
Voucher + Cashback Platform 
for White Label partners: media, 
companies, associations and clubs



Executive summary

business model: 
vouchers + 
cashback
vouchers, deals and 
cashback is a fast 
scaling business 
model in the growing 
e-commerce market

unique white 
label approach
rewardo offers 
partners a unique 
model for free: full 
branding and sharing 
revenues at multiple 
levels

extensive 
customer data
the platform 
generates extensive 
data about user 
behaviour, 
demographics and 
purchases from all 
aspects of life

user generation: 
partner network
the company is 
partner with 
telecommunication, 
media companies 
and associations. 
rewardo put special 
effort in the self- 
service white label 
offer for foundations, 
sport and social clubs

state-of-the-art 
technology
own responsive 
technology platform 
in the Amazon cloud 
connected to more 
than 2,000 shops 
being able to handle 
millions of users, 
optimized for search 
engines

strong market 
pull
US and UK markets 
are worth several 
billion each, German 
speaking countries 
are estimated to have 
a market potential of 
5 billion, of which 
only 4% have been 
exploited, growing
fast.
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business model: vouchers + cashback
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Business model of rewardo: vouchers,
cashback, customer loyalty, BIG DATA

1
business 

model

rewardo is a voucher and cashback platform, operating in the 
Germany-Austria-Switzerland region (DACH), offering its 
customers a discount in form of vouchers and a cashback 
payment for each purchase via its platform or partner 
platforms. If a customer makes a purchase through the rewardo 
platform or any of its white label platforms, rewardo receives a 
commission from the shop. Of the commission rewardo pays 
out a part back to the white label partner and in case of 
cashback to the consumer.

The shopping activities generate extensive customer data. This 
data is used for advertising and customer loyalty by ǊŜǿŀǊŘƻΩǎ 
partners.

Vouchers is even bigger. Users search for a voucher for their 
next sale with Google million times per month. Search engine 
optimization together with Google-trusted partners is key here.

The global market is about $10 billion with an annual growth of 
10%.

rewardo has a special technical selfservice solution for financing 
sport and social clubs. With a little effort from the clubs they 
can  finance  their  expenses  with  ǊŜǿŀǊŘƻΨǎ  vouchers  and 
cashback. rewardo gets ƛǘΨǎ share on the top. This is a huge 
potential to exploit, e.g. Germany alone has 600 000 clubs.
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rewardo in numbers
per 09/2022

in  sales

14 M

sales

354 K

average  order  value

newsletter

15 K

registered  users

87 K

260 K
page impressions 

per  month

140 K
visits 

per  month 40 EUR

online  since

2016

vouchers
and  cashback

users  per 
month

120 K

rewardo
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What are the benefits of cashback
from a user perspective?

Cashback advantages of the user (end customer)

Å the user always gets a cashback

Åmost times the user receives vouchers with the possibility to combine it 
with cashback

Å daily, weekly, monthly deals in their favorite shops

Å price comparison in many shops

Å shopping from any device smartphone, tablet, pc

Å cashback are not bonus points, which would force the user to shop again 
in the same shop; cashback is real money paid out to the ǳǎŜǊΩǎ personal 
account

Å collecting cashback enables the user to save significant amounts of 
money for other expenses (e.g. holiday)

ÅUsers have a profound interest to continuously shop using the rewardo 
platform, as it enables them to constantly receive cashback

the user has access to 
more than 2,000 shops 
with cashback guarantee

the user (end customer) 
lands on the page of 
rewardo or any page of 
its white label partners

with each purchase the 
online   shop   pays 
rewardo a premium

with each purchase the 
user will get the
promised cashback for 
his   purchase   from 
rewardo

1 user generation

3 shops

42 user



Vouchers and Search Engine Optimization
1

business 
model

Users are searching for vouchers und discounts by Google in 
huge numbers. Even the Top-100 keywords like αŀƳŀȊƻƴ 
ƎǳǘǎŎƘŜƛƴά are searched for over one million times per month in 
Germany alone. The search-engine-tool Sistrix monitores over 
100 000 of these keywords.

The key is to partner with sites with strong Google positioning 
to run a voucher-site in their name (white-label-approach).
Leading players in Germany make 1-10m Euro annually in
revenues.

Since 2019 we acquired partners like PC Magazin, News.at, the 
Funke Mediengruppe and DerStandard, !ǳǎǘǊƛŀΨǎ leading quality 
press and strongest page in Austria regarding search engines.
Our newest partners are the major media Kurier (AT) and
Süddeutsche Zeitung (DE) ς going live in 2023

above: Search engine optimization has raised traffic at our white label partner site 
gutscheine.pc-magazine.de fifteen times since January 2020. The visibility in search engines is 
rising accordingly.

left: derstandard.at has a higher search index ranking than any other news page in Austria.
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unique white label approach
extensive customer data



rewardo has a unique white label approach for partners like
associations, sport and social clubs and companies:

Å rewardo can be branded on all levels: platform, e-mail- 
communication, vouchers and cashback rates. Even shown 
shops can be selected for each partner separately.

Å the revenue can be shared on multiple levels: with 
customers (cashback), with white label partners and with 
organizations, clubs and associations (donations)

These two points make rewardo the only complete white label 
solution in the market providing partners with several benefits:

Å fully  branded  voucher-  and  cashback-site  on  partners
domain, i. e. gutscheine.partner.de, search engine optimized

Åwith daily new deals the users continually return to the 
partners page

Å the white label partner gains a new revenue stream by 
receiving a share of the shop provisions

Å the registration data of new users is shared with the white
label partners enabling a single log-in

Åsource of customer data generated through their shopping 
activity

Unique white label approach

3
customer 

data
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white label 
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Benefits for the white label partner

Å fully branded voucher- and cashback-site, i. e. gutscheine.partner.de

Å receiving a part of the provision

Å receiving data about user/client behavior ς BIG DATA source

Å increasing traffic on the ŎƻƳǇŀƴȅΩǎ website and therefore increasing the 
loyalty to the ŎƻƳǇŀƴȅΩǎ brand

Å the white label partner gets its own αǎƘƻǇǇƛƴƎ Ƴŀƭƭά for its
B2C customers with special shopping opportunities

Å the white label partner can provide different αǎƘƻǇǇƛƴƎ Ƴŀƭƭǎέ with 
different offers to its various client groups e.g. private clients, business 
clients, heavy users, etc. (individual target group marketing)

Å regular coupon and cashback campaigns always provide new content,
especially for media companies and content marketing

Å the white label partner could offer incentives, combined with own 
products and services

Å addressing a wider range of specialized target groups by using ǊŜǿŀǊŘƻΨǎ 
other white label partners as a marketing platform (e.g. with 
newsletters, teasers, banners, etc.)

For some suppliers the value of loyal customers combined with the 
customer interaction data (BIG DATA) is more valuable than the cashback.
In this case rewardo is able to retain 100%!

What are the benefits of a company to be a
rewardo white label partner?

advertising at partners 
clients and search engine 
optimization

the client has access to 
more than 2,000 shops 
with cashback 
guarantee

the client (end customer) 
lands on the page of its 
supplier e.g. Vodafone, 
ProSiebenSat1

with each purchase the 
online shop pays 
rewardo a premium

1 user generation

3 shops

42 client

with each purchase by a 
client the white label 
partner receives
Åcustomer personal data
Åcustomer shopping data
Åa part of the cashback, if 

part of the business case

5 white label partner

cashback
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Benefits for the associations, sport or social clubs

Å each association or club gets its own αǎƘƻǇǇƛƴƎ Ƴŀƭƭά for its members
with many special shopping opportunities

Å possibility of special deals on club or sporting equipment and daily 
products for members

Å the association or club can define goals or investments paid with the 
collected cashback amount of all members, e.g. renewing the clubhouse, 
paying the juniors new shirts or football shoes etc.

Å the association or club and its members get cashback for each purchase

Å the association or club can save further money by buying its own needs 
via the cashback platform (e.g. office stuff, club trips, event equipment, 
club equipment, etc.)

Å by shopping via the association or club website, the members generate
cashback which is kind of a club sponsoring - it works like αŎǊƻǿŘ- 
ǎǇƻƴǎƻǊƛƴƎά

Å the association or club uses, respectively strengthens the emotional 
relation with its members

What are the benefits of an association, sport or
social club to be a rewardo white label partner?

every association, sport 
or social club website 
has its rewardo white 
label shopping website 
and invites its 
members to shop

the member has access 
to more than 2,000 
shops with cashback 
guarantee

the member (end 
customer) shop on the 
white label page of 
their favorite associ- 
ation or club

with each purchase the 
online shop pays 
rewardo a premium

1 user generation

3 shops

42 member

with each purchase by a 
member the white label 
partner will receive a 
defined part of the 
cashback from rewardo

5 white label partner

cashback
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rewardo white label USP:
multilevel revenue share

The cashback platform 
pays the user part of 
the premium from the 
shops

end customers 
(buyers)

One-level revenue share

cashback platform

premium from 
shops

rewardo pays part of 
the premium of the 
shops to all partners 
and can split it 
individually

rewardo

premium and data
from shops

associations

sport & social clubs

companies

end customers 
(buyers)

Multi-level revenue share
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ǊŜǿŀǊŘƻΨǎ USPs

Åmultilevel revenue share

Åwhite label technology

Åunlimited partnerships

ÅBIG DATA



Registered users at rewardo deposit demographic and personal
data.

In addition the shopping activities of the end customers deliver 
extensive data:

Å customers

Å demographic data

Å geographical data

Å customer behavior

Å shop visits by customers

Å shopping frequency

Å favorite shops, products and brands

Å shopping behavior

Å detailed shopping basked insights

Å customer shopping behavior

Our solution for white label partners and investors, who want 
to integrate the data into their value chain, are compliant to 
data protection law. In Switzerland we are consulted by the 
well known law firm Walder Wyss, in Germany by lawyer and 
book-author Prof. Dr. Stefan Ernst.

What kind of customer data is generated?
3

customer 
data
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user generation: 

strong partner network
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ǊŜǿŀǊŘƻΩǎ approach for the acquisition of new customers:

ÅǊŜǿŀǊŘƻΩǎ go to market approach is primarily based on
multipliers, white label partners and affiliates

Å a second approach are users coming directly to the rewardo 
homepage

ǊŜǿŀǊŘƻΩǎ go to market approach

Åwhite label partnerships with large companies, associations, 
sport and social clubs and organizations with a significant 
number of clients, members or users

Åwebsites with significant traffic

Å affiliate networks with huge numbers of shops and service 
companies offering all kind of products and services

Å shops for daily goods and services

white label functionality

Åwhite label partners do not have to pay any start-up or
initialization fee for the rewardo άǎƘƻǇǇƛƴƎ Ƴŀƭƭέ platform

Å rewardo provides its full functional cashback platform to all
partners for free

Å in addition, all partners can receive a significant share of the 
cashback and the BIG DATA, based on individual contracts

How does rewardo reach the market
and gain customers?

4
user 

generation
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How does rewardo reach the market and
gain customers?

1

professional
organizations
telecommunication, 
transport etc.

actual reach 

100 m coupons

5

rewardo 
website
traffic from social 
media, search engine 
optimization and 
own marketing

2

media

news-companies, 
online-media etc.

actual reach

200 m visitors 
per month

3

sport & social
clubs
soccer clubs, music 
societies, brass 
bands

actual reach

1.5 m members 

600,000 clubs only in

Germany

4

associations

swiss teachers, 
medical personal, 
further associations, 
foundations and non 
profit organizations

actual reach 

200,000 members

4
user 

generation
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Sanifair, contract signed

ÅSanifair is the biggest toilet franchise in Europe

Å the customer pays 0,70 ϵ - 1,00 ϵ and receives 0,50 ϵ as a
coupon to use for shopping

Åmore than 100 m coupons redeemed per year

Å new app launches in summer 2022 to bring Sanifair into the
digital age and add online shopping to ƛǘΩǎ offers

Å the goal: all coupons by app, 10% in the next 12-24 months
ς about 10 m

Å rewardo is integrated in the app

rewardo will deliver about 2/5 of all offers in the app

Å that would account to 4 m redeemed vouchers the first 12- 
24 months

Å and 40 m redeemed vouchers long term

Å resulting in additional yearly revenues 18 m ϵ short term
and 180 m ϵ long term

Å at launch, rewardo will be the only partner

New opportunity: Sanifair
4

user 
generation




