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All you need is é

é THIS!



Page 3

ÅGlobal presence

Å24/7 Support

Åshop Languages

Åpayment options

Åcurrencies

Managing Complexities 

ÅReporting (KPI)

ÅWeb analytics

ÅExtension of your marketing team

ÅLocalized, targeted marketing

ÅTailored, performance-based campaigns

ÅVirtual offices in emerging markets

ÅMore visitors on websites

ÅBest-of-Breed Partner-Network

ÅPhysical fulfillment

Global warehousing, 

Refund/Return Mgt    

ÅWeb Presence (shop)

ÅDigital media download

ÅMajor Credit card transaction

Å2-3 currencies 

ÅTransaction Security

ÅInformation Privacy

ÅFraud Prevention

ÅCash Collection

ÅPayment provider

ÅRegulations and Compliance (SOX)

ÅLocal & State Taxes 

ÅVAT Handling

ÅExport control

ÅSell through all channels:

B2C, B2B, Mobile, OEM, Resellers

ÅSell to new customers ï

up-sell and renew existing:

Subscriptions, Trial Version, 

Renewal, Download Depot

ÅShop Development & 

ongoing operation

Platform, Back End,

Database/ DWH, ERP, 

ÅNetwork Availability 

< 99,95 %

éand all at once 
at minimum cost please!
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Current news

Failed banks, massive credit crunch, job losses, and lower consumer confidence 

now characterize the macro economy. Collins Stewart analysts believe this will 

hurt the Internet sector more than currently believed. 

ĂWe are cutting our forecast for US e-commerce by 3% for 2008, 6% for 2009, and 

7% for 2010. We now estimate US e-commerce spends to grow by 14% in 2008 

and 12% in 2009 vs. our prior estimates of 18% & 16%, respectively.ñ

Gartner or Forrester

é.
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> Better Usability ïsimple and intuitive process:

Web 2.0 - Ajax technology 

ÅSubscription Management

ÅGlobal Expertise and Local Approach

ÅSell where your customers are

ÅWebAnalytics facilitate tracking of customer behavior

Increasing conversion rates throughé
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Increasing conversion rates through Better Usability

Nine Web 2.0 Tools Can Boost E-Commerce Sales

(Gartner report April 2008)

ñE-commerce sites must continually adopt new technologies to boost online sales. Web

2.0 tools that run off of the Ajax platform can help. If IT and Business grow together, 

there will be an added value from Web 2.0 in enterprise.ò

Better Usability

Ajax technology provides better usability in your online shop with fewer breakups, resulting in

higher average sales per order and more satisfied customers. 

Better usability Fewer break ups

Higher average sales per 

order

More satisfied customers
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Increasing conversion rates through Better Usability

Better usability, more conversions, built on Ajax technology

Drag and Drop Icons

ÅZoom effect on crosselling items

ÅDrag-and-drop funtionality when 

selection items

ÅAdditional cart items will move 

after been selected

ÅMultiple places to display

ÅCross-selling offers

ÅFaster load time from Ajax 

technology

ÅBilling and shipping address

fields fade in an out as

needed

ÅDynamic display of payment

details fields

Streamlined Technology

ÅTransparency due to a  

streamlined shopping process

Å  Clear user instructions with 

highlighted popup windows for 

easy data entry

Å  No information overload. 

Forms for entering billing 

address or payment details are 

displayed only when needed

Å  Faster response

Simple and intuitive process
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Increasing conversion rates through Better Usability

Example for Shopping Cart 2.0 ÅInput Assistant for better usability

ÅReduced page-load time as only the
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Increasing conversion rates through Better Usability

All purchase relevant information 

at a glance:  

ÅCart with selected articles and prices

ÅRegistration data

ÅPayment details
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ÅBetter Usability ïsimple and intuitive process:

Web 2.0 - Ajax technology 

>  Subscription Management

ÅGlobal Expertise and Local Approach

ÅSell where your customers are

ÅWebAnalytics facilitate tracking of customer behavior

Increasing conversion rates throughé
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Increasing conversion rates through Renewal Business -
Subscriptions Services

Å Sell subscriptions and initiate service activation

Å Handling of runtime periods and renewal SKUs

Å Manual and automatic renewal purchases

Å Customizable endcustomer messaging

Å Publisher platform integration for real time messaging

How do Subscriptions work?
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Å Increase the predictability of revenues for software vendors

Å Lower up-front costs and more flexible pricing models for 
customers

Å Automated credit card billing, no human interaction needed

Å Long term customer binding through auto renewal, ongoing 
payments and targeted customer messaging

Å Grow revenue through automatically conversion of trial users 
into long term customers

Å No more software piracy

Å Reduce marketing costs for new releases

Å Grow customer base and interest through variable business 
models and payment terms

Subscriptions benefits

Increasing conversion rates through Renewal 
Business - Subscriptions Services

http://images.google.de/imgres?imgurl=http://www.milforddrivein.com/images/visa_master_amex.jpg&imgrefurl=http://www.milforddrivein.com/&h=868&w=449&sz=31&hl=de&start=5&um=1&tbnid=dl2w9IQaNGB30M:&tbnh=145&tbnw=75&prev=/images?q=visa+mastercard&um=1&hl=de
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Å Initial purchases 

(start the subscription process)

Å Runtime periods 

(the usage period between the purchases)

Å Renewal purchases (auto or manual)

Å End customer messaging 

(messages to end customers)

Å Publisher messaging 

(messages to publishers and publisher 

systems)

Store data
Purchase a 
subscription

Subscription is due 
for renewal

Auto or manual

Billing

Charge credit card

Inform customer 
to renew

Customer 
purchases renewal

Database

Products, renewals,  runtime, paymode, paymethods

Publisher grants 
access to the service

Customer uses 
service

Increasing conversion rates through Renewal 
Business - Subscriptions Services
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Å Creation of initial products and renewal products 

Å Automatic and manual billing processes 

Å Ability to set up multiple subscription durations from 1 to 36 months ore more 
(daily, weekly, monthly, annually) 

Å Customizable e-mail notification of renewals and expirations to your customers 

Å Grace period handling (starting period at modified conditions) 

Å Upgrade/downgrade handling 

Å Customer cancelation if requested

Å Management and administration of customersô subscriptions and data 

Å ñMy subscriptionò area for customers in your online shop 

A minnimum set of Standard Subscription Features

Increasing conversion rates through Renewal 
Business - Subscriptions Services
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Increasing conversion rates through Renewal 
Business - Subscriptions Services

Example


