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EmpeAntiipio EFTPA®H ZTO ZEMINAPIO

ENIMOP®QTIKO MPOrPAMMA ZQTIKHZ ZHMAZIAZ (100% EMNIXOPHIHMENO)

MANAGING DIGITAL LOYALTY PROGRAMMES

13 & 14/ 06/ 2023 — Ktrpio «KEBE>», Acukwoia

To eknaideuTikO npoypaupa «Aiaxeipion Wneiakov Mpoypauuatov A(ociwonc»
(Managing Digital Loyalty Programmes) 6a npoo®epel duvaToTnTa KAtdpTiong OTIC
KUMPIAKEC EMIXEIPNOEIC/0pYavioUoUG O OXEON WE TNV anoTeAeouaTikn 0ounon kai
dlaxeipion npoypaupatwy agooinong nedatwv (Customer Loyalty Programmes), Ta
ornoia odnyouv ot BeATiwuéva anoteAéopaTa nwAnoswy. To v Aoyw oguivapio 8a
ENIKeVTpwWOEl TOCO TNV OTPATNYIK 000 Kal oTnVv TexvoAoyia Tng dlaxeipiong evog
npoypaupaTog agpogiwanc.

OAokAnpwvovTag To Npdypauia ol CUHKETEXOVTEC Ba NopECOUY va avanTugouv éva duvapikd povTéAo Alaxeipiong
Wnopiakwv MpoypaupdTov A@ooiwong nou Ba Toug eniTpeWel a@oU eKTIUROOUV TNV napolod kaTtaoraon Tng
ENIYEIPNONG TOUC, Va NPOXWwPHAOOUV OTNV €MIAOYT TwV KATAAMNAWV EQapuoy®v nou Ba odnyrnoouv Tnv enixeipnon
ot BeATiwPéva anoTeAéopata NwWANCEwv. AuTO Ba eniTeuxBel PEOW TNG METATPOMNG TWV NEAATWV TOUG OF
enavahauPavouevoug ayopaoTE.

2TOXO0z ZEMINAPIOY

O Baoikog okonodc Tou MPoypauuaToc €ival va Bondnoel TIC eniXEIPr|OEIG/opyavioPoUc va €papuogouV €va
oTpaTnyiko kai dopnuevo nAaioio «Aiaxeipiong Wneiakwv MpoypauudTwv AQociwonc». XTo ogdivapio 6a
napouaiacToUyv Kal Ba eneEnynBouv Pe NPAkTIKO TPOMNO ol Mo NPOCPATEC TEXVOAOYIKEC €EEAIEEIC KAl EPAPHOYEC
nou aAalouv To TPOMO HE TOV onoio ol KaTavaAwTEG aAAnAoenIdpolV e TIC ENIXEIPNOEIC. H peTaTponn neAaTwv
og moToUC ayopaoTEG €ival pia NPOKANCN Yia TIG EMIXEIPOEIC NOU WMopei va emiTeuxBei pe TIG KATAMNAEG
NPWTOBOUAIEG Kal EVEPYEIEC. AV ANAITEITAI TEXVIKO UNOBABPO YIA TOUG CUPHETEXOVTEC YId AUTO TO OEUIVAPIO.

Mg TnV OAOKARPWON TOU NPoypAauHaToG ol katapTifopevol Ba gival o€
0€on, peTA&U aAAwv, va:

e nepPIypapouv kal anapiBuolv Ta 7 aTadia diaxeipiong npoypaupatwy Wnoelakng Agoaciwaong: Strategic Analysis,
Customer Experience, Loyalty Incentive Design, Technology Selection, Loyalty Programme Structuring, Loyalty
Campaigns, Evaluation & Monitoring.

e enmIYeTpoUV TNV anodoon TNngG enixeipnong AapBavovrac undown: Ta AnoTEAEONATA NWANCEWY, TWV KAVAN®V
nwANoewv, dIaTApnon NEAAT®Y, TV anddoon TnG eNévOUoNG HAPKETIVYK.

e MepIypApouv, avaAlouv Kal napakoAouBouv Tnv dpaoTnpidTNTa NWANCEWV NEAATWV AduBavovtag unoyn pid
oglpd PETABANTWV Kal YETPOEWV ONWC TNV avTanokpion O  KAWPNAvieq npowdnong, aAAaywv OTIC TIYEC,
KiVNTPWV, ENOXIAKN PETABANTOTNTA Kal AGAAA.

e enmpeTpolv, napakohouBouv kal NPoRaivouv o€ CUVEXNG BEATIWOEIG TWV KIVATPWVY KAl KAVAAIOV EMIKOIVWVIAG
Mou £X0UV OXeJIAOTEI yia TNV NpowBnaon TNG aPociwaong TWV NEAATWV PE TNV XPAON TN WNPIAKAS NAATQOpAC.

e aQvanTUCOOUV EMIXEIPNMATIKY OTPATNYIKA WE £UpAcn OTn OTPATNYIKN HAPKETIVYK Kal NWANCEwv, dlaxeipion
OXEOEWV HE NEAATEG, avaluon NwANcewv NEAATOV, apoaiwan neAatwv (customer loyalty) kabwg kai dIAPopPeC
GAAEC TEXVIKEC MOU OXeTICovVTal YE auTo.

e QvanTUCOOOUV MPOYPAUMATA agooiwong NEAATWV Kal PETAPOPA auTwv oTo OIadikTUO XPNOIHOMOIMVTAC
YNQIAKEG NAATQPOPLEG.

e 0oxedialouv KivnTpa e BAcn NoANANAEC NPOTEPAIOTNTEG, MY AVAKTNON XAMEVWY Aoyaplaopwy, niBpaBeucnc
NIOTWOV NEAATOV K.d.

e 0PYAvAVOUV Kal BEATIMVOUV TIG IKAVOTNTEG EUNNPETNONG NEAATWY, ENIKOIVAVIAG, HAPKETIVYK Kal NWANCEWV.
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MANPOPOPIEG Kal KOOTOG

Huepopnvieg Aic§aywyng: Tpitn 13/06/2023 kai Tetdptn 14/06/2023

Xwpog AicEaymyng: Ktpio «KEBE», Asukwaia

Aiapkeia IdpupaTikoU MEpoug: 14 wpec kal Ba dieEaxBei oe 2 NUEPEC

Aiapkeia Evdosnixeipnoiakol Mépoug: Eniokeywn Tou eknaideuTr| S1apkeiac enTd (7) wpwv o€ KAbe
OUMHETEXOUOA ETAIPEIA, YIA EEEIDIKEUPEVN €Ni TONOU PEAETN Kal oulnTNON TwV EPAPUOYwWY Nou Ba npenel va

AaBoUV XWpPa OTn GUYKEKPIYEVN ENIXEIPNON OE OXEON WE TO AQVTIKEIMEVO TOU NPOypAMKaTOC.

F\wooa Aidaokaliag: To npdypappa Ba diegayxBei oTnv AyyAikn yYAwood, Opwe oulnTnOoEIG kal NapepPAcEIg
pnopouv va yivouv kai otnv EAAnvIkn yAwooa.

KooToG ZuppeTOXNG HETG TRV eniXopnynon: €339.15 (uovo 1o ®.M.A ava cuhpeTEXOVTA)
KdoTog npoypaypaToc: €1785 + €339.15 .M.A. 100% Enixopriynon and AvAA - €1785

To npoypappa €xel eykpiBei anod Tnv Apxn AvanTtuéng AvBpwnivou AuvapikoU w¢ npoypapua {wTikng onuaaciac.
To npoypappa enixopnyeital €’ oAokAnpou ano Tnv AvAA Kdl ®G €K TOUTOU Jev undpyel onoladnnoTe
OIKOVOUIKN ENIBApuvon yia TIG ENIXEIPNOEIS / opyaviopoug, caipoupcvou Tou @.M.A, (€339.15).

Na onpeiwBei 61 kal To @.MN.A. ENICTPEPETAI OTIC ETAIPEIEG KAl OEV ANOTEAEI KOOTOC YIa TIC ENIXEIPHOEIG.

To npdypappa eykpibnke andé Tnv AvAA w¢ ZwTikng Znpaciag. O1

ETIXEIPNOEIG/OPYAVIOHOI TTOU CUUHETEXOUV HE EPYOSOTOUNEVOUG
TOUG, OI OToi0I IKavoTmoloUv TiI¢ mpoino®socic TnG AvAA, 6a
TUXOUV TNG OXETIKAG EMIXOPAYNONG.

Mepiypa®n Ynowyn@iwv

To npdypappa ansublveral o IS1I0KTATEG, MevikoUG AleuOuUVTEG, AIEUBUVTEG Kal YNOdi1euBuvTEG THNHATWV
Kal YEVIKA 0€ AVOTEPO Kal ENICTNHOVIKO NPOCWNIKO ENIXEIPNOEMV KAl OPYAVIOH®V NMOU £XOUV UNEUOUVN
0éon ava@opikd HE TIC NWANCEIG, TNV €EUNNPETNON TWV NEAAT®V, TO MAPKETIVYK KAl YEVIKA TO
oTPATNYIKO OXESIAOUO.

EKnaideuTng

To EnipoppwTikd npoypaypa Ba dida&el o E&vog epneipoyvwpovag K. Philip Ammerman.
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AnA®OEIG ZUPHETOXNG

O1 evdlapepOPeVol NapakaiolvTal Onwe CUUNANPWOOUV NAEKTPOVIKA TN OXETIKN ONAWON CUMHPETOXNG
natwvrag EAQ 1o apyoTepo péxpl Tnv Tpitn 6 Iouviou 2023.

ZnUavTiko: Mépav TNG NAEKTPOVIKNG dNAWCNG CUMKETOXNG Nou Ba cupnAnpwaoeTe yia To KEBE, yia va Bswpeital
€yKUPN N €yypagpr oac aAAd Kal yia va PNopeiTe va NapakoAouBrosTe To GEIVApPIO, NEpinou pia £RJdoudda npiv
TNV nuepounvia die€aywync Tou oegpivapiou, Ba anooTaloUv OTIC CUUMETEXOUCEG ETAIPEIEC MEPIOTOTEPEC
nAnpoPopieg kabwe kai 0 apIBUdC pappoync Tou NPoyPARATOC TOV oroio 6a XpnoIUONOIEITE YIa va KAVETE TNV
EYYPAPN 04C OTO CEUIVAPIO KAl HECW TNG WNPIAKNG NAATPOpUAg «<EPMHZ»,

Ma nepICOOTEPEC NANPOPOPIEG 1} DIEUKPIVIOEIG UNOPEITE va EMIKOIVWVEITE WE TNV Ka. Zwr) Migpidou, AsiToupyd
KEBE, ata TnA. 22889746/ 22889715, email: z.pieridou@ccci.org.cy.

Mg eKkTiUnon,
XpioTog Tavtehég
AvwTepoc Asitoupyog KEBE

FENIKH ZHMEIQZH: O1 enixelpnoeig /opyaviopoi nou €mOudoUv va OUMPPETEXOUV OE ENIHOPPWTIKA
npoypduyata enixopnynuéva and tnv AvAA, edv dev To €xouv NdN Kavel, Ba npeEnsl anapditTws va
NPOXWPNOOUV AUESA JE TNV €yYYPAPN TOUG OTN WNQIAKn nAaT(opua «EPMHZ» (https://ermis.anad.org.cy/ ):

1. Eyypa®r unoyn®iwv yia CUPHETOXN OTO INTPWO TNG AVAA w¢ pUOIKA Npocwna.

2. Eyypaon eTaipeiag oTo unTpwo TnNG AVAA WG VOUIKO NpOoowno.

3. YnoPBoAr aItiuaTocg Taipeiag yia TNy anokTnan Tou poAou «EpyodoTnc».

4, Z0vOean unoywn@iwv yia GUPPETOXN HE TOV EpY0dOTN TOUC, e KWIKO €E0UaI0d0TNONG MOU TOUG NAPEXEI

0 £pyodoTNC.

H nio navw diadikaoia eyypapnc TnG enixeipnong/opyaviopoU w¢ NOopIKO Npoowno, kabweg kal Twv PUCIK®mV
npoownwv aTov «EPMH» yiveTal ydvo pia @opa.

MNa nepiocoTEPEG NAnpoPopieG / SIEUKPIVIOEIG PNOPEiTE aneuduvOEiTE oTO Appodio THAHA TNG
AvAA, TnA. 22390300 (ext.2).

Tponoi NMAnpwUNG

1. Me Emirayn oTo 6vopa Tou KEBE

2. Katabeon oToug nio Katw Aoyapiacpouc:

TPAMEZA KYNPOY EAAHNIKH TPAMEZA

AP. AOTAPIAXMOY: 0194-12-006537 AP. AOTAPIA>XMOY: 121-01-013924-01

IBAN NO.: CY 16 0020 0194 000 000 12 0065 IBAN NO.: CY25005001210001210101392401
3700 BIC: HEBACY2N

BIC: BCYPCY2N

3. Méow Tng Ynnpeoiag JCC SMART naTtwvTag oTtov ouvdeopo: https://www.jccsmart.com/e-bill/32522039

*H nAnpwyn Pe UETPNTA SEV ViveTal anodeKTr), CUUPWVA UE TOUC KaVOVIoUoUC TNG AVAA.
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ANAAYTIKO NMPOrPAMMA
TPITH 13/06/2023 (Huépa 1)

08:30 — 08:45 Registration

08:45 — 10:00 Understanding Digital Loyalty Programmes

This module introduces the concept of digital loyalty programmes in terms of technology, deployment, and results.
e Core concept of digital loyalty programmes

e How technology has changed over time

e Review of successful programmes

First Workshop: Vision for Digital Loyalty
Each company will brainstorm to see how they would like to position themselves and their digital loyalty
programme.

10:00 — 10:45 Part 1: Strategic Analysis

This module introduces the concept of strategic analysis as a precursor for developing digital loyalty programmes.
The concepts that will be covered include:
e Corporate profitability models: How is profit generated?

e Corporate sales models: Physical versus online Points of Sale
e Competitors and differentiation

e Customer Behaviour: B2B, B2C, B2B2C, P2P, etc.

e Post-COVID and Inflationary Impacts on Sales and Profitability

10:45 - 11:00 Morning Coffee Break

11:00 — 13:00 Part 2: Customer Experience

This module looks at customer experience and customer motivation. It introduces quantitative and qualitative
methods of assessing customer behaviour, and will cover B2B customers and B2C consumers.
e Customer Psychology and Consumer Behaviour

e Sales Analysis Methods

e Offline Customer Experience

e Online Customer Experience

o Integrating Digital Loyalty Measurement into Customer Experience

e Key Types of Loyalty Campaigns: Account Regeneration; Account Reward; Differentiation; Sales Steering; Store
Visits; Purchase Incentives; Purchase Frequency.

Second Workshop: Developing Digital Loyalty Strategies
Each company will be asked to prioritise which of the key types of loyalty campaigns it will implement in the next 2
months. This in turn informs the work during the company visit.

13:00 — 13:45 Lunch Break

13:45 - 15:30 Part 3: Incentive Design
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This module looks at what kinds of incentives are truly useful. It also introduces methods of measuring the
perceived versus cash cost of different incentive types.
e Review of different categories of incentives

e Examples of each category

e Calculating the cash and non-cash costs of incentives

e Profit / loss analysis of each category

e Black-out periods and other qualifiers

e Campaign budgeting for incentives

e Return on investment (ROI) of incentives

e Customer purchase behaviour and likely incentive response

e Staffing, fulfilment and delivery requirements for each incentive

15:30 — 15:45 Afternoon Coffee Break

15:45-17:00 Third Workshop: Incentive Selection and Design.

Each company will revise their vision for incentives in light of the specific budgeting and campaign methodology
introduced. Each company will be asked to select 1-2 incentives for each campaign type:

e Account regeneration

e Rewarding top clients

e New product launches

e Stock movement

e Increasing store visits, frequency and average order value (AQV)

e Increasing website visits, frequency and average order value (AOV)

TETAPTH 14/06/2023 (Huépa 2")

08:45 — 10:45 Part 4: Technology Selection & Implementation

This module will focus on the different categories of loyalty programmes in terms of technology. It will take time to
demonstrate specific online tools that are available and have been pre-selected by the trainer for their applicability
to Cyprus.

e The four types of loyalty programme technologies: chip-and-card; card-only; app with scanner; third-party app.
e Review of different loyalty technologies in each category. The following tools will be reviewed (these are a range
of different technologies):
o Prodata Chip-and-Card System
Prodata Card System
Liquid Barcodes (2-3 options)
Yotpo
Smile
Reperks
Marsello
Glue Loyalty

O O 0O O O O ©

e Each review will include functionality, cost structure, pros, cons and a case study of an actual company
implementing the system.
e A sub-module will provide a methodology and timeline for implementation.
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10:45 — 11:00 Morning Coffee Break

11:00 — 13:00 Fourth Workshop: Budgeting and Scoping

In this workshop, the participants will be asked to brainstorm what kind of budget they have available for a loyalty
app, and what this budget needs to cover: technology, external support for set-up, licensing fees, in-company
expenditure, etc.

13:00 — 13:45 Lunch Break
13:45 - 15:30 Running Loyalty Campaigns

This module will present a methodology for running loyalty campaign. It will take a structured approach, including:
e Internal preparation and announcement to staff; staff training;

e Customer preparations and communications;

e Assuring stock and fulfilment capability;

e Marketing and communications campaigns;

e Campaign management;

e In-store, online; communications reactions and outreach;
e Scheduling and timing;

e Campaign risks and risk mitigation;

Fifth Workshop: Campaign Methodology
A campaign methodology worksheet will be distributed to each enterprise for reference. This will provide a detailed
checklist of everything that needs to be done in preparing and implementing a loyalty campaign.

15:30 — 15:45 Coffee Break

15:45 — 16:45 Evaluation and Monitoring

This module will close the training with an in-depth look at ROI evaluation and monitoring of each loyalty campaign
as well as the programme as a whole.
e Measuring ROI on a campaign basis

e Measuring ROI on a portfolio and enterprise basis
e Tangible and intangible results
e Next steps and future initiatives

Sixth Workshop: Campaign Planning
The last, brief workshop will ask enterprises to make a preliminary selection of what loyalty campaigns can be
offered, setting the scene for the in-company visit.

16:45 - 17:00 Conclusions & Closing

The seminar will close with concluding remarks. A communications plan with each company will be defined to
follow-up between the seminar and the company visit.
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MANAGING DIGITAL LOYALTY PROGRAMMES

13 & 14/ 06/ 2023 —«CCCI» Premises, Nicosia

The training programme «Managing Digital Loyalty Programmes» will offer training
opportunities to Cypriot businesses/organizations in relation to the effective structuring
and management of Customer Loyalty Programmes, which lead to improved sales
results. This seminar will focus on both the strategy and technology of managing a loyalty
programme.

Upon completion of the programme, participants will be able to develop a dynamic Digital Loyalty Programme
Management model that will allow them, after assessing the current situation for their company/organization, to
proceed with the selection of the appropriate applications that will lead the company/organization to improved sales
results. This will be achieved by converting their customers into repeat buyers.

2TOXOz ZEMINAPIOY

The main purpose of the program is to help companies/organizations implement a strategic and structured
framework for «Managing Digital Loyalty Programmes». The seminar will present and explain in a practical way
the latest available technological developments and applications that change the way consumers interact with
businesses. Converting customers into loyal buyers is a business challenge that can be achieved with the right
initiatives and actions. No technical background is required for participants in this seminar.

Upon completion of the programme, the participants will be able to:

e describe and list the 7 stages of Managing Digital Loyalty programmes: Strategic Analysis, Customer Experience,
Loyalty Incentive Design, Technology Selection, Loyalty Programme Structuring, Loyalty Campaigns, Evaluation
& Monitoring.

e measure the performance of the business taking into account: sales results, sales channels, customer
retention, return on marketing investment.

e describe, analyze and monitor customer sales activity, taking into account a range of variables and metrics
such as response to promotional campaigns, price changes, incentives, seasonal variability and more.

e measure, monitor and make continuous improvements to the incentives and communication channels
designed to promote customer loyalty by using the digital platform.

o develop a business strategy with an emphasis on marketing and sales strategy, customer relationship
management, customer sales analysis, customer loyalty and various other techniques related to this.

e develop customer loyalty programs and transfer them online using digital platforms.

¢ design incentives based on multiple priorities, e.g. recovering lost accounts, rewarding loyal customers, etc.

e organize and improve customer service, communication and marketing and sales capabilities.
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Information and Participation Cost

Seminar Delivery Dates: Tuesday 13/06/2023 and Wednesday 14/06/2023

City and Venue: «CCCI» Premises, Nicosia

Duration of Institutional Part: 14 hours. The seminar will be held in two (2) days.

Duration of the In-house Part: A seven (7) hour visit by the instructor to each participating company, for a

specialized on-site study and discussion of the applications that should take place in the specific company in relation
to the subject of the program.

Language: English
Discussions and interventions can also be done in the Greek language.

Participation Final Cost (after the subsidy): €339.15 (only the V.AT per participant)
Programme Cost: €1785 + €339.15V.A.-T. HRDA Subsidy > €1785

The training programme has been approved by the Human Resource Development Authority (HRDA) as a vital
importance seminar. The programme is entirely subsidized by the HRDA and therefore there is no
financial burden for businesses / organizations, excluding the VAT (€339.15).

It should be noted that the VAT it is returned to the companies and is not a cost to the businesses.

The programme has been approved by the HRDA as Vital Impor-

tance. Enterprises/organisations participating with their employees
who satisfy HRDA's criteria, are entitled to subsidy.

Participants’ Description

The program is addressed to Owners, General Managers, Managers and Assistant Managers of
Departments and generally to Senior Officers and Officers of companies and organizations who
have a responsible position regarding sales, customer service, marketing, and strategic planning,
in general.

Trainer

The training programme will be delivered by the expert Mr. Philip Ammerman.

Participation

Interested parties are kindly requested to fill in the relevant online participation form by clicking HERE no
later than Tuesday 6 June 2023.
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Important: In addition to the electronic participation that you will fill in for the CCCI, in order for your
registration to be considered valid and for you to be able to attend the seminar, more information as
well as the programme number, that you will use to register for the seminar through the "ERMIS"
digital platform, will be sent to all the participating companies, about a week before the date of the
seminar.

For further information or clarifications, please contact Ms. Zoe Pieridou, CCCI Officer, tel: 22889746/15, email:
z.pieridou@ccci.org.cy.

Yours sincerely,
Christos Tanteles
Senior Officer

GENERAL NOTE: Companies/organizations that would like to participate in training programmes
sponsored by HRDA should proceed immediately by registering on the "ERMIS" digital platform
( https://ermis.anad .org .cy/#/front ):

1. Registration of participants as natural persons.

2. Registration of a company as a legal entity.

3. Submit a company's request to obtain the "Employer” role.

4, Connecting participants with their company, with an authorization code provided by the company
as "Employer".

The above procedure is done only once.

For more information/clarifications, contact the HRDA, tel. 22390300 (ext. 2).

Payment Methods

1. By cheque in the name of the CCCI
2. Deposit to the following accounts:

BANK OF CYPRUS HELLENIC BANK

ACCOUNT NO: 0194-12-006537 ACCOUNT NO: 121-01-013924-01

IBAN NO.: CY 16 0020 0194 000 000 12 0065 3700 IBAN NO.: CY25005001210001210101392401
BIC: BCYPCY2N BIC: HEBACY2N

3. Through the JCC SMART Service by clicking on the link: https://www.jccsmart.com/e-bill/32522039
*Cash payments are not accepted, in accordance with the HRDA regulations.
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TRAINING PROGRAMME
TUESDAY 13/06/2023 (DAY 1)

08:30 — 08:45 Registration

08:45 — 10:00 Understanding Digital Loyalty Programmes

This module introduces the concept of digital loyalty programmes in terms of technology, deployment, and results.
e Core concept of digital loyalty programmes

e How technology has changed over time
e Review of successful programmes

First Workshop: Vision for Digital Loyalty
Each company will brainstorm to see how they would like to position themselves and their digital loyalty
programme.

10:00 — 10:45 Part 1: Strategic Analysis

This module introduces the concept of strategic analysis as a precursor for developing digital loyalty programmes.
The concepts that will be covered include:
e Corporate profitability models: How is profit generated?

e Corporate sales models: Physical versus online Points of Sale
e Competitors and differentiation

e Customer Behaviour: B2B, B2C, B2B2C, P2P, etc.

e Post-COVID and Inflationary Impacts on Sales and Profitability

10:45 - 11:00 Morning Coffee Break

11:00 — 13:00 Part 2: Customer Experience

This module looks at customer experience and customer motivation. It introduces quantitative and qualitative
methods of assessing customer behaviour, and will cover B2B customers and B2C consumers.
e Customer Psychology and Consumer Behaviour

e Sales Analysis Methods

e Offline Customer Experience

e Online Customer Experience

e Integrating Digital Loyalty Measurement into Customer Experience

e Key Types of Loyalty Campaigns: Account Regeneration; Account Reward; Differentiation; Sales Steering; Store
Visits; Purchase Incentives; Purchase Frequency.

Second Workshop: Developing Digital Loyalty Strategies
Each company will be asked to prioritise which of the key types of loyalty campaigns it will implement in the next 2
months. This in turn informs the work during the company visit.

13:00 — 13:45 Lunch Break

13:45 - 15:30 Part 3: Incentive Design
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This module looks at what kinds of incentives are truly useful. It also introduces methods of measuring the
perceived versus cash cost of different incentive types.
e Review of different categories of incentives

e Examples of each category

e Calculating the cash and non-cash costs of incentives

e Profit / loss analysis of each category

e Black-out periods and other qualifiers

e Campaign budgeting for incentives

e Return on investment (ROI) of incentives

e Customer purchase behaviour and likely incentive response

e Staffing, fulfilment and delivery requirements for each incentive

15:30 — 15:45 Afternoon Coffee Break

15:45-17:00 Third Workshop: Incentive Selection and Design.

Each company will revise their vision for incentives in light of the specific budgeting and campaign methodology
introduced. Each company will be asked to select 1-2 incentives for each campaign type:

e Account regeneration

e Rewarding top clients

e New product launches

e Stock movement

e Increasing store visits, frequency and average order value (AQV)

e Increasing website visits, frequency and average order value (AOV)

WEDNESDAY 14/06/2023 (DAY 2)

08:45 — 10:45 Part 4: Technology Selection & Implementation

This module will focus on the different categories of loyalty programmes in terms of technology. It will take time to
demonstrate specific online tools that are available and have been pre-selected by the trainer for their applicability
to Cyprus.

e The four types of loyalty programme technologies: chip-and-card; card-only; app with scanner; third-party app.
e Review of different loyalty technologies in each category. The following tools will be reviewed (these are a range
of different technologies):
o Prodata Chip-and-Card System
Prodata Card System
Liquid Barcodes (2-3 options)
Yotpo
Smile
Reperks
Marsello
Glue Loyalty

O O 0O O O O ©

e Each review will include functionality, cost structure, pros, cons and a case study of an actual company
implementing the system.
e A sub-module will provide a methodology and timeline for implementation.
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10:45 — 11:00 Morning Coffee Break

11:00 — 13:00 Fourth Workshop: Budgeting and Scoping

In this workshop, the participants will be asked to brainstorm what kind of budget they have available for a loyalty
app, and what this budget needs to cover: technology, external support for set-up, licensing fees, in-company
expenditure, etc.

13:00 — 13:45 Lunch Break
13:45 - 15:30 Running Loyalty Campaigns

This module will present a methodology for running loyalty campaign. It will take a structured approach, including:
e Internal preparation and announcement to staff; staff training;

e Customer preparations and communications;

e Assuring stock and fulfilment capability;

e Marketing and communications campaigns;

e Campaign management;

e In-store, online; communications reactions and outreach;
e Scheduling and timing;

e Campaign risks and risk mitigation;

Fifth Workshop: Campaign Methodology
A campaign methodology worksheet will be distributed to each enterprise for reference. This will provide a detailed
checklist of everything that needs to be done in preparing and implementing a loyalty campaign.

15:30 — 15:45 Coffee Break

15:45 — 16:45 Evaluation and Monitoring

This module will close the training with an in-depth look at ROI evaluation and monitoring of each loyalty campaign
as well as the programme as a whole.
e Measuring ROI on a campaign basis

e Measuring ROI on a portfolio and enterprise basis
e Tangible and intangible results
e Next steps and future initiatives

Sixth Workshop: Campaign Planning
The last, brief workshop will ask enterprises to make a preliminary selection of what loyalty campaigns can be
offered, setting the scene for the in-company visit.

16:45 - 17:00 Conclusions & Closing

The seminar will close with concluding remarks. A communications plan with each company will be defined to
follow-up between the seminar and the company visit.
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