
How Indie and Harper boost customer loyalty using 
customer account page and store credits 
 

 
 

About Indie and Harper  
Indie and Harper is a bohemian jewelry brand that offers collections designed for women 
looking for jewelry that best reflects their true self. The brand works closely with artisans 
across the world. They follow ethical and sustainable practices and constantly look for ways to 
be more eco-friendly. The brand that started in 2014 in Australia, now has a huge following of 
customers from various parts of the world.  
 
However, the jewelry industry poses a lot of competition and Indie and Harper realized they 
needed to boost customer loyalty. With Flits, Indie and Harper explore a new opportunity to do 
so with the help of its features such as Customer Account Page and Store Credits.  
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Indie and Harper x Flits  
The marketing team at Indie and Harper had been observing how their customers interacted 
with the storefront. They wanted to enhance their customers’ experience of the way they 
engaged with their store. 
 
For that, they wanted to build a strategy to offer the customers a more personalized shopping 
experience. Some aspects they wanted to include was to make it easy for customers to save 
products for later purchase, and have an easy way to track orders.  
 
Alongside, the brand wanted to implement a strategy to boost customer loyalty. This factor 
was driven by the fact that jewelry is not a repeat-buy product and customers don’t buy it 
regularly. Bringing customers back was crucial to business success.  
 
This is where Flits came in to uncover the benefits of a customer account page and store 
credits to the brand.  

The challenge 
Indie and Harper have a promising customer base. However, jewelry isn’t a fast-running 
regular purchase. The challenge here was essentially to combine the need for a customer 
account page with a powerful loyalty program that nudged their customers to keep coming 
back for more.  
 
We had to find a way to make the loyalty program more intuitive, alongside making it easy to 
participate in, which essentially required doubling down on the capabilities of the customer 
account page.  

The solution  
Multiple brainstorming sessions with the company and their marketing team brought everyone 
to the table to imagine what it would mean to actively participate in a loyalty program and at 
the same time nudge a buyer to make purchases by getting to know them better.  
 

“We were looking at a rewards program that offered a dashboard for our customers where 
they could easily see their balance, use the rewards program and have all their past order 

information accessible whilst having a personalized experience.  
 



It was really important that our customers had everything available for them to use quickly and 
easily and the Flits Dashboard does that. Flits have been amazing and we are extremely happy 

with how our Rewards Program is running.” 
 

Kate Southward, Indie and Harper  
 
Here’s the solution the Flits and Indie and Harper team came up with:  

Step 1 - Setting up a powerful customer account page  
Flits was able to set up a well-thought, well-rounded customer account page that would 
provide a space to customers to go to for any information. Right from their own profile to saved 
addresses, previous orders, wishlist, recently viewed items and more, we packed it all into their 
customer account page with our add-ons.  
 
We also made sure the look and feel of the page resonates with the brand colors and vibe, 
leveraging our customizable customer account page template.  
 
Here’s a peek into what an Indie and Harper customer account page looks like now: 
  

 
 



 

 
 
With Flits customer account page, Indie and Harper was able to offer its customers an 
experience as easy and comprehensive as Amazon – with all the features to take personalized 
shopping a notch higher.  
 
And now came the bigger part of the exercise - setting up a loyalty program within the 
customer account page to get their buyers to engage more frequently.  
 

Step 2 - Setting up a loyalty program with the help of store 
credits  
 
Flits Store Credits is an add-on feature. This new feature has to be easy to use, which means 
ensuring seamless installation with precision. Flits set up the page and made all the required 
customizations.  
 
The Store Credits feature named ‘My Credits’ offers credits on specific orders, birthday credits, 
and bonus credit, among others. Next, Flits made it easy for customers to understand how to 



earn credits and how to use credits, by adding these two sections within the dashboard, just 
below the My Credits tab. Icons in each of the tabs enhance the visual experience.  
 
With My Credits, Indie and Harper customers have more reasons to come back to the site – to 
earn more credits and easily use them. 
 
 

 
 
But to boost engagement on the loyalty program, we also made it a point to provide a quick 
explanation of how a buyer can earn more store credits within the dashboard:  
 



 
 
To cover all grounds, we also included a detailed explanation of how buyers can redeem or 
shop from the store credits that they have earned so far on Indie and Harper.  
 

 



While setting up the loyalty program and store credits, we also brought in the referral program 
the brand had been wanting to run. We combined the logic of giving out store credits with that 
of a referral program to leverage word of mouth marketing as well as create more winning 
experiences for the customers.  
 

 

The result 
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Insightful information from the customer account page and a drastic 
increase in revenue through store credits.  
 
One of Indie and Harper’s ethos is to uplift women. But to uplift itself, the company needed 
insights that could help it reach its goals. That’s what the customer account page did for the 
brand. They could now gather more information about shoppers through their accounts. 
 



The two-fold strategy’s next stop was the loyalty program within the customer account page. 
The program gave shoppers store credits to spend on their next purchase – drastically 
increasing opportunities for customers to return to the site to buy more. 
 
Here are the results as seen on their dashboard: 
 
An increase in the number of orders that used credits and in the total amount of orders placed 
using credits. 
 

 
 

How does this help the brand grow?  
 
With Flits, this was one of the smoothest launches at Indie and Harper! The customer account 
page has enhanced customer experience with more personalization.  
 
The store credits program has helped the brand make their customers come back for more, 
resulting in higher customer retention and increase in sales. 


