The ROI

of Exclusive
Offers

Exclusive offers are unique discounts or special offers that are only available to a specific group of
customers based on their employment, employer, or organizations they are affiliated with. Americans
love them, and Brands should love them, too - if they listen to what Americans say about their privacy in

the 2018 Shopper Study, a new research study conducted by Kelton Global and SheerlD*.
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HOW AMERICANS WANT EXCLUSIVE OFFERS
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Brands Should Avoid Collecting Data That’s Too Personal
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SURVEY SAYS: BRANDS PROFIT FROM VERIFIED OFFERS

SheerlD’s Digital Verification Platform helps deliver remarkable returns.
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*A survey to 1,023 nationally representative Americans ages 18+




