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complete direct marketing support
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FILTRATION OF LIQUIDS AND GASES

A new effective brochure and website 
gives companies a solid reason to contact 
prospective customers more easily.

Key performance metrics are based on 
steady engagement with clients on a 
regular basis. 

We measure this by the amount of 
interaction and subscription generated 
against how little unsubsciption from any 
mailing lists. 

Our target is to increase the trackability 
of sales and enquiries in order to enable 
marketing investment in the most 
successful channels.

Project Blockers include the increased use 
of spam filters by companies, preventing 
emails from getting through. 

The increased risk of hacking data via 
online “Hacktivists” can have catastrophic 
results that undermine the effectiveness 
of your campaigns



case study - email b2b
Challenge:
The UK sales branch of Boll & Kirch (from Germany) is 
Bollfilter UK LTD. An email marketing solution was 
required that was possible to use at minimal cost, 
due to the lack of global facilities. 
 
Solution:
Full project scope from requirements gathering for 
the set up of a new low cost system that used CRM 
databases from an ERP system via an Acyba mailing 
system, advanced statistics and Createsend high 
volume mailbox.

Part of the Joomla backend has a web editor and a 
media manager to host images and files. The low 
cost hosting can cope, but only for smaller mailings. 
Analytics provided free via; Acyba, Bitly and Google 
Analytics. A low volume niche data solution for 
mailings of up to 2 million email sends a year.

Results:
For the first time the company was able to get a real 
idea of what emailed prospects are interested in via 
analytics that can be shared after a mail shot. This 
inturn is linked to a main website - an ongoing 
scalable solution.
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FILTRATION OF LIQUIDS AND GASES

The new bar for the Exhibition stand was ready for IMPA . More emphasis 
on hospitality than products or services. A pleasing result visually.



corporate rebrand
and collateral - b2b
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Challenge:
A music event equipment rental company 
needed to look slicker in the market of pop 
groups, festival organisers and experiential 
advertisers. Tempower needed a brand and 
this was a key element of advice given by a 
Growth Accelerator business coach. 
 
Solution:
Our superb new branding kit that can be 
adapted to all the necessary collateral for a 
growing business. This includes all traditional 
print media and digital stationery.

Results:
This identity will still look fresh in
10 years time. Plus everyone
will be able to understand the rules
of the Brand Guidelines we supplied
as part of any branding project.
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Temporary Power Distribution Equipment Rental



LAGER

We were hired to take a full creative briefing and 
develop and execute the 2014 Cisk beer brand 
campaign. As a popular flagship brand in Malta, 
we created the catchy #cisktime campaign to 
appeal to both the Maltese population and 
tourists alike. Media included TV, outdoor, digital, 
press and packaging.

new beer launch 
campaign - Malta
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The Maltese people take pride in their own Kinnie soft 
drink brand. More popular than Coke or Pepsi, Kinnie 
has a +75% share of the local market.

Based on a “spicy” blend with a flavour that’s unique to 
Maltese tradition, the creative had to reflect the 
essence of the brand, yet attract the newer, younger 
generation as well as influencing the tourist trade.

FMG outdoor promotions
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B2C creative pitch
As well as actively working for our UK based 
clients, we will at times assists foreign ad 
agencies with our “creative teams support 
scheme.”

One such example is the pitch work carried 
out by our creative gurus for a Maltese ad 
agency for the full 360 degree advertising 
and marketing campaign for GO mobile.

1
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For the “Cartier Polo,” Sporting Events in 2010 we 
designed the advertising and branding material 
for both large and small scale media.

Included were video productions with the 
necessary website customisation and updates.

JMPTV MEDIA AdiTV were hired to supply the rigs 
for this event and the biggest being the 100 
square metre screen.

The careful construction of advertising messages 
for the films shown on the LED screens at the 
event at a cost of £4,000

On the day 23,000
people attended
the Guards Polo
Club event.

sporting event marketing solutions
case study - b2b + c
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case study - b2b + c

Challenge:
With a series of Shell V-Power diesel promotions cross 
sponsored by Ferrari and Audi, brand guidelines became a 
minefield. 

You want the public to buy into the balanced offering from 
client brand Shell V-Power, while allowing sponsor brands to 
remain in the background and still sell their ideas.

Solution:  
Undertaken by Laurence Dunn when he worked for Altavia in 
collaboration with Proximity BBDO Amsterdam.

The invention of new POP items such as the pump trigger- 
topper seen on the right, with brand hero images only 
allowed to appear in the centre of designs.

A careful combination of in-your-face Out-of-Home items 
and the result is seen in these photographs.

Results:
A fantastic awareness generated to all 
promotions thanks to a well-planned
partnership branding exercise in
the right place, at the right time.

cross sponsorship promotions
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integrated
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At Creative Room we rely on clear 
and constant communication to 
satisfy the expectations and support 
the goals of our clients.

Meeting with client principals and 
constant contact with appropriate 
representatives is essential.

COMMUNICATION
Creative Room uses a systematic 
approach to understand your 
business from the ground up in order 
to best develop the most effective 
marketing and advertising objectives 
that are definitive, clear, attainable 
and produce a maximum ROI.

ESTABLISHING OBJECTIVES

Each business situation is unique. 
Creative Room carefully analyses your 
current market and what may lie 
ahead in the future.

Through comprehensive chats about 
your business we’ll determine best 
next steps for your company.

EVALUATE CURRENT SITUATION

To best determine the appropriate 
strategy for your business, we at 
Creative Room heavily research and 
analyse your market.

We also evaluate your competitors to 
best determine your road to success.

RESEARCH & MARKET
UNDERSTANDING

8-steps to managing your marketing campaigns

Brand is the effect and lasting 
impression you leave behind in the 
marketplace.

The Creative Room brand analysis 
follows proven criteria for uncovering 
important brand tenets.

STRATEGIC  DEVELOPMENT
Creative Room have mined rich 
creative talent to deliver perceptive 
and innovative creative to our 
clients’ projects. 

Our best resources are committed to 
building and emboldening our 
client’s brand.

CREATIVE DEVELOPMENT

Whatever creative produced, must be 
of excellent quality.

With an extensive proofing system 
and several sets of eyes, Creative 
Room really put a fine-toothed comb 
through all of our work to ensure that 
only the best material is released.

DEVELOP/PRODUCE TACTICS

Creative strategy requires 
accountability with strong analytics 
that tell the real story.

Creative Room know the importance 
of ROI for you, that is why we deliver 
comprehensive reports, which clearly 
exhibit your ROI.

ACCOUNTABILITY
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Assignment:
Abu Dhabi developer, Tourism Development and Investment 
Company (TDIC), formed an alliance with Troon Golf®, the 
world’s largest upscale golf course management, 
development and marketing company. 

The alliance was formulated to drive a ‘best-in-class’ golf 
destinations network for the entire emirates. 

TDIC designed a compelling golf development programme 
adding further credibility to the emirate’s sports destination 
proposition, resulting in some of the finest facilities on-par 
with the world’s best.

With its global club management pedigree, Troon brought 
both international operational expertise and huge cross- 
marketing opportunities.

Solution:
These posters, and banners were produced to promote the 
alliances and were on display at the Montgomerie Golf Club 
and press conferences.

case study - b2c

sponsorship marketing
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case study - b2c
sponsorship marketing
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All your travel destination marketing needs
from one creative and production source
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Assignment 1:
The project to design and produce 
Oman Air’s Sindbad frequent flyer 
programme was commissioned to 
Sagaren Pillai, the former Creative 
Director at Big Blue, Dubai in conjunction 
with the incumbent advertising agency, 
Wunderman-Muscat.

The work was split between the two 
agencies over a period of 12 months.

Assignment 2:
The launch of the
new Oman Air 
branding exercise
was put into motion 
with a series of
teaser ads, outdoor
posters and TVC’s.

case study - b2b + c
brand relaunch
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case study - b2b + c
brand relaunch
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Visit www.omanair.aero or call +08444822309 for more information. A world apart.

“Hello Heathrow!”
Only Oman Air flies you daily non-stop to London Heathrow from Muscat.

Oman Air, the national airline of the Sultanate of Oman flies you daily non-stop from London Heathrow, the largest gateway to the UK. Experience 
London’s dazzling cultural, shopping and entertainment attractingons while enjoying legendary hospitality and exemplary service aboard Oman Air.

Fly Oman Air, the only airline flying daily non-stop to Muscat from London Heathrow.

clever agile communication
we can deliver outstanding creative work to inspire, 
stimulate, and produce an eclectic environment.

Visit www.omanair.aero or call +08444822309 for more information. A world apart.

“Hello Sunshine!”
Only Oman Air flies you daily non-stop to Muscat from London Heathrow.

Starting from January 2009, Oman Air, the national airline of the Sultanate of Oman flies you daily non-stop from London Heathrow. 
Experience Oman’s sunny weather, pristine beaches, majestic forts, thrilling outdoor adventures and vibrant culture while enjoying 
legendary hospitality and exemplary service aboard Oman Air.

Fly Oman Air, the only airline flying daily non-stop to Muscat from London Heathrow.

Assignment 1:
Press, outdoor and TV campaign to announce 
Oman Air’s new daily non-stop routes 
between Muscat and London.
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Assignment 2:
Press campaign to announce the 
2014 opening of the new world 
class Oman International airport 
in Muscat.

A world apart.

Lorem ipsum dolor sit amet, consectetuer adipiscing elit, sed diam nonummy nibh euismod tincidunt ut laoreet dolore magna aliquam erat volutpat. Ut wisi enim ad 
minim veniam, quis nostrud exerci tation ullamcorper suscipit lobortis nisl ut aliquip ex ea commodo consequat. Duis autem vel eum iriure dolor in hendrerit in vulputate 
velit esse molestie consequat, vel illum dolore eu.

SOON OVER 6 MILLION VISITORS A YEAR WILL RECEIVE OUR UNRIVALED HOSPITALITY.

Oman’s new international airport.
The hospitality and service will be out of this world.

Visit www.omanair.aero or call +08444822309 for more information.

case study - b2b + c
announcement
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case study - b2c
production and distribution

Challenge:
To set up a ten country supply chain for the production and 
distribution of the new Loyalty Scheme voucher points cards via 
DM mailing or POP/POS using in-store dispensers. 

The client, Charles Vögele has 851 stores in a number of markets 
and were looking for a one-off card solution to supply 464,000 
of its new loyalty cards. 

Already in circulation, the Loyalty cards were an existing points 
collecting system and a country specific mailing was required 
with over 6 million mailouts in 7 lots per year in total.

Solution:
Set up a Loyalty Card production pipeline additionally allowing 
for 3 Swiss versions for ICLP to continue the project.

Result:
A very happy client.
Charles Vögele Group is one of 
Europe’s leading fashion retailers
with attractively presented goods,
and friendly and knowledgeable
staff. It creates a relaxed shopping
experience.
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Challenge:
The 3abaya.com portal was designed to 
cater for the fashion conscious Arab 
women.

The uniqueness of the website is to bring 
together the designers and customers 
with their exclusive collections.

Solution:
A complete brand exercise which 
included deliverables of merchandise, a 
press and outdoor campaign, a fashion 
show and PR launch. 

The website started firstly by invitation 
only and later through the popularity of 
the 3abaya.com blog.

Result:
The 3abaya website has become the 
most talked about and popular women’s 
online purchase store in the UAE.

case study - b2c
production and distribution
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case study - b2c
360  turnaround

o
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contact details

Laurence Dunn
Creative Room 
Cliff Garden Studio, 
12 Victoria Road, 
Leigh-on-Sea,  
Essex SS9 1AU

Tel: 01702 714 918   
laurence@creativeroom.org.uk 
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a day in the life of creative room 
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