
Activation Workshop

Creating Eicient 
Reporting Criteria



Session Goal: What You’re Walking Away With Today

● Activate a four step process to streamline 
your reporting 

● Evaluate how Aributes and Tags result in 
more eicient reporting and segmentation

● Brainstorm a plan for optimized data 
collection 
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DEFINE MAP FILTER ACTION

Streamlined Reporting Process



“
We are in need of new marketing 
strategies to further engage our 
high value patrons.

How can their booking behavior 
drive our approach?
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DEFINE
“I want to analyse the booking behaviour 
of my high value patrons.”

Uses Loyalty 
Oers

Books 
Premium 

tickets

Spent $200+ 
on tickets in 

the last 3 
months

Premium Tier 
Member



Books 
Premium 

tickets

Ticket Types

MAP



Premium 
Tier Member

Memberships

MAP



Spent 
$200+ on 
tickets in 
the last 3 
months 

Auto Tags

MAP



Uses Loyalty 
Oers

Oers

MAP



FILTER
Guide to Standard Reports

Booking



FILTER

Criteria Sets



Uses Loyalty 
Oers

Customer Behaviour 
Analysis Report

FILTER



An Aribute is a custom data field that allows 
you to store information that’s specific to your 

organization. 

“



Oer Aributes

Book with 
Loyalty 
Oers

Customer Behaviour Analysis Report

FILTER



Oer Aributes

Book with 
Loyalty 
Oers

Memberships

Hold  an active 
"Premium Tier" 

membership



FILTER
Report Schedules



Customer Behaviour Analysis Report
ACTION
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“
We want to increase sales by 
encouraging reaendance.  Our 
target audience is people who are 
highly engaged with our emails. 



Highly engaged 
with our emails 

How often do our customers who are highly 
engaged with our emails visit our venue?

Have 
clicked a 

link in last 
30 days

DEFINE



MAP

+Auto Tag
Box Oice Tag: Clicked a link in the last 30 days



FILTER Guide to Standard Reports

Visit



FILTER



ACTION Reaendance Analysis Report



ACTION
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“
We are planning for our new 
Education fundraising campaign.

Who are our potential donors and 
how could we tailor our ask to 
maximize donation revenue? 



Which potential donors do we 
approach for our new Education 
fundraising campaign?

“ Donated $100+ 
to any Fund OR 

interested in 
Education

DEFINE



MAP

+Auto Tag
Donors: Donor 

over $100



MAP

Customers 
interested in 

Education

Opportunity Aribute



FILTER

Customers 
who donated 
$100+ to any 

Fund

Customers 
interested in 

Education

OR 



FILTER
Crossover Analysis: Run through Report



FILTER



ACTION


