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Introduction:

Loyalty That Feels Like Coming Home

In India, food is a love story.

Picture Anil, a 45-year-old tapri owner in Delhi’s Chandni Chowk,
calling out, “Kavya ji, adrak wali chai?” before his regular even
reaches the counter. Or Sunita, running a dhaba on a Jaipur highway,
tossing an extra roti onto a trucker’s plate with a smile. These aren’t
just meals, they're moments of apnapan, the warmth of belonging that
makes a place feel like ghar. With 70% of F&B spending under X300,
turning a one-time diner into a regular who feels like parivaar is the
secret to thriving in India’s vibrant food scene.

This book is your guide to crafting that family-like loyalty across every
corner of India’s F&B world: chai stalls, dhabas, quick service
restaurants, cafes, casual dining spots, fine dining havens, bars,

“Kavya,ji;
adrak wali




hookah lounges, cloud kitchens,
sweet shops, and bakeries. We'l
share stories of how loyalty
transforms  businesses,  making
customers feel like parivaar while
keeping costs low to respect tight
margins.

for chai stalls and
dhabas

5-10%
_apoy for QSRs, cafes,
10 15 /° and casual dining

- os for bars and
12 15 /° hookah lounges
10-=12°, for cloud kitchens
10-15Y% for sweet shops
O and bakeries
15=20%%, for fine dining

Forget Zomato-style discounts that
feel like “sabko milta hai” or complex
points systems that confuse small
merchants. Indian customers crave
rewards that are personal, instant,
and desi, a free rusk that feels “sirf
mere liye” or a chefs greeting that
says, “You're one of us.”

Let's start
brewing loyalty

as warm as a
monsoon chai.

Powered by eWards’
omnichannel CRM, which
tracks every visit with just a
phone number across SMS

(with  90% open rates),
WhatsApp, and email,
preventing  fraud  with
phone-linked  redemption
control, and InsightsX’s
Al-driven insights, which



analyze detailed data: who bought, when, what, and how much, to
suggest heartfelt nudges, these strategies are affordable, scalable, and
deeply dil se.

We'll explore the right loyalty programs for each
segment, why they resonate with India’s emotionally
connected diners, why alternatives might fall short,
and the wins you'll see:

& More visits

@ Bigger spends
@ cCustomers who rave about you like family

Let’s start brewing loyalty as warm as a monsoon
chai.



The Indian Dil:

Where Food Meets Parivaar

Step into a bustling dhaba,
where truckers and families
share roti and laughter under a
starry sky. Or picture a group of
friends snapping selfies at a
trendy hookah lounge, their
drinks sparkling for Instagram.
Indian customers don'’t just eat,
they connect. A samosa shared
in the rain, a biryani delivered to
soothe a tough day, or a fine
dining evening that seals a
milestone, these are threads of
belonging woven into every
meal. To win their loyalty,

you need to speak to their dil.

They love value, but a free rusk
with a smile feels more paisa
vasool than a 10% off coupon.
They eat together: 60-70% of
meals are with family or friends,
so loyalty that rewards the
group, like a free dessert for a
table of four, creates lasting
bonds. They want rewards now.
“Abhi chahiye” means a free chai
today beats points saved for
months.  Recognition, like
“Kavya ji, your usual?” is worth
more than any discount. And
with 600M+ UPI wusers and
500M+ SMS users, a simple text
nudge, with 90% open rates,
compaed to email’s 22%, feels
like a call from a cousin.

Indian customers

don't just eat, they
connect.
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The secret to family-like loyalty is blending
paisa vasool value with dil se care.

It's about making every customer feel like theyre part of your
parivaar, whether theyre sipping chai or toasting champagne. With
tight margins, your program must be affordable:

eWards’ omnichannel CRM uses phone humbers to
deliver personal nudges across SMS (cost-effective),
WhatsApp, and email, ensuring fraud-proof
redemptions, while InsightsX’s Al analyzes detailed
data: who, when, what, and how much, to suggest
rewards that hit the heart, keeping costs low and
impact high.



Our Desi Loyalty
Mantra

Every reward
should feel like a

family gesture.

Before diving into the flavors of loyalty, let's anchor our approach.
Our desi loyalty philosophy is simple: make it personal, instant,
emotionally connected, and cost-sensitive. Every reward should feel
like a family gesture—whether it's a free rusk from a chaiwala or a
chef’s greeting at a fine dining table. Programs must be easy for small
merchants to manage, affordable for tight margins, and resonant
with India’s dil se dining culture. They should spark joy immediately,
not months later, and turn every visit into a story customers share
with their parivaar.

With eWards and InsightsX, we make this effortless,
turning data into loyalty that feels like home.



A Desi Toolkit:

Crafting Loyalty That Feels Like Family

Family-like
loyalty thrives
on simplicity,
personal
gestures, and
instant joy.

Loyalty in India’s F&B world is as
vibrant as a Diwali thali, each
program offering a unique flavor
to make customers feel like family.
Lets journey through  six
approaches, sharing stories to
show how they weave emotional
bonds, without tying them to
specific businesses just yet—that
comes later. Each is designed to
be  simple, personal, and
margin-friendly, ensuring your dil
se gestures don't break the bank.

Picture a small-town eatery where
every fifth visit earns a free snack,
tracked with a quick phone scan
or SMS check-in for low-tech
setups. That’s a visit-based digital
stamp card, like a sibling saying,
“This one’s on me.”

It's instant and habit-
forming, perfect for frequent,
low-cost visits, costing just
€0.20-21 per customer to
spark joy, ideal for tight
5-10% margins.
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Imagine a bustling restaurant where every 3100
spent earns points, redeemable for a free drink
or cashback. Thats a  points-based
earn-and-burn program, like collecting pocket
money from a favorite bhaiya.

It gamifies loyalty, offering flexibility for
mid-spend diners, with a low 26-210
cost per customer, suited for 10-15%
margins.

Envision a delivery kitchen where customers
buy a digital booklet for five discounted meals.
That's a prepaid coupon booklet, like stocking
dadi’s dabba with love.

It locks in revenue, ideal for repeat
orders, costing 7.50-210 per customer
for 10-15% margin formats.

At an upscale venue, a yearly membership
offers exclusive perks like a chef’s greeting.
That's a membership subscription, like being
the VIP cousin at a wedding.

It secures upfront revenue, perfect for
high-spend formats, with a modest 220
cost per customer for 15-20% margins.




In a lively lounge, tagging
the place on Instagram earns
a free shot or points. That's a
social sharing rewards
program, like a cousin
shouting, “Party’s on me!”

It fuels FOMO and
buzz, costing €20 per
customer, ideal for
12-15% margins.

Finallyy, a personalized reward
model lets customers earn points
across visits or social actions,
redeemable for free items or unique
experiences, like a family member
tailoring a gift just for you.

It blends gamification with
emotional perks, costing
€6-220 per customer, but
can be complex for small
setups with lower margins.

Some approaches miss the mark. Complex systems confuse diners:
“Points kya hai?” Generic discounts feel “sabko milta hai,” lacking
apnapan. Delayed rewards test the patience of “abhi chahiye”
customers. Cashback is cold, missing the warmth of a “Kavya ji”
greeting. Family-like loyalty thrives on simplicity, personal gestures,
and instant joy, all made affordable with eWards’ omnichannel CRM
and InsightsX’s Al-driven insights.

12



Mistakes to Avoid:
Keeping Loyalty Dil Se

To build loyalty that feels like parivaar, steer clear of these traps.

Don't offer generic discounts: They dilute your
brand like a watered-down chai.

Avoid overly complex point structures: Customers
lose interest when it feels like math homework.

Skip cashback: It's cold and lacks the warmth of a
personal gesture. Instead, keep it personal, simple,
and instant. A free rusk with a smile or a text saying,
“Munna, we missed you!” builds the dil se bond that
turns diners into family.

13



Chai ka Jadoo:

Brewing Bonds at the Tapri

Anil, a 45-year-old tapri owner in
Delhi’'s Chandni Chowk, has poured
chai since 2001. His regulars:
office-goers, students, and
rickshaw drivers, come for the
familiar taste of adrak wali chai.
When a fancy café opened nearby,
Anil fought back with a visit-based
digital stamp card: every fifth visit
earns a free rusk, costing just 32,
tracked with a phone number scan
or SMS check-in for his low-tech
setup. For urgency, an early-bird
perk: “First 10 customers on
Mondays get a free chai.” For snack
buyers, a personalized reward
model offers 10 points per 100,
redeemable for a 320 samosa.
“Kavya ji, your rusk’s ready!” hed
say, smiling, making it feel like a
family treat.

eWards’ omnichannel CRM tracks visits and points using
phone numbers, sending cost-effective SMS nudges (90%
open rate) like “One more chai, Kavya!” to prevent fraud with
phone-linked redemptions.

InsightsX’'s Al analyzes data—who buys, when, and what—to
suggest offers like a free rusk for slow days, keeping Anil’s
5-10% margins safe.

14



This visit-based digital stamp card with an early-bird perk and
personalized reward model works because chai stalls thrive on

frequent, low-ticket visits:

220-50 a pop, 5-10 times a week. A free rusk costs 20.20 per
customer at 10% redemption, boosting visits by 20% with a 30%
referral rate as regulars bring friends, increasing CLV from 2300

to 2330 monthly.

Points add flexibility for snack
buyers, but standalone points
for chai feel pointless, needing
50 visits for a 350 reward.
Memberships scare off
regulars spending 300 a
month, coupon booklets are
bulky for 20 purchases, and
social sharing doesn't work:
uncles don'’t post Insta stories.

Anil sees 15-20% more weekly
visits and a 30% lift in
customer happiness from
“Bhaiya knows me” vibes.
eWards sends an SMS after a
5-day absence: “Kavya ji, chai
thandi ho gayi? Free rusk aaj!”
A delay triggers: “Maaf karo,
free rusk next time!”

Expect a 20% retention boost
in 30 days, a 2-month payback,
and a tapri that feels like a
warm family corner.

Case Study
Sidebar: How
Anil’'s Tapri
Outshone a
Café Chain

When a sleek café chain
opened nearby, Anil’'s tapri
launched a fifth-visit free
rusk program, costing just
22 per reward. eWards'
SMS check-ins tracked
loyalty, boosting visits by
20%. “Our free rusk offer
brought back 60% of our
lapsed chai lovers—and
they brought their friends
too,” Anil shares.

15



Dhaba ka Dil:

Welcoming Travelers Home

Sunita, a 50-year-old dhaba owner on a Jaipur highway, has
served truckers and families for decades. Her roti and dal are
legendary, but most customers are one-timers passing
through.

She launched a visit-based digital stamp card: every fifth meal earns
a free roti, costing 35, tracked with a phone number scan or SMS
check-in for her low-tech setup. For truckers, a B2B perk: “10 meals =
free thali,” locking in their loyalty. For families, a group deal: “4+
people get free achaar and papad.” For urgency, a festival perk:
“Double rewards during Diwali.” “Munna, your roti is on us today!”
she’d say, making travelers feel like they'd found a roadside ghar.

eWards’ CRM tracks visits across SMS, WhatsApp, or email,
ensuring fraud-proof redemptions.

InsightsX'’s Al suggests nudges like a free chai for regulars
absent for two weeks, keeping Sunita’s 5-10% margins intact.

16



This visit-based digital stamp card with group, B2B, and festival perks
fits dhabas, where low-ticket meals (50-100) and irregular visits

need simple, instant rewards.

A free roti costs 20.50 per customer at 10% redemption, driving
15% more stops with a 25% referral rate, increasing CLV from

€200 to 2220 per stop.

Points alone, needing 50
meals for a T50 reward, feel
too complex for transient
diners. Memberships scare
off budget travelers, coupon
booklets are clunky for
small orders, and social
sharing  doesn't  work:
truckers aren’t snapping
selfies.

Sunita sees 15-20% more
visits and happier
customers who spread the
word. eWards sends an SMS
after a 14-day gap: “Munna,
dhaba miss kiya? Free chai
awaits!” A delay triggers:
“Sorry, next roti free!”

Expect a 15% retention
boost in 60 days, a 2-month
payback, and a dhaba that’s
a traveler’s apna pitstop.

Case Study
Sidebar:
Sunita’s Dhaba
Becomes d
Trucker’s
Home

When a new eatery opened
nearby, Sunita’s dhaba
launched a fiftth-meal free
roti program and a “10 meals
= free thali” deal for truckers,
costing 5 per reward.
eWards’ SMS check-ins
tracked loyalty, boosting
stops by 15%. “Our free roti
made truckers feel like
family—they now bring their
crews,” Sunita shares.
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Earn 10 points
per #100 spent

- redeem for a freeshake or 750 off

Group deal:
£500 for 5 £100 meal coupans

Time bonus:
| Double points from 3-5pm l
Holi S

i
.'

i
-

_ pecial ™
|:_] First 20 orders get double points

eWards tracks
points and booklets
via UPI, using phone
numbers to send
SMS nudges (90%
open rate) like “20
points to a free fries!”

InsightsX’s Al
analyzes data to
suggest offers like a
group dessert for
lapsed diners, fitting
Priya’s 10-15%
margins.

QSR ki
Masti:

Building the Gang's

Favorite Adda

Priya, a 35-year-old QSR
owner in Bangalore’s
Indiranagar, sees students
grabbing burgers and families
sharing thalis. She knows they
love a deal but want it to be
fun. She  launched a
personalized reward model: 10
points per 100  spent,
redeemable for a free shake or
%50 off. For groups, a coupon
booklet: *100 for 3500 meals.
For slow hours, a time-based
perk: “Order 3-5 PM, get
double points.” For urgency, a
scarcity perk: “First 20 orders
on Holi get double points.”
“Sita, your shake’s on us!” the
cashier says, making it feel like
a family treat.

This personalized reward
model with a coupon booklet,
time-based perk, and scarcity
perk works for QSRs, where
100-300 tickets and 2-3
monthly visits suit gamified
rewards.

18



A free shake costs 26 per customer at 20% redemption,
boosting visits by 25% with a 30% referral rate, increasing CLV
from 2500 to 2575 per visit.

Visit-based stamps limit

flexibility, memberships

deter budget diners, and CCI Se St U dy
social ~ sharing  misses o .
non-Insta families. SldebCI r.

Priya sees 20-25% more Prin'S QSR

visits and a 25% happiness

lift. eWards sends: “Sita, 50 Becomes the

points = free fries!” A group /
deal SMS says: “Bring your Cle ng S

gang, free dessert!” Han g out

Expect a 25% retention Facing competition from
boost in 60 days, a 2-month Zomato deals, Priya’s QSR
payback, and a QSR that's launched points, booklets,
the adda for all. ,
and double-point hours,
costing 26 per reward.
eWards’ SMS nudges like “20
points to free fries!” boosted
visits by 25%. “Our group
dessert deal turned families
into regulars—they love our
adda,” Priya shares.



o
Cafe ka Nazara:
Brewing Cozy Catch-Ups

Neha, a 30-year-old cafe owner in
Mumbai, welcomes young
professionals sipping cappuccinos and
couples sharing pastries. She wants
every visit to feel like a warm
catch-up. She launched a personalized
reward model: 10 points per 100,
redeemable for a free coffee or 350 off,
with bronze-silver-gold tiers: Bronze
(3 wvisits, free pastry), Silver (32,000
spend, free coffee), Gold (35,000 spend,
birthday call from barista). For
students, a visit-based stamp card: “3
visits a week = free coffee refill.” For
urgency, an early-bird perk: “First 10
customers on Mondays get a free
coffee.” “Kavya ji, your coffee’s on us!”
she says, like a sister treating her
sister.

eWards tracks
points and tiers via
phone numbers,
sending SMS nudges
like “One more
coffee, Kavya!”

InsightsX's Al
suggests offers like a
free dessert for
lapsed visitors, fitting
Neha's 10-15%
margins.

~ WU SPRNT - redeem

for a free coffee or 7 50 off Student

* Bronze (3 visits): Free pastry " Specil

» Silver (¥ 2,000 spend): Free coffec s aw
. = |l Eriee

* Gold (¥ 5,000 spend): Birthday call | Mg coffeeretd

A, SCEE Early Bird .' -
% Mondays e | i



This personalized reward model with tiers, a visit-based stamp card,
and early-bird perk suits cafes, where ¥100-300 tickets and frequent
visits need flexible, instant rewards.

A free coffee costs Z6 per customer at 20% redemption,
boosting visits by 20% with a 25% referral rate, increasing CLV

from 2300 to Z330.

Memberships are  too
pricey, coupon booklets feel
bulky, and social sharing
misses older patrons.

Neha sees 20-25% more
visits and a 30% happiness
liftt. eWards sends: “Kavya ji,
free coffee after one more
visit!”

Expect a 20% retention
boost in 60 days, a 2-month
payback, and a cafe that’s a
cozy ghar.

Case Study
Sidebar:
Neha's Cafe
Becomes d
Cozy Haven

When a chain cafe moved in,
Neha’s cafe launched points,
tiers, and free refills, costing
26 per reward. eWards’ SMS
nudges like “One more
coffee, free!” boosted visits
by 20%. “Our barista’s
birthday calls made
students feel at home,”
Neha shares.



Casual Dining ka Rang:

Sparking Khaas Din Celebrations

Sanjay, a 40-year-old restaurateur in Mumbai, hosts families
celebrating birthdays over paneer tikka. He wants every visit to
feel like a reunion.

He launched a personalized reward model: 10 points per 100,
redeemable for a free starter or X100 off, with bronze-silver-gold
tiers: Bronze (5 visits, free dessert), Silver (35,000 spend, free
appetizer), Gold (310,000 spend, birthday call from chef). For groups,
a family bonus: book a table for 4+ and get a free dessert next visit. For
urgency, a festival perk: “Double points during Holi.” “Munna, your
dessert’s ready!” the waiter says, making families feel like parivaar.

eWards tracks points and tiers, sending SMS nudges like
“Munna, book a table for your family!”

InsightsX suggests birthday offers, fitting Sanjay’s 10-15%
margins.

22



This personalized reward model with tiers, family bonus, and festival
perk suits casual dining’s 5-10 yearly visits and 1,000+ tickets,

costing:

210 per customer for a 250 dessert, boosting visits by 25% with
a 30% referral rate, increasing CLV from 2,000 to 22,400.

Visit-based rewards lack
flexibility, memberships
exclude smaller groups, and
social ~ sharing  misses
non-Insta families.

Sanjay sees 25-30% more
visits and a 40% happiness
lift. eWards sends: “Munna,
family dinner? Free dessert
aa)!”

Expect a 30% retention
boost in 90 days, a 3-month
payback, and a restaurant
that's a ghar for your khaas
din.

Case Study
Sidebar:
Sanjay’s
Restaurant
Becomes a
Family Hub

Competing with discount
apps, Sanjay’s restaurant
launched points, tiers, and
group desserts, costing 210
per reward. eWards’ SMS
nudges like “Free dessert for
family!” boosted visits by
25%. “Our birthday calls
made customers feel like

parivaar,” Sanjay shares.



Fine Dining ka Shaan:

Crafting a Khandaan of Elites

Meera, a 42-year-old fine dining owner in Delhi, hosts anniversaries
and client dinners. Discounts felt cheap, so she launched a
membership subscription: 5,000/ year for priority seating, a chef’s
greeting, and a members-only wine tasting, plus bronze-silver-gold
tiers: Bronze (3 visits, free dessert), Silver (35,000 spend, chef’s call on
birthdays), Gold (310,000 spend, farm visit invite). For urgency, a

”

scarcity perk: “First 5 bookings on Diwali get a free amuse-bouche.
“Sita aunty, your table awaits,” the staff says, like welcoming a
favorite rishtedaar.

eWards tracks memberships and tiers, sending SMS nudges
for lapsed VIPs, fitting Meera’s 15-20% margins.

24



This membership subscription with tiers and a scarcity perk locks in
revenue for 2-5 yearly visits with 35,000+ tickets, costing:

€20 per customer for a 500 reward, boosting visits by 30%
with a 35% referral rate, increasing CLV from 210,000 to 211,500.

Visit-based  rewards lack
exclusivity, standalone points

feel transactional, and coupon Cqse StUdy
booklets tarnish prestige. o

Sidebar:
Meera sees 30-40% more - .
visits and 50% more social Meero ) Fl ne

buzz. 3
Dining

eWards sends: “Sita aunty, free

champagne awaits!” Expect a BeCO mes d

40% retention boost in 6 VIP Haven

months, a 4-month payback,
and a restaurant that's a
khandaan of elites.

Facing discount-driven
rivals, Meera'’s restaurant
launched memberships
and tiers, costing 220 per
reward. eWards’ SMS
nudges like “Free
champagne awaits!”
boosted visits by 30%. “Our
chef’s calls made guests

feel like elites,” Meera
shares.



Bar aur Hookah
Lounge ka Hunhgama:

Fueling Dosti ka Adda

Riya, a 32-year-old hookah lounge
owner in Bangalore, sees young
groups snapping selfies over hookabhs.
She launched a social sharing rewards
program: Instagram tags earn a free
shot or 10 points toward a pitcher, plus
a coupon booklet: 500 for five 100
hookah  sessions. For late-night
crowds, a late-night perk: “12 AM-1
AM, loyalty members get 2nd hookah
50% off.” For urgency, a scarcity perk:
“First 20 tags on Holi get double
points.” “Kavya’s crew, your shot’s on
us!” she posts, making the gang feel
like family.

eWards tracks social
engagement and
booklets, sending
SMS nudges like
“Tag us, Kavya!”

InsightsX suggests
offers for quiet
nights, fitting Riya’s
12-15% margins.



This social sharing rewards program with a coupon booklet,
late-night perk, and scarcity perk fuels FOMO for 3,000+ group

visits, costing:

€20 per customer for a 200 shot, boosting visits by 25% with a
30% referral rate, increasing CLV from 25,000 to 25,750.

Visit-based rewards miss
social buzz, standalone
points lack dosti vibes, and
memberships deter young
crowds.

Riya sees 20-25% more
weekend visits and 30%
more Insta tags. eWards
sends: “Kavya, tag us for a
secret cocktail!”

Expect a 25% retention
boost in 60 days, a 2-month
payback, and a lounge that’s
doston ka adda.

Case Study
Sidebar:

Riya’s Lounge
Becomes the
Crew’s Favorite

When a new bar opened,
Riya's lounge launched
social tags and booklets,
costing 220 per reward.
eWards’ SMS nudges like
“Tag us for a free shot!”
boosted visits by 25%. “Our
group perks made us the
gang’'s adda,” Riya shares.



Cloud Kitchen ka
Swad:

Serving Ghar ki Rasoi

o 1

Vikram, a 38-year-old cloud kitchen owner in Hyderabad,
delivers biryanis to busy families.

He launched a coupon booklet: ¥500 for five 3100 meals, plus a
personalized reward model: 10 points per X100, redeemable for a free
add-on. For rainy days, a weather perk: “Order in rain, get free soup.”
For urgency, a scarcity perk: “First 20 orders on Holi get double
points.” “Munna, your raita’s packed!” his SMS says, like dadi’'s dabba
arriving.

eWards tracks booklets and points via UPI, sending SMS
nudges for lapsed orders.

InsightsX suggests craving-based offers, fitting Vikram’s
10-12% margins.
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This coupon booklet with a personalized reward model, weather
perk, and scarcity perk locks in revenue for ¥300-500 orders,

costing:

€7.50 per customer for a 250 coupon, boosting orders by 25%
with a 30% referral rate, increasing CLV from 2400 to 2480.

Visit-based rewards miss
prepaid value, standalone
points feel less tangible, and
social sharing lacks visual
appeal.

Vikram sees 25-30% more
weekly orders and a 30%
happiness  lift.  eWards
sends: “Munna, craving for
biryani? 100  coupon
awaits!”

Expect a 30% retention
boost in 30 days, a 2-month
payback, and a kitchen
that'’s parivaar ka rasoi.

Case Study
Sidebar:
Vikram'’s
Kitchen
Becomes d
Family Staple

Against app discounts,
Vikram’s cloud kitchen
launched booklets and
points, costing €7.50 per
reward. eWards’ SMS nudges
like “Free soup in the rain!”
boosted orders by 25%. “Our
booklets made families
order weekly—they feel like

our rasoi,” Vikram shares.



Sweet Shop ki Mithas:

Sweetening Festivities

Kavita, a 47-year-old sweet shop owner in Kolkata, sees families flock
for rasgullas before Diwali. She launched a festival loyalty program:
“Buy 5kg mithai, get 1kg free,” plus a personalized reward model: 10
points per 3100, redeemable for a I50 sweet box. For gifting, a
pre-paid gift card: 1000 for 1100 value. For urgency, a scarcity perk:
“First 20 orders on Holi get double points.” “Sita aunty, your festival
sweets are ready!” she says, like a family matriarch sharing her best.

- > Special!
BUY 5kg. il / DOUBLE

}. GET 1kg FREE b £ £/ : [ POINTS

= FESII'I’ALGFFER |--..,_?¢

eWards tracks purchases and points, sending SMS nudges
for festival seasons.

InsightsX suggests offers for lapsed buyers, fitting Kavita's
10-15% margins.




This festival loyalty program with a personalized reward model, gift
card, and scarcity perk suits sweet shops, where 3200-500
purchases spike during festivals, costin:

210 per customer for a 50 sweet box, boosting visits by 20%
with a 25% referral rate, increasing CLV from 2500 to 2575.

Visit-based rewards miss
seasonal peaks,
memberships are  too
pricey, and social sharing
misses older patrons.

Kavita sees 20-25% more
festival visits and a 30%
happiness  lift.  eWards
sends: “Sita aunty, Diwali’s
near—free sweets with your
next buy!”

Expect a 20% retention
boost in 60 days, a 2-month
payback, and a shop that’s a
festival ghar.

Case Study
Sidebar:
Kavita’'s Sweet
Shop Becomes
a Festival
Favorite

Facing chain competitors,
Kavita’s sweet shop
launched festival freebies
and gift cards, costing 210
per reward. eWards’ SMS
nudges like “Free sweets for
Diwali!” boosted visits by
20%. "Our gift cards have
made us the go-to shop for

families during the festive
season,” Kavita shares.



Bakery ka Pyar:

Baking Daily Warmth

Arjun, a 36-year-old bakery owner in
Chennai, delivers fresh loaves to
families daily. He launched a bread
subscription: 1000 /month for a daily
loaf and a free birthday cake, plus a
personalized reward model: 10 points
per 3100, redeemable for a I50 pastry.
For early risers, an early-bird perk:
“T-9 AM, 10% off and double points.”
For urgency, a scarcity perk: “First 20
orders on Holi get double points.”
“Kavya ji, your pastry’s on us!” he says,
like a brother sharing a treat.

eWards tracks
subscriptions and
points, sending SMS
nudges for lapsed
orders.

InsightsX suggests
offers for morning
buyers, fitting Arjun’s
10-15% margins.

SUBSCRIPTION PERYS
,? 100 [:!_I.-"'r".-:-nﬂ". for .i:jii!::
+ Free i_}irihd.:lg cake
10 points per< 100
9 AM- ]U G‘H
Ir'*cruhlx-: points
Firat 20
Holi
Do IT.I. ble
Points

orders

First 20




This bread subscription with a personalized reward model, early-bird
perk, and scarcity perk suits bakeries, where I50-200 daily
purchases need recurring revenue, costing:

210 per customer for a 50 pastry, boosting visits by 20% with
a 25% referral rate, increasing CLV from 2200 to 2230.

Visit-based rewards miss
subscription value,

memberships deter small CCISG StUdy

b , and ial shari o .
SNl Sidebar:
customers. Arjunls BOkery
Arj 20-25%

WAl Bocomes a
happiness  lift.  eWards Morn | N g R |t uao I

sends: “Kavya ji, early
order? Double points today!”

Against chain bakeries,

Expect a 20% retention Arjun’s bakery launched
boost in 60 days, a 2-month subscriptions and points,
payback, and a bakery that’s costing 210 per reward.

a morning ghar. eWards’ SMS nudges like
“Early orders get double
points!” boosted visits by
20%. “What started as
birthday cakes turned into a
daily ritual for many
families,” says Arjun.
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Top 3 Combo
Strategies:

A Family Feast of Loyalty

Sometimes, one program isn't enough.

At Priya’s QSR, she blends a personalized reward model (10
points per 100) with a coupon booklet (2500 for five
meals). Students chase points for fun, while families buy
booklets for value, doubling retention for her 10-15%
margins.

At Riya's hookah lounge, social sharing (tag for a shot)

pairs with a coupon booklet (2500 for five sessions), fueling
FOMO and dosti.

At Sanjay’s casual dining spot, points for starters combine
with a family bonus (free dessert for groups) and tiers
(Gold for birthday calls), making every khaas din a
celebration.

These combos, managed by eWards’ omnichannel CRM, cater to
diverse diners while keeping costs low—36-20 CPA across formats.
InsightsX’s Al analyzes data to suggest the perfect mix, ensuring
every nudge feels like a family invite.
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Aapke Sawal, Mere

Jawab

You might
wonder,

“Should 1
reward my
delivery
staff too?”

Pay them well, but
save rewards for
customers: a free
dessert after three
orders keeps the
phone ringing.

Or ask, “How do 1
explain rewards to my
staff?” Tell them it’s
like a family favor:
“Five visits, treat them
like parivaar.”

Theyll feel the love
too. These are real
worries, answered
with heartfelt clarity.

A free dessert
after three

orders keeps the
phone ringing.
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Aakhri Baat:

Dil Se Dil Tak

Chai tapri? A free rusk is a
sibling’s treat. Dhaba? A free roti
welcomes travelers home. QSR?
Points and booklets make deals
a family game. Cafe? Rewards
and tiers feel like a cozy
catch-up. Casual dining? Points,
tiers, and group perks spark
khaas din celebrations. Fine
dining? Memberships and tiers
craft a khandaan of elites. Bar or
hookah lounge? Social tags and
booklets fuel dosti. Cloud
kitchen? Booklets and points
are dadi's dabba. Sweet shop?

In Indiq,
loyalty
IsN't just

business,
it’s dil ka
rishta.

Festival freebies sweeten the
deal. Bakery? Subscriptions
bake daily warmth.

In India, loyalty isn't just
business, it’s dil ka rishta. Make
your customers feel like
parivaar, and theyll bring their
stories—chai in the monsoon,
sweets for Diwali, dinners that
mark milestones—back to your
table. Ready to build loyalty that
feels like parivaar?

Book a free loyalty
audit at:

MYEWARDS.COM

Get a format-specific
plan from InsightsX.

WHATSAPP US

to start today.
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https://wa.me/+919830087676

Appendix:

A Quick Glance at Your Desi Loyalty Options

Best Reward Cost Payback Emotional
Program Type Control Period Hook
Chai Stamp Card Free Rusk/ 20.20 CPA 2 months Bhaiya
Tapri + Points Samosa Knows Me
Stamp Card . .
+ Group/ iLe;iROt'/ £0.50 CPA 2 months Roadside
B2B Perk
Points + ,
Coupon Free Shake/ 26 CPA 2 months Cengls
Coupons Adda
Booklet
Points +
Tiers + ui?kgogce:s/ 26 CPA 2 months ggiZh—U
Stamp Card P P
Points + Tiers Free .
Casual + Family Starter/ Z10 CPA 3 months AusleB IRl
Dining Ka Ghar
Bonus Dessert
Fine Membershlp Chef’s Table/ %90 CPA . Khapdaan
Dining + Tiers Dessert of Elites
Social
Bar/Hookah Sharing + Free Shot/ 220 CPA 2 months Doston Ka
Lounge Coupon Coupons Adda
Booklet
Coupon Free .
cloue Booklet + Add-on/ 7,50 CPA 2 months Parivaar Ka
Kitchen . Rasoi
Points Coupons
Festival Perk Free Festival
+ Points/ Gift Sweets/ Gift Z10 CPA 2 months
Ghar
Card Card
Subscription .
+ Points/ Free Cake/ 210 CPA 2 months Morning
. Pastry Ghar
Early-Bird
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Glossary:

e Tapri: Chai stall, a roadside haven for quick sips.

* Dhaba: Roadside eatery, serving hearty meals to travelers.

e Adda: Hangout spot, where friends gather.

* Dabba: Lunchbox, symbolizing home-cooked love.

* Parivaar: Family, the heart of loyalty.

* Khaas Din: Special day, like birthdays or anniversaries.

* Dosti: Friendship, the vibe of group hangouts.

* Khandaan: Elite family, for prestigious venues.

* CPA: Cost per acquisition, the cost of gaining a loyal customer.
e CLV: Customer Lifetime Value, the total spend of a loyal customer
over time.
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