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Introduction World’s Leading 
Marketer of Consumer 
Savings & Merchant 
Promotions

8 MILLION CONSUMERS



Strong Local Presence
161 North American 
markets
75% of available 
households
700 field sales and service 
employees; 1,050 total
Traditional distribution via:

18,000 schools;
35,000 community 
groups
Top retailers

Over 8,000,000 consumers 
paying annual fees
$7B estimated merchant 
transactions



Deep Merchant Coverage

Dining Out
Fast Food & Carry Out
Events & Attractions
Hotels, Airline & Travel
Retail and Services

65,000 Merchants 
250,000 
Locations



50% Savings & High-Value Discounts

CitySearch - Best 
Romantic

#1 Audience 
Winner
#1 Editorial 
Winner

Zagats
DiRona Award Winner
Wine Spectator



Discount Products

MERCHANT DATABASE

LOCAL COUPON 
BOOKS

ONLINE 
MEMBERSHIPS

PRIVATE LABEL 
PROGRAMS



Value Propositions

50% Savings

Great Local Places

Everyday Savings

Easy to Use

CONSUMERS

New Customers 

Pay-for-Performance 
(No Risk & 100% Trackable)

Tools to Manage Promotions

Loyalty Feature Drives 
Repeat

MERCHANTS



Solid Penetration 
& Loyal Consumers

~8%
~16%
~21%

IN TOP TEN 
MARKETS

IN TOP THREE 
MARKETS

CURRENT 
HOUSEHOULD 
PENETRATION

EPI's CONSUMERS ARE LOYAL

77%

39%

85%
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Repeat Purchasers Have Purchased for
Five Years or More

Plan to Purchase
Again Next Year

Source: 2002 EPI Attitude & Usage Study

Source: 2001 RUF Study; Internal Sales Data



Impressive Usage & Redemption Statistics

CONSUMERS: MERCHANTS:

SIGNIFICANT USAGE
25 OFFERS PER YEAR

AVERAGE MERCHANT RECEIVES

$75,000 - $115,000
IN ANNUAL SALES FROM EPI 

MERCHANT RENEWAL RATE
~77% LOCAL

~92% NATIONAL

How Often Do You Redeem Offers in the Entertainment Book?

57%

25%
18%
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25 Times Per Year or
More

12 Times Per Year
(i.e., Once / Month)

Less Than 12 Times
Per Year

STRONG REDEMPTION 
2,000 to 3,000 per year

CONSUMERS DRIVE $7 BILLION IN ANNUAL SALES

Source: 2002 EPI Attitude & Usage Study Source: Company estimate



Discount Business
Today

80%
Households 

Using Coupons 
or Discounts

8% EPI

80% of households use 
coupons or discounts

Online coupons are less 
than 1% of market

Online coupons printed/downloaded 
increased 111% in 2002 to 242 
million
Redemption increased 400% to 7.6 
million

Source:  NCH Marketing Services - 2002

Transaction pending.



Discount Business 
Our Goal

25% EPI

25% household 
penetration 

Get in the middle of $7B 
(and growing) transaction 
stream

Source:  NCH Marketing Services - 2002

Transaction pending.



Migrating Business Online

Strategy
Product transformation 
Build registered card product
Expand direct distribution



Product Transformation

NEW SITE
LAUNCH: FALL 2003

WEB SITE

Easy search & sort
Relevant offer 
merchandising
Multi-location 

mapping
Strong member 
communication

BOOK MEMBERSHIP
TRADITIONAL: 41 YEARS

PUBLISHED COUPONS

8mm paying 
consumers

Published coupons
$25 - $45 per book

Fundraising 
distribution 

Seasonal

Trackable 
Entertainment® Card

Transaction pending.



Product Transformation

ONLINE SAVINGS 
SUBSCRIPTION

LAUNCH: FALL 2003

PRINTABLE 

DISCOUNTS

Target web savvy 
audience
Printable discount 
offers
$3.99 monthly fee
Direct-to-consumer 
distribution
No seasonality

NEW SITE
LAUNCH: FALL 2003

WEB SITE

Easy search & sort
Relevant offer 
merchandising
Multi-location 
mapping
Strong member 
communication

BOOK MEMBERSHIP
TRADITIONAL: 41 YEARS

PUBLISHED COUPONS

8mm paying 
consumers
Published coupons
$25 - $45 per book
Fundraising 
distribution 
Seasonal



Build Registered Card 

Capture % of $7B (and growing) Merchant 
Transaction Stream

Convert 
Merchant 
Base

Market to    
Consumers

Merchants Agree to Accept Credit Card Discount
Automatically processed with payment
Performance driven marketing

New 
Revenue 
Stream

Discreet, easy-to-use consumer savings product

EPI Captures % of each merchant transaction upon 
payment



Transaction Confirmation

Consumers will 
receive an email 
transaction 
confirmation 
within couple days



Monthly Credit Card Statement



Merchant 
Tools 



Merchant 
Tools



Expand Direct Distribution

Pure e-commerce 
site
Buy book now, 
come back next 
year

OLD WEB SITE

Vastly improved 
product & 
technology
Leveraging IAC 
web-talent & best 
practices

NEW WEB SITE: OCT 2004



Media to Drive Direct-to-Consumer Sales

Utilize Mix of 
Online & 
Offline Media
Book Sales
Online 
Savings 
Subscriptions



Q&A
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