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How to win big
with



Introduction

Ready to level up your marketing game? Dive into the world of
customer loyalty data to unlock the secrets to driving more
sales and fostering stronger customer relationships.

By understanding key metrics like loyalty balances, spending
habits, and redemption rates, you can craft smarter, more
personalized campaigns that hit all the right notes.

Let’'s explore how to make your marketing efforts more effective
and engaging.




Key Metrics: The Secret

Ingredients to Your
Marketing Success

Current Loyalty Balance:

(A high balance is like

The total number of loyalty money burning a hole in
points a customer currently your customers’ pockets! It
has in their account. means they're ready to

spend, so give them a

nudge with irresistible offers

and rewards.)
Indicates the potential for
customer redemption and
spending incentives. A high
loyalty balance suggests a
readiness to engage and
redeem, providing an
opportunity to prompt
action through targeted
offers.

Average Spend:

DEFINITION

The average amount a
customer spends per
transaction.

IMPORTANCE

Knowing this helps you spot your big spenders and cater to
their tastes, encouraging them to keep coming back for
more.

Redemption Percentage:

(This tells you how engaged
your customers are with

your loyalty program. A high

The proportion of total redemption rate means

spend covered by customers love what you're

redeemed loyalty points. offering, while a low rate
suggests it might be time for
a refresh.)

IMPORTANCE

Medadsures customer
engagement with the loyalty
program and the
effectiveness of the rewards
system.

Spend Coverage Percentage:

(This metric helps predict

The percentage of the who's most likely to visit
average spend that can be soon to cashinthose
covered by a customer's points—perfect for targeting
current loyalty points on with time-sensitive offers.)

their next visit.

IMPORTANCE

Helps identify customers
likely to visit soon to
redeem their points,
enabling targeted
promotions to encourage
immediate purchases.




Customer

Segmentation:
Tailoring Your Approach

Now that you've got the data, let’s break down your customers
into segments for more personalized marketing:

l High Loyalty Balance, Low Spend, High Redemption,
® High Spend Coverage

High Loyalty Balance, High Spend, High Redemption,
High Spend Coverage

3 Low Loyalty Balance, High Spend, Low Redemption,
® Low Spend Coverage

Low Loyalty Balance, Low Spend, Low Redemption,
Low Spend Coverage

Each segment gives you a different angle to approach your
customers and make your campaigns more effective.



Campaign Strategies:
Make Your Messages
Count

SEGMENT CAMPAIGN IDEA

SUBJECT BODY

High Loyalty Boost 'Redeem Hey [Customer
Balance, Low  average and Name],
Spend, High spend Save" You've earned [X]
Redemption,  while Special points! Redeem
High Spend keeping them today and
Coverage loyalty Subject: snag an extra 10%
engage- Your off when you
ment Points = spend over $50.
strong. Bigger Your savings
Savings! await!
Shop Now: [Link]
Cheers,
[Your Brand ]

Return Likelihood: High. Customers already love using their
points, so they're likely to jump on this offer.

Boost in Spend: Adding a discount threshold pushes customers
to spend more to get their savings.

SEGMENT CAMPAIGN IDEA

p.

SUBJECT

BODY

High Loyalty

Balance,

High Spend,

High

Redemption,
High Spend

Coverage

Reward
and retain
your top
customers

"VIP Perks
and
Privileges’

Subject:
Exclusive
VIP Access
Awaits!

Hello [Customer
Name],

As one of our
most valued
customers, you're
invited to an
exclusive preview
of our new

collection. Plus,
enjoy a special
gift on your next
purchase—just for
being you!

Explore Now:

[Link]

Best regardes,
[Your Brand]

Return Likelihood: Very high. VIP treatment makes customers
feel special and appreciated.

Increase in Spend: Exclusive access and perks encourage
ongoing loyalty and bigger purchases.

SEGMENT CAMPAIGN IDEA

3

SUBJECT BODY

Low Loyalty

Balance,

High Spend,

Low

Redemption,
Low Spend

Coverage

Engage
customers
with the
loyalty
program
and en-
courage
redemp-
tion.

"Double
Points
Offer”

Subject:
Double
Your
Rewards—
Just for
You!

Hi [Customer
Name],

Have you been
making the most
of our loyalty
program? Earn
double points on
your next
purchase and get
closer to those
rewards!

Find Out More:
[Link]

Take care,

[Your Brand]

Return Likelihood: Moderate. New incentives to engage with the
loyalty program can bring them back.

Increase in Spend: Doubling points can motivate higher
spending to reap more rewards.

SEGMENT

4

Low Loyalty
Balance, Low
Spend, Low
Redemption,
Low Spend

Coverage

Encour-
age
first-time
engage-
ment with
the loyalty
program
and in-
crease
spend.

CAMPAIGN IDEA

SUBJECT

"Introduct
ory Offer
to Get
Started”

Subject:
Start
Saving Big
with Our
Loyalty
Program!

BODY

Hi [Customer
Name],

We noticed you
haven't used your
loyalty points yet.
Here's a 15%
discount on your
next purchase to
get you
started—enjoy the
benefits today!
Redeem Now:
[Link]

Warm wishes,
[Your Brand]

Return Likelihood: Low to moderate, but a great offer can
kickstart engagement.

Increase in Spend: A tempting discount encourages higher

spending and first-time use of loyalty points.



Monitoring Your

Success

Track Campaign Performance

Keep an eye on response rates,
redemption rates, and average
spend changes for each
customer segment.

Regularly update the spend
coverage percentage to see how
effective your campaigns are in
encouraging spending.

Adapt Your Strategies

Use performance data to refine
your offers and messaging. If
something works well, consider
repeating or expanding it.

Conversely, if a campaign isn't
hitting the mark, tweak it and
try again.

Review Regularly

Conduct monthly and quarterly
reviews to keep your strategies
fresh and aligned with customer
behavior.

Stay agile and be ready to pivot
based on what the data is telling
you.




By using customer loyalty data wisely, you can create
engaging, personalized marketing campaigns that resonate
with your customers and drive real results. Whether you're
boosting engagement with your loyalty program or
encouraging higher spend, a data-driven approach will help
you get there.

Remember, marketing is all about understanding your
customers—and with these strategies, you'll be well on your
way to creating lasting loyalty and increased revenue.
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DISCLAIMER

The presentations are created merely to guide the delivery
of the products of eWards. The content includes indication
about the product offered by eWards. The content presented
are free from any plagiarism and copyright violations under

copyright act.
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