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This document discusses designing a rewards/loyalty program for a credit card company. It proposes using principles of intrinsic motivation - autonomy, mastery, and purpose - to increase customer engagement and loyalty. The proposed solution would allow customers autonomy in choosing rewards, help them gain mastery over their finances through spending limits and financial literacy tools, and give them a sense of purpose by joining groups or donating rewards to causes. This is aimed at increasing customer lifetime value, retention, and referrals while reducing debt risks. Key metrics to track include engagement, spending, lifetime value, retention, referrals, and customer satisfaction.Read less

Read more
Business




Report
Share








Report
Share



1 of 17Download NowDownload to read offline











































Recommended
Employee Rewards Programs: The Formula for Successful Rewards
Employee Rewards Programs: The Formula for Successful RewardsTom Daly 


Customer Loyalty program trends 2021
Customer Loyalty program trends 2021Kushal Shah 


6 ways to improve customer retention in loyalty programs
6 ways to improve customer retention in loyalty programsZinrelo loyalty 


Building Customer Relationship
Building Customer RelationshipMrirfan 


Rizwan Sultan Qazi
Rizwan Sultan QaziRizwan S Qazi 


Accu agency management tips
Accu agency management tipsEddie Emmett 


Best Customer Retention Tactics.pdf
Best Customer Retention Tactics.pdfCXcherryInternship 


Low156Apa 250 words or more respond to each oneLoyalty program.docx
Low156Apa 250 words or more respond to each oneLoyalty program.docxsmile790243 







More Related Content
Similar to MoneyView_Loyalty Program.pdf
Customer Retention
Customer RetentionYayvo.com 



Customer Referral Program
Customer Referral ProgramDavid Thompson 



How to launch a customer loyalty program that boosts your bottom line
How to launch a customer loyalty program that boosts your bottom lineDarren DeMatas, MBA 



SAAS Billing Interval.pdf
SAAS Billing Interval.pdfCAPoojaJaju 



My two step approach to handle drop outs
My two step approach to handle drop outsFabienne Fredrickson 



Best practises in loyalty marketing
Best practises in loyalty marketingPESHWA ACHARYA 



Hard Goods Credit Acquisition  Best Practices 12 5 07 Db
Hard Goods Credit Acquisition  Best Practices 12 5 07 DbDarnell Black 



Is an Incentive Plan right for my company?
Is an Incentive Plan right for my company?smartOne Prepaid 



Convincing your CEO to invest in a loyalty programme
Convincing your CEO to invest in a loyalty programmecolinjones001 



How to Run an Employee Suggestion Program
How to Run an Employee Suggestion ProgramGregory P. Smith 



ikano_whitepaper_ceo
ikano_whitepaper_ceoBarry Smith 



Building Cash flow model
Building Cash flow modelPaul Mbua 



C L P Rank
C L P RankMoving Up Mobile 



White paper motivation
White paper motivationFilip Modderie 



Customer loyalty programme Reliance Retail Limited
Customer loyalty programme Reliance Retail LimitedHITESH BHARTI 



Do I really want to cut back on serivce to save costs
Do I really want to cut back on serivce to save costszoeviney 



Retaining Customers In An Economic Downturn03
Retaining Customers In An Economic Downturn03Paul Greenberg 



One measure that can transform your marketing strategy
One measure that can transform your marketing strategyJeremy Williams 



How employee recognition solves ...
How employee recognition solves ...Incentive Solutions 



What is a subscription business model?
What is a subscription business model?Lumka Stuurman 





Similar to MoneyView_Loyalty Program.pdf (20)
Customer Retention
Customer Retention 


Customer Referral Program
Customer Referral Program 


How to launch a customer loyalty program that boosts your bottom line
How to launch a customer loyalty program that boosts your bottom line 


SAAS Billing Interval.pdf
SAAS Billing Interval.pdf 


My two step approach to handle drop outs
My two step approach to handle drop outs 


Best practises in loyalty marketing
Best practises in loyalty marketing 


Hard Goods Credit Acquisition  Best Practices 12 5 07 Db
Hard Goods Credit Acquisition  Best Practices 12 5 07 Db 


Is an Incentive Plan right for my company?
Is an Incentive Plan right for my company? 


Convincing your CEO to invest in a loyalty programme
Convincing your CEO to invest in a loyalty programme 


How to Run an Employee Suggestion Program
How to Run an Employee Suggestion Program 


ikano_whitepaper_ceo
ikano_whitepaper_ceo 


Building Cash flow model
Building Cash flow model 


C L P Rank
C L P Rank 


White paper motivation
White paper motivation 


Customer loyalty programme Reliance Retail Limited
Customer loyalty programme Reliance Retail Limited 


Do I really want to cut back on serivce to save costs
Do I really want to cut back on serivce to save costs 


Retaining Customers In An Economic Downturn03
Retaining Customers In An Economic Downturn03 


One measure that can transform your marketing strategy
One measure that can transform your marketing strategy 


How employee recognition solves ...
How employee recognition solves ... 


What is a subscription business model?
What is a subscription business model? 






More from Subrat Kumar  Dash
Atlan to Airflow integration.pdf
Atlan to Airflow integration.pdfSubrat Kumar  Dash 



Clear_Partner Management System_Case Challange_Subrat.pdf
Clear_Partner Management System_Case Challange_Subrat.pdfSubrat Kumar  Dash 



Atlan_Product metering_Subrat.pdf
Atlan_Product metering_Subrat.pdfSubrat Kumar  Dash 



Case study-Strategic Evaluation for Launching SMS Channel on Mailchimp.pdf
Case study-Strategic Evaluation for Launching SMS Channel on Mailchimp.pdfSubrat Kumar  Dash 



Solving through Systems Thinking.pdf
Solving through Systems Thinking.pdfSubrat Kumar  Dash 



NGO Pravasi Sathi_Paper Based Survey to Digital.pptx
NGO Pravasi Sathi_Paper Based Survey to Digital.pptxSubrat Kumar  Dash 



Duplicate Listing in Property Portal
Duplicate Listing in Property PortalSubrat Kumar  Dash 



Mpokket EMI Feature
Mpokket EMI FeatureSubrat Kumar  Dash 



Porter Challenge.pdf
Porter Challenge.pdfSubrat Kumar  Dash 



Personalised Learning for Edtech.pdf
Personalised Learning for Edtech.pdfSubrat Kumar  Dash 



Improve Operational Efficiency.pdf
Improve Operational Efficiency.pdfSubrat Kumar  Dash 



Edge_Strategy_Opentext_Supplier_Risk_Management.pdf
Edge_Strategy_Opentext_Supplier_Risk_Management.pdfSubrat Kumar  Dash 



Garden_PM_Casestudy.pdf
Garden_PM_Casestudy.pdfSubrat Kumar  Dash 



Product Design for Inventory Not Found.pdf
Product Design for Inventory Not Found.pdfSubrat Kumar  Dash 



Staying ahead of industry changes.pdf
Staying ahead of industry changes.pdfSubrat Kumar  Dash 



Insurance claim management
Insurance claim managementSubrat Kumar  Dash 



Increase Stock edge User Engagement
Increase Stock edge User EngagementSubrat Kumar  Dash 



Tesla case study
Tesla case studySubrat Kumar  Dash 



Strategy to Get More User Generated Content
Strategy to Get More User Generated ContentSubrat Kumar  Dash 



Service now grc_strategy for growth
Service now grc_strategy for growthSubrat Kumar  Dash 





More from Subrat Kumar  Dash (20)
Atlan to Airflow integration.pdf
Atlan to Airflow integration.pdf 


Clear_Partner Management System_Case Challange_Subrat.pdf
Clear_Partner Management System_Case Challange_Subrat.pdf 


Atlan_Product metering_Subrat.pdf
Atlan_Product metering_Subrat.pdf 


Case study-Strategic Evaluation for Launching SMS Channel on Mailchimp.pdf
Case study-Strategic Evaluation for Launching SMS Channel on Mailchimp.pdf 


Solving through Systems Thinking.pdf
Solving through Systems Thinking.pdf 


NGO Pravasi Sathi_Paper Based Survey to Digital.pptx
NGO Pravasi Sathi_Paper Based Survey to Digital.pptx 


Duplicate Listing in Property Portal
Duplicate Listing in Property Portal 


Mpokket EMI Feature
Mpokket EMI Feature 


Porter Challenge.pdf
Porter Challenge.pdf 


Personalised Learning for Edtech.pdf
Personalised Learning for Edtech.pdf 


Improve Operational Efficiency.pdf
Improve Operational Efficiency.pdf 


Edge_Strategy_Opentext_Supplier_Risk_Management.pdf
Edge_Strategy_Opentext_Supplier_Risk_Management.pdf 


Garden_PM_Casestudy.pdf
Garden_PM_Casestudy.pdf 


Product Design for Inventory Not Found.pdf
Product Design for Inventory Not Found.pdf 


Staying ahead of industry changes.pdf
Staying ahead of industry changes.pdf 


Insurance claim management
Insurance claim management 


Increase Stock edge User Engagement
Increase Stock edge User Engagement 


Tesla case study
Tesla case study 


Strategy to Get More User Generated Content
Strategy to Get More User Generated Content 


Service now grc_strategy for growth
Service now grc_strategy for growth 









Recently uploaded
Kvitkova Vanil. Elevate your venue with artistic floral design and creative d...
Kvitkova Vanil. Elevate your venue with artistic floral design and creative d...martusikushik 



Pitch Deck Teardown: Astek Diagnostics's $2m Seed deck
Pitch Deck Teardown: Astek Diagnostics's $2m Seed deckHajeJanKamps 



Western Alaska Minerals Corporate Presentation
Western Alaska Minerals Corporate PresentationWestern Alaska Minerals Corp. 



The Brand Names Report 2024, created by Rob Meyerson
The Brand Names Report 2024, created by Rob MeyersonRobMeyerson 



Building a Robust and Inclusive Learning Ecosystem
Building a Robust and Inclusive Learning EcosystemCynthia Clay 



Programma BLMC Ketentheater 2024 tijdens ESEF Maakindustrie
Programma BLMC Ketentheater 2024 tijdens ESEF MaakindustrieMichel van Buren 



Yongkang Moin Houseware Insulated Drinkware Catalogue 2024.pdf
Yongkang Moin Houseware Insulated Drinkware Catalogue 2024.pdfcolin410644 



Nethawk CRM Solution Odaiba for fintech, banks, and customer centric companies
Nethawk CRM Solution Odaiba for fintech, banks, and customer centric companiesShaharyar Rao nethawk.com.pk 



Pereira-Luis-A4.pdf123412341324413413413
Pereira-Luis-A4.pdf123412341324413413413LR1709MUSIC 



Shots Fired.............................
Shots Fired.............................EmThomas3 



DEKOTEC Company Presentation DEKOTEC DEKO
DEKOTEC Company Presentation DEKOTEC DEKODEKOTEC GmbH 
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	1. Design
Rewards/Loyalty
Program
  


	2. We believe that  access to
financial services is a basic right
of all individuals
GOAL AND VALUE
Keep it
Simple
Do it
Right Nurture
 


	3. Product: Credit
card with  Buy Now
and Pay Later
User Base: 200
million users and
75% from Tier 2
and 3 cities
Lending Arm: It
takes the money
from financial
instsitute and lend.
ASSUMPTION
MDR for typical Credit cards is between 1.5% to 4% and MoneyView takes .8% to 1.75% and
the rest goes to partners.
Monthly spending on Credit Card averages between Rs 5,000-15,000.
 


	4. GOAL
Increase customer
engagement through
loyalty  program
 


	5. WHY?
Increase the CLV
Repeat  customers have a high ROI
Helps you reach new customers
Drives more customer Insight
Higher Profit and More Growth
 


	6. PROBLEM
Transactional benefit (Motivation  2.0)
Complex and irrelevant offers
Fear of getting caught in a debt trap
Is my Credit card management good?
 


	7. Avinash Monalisa Muthu
Motivations
Frustrations
Quotable
Quote
Goals  Needs money for additional expense
To get cashback to manage expense
Frustrated with option cashback
available and forget to pay before
the cutoff day
"I spend too much time finding
coupon codes and cashback."
Purchase her first home by 35
To improve her CIBIL score
Not able to build a good financial
habbit
"I want financially discipline."
Looking to manage short term
expense
To have some emergency backup
"I try not to spend more than I earn,
but sometimes I must go a little
extra of budget"
He does impulsive shopping, He
can’t compare is good spend or not
 


	8. Motivation 3.0
Autonomy
Mastery
Purpose
Referred from  Book Drive, Daniel Pink tells that the three important ingredients of intrinsic motivation
STRATEGY
 


	9. They Control
reward
SOLUTION
Mastery
Autonomy
Purpose
Good at
Financial
Habbit
Family  or
Office group or
Cause
 


	10. Mastery
Limit the monthly  expenses
Check the percentage of expenses
per category and benchmark with
peers
Timely Payment
Tips and Daily quizzes on finance
literacy
Reward and Punish as per rule
 


	11. Autonomy
Use points to  choose the reward
Choice of reward (From past
purchase)
Choose or create a group on your
own
Let them choose the limit of
expense
 


	12. Purpose
Create a Closed  group to share
points and help to achieve the
desired reward
Given the option to share rewards as
donations for the larger cause
Increase Credit limit for their financial
discipline
Refer your friend and colleague and
create a group
 


	13. Prototype
  


	14. Prototype
  


	15. Prototype
  


	16. METRICS
Activation/Enga
gement Rate
Average Spend
Per  Member
Customer
Lifetime Value
Customer
Retention rate
Referral Rates Net Promoter
Score
 


	17. Thank you!
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