
As a very busy and successful year comes to a close and the holiday 
season approaches, the team here at AIR MILES INCENTIVES® is 

reflecting on all the things we are grateful for and how we can show our 
gratitude, and increase value, for our partners.

In this issue, you will find 20 creative ways to use 
Bonus Cards to boost program results. You will also 
discover why brand advocates are so important to 
your business and how to engage with them to help 
boost your sales and brand reputation. We have also 
included a special reward from us, just as a thank-you 
for reading this newsletter!

This newsletter is just one of the many tools we offer to help your business 
prosper, so please share your feedback and suggestions for future 
editions. We are committed to helping your business make the most of the 
AIR MILES® Reward Program and achieving your business goals!
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New Partners (Since last issue)

360 Comfort Systems

CanadaWide Vehicle 
Finance o/a RideTime

Crosstown Motors

Davis Chevrolet GMC 
Buick

DermaEnvy Skincare

Envision Custom 
Renovations

Furnace Family Inc.

LeafGuard by Gutter 
Depot

Markham Subaru

Maxim Medical 
Supplies

McCabe Promotional 
Advertising

North Star Ford Calgary

North Star Ford 
Cochrane

North Star Ford Fort 
McKay

North Star Ford Fort 
McMurray

PropertyGuys.com

RentalMiles Holdings

Rouge Valley Mitsubishi

Royal LePage Riverbend 
Realty 

Ryding Auto Body Ltd

Scarboro Kia

Scarboro Subaru

Sinton Landmark Bus 
Lines 

Southside Mitsubishi
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Who are your brand advocates? Do you know them by 
name? If not, it might be time to get to know them and 

devote a little extra time to keeping them happy. 

Brand advocates are your best customers, your cheerleaders, 
and they are out there, right now, singing the praises of your 
business to their networks. These highly satisfied customers are 
the bedrock of your business and they speak on your behalf at 
every opportunity. 

These impressive statistics may lead you to wonder what you 
can do to support your own brand advocacy. It can be easy, and 
worthwhile, to nurture these relationships. Identify your best 
customers, then give the following strategies a try:

 •  Celebrate them

 •  Reward them

 •  Empower them by incentivizing referrals

 •  Remember special occasions

 •  Say thank you!

A 12% increase in advocacy can result in 200% revenue growth. 
So get to know your own brand advocates and expand on these 
relationships. You’ll be happy you did! Your Sales Representative 
is here to help, so don’t hesitate to reach out for their ideas  
and expertise.

How Brand Advocates Influence  
Your Customers

Join our community

twitter.com/
rmgairmiles

Search  
RMG AIR MILES

instagram.com/
airmilesincentives

Twenty ways to use   
AIR MILES® Bonus Cards

AIR MILES® Bonus Cards are pre-loaded with the number 

of AIR MILES® Reward Miles of your choice, and can be 

used to reward your clients and employees just about 

anytime and anywhere! Here are a few examples:

1. As an incentive to drop off a business card or leave 
contact info

2. As an annual “thank you for your business”

3. During limited-time promotions

4. For completing a survey or providing feedback

5. For completing a consultation or obtaining an in-home 
quote

6. For a first visit or new service trial

7. At a golf tournament or other company event

8. As a prize in a draw or competition

9. As a donation to organizations accepting Miles

10. For paying an invoice early

11. For the employee(s) of the month

12. For a customer or employee referral

13. To reward achieving or exceeding sales targets

14. In recognition for a job well done

15. For demonstrating safe work practices

16. At staff parties such as Christmas, New Year’s, 
Birthdays, Showers, Retirements, etc.

17. For going above and beyond, or living company values

18. At annual performance reviews

19. During on-site visits by executives or senior 
management

20. For attending or completing staff training

Ask your Representative about ordering Bonus cards and 
converting Miles from your existing balance.

Double 
Brand advocates 

spend twice as much 
as average customers 

at your business. 

92% 
of consumers say 

they trust the 
recommendations of 

people they know.

90%  
of consumers said 

that a word-of-mouth 
recommendation was 
the leading influence 

in their purchase 
decision.

Birthdays, Showers, Retirements, etc.

management

quote

contact info



HOW ONE OF CANADA’S TOP CAR DEALERSHIPS STAYS ON TOP

Sisley Honda has been a staple in the local business 
community for an impressive 71 years. President Hugh 

Sisley believes their success comes down to a commitment 
to continuous improvement. “We’re a unique dealership,” he 
explains, “We’re never happy that we’re doing things well—we 
can always strive to do better.” This commitment is certainly 
paying off for Sisley - they currently rank #3 in volume and #2 in 
retail sales out of all Honda dealerships in Canada! 

In 2015, the dealership partnered with AIR MILES INCENTIVES® 
to offer AIR MILES® Reward Miles on vehicle sales. From 
the beginning, they aggressively promoted the Program 
throughout the dealership, as well as online and in newsprint. 
“Marketing can be a nebulous thing, but AIR MILES has helped 
us differentiate our business and we have seen a substantial 
increase in our web traffic,” says Sisley. 

Sisley Honda believes in keeping their dealership promotions 
fresh and exciting. Targeted campaigns have helped move 
specific models and they have successfully promoted vehicles 
with up to 5,000 Bonus Miles. Year-end models moved very 
quickly because of the Miles they offered. The perceived value 
of the Miles to their customers is greater than the cost to the 
dealership, which allows Sisley Honda to close deals more 
economically than with cash discounts.

In 2017, Sisley Honda started offering Bonus Miles in their 
Service Department and it was an instant hit. “When your 
customers are repeatedly requesting that we add Reward Miles 
to other services, you know something is working,” says Sisley. 

He loves the potential for creativity that the Program allows and 
they have started offering Bonus Miles with wheel alignments 
along with other services. Despite running an established 
business, Hugh says aligning his brand with AIR MILES has 
enhanced the dealership’s credibility. “We have had a very 
positive response from customers—the news they can get Miles 
on their purchase comes as a pleasant surprise and it helps our 
sales team close deals more effectively.”

Sisley Honda has several strong competitors located close 
by and Sisley says that being the only dealership in the area 
offering Miles has been a huge advantage for them. “We are 
having a tremendous year and have had progressive growth 
since launching our program. I am confident that AIR MILES has 
been a part of that success.”

G
E

T AIR MILES® 25Reward Miles

THANK YOU FOR 
READING!

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

*Offer valid until April 30, 2018, limit 1 offer per Collector account.

CLIENT PROFILE 



You’ve developed a good relationship with a past client or 
referral source. You’ve built loyalty with that person, or are 

confident that you are well on your way. How do you maintain 
that momentum so that the loyalty you’ve worked so hard to 
nurture will continue to yield referrals and repeat sales for your 
real estate sales business over the long term? 

Here are three proven real estate marketing programs you can 
implement that will save you time and money while maintaining 
an optimal frequency of personal contact with your past clients 
and referral sources:

Three Real Estate Marketing Ideas to Build Client Loyalty

®™ Trademarks of AIR MILES International Trading B. V. Used under license by LoyaltyOne, Co. and Retail Media Group Inc.

1. Homeowner’s Check-Up

This real estate marketing program is designed primarily for the 
top 20% of your clients who generate consistent referral & repeat 
business for you. It involves meeting with a client to provide 
services and information about their homes. This may include 
a local housing market update, simple inspection of the house, 
review of the current mortgage, discussion of the client’s home 
goals, and more.

You could offer 100 Bonus Miles to these VIP clients on referrals 
they send in during a period of time. 

2. Videos or Q & A Sessions

A YouTube video or Facebook Live question and answer session 
is a great way to educate your clients on a wide variety of useful 
topics concerning home ownership. In addition to building loyalty, 
this type of tool will engage your audience and position you as 
a “home expert”. You can host these discussions by yourself, or 
invite an expert, such as a kitchen remodeler to participate.

You could also offer 50 Bonus Miles as a thank you to those who 
those who tune in to a live session.

3. Client Appreciation Days

These can be both fun and effective. As social events, they can 
help build your existing relationships as well as help you make 
new contacts. You can organize a client appreciation day around 
a particular program, such as a movie, BBQ, bowling, bingo, 
fireworks, pumpkin carving, winter hayride, and more. 

You could do a draw for 500 Bonus Miles as an attendance prize 
at your special event.

These ideas can be easily implemented and go a long way to 
motivating past clients and referral sources to remain loyal to you.

CAN YOU KEEP A SECRET? WE HOPE NOT. 

Our client referral program is our way of thanking you for 
spreading the word about us to your friends and colleagues. 

Get up to 5,000 AIR MILES® Reward Miles when they become a client!

Conditions apply. Ask your representative for details.


