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SUMMARY: What took the Web so long? Bill Me Later offers have been offline direct response winners for decades. (Just think how many magazine offers you get in the mail with a bill-me checkbox, or how many chain retailers offer an in-store credit card.) 

At last, MarketingSherpa's research team has discovered a major ecommerce site testing bill-mes, and convinced them to release results to us. 

Here's the results data from four different tests Newegg.com is running. Bring this Case Study to your next What-should-we-do-with-the-site? meeting: 

CHALLENGE In the cutthroat world of consumer electronics ecommerce sites, Newegg.com has carved out a stunningly loyal customer base. 

By last May, roughly 75% of the site's half a million daily visitors typed in the URL directly rather than coming from a search engine, third party ad, affiliate, or other hotlink. 

"It's not just the product we sell at a competitive price," explains Vice President Howard Tong. "It's the experience of being able to get the information they need from our site, plus our logistics are second to none. We'll get product to you faster than anybody else. Our customer service ... 
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	Representation only. Actual product is an HTML page you can read online or print out at your own convenience. 
	Want to know more?

Click here to get this entire 936 word Case Study from MarketingSherpa (Please note: the Actual product is an HTML page you can read online or print out at your convenienece.) The token cost of $9 helps support our newsletters so we can continue to bring you what critics call "the best marketing Case Studies on the Web." Thanks. 
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