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Swiping a grocery store's loyal-customer card has become second nature to
shoppers these days.  Scoring Points, one of the seminal marketing books of the
last decade, tells the story of how British supermarket chain Tesco conceived,
launched and developed its hugely successful Clubcard program -- and
transformed itself into a winning brand. Authors Clive Humby and Terry Hunt,
two key members of the project, and Tim Phillips, a leading business writer and
broadcaster, bring a compelling, behind-the-scenes account of Clubcard -- the
successes, failures and lessons learned. They show how Tesco made customer
loyalty marketing work, even when almost every other loyalty program failed,
thanks to vision, a strong team ethic and a company-wide commitment to
customer satisfaction. It includes three new chapters, including an examination of
the US retail market and the authors' work with both Tesco and Kroger.
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Swiping a grocery store's loyal-customer card has become second nature to shoppers these days.  Scoring
Points, one of the seminal marketing books of the last decade, tells the story of how British supermarket
chain Tesco conceived, launched and developed its hugely successful Clubcard program -- and transformed
itself into a winning brand. Authors Clive Humby and Terry Hunt, two key members of the project, and Tim
Phillips, a leading business writer and broadcaster, bring a compelling, behind-the-scenes account of
Clubcard -- the successes, failures and lessons learned. They show how Tesco made customer loyalty
marketing work, even when almost every other loyalty program failed, thanks to vision, a strong team ethic
and a company-wide commitment to customer satisfaction. It includes three new chapters, including an
examination of the US retail market and the authors' work with both Tesco and Kroger.
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Editorial Review

Review

"Thought provoking."
(Chain Store Age)

"This is the future of marketing.  Read it and profit."
(Professor Don Shultz Northwestern University)

About the Author

Clive Humby is Visiting Professor, Integrated Marketing, at Northwestern University and chief information
architect of Tesco Customer Management.  Terry Hunt is chairman of EHS Brann, one of the largest direct
marketing agencies in the world.  Tim Phillips is a journalist and author of Knockoff (Kogan Page).

Users Review

From reader reviews:

Lisa Hegland:

Nowadays reading books become more and more than want or need but also get a life style. This reading
routine give you lot of advantages. The benefits you got of course the knowledge the particular information
inside the book that will improve your knowledge and information. The data you get based on what kind of
e-book you read, if you want send more knowledge just go with education and learning books but if you
want feel happy read one along with theme for entertaining for instance comic or novel. The actual Scoring
Points: How Tesco Continues to Win Customer Loyalty is kind of reserve which is giving the reader
capricious experience.

Pearl Sanders:

Typically the book Scoring Points: How Tesco Continues to Win Customer Loyalty will bring that you the
new experience of reading some sort of book. The author style to elucidate the idea is very unique. When
you try to find new book to read, this book very ideal to you. The book Scoring Points: How Tesco
Continues to Win Customer Loyalty is much recommended to you to learn. You can also get the e-book from
your official web site, so you can easier to read the book.

Corinna Edwards:

Your reading sixth sense will not betray anyone, why because this Scoring Points: How Tesco Continues to
Win Customer Loyalty guide written by well-known writer who really knows well how to make book that
may be understand by anyone who else read the book. Written with good manner for you, still dripping wet
every ideas and creating skill only for eliminate your own personal hunger then you still question Scoring



Points: How Tesco Continues to Win Customer Loyalty as good book not merely by the cover but also
through the content. This is one book that can break don't judge book by its deal with, so do you still needing
another sixth sense to pick this!? Oh come on your examining sixth sense already alerted you so why you
have to listening to another sixth sense.

Grady Comer:

Within this era which is the greater man or woman or who has ability to do something more are more
precious than other. Do you want to become certainly one of it? It is just simple solution to have that. What
you should do is just spending your time not much but quite enough to possess a look at some books. One of
the books in the top record in your reading list is actually Scoring Points: How Tesco Continues to Win
Customer Loyalty. This book that is qualified as The Hungry Slopes can get you closer in becoming precious
person. By looking right up and review this publication you can get many advantages.
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