancing customer 
acquisition and providing communications with prompt and innovative engagements 

17. Best Use of Apps

This category recognises the most effective use of an app in building strong ties and a 
meaningful connection with consumers. Entries should demonstrate heightened usage and 
returning loyalty among the target customer base.

18. Best Use of Contests

This category recognises brands that have used contests to engage with its audiences 
to form a lasting consumer experience while driving a core marketing objective. Entries 
should demonstrate how the contests led to an effective call to action and improved 
customer engagement.

19. Best Use of Corporate Social Responsibility

This category recognises the best engagement initiative held by an organisation for a charity 
or an organisation it had a partnership or association with. Entries should demonstrate how 
the initiative benefited both parties: improving consumer loyalty and/or engagement, as well 
as generating positive outcomes for society/the cause.

20. Best Use of Gamification

This category recognises brands that have used games to engage with their audiences to 
form a lasting consumer experience, while driving a core marketing objective. It includes the 
use of mobile and online games, leader boards, badges, points and challenges, as well as 
online/offline integrations. Entries should demonstrate how the brand incorporated gaming 
to extend their client base, and gain loyalty with a fun and engaging approach. 

21. Best Use of Influencers

This category recognises the best campaign designed to increase consumer interest 
in a brand, product or service and/or changing consumers’ attitudes through the use of 
influencers. Entries should demonstrate increased audience engagement and the generation 
of positive word of mouth by consumers following the collaboration with the influencer. 

22. Best Use of Integrated Media

This category recognises the best integrated media campaign which has been used as a 
tool for engagement to deliver a core marketing objective. Judges will be looking at how the 
idea was executed across multiple distribution channels (at least three channels) to support 
the strategic approach, and the results from the combined use. Entries should reflect the 
effectiveness and creativity through the use of multiple channels to cultivate, build and 
enhance loyalty.

23. Best Use of Rewards & Incentives

This category celebrates the brand which best leveraged on rewards and incentives to 
cultivate customer loyalty. Entries should demonstrate how the rewards/incentives strategy 
increased customer loyalty and/or engagement, offering value to the customers as well as 
commercial benefits for the brand.

CATEGORY DESCRIPTIONS
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24. Best Use of Smart Data Analytics

This category recognises the best utilised data analytics strategy to better understand and 
engage with its target audience. Entries should demonstrate how market research, data 
analytics and performance measurements helped in offering them a better proposition to 
shape the loyalty strategy. 

25. Best Use of Technology

This category recognises the most innovative use of technology to attract customers and 
enhance customer loyalty. Entries should demonstrate how the innovative technology served 
as the enabler for the brand and customer with meeting customer expectations, and thus, 
improving customer engagement and loyalty. 

26. Best Use of Experiential Marketing

This category recognises the best use of a hands-on experience to take the target audience inside 
a brand to stimulate interest and enhance engagement for a brand. Entries should demonstrate 
interaction and engagement with their audience which enhanced brand identification, perception 
and advocacy. Creativity and the strategy behind the experiential programme or campaign are 
also important

CATEGORY DESCRIPTIONS
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Entries	will	not	be	considered	for	judging	if	payment	is	not	received	within	five	working	days	
upon	being	invoiced,	if	an	invoice	is	required	before	payment.

By	submitting	the	entry,	the	entrants	guarantee	that	all	the	works/information	submitted	are	
true	and	accurate.	Marketing	magazine	reserves	the	right	to	verify	any	information	submitted	
in	the	entry.

Upon	submission	deadline,	all details on the entry submission form, including company 
names, credits and so on, are FINAL and CANNOT be changed and/or transferred to 
another party. Details will be reflected on the website, trophy (presented on the awards 
night, should you win) and/or any other awards-related materials.	Any	changes	made	
after	submission	will	be	charged	10%	of	the	submission	fee.

Also,	please	ensure	that	all	details	are	submitted	in	English	only.

The	judges’	decisions	are	final.

Without	prior	notice,	Marketing	magazine	reserves	the	right	to	merge	categories	or	dissolve	
any	categories	should	it	be	deemed	necessary.	Should	a	category	or	categories	be	dissolved,	
entries	in	that	category/categories	will	be	notified.

Finalists	need	to	be	present	or	appoint	a	representative	to	be	present	at	the	awards	gala	
dinner	in	order	to	receive	their	trophy(ies)	in	case	they	win.

The	entrant	agrees	that	Marketing	magazine	or	Lighthouse	Independent	Media	will	not	accept	
responsibility	for	errors	or	omissions	reproduced	in	the	presentation	of	Marketing	magazine	or	
for	work	lost	or	damaged	under	any	circumstances.

TERMS AND CONDITIONS
Any	specific	information	or	content	intended	for	judging	purposes	only	must	be	clearly	
indicated	in	red text	or	highlighted in red	and	will	not	be	used	for	publication,	and	will	not	
be	disseminated	beyond	the	judging	panel	in	any	way.

The	entrant	grants	Marketing	magazine	permission	to	show	material	from	the	entries	at	the	
awards	presentation,	in	the	magazine	and	at	any	time	as	deemed	appropriate.

The	decisions	of	Marketing	magazine	in	all	matters	relating	to	the	Loyalty	&	Engagement	
Awards	shall	be	final	and	binding.

For further enquiries, please contact:

Nicholas Lam
Senior	Project	Executive
Tel:	+852	2695	6620
Email:	nicholasl@marketing-interactive.com	

Gigi Ip
Project	Executive
Tel:	+852	2695	6616
Email:	gigii@lighthouse-media.com	

mailto:nicholasl%40marketing-interactive.com?subject=
mailto:gigii%40lighthouse-media.com?subject=

