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“Win the Competitive Market through
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CRM amid New Dynamics such as Social Media”
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Platinum Sponsor

SOCIAL TOUCH

Social Touch is a leading social management technologies, services and data solutions
providers in China. With 250 staff in Beijing, Shanghai and Guangzhou, Social Touch is
dedicated in social media management with her vision of combining social technology and
creative service together. Social Touch is honored to serve many most socially successful
brands in China including 7 Fortune 500 companies (P&G, Coca-Cola, IBM, Shell, Dell,

PingAn, Acer) www.social-touch.com

ICLP &

Leaders in Loyalty

ICLP is the world’s leading loyalty marketing agency and we have helped (and are still helping)
brands in China such as Starbucks, IKEA, Dunhill, Porsche, Hilton, Wyndham, Jumeirah,
Cathay Pacific, Lufthansa and Visa. http://www.iclployalty.com

We specialise in loyalty and CRM marketing with expertise and experience to create value
proposition for loyal and profitable customers.

Local Sponsor

Avios are the points that turn your spending into travel rewards. Shared with British Airways
Executive Club and Iberia Plus, our rewards currency drives loyalty for over 250 global
partners including Tesco, Shell and British Airways. www.avios.com

Q Accentiv™

Accentiv' is the worldwide relationship marketing specialist, providing tailor-made professional
services to plan and manage Motivation & Loyalty programs.

Accentiv’ designs, develops and manages customized solutions helping local and
multinational companies in building strong, healthy and profitable relationships with everyone
inside or around them.
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THE WALL STREET JOURNAL.
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PRINT ONLINE MOBILE

The Wall Street Journal Asia is the leader in global business news for Asia. Since 1976, it has
provided indispensable news and analysis of regional and global business developments for
an influential pan-Asian audience of corporate and government decision-makers. The Journal
Asia has been voted “most important business reading” amongst all international dailies in
Asia in every “Business Elite Asia” study (formerly ABRS) since the survey’s inception in 1985.
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What Participants Said about Our Annual Summit
HaEXNBATER B ERI

Main Conference FE£i

“Very well supported by Neoedge staff pre and during conference. Excellent communications
and delegates. It was my first conference and it was very well organized and managed. A
good range of speakers” -- Marketing Manager, Air Niugini Limited

“Efficient Organization.” -- Director of Loyalty Marketing, Hyatt Hotel China
“Very good program and good organization.”-- DGM, Hyundai Motor India Limited

“Very good seminar with expert speaker from each field of work.” -- PT Kustodian Sentral
Efek Indonesia

“Good conference, a lot of thing will improve my job.”-- Head of Customer Relationship, PT
KSEI Indonesia

“Well arranged speakers are knowledgeable and present current topics; Neo-edge’s
management is commendable.” -- VP, Robi Axiata Ltd

“Great event. Truly a mind opener on the various CRM and loyalty strategies and initiatives
and how to implement it properly to generate incremental business. A show case from various
experts worldwide.” -- VP, HSBC Indonesia

“This event has given me a lot of fresh ideas. | am going to try out these ideas with my
business. The networking is great: meet some great people, made some friends and some
good business leads.” -- VP of Business Development, Pinpoint China

Pre-Conference Workshop <gi3%)|

“It was a great experience to attend Koos' session on building a sound loyalty proposition. We
found the opportunity to evaluate our overall knowledge about loyalty and discuss it with the
attendees from different members.” -- CRM Coordinator, Opet Petroleum Turkey

“The loyalty workshop was outstanding in quality. The speaker had in depth knowledge of the
industry and articulated well, very useful to loyalty professionals.” -- MD and CEO, Loylty
Rewardz Management

“It is a very nice workshop. Meet people that have different experiences which make the
workshop useful for our practical work.” -- PT Kustodian Sentral Efek Indonesia

“Well organized event; professional speaker and a lot of things to learn.” -- Arvato Services
China

“This workshop is highly valuable to loyalty program starter, implementer and controller.” --
Marketing Team Leader, Saigon Vietham

“World class learning facilitator with up to date, insightful program which has high
implementation feasibility to corporate needs.” -- HR, Friesland Campina Vietham

“Well-organized training, pleasant and helpful staff.” -- GM, Groupe-Bel
“The event provided new insights and new perspective for us to improve our current initiative.

Truly a mind opener, even for those who think that they have done all in managing the
customer loyalty.” -- VP Premier Portfolio and Loyalty, HSBC Indonesia



Accor - Greater China

Accord Consulting Services

Acxiom Global Marketing

Air China

Air Niugini Limited

Alibaba Group

American Express International Inc
Amore Pacific

Arvato Services (China)

Auchan Hypermarkets

Azusa UK

Baidu

Bayer Taiwan Co. Ltd

Beijing Roco Information Technology Co Ltd
Best Buy Shanghai

Bridgetree International

BTG-Jianguo Hotels & Resorts

Cathay Life Insurance

Ceridian Stored Value Solutions

China Union Pay

ChinaRewards

Cigna Global Health Benefits

CITIC Loyalty Business Technology Co Ltd
Clarins Cosmetics (Shanghai) Company Ltd
Comarch Software (Shanghai) Co. Ltd
Customer Loyalty Solutions ( Shanghai )
DDB China

Dialog Axiata PLC

Discovery & Action Consulting

Duidui Holding Ltd

Edenred

Energy Source Kaytune

Epsilon International

Friesland Campina

General Motors International Operations
Globe Telecom Philippines

GMS Technology

Google China

Greentown

Groupe Aeroplan

Guangdong Development Bank
Hospitality Marketing Concepts

Hyatt International Hotel Management
Hyundai Motor India Limited

IKEA Shanghai

Jahwa

JETT | Customer Experience

JiangSu Five Star Applicance Co Ltd
Jinling Hotel & & Resorts Co, China
Jumbo Sheen Enterprises Group

Companies Attended Our Past Annual Summits Include:
SMBAVERIEL KA 7 BHE:

KargoCard (Shanghai) Co Ltd
LoyaltyOne

Loylogic

Loylty Rewardz Management Pvt Ltd
Manulife-Sinochem Life Insurance Co Ltd
MasterCard Worldwide

Millenium & Copthorne Hotels

Mobitel (Pvt) Ltd

OPET Petroleum

Oracle China

Pantaloon Retail India Ltd

Philips Consumer Lifestyle

Ping An Group

Pinpoint (China) Limited

Proctor & Gamble (Guangzhou) Ltd
PT Bank Bukopin

PT Kustodian Sentral Efek Indonesia
Punjab National Bank

RT Markets

Saigon Co-op

Samsung Card Co Ltd

Shandong Airlines

Shanghai General Motors Co Ltd
Shenzhen Development Bank

Shui On Land

Sime Darby Property Berhad, Malaysia
SK Energy

SK Marketing & Company

SPSS China

Sri Lanka Telecom PLC

Standard Chartered Bank Hong Kong
Standard Chartered Bank (China) Limited
Starbucks (China) Company Ltd
Storm Consulting

Sumitomo Corporation

Swarovski Elements, China
Taobao.com

Tbk

TCC Global

Thai Airways International

The Langham - Yangtze Boutique
Timor Telecom

Toys "R" Us Retailing (China) Limited
Two Points Sdn Bhd

Unilever China

UPS China

ValueClub Marketing and Services Sdn Bhd
Visa Information Systems (Shanghai)
Welcome Real Time

ZhongRong International Trust Co. Ltd



Executive Summary £ ATHE

Neoedge has been successfully conducting the Customer Loyalty Asia Programme & CRM
Summit for 5 years now! From the very start of this summit series, we have remained
focused on our goal bridge major brand owners, marketers and consumers through loyalty
and CRM. It has paid off and this summit has been one of Neoedge’s most sought after event
to date. Keeping in mind the ever changing dynamics of consumer trends, technology,
behaviour and innovations, the Customer Loyalty Asia Programme & CRM Summit has
become an annual platform for various key industries in Asia, consulting and service firms as
well as media partners to come together to discuss critical issues transforming the loyalty and
CRM industry today. Learning from key experts on their success stories as well as their
insights, views and experiences gives participants to get ahead of the game!

Chronological list of past summits 13 J& &£ 5] i

2009 — Neoedge introduces the first ever Customer Loyalty Asia Programme & CRM
Summit in Shanghai, China. The idea of merging Loyalty and CRM into one platform
of event was imminent giving the intensity and importance of attracting and retaining the
right consumers for each organization for a successful business.

2009 — 417 Neo-edge & _F#EAS 0 T4 S DRSS — A% P Bl T H &I R & 7 ok R BRI
2, KRR PO R E MBS EN AT E, BT AN RS LR SR B A
T B ) A A B

2010 — The 2nd Customer Loyalty Asia Programme & CRM Summit was released in
Shanghai, China because of the growing demand and popularity of the subject in China and
the rest of Asia. The pace of economic growth in China was at its all the high and it was
crucial to identify and adapt to each consumer market in Asia’s behavioural trends and
patterns

2010 — i+ B B I T 37 H 3 K 0 /S RAAAT I A, 58— Jm S B P B v Rl e
FPRAEH (CRM) IR AREL T 24T o MG s g, IR ANIE B %1
B S B R EE,

2011 — The 3rd Customer Loyalty Asia Programme & CRM Summit was introduced to a new
and emerging market — Ho Chi Minh City, Vietnam. With the growing markets in the emerging
South East Asia region and the increasing spending power and high growth in GDP, it was
apparent that Vietnam is Neoedge next strategic move to run this summit

2011 - S =Jm % S BN THR K PR R E . (CRMD IS4 5| N B —NB B % i -
AR - BT o AR B0 A R M X3 2 D S A AT Y AR P R MEL I e R G, R
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2012 - The very successful return of 4™ CUSTOMER LOYALTY ASIA PROGRAMME &

CRM for the year 2012 happened in Shanghai. Recognizing emerging trends in the new

Asian generation, business potentials and pressing challenges. This event explored in-depth
insights of emerging and established markets in Asia addressing the best practices, strategies,



approaches, techniques, innovations as well as the current and future market for loyalty and
CRM in this ever changing market. This summit also served as a platform for all national,
international and independent companies to network and share business ideas and
experiences.

2012 - A7 Neoedge [B1)H Lifg, AEH SZh2eIp 75 4 Ja W2 P Bt & & % 7 R R
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Representation by Industry 17 AR FE4-Hr

Retail Others Teleocom Airline
Marketing gy 6% 8% 8%
16%

Consumer
Goods
7%

14% Hospitality Financial  Ecommerce
4% Services 19%
9%

Representation by Region X\ & 7347

Australia and

Southeast
Pacific Europe

Asia

i 2%
South Asia 9% 3% /_ 0

9%

North Asia
3%

Greater China
74%



Main Conference Program FEE2 R

5th Customer Loyalty Programme & CRM China Summit 2013
Pullman Shanghai Skyway, Shanghai, China

BREE P BRI KR CRMAH EI%£:2013
YRR B K B K, 4th -5th June 2013

It was a highly interactive summit which focused on the China market which resulted to in-
depth sharing of ideas. The event comprised of Neoedge’s own original and innovative
conference format. There were stand alone speaking slots, networking sessions, panel
discussions, exhibition area and lucky draw & award session throughout the whole 2-Day
Conference.

Topics Discussed in the Conference Included £ K EEFE:

o0 Social CRM Best Practice in China

0 Breaking through with Loyalty Marketing in China

0 Integration of a MNC’s CRM with Social Media

0 The Practical Experiences of “Tencent Games Joy Club” in Tencent Group

o DBS Bank's Experience on Promoting Customer Loyalty Program Through Mobile
Social Media to Increase Sales Revenue

0 Using Customer Insights to Create Value: Case Studies from Retail and FMCG

0 Segmentation, Profiling, Regression, Association - Analytical Techniques in the
Loyalty Lifecycle

0 Local Inspirations for the International Market: Jin Jiang's Loyalty Program for China
0 CRM and Multi-channel Engagement : The Unique Journey in Healthcare

0 Coalition Points and Specialized Points Programme

o VIP Club and Service Marketing

0 CRM Experiences Sharing from Baidu

0 Customer Experience Management VS Customer Relationship Management under
the Trend of Social Media

Pre-Conference Workshop - Morning

Measuring Customer Loyalty Using Analytical Techniques

This workshop introduces the data analysis of the customer relationship management
applications: RFM analysis method to calculate the value of customers and determine who
are our loyal customers and the value of customers; loss warning analysis to predict in
advance the movement of our customers in a timely manner to retain customers. A live
demonstration of case studies using IBM SPSS Statistics software will be provided.



Workshop Leader
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Sabrina Zhou, Data Analysis Consultant
AsiaAnalytics (Formerly SPSS China)

Pre-Conference Workshop - Afternoon

Creating a Digital Loyalty Campaign and Engaging with Your Customers
in New Dynamics

This workshop aims to give attendees a great understanding of techniques and benefits of
digitalized loyalty schemes and how this engagement with customers increases your profits.
The sessions will help attendees understand how to accentuate their current loyalty schemes
and incorporate mobile and digital into the scheme to engage with consumers even more
effectively. The course will also explain thinking behind digital loyalty segmentation and how
that accentuates engagement.

Workshop Leaders

Chris Reed, Chief Marketing Officer
Cellcity

Paul Bedi, VP Marketing
Cards, DBS Bank

Pre-Conference Workshop,




Main Conference

Watch Out for Our Upcoming One in 2014!

6™ Customer Loyalty Programme & CRM China Summit 2014
14-16 April 2014
Pullman Shanghai Skyway, Shanghai, China
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For Enquiries about Opportunities for
Speaking, Sponsorship and Exhibition,
Please contact:

KT, BB S RSN, 5
%

Nelson Zhu H B &¥E{#E

Head — Asia Business Development
DN Fs e i

Tel: +65 6557 9180

Fax: +65 6557 9188

Email: Nelson.zhu@neo-edge.com

For Enquiries about the Agenda,
Opportunities for Speaking and Chinese
Media Partnership, Please contact:

KT VORI, L2 o SO A& 1
AL, 1HEY:

Claire Li

Conference Manager

Main: +65 6557 9166

DID: +65 6557 9187

Email: claire.li@neo-edge.com

lan Chen Yingxin
Conference Director

Tel: +65 6557 9171

Main: +65 6557 9166
Email: ianc@neo-edge.com

For Enquiries about Marketing, Media
and Endorsement proposals, please
contact:

KT TIGHE, BEEES RIS
W, THE

Eugene Azucena

Senior Marketing Manager
Main: +65 6557 9166

DID: +65 6557 9185

Email: eugene@neo-edge.com
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