[bookmark: _GoBack][image: ][image: ]
image1.png
Company aims to..

Increase membership uptake
‘Maximise proit

COMPANY
MANAGEMENT

Focus member
discounts on
highestselling
products.

Focus member
discounts on
healthy products
(improve brand
image)

Increase prices of
on-member
products

Decrease

frequency of non-
member discounts.

ACTIONS

CUSTOMERS

MEMBERS
Purchase more FV

Purchase more member-
priced products.

Purchase more in general
due to saving money on
discounts

Purchase more in general to
build up loyalty card points

NON-MEMBERS

Influenced by store
environment (e product
positioning) o purchase.
more £V

Purchase more non-
member discounted
products

OUTCOMES

DESIRED

consumption of
w

Increasein

NOT DESIRED.

#V discounts
encourage consumers
to adopt healthier
Tfestles

Company expands FV.
range

Company implements.
more FV discounts in
the future

healthiness

consumption of





image2.png
MEDIATORS
1 The uptake of price discounts on FV might be affected by
differing food cultures around the country.
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Lower SES customers are lkely to be more price-sensitive and
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‘store may have a greater influence on this group to join the.

‘membership programme.
4 Smaller stores likely have fewer promotion schemes
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6 Sales of fess healthy food could be higher n smaler stores
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Uptake of the membership programme may be higher in

lower SES groups due to price-sensitivity.
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