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Media Buy Services
Please supply all requested information in the yellow-shaded areas and indicate any attachments that have been included.  Document all attachments and which section and question they pertain to.
The respondent shall set forth in its overall technical approach and plans to meet the requirements of the RFP in a narrative format. This narrative should convince the State that the respondent understands the objectives that the contract is intended to meet, the nature of the required work, and the level of effort necessary to successfully complete the contract. This narrative should convince the State that the respondent’s general approach and plans to undertake and complete the contract are appropriate to the tasks and subtasks involved. 

Mere reiterations of RFP tasks and subtasks are strongly discouraged, as they do not provide insight into the respondent’s ability to complete the contract. The respondent’s response to this section should be designed to convince the State that the respondent’s detailed plans and approach proposed to complete the Scopes of Work are realistic, attainable and appropriate and that the respondent’s proposal will lead to successful contract completion. 
2.4.1
General Information
Please provide a brief history of your agency, including the year it was established. Please state the number of years your firm has been in the business of New Media, Marketing, Public Relations, Advertising, Media Buying, Social Media and /or Event Planning. Briefly describe the scope of services performed during this time. 

Please provide a list of all full-time staff members, include the names, title, and professional backgrounds of each. As well, please identify which management staff would directly manage State Agency campaigns and his/her length of tenure with the agency and the roles he/she performs.
Please provide a list of Media Placement experts and Media Buying experts that will be assigned to this account, as well as their past client history.  

In addition, please provide the range of your agency’s Media Buying services and capabilities.
Please provide a list of Media Buying services that are typically subcontracted by your agency and those subcontractors currently used or recommended.
Please demonstrate your agency’s ability to oversee and manage accounts payable/receivable for suppliers, as well as the ability to pay promptly for continuation of services and the resources used for obtaining women or minority-owned suppliers.
Describe your firm’s experience working with engagements that depend on strategic positioning and developing/growing brands.

Describe your firm’s experience working with engagements for defined / specialized target markets.

Business locations are to be submitted for corporate or regional offices throughout the State of Indiana. Respondent should indicate the length of time the office(s) have been open, and the number of full-time equivalent (FTE) employees working at the offices since 2015.

2.4.2
Media Buy Volume and References


Please provide your average annual media buy billings for the previous 2 years, including your average annual media buy billings relative to television, radio, newspaper, magazine, internet and outdoor advertising.
Please provide a representative list of your larger, smaller and mid-sized accounts—both private and public sector—indicating total media buy billings for each account.
Please provide the names and contact information of three former clients who used your media buy services, indicating why your association with those clients ended. If you have had or currently have a contract with the State, please exclude those references.
2.4.3 
Contracts, Staffing and Customer Service

Please state the number of current contractual agreements that the respondent 
currently has in place, as well as previous contracts with governmental entities.

Please provide the following information as it pertains to the Respondent’s primary Manager of an awarded contract: 1) business experience related to this solicitation: 2) academic degree(s) of individual beyond high school, institution granting degree, date degree conferred; 3) experience with billing issues / negotiation experience with contracts for services for which Respondent is submitting a proposal(s).
Please outline a detailed plan to provide continued service and support to the State and Eligible Users in the event your company goes out of business, merges with another firm, is acquired by another firm, etc.

How would the award of any of this contract (for 1 or both categories) affect staffing?


Please describe your conflict resolution process workflow for the following areas: 
billing, customer service, management and flow of project completion.

Please quantify your typical timeframe for responding to customer inquiries. Ie: within 
2 hours, within 24 hours, etc.


What is your average timeframe for providing quotes for services?

2.4.4
Project Plan and Estimate – Case Studies

NOTE: The Respondent may be asked to provide an oral presentation on the 
 
below as part of the evaluation process. 

Please submit 3 case studies for a range of budgets. Please label documents as 
confidential if desired.
The case studies should include a comprehensive allocation of the major media that was used such as electronic media - hits and downloads; for radio – reach, frequency, length of broadcast, demographics of audience, and allocation of dollars among the selected media outlets. The respondent should also explain how the various elements of value added media, such as public service announcements, talk shows, are to be integrated for maximum impact, cost effectiveness, and return on investment.

2.4.5
Other Information
What specific, innovative Media Buying strategies would your agency recommend implementing educate and promote State of Indiana programs and goals? Please cite specific strategies.
What additional information can your agency provide that will assist the state in the evaluation of your proposal for Media Buying services?
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