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Professional Certificate in Loyalty Programs for E-commerce Growth

Reward Program Design

A/B Testing refers to the process of comparing two versions of a reward program design to determine
which one performs better, often used to measure the effectiveness of different program elements, such as
rewards, communication channels, or user interfaces, and to identify areas for improvement, also known as
split testing, it involves creating two or more versions of a program, with each version having a different
variable, such as a different reward or communication channel, and then measuring the response to each
version, to determine which one is more effective, for example, a company might use A/B testing to
compare the effectiveness of a reward program that offers cash rewards versus one that offers non-cash
rewards, such as free products or services, the results of the test can then be used to refine the program
and improve its overall effectiveness.

Account-Based Loyalty refers to a type of loyalty program that focuses on building long-term relationships
with a company's most valuable customers, often by offering them personalized rewards and benefits, such
as exclusive access to new products or services, or special discounts and promotions, the goal of account-
based loyalty is to create a sense of ownership and loyalty among these customers, and to encourage them
to continue doing business with the company, for example, a company might offer a loyalty program that
rewards customers for repeat purchases, or for referring friends and family to the company, the program
might also offer personalized rewards and benefits, such as free shipping or dedicated customer support, to
encourage customers to continue doing business with the company.

Actionable Insights refer to the process of analyzing data and information to gain a better understanding of
customer behavior and preferences, and to identify opportunities to improve the reward program design,
including the use of data analytics and other tools to measure program effectiveness and to identify areas
for improvement, for example, a company might use data analytics to analyze customer purchase history
and behavior, and to identify patterns and trends that can be used to improve the reward program, such as
offering rewards that are tailored to specific customer segments or preferences.

Activation Rate refers to the percentage of customers who activate their rewards or benefits, such as signing
up for a loyalty program or redeeming a reward, and is often used as a metric to measure the effectiveness
of a reward program design, for example, a company might measure the activation rate of a new loyalty
program to determine how many customers are signing up and participating in the program, the activation
rate can be calculated by dividing the number of customers who activate their rewards or benefits by the
total number of customers who are eligible to participate in the program.

Affinity Marketing refers to a type of marketing that involves partnering with other companies or
organizations to offer rewards and benefits to customers, such as co-branded credit cards or loyalty
programs, the goal of affinity marketing is to create a sense of shared values and interests among
customers, and to encourage them to do business with the company, for example, a company might
partner with a charitable organization to offer a loyalty program that rewards customers for making
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donations or volunteering their time.

Analytics Platform refers to a type of software or system that is used to analyze data and information, such
as customer behavior and preferences, and to gain insights that can be used to improve the reward
program design, for example, a company might use an analytics platform to analyze customer purchase
history and behavior, and to identify patterns and trends that can be used to improve the reward program,
such as offering rewards that are tailored to specific customer segments or preferences.

Annual Fee refers to a fee that is charged to customers on a yearly basis, such as a fee for participating in a
loyalty program or for using a credit card, and is often used to offset the costs of offering rewards and
benefits, for example, a company might charge an annual fee to customers who participate in a loyalty
program, in order to offset the costs of offering rewards and benefits, such as free products or services.

Application Programming Interface (API) refers to a set of rules and protocols that are used to connect
different software systems and applications, such as a loyalty program platform and a customer relationship
management system, and is often used to facilitate the exchange of data and information between different
systems, for example, a company might use an API to connect its loyalty program platform to its customer
relationship management system, in order to share data and information about customer behavior and
preferences.

Artificial Intelligence (Al) refers to the use of computer systems and algorithms to perform tasks that would
normally require human intelligence, such as analyzing data and making decisions, and is often used in
reward program design to personalize rewards and benefits, and to improve the overall customer
experience, for example, a company might use Al to analyze customer behavior and preferences, and to
offer personalized rewards and benefits that are tailored to their individual needs and interests.

Aspirational Rewards refer to rewards that are designed to inspire and motivate customers to achieve a
specific goal or behavior, such as a reward for reaching a certain milestone or achieving a specific level of
loyalty, and are often used to create a sense of excitement and anticipation among customers, for example,
a company might offer a reward to customers who reach a certain level of loyalty, such as a free product or
service, or a special discount or promotion.

Attribution Modeling refers to the process of analyzing data and information to determine the effectiveness
of different marketing channels and campaigns, such as email marketing or social media advertising, and is
often used to measure the return on investment (ROIl) of a reward program design, for example, a company
might use attribution modeling to determine which marketing channels are driving the most engagement
and conversion, and to adjust its marketing strategy accordingly.

Average Order Value (AOV) refers to the average amount that customers spend on a single transaction, such
as a purchase or a redemption, and is often used as a metric to measure the effectiveness of a reward
program design, for example, a company might measure the AOV of customers who participate in a loyalty
program, to determine whether the program is driving increased sales and revenue.

Average Revenue Per User (ARPU) refers to the average amount of revenue that is generated per user, such

Read online: https://certificates.Isba.org.uk/glossaries/3911293/ London School of Business and Administration - 26 Jun 2026
reward-program-design



__ "LSBA GLOSSARY

Y LONDONSCHOOL OF BUSINESS
AND ADMINISTRATION

as a customer or a subscriber, and is often used as a metric to measure the effectiveness of a reward
program design, for example, a company might measure the ARPU of customers who participate in a loyalty
program, to determine whether the program is driving increased revenue and growth.

Balance Rewards refer to rewards that are designed to balance the needs and interests of different customer
segments, such as rewards that are tailored to specific demographics or preferences, and are often used to
create a sense of fairness and equity among customers, for example, a company might offer rewards that
are tailored to specific customer segments, such as rewards for students or seniors, in order to create a
sense of balance and fairness.

Behavioral Data refers to data and information that is related to customer behavior, such as purchase
history and behavior, and is often used to gain insights and to improve the reward program design, for
example, a company might use behavioral data to analyze customer purchase history and behavior, and to
identify patterns and trends that can be used to improve the reward program, such as offering rewards that
are tailored to specific customer segments or preferences.

Benefits refers to the rewards and advantages that are offered to customers, such as free products or
services, or special discounts and promotions, and are often used to create a sense of value and loyalty
among customers, for example, a company might offer benefits such as free shipping or dedicated
customer support, to encourage customers to continue doing business with the company.

Binary Rewards refer to rewards that are designed to motivate customers to achieve a specific goal or
behavior, such as a reward for completing a survey or referring a friend, and are often used to create a
sense of excitement and anticipation among customers, for example, a company might offer a binary
reward to customers who complete a survey or refer a friend, such as a free product or service, or a special
discount or promotion.

Bonus Rewards refer to additional rewards or benefits that are offered to customers, such as bonus points
or rewards for achieving a specific milestone or behavior, and are often used to create a sense of surprise
and delight among customers, for example, a company might offer bonus rewards to customers who
achieve a specific milestone or behavior, such as a free product or service, or a special discount or
promotion.

Brand Ambassador refers to a customer or influencer who is passionate about a brand and its products or
services, and is often used to promote the brand and its rewards program, for example, a company might
partner with a brand ambassador to promote its loyalty program and to encourage customers to
participate, the brand ambassador might share their experiences and opinions about the brand and its
products or services, and might offer exclusive rewards or benefits to their followers.

Brand Loyalty refers to the loyalty and dedication that customers have to a brand and its products or
services, such as a customer who consistently purchases from the same brand or recommends the brand to
others, and is often used as a metric to measure the effectiveness of a reward program design, for example,
a company might measure brand loyalty by tracking customer retention and satisfaction, and by analyzing
customer feedback and reviews.

Read online: https://certificates.Isba.org.uk/glossaries/3911293/ London School of Business and Administration - 26 Jun 2026
reward-program-design



__ "LSBA GLOSSARY

Y LONDONSCHOOL OF BUSINESS
AND ADMINISTRATION

Breakage refers to the percentage of rewards or benefits that are not redeemed or used by customers, such
as unused points or unredeemed rewards, and is often used as a metric to measure the effectiveness of a
reward program design, for example, a company might measure breakage to determine whether customers
are redeeming their rewards or benefits, and to identify opportunities to improve the program.

Bundle Rewards refer to rewards that are offered in combination with other products or services, such as a
reward for purchasing a bundle of products or services, and are often used to create a sense of value and
convenience among customers, for example, a company might offer bundle rewards to customers who
purchase a bundle of products or services, such as a discount or promotion.

Cash Rewards refer to rewards that are offered in the form of cash or cash equivalents, such as gift cards or
prepaid debit cards, and are often used to create a sense of flexibility and convenience among customers,
for example, a company might offer cash rewards to customers who achieve a specific milestone or
behavior, such as a free product or service, or a special discount or promotion.

Cashback Rewards refer to rewards that are offered in the form of cash or cash equivalents, such as a
percentage of the customer's purchase amount, and are often used to create a sense of value and savings
among customers, for example, a company might offer cashback rewards to customers who make a
purchase, such as a percentage of the purchase amount.

Certification Program refers to a program that certifies customers or partners as experts or specialists in a
particular area, such as a certification program for loyalty program managers, and is often used to create a
sense of credibility and expertise among customers, for example, a company might offer a certification
program to customers who complete a series of courses or training sessions, such as a certification in
loyalty program management.

Charity Rewards refer to rewards that are offered in the form of charitable donations, such as a donation to
a favorite charity, and are often used to create a sense of social responsibility and giving among customers,
for example, a company might offer charity rewards to customers who achieve a specific milestone or
behavior, such as a donation to a favorite charity.

Coalition Loyalty Program refers to a loyalty program that is shared among multiple companies or brands,
such as a coalition loyalty program that offers rewards and benefits across multiple brands, and is often
used to create a sense of convenience and flexibility among customers, for example, a company might
participate in a coalition loyalty program that offers rewards and benefits across multiple brands, such as a
rewards program that offers points or rewards that can be redeemed across multiple brands.

Co-Branding refers to the practice of partnering with another company or brand to offer rewards and
benefits, such as a co-branded credit card or loyalty program, and is often used to create a sense of shared
values and interests among customers, for example, a company might partner with another company to
offer a co-branded loyalty program, such as a rewards program that offers points or rewards that can be
redeemed across multiple brands.

Communication Channel refers to the medium or platform that is used to communicate with customers,
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such as email, social media, or text messaging, and is often used to deliver rewards and benefits to
customers, for example, a company might use email or social media to communicate with customers and to
deliver rewards and benefits, such as exclusive offers or promotions.

Complimentary Rewards refer to rewards that are offered in addition to other rewards or benefits, such as a
complimentary product or service, and are often used to create a sense of surprise and delight among
customers, for example, a company might offer complimentary rewards to customers who achieve a specific
milestone or behavior, such as a free product or service, or a special discount or promotion.

Customer Data Platform (CDP) refers to a software or system that is used to collect, analyze, and manage
customer data, such as customer behavior and preferences, and is often used to gain insights and to
improve the reward program design, for example, a company might use a CDP to analyze customer
behavior and preferences, and to identify patterns and trends that can be used to improve the reward
program, such as offering rewards that are tailored to specific customer segments or preferences.

Customer Engagement refers to the process of interacting and building relationships with customers, such
as through rewards and benefits, and is often used to create a sense of loyalty and retention among
customers, for example, a company might use customer engagement to build relationships with customers
and to encourage them to continue doing business with the company, such as through rewards and
benefits that are tailored to their individual needs and interests.

Customer Journey refers to the process or path that a customer takes when interacting with a company or
brand, such as the process of signing up for a loyalty program or redeeming a reward, and is often used to
identify opportunities to improve the customer experience, for example, a company might map the
customer journey to identify pain points or areas for improvement, and to develop strategies to improve
the customer experience, such as offering rewards and benefits that are tailored to specific customer
segments or preferences.

Customer Lifetime Value (CLV) refers to the total value that a customer is expected to bring to a company
over their lifetime, such as through repeat purchases or referrals, and is often used as a metric to measure
the effectiveness of a reward program design, for example, a company might measure CLV to determine the
long-term value of a customer, and to develop strategies to improve customer retention and loyalty.

Customer Relationship Management (CRM) refers to the process of managing and analyzing customer
interactions and relationships, such as through rewards and benefits, and is often used to gain insights and
to improve the reward program design, for example, a company might use CRM to analyze customer
behavior and preferences, and to identify patterns and trends that can be used to improve the reward
program, such as offering rewards that are tailored to specific customer segments or preferences.

Customer Segmentation refers to the process of dividing customers into distinct groups or segments, such
as based on demographics or behavior, and is often used to develop targeted marketing and rewards
strategies, for example, a company might segment its customers based on demographics or behavior, and
develop targeted marketing and rewards strategies to reach each segment, such as offering rewards that
are tailored to specific customer segments or preferences.
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Data Analytics refers to the process of analyzing data and information to gain insights and to improve the
reward program design, such as through the use of data analytics tools and techniques, and is often used to
measure program effectiveness and to identify areas for improvement, for example, a company might use
data analytics to analyze customer behavior and preferences, and to identify patterns and trends that can
be used to improve the reward program, such as offering rewards that are tailored to specific customer
segments or preferences.

Data Mining refers to the process of analyzing large datasets to identify patterns and trends, such as
customer behavior and preferences, and is often used to gain insights and to improve the reward program
design, for example, a company might use data mining to analyze customer behavior and preferences, and
to identify patterns and trends that can be used to improve the reward program, such as offering rewards
that are tailored to specific customer segments or preferences.

Data Science refers to the process of using data and analytics to gain insights and to improve the reward
program design, such as through the use of data science tools and techniques, and is often used to
measure program effectiveness and to identify areas for improvement, for example, a company might use
data science to analyze customer behavior and preferences, and to identify patterns and trends that can be
used to improve the reward program, such as offering rewards that are tailored to specific customer
segments or preferences.

Discount Rewards refer to rewards that are offered in the form of discounts or savings, such as a percentage
off a purchase, and are often used to create a sense of value and savings among customers, for example, a
company might offer discount rewards to customers who achieve a specific milestone or behavior, such as a
percentage off a purchase.

Diversification refers to the process of offering a wide range of rewards and benefits to customers, such as
rewards that are tailored to specific customer segments or preferences, and is often used to create a sense
of excitement and surprise among customers, for example, a company might offer a diverse range of
rewards and benefits to customers, such as rewards that are tailored to specific customer segments or
preferences.

Dynamic Rewards refer to rewards that are tailored to individual customers or customer segments, such as
rewards that are based on customer behavior or preferences, and are often used to create a sense of
personalization and relevance among customers, for example, a company might offer dynamic rewards to
customers based on their individual behavior or preferences, such as rewards that are tailored to their
specific needs or interests.

Earning Rate refers to the rate at which customers earn rewards or benefits, such as the number of points or
rewards earned per dollar spent, and is often used as a metric to measure the effectiveness of a reward
program design, for example, a company might measure the earning rate of customers to determine
whether the program is driving engagement and participation, and to identify opportunities to improve the
program.

Employee Engagement refers to the process of engaging and motivating employees to participate in a
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reward program, such as through rewards and benefits, and is often used to create a sense of loyalty and
retention among employees, for example, a company might use employee engagement to build
relationships with employees and to encourage them to participate in the reward program, such as through
rewards and benefits that are tailored to their individual needs and interests.

Exclusivity refers to the process of offering exclusive rewards or benefits to customers, such as rewards that
are only available to loyalty program members, and is often used to create a sense of prestige and
exclusivity among customers, for example, a company might offer exclusive rewards to customers who
achieve a specific milestone or behavior, such as a free product or service, or a special discount or
promotion.

Expectation Setting refers to the process of setting clear expectations with customers about the rewards
and benefits that are available, such as through clear communication and transparency, and is often used to
create a sense of trust and loyalty among customers, for example, a company might set clear expectations
with customers about the rewards and benefits that are available, and provide regular updates and
communication to ensure that customers understand the program and its benefits.

Experiential Rewards refer to rewards that are offered in the form of experiences, such as events or activities,
and are often used to create a sense of excitement and memorable experiences among customers, for
example, a company might offer experiential rewards to customers who achieve a specific milestone or
behavior, such as a free event or activity, or a special discount or promotion.

Feedback Mechanism refers to the process of collecting and responding to customer feedback, such as
through surveys or social media, and is often used to create a sense of engagement and participation
among customers, for example, a company might use a feedback mechanism to collect and respond to
customer feedback, and to identify opportunities to improve the reward program, such as offering rewards
that are tailored to specific customer segments or preferences.

Frequency Rewards refer to rewards that are offered based on the frequency of customer behavior, such as
rewards for repeat purchases or visits, and are often used to create a sense of loyalty and retention among
customers, for example, a company might offer frequency rewards to customers who achieve a specific
milestone or behavior, such as a free product or service, or a special discount or promotion.

Gamification refers to the process of using game design elements and mechanics to engage and motivate
customers, such as through rewards and benefits, and is often used to create a sense of excitement and
participation among customers, for example, a company might use gamification to engage and motivate
customers, such as through rewards and benefits that are tailored to their individual needs and interests.

Gift Rewards refer to rewards that are offered in the form of gifts, such as free products or services, and are
often used to create a sense of surprise and delight among customers, for example, a company might offer
gift rewards to customers who achieve a specific milestone or behavior, such as a free product or service, or
a special discount or promotion.

Goal-Based Rewards refer to rewards that are offered based on the achievement of specific goals or
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behaviors, such as rewards for completing a survey or referring a friend, and are often used to create a
sense of motivation and engagement among customers, for example, a company might offer goal-based
rewards to customers who achieve a specific milestone or behavior, such as a free product or service, or a
special discount or promotion.

Hierarchical Rewards refer to rewards that are offered in a hierarchical or tiered structure, such as rewards
that are based on customer loyalty or behavior, and are often used to create a sense of progression and
achievement among customers, for example, a company might offer hierarchical rewards to customers who
achieve a specific milestone or behavior, such as a free product or service, or a special discount or
promotion.

Incentive Program refers to a program that is designed to motivate and engage customers, such as through
rewards and benefits, and is often used to create a sense of loyalty and retention among customers, for
example, a company might offer an incentive program to customers who achieve a specific milestone or
behavior, such as a free product or service, or a special discount or promotion.

Instant Rewards refer to rewards that are offered immediately or in real-time, such as rewards for
completing a survey or making a purchase, and are often used to create a sense of excitement and surprise
among customers, for example, a company might offer instant rewards to customers who achieve a specific
milestone or behavior, such as a free product or service, or a special discount or promotion.

Loyalty Metrics refer to the metrics or measurements that are used to evaluate the effectiveness of a loyalty
program, such as customer retention or satisfaction, and are often used to identify opportunities to improve
the program, for example, a company might use loyalty metrics to measure the effectiveness of its loyalty
program, and to identify areas for improvement, such as offering rewards that are tailored to specific
customer segments or preferences.

Loyalty Program Design refers to the process of designing and developing a loyalty program, such as
through the use of rewards and benefits, and is often used to create a sense of loyalty and retention among
customers, for example, a company might use loyalty program design to develop a program that offers
rewards and benefits that are tailored to specific customer segments or preferences.

Loyalty Program Management refers to the process of managing and administering a loyalty program, such
as through the use of data analytics and customer engagement, and is often used to create a sense of
loyalty and retention among customers, for example, a company might use loyalty program management to
manage and administer its loyalty program, and to identify opportunities to improve the program, such as
offering rewards that are tailored to specific customer segments or preferences.

Membership Rewards refer to rewards that are offered to loyalty program members, such as exclusive
rewards or benefits, and are often used to create a sense of prestige and exclusivity among customers, for
example, a company might offer membership rewards to customers who participate in its loyalty program,
such as exclusive rewards or benefits that are only available to members.

Merchandise Rewards refer to rewards that are offered in the form of merchandise, such as free products or
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services, and are often used to create a sense of surprise and delight among customers, for example, a
company might offer merchandise rewards to customers who achieve a specific milestone or behavior, such
as a free product or service, or a special discount or promotion.

Mobile Rewards refer to rewards that are offered through mobile devices, such as mobile apps or text
messaging, and are often used to create a sense of convenience and flexibility among customers, for
example, a company might offer mobile rewards to customers who participate in its loyalty program, such
as exclusive rewards or benefits that are only available through mobile devices.

Non-Cash Rewards refer to rewards that are offered in the form of non-cash benefits, such as free products
or services, and are often used to create a sense of value and savings among customers, for example, a
company might offer non-cash rewards to customers who achieve a specific milestone or behavior, such as
a free product or service, or a special discount or promotion.

Offer Optimization refers to the process of optimizing and improving the offers and rewards that are made
to customers, such as through the use of data analytics and customer engagement, and is often used to
create a sense of relevance and personalization among customers, for example, a company might use offer
optimization to optimize and improve the offers and rewards that are made to customers, and to identify
opportunities to improve the program, such as offering rewards that are tailored to specific customer
segments or preferences.

Omni-Channel Rewards refer to rewards that are offered across multiple channels, such as online, offline, or
mobile, and are often used to create a sense of convenience and flexibility among customers, for example, a
company might offer omni-channel rewards to customers who participate in its loyalty program, such as
exclusive rewards or benefits that are available across multiple channels.

Participation Rate refers to the percentage of customers who participate in a loyalty program, such as by
earning or redeeming rewards, and is often used as a metric to measure the effectiveness of a loyalty
program, for example, a company might measure the participation rate of its loyalty program to determine
whether customers are engaging with the program, and to identify opportunities to improve the program.

Personalization refers to the process of tailoring rewards and benefits to individual customers or customer
segments, such as through the use of data analytics and customer engagement, and is often used to create
a sense of relevance and personalization among customers, for example, a company might use
personalization to tailor rewards and benefits to individual customers or customer segments, and to identify
opportunities to improve the program, such as offering rewards that are tailored to specific customer
segments or preferences.

Points-Based Rewards refer to rewards that are offered in the form of points or credits, such as rewards that
can be redeemed for free products or services, and are often used to create a sense of excitement and
engagement among customers, for example, a company might offer points-based rewards to customers
who participate in its loyalty program, such as exclusive rewards or benefits that can be redeemed for free
products or services.
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Predictive Analytics refers to the process of using data and analytics to predict customer behavior and
preferences, such as through the use of machine learning and data science, and is often used to create a
sense of personalization and relevance among customers, for example, a company might use predictive
analytics to predict customer behavior and preferences, and to identify opportunities to improve the
program, such as offering rewards that are tailored to specific customer segments or preferences.

Premium Rewards refer to rewards that are offered to customers who achieve a high level of loyalty or
engagement, such as exclusive rewards or benefits, and are often used to create a sense of prestige and
exclusivity among customers, for example, a company might offer premium rewards to customers who
achieve a high level of loyalty or engagement, such as exclusive rewards or benefits that are only available
to high-value customers.

Program Design refers to the process of designing and developing a loyalty program, such as through the
use of rewards and benefits, and is often used to create a sense of loyalty and retention among customers,
for example, a company might use program design to develop a loyalty program that offers rewards and
benefits that are tailored to specific customer segments or preferences.

Progressive Rewards refer to rewards that are offered in a progressive or tiered structure, such as rewards
that are based on customer loyalty or behavior, and are often used to create a sense of progression and
achievement among customers, for example, a company might offer progressive rewards to customers who
achieve a specific milestone or behavior, such as a free product or service, or a special discount or
promotion.

Promotional Rewards refer to rewards that are offered to promote a specific product or service, such as
rewards for purchasing a new product or service, and are often used to create a sense of excitement and
engagement among customers, for example, a company might offer promotional rewards to customers
who purchase a new product or service, such as a free product or service, or a special discount or
promotion.

Psychological Rewards refer to rewards that are designed to appeal to customers on an emotional or
psychological level, such as rewards that create a sense of prestige or exclusivity, and are often used to
create a sense of loyalty and retention among customers, for example, a company might offer psychological
rewards to customers who achieve a specific milestone or behavior, such as exclusive rewards or benefits
that are only available to high-value customers.

Redemption Rate refers to the percentage of customers who redeem their rewards or benefits, such as
rewards that are redeemed for free products or services, and is often used as a metric to measure the
effectiveness of a loyalty program, for example, a company might measure the redemption rate of its loyalty
program to determine whether customers are redeeming their rewards or benefits, and to identify
opportunities to improve the program.

Referral Rewards refer to rewards that are offered to customers who refer friends or family to a company or
brand, such as rewards for successful referrals, and are often used to create a sense of loyalty and retention
among customers, for example, a company might offer referral rewards to customers who refer friends or
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family to the company, such as exclusive rewards or benefits that are only available to customers who refer
others.

Relationship Rewards refer to rewards that are offered to customers who have a strong relationship with a
company or brand, such as rewards for loyalty or engagement, and are often used to create a sense of
loyalty and retention among customers, for example, a company might offer relationship rewards to
customers who have a strong relationship with the company, such as exclusive rewards or benefits that are
only available to high-value customers.

Retention Rate refers to the percentage of customers who continue to do business with a company over
time, such as customers who remain loyal to the company, and is often used as a metric to measure the
effectiveness of a loyalty program, for example, a company might measure the retention rate of its loyalty
program to determine whether customers are remaining loyal to the company, and to identify opportunities
to improve the program.

Reward Catalog refers to a catalog or list of rewards that are available to customers, such as rewards that
can be redeemed for free products or services, and is often used to create a sense of excitement and
engagement among customers, for example, a company might offer a reward catalog to customers who
participate in its loyalty program, such as a list of rewards that can be redeemed for free products or
services.

Reward Earning refers to the process of earning rewards or benefits, such as through customer behavior or
loyalty, and is often used to create a sense of excitement and engagement among customers, for example,
a company might offer reward earning to customers who participate in its loyalty program, such as rewards
that can be earned through customer behavior or loyalty.

Reward Fulfillment refers to the process of fulfilling or redeeming rewards, such as rewards that are
redeemed for free products or services, and is often used to create a sense of satisfaction and loyalty
among customers, for example, a company might offer reward fulfillment to customers who redeem their
rewards or benefits, such as rewards that are fulfilled through free products or services.

Reward Program refers to a program that is designed to reward and engage customers, such as through the
use of rewards and benefits, and is often used to create a sense of loyalty and retention among customers,
for example, a company might offer a reward program to customers who participate in its loyalty program,
such as rewards that are tailored to specific customer segments or preferences.

Reward Redemption refers to the process of redeeming rewards or benefits, such as rewards that are
redeemed for free products or services, and is often used to create a sense of satisfaction and loyalty
among customers, for example, a company might offer reward redemption to customers who redeem their
rewards or benefits, such as rewards that are redeemed through free products or services.

Segmentation refers to the process of dividing customers into distinct groups or segments, such as based
on demographics or behavior, and is often used to develop targeted marketing and rewards strategies, for
example, a company might segment its customers based on demographics or behavior, and develop
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targeted marketing and rewards strategies to reach each segment, such as offering rewards that are tailored
to specific customer segments or preferences.

Social Media Rewards refer to rewards that are offered through social media, such as rewards for sharing or
engaging with content, and are often used to create a sense of excitement and engagement among
customers, for example, a company might offer social media rewards to customers who share or engage
with its content, such as exclusive rewards or benefits that are only available through social media.

Status Rewards refer to rewards that are offered based on customer status or loyalty, such as rewards for
achieving a high level of loyalty or engagement, and are often used to create a sense of prestige and
exclusivity among customers, for example, a company might offer status rewards to customers who achieve
a high level of loyalty or engagement, such as exclusive rewards or benefits that are only available to high-
value customers.

Surprise and Delight refers to the process of surprising and delighting customers with unexpected rewards
or benefits, such as rewards that are offered through surprise and delight campaigns, and is often used to
create a sense of excitement and loyalty among customers, for example, a company might use surprise and
delight to surprise and delight customers with unexpected rewards or benefits, such as rewards that are
offered through surprise and delight campaigns.

Tiered Rewards refer to rewards that are offered in a tiered or hierarchical structure, such as rewards that
are based on customer loyalty or behavior, and are often used to create a sense of progression and
achievement among customers, for example, a company might offer tiered rewards to customers who
achieve a specific milestone or behavior, such as a free product or service, or a special discount or
promotion.

Transaction-Based Rewards refer to rewards that are offered based on customer transactions, such as
rewards for making a purchase or completing a transaction, and are often used to create a sense of
excitement and engagement among customers, for example, a company might offer transaction-based
rewards to customers who make a purchase or complete a transaction, such as rewards that are offered
through transaction-based rewards programs.

Value Proposition refers to the unique value or benefit that is offered to customers, such as rewards or
benefits that are tailored to specific customer segments or preferences, and is often used to create a sense
of loyalty and retention among customers, for example, a company might use value proposition to offer
unique value or benefits to customers, such as rewards or benefits that are tailored to specific customer
segments or preferences.

Virtual Rewards refer to rewards that are offered in a virtual or digital format, such as rewards that are
offered through online or mobile channels, and are often used to create a sense of convenience and
flexibility among customers, for example, a company might offer virtual rewards to customers who
participate in its loyalty program, such as rewards that are offered through online or mobile channels.

Win-Back Rewards refer to rewards that are offered to customers who have lapsed or become inactive, such
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as rewards for re-engaging with the company or brand, and are often used to create a sense of loyalty and
retention among customers, for example, a company might offer win-back rewards to customers who have
lapsed or become inactive, such as rewards for re-engaging with the company or brand.
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