Renew member analysis

Not only provide information on how many member renew after first purchase, need how long to renew, number of visits and spending amount after first purchase.

Also provide renew and not renew percentage on factors like source or member group, let company have clear picture on the strength of all factors so that marketing

strategy can be made in a correct direction.

Report content

HKB2B Limited
Renew member analysis

When select first sales date and second sales date will

trigger the renew member analysis.
Member with second sales will be treated as renew

Total spending Total spending  Total spending
amount 1-May- amount amount Member
Member Join First sales  First sales cond sales Renew Second sales 2014 to 31-May- 1-Jun-2014 to 30- 1-Jul-2014 to 31- visit  Invoice
group  Member code shop Source date amount date period amount 2014 Jun-2014 Jul-2014 count count

Silver WeM-10031 CTL & A refer 29-Jan-2014  $ 20609700 28-Mar-2014 58 $ 2200.00 $ 5000.00 $ 6800.00 $ 11900.00 10 5
Silver WeM-10032 CTL & A refer 11-Jan-2014  § 1,7000.00 15-Mar-2014 63 $ 8000.00 $0.00 $ 5000.00 $0.00 6 4
Silver WeM-10033 CTL Walkin 9-Jan-2014 9976.00 0 $0.00 $0.00 $0.00 $0.00 1 1
Gold WeM-10034 CTL Tele sales 9-Jan-2014, $0.00 16-Jan-2014 7 §18000.00 $0.00 $0.00 $0.00 5 2
Gold WeM-10035 CTL Walkin 20-Jan-2014  $11000.00 0 $0.00 $0.00 $0.00 $0.00 5 1
Gold WeM-10036 CTL Groupon 24-]34-2014 $ 1800.00 28-Feb-2014 35 §20000.00 $0.00 $0.00 $0.00 4 2
Gold WeM-10037 CTL Walkin fJan-2014  $ 19800.00 0 $0.00 $0.00 $0.00 $0.00 4 1
Platinum ~ WeM-10038 CTL Groupon 18-Jan-2014 $2000.00 0 $0.00 $0.00 $0.00 $0.00 2 1
Platinum ~ WeM-10039 CTL Groupon 2-Jan-2014 $ 3200.00 0 $0.00 $0.00 $ 0.00 $0.00 2 1
Platinum ~ WeM-10040 CTL Tele spis 2-Jan-2014  $13176.00 0 $0.00 $0.00 $0.00 $0.00 3 1
No of Meml 10

*Renew member analysis (Renew:4, Not Renew:6)**

40.00% (4/10)

Member gro Renew

NotRenew 60.00% (6/10)
2 Renew 40.00% (4/10)
NotRenew 60.00% (6/10)

Silver 66.67% (2/3), Gold 50.00% (2/4), Platinum 0.00% (0/3)
Silver 33.33% (1/3), Gold 50.00% (2/4), Platinum 100.00% (3/3

>50%, display in bold

>70%, display in bold with single underline
>90%, display in bold with double underline

Tele sales 50.00% (1/2), Refer by 22 A 100.00% (2/2), Walk In 0.00% (0/3), Groupon 33.33% (1/3)
Tele sales 50.00% (1/2), Refer by 2 A_0.00% (0/2), Walk In 100.00% (3/3), Groupon 66.67% (2/3)



Member

English | Sz

Report filter
| l

All

Join shop

Member group

*=*+*Gelect [ All ], deleted member will not be displayed at search results. please select [ deleted ] to search deleted members

Member code | | to | | or | | e}

Tele sales ”~
Sources Refer by & A

Walk in v

Groupon

Member transaction ,
Select a range of first sales date will make

First sales date K2V I VAPTIE N ) EXIR VARENIRA V2 PRE N O RO e renew member analysis meaningful
First sales amount | Please select Vv || |

Last sales date [ - ~rl— vy lto| — V|7 — vl/] | [Quickselect V|

Last sales amount | Please select v || |

.; o
. . Include zero amount member Select more range of total spending
Total spending amount period

[1 ~v]/[May v]/7[2014  Jto[31 V] [May v]/[2014 | [Thismonth /| JEIslolElets will know the spending pattern of
Total spending amount period 2 [1 ~v]7[dun ~v]/[2014  fto[30 Vv|/[Jun v]/[2014 | [Quickselect |+ Ade
Total spending amount period 3 [1 ~v]7[au ~vl7[2014 Jeo[31 V]/[u v]/[2014 | [Quickselect V|+Add | -Delete
Member visit count Visit date | - V|/[—  V]/| lto| = ~|/[— ~|/] | [Quickselect V|+Add
Invoice count | - vl — vy lto| — V|7 — vl/| | [Quickselect V|

J Submit ‘” Reset d Cancel J Excel



How to create the report :
Edit member report setup

Report name (English) |Renew member analysis X | Maximum 200 characters

Report name (F37) |ﬁ3§(§§§'§'§ﬁ}$ﬁ

| Maximum 200 characters

Allow use report user group

Admin
Director_Corp
Office_PI
Reception_pos
Retail_PI

Sales_pos

Renew member analysis will action on
fields marked with (**Renew)

Report Report Report Report Report Report
Member field criteriacontent Member field criteria content Member field criteria content
Join shop Contact Member transaction
Member group (**Rencm) Home telephone | ] Installment outstanding amount m m
elier @eils Office telephone L] UJ First sales date
Eia T [ [ Mobile telephone [ []
First sales amount
Last name ] ] Pager L] L
First name ] ] Fax L] L First invoice analysis code (**Renew) O O
English Name ] 1 Brizil - = First invoi ti de (**R )
e — 0 0 Home address ] ] irst invoice promotion code enew. 0 0
Office address [] L] Second sales date
Personal Info Mailing address | ]
HK ID Card No n O Country (**Renew) 0 0O Second sales amount
Gender (**Renew) U U Sources (**Renew) Last sales date 0 0
Date of Birth ] ]
Age [] ] Mﬂ Last sales amount ] 0
Age Group (**Renew) L L Join Date - - Last visit date
Occupation {**Renew) ] ] Discount rate Ll L] [Booking status=Arrived / Ready/ Finished] ] ]
Education Level (**Renew) ] ] Consultant (**Renew) L] L
Therapist (**Renew) O | Total spending amount
i [Calculate invoice amount]
Prefer therapist | ]
Prefer room 1 ] Spending amount by product ! !
= f:onsulta nt- o L LJ Spending amount by treatment
Receive Promaotion Material in ] | [Include treatment , flexi treatment , beauty unit , deposit] | |
Heard about the company from {**Renew) 1 ] Treat -
Referred By O O reatment value ] ]
Referor Point ] [ Last treatment date
Remarks O O [Booking status=Finished] ] ]
HitZR ;
Qutstanding amount
Other opinion (**Renew) L L] 4 [] []
HEDLERBHER Outstandin i
g quantity
What is your opinion on our service? (**Renew) LJ L Ll Ll
%gq:;bg%}jﬁig_? ) ] O Member visit count
What do you think about our service? (**Renew) [Booking status=Arrived / Ready/ Finished]
EETLEIE? . 0
Beauty centre environment ? {**Renew) Active / inactive member i i
I[B=E =l ] n
What is your skin type? (**Renew) :
Invoice count
EEEE R | [ % ¥
e EZEENKB2B? ] 0
How do you know about HKB2B?
THEEEEEHE? ] [
Average consumption on beauty products? (**Renew)
EER{SE: (**Renew) ] 1



