
Customer Loyalty Journey:
Identify your best customers in the unified commerce
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A marketing technology agency that delivers successful 

end-to-end customer loyalty management through 

unified commerce.
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Why loyalty?

– To know your customers better 

– To reward them

– To increase sales & profit

How is loyalty connected with the customer journey?

– Unique customer experience that starts from day -1 to ∞

– More touchpoints than ever: unified commerce (omni-channel shopper)

– Incoming data from all channels (online & offline)

Customer Loyalty

Omni-channel solutions
The bridge between digital & physical
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36% of consumers

want offers based 

on their needs

70% of consumers are 

interested in offers

36% of consumers

want offers based 

on their needs
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Unified Commerce



• Aware & Acquire the customer

• Store Display

• Online Promotion

• Sms- Email to current clientele 

• Social Media Promotion

Who is your loyal customer?
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Customer Loyalty Journey

Connect the dots & target your customer

Customer loyalty journey



1 Awareness phase | Store display

Insights
• Window shopping

• In store ads 

• Smart buying information

Actions
• Display information on loyalty 

program

• Present loyalty program

• Give an offer when customer 

is engaging with your 

program 

Awareness phase

Use customer insights to drive attention





Insights
• Straightforward

• Digital use

• Immediate reward

Actions
• In store paper forms, infokiosks

• Online website form, SMS,

mobile app

• Welcome SMS , e-mail

Invitation phase

Enrol customers to create loyal members

2 Invitation phase | Registration



Invitation phase - Registration 

Online registration Print registration



Insights
• Transactions

• Points/ Vouchers/ Discounts / Visits

• Customer profile information

Actions
• Build purchase behavior

• Create redemption alerts

• Plan targeted campaigns

Purchasing phase

Improve the POS experience & gain insightful findings

3 Purchasing phase | POS application





Insights
Complete customer profile•

Knowledge on customers optimal •

incentives

Information on customer lifecycle•

Actions
• Hard selling campaigns 

• Higher rewards

• Customer response evaluation

8

Reactivation phase 

Give higher incentives

4 Reactivation phase | Personalization



Reactivation phase – Personalization 



Mary is your 

loyal customer!

Based on…

• Registration approach

• Transactions tracking

• Online behavior 

• Campaign analysis

• CRM analysis

• Customer profiling



Thank you!

LONDON   |   ATHENS   |   HONG KONG

info@qivos.com
www.qivos.com


