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The Smooth Sound Of Sales 
The Guitar Sanctuary benefits from offering customers additional payment options 

b y M.V. G R E E N E 

T he G u i t a r Sanctuary is a specialty 

retai ler tha t doesn't m i n d s t r u m m i n g 

a long f o r sales at the intersect ion of 

the physical and onl ine w o r l d s . Selling 

guitars and musica l accessories, the 

c o m p a n y seeks an edge wherever i t can 

t o a t t rac t a n d meet the desires o f a h i g h l y 

specialized clientele. 

T h e c o m p a n y has one s tore , i ts base 

i n M c K i n n e y , Texas , less t h a n a n 

h o u r ' s d r i v e f r o m the D a l l a s M e t r o p l e x . 

Yet T h e G u i t a r S a n c t u a r y enjoys a 

n a t i o n a l presence t h r o u g h ecommerce 

a n d soc ia l m e d i a , says sales m a n a g e r 

B r i a n M e a d e r . I t casts a w i d e r e t a i l net 

a n d p r o m o t e s its p r o d u c t s i n w a y s 

r a n g i n g f r o m Facebook L i v e events 

a n d g u i t a r shows t o concer ts a n d 

i n s t r u c t i o n a l c l i n i c s . 

" O u r o n l i n e a n d in-store presence 

are real ly just k i n d of o u r g l o b a l 

business," M e a d e r says. " I t ' s a l l 

about b r a n d awareness for us and 

m a k i n g i t easier for customers to 

do business w i t h us . " 

T h e G u i t a r Sanctuary 's 

customer base is largely made u p of 

h o b b y i s t s , co l lec tors , w e e k e n d players 

a n d some professionals seeking u n i q u e , 

c u s t o m i n s t r u m e n t s — n o t " F o r d s or 

C h e v y s , " M e a d e r says. " I f w e were a 

car dealer, w e ' d be a dealership se l l ing 

B M W , F e r r a r i , M a s e r a t i , L a m b o r g h i n i 

a n d Porsche." 

These customers have the means to buy 

and t y p i c a l l y are successful i n the i r o w n 

professions and businesses. " M u s i c is a 

passion and a h o b b y f o r t h e m rather t h a n 

their p r i m a r y source of i n c o m e , " he says. 

But l ike most consumers p o n d e r i n g 

ma jor purchases, tha t doesn't m e a n they 

w o n ' t t h i n k t w i c e about p l u n k i n g d o w n 

a f e w t h o u s a n d dol lars f o r a h i g h - e n d 

p r o d u c t l ike a gu i tar . H e l p i n g customers 

f inance ins t ruments t h a t m a y range o n 

average f r o m $ 4 , 0 0 0 to $ 8 , 0 0 0 is one 

w a y The G u i t a r Sanctuary keeps pace 

w i t h the c o m p e t i t i o n . 
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INCREASED SALES 
Studies f r o m p a y m e n t vendors have 

s h o w n t h a t the average order size of 

purchases increase w h e n a f i n a n c i n g 

o p t i o n is avai lable , and customers tend 

to come back for f u t u r e large purchases 

t o stores t h a t of fer f i n a n c i n g . A study 

commiss ioned by PayPal f o u n d t h a t 

average order values can increase by 

15 percent or more f o r businesses t h a t 

offer f i n a n c i n g opt ions . 

Reta i lers embrace a l t e r n a t i v e f o r m s o f 

f i n a n c i n g at the p o i n t o f sale n o t o n l y 

as a convenience t o t h e i r cus tomers 

b u t also as an engine f o r sales. M e a d e r 

a t t r i b u t e s a n increase i n o n l i n e sales 

at the G u i t a r S a n c t u a r y , i n v o l u m e of 

sales a n d average n u m b e r of o n l i n e 

purchases , to the f i n a n c i n g o p t i o n 

ava i lab le t h r o u g h Bl ispay. 

" I t ' s one more easy w a y to pay, " 

Meader says. " I t ' s a l l about m a k i n g it 

t h a t m u c h easier f o r o u r customers t o do 

business w i t h us. I t removes one m o r e 

h u r d l e f o r t h e m . " 

Greg L i s i e w s k i , f o u n d e r a n d chief 

executive o f f i cer o f Bl ispay, calls 

m i c r o - t o m i d - m a r k e t retai lers l ike T h e 

G u i t a r Sanc tuary " u n d e r s e r v e d " i n the 

f i n a n c i n g arena. 

W h i l e POS re ta i l f i n a n c i n g is h a r d l y 

a n e w concept , L i s i e w s k i says Blispay 

bui lds i n f l e x i b i l i t y for merchants and 

consumers unavai lable i n t r a d i t i o n a l 

f i n a n c i n g p r o g r a m s for b ig- t i cket 

purchases. T h e core p r o d u c t offers a 

deferred, n o - p a y m e n t , no-interest account 

o n al l purchases over $199 i f p a i d i n f u l l 

i n six m o n t h s o n credi t l ine a m o u n t s o f 

up to $10 ,000 w i t h a 2 percent cash-back 

rewards feature. 

The account is issued as a Visa credit 

c a r d ; once users have the account , they 

can m a k e purchases v i r t u a l l y anywhere . 

L i s i e w s k i says t r a d i t i o n a l POS 

f i n a n c i n g , w h i l e a valuable t o o l f o r 

retai lers , has " t e n d e d to skew t o w a r d 

larger merchants . " 

Smaller merchants "need a s o l u t i o n t h a t 

is s imple and easy to deploy , " L i s i e w s k i 

says, w h o previous ly served i n executive 

roles w i t h B i l l M e Later and PayPal. 

" T h e y are very, very busy people. T h e y 

d o n ' t have a lo t o f resources or back 

off ice capaci ty . " 

INSTANT DECISIONS 
M e a d e r says t r a d i t i o n a l POS 

f i n a n c i a l p r o g r a m s t e n d to be 

l a b o r - i n t e n s i v e f o r m e r c h a n t s a n d 

t i m e - c o n s u m i n g f o r c u s t o m e r s , 

p a r t i c u l a r l y f o r o n l i n e c o n s u m e r s . 

" I f y o u are g o i n g to do t h e i r t r a d i t i o n a l 

f i n a n c i n g , i t is a l l predicated o n the 

customer being r i g h t w i t h y o u i n the store 

and being able to do address and i d e n t i t y 

v e r i f i c a t i o n a n d y o u have to do a long 

contrac t process," M e a d e r says. 

Blispay offers on- the-spot , r e a l - t i m e , 

instant f i n a n c i n g : A p p l i c a t i o n s take a f e w 

minutes to complete a n d credi t decisions 

are made w i t h i n 15 to 20 seconds. 

" A l o t o f t i m e i t i sn ' t a m a t t e r o f o u r 

customers needing f i n a n c i n g to be able 

to m a k e the purchase , b u t m o r e o f a 

smarter use o f t h e i r m o n e y , " M e a d e r 

says. " A l o t o f o u r customers are l o o k i n g 

to take advantage o f deferred interest or 

same-as-cash p r o g r a m s w h e r e they c a n 

k i n d of spread o u t the use o f t h e i r m o n e y 

a l i t t l e longer . " 

L i s i e w s k i says B l i spay is s h o w i n g 

t r a c t i o n i n the f i n a n c i a l m a r k e t p l a c e 

because i t exists as a " m e s s a g i n g -

o n l y " p l a t f o r m — m e a n i n g there is 

no i n c r e m e n t a l cost a n d o r t e c h n i c a l 

i n t e g r a t i o n f o r m e r c h a n t s t o d e p l o y 

the p r o d u c t . 

" W e are d r i v e n by the customer's 

o w n device over the Visa p l a t f o r m , so 

there is no p a y m e n t , checkout or device 

in tegra t ion or back-off ice sett lement or 

w i r i n g of f u n d s , " he says. " W e e m p o w e r 

o u r customers because they can take 

tha t f i n a n c i n g offer w i t h t h e m a n d use i t 

everywhere they shop." 

ANOTHER OPTION 
L i s i e w s k i says POS r e t a i l f i n a n c i n g 

has been a d i f f i c u l t m a r k e t f o r 

m e r c h a n t s because the landscape is 

d o m i n a t e d by a f e w m a j o r p layers , 

n o t a b l y b a n k i n g c o m p a n i e s , w h o set 

f i n a n c i a l t e r m s a n d procedures as a 

means f o r " b u i l d i n g balances ins tead o f 

h e l p i n g reta i lers sell m o r e p r o d u c t s . " 

He 's u n d e r no i l l u s i o n s t h a t a p r o d u c t 

l i k e Bl ispay w i l l replace bank- i s sued 

p a y m e n t cards as the m a j o r f o r m o f 

p u r c h a s i n g , e x p e c t i n g i t ins tead to 

a d d to the m i x o f o p t i o n s f o r those 

consumers w h o w a n t i t . 

" M e t h o d s o f va lue exchange , h o w 

to pay f o r a g o o d a n d service , have 

evo lved over t i m e , " L i s i e w s k i says. 

" O n e never goes away. I t jus t becomes 

less a n d less o f a share of h o w t h i n g s 

get d o n e . " 

O v e r t i m e , the Bl ispay p l a t f o r m 

became so c o m p e l l i n g to T h e G u i t a r 

Sanctuary 's business t h a t its l i n k resides 

o n the company ' s homepage a n d every 

page t h a t features a p r o d u c t f o r sale. 

M e a d e r says the average order value f o r 

Bl ispay buyers is double t h a n w h a t is 

t y p i c a l for the G u i t a r Sanctuary . 

" W e had been o n the l o o k o u t for a 

f i n a n c i n g par tner tha t c o u l d help w i t h 

o u r o n l i n e customers , " he says. " W h e n I 

read about Blispay, i t seemed l i k e one of 

those companies where they're ready for 

the next -generat ion consumer t h a t . . . has 

g r o w n up w i t h the i n t e r n e t . " STORES 

M.V. Greene is an independent writer and editor 

based in Owings Mills, Md., who covers business, 

technology and retail. 
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