
Realise your
full sales
potential.



INTRODUCTION

The DRIVE retailer support program is designed to assist and support our retailers to  
realise their full sales potential. Our DRIVE program will provide your store with the tools, 
education, skills and support to help drive your sales and have a defined impact on your  
store’s performance. 

DRIVE is more than just a marketing initiative, it is a true point of difference for Mirvac Retail. 
We also want to present our customers with a quality retail experience.

Mirvac is committed to working with our retailers to ensure that our customers are getting the 
best possible retail experience in our Shopping Centres.

Get ready to 

DRIVE your Sales

DRIVE your Team

DRIVE your Business

DRIVE your Message

DRIVE your Store

Broadway has 6 Drive programs:

Start 
Shine 
Rewards 
Ignite 
Inspire 
Accelerate

As part of the DRIVE program, retailers can also access DRIVE information and Retailer 
Newsletters at:

www.broadway.com.au/drive

01



DRIVE is a Mirvac initiative that provides an integrated marketing 
platform that can assist retailers in realising their full sales potential. 
All DRIVE programs are designed to assist in maximising retailer sales 
in collaboration with centre management teams. To benefit from the 
following DRIVE activities available in your centre, please contact your 
centre marketing team.

Start is designed to assist both 
incoming stores and refurbishing 
stores to promote themselves to 
the shopping centre’s customers. 
The Start program involves working 
in closely with the Centre’s Shine 
program and can assist in building 
awareness about your store 
opening, product offer and opening 
(re-opening) campaigns. You can 
essentially be marketing your new 
store before you even open!

Exposing customers to your 
marketing message is a key 
element in unleashing your store’s 
sales potential. Shine is designed 
to give you the opportunity 
to communicate information 
about your store to the Centre’s 
customers, utilising the Centre’s 
resources. You can utilise the 
Shine program to lift the profile of 
your promotions, announce new 
products & promote sales and store 
events. The key is to plan ahead for 
peak promotional periods and to 
utilise the many mediums available 
to you, to maximise the impact of 
your message.

Rewards is a sales-linked reward 
program that is designed to 
encourage your store to reach  
a set monthly sales target.  
By participating in the Rewards 
program you have the opportunity 
to pick up a bonus for your 
team for achieving great sales. 
Sales targets are set for selected 
retailer categories around the 
first of the month. All stores that 
exceed their sales target receive 
a congratulatory gift/reward. This 
program is a fantastic opportunity 
to reward your staff for doing a 
great job. This program should be 
partnered with the Shine or Ignite 
program to maximise results.

The Accelerate program is a 
comprehensive program that 
identifies areas of opportunities in 
regards to store presentation, visual 
merchandising and customer service. 
Identifying areas of improvement 
with regards to customer service and 
product offer in your business can be 
difficult when you are looking from 
the inside out. Sometimes all it takes 
is a set of fresh eyes or the proper 
tools to assist you in self-evaluating 
your store.

The Accelerate program gives 
retailers access to a comprehensive 
range of professional advice on all 
facets of their stores from visual 
merchandising, store presentation, 
customer service and sales.

Mirvac can assist with these tools so 
you can start identifying areas that 
can be improved on, so that you can 
get with the business of retailing to 
your full store’s potential. While on the 
Accelerator program it is compulsory 
that you be participating in the Shine, 
Ignite and Rewards programs.

A Resource Library will be 
available for all retailers to 
access. The library of self-help 
retail resources and industry 
information is available to assist 
retailers to develop their business 
skills and keep up to date with 
the latest industry information.

Give your store an instant boost 
with Ignite. Ignite is a short term, 
high impact promotion to build 
awareness of your store or a new 
product quickly. To take part in the 
Ignite initiative, simply provide a 
prize/s to be used on the Centre’s 
digital or social media platforms 
to giveaway. Providing an instant 
giveaway is the perfect way to get 
your product or store in front of  
the thousands of followers that  
the Centre has, whether it be via  
the website, Facebook, Instagram  
or a digital mail-out. This program  
has the power to ignite sales  
and interest in your store and  
encourage new customers.
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The Start program is an essential part of the DRIVE program. The Start program is for all new 
retailers or stores that refurbish or relocate within Broadway. For new retailers opening in a 
Centre, being welcomed by the Centre Management team and given all the information they 
need to operate a successful business is extremely important. Simple information like where do 
staff park? Where is the loading dock? Where are the bins? Is there a sustainability program? 
Who do I contact for what? Even just navigating their way around the Centre and back of house 
is all important information for all retail staff.

The Start program will take care of all of those questions and give your store the best start 
possible at Broadway.

The Details

All new retailers will receive a ‘Welcome to Mirvac’ pack which will include a Welcome Letter and 
a Marketing Check List.

The Marketing team or Retail Manager will arrange to meet you prior to your store opening to 
discuss your business and opening plans. They will also provide information on where to park 
and any other back of house procedures.

You will need to supply your store logo, images and an overview of your business for the 
Broadway website and Centre directory board.

The day before you are due to open, your Store Page will be made live on the Broadway website 
and your store listing will appear on the Centre directory board.

On the day of opening the Centre Management team will deliver your Retailer Handbook. 
This Handbook will contain Emergency Procedures, Centre Rules and Guidelines, Contact 
Information, the Centre Marketing Plan and sections for you to file future Centre Memos and 
Retailer Newsletters.

Your store will also be featured on any Centre digital channels that are available on that day.

The Centre Management Team will also follow up on your store within the first three days to 
find out how trade is going and whether or not further assistance is required.
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Connecting customers with your store’s marketing message is a key element in unleashing a 
store’s sales potential. Broadway has a variety of channels that can assist you to promote your 
marketing message and drive your business.

Maximise your sales potential and create awareness about your store, special event or new 
product lines by making an appointment with the Broadway Marketing team to discuss and plan 
the utilisation of the in-centre marketing opportunities.

The Details

Book the required Shine opportunities with the Marketing team at info@broadway.com.au. 

Bookings can only be made in two-week blocks at a time to ensure fair representation of all 
retailers and can only be made 3 months in advance. Key retail periods will be allocated on a 
first come, first served basis.

Make sure at least three days prior to the commencement of your booking you have supplied all 
marketing material/ digital assets for your booking.



in-centre posters

Dimensions: 30x40 (1016mm h x 762mm w).

Cost: Retailer cost. Supply to Centre Management.

Usage: Free of charge.

How: Email the Marketing team.

VISUAL MERCHANDISING

There are display cases in the Centre, located between the travelators going up from 
Ground Floor to Level 1 and located between the travelators going up from the Lower 
Ground floor to the Ground Floor. There are mannequin displays throughout the centre 
which are changed over fortnightly through the Centre’s visual merchandising service.

Cost: Free of charge, retailer provides product to be featured and books in advance.

Usage: Free of charge.

How: Email the Marketing team.

In-centre posters Visual Merchandising
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WEBSITE & FACEBOOK ADVERTISING

All retailers have their own individual page on the Broadway Sydney website (www.broadway.com.au). 
These details can be updated with new information about the store, new contact details and graphics. 
There is also the opportunity to advertise a special offer or event on the Centre’s website, which can 
be featured on the home page and on the dedicated offers or events pages.

Cost: Free of charge.

How: If you would like to update your store’s details on the relevant store page, simply email the 
Marketing team.

If you would like to run an offer on the ‘Offers’ page on the website, please email the Marketing team. 
Ensure you provide details of the offer, including the duration and any relevant graphics.

Website Provisions: Each page of the website requires different sized images and graphics,  
as below:

Home Page: A logo or graphic sized 458 w x 360-860 h pixels.

Store Page

· Logo: 100 w x up to 1000 h pixels

· Image: 500 h x up to 1880 w pixels

· The website URL you would like it linked to

· Telephone number

· Offers / Events tile: 420 w x 500 h pixels

Facebook Tile: 504 w x 504 h pixels.

Website Facebook
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ELECTRONIC DIRECTORIES

All retailers are encouraged to promote any worthwhile campaign imagery on our e-directories.

Cost: Free to use, dependent on availability.

How: Email the Marketing team.

Size: 1080 w x 1470 h pixels.

Please note, media must be jpeg or png in rbg colour space at a resolution of 72dpi.

EMAIL NEWSLETTERS (eDM)

Every month, an email newsletter (eDM) is distributed to Broadway’s email database.  
Including an offer in these emails is a free and easy way to build store awareness and  
increase traffic.

Cost: Free of charge. The retailer simply has to take on board the cost of the promotion. i.e. 
offering a discount to members.

How: Email the Marketing team.

Electronic Directories Email Newsletters (EDM)
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VOID BANNERS - Paid usage

Retailers are welcome to utilise the void banner space available in the Centre to promote their 
store. This is an effective means to build awareness with customers as the banners are impactful 
and visible from many points in the Centre.

There are 2 banner spaces available in Centre court.

Dimensions: 6m h x 2.5m w.

Cost

· Printing: 1 unit (please refer to printer for cost)

· Usage: Full rate $2,700 per week

· Retailer discounted rate: $2,500 per week

· Installation/Dismantle: Free of charge

· All costs ex GST as at June 2016

How: Email the Marketing team.

Void Banner
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CAR PARK BOOMGATE BANNERS - paid usage

These banners are displayed on the entry and exit boomgates to the car park at Broadway.  
There are 6 displayed at a time and are effective at capturing customer attention as they  
enter or exit the Centre.

Dimensions: 375mm h x 1100mm w, double-sided.

Cost

· Printing: 6 units. Please refer to printer for cost

· Usage: Full rate $600 per week

· Retailer discounted rate: $500 per week

· Installation/Dismantle: as per void banner (Free of Charge)

· Costs ex GST as at June 2016

· Must be double-sided

How: Email the Marketing team.

POP-UP RETAIL SPACE

There are dedicated areas in the Centre that can be booked as Pop-Up Retail Space for your use  
to further promote your store.

Cost: Discount retailer rates can be quoted.

How: Email the Pop-Up Retail Space Executive.

ARTWORK

BLEED

VISUAL

LOGO 
185mm

375mm

1100mm

Car Park Boomgate Banner Pop-Up Retail Space
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The Rewards program gives you the opportunity to pick up a bonus for achieving great sales.  
A sales target is forecasted and communicated to your store by the first of each month.  
If the store exceeds the forecasted sales target, the Retailer Reward form is submitted to the  
Centre Management Office by the nominated return date to receive an Achievement Bonus.  
The Retailer Rewards Program is a great way to motivate and reward your store team members 
for doing a great job.

The Details

The Rewards program will be run at the discretion of the Centre Management Team  
throughout the year.

A Sales target is delivered directly to your store on the Rewards Form.

At the end of the month when monthly sales are reported the results will be assessed and 
should your store achieve your target you will receive the communicated prize/incentive.

Please note reported sales are used to determine all sales targets and results.

To really drive your sales during your target month, it is recommended that you utilise other 
DRIVE programs to give your store the best chance at success.

Example Name
Centre Manager

Congratulations on achieving your REWARDS target!

Presented to

JUNE 2016

Retailers 
Name
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Give your store an instant boost with Ignite. Ignite is a short term, high impact promotion to 
build awareness of your store or a new product quickly. To take part in the Ignite initiative, 
simply provide a prize/s to be used on the Centre’s digital or social media platforms to giveaway. 

Providing an instant giveaway, is the perfect way to get your product or store in front of the 
thousands of followers that the Centre has, whether it be via the website, Facebook, Instagram 
or a digital mail-out. This program has the power to ignite sales and interest in your store and 
encourage new customers. The Ignite program is best used with the Shine program to maximise 
your store’s potential.

The Details

Make an appointment with the Broadway Marketing team to discuss and schedule your  
Ignite promotion.

Complete the Ignite agreement and deliver the prize prior to commencement.

Upon completion meet with the Broadway Marketing team to discuss results.
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The Accelerate program is a comprehensive program that identifies areas of opportunities in 
regards to store presentation, visual merchandising and customer service. Sometimes a fresh 
set of eyes can identify areas of strength and improvement opportunities.

The Accelerate program will give your store access to a comprehensive range of professional 
advice on all facets of your store from visual merchandising, store presentation, customer 
service and sales. 

While on the Accelerate program it is compulsory that your store is participating in both the 
Shine and Reward programs.

THE DETAILS

Meet with the Marketing or Retail Manager to discuss how the process will work; realistic 
expectations and timeframes will be set for the program.

The Accelerate program requires active participation from you and a commitment to improve 
your business.

A Store audit of your store’s presentation will be undertaken with the Centre Management 
team. This audit will give you good insight into how a customer views your store. When it comes 
to attracting customers, first impressions really count.

From the Store audit it will be decided if a professional visual merchandiser will be required. If a 
professional visual merchandiser is engaged you must ensure staff are present for the session.

An in-depth Diagnostic Mirror will be completed with you. In some cases it may be beneficial for 
an external retail consultant to be engaged to offer expert advice. A high level of commitment 
to undertake actions to improve your business is required.

If you are on the Accelerate program you must be actively participating in the Shine and 
Reward programs.
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The Inspire – Resource Library is available for all retailers at Broadway. You will find the  
Inspire – Resource Library in Centre Management, on level 3.

The Library has a range of retail resources about customer service, visual merchandising, 
improving sales, industry information and much more.

The DetailS

Visit the Centre Management Office and select your title.

Check the chosen resource out with the Marketing team.

Return the book by the due date.

RETAILER NEWSLETTER

At the beginning of each month all retailers will receive a Retailer Newsletter. This newsletter  
will keep you up to date with everything that is happening at Broadway. The Retailer Newsletter  
is delivered directly to your store each month or can also be viewed at: 

www.broadway.com.au/drive
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Mirvac Real Estate, its employees, representatives and associates provide the information as general information. Mirvac Real Estate, 
its employees, representatives and associates do not warrant, guarantee or make any representations regarding currency, accuracy, 
correctness, reliability, usability or any other aspect, of the information nor of the information provided by others to Mirvac and presented 
in this publication (DRIVE). The user accepts sole responsibility and all the risk for using the information or participating in any program 
contained within or connected to this publication. Mirvac does not accept any liability for any loss or damage whatsoever which may arise 
as a result of using these marketing programs or any other information.

HYPE is a Mirvac initiative that 
provides an integrated marketing 
platform that can assist retailers in 
realising their full sales potential. 
Mirvac Retail has introduced HYPE 
across all shopping centres around 
Australia. All HYPE programs are 
designed to assist in maximising 
retailer sales in collaboration with 
centre management teams. 

There are many marketing 
opportunities available to  
retailers to use year round. 
These include poster distribution,  
PA announcements, display cabinets, 
banners, floor decals, car park 
signage, website advertising,  
Loyalty Club emails and many more. 

To find out more information about 
our retailer Hype program visit: 
broadway.com.au/retail-web

HYPE 
EXPOSURE

Congratulations to this month’s Retailer Reward winners.

Retailer Reward is one component of our Hype Retailer programme, a programme 
developed to assist your stores to drive sales. Each month we select a category 
to be rewarded and these retailers are set a sales target to achieve. An overall 
Retailer of the Month is awarded to the store that achieves the greatest 
percentage increase above the target we set and receives a team lunch  
or dinner at Ziggy’s Cafe or Tomodachi valued at $200.

Congratulations this month to Pavement, YD, Politix, Review, Tree of Life, Jay Jays, 
Oxford and Marcs who all achieved their sales target for the month.

Congratulations to this month’s Retailer of the Month, Oxford! 
We hope you enjoy your celebration on us. 

RETAILER W INNER

SUM M ER 14 – T-SHIRT ACTIVATION

RETAILER AWARD

BROADWAY | HYPE PROGRAM 

Presented to: 

Congratulations on achieving your store’s Hype target 

From Broadway Shopping Centre

SEPTEMBER 2014

Oxford

Marina RossAssistant Marketing Manager

RETAILER NEW SLETTER NOVEM BER 2014
CONNECTIONS

DATES TO REM EM BER

Rent Due  1st of every month

Sales Figures Due  5th of every month

Thank you to all of our fashion,  
hair and beauty retailers who 
participated in our Summer 14  
“Find Your Piece of Paradise” 
campaign.  The objective of our 
campaign was to profile our  
fashion, hair and beauty retailers  
and their product and increase  
spend during the campaign period.  

Our L’Occitane Gift with Purchase 
hand cream was extremely successful 
with stock running out prior to the 
end of the promotion.  Thank you to 
the team at L’Occitane for all your 
assistance during the campaign.

The DC Willans T-shirt Studio was a 
huge success completing nearly 300 
shirts in 8 days!  The studio received 
a great amount of press in mX, 
Ragtrader online, Time Out Sydney, 
Sydney unleashed and The Urban List.  

Check out Broadway’s Facebook 
page for the summer videos profiling 
retailer product, the summer 
campaign behind the scenes and the 
DC Willans T-Shirt Studio.

Once again, thank you all retailers.

The Marketing Team,  
Vanessa & Marina

W EBSITE  
INFORM ATION
Did you know during July our Broadway 
website had:

Visits 51,967

Pages Viewed 113,832

Average Time  
On Site

01:18 minutes

New Visitors 65.68%

Most Viewed Store Finder 
Homepage 

Trading Hours 
Centre Information 

Kmart

This information indicates how many 
people visit our website every month 
and what they are looking at. 

The website is another easy way to 
expose your business and the deals 
you currently have running. 

The website content can be changed 
daily, weekly or monthly but keep in 
mind the more you change it the  
better hits you will receive. The website 
gets updated every Monday, Tuesday 
and Friday, so you must provide us 
information beforehand and supply 
the date you want the information 
to go live and taken off. Please send 
through any information you have for 
the website to the Centre Management 
Office along with any images you 
would like included.

A M ESSAGE 
FROM  THE 
OPERATIONS 
TEAM : W ASTE 
RECYCLING

VIP NIGHTS 
/ EXTENDED 
TRADE

CHRISTM AS IS NEARLY HERE!
We have created a new location for all the 
comingle bins in dock 4 with additional 
signage to educate everyone on what can 
and can’t be recycled. There is also a plastic 
bag crate installed which can accommodate 
all plastics. We are also installing the 
Pulpmaster for dock 2 which is expected to 
be operational by end of December.

Retailers who are interested in holding VIP 
nights, stocktaking or wish to trade extended 
trading hours, must have Centre Management’s 
approval 1 week prior to the event. Please  
email info@broadway.com.au to request 
approval.  If you require air-conditioning to 
be switched on during these times, please 
also email requests through to the Operations 
Manager, Ricky Chan. Please note that some 
events require extra security.

Please find below the Christmas trading hours.   
Please remember that all retailers must trade the core extended hours.

5 M INUTES 
W ITH KELLY 
ARM STRONG
Occupation:  
Administration Manager

What do I do to relax:  
Watch movies in our home cinema

Sum yourself up in 1 word:   
Short

Favourite food/meal:  
Mexican

Favourite restaurant:  
Candelori’s, Smithfield

Favourite holiday destination:  
Hawaii

Favourite TV show:  
Home & Away

Favourite artist or musician:  
Dance Music

5 people I would invite to dinner:  
I only need my hubby and my daughter

What I like most about my job: 
The community

1 word your friends would refer to you as: 
OCD (I asked hubby this one and he replied 
“one word is not enough”)

DAY DATE
GENERAL  
RETAIL

FRESH FOOD  
RETAIL

FOOD COURT, 
CAFES &  
RESTAURANTS

Monday 15 Dec 9am - 8pm 9am - 8pm 9am - 8pm

Tuesday 16 Dec 9am - 8pm 9am - 8pm 9am - 8pm

Wednesday 17 Dec 9am - 8pm 9am - 8pm 9am - 8pm

Thursday 18 Dec
9am - 10pm 
Free Parking with 
entry after 6pm

9am - 10pm 
Free Parking with 
entry after 6pm

9am - 10pm 
Free Parking with 
entry after 6pm

Friday 19 Dec 9am - 8pm 9am - 8pm 9am - 8pm

Saturday 20 Dec 9am - 6pm 9am - 7pm 9am - 10pm

Sunday 21 Dec 9am - 6pm 10am - 6pm 10am - 8pm

Monday 22 Dec
9am - 10pm 
Free Parking with 
entry after 6pm

9am - 10pm 
Free Parking with 
entry after 6pm

9am - 10pm 
Free Parking with 
entry after 6pm

Tuesday 23 Dec
9am - 10pm 
Free Parking with 
entry after 6pm

9am - 10pm 
Free Parking with 
entry after 6pm

9am - 10pm 
Free Parking with 
entry after 6pm

Wednesday 24 Dec 9am - 7pm 9am - 8pm 9am - 8pm

Thursday  
(Public Holiday)

25 Dec
CLOSED 
(Hoyts  
Limited Trade)

CLOSED CLOSED

Friday 26 Dec 10am - 8pm 9am - 8pm 10am - 8pm

Saturday 27 Dec 9am - 6pm 9am - 7pm 9am - 10pm

Sunday 28 Dec 10am - 6pm 10am - 6pm 10am - 8pm

Monday 29 Dec 10am - 7pm 10am - 7pm 10am - 8pm

Tuesday  
(Public Holiday)

30 Dec 10am - 7pm 10am - 7pm 10am - 8pm

Wednesday 31 Dec 10am - 6pm 10am - 6pm 10am - 8pm

Thursday  
(Public Holiday)

1 Jan
10am - 6pm 
Free Parking

10am - 6pm 
Free Parking

10am - 8pm 
Free Parking

Friday 2 Jan RESUME NORMAL TRADING HOURS

Please be reminded that all retailers are required to open their stores for the minimum trading hours as set above.

NEW  RETAILERS
We are really excited to welcome the long 
awaited Aldi to Ground floor, Bailey Nelson to 
Level 1 and Typo to Level 2!

Retailer Newsletter



index / contacts

CAR PARK BOOMGATE BANNERS 	 09 

DRIVE OVERVIEW 	 02

ELECTRONIC DIRECTORIES 	 07

EMAIL NEWSLETTERS (eDM) 	 07

FACEBOOK 	 06

IN-CENTRE POSTERS 	 05

POP-UP RETAIL SPACE 	 09

RETAILER NEWSLETTER 	 13

RETAILER REWARDS PROGRAM 	 10

SHINE 	 04

VISUAL MERCHANDISING 	 05

VOID BANNERS 	 08

WEBSITE ADVERTISING 	 06

important contact details:

Marina Ross 
Assistant Marketing Manager 
(02) 9213 3333 
Marina.ross@mirvac.com

Customer Service 
(02) 9213 3333 
info@broadway.com.au

pop-up retail space enquires

Joann Chung 
Pop-Up Retail Space Executive 
(02) 9213 3333 
Joann.chung@mirvac.com

Design & print production

The Printers 
Geoff Sly, Director 
(02) 9725 3666 
Geoff@theprinters.com.au 
artwork@theprinters.com.au




