
Building a successful 
customer loyalty programme



What’s your strategy?

IPG members’ pharmacies are:
• full-service pharmacies

• caring for their communities
• highly engaged with their customers

• providing great value products and services







Rewarding your loyal customers
• Listen and take time
• Show that you care

• Greet customers by name
• Onscreen prompt

• Explain the $$ reward
• Add email address

• See purchase history
• New customer “Welcome” bag



Adding customers to your loyalty club

• The right settings
• Onscreen prompt

• Everyone on board – not negotiable
• Incentivise email address collection

• Measure and reward

Your Rewards Club database is an important business 
asset that cannot be copied by your competitors



What the data shows



• Club share of retail sales: >50%
• Active club customers: 2400 average

• Higher average sale: +$10 more
• Club customers: <3 visits per year

• Email addresses: >50%
• Email customers: average sale: +2.00

• Email customers: +1 more visit per year

What the data shows



A video recording of this webinar will be available 
A link will be emailed to you

Q & A
and discussion


