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Knowledge

ÅWe have extensive 
experience in the retail, 
transport, finance and  
technology channels.
ÅWe are experienced 
in set-up and 
management of large 
scale, complex  field 
marketing projects. 
ÅWe have experience 
in TUPE ïUK and 
EMEA.

ÅWe have the flexibility 
required when dealing with 
multi-faceted teams ïstrategic 
v. tactical; merchandisers v. 
trainers v. demonstrators.
ÅAll our programmes are 
bespoke and designed with the 
client objectives at the 
forefront.

Flexibility ÅGfK is a global organisation 
(top 4 market research 
agency) with 3 specialist 
divisions, Custom Research, 
Retail & Technology and 
Media.
ÅField Marketing sits in the 
Custom Research division.
ÅWe are able to call on 
significant skills in back office 
and IT.

GfK Group Security

Our Teams

ÅHighly experienced, 
consistent , passionate and 
capable project team ïwe 
have a large group of experts 
to draw upon from across all 
our business teams.  
ÅWe have high staff and 
client retention levels (RIM 8 
years & Boots 5 years).
ÅWe guarantee quality  field 
marketing programmes.

GfK NOP Field Marketing is a top 5 UK Field Marketing agency:

Why choose GfK NOP Field Marketing
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Strategic 
/ Tactical

Price Checking

Merchandising

Promoters

Store 
Refurbishment

Retail Staff 
Training

Classroom 
Training

Stock Audits

Mystery 
Shopping

Compliance

Specialist 
Support

Demonstrators

We can manage all of your Field Marketing 
activities
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E-commerce ïonline 
merchandise sales

Retail ïconvenience, 
supermarket, high street, 
chemists, FMCG, furniture 

Technology ïmobiles, sat nav, 
broadband, computing, 
mapping software 

Cinema ïEuropean & UK 

Transport ïcar parking, train 
services, stations 

Apparel ïdesigner, high end, 
ladies, fashion brands

Financial ïcredit cards, insurance 

Our 
experience

Across a variety of sectors
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To benefit your company by delivering
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ñWillingness to work and adapt processes and 
procedures to meet our needs and anticipate what 
we do sometimes in advance of what we think we 
are about to do ñ

Transport Provider

ñAccount management, speed of implementation 
and cost effectiveness. They understand my 
brief and they understand my problems ñ

Electronics Client

ñThe team is very closely aligned to our business 
so there is an element of trust and 
understanding, so projects happen without being 
micro-managedò

Mobile Phone Manufacturer

ñThey are very flexible, friendly, understanding, 
they listen and contribute to reports and ideas 
and are very willing. They are very good value 
for moneyò

Health & Beauty Retailer

Client Feedback

ñWe managed to improve the project in terms of 
trouble shooting, insight gained, from an IT 
standpoint of what we are trying to capture and 
also from a field marking insight in terms of what 
was going on and it was very valuableò

Drinks Manufacturer
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Account Teams



© 2011 GfK NOP Field Marketing 8

Commitment 5.

Integrity

Commitment 4.

Reporting

Commitment 3.

Tailored 

Management Philosophy

Below we have outlined a five ñclient commitmentsò approach that will help to ensure that we design, implement and 
deliver a successful programme. 

Commitment 2.

Goals

Commitment 1.

Availability

We operate with 
complete 
transparency and 
complete regular 
project critiques

We offer 
inclusive web 
reporting and will 
design our 
management 
reports with you 
to ease your 
workload

We will design 
you a bespoke 
programme, 
tailored to meet 
your needs

We will be an 
extension of your 
business & are 
targeted to meet 
your goals & 
objectives

Our client handlers 
will be on call 24/7 
to service your 
business & we can 
locate up to 5 days 
per week in your 
office
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Our Awards

We have won awards at each of the last four years Field 
Marketing Awards ceremonies that we have entered, for 

the work with our partners.

We know how to train and know how to achieve results. On 
behalf of a client, our training team has achieved one of 
the highest accolades for training within the mobile 
industry:

Winner of Manufacturer of the Year ï

ñIts training programmes and support for retailers and 
distributors are the best out thereò 

ïMobile Industry Awards 2010

.

http://www.google.co.uk/imgres?imgurl=http://www.asahibeer.co.uk/features/images/news/85ab965f7bb946d58768bc4732f122cf.jpg&imgrefurl=http://www.asahibeer.co.uk/features/news/archive.aspx&usg=__DCg6GgFNr6uYifW5H0LQdrupPOE=&h=580&w=580&sz=165&hl=en&start=15&sig2=1tozX2scX5UjJjAeoIt6WQ&um=1&itbs=1&tbnid=TEU0H8aP-NhHDM:&tbnh=134&tbnw=134&prev=/images?q=field+marketing+awards+logo&um=1&hl=en&rlz=1G1GGLQ_ENUK297&tbs=isch:1&ei=-hHsS9-FBtH5-Qbdtc2zBA
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Field Marketing Management Team

James 
Martin

Director

Marc 
Williams

Director

Lisa
Williams

Associate Director

Jayne 
Jones

New Business Manager

Jo
Peplow

Training Manager

Andy
Mansbridge

Programme Development 
Manager

Alan 
Holliday

Managing Director 

Sam 
Wells

Operations Manager

Andy 
Firth

Insight Director

David 
Quelch

PD&S Manager

Nick
Suffolk

DP Manager

Specialist Support Team
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Strategic Field Teams
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Strategic Team recruitment

Retaining field staff

We are proud of our field 
attrition rate on strategic 
accounts - 8% v industry 
standard 21%.

Secure the best

In order to secure the best 
people for each of our 
roles, we are very specific 
about our approach to 
recruitment.

Drive commitment

We aim at ensuring our 
new starters build a 
connection with both our 
business and that of our 
clients, and this help drive 
long term commitment.

Cost efficiencies

Our methods are flexible 
and we believe in 
reviewing the 
requirement before 
choosing the optimum 
method of recruitment.

We are not traditional in our approach... and this surprises many of our client partners
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Strategic Team recruitment process

Evaluate 
applicants 
throughout 
assessment and 
offer to those 
most aligned to 
the programme 
needs

Complete 
assessment 
centre activity 
against strict 
criteria

Investigate need 
for advertising 
and deploy where 
necessary ï
targeting high 
industry 
performers

Initial review of 
role against 
current field 
team members 
skill sets

Note: we would also look for applicants with experience in partnership management, retail and/or a technical background ï
depending on the client needs.
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Recruit
The key to the low level of attrition for GfK NOP is not to solely 
look at recruitment as an action, rather than as part of a long 
term machine. The right salary ensures consistency & 
dedication.

Train
Our teams receive both initial and ongoing training on both 
technical and interpersonal skills. We also encourage sharing 
of best practice within the programme.

Motivate
We incentivise the team & ensure competition is alive. 
Ensuring the field are seen as part of the client team drives 
motivation for the client and GfK NOP.

Review
The performance is reviewed half yearly, and GfK NOP 
encourage each individual to strive to gain the skills in order to 
succeed their line manager .

Strategic Team development
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Engage

The customer about 
the clients products & 
services and raise 
awareness

Establish

Whether the customer 
currently uses a 
product within the 
range

Explain

The benefits of the 
proposition, based on 
triggered questions

Exceed

The expectations and 
ever improve the 
customer experience

Strategic Team in -store focus
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We utilise a variety of methods to train and communicate with our strategic field teams,  using the most 

effective and cost effective methods available on the market, including; face -to-face, webinars, podcasts, 

conference calls, online briefings, product and activity testing, SMS and Instant Messaging.

At GfK NOP, training is: Training shouldnôt be:

About having fun
About asking 

questions
About playing 

games

About 
PowerPoint 

presentations

About large 
volumes of text

About listening 
to so called 
ñexpertsò

Strategic Team training & communication

We make our training interactive , to ensure that the field teams enjoy the time and look 
forward to further sessions
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Strategic Team callfile planning

Once three rounds of calls 
had been made, we would 
provide a calculation around 
a tiering model in order to 
use the field personnel time 
most effectively. This can 
include (but is not limited 
to): s ales, ability to 
influence, display size 
current/potential, support 
from other brands.

Another method of 
optimising the call file is to 
create a series of criteria 
within the reporting tool 
that are weighted to provide 
a score. If the score fails to 
meet a par level, this signals 
the need for a further visit 
prior to the next scheduled 
visit.

In order to reach the 
maximum call file, but still 
control investment costs 
throughout, utilising a 
ñVirtual Field 
Representativeò can fill this 
void. Whilst not having the 
face to face impact, they 
can cover remote outlets 
quickly, effectively and 
cheaply and ensure that 
messages can reach outlets 
or that data can be collected 
in a cost-efficient manner.

During each of the first few 
visits, we would look at the 
responses to several target 
questions to assess the 
value to the client of each of 
the retail outlets. This is 
completed across clinical 
sales, the ability to 
influence, acceptance of the 
brand support and affinity to 
the client in general.

The success of any FM programme is ensuring that the field team call on the correct stores , 
at the optimum frequency , for the correct reason, and via the most efficient means:
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IVR

Smart 
Phones

Online 
Data 
Entry

Instant 
Reporting

Text Alerts 

Strategic Team technology

We will utilise the most cost effective technology applications to match your budget and 
expectations. All programmes use bespoke systems to offer the best solution to the client.
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Tactical Field Teams
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Tactical Team management

Recruitment

We can recruit from our 
experienced  panel of 
over 9,000 field 
marketers.

Based on location, 
knowledge, experience 
and reliability.

Training

All field staff can be 
briefed online, via webinar 
or face-to-face.

Field staff are tested on 
expectations and 
knowledge before being 
utilised on all projects.

Management

Cybershop, our online 
system allows us to see 
planned date of visit.

We can also monitor 
status of the visit and 
ensure training and tests 
have been completed.

Reporting

The field teams enter 
their data same day.
Visits are checked by the 
GfK NOP Proofing team.

Store visit report is 
available on client 
website.

We can go from brief to field within 48 hours
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Our processes
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Phase SixPhase FivePhase FourPhase Three

Data collection

Phase TwoPhase One

Individual site 
reports shown on 

client website 
within 48 hours ï

immediate 
reporting available 

for strategic 
projects

Data checked by 
GfK NOP Proofing 

Team

Hot Alerts raisedData entered via 
handheld or 

Internet

Complete 
questionnaire for 
each visit after 
visit completed

All field personnel 
Internet enabled ï

download 
questionnaire & 
briefing notes; 

complete online 
test
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Site Reports

Individual store reports; 
designed in conjunction 
with client; showing 
scoring and areas of 
focus

Web Reporting

Web Reporting; tailored 
access levels; trends and 
historical data

Hot Alerts

Hot Alerts for business 
critical issues via 
text/phone/email 
immediately after the 
visit; allows for timely 
responses

Adding Value

Action Plans and 
Added Value 
Presentations for key 
stakeholders 

Executive Summaries ï
input from Insight team 
on  drivers of customer 
experience/ 
recommendations

Insight

Tailored reporting

We offer real-time reporting
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In order to execute plans promptly and resolve issues with the 
speed they deserve, nominated question responses can be flagged 
as business critical and combined into triggered e-mail reports.

As well as this, any major issue requiring client involvement would 
be phoned into our central operations team, where relevant action 
and/or communication would happen with urgency.

This service is utilised in regard to:

ÅUrgent out of stock issues

ÅLegal compliance

ÅPOS not according to planogram

Hot Alerts

DEADLINE


