Yesterday Loyalty = TRANSACTIONAL...

+ One-size-fits-all + Quantity-over-quality

* Enrollment focused  Discount driven
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value experience over
points and rewards

Today Loyalty= HUMAN CENTERED

* Personalized Programs
+ Data Driven

Rewards &
Redemption

Earn Rewards
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*+ Experience Focused
* Meaningful and Memorable

KEY DRIVERS OF LOYALTY:

18%

Program
Experience

SO WHAT DO
CUSTOMERS WANT
FROM A LOYALTY
PROGRAM?
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Digital
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Human Touch




