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Goals are what keep your program on track. Without setting goals, you
can’t properly track and measure your program’s progress. This progress
is what will ultimately give you an idea of how well your program is
doing, and will allow you to implement new strategies and program

ideas effectively.

While you can set any type of goal you’d like, we’d recommend setting
them around customer metrics. Not only do they give you an idea of
how customers are engaging with your program, but they are also easier

to benchmark and track over time.

Three of the most impactful metric goals you can set for your

points program are:

e  Repeat purchase rate
e  Average order value, and

e  Purchase frequency



™
~{ Repeat purchase rate

Repeat purchase rate measures how willing customers are to make a

second purchase at your store.

If your repeat purchase rate improves after you’ve launched your points
program, you can tell that your customers see enough value in your

program to make a second, third, and fourth purchase at your store.

# of Customers That
Purchased More Than
Once

# of Unique Customers
(365 Days)



S‘j' Average order value

Average order value tracks how much money customers spend on a

typical order at your store.

When you reward customers for making purchases at your store, you
give them the opportunity to earn more points for completing larger
orders. If your average order value improves over time, it’s an indication
that customers find value in your rewards program and want to get more

out of it by spending more to earn more.

Total Revenue
(365 days)

# of Orders Taken
(365 days)



|'§ | Purchase frequency

Purchase frequency measures how often the average customer is

making a purchase at your store.

An increase in purchase frequency indicates that customers find the
rewards you’re offering valuable and want to continue earning points to

redeem them by making more purchases with your brand.

Total # of Orders
(365 days)

# of Unique Customers
(365 days)



In the context of your rewards program, points are money your
customers have to spend. The more points they have, the more currency
they have to redeem on rewards that enhance their experience with your

brand and make them more likely to want to return as a result.

However, customers are not going to try to earn points if they don’t
seem valuable. You need to find a balance between your points’
perceived value and their actual value. Having a higher perceived value
will effectively motivate your customers to participate while also

keeping costs down.

We recommend a minimum of 1% purchase value back.



This ratio is extremely easy for customers to calculate, which makes

each point’s value easier to see and understand.

However, depending on your industry, you may want to increase the
value of your points. If you’re in the cosmetics industry and other
cosmetics brands are offering 3% back, your program won’t be attractive

to new customers looking to maximize value.

Similarly, you may have higher product margins that allow you to give
more back. Use the chart below to figure out how much you could give

back based on your margins.

0-20% 1-3%

20 - 60% 2-6%

60% + 2-10%




A points program gives you the opportunity to reward your customers
for all of the ways they engage with your brand. The more ways to earn,

the more likely the are to engage!

Although you could reward customers for a number of different
reasons, there are 6 ways that are extremely effective for any

brand, regardless of industry.

When a customer creates an account at your
store, they give you their email address and
some other basic information that makes it
easier for you to market to them in the future.
It also makes the checkout process faster for
them in the future, increasing their desire to

make purchases at your store.

Recommended earning limit:
Once per lifetime

Recommended points awarded: 200



Birthday points are one of the best ways to
personalize your rewards experience. Not only
does it make your customer feel special, but it’s
also a great way to provide instant value that re-

engages members with your program.

Recommended earning limit: Once per year

Recommended points awarded: 200

When you reward customers for completing
purchases at your store, you positively reinforce
that behavior. This will prompt your customers
to associate spending money with earning
rewards, motivating them to continue
performing this highly profitable action at your

store.

Recommended earning limit: No limit

Recommended points awarded: 1 point / $



Product reviews are one of the most effective
marketing tools to have in your arsenal. Since a
new customer is more likely to trust a
recommendation than your marketing
messages, reward your loyal customers for
sharing their experiences with your products to

encourage more shoppers to buy!

Recommended earning limit: No limit

Recommended points awarded: 100

Social media is one of the easiest ways to
communicate with customers on an ongoing
basis. By rewarding them for following your
different accounts, you create more exposure
for your brand while incorporating your

business into their mobile routines.

Recommended earning limit:
Once per lifetime

Recommended points awarded: 100



Since the average customer’s social network has
around 634 connections, rewarding customers
for sharing your brand on their own accounts is
cheap but wide exposure. It also publicly ties
your customers’ reputations to your brand,
creating a more public commitment that will
positively influence their opinion of your

business moving forward.

Recommended earning limit: Once / month

Recommended points awarded: 50

ﬁ Take action:

Set up a variety of ways to earn points is one of the most

important elements of a successful points program.

[ ASSESS YOUR EARNING RULES ]



https://app.smile.io/reward-programs/points/earning

If your rewards program is a rocket, the rewards you offer are the fuel
that actually gets it off the ground. Since they’re the primary motivator
for getting your customers to join, they need to be valuable to your most

loyal members.

The following rewards are proven to be highly valuable to most

customers.

54% of shoppers will abandon their cart if
shipping is too expensive, making this one of
the most valuable rewards you can offer.
Knowing that they can save big on one of the
more costly pain points in ecommerce will get
them to purchase again in pursuit of this
seemingly small but extremely impactful

reward.



Transactional discounts like this are the heart
and soul of many reward programs because
customers always want to save money. When
every dollar they spend gets them closer to
future savings, your customers are less likely to
leave you for a competitor, leaving you with
happy, loyal customers who are ready to shop

again.

$5 off

$10 off

$25 off

500 points

1,000 points

2,500 points




Like dollars-off discounts, percentage discounts
give your customers the monetary rewards
they’re looking for. However, unlike dollars-off
discounts, the monetary value of percentage
discounts isn’t set in stone, making their
perceived value higher than their actual value.
This will push customers to increase their
basket size in order to take full advantage of the

percentage discount they’re redeeming.

ﬁ Take action:

Take your points program further with rewards that get your

customers excited to engage.

[ ASSESS YOUR SPENDING RULES ]



https://app.smile.io/reward-programs/points/rewards

=] Give your program a unique hame

Your program’s name can have a huge impact on its overall success.
With so many other points programs out there, yours won’t stand out
with a name like “Rewards Program.” Having a memorable name will
make a great first impression and get customers excited to engage with it

in the future.

You can do this in a number of ways. Alliteration, humor, and exclusivity
are all great elements to incorporate into the name of your program.
Another great tactic is to incorporate an emotion that aligns with the
rest of your brand. For example, if you sell gym apparel you might want
to choose a name that inspires confidence and strength. A cosmetics
brand, on the other hand, might want to evoke ideas of beauty and

femininity.



klova

Get rewarded while you sleep.

Simply shop & share to earn points for deep loyalty

discounts, free gifts, and more!

JOIN THE SQUAD

Klova’s Sleep Squad uses alliteration to make their program easy to
remember. By starting both words with the letter “S”, the name rolls off
the tongue and makes it fun to say. They also create a sense of
community with the word “Squad,” making it a group customers will

definitely want to be a part of.



smile.io

Example: Noughty Haircare’s The Noughty List

O SHOP  ABOUTUS  PRODUCTS  NOUGHTYNEWS  REVIEW  REWARDS

THE NOUGHTY (es7

%Mﬂwmxhhmohm

Why we love it:

Noughty uses a cheeky play on words to tie their program to their target
audience. Compared to something generic like “Noughty’s Loyalty
Program,” “The Noughty List” sounds like an exclusive group you want
to be a part of. Imitating the idea of a VIP list, this program name makes

sure that every customer feels like they’re part of something special.



gj Come up with a catchy currency name

When it comes to earning rewards, there’s nothing more boring than
simply collecting “points.” Even though customers are joining your
program for the rewards, a catchy currency name enhances the rewards

experience from beginning to end, making it more appealing.

Your currency is also another powerful way to tie your program to what
makes your brand unique. Like with your program name, puns and
humor are two great ways to differentiate your points program from your
competitors’ while also adding more value to the points themselves.
After all, it’s hard not to care about earning something that sounds cool,
right?



Example: Bulk Nutrients’ Whey Cool Points

o~

Welcome to

Bulk Nutrients

Become a member
With more ways to unlock exciting perks,

this is your all access pass to exclusive
rewards.

Already have an account? Sign in

Whey Cool Points

Earn more Whey Cool Points for different
actions, and turn those Whey Cool Points
into awesome rewards!

% Ways to spend

= Ways to earn >

Why we love it:

Bulk Nutrients gets an A+ for
their currency name. While
they might have kept the word
“points,” their play on the
expression “way cool” excuses
it entirely. By associating their
currency with a phrase that
means extremely awesome,
they elevate their currency’s
prestige and make it much
more fun. Whey protein powder
is also one of their most
popular products, making the
association between their
product line and rewards

program extremely clear.

smile.io
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Squad

START EARNING JEWELS

Customers won’t be excited to earn points in your rewards program if
they don’t see the value in them. Kristalize emphasizes the value of
collecting their currency by calling them “Jewels.” By rewarding
customers with points named after something extremely valuable,
Kristalize makes their currency extremely desirable, elegant, and

luxurious.



@ Use brand colors

To provide an experience that is truly unforgettable, your points
program should match the look and feel of the rest of your branding.
This not only seamlessly ties your program into the rest of your onsite
experience, but can also help communicate your brand’s values and

personality.

Colors play an extremely important role in how customers understand

and remember brands, so make sure shoppers can remember yours!

ﬁ Take action:

We’ve got even more great branding advice in our quick and easy

5-step guide.

[ READ MORE ]



https://learn.smile.io/hubfs/learn.smile.io/eBooks/How%20to%20Brand%20Your%20Rewards%20Program.pdf

smile.io

Example: Cuvée Beauty

e
nge

Sy
. e Lounge
o L
Jein The Champagne Lounge
Our loyalty program allows you to unlock
exciting perks, get access 10 exclusive

rewaids and hear Cuvée news before
anyone ekse. Induige yourself—It's worth it

Already have an account?

Earn Pours

In the Champagne Lounge, your actions are
rewarded with a champagne pour. Eam
more pours to move up In the ranks of our

Why we love it:

Cuvée Beauty doesn’t just use colors to match the rest of their website -
they also use colors to communicate the luxurious story of their brand.
With products infused with champagne, the light gold and blush tones
match the rest of their store and bring their products to life, make every

shopping experience a luxurious one.



@ shop aboutus health & nutrition
Froo ahipping abave £650 / £100

100% Complete Nutrition

Saves you time, money and effort.

‘ Become a member
Create an account and start eaming

rewards. Save up for extre discounts &
mesch!

Already have an accoum? Sign In

Share the Joy

Give your friends a reward and claim your
own when thay make a purchase,

.andl

Jimmy Joy uses color to breathe life into their points program. With a
cast of original characters featured on both their products and all over
their website, they were able to easily tie their rewards panel to the look
and feel of the rest of their site to make the whole thing come alive.
They also paid close attention to the shape and color of their program

launcher to strengthen the connection to their fun, recognizable logo.



(& Use engaging visuals

People like pictures. When given the choice between reading huge blocks
of text or looking at a picture, your customers will always choose the
latter - so give them what they want! Incorporating branded visual
elements into your program helps tell the unique story of your brand,

making it easy to spot and more attractive than your competitors.

Even though graphics don’t impact the functionality of your program,
they definitely have the power to increase the perceived quality of it. It’s
like adding the Nike swoosh to a pair of shoes - your program’s visuals
are the finishing touches that add value and inspires confidence in your

program.



- ShullSplitter

Adventurer’'s

What is the SkullSplitter
Adventurer's Guild?

It's an easy way to be rewarded for your purchases and for
spreading the word about our awesome products. Joining is
easy and free. Just Click the "Join" Button below!

It's Dangerous to Go Alone!

Join the Guild Now and you start earning rewards to
spend on SkullSplitter Adventuring Gear!

Joining is easy, and with simple quests you can earn
lots of gold to use towards the purchase of our
amazing Metal Dice, Dice, Trays, and other tabletop
gaming geatr.

Adventure Awaits!

Everything from their explainer page to the program launcher feels like
you’re playing a board game. As a game company that sells high-end
dice for playing board games, this is a fun and appropriate way to

represent the different elements of their program.



cLl :
CLUB COCOA
Rewards

MACCIE L

Joln Club Cocoa
With more ways to unlock axciting perks,
1 2 this is your all access pass to exclusive
rewards.

=iy

Alrmedy & Cinl? Sign

POINTS

Earn more Polrs for diferert actions, and
tum those Points Into awesome rawards!

.;j Ways 1o earn

A ways o spuna

CLUB LEVELS

Veur all acceas pass to wxclusie rewards.

Welcome Gift Reach bigher tiers for more exchusive perks
Cedetyrate Your g Insicers
Birtheay Earn O Points

Points per Purchase

Purchase with
Points

New Collections
Sneak Peak

New Callections REFER A FRIEND
Chocalate Box
Glvo your frionds 2 rewsard and ciaim your

: : own whan thay make a purchase
Priority Shipping Y L

They get

Exclusive Events [2) 510 0 vour Purchase

You get
© 1500 porm 10 veie)

By prominently featuring the same images and iconography throughout
their entire rewards experience, Maggie Louise Confections’ rewards
program is unmistakably theirs. With product photography and custom-
designed icons throughout their rewards panel and explainer page, they
are doing a fantastic job of branding their program as a sweet, rewarding

experience.



Build an explainer page

An explainer page becomes the central hub for your points program. The
goal is to create a page that answers all of your program’s FAQs at a
glance. From how points are earned to how customers can spend them,
your explainer page should make your program easy to understand even

easier to use.

Use visuals and minimal supporting text make sure customers can absorb
information quickly while also getting them excited to start earning
points! Put yourself in your customers’ shoes and design a page that

makes you want to join just by looking at it.



Earn & Redoem Poirts Lavish in the Good L

WHAT IT MEANS

TO BE /

Rewards

ESTHER’s explainer page gives you all the information you need to want
to sign up in less than 5 seconds. They’ve also made their page visible

with a link in their footer, letting this one page do all the heavy lifting of

convincing a customer to join their program.



UK Gobmt v Wbt g A7 et A4

We Reward You
For Being Loyal!

W oroatod the HSP Rewards Program to
Toward our most devoted and ngaged Wns.
We ot coly gie you ponts far buyng from
RSP Nutntion, but we alic gh yeu posnts for
Inferacting wih the brard.

Ways to SPEND Foints:

500 Paints | FREE Shipping
700 Points | FREE Funnel
1000 Points | FREE Blender Bottle
ts | FREE T-Shint
& | $30 RSP Gift Card
nts | $50 RSP Gift Card

How to SPEND MY POINTS
1 Lenan to your Rewards account | 2 Click SPEND MY POINTS | 3 Enter conpon oodk a checkout

By showcasing the rewards customers stand to earn in their rewards
program, RSP Nutrition uses their explainer page to make their points
program extremely desirable. With the rewards and points earning
structure on display before shoppers have even made an account,

customers can tell there is value in the program right from the start.



@ Place CTAs around your site

An explainer page isn’t the only way to draw attention to your rewards
program. Banners, navigation links, and custom imagery are also
effective ways of pointing customers towards your program. Whether
these calls-to-action link to your explainer page or simply prompt
customers to create an account, they’re most effective on pages that get

the most traffic.

Your navigation bar is one of the first places new and returning
customers will look after arriving at your site. This makes it the perfect
place to promote your rewards program! Simply including a link to your
explainer page or an eye catching banner at the top of every page will
create more opportunities for customers to find and interact with
information about your program, eliminating the risk of them not

knowing about it.

Another effective strategy is to display how many points customers are
missing out on when they make a purchase without an account. This can
be placed on every product page so customers are aware they can earn
rewards before they even make their first purchase. In doing so, you can

clearly display the value of shopping with you instead of a competitor.



Introducing
PURA REWARDS
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CRYSTAL QUARTZ FA LER - PURA
NEROL] EYE RITUAL OVERNIGHT MANGO MASK ZINGARA GYPSY MIST STAL QUARTZ FACE ROLLER - PU
EXCLUSIVE
f4aco $2600 85200
56400

When they first launched their program, Pura chose to showcase it on
their homepage because they knew that’s the first place customers go to
gather information about their brand. This beautiful announcement was
supported by email marketing campaigns and a visible program

launcher, making their VIP Rewards program impossible to miss.
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LIFESTVLE

FREE STANDARD DELIVERY SIGN UP FOR REWARDS

INTRODUCING THE SARDEGNA 1|

DISCOVER OUR REDESICNED @LASSIC

DT REWARDS

While this CTA isn’t as blatant as Pura Botanicals’, it’s just as effective.
By building out a section with more space for text, Del Toro is able to
grab their customers’ attention before they start shopping. As one of the
first places new and returning customers look, your navigation bar is a
high-traffic area of your site that’s perfect for promoting your rewards

program.



L:T;' Use program nudges

When customers get caught up in the excitement of exploring and
purchasing your products, they might forget that they have points to
spend or rewards to redeem. That’s what makes Smile Nudges the
perfect tool for keeping your program top-of-mind! These on-site
reminders make it easy for your to boost engagement in the moments
that matter, encouraging customers to use their points when they’re

most likely to.

The points spending and recent reward nudges are especially good at

this. When customers experience the joy of turning points into a reward
or are reminded that they have rewards they can redeem right away, you
can strengthen the emotional connection they have with your brand and

increase the odds of them engaging again in the future.

Best of all, nudges don’t detract from your existing customer experience
— instead, they add to it by making value easier to see and even easier
to take advantage of! Combining these immediate reminders with an
effective email strategy is the perfect way to make sure customers never

forget how much they love and care about your rewards program.



FIND MY FIT  REVIEWS SHERIT JOIN THE SISTERHOOD  BLOG  QUESTIONS

SHOPPING CART
PLEASE MAKE SURE YOU HAVE THE CORRECT SIZE

ULTIMATE SPORTS BRA - BLACK Subtotal $65

e Small

$65

With a points spending nudge, SheFit is able to easily remind every
customer to redeem their hard-earned rewards without interrupting
their customer experience. This establishes a sense of trust between
them and their program members, letting every SheFit member know
that they always want them to get the best value from the Sisterhood

Rewards program.

ﬁ Take action:

Discover everything Smile Nudges can do to boost your program

engagement.

[ LEARN MORE ]



https://smile.io/nudges

ro! i i
\ 4 Use email marketin
& 9

Email marketing is a fantastic opportunity for you to re-engage with
inactive customers by showing them the value of joining your rewards
program. Offering an incentive for revisiting your store creates an
opportunity for them to rediscover what they loved about your brand in

the first place, while also increasing your program’s member count.

You can incorporate your program into your email strategy in a number
of ways. One of the easiest is simply to include a CTA at the bottom of
existing messages. This lets customers know your brand has more value

to offer without detracting from the rest of your message.

You can also choose to run campaigns that focus specifically on
different aspects of your rewards program. Here are a few effective

email campaign ideas:

e Announce the launch of your program

« Send a welcome email with free points when someone joins
your program

« Run a double points event for a week and advertise it through

email



NTERIORS
NLINE

WELCOME

THANKS FOR JOINING US

To welcome you to the Interiors family we are pleased to offer you $25 off* your first offer
using coupon code: TAKE2S

Love the home you're in

*Conarsons apply. Not valid in conjuncson with any othor offer o on contain, marked OUNS00! BNG 10DICS PrOTUCES.
Minimum spend $200

SHOP NOW »

\4
JOIN OUR REWARDS PROGRAM

Create an account and eamn your first 200 points instantlyl
JOIN NOW »
WE WANT TO REWARD YOU FOR SHOPPING
WITH US.

Sign up tocay and become an INTERIORS ONLINE Home Rewards member! Perks inciude eaming ponts for
signing up, for every dollar spent, for referring a friend, double point reward days, and SOME EXCLSVE Member
orly promotions.

READ MORE »

FREE SHIPPING

ON THOUSANDS OF PRODUCTS

SHOP NOW »

This email from
Interiors Online is a
great example of how to
incorporate a new
program into an
existing email
marketing strategy.
This one thanks their
new email subscribers
with a welcome coupon
and encourages them to
join their points
program to earn even
more rewards. This type
of additional value
ensures that their
customers will continue
opening their emails in

the future.



ﬁpj SHOP ALL CUSTOM CARDS APPS

T

TOPPS NOW LOYALTY PROGRAM

GREAT MOMENTS = GREAT REWARDS

Welcome to the Topps Now Loyalty Program,
where our collectors are our greatest reward.

Here at Topps, we value our collectors that have made Topps Now a huge
success in its inaugural year. We cherished watching and immortalizing
great moments every night with you. That's why we have created the
Topps Now Loyalty Program where you gain points for every purchase on
Topps.com that can be redeemed for exclusive Topps Now Cards of
Month or discounts towards Topps Now cards. We look forward to more

great moments and memories with you for many years to come.

HOW IT WORKS:

500 PTS=$5 OFF 1000 PTS=$30 OFF 2000 PTS = $20 OFF 4000 PTS = $40 OFF
- 4 3 )
/% 3\ ¢ % Q )
L

AOOKIE ALL-STAR - HALL OF FAME

0-500 POINTS" 501-2000 POINTS® 2001+ POINTS*
Spend $1/Earn 1Point  Spend $1/ Earn 2 Points  Spend $1/ Earn 4 Points

i)

*In a 365-day period based on qualitying actions.

To view this email in your brawser, click here

You are subscribed to this k as: bavis @ hitg com

1f you believe this bas been sent (o you in ervor, please safely meubscribe.

TePis

With Topps Now, Topps
is committed to putting
their customers first,
and they make that very
clear with this email. In
this simple email, the
sports brand lets all of
their longtime (and
new!) loyal customers
know that they are
finally being rewarded
for engaging with the
brand. With details on
the rewards they can
earn and why the
program was started,
Topps is introducing
customers to a program
that is sure to exceed
expectations as it

continues to evolve.



EI* Highlight it on social media

Since many of your customers spend a lot of time on social media,
promoting your program on channels like Facebook, Twitter, and
Instagram is extremely important. Shoppers who already follow your
brand are much more likely to want to join your program because they’ve

already demonstrated they’re interested in you.

Let them know when you’re program’s launching, what they can earn by
joining, and how they earn points to spend on rewards. This will hype up
your program around the time of launch and maximize the number of

people who are signing up.

ﬁ Take action:

Get inspired by other brands taking their rewards program to the

next level with social media.

[ READ MORE ]



https://blog.smile.io/5-best-social-media-rewards-campaigns

‘ elbowgrease « Follow

elbowgrease Let us hook you up for the
holiday season and beyond!  Learn more,
tap the link in our bio.

elbowgrease «
.

#streetleisure #useelbowgrease
#workhardtosucceed
#hardworkconquersall #laboromniavincit
#elbowgreaseathletics

#rewardsprogram #succeed
#teamelbowgrease #motivation #love
#instagood#photooftheday #beautiful
#happy #rewards #fashion #me

#app #instadaily #qift #freeshipping #win
#sucess #fleece #performancefieece #sale
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o danmolgan, naughty_nick34,
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e.‘d\ < nigelwrightgd, adel_designs and
&

\‘\\&0 miraclefruitoil like this

N\
\

LOYALTY, REWARDED. @
C_‘(\ P
ELBOWGREASE.COM 4> \)S« Add a comment...
N r\(\(\

This Instagram post from Elbowgrease shows off what their rewards
program looks like, features an attractive $30 off reward, and easily
allows customers to join by clicking a link. By attaching hashtags to their
post, they were able to increase its discoverability and maximize

enrolment in their new program.
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Run a bonus points event

Running a bonus points event will get your current customers excited
and encourage new ones to join your program. Earning bonus points
means that shoppers will see a higher return for each dollar they spend,

creating buzz around your program and the value it delivers.

The best part is that it benefits both you and your customers: they earn
more points per purchase, while you experience higher spending and

increased sales.

It’s best to promote your event with email, social media, and on your
website. Since your bonus points event carries such a high value for the
customer, they will start looking forward to receiving your emails and
will become accustomed to regularly checking your site in anticipation of

your next event.



enso RINGS FOR HER | RINGS FOR HIM | SIZE GUIDE

WE'RE SEEING
DOUBLE!

20PTS
Earn 10PTS all purchases

for the next 24 hours!

SHOP NOW

(2
enso | RR

Giving Back: Enso Rings donales a portion of each ring soid 1o organizations around
the globe that are working tirelessly to be a Force For Good.

OIOI0IOI0)

CONTACT US | SHIPPING POLICY | UNSUBSCRIBE

Enso has run many
double points events for
their loyal customers.
These promotions are
easy to understand and
make it impossible for
Enso customers shop at
a competitor because of
the incredible value
they can get per dollar

spent.

These evets are shared
with members through
pre-existing email
marketing workflows,
maximizing visiblity
and making it easy for
customers to start
shopping and earning

right away!



LY

-O- Introduce new ways to earn and spend
points

Your customers like to engage with your brand in new and exciting ways.
Diversifying the ways they can do that will pump some new life into your
program and encourage new or inactive program members to get

engaged.

If you’re not rewarding them for following you on social media, try it! If
customers aren’t leaving product reviews, why not reward them for it?
Offering a healthy variety of ways to earn will get your customers excited
to come back to your site again and again, without ever stopping to think

about your competitors.

The same goes for your rewards. Since rewards are what your customers
are after, introducing new ways to spend points is one of the best ways to
improve your points program. You won’t have the perfect assortment of
rewards right from launch, but that’s OK! Improving over time is more

important than launching the perfect program.

Asking for and listening to customer feedback is a great way to figure out
what your customers are looking for in your program. Based on what

they have to say, try experimenting with different rewards and track how
often customers redeem them. If some aren’t as popular as others, don’t

sweat it - there’s always something new to try!



Not sure which rewards to try out next?
Start by incorporating these rewards to spice up your program:

e  Offer a free shipping reward
»  Offer a variety of gift cards with different dollar amounts

«  Offer your best selling product for free in exchange for points

f'el Email your customers post-launch

et

One of the biggest factors in ensuring your program’s long-term success
is how effectively you reach your customers through email. Your
customers already have an inbox full of generic mail, so you need to

make sure your messages stand out.

Segmented marketing is the best way to send out emails regarding your
points program post-launch. This means that emails get sent only to
particular customers based on certain conditions. For example, sending
an email that says “you are only 30 points away from earning a $5 off
coupon” is much more appealing than one that says “you need 500
points to get $5 off.” That’s because the latter isn’t specific to the
customer’s situation. Showing your customer how close they are to their

next reward goal increases their motivation to achieve it.

You can also include their points balance in the emails you already send.
This serves as a helpful update on their progress, but also gives them a

reminder to periodically check back with your rewards program!



<W> CENTS of STYLE

ALWAYS FREE SHIPPING. NO MINIMUM ORDER.

Let's talk about NEWV.
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("8 THE LIND OF NEW ARRIVALE OAY YOD DON'T WANT 10 NISS!

Need a graat way to use those Style Points? This is how we'e using ours!

Or this. Because All the Good Vibes are the way to gol

Don't farget 1o wign up for cur Fashion Friday Newsiattor! Tomarrow iz one you don' want

to miss!

Cents of Style adds a
personal touch to their
marketing campaigns
by highlighting their
team’s favorite pieces
from each new
collection of clothing
and encouraging their
customers to spend
Style Points on them.
By associating their
program with the latest
trends, they’re able to
catch the most fashion-
savvy customer’s
attention and convince
them to spend their
points balance on a

brand new wardrobe.



sales@smile.io
1-855-699-9322
Visit us at smile.io

Kirsten Burkard
@kirstenburkard

smile.io


https://twitter.com/kirstenburkard
https://smile.io/

