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Hi! I’m Sharon Jurd and today I want to talk to you about loyal and 
repeat customers. And what’s the difference between that? Well, my 
definition is this; repeat customers are the people who will buy off you 
when you have a sale or a promotion or any other advert happening or 
campaign happening. The loyal customers are the people who will buy 
off you when you most need them. And what I mean by that is that they 
will just buy with you when you need people to buy off you so you have 
cash flow and profit and all of those sorts of things.  
 
What I suggest in business is don’t continually run promotions and sales 
because what happens is, those repeat customers will sit and wait for 
your next promotion or sale. And they won’t buy off you when you truly 
need them. And if you’ve got a sale going on, on Mother’s Day or 
Father’s Day, Christmas, End of Financial Year, New Year, they’re just 
going to wait for the next sale. They will never pay full price for your 
product. And a lot of people go out there looking for those repeat 
customers and go, “Every time we have a sale that person comes and 
buys off us.” They are not the customers that you need. You need the 
loyal customers, that when they need the product or you want them to 
buy they will buy from you regardless of the sale or the promotion.  
 
And I’ve seen it in a lot of industries particularly in retail where people 
would walk into a shop and only buy if there’s an up to 50% off in the 
window. You walk around shopping centers and if there’s no sale sign in 
that front window you tend not to go in because the retail industry has 
taught us that we should only buy on sales. And they’ve continued to do 
that and educated the consumer that unless it’s on sale we’re not 
buying. So don’t do that in your business.  
 
Have your set price, yes, you can run a promotion or a sale occasionally 
but don’t make it a habit that every time there’s something on you’re 
going to sell a promotion happening because you will never sell your 
products at full price. The thing we don’t want to do is compete on price 
with other competitors in your marketplace.  
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So stop competing on price, give them a good product, give then a good 
experience and make sure that you look after those loyal customers not 
just the repeat customers.  
 
I’m Sharon Jurd and I’ll talk to you soon.  
 


