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CASE STUDY

Ritz Interactive Quickly Attracts New Customers and
Increases Average Order Values with Bill Me Laterf

itz Interactive, Inc., the ecommerce network that

includes RitzCamera.com, WolfCamera.com,
BoatersWorld.com and other leading online shopping sites,
realized a boost in new customer acquisitions and average
order values that soared as high as 107 percent when it
o ered buyers the payment security, convenience and

exibility they seek. Whether you are in search of high-end
digital cameras, the latest big-screen plasma TV, computers
or peripherals, state-of-the-art marine electronics or the
newest shing gear Ritz Interactive has it in stock, at the
right price. Despite its success, competition remains steep,
especially when it comes to electronics. To set itself apart
from other online retailers, Ritz Interactive always stays on
theo ensive.

That s why, in November 2004, Ritz Interactive sought
anew way to provide its shoppers a secure and convenient
payment experience. It hopedto o er its customers an
additional payment choice, and in turn, reap a competitive
edge. We use alternate payments as an additional
selling strategy. We want to give our customers as much
payment choice as possible to meet their preferences,
noted Fred Lerner, president and CEO. So, Ritz Interactive
deployed Bill Me Laterf, from Bill Me Later, Inc.

With Bill Me Later, buyers need only enter their date of
birth and the last four digits of their Social Security number
to pay. No sensitive nancial information is shared, and Bill
Me Later doesn t require consumers to enter credit card
numbers, security codes, or any other di  cult-to-recall
information. This enables merchants to provide the most
convenient and secure way for their customers to buy.

When you are selling high-ticket merchandise, payment
options are essential to a customer s buying decision,
Lerner stated.

Bill Me Later is the agship component of Bill Me Later,
Inc. s PayCapturef, a powerful suite of complementary
payment tools designed for multichannel merchants. In
addition to Bill Me Later, PayCapture makes it possible for
merchants to o er near-turnkey exible nancing programs,
such as 90 days and six-months same-as-cash payment
o ers. Deployable within weeks, PayCapture is a strategic
tool to attract new customers, enhance their loyalty and drive
high sales and pro ts.

Bill Me Later Attains New Customers,
Lifts Average Order Values

Ritz Interactive achieved such success as soon as it
implemented Bill Me Later and its exible nancingo ers.
Shortly after Ritz Interactive provided a six-months same-
as-cash o er, it witnessed an increase in average order
values of 54 percent. With 12 months same-as-cash, we
saw an even higher increase of 107 percent. And sales
volume from Bill Me Later increased by more than 350
percent from the previous month, said Lerner. Not only
has Bill Me Later increased average order values, it has helped
Ritz Interactive consistently attract new customers.

This success is driven by Bill Me Later, Inc. s proven, high-
impact marketing services. Bill Me Later, Inc. provides a range
of promotions throughout the ever-growing Bill Me Later
network of collaborative merchants and its millions of high-
value buyers. By leveraging the proprietary insight gained
from both this merchant network and customer base, Bill
Me Later, Inc. is able to develop e ective and fully integrated
marketing plans, deployed across multiple channels, to attract
top-spending consumers again and again.

These network marketing programs are e ective at
driving tra cto our sites, particularly from new buyers,
added Lerner. On average, a third of total Bill Me Later
sales come from existing Bill Me Later customers. We see
these sales as truly incremental to our business. That's
great andpro table news forany business. And results
like these are why the number of merchants o ering
Bill Me Later has grown rapidly to more than 400 in a few
short years.

About Bill Me Later, Inc.

Bill Me Later", Inc. s network of alternative payment solutions
helps multichannel retailers to attract, satisfy and retain
customers at the point-of-sale. Through the company so erings,
retailers can leverage consumer insight to make successful
real-time retailing decisions that drive sales. Millions of consumers
rely on the safety and convenience of Bill Me Later, Inc. s payment
solutions when shopping online, via catalog and in-store. Bill
Me Later, Inc. s alternative payment solutions are the rst new
payment methods since credit cards to be so broadly available
within the United States.

Know How AT THE Pg

9690 Deereco Road

Timonium, MD 21093 ph 866.380.6577 fax 443.921.1984
For more information, visit: www.billmelater.com
RITZCS0807



