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Thanks for downloading the Ultimate Guide to Employee Discount Programs! 
Chances are you’re downloading this free eBook because you have an interest in one of the four R’s of Human 
Resources: Retaining, Recruiting, Rewarding & Re-engaging your employees.

This guide is designed to help you answer the most pressing questions about employee discount programs. Is 
an employee discount program right for your company? What makes a good program? What should you expect 
from such a program? Why do programs differ?

We’ve got answers. We’ve also added many extra resources and articles to help you make an informed business 
decision. 

If you have more questions, or simply want a free trial so you can kick the tires of Access Perks? Click here for a 
free test drive of our popular mobile app. 

The Access Perks Team

WELCOME TO YOUR EMPLOYEE DISCOUNT PROGRAM GUIDE

https://www.accessperks.com/download-the-app
https://www.accessperks.com/download-the-app
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Access Perks is the nation’s largest employee discount 
program, featuring private deals of up to 50 percent off at 
over 1 million restaurants, retailers, auto service centers, 
theme parks, hotels, movie theaters, and more.

From small mom-and-pop businesses to regional franchises, 
and all the way to up to large enterprise retailers, our 
relationship with these businesses allows us to negotiate 
deep discounts not available to the public. That way your 
employees can save hundreds, or even a thousand dollars 
annually on their everyday purchases, depending on how 
often they use it.

Access Perks is built by Access Development, a national 
leader in constituent engagement and loyalty content. For 
nearly 40 years, Access has helped companies, organizations, 
associations, and all types of employee groups by serving up 
our collection of compelling consumer discounts.

Join thousands  

of HR and Benefits 

Specialists who  

subscribe to the popular 

Access Perks blog

Resource

ABOUT ACCESS PERKS

CLICK HERE  
to learn more about  

Access Perks

CHECK 
IT OUT  

http://accessperks.com
http://accessperks.com
http://accessperks.com
http://blog.accessperks.com
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What is an Employee Discount Program? 

T he Ultimate Guide to Discount Programs 
wouldn’t be ultimate if it didn’t have a  
clear definition of an employee discount 
program, right? 

Basically, discount programs are collections 
of merchant-funded discounts, served up 

to a closed audience behind a password-
protected wall. Companies like Access 

Perks partner with restaurants and 
retailers to create valuable deals. 

These offers are bundled 
together for companies like 
yours, who distribute them 
to your employees.

This is not a “group 
purchasing plan” where 
employees get discounted 
items from a catalog 

managed by a 
third party. 
It’s also not an 

internal employee discount on a select number of 
products or services your company has negotiated 
(Though most good discount programs will 
integrate your own negotiated deals into their 
network.)

It’s all about discounts at popular restaurants, 
retailers, hotels, golf courses, movie theaters and 
more, negotiated by us and delivered directly to 
your employees under a private labeled mobile 
app and website with your company’s name and 
branding.

We’re talking about 25 percent off at the coffee 
shop near your office. A buy-one, get-one-free at 
the home & garden store across the street. $50 
off at the auto shop down the road. Free golf 
carts at the course your executives play on Friday 
mornings.

In other words, it’s branded as your benefit. It looks 
like your benefit. And it helps your employees save 
hundreds of dollars. But without you and your 

team spending time to put it all together.

Clear, tangible impact that when used, can impact 
lives. Sounds like a good deal, right?

Employee Discount 

Programs are collections 

of discounts provided as 

an employee perk that 

creates goodwill and boosts 

employee retention and 

engagement.

Summary
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Why are employee discount programs 
so popular? Why should you consider 
adding one to your roster of benefits 

and perks?

People Love Saving Money
If you think coupons and deals are reserved for 
older folks and soccer moms, think again. As much 
as 96 percent of Americans use coupons. wealthy 

folks, and Millennials, including 
women, dads, and teens. From 
Millennials, GenXers and Baby 
Boomers. Every demographic 

wants to save money.

Budgets for Benefits are Getting Tighter
Thanks to rapidly rising healthcare costs, 
inflationary pressures, and a bunch of other 
reasons you already know about, offering a 
competitive, attractive range of benefits has 
become a major challenge. According to one 
recent study, 97 percent of finance executives have 
“significant concerns” with benefits costs (source), 

and the average cost of providing healthcare 
already eats up 5.3 percent of a company’s annual 
operating budget (source).

Discount programs have the luxury of providing 
high value to employees at a low cost. It’s one of the 
rare benefits that has a clear return on investment, 
as most good discount programs will enable you to 
see how much employees have saved. 

Also worth noting: discount programs are typically 
not included in payroll taxes and for most companies 
are considered a de minimis fringe benefit. (source)

Employees are Slammed with Financial Stress
Another reason why people love saving money? 
The typical American’s finances are a mess right 
now. The average American adult owes $5,525 in 
revolving debt, $37,693 in student loans, $19,703 
on vehicles, and $70,322 on a mortgage.

Meanwhile, the typical household income is just 
under $68,000. Data shows that the take-home 
pay of typical American worker is down 15 percent 
from just ten years ago (source).

Why You Should Add an Employee Discount Program 
to Your Employee Perks 

CHECK OUT
our collection of coupon  
statistics for more info

https://blog.accessdevelopment.com/ultimate-collection-coupon-statistics
https://couponscience.org/iherb/2017-coupon-promo-code-study/
https://couponscience.org/iherb/2017-coupon-promo-code-study/
https://www.hrdive.com/news/survey-hr-leaders-finance-need-to-strengthen-relationship/425718/
https://www.shrm.org/resourcesandtools/hr-topics/benefits/pages/employers-project-health-plan-cost-rise-for-2021.aspx
https://www.irs.gov/government-entities/federal-state-local-governments/de-minimis-fringe-benefits
https://www.creditcards.com/credit-card-news/credit-card-debt-statistics-1276/
https://www.forbes.com/sites/zackfriedman/2021/02/20/student-loan-debt-statistics-in-2021-a-record-17-trillion/?sh=6c14f68a1431
https://www.msn.com/en-us/money/personalfinance/average-american-debt-2021/ar-BB1dmHLH
https://www.msn.com/en-us/money/personalfinance/average-american-debt-2021/ar-BB1dmHLH
https://www.census.gov/library/publications/2021/demo/p60-273.html
https://www.census.gov/library/publications/2021/demo/p60-273.html
https://www.census.gov/library/publications/2021/demo/p60-273.html
http://blog.accessdevelopment.com/ultimate-collection-coupon-statistics
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How does this bad financial news impact 
your workforce?
72 percent of adults report feeling stressed about 
money at least some of the time, while 54 percent 
say they have “just enough” or not enough  
money to make ends meet at the end of the  
month (source).

Naturally, it’s bleeding into their work. 70 percent 
of human resource professionals believe personal 
financial challenges had a “large or some impact” 
on employee performance (source) and 33 percent 
of employees admit personal finances have been a 
distraction at work (source).

You Need Every Weapon in Your Arsenal in 
the Battle for Talent
There are a few factors coming to play, but it’s 
getting harder to attract and retain talent.

Employee loyalty isn’t rewarded any longer, and  
job growth isn't even outpacing population growth 
at this point.

That means you need every advantage you can get. 
Discount programs can be attractive to potential 
employees, and those who are active in them 
typically save hundreds of dollars - enough to at 
least give someone pause before surrendering 
their position.

On an emotional level, an employee discount 
program gives every employee a reason to have 
a positive, non-working interaction with your 
company on a daily basis. That’s a significant 
advantage at a time as Americans are quitting their 
jobs at record numbers, and the worker shortage 
has grown to critical levels. (source).

Why You Should Add an Employee Discount Program 
to Your Employee Perks

CHECK OUT
this article for the full, grisly breakdown  

of the looming shortage of workers.

https://www.tlnt.com/the-war-for-talent-is-about-to-go-nuclear-heres-why-and-what-you-can-do/
https://www.apa.org/research/action/speaking-of-psychology/financial-stress
https://www.google.com/url?q=http://trendsreport.infonowweb.com/&sa=D&ust=1507680867307000&usg=AFQjCNGwYeuLmKc27KY813lmOZc6etHJOQ
https://www.lifehealth.com/addressing-employee-financial-stress-with-voluntary-benefits/
https://www.cnn.com/2021/10/12/economy/jolts-job-openings/index.html
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Fear of overspending keeps people from doing 
a lot of things that are really good for them. Like 
family trips to amusement parks, vacations and 
cruises, spa days and more.

A good employee discount program will make 
typical high-ticket items more affordable. These 
stress busters are the kind of things that help 
employees take time for themselves, so they can 
return to work fresh-faced and ready to conquer 
the world.

They Help Organizations Save Money
Business travel is projected to grow 21 percent 
after 2021.  While the pandemic put a significant 
damper on corporate travel, the Global Business 
Travel Association projects spending on business 
travel will rise significantly in the coming years. 
(source). The typical business traveler costs $949 
on airline costs, hotel fees, and other expenses 
during trips (source). 

That’s not wasted money, but a good employee 
discount program can enable those same 
amenities at a far lower cost.

Everyday business expenses can be reduced with 
an employee discount program as well, such as 
for office supplies, catering and entertainment. 
Such use of an employee discount program can 
save thousands of dollars — money that could 
otherwise be spent helping employees and 
customers.

The More Employees Use It…The Better
There aren’t many benefits that don’t cost more 
when they get used. But a discount program has 
a fixed annual cost, and so it can be promoted to 
your employees year-round. Employee discount 
programs are one of the rare perks that thrive 
on constant usage. The more employees use it, 
the more they save and the more your company 
benefits. 

In fact, one of the ultimate goals of an employee 
discount program is to integrate it into employees’ 
shopping habits. That’s why it’s important to invest 
in a quality program with free promotional tools— 
which we’ll cover in a minute.

Why You Should Add an Employee Discount Program 
to Your Employee Perks

https://www.reuters.com/article/health-coronavirus-corporate-travel-int-idUSKBN2A211V
https://www.certify.com/Infographic-TheAverageCostOfBusinessTravel.aspx
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Now that you’re aware of all the various 
ways an employee discount program can 
contribute to an organization’s bottom line, 

it’s time for a big caveat.

Not all employee discount programs are the same. 
In fact, some can be downright detrimental to your 
company reputation and overall engagement. As 
cool and fun as they seem, discount programs 
must be evaluated with the same strict standards 
you’d apply to any benefit you place in front of 
employees.

But you really get only one chance to prove the 
value of your discount program to your employees.  
If the value isn’t there when they check it out the 
first time, your employees won’t come back to look 
again. As the saying goes, you only get one chance 
to make a first impression.  

Here are the ten critical elements necessary for 
an engaging discount program sure to give a good 
impression the first time they visit. 

1 -        L ocal Offers
Make sure your discount program offers locally 
owned, brick-and-mortar businesses. Why? 
Research shows that consumers rarely travel 
beyond 15 minutes for most of their purchases 
(source). The more frequent the purchase, the less 
they’re willing to travel. However, most discount 
programs don’t have local, in-store offers because 
they can’t take a cut of those transactions like the 
can an online deal. That’s why most programs only 
offer online deals. Yet while online spending is 
growing, local, in-store spending still accounts for 
87 percent of all consumer spending. (source)

These local deals are typically negotiated directly 
with owners and managers, so for a discount 
program, they’re time-consuming and expensive 
to manage. But they’re well worth it in terms of 
employee usage.

WHAT YOU SHOULD LOOK FOR IN AN EMPLOYEE DISCOUNT PROGRAM

A study zeroed in on the average amount of time 
consumers will typically spend to make the following 
purchases:

1-7
MINUTES

8-12
MINUTES

13-16
MINUTES

17-20
MINUTES

The More Frequent the Purchase, 
the Less Consumers are Willing to Travel

Purchase  Minutes from home 
(average)

Fuel 6.01

Groceries 8.03

Fast Food 8.40

Gym Membership 9.31

Casual Dining 11.45

$ $

Hair Cut 13.37

Home & Garden 14.07

Auto Service 14.17

Movies 17.04

Clothing/Shoes 19.87

Purchase    Minutes from home 
(average)

http://ww2.accessdevelopment.com/consumer_proximity_study
https://blog.accessdevelopment.com/research-how-far-will-consumers-travel-to-make-routine-purchases
https://www.census.gov/retail/mrts/www/data/pdf/ec_current.pdf
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2-Everyday Relevance
Your discount program should have offers on the 
things people purchase most often, like pizza, fast 
food, carry-out; not to mention clothing, electronics, 
movie tickets, auto care, cell phone plans, beauty, 
home and garden – these should comprise the 
majority of offers on a discount program.

There’s room for merchants like day spas, concert 
tickets and web hosting services on any discount 
program. These have relevance, but they’re not going 
to inspire someone to make their employee discount 
program a part of their 24/7/365 spending routine.

3-Deep Discounts
It goes without saying that people want deep 
discounts and freebies. Not every merchant is going 
to offer a 50 percent off or BOGO deal, but a discount 
program worth its salt will have more of those 
than the meager 10 percent offers. The deeper the 
discount, the more excited employees will be to use 
the discount program on a regular basis.

4- Private Offers
“Private” offers are critical to a successful discount 
program. If your employees can find the same 
offers through a simple Google search or in the 
blue coupon envelope they get in the mail, your 
employee discount program will be cheapened in 
their eyes.

Why does “private” matter? Most merchants keep 
their deepest and most valuable offers away from 
the public eye. That’s because they don’t want to 
expose those deep discounts to customers who are 
already willing to pay full price. 

Plus, if it’s a discount offer that’s available online, 
in your mailbox, or is otherwise available to the 
general public, it’s more accurately called an 
advertisement disguised as a discount. 

Most companies would cringe at serving up 
advertisements to their employees and calling it an 
employee benefit. Make sure your discount 
program has plenty of these private discount offers.

WHAT YOU SHOULD LOOK FOR IN AN EMPLOYEE DISCOUNT PROGRAM
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5- They Are a Partner in Your Business
Don’t just sign up and hope that your employee 
discount program will do well. Find a provider 
who’s going to act as a partner, and is as invested 
in the success of the program as you are.

Work with that partner to create a great launch 
effort, set meaningful goals, then monitor usage 
and adjust as necessary. Whether you’re having 
weekly calls or just quarterly, you should be able 
to trust they’re working in the background to make 
sure your discount program performs as well as 
possible.

6- Security and Confidentiality
Discount programs require some employee data. 
Almost all of them will ask for an email address, 
and others will operate a shopping cart function 
that processes credit card payments to complete 
user transactions. Protecting this information is of 
the utmost importance, as a breach can have 
significant repercussions.

There are many reasons to be wary of free and 
cheap employee discount programs; the handling 
of personal information may take precedence 
over them all. These programs are known to sell 
employee data to third parties and play fast and 
loose with private data.

WHAT YOU SHOULD LOOK FOR IN AN EMPLOYEE DISCOUNT PROGRAM



America’s Largest Employee Discount Network 14

7-Merchant Relationships
For an employee, getting a coupon rejected while 
at the front of a busy line or in the company of 
friends is embarrassing enough to keep them from 
ever using the discount program again.

It’s critical that merchants accept a discount 
program’s coupons. Ensuring merchant acceptance 
of each coupon requires a good relationship 
between the discount program and the merchant.

A key indicator to show merchant acceptance 
of each coupon can be found in the use of 
redemption codes and serialized barcodes. Besides 
greatly improving the likelihood of merchant 
acceptance, they’re a clear indicator the discount 
program is working directly with the merchant.

8- Education and Communication
How will your employees learn about new and 
relevant offers? If you’re in charge of employee 
benefits, do you really want more responsibilities 
to promote the discount program on your own? 
Probably not.

Quality discount programs promote the network 
to your employees on your behalf through email, 
push notifications, printed materials, and more.

Push for high standards in this area, as there is a 
direct correlation between education and usage. 
The better the provider is at communicating 
relevant messages, the more your employees are 
going to use –and enjoy – the program.

9- In-Person Customer Service
Consumers sometimes need a little hand-holding 
with even the best discount programs. Maybe a 
merchant refuses a coupon, or they can’t log in to 
their app. Sometimes people will find merchants 
they wish were part of the discount network. Who 
should they contact?

Do you want to take those calls? 

Even worse than those calls coming to you is an 
employee getting angry and disengaging from the 
program, which could have consequences that spill 
over to you and others in the HR department.

A quality discount program will offer seamless 
methods for handling any employee redemption 
issues with live call center representatives who are 
native speakers of the language of your employee. 
They may also offer live chat and email support. 

10-Your Branding Front and Center
One of the major benefits of an employee discount 
program is that employees experience positive 
interactions with your company in an environment 
outside of work. Psychologically, these are highly 
influential on people’s perceptions.

As such, it’s imperative that a discount program 
has your name and branding front and center. 
Some discount program providers make a point to 
highlight their own brands throughout their web 
properties and apps, which only promotes 
themselves.

Don’t settle for that. You’re paying for the program, 
you should get the goodwill and respect it’ll earn.

WHAT YOU SHOULD LOOK FOR IN AN EMPLOYEE DISCOUNT PROGRAM
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Not all employee discount programs are the 
same. Some generate tons of usage and 
excitement, while others go unnoticed. The 

primary difference between a great program and 
one that’s going to fall flat is the quality of discount 
offers. 

Put simply, there are offers people love and use 
regularly, some that with all their terms and 
conditions are just ho-hum, and then there are 
blatant advertisements.

Let’s take a closer look at the entire scope of offers 
you’ll find in discount programs.

Types of Offers
There are five basic types of offers:

1. Private, Brick & Mortar Offers are negotiated 
directly between the program and a merchant 
for use by members of a closed group. At least 87 
percent of consumer spending occurs in brick & 
mortar locations (source). These in-store coupons 
are of the highest value.

Since they’re negotiated on a location or franchisee 
basis, these are costly for the provider to acquire, 
so they are usually quite scarce among discount 
programs. But they’re definitely the most popular.

Example: A buy-one entree, get-one-free from a 
local restaurant.

2. Private, Online-to-Offline Offers are redeemed 
online or by phone and fulfilled in a brick & mortar 
location. This category includes items like online 
pizza orders, movie tickets, rental cars, hotel 
reservations, and so on. These offers are difficult 
to acquire because they’re sourced directly from 
large merchants who can’t waste time with groups 
smaller than a few million eyeballs.

Example: A large pizza chain gives a discount of 25 
percent off, when picked up at a brick and mortar 
location. 

3. Third Party Online-to-Offline Offers are
sourced via third parties, who compile offers
from merchants. These aggregators include such
specialty providers as SpaFinder, and Liftopia, to
name a few. These deals tend to be neither private
nor exclusive, but they are still somewhat popular
among consumers.

One downside is that these offers are labeled 
under the aggregator, not your brand. Another is 
they often come with strict fine print about when 
and how they can be used.

Example: Discounted gym membership through 
SpaFinder, a third party aggregator.

THE DISCOUNT PROGRAM QUALITY SPECTRUM

https://www.census.gov/retail/mrts/www/data/pdf/ec_current.pdf


America’s Largest Employee Discount Network 17

4. Private Affiliate Links are a form of online 
advertising, built around a percentage off specific 
items. The discounts are usually five percent off 
or less, with the referrer keeping a slice of each 
discount for itself as revenue.

Usage on these offers is low, which isn’t surprising 
considering just 13 percent of all spending occurs 
online.  That’s right. Roughly 87 percent of all 
spending occurs at a physical location.  

These offers come from affiliate networks, whose 
goal is to maximize the number of people exposed 
to the offers.

Example: 5 percent off a toy at a department store, 
but requires you to click on a specific link that 
divvies up the discount and profit between the 
merchant, the affiliate network and other “middle-
men.”

5. Public Affiliate Offers are public deals collected 
from merchants and promoted by affiliate 
networks. They’re usually low quality, and often

don’t include a true deal at all. Many are just a link 
to the clearance section of a retailer’s website.

Like private affiliate links, these offers kick back a 
few cents to the publisher on every transaction. 
This means they’re incentivized to expose the offer 
to as many people as possible.

That’s otherwise known as advertising.

Example: A courtesy link to the Walmart.com 
clearance section.

THE DISCOUNT PROGRAM QUALITY SPECTRUM

Put your employee discount 

program vendors to the 

test with these 10 critical 

questions.

Resource

CHECK 
IT OUT 

http://blog.accessperks.com/employee-discount-programs-revealed-10-critical-questions-to-ask-before-you-buy
https://www.census.gov/retail/mrts/www/data/pdf/ec_current.pdf
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Let’s illustrate this concept of quality graphically. On the far left of this scale are 
private, in-store offers, which receive the most usage, yet are scarce and difficult 
for providers to negotiate. These are purely beneficial to the member, since 
there usually isn’t transactional revenue going back to the discount program.

On the right, the affiliate offers and deals that have no cost to acquire (they’re 
public offers) and receive little usage. These generate revenue for the discount 
program, and most people recognize them as ads.

This chart is important in evaluating the quality of a discount program. Ideally, 
the majority of a program’s offers will be on the left side of the spectrum. 

Those are the deals people are most likely to get excited about and use. The 
more offers a discount program has on the left side of this spectrum, the 
more likely the program is to drive usage and engagement.

The more offers that fall on the right, the more you’ll be providing advertising 
to your members. These are where the “free” and cheap discount programs sit 
(we’ll discuss these more momentarily). 

Their motivation isn’t to drive engagement, but to generate small shards of 
revenue. That’s why they’re willing to give their discounts away for free.

ADVERTISEMENTS
LOW Value

LOW Scarcity
LOW Usage

BENEFITS
HIGH Value

HIGH Scarcity
HIGH Usage

Represents 

90-95%
of ALL consumer

spending

200,000+

110,000+

57,000+

<1,000 0

BRICK & MORTAR
Private / Direct

ONLINE2OFFLINE
Private / Direct

ONLINE2OFFLINE 
Third Party Aggregators

ONLINE ONLY
Private Affiliate Links

ADVERTISERS
Public Affiliate
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BENEFITS
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200,000+

110,000+

57,000+

<1,000 0

BRICK & MORTAR
Private / Direct

ONLINE2OFFLINE
Private / Direct

ONLINE2OFFLINE 
Third Party Aggregators

ONLINE ONLY
Private Affiliate Links

ADVERTISERS
Public Affiliate

1. BRICK & MORTAR
Private / Direct

2. ONLINE 2OFFLINE
Private / Direct

3. ONLINE2OFFLINE
Third Party Aggregators

4. ONLINE ONLY
Private Affiliate Links

5. ADVERTISERS
Public Affiliate Links

THE DISCOUNT PROGRAM QUALITY SPECTRUM
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THE DISCOUNT PROGRAM QUALITY SPECTRUM

Represents  

85%
of ALL consumer 

spending

250,000+

100,000+

50,000+

<1,000 0

BRICK & MORTAR
Private / Direct

ONLINE2OFFLINE
Private / Direct

ONLINE2OFFLINE 
Third Party Aggregators

ONLINE ONLY 
Private Affiliate Links

ADVERTISERS
Public Affiliate Links

Here’s how the Access Perks network stacks 
up. This network was shaped over the course 
of 35+ years by consumer spending trends 
and relies heavily on direct relationships with 
merchants.
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This chart is an aggregation of discounts from the 
leading employee discount program providers. As 
you can see, they focus primarily on online offers.

Free discount programs like these earn their 
revenue through transactions generated from offers 
that they obtain at no cost or investment. If the 
discount can’t generate transactional revenue, your 
employees won’t see it. That automatically excludes 
most locally owned and popular restaurants.

In these models, employees and their data become 
the primary product. 

When considering any employee discount program 
provider, make sure you know where they get their 
discounts.  

Are their offers available to the general public? 
What percentage of their offers are redeemable 
in-store vs. online?

If the provider’s network features an abundance 
of online and public offers, you can be sure it’s 
not going to generate much usage, but is instead 
designed to generate revenue for the provider. 

Be on the lookout for programs that try to trick 
you into thinking they have more brick & mortar, 
privately negotiated offers than they do. More 
about that later.

THE DISCOUNT PROGRAM QUALITY SPECTRUM

60%

5-10%
10-15%10-15%

<5%

BRICK & MORTAR
Private / Direct

ONLINE2OFFLINE
Private / Direct

ONLINE2OFFLINE 
Third Party Aggregators

ONLINE ONLY 
Private Affiliate Links

ADVERTISERS
Public Affiliate Links
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We spent much of the last section 
discussing what constitutes an effective 
employee discount program. There is a 

clear difference between a good program and the 
free or cheap options.

But How Much Should You Expect to 
Spend on a Good One?
The short answer is it varies. Programs like Access 
Perks adjusts their pricing based on how many 
employees you have in your organization, as well 
as what categories you want in their subscription, 
like food, shopping, travel and activities.

For our typical subscription, employers pay about 
as much as a small candy bar per employee, per 
month. We’re on the more affordable end. Other 
discount programs may be looped into a larger 
employee rewards package, which will significantly 
increase costs.

Whatever you spend, look for one that will help 
employees save at least four to five times your 
overall annual cost. A discount program with a 
travel booking engine should be able to offset your 
company’s costs quite easily.

Wait, What About the Free Employee 
Discount Programs?
Yes, there are free and cheap options available. 
For many reasons you want to avoid this route.

First, free programs are built on affiliate offers 
that offer little value, and tend to be more like 
advertisements. They simply don’t generate much 
usage. Their goal is to get access to your member 
data so they can upsell and re-market to your 
employees. This helps them generate ongoing 
revenue from your employees, and you get nothing 
in return. No engagement. No goodwill. No control. 

Second, these programs open your business up 
to potential legal issues in a few ways. Many of 
them will sell your employee’s personal browsing 
and redemption data. Even if done somewhat 
anonymously, this may not sit well with your 
employees.

The other way it poses legal risks is through usage 
of merchant intellectual property. Merchants are 
very specific about how their names and logos 
are utilized. If their style guides are not followed 

precisely, they have authority to pursue legal action 
on every offending entity - including your business’ 
employee discount program.

Third, and most importantly, you will lose the 
confidence of your employees because the so-
called employee benefits has little, actual value. 
Promoting a collection of affiliate advertisements 
that masquerade as an employee perk is a sure 
way to ruin your otherwise good relationship with 
employees, and will make them second-guess  
your intentions.

With free programs there is a clear lack of value, 
so employees will typically ignore your program 
over time. That means a bad discount program 
can actually cause harm, because if you decide 
to upgrade to a better-quality program, your 
employees will already have a bad taste in  
their mouth for all discount programs. Then 
you’ll wonder how so many other companies 
have succeeded with their discount program,  
and you can’t.

HOW MUCH SHOULD YOU SPEND  
ON AN EMPLOYEE DISCOUNT PROGRAM?
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One thing about discount programs is that just 
about anyone can create one - if you have 
the time and resources. But the challenge 

with home-grown discount programs is that once 

you’ve signed up a merchant, that’s when the real 
work begins. It’s a high-maintenance, manual and 
often complex process that requires a significant 
oversight. Not to mention, patience. 

It has taken Access 35+ years to build our network of 
50,000+ merchant relationships. Here’s what we’ve 
learned along the way:

1. There are no shortcuts.
Quality discount programs are built on relationships. 
There’s no such thing as a quick “hack“ in any 
relationship. The same goes for business owners. 
You can’t build their trust in a day. It takes months, 
even years to create a mutually beneficial and 
trusting relationship. And despite those who think a 
public affiliate deal is “almost as good” as a discount 
that comes from a direct relationship, think again. 
The value of the average public-facing affiliate offer is 
roughly 8 percent off. The typical value of a discount 
in the Access network, is 32 percent off. 

If you want your employees to actually use your 

discounts, you have to take the time to build those 
trusted and direct relationships. That means you’ll 
need to get busy working the phones and visiting 
nearby merchants. Talk to the managers and owners, 
tell them about your company and what traffic and 
new business you can offer them, in exchange for a 
compelling discount offer. Give them a good reason 
to work with you.

Another aspect of building relationships with 
merchants is ensuring they’ll recognize your offers.

Few things will enrage employees more than having 
their coupons rejected at the point of sale. It’s 
important that the managers and staff at a merchant 
are familiar with your offer.

Finally, you’ll also need some technical skills to build 
a place for employees to find your offers. Whether 
it’s a new website or a company intranet, you’ll need 
a secure site online for your discount program to live. 
If it’s not easy to redeem the offer, your employees 
won’t use it.

SHOULD YOU BUILD YOUR OWN EMPLOYEE DISCOUNT PROGRAM?

contracts

offers

compliance
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customer 
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research

sales 
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2. Understand the world of merchants.
Convincing merchants to offer a quality discount to 
your employees takes more than just working the 
phones. Do some homework about the merchant first. 

• Have they offered other coupons elsewhere?
• Is there a time of the week when business drags?
•  Do they have a high-value, low-cost item that,

if offered for free, will entice crowds to enter?

Most retail managers and owners are overbooked 
multitaskers who are dealing with customers, 
employees, and vendors at the same time.  
They’re doing what they can to make their  
business profitable.

Come armed with knowledge and a way to help, 
and you’re more likely to walk away with a quality 
offer for your employees.

3. Have a clear, concise contract.
Once the merchant has agreed to providing a 
discount offer for your discount program, you’ll 
need to have them sign an agreement with certain 

terms and conditions. Make sure they have a  
way to get out of the agreement, but not without 
giving you notice. 

It’s also important to have in writing the merchant’s 
agreement to participate, just in case a new 
manager or owner comes along and sends you 
a “cease and desist order” because they weren’t 
aware of the existing agreement. 

Lastly, contracts outline details such as permission 
to use the merchant’s logo in marketing materials. 
Remember - these need to be followed closely, 
otherwise you risk losing the merchant or face  
legal action.

Contracts are worth the investment because 
they’re a tool to ensure the merchant honors the 
deal your members expect. Talk with your legal 
counsel about drafting a contract.

SHOULD YOU BUILD YOUR OWN EMPLOYEE DISCOUNT PROGRAM?

Free and cheap employee 

discount programs sell data 

and turn your employees 

into advertising conduits. 

Click here to learn more 

about how they can harm 

your company.

Resource

CLICK 
HERE 

http://blog.accessperks.com/the-ten-secrets-of-free-employee-discount-programs


the Return on 
Your Investment   

MAXIMIZING



INFOGRAPHIC — 24 WAYS TO PROMOTE YOUR EMPLOYEE DISCOUNT PROGRAM

CLICK FOR 
FULL SIZE 
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https://www.accessdevelopment.com/hubfs/Access_Loyalty_Blog/Employee%20Discount%20Program%20infographic.png
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Whether you’ve built one yourself or 
partnered with a company like Access 
Perks, there’s no such thing as a “set it 

and forget it” employee discount program. Getting 
the maximum return on your investment takes a 
bit of work.

Most of that work you can offload to your discount 
program provider. But there are a few ways you 
can make a big difference.

First off, employees must know about your 
program. Start the discussion before open 
enrollment, then have them opt-in with their email 
address when confirming their coverage for the 
coming year. Your discount program provider 
should have materials you can use to help  
spread the word.

Once they’re in, focus on usage. This is the heart 
of your effort. Lean on your discount program 
provider to promote new and relevant offers 
through email, push notifications, content for your 

intranet and Slack forums, social channels, 
printed materials, and more.

Employees tend to follow the lead of their 
direct managers, so spend some time getting  
your leadership team informed and excited about 
the program. 

One idea to get an entire team on board is allowing 
employees to select a team lunch at a participating 
merchant. Another way to generate usage and 
excitement is to encourage employees to submit 
places they’d like to see participate on the discount 
program.

Most programs, including Access Perks, love 
it when they can approach a merchant with a 
personal referral in hand.

Paying less than full price can be great fun, as 
people love to save money. There’s no limit to the 
creative ways you can get employees involved and 
active with the program. Talk to your discount 
program provider for ideas and inspiration.

MAXIMIZING THE RETURN ON YOUR INVESTMENT

Employee discount 

programs need usage, 

which requires promotion 

and education. Rely 

on your vendor to help 

encourage employees to 

redeem and save.

Summary
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Congrats! You’ve added an employee discount 
program to your existing suite of employee 
perks. But how do you know if it’s doing what 

it’s supposed to be doing?

Success can be measured in many ways. To most, 
success is simply knowing employees are using the 
program and saving a lot of money. 

But an employee discount program can help with 
your engagement, recruiting and retention as well. 
There are many ways to leverage your discount 
program into your business. To measure the success, 
look first to these key performance metrics.

Registrations
This is how many employees are signing up for the 
discount program. While seeing all your employees 
active in the program sounds reasonable, it’s 
not a realistic goal right out of the gate. Aim for 
incremental signups. Shoot for 20 percent initially, 
and talk to your discount program provider about 
ways they can help you boost registrations.

Visits
Are employees logging in and snooping around the 
offers? How frequently? Low logins can indicate a 
lack of perceived value if your registrations are high.

It can also be an indicator of a poor browsing 
experience.

Redemptions and Money Saved
This is where the rubber meets the road. How much 
are your employees engaging, using and saving 
with your discount program? If you’re seeing lots 
of visits but low redemptions, then it’s a sure sign 
that the quality of the offers is low. Conversely, 
high redemptions and low visits mean you need to 
promote the benefit more!

HOW TO TELL IF YOUR EMPLOYEE DISCOUNT PROGRAM IS WORKING
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Marketing Impressions
Are your emails being opened? Are people 
registering after seeing your printed mailer arrived 
in in their mailbox? Figure out what actions you take 
that can increase activations, visits and redemptions, 
then repeat the process.

Merchant Feedback
Merchant relationships drive great offers. Whether 
you’ve built your own discount program or not, take 
every opportunity to talk with merchants and use 
their feedback. The end result will be better offers, 
easier merchant retention, and painless redemption 
for members.

User Feedback
Ask your provider if they are capturing any feedback 
from your employees. Sometimes, they’ll call the 
customer service line, or they’ll email some positive 
feedback after saving money. These anecdotal 
experiences can go a long way to help you build  
your program. 

You Might Have to Get Pushy
A good discount program provider will have all 
of this data, and more, at their fingertips. Some 
will volunteer it to you, while others will wait until 
you ask. Some may not reveal it, simply because it 
doesn’t paint a pretty picture. It’s worth seeing, even 
if you need to get pushy.

If the data doesn’t look great (no one is logging 
in, redemptions are in the tank, etc.), then work 
with your provider to find a way to fix it. As we’ve 
mentioned countless times already, treat your 
employee discount program as a partner, not just 
another vendor. They should be as invested in its 
success as you are.

Work with them to set goals and action steps to meet 
those goals. Set up a recurring meeting for status 
updates, and constantly badger them for ways to get 
better and do more.

HOW TO TELL IF YOUR EMPLOYEE DISCOUNT PROGRAM IS WORKING

Adding a new employee 

benefit can be tricky. 

Read our guide to creating 

a slam dunk case for getting 

the perk you want.

Resource 

CLICK 
HERE 

http://blog.accessperks.com/how-to-make-an-undeniable-case-for-a-new-employee-benefit
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HOW DISCOUNT PROGRAMS BOOST YOUR MOST IMPORTANT ASSET: YOUR EMPLOYEES

These are a lot of words and lessons to be learned around 
what seems like a pretty simple topic.

Yes, it’s just a discount program and surely it isn’t as 
important as your health coverage. 

But it’s a perk you’re giving your employees, who are your 
most valuable asset. Nothing should jeopardize their faith 
in your company, and you need every benefit and perk 
placed in front of them to deliver honest value.

If you’re going to give them a discount program, give 
them the best. 

• Help them save hundreds of dollars.
• Open the door to an amazing vacation.
•  Give them an incentive to save money

at the new restaurant with their coworkers.
•  Make their lives easier and better by helping them

keep more of their dollars in their wallets.

That’s what employee discount programs are all about. 
They don’t cost much, but they deliver big time when 
they’re done right. So take the time and make the 
investment to do yours right. Your most important asset 
will thank you for years to come.

Keep up with the latest in

employee benefits and 

engagement with our curated

statistics databases. 

Resource

Employee Engagement &

Loyalty Statistics

Employee Benefits & Perks Statistics

http://blog.accessperks.com/employee-engagement-loyalty-statistics-the-ultimate-collection
http://blog.accessperks.com/employee-benefits-perks-statistics


Now that you know everything there is to know 
about employee discount programs, check out 
the company with the largest and best employee 
discount network in the nation - Access Perks.

Access Perks helps hundreds of businesses add 
value to employees through deep discounts at local 
and national merchants. Our program features over 
a 1 Million merchant locations worldwide.

It isn’t just about being the biggest, however. We’re 
also the most relevant, with LOCAL, in-store offers 
nearby 99 percent of the U.S. population. We cover 
all fifty states, plus the top 500 markets and beyond.

What about the popular national brands? We have 
those covered, as well as deals popular online 
retailers and only the most elite of affiliate offers.

Finally, and this is a big one, we also have a travel 
section with hotel, car rental, cruise, and vacation 
packages sure to beat every price you can find 
online at places like Expedia®, Kayak®, Trivago®, 
etc. This feature alone covers the cost of Access 
Perks for most of our clients.

Don’t just take our word for it. Try it yourself.

DON’T BUILD IT YOURSELF – WORK WITH ACCESS PERKS!

The Access Perks Employee Discount Network

Over 10,000 Cities

All 366 U.S.  
Metropolitan Areas Serving 99.6% of  

Entire U.S. Population

All 576 U.S.  
Micropolitan Areas

CLICK HERE 
to contact us for  

a FREE personal trial 
ACCESS PERKS

http://blog.accessperks.com/employee-engagement-loyalty-statistics-the-ultimate-collection
https://blog.accessperks.com/employee-engagement-loyalty-statistics-the-ultimate-collection#hello
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800-840-0032 / AccessPerks.com

Follow Access Perks

http://www.accessdevelopment.com/
http://www.twitter.com/Access_Perks
http://www.linkedin.com/companies/162248/
http://blog.accessdevelopment.com/
https://www.facebook.com/AccessDevelopment



