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About Pingo

Pingo offers consumers high quality domestic and international long distance calling services on a prepaid basis. Pingo customers save on calls to and from both landline and mobile phones. Mobile phone users in particular can save as much as 90% on international calls by using Pingo's toll-free access and lower rates on international calls. 
Pingo accounts are sold exclusively over the Internet.  Customers open their account using a credit card, and have the option of automatic or manual recharge once their initial purchase has been depleted.  Once a customer signs up, they are generally thrilled with our low rates (such as 3 cents/minute to the UK, 2.8 cents/minute to China, 3.2 cents/minute within the US), our convenient features, such as PinPass dialing (no need to enter their PIN from registered phones), clean rates, toll-free access from 35 different countries, and on-line account management. Well over 90% of our customers recharge their accounts, and become devoted users of Pingo for their long distance calls, both within the US and for International calls.   We also encourage signup and loyalty with a variety of bonuses and seasonal promotions, including a $5.00 bonus when they signup for more than $20 initially, and $5 in credit every time they refer a friend.
Pingo leverages the iBasis global VoIP network, which includes direct connections to more than 100 countries worldwide and interconnections with more than 280 carrier customers, both to ensure great service and the lowest possible rates.
About iBasis

Founded in 1996, iBasis (OTCBB: IBAS) is a leading wholesale carrier of international long distance telephone calls and a provider of retail prepaid calling services, including the Pingo® web-based offering (www.pingo.com) and disposable calling cards, which are sold through major distributors and available at retail stores throughout the U.S. iBasis customers include many of the largest telecommunications carriers in the world, including AT&T, Cable & Wireless, China Mobile, China Unicom, MCI, Sprint, Skype, and Telefonica. iBasis carried approximately 5 billion minutes of international voice over IP (VoIP) traffic in 2004, and is one of the ten largest carriers of international voice traffic in the world1. For four consecutive years service providers named iBasis the best international wholesale carrier in ATLANTIC-ACM's annual International Wholesale Carrier Report Card2. iBasis was also ranked among the fastest-growing technology companies in New England in the 2002, 2003, 2004, and 2005 Technology Fast 50 programs sponsored by Deloitte & Touche. The Company can be reached at its worldwide headquarters in Burlington, Massachusetts, USA at 781-505-7500 or on the Internet at www.ibasis.com. 

Pingo’s Affiliate Program 
[image: image1.png]The Last Calling
Card You'll Ever Need!™

AFFILIATE PROGRAM





Pingo is the best choice for long distance and international calling. We offer high quality, low cost service to more than 100 countries. Plus, Pingo customers can access the service and save on their calls from more than 30 countries. Pingo is easy to use and doesn't require customers to purchase any new equipment or change phone companies. We offer great rates for international calls, including calls from mobile phones.
Who are Pingo's Customers?
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Our customers are a diverse bunch. Some use Pingo calling cards to save on long distance calling in the United States. Others use Pingo to save on international calling to countries all over the world or for easy calling access when they are traveling overseas. On average, mobile users with Pingo Calling Cards save 90% or more on their international calls. 

When you promote Pingo, you can choose to promote the great savings we offer your customers for domestic calling or international calling or both! You know your customers best, and you know what type of savings will appeal to them. Remember to let your customers know that when they sign up for Pingo through the affiliate channel, they will receive $5 in free calls with a $20 minimum signup!
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Pingo provides "virtual" calling cards designed to provide its customers with the best prepaid calling card experience, including quality, convenience, and customer service at the most competitive rates available today. With Pingo calling cards there are no additional charges—just a nominal $.98 monthly maintenance fee—what you see is what you pay.
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Pingo phone cards are a service of iBasis, one of the ten largest carriers of international phone calls in the world. With Pingo, you can take advantage of the same high quality international service and price advantage iBasis has been providing to leading phone companies like AT&T, MCI,
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Co Branded Viral Marketing Case Study  
Co Branded Loyally Phone Card Plan: 

Picture is from: http://www.pingo.com/callingcard.do
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Pingo Case Study on Co-Branded Promotional Phone Cards with an Offline to Online Marketing Strategy 

Goal: 
Create a co branded phone card that would provide a viral marketing tool for our partners to increase conversion rates and provide an additional revenue stream for both companies to meet there objective. 

 

Strategy
Pingo needed to find a way to get affiliates to be more pro active with its new Linkshare affiliate program. In doing so Pingo developed co-branded able prepaid phone cards as a way to get fellow merchants and affiliates to use for there offline marketing. 

After reading a case study from Marketing Sherpa that suggested using free trial as a way to boost your sites conversion rate. Pingo decided to build a system and take the risk of distributing up to 50k worth of phone card minutes to its potential partners. The goal was to create viral marketing buzz since the phone cards would be kept in prospects wallet and purses but the acquisition of the customer would be acquired  only online through email marketing and co-branded landing pages with special coupon codes to attract the prospect from a free trial to a sale. 

Then Pingo went out to solicit potential partners. Pingo was able to gain a great deal of attention and interest in potential partners from the value this offered its partners and its customers. In doing so Pingo was able to create the following partnership in the course of about a month. 

Current Affiliate Partner: (Confidential at this time)  Large Rebate Affiliate Site agreed to distribute the phone cards as a value added benefits with its top producing three thousand rebate earning customers. An introduction letter and co branded landing page with additional coupon codes was created to bring the customer back to the affiliate partners website for the added benefit for signing up after the free trial. 

FTD:   Large flower delivery company, agreed to distribute in its seasonal marketing events as a value added wow benefit for its customers

Smart Destinations:   A large travel discount card agreed to ship out the phone cards as a value added benefit but also as a tool to boost site conversion rates and create a call to action benefit to push its customers to a certain shipping option that reduced its overall cost of sale. 

Ecommerce Site:  Large merchant in the golf and fishing industry offered it as a value added benefit for its customers to use on there next fishing or golf trip. 

CollegeBoxes.com:   Distributed 20k co-branded phone cards in two weeks with 120 college marketing reps as a way to promote its summer storage solution and create a viral marketing buzz about its company and the free promotional phone card offer on about 50 campuses. 

Pingo was able to gain these partners that typical would not have signed up for our typical affiliate program by offering additional benefits to its customers and creating a strategic co-branded offline to co-branded online marketing partnership. 

Resources
Pingo needed to create a promotional phone card that could be easily co-branded and provide state of the art offline tracking of sales while also protecting fraud. Pingo developed a system to build these promotional giveaway cards and then recruited multiple partners as merchants and current affiliates. 

To promote this new concept of viral marketing. Pingo created an article that was optimized and distributed to hundreds of article directories. 

Example: 

5 Ways to Increase Web Site Sales By Word of Mouth Marketing with Free Viral Internet Marketing

What keeps you up at night?
It’s a good question for you to ask yourself once in a while. For most eCommerce entrepreneurs one of the answers is the thought of revenue lost as potential customers abandon your web site without buying. That’s 97.4% or so of your visitors, according to the accepted industry average conversion rate. Are you confident that your site converts visitors into customers at the best rate possible? If so, you’re probably getting a better night’s sleep than most.
If not, you’re probably tossing and turning, thinking about ways to increase web site sales. You might think you have already tried every little conversion rate optimization tip or trick. Do you have a strong “Call to Action” benefit? Have you ever tested different messaging with tools such as split A/B landing page optimization? The web is always changing. Unless you are sure that there is no room for improvement, its clearly time to consider how you can take your website to the next level to increase online sales with a value added promotional benefit.
1. Bait your prospects with the right cheese.
Online shoppers are more sophisticated today. You should assume that your prospects will evaluate three to four competitors before deciding to purchase. You need to stand out and provide the right bait to get your prospects to stop and buy at your site, rather than move on to a competitor.. In some cases, merchants need to find a special kind of cheese that will get the mouse to click on certain shipping options or up-sells. Getting creative in what bait you use is what will increase conversion rates if you know what type of cheese will make that mouse click.
2. Create a value-added offer.
Sometimes you need to go beyond your product line to find a potential partner that could benefit from a cross promotion. Some gift items can be presented as bonus offerings that would bring a high perceived added value, such as. Phone cards with a volume discount. Such an item could even be co-branded as a special value- added thank you gift.
3. Offer free gifts that create viral marketing buzz.
Think of a gift or promotional item that prospects will keep on them at all times such as inside their purse or wallet. Giving this item away is what creates the viral marketing buzz for increased “buzz”, brand awareness, and ultimately more Internet sales. The example of a free co-branded phone card giveaway is a great way to get your customers to carry your brand at all times and increase repeat orders and referrals. Gifts like phone cards are especially effective because they are designed for repeated use. As a result, the customer will be exposed to your brand for the seven plus times experts say are necessary before a prospect is ready to convert to a sale or reorder. It’s also likely to more than carry its weight in referrals.
4. Create a personalized benefit.
Always look for ways to personalize your offer. Instead of “we” or” I”. talk to the customer individually as “you”. Make your prospects feel special, elite and make it personal in any way possible when giving away a value added benefit. Personalize your gift when possible and find a partner with whom you could cross promote a co-branded personalized items.
5. Give away a high perceived value item.
Offering something for FREE is always nice. But the word “free” can carry negative connotations. You always want to keep the perceived value of any gift or offer high.

Example:
Get a Free phone card with your order today

Vs.

Receive a complimentary phone card worth more than 1 hour of free calling to the U.S. and many other countries as a personal thank you gift for your order today.
Grab your prospects today, and give them an incentive to buy on your site. Now its time for you to find your special “cheese” that will get your prospect’s mouse to click on your personalized high perceived-value benefit.
	Brian Hawkins has several years of experience providing tips on conversion rate optimization while working for two leading search engine marketing agencies. Currently Mr. Hawkins is an affiliate marketing manager for Pingo's prepaid phone card service and is responsible for establishing phone card partnerships and affiliate relationships. Pingo phone cards are a service of iBasis one of the ten largest carriers of international phone calls in the world. Brian can be reached at 781-505-7865 or email: bhawkins (at) pingo.com 2006© iBasis, Inc. All rights reserved.




Results 
Pingo’s partners have seen a considerable increase in conversion rates and support for certain call to action goals. These co-branded phone cards have been a great tool for new customer acquisitions. Pingo was able to acquire these new affiliate partnerships in a short amount of time with a great deal of interest. Pingo has been able to benefit from taking the risk of giving away 50k to each partner in free phone cards that created an overall better CPA vs. traditional direct marketing strategies.

Pingo has some great additional new partners in the works that should be launching soon. 

About Pingo’s Affiliate Manager:
Mr. Brian Hawkins was recently hired to manage Pingo’s Linkshare affiliate program. Prior to recently joining Pingo, Mr. Hawkins had worked with Pingo during its launch while working for its current search engine marketing agency/vender. 
Brian Hawkins Bio: 

Mr. Hawkins is a veteran in the search engine marketing industry. He brings great experience in creating strategic online marketing partnerships with fortune 1000 clients. He has developed reseller sales channel to build strategic partnerships. He also has overseen sales initiatives and assuring success in reaching clients performance based goals. Prior to his last position at two search engine marketing agencies, SpiderSplat Consulting & Inceptor, Mr. Hawkins was an industry dot com veteran working in various business development and marketing roles. Starting with an online recruiting start up, this then advanced his career, all the way up to Monster.com. He is a co-founder of start-up Photobots.com that sold online digital photography merchandise. His experience with the high-tech digital technology industry evolved from his work with Fuji Film Digital. He has also managed a lead generation call center and sales team for ADT Security Services. He received his B.A in entrepreneurship and small business management from Northeastern University in Boston.
 
Thanks for your future affiliate program partnership, 
Brian 

Brian D. Hawkins
Pingo: Affiliate Marketing Manager
iBasis
20 Second Avenue
Burlington, Ma. 01803
Direct: 781 505-7865
Tel: 781-505-7500
Fax: 781-505-7337
bhawkins@ibasis.net
AIM: PingoCallingCard
www.Pingo.com www.iBasis.com
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