
What does a club look like in 

2020







Hello, my name is 

Andrew Kamphuis





What are the leading 
subscriptions doing today?









Amazon Subscribe & Save
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What does the modern 
customer want?





1. Meaningful Relationships
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1. Meaningful Relationships







Primary reason for 
relationship is shared 
values

63%

Source: https://econsultancy.com/12-stats-that-prove-why-personalisation-is-so-important/



2. Revolves Around The Customer





Personalized



Consumers expect 
personalization

Why personalize?

62%

Source: https://econsultancy.com/12-stats-that-prove-why-personalisation-is-so-important/



Focused On Them



Recommendations 
based on info they’ve 
shared with you

40%

Source: https://econsultancy.com/12-stats-that-prove-why-personalisation-is-so-important/



Want Control



Control of Delivery Schedule



Control of Selection



Cancel Online



3. Ongoing Value
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Keys To Success



Shift focus from the product to 
focus on the customer



Club Release Schedule

Brand Focused Customer Focused

Feb 1, 2020 Customer Decides

May 1, 2020 Customer Decides

Sep 1, 2020 Customer Decides

Nov 1, 2020 Customer Decides





Hand Over Control



Control of Delivery Schedule



Control of Product Selection



Cancel Online



Personalize



Personalized



Monitor Usage



Listen and Act on Feedback







Finding new ways to deliver value



Adapt to Customers Needs



Encourage Engagement



Acquire Club Members Across 
All Channels



Acquire Club Members Across All 
Channels



Nurture and develop deeper 
customer relationships



Iterate









How do we get our team 
on board?



Explain The Why



Right Incentives



Push Your Vendor



In Closing



1. Shift Focus To Customer
2. Hand Over Control
3. Monitor Usage
4. Listen and Act on Feedback
5. Find New Ways to Deliver Value
6. Adapt to Customers Needs
7. Encourage Engagement
8. Use Multiple Channels for Acquisition
9. Nurture Relationships
10. Iterate



Thank You!!!



Questions


