
10 11

Category Two – NOI Enhancement
Programmes and initiatives intended to generate revenue that directly enhances the net 
operating income (NOI) of a shopping centre or company. These may include sponsorships, 
alliances, advertising sales, or other supplemental or non-traditional revenue sources. It may 
include creative or innovative leasing and/or specialty leasing programmes, including targeted 
tenant retention efforts. This category may also include unique examples of operational 
efficiencies or other cost saving measures that resulted in expense reduction and/or increased 
revenue for the shopping centre owner. Of particular note, while NOI enhancement is the 
goal, successful programmes in this category will demonstrate an innovative approach that is 
executed within brand standards including ownership quality expectations and overall strategic 
decision making.

Award Categories
Marketing/Sponsorship
Marketing programmes that directly enhance the bottom line in a demonstrated and 
documented, clearly defined strategic direction. These may include sponsorships, partnership 
alliances that replace or alleviate marketing expenses, advertising sales, or other supplemental 
or non-traditional revenue sources.

Operations/Overall Team
This classification will highlight unique and unconventional examples of operational efficiencies 
or other cost-savings measures that resulted in expense reduction and/or increased revenue 
for the shopping centre. This classification also recognises overall team contributions showing a 
documented focus on the target from each team member and collective support of each other 
as the plan is executed, evaluated, and revised for success resulting in highly successful NOI 
enhancement.

Leasing
Creative or innovative leasing and/or specialty leasing programmes, including targeted tenant 
retention efforts.

Award Classification
• Shopping Centre
• Corporate, Company, or Joint Centre*
*  Companies may choose to enter group or shared programmes in any category. Entries should document 

how such efforts benefited both the individual centres and the company or group. Additionally, all entries 
reflecting corporate marketing efforts should also use this category.

Judging Criteria
Total Potential Score of 50. All judges use the same guidelines to assess the strength of the 
programmes. Consider this information in your entry preparation. Entries are scored based on 
the following criteria:
Situation and Business Objectives (up to 10 points)
This fundamental area addresses the business opportunity or issue to be solved using overall 
operational insight, demonstrated use of research and shopping centre financial data to identify 
strategic intent and achievement of measurable and realistic objectives. The judges will ask 
these questions when assigning a score:
• Was there a realistic and clearly stated NOI financial opportunity?
• Was the understanding of NOI impact demonstrated based on overall benefit to the business?
• Was a rationale for targeted partnership/alliance, etc., involvement demonstrated?
• Was the innovative ideation based in business intent?
• Were financial objectives specific and time-based?
• Did the objective support overall ownership “brand” direction?
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Action (up to 10 points)
This area measures the degree to which the programme supported its original financial 
NOI enhancement objective through the use of strategic decisions and action that 
supports/enhances business standards and ownership brand. The judges will ask these 
questions when assigning a score:
• Are the actions appropriate to the overall financial objective?
•  Are the actions appropriate for common area, brand, merchandising direction and overall 

business standards?
•  Did the plan achieve the financial gain and prove a solid benefit to other parties involved, 

i.e., non-ownership partners?
•  Was there clear documentation provided that demonstrates that this is a high-performing 

team that could dictate the “new” standard for the industry?

Innovation (up to 10 points)
Innovation relates to the action of creative and unique ideas established in the business 
need. Although the key driver is NOI enhancement, the entry must demonstrate an innovative 
approach to achieving the business objectives(s). The judges ask these questions when 
assigning a score:
• Does the entry clearly showcase a high degree of creative thinking?
• Is the creative thinking grounded in the business objectives?
•  Is there an overall theme in the action plan, i.e., the entire programme is creative, well 

thought out and demonstrates a clear intent to achieve the objective(s)?

Results (up to 20 points)
The results reveal how competently the programme’s actions were measured, documented, 
and reported, and the degree to which they supported the stated business objectives/NOI 
improvement. Judges ask these questions when assigning a score:
• Was strong detail provided in the results documentation?
• Did results relate to original objectives?
• Are the results credible?
• Did it impact the centre/company?
• Were the shopping centre owner’s interests well-served?
• Is it worthy of emulation by the rest of the industry?
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Supplemental Information
(Categories: One and Two)

Documentation 
Include one digital file (Word document or PDF) with up to 25 pages of information related to 
your entry. The first page of the file must be a table of contents that indicates each section’s 
beginning page number. The file should contain summaries of:
• Publicity
• Advertising
•  Supporting materials: images such as letters, brochures, or advertisements published within 

the eligibility period, photos of events, proclamations, and publicity

Images 
Upload up to 12 images related to your entry.
•  These images will not be viewed by the judges and if your entry is awarded a Gold Award 

or a Silver Award, some of the images will be used to display your entry for the awards 
presentation, ICSC’s and MECSC’s websites and publications.

•  Copyrighted photographs must be accompanied by a release from the copyright holder, in 
addition to any preferred credit acknowledgments.

•  Images should include various photos of the programme’s implementation and support 
materials.

• File format: High Resolution: jpg, jpeg, png, gif

Summary
The entry summary is essentially the marketing plan results for the entry.
•  The Entry Summary is limited to four web sections —one section for each element of the 

Summary (Max. 2,300 characters per section).
• It includes: The Situation, Action, Result, and Budget
• Facilitate the judges’ review by providing an easy-to-read entry.
• We recommend bullet points rather than narrative paragraphs.

Category One: Traditional Marketing
Situation and Marketing Objectives
Background information on what inspired you to create and implement the programme or 
project. Discuss unique problems or opportunities that influence your goals, strategies, and 
tactics.

Action
Give a detailed description of the “action” (something performed or done) that took place based 
on the situation at your property or company.

Results
Results should be specific and quantitative. Show documented facts resulting from the 
implementation. Post sales gains as percentages, defined as either comparable sales or total 
sales, and include the period of measurement (where possible, show actual numbers on which 
percentages are based). You may also include traffic counts. Publicity results should be shown 
in actual time and space received only and not as estimated or explained using any formula-
derived values. Entrants are required to provide a publicity summary in your publicity section, 
which can be summarized in your results page if publicity samples are provided. Your results 
should reflect the integrity intended in the ethics statement on your entrant form. Providing 
return on investment (ROI) data is suggested for entries submitted in the event and sales 
promotion and NOI enhancement. ROI demonstrates the dollar-for-dollar return that is achieved 
from your efforts and the resources invested.
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Budget and Resulting Cost Effectiveness
A one-page detailed list (in an Adobe PDF or Microsoft Word document) of dollars spent 
to implement your plan. All expenses, including primary and secondary expenses, must be 
included. This should include all production costs, media, and labour costs, fees, services, 
and incidentals. List donated expenses separately, and do not include with actual expense 
totals. Explanation should accompany any unusual cost savings or efficiencies. For joint 
campaigns, indicate costs for each participant. Sponsorship funds received should not be 
subtracted from total expenses when calculating the percentage of budget allocated. Please 
include all creative fees and agency retainers in your expense summary.
NOTE: You must show expenses as a percentage of your total annual marketing budget. 
Failure to do so may negatively affect the entry’s score.

Category Two: NOI Enhancement
Background and Business Objectives
A description of the business opportunity or issue to be solved should be clearly outlined. 
Include historical information that might have impacted/caused the need for this 
programme. Describe the situation as it relates to the entry category, either for a particular 
discipline (marketing, operations, leasing, specialty leasing) or overall team approach. 
Revenue/operating goals should be clearly stated and quantifiable. Where appropriate, 
provide a complete view of the possible partnership/alliance scenarios that were available 
and explanation of decisions made. It’s important to demonstrate the rationale for and 
competitive advantage of your strategic decisions to drive NOI enhancement.

Action
Give a detailed description of the “action” (something performed or done) that took place 
based on the situation at your property or company. Provide overall understanding of the 
team roles, where appropriate and individual contributions to achievement of goal(s). Be 
sure to showcase the innovation and creative ideation process and execution as well as the 
quality of implementation as measured by property/company standards and branding.

Results
NOI Enhancement results should be stated as a percent improvement over prior reporting 
time frame. Also, report the improvement as a percentage within an impacted line item, 
i.e., operations, leasing, marketing, or all. If possible show actual numbers in addition to the 
percent. Additionally, list any non-NOI enhancement results that became an outcome as a 
result of this programme, i.e., sales, traffic, publicity, increased partnership opportunities, etc. 
This additional information will demonstrate the impact NOI enhancement focus has on the 
total shopping centre success.
•  Your results should reflect the integrity intended in the ethics statement on your entrant 

form.

Financial Summary
Sometimes it takes money to make money. If you spent money on your NOI enhancement 
programme, provide a one page detailed list (in a PDF or Word document) of the actual 
dollars spent. Breakout expenses based NOI impact including marketing tools used, 
operations including labour, contractor or vendor expenses and other monies necessary 
to achieve the goal. Demonstrate net dollars gained to NOI either through increased 
revenue,reduction in operating expense, or other. Show expenses as a percent to total 
budget impacted. If no dollars were spent, please indicate it on this page.
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Helpful Tips for Preparing Your Marketing and NOI Entries

1:  Enter the right category 
Make sure you enter the most appropriate category. Some criteria overlap between 
categories so carefully check the definitions before you start. Your project may be entered into 
more than one category; however, each entry must adequately demonstrate the category’s 
specific (and different) objectives.

2:  Tell a story 
Your entry needs a clear storyline with a beginning, middle, and an end. The judges are 
unlikely to be familiar with your situation, be it a specific centre, a group of centres, or your 
entire portfolio, so make sure your entry describes why and what you did, and outlines all 
resources employed, corresponding costs, and detailed qualitative and quantitative results.

3:  Be MECE 
The structure of your entry should be clear, concise, and relevant. Summarise, short sentences 
and bullet points are usually a better way to convey detail. Make sure you are MECE: Mutually 
Exclusive (you don’t repeat yourself) and Completely Exhaustive (you don’t leave anything 
relevant out).

4:  Be SMART 
Everything you submit should be Specific, Measurable, Achievable and Realistic, and fit a 
clear Time frame.

5:  Be honest 
Show how the project achieved good value for money and Return On Investment (ROI), but 
don’t exaggerate —the judges will spot this. If some aspects of the project did not work well, 
or gave you an idea for improvement next year, then this shows a rounded and realistic 
approach.

6:  Explain why 
Explain why the business idea behind your entry is good and why the implementation was 
successful. Why did you choose this idea and not something else? Was it aligned with your 
overall strategy? Did it answer your business brief? Were objectives and goals achieved? Is 
this entry a good benchmark for the industry?

7:  Don’t forget the power of the supporting material 
Make sure you have solid supporting evidence to show how you achieved your objectives. 
Images, photographs and/or videos, testimonies, and market research results are always 
great advantages.

8:  Allow enough time to create your entry 
The best entries are planned well in advance and written with sufficient time for reviewing 
and editing.




