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SPECIFICATIONS

RECRUITMENT OF AN ADVERTISING SPACE BROKER

	
COMPANY PRESENTATION

Historical operator in Cameroon’s electricity sector, Eneo aims to safely deliver reliable energy and quality services, at an affordable price, while being a model of governance in Africa.
Anchored at the heart of our core business, integrity, cohesion, respect and commitment are the pillars of the values around which Eneo builds its identity. They are central to the performance of its public service missions, but also to satisfy its customers and more generally all stakeholders.
With 3,650 employees spread out across its main business activities of power generation, distribution and commercialisation, Eneo invests daily to improve on the quality of electricity supplied. 

PREAMBLE

To ensure that its stakeholders properly understand and perceive its activities, Eneo Cameroon regularly communicates through various media.
Pursuant to Section 10 of Law No. 2006/018 of 29 December 2006 regulating advertising in Cameroon that states,  “ Practice of the professions of advertising consultant and advertising firm shall be carried out within the framework of commercial companies and in accordance with the community, legislative and regulatory provisions governing commercial activities and laying down rules of competition in Cameroon,” Eneo Cameroon uses advertising space brokers to manage its commercial and advertising relations.

In recent years, several factors have affected the increase in the role of advertising agencies or space brokering firms:
· The spike in the number of media, tied to the dynamism of media groups and the technological revolution (digital television, multimedia/Internet, interactivity), has made media selection a more complex exercise, all the more so because this proliferation has led to audience fragmentation.
· Advertisers’ search for even greater efficiency has increased the need to look for tools that enable precise evaluation of audiences, more interesting rates, and conditions to buy and measure the return on media investment.
· The growing concentration of the media market has, in turn, led to the rise of media agencies more or less big or small, in terms of size, staff, technology and capacity/reach, to better serve the interests of advertisers. 
SCOPE OF ACTION OF THE ADVERTISING SPACE BROKER

Media Strategy/Planning:
· Define targets and objectives : based off marketing or communication targets, with media surveys and consumer databases ;
· Analyse budgets : evaluate previous budgets, definition of optimal budgets to attain objectives ;
· Recommend media-mix : select media or counter-proposals for recommendations of the advertiser, spaced out over time ;
· Perform multi-campaign coordination

Analysis and selection of communication means:tactical planning and optimisation of media
· Quantify and set hierarchy of objectives : levels of reach and distribution of frequencies, qualitative aspects, special locations.
· Budget estimated net costs , based on approved price list;
· Elaborate plans (with alternatives) and produce recommendations;
· Optimise the final plan based on constraints and the possibilities of each means/media.
Negotiation and purchase of the best spaces in the best conditions
· Negotiate the best prices/spaces/channels, or apply the prices the advertiser negotiates with media;
· Analyse the terms & conditions of each media channel;
· Rank media channels based on their costs and constraints;
· Perform administrative and financial monitoring : submit evidence of inserts and billing, evidence of broadcast, evidence of payment
Detailed post-campaign Analysis
· Perform post-analysis of campaigns : real versus objectives, qualitative and quantitative, explain gaps.
· Perform post-analysis purchase : negotiations and other economic benefits obtained, proof of insert, control when compared to orders, compensations and restoration;
· Ensure post-analysis efficiency : role of media in the communication mix, acquisition of surveys (media consumption habits…);
Serve as the interface...
The broker shall be Eneo’s interface with on- and off-line media across the country, namely:
· Print media;
· Television
· Radio
· Internet (buy on-line space, sponsor ads on social media)
· Posters;
· Production costs (% of the service); 
· Management of team’s reporting costs; 
· Management of study purchase; 
· Sizing budgets (recommendation, budget); 
· Manage journalists and other actors transported during Public Relations (press visits, press trips, media seminars or associations of journalists, seminars with associations of journalists, meeting between Eneo management and opinion leaders, etc);
· Accommodation, 
· Feeding;  
· Transportation; 
· Daily allowance;
· Organise of PR events; 
· Production of media material: Video and audio animatic; 
· Management of media aid production: 
· List of consultants jointly agreed upon between the broker and Eneo 
· Production price list (format, duration, types of content, …) 
· Ready-for-broadcast advertorial; 
· TV (shooting, editing,writing, voice); 
· Radio (writing, collection, editing, voice); 
· Print media /internet (brief, collection, writing, layout);
· Partnership with digital platforms and actors; 
· Local, roadside, digital... posters; 
· Any other media communication opportunity not stated and that the advertiser deems useful will be the subject of an agreement on the content and prices, given that these prices are negotiated by Eneo’s procurement team. 

SPECIFIC MISSIONS
Its missions shall be:
Media consultancy and media planning services;
· Choose media;
· Prepare calendars;
· Evaluate insert costs;
· List technical constraints;
· Analyse media consumption of our stakeholders;
· Choose locations that will consider preferred locations eventually recommended by the advertiser;
· Make and present to the advertiser the recommendation and the media plan;


Services relating to monitoring and optimisation of advertising campaigns;
· Monitoring, 
· Reporting 
· Monitoring of advertising;
· Choose media;
· Carry out surveys; 
· Prepare calendars
· Evaluate insertion costs;
· List technical constraints;
· Optimise advertising campaigns;
· Analyse the media consumption of our targets;
· Assess campaigns (penetration and coverage rate...);
· Manage events on the ground (press conference, advertorials, daily allowances);
· Prepare and present the recommendation and media plan to the advertiser;
· The choice of locations that will consider preferred locations eventually recommended by the advertiser;

Deliver technical services;
· Produce audiovisual, graph and sound content;
· Design, edit and produce printed material (press kit…);
· The purchase of services and various rights ( copyrights, image rights...);


DELIVERABLES
· Advertising monitoring report
· Monitoring report;
· Post-operation assessment and report;
· Advertising campaign report;
· Quarterly, bi-annual and annual activity reports;
· Financial management report of media partners;
· Media surveys and statistics.


FINANCING
The broker should be able to pre-finance its needs for up to two months, based on a purchase order,  while waiting for payments that will be made, according to Eneo procedures, 90 days after invoices are submitted.

REMUNERATION OF THE BROKER
A percentage shall be applied to the total cost of the space, excluding VAT. This percentage shall be 17.65% based on market practices. A more advantageous proposal from bidders shall be considered when analysing their respective financial bids. 


SERVICE LEVEL AGREEMENT (SLA)
AGENCY
· Send the complete recommendation (plan, planning, budget, etc.) 24hours after the advertiser makes its request;
· Carry out the campaign no later than 24 hours after it is approved by the advertiser;
· Submit all administrative/financial documents no later than 48hrs after the campaign, for partial or full acceptance of services in the system;
· Submit complete invoices no later than 24 hours after partial/full acceptance or signing of the system minutes

ADVERTISER (ENEO)
· Perform partial or full acceptance no later than 24 hours after the agency submits compliant documents;
· Pay for the services 03 months after invoices are submitted.

PROFILES OF HUMAN RESOURCES AT THE BROKER
At the level of the broker, the partnership shall be managed mainly by a customer relationship officer with the following qualities: 
· Academic or professional training in communication, sales and related fields ;
· Skills in strategic and media planning, media monitoring, press relations, advertising monitoring, reporting;
· Perfect mastery of media (structures, processes and officials);
· Experience of at least 02 years in managing the operations of an advertiser as big as Eneo.
The customer relationship officer shall be supervised by a Senior (with at least 10 years of experience in advertising space brokerage) with the support of multi-disciplinary team (finances, operations…).

  
EVALUATION OF THE BROKER

Within the framework of the consultancy, each applying advertising space broker will submit a bid with two-parts: a technical and a financial proposal. 
Evaluation of the Technical Proposal 
 (20 points) 
· Mastery of the context and activity of advertising space brokers and media; 
· Mastery of the media environment; 
· Analysis of Eneo’s activity and its implications on its relations with media outlets; 
· Mastery of how relations between brokers and advertisers (Eneo) work, considering the specificities of Eneo;
· Tools to manage proposed operations;
· Reporting tools and deliverables; 
· Analysis of risks relating to broker-led operations for the advertiser and the broker as well as the proposed control and mitigation plan; 
· SLA proposed (indicators of service quality, measurements and control tools);
· Technical capacities of broker’s teams; 
· Financial management model and pre-financing ability; 
· References.
Evaluation of the Financial Proposal 
(20 points)
· List of maximum prices - excluding taxes for all operations to buy space & surveys, manage PR, produce content and media identified by the broker;
· Cost of the broker’s fees and scope (the broker may propose a commission lower than 17.65%) ;
· Propose a flexible mechanism to make purchases at prices lower than maximum prices.



	Director of Communication and Brand Management ( DCBM)
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Facture électronique - Auto reléve des index compteur - Réclamations - Branchements et Abonnements...




