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Client Profile
Business Consultant group is main point of contact for producers
Business Consultants drive sales
BC group devises the contest rules and regulations, then hands off to Creative Services for further development of theme and strategy
Business situation

In years past, AMS has had various sales contests to drive production.  AMS abandoned contests briefly and recently re-implemented the contest strategy.  This particular contest structure was developed by Bill Brusseau.  The contest rules and regulations were delivered to Creative Services with no specific theme or strategy.  The explanation of the contest was very difficult to understand and also needed to be simplified.
Objectives: Develop contest materials that are easy to understand and drive production and attendance at the 2007 Sales Symposium.
Challenges
Specific challenges for the Creative Services team were simplifying the explanation and accompanying contest documents, developing a theme, name, strategy and also obtaining producers lists and production numbers.  Creative Services wanted to implement a fully personalized contest with producer names and production levels.  This would give the producer a map of where they stood and what they needed to produce in order to win.  To make this happen, Creative Services had to go outside their normal job responsibilities.  Another challenge was a tight turnaround time.  The contest details were delivered to Creative Services in the beginning of December and the contest was set to be launched at the 2007 Producer Conference which takes place the first week in January.  Numerous last minute changes and adjustments from Management also put stress on the development of the contest and the CS Department.
Solution

Creative Services held numerous think tank meetings to develop the contest name, theme, look/feel and promotional pieces.  Since the objective of the contest was to drive producers to the Symposium, CS opted to tie the contest into the theme of Symposium and the Wynn Las Vegas hotel.  Creative Services decided to change the original name of Producer Contest:  The Game to Drive Production to WinWynn:  Win Your Way To The Wynn.  A look/feel and color palette was devised and set the tone for the design of the Symposium promotional materials.  This was a simple contest name to remember and resonated with AMS employees and producers.

Since the contest and supporting documents were difficult to understand, Creative Services revised the contest explanation to a more user-friendly format.  This helped the internal groups understand the contest as well. 
The full campaign consisted of a direct mail piece (postcard), email signature line for employees, AMS Weekly article and ongoing feature for the duration of the contest as well as personalized emails.  The emails were customized to each producer with benchmark production numbers and targeted production numbers that the producer needed to hit in order to win at different levels of the contest.  Follow up update emails were also sent throughout the duration of the contest to producers.  These emails kept the producers current on standings and stretch goals.
Results
The WinWynn contest was extremely successful.  72 producers qualified for the contest.  This resulted in a generation of $150 million in additional production dollars.  This contest also helped in selling out the 2007 AMS Sales Symposium.
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