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Marketing Firm

PARTICIPANTS REWARDED

48,000

TOTAL PAYOUT

$2,610,260 

AVERAGE GIFT CARD LOAD

$50

CLIENT NAME

Wunderman Data Management

SUCCESS STORY INCENTIVE AND REWARD CARDS

For most people, trips to the eye doctor are few 
and far between, and it’s not always easy for 
ophthalmologists and their vendors to encourage 
repeat purchases. With so many contact lens 
vendors to choose from — and with so many 
options for filling prescriptions — it takes some 
convincing for patients to consistently purchase 
lenses through their doctors’ recommended 
suppliers.
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Wunderman Data Management Partners with EML 

Using Gift Cards to Provide Reliable Rebates to Customers

Fortunately, EML client Wunderman Data Management 
has found a way to help contact lens providers boost sales 
and repeat business — rebates. 

A leading provider in the U.S. and Canada recruited 
Wunderman to handle the backend details of its rebate 
program. In turn, Wunderman picked EML to carry out the 
fulfillment of those rebates with gift cards. Ultimately, the 
provider saw significant sales increases and lowered its 
transaction costs, while Wunderman reaped the benefits of 
EML’s flexibility, reliability and speedy service.

Providing Rebates to Contact Lens 
Customers

Wunderman Data Management is a leading marketing and 
customer engagement firm that has helped drive sales for 
some of the world’s most successful companies, including 
Adidas, Best Buy, Coca Cola and Dell. As a part of its 
engagement services, Wunderman also handles rebates and 
payouts for select brands. 

The industry-leading contact lens provider partnered with 
Wunderman to create a faster, more efficient and more 
cost-effective fulfillment process. “What we do for them is 
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Incentivizing Repeat Business with 
Custom-Loop Cards

Moving forward, Wunderman plans to create an even more 
profitable rebate program for its lens provider customers 
with EML’s custom-loop gift cards. The online qualification 
process will remain the same, but the rebate cards will only 
be redeemable at the stores and doctors’ offices where 
customers originally purchase their contacts. “The idea is 
that customers will use their rebates towards sunglasses 
or eyeglasses,” said McElwee. “It’s a win-win for everyone. 
Customers get lower prices, our client drives loyalty to their 
brand and eye care providers make more sales.”

provide the microsite where customers can digitally enroll 
to qualify for the rebate,” said Sarah McElwee, Wunderman 
Vice President of Client Operations. “We create the 
backend business rules to validate or invalidate the rebates 
based on the sizes of their purchases.” 

Prior to partnering with Wunderman and EML, the 
provider and its customers had been managing their 
rebates by hand. Customers would purchase contact 
lenses in bulk to qualify for rebates and mail in their SKUs 
and UPCs. The provider would then validate those proofs-
of-purchase and mail paper checks to qualifying customers. 
Rather than mailing proofs of purchase, customers can 
now qualify for rebates by entering product information 
into their accounts on that proprietary website.

Fulfilling Rebate Orders with EML Gift 
Cards

Still, the final step in the rebate process — fulfillment — 
required another service provider. To ensure customers 
would receive their rewards in a timely and convenient 
manner, Wunderman again brought EML into the mix.

Now, Wunderman’s microsite sends a customer list to 
EML, which in turn mails gift cards to qualified recipients. 
The cards are customized with the contact lens provider’s 
name and logo, and they can be used like credit cards 
anywhere Mastercard® is accepted. They’re also pre-
activated, and EML provides toll-free support to customers 
who want to check their balances or report stolen 
cards. With this efficient, hands-off system, the contact 
lens provider has seen a 35 percent decline in rebate 
transaction costs.

Wunderman also enjoyed working with a trusted partner 
to better serve its customers. “The people who work at 
EML are phenomenal,” said McElwee. “Their priority is 
their business partners, they’re extremely easy to work 
with, and they listen, communicate and brainstorm to help 
solve problems.”

Finally, EML’s flexible redemption platform made it 
possible for Wunderman to remain in the limelight and 
take credit for its customer’s success. “We really enjoyed 
the opportunity to be the single point of contact with the 
client,” said McElwee. “As far as they’re concerned, there is 
no EML; it’s all Wunderman Data Management.”
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“The idea is that customers 
will use their rebates towards 

sunglasses or eyeglasses. 
It’s a win-win for everyone. 

Customers get lower prices, 
our client drives loyalty to 

their brand and eye care 
providers make more sales.”

Sarah McElwee
Wunderman 


