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Backup CD
Benefits and Features

Increase Cart Revenue

 Easiest way to increase cart revenue

 Attach rates from 7% to 40% (opt-in vs. opt-out)

Cross Promote Your Other Products

 Market additional products and trials to your customer base

 Add coupon codes, product information, and personalized messaging

 Use dynamic customer messaging strategies

Improve Customer Satisfaction

 Email communications

 Client branded Customer Service portal 

 Display the customer's license keys to decrease customer service

inquiries and increase customer satisfaction



Fulfillment
Direct-to-Consumer or Drop-Ship

One-off DVD and CD Production and Fulfillment

 1 copy or 10,000 copies of the same thing – no problem

 Advanced inventory tracking and routing

 Combine multiple titles onto a single CD or DVD

Simplify Your Supply Chain

 No inventory investment or planning

 No warehousing

 No waste

 No setup charges



 Orders ship same or next business day

 Direct-to-consumer or ship to retail and distribution locations

 Hours of operation: 24 hours a day, 6 days a week

 Highly scalable systems and infrastructure

 Current capacity of 30,000 CDs and DVDs / day

 Portland, Oregon

 Krefeld, Germany

Fulfillment Center Locations:

Fulfillment
Direct-to-Consumer or Drop-Ship



Example of a CustomCD

2-sided color mailer



Custom Installation Menu



Opt-in

Opt-out

7% to 10%                  

attach rate

25% to 40%                     

attach rate

Consumers will buy backup CDs if “sold” in the shopping cart

Proven Method   

with Download Software and Game Merchants



• Avanquest

• AVG

• CA

• Corel

• H&R Block

• Kaspersky

• McAfee

• Microsoft

• ScanSoft, Inc. (Nuance)

• Symantec

• Webroot

• ZoneAlarm

Leading Download Software Publishers

Using opt-out Merchandising



Optional DVD case packaging



Best Practices

Sales

Use opt-out promotion

 Consumers will buy backup CDs if “sold” in the shopping cart

 Opt-out attach rate - 25% to 40%

 Opt-in attach rate - 7% to 10%

Emphasize Backup CDs over Download Insurance

 Backup CDs command higher attach rates and pricing than download 

insurance. Consumers better understand and value CDs.

 Backup CDs provide residual marketing value

 Not mutually exclusive. Many consumers will buy both the backup CD and 

download insurance.

Offer DVDs as well as CDs



Best Practices

Cross Selling & Marketing

Each Backup CD is a Free Promotional Opportunity

 Lost opportunity – don’t just send an ugly “utility” CD that the consumer 

will file away 

Coupon Codes and Special Offers

 Increase consumer loyalty by making it convenient for them to try out trial 

software or games and special offers 

 Motivate the consumer to install the backup CD with coupon codes and/or 

free prizes, otherwise the sales and marketing opportunity may be lost

Dynamic Personalization to Individual Customer

 Vary marketing offers to each individual customer based on purchased 

products

 Customize packaging to draw attention to individual customers



Best Practices

Cross Selling & Marketing (continued)

Installation Menu & Targeted Promotional Content

 Personalized HTML page (auto run)

 Display purchased products w/ installation codes

 Trials on the CD of other software – this is the big one and works great for 

our partners

 Coupon Codes – Consumer pays $7.95 for the CD and gets $7.95 off their 

next purchase

 Third Party Offers 

 1:1 Marketing: Leverage on-demand capabilities to personalize and target 

your offers

 Link the Installation Menu back to your affiliate’s shopping cart

 Embed consumer data to pre-populate shopping cart

Branded mailers and CDs increase brand awareness



CustomCD Offers

 Ability to provide download customers with personalized CDs or DVDs   

 Higher average transaction size for download orders 

 Better customer satisfaction and fewer support calls

 Cost-effective physical fulfillment for slower selling catalog titles 

 Potential cost savings by consolidating multi-title purchases onto fewer CDs or 

DVDs 

 Opportunity for 1:1 marketing of cross-sells and sponsored promotions on the 

same backup CD or DVD



Thank You!



APPENDIX



Consumer Experience Flow Chart

Download shopping cart 

Customer purchases 

download product and 

installs it

Customer receives 

backup CD in 1-5 days

Customer installs CD and views 

installation menu showing 

purchased products, trial software 

and special offers

Customer stores CD 

for safe keeping

Customer buys software 

promoted in the installation 

menu. Promotion codes and 

customer details can be 

inserted into your shopping 

cart.

1

2a

2b

3a

4

3b



Complete Solutions
Made possible by 44-person technical team  



Order Confirmation Email

Sent Upon Shipping Order



Delivery Confirmation Email

Sent Upon Expected Delivery Date



Order History Page



Address Standardization and Validation



Order Returned by USPS Email



Customer self-service page



Examples of Opt-out Merchandising 



Current cart as of 

July 7, 2009

Microsoft 



McAfee 

Current cart as of 

July 7, 2009



Kaspersky

Current cart as of 

July 7, 2009



Shockwave

Current cart as of 

July 7, 2009



Wild Tangent

Current cart as of 

July 7, 2009


