
Why do I need 
a reward program? 
What will it do for my business?
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As consumers, we see reward programs everywhere these days; at the grocery store, the gas pump 
and even in our favourite clothing stores and restaurants. Many business owners are curious about 
reward programs and what they might do for their own businesses. 

Small to medium-sized business owners often think that reward programs are merely big-business 
strategies and are are out of reach for their own operations. However, reward programs are just as 
lucrative for smaller businesses and reap all the same benefits. 

Referred to as, “the new business imperative,” reward programs hit on the  
important aspects responsible for long-term business growth and have earned 
recognition in the world of business strategy. 

Why do I need a reward program?
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What is a reward program?
A reward program is a marketing tool that allows businesses to reward their customers and clients 
for doing business with them. For many businesses, large and small, reward programs are critical 
marketing strategies for business growth. 

With a reward program, business owners can incentivize the choice of specific products or services 
as well as overall spending, and even encourage faster decision making. Reward programs show 
appreciation to customers for their business, generate positive feelings, and add value in a way that 
businesses without reward programs don’t. 

Reward programs also build loyalty because customers love to come back time and time again 
to continue getting rewarded. Therefore, reward programs help retain customers, create brand 
advocates, leading to more referrals and endorsements.

 



844.948.2235     airmilesincentives.ca

There are five main types 
of reward programs

1
2
3
4
5

Points-based reward program
With a points-based program, customers earn points (or miles) for 
purchases, engagement or visits, and can redeem these for select 
rewards. Petro Points is an example of a points-based program.

Tiered reward program
A tiered customer program tracks a customer’s purchases and rewards 
them for exceeding certain spending thresholds. Nordstrom’s Nordy 
Club rewards is an example of a tiered reward program.

Fee-based reward program
A fee-based program gives discounts or extra benefits to frequent 
shoppers who pay to become members. Amazon Prime is an example 
of a fee-based reward program.

Cashback reward program
In a cash-back program, a percentage of the amount spent over 
a period is paid back to the member. A cashback credit card is an 
example of a cashback reward program.

Coalition reward program
A coalition program is one that involves multiple businesses rewarding the same 
group of participating members. Members of a coalition program earn points  
or miles on qualifying purchases at multiple participating business locations.  
The AIR MILES® Reward Program is an example of a coalition reward program.
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What will a reward program do 
for my business?
By having a reward program, businesses can achieve the following goals:

• Increase sales
• Reduce discounting
• Improve brand value and awareness
• Gain a competitive differentiator
• Attract new customers 
• Enhance the customer experience
• Build customer relationships 
• Increase customer lifetime value
• Retain customers
• Protect and increase profit margins
• Boost social engagement and positive reviews
• Increase customer satisfaction and referrals
• And more!

Loyalty programs have been entrenched in the Canadian retail landscape 
ever since the introduction of Canadian Tire money in 1958, and a 
recent study by PWC found that Canadians today have almost 130 
million memberships. They are an important component of a successful 
marketing strategy, and they can help a business achieve  
so many different goals. 

No other marketing tool can impact so many 
business goals and integrate into everything 
a business is already doing as easily.
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Grow brand awareness
Consumers will often choose a business that rewards their customers over 
one that doesn’t. They want the best value. According to Statista, 72% of 
Millennials and Gen Z, 68% of Generation X, and 57% of Baby Boomers 
and Traditionalists say they are more likely to buy from retailers or brands 
offering loyalty or rewards programs. 

Attract new customers
When a business chooses to reward its customers, they offer an added 
value that their competitors don’t. This attracts new customers to their 
business, giving shoppers and on-line browsers a reason to try them for 
the first time, to choose them over a multitude of other options, to bring 
them to the top of the consideration list, and more. 

Grow sales and revenue
Reward incentives encourage shoppers to spend more per transaction  
and shop more frequently to get more rewards. The Brand Loyalty Report 
states that 67% of Canadians say they modify where/when they buy and 
the amount they spend to maximize rewards.

Benefits of having  
a reward program

67% of Canadians say they modify where/when they 
buy and the amount they spend to maximize rewards.
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Improve customer retention and loyalty 
Research shows repeat customers are much more valuable than new 
ones. The probability of selling to a returning customer is 60-70%, while 
the probability of selling a product to a brand-new customer is only 5-20%, 
according to Altfeld.

Increase customer lifetime value
When adding a reward program to your mix, customers tend to spend 
more each time they shop, and they will even shop more frequently. 
Subsequently, the value of each customer increases significantly over time! 
In fact, KPMG states that Canadians are among the most active loyalty 
program users in the world, with 56% making purchases that earn rewards 
or benefits several times a week.

Increase social engagement and 
positive reviews 
Make no mistake, rewards make customers happy — they love getting 
rewarded for their choice to buy from you or do business with you. Happy 
customers tell people about your business and products and give excellent 
reviews!  According to Aspect, 72% of consumers are likely to rate or 
review a customer service experience.

Canadians are among the most active loyalty program 
users in the world, with 56% making purchases that 
earn rewards or benefits several times a week. 
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Protect and increase profit margins 
Reward programs help reduce discounting which leads to greater profit 
margins. Plus, offering rewards on higher-margin products or services 
helps protect profit margins and boost a company’s bottom line. According 
to research done by Bain & Company, increasing customer retention rates 
by 5% increases profits by 25% to 95%.

Increase customer satisfaction and referrals 
A positive customer experience is a top priority for all businesses and a 
real expectation by modern Canadian consumers. Plus, happy customers 
are a business’s best source of referrals. Bond Loyalty research shows that 
63% of Canadians are more likely to recommend brands with good loyalty 
programs.

Increasing customer retention rates by 5% increases 
profits by 25% to 95%.
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How does a reward program fit into 
existing marketing tactics?
A reward program works to complement existing 
marketing tactics, not replace them. When added to 
the marketing mix, a reward program helps each ad, 
email, or piece of content stand out from the sea of 
marketing messages. 

Consumers are always searching for the best value 
for their money, and reward program members 
specifically are on the lookout for their favourite 
reward program offers, which they notice right away 
when they spot them. 

Traditional advertising

Digital advertising

Email marketing

Social media marketing

Customer referral program
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Traditional advertising in newspapers, tv, radio, and 
out-of-home can be very costly, and due to the wide 
reach, it’s hard to hone in on ideal buyers. However, 
when you add your reward program and incentive offers 
to your traditional advertising, your ads will stand out 
from the crowd! Consumers in general, and your reward 
program members in particular, will recognize your 
reward program offers and will be more likely to take 
action on your incentives.  

Digital advertising encompasses many different 
formats such as display, social media, native, search, 
and video. Just like traditional advertising, when you 
add your reward program name, logo, and special offers 
to any digital campaign, it creates a stronger value that 
will appeal to shoppers and draw them in. 

The digital advertising landscape especially is very 
crowded and consumers are bombarded by hundreds 
of messages daily. Having the unique offering of a 
reward program incentive, or co-branding with a highly 
recognized program, such as AIR MILES for example, 
can get you noticed in the one or two seconds it takes 
before a browser moves on to other options. 

Email marketing is one of the most lucrative forms 
of digital marketing there is. Yet, finding reasons to 
send emails to your database can be challenging. 
When you add a reward program to your marketing 
mix, the opportunities to create appealing reward 
offers are endless. Email marketing allows you to tailor 
personalized reward incentives to segmented email  
lists and even test the appeal of different offers. 

Social media marketing, whether working with organic 
or paid ads, creative, appealing content is critical. Social 
platforms have more users than ever before, and it can 
be really hard to stand out and get new followers. 

However, when you add a reward program to your 
organization, your social content has a new reason 
to stand out and grow engagement in a news feed. 
Content gets noticed more easily and those who 
belong to your program will follow more closely,  
share appealing reward program offers with their 
friends, and have higher engagement than before!

Referrals are a great way to gain new customers and 
clients for a business. There are two main ways to 
generate more referrals: giving an incentive to make a 
referral and high customer satisfaction. Coincidentally, 
these are two areas where reward programs really shine 
because they give customers a positive experience 
they will want to share and recommend to their friends, 
family, and social networks. In fact, reward programs 
are designed to incentivize actions of all types, not just 
purchases alone.

Teaming up your referral program with your reward 
program allows you to incentivize referrals in ways that 
really make a difference. Plus, by rewarding customers 
for purchases, you’re no doubt enhancing their 
customer experience and satisfaction, driving more 
organic referrals and customer advocacy.  
It’s a win-win!

A reward program makes your  
marketing message stronger
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What makes a reward  
program worth the effort?
Simply put, reward programs are valuable because they influence consumers to take action in a 
way that no other marketing tactic can. Not to be thought of as a marketing channel, such as email 
marketing or pay-per-click advertising, reward programs create demand through added value, and 
desirable offers that stand out from the competition.

A reward program is more in line with promotions, pricing strategies, contests, giveaways, and other 
incentives that are part of a company’s selling proposition. The important part is making sure that the 
rewards are appealing to the target customer segment and compel shoppers to take actions that are 
profitable to the business.

While a search or display ad may help get the message out, the offer within the ad itself is what 
will influence consumers to take action. Reward programs provide a basis to create better and 
more influential incentives to generate business-driving actions, as well as build more meaningful 
relationships with customers.
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What types of results can  
I expect from a reward program?
When a reward program is executed 
properly, there are many positive results 
you can expect to see in your business. 

Reward offers increase the average 
transaction amount, as well as the 
number of times they shop with you.  
This means the members of your reward 
program will contribute more to your 
overall revenue growth. When you also do 
special events or contests and seasonal 
promotions for extra rewards, program 
member spending increases even more. 

Reward programs make it easier to move 
specific products, encourage customers 
to choose additional services, and 
maintain higher profit margins without 
having to discount prices. This results  
in an overall decrease in your cost of 
goods sold, which then improves your 
profit margins. 

Even in lower frequency retail situations 
business owners who adopt a reward 
program are likely to sell more units year-
over-year, increase market share, get 
more opt-ins for marketing emails, and 
more requests for quotes. In addition, 
by incentivizing warranties and in-house 
financing, businesses can see big 
increases in these harder-to-sell, high-
margin areas. 

Businesses can see year-over-year 
revenue growth, an expansion of their 
customer base, better marketing ROI, 
members spending more than they did 
prior to the reward program, and happier, 
more engaged customers who are more 
likely to make referrals. 

 Increase the Average Transaction Amount 
Maintain Higher Profit Margins 
Year-Over-Year Revenue Growth
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To start your own reward program from scratch, 
you’ll need to do some planning. First, you 
will need some way of signing up members 
through a database or customer relationship 
management software. You will also need a  
way to record transactions as they happen and 
a method to assign the points or reward value  
to the individual, such as a card with a barcode. 

Next, you’ll need to determine what rewards 
your customers are most likely to value and 
what will motivate them to take the actions you 
want them to take. Will they want free products 
or services, extras or exclusives, or rewards 
entirely unrelated to your business, such as 
a gift card or TV? Sourcing and maintaining 
inventories of rewards for your clients can be  
a lot of work however, and you can’t be sure  
the rewards you’ve chosen will do the trick  
with customers. 

Once this infrastructure is in place, you have  
to promote the program to your customers  
and educate them about its value! 

Even the best in-house reward programs need 
to sustain the interest of their customer base. 
So, reward programs must constantly stay 
aware of trends and ever-changing customer 
expectations. 

You’ll need to ensure you have enough time  
to arrange these reward program foundational 
elements, spend time training your staff, and 
educate them on how your new program works, 
how to process rewards with customers, and 
when and how to give out the rewards correctly. 
To create your own in-house reward program, 
you must set a budget that will allow for all  
these expenses. 

It’s true that this sounds complex and  
time-consuming. It can be. This is why  
many businesses would rather partner  
with an existing reward program. 

How to start a reward 
program for your business?
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The AIR MILES® Reward Program is the top 
coalition reward program in Canada, according 
to a recent Bond Loyalty report, and it is proven 
to get results. Recognized by a great majority of 
Canadians, it is a well-known brand and highly 
valued reward program. In fact, roughly two-thirds 
of all Canadian households actively participate in 
the program! 

AIR MILES has been changing consumer  
behaviour and rewarding Canadians for over 
30 years. With hundreds of reward options for 
your customers to choose from, including travel, 
attractions, entertainment, merchandise, AIR MILES 
Cash, and more, it’s easy to see why Canadians 
love getting AIR MILES® Reward Miles ™. 

For businesses who want to enhance their  
value proposition and differentiate themselves 
from the competition, a reward program is a 
great choice. When you need to grow revenue, 
protect your profit margins, and increase 
customer satisfaction, spending and retention, 
having a reward program is unmatched. 

Now is the time to plug into an existing,  
well-trusted program and infrastructure, where 
the majority of Canadians are already active 
members. Partnering with AIR MILES gives you 
access to rewards that appeal to everyone.  
Plus, the ability to promote your business 
alongside a nationally recognized and highly 
valued reward program.*

At AIR MILES Incentives, we make it possible 
for eligible businesses* to partner with the 
AIR MILES® Reward Program and to start 
boosting their revenue, increasing market  
share, and growing their business! 

A turnkey and customizable solution 
for businesses of all sizes



Contact us today to learn how you can get started!

* Qualification is required. Some conditions apply. Contact us for more details.  
® ™ Trademarks of AM Royalties Limited Partnership used under license by LoyaltyOne, Co. and Retail Media Group Inc. 
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