
VILLAGE CINEMAS LEVERAGES
MOVIO CINEMA AND MOVIO EXPERTS 
TO GROW LOYALTY PROGRAM

CASE STUDY



O BJ ECTIV ES

• Managing the Village Movie Club loyalty program  
using a data-driven approach

C H A LLE N G ES

• Effectively administering the loyalty program

• Capturing the full transactional record

• Optimizing the program to allow for improved value

S O LUTIO N

• Movio Experts

• Movio Cinema

R ES U LTS

• Managing the program with a small skilled users team

• Understanding members’ behavior

• Building relevant campaigns for each target group

• Gauging campaigns effectiveness

• Redesigning the program for improved engagement
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For more than half a century, Melbourne-based Village Roadshow has  
been a significant player in the Australian cinema industry. Starting with  
drive-in theaters in 1954, the Village Roadshow enterprise has grown to 
become truly global in scope, and continues to lead the world in providing 
state-of-the-art entertainment experiences. Its Cinema Exhibition division 
operates predominantly in Australia, Singapore, and the United States, mainly 
through joint ventures with Event Cinemas in Australia and Orange Sky Golden 
Harvest in Singapore. In Australia, the Village Cinemas subsidiary is one of the 
country’s major exhibitor brands with 23 sites and a total of approximately 240 
screens across the country.

Since its inception, Village Cinemas has not only expanded the number  
of cinemas it operates, but has enriched the cinema-going experience  
through its “entertainment destinations.” It has also sought to widen the  
appeal of going to the movies by developing new concept cinemas that  
attract a broader demographic and provide entertainment in true style.  
A good example is the introduction of Village’s Gold Class Cinemas.

Gold Class Cinemas offer guests a luxuriously intimate setting and first-class 
quality films, food, beverages, and service. Each Gold Class Cinema features 
fully electronic, lavish reclining armchairs; super-wide wall-to-wall screens;  
and the latest in digital picture and audio. Additionally, they boast a full  
service bar, lounge, and gourmet food with personal waiter service during  
each screening.

Other innovations under the Village Cinemas umbrella include Vpremium  
and Vmax Cinemas: the former is designed for movie connoisseurs, and  
the latter provides the biggest cinema screens in Australia for an unparalleled 
way to experience blockbuster movies.

The range of viewing venues under the Village Cinemas brand underscores  
the diversity of its customer base and their behaviors, something that has  
been a challenge to the company’s loyalty program, and ultimately a factor  
in the evolution of that program.
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Movio worked with us to implement  
a solution so we could fulfill the loyalty 
program the way we wanted to.

Mohit Bhargava  •  General Manager Marketing & Sales, Village Cinemas
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Established in late 2008 using Vista’s Loyalty software the Village Movie  
Club (VMC) currently has more than 550,000 members. Current program  
benefits include:

• See five movies in a 12-month period and get a $9 movie ticket.

• See 10 movies in a 12-month period and get a free admission ticket.

• An $11 movie of the week is only available to VMC members  

(updated every Thursday).

• There is no service fee (i.e., $1 off) for online ticket purchases  

by VMC members.

• Members qualify for a $10 regular popcorn and drinks combo.

• Members have access to exclusive film screenings, competitions,  
and promotions.

Wanting to target and further optimize the effectiveness of their 
communications, the Village Cinemas marketing team integrated  
their loyalty program with Movio Cinema in November 2011, giving  
them the opportunity to use their loyalty data to better promote their  
offers and entice moviegoers.

TH E  VILLA G E  M O VIE  C LU B:
EN H A N C E D  A N D  IM PR O V E D 
WITH  M O VIO  CIN E M A
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Movio is the global leader in marketing data analysis and campaign 
management for cinema exhibitors and distributors. It maintains real-time, 
authoritative data on the loyalty activity and transactions of customers,  
and integrates with the leading cinema POS systems such as Vista 
Entertainment Solutions.

“ Movio worked with us to implement a solution so we could fulfil the loyalty 
program the way we wanted to, but without having to scrap the investment 
made in the program to date,” notes Mohit Bhargava, General Manager 
– Marketing & Sales of Village Cinemas. “Essentially they added a layer of 
functionality on top of Vista’s Loyalty that streamlined the loyalty program.”

“ Movio came up with an alternative process to the one we had been using, 
without which we would have been in quite a bind,” he continues. “They  
went above and beyond to see that we got the results we were after.”
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Since implementing Movio Cinema, Village Cinemas has noted a significant 
improvement in the way it can target behavioral-based patterns rather than  
make assumptions based on preferences previously indicated by customers. 

“ For instance, we can target more specifically based on what cinemas a customer 
has gone to, what movies he or she has watched, the time of day they have  
viewed the film, and so on.” says Bhargava. “It gives us a truer indication  
of transactional behavior.”

Moreover, the kind of reporting available through Movio Cinema has given  
a huge improvement, in terms of access to granular information and the  
ability to leverage that to provide a better understanding of customers.

“ This information has been a big benefit to us, in terms of tailoring our  
campaigns to the audience,” says Bhargava.

O N-TAR G ET  EX EC UTIO N

He attributes the following results to using Movio Cinema:

• Higher open rates than ever before

• Higher conversion rates

• Clear spikes in retail sales

• A significant increase in contactable members

• Easier development and dissemination of campaigns

“ Before implementing Movio Cinema, the data we received was very basic;  
but now, the information we get is much more sophisticated,” Bhargava points 
out. “We can clearly see it’s made an impact on our total database numbers  
and contactable member numbers. When we compare similar campaigns,  
we see a year-on-year increase in performance.”
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While the performance of VMC had improved significantly with the application  
of Movio Cinema, Village Cinemas wanted to improve the loyalty program further, 
so that it would deliver more value to both the customer and the organization. 
Three years after the implementation of Movio Cinema, they called in Movio  
Expert Sarah Lewthwaite, Managing Director, EMEA, at Movio.

“ We went to a lot of vendors, but Movio was clearly the best in the loyalty  
program area,” says Bhargava. “All their people are technically astute, but  
they also understand the business of cinema. So their insight into the business  
side of things combined with their technical knowledge was fantastic.”

Sarah has more than 15 years experience in the cinema industry, and is the  
former Vice President of Marketing at Cineplex Entertainment, Canada’s largest 
exhibitor. She was instrumental in launching and operating Cineplex’s SCENE  
loyalty program, one of the best loyalty programs in the world, now with more  
than six million members.

“ She flew down here from London to spend some meaningful time with us,” 
says Bhargava. “She listened to everything that we wanted in a new program  
and exceeded our expectations in terms of putting her boots on the ground –  
going to sites and having a firsthand look at our operations. Sarah asked us to 
take her around everywhere; for example, she wanted to experience Gold Class 
Cinema herself. She made a point to meet our staff and do workshops with us. 
Sarah was very hands-on and keen to understand exactly what we needed; her 
recommendations were spot-on in terms of delivery.

CALL  IN  TH E  EXPERTS
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Lewthwaite’s work comprised of two phases:

Phase One was to reevaluate Village Cinemas’ current member communications 
strategy. Although they had a program with a large base of members and 
wanted to refresh their program overall, they also had the opportunity to get 
some quick wins by communicating more effectively with their existing base. 
Recommendations were developed with respect to email design, segmentation 
schemes, and campaign strategies

Phase Two was to review the program in its entirety and refresh the design so 
that it delivered better results long term while more effectively supporting the 
various areas of the business (e.g., Gold Club, Cinema Europa, Vmax).

A survey of the current VMC members was conducted to gauge their level of 
satisfaction with the current program, as well as their interest in a new program 
structure. Members were contacted based on the value segment they fell into 
from their current program behavior, and results were segmented accordingly.

Sarah was very hands-on and  
keen to understand exactly what  
we needed; her recommendations 
were spot-on in terms of delivery. 

Mohit Bhargava  •  General Manager Marketing & Sales, Village Cinemas
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Following Sarah’s evaluation and recommendations for VMC, Bhargava and his 
team are looking forward to redesigning their loyalty program so they can better 
engage with their customers ensuring they do so via their preferred channels.

Village Cinemas has been looking at the program viewership through the 
dashboards in Movio Cinema; having observed that mobile viewership has 
surpassed desktop viewership, it has mobile-optimized its templates accordingly. 
Further, the organization is looking to integrate more special media into their 
promotional mix (e.g., social media, user-generated content) moving forward.

Beyond his endorsement of Movio Experts, Bhargava compliments Movio’s 
support for Village Cinemas on an enterprise-wide basis. “The service we get 
from Movio is outstanding,” he concludes. “Any time we’ve had an issue,  
they’ve always been right on it. They care about our business and resolving 
everything to our satisfaction. They’re also very proactive, contacting us about 
new features, plans for the future, and so on. Such transparency is important to  
us and very much appreciated.”

FR O M  V M C  TO …
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A B O UT  M O VIO

Movio is the global leader in marketing data analytics and campaign 
management solutions, revolutionizing the way the film industry interacts  
with moviegoers. Movio is the world's most comprehensive source of 
moviegoer data and has products designed specifically with the challenges  
of movie marketing in mind. Movie lovers at heart, it's our mission to  
connect everyone with their ideal movie. 
 

       www.movio.co 

       @MovioHQ 

       www.linkedin.com/company/movio
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