
Reward-based promos 
simply work better 
than discounts.
According to the marketers we surveyed 
(some of the smartest in the business), 
reward-based promos work better than 
discounts if you need to increase:

Company revenue

Incremental sales

Purchase intent

Loyalty

Profit margin 
per customer

Customer 
engagement

Your premium brand image

Make Your Promotions
More Rewarding
Reward-Based Promotions 
Outperform Discounts

You’re a sharp brand marketer with multiple goals and a toolkit of promotions to achieve them. 
But when and why do you give your customers rewards vs. discounts at checkout? Aberdeen 
Group asked marketers from leading companies what they think, and we have the answers.1

Here’s how using reward-based promotions 
can make your marketing dollars work harder.

Annual revenue increases YOY, as 
reported by surveyed companies

Discounts

Reward-based promotions

Reward-based promos 
bring in more revenue.

of marketers who choose reward-based promos want 
a premium brand image, not a discount brand image.40%

40% 

Reward-based promos maintain your brand image.

Reward-based promos do all these things, too.

Reward-based promos increase 
loyalty and retention.

Percentage of marketers surveyed who use reward-based promos for these reasons

People like them!
In another study of consumer preferences2, reward-based promotions (including rebates) 
beat out other promotion tactics like instant discounts and free shipping. But people have 
preferences when it comes to types of rewards, too. Look at the percentages of people in 
select transactions that prefer a prepaid card rebate vs. a check: 

53%

Foster customer 
engagement

56%

Drive buyer 
purchase intent

30%

Minimize lost revenue 
potential with discounting

7.3%

11.5%

Reward-based promotions are a greater return 
on marketing investment.

of marketers we asked who use 
reward-based promotions said:

The #1 best and most important measure of success is a 
sales lift and customer spend for using rewards-based 
promotions over discounts.

They can be digital!
We live in a digital world and your reward-based promotion needs to keep pace. 
In the same consumer preferences study2, this came across loud and clear.

77%
Buying new tires

want the ability to 
add that reward to 
their mobile wallet

65% 
of respondents said they 
would prefer their reward or 
rebate to be delivered digitally

50% 

There are benefits to digital that marketers appreciate, too.

Speed to market
Rewards can be digital, 
no delivery or 
production delays

Cost effective
No production or 
shipping costs, no 
inventory to manage

Brand friendly
Elevates your brand, 
contemporary solution, 
greener option

60%
Switching cell 
phone providers

60%
Ordering 
contacts online

74%
Buying a 
glucose monitor

Two Reasons Reward-Based Promos Work Better

Discounts

Reward-based promotions

49.7%

54%

1 Next-Generation Promotions Research, Aberdeen Group, March 2018
2 Global Reward Preference Study, Blackhawk Network, March 2021
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