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Ebates: Largest Independent Loyalty Marketplace
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>20 million members
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Ebates In-Store Cash Back Overview
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e lLaunchedin 2016 as

e More than 30 active
merchants

e More than S20M in sales
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Dozens Of Ebates Merchants Have Embraced In-Store Cash Back
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In-Store Cash Back Benefits Our Members
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e Cash back at their favorite e BB AVYDOBIET

merchants, whether in- 1AV THLEIEETH
store or online *ryvany)EE 2 A EE

* No coupons, vouchers, or o BERIZ/I-KVEDIRT
codes to show at checkout NAE

e Same experience online o FUIMUTHEIEEFTHLY
and offline — just click and D% ERICIARERD AT RE
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In-Store Cash Back Benefits OQur Merchants
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e Drives store visits o EREEHADEEXE

e Can target new-to-file or loyal o FIREEEOO(YIHAIV-%
shoppers 4—iryMZg BT EAVAIBE

e Merchants only pay for o [EEHFRITIEBAZEEICIXLTT
purchases VAVER IO DH

e No integration or sales « EBIMNTOHBEALRTE
training required NDHEFENTE

* Flexible offer types for every =1 Y ADVEVIVYR" N { b
shopping experience ia‘L,b'C BRENSMEEN
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Case Study: Leading Home Furnishings Retailer
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In-Store Segments NTF vs. Returning
‘NTF" — Buyers who had
not previously purchased ~ $80
online or in-store at $70
merchant through Ebates

S60
‘Returning’ — In-Store $50
Buyers who had previous
made an in-store or S40
online purchase at
merchant through Ebates $30

in past 3 years S20
$10
$-
In-Store AOV
= New To File = Returning = New To File m Returning ™ Average
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Tips for Building a Card-Linked Offer Program
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Ensure you have high e BOSLVEE|IT-4DTE

quality transaction data ARG EoE
Design a simple user o YU NEEI-H —IHANYTY
experience AEIREF B L

Start generating merchant [ESEE D ——R A TEFEIC
offers now SBAED &
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