
Multinational Chain of Petrol 
Stations in Slovakia

Case study

Our partner is one of the largest network of petrol 
stations in Slovakia. The aim of the cooperation was to 
focus on clients who spend less than 50% of the total 
monthly spending on petrol with the partner. Among 
them, we managed to increase the average Share of 
Wallet from 18% to 31%. For those who took advantage 
of the offer, their spending increased by 238%. Thanks 
to the campaign, 41% of new clients also fell into the 
category of Share of Wallet over 50% and could thus 
be considered loyal customers.

Increase of Average 
Share of Wallet from 
18% to 31%

Increase in spending 
of those who used the 
offer by 238%

41% of new customers 
had a Share of Wallet 
over 50%
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Challenge
Our long-term partner is one of the largest fuel retailers in Slovakia. They run 
their own loyalty program, but they are only able to reach their existing clients 
through this channel. Therefore, they are constantly looking for new ways to 
reach and acquire new clients. Although the company places great emphasis 
on working with data, the performance of some marketing tools cannot be 
accurately measured. That is why card-linked marketing brings great benefits, 
where the precise attribution of sales is one of the main advantages.

Result

Objective
Reach new customers who do not use the loyalty program and increase 
sales.

Customers with a Share of Wallet of less than 50%, 
increased their Share of Wallet from 18% to 31% 
during the campaign.

The increase in spending for those who took 
advantage of the offer was 238%.

During the campaign, the Share of Wallet rosed 
above 50% for 41% of new customers using the 
offer.

Solution
The use of the Dateio’s cardio-linked marketing platform enables the insight 
into how the targeted customers react to the offer and how they use it. At the 
same time, it is possible to target different customer segments according to 
their current spending.

Clients were divided into two groups according to their current spending 
with the retailer:
1. Clients with a Share of Wallet of less than 50% received a 2% cashback on 
any transaction during the campaign
2. Clients with a Share of Wallet greater than 50% had the opportunity to 
use 1% cashback


