
WHY PERSONALIZATION 
IS KEY:

HERE’S YOUR CHEAT SHEET ON 
HOW TO PERSONALIZE 

YOUR PROGRAM FOR EACH 
PERSONA INVOLVED: 

360insights is a partner engagement and business optimization company, enabling brands to better influence, manage, and engage with their complex 
channel ecosystems. The company offers a suite of channel solutions including a SaaS-based platform that empowers brands to fully orchestrate their 
complex partner networks and optimize their promotional spend on MDF/Co-op, rebates, promotional allowances, SPIFFs, and rewards. Combining 
incentive management and ecosystem orchestration with a powerful data analytics engine, 360insights serves more than 300 of the most recognizable 
brands around the world, across multiple industries, helping them grow their indirect business. Learn more at: Channel Incentive & Partner Management. 

ARE YOU ON THE RIGHT PLATFORM TO SUPPORT YOUR CHANNEL?

www.360insights.com  |  sales@360insights.com how it all makes sense.

INSTALLER/DESIGNER LOYALTY 
PROGRAM PERSONALIZATION: 

A CHEAT SHEET

Installer/Designer Loyalty Programs are 
initiatives designed by manufacturers to 
engage and reward professionals like installers, designers, 
contractors, and distributors who influence purchasing decisions 
and product installations. These programs aim to foster long-term 
loyalty by offering incentives, training, exclusive rewards, and 
recognition tailored to the specific roles of each participant in the 
supply chain.

Personalization is crucial because each participant in the program—whether it's a 
designer specifying products, an installer completing installations, or a distributor 
managing inventory—has different needs, goals, and pain points. A one-size-fits-all 

approach won’t drive the same level of engagement or loyalty. 

By customizing rewards, communication, and incentives to each persona's unique 
motivations, manufacturers can boost engagement, drive sales, increase brand 

advocacy, and enhance professional growth across the entire network.

SALES |
MARKETING HEADS

MARKETING TEAM

DESIGNERS |
SPECIFICATION CONSULTANTS

INSTALLERS | CONTRACTORS

END CUSTOMER

OBJECTIVE | BEHAVIOR
Align marketing efforts with business objectives, 
drive sales growth and brand recognition

SOLUTION | INCENTIVE TYPE
• Volume-based rewards/rebates
• Strategic business planning support

IDEAL OUTCOME
Increased loyalty, 
higher sales volumes, 
mutual business growth

OBJECTIVE | BEHAVIOR
Ensure program awareness, educate on eligibility, 
drive program participation

SOLUTION | INCENTIVE TYPE
• Program communications and education

(webinars, training)
• Portal support and enablement

IDEAL OUTCOME
Higher program 
engagement, easy 
program execution, 
enhanced brand visibility

OBJECTIVE | BEHAVIOR
Specify and recommend products to clients, ensure 
product selection aligns with design and budget

SOLUTION | INCENTIVE TYPE
• Educational resources (certifications, webinars,

advanced product previews)
• Exclusive design recognition or awards

IDEAL OUTCOME
More frequent 
product specification, 
higher client satisfaction, 
enhanced professional 
growth and industry 
recognition

OBJECTIVE | BEHAVIOR
Ensure product ease of use, reliability, and 
installation efficiency

SOLUTION | INCENTIVE TYPE
• Product training (e-learning, certifications)
• Volume-based rewards (bonuses, rebates)
• Badges for product mastery

IDEAL OUTCOME
Increased product 
adoption, enhanced 
installation efficiency, 
more projects specified 
with your products

OBJECTIVE | BEHAVIOR
Provide feedback on designer & installer 
performance and product satisfaction

SOLUTION | INCENTIVE TYPE
• Rewards for high customer satisfaction or

positive reviews (points for reviews, referrals)

IDEAL OUTCOME
Improved customer 
satisfaction, enhanced 
loyalty across the 
designer/installer 
network, increased 
positive word-of-mouth
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