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8. Use Loyalty and Promotions to Make Beverages a Habit

Beverage purchases are often routine-based, which makes them ideal for loyalty programs, bundles,
app offers, and frequency promotions. A strong convenience store beverage program can turn an
occasional drink purchase into a daily habit, but only if the product experience is consistent.

Intouch Insight's 2025 research found that 72% of shoppers are in a c-store loyalty program, and
85% would join if rewards were personalized. The same research found that 47% of shoppers
noticed digital ads on-site, and more than one-third made a purchase because of them.
[massmarket...ailers.com]

For operators, that means beverage promotions should be designed around repeatable missions:
morning meal bundles, buy-five-get-one offers, app-only iced beverage deals, frozen drink
promotions, and limited-time flavor launches. These promotions work best when supported by clear
menu communication and reliable execution.

Digital screens, loyalty apps, and in-store signage can drive awareness, but they cannot rescue a
weak beverage setup. If drinks are inconsistent, equipment is down, or the station is messy,
promotions may create trial without building loyalty.

That is why promotional strategy should connect to beverage program optimization. The right
commercial beverage equipment, clean station design, and scalable operating model help stores

deliver the same experience every time.

For equipment shoppers, consistency matters because loyalty depends on reliability. Customers
return when the drink they liked yesterday is available, well made, and easy to buy again today.

The most effective beverage promotions reinforce a habit. They do not just chase a one-time deal
seeker.
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