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Recognizing industry
leaders and their impact
in digital marketing
This handbook is your guide to the Premier Partner
Awards 2021. Here, you’ll find everything you need to know
about the awards, application process, and beyond.
Once you’ve read through the handbook, you’re ready to
begin your application.
Get started here.
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Key dates

JUNE

22
JULY

30
SEPT

30
LATE

OCT

Applications open
Applications close
Finalists announced
Winners announced
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Why enter
As an award-winning partner, here are some of the perks
you can look forward to.

Award

Case study

Spotlight

The trophy recognizes the results

Winners will receive a Google-

Winners’ stories will be featured

of strong partnerships between

sponsored case study to share

on Think with Google and other

you and your clients, and shows

with clients, on their company

Google platforms.

that you’re at the pinnacle of

website, and on social media

digital marketing.

channels.
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Event
This year’s event will look very different for obvious
reasons, but we’re still focused on bringing some magic
to the ceremony.
While the final format is still to be decided, please check
back here for more details. We’ll be in touch with more
information on local activations.
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Categories
This year, we have a brand new set of categories. Brand
Awareness, Lead Generation, Online Sales, and App
Growth focus on work that drives results based on your
client’s marketing objectives.
Once you’ve entered one or more of these categories,
you’ll be eligible to enter the new Diversity, Equity, and
Inclusion and Account Team categories. These two awards
recognize inclusive marketing and team collaboration.
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This category focuses on work that drives recognition
and recall.

Brand
Awareness
PR EM I ER PARTN ER OF TH E YE AR

While sales drive short-term results, awareness strategies give sustainable
growth in a changing world. Digital video is the ultimate awareness tool, where
advertisers can easily reach the audiences they can’t find anywhere else. There
are many options for video advertising, and YouTube is one of the leading
platforms when it comes to the rise in digital adoption and streaming. How have
you helped your clients show up in the contexts and moments that matter to
their customers?
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How do you partner with your clients to drive highquality leads at scale?

Lead
Generation
PR EM I ER PARTN ER OF TH E YE AR

So much goes into reaching the right customers with the right message. One in
three shoppers agree that they’d rather buy from a company/brand that provides
a wide range of ways to connect with them. Refining creative strategies,
keywords, and audience delivers high-intent customers for your clients.
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This category focuses on work that drives online sales
in moments of shopper deliberation and discovery.

Online
Sales
PR EM I ER PARTN ER OF TH E YE AR

Which tools did you use to drive online sales for your clients, and how did
you identify the Google Ads products that would best support your clients’
campaigns?
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Searches on the mobile web and apps have
skyrocketed globally.

App
Growth
PR EM I ER PARTN ER OF TH E YE AR

This category focuses on mobile campaigns that accelerate growth for your
clients. People are turning to digital in all facets of life – from connecting with
their community to learning new skills and shopping online. Which Google tools
did you use to help your clients increase their mobile app downloads and grow
their business?
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To change the creative industry, we need to be all in.

Diversity, Equity,
and Inclusion
PR EM I ER PARTN ER OF TH E YE AR

Every creative choice we make has the power to shape how we see ourselves
and each other, and make a positive contribution to the marketing landscape.
Yet too many perspectives are being excluded from all stages of the creative
process. Whether you’re a strategist, CMO, or CEO, how are you embedding
inclusion in your campaigns?
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Account
Team
PR EM I ER PARTN ER OF TH E YE AR
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This category focuses on the people that strive to
deliver advertiser growth for their clients through
best-in-class digital campaigns.
From digital specialists to marketing directors, whether you’re a team of two or
22 – we want to hear what makes your team great. Let us know how you’ve gone
above and beyond to meet your clients’ goals by focusing on people, creating
regular communication, and building team culture.
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How it works
To enter, you must currently be a certified Premier Partner
in one of your Google Ads Manager Accounts (MCC).
1. Visit the Premier Partner Awards website and log in to your account.
		
- In order to log in, you will need your MCC ID.
		
		
		

- To find your MCC ID, sign in to your Google Ads account, click
the help icon in the top right corner, and select “Customer ID” at
the bottom of the menu.

2. Enter your company and contact details.
		- Select your region
			
- From the drop-down menu, select the region your
			
company operates in.

		- Company logo
			- Please upload a transparent PNG of your company logo.
			
Max file size of 10MB, minimum width or height of 800px
		- Work email address
			- You will receive all Premier Partner Awards information and
			
updates through this work email address.

		- Select your market
			
- From the drop-down menu, select the country your
			 company is located in.

3. Select your category and answer the questions.
		
- This year, we have a brand new set of categories. Brand
		
Awareness, Lead Generation, Online Sales, and App Growth
		
focus on work that drives results based on your clients’
		
marketing objectives. Diversity, Equity, and Inclusion and Account
		
Team recognize inclusive marketing and team collaboration.

		- Company name
			
- Use the name your company is most commonly referred to
			
as, whether this is a long, short, or abbreviated name.

		
		
		

- Keep your answers as clear and concise as you can, and include
insights and data where possible. A successful entry will tell
your story using strategy, method, tools, and metrics as a guide.
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How it works
4. Add your client case study.
		
- Select a story of client success from the past 18 months that
		
you are most proud of. A successful case study will be concise
		
and focus on strategy, method, tools, and metrics.

7.
Review your details and answers.
		
- Make sure you carefully review all contact information and
		
answers, and have all fields completed before you submit your
		
entry. You can edit your entry until 30 July 2021.

5. Attach your client release form.
		
- Please note that your client will need to sign a case study
release form. This will be available via the application process.

8.

Read and agree to the terms and conditions.

9.

Submit your application.

6.

You can then enter Diversity, Equity, and Inclusion and Account Team
categories.
- Once you’ve entered one or more of the Brand Awareness,
Lead Generation, Online Sales, and App Growth categories,
you’ll be eligible to enter the Diversity, Equity, and Inclusion and
Account Team categories.
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What you’ll need
All entrants are required to supply their valid MCC ID and
a client release form.
•

The correct MCC ID attached to your company. This is your unique
identifier that you’ll need to begin your application.

•

The release form to submit client data as part of your case study.
This can be found on the website, and must be attached to ensure a
valid application. Your company can only submit one per category and
from one MCC – this has to be Premier.
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Judging
This year’s judges include a mix of independent third
parties from the industry, agency leaders, and Google
experts. We’ll be partnering with Kantar to have a wide
range of expertise on board.
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02. How it works

The selection process
Every Premier Partner that enters the awards will be judged
purely on their performance and contents of their entry.
First, we’ll review your account and check the numbers to benchmark how successful you’ve been.
Then, we will review all entries, including the client case study, to determine the finalists. Finally, we’ll
pass everything over to Kantar, our independent third party, where panels of regional independent
judges will select winners in each category.
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Writing your entry
Each answer is limited to 2,000 characters, so keep your
answers as clear and concise as you can, and include
insights and data where possible. A successful entry will
tell your story using strategy, method, tools, and metrics
as a guide.
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Award categories
This year, we have a brand new set of categories. Brand Awareness, Lead Generation, Online Sales,
and App Growth focus on work that drives results based on your client’s marketing objectives.
Once you’ve entered one or more of these categories, you’ll be eligible to enter the new Diversity,
Equity, and Inclusion and Account Team categories. These two awards recognize inclusive marketing
and team collaboration.
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Brand Awareness
1.

Please describe how you drive business outcomes for your clients on
a strategic level, in a scalable way.

•
•

3.

Tips:
How do you work with your clients to determine and deliver their
marketing objectives?

•

How do you structure your services to deliver growth and
sustainability to your clients?
4.

2.

After aligning with a client on brand awareness as the marketing
objective for a specific campaign, how do you decide which
combination of Google Ads products would work best?

•

How does your company use Google or your own automation
technology solutions to improve campaign performance and help
your clients grow at scale?

Tips:
What Google Ads product or combination of products
(campaign/type of campaign) can a client use to drive this
marketing objective? Please mark your top three.

Tips:
What automation solutions do you use to drive brand awareness?
When do you leverage automation in your clients’ campaigns?

How do you define a successful brand awareness campaign? What
measurement strategy do you use to make sure you’re effectively
delivering for your clients in the short and long term?
•

Tips:
What are the key metrics to measure success in a brand
awareness campaign? Please mark your top three.

•

What Google Ads tools and features do you use to measure brand
awareness-focused campaigns? Please mark your top three.

•

How do you use learnings from previous campaigns to optimize
and fine-tune your clients’ digital marketing strategies moving
forward?

03. Writing your entry
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Brand Awareness – Case study
1.

2.

What were the business objectives of the campaign and how did
you translate them into the marketing objective?

3.

What Google tools or best practices did you use to build creatives for
the platform?

•

Tips:
Was there a specific challenge that your client wanted to solve
through this campaign?

•

•

What other marketing objectives were they focused on?

•

•

How did you align on campaign goals and metrics that
contribute meaningfully to their bottom line?

Which combination of Google Ads products did you use to drive
brand awareness, and why?

•

Tips:
Please elaborate on which products/features you used, and why.

•

How did you set up your campaign?

4.

Tips:
Please provide examples of how you went about creating and
implementing creatives for this campaign?
What are some best practices you used to determine the right
creatives?

What were the results of the campaign? Please elaborate on the
campaign metrics as well as the broader business results they
delivered.

•

Tips:
Please elaborate on the campaign’s KPIs (Key Performance
Indicators) in relation to your original objectives.

•

What was the impact of this campaign/strategy for your client?

•

How will you use the results and learnings from this campaign to
drive further success for your client?
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Lead Generation
1.

Please describe how you drive business outcomes for your clients on
a strategic and tactical level, in a scalable way.

•
•

3.

Tips:
How do you work with your clients to determine and deliver their
marketing objectives?

•

How do you structure your services to deliver growth and
sustainability to your clients?
4.

2.

After aligning with a client on lead generation as the marketing
objective for a specific campaign, how do you decide which
combination of Google Ads products would work best?

•

How does your company use Google or your own automation technology
solutions to improve campaign performance and help your clients grow
at scale?

Tips:
What Google Ads product or combination of products
(campaign/type of campaign) can a client use to drive this
marketing objective? Please mark your top three.

Tips:
What automation solutions do you use to drive Lead Generation?
When do you leverage automation in your clients’ campaigns?

How do you define a successful lead generation campaign? What
measurement strategy do you use to make sure you’re effectively
delivering for your clients in the short and long term?

•

Tips:
What are the key metrics to measure success in a lead generation
campaign? Please mark your top three.

•

What Google Ads tools and features do you use to measure lead
generation-focused campaigns? Please mark your top three.

•

How do you use learnings from previous campaigns to optimize and
fine-tune your clients’ digital marketing strategies moving forward?
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Lead Generation – Case study
1.

What were the business objectives of the campaign and how did you
translate them into the marketing objective?

•

2.

Tips:
Was there a specific challenge that your client wanted to solve
through this campaign?

•

What other marketing objectives were they focused on?

•

How did you align on campaign goals and metrics that
contribute meaningfully to their bottom line?

Which combination of Google Ads products did you use to drive lead
generation, and why?

•

Tips:
Please elaborate on which products/features you used, and why.

•

How did you set up your campaign?

3.

What were the results of the campaign? Please elaborate on the
campaign metrics as well as the broader business results they
delivered.

•

Tips:
Please elaborate on the campaign’s KPIs in relation to your
original objectives.

•

What was the impact of this campaign/strategy for your client?

•

How will you use the results and learnings from this campaign to
drive further success for your client?
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Online Sales
1.

Please describe how you drive business outcomes for your clients on
a strategic and tactical level, in a scalable way.

•
•

3.

Tips:
How do you work with your clients to determine and deliver their
marketing objectives?

•

How do you structure your services to deliver growth and
sustainability to your clients?
4.

2.

After aligning with a client on online sales as the marketing objective
for a specific campaign, how do you decide which combination of
Google Ads products would work best?

•

How does your company use Google or your own automation
technology solutions to improve campaign performance and help
your clients grow at scale?

Tips:
What Google Ads product or combination of products
(campaign/type of campaign) can a client use to drive this
marketing objective? Please mark your top three.

Tips:
What automation solutions do you use to drive Online Sales?
When do you leverage automation in your clients’ campaigns?

How do you define a successful online sales campaign? What
measurement strategy do you use to make sure you’re effectively
delivering for your clients in the short and long term?

•

Tips:
What are the key metrics to measure success in an online sales
campaign? Please mark your top three.

•

What Google Ads tools and features do you use to measure
online sales-focused campaigns? Please mark your top three.

•

How do you use learnings from previous campaigns to optimize
and fine-tune your clients’ digital marketing strategies moving
forward?
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Online Sales – Case study
1.

What were the business objectives of the campaign and how did you
translate them into the marketing objective?

•

2.

Tips:
Was there a specific challenge that your client wanted to solve
through this campaign?

•

What other marketing objectives were they focused on?

•

How did you align on campaign goals and metrics that
contribute meaningfully to their bottom line?

Which combination of Google Ads products did you use to drive
online sales, and why?

•

Tips:
Please elaborate on which products/features you used, and why.

•

How did you set up your campaign?

3.

What were the results of the campaign? Please elaborate on the
campaign metrics as well as the broader business results they
delivered.

•

Tips:
Please elaborate on the campaign’s KPIs in relation to your
original objectives.

•

What was the impact of this campaign/strategy for your client?

•

How will you use the results and learnings from this campaign to
drive further success for your client?
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App Growth
1.

Please describe how you drive business outcomes for your clients on
a strategic and tactical level, in a scalable way.

•
•

3.

Tips:
How do you work with your clients to determine and deliver their
marketing objectives?

•

How do you structure your services to deliver growth and
sustainability to your clients?
4.

2.

After aligning with a client on app growth as the marketing objective
for a specific campaign, how do you decide which combination of
Google Ads products would work best?

•

What app events do you optimize for to leverage automation in your
clients’ campaigns?

Tips:
What Google Ads product or combination of products
(campaign/type of campaign) can a client use to drive this
marketing objective? Please mark your top three.

Tips:
Please elaborate on which actions are taken within an app, e.g.
purchases, add to cart, completing a level etc. and when, why, how
you use these.

How do you define a successful app growth campaign? What
measurement strategy do you use to make sure you’re effectively
delivering for your clients in the short and long term?
•

Tips:
What are the key metrics to measure success in an app growth
campaign? Please mark your top three.

•

What Google Ads tools and features do you use to measure app
growth-focused campaigns? Please mark your top three.

•

How do you use learnings from previous campaigns to optimize
and fine-tune your clients’ digital marketing strategies moving
forward?
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App Growth – Case study
1.

What were the business objectives of the campaign and how did you
translate them into the marketing objective?

•

2.

Tips:
Was there a specific challenge that your client wanted to solve
through this campaign?

•

What other marketing objectives were they focused on?

•

How did you align on campaign goals and metrics that
contribute meaningfully to their bottom line?

What app events did you optimize for to leverage automation in this
client’s campaign?

•

Tips:
Please elaborate on which specific actions were taken within an
app in this case e.g. purchases, add to cart, completing a level
etc. and why you selected these.

3.

What were the results of the campaign? Please elaborate on the
campaign metrics as well as the broader business results they
delivered.
Tips:
•

Please elaborate on the campaign’s KPIs in relation to your
original objectives.

•

What was the impact of this campaign/strategy for your client?

•

How will you use the results and learnings from this campaign to
drive further success for your client?
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Diversity, Equity, and Inclusion
1.

How did you incorporate your diversity, equity, and inclusion goals
when creating this campaign?

•

2.

Tips:
What diversity, equity, and inclusion considerations were
made when selecting your marketing objectives? What tools or
resources did you use to think about positioning?

How did you think about incorporating diverse audience insights or
reaching diverse audiences as you were building this campaign?
•

Tips:
What type of user research did you do?

•

What types of questions do you ask to understand your
audience’s needs?

•

How do you analyze your insights to understand
underrepresented groups?

3.

What diversity, equity, and inclusion best practices did you use as
you were working on creative and media marketing briefs with the
client? Please provide examples of these best practices.
Tips:
•

Please provide examples of such best practices (e.g. user
research, casting, media, etc.) What are important considerations
when building an ad creative to make sure it’s representative of
your audience?
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Account Team
1.

How did the team collaborate to drive the client’s marketing objective
through the nominated campaign?

•

2.

Tips:
What roles and responsibilities did the team have? Which sets
of skills did the team use? How did different functions work
together to achieve the client’s goals?

How did the team interact with the client and ensure the client’s
needs were heard and met?

•

Tips:
What are some processes and tactics the team used to
understand the needs of the client? How did the team work
with the client to keep them updated/align on strategy and
implementation?

3.

How did the team use industry trends and insights to drive results for
the client?

•

Tips:
What kind of insights did the team use to understand the client’s
needs? How did the team source and validate these insights and
trends?
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FAQs
What is the application period for the Premier Partner Awards 2021?
June 22 to July 30, 2021.
What are the Premier Partner Awards categories?
The Premier Partner Awards categories for 2021 are Brand Awareness,
Lead Generation, Online Sales, App Growth, Diversity, Equity, and Inclusion,
and Account Team.
How many awards can my company apply for?

How do I apply for Marketing Objective award categories (Lead
Generation, Online Sales, Brand Awareness, and App Growth)?
You’ll need to submit an entry form and a client case study here. Please
review the step-by-step guidance before starting your application. Read the
complete terms and conditions for more information.
How do I apply for the Diversity, Equity, and Inclusion and the Account
Team award categories?

Each Premier Partner can apply for all six awards. You can only enter
in one regional awards contest, even if your company is active in more
markets/locations. Read the terms and conditions for more details.

You’ll need to submit an entry form here and a client case study for one or
more of the Marketing Objective award categories, opt-in to your preferred
category, and respond to a set of Diversity, Equity, and Inclusion or Account
Team specific questions.

What are the prerequisites for applying for an award?

What is the eligibility period for the client case study?

To apply for an award, you must hold a Premier Partner badge in one of
your Google Ads Manager Accounts (MCC). See the terms and conditions
for more details. Check below for category-level eligibility requirements.

The eligibility period for case studies will be between July 2019 - May 2021.
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FAQs
What is a client case study?

When will the winners be announced?

A client case study is an opportunity to showcase your company’s
expertise and work in a particular area. You’ll be prompted in the
application steps on the website to answer questions specific to your
chosen example. The client case study should focus on one client only.
Client case studies are required for all award categories. For your entry to
be valid, please make sure that the client you’re featuring in the case study
has signed the case study release form for each entry. You’ll be required to
share the case study release form.

Finalists will be notified via email during September. Winners will be
announced at Google Partners regional or local award celebration to be
scheduled at the end of 2021. All winners will be posted online following
the announcement.

How do I submit a case study release form?
You will need to complete the electronic case study release form via
DocuSign which will be available via the application process.
Can I send additional materials about my company?
Please do not send any additional materials as we will only consider
responses to the application questions and your case study.

Who do I contact if my company has questions?
Please visit this address and select Premier Partner Awards in the “main
topic of your inquiry” drop-down. A member of our team will be in touch
soon to answer any questions.

Links to each market:
USA/CA
UK (to be used for all EMEA)
AUS/NZ
Korea
Japan

China
TW
HK
BR
SPLATAM
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Thank you

