Case Study: ODEON Drives 84%
Secondary Revenue Growth

ODEON has long been a leader in creating memorable experiences for film
enthusiasts. With ambitious goals to grow B2B media revenue, Europe’s largest
cinema operator was looking for strategic partnerships that could deliver more
than just commmercial value; they needed a solution that would also enhance
the overall guest experience.

In @ market where audience attendance and film slates can vary seasonally,

ODEON was seeking a solution that could consistently drive incremental
secondary revenue and be easily implemented.

Our Solution

ODEON partnered with Webloyalty to unlock the untapped value of booking
confirmations and post-purchase interactions. By aligning media opportunities
with key moments in the customer journey, Webloyalty helped create more
engaging, relevant, and memorable interactions for ODEON's audience by
offering its customers the opportunity to join a membership rewards programme.

Webloyalty paid referral commission for each new member to join, which
outperformed a secondary revenue supplier competitor ODEON was previously
working with. This new partnership saw a vast uplift in their earnings, driving
stronger results and setting a new benchmark for commercial impact, with
minimal operational lift required.
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Key Outcomes

The collaboration has delivered sustained and measurable commercial success:
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