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And gettmg blgger in terms of revenue potential. Accordlng to a 2013 CEB
_.—TowerGroup report, sales of gift cards i is expected to hit $140 billion- by 2016.
your current-gift card market|ng program pasitioned to capture your share.af
. these revenue dollars? Now is a great time to re- evaluate'ydur marketing tactics.
“The 2014 holiday season is quickly approaching and you'll want to make sure that
your gift cards are top of mind whenever your customers are shopplng in-store

.and online. An estlmated $30 b|II|on was spent on glft cards durlng Iast year 's
holiday shopplng season

"-.Here _are 6 tibs. to help ’You b’o.qst yo_ur’gift e’ar_d sales this h’ol_iday s_e-ason."

—
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e When consumers become
familiar with your message,
they create a positive
association and remember it
more easily. So the next time
they need a gift card, they'll
think of you!
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Create targeted promotions

Creating gift card promotions can help you bring, not only one, but two customers
back into your store. And since more than 70% of consumers spend more than
the value of their gift card, this is a tactic that you'll want to keep in your
marketing tool box. The promotion should be simple and enticing enough for
your customer to purchase on-the-spot, such as:

As you can see, these types of promotions encourage a return visit and ensures
that you get two customers in the door. Be sure to limit the time your offer is
available in order to create a sense of urgency. Also, if your company offers a

loyalty program, you can offer loyalty points on top of the incentive to up the
ante and reward your loyal customers.



6 TIPS FOF BOOSTING GIFT Carp sates

Consumers that
. . . have purchased a
gift card in the
. Useyour data past are more
. o ; : B . - . likely to purchase
I R L one in the future.

_-More than likely, you are sitting on a
of customer data that you have
, curated over the lifetime of your customers'
. relationship. That data includes gift card
-purchasing information. Using this
information, you can create a TARGETED
email campaign that will entice these
- former gift card purchasers to purchase
again. The'message should be created to
~resonate specifically with these customers
-.and the offer should be powerful enough to
prompt an on-the- spot purchase.



Personalize it

In a world of 1-to-1 marketing, we all want to feel as
though something is created just for us. Gift cards are no
exception. Consumers love to receive personalized gifts and
when you don't have time to visit Things Remembered, a
personalized gift card will do. If you already offer gift cards
for purchase online, you could take this one step further by
offering personalization of the card or carrier, or both. It
can be simple personalization, such as a personal message
on the card holder or a name applied to the face of the
card, or more complex, such as allowing the customer to
upload an image that will be printed on the card. You
may have limitations in this area, however, you can partner
with a card company that provides this as a white label
solution.

Thanks again
elanja i

itar cofjecy



Partner up o s

Partner with other brands, organizations and schools
to extend the reach of your brand and gift cards.
Used as a fundraising tactic, your gift cards can be sold
and then a percentage of sales can be donated back to
your partner's charitable organization. Seeing that more
than 70% of consumers spend more than the face value
of their gift card, this can be a win-win solution for both
parties involved.

You can also promote your gift card to other businesses and corporations to use
as employee incentives, sales incentives, client gifts, retention & loyalty program
gifts, thank you gifts and more.
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WWW cpscards com
A leading end-to-end gift card solutions provider
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