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NINE Principles to make Loyalty Programs a Success 

 

Loyalty programs are motivators intended to make trust among clients and to give the              
best rewards to the clients. In the past few decades, these loyalty programs have              
multiplied in the hospitality industry, with minimal direct confirmation that they really            
construct either attitudinal or behavioral reliability. While program execution appears to           
have extended exponentially, the real parts and structure of any given program seems, by              
all accounts, to be driven more by what the opposition is putting forth instead of               
illustrated adequacy. In spite of the fact that there is no general formula for the               
achievement of the reward programs, the nine directing standards showed in this report             
could help supervisors in driving the discussion on how to make their projects more              
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viable. Key focuses incorporate finding bonafide approaches to prizes visitors, separating           
the reliability program from those of contenders, and persistently reconsidering level           
prerequisites to guarantee increased participation of guests. 

The Takeaway: It’s fundamental for every business to win customer trust, which is             
definitely conceivable by means of NextBee’s B2B Loyalty Programs. The procedure that            
go far in keeping up broad business clients for lead period by offering rich, monetarily               
canny and adaptable component for any size attempt. On the off chance that you think               
B2B Loyalty program will take your business to next level in a matter of moments, then                
you are completely incorrect. You have to make a lot of endeavors to rope in more                
shippers, IT staff and distinctive gatherings to make it a win. Alternately, in             
straightforward words, B2B Loyalty Program Participation is must. Things being what           
they are, what should be possible to have a compelling Loyalty program support? Let’s              
see below: 

Fundamentals of Loyalty Programs 

● Enrich Customer Involvement: A key element of any effective faithfulness          
program lies in its capacity to go past basic rehash buy conduct to the point that it                 
connects with the client through various positive communications. Rehash         
business does not really mean Loyalty, furthermore genuine faithfulness is more           
than repeat purchases. Loyalty projects ought to be gone for cultivating a            
profound strong link between the client, its workers, brands, and the more            
extensive organization. This kind of connection just originates from rehashed          
positive interactions and encounters with a brand. 

● Setup Dynamic Tiers: Administrators need to create changing obstructions to          
keep program individuals faithful to the association as they clear spending           
obstacles for level participation. One component for this is to offer littler and             
conceivably unconstrained compensates between the significant level turning        
points to support proceeded with client dependability and discourage exchanging. 

● Use Clients Data: Advertisers can take utilize the capability of the loyalty program             
to catch information on your shoppers that can be utilized to better address their              
issues. 

● Offer Chivalrous, Humble and Friendly Service: Start a special welcome, which           
separates you from rivalry. Nothing replaces cordial administration at the counter           
and the same is valid for poor administration. Enthrall, don’t disturb your clients.             
Put one to two esteem things at the counter; gum, mints and vitality bars function               
admirably. Converse with your providers ahead of time about specials and request            
that they take an interest in financing the advancement. 

● Develop Gamification Programs: Do you surmise that age matters in playing           
games? Gamification, which most of us think as something linked with game is             
completely false. Instead, it’s a promoting method that utilizations essential          
components of a site or application. Like offering more focuses in return of             
Facebook sharing or referrals. Gamification programs by Nextbee support your          
coffer by urging customers to take activities. The promoting procedure sets and            
accomplish new targets, not at all like out of date methodologies. 
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● Use Social Platform to promote your Loyalty Program: Do you really believe that             
texting or emailing your clients regarding offers and rewards will work in boosting             
your business? Advertisers have long realized that the cost of new client            
procurement is essentially more than the cost of client maintenance. This striking            
certainty has been the premise of both long-running steadfastness programs like           
those in the travel business and new loyalty programs. 

● Offer Worthy Rewards to Clients: All clients are not made equivalent. Would it be              
a good idea for you to offer rebates to each client, or focused on advancements to                
choose clients? Most retailers would lean toward not to rebate unless it’s justified,             
but rather that is less demanding said than done. How would you compensate             
client devotion? Key to any organization’s prosperity, a client devotion          
methodology is a way to contend more quick witted, speedier and all the more              
effectively. Your prosperity comes from your diligent work and putting your           
musings without hesitation. Become more acquainted with your clients by and by            
so you can converse with them in their dialect. 

● Analyze Reward value based and Non-Value Behaviors: Compensating clients for          
non-value-based conduct has turned into a base desire. As said, programs that            
simply perceive exchanges feel extremely uneven as though clients are esteemed           
for only benefit. This approach restricts the chance to manufacture a passionate            
association with the brand; constraining the potential. That passionate association          
is required to construct client commitment. A client who feels strong relation with             
the organization offers another level of significant worth. 

● Do not focus more on Future Discounts: By concentrating just on future rebates,             
projects may coincidentally change over steadfast clients to cost delicate ones. 

Presently, what should be possible to scale your Online B2B Loyalty Program? The quick              
answer that strikes your psyche is ‘Automation’. Yes, as we begin fabricating the B2B              
Loyalty Program, it gets to be most extreme vital to robotize the total work process. B2B                
Loyalty Programs help in accomplishing new business leads, guaranteeing brand          
advancement exercises, connecting with new business firms, partners, merchants,         
representatives, clients and accomplices. This is the significant explanation for the           
achievement and exceptional development of numerous business firms. 
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Six Ways to Build a Winning Loyalty System 

 

Every business firm, irrespective of size, has a loyalty program. But, do you really think               
that running a loyalty program is sufficient enough to take your business to next level?               
Of course, the answer is no. Rushes of customers are joining to get to enlistment               
motivations, and afterward becoming mixed up in an ocean of different prizes cards and              
applications. As said, True reliability is less about the prizes and the dollars, and it’s more                
about comprehension a brand that you take up with. 

Want your Business to Transform into Client-Driven Profit Machine? Be the part of             
NextBee’s Loyalty System Strategy 

There’s a considerable measure of data around the web on how you can make strong               
bond with your client and enhance client acquisition, so as opposed to rehashing the              
wheel, below are some of the strategies that help you build strong Loyalty System: 

One: Prefer giving large number of Deals over rebates 

One of the best ways is to offers clients selective access to stock, uncommon              
arrangements and rebates, extra focuses, and Game Informer magazine. The paid           
dependability display works best in high-inclusion classifications like gaming.         
Gamification is another technique that could help enhance client acquisition. Many           
people believe that Gamification is something related to game. But, in actual it is not               
true. Gamification is the showcasing approach that uses vital parts of a site or              
application. Like offering more concentrations in return of Facebook sharing or referrals.            
Gamification programs fortify your coffer by encouraging clients to take exercises. The            
marketing system sets and fulfill new targets, not in the least like old procedures. 

Two: Appreciate your Client 

For long time customers, get individual. Let them know that you esteem their business.              
Send them a letter this way. “Ask them, How has business been for you? Are you on a                  
right direction to hit your objectives this year?” Be truly inspired by their business and               
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life, be close to them. You should find a way to deal with “Flabbergast” them. The best                 
part of the Nextbee’s ‘Loyalty System’ is that it offers unprecedented experience to its              
traders in an electrifying circumstance. 

Three: Indulge more with your Client 

When you converse with your clients, they’ll likely have referrals to give you. Ensure you               
adopt an open strategy to each get in touch with you have with each of your client, you                  
never recognize what new business you can escape it. If you read an article, see another                
book, or find out about an association that a client may be keen on, drop a note or make a                    
snappy call to let them know. Send normal clients birthday cards and occasion cards. Do               
whatever it takes not to exhaust. On the off chance that you can make these               
extraordinary cards/endowments one of a kind in your own particular manner, that will             
go far to building client devotion. Utilize your imagination and figure out how to tie a                
strong relation with your client. 

Four: Set Priorities for your Business 

This may appear to be really self-evident, however I’m not kidding. Make a guarantee to               
put client maintenance at the highest priority on the rundown. In the event that you               
invested as much energy building client loyalty and holding clients, as you did getting              
new clients, you’d have the world’s best backers and a 100% maintenance rate! Create an               
information base or FAQ segment of the regular inquiries and issues that your clients              
experience. Everybody adores managing the entrepreneur. There’s something about         
managing the substance of an organization, the main man, the supervisor in control. As              
the entrepreneur or CEO, you ought to be the one drawing in existing clients and               
building client dependability. Make this your need and not anybody else’s. 

Five: Focus more on Likes and Dislikes of your Client 

Trustworthiness includes basic practices, for example, keeping your oath, being          
straightforward, giving a steady level of administration, and being solid. Organizations           
that show a high level of trustworthiness are viewed as dependable. Building trust obliges              
organizations to ceaselessly put client’s interests in front of their own. Clients will see              
this, and you will gain their trust and go an incredible separation to building client               
dedication. By understanding what you clients really need, you can construct           
connections that are paramount and set you apart from the opposition. Concentrate on             
seeing each of your clients on an individual level and discover what truly makes them               
tick, and why they like working with you. 

Six: Build Strong Relation with your Client 

Building connections is essentially critical yet not generally as clear as it may appear.              
Someone rightly said that relationship marketing is intense in principle however grieved            
practically speaking – an unpalatable idea yet likely one with which numerous advertisers             
could distinguish. Building an association with clients can prompt to enhance behavioral            
faithfulness and expanded concern benefits. On the off chance that you look at the              
human components of an enduring relationship you’ll discover a few components, all of             
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which can be approximated via cautious accumulation and investigation of devotion           
program information. The key component, trust, can be developed by continually           
exceeding expectations at client administration and issue redress, and by giving reliably            
great items and administrations that suit the client’s one of a kind needs. Surprise can be                
accomplished by offering individual offers for the most gainful Loyalty System           
individuals. 

The Takeaway: An all around composed and run Loyalty System can do these things. In               
any case, it is only one part of a far reaching advertising system. Having said that, if a                  
loyalty program is utilized to full impact, it ought to be the focal mainstay of that                
technique. The hypothesis of client loyalty is entirely straightforward: a business that            
holds its clients for longer usually makes most part profits from them at lower cost than                
one that is always paying to obtain new clients. The fundamental standards are basic, as               
well: know your clients, and just reward them for carrying on in the way that you need.                 
NextBee’s Loyalty Systems help gather client and value-based information, and the           
insightful utilization of that information will give a much clearer photo of the client base               
– and this will prompt to more benefits from the earliest starting point. 
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Do you really think that offering referrals, points programs, discounts, punch cards and             
rewards are worth to be considered as featuring parts in loyalty activities? Yes, it could               
be true if we take ourselves four to five years back. But, in today’s world of cut-throat                 
competition, industry specialists are finding these strategies to no longer effect clients’            
general dedication to a brand or retailer. 

A recent study confirmed that a gold, silver and bronze tiering framework, which is              
followed by numerous retailers in their loyalty programs, makes more perplexity for            
clients as opposed to enhance their encounters. In the course of recent years, buyers’              
general engagement in customary reward programs has declined reliably and retailers           
are hoping to redeploy their loyalty initiatives to become all the more successfully. 

Can you think of the actual reason about what creates Loyalty? Yes, ‘Continuous             
Purchase and Positive Word of Mouth’ is the only fact that defines Loyalty. Many people               
live with this misconception that loyalty is one-sided experience. They think that are the              
only part of the whole loyalty Program process. Despite the fact that these organizations              
should tout distinctive sorts of offers, exclusive events, selective occasions and           
motivating forces, around 32% of shoppers don’t comprehend what level they have a             
place within their most loved loyalty programs. As per the statistical report released, the              
normal U.S. family unit partakes in 21.9 reliability programs, yet not as much as half, or                
just 9.5 of those enrollments, are dynamic. Though, loyalty program memberships           
crested at 2.65 billion in 2012, the general rate of dynamic enrollments dropped from              
46% in 2010 to 44% in 2012. 
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Effect of Omnichannel Behaviors on Loyalty Programs 

Shoppers’ yearning for consistent, convincing and customized mark encounters is driving           
the up and coming era of client faithfulness. Someone rightly said that you are feeling the                
loss of a major chance to utilize your loyalty program to set up a passionate association                
with the brand, if you just concentrate on exchanges in a transaction. 

In the early phases of the e-Commerce blast, retailers mulled over how they could              
effectively extend their reliability projects to the online environment. As shoppers           
grasped cell phones and online networking, the faithfulness blend turned out to be             
essentially more unpredictable. But, with the passage of time, when retailers adopt an             
omnichannel strategy to their devotion programs the general advertising system turns           
into a great deal simpler. 

Is there a way to incorporate Personalization into Fresh, New Loyalty Programs? 

As purchasers bounce between the store, web and cell phones, joining personalization            
into program messages, rebates and offers has turned out to be progressively critical.             
Presently like never before, shoppers need to be perceived, spoken with and            
compensated in view of their own tastes and inclinations. In particular, they need to get               
select, VIP access to the items and encounters they want in return for their loyalty. When                
seen in terms of statistical figures, clients’ general fulfillment with loyalty projects is             
4.6-overlap higher when they get extremely pertinent correspondences. The report          
affirmed that altered substance can be generally as essential in creating fulfillment,            
maintenance and expanded deals. But, here’s one twist! A key challenge which retailers             
may confront amid this procedure is associating information over different sources to            
distinguish singular clients, especially with the rise of the omnichannel purchaser that            
has caused more hard to perceive a particular client crosswise over touch focuses. 

Is there a way to make a Successful Loyalty Strategy? 

Yes, Of course there is! In the new world of retail, winning and holding client loyalty                
requires a blend of personalization, eliteness and omnichannel engagement. Clients are           
much aware of the fact that by joining a loyalty program they are giving the retailer a                 
chance to track them. In return for this, customers need something that is worth              
significant. The simple thing is to offer a markdown yet this is a trap and can rapidly                 
transform loyalty program into a rebate program that fabricates value affectability, not            
loyalty. 

Despite the fact that there is no silver-slug arrangement for making a paramount and              
effective reliability program, industry specialists has offered some of the accompanying           
best practices shared below: 

● Distinguish your objectives: Setting up the goal is the ultimate step retailers must             
note to finish with their loyalty program. It ought to be a vital program intended               
to drive genuine business comes about. 
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● Assess existing projects and procedures: Before moving on to new plans and            
strategies to drive the business, it is essential to note that whether current             
strategies are effective or in the event that they have missed the mark. 

● Give Importance to Likes and Dislikes of clients: Loyalty programs must be crafted             
based only on the choice and liking of the clients. 

● Set out the right innovation team: Another important step to keep in mind is to               
find out the team that can help you achieve your aim. 

● Take timely Feedback from clients: taking into account the fact that clients are the              
backbone of your association, you are highly advised to listen to clients on a              
continuous premise to see what they like and aversion, once the new program is              
taken off. 

As new innovation manifests, it will be profitable to have channel rationalist partners. So,              
along with finding out ways to have more user acquisition, it is equally important to build                
up strong relationship with the existing clients. If, you too want to share yo ur views on                 
B2B Loyalty programs, then feel free to share in the comment box below. 
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Numerous organizations have the mixed up conviction that it’s sufficient to set up a              
client benefit group and sit tight for a marvel to happen. The client benefit office groups                
offers legitimate preparing, issue determination, encounter administration,       
measurements, technique but then they miss the mark concerning conveying their           
guarantees to customers. What according to you can be the reason for the same? Let’s               
have a look! Where organizations miss the point is that they don’t take a gander at it as                  
the larger rationality driving client engagement. The plan of the brand guarantee is             
driven by the advertising group, while matters identified with “experience” are taken care             
by the client benefit office. 

Let’s have a look at Numbers! 

A recent survey has revealed that about 33% of the customers are having the belief that                
their favorite companies value them. Among these, very few assured that their company             
was humble with them and was humble with them. Along these lines, there’s a major hole                
between advertisers’ goals and their clients’ fulfillment. The report claimed that the            
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‘brands’ confidence in the quality of their client encounter doesn’t agree with their             
clients’ world. Companies realize that Client Engagement administration is vital, yet           
regardless they’re not taking care of business. 

Neglecting to draw in enough clients is stressing, however in the event that you know               
why it’s occurring you may have the capacity to turn things around. Here are most               
importantly six reasons that states as to why clients could go somewhere else: 

● Lack of Detailed Description of your client: Brands have never had more            
approaches to accumulate nitty gritty data about who their clients are – including             
age, sexual orientation, area, interests, proficient foundation, etc , yet most still            
miss the mark regarding boosting the capability of all the accessible information.            
As per the recent analytical report, numerous brands do in actuality gather this             
sort of information, yet they don’t integrate it in a way that permits them to               
convey better Client Engagement. They neglect to attach it all together to make             
an entire photo of the shopper that is shared over all client confronting offices              
inside the organization. This implies purchasers are for the most part served            
insignificant, inopportune, non-customized informing. 

● Unskilled and Untrained Staff in the Company: As rightly said, the irregularity            
disintegrates certainty. Contracting right isn’t only for expertise or skill.          
Individuals need to have some inclination for client benefit, the capacity to be             
prepared and they should fit into the organization’s culture. Everyone must be            
ready and in arrangement with client benefit vision. That can just come through             
preparing and progressing support of the vision. Everybody has a client, be it the              
outside client or the inner client. Client Engagement is a piece of the way of life of                 
an organization, not a division with client benefit. 

● Increased Cost of the Products: In the event that your costs are seen to be too                
high, then clearly they’ll drive a few or the majority of your potential clients away.               
Be that as it may, what some entrepreneurs don’t understand is that offering costs              
that are too low can make the impression of low quality items or administrations,              
which can be similarly off-putting. Clients are not continually searching for the            
least expensive choice. The way to value setting is learning of your market, both              
clients and contenders. The point, obviously, is to set ideal costs, which permit             
you to augment your benefits while as yet staying alluring to clients. 

● Poor Infrastructure: This could in turn be one of the major factors in failing out               
the attempts to attract new clients. It likewise requires giving deep consideration            
to how clients feel about your item and quickly conveying the right sort of              
encounter when a client is at danger of agitate. This isn’t possible without a strong               
stage that unites information from key client touchpoints. The eventual fate of            
client experience lies in stages that encourage rapidly pulling key data from any             
client confronting division keeping in mind the end goal to make better            
encounters for the purchaser. 
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● Poor Loyalty Programs: Associations all through the nation are quickly utilizing           
loyalty programs more routinely than at whatever time in late memory. Do you             
truly feel that offering referrals, focuses programs, rebates, punch cards and           
rewards are worth to be considered as including parts in reliability exercises?            
Surges of clients are joining to get to selection inspirations, and a while later              
getting to be stirred up in a sea of various prizes cards and applications. As said,                
true loyalty is less about the prizes and the dollars, and it’s more about perception               
a brand that you bring up with. 

● Bad marketing Strategies: The pitiful truth is that numerous items,          
administrations and undoubtedly organizations essentially reach the end of the          
street. They lose their allure and never recuperate it. This happens on the grounds              
that clients’ tastes, needs and needs change, which is the reason it pays to ensure               
your market information stays current. Another approach to attempt to remain in            
good shape is to devise a promoting marketing strategy. 

The Takeaway: Eventually, brands ought to intend to make client encounters that locate             
the sweet spot where both pertinence and esteem are available. All things considered, in              
light of the fact that something is pertinent doesn’t mean it’s really worth something to               
the client, yet marks that can reliably offer both will probably emerge in a profoundly               
aggressive space. Clients don’t simply buy administrations; they are likewise frequently           
effectively included in their plan and conveyance. In this regard they are co-makers,             
which implies that they not just affect the nature of their own encounters additionally              
impact the fulfillment of different clients, and they can help or obstruct the profitability              
of bleeding edge representatives and the organization. I trust organizations need to            
return to nuts and bolts of concentrating on comprehension client needs and needs, and              
esteeming their representatives. 
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Organizations all through the country are presently using loyalty programs more           
regularly than any time in recent memory. These associations comprehend the           
significance of holding existing clients and execute a framework coordinated particularly           
at building client dedication. What actually do you think a loyalty program is? While the               
specifics of every program may contrast, the start continues as before: a loyalty program              
is a promoting framework founded by a business that prizes acquiring conduct, in this              
manner expanding the client’s desire to remain faithful to the organization. A reliability             
program may offer comfort, store credit, prizes, or whatever other advantage that would             
tempt the steadfastness of a client. Loyalty Program thoughts and techniques help you             
accomplish your objective objectives in much quicker and less expensive way than you             
ever suspected. 

As an entrepreneur, you must be focused on always assessing your business practices             
and rolling out important improvements on the off chance that you need to see              
development. In the event that your private venture is stagnant or not as beneficial as it                
ought to be, on your thumbs sitting tight for things to enhance won’t help. You need to                 
make key moves to construct mark mindfulness, enhance client administration and           
support social engagement to help it develop. Here are few straightforward changes you             
can make that can help you keep on growing your business. 

http://blog.nextbee.com/2015/06/30/loyalty-program-theories/
http://blog.nextbee.com/2015/06/30/loyalty-program-theories/
http://blog.nextbee.com/2016/10/13/best-ways-boost-loyalty-program-participation/
http://blog.nextbee.com/2016/10/13/best-ways-boost-loyalty-program-participation/


● Loyalty Programs Help Enhance Business at Reasonable Cost: Obviously, every          
sort of loyalty program may yield fiercely unique results, yet as an advertiser, you              
ought to never ignore the way that reliability programs have been tried over and              
over, and have turned out to be fruitful in various enterprises. At the point when a                
few advertisers consider loyalty programs, they start to envision a huge part of             
existing assets being channeled away into a program that could conceivably           
observe achievement. As a general rule, in any case, seeking after new clients is              
the genuine cost load. A recent survey, affirmed that keeping a current client is 7               
times less costly than obtaining another one. Therefore, even the assets you use in              
a loyalty program will probably could not hope to compare to the cost of              
discovering new purchasers. 

● It Offers Paramount Market Research: Understanding the obtaining conduct of a           
particular demographic is a standout amongst the most essential arrangements of           
research information accessible to advertisers. To build up a vital arrangement to            
exhibit your items in a way that delivers the most ideal purchasing conduct, one              
needs to comprehend what the intended interest group maintains a strategic           
distance from as much as what triggers them to spend their cash. By offering a               
loyalty rewards program, you are directing a type of research that will furnish you              
with comparable data about your clients. Through experimentation, you will start           
to see the kind of motivating forces that fuel the longing of your customers, and               
the prizes that don’t inspire similar results. This permits you to focus on particular              
rewards that are generally valued. Utilizing this data, you can likewise join the             
most looked for after prizes to particular items that you are most keen on offering               
to your customers. 

● Enhance Business Reputation: Loyalty programs not only help you enhance client           
energy about your business, but also help increment the odds that current            
customers will impart this happiness to those near them. The more a client feels              
increased in value by a business, the more he or she is probably going to bolster                
that organization and prescribe it to others. This, thus, carries on in a verbal              
repetitive nature that keeps on accomplishing development for your business. 

● Loyalty Programs Offering Worthy Awards Boosts Business Sales: Advertisers         
and entrepreneurs appreciate faithfulness programs since they can enhance client          
maintenance for a particular operation. Clients acknowledge loyalty programs, in          
any case, since they frequently give added incentives in making a buy, with the              
prizes expanding straightly with more buys, or relying upon the size or extent of              
the thing bought. Due to this, utilizing a loyalty rewards program as a part of your                
promoting technique will give you access to a greater segment of your clients’             
wallets. This will just happen, however, in the event that the prizes you offer are               
tuned in to the needs and needs of the clients who visit your business. It is vital to                  
bring up that not all dedication rewards projects are the same, and stand out that               
is executed skillfully will have the craved impact. Your prizes program could tempt             
clients to buy more at a given time, however just if the motivating forces you give                
out are justified, despite all the trouble. 
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There is no denying the fact that loyalty programs holds secret for successful business              
growth. They act as an effective marketing tool in retaining existing clients thereby             
boosting the brand’s name. What’s more, in the event that you haven’t yet meshed a               
loyalty program into your advertising technique, you might pass up a major opportunity             
for one of the best and most straightforward instruments accessible for the achievement             
of your business. So, stop thinking now and take a step ahead towards NextBee, a referral                
program pioneer. Nextbee’s Loyalty Programs search out issues and settle them in the             
most direct way imaginable. Along these lines, on the off chance that you too need to                
expand customer cooperation in your reward programs, quit thinking much and attempt            
the routes showed previously. This will definitely help you out! 

About Next Bee 

Next Bee was founded by Ashish Mohole to serve as a word-of-mouth marketing             
platform. It started as a learning experiment and soon turned out to be more than that.                
Next Bee was born from the belief that the best business was business that came from a                 
current customer telling a salesperson about people they knew who would benefit from             
your product or service. 

Our founding team has years of marketing, enterprise and consumer products,           
experience. Next Bee’s leadership team is driving the vision of becoming the leader in              
successful campaign promotions for every big and small company. Next Bee continues to             
innovate and expand the scope and user-friendliness of our modules for the business             
needs of our clients with features that drive referrals from their customer and partner              
networks. 

As a bootstrapped and profitable company with relentless focus on organic growth, we             
have never sponsored a conference or run a jazzy ad campaign. Instead, we’ve             
single-mindedly focused on one thing, and only one thing: the results that we deliver to               
our customers. Today Next Bee is the leading marketing promotions platform for            
businesses with a social-media-savvy audience and the effort is driven by an            
ever-growing core product development group in Folsom, CA, a sales team in Colorado             
Springs, CO, and a dedicated account set-up and maintenance team in Kolkata, India. 



We intend to continually provide the best services and grow into one of the most               
successful customer engagement solutions for businesses of all sizes. 

Contact Next Bee 

We’d love to hear from you! Contact us anytime for help, or to learn more about Next                 
Bee, or to schedule a free demo, or to join our rapidly growing team, or for general                 
enquiry. Our team of experts will get back to you as soon as possible. Contact us at                 
1-800-547-1618 or email us at support@nextbee.com . 
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