D TheCaseSolutions.com

HARRAH'S ENTERTAINMENT, INC
REWARDING PEOPLE

_ —

> -
nl"...(

'h-s’




Dntsocouctisrn

One of the largest casino and hotel operators in the United States, Harrah's
Entertainment, Inc. set up an outstanding example of how the rewards concept
may help to succeed. This case looks at how the company, Harrah's incorporated

customer’s data as well as new developed loyalty programs that boosted
customer satisfaction while increasing profitability despite facing intense
competition within the gaming and hospitality business.




Tnnovative ZM

The crux of success at Harrah's is probably its Total Rewards
program, which changed the face of commitment from the side of
the customer. Contrary to most competitors that fully concentrated
in offering luxurious amenities as the key selling point, Harrah's
used its customer information base to individualize.




i Data-Dreven B

As a marketing strategy, Harrah's used statistical analysis to analyze
customer behaviour and tastes. In this way, through the analysis of the
information gathered, the company was able to implement proper division of
the client base with special focus to high and frequent turnover players.




( 6, weliioion A

Rewarding programmes as depicted by Harrah's Entertainment, Inc. are
good examples of how business objectives can be used as well as
supported customer and employee needs. Using data and offering
individualized attention, the company became at the vanguard of

customer loyalty program not only in the realm of casino and hospitality.
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Resswnce

This case Is just a sample partalil
case solution. Please place the
order on the website to order your
own orignally done case solution.

Resource: Visit
thecasesolution.com for detailed
analysis and more case studies.
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