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Loyalty and rewards programs 
create strong incentives 
for customers to identify 
themselves in order to gain 
access to exclusive offers, 
rewards and experiences. 
This results in strong financial 
gains by engaging with 
customers in such a way that 
encourages more frequent 
visits and larger ticket size.

Enticing customers to sign up for a program is the best proven 

method for companies to make an unknown consumer known, 

expand addressable audience size and enrich overall 

database quality. However, getting customers to enroll and 

motivating them to continue to use the program can be a 

difficult task. 

SessionM provides a comprehensive suite of loyalty and 

engagement functionality to drive customer behavior at each 

step along the member journey. Additionally, an experienced 

professional services team helps clients design, deliver and 

optimize their program. As proven leaders in helping enterprise 

brands craft new loyalty programs or revamp existing ones, 

SessionM empowers programs with the ability to activate at 

scale.

In this document we outline several ways our clients have 

successfully activated loyalty members using functionality 

found within the SessionM Platform. 

LOYALTY PROGRAM 

ACTIVATION
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Welcome Message 

Begin each customer’s loyalty journey with a triggered welcome 

message, and provide them with a general program overview 

and key offerings. If there are any mobile components, or any 

additional benefits (i.e. order ahead, free 2-day shipping) this is 

the perfect opportunity to highlight what’s great and different 

about your program.

Activation Offer or Incentive (or both) 

Customers are more likely to engage with a new loyalty 

program within the first 30 days (especially in-app). Start their 

loyalty journey off on the right track by incentivizing them 

with an offer or loyalty points, or both. Set your strategy to 

automatically reward customers with a 10% offer, and gift a few 

points to get customers started as soon as they sign-up, or have 

them complete an action or series of actions, such as 

completing their customer profile and making a purchase within 

X days to receive their first offer. 

Refer-a-Friend

Incentivize your passionate members to grow your loyalty 

program through refer-a-friend campaigns. Reward members 

with an offer or a specified amount of loyalty points when one of 

their referees completes a purchase or signs up for the 

program. Additionally, controls can be put in place to protect 

against any fraudulent activity, such as number of times a 

referrer can earn a referral reward over a specified period of 

time. 

Listening Campaigns 

The SessionM Platform captures a large amount of behavioral 

and transactional data, and affords marketing teams the ability 

to create background campaigns to listen for and tag key 

behaviors. Set listening criteria through a number of behavior 

builder restrictions to create segments of customers you wish 

to retarget or exclude at a later time. Track the influx of each 

cohort by activating audiences built off each outcome tag 

dropped through these campaigns. Some example segments 

you can create to improve your activation strategy is customers 

who’ve registered in the past month, customers who’ve 

registered but haven’t made a purchase, or customers who 

purchased X item. 

“US online adults belong to an average of 3.7 

loyalty programs"

Key Tip: Ensure you’re highlighting what makes 

your program unique and special to capture 

customer attention

The Psychology Of Points
Landscape: The Customer Loyalty Playbook

PROVEN

STRATEGIES
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Activation Challenges 

Bring some gamification to your strategy to get 

customers activated and more acquainted with your 

program. For instance, track customers who’ve 

enrolled, but have only made one or two purchases 

over their first thirty days in the program. Enter them 

into a promotion challenge where if they make three 

purchases in the next thirty days they’ll be rewarded 

with bonus points or an offer. Similarly this can be 

done to drive customers to purchase through 

different channels, to ensure they understand the 

different avenues they can take to make a purchase. 

For example, issue a reward when customers  

purchase through your app, or take a similar strategy 

to get customers to purchase in store. 

Sample Demo Flow in the SessionM Platform: 

Loyalty Program Management

Reward new members with 20 points upon sign up 

& 10% off their next purchase

Set up your tiering strategy to instantly reward 

customers when they sign up for your program. 

In this example, when a customer enrolls and 

completes their profile they are enrolled in the 

Bronze tier. As a result they are issued a 10% 

discount on their next purchase and awarded 

20 loyalty points. Tags can also be added as an 

outcome to help with segmentation and targeting. 
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Campaigns Flow:   

Welcome Campaign with a 10% offer 

Set up a campaign to listen for new enrollments in 

your loyalty program, and trigger a message and 

reward when they complete their registration. Make 

this an evergreen campaign and run it for as long as 

you’d like, or test different outcomes to determine 

what’s best for motivating customer behavior. 

Outcomes can be offers, points, tags, or a triggered 

event, and messaging can be delivered through a 

variety of messaging channels such as email, push 

notifications, SMS and more.  




