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GSI Commerce Rolls Out Bill Me Later
at Partner Sites to Increase Sales
and Average Order Value

SI Commerce is a one-stop-shopping

e-commerce solutions provider designed too er .
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its partners greater scalability and e ciencies as

they grow their online business. The company also
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provides it solutions through an integrated e-commerce

platform, which is comprised of three components: core sl Tt B VR g

technology, a supporting infrastructure and partner deferred billing into GSI Commerce platform for
services. GSI Commerce recently integrated Bill Me .
partner sites.

Laterf into its platform, making the payment solution
available to its partner sites.

As a strategy, GS| Commerce has recognized that
o ering exible or alternate payment methods is a

clear requirement for acquiring new customers online. d i | cs
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notes, Bill Me Later is totally integrated into the checkout process, making
it easy for the consumer to make the purchase online. The consumer never
leaves the site, and authorization occurs within a few seconds, which
delivers on the convenience requirement.

Deferred Billing a Key Strategy
in Capturing Sales

GSI Commerce initially launched Bill Me Later across 20 partner sites
and has seen an average consumer adoption rate of 3 6%, rising around
the holiday period to as much as 30 50% of transactions, with average
order values more than 50% higher
than traditional credit card orders. Deferred billing, combined with Bill
Me Later, 0 ered on all 20 partner sites as 90 days same as cash for orders
over $250, has been a successful strategy, according to Gallagher, who
says that online consumers like having the ability to defer payments for
large ticket items, an option they typically only enjoy o ine. With the
deferred billing option, Gallagher says, we have seen average order
values climb as much as 40% greater than orders with other payment
methods.

Dramatic Results Mean More Partner
Roll-Outs Scheduled

Bill Me Later, says Gallagher, has exceeded expectations with the
dramatic increase in average order values. GSI Commerce has clearly
shown that Bill Me Later can work across many verticals and brands,
including sporting goods, apparel, and consumer electronics. The
company is excited about showing the results to other partners and
explaining how Bill Me Later can bring value asa exible payment
method that can help acquire new customers and work as a competitive
advantage.

When we o er new features and services to our partners,
says Gallagher, we have data to back up our recommendations.
The increased sales and average order values are clear indicators that Bill
Me Later is a service that truly resonates with the online consumer. And
now, because of these immediate results, more of our merchant partners
are lining up to have Bill Me Later enabled on their sites in 2006.

M BillMeLater

ATrue Business Partner

GSI Commerce is excited to have Bill Me Later, Inc. as what it calls a

true business partner. They ve really gone the distance, says Gallagher,

in working with us and our 20 merchant partners to ensure that in less
than 90 days we were able to get functionality deployed on all of the sites.
Bill Me Later, Inc. also remains sensitive to the branding requirements,
which are typically unique on a partner-by-partner basis. We will
continue to work hand in hand with them as we enable Bill Me Later on
more partner sites and roll out new promotional nancing plans to the
consumer base.

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 s o 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 to
help save both time and money.

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.

For more information, visit www.billmelater.com.
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