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Selling	
  Payment	
  Plans	
  
	
  
Why	
  Sell	
  Payment	
  Plans?	
  
	
  
1.	
   Increase	
  your	
  close	
  ratio!	
  

•	
   Payment	
  plans	
  helps	
  make	
  lookers	
  buyers.	
  

•	
   When	
  guests	
  come	
  "to	
  just	
  look"	
  and	
  then	
  they	
  see	
  something	
  they	
  like,	
  

by	
  providing	
  them	
  time	
  to	
  pay,	
  we	
  give	
  them	
  the	
  option	
  to	
  buy	
  earlier	
  

than	
  originally	
  planned.	
  

	
  

2.	
   Increase	
  your	
  average	
  sale!	
  

•	
   Guests	
  buy	
  more	
  when	
  given	
  time	
  to	
  pay.	
  

	
   RSG's	
  overall	
  average	
  sale	
  is	
  approximately	
  $1,000.	
  

	
   RSG/Citi's	
  average	
  transaction	
  is	
  over	
  $1,750.	
  

Last	
  year,	
  overall	
  average	
  sales	
  have	
  dropped	
  by	
  Citi/RSG's	
  average	
  sale	
  
has	
  remained	
  the	
  same.	
  

	
  
3.	
   Increase	
  loyalty	
  to	
  your	
  store!	
  

•	
   Guests	
  have	
  a	
  pre-­‐approved	
  line	
  of	
  credit	
  good	
  to	
  shop	
  at	
  your	
  store.	
  

•	
   Over	
  40%	
  of	
  RSG's	
  credit	
  business	
  with	
  Citi	
  is	
  due	
  to	
  guests	
  coming	
  back	
  

to	
  purchase	
  again	
  on	
  their	
  Citi	
  cards.	
  

	
  

4.	
   Creative	
  a	
  guest	
  list	
  to	
  market	
  to!	
  

•	
   Response	
  ratios	
  are	
  better	
  when	
  guests	
  already	
  have	
  available	
  payment	
  

plans	
  at	
  your	
  store.	
  

	
  

How	
  to	
  Sell	
  Payment	
  Plans	
  

The	
  following	
  chart	
  outlines	
  some	
  of	
  the	
  key	
  methods	
  to	
  selling	
  payment	
  

plans.	
  	
  Make	
  sure	
  you	
  know	
  all	
  your	
  company	
  credit	
  options	
  —	
  and	
  be	
  sure	
  

know	
  those	
  of	
  your	
  competitors	
  too.	
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