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INTRODUCTION

Whether you are a local authority, charitable organisation or consumer-focused business, a 
Door Drop campaign (or Door to Door Distribution as it is sometimes called) has the potential 
to be an extremely effective and impactful method of reaching and communicating with your 
target audience. 

How effective the medium is for you can depend on a large number of factors. 

Whilst not a comprehensive guide, these top ten tips provide basic pointers to help you get the 
most from your Door Drops. 

Any reputable Door Drop supplier will be more than happy to discuss these points with you and 
to answer any questions you have about them.
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TOP TEN TIPS

1. DMA Members

Always use a Door Drop practitioner member of The Direct Marketing Association (UK) Ltd 
(DMA) to undertake your Door Drop campaigns.

DMA practitioners agree to abide by the DMA’s Code of Practice and are vetted to ensure that 
they have the relevant systems available to them. 

A list of Door Drop practitioner members is available from the DMA website: www.dma.org.uk. 
Go to the section “Find Supplier or Agency”. Details about the DMA Code of Practice and Best 
Practice Guidelines for Door Drop Practitioners are also available on the DMA website. 

2. Distribution Channels

Ask your potential Door Drop suppliers about the different channels of Door Drop distribution 
they can offer. 

There are a number of different channels available and each has its own characteristics. The 
three main channels are: a) Royal Mail Door to Door; b) Free Weekly Newspaper Distribution 
Network; c) Independent Team Distribution Network.

3. Delivery Method (Solus or Shared)

Ask how the item will be delivered. Some channels offer ‘Solus’ delivery (yours should be the 
only item delivered at that time), whilst other channels offer different types of ‘Shared’ delivery 
(where more than one item is delivered at the same time). Some channels offer both. 

The delivery method will have a bearing on cost. It may also have a bearing on the recipient’s 
recall of your item and should be considered when designing the item for delivery.

4. Structure & Resources

Ask your potential suppliers for details about the infrastructure and resources they have in 
place, particularly in the field, to carry out your Door Drop campaign. 

Especially check that the supplier has access to sufficient resources to complete your 
campaign within the agreed time.   
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5. Planning and Quantities

Ask your potential suppliers about the information sources they have available to target, plan 
and carry out the delivery of your item. 

Most Door Drops are planned on the basis of deliverable quantities within Postcode Sectors.  Is 
this right for your campaign? Do you need to target sectors with an above-average number of 
particular household types (i.e. demographic targeting)? Can your suppliers offer this? What 
percentage of households are your suppliers able to deliver to within a target area? Are the 
targets realistic? In practice it is relatively difficult and expensive to achieve virtually 100% 
delivery penetration of the households in a target area.

6. Delivery Checks & Validation

Ask your potential Door Drop suppliers what, if any, delivery checks or tracking services are 
included in the contract price.

Some suppliers offer a form of delivery checking as standard. This is where the distribution 
company engages someone other than the deliverer to carry out checks to ascertain whether 
delivery has taken place (or, more accurately, whether the householder recalls having received 
the item). This is sometimes called ‘backchecking’. Delivery check sample sizes and the way 
checks are conducted (e.g. by telephone or ‘face to face’) will vary between suppliers. Some 
suppliers operate electronic GPS tracking systems as an alternative to delivery checks.

There are also specialist independent validation or research companies who will undertake 
a more detailed, structured validation of the campaign. These companies are usually 
commissioned by clients directly. The DMA can provide Independent Validation guidance notes 
for the benefit of Users, Distribution Companies and Validation Suppliers.

7. Contracts and Terms & Conditions

Make sure that your potential suppliers are able to provide you with written details of the 
agreement you are entering into with them and that it covers all the key points of your 
agreement. 

Carefully check the supplier’s Terms and Conditions of Acceptance to ensure that they are 
suitable and acceptable to you. When dealing with a new supplier, ask for references that you 
can easily check.
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8. Design and Production

Whilst your Door Drop suppliers can provide an efficient delivery service, the ‘creative’, i.e. 
the design of your communication item and the offers or information it contains, are key to 
delivering your message.

Door Drops offer huge potential to be extremely creative with size, shape, colour and design of 
your item. Consult your Door Drop supplier at the planning stage to make sure that the item 
is practicable for the chosen delivery method. With any new item, consider testing the design 
for potential response. This can be done via a relatively small scale Door Drop. Also consider 
environmental factors, such as encouraging recipients to recycle the item after use. The DMA 
offers guidelines on environmental best practice for Door Drop users.

9. Packaging and Delivery of Supplies

Different delivery channels have different lead times and different suppliers will have different 
requirements for the way your communications material needs to be delivered to them or their 
agents.

Your supplier should advise you how ‘bulk supplies’ of your item should be packed 
and delivered or made available to them. Make sure your printer is able to meet these 
requirements. Any issues at this point in the campaign will have a significant impact on results.

10. Communications & Complaints

Choose and involve your Door Drop suppliers as early as possible in the campaign planning 
process. Share as much information as you can and keep in regular contact with your supplier 
to ensure that they, and you, have all the relevant information.

If an unexpected event, issue or complaint arises at any stage of the process, involve your 
supplier promptly. Provide them with all the information they need to support you and help you 
to find a solution or to investigate the situation and make appropriate corrective arrangements.
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SUMMARY & CHECKLIST


