
Despite running a series of successful locations in Canada for the past 14 years, Body Energy 
Club knew it needed to do things diff erently in the US to build its customer base and looked for a 
loyalty platform to help speed growth. Thirdshelf Inc.’s cloud-based customer loyalty program, built 
exclusively on Intel®-based hardware, analyzes, reports and automates sophisticated marketing 
campaigns to keep customers coming back.

Challenge:
• Well-known in the Vancouver, B.C. area, Body Energy Club believed it would need a diff erent 

approach to build brand recognition for its fi rst US location of one-stop health products and 
smoothies. With intense competition, the owner was committed to accelerating growth at 
the new location to speed profi tability, but needed a more eff ective process to connect (and 
reconnect) with customers than it was using in Canada.

Solution:
• Stay Top of Mind. Thirdshelf Inc. provided Body Energy Club with a full-featured, cloud-

based customer tracking and loyalty program built from the ground up on Intel® hardware. 
Integrated with the store’s point of sale system, the store owner easily captures customer data, 
purchasing habits and tracks performance of marketing programs to build a following more 
quickly than he had in Canada.

Impact:
• In its new US location, Body Energy Club saw revenues grow 400% a day since its launch, 

reaching $4,000 a day in a short eight months.

• Customer engagement and email marketing programs delivered by Thirdshelf’s cloud-based 
service and hosted on servers powered by the Intel® Xeon® processor E5, achieve email open 
rates of 85%, signifi cantly higher than the industry average 18% open rate.

• Off ers sent to Body Energy Club’s customers generate a 16% redemption rate, signifi cantly 
higher than the industry’s average of 0.13%.

• Body Energy Club’s customer database reached 6,800 members within the fi rst six months.
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Marketing off ers generate 
16% redemption rate at Body 

Energy Club, topping 0.13% 
industry averages.

Sales hit $3,000/day, 
nearly double the grand 
opening sales of its fi rst 

Canadian location.

“Small retailers typically rely on their intuition to fi gure out their customer buying patterns and who 
are their most profi table customers but their data often shows a very diff erent picture,” says Antoine 
Azar, CTO, Thirdshelf Inc.

“We observed a disconnect between what business owners think is going on in their business and 
what the data actually shows. In the brick and mortar world collecting data can be very hard and 
habits around making sense of the data are still rare,” he says.

Thirdshelf built a customer loyalty platform for independent retailers that tracks purchase patterns, 
analyzes the data and provides retailers with automated marketing programs to let them engage 
and re-engage with customers. The powerful, cloud-based system integrates with a retailer’s point 
of sale software to synchronize customer and transactional information.

“We built a cost-eff ective solution to let a retailer collect customer data, extract insights from this 
data and automate marketing campaigns based on those insights to bring customers back in store 
or increase the average basket size,” Azar says. Thirdshelf also reports back on the eff ectiveness of 
each campaign in exact dollar amounts generated, providing retailers for the fi rst time with a real 
measure of return. 
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“We invest in the 
tools that enable 
our team to do 
great work. We 
want them to have 
a very effi  cient 
machine that 
always works 
and is never an 
obstacle for them.” 

Antoine Azar
CTO
Thirdshelf Inc.

“We’re putting retailers back in the drivers’ 
seat of their business to empower growth. 
This is a totally new reality for retailers and 
was something previously reserved for big box 
chains that could aff ord to spend millions.”

When looking to deploy its solution, Thirdshelf 
chose the Google Cloud Platform* for its 
complete infrastructure as a service solution, 
and responsive server infrastructure powered 
by the Intel® Xeon® processor E5 v3 Family. 
It provided the new company with instant 
scalability, coupled with a robust, reliable 
platform to quickly crunch large retail datasets.

Thirdshelf’s tools were the right combination of 
data analytics and marketing program support 
for Body Energy Club as it prepared to launch a 
new US location.

Tracking Free Smoothies
After seeing signifi cant growth and expansion 
in his nutrition, supplement and smoothie 
business, Dominick Tousignant, owner 
Body Energy Club USA Inc. and founder 
of Vancouver’s Body Energy Club Ltd. 
looked south of the border for expansion 
opportunities.  After spending a lot of time in 
California, he experienced the same challenge 
of needing to go store to store for his own 
vitamins, supplements and protein that 
prompted the opening of his Canadian stores 
14 years ago.  He opened his fi rst US location 
on Hollywood Boulevard in 2015.

“We found a good, high traffi  c area but I wanted 
to do something diff erent here. I thought we 
needed an incentive program to build clientele 
here because, while we’ve been around in 
Vancouver for 14 years and everyone knows 
me, nobody knows us in California, and I don’t 
want to wait 14 years to build it up like I did 
in Vancouver. I wanted to speed things up 
and turn a profi t within the fi rst year,” says 
Tousignant.

Despite having loyalty programs in Canada, 
Tousignant didn’t want to transplant a system 
he described as archaic and limited. “What 
we liked about Thirdshelf was that it is a very 
interactive platform,” he said, noting the fact it 
was cloud-based also meant he didn’t need to 
worry about adding and managing hardware 
infrastructure. “I’d rather have someone else 
deal with that (hardware and software) so I 
can focus on what I do best which is customer 
service.”

“I knew we needed to stop going out and 
getting new customers all the time. We need 
to increase sales from the existing base,” says 
Tousignant.

Thirdshelf lets retailers target marketing 
programs to very specifi c customers and their 
buying patterns. The solution helps retailers 
like Tousignant to better understand the 

purchasing preferences of customers. In the 
Hollywood location, for example, customers 
don’t like to buy large packages even if it 
means saving money.  They’d rather come back 
regularly to restock.

Within the fi rst months of opening, Body 
Energy Club has built a database of over 6,500 
customers and was seeing a 10% monthly 
growth rate.

“Thirdshelf has been very good about 
being trackable and letting us adjust our 
programming to target specifi c customers. 
For example, everyone who hasn’t shopped in 
30 days will get an email saying we’ve missed 
you have a drink on us, free smoothie,” says 
Tousignant.

By leveraging Thirdshelf analytics, Body Energy 
Club created customized customer programs 
that boast open rates of 85% which 
Tousignant says is signifi cantly higher than 
the marketing industry average open rate of 
approximately 18%.

Creating a Following 
Within the fi rst six months, Body Energy Club 
USA hits $3,000 a day in sales, which Tousignant 
says is nearly double the daily sales they 
achieved when they opened their fi rst Canadian 
location 14 years ago.  Tousignant expects to 
hit his goal of $5,000 a day in sales within 12 
months.

“We have started using more and more features.  
During our very fi rst Black Friday event in 
Hollywood, people were lined up by 7 a.m. to 
sign up for our loyalty program and take part in 
the giveaways,” says Tousignant who was blown 
away from the response to his email Black Friday 
campaign. In one day, they signed up 100 new 
customers for the loyalty program and gave 
away300 smoothies.

“Before Thirdshelf, I didn’t really know what I 
didn’t know, but they made me pay attention 
to the data. It is really good information that I 
can put to work in my business.  Since it is very 
visual, it is simple to go in and get reports.  That’s 
what I really like about it.”

Scaling Success
To be able to scale up as needed in response 
to customer analytics or marketing programs, 
Thirdshelf hosts its solution on Google Cloud 
Platform*, and chose the option that specifi es 
servers powered by the Intel® Xeon® Processor 
E5 v3 Family.  Azar says it’s critical they have 
a reliable platform, coupled with powerful 
processing capacity, to deliver analytics and 
reports before stores open in the morning.

Scalability was also essential for Thirdshelf 
to not only handle ten-fold customer growth 
a year, but it needed to be able to manage 



an uncertain processing load when a retailer 
uses its free loyaltygrader.com* service, which 
automatically analyzes the retailer’s entire 
point of sale data, generates a report on 
customer habits, and proposes campaigns to 
boost revenue. Thirdshelf needed to know the 
platform could scale up and down as needed 
while remaining responsive to customers’ 
requests for loyalty analytics.

“We never know when a customer will try the 
service or how large their dataset will be so 
we needed a scalable platform that would let 
us analyze datasets quickly and report back 
on the results without causing system delays,” 
says Azar. “We wanted to have an elastic 
capability and we absolutely need to be as 
elastic to handle small databases and very 
large customer datasets. And, we need to do it 
without delay despite an increasing number of 
retailers with an exploding size of databases.”

To build the solution, marketing programs 
and analytic algorithms, Thirdshelf also looks 
to Intel® for processing power and portability 
with long battery life so salespeople can 
remain connected while on the road. 
Thirdshelf staff  are all equipped with a range 
of notebooks powered by the Intel® Core™ 
family of processors.

“We invest in the tools that enable our team 
to do great work,” he says. “We want them 
to have a very effi  cient machine that always 
works and is never an obstacle for them.”

Big Data Analytics Improves Outcomes
With raw data from diff erent retailers and 
industries, Thirdshelf is continually updating 
its programming and creating new algorithms 
and marketing programs to drive better 
results.  As a cloud-based solution powered 
by Intel®, Thirdshelf can seamlessly add new 
features or improve the analytic algorithms 
transparently to customers.

“Thirdshelf’s closed-loop system continually 
improves the results we deliver to our retailers. 
A subscription typically pays for itself in a 
single campaign,” says Azar, noting that most 
retailers run more than 10 campaigns per year.

The company is currently working to build 
out vertical marketing solutions that are 
integrated with their technology so retailers 
can select their industry and get a range of 
tools that work eff ectively in their market 
and with their customers.  “The realities and 
the transaction levels for diff erent kinds of 
retail stores are diff erent so the way you 
engage your customers needs to be diff erent 
too,” says Azar, noting the Google Cloud 
Platform* with Intel®-based hardware gives 
them the infrastructure they need to expand 
and customize solutions to off er even more 
marketing opportunities to build loyalty.

Spotlight on Body Energy Club
Body Energy Club opened its fi rst Canadian store in Vancouver in 2002 to provide customers 
with a single stop source for vitamins and health food products. The company expanded to fi ve 
locations and opened smoothie bars in its locations.  Most recently, the company expanded into 
the United States with its fi rst retail outlet in Hollywood, California.

Spotlight on Thirdshelf Inc.
Founded in 2014, Thirdshelf is a cloud-based loyalty marketing solution designed for independent 
retailers, providing the data collection, analytics, reporting and marketing automation to increase 
sales, boost profi ts and build customer loyalty.
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