	North Yorkshire
	Shop Local North Yorkshire is a new loyalty scheme that invites residents to become a member for only £2.50 and then benefit from the number of offers and discounts available from local participating stores displaying the butterfly logo 
members use cards

scheme is based around a web site with a business directory



	Barnard Castle
	Guild – businesses network and work together

More than 40 business members

Special promotions and activities

In July 2009 reported was considering a card scheme

Town leaflet and website

Reusable town bag – income from which is used for other town activities such as hanging baskets



	Faversham
	Launched in July 2009

17,710 residents, 
22 businesses in scheme, 1,300 (Savvy) cards sold
Extensive local radio and press coverage 
In the first 12 weeks of the scheme £144,473 of purchases were made by 1,081 cardholders

Rewards cardholders spent an average of £133 since launch

Over 6% of the local population have bought a card, in the first 3 months

Each business buys a bundle of the credit card sized loyalty cards from Savvy, and these are branded with their shop logo.  It’s £2.50 per card and they normally buy 100 each to begin with.  The shops also rent a card-reader from Savvy, which uses oyster technology to capture information about the shopper and store how much they have spent so far.

 The shops sell the cards to customers for £5.00 each.  The shops then decide on their ‘offer’ and this is put on the Faversham.org website and in literature.  Shops may also do their own promotions in store.  A shopper may use their card in a shop and will collect points on their purchase.  Once they have enough points from that shop, they can take advantage of offers, like discounts.

Funding for the project has come from a number of sources – the Regional Development Agency and the local authorities and the Faversham Economic Partnership. The funding has paid for a part-time co-ordinator who has set up a business forum that meets every 2 months.  This forum agrees how the scheme might be progressed, and shops share knowledge and expertise.  
The loyalty card can be purchased by anyone, not just residents. 

There is evidence that businesses are getting new custom from the scheme – for example where a shopper has the card and has started shopping at other shops in the scheme to take advantage of loyalty points.

Because the businesses have had to make a financial commitment to be in the scheme and it is hoped that this will give the scheme more stability and sustainability in keeping those businesses involved. 

Each business receives regular businesses reports so that they can see exactly what the scheme has given them.

 

	Haslemere
	Launched in October 2005 and won AMT’s national award in 2006

15,000 residents, 
26 businesses in scheme, 7,800 (Savvy) cards sold
Continuing national and local TV, radio and press coverage

A detailed examination of takings at one of the Haslemere businesses showed that their Haslemere Rewards cardholders spent (on average) at least 30% more each visit

In July 2009, £64,138 of purchases were made by rewards cardholders

Rewards cardholders also spent an average of £48.15 each in July 2009

Half the residents have now bought a Haslemere Rewards card


	Caterham
	Launched in August 2009

•20,957 residents,
 40 business in scheme, 1,100 people have a free card
•National and local radio and press coverage

•Integrated web site

•Lots of promotional activity

•Starting to research additional training for retailers
•Cards starting to be used

Caterham Shop Local Integrated approach includes:

- Retail rewards

- Loyalty scheme

- Mini guide

- Events programme

- Retailer newsletter

- Training & support

- Website
Launched in summer 2009 the scheme offers free cards to the public, who register basic details in return to get one.   The free aspect aims to reduce barriers to entry to the scheme for shoppers. 

Signed-up customers receive credit-card-sized cards and key fobs which can be shared among couples, for example.  3,000 cards were originally ordered based on 10% adult penetration target for Town + Hinterland.   After 3 months the scheme has 1,500+ members, from around 1,000 of these registered cards. Sustaining now with 45 shops and 1,500 members after 3 months we have momentum and credibility.

The cost to the shops is affordable. Shops are charged £50 per shop for 1 year which includes a listing on routine leaflets and a page website entry each on the new town website hub.

The scheme has been funded by local authority grants, sponsors and the shops themselves.  Each shop or businesses considers what loyalty offer to make.  Currently there is a mix of discounts and loyalty offers.  A town points scheme was considered but was too hard to implement and the administration proved to be a barrier.
To make the scheme viable for the public meant marketing was key and a website hub was created.  The Hub is crucial as it is where shop, town, business, and member information is stored.  It can be updated easily and is accessible to all – a virtual town.  Footfall on the website leads to real visits.

 The hub was created by customizing some available software, originally for a single on-line shop.



	Forest of Dean
	80,000 residents in District serviced by 4 main market towns

•First Stop Local Shop; a £500,000 retail support programme

•Launched in Nov 2005

•Training, Retail Awards, In Bloom, Christmas Promotions, Web site, etc

•'Forest Rewards Card' loyalty scheme launched in May 2006

•Over 140 businesses in rewards scheme, 9,300 cards distributed
•Continuing local media coverage

•Lots of positive feedback, footfall up by 28% in 3 years -target of 5%

•80% of retailers reporting increased awareness of their business.
•Over £35,000 in sponsored media coverage

•236 Business nominated for the Forest Retail Awards scheme.

•33 staff completed NVQ Level 2 and 3 in Customer Services/Retail Operations

•30 Shop Front Improvements over the three years

•On-going annual funding about £5,000 plus full time person

•Comprehensive toolkit at www.firststoplocalshop.co.uk/go/toolkit

Rewards card loyalty discount scheme 

- "First Stop" shoppers mag

- retail awards scheme

- Shopping guide and website

- Business support & training for retailers leaflet

- Mystery shopper, local vouchers, eco shopping bags, town traders groups & xmas wrapping promotions

	Warminster
	Business Directory (online & leaflet) & Gift leaflet

7,000 population (23,000 including 24 surrounding villages)

•Schemes conceived by the Economy and Tourism Group (one of the pillars of the Warminster and Villages Community Partnership)
•Buy Local Directory launched Nov 2006, volunteer based

•Extended scheme to Shop Locally with a Christmas Gifts leaflet in 2008

•May 2009, leaflets featuring businesses on the local industrial estates

•Funding to cover print costs; Grants, Donations, Sponsorship

•Costs always kept to a minimum

•Leaflets are printed in black on coloured A4, trifold paper

•Copies of the leaflets are given to each business featured

•Distributed by hand to public places

•Personal contact with businesses and distribution points is important

•Feedback forms used to gauge success of the leaflets

•No loyalty card

	Lewes Pound
	The Lewes Pound is much more about creating a local economy as to purely a loyalty scheme, with the impact of the environment firmly underpinning it.  The idea was instigated as a part of  Transition Town Lewes, a community-led response to the challenges of climate change and peak oil.  Transition Towns seek to re-localise communities to allow to build resilience to these challenges, and the Lewes Pound is one of the ways to localise the economy.

The scheme is quite simple: Exchange Sterling for Lewes Pounds at any of the 10 issuing points, use your Lewes Pounds for local purchases at a 1/1 ratio, and if necessary, trade them back into sterling at any time.

The initiative was funded by local businesses with the support of the town council.  The first issue of the Lewes Pound (1£ note) was launched on the 9th of September 2008, and new notes (1, 5, 10, 21) were introduced on the 3rd of July this year.

The organisers were very keen to set up a paper currency because it provided a visible representation of the aims of the initiative.   Anyone who holds a Lewes Pound in their hands becomes part of a conversation about the benefits of local trade.  In the long-term, it is not unconceivable that the local currency can be used with a card, but that will only make sense once the scheme has a high number of users.

150 traders have signed up to accept the currency.  Residents don’t need to sign up, but there is a group of 300 people who have committed to using the Lewes Pound on a regular basis.
It cost roughly £4,500 for the initial run of 10,000 1-pound notes.  To date, there have not been any costs to the businesses or shoppers.

Advantages of the Lewes Pound: Helps build awareness about local sourcing, supporting local trade, reducing food miles; Builds community spirit; Increases trade for some traders; Brings tourists to the town. Disadvantages: The initiative is run by volunteers, and as such it is very difficult to get the most out of it. We are in the process of seeking funding to get more in-person support.

The organisers have supported numerous other communities in setting up their local currencies, including the recently launched Brixton and Stroud pounds.



	Canterbury
	If you are over 18 and live in the Canterbury district you qualify for a Residents Card. 
The card entitles you to special offers throughout the district. Attractions, restaurants, hotels and other local businesses offer special rates and deals. Short term offers, some months not others. 
Over 50 involved at any one time. 
City planning to have its own currency Shoppers can spend Canterbury pounds in participating local shops, which eventually might even be persuaded to pay staff a proportion of their wages in the local currency.
The idea behind the scheme is to keep cash in the local economy, benefitting local businesses and encouraging people to shop close to home, which proponents argue produces a more sustainable economy.

	Melton
	Think Melton; Shop Melton

25,000 residents

•Melton Town Centre Partnership formed in 2005

•Think Melton; Shop Melton launched in Oct 2008

•Started as a major Christmas Promotion(eg Free parking days, Radio Campaign & new events)

•Continued into 2009

•Shop Fronts, Shopping Guide, Business website funding

•Preparing next Christmas Promotions now

•Benchmarked with Welland Market Towns

•Footfall and car park occupation regularly measured

•No local rewards card

	High Peak
	•89,000 population with 5 market towns

•Started in 2000 with shop front grants, launched retailer training in 2005

•Shop smart, shop local toolkit and reward scheme launched in 2006

•Combination of schemes has had a major impact particularly in the smaller market towns (vacancy rates -30% down to 0%)
•Shop Front grants (up to 75%)

•Shop smart, Shop Local project included:

•Retailer toolkit; Written guidance, Training, Shop Doctor (on -going)

•Newspaper Features; Themed , Written by professional journalist

•Loyalty card

•Very good response and strong PR in first 6 months

•Issues; Uneven take up, need to reprint passport

•1 year only -a short term promotion for publicity

	Ashbourne
	Launched in June 2007

8,000 residents, 13 businesses in scheme, over 3,000 (Savvy)cardholders

Extensive local press coverage at launch

Launched on a tight budget with no council funding

£2,000 launch sponsorship obtained for flyers, stickers, publicity

35-40% of residents have bought an Ashbourne Rewards card over 2 years


	Frodsham
	•Launched August 2007, on-going local media coverage

•8000 residents, 14, businesses in scheme

•1,600 cards sold (so 15-20% of the local population have bought a card)

•Sponsorship of the scheme from local service businesses

•Financial support from local authority

•Exclusive cardholder evenings, double points/cross-promotion events

•Community Fund for local good causes is over £2000, collected from participating businesses when cardholders use their cards


