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EMOTIONALLY
ENGAGED CUSTOMERS

... word-of-mouth
referrals from each
engaged customer?

The only platform in the world that generates: Opt-in emotional
leads, increases conversion and cross selling, increases retail selling
online and in-store, reduces price sensitivity through emotional
connections with your clients.
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1 Cone communications & Duke University / Behavioral Cause study
2 Harvard study / How valuable is Word of Mouth
32013 Cone Communications / Global CSR Study

Click here to request a demo
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WHY IT
WORKS

Revenue driven by customers °

20% more spending * Pay per performance interactive
5 new customers per existing customer * cause marketing: only when
300 new prospects per cause ° customers visit, buy

$$555S or communicate

Service quality, customer

Customer
satisfaction, perceived value engagement
Barriers, price, location,

Points,
convenience, switching costs,
discounts

loyalty programs

Temporary need Marketing, ads,

Occasional customers

fulfilment direct sales

Why customers purchase ' Sales cost

While points, discounts, bonuses, good customer service and general offering help drive
customer retention, true customer loyalty is accomplished when people become emotionally
attached to your brand.

Leveraging their emotional attachment to their cause by contributing to it every time they interact
with you is the key to building true Emotional Loyalty.

2 Make a small contribution to customers’ passions after they buy from you so they come back,
feel loyal towards you and refer friends

2 Loyal customers spend more and generate cheaper leads and referrals
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Click here to request a demo




