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SkyMall catalogs are on every major airline, 

covering 93% of the domestic travel industry, and 

the retailer�s stated mission is to bring the best, most 

cutting-edge products to passengers in the travel 

industry. 

	 �Retailing right now is very competitive,� SkyMall 

President Christine Aguilera acknowledges.  �Customers 

have a lot of choice.  They can shop where they want 

to shop, and everything�s just a click away, so it�s really 

important from SkyMall�s perspective to make sure that 

we make the latest technologies and services available 

to our customers.�

Keeping Up with Customer 
Demands

	 SkyMall�s aim is to keep up with the growing 

expectations of customers who use the retailer�s 

website.  SkyMall realizes that customers want more 

services, more options, more convenience.  Alternative 

payment methods bring value to customers, and Bill Me 

Laterfi, in particular, o�ers the convenience, security 

and buying power that SkyMall thinks are critical to 

keeping customers happy. 

	 �Visitors to SkyMall expect great products,� says 

Aguilera.  �They see SkyMall catalogs on planes all the 

time, and often there are products that consumers have 

seen a million times and �nally make the decision to 

buy.  By o�ering them an alternative payment method, 

SkyMall increases customers� buying power and 

stimulates them to go ahead and make the purchase 

they might otherwise not have made.  The SkyMall 

product base contains a number of higher-priced 

items, and Bill Me Later�s deferred billing and �nancing 

promotions allow customers the option to purchase 

using monthly payments.�  

A Unique Value Proposition

	 SkyMall �rst became interested in Bill Me Later 

after hearing about the option from partners at America 

West Airlines and Continental Airlines, which had both 

launched Bill Me Later.

	 �I�ve been with SkyMall a long time,� says Aguilera, 

�I have never before had a payments provider knock on 

the door and o�er to reduce fees and drive incremental 

revenue.  That�s what �rst intrigued us about the Bill 

Me Later business model, and then once we learned 

more about it, we saw that it really is a unique value 
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proposition for the customer.  It�s bringing a new service that�s 

convenient and gives the customer more buying power.�

	 When SkyMall �rst launched the Bill Me Later product in the 

busy fourth quarter of 2004, it saw customers, who previously had 

not shopped, purchasing for the �rst time.

	 �We were very pleased with Bill Me Later�s performance,� says 

Aguilera.  �We launched in the fourth quarter, which is our busiest 

time of the year, and saw an increase in the average order value as 

high as 25% with Bill Me Later, with 26% of sales coming from cross 

usage from the Bill Me Later Merchant Network.  This was really new 

and incremental business to SkyMall.� 

At Long Last � Payment Plans

	 SkyMall sees Bill Me Later�s value proposition as very appealing 

to its customers.

	 �It o�ers great convenience,� says Aguilera. �Customers think 

it�s simple and secure to provide the top-of-mind information that Bill 

Me Later requests at checkout.  It�s particularly good for those who 

don�t like to use their credit card online and those who want more 

credit.�

	 SkyMall has completed a number of promotional programs with 

Bill Me Later and particularly appreciated the �nancing promotions.  

For a long time, management had wanted to extend the option to 

pay for high-price products using a low-monthly-payments plan.  Bill 

Me Later made this a reality for SkyMall.  On the SkyMall website, 

customers can see exactly what it will cost them on a monthly basis 

to pay for any product over $250.  

Bill Me Later: Everything to Gain and 
Nothing to Lose

	A guilera praises the Bill Me Later team as great to work with 

� bright, very responsive and accommodating.

	 �They really took the time to meet with us to learn about our 

business model,� she says, �and when they found features of our 

business model unique to us and unlike other merchants, they 

worked very hard to �nd a solution that worked for us.  Overall, the 

Bill Me Later project was very, very easy to implement.�

	 SkyMall says that etailers have nothing to lose and everything to 

gain by working with Bill Me Later, which has brought new business 

from SkyMall�s existing customer base and generated brand-new 

incremental business, while lowering the costs of processing 

transactions.

A Unique and Unparalleled Product

	 SkyMall did its due diligence thoroughly before selecting Bill Me 

Later, spending hours looking at the di�erent services and options 

available in the market.  The retailer chose Bill Me Later because 

it saw the product as unique and unparalleled, especially when 

compared with private-label credit-card programs that SkyMall 

believes do not o�er the same level of convenience and security and 

range of services that Bill Me Later delivers. 

	T he encouraging start in the web channel has prompted 

SkyMall to give Bill Me Later more prominence and roll it into the 

catalog channel.  The retailer believes it has learned a great deal 

about how to use the product and its bene�ts.

	 �The Bill Me Later product is really seamless for our customers,� 

says Aguilera.  �They come to our website and see it as a great 

option.  Once they sign up, it�s really easy for them to come back  

and shop with us more.  The product itself is extremely easy to 

implement from an IT perspective, requiring very few resources to 

get it up and keep it running day to day.  Finally, the Bill Me Later 

Network has really helped us acquire new customers.  Consumers 

who are buying from other retailers in other categories are now 

coming to SkyMall to buy the products we o�er.  And that is great 

incremental business for us.�

About Bill Me Laterfi, Inc.

	 Bill Me Laterfi, Inc.�s alternative payment solutions help multichannel 

retailers to attract, satisfy and retain customers at the point-of-sale. 

Through the company�s o�ering, merchants 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 help merchants to 

use payments as a strategic tool to enhance customer loyalty, drive higher 

sales and expand pro�t margins. The 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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