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Customer

Customers generate
iIncome AND brand equity
from the combination of
advocacy, share of wallet
and financial value

Can we measure this?

Can we change this?
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*Marketing Opportunity Matrix: Supermarket
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Coalition Loyalty Program

Monitor for Growth in
Potential

Target for
Acquisition

Target for Increased
Spending

Best Customer Retention
Strategies

Customer Segmentation Via Weekly Spend
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Potential Customer Profitability
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Sainsbury’s Direct Marketing Results Have Improved Due To
Data Available As A Result Of Nectar
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‘Responses to Nectar's targeted mailings, both paper and e-mail, have
increased 300% over the more general mailings it sent out in 2000
__.Sainshury's estimates that it has a 50% efficiency improvement in
understanding and segmenting its customers.”

Direct Magazine, 1% April 2003

oy

» Greater than 99% of Nectar “White Mail” reaches Collectors

« The Nectar Programme has generated one of the largest and
“freshest” consumer e-mail databases in the United Kingdom
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(12 week active base)

Number of Sponsors Shopped atin last 12 months
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Higher Cross-Sponsor Rate Customers Spend More at

Sponsor A
Cross Sponsor Rate and Collector Behaviour SRTERgR
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A Quiet Revolution

Marketing is changing

No longer an adjunct to selling

The empowered consumer puts new demands on marketing
It is not about customers being loyal to organisations

.... It is about organisations being loyal to customers

“Our mission is to earn
and grow the lifetime
loyalty of our

loyalty. Terry Leahy customers’
Chief Executive ,

Tesco
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T KoKo porvKKa

Haluatko jarjestda tilaisuuden, josta sinut muistetaan

vield pitkaan?

Rantasipi-hotelleissa yrityksesi tilaisuudet
hoituvat 100% sujuvasti, Kokouksiin voit
rmyds liittad extraa: monipualinen oheisohjel-
ma osallistujille antaa paitsi kokemuksia,
myds yhteenkuuluvuuden tunnetta.

Tilaa lisatietoja tekstiviestilla,
nopeimmille lahjakortti!

Jos olet jarjestdmassa tilaisuutta vuoden 2003
aikana, pyyda lisatietoja lahettamalla oma
koodisi:

XXXXX tekstiviesting numeroon 18505,

Palkintona yhtegden otostasi 300 ensimmaista
saa ravintolalahjakortin kahdelle,
Tekstari on ilmainen.

Varaa tilaisuus Rantasipistd, saat
ilmaisen hotelliyon!

Tee kokousvaraus télle vuodelle ja vahvista
se 19.6.2003 mennessa, saat yli 15 hengen
majoittuvasta ryhmdstd itsellesi 1 yon
lahjakortin Rantasipi-hotelliin,

Varaukset ja tiedustelut numerosta
0800 1 7474

Lisatietoja ja hotallilista
www.rantasipi.fi

PS. Jos et vastaa kokousasioista, anna kortti
oikealle henkildlle. Jos hdn varaa numerollasi
300 joukossa, saat ravintolalahjakortin...

Tina, ToiMmar(sifte.ert

kohdeyritys Oy

Osoffe. 123

043532 Thastus
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HOTELS & RESORTS



Case Schering-Plough:
Tuotteen ndkywd esille tuominen
ja rinnalla aktivoiva, taktinen
mainonta.
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