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The AIR MILES® Reward Program is proven to influence consumer behaviour, 
increase sales and customer retention; however, understanding the concrete 

impact on your dealership can be tricky. 

Here are a few ways to track and measure the success of your loyalty program:

• Look at sales units compared to before the loyalty program was implemented. 
It might not be obvious at first, but year over year, before and after a loyalty 
program was implemented, you should see the lift in revenue and units sold.

• Compare Collector sales versus non-Collector sales. Collectors are proven to 
spend more to optimize Miles and look for places that offer Miles, before they 
decide where to shop.

• Look at your numbers. Do Collectors buy more add-ons like warranties? 

• Are Collectors more likely to always service their vehicle through your dealership?

• Has the loyalty program helped win back customers after a hiatus?

• Design a feedback questionnaire to measure customer engagement and attitude 
towards the program.

Your local representative can assist you in interpreting your numbers or help you set 
up tracking and measurement strategies. We are here to help, don’t hesitate to ask! 
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Most business owners decide to implement a loyalty 
program because they are looking for a new way to grow 

their business and earn more revenue. Rewarding on purchases 
is a great way to show your customers that you value them but, 
when you reward on actions other than purchases, it also helps 
create more profitable and lasting customer relationships. 

Savvy business owners and managers see value in rewarding 
customers for a variety of actions beyond purchases, such 
signing up for emails, writing reviews, providing feedback,     
liking/sharing or posting photos on social media, as well 
as referring their friends and family. Rewarding these soft 
actions are a win-win because they can enhance the customer 
experience while also helping to promote the company for free!

Ignoring some aspects of the customer lifecycle and only 
focusing on the “buy” stage limits the customer relationship. 
Increasing customer engagement with your business creates a 
deeper connection to your brand and fosters an intangible yet 
powerful sense of belonging toward your brand and being part 
of a community. The reasons why shoppers choose to buy from 
the same companies again and again is often emotionally driven 
and enhancing your customers’ experience helps your business 
win a place in their hearts while keeping you top of mind when 
they are ready to purchase.

Benefits of Rewarding Customers 
for More Than Just Purchases
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Welcome to Our New Partners

CAN YOU KEEP A SECRET?
WE HOPE NOT. 

With our client referral program you could 

when you refer someone who becomes a client.

get up to 5,000 
AIR MILES® Reward Miles

Conditions apply. Ask your representative for details.



RV Dealer Doubles Typical Results with AIR MILES® Bonus Offer

RV City has been the go-to Jayco dealer in the Greater 
Edmonton area, outfitting families and outdoor enthusiasts 
with all their RV needs for the past 50 years. RV City’s general 
manager, Dale Hopkins says they have a great name in the 
industry, but a good reputation only goes so far in a competitive 
market with a short season. 

In January 2018, RV City began offering AIR MILES® Reward 
Miles to their customers. “It is a loyalty program that fits our 
business model” explains Dale Hopkins. “Customer satisfaction 
is really important to us because repeat and referral business is 
our advertising. We don’t do print, we don’t do radio.” In the last 
week alone, one customer was a second-time buyer, another 
bought his fifth RV from the dealer. 

Like other businesses engaged in the Reward Program, the brand 
association and credibility go a long way. “But it’s more than 
that,” says Hopkins.

“When a new customer walks in our door, the stats say there 
is an 11-18% chance of doing business with that person. If that 
new customer is a referral, or an AIR MILES Collector, there is 
now a 50% chance of closing that customer.”

RV City sets up their booth at the Edmonton RV show, the 
largest one of its kind in Canada. 

This year, RV City offered 3X Bonus Miles on an RV purchase 
made Friday before 4pm. “We sold eight units compared to 
our usual one or two,” says Hopkins. “It was our best Friday 
morning at a trade show, ever.”

Hopkins has big plans for the coming RVing season and has 
already witnessed the bigger impact of a loyalty program 
versus a discount. Some of RV City’s business revenue comes 
from the sale of camping supplies but competing with 
franchise prices is not easy.

“It’s hard to compete on dollars,” admits Hopkins. “But when I 
can offer 5X Bonus Miles in a promotion, the customer doesn’t 
see dollar value, they see points and the big picture –that’s five 
times more points toward their next trip, or Reward.”

G
E
T AIR MILES® 25 Reward Miles

Email us at newsletter@rmgi.ca  
and you will receive 25 Miles simply for 
taking the time to read our newsletter.

*Offer valid until December 31, 2018, limit 1 offer per Collector account.

CLIENT PROFILE 

THANK YOU FOR READING!


