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Payments Industry Under Scrutiny:
Is Regulation Imminent?

he payments industry had quite a summer. Following a Federal
Reserve Bank of Kansas City conference in May that addressed the
issue of interchange, merchants filed two lawsuits against the card
Associations concerning these fees.

In addition, a major data security breach discovered in June at CardSystems
Solutions Inc. compromised the security of up to 40 million credit card accounts.
As a result of the breach, Visa U.S.A. announced that by the end of October, it
would no longer approve of CardSystems as a processor of its transactions, a
move quickly followed by American Express Co.

To address the consumer data security issues, a subcommittee of the House
Committee on Financial Services held a hearing in late July (view a transcript
of the session at http:/ /financialservices.house.gov/hearings.asp?formmode=
detail&hearing=407&comm4 ).

The hearing was entitled "Credit Card Data Processing: How Secure Is It?" and
representatives from all four major card brands, CardSystems, the National
Retail Federation and financial institutions testified.

We asked members of The Green Sheet Advisory Board (AB) the following
questions to garner their insight on the recent events:

It is becoming evident that the federal government is closely scrutinizing the payments
industry. Do you think federal regulation of the industry is imminent and if so, what
impact will this have on the merchant level salesperson (MLS)?

The AB members' responses, listed in alphabetical order, follow:

[[FIZ See Regulation on Page 63
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What's better than
a "Free Terminal?”
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that's actually FREE! (\QaeSgl o272, . cu

/ ready terminal

' Plus FREE
- PIN PAD!

Seems like everyone is offering Free
terminals these days, but most of these
offers aren’t really Free. At North American
Bancard we pride ourselves on being the
best. After all that's what our agent part-
ners deserve and have come to expect
from NAB.

That's why we've worked hard to come
out with the best Free Terminal Program
in the business. The best equipment,

An industry leading residual program with
a $500 conversion bonus plus a $100
activation bonus. No Hassles. No fine
print. Just the very best program out there.
What else would you expect from North
American Bancard?

Check Solution
OMNI 3750 w/cr1000i

Inchedes stackaer and cables
Duzal comm & Smat Card reacy

Plus FHEEI_

Wireless Solution
M\ N Way System

Hand Held, Wireless, Sman
Card snabled lermmal

To find out more visit www.GONAB.com or call; 1-888-229-5229
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EE NotableQuote

"l believe that some level of federal
intervention will occur. | think that
whatever this ... turns out to be, it
will be a positive for those MLSs who e L
are straightforward and honest with T
their clients. The reality is that even
today, there are a number of folks
who simply do not tell the merchant e
. the truth."
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Sarcasm Sells
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OH yeah ... my mom's bank et bouaght your daddy’s
bank. g0 you bechnizally work. for us ... and you're FIREDY

| am working on a project, and | am trying to find out the
answers to the following questions ... How many MSP's, mer-
chant banks, 1SOs and reps for MS[Ps] are there in the U.S.2 |
am looking for an overall scope of the business as it stands now,
so any other information with regard to these questions would
be greatly appreciated. On another subject, | have been in sev-
eral industries in my professional career and The Green Sheet is
by far the best industry resource that | have ever encountered.
Thank you.

Mark

Mark,

Wow! That is quite a project. | am sorry to say that there are really
no firm answers to your questions. The Green Sheet has been
trying to determine these numbers for quite a while. Although we
have not been completely successful, we have managed to make
some estimates. Review GSQ "The Quest for the King's Portfolio”
(September 2004, Vol. 7 No. 3) at www.greensheet.com/gsq/
Secured-/gsqv/n3.pdf . In this GSQ, our annual report on the
overall state of the "feet on the street," we estimate that no fewer
than 15,000 merchant level salespeople (MLSs) are working in
the industry today. There are many reasons that contribute to the
elusiveness of these numbers. One is the amount of movement in
the industry. MLSs switch ISO partners a lot, and much consolida-
tion occurs among ISOs. Another reason is the unwillingness of
companies to share information. Companies carefully guard
numbers, and they are not willing to give the competition any

kind of an "edge." Your questions are some of the most frequent
questions posed to The Green Sheet. | hope that we have been of
some assistance to you.

Editor

In the article "Advisory Board: Discussion on Interchange" [The
Green Sheet, July 25, 2005, issue 05:07:02], Adam Atlas stated
"My general understanding of bank Associations is that they are
notfor-profit organizations." Is this true? | recall reading in several
historical accounts of the industry that both NBI (Visa) and ICA
(MasterCard) were originally nonprofit organizations. But | also
seem to remember a blurb (most likely in GS) that MasterCard
changed to a forprofit status. | looked at both companies'
2004 Annual Reports and at the State of Delaware Division
of Corporations (https://sos-res.state.de.us/tin/controller) and
can find no clear indication of such standings. Are Visa and
MasterCard nonprofite. What exactly does that mean?

David Leppek
Pay By Touch Solutions

We forwarded David's question to Adam Atlas, who provided the
following response:

When | used the term "notfor-profit," | meant that profits do not
accumulate in Visa and MasterCard. Instead, the substantial fee
revenue that accumulates in them is, as far as | am aware, fun-
neled up to the banks that are members of the Associations. So,
when | say notfor-profit, | do not mean that they are charities or
operating for the general good. Instead, | mean that they are pass-
through entities through which the banks earn plenty of profit. Of
course, Visa itself has substantial operating expenses and other
than processing services, serves the important role of upholding
the Visa brand for the benefit of all member banks. | have not
researched exactly what kind of corporate entity Visa is. However,
| know that only banks are owners/members/shareholders. For
example, you and | can't go out and buy Visa stock.

Best regards,
Adam Atlas, Attorney at Law
atlas@adamatlas.com

Correction

The New Products story, "Merchants Draw a Card for Fast,
Secure Transactions" (The Green Sheet, July 25, 2005, issue
05:07:02), incorrecily stated that Medasyst Inc. "provides
security certificates to merchants." The company does not pro-
vide this service. The Green Sheet regrets the error.



What's better than
a "Free Terminal?”

How about a terminal
that's actually FREE!

seems like everyone is offering Free terminals

these days, but most of these offers aren't really

Free. At North American Bancard we pride our-

selves on being the best. After all that's what our

agent partners deserve and have come to expect
i from NAB.

That's why we've worked hard to come out with
the best Free Terminal Program in the business.
The best equipment. An industry leading residual
program with a $500 conversion bonus plus a

g $100 activation bonus. No Hassles. No fine print.
; Just the very best program out there. What else
3 would you expect from North American Bancard?

B ik, Pl aoral A RS

NortMm&ﬁlgﬁg

To find out more visit www.GONAB.com or call: 1-888-229-5229



Premium Solution
OMNI 3750

Dual comm & Smart Card
ready terminal

Plus FREE PIN PAD!

Check Solution
OMNI 3750 w/cr1000i

Includes stacker and cables
Dual comm & Smart Card read

Plus FREE PIN PAD!

Wireless Solution
Way System

Hand Held, Wireless, Smart
Card enabled terminal
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Short on time? This section of The
Green Sheet provides a quick summary
of nearly all the articles in this issue
to help keep you up to date on the
latest news and hot topics in the
payments industry.

Feature
Payments Industry
Under Scrutiny:

1]

We asked members of The Green Sheet
Advisory Board for their insight on recent
events: merchant lawsuits against the card
Associations, a major data security breach at
CardSystems Solutions Inc., and a hearing
by a subcommittee of the House Committee
on Financial Services on consumer data
security issues.

= Page 1

Feature

AgenTalk®V: Overcoming

1]

Osha Piuma of Durango, Colo. has worked as

a merchant level salesperson (MLS) for the past
six years. At first he grappled with the in's and
out's of the business, but soon he developed a
better understanding of the industry. In an inter-
view with The Green Sheet, he discusses the

challenges he's faced.

IP-ENABLE
DIAL-UP TERMINALS

PayLink-IP

$193 MSRP

Multiple processer R "'- Piiug in terminal here
cartifications

® Reduce tranzaction times & increase throughput
a1 checkoir,

= Migrate merchant transaciions to IF withou
replacing their dial-mp termimals.

Eaty
= Tranamit 3ecurely ower the Iniemet Fug-n-play
with 128-hii 551 encryption, imztallation

LAYA Camputer MFG Inc 1-B00-241-LAVA M
v lavalnk com L F: v a3

News

'Ll Page 24 |

1]

For the first time ever in its nearly three years

as an organization, the National Association of
Payment Professionals (NAOPP) presented in
front of a large group of MLSs at an ISO's sales
conference. Business Payment Systems provided
the opportunity, and NAOPP Secretary Amy B.
Garvey spoke about the benefits of belonging

to the nonprofit organization.

Feature

|* Page 33 |

Analysis: A Look at

1]

From ATMmarketplace.com . The Data Encryption
Standard, or DES, was developed in the 1970s as

a cooperative effort between IBM, the National
Security Agency and some other governmental
bodies. It was a first try at producing a high-
quality, government-approved cryptographic
algorithm for public use. They did a really good
job. Then, several things began to happen. -

View

-Ll Page 34 |

Full Service, Fast Service With EI

The convergence of increasing consumer debit
card use with the availability of Wi-Fi mobility
adds up to new opportunities to expand
payment systems in all restaurants. Consumers'
growing reliance on debit cards provides a
powerful formula for up-selling restaurants on
Wi-Fi-based payment solutions that will speed
up all card-based transactions, increase revenue

and enhance customer satisfaction.

|* Page 50 |



Our Proven Merchant Lead
Generation Program Will Leave

Your Competitors in the Dust.

Our 1S0’s receive qualified, pre-set appointments.
All you have to do is close the deal!

AmericaOne Delivers:

2 Uplfront Cash - Hundreds to Thousands of Dallars Per Merchant Application
O Additional Upfront Bonus- $100-8500 Per Approved Account
3 Faxed Merchant Applications - No Photos /| No Originals / Same Day Approval
© Merchants Reimbursed for Current Providers Cancellation Fees
3 Free Merchant Equipment Program
) Expert Customer Service On All Platforms 24 / 7/ 365
£} Free Merchant Equipmeant Swap-Oul Program
O 2-Hour Lease Approval / Split Funding / Rebates
O MLS Reporting @ www.aoreporis.com
) Application Status & Knowledge Base {@ www.aoagent.com
3 Merchant Reporting @ www.merchantreports.com
O Professional Marketing Materials
) Business Development Consulting
) Free Morchant Statemant Analyses & Merchant Proposals
) Check Services / ACH Services [ Gift & Loyalty Card Programs

AmericaOne’s Overall Commitment to You and "rnur Customer’s
Satisfaction is Second to Hnne._ e

r--!E'“:""""'_———.

if you are serious
about selling,
call us TODAY...
888-502-6374

Cogarght 20 Anercatne Paymend S ino + 00 Harln oo = Seevpvai. S8 B500 = KayBard Viaton sl Sssoouson Cevdand 08 Bemtar FORC
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News

Heartland Goes Public

One year after filing an S-1 registration
statement with the Securities and Exchange
Commission for an initial public offering,
Heartland Payment Systems Inc. stock debuted
on the New York Stock Exchange on Aug. 11,
2005 with an offering of 6,750,000 shares priced
at $18 per share. Heartland common stock is
now traded under the ticker symbol HPY.

|* Page 54 |

News

Discover Financial Services and the Discover
Card are not going anywhere. Investment
banking firm Morgan Stanley has taken its card
unit off the block. Morgan Stanley's new Chief
Executive Officer announced in August that
Discover is staying put.

|* Page 59 |

Education

Street SmartssV:
Secret Recipes for Selling
to Restaurants

Always enter a restaurant through the back
door, in the kitchen. Some other tips: consider
the environment, become a customer, serve as
a consultant to the business, offer solutions to
problems and get involved in their industry.

Education

|#= Page 72 |

We want you to become an ISO with Cynergy
Data because we really think it's a pretty good
company. Our marketing staff, in particular, is
totally great. Anyway, we think you should call
us. If you want to. We'd really appreciate the
business, for one thing. Not convinced? That's
because this statement violates the five basic
rules of advertising copywriting.

"'n_' Page 80 |

Exceeding Expectations

= Competitive buy-rate programs

» Revenuve Share Programs

« Same Day Approvals

« Liberal Underwriting

» Fully bilingual back-office support
* Free terminal deployment

= Ongoing conversion bonuses
and reward programs

« Dedicated relationship managers
and sales support staff

« Portfolio purchases
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The only way to earn your loyalty is to
make reasonable commitments and
keep them. We pride ourselves
on conducling business with the
highest degree of professionalism.
Qur relationships are built on
integrity, trust and a dedication
lo excellence.

Your Satisfaction is
our Success

Call today for all the details.

Interchange + $.06 Revenue Share
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Education

? Update on FTC Cases
Blﬂta“t. From Summer 2005

-~ Some merchants in this country are up to no
Eﬁedlve? good, and the Federal Trade Commission

] (FTC) keeps a close watch on shady businesses.
No ISO/MSP wants to go through having one
of its merchants shut down by the FTC. The
more you know about how unscrupulous

businesses operate, the more you can do to
protect your own business. -

I iq.' Page 86 |

Education

Agent Registration:
Fact or Fiction?

From emerging technology to creative recruit-
ment strategies by ISOs searching for new mer-
chants and agents, the payments industry is
constantly changing. However, one issue

that frequently resurfaces is agent registration.
The industry has debated few issues as often
or as intensely as those concerning compliance

If Yﬂ “ ArE R‘Eﬂd i ng with the card Associations' agent registration

regulations. =

Thisttt Yﬂ“ Hﬂ‘l’E l»_Page 90 |

Your Answer. o

Ads Proposals

Wells Fargo Settles
Lawsuit Over Merchant Fees

Web Design Logos The battles pitting merchants against banks
and the card Associations took another turn
last month, with the news that Wells Fargo
Project Management MNewsletters Merchant Services LLC, the card acquiring
unit of Wells Fargo & Co., agreed to settle a
class action suit filed on behalf of California
merchants.

PORTFOLIO AVAILABLE AT o Pege 93 |
opus-enterprises.com ;

Tradeshow Booth Design Brochures

Multi-Media Presentations

News

BPS Bonds With MLSs

ISO sales meetings are critically important
events. MLSs get to meet, in person, the compa-

us ny to which they send their business. They also

talk one on one with vendors and bond with

E nte. r p rl SE 5 other sales reps. ISOs educate agents about new

initiatives and say "thanks for working with us."
Industry Experience Makes The Difference Business Payment Systems recently invited The

203-438-1 3!“} Green Sheet to attend its annual sales meeting.

] i\." Page 94 |




DoOES YOUR BUSINESS
NEED A LIFT?

There’s no faster way to raise vour bottom line
than partnering with Innovative Merchant Solutions
(IM5), a wholly-owned subsidiary of Intwit. VWith 2.6
million small busmesses runnmg ther offices on
QuickBooks, your financial growth will soon reach
new heights

Here are mare reasons to partner with IM5S:

*OFFER FREE QUICKBOOKS PRO 2005 TO ALL NEWW
MERCHAMTS: & $300 value!

« NEW FRODUCTS: Sell the only Terminal, Internet and
PL processing solutions that integrate with QuickBaoks

»COMPENSATION: Participate in IMS' True Partnership
Program,

=« SERVICE: Benefit from IM% LUIVE F4.kour cutiomer
service, Experience low attritton rates and high customer
satisfaction

= APPROVALS: Feceive same-day approvals for virtually all
tvpes of busimesges

* SUPPORT: Expand your busineéss with the backing of
Intuit, & publicly traded Fortune 500 company,

JOIM THE IM5 TEAM:
= Indepandani agernts
= Regional sales managers (send resumd)

Call (BOO0) 397-0707, or e-mail us at

agentservicesi@innevativemerchant.cam.

= HEnpnovative
ra I - wn INTUIT® Eampasy

DI bR i Bl P s S ] O W b e iy R o] BT A




IndustrvUpdate

Proudly Sponsored By:

hVeriFone.

NEWS

The Board of Directors of American Express Co.
(AmEx) approved the spin-off of its financial advisors
business through the distribution of 100% of the shares
of its subsidiary, Ameriprise Financial Inc. (formerly
American Express Financial Corp.).

Following the distribution, Ameriprise will be an
independent, publicly traded company. Ameriprise's
common stock has been authorized for listing on the
New York Stock Exchange and is expected to trade under
the symbol AMP.

MasterCard International-owned TowerGroup believes
less than 1% of fraud losses in the ATM and POS
channels come from phishing-based fraud. Phishing
refers to soliciting customer information through the
Internet for the purpose of fraud.

TowerGroup estimates that one out of every 15,600 ATM
and POS debit transactions is fraudulent, and almost all
of these originate from stolen cards and card skimming,.

TowerGroup believes that withdrawal and debit purchase
limits on retail accounts helped to restrict total ATM and
POS fraud losses to not more than $990 million in the
United States in 2004.

ANNOUNCEMENTS

CheckFree Honored for Best Practices

CheckFree Corp. received the 2005 Best Practices Award
for Business Intelligence Stewardship and Data Quality
from The Data Warehousing Institute. The award
honors companies that have demonstrated excellence
in developing, deploying and maintaining business
intelligence and data warehousing applications.

EduCard LLC, a division of Evisions Inc., seeks an
ISO with a strong presence in Arkansas. Evisions' has
installed its proprietary software application at more
than 800 higher educational institutions across the
United States. EduCard systems convert paper checks
to an electronic transfer and load funds directly onto a
student stored-value Visa-branded card. Evisions seeks
an ISO that has field agents in Arkansas to promote a
reward-based program for merchants to offer discounts
to university cardholders.

EPI Extends Healthcare Benefits to ISOs

Electronic Payments Inc. (EPI) will offer a monthly
stipend to help ISOs, their families and staffs pay for
health insurance. EPI will pay up to 100% of the premium,
up to $307. According to the National Coalition on
Healthcare, the average cost of health insurance in 2004
was $307 per month.
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* On Sept. 1, Seven-Eleven Japan Co., Japan's largest convenience store operator, offered cash
for $1.2 billion worth of stock in order to buy out sister company 7-Eleven Inc. The Japanese
company already owns 72.7% of its U.S. counterpart; its offer is for the remaining 27.3%.

* The Oil Price Information Service (OPIS) predicted that gas will rise to $4 per gallon on
average in the near future because of Hurricane Katrina. Two integral pipelines supplying gas in
the Eastern United States were shut down because of the storm.

* In a deal worth $11.9 billion, Federated Department Stores acquired May Department
Stores Co. With the acquisition, Federated now has more than 1,000 stores.
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Selling PIN Debit?

We've got you covered!

A PULSE" study shows that PIN debit is the preferred
payment method of consumers and retallers alike, As 2
registered PULSE 150, you can Include PULSE In your PIN
debit program, PULSE benefits include;

+ More than 90 milllon cardhelders

« Network of 4,100 financial Institution Issuers
» No per-terminal or marketing fees

» Tralning and ongoing education

Because PULSE values your efforts Lo support mer
chants, we're walving the 51,500 one-time application
fee when you register a5 a PULSE 150 before December
1, 2005, For complete detabls, contact Patti Chargualaf
at pchargualal@pulse-eft.com or call 832-214-0114,

pulse
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To participate in EPI's Health Insurance Program, an
ISO/MLS must be an active EPI office with 30 deals in
their portfolio and produce 10 deals per month. EPT has
agreed to pay for an unlimited number of reps, ISOs,
and their family members.

To insure others, ISOs simply need to double the
numbers. ISOs may choose any insurance carrier and
coverage. ISOs that can't achieve the monthly minimum
may contact EPI Chief Executive Officer Michael Nardy
to discuss their needs.

NetBank Offers Free Services to VAPs

comprehensive benefits package, including free bank-
ing services and discounted personal and business
loans, for qualified Value Added Partners (VAPs).

The NPS benefits package includes banking services
such as discounted auto loans, no minimum-balance
fee on checking accounts, free personalized checks and
free financial planning services.

Peppercoin secured $8 million in funding. The financing
round includes previous investor Pod Holding and a
large Boston-based institutional investment advisor;
several private individuals returned to participate in
the round as well. Peppercoin also announced that it
named Mark Friedman President and CEO.

Pricing Benchmark Study

Strategic Management Partners is accepting new
subscribers for the 2005 edition of its Pricing Benchmark
Study. The annual study compares the processing
pricing from all the major third-party processing
companies. Participants contribute pricing and volume
data on key, front-end authorization and back-end
settlement line items.

The study uses a double-blind format so that all
respondents' replies are confidential. Each subscriber
will receive a report that shows the consolidated
responses for both the front-end and back-end pricing
data elements. The cost to subscribe is $5,000.

TNS Inc. filed a Registration Statement with the
Securities and Exchange Commission for a proposed
public offering of 7 million shares of common stock.
TNS expects to offer 1 million shares, and selling
stockholders expect to offer 6 million shares.

TransAct Technologies Inc. was awarded U.S. patent



Is The Payment Gateway
You Resell All It Can Be?

If the payment
gateway you resell
makes it difficult to
earn a living, maybe
you're reselling the
wrong payment
gateway!

Since 1996,

Authorize.Net has
been resellers’
preferred payment
gateway for some
very simple reasons:
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Mo other payment gateway supports its resellers like
Authorize.Net. To discover everything a payment gateway
can be, contact Authorize.Net Channel 5ales today!
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no. 6,931,456 for its standard configurable Universal
Serial Bus (USB) device identifier. The technology covered
by the patent enables a printer to be interchanged
with another printer from the same printer model
line, without requiring reinstallation of the device driver
or reconfiguration of the communication port by the
host driver.

Transmodus' Oklahoma area business partners opened
an office in Oklahoma City. The office will focus on
business development, applications consulting and
project management for clients in the region. The
management team will work to expand local client and
strategic partner relationships.

VeriFone Wins Leadership Award

VeriFone recently won the Frost & Sullivan 2005 Product
Line Strategy Leadership Award in recognition of its
innovative payment transaction solutions and value-
added services at the POS.

Frost & Sullivan said VeriFone has delivered innovative
and user-friendly products including V* Solutions and
the Omni 7000 family of multilane solutions.

PARTNERSHIPS

Chase will brand 246 Cardtronics Inc. ATMs in stores
in New York City, Long Island, Westchester, N.Y. and
in New Jersey. Under the branding agreement, Chase
customers will have surcharge-free access to Cardtronics
ATMs in 246 Duane Reade locations in the New York
area. This is the second major branding agreement that
Chase has completed with Cardtronics; the first included
ATMs in 215 ExxonMobil Corp. stores in Texas.

CyberSource Offers PayPal

PayPal (Europe) Ltd. signed an agreement with
CyberSource Corp.'s United Kingdom subsidiary,
CyberSource Ltd. that enables CyberSource merchants
in the United Kingdom to offer PayPal as an online
payment method. CyberSource merchants in the United
States have had this capability since 2003. PayPal has
nearly 79 million accounts worldwide.

EProcessing Network LLC certified its transaction

Looking for Residuals, Service & Support?

Join a reputable company with over 73 years bankcard
management experience. You don't stay in this industry
that long without taking care of your customers and
sales torce, We take pride in building lasting profes
sional relationships.

l'|Il..|' |.~||r|.'l
¢ CreditDebit/ERT
e Ambx & Discover
s Check Guarantee/Conversion
s Gilt & Lovalcy Programs
¢ Merchant Cash Advances Against Deposits
#  Reliable Customer Service & Sales Support
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¥ INSTANT APPROVALS MANAGEMENT

{ FREE EQUIPMENT ¥ DIRECT LEASING
SHIPPING

Call George Mayo at 1-800-351-2591 and start building
your own IS0 plan. For over 15 years we've been develop-
ing the most profitable ISO Programs in the industry,

Call George and get started today.

Direct Lease Funding and Services provided by T d/bva Lease Finance Group
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processing software with NOVA Information Systems
Inc. using the NOVA viaConex platform. EProcessing
Network is certified to process swiped and keyed credit
card transactions, PIN debit, e-commerce with 3D Secure
and MasterCard's Universal Cardholder Authentication
Field and recurring transactions, including address and
cardholder verification through NOVA.

EFMARK and Greater Iowa
Credit Union Expand Agreement

Greater Iowa Credit Union (GICU) selected EFMARK
Premium Armored to provide cash management services
for 400 ATMs. In 2004, EFMARK began service to 200
GICU ATMs in Iowa. The current agreement brings
the total to 400 ATMs throughout Iowa, Illinois and
Missouri. EFMARK is currently recruiting for its team
in Des Moines, with a focus on ATM technicians for its
armored cash services business.

First Data Expands Agreement
With BBVA Bancomer

First Data Corp. renewed its payment processing
agreement with BBVA Bancomer. First Data will support
BBVA Bancomer's retail business in Mexico and will
provide payment processing services to Finanzia USA,

Keep Customers Happy.
Make Money.

ron s Aadack
et e .

- R i B S e L *
ETTLE, B 00 U DEs W DED OEEL 3 Ol el 00as

For more information about this program:
1.877.810.5900
www.thermalpaperdirect.com Dl RECT

a BBVA subsidiary. First Data has provided credit card
processing services to BBVA Bancomer since 1994.

Global Payments and

HealthCard Systems LLC extended its long-term
relationship with Global Payments Inc. by signing a
new multiyear agreement. Global Payments will provide
HealthCard Systems with front and back-end transaction
processing services including terminal-based and Web-
based authorization for all major credit and debit cards,
as well as settlement accounting, risk management and
technical support.

Missoula Federal Credit Union Joins CO-OP

Montana's Missoula Federal Credit Union (MFCU)
signed an agreement to become the first CO-OP Network
member credit union in the "Big Sky State."

By partnering with CO-OP Network, MFCU will supply
its 39,000 members with access to 20,000 surcharge-free
CO-OP Network ATMs nationwide. CO-OP Network will
also process all of the credit union's EFT transactions.

RBS Lynk recently added eight new ISO clients.
Advanced ATM Systems Inc.; ATM Cash Dispensers
Inc.; ATM Cash Now; ATM Source Inc.; B&B Financial
Services LLC; Express Teller Services LLC; More Than
Cash Inc.; and Network ATM LLC selected RBS Lynk as
their long-term ATM processing partner.

UBS, City National Bank and First-Citizens Bank &
Trust Co. have become owners of The Clearing House
Payments Co. LLC. The addition of three new owner
banks is the first expansion of the company since its
reorganization in July 2004. Including these new banks,
there are now 22 owners of The Clearing House.

ECommLink and TransFirst Form Alliance

ECommLink entered into a service agreement with
TransFirst. Under the agreement, TransFirst will provide
processing for online merchant accounts. ECommLink's
enterprise payment platform permits stored-value
loading and disbursement options via a wireless device,
ATM or computer.

Visa U.S.A. and ID Analytics Inc. partnered to help
financial institutions better identify and stop fraudulent
debit and credit card applications. Visa will provide its
members a customized version of ID Analytics ID Score,
a risk assessment score that determines the likelihood of
whether applicants are whom they claim to be.
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ACQUISITIONS - ~

Cardtronics Purchases ATM Portfolio F RE E

Cardtronics Inc. recently acquired the ATM business of E Qu I P M E N I !
NEO Concepts Inc., a Chicago-based ISO. The portfolio

includes more than 360 ATMs located primarily in BP

Amoco stores and an additional 50 ATMs in independent The Free Equipment =. Full Residuals
merchant locations. Program From EPI is like no other!
First Data to Purchase You still get to sell or lease equipment
Citi Merchant Services Unit but have flexible options when giving
................................................................................ away terminals. Our program is your
First Data signed a merchant services alliance agreement complete solution with MSP level

with Citibank. First Data will purchase Citibank's pricing and the tools to help your
current U.S.-based Citi Merchant Services unit, which office grow.

provides card processing services to approximately
15,000 merchant locations, and manage that business
in an alliance with Citibank. First Data will provide
payment-processing services, account management
support and sales and management personnel.

— The EPl Transaction Fee
Just 1.0 cents

............................................................................ . EIII““IE Enﬂ“?

Pipeline Data Inc. executed an agreement to acquire

WorldProductsInc.d.b.a."AIRCHARGE." AIRCHARGE We give you options...

is the first company to deploy a cellular phone-based YOou keep vour RESIDUALS!
solution for mobile merchants to accept credit cards

at the POS. Pipeline will acquire AIRCHARGE for $16% Monthly Fee

$200,000 in cash, $525,000 in the form of a promissory
note and 900,000 shares of Pipeline Data common stock.
Pipeline will retain AIRCHARGE's senior management
team of Rich Hoffman and Bob Wallace.

Keep your annual fees,
batch fees, and minimums!

$34" Quarterly Fee

TNB Card Services Keep your batch fees
Buys Credit Card Programs | and monthly minimums!
TNB Card Services purchased the credit card portfolios %747 Annual Fee & just

of four credit unions in three states and will operate those
card programs through its agent issuer organization.
Selling their portfolios were Great Plains Federal Credit
Union, SourceOne Federal Credit Union, Hereford Flan Fﬂalurﬂs

Texas Federal Credit Union and Thiokol Ordnance : _ h
Federal Credit Union. MNurit 8320 Multi-App Terminal

IP Capable with Internal PinPad!

APPOINTMENTS We program your check, gift card,

or other service - no matter the
CyberSource Adds Cruickshank to Board company you use!

$0.35 cents per batch

CyberSource Corp. appointed Scott Cruickshank to its Seamless Integration with our online

Board of Directors. Cruickshank is President and Chief
; ; : : app and Bankcard APP.NET - the first
Operating Officer of Qsent. Prior to Qsent, Cruickshank T ; : g
served as Chief Marketing officer at Paymentech LP. He SHETE A TieR F‘E-EI'IIEII'IIII'IE‘ app with real
time approvals!

was also Senior Vice President of First Data Merchant

Services and a Managing Partner of Bank One Payment e
Services. Call Us Today For Info!
Diebold CFO Resigns; Interim CFO Named ELECTRONIC 1-800-966-5520 ext 221
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Gregory T. Geswein, Senior Vice President and Chief
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Financial Officer of Diebold Inc. resigned to become CFO
of The Reynolds and Reynolds Co. Kevin J. Krakora,
Vice President and Corporate Controller, was named
interim CFO until a successor is identified. Krakora was
Senior Vice President and CFO at TelTek Inc. prior to
joining Diebold in 2001.

UBC Hires National Sales Trainer

to train its national sales force of independent agents.
Kokaram has worked as a sales trainer and manager
for First Data and Heartland Payment Systems and also
served as Assistant Vice President of Sales with Retriever
Payment Systems. UBC will offer Kokaram's services to
all of its ISOs and will hold seminars nationwide.

Management and technology consulting firm KeyPoint
LLC recently appointed its management team of Mike
Love, Ken Maliga and Jeremy Drzal. All three joined
KeyPoint from ReD Consulting. Love was Managing
Director for ReD Consulting. Prior to that he was CEO
of PaySolv Inc. Maliga was Managing Principal for
Technology Consulting Services and European operations
for ReD Consulting. Prior to that he was President
of PaySolv Inc. Drzal was Principal Consultant and

Executive Vice President for Sales and Marketing for ReD
Consulting. Prior to that he held various management
positions at Axalto (formerly SchlumbergerSema).

Equifax Names Smith CEO
and Chairman-Elect

Equifax Inc. named Richard F Smith CEO and
Chairman-elect, succeeding Thomas F. Chapman, who is
retiring from the company. Smith joins the company after
22 years with General Electric Co. Most recently, he was
COO of GE Insurance Solutions. Smith led all business
units for GE Insurance Solutions, including property and
casualty reinsurance, commercial lines insurance and life
and health reinsurance.

APS Appoints Director of Business

Advanced Payment Services (APS) appointed Mark
Stoss to National Director of Business Development.
Since 1991, Stoss served as the Regional Sales Director
for CMS/ Citicorp Payment Services Inc.

In his current position at APS, his responsibilities will
include the recruitment and direction of the ISO channel
as well as new business development.
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Your Customers Have Demanded IP Solutions,

Now Give Them The Extra Measure of Protection
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AgenTalk®™

Overcoming Obstacles, Building a Business

sha Piuma of Durango, Colo. has worked

as an independent merchant level sales-

person (MLS) for the past six years. At

first he grappled with the in's and out's
of the business, but soon developed an understanding
of the industry. As a result, he has fostered a successful
sales career.

In the following interview, Piuma discusses the state of
the industry and the challenges he's faced working in it
as an independent contractor. His insight might prove to
be helpful to anyone just starting out.

The Green Sheet: What brought you into this business?

Osha Piuma: My mother encouraged me to enter the
industry about six years ago. I was lucky in that she and
other family members have been active in the industry for
many years.

LEASING

Pediceted o Crtanmndime Cuatorner Service

MAKE THE RIGHT MOVE!

PERSONALIZED SERVICE
FAST APPROVALS
CUSTOMIZED PROGRAMS
COMPETITIVE RATES FROM .0279
ALL Pos EQUIPMENT

INCENTIVES FOR NEW VENDORS

PHoNE: B66-396-2754 » FAX: 516-935-1701
E-MAIL, INFOEBARCLAYSQUARELEASING.COM

[With their level of experience] it's been very help-
ful, especially in the beginning, with getting a basic
foundation of the business and how it works, and
having my mom and a couple of family members help-
ing me with questions that come up and day-to-day stuff.
We don't work together; they're in another state.
They are in the same sales office, but I am in my own
agent office.

GS: What did you do before?

OP: I entered the industry only a few years after graduat-
ing from college and had only minimal sales experience.
However, I had worked in the restaurant service industry
for many years through college, and I think that helped in
learning to interact with different types of people.

GS: What other relevant education or experience did
you have?

OP: Though not my major in college, I had taken quite a
few business courses and always had an interest in start-
ing my own business or something along those lines.
The only real prior sales experience had been a brief
time selling advertising space for my college newspaper
to area merchants. In hindsight, I guess this was
pretty good training in cold calling and interacting with
business owners.

GS: Do you think you were prepared enough?

OP: [Because] my mom and others are in the industry,
I probably had a lot of added help there. Even so, I
stumbled through it and just kind of had to figure
it out without a lot of hands-on training. I made
mistakes, I'm sure. I was probably one of those reps that
did a comparison against someone else, and it wasn't
probably exactly right. It's the school of hard knocks.

The average independent contractor is pretty much just
thrown out there. They sign with an ISO; they sign
their agreement, whatever stipulations they have.
[The ISO] may give you some basic training, but
then you're on your own. You're an independent contrac-
tor, it's like "Figure it out; sink or swim."

GS: What would a good training program consist of?
OP: Most of the time the rep doesn't live in the same

city as the ISO. The best thing would be completely
hands-on training. You go out and ride with someone
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communications
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"Well, once you send them out, you don't really have control
over what they say or promise to the merchant.

"There are 1SOs that get caught up in it too and just want
the deals and don't really care what their agents are telling the
merchants. It's all about honesty."

— Osha Piuma

"Say vou're an ISO and you hire agents, salaried or independent,
and you send them out into the world to bring you deals.

for a few weeks. There's no shortcuts. Then, back

at the office, some detailed [instruction]: This is inter-

change, these are the rates, you have to learn this. A lot of
the big ISOs/processors, they're going to in-house, sala-

ried employees. That is a completely different thing than
.. the typical agent/independent contractor.

[What] makes it tough on me, as an independent
contractor, is a salaried rep. They are probably in-house
and their employer is motivated to keep them
there, wants them to succeed, and they probably
get more training, hands-on stuff.

GS: What has kept you in the industry?

OP: Though the daily grind of signing new accounts
can wear on you, I really enjoy this industry. The sense
of being in control of your own success or failure is
appealing. I have always found that the more I put into it,
the more success I have.

GS: Describe a typical day in your life.

OP: I will be at the office by about 8:00 a.m. [I] take
about an hour to check e-mail and plan the day.
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[I] respond to any pressing merchant issues, then spend
whatever is left of the day [going] after new accounts.

This can include following up with previous
contacts either in person or on the phone, doing
some cold calling on the phone as well as hitting the
streets. Typically, I try to quit by about 6:00 p.m., but
that doesn't always happen, and I often work six days a
week.

GS: What is the industry's most noticeable change since
you first started?

OP: The area of equipment sales. We all know that
residuals are where it's at in this business. We also know
that building that quality residual stream takes
time and a lot of hard work. I decided early on that
I was after residuals, but the supplemental income
from terminal sales and leasing was an
absolute necessity while that residual stream was
being established.

Within just the past couple of years, I have seen
profit margins evaporate on equipment sales,
especially now with all the "free equipment" being
deployed. Without that supplemental income from

equipment sales/leasing, I think it would be extremely
difficult to begin as an MLS today.

GS: How do you ensure account retention?

OP: You can't really. You're completely exposed, and it
comes down to how well you service that account. It
comes down to my level, and if they are a local merchant,
[we] meet face to face, and I try to be really on the ball.
When they have a problem, I show up.

When they have a minor problem, where they could just
call the ISO, I have my personal number listed to say
"Hey, I know you don't want to be on hold, or go through
an operator; you want me to come in and fix it for you."

Business owners are busy; they don't want to have to deal
with that. Depending on the problem, it can get compli-
cated, and they could be on the phone for quite a while.

GS: How should an MLS go about choosing an
ISO partner?

OP: That's a big question to answer because when you
start you don't know these things, so a lot of times you
stumble through until you figure it out. The most impor-
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tant is the contract ... with the ISO. What are the require-
ments? Are residuals protected, and if so what does
that mean?

It's really something that you can't do on your own. You
need to have an industry attorney help you negotiate that
with the ISO. It's a complicated agreement with different
stipulations that could be anything.

Once you get past that, the name of the game is whatever
accounts you sign up, keeping them long-term. You need
a responsive customer service department for both you
and the merchant; you need an overall helpful ISO.

GS: Do you think there will always be street sales?

OP: Currently, [merchants] can't call Visa to get set up;
they have to go through a sponsor bank and a processor.
They could [go directly to the] bank. We fight all the time
trying to get the account, but [if merchants] bank with
Bank of America, it's really tough to get the merchant
account when they already bank with a sponsor.

However, when a merchant goes directly to their bank for
card processing ... the merchant may get a slightly lower
rate, but the bank isn't doing the same things with termi-

AgenTalk

nals that ISOs are. ... I may have a slightly higher rate,
but they're getting free equipment, so it kind of balances
out right now.

GS: How should dishonest reps be dealt with?

OP: Say you're an ISO and you hire agents, salaried or
independent, and you send them out into the world to
bring you deals. Well, once you send them out, you don't
really have control over what they say or promise to the
merchant. There are ISOs that get caught up in it too and
just want the deals and don't really care what their agents
are telling the merchants.

It's all about honesty. You can misrepresent anything
when you are standing in front of a merchant; there's no
one there watching you. You can have them [sign] a lease
for the equipment and you can tell them, "Oh, don't worry
about it. If you don't like this deal, the equipment, the
ISO, then you can cancel anytime."

Well, that's a lie. You can't cancel the lease agreement, but
that's [said] all the time.

GS: What are the basic tenets of your business
philosophy?
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OP: * Honesty and integrity at all times is mandatory.
Even if I think I might lose a sale, I will not allow myself
to misrepresent rates or anything else to a merchant.

* Do not expect success to come easy. Wake up every day
and make it happen.

* Be serious and professional about your business, but
remember to try and enjoy it as well. You only live once.

GS: How would you describe the current state of
the industry?

OP: I think it would be extremely difficult to start
now as an [independent contractor] MLS. Not impos-
sible, but challenging to be sure. Without much
supplemental income from teminal sales, someone new
will need to grow their residual stream very quickly in
order to survive.

It's tough; it's saturated out there. Even five years ago
it wasn't so bad. Now, if I go cold call in my area ... [I]
really get a difficult response from the merchant. They
say, "I've had five reps in here this week saying they can
save me money."

A new business will get bombarded with 10
different mailers. It's confusing for the merchant. It comes

down to how you can interact with people. If
you interact with them and they feel some sense
of honesty with you, that's who I'd go with.

GS: How has The Green Sheet helped you?

OP: Luckily, I was introduced to The Green Sheet and [GS
Online's MLS Forum] from the beginning of my career. I
use both on a daily basis in an effort to constantly learn
more about our industry and to solve issues or answer
questions that come up.

GS: Would you have done anything differently in
your career?

OP: I am satisfied by my progress so far, but [I] can always
improve. If I could go back and do anything differently,
I would have taken more business/marketing courses or
majored in something like that in college had I known
that I would be in this industry.

Although ... I have found enjoyment in the entrepreneur-
ial spirit of this profession and just diving in and figuring
out what works and how to continue being successful in
an ever-changing environment. [

Watch your.income

skyrocket!

EarnUpite80%:'on our Interchange Pass-thru Program

Join kong - time industry And it u

Electronic Merchant Systems’ 150 I'-'r:_l-_;.l._l.'rl

choose b

and here's what you'll gain: or a buy-rate

o The mosts gplit in the industry

o Hesiduals

an intarchange
ram for any meschant,
Take advantage of our No-C

Legse Progrim with sensations rates.

Contact Fred Couch 800.726-2117

or e-mail fcouch@emscorporate.com

Gift Card and Lovalty Card Applications
Ol i.applir_:ﬂ,h:m Approvals

5, e || bl fpour
existing resa al stresms

to ask about our SIGNING BONUS!




The Difference

Sy T

¥ FEr

F. f‘f‘ =
£, =
'd:

¥

Verix, Value, VeriFone!
With the Omni 3730 and Omni 3730LE, the Difference is in the V.

Mow, just because your menchants” neads are basic, doesn't mesan they have to settle for less

Give your menchants the solutions they desene Renpeard yoursell throwgh solutions you trust
o [(moa 37300E Tor credet and debil & | vau know how B0 Sell e Limia 3050
& [med 373 for credit, debit and value-added serices you're already trained!
o VeriFone's trusted brand name = 28me user mierfaca
* [he fastest downloads in the industry - Sam@ repons
» Hand-cver design for all-in-one debit FiN pad = Same user configuration options
* Eagy-to-use ATM-style interface * Laarn ONE product, sall MANY solutions

o [rop-in paper loading

Experience the VeriFone Difference with the Omni 3730 and Omni 37300

e 3930 Clues & Cortffied by ABS Lynk; Omni 373000 Clazs A Certifiad by HOWA and BRS Lk

THE f '*n“";: F‘ﬂHTAL.

VeriFone ZONE,, hVerrFone

Your Zone for Everything VerFone WA Y P oA Y™
w'."mr.'-..'enfnnﬂ.c{:-rn

£ 266 VerfFone, Inc .|'|! righils feserved, The VerFonpo Logo, VeriFose Zove, and Omnl e sitber radamaiks of ragistered rademarks
o WerFane, Inc. inthe LS. snd'or other coantres. A8 other rademaiis. ngos and brasd names aie thiy gropsrties of Their fespecthoe cwnars



T
- '.Ll:|I

[t’s All About Financial Flexibility!

Vision Payment Solutions has built the maost flexible financial compensation package in the business
Vision's Flexible Benefuts Include:

* Lifetime residuals

 Same day approvals

» Upfront commissions and bonus program

* ATM, Gifitcard, & Customized Loyalty Programs

* Free Terminal Program

« Vision Check Conversion program

» Free training, marketing materials, & dedicated in — house support
* 24 x 7 x 365 technical support & service

* Plus, VPS5 will buy your existing residual stream

Call VPS Today Toll Free: 877-674-2286 x102 or x108
Or email info@visionpayments.com

VISION)\Payment Solutions, LLC



NA@PP _ IGEDbaITECh |._EEI15i|"‘Ig; Inc. |

The“personal touch”*company

NAOPP in the SPOﬂight Your leasing ;.:nrrm;i: since H“.Ha.. L

or the first time ever in its nearly three years
as an organization, the National Association C d t
of Payment Professionals (NAOPP) presented re I rES p 0 n S e
salespeople (MLSs) at an ISO's sales conference. I n ‘l 5 m In 3 t e 5 ?
At Business Payment Systems' (BPS) Fourth Annual
Sales and Educational Conference, held in Las Vegas N P y
spoke to 145 MLSs about the benefits of belonging to an 0 r 0 - m ..
organization such as NAOPP.
"Getting in front of a group of agents this size is an Bﬂn 41 4 7654
the same thing, yet we're all floating out there like Pluto
until we come to events like this [conference] and talk
and exchange ideas. We want to link everyone together

in front of a large group of merchant level
Aug. 17 — 19, 2005, NAOPP Secretary Amy B. Garvey
ongoing goal for NAOPPE," Garvey said. "Agents need
on some level."

Garvey said not only have many sales agents never !’ :
heard of NAOPP, but some ISOs incorrectly think that " i
NAOPP is an ISO trying to recruit agents. In turn, they '
might not help promote the organization to their MLS [
partners. NAOPP is not an ISO. It is a nonprofit orga-
nization with a goal of bridging the gap between MLSs
and other segments of the payment processing industry. '; fh advant A ES

The organization is working to provide education, R 'Jr S Ll I.‘[.u.u[_ h EEI"?“_E'
health and retirement benefits, discounted legal advice NO 1 r dl'] r too | ﬂr'[;E' or
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individuals selling in the payment processing industry. tﬂ'ﬂ 5 | ]

Through .these goals, it hopes to improve the level of N~ Co mp i e rate f a ﬂ%rs
integrity in the industry. L]
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dedication to our sales reps, and we see it as a win-win - . . o
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Account :

year, there is still much more to be done, Garvey said. « Servicios en ESP an u.]

She asked members of the audience for their help. "It's L

a grass roots scenario. We need more members, we need Www.glﬂ-balte chleasi ng.com

active participation, and we need people to work on
committees. There's a lot to overcome." For more infor-
mation on NAOPP, visit www.naopp.com . &

Although NAOPP has made many strides in the past
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Analysis: A Look at Encryption,
From Then to Now

By Steve Weingart, Contributor
ATMmarketplace.com

This story was originally published on ATMmarketplace.com,
Aug. 9, 2005; reprinted with permission. © 2005 NetWorld

Alliance LLC. All rights reserved.

he Data Encryption Standard, or DES, was
developed in the 1970s as a cooperative effort
between IBM, the National Security Agency
and some other governmental bodies.

It was a first try at producing

a high-quality, government-
approved cryptographic algo- >
rithm for public use. They did
a really good job.

Several cryptographers have
spent the majority of their
careers searching for some
secret hole in DES, some tricky
way of getting through a back
door that they believed was
there. But as it turns out, no
such vulnerabilities were found to exist, and over time
DES became accepted as the commercial cryptographic
algorithm of choice.

As time moved on, financial institutions started using
DES and began to create security infrastructures to pro-
tect their growing number of electronic transactions.
However, most folks really didn't take the whole security
thing too seriously.

It was not unusual to have thousands of ATMs keyed with
the same single DES key that was never changed. And just
so I don't pick solely on the financial industry, the satellite
and cable TV industries did similar things. There were
probably hundreds of thousands of set-top boxes in the
1970s and 1980s that had the same single DES key perma-
nently installed so that any technician could read it.

The Technology Revolution

Then, several things began to happen. Computers got
faster, crooks got smarter (or at least if not smarter, they
started applying themselves) and computer crime started
happening regularly.

Note that many of the events called computer crimes were,
and still are, really social engineering exploits expedited
by computer. That list includes everything from Nigerian

Poor practices such as using
one key for many ATMs, POS
devices, need to stop. New rules
and standards already require
[that]l each device have its own
key. Likewise, it is now, or soon
will be, a requirement to change
keys at regular intervals.

bank account scams moving from paper mail to faster
and less expensive e-mail to collusion between financial
workers routing wire transfers to destinations other than
those the account holders had requested.

However, real computer crimes were occurring, too. The
bad guys started figuring out ways to penetrate comput-
ers at financial institutions (and other places), and for a
while it was the digital Old West. For a time, no one both-
ered trying to crack DES, or any other algorithm, because
it was just too hard; there were so many easier ways to
successfully attack organizations and steal their data.

So in response, basic perim-
eter security was vastly
improved. Many organiza-
tions did a good enough job
to prevent most intrusions,
but not all.

There have been several
well-reported incidents in
the news where intruders
have stolen collections of
personal and financial infor-
mation for ransom, or for use in identity theft. But for the
most part, good practice can prevent external intrusion.

In addition, protection of "data-at-rest" is the new buzz,
and products are being introduced (or in several cases just
being noticed) to protect data and databases.

The biggest problems remaining are internal issues.
Insiders account for about 70% of all computer crime.
Again, good practice can eliminate most of the threat as
well, but we'll leave that discussion for another time.

Back to DES. Now that we had plugged most of the easy
holes, cracking DES started looking like a good idea
again. Over the intervening time, computers had gotten a
lot faster and less expensive, and the Internet had become
a freely distributed computing engine.

In the late 1990s, the Electronic Frontier Foundation
(EFF) built a machine called Deep Crack with
about 250,000 DES engines that could all run simul-
taneously. Each DES engine would brute-force-
search a portion of the 56-bit DES key space to find
the key (a DES key has 64 bits, but eight bits are used
for parity, so only 56 bits are actually used as the key, so
the key space is two to the 56th power).
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Amazingly enough, an organization supported largely by donations,

without the resources of any large corporation or government, built
the first cryptographic doomsday machine. ... The result was that in
February 2000, the team of the [Electronic Frontier Foundationl
and Distributed.net cracked a DES key for the RSA Challenge in
about 22-and-a-half hours. That was the day that DES died.

It worked. Amazingly enough, an organization supported
largely by donations, without the resources of any large
corporation or government, built the first cryptographic
doomsday machine.

Then they got even smarter. They teamed up with
Distributed.net and set up a program whereby anyone with
an Internet-connected computer could volunteer a portion
of their computer's resources (usually when the screen
saver was running and the user was not actually working
on the computer) to search part of the DES key space.

The result was that in February 2000, the team of the
EFF and Distributed.net cracked a DES key for the RSA
Challenge in about 22-and-a-half hours. That was the day
that DES died.

In some sense, this was a good thing. It was a real wake-
up call and started a change that we are still working on
today. First, the industry needed a new algorithm; second,
the policies and procedures that had been in place since the
beginning of electronic commerce needed to be reviewed
and improved.

For the new algorithm, choices needed to be made. The
new algorithm had to be secure. In fact, it had to be secure
enough to have a reasonably long lifetime, as no one want-
ed to do this again anytime soon, and with good reason:
it's expensive, time consuming and complicated.

There were two major candidates for replacing DES: Triple
DES (sometimes called TDES or 3DES), or Advanced
Encryption Standard (AES). Based on tried-and-true DES,
3DES uses the original DES algorithm three times to
encrypt the data. Using either two or three 56-bit DES
keys, 3DES is strong enough to see us through the next
generation of security. Most experts think that this will be
for at least 15 — 20 years, but a breakthrough in computing
could always change that.

The other choice for the new algorithm was AES. At the time
when the financial industry needed the new algorithm, the
National Institute of Standards and Technology (NIST) was
in the process of running a public showdown to pick its
replacement for DES. The NIST competition would bring
a new algorithm to the table, one that would be secure,
computationally efficient and have a long projected

lifetime. The competition was a great thing Algorithms
were submitted from all over the world. All of them were
subjected to public and governmental review, and all were
tested for performance and efficiency.

As it turned out, the choice for AES was a good one. The
algorithm chosen, Rijndael, developed by a Swedish team,
is more computationally efficient than 3DES by a wide mar-
gin and supports key lengths up to 256 bits. It will be here
for a long time.

However, the industry was not prepared to wait or
experiment. We already had 3DES and most every-
one was familiar with it. So that's where we went. The
migration was on.
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Encryption and the Future

Over the last several years, as we all know, the big issue
in encryption for the financial industry has been the
change from single DES to Triple DES.

And we are still on the way, partly because making all
of those changes is a lot of work, and in many cases,
requires upgrading hardware, software or both. But
there is still the "other" part of the job. The cryptographic
algorithm used is only part of the equation.

We also need to update all of the security policies and
practices that revolve around the use of the cryptograph-
ic algorithm. That is true for any algorithm, whether it be
DES, 3DES, AES or something that we haven't imagined
yet. As of now, poor practices such as using one key for
many ATMs, POS devices, etc., need to stop.

New rules and standards already require that each
device have its own key. Likewise, it is now, or soon will
be, a requirement to change keys at regular intervals. As
evidenced by the recent theft of information collections,
new policies and practices must be developed and cor-
rectly used to protect the rest of our data as well.

Data-at-rest and database encryption are coming into
use; and the protocols that we use to secure our commu-
nications, from SSL for Web sites to the VPN we use to
connect to the office from home or another site, all need
to be evaluated and the security verified.

In the future, the need for data security and integrity
will continue to require our careful thought and consid-
eration. The problems will not go away; rather, they will
evolve, and the bar will continue to rise. The bad guys
will get better, and because of that, so will we.

We will likely move on to AES someday, maybe not
for five, seven or 10 years, but we will. We will also
make more and better use of public key cryptography
(RSA and ECC) to distribute keys and data, for time
stamping and integrity verification, and for non-
repudiation (which is another new use for these tools
that is becoming common).

It is also likely that all of our data will be encrypted
whenever it is stored. Most if not all of our networks
will be encrypted or behind firewalls and security appli-
ances that are much more sophisticated and secure than
what we have now. There is a lot going on in the applica-
tion of cryptography to support our industry. It started
with DES and is moving on to meet the new issues. &

Steve Weingart is the Chief Technology Officer at Bulverde,
Texas-based Futurex, a company that produces cryptographic
hardware. He has worked in cryptography for more than
20 years. link to original article: www.atmmarketplace.com/
research.htmZarticle_id=23765&pavilion=26&step=story
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what LS, Merchant Systems will do for me.”

“1 walked away from a (5-figure) monthly resid-
wil to be here, because you guvs have vour (uh,
stufl) together,™

Stefan W.,
San Luis Obispo, CA

IT you missed this original announcement in your Green
Sheet, Call me now for a free reprint... or to leam how you
too can stop selling commodities... and bring professional-
ism back o our industry,

I challenge vou to call me now at B0-655-8767, ext 262,
because every day wasted 1s another day of lost opportunity,
for vou.

Jessica Slack
Copyright © 2003 LIS Merchant Svstenas, All right reserved.
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MLS contact:

Steve Lovato, National Sales Manager
Phone: 480-785-2262, ext. 211

Fax: 480-785-2292

E-mail: steve.lovato@checkgateway.com

Company address:

9633 South 48th Street, Suite 230
Phoenix, AZ 85044

Phone: 480-785-2262

Fax: 480-785-2292

Web site: www.checkgateway.com

MLS benefits:

® Revenue opportunity through zero application or
setup fees

® 24-hour account approval

® Detailed accounting on demand

o At-will or on-schedule commission payment

® Add-on sale for existing customers

ACH Processing With
Flexible Fraud Protection

hen presenting check conversion services to new and existing
merchants, you might face some resistance. Merchants might
be aware that about a million bad checks make their way into
merchants' accounts each day. Perhaps merchants worry they
will encounter the following scenario: They receive a check for payment, they
scan the check, and a few days later it is returned because of nonsufficient
funds, or NSF.

Not only are the businesses left without a check, but also the check writer's
contact information. Merchants believe they have no other option, other than
to take the loss. On the other hand, maybe you're working with merchants
who are a little savvier and understand that they not only need a check conver-
sion product, but also one that offers fraud protection.

These merchants might also require a product that enables them to accept all
types of checks, including personal, business and convenience. They may even
expect the conversion solution to include the ability to view and download
real-time transaction records.

Fortunately, there is a solution that works for merchants at both ends of the
spectrum, as well as for all the ones in between. With Checkgateway, you can
provide merchants with a solution that allows them to receive their funds
quickly while providing customized fraud protection and detailed reporting.

Checkgateway is an automated clearing house (ACH) processor that provides
check conversion, fraud protection and recurring billing services. The company
recently expanded to also serve as a credit card processor.

"Unlike most of our competitors, payment processing is all we do," said John
Kirchhefer, Checkgateway's President.

Checkgateway has been an ACH service bureau since 1993; it is also an affiliate
member of NACHA — The Electronic Payments Association.

Founded in 1993, Checkgateway is one of the only ACH processors to use
Experian's eSeries Authentication Solution coupled with First Data Corp.'s
StarChek network. The company uses Experian's solution to verify the identity
of electronic check holders. It uses StarChek to determine, in real time, whether
a check is likely to be returned.

Checkgateway even goes one step further in authenticating payments by using
its own proprietary software. "We use homegrown software that we've devel-
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NACHA - The Electronic Payments Association

NACHA, or the National Automated Clearing House
Association, represents more than 12,000 financial
institutions through direct memberships and a network
of regional payments associations, and 650 organizations
through its industry councils.

NACHA develops operating rules and business practices
for the ACH network and for electronic payments.

Source: NACHA

oped ourselves," said Brian Bonfiglio, Checkgateway's
Chief Technology Officer. "All software has been devel-
oped in-house so that we can accommodate any merchant
and modify it to meet their needs. Our company is the
only one that I am aware of that can take all those pieces
and make it customized," Bonfiglio said.

The company's software, as well as its size (Checkgateway
employs only 10 people), allow it to remain nimble
and responsive. Merchants determine the level
of risk with which they are comfortable and then
choose the parameters for the fraud protection service.
This results in a solution customized to their needs.

Checkgateway will also continually modify solutions
for individual merchants as needed. "If we have a

FORGET THE
CLASSIFIEDS

Take Control of Your Career
Sales Positions Available Now!

We'll help you got out of the dead-end rut you are in.
A fresh start Is just what you need.

Work from Home,

Work Part-Time,
Get Paid QUICK!

Call Now:
866-222-2112

merchant that needs a particular feature, we can add it to
the software," Kirchhefer said. "We have the flexibility
that a lot of companies do not have."

Checkgateway is focused on the Internet market. "Our
focus has always been on filling the needs of Internet
retailers,”" Kirchhefer said. "We are adding new compo-
nents and branching out, but our main focus remains
Internet retailers."

The company's mission is to be the leader in ACH pro-
cessing and to become the one-stop shop for electronic
payment processing. Checkgateway is well on its way; it
has increased its processing volume 100% every year for
the past 10 years.

ACH, Conversion, Fraud Protection ...
You Name It

Checkgateway's products include credit card processing,
ACH processing, POS check conversion (ChekNow), fraud

services (FraudChek) and recurring billing services.

Checkgateway's processing includes real-time payment
verification and is easily integrated with existing account-
ing systems. It uses the same platforms as credit card
processing, so everything is in one place. Processing with
Checkgateway also includes the company's fraud solu-
tion, FraudChek.

By comparing data with more than 200 million checking
accounts in First Data's STAR ATM network, FraudChek
will immediately ascertain, in real time, whether an
account is frozen, overdrawn or otherwise likely to return
a check.

Simultaneously, FraudChek accesses credit bureau infor-
mation via Experian's data networks to verify a customer's
identity. "We use the best databases available to dramati-
cally lower your incidence of fraud," Bonfiglio said.

"We can verify if the account is open, has a posi-
tive balance, if there are any pending stop payments,"
Kirchhefer said. A unique aspect of Checkgateway's ser-
vices is that merchants determine the level of risk with
which they are comfortable.

Merchants can change these parameters as often as they
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You wouldn’t
drive without it.

Why do business without preCharge? Until preCharge, transactions were risky business. With
preCharge Certified Payments, merchants can now process transactions all over the world, without
chargebacks, customer drop off rates and rejected orders because:

EVERY TRANSACTION IS A PAID TRANSACTION!

Reseller Benefits Merchant Benefits
« Earn 100% above Buy Rates. » Process credit cards without liability.
« Add additional revenue to existing clients. « No hardware or software to buy.
« Real lime account setup and tracking. * Do business in over 200 countries.
=« Real time revenue reports. = Use your existing merchant account,
« Competitive weekly bonuses. « Use your exisling gateway.
« Weekly payouts. » Use your existing processor.

Q preCharge

Toll Free, (B77) 751-6212 - Direct, (212) 751-6213
www.precharge.com



as GIEIET

CompanyProfile

wish. "There are 200 million checking accounts that we -

. . . T e L&,
can verify in real time and score individually, based :
on the level of risk the merchant is comfortable with," b ﬁ;ﬁ
Kirchhefer said. "Checkgateway's FraudChek is the - .
only service that utilizes a merchant-defined, weight- BEEInm,
ed scoring model to determine whether a transaction | _ﬂ.
is to be approved." ™ '

Another feature of Checkgateway's processing solutions
is the MerchantCenter, a Web interface that enables mer-
chants to manage all their transaction data from the time
they begin processing with Checkgateway.

In the MerchantCenter, Merchants view documents,
account statistics and balances, and sort them by a vari-
ety of criteria. They establish and modify settings for
recurring billing or FraudChek, submit a manual trans-
action, upload batches through the virtual terminal and
issue refunds.

They also manage billings and perform settlement and
reporting functions. Perhaps best of all, merchants can
download this data to import to their backend software.

The ISO Connection

- |
5§ ::. il _Im fin.lrl-

success. ISOs bring in 90% of its customers, and the com-
pany plans to continue to rely on ISOs.

"ISOs are our sales force," Kirchhefer said. "They are
interacting with the merchant a lot more than we are."

The company recently hired a National Sales Manager
who will focus on marketing and direct sales and coordi-
nate ISO management. With this addition, Checkgateway
plans to launch a more aggressive sales effort, including
developing new markets, such as acquirers.

Working with Checkgateway offers ISOs and merchant Sy

level salespeople (MLSs) a variety of benefits, but the .l; e

two of most interest are the revenue opportunities and reen ShEEt — “‘h‘uqmz-%

the on-demand account access. :“*'-—E-: '--_.:-. e |
Resource =53

"If you are a reseller with a strong sales channel who is BuidE E__ = _"_-—-=.-“- =

providing merchants with products and services related e

to payment processing, Checkgateway is an indispens-

able part of your billing package," Kirchhefer said. Low-cost -.1%;-"' _-::" 'E_% =
= - ---_._I'-Ih

advertising = = = =

Merchants are charged a monthly fee and a per 2 < e e
transaction fee, and Checkgateway offers resellers In every iIssue, e "%:f- =
a 50/50 revenue split. Each Checkgateway account all year lung' _— == l,;i:. ==

= =

established by an ISO or MLS becomes a continuing
revenue stream for as long as that merchant processes

with Checkgateway. Occasionally, the company offers Call Rita Francis Tﬂdﬂy
incentives and promotions for ISOs.
Toll Free 866-429-8080

For example, through Oct. 31, 2005 Checkgateway
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is offering a 60/40 split for
ISOs. Every merchant a resell-
er signs up with Checkgateway
will earn the reseller a 60/40 split
above the buy rate for the life of
the contract, rather than the normal
50/50 split.

The company has a 24-hour account
approval process, so the reseller's
earning starts as soon as the cli-
ent relationship is established.
Checkgateway also reports a 99%
approval rate, so ISOs and MLSs will
receive the best return on their sales
efforts. Adding to the revenue oppor-
tunity is the fact that Checkgateway
does not charge merchants applica-
tion fees or setup fees.

If ISOs and MLSs choose to, they
can sell the service as a value-
added offering, without any upfront
fees, or they can choose to
charge an application and/or
setup fee, which they are free to

Still Offering the

keep. Just as merchants receive
detailed account information
via MerchantCenter, ISOs and
MLSs receive detailed, down-
loadable accounting and reports
via Checkgateway's ResellerCenter
Web interface, which will be avail-
able this fall.

The ResellerCenter allows ISOs to
view all transactions related to their
merchants' accounts. They can view
details about processing volume and
how much residual they currently
have due to them. They can also
view reports detailing residuals sort-
ed by merchant.

ISOs and MLSs can also choose
when they are paid. All pay-
ments are made via ACH, and
resellers can be paid at will by
simply clicking a button on the
Reseller Center Web site. Or,
they can set up a schedule of
regular payments.

Whether selling to a small, "mom
and pop" store new to the industry
or a large chain with decades of
experience, Checkgateway might be
the solution the merchant needs.

The company offers flexibility in
integrating its services into the mer-
chant's existing business systems,
and it works to continually update
its product line.

"We've been around a while, and we
are constantly innovating product
offerings and services," Kirchhefer
said. "We consistently reinvest
capital into proprietary technologies
that offer the most efficient and reli-
able platforms in the industry.

"If we see a product that needs to be
added, and it makes good business
sense, we will do that. Not only do
we make more money, but the ISOs
and the merchants do as well."

Best Protection

Our Imprinters Deliver the
Protection You Need for

Keyed-in Chargeback Disputes

ana

Electronic Systems Back-up

For imprinters and POS related supplies,

WA I T _C i

@ Addressograph Bartizan

contact us today:
1-800-431-2682
info@imprinters.com




It's easy to grow your business on solid ground.

The First Data ISOfAgent program has the oldest and most secure roots in the industry, And
with different revenue programs to malch your specihic neads, we give you the ability to
climb from branch o branch — straight agent, |50 risk, 150 no risk or processing only. We
Erow @5 your business grows, all the way to the top. It's no wonder our program is tried, frue
and trusted. Call us today to plant the seed, And grow with the biggest tree in the forest

Call us at 1.866.FOMS.IS0 or visit www.idms.com/iso.
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Leader or Follower...
Which Do You Want to Be?

United Bank Curdb



In every industry there ane leaders and followers: the innovators and those who emulate them for a taste of glony,

United Bank Card has revolutionized the payment processing industry with our Free Terminal Program. We =
pionéered this initiative and we have perfected . United Bank Card offérs the most comprehensive FREE - ."‘;‘
package available and we reinforce & with unbeatable service and support and an opportunity o eam wp to

£400.00 In weekly bonuses!

The United Bank Card Advantage- —

Uinited Bank Card i the only processor that offers your merchants & state-of-the-art Nusit 8320 all-in-one
terminal or a Comstar CHARGE ANFwhene® wireless terminal completely free of change! Uinlted Bank Card
ailso has the ability (o improwe ths grisat offer by Supplying & FREE &N Chack 2500 chisck reader and FREE
ePad signature capiure pad.

Generate up to $490.00 in Weekly Bonuses!

United Bank Cand offers the most appealing bonus Incentives in the industry! We continue to /
providie the: popular 5100.00 up-front bonus™ in conjunction with our Free Terrminal Program and

are complimenting this offer with an additional $40.00 Discover bonus for every approved
merchant you sign. We have also developed a Comversion bonus which pays up to $350.00 per
merchant based on thelr present Visa/MasterCard wolume! United Bank Card has enhanced

these deals even further by adopling a new payment schedulie, which enablies you bo receive up

i $490.00 per deal on a weekly basis!

Are You a Leader or a Follower? v

Uinited Bank Card has developed the ideal free equipment program for the 1S0/MLS, Only

our program is dynamic enough to provide you with the options you need o double or even

triple the amount of merchants you sign cach manth! With the power of the United Bank

Card Free Tesminal Program behind you, you wi#l never losa ancther acoount due (o price g | —
ssues and you will dramatically increase your residual streams and reduce portfolio

attrition. Partner your office with Uinited Bank Card today and beat the competition with our

innavativeg pHogrames,
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Offer your merchants a complete processing solution today!

Contact: Brian Jones, Vice President Sales and Marketing: 800-201-0461 x 136
Jonathan Brandon, National Sales Manager East: 800-201-0461 x 145
Max Sinovoi, National Sales Manager West: 800-201-0461 x 219
or log on to www.isoprogram.com for more details




Full Service, Fast Service
With Restaurant Payment Options

GGG so
View
By David Talach

VeriFone
n the past two years, industry news about elec-
tronic payments in dining establishments mostly
focused on the quick service restaurant (QSR)
countertop opportunity. Full service or table ser-
vice operations, much further along the payments adop-
tion curve, were taken for granted.

However, the convergence of increasing consumer debit
card use with the availability of Wi-Fi mobility adds up
to new opportunities to expand payment systems in all
restaurants. Consumers' growing reliance on debit cards
provides a powerful formula for up-selling restau-
rants on Wi-Fi-based payment solutions that will
speed up all card-based transactions, increase
revenue and enhance customer satisfaction.

The National Restaurant Association (NRA) projected
that restaurant meals would account for almost 47%
of the American consumer's food dollar in 2005. Some

We've Got It All!

.

Share in all revenue above “True Cost”.
80% of all applications approved in 1-hour.
Adult, travel & other high risk.

Strong 9 year reputation for paying residuals.

/d http://www.sigagents.com
Signature’ 440 334.784

Waie Mhis Jmid 4 Meiohdal deeoast

FSW]]&E Costs As Low As
%

900,000 dining establishments across the country gen-
erate a combined $1.3 billion in sales on a typical
day. NRA projects full-service operations to generate
almost $165 billion in sales this year, compared to
$134 billion for QSR. If business is so good, what's wrong
with existing POS systems that accept credit cards and
signature-based (offline) debit cards? The answer is those
systems are great for what they do, but limited in new
areas that restaurants need to expand their business and
keep diners happy.

While cardholders use signature-based debit cards in
a similar manner as credit cards, some consumers and
many merchants would much prefer the more secure and
less costly alternative of PIN-based (online) debit. The
number of PIN debit transactions, while still considerably
smaller than signature debit in total dollar volume, is
growing at a much faster rate.

Existing, stationary POS systems are ill-suited to the
needs of PIN debit. Restaurants can't expect patrons to
follow a waiter to a terminal station in order to enter their
PIN, and they certainly won't hand over their card and
then tell the waiter their PIN.

There's a need for restaurants to accommodate a table-
side payment system for customers that is as easy as
signing a credit card slip, but instead allows them to use
their PIN. This means that the payment system has
to be mobile so waiters can plunk it down right in
front of the diner; it also has to be as intuitive to use
as an ATM.

Although PIN debit usage is driving adoption of these
new systems, the big selling point for restaurants is that
such a system will streamline all their card transactions
and increase productivity. There are seven steps required
to handle the typical credit card tableside payment trans-
action. They are:

1. Customer asks for check

2. Server brings check

3. Server returns to table to pick up card

4. Server takes card back to POS system for base

transaction, without tip

. Server returns to table with check
6. Server returns to table to pick up check
7. Server or manager edits tip

(&,

A tableside system, such as VeriFone's TablePAY, reduces
the process to the following three steps:
1. Customer asks for check, and server asks if they will be
paying with plastic.



Advanced Payment Services
"T A Partners For Success
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ARE YOU TIRED OF BEING RUN OVER,

STEPPED ON, ABUSED OR EVEN WORSE IGNORED BY YOUR

CURENT PROCESSOR, WHILE SIMULTANEDOUSLY THEY CLAIM TO BE YOUR
“BUSINESS PARTNER"™. APS 1S PROUD TO STOP THIS VICIOUS CYCLE AND OFFER
YOU A TRUE AND ACCURATE INTERCHANGE PROGRAM, WHICH WILL ENABLE YOUR
BUSINESS TOD KEEF MORE OF THE MONEY IT HAS BEEN MAKING OTHERS, WHILE
MAINTAINING THE HIGHEST LEVELS OF INTERGRITY.

HERE'S THE SECRET AND : WITW

coos WE BUY IT FROM THE BANK ANDSELLITTO YOU AT A SMALL
MARKUP WHILE WE ATTEMPT TO MINIMIZE RISK AND PREVENT
LOSSES....

'S THE BIG M

ITIS A VOLUME AND RETENTION GAME, THE MORE MERCHANTS THAT WE HAVE
PROCESSING, THE MORE MONEY WE MAKE. WITH OVER 25,000,00 + MERCHANT
SERVICE AGENTS IN THE UNITED STAT ES, ISN'TIT ABOUT TIME YOU HAVE A TRUE
PARTNERSHIP, SEE WHAT OUR NEW PARTNERSHIP BUSINESS MODEL IS ALL ABROUT,
“QUID PRO QUO™

(DUID PRO QU — LATIN. *“WHAT FOR WHAT" OR *SOMETHING FOR SOMETHING . THE
CONCERT OF GETTING SOMETHING OF YALUE IN RETURN FOR GIVING SOMETHING OF YVALUE,
FOR A CONTRACT TO BE BINDING, IT USUALLY MUST INVOLVE THE EXCHANGE OF SOMETHING
OF YVALUE.)

COST
INTERCHNAGE: YOU CAN LOOK UP @ WWW.GREENSHEET.COM/INTERCHANGEZOOS. HTML

ACCURATE & TRUE REVENUE SPLITS FROM S0/50 TO BOS20

OR
BUYRATE PROGRAMS FrROM 1.59% & 15+ 25% BONUS over 100% RUuyRaTE DEAL
(BONUS OFFER coOD ONLY FOR THE 1™ YEAR OF PROCESSING AS INCENTIVE TD JOIN US)

CALL US TODAY AND CHANGE THE WAY THE INDUSTRY TREATS YOU

(800) 414-4286

SPEAK TO MARK 5TOSS




2. Server brings a mobile POS terminal to the table and
leaves it with the customer. Customer swipes card, and
terminal prompts for debit or credit, tip and PIN (if
appropriate) and then prints receipt

3. Server picks up terminal and receipt and thanks
customer.

What makes this system possible is Wi-Fi, the wireless
form of broadband, or Internet Protocol (IP)-based com-
puting. IP alone is a powerful and compelling selling
point if a restaurant has not already made the switch.

Always-on IP connections help reduce transaction
times to 2 — 4 seconds, compared to 12 or more for
modem dial transactions. Wi-Fi also enables restau-
rants to use portable, IP-based systems without any
physical connection such as a power cord, phone line
or Ethernet cable.

Restaurants intensely focus on speed as a major con-
tributor to productivity and profitability. More than
two-thirds of restaurant operators surveyed by NRA at
the end of last year said they are more productive than
they were two years ago. Almost a third said they planned
to increase spending on technology this year.

This surge in investment reflects the urgent market need

VISIT OUR WEBSITE @

for restaurants to adopt tools to provide competitive
and optimal levels of service during peak revenue
hours. Increasing the efficiency of the dining experi-
ence not only pleases the customer, but it also expands a
restaurant's capacity without having to lay more brick
and mortar. Wi-Fi and mobile POS enable restaurants to
accept credit and debit cards almost anywhere, anytime.

Systems such as VeriFone's TablePAY provide a value
proposition to operators, customers and servers through
increased table turns, increased capacity, improved cus-
tomer service and reduced wait times (both waiting for
tables and waiting to pay).

These benefits add up to more revenue and greater profit-
ability. Also, restaurants can offer more payment options
that, in addition to increasing customer satisfaction,
might reduce interchange costs. That's a very compelling
story to take to your restaurant customers.

David Talach is VeriFone's Global Product Manager of Wireless
& Portables. He plays a key role in analyzing wireless industry
trends and defining, designing and delivering wireless products to
meet merchants' current and emerging requirements. E-mail him at
david_talach@verifone.com .
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Heartland Goes Public

ood things come to those who wait. One year

after filing an S-1 registration statement with

the Securities and Exchange Commission

(SEC) for an initial public offering, Heartland
Payment Systems Inc. stock debuted on the New York
Stock Exchange on Aug. 11, 2005 with an offering of
6,750,000 shares priced at $18 per share.

Of the total number of shares, 2,622,046 were being sold
by Heartland and 4,127,954 were being sold by stockhold-
ers of Heartland. Heartland common stock is now traded
under the ticker symbol HPY.

Heartland provides credit and debit card, payroll
and related processing services to small and medium-size
restaurant, hotel and retail merchants throughout the
United States.

Since processing its first transaction in July 1997, it has
grown to be a multibillion dollar company. In the "2004
Payments Grand Prix" GSQ (December 2004, Vol. 7 No.4),
we ranked Heartland in the top 10 billion dollar bankcard
acquirers. According to filings with the SEC, Heartland

provides processing services to 101,500 U.S. merchants.
The company's processing volume in 2004 totaled
$25 billion. Its volume for the six months ended
June 30, 2005 was $15.4 billion, a 36.3% increase from the
$11.3 billion processed during the same period in 2004.

Heartland is somewhat unique among fellow processors
in that it employs a direct sales force of approximately
900-plus professionals. "We believe that we have the larg-
est direct sales force in the payment processing industry,"
the company stated in an SEC filing.

Heartland compensates its salespeople solely with com-
missions based on adding and retaining processing vol-
ume. (Heartland does not work with 1099 independent
contractor sales offices and agents.) The company also
employs more than 400 employees in operations, informa-
tion technology, marketing, administration and manage-
ment positions.

Underwriters of the offering included Citigroup Global
Markets Inc.; Credit Suisse First Boston LLC; Robert
W. Baird & Co. Inc.; William Blair & Co. LLC; KeyBanc
Capital Markets; and SunTrust Capital Markets, Inc. At
press time, Heartland was still in a quiet period following
the IPO and not able to comment for the story.

For mare iInformation, contact Ted Lirch
8t 1-866-253-2227 &xl. 15
i the web at weiw . alphacardserdices.com
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Tired of gambling \ydﬁr residuals
on your processor’s bluff?

If so, place a bet with us and put your money on a sure thing.
Your sign on bonus of $3,000 - $100,000 will be

one heck of an ante!

* A Whally Owned Subsidiary of
Bank of America, MNLA.

* Dual Sponsorship with Best and NPC

Call today:

* 2nd Largest Processor

* Interchange plus pricing
* Libaral Underwriting

* Fast Approvals

Elbert Enrique

* Guaranteed Leasing Brian Ciccaralli
* Gift Loyalty Cards

* Patroleum A
* Dedicated support staff B‘BSt

Payment Selutions

* Dedicated training Yo P fior Betres Mderrhusnt Ao



Higher income potential?

Better service and support?
Flexible buy rate programs?
Lucrative revenue sharing?

A partner that cares about
your success?




" 'RFECT MATCH.
WE MAKE A PERPECT &
EVO is a different kind of merchant acquirer that deeply values our relationship
with every |1S0. And EVO will support you all the way with the latest processing
technology and world-class customer service, keeping your clients happy so you

stay profitable.

INCREASE YOUR INCOME POTENRTIAL WITH EVO

§ Earn a 5200 sign-on bonus for every new 1
merchant PLUS up to $1,000 in additional
incentives every month

Free terminal with no strings attached
— yours to give away, sell or lease

Revenue sharing programs —
interchange + 6.5 cents

Residual buy-back program

Lifetime vested residuals

Multiple platforms to meet your needs
IS0 PowerCenter with free online access

E-App Technology — Online
Appﬁcalinn Processing

98% merchant approval

Join the EVO team and start a long-lasting and profitable
relationship with a proven partner you can depend on.
For more information call Jirm Fink at

1-800-CARDSWIPE (227-3794) ext. 7800 or
visit www.goevo.com

MERCHANT SERVICES
Your Progressive Partner

EVO Merchant Services is & registered 150 and MSP of HSEC Bank USA, Mational Assaciation, Bulfala, NY.
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we currently have!

MNew Trans 330 / Printer 250

One Year Warranty
Stand not included

Credit Card Equipment

Quality Sales and Service
207 Shylane Drive

Quality is more than a word to us at Suite 101

Carrollton, Texas 75006
Teertronics, it's a way of doing 800-856-2030

572-735-8880

business. Our products, our service - e :fr";'ié‘c_’.' o
even the way our people treat you -
all display a commitment to the Join our email list for

unpublished specials!
www.teertronics.com
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quality that has made us the

industry leader we are,
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Discover Isn't Going Anywhere

iscover Financial Services and the Discover

Card are not going anywhere. Investment

banking firm Morgan Stanley has taken its

card unit off the block. In April 2005, amidst
much corporate turmoil, Morgan Stanley said it was
shopping around the Discover unit.

The news created a buzz throughout the banking and
retailing sectors. Some conjectured that a large retailer,
such as Wal-Mart Stores Inc., might purchase Discover
(which began as a unit of Sears Roebuck & Co.).

But John Mack, Morgan Stanley's new Chief Executive
Officer, announced on Aug. 17 that Discover is staying
put. "Having looked closely at the Discover business,
the Board and I are convinced that Discover is not only
a strong business, but also an attractive asset for Morgan
Stanley," Mack said in a statement.

Translation: Morgan Stanley couldn't get the
money it was looking for. Timing might have
been an issue, too. Recent acquisitions of monoline
card issuers, (e.g., in June Bank of America Corp.
announced plans to purchase MBNA Corp.) suggest that a

business model that focuses only on card issuing is losing
its allure.

Other factors that favored retaining Discover
include 2004 pretax earnings of $1.27 billion,
nearly a fifth of Morgan Stanley's 2004 total pretax earn-
ings, and a strong brand familiarity with more than 50
million cardholders. In addition, the company now
has more growth opportunities springing from a 2004
Supreme Court decision that opened the door for Discover
to partner with financial institutions (see "Supreme Court
Decides Against Visa, MasterCard in Six-year Antitrust
Suit," The Green Sheet, Oct. 25, 2004, issue 04:10:02).

The acquisition of the PULSE ATM/debit network in
January, with more than 4,100 financial institution cus-
tomers, was also a factor. Also, in May, Discover entered
into a partnership with China UnionPay (CUP), the
only national bankcard association in China. The agree-
ment will enable CUP cardholders to use their cards
anywhere Discover is accepted in North America and
vice versa for Discover cardholders in China. CUP has
more than 800 million cardholders. [
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CALL YOUR CURRENT
PROVIDER TODAY AND
ASK IF THEY'LL TAKE
MY CHALLENGE -
TRULY FREE TERMINAL
PLACEMENT WITH A

Veritone Qmnd 3740
Dual Comm Dial &
IP-Enabled Terminal

FREE!

(5375 value]

NO-CATCH GUARANTEE,
PLUS THE PROMISE

OF UNLIMITED

UPFRONT BONUSES AND
INCREASED RESIDUALS -
UP TO 85%!

Verifone Omni 3740
Dual Comm Dial & IP-Enabled
Terminal + Check Imager =
Stacker + all cables

FREE!

15750 walugh

FREE EQUIPMENT « UNLIMITED UPFRONT BONUSES « MAXIMUM RESIDUAL INCOME



Can your current

provider match
this deal? Can any?

Find out what you're really worth!
Take the Ed Freedman Challenge.
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FREE EQUIPMENT Flace next-generation terminal equipment at
any merchant for free

UNLIMITED UPFRONT BOMNUSES Production Bonus: 5100 per
deal every month, no limits! Conversion Bonus: Up to $250 for
accounts over 510,000/month

MAXIMUM RESIDUAL INCOME Revenue-Sharing Program: Share

on every available revenue stream, now 30% - 65%!

We've checked around. Other programs are just dressed-up
terminal rental schemes. Not ours. Our truly free program comes
with no catches - NO REQUIRED ANNUAL FEE. NO REQUIRED
BATCH-DEPOSIT FEE. Plus, we're the only ones who provide
IP-ENABLED EQUIPMENT - FOR FREE. When we say, "No

catches” that's exactly what we mean

Tell your current provider that Ed Freedman's making you
an amazing offer. Ask them, “Can you match it? Yes or No?"
When they say, “"No, Ed's crazy”— you'll know its time to
visit www.upfrontandresiduals.com and to make one more
call - 1.888.84. TOTAL x411.

Eel Freadman, Presidest f CED

total merchant services www.upfrontandresiduals.com

payment solutions for your business



Tormineds Direct provides the diverse selection of equipment you
need with the aggressive pricing you have been looking for. We
understand the reguirements of the MLS and 150 commaunity and
our team of industry veterans will pay special attention to your
acoount to ensure thad you get omcly what vou wani, precisely
when you need it

With unparalleled service and a selection vou won't find ampwhen:
else, Terminaks Direct has established iisell as the premier Value
Added Reseller in the industry. We have a mpulation vou can
depend on and with a guarantee to beat all of our competitors’
terminal and supply pricing, our rivals just can't measure up.

Service and Product Oferings

& Distributor for Lipman, Verlfone, Hypercom, Ingenico and
Thales

& Full line of POS terminals, softwane, check readers, imaoers,
supplies and ribbons

® The kowest Online Gateway Pricing for Authorize Met,
ParaDats and CybsrSodrcs — vou supphy the merchant acoound

® Same day shipping

= Cusiom and private labe overlays
& Siomature caphune services

® Online tracking and order system

Call now to receive our latest price list

1-800-440-1952

Robert Helmrich - VP Sales & Dperations - Ext. T
Charles Hopacs - Eaat - Ext, TIR
MargAnn Haldes - Wesd - Exi. 719

o £-mikl Sales s permiinaledliecd. com

JALSA DIRECT

Wy B2

Hypercom T7Phas T B0 Miobitex

$209 $729

(‘ ot
Wireless

$299




Regulation from Page 1

"I think that some kind of federal
regulation of our industry is likely,
principally to address issues of pre-
serving the privacy of cardholder
information. This kind of regulation
is already in place, to a certain extent,
but will likely be strengthened in
light of recent compromises of card-
holder information.

"Regulation of other aspects of the industry, such as
finer points of the acquiring process is much less likely.
In my view, any interference in the acquiring business
would run the risk of decreasing competition in that
sector, allowing the already large players to take an even
greater market share.

"The most useful means of regulation of this industry
would be for government to force the Associations to
actually disclose the rules by which all participants play.
It is backward, illogical and simply wrong to force ISOs
and agents to [agree] to be bound by terms that they
have never been provided. Many banks nonetheless
insist on it. Regulation of the illogical bank system as it
is today could also mandate a fair adjudication system
over rule violations.

"Another possible means of regulation would be to
license agents and ISOs. Government licensing of agents
and ISOs, together with some basic ethical standards
would perhaps help clean up some of the industry, but it
would also impose a bureaucratic and financial burden
on the industry that it is not likely prepared to accept.

"The great danger of regulation is that it will stifle busi-
ness and competition. Any government agency review-
ing the possibility of regulation must take this into
consideration. Our livelihoods depend on it."

Clinton Baller, PayNet
Merchant Services Inc.

"The federal government already regulates our industry.
The Comptroller of the Currency regulates the acquir-
ing banks that process for us, and numerous statutes
regulate such things as our credit-granting practices,
marketing practices and data sharing and security
practices. Are more regulations, especially with regard
to interchange, imminent? No. Certainly not within the
next year or two.

"Implementing such regulations would be an uphill bat-
tle, especially in an economy that values free markets.
The lawsuits that allege price-fixing will fail, and strong
arguments will be made that interchange is justified and
highly competitive.

CoverStory

~.." "The most useful means of

. regulation of this industry
would be for government to
force the Associations to
actually disclose the rules by
which all participants play. It
is backward, illogical and
simply wrong to force 1SOs
and agents to [agreel to be
bound by terms that they have
never been provided."

- Adam Atlas, Attorney at Law

"Whether or not more regulation occurs, MLSs should
be knowledgeable about the regulations that govern our
industry. [The Electronic Transactions Association]
(ETA) would perform a valuable service by augmenting
its publication of Visa and MasterCard regulations by
researching, detailing and promulgating more aggres-
sively the myriad federal regulations already in place
that affect our business."
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Stephen B. Christianson,

"Some regulation is imminent. The
question is 'How far will the govern-
ment regulators go?'

"I personally do not think ETA, the
regional [acquirers'] associations, the
[National Association of Payment
Professionals] (NAOPP), issuing/
member banks, leasing companies, ISOs and others in
a position to affect MLS behavior in the field have done
nearly enough to protect [themselves] from regulation.

"MLSs ... are still running amuck, charging merchants
exorbitant fees and equipment pricing, not respond-
ing to merchants' calls for help, not requiring minimal
training in sales and industry ethics, lying direct to
merchants, and so on and on. Perhaps it is not too late,
but immediate action must be taken to show the govern-
ment we are responsible businesses on all levels.

"I believe many ISO owners do not really care or feel
overwhelmed about their responsibilities in the field,
and are hoping to rack up as much profit as possible as
quickly as they can, so when the end comes they already

BUDGET TERMINALS 1.

“hrl:lmq the Stanberi fnr M ani ﬂntrg,nm

have their bank accounts full of cash and can live hap-
pily ever after if regulators drive them out of business.
The time to police our industry is here. Which entity will
step forward and take the almost-out-of-control situa-
tion and make it legitimate in all eyes? We only have
ourselves to blame.

"We were hoping education alone would suffice, but it
now appears education may not be able to have a sub-
stantial effect in a timely manner.

"One positive point is that government regulation takes
time. [The] question is if we do not affect change now,
how much time do we have? The good operators out
there need to begin demanding ethical compliance from
those who are not ethical."

"T believe that some level of federal intervention will
occur. I think that whatever this level of intervention
turns out to be it will be a positive for those MLSs who
are straightforward and honest with their clients.

"The reality is that even today, there are a number of
folks who simply do not tell the merchant what the
truth is."
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GOING NOWHERE
WITH YOUR ONE WAY
ISO PROGRAM?

TURN IT AROUND BY BUILDING YOUR
OWN PLAN AT 1-800-BANKCARD.

Interchange Lucrative Instant FREE Mon Bankcard
Pass Through - Signing Bonus Approvals Equipment Signing Bonus

MNO markups Shipping

E’ FREE Er Conversion @' Faxed E’ FREE Er Direct
Equipment Bonus Applications Equipment Leasing

Deployment

JOIN 1-800-BANKCARD TODAY.
Call 1-800-BankCard
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(1-800-226-5227)

today and ask for:

Joyce Sevhbetian
!E-g% ;!“ at ext. 5925,
e Rich Lopez
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New Providence, NJ 07974 George Mayo
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Alan Gitles, Landmark
Merchant Solutions

"Your question has two
different parts:

"1) The antitrust suits have the poten-
tial to rewrite interchange even more
than the impact of the Wal-Mart suit,
although I expect that to take years
In the end, I see major changes
coming, and none of them are good for small MLSs.

"2) Government regulation due to security concerns will
have greater impact on the mid-sized processors such as
CardSystems than on the street-level MLS. I have heard
people in the industry say that while the breach was
severe, the punishment did not match the crime.

"Had it been Vital or First Data, Visa would not have ter-
minated their license, under the 'too big to fail' theory.

"CardSystems was small enough to [serve as] an exam-
ple. On the other hand, CardSystems likely would
not be able to survive the lawsuits, loss of confi-
dence and loss of merchants, so their demise seems

inevitable. Visa just sped it up. By doing so, of course,
Visa was showing the government it was serious
about protecting data and its brand, which
are important goals."

"While I don't think federal regulation is necessar-
ily imminent, I do think it is becoming more and
more likely every day. There are many unregulated
industries in existence today, and my instinct is that
the government will intervene first in those industries
that deal directly with consumers.

"Ultimately, however, the government will turn its
watchful eye to [business-to-business] industries like
ours. I believe that their decision to regulate will depend
on what we as an industry have done to self-regulate.

"I believe that both merchants and sales offices are tak-
ing a greater interest than ever in how effectively and
securely the processing industry is run. They are aware
of the Associations, of how pricing works, of the grow-
ing need for security. If we as an industry do our job of
self-policing with enough care and integrity, then the
pressure for outside regulation will be much less.
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"That being said, I believe that regula-
tion is primarily positive, for every-
one from the processor to the MLS.
Will we lose the ISOs and agents who
find the idea of full disclosure to mer-
chants absolutely terrifying?

"Sure. Those only interested in quick

and easy sales will move on to other

industries, or will be forced out of

ours. But the people who are really
dedicated to quality payment processing will still be
here, and will have a better climate in which to grow and
succeed. For those of us who take this business seriously,
the extra education that comes with federal oversight is
only positive."

Doug McNary, First Data Merchant Services/
Cardservice International

"It is difficult to predict what, if any, regulatory action is
imminent. However, now is a great time for processors,
ISOs and MLSs to consider what the payments industry
can do itself to proactively address merchant disclosure
and data security issues.

"Merchants are understandably taking a closer look at
their business expenses, including what they are being
charged for their electronic payment processing. It is
time for processors, ISOs and MLSs to follow Cardservice
International's lead with full merchant disclosure. By
making innovations in the area of merchant disclosure
throughout the industry, we show federal regulators how
the industry can self-regulate its procedures.

"It is important to improve the method of disclo-
sure of all merchant fees and contract terms and to
deliver those fees and terms to the merchant in a
single document. All merchants need clear com-
munication regarding their fee schedule and
other pertinent information.

"Merchants will appreciate the fact that processors fully
and completely impart to them the terms and conditions of
their business relationship and that should, in turn, lead to
greater customer satisfaction.

"Data security must continue to be the industry's high-
est priority. The industry must continue being proactive
with data security and continue to ensure that transac-
tions are safe. In the ever-expanding world of electronic
commerce, all of us in the payments industry are con-
fronted daily with the growing challenge of protecting
merchants and consumers from fraud.

"In order to address this challenge and develop solutions,
all industry stakeholders, including merchants, consum-
ers and the federal government, must share ownership
and work closely to continually review and revise prac-
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@ Real-time online reports
e Open call tag
e Installed equipment
« Many more
® Online invoices
@ Regl-time freight quoting
@ Blind shipping to merchant
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@ Certified key injection facility

TERMINAL DOWNLOAD
PIN PAD INJECTION
CHECK CONFIGURATION

Your merchant receives ready-to-use
equipment including quick reference
guides and overlays, They just plug-n-play|
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tices that ensure safe and secure
transactions, while protecting con-
sumer privacy.

"As aleading processor of credit card
transactions, we take our respon-
sibility for diligently monitoring
all data that crosses our platforms
very seriously, and we are eager to
work with our industry partners
to enhance and improve practices
around the critical issue of data security."

"I believe we have put ourselves under the governmen-
tal microscope and that intervention is possible if this
industry does police itself. The concept of easy money
without basic business practices has led to avarice and
simple-minded, quick-fix scams.

"Some sort of intervention, either government or indus-
try driven, seems inevitable at this point; we can only
hope that the impact is minimized and takes into con-
sideration which parties are responsible."

David H. Press, Integrity
Bankcard Consultants Inc.

"Yes, I am afraid that there will be some sort of federal
legislation or regulation to show that Congress is doing
something about 'identity theft.'

"Unfortunately, I see the federal response to be an
impediment to the acquiring members and ... the
ISOs/MSPs and their merchants, without providing
any real solution to the problem. Hopefully, any feder-
al requirement will be tied into the industry [Payment
Card Industry (PCI) Data Security Standard] and not
impose additional or different requirements.

"The impact on the MLS will be slower approvals due
to the requisite proof that the merchant is compli-
ant. This will be happening to some degree without
any federal regulation. The MLS will have this addi-
tional burden of walking the merchant through the
PCI standards and/or federal requirements."

"With each new issue that comes to the forefront, we
get closer to regulation. Unfortunately, we may be
bringing much of this on ourselves. As a former bank-
er, I have first-hand knowledge of the bureaucratic
time and effort that occurs from federal scrutiny.

"It was not always this way, but the government steps
in, usually when there is a combination of items that,
right or wrong, creates opportunity for them to take
a public stand. These opportunities always include



a consumer or group of consumers
that are being wronged and the per-
ception that they cannot fight back
against a larger foe.

"The impact of regulation is always

bureaucracy. First, an intense study

of the system delves every aspect of

the business down [to] the simplest

common denominator: the salesper-

son. Following the results of this
exhaustive and public study, are a licensing phase and
the requisite testing to ensure that certified people are
doing the job.

"Of course fees and certification must be included. It is
hard to say where we are in this cycle. The leasing indus-
try took preemptive steps years ago to head off these
challenges by creating the Certified Leasing Professional
[CLP] certification. Course materials and testing were
created before an individual could be 'certified' and add
the CLP designation to their business and name.

"Leasing associations advertise the delegation
to small business. It has worked relatively well
in an industry that was close to major regulation.
Can it work for the MLS, and is there time? A good

"FREE (E

For More Information Contact

Ivan Gallardo
1-800-260-3388 ext.229
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question, to which only time and hard work will reveal
an answer."

J. David Siembieda, CrossCheck Inc.

"We have seen that financial security breaches come
with little warning and can hit huge numbers of U.S.
citizens. In response to this, I think we are definitely
going to see some regulation on a federal level. Security
infringement and identity theft issues have created
real fear for many people today. If these problems go
unchecked, consumers are going to start making the
credit card companies the bad guys, and that will impact
everyone in the payments industry."

"We believe that federal intervention may be inevitable.
We have been allowed to police ourselves to this point,
but we need to do a better job.

"Federal intervention will hinder sales force recruit-
ing, but education for the salesperson will also
increase the quality and reliability of the informa-
tion given to the merchant. ... It had been suggest-

ed that a national licensing program for the sales
forces (like that of insurance agents or stockbrokers)
might also be put in place.”

IPMENT

(=] Merchant Services

_ iml-ﬂ:nd Frm“l-ng Company

A

tered WSF of HSEC Bank LISA, Matiora : Ll




What did you look like 10 years ago?




What a difference a decade can make.

After ten years in business, Cynergy Data may look a lithe different,
but our key objectives remain the same: giving our 1505 all the fools
you need 1o grow your busingess, your way.

If vour business doesn't ook the way you hoped it
would, falk to Cynergy. And get the products, services
and suppornt we've spend a decade perfecting. 1

Call 1-866-150-HELP. r
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Secret Recipes for Selling to Restaurants

By Amy B. Garvey

National Association of Payment Professionals (NAOPP)
efore working in the payment processing
industry, my background was in foodser-
vice, so I know that vendors always enter a
restaurant through the back door, in the
kitchen. When I became a merchant level salesperson
(MLS), I would do the same when calling on restaurants.

At one point I learned that this approach is consid-
ered a no-no because "I'm a professional salesperson,
not a food vendor." However, not knowing this "rule"
actually helped me. I always received a fantastic
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response by entering through the kitchen, so I continue to
do so today.

This is only one of many tips about selling to restaurants
that I have learned so far in my career. Whenever I've
sought advice from others in the industry on how to
pursue a particular merchant type, they've always been
more than happy to help. In return, I want to share this
knowledge with you.

Restaurants are my favorite target market for a number
of reasons, including: They have few chargebacks and
high charge volume. They also usually use an integrat-
ed POS system, which practically eliminates technical
and service issues.

What are some other ways to get your foot in the door at
restaurants? Keep reading for some helpful advice.

Consider the Environment

When calling on a prospective restaurant, walking in
dressed to the nines at noon on a Friday will virtu-
ally seal your fate: You won't get the business. Instead,
dress more casually and only go in before 11:00 a.m. or
between 2:00 p.m. and 4:00 p.m. Also, avoid a restau-
rant's busiest days. If you don't know what these are,
call during off-hours and ask.

As with any merchant category, beware of promising the
moon. Understand that if restaurants have a problem, it
will most likely occur on a busy Saturday night, not a
slow Monday afternoon. At their busiest times, restau-
rants are the least patient with calling a help desk's 800-
number. Providing personal service, particularly to loca-
tions not using an integrated POS system, is of utmost
importance, but it's also necessary to set expectations.
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Although I make it a point to tell
my clients that I am not ALWAYS
available, I do try to answer my
cell phone when it rings, even if
it's at a late hour. If I can help
customers, for example, by simply
telling them to press Function 71
and Enter to enable the printer
on their Hypercom POS terminal,
I will save them an average of 10
minutes calling in to a help desk.

Become a Customer

When first approaching a res-
taurant, consider the clientele. A
burger joint will have a different
average ticket and service concerns
than a five-star restaurant. Review
the restaurant's menu before-
hand; if possible, dine there. Get a
feel for the flow of customers,
amount of table turn and pace of
the wait staff.

Sit at the bar, and talk with the
bartender. Bartenders usually have
the lowdown and often don't mind
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sharing it. After all, most people
talk rather than listen to bartend-
ers. Most of these professionals
welcome the opportunity to share
restaurant gossip and their own
frustrations. They also tend to have
a fairly close relationship with the
owners or managers and might
provide a good lead-in for you.

Learn some industry jargon and
buzzwords. An item that has been
"eighty-sixed" is sold out. If some-
oneis "inthe weeds," they're sobusy
they can't even think straight.

Serve as a Consultant
to the Business

Understand  that restaurant
employees are usually younger
folks with little or no vested inter-
est in the financial well-being of
their employer. Speak with res-
taurant owners about skimming.
They will more likely trust some-
one who understands what they

deal with on a daily basis. If you're
lucky, you might get an equipment
sale out of it, too.

Make sure you discuss password
protection for returns or voids
and batch transmissions. Once,
I reviewed a restaurant's recent
processing statements and noticed
that for three months in a row, the
business had a return of about
$3,000, while the average ticket
was only $150.

The restaurant manager logged the
statement totals into the accounting
software, and the accountant made
sure it all added up at the end of
the month, but no one double-
checked to make sure the charges
were correct or that nothing fishy
was going on.

It turned out the restaurant man-
ager was initiating returns to her
own credit card, hoping to pay it
off over time. Although I felt bad

checK this out.
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that my observations cost the man-
ager her job, I gained the restau-
rant owner's trust and appreciation
and landed the account. Make sure
owners know that they are ulti-
mately responsible for transactions
that occur in their business.

Research the potential fines charged
to restaurants that don't verify sig-
natures. Volunteer to review card
Association recommended proce-
dures with management and staff.
Although I now know that servers
should always verify signatures,
during my 12 years in foodservice,
no one ever mentioned this detail
to me.

I know of a local restaurant
chain recently hit with a $10,000
fine for this infringement. I
guarantee that mentioning a
number like this will get pros-
pects' attention. Make suggestions
to restaurant owners on how they
should store transaction records in

case of a chargeback or question-
able activity.

Offer additional training sessions
as their staff changes, which hap-
pens often. I generally suggest
training at least once every three
months; the time is well worth
the investment. An average-size
restaurant account with $50,000 or
more in monthly volume will eas-
ily generate $75 of monthly income
for you.

Get to know various integrated
POS systems and the capabili-
ties of the stand-alone equipment
you offer. Find out from local
equipment vendors what a
restaurant running its system
would be charged to change
processors. Most system providers
of MICROS, Squirrel and Aloha
charge a significant fee for any
changes or additions to an exist-
ing system. Keep a list of these
vendors handy, and contact them

to learn of any fees associated with
your service.

When calling on new restaurants,
inform prospects of these fees.
The POS contract states the fees,
but many sales agents speed right
through this part in a contract
review. Some fail to mention it
altogether.

Value-added services such as gift
cards and check conversion are
seeing tremendous growth in this
market. Know the products you
can offer and how well they inte-
grate with the various POS sys-
tems. Again, most system provid-
ers charge for software and instal-
lation of new "modules." If you
don't include this price in your
initial quote for gift card services,
you will have an irate customer.

Offer Solutions to Problems

Observe the servers and manage-
ment. Is everyone fairly relaxed
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and jovial, or are they running around trying to keep
their heads above water? What can you as an MLS
offer to help turn some of these situations into more
positive ones?

Can you provide an easier tip adjustment method?
What about a reasonably priced terminal that servers
take to the table to prevent skimming that also allows
the restaurant to take advantage of PIN debit rates?

Can you assist the restaurant in finding a solution for
faster transactions or provide names of service reps
in the area? What about additional funding against
a restaurant's credit card volume so it can buy a new
deep-fryer?

I've often found that simple things get the attention of
restaurant owners. Provide them with clear plastic pro-
tective covers for their POS terminals. We all know most
models cannot withstand getting wet, and I can't think
of a more likely location for a spill than a countertop in
a busy restaurant.

American Express Co. (AmEx) and Discover Financial
Services provide free materials such as reservation books
and tip trays. Order these products for your merchants
and have them shipped directly to the restaurants.
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W buy &l kinds of cradil eard
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Make sure you put restaurants on a monthly rather
than daily discount. Restaurants do so many
transactions in a batch that if their daily deposits
do not match their batch reports, an accounting
nightmare results.

Occasionally, you might land a restaurant
account by keeping their rates where they
are (or even raising them), by split-dialing to
AmEx. I've saved some merchants as much as
$75 a month simply by getting rid of their AmEx
transaction fees.

Keep in touch with restaurant industry news in general.
Read "The Restaurant Times," for example.

If you read about restaurant equipment auctions being
held in the area, send restaurant owners an e-mail to let
them know when and where. They might already have
the information, but chances are good that it's buried on
a counter somewhere beneath a stack of invoices, menus
and aprons.

Join local and state restaurant associations and attend
the meetings. Tell members that you are a sales rep who
specializes in their industry.

Restaurateurs tend to be a tight-knit community. If you
can get these people to talk to one another about some-
thing unique and effective that you offer clients, you
will get more sales.

Remember: Never sell yourself short. One of the greatest
lessons I learned upon entering this industry was in the
very first restaurant kitchen that I entered. After meeting
with the owner a few times and reviewing copies of his
statements, I dejectedly returned to tell him there was
nothing I could do for his business.

Somehow he had flown under the radar when the last rate
increase became effective, and he was currently priced
at below cost. Meaning, it would cost him $40 more per
month to switch his services over to me.

He looked me in the eye and said, "What makes you think
that money is the only thing that matters to me?" He
wanted better service and a faster response to his needs.
To him, it was worth the extra $40 a month to know I
would help resolve any issues within a reasonable period
of time.

Amy B. Garvey is Secretary of NAOPP. She is an MLS
in the Upstate of South Carolina for New York-based
Business Payment Systems. Call her at 864-901-8722 or
e-mail her at agarvey@bpsmerchant.net .



Agents and ISO Groups Looking to Make More Money

RAISE YOUR HANDS

Wy

It's not about free equipment, electronics, or trips -
It’s About Maximizing Your Income!

Charge Card Systems, in affiliation with First Data, NPC, Best,
Paymentech and others, has secured very competitive pricing
programs. Our goal is to provide our agents with alternatives
that will result in comprehensive support & unsurpassed
residual income.

Adam Moss (888) 962-4202 - Individual Agents
Jeffrey Shavitz (888) 568-0999 - Agent/ISO Groups
Mace Horowitz (888) 505-2273 x 213 - High Risk Merchants

CHARGE CARD SYSTEMS, INC.

3209 MW Boca Ralon Bivd.. Boca Raton, Florida 33431
Office (B00) 505-2273 - Fax (B00) 505-5444 - www.chargecardsystems.com
A regisiersd 150 of BancorpSouth Bank, Tupelo, MS, Bank of Amenca, M.A,, and Paymentech




GAg5g =o

Education (continued)
Marketing 101

Writing Copy That Sells

By Nancy Drexler and Sam Neuman
Cynergy Data

e want you to become an ISO with
Cynergy Data because we really think
it's a pretty good company. Our
marketing staff, in particular, is
totaly great. Anyway, we think you should call us.
If you want to. We'd really appreciate the business,
for one thing.

Sold? Then put down this magazine and call
866-ISO-HELP right now, before you come to
your senses!

Not convinced? That's because the first paragraph
of this article violates the five basic rules of advertising
copywriting. The paragraph is weak, unfocused and
wildly unconvincing, but enough about us. Following
are five rules to master in order to create ad copy that sells:

What is your
Portlolio Worth?

”lll:l'.liu,:‘ about H.lllllﬂ?
|.1|1.' [ €8] llh.' |:-|.-|rp|r w]m Em Vi EUICDES FHH_-.'

g |H-II|1|'|.'||.'|.I over M) transactions.

Rr.ul.:r HII:'.‘L'rh
Mo Cost Lo I|I|L' Erﬂur
Fast and Disereet

Most transactions done in 120 -:Ll._'n-'r- or Jess

Chur team knows what it talas o gl the doal desme,

Call us lor a combickential comversation about winer eeprlmores,

VANBRACKLE CONSULTING SERVICES

-"'1-.lr;«' ﬁ':nilliil-nrl = (1lA-525.82113
."‘1.":.'!" Wi u“'nll.l-l:li.'.l. LLLE
www, VanBraclde.com

1. The Product Is the Hero

It's time to learn a tough lesson: Consumers don't care
how clever you are. They don't care how well you write
or how innovative your design concepts are.

They do care about products and services you adver-
tise. Keep these front and center in ad copy. Whenever
an ad is primarily about clever gimmicks or
delicately crafted prose, it ceases to serve as an effective
sales tool.

That's not to say that copy should read like a classi-
fied ad; there's always room for good writing, funny
headlines and eye-catching gimmicks. However, the copy
should, above all, sell a product and clearly communicate
the product's benefits. In order for the ad to be effec-
tive, cut anything that does not work directly
toward the goal of selling a product, no matter how
brilliant it is.

Different ads serve different purposes. Some ads
launch products, sell services, or enhance corporate
images. The Coca-Cola Co. and PepsiCo spend millions
of dollars every year on advertising to convince
people that their virtually identical products are
radically different.

In our industry, most ads focus on selling services,
specifically the services of one ISO or processor
over another. When the majority of advertisers sell a
very similar product, specifics are often a major factor in
advertising effectiveness.

Think of the difference between an ad that says "Joe's
ISO: We care about our reps" and an ad that includes
details about the ISO's compensation plan, residual splits
and equipment bonuses.

The first ad might catch your eye, but unless the com-
pany advertised is a large, established industry leader, the
ad will probably read like an empty claim. The
second ad makes the same point, but it also offers
quantifiable, specific information of value to the reader.

The first ad may get attention, but the second com-
municates information and evidence that back up
its claims. When selling something that's very
similar to other products on the market, such as
credit card processing, selling on specifics beats
selling on generalities every time.
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> All good ads end with a call to

. action, which is copy that encour-
ages readers to do something.
The call to action can include
visiting a Web site, picking up the
phone, going to the store to buy
something, or a combination of all
three, but it must be present for
the ad to be effective.

The next step in fine-tuning ad copy: Go through what's
written with a red pen and cross out every instance of
"we" and "us." The ad is not about you; it's about the
reader. The strongest ads get the reader directly involved.
Take out "We offer outstanding customer service," and
replace it with "Your merchants will benefit from fully
bilingual, highly trained customer service."

Instead of "We guarantee lifetime residuals,"
which is a statement about a company's actions, use
something that provides the reader with a direct benefit,
such as "You'll collect residual checks for the rest of your
life, guaranteed."

These might seem like minor distinctions, but they
make a big difference between an ad that promotes a
company and an ad that gets readers to truly think about
what the company can offer them.

4. Make Benefits Stand Out

When you receive each issue of The Green Sheet, what do
you look at first? Do you read every word of every ad and
article from page 1 to 128, or do you occasionally like to
leave the office and make a sale or two?

To grab the attention of casual readers, the ben-
efits described in your ad must stand out from
the surrounding ads and editorial copy. Whether you
bullet, list, bold or underline the benefits, make them
prominent. Use a headline in a large-point font that grabs
readers' attention, then direct their eyes to the text that
you want to stand out.

If you include a dense paragraph detailing all the
ways the company is superior to the competition and
then stick it in the middle of the ad, you'll probably be
talking to yourself. Ads that get read are ads
that place benefits where even the most casual readers
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will easily spot them.
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Remember, you can have too much of a good thing:
An ad that lists 50 benefits is as confusing and unap-
pealing as one that doesn't list any. Rather than over
loading an ad with every single good thing about your
business, consider dividing your message into several
similar ads, each with a different focus. In saying too
much with a single ad, you usually end up saying
nothing at all.

5. Convince Readers to Take Action

All good ads end with a call to action, which is
copy that encourages readers to do something. The
call to action can include visiting a Web site, picking
up the phone, going to the store to buy something,
or a combination of all three, but it must be present
for the ad to be effective.

You don't want readers to review the ad and think "That
was a nice ad" and then turn the page. Rather, you want
them to act, whether they do so right away or tear out the
page to respond to later.

A good way to ensure that readers follow through
on a call to action is to make it worth their while
by offering a benefit for acting. For example, tease
them with information they can only obtain by
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taking action: "Call today to find out about our
revolutionary merchant retention plan that will double
the profitability of your portfolio."

Or, tease them with an incentive offer: "Visit our Web site
to learn more about our products and services, and we'll
automatically enter you into our drawing for a new flat
screen TV."

People often say that a great company sells itself, but the
truth is that a powerful ad never hurt anyone's business.
In a market like ours, where competition is fierce, an
effectively written ad will make all the difference between
success and failure. Do you copy?

"Ién.ldl-a .name yuu canﬁi

Nancy Drexler is the Marketing Director and Sam Neuman is the
Communications Specialist of Cynergy Data, a merchant acquirer
that distinguishes itself by relying on creativity and technology to
maximize service. Cynergy offers its ISOs: VIMAS, a cutting edge
back-office management software; Tracklt, a ticketing system that
makes responses to customers fast, accurate and efficient; Brand
Central Station, a Web site of free marketing tools; plus state-of-
the-art training, products, services and value-added programs, all
designed fo take its ISO partners from where they are to where
they want to be. For more information on Cynergy e-mail Nancy
Drexler at nancyd@cynergydata.com .
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NTEGRATED PAYMENT SOLUTIO

Need capital for growth?
Ask us about our portfolic acquisitions

Contact Debbie Hoch by email at
salesipipelinedata.com or
by phone at 877-7T54-0530 ext 305

BelsureltolaskiaboutlourlPetrolRrogram
includinglWEX Voyagerfand|Pay atithesPump:



1 became an NPS Valee Added Parner over 2 years ago and would never consider
weierking wilh another 1530, With NetBank Paymesnt Systems, | now that | will absoys
gt my residual check on time and that i | or amy of my oustomens need help, the NPS
toam is availabde 2457/365. And, unlike with other 150s | have the option of genemting
additional inocome salling multipks services from the one company | know | can rely on.™

- Rogern, Taxes

“Propald services one becoming one of the nation's iastest growing product niches,
Az o NPS Value Added Partner, | have boon able (o take advantonge of this oppodunity
and incmmase my incoma selling such prepaid services os Prepald Wireless, Prepaid
Long Distarsce and Proepaid MesterCard cords.™

= Lanrry, Washimgton DC

“Fecantly, NetBank Papment Systems pakd me over 51,100 for simphy W
camstomer wiho neaded a small business koan, NoetBank Poymaent Systems ma
it masy to genemin additionnl income, and | don't have to worry B my income s
secure, Since they are n subsidiany of one of the nation's largest banks, | knoesr they
are going to be thare,”

= Mike, Lowisiang

[

.‘” & P . L
Bank on an ISO That Gives You'ivic

Commissions on ATMs, Payment Processing, Prepaid Services, Commercial Loans and

FREE Banking Services & Discounted Auto Loans!

i | ".I

y §
L=

A o wholly owned subsidiany of NMetBank, the nation's first commercally successiiul
Internet bank, NetBank Payment Systema, the nation's 3rd largest ATM deployer,
offars Value Addad Partners advantages unmatched by other companies.
Enjoy a new level of of financial stabliy, sacurity, senice and suppor unmatched
by other 150s, as well as FREE banking services and major discounis on parsonal
and bisiness loans.
= Heceive 550 when you open o NelBank chacking or Monay Market account
= No monthly service charges
Mo minimum bakance fee on checking accounts
Mo inactnty Tos
Frea personalized chacks
Frea financial plarming sericas
Free Wealth Management Planning services
Free Parsonal Banker services
[escounted Auto Loans
{Receive a reduction of up to 25 basis points on auto loans for the
purchasa of a new vehiclte or for refinancing your curreni wehicle)
= Mo Loan Origination fees for morigage and other eligible loans

Call Dustin Siner, Ronnie Flores or De Lone Wilson to learn
how to increase your income! 866.450.9815

Offering ATM & Payment Processing

SIGNING BONUSES UP TO $4,000!

If you would like to sell your ATM portfolio; contact
Danve at 866.450.9815 or emall davem@netbank.com.

Se Habla Espofol. Vsl us onine i www.nelbankpaymentzystents.com < NetBank

Payment Systems, Inc.

A Forvilam " Comgursy

Youur Single Source for Pavment Processing Solutions



8B &S R

Education

Update on FTC Cases From Summer 2005

By David H. Press

Integrity Bankcard Consultants Inc.

nfortunately, some mer-

chants in this coun-

try are up to no good,

and the Federal Trade
Commission (FTC), a federal agency
working to protect consumers and
ensure a competitive market, keeps
a close watch on shady businesses.
The FTC will investigate suspicious
individuals and companies, and
ultimately might charge some with
using deceptive business practices
and violating federal law.

No ISO/MSP wants to go through
having one of its merchants shut
down by the FTC. This often cre-
ates a chargeback nightmare and
might even require the ISO/MSP to
retain counsel to protect its reserve
accounts from being attached as
one of the merchant's assets. The
FTC will often develop a refund plan
for the consumers, whom the ISO/
MSP might already have "refunded"
by way of a chargeback.

The more you know about how
unscrupulous businesses operate,
the more you can do to protect your
own business. Following are some
recent FTC cases to make note of:

U.S. Postal
Service Jobs Scam

In August, the FTC announced that it
charged Sean Terrance Asberry and
his three companies, National Testing
Services LLC; Exam Preparation
LLC; and Future Planning
LLC, doing business as Exam Prep
LLC and Registration Department,
with allegedly promoting a fraudu-
lent U.S. Postal Service employment
program that offered to help people
get jobs with the service.

According to the FTC, the program
guaranteed job placement with the
Postal Service if "applicants”" could
score well on its entrance exam.

Federal Trade Commission

An independent federal agency with the goal of
protecting consumers and ensuring a strong
competitive market by enforcing a variety of con-
sumer protection and antitrust laws.

Source: Investopedia.com
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However, no job opportunities were really available through what the FTC
called an "employment-opportunity scammer."

The defendant and his three companies placed the types of classified ads often
seen in newspapers across the country, which read "$ ATTENTION $ Now
Hiring for Postal Jobs." The ads offered hourly salary rates, paid training and
full benefits.

When people called the toll-free numbers listed in the ads, the companies told
them no jobs were available at the local post office; instead they offered help in
getting a job there if they paid a "one-time refundable fee" to cover the cost of
an exam-preparation package. The companies told people that if they scored
well on the exam, they would receive immediate job placement. The FTC filed
a complaint, asking for consumer redress and to "stop the defendants' allegedly
false and deceptive selling practices."

This action by the FTC usually stops a company from doing business, and gen-
erally results in chargebacks of the credit card transactions processed in the last
four to six months. The FTC published a brochure on this scam, "Federal and
Postal Job Scams: Tip-offs to Rip-offs," which is available at www.ftc.gov /bcp/
conline/pubs/alerts/fedjobs.htm . For more information about the case, visit
http:/ / ftc.gov/ os/ caselist/ nationaltesting / nationaltesting.htm .

Also in August, Consumerinfo.com Inc., doing business as Experian Consumer
Direct, settled FTC charges that it allegedly marketed "free credit reports" to
people, not adequately disclosing that it would also sign them up for a credit
report monitoring service and charge them nearly $80 if they didn't cancel the
service within 30 days.

This practice violates federal law and is also a violation of card Association
rules. According to the FTC complaint, the defendant used radio, tele-
vision, e-mail and Internet ads to entice consumers to the Web sites
www.freecreditreport.com and www.consumerinfo.com . These sites promised
free credit reports and free trials of a credit-monitoring service.

However, the sites did not adequately disclose that after the free-trial period
expired, the company would charge consumers an "annual membership"
unless they notified the company to cancel the service.

As part of the settlement, Consumerinfo must pay redress to deceived consum-
ers. The company was barred from making future misleading claims; it must

also give up $950,000 in ill-gotten gains.

The company billed consumers' credit cards, even though it told them provid-
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ing a credit card number was "required only to establish
your account." In some cases, it automatically renewed
memberships by re-billing consumers without any notice.
The complaint alleges that the defendant misled consum-
ers about their association with the annual free credit
report program for which U.S. consumers are eligible
under federal law.

According to federal law, consumers have the right to
receive one free credit report every 12 months from each
of the three national consumer reporting agencies. This
program began in the western states on Dec. 1, 2004, and
as of Sep. 1, 2005, applies to all U.S. consumers. (Order
free copies of your reports by phone, mail, or at the autho-
rized Web site: www.annualcreditreport.com .)

"Consumers also need to be alert about impostor sites,
sites that misspell annualcreditreport.com or use sound-
alike names, but don't link to the authorized site," Lydia
Parnes, Director of the FTC's Bureau of Consumer
Protection said.

She said the FTC is sending letters to operators of more than
130 impostor sites to inform them that the agency knows
they are out there and that attempts to mislead consumers
are illegal. Make sure you're not the ISO/MSP process-
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ing for these types of "merchants." For more information
about the settlement, visit http:/ /ftc.gov/opa/2005/08/
consumerinfo.htm .

The Bartending and

The FTC charged two individuals and two businesses,
with allegedly using deceptive marketing ploys to sell at-
home certification programs for bartenders and mystery
shoppers and taking more than $5 million from consum-
ers. The agency claims the defendants promised people
jobs as bartenders and mystery shoppers, but only deliv-
ered "useless certification programs and general informa-
tion on potential employers."

According to the FTC, the defendants' business activities
violated federal law as well as an October 2001 court order
entered against them in an earlier FTC case. To settle the
charges, one defendant agreed to a lifetime ban from tele-
marketing. One defendant might have to pay $13.2 mil-
lion in consumer redress. The FTC Web site offers a search
feature to use to check to see if any business owners have
ever been under its scrutiny. For more information about
this case, visit http:/ / ftc.gov/opa/2005/08/abi.htm .

FTC Wins $10 Million Judgment Against
Fraudulent Debt Collectors

In July, the FTC announced that it won its largest judg-
ment ever for violations of the Fair Debt Collection
Practices Act (FDCPA). The judgment, against a debt-col-
lection operation called National Check Control and its

principals, was for $10.2 million.

The FTC filed its complaint in May 2003, alleging that the
defendants violated the FDCPA by "harassing and threat-
ening consumers with claims that they owed money for
checks returned for insufficient funds." The defendants
made repeated phone calls, sent threatening letters and
falsely told consumers that they could face civil or crimi-
nal charges if they did not pay the debts. In many cases,
the consumers did not owe the money, or owed far less
than the defendants claimed.

The defendants are banned from future debt collection
practices and from violating the FDCPA, which includes
harassing consumers with phone calls, obscene language
or threats of legal action; misrepresenting the amount a
consumer owes; failing to notify consumers of their right
to dispute the debt; and misrepresenting that the person
contacting the consumer is a lawyer. &

For more information about the case, visit www.ftc.gov /
opa/2005/07 /nationalcheck.htm .

David H. Press is Principal and President of Integrity Bankcard
Consultants Inc. Phone him at 630-637-4010, e-mail
dhp@integritybankcard.com or visit www.integritybankcard.com
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Agent Registration: Fact or Fiction?

By Bill Weeks

Electronic Exchange Systems
rom emerging technology to creative recruit-
ment strategies by ISOs searching for new
merchants and agents, the payments industry
is constantly changing. However, one issue that

frequently resurfaces is agent registration.

The industry has debated few issues as often or as
intensely as those concerning compliance with the card
Associations' agent registration regulations.

Many merchant level salespeople (MLS) think that talk of
fines levied by the Associations are simply rumors. Others
acknowledge that the Associations have actually assessed
fines to noncompliant sales agents.

Regardless of opinion, the regulations are in writing and
available for MLSs to view. While MLSs may try to inter-
pret the regulations, they should keep in mind that the
regulations' ultimate meaning is based solely on the intent
of the authoring institution.
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Both Visa US.A. and MasterCard International have
specific regulations pertaining to who must register with
them. According to the "Visa U.S.A. Guidelines for Non-
Member Agents" manual, Visa defines an ISO as:

An organization or individual that is not a member and
whose bankcard-related business relationship with a
member involves any of the following:

® Merchant solicitation, sales or service

® Merchant transaction-processing solicitation

e Cardholder solicitation or card application processing
services

* Deployment of and/or services of qualified ATMs and
POS systems

Anyone operating as an MLS meets these criteria in one
or more areas. Since MLSs fall under the definition of an
ISO according to Visa regulations, they become subject to
any and all regulations pertaining to an ISO.

One of these regulations concerns registration of the ISO
with the Association. Chapter Two of the Visa manual
covers agent registration in-depth. The chapter begins
with a list of who must be registered.

The manual also states that a Visa member must register
an agent that conducts any of the following acquirer ser-
vices/activities:

e Solicits merchants

* Provides a gateway for transactions from merchant
locations to processors

e Transmits, captures or stores Visa cardholder
information

o Accesses member bank identification numbers, or BINs

® Provides merchant 3D-Secure/Verified by Visa services

* Provides back-office support (e.g., customer service and
exception processing)

e Supports loyalty programs



-»° Many merchant level salespeople

. (MLS) think that talk of fines
levied by the Associations are
simply rumors. Others acknowl-
edge that the Associations have
actually assessed fines to non-
compliant sales agents.

* Deploys and/or services qualified ATMs and POS
systems

* Loads or injects encryption keys info terminals or POS
PIN pads

® Loads cryptographic keys into ATMs and cash
dispensers

® Provides merchant help-desk support, which includes
re-programming of terminal software

® Processes transaction authorizations

What Does All This Mean?

Now that we know what the regulations say, what do
they really mean? Based on the regulations as writ-
ten by Visa, MLSs have only two options: registration
or marketing under the name of an ISO that is
already registered.

Marketing, for purposes of compliance, includes:
any Web site operated by an MLS; business cards;
marketing brochures or pamphlets; and how MLSs
answer the phone.

When marketing under a name not registered as an ISO,
the MLS is not the only one susceptible to fines. Visa will
hold responsible for payment of the fine any legitimate
ISO to which the MLS submits business if the MLS is
unable to pay it. The Associations have already assessed
fines for MLSs deemed noncompliant, and they can
assess them at any time and without warning.

MLSs who choose to register should contact their ISO or
member bank for more information. Although register-
ing as an ISO comes with a cost, the fees for operating
within the regulations are much less expensive than the
fines charged for any infractions.

Bill Weeks is the Risk and Compliance Manager for Electronic
Exchange Systems (EXS), a national provider of merchant
processing solutions. Founded in 1991, EXS offers ISO
partner programs, innovative pricing, a complete product
line, monthly phone/Web-based training, integration services
and, most of all, credibility. EXS is a registered ISO/MSP for
HSBC Bank USA, National Association. For more informa-
tion, visit EXS” Web site at www.exsprocessing.com or e-mail
Bill at billw@exsprocessing.com .
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YOUR HANDS?
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» Wireless Solutions
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Unlike the competition, we have the BEST
buy-rate program in the entire industry.

To get the Residual Plan you deserve
call IntelliPay Payment Systems Today!

1-800-497-4988
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FPayment solutions for over a decade!
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Wells Fargo Settles Lawsuit Over Merchant Fees

he battles pitting mer-

chants against banks and

the card Associations

took another turn last
month, with the news that Wells
Fargo Merchant Services LLC, the
card acquiring unit of Wells Fargo
& Co., agreed to settle a class action
suit filed on behalf of California
merchants.

When all is said and done, Wells
could shell out up to $34 million
in refunds to a class of some 96,000
credit and debit card-accepting mer-
chants in California.

The case isn't about interchange, but
about other fees Wells includes on
monthly merchant statements. The
merchants claim these fees weren't
authorized or properly disclosed.
They also claim Wells ignored repeat-

ed requests to explain the charges,
which included items such as fees
for manually entering card numbers
when the terminal couldn't read the
mag stripe. The settlement covers a
four-year period, 1999 to 2003.

Howard M. Jaffe, an attorney for the
merchants, described the settlement
as a big win for merchants and for
the class-action process. "This is a
great example of how class actions
can and should work to benefit class
members, like the merchant custom-
ers of Wells Fargo involved in this
case," Jaffe said in a statement.

Wells put a different spin on the
matter. "We are confident that Wells
Fargo has always made full disclo-
sures to merchants about our billing
practices,”" a spokesperson for the
bank said in a statement. "The settle-
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The road with a successful company starts here.
Gall or visft our site for mare information.
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ment allows us to focus on provid-
ing great service to our customers
while meeting all of their credit card
and debit card processing needs."

The payout, depending on how
many merchants claim their share,
will be at most a few hundred bucks
apiece. The case has sparked interest
and discussion on GS Online's MLS
Forum, with varying opinions about
motives and consequences. "The
lawyers just go from industry to
industry, wherever they can smell a
buck. Now it's our turn," one Forum
member wrote.

Another wrote, "Wells charged fees
that even their customer service
couldn't explain. I speak from expe-
rience as I had tried to talk to their
customer service about certain fees,
but nobody could explain."
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BPS Bonds With MLSs
and Vendors in Vegas

SO sales meetings are critically important

events. Merchant level salespeople (MLSs) get

to meet the company to which they send their

business. They can also talk one on one with
vendors, learn more about new programs and industry
trends, and bond with other sales reps. ISOs hold the
events to meet agents, educate them on new products and
promotions, and, of course, to say "thanks for working
with us."

Business Payment Systems (BPS) invited The Green
Sheet to attend its Fourth Annual Sales and Educational
Conference, held Aug. 17 — 19, 2005 at the Treasure Island
Hotel & Casino in Las Vegas. The conference, of which
at least 145 MLSs attended, offered many highlights,
including informative and inspirational presentations,
networking, awards, giveaways and lots of warmth, fun
and laughs.

To open the event, BPS President Steven Feldshuh pro—
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vided his perspective on the past year. "From August
to August, it's been a very interesting year for BPS and
the industry as a whole," he said. He cited decreas-
ing margins and more turnover, Bank of America's
purchase of National Processing Co. (NPC), and
all the new free terminal placement programs.
"We've seen tremendous residual growth as a com-
pany, but also a tremendous increase in competition,"
Feldshuh said.

In a presentation at the meeting, Randy Sagar, NPC's
Senior Vice President of Independent Sales, also talk-
ed about a changing industry. He referred to lawsuits
against the card Associations, the CardSystems Solutions
Inc. data security breach, and more consolidation
among processors.

"You won't be successful in today's and tomorrow's world
if you do business the way you did it yesterday," Sagar
said. "The folks who drive the business [the MLSs] are
always the last to recognize that the world has changed
around them." Sagar's advice: Sales reps need to be full
service consultants for merchants. They should be able to
address all of a merchant's financial needs.

BPS introduced several new initiatives at the
meeting, including two revamped company Web sites:
www.busy-as-a-bee.com and www.bpsmerchant.net . The
Web sites offer extensive information, for both sales part-
ners and merchants, about BPS and its programs. The
company is also offering new prepaid, bill payment and
merchant funding programs.

The Secret Service and Other Tales

A number of vendors presented their solutions and
special offers throughout the conference and answered
questions from the audience. There was a lot of ground
to cover in little time, so each day began first thing in the
morning and ended around 6:00 p.m.

Days also included lunch and breaks for coffee, snacks,
a trip to the bathroom, a chance to stretch one's legs,
make a quick call to a customer, or simply to chat with
other MLSs. Detective Brad Kloepfer, a U.S. Secret Service
agent, spoke and answered questions about identity theft.
Gerry Surrell and other thriving BPS agents discussed
their secrets of success.

Amy B. Garvey, Secretary of the National Association
of Payment Professionals (NAOPP), gave a special pre-
sentation. For the first time ever in its nearly three
years as an organization, NAOPP had the opportunity to
speak in front of a large group of MLSs at an
ISO sales conference.

"Many ISOs and processors we've talked to are willing to
work with us, but BPS is the first one to invite us to pres-



ent to a group of MLSs," Garvey said. (See "NAOPP in the
Spotlight" on page 33 of this issue.)

The more than 200 people in attendance made up
quite a diverse group: men and women MLSs, includ-
ing industry veterans, people new to the industry or
thinking about working in it, BPS employees and
vendor representatives.

Oscar H. Barry, an MLS based in Flint, Mich. began
working with BPS when he entered the industry in
February of this year. "My level of knowledge tripled at the
conference," he said. "I actually wish it had been
longer. BPS really explained a lot. Things that were before
confusing were cleared up in short presenta-
tions. Questions were asked by other agents there, so
you get a bunch of questions answered all at once."
Barry, who broke a BPS record by selling nine Lipman
NURIT 8000 wireless terminals in about a week,
received a Newbie award from BPS on the second
night of the conference at a lively ceremony following
cocktails, dinner and dessert.
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and salespeople with awards that included everything
from Salesperson of the Year, Most Positive Attitude and
Most Dependable. Also that night, attendees were enter-
tained by a stand-up comedian who had everybody roar-
ing, especially when he ventured out into the audience to
embarrass a few brave souls.

On the meeting's final day, BPS Sales Trainer Andre Flax
motivated attendees with an inspirational talk on "High
Performance Closing Principles." He made everyone stand
up, move around, cheer and clap.

"You have 30 seconds to make a good impression,” Flax
said. "In those 30 seconds, communicate your unique sell-
ing proposition." BPS also raffled off goodies that included
POS terminals, iPods, wireless routers, and even a trip to
New York City.

Feldshuh deemed the meeting an overall success. "You
develop a much stronger relationship with people when
you meet them face to face," he said. "[MLSs] even took the
time to send written thank you cards, and I received calls
from vendors after the conference telling me how excited
they were about doing business with us." &
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Proudly Sponsored By:

Next Generation

Parking Meters
Product: mPARK

Companies: Peppercoin Inc. and Reino Enforcement Technology

he micropayments market is exploding. In

2003, 350 billion less-than-$5 transactions

totaled $1.32 trillion, according to micropay-

ments solution provider Peppercoin Inc. All
those transactions add up to a lot of dough, and many tra-
ditional, cash-only markets are now beginning to accept
credit and debit cards for payment.

One of these markets is metered parking. Peppercoin
and Reino Enforcement Technology, which specializes in
intelligent parking enforcement, have joined forces
to bring parking meter transactions into the world of
electronic payments.

The two companies rolled out their first initiative in
Las Vegas. Their solution enables drivers to pay for
on-street parking using their credit cards and even their
cell phones.

In working with Peppercoin and Reino, Las Vegas
replaced 15 traditional parking meters that cover 150
parking spots in its downtown business district with new

ABC LEASING, INC.

“POS Leasing Solutions for the 21" Century™

Quick Approvals
Outstanding Customer Service
Omne of the Best Rates in the Industry
Same Rates for Terminals / Software

“A" Lease as low as .0279
“B"” Lease as low as .0285
“C" Lease .0329

Home for Small,
Medium & Large size ISOs

Toll Free: 1-877-222-9929

WE DO SOFTWARE LEASES NOW !
We Accepr: 12, 24 & 36 Manths Leases,
with Credit Grade of: A, B & C




36X MULTIPLE

Measure your success with Equity Commerce

* Build your porifolic with a 34x muliiple
on your residuals', 100% above pricing

= Online occess to everything; residuals,
dnil}.r batches, application status,
portfolio parfformance

* Fast approvals
* Whalesale equipment pricing

¢ Gift cord program, ACH,
check conversion and guaraniee

= Frea larminal progQram
* Support that delivers
* Cash advance program for Merchanis

= ATM placement program

EQUITY COMMERCE

15 ABRCLIT GROWING RELATIOMNSHIPS,

Eelatinships with vou amd vour clicnts. Giving you mose moncy
far thee relaticmabsips o have today and those chat arc mponam
for your future

OUR APPROACH IS BUILT O THE THINGS
OUR AGEMTS WANT AND NEED,
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EQUITY COMMERCE 15 DIFFEREMT THAM THE REST.
We underatand that your sucoes s our success
and Erpuiey Comeserce WILL measare up

L i T with | ALY 18 CdT COSTEICTH 10 Wi

COMMERCE, L.F (BBB) 369-0446 sALss@E0UMYCOMMERCE.COM  WWW. EQUITYCOMMERCE.COM
"Growing With Equity”
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ones. Reino provided the meters
and its mPARK "pay by cell phone"
service, and Peppercoin will pro-
cess all payments with its Small
Transaction Suite.

Drivers can enroll in Reino's mPARK
service at www.mparkusa.com,
and registration is free. The service
sends a reminder text message to
a subscriber's phone approximately
10 minutes before the meter time
expires. Drivers can also buy more
time by making a phone call.

Peppercoin Inc.

781-890-3800
www.peppercoin.com

Reino Enforcement
Technology

800-654-3832
www.reinosolutions.com

NewProducts

PCI PIN Pad

Product: P1300 PIN Pad
Company: Hypercom Corp.

n response to an increasing merchant
demand for less expensive, PIN-based
debit card transactions, and growing
concerns over the security of transac-
tions and cardholder data, Hypercom Corp.
now offers a PIN pad that meets these needs.

Hypercom said its P1300 PIN pad is the

first handheld PIN-entry device to meet

the Payment Card Industry (PCI) Data Security
Standard from Visa U.S.A. and MasterCard
International.

PCI is the alignment of the card Associations' rules

Hypercom P1300

concerning data security. Other card companies operating in the United States

have also endorsed PCI.

In addition to being PCI-approved, Hypercom's PIN pad is Triple-DES certified
for derived unique key per transaction, or DUKPT, key management. It also

uses message authentication code, or MAC.
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Still

Having Problems
Converting
Business Checks?

We Suj_r Yes
to Business Checks
\ With Our Patent-Pending

Crosscuecw.. CrossCheck Conversion Plus™

SAY Yes TO CHECKS®  s00-654 2365 | partners a—— com | www.cross-check com




The P1300 can integrate with all
Hypercom POS terminals and most
electronic cash register systems. It
has connectivity options that sup-
port RS-422, RS-232 and USB ports
and Plug-and-play software for use
with Hypercom terminals.

Other features include an LCD dis-
play, color-coded Cancel, Clear and
Enter keys, screen-addressable func-
tion keys, and a small, ergonomic
design so it can fit in the palm of
someone's hand.

The product's durable construction
includes large, hard rubber keys. It
is water resistant and has intrusion
detection to prevent tampering.

Hypercom Corp.

602-504-5000
www.hypercom.com

10355459

NewProducts

An Optimal
ATM Service

Product: Premium Cash Manager
Company: EFMARK Premium Armored

ccording to EFMARK

Premium Armored's Pres-

ident and Chief Executive

Officer, the most suc-
cessful cash management programs
keep the smallest amount of cash
available at an ATM without ever
running out.

EFMARK, an independent compa-
ny focused exclusively on servic-
ing ATMs, announced at the begin-
ning of August the availability of its
Premium Cash Manager program.
The Greater Iowa Credit Union has
already selected EFMARK to service
400 of its ATMs.

The program accurately predicts an
ATM's necessary cash load levels. This
provides financial institutions with
the ability to increase the amount of
operating time for the machines by
preventing cash outages.

EFMARK will absorb the cost of
any emergency cash runs for an
empty ATM caused by a lack of cash
needs intelligence.

The Cash Manger program includes
load forecasting, order calcula-
tion, reconciliation and Regulation
E claims. EFMARK also handles
currency storage, currency cassette
preparation and balancing and
secure transport and delivery. &

EFMARK Premium
Armored

877-692-1500
www.efmark.com

LOOKING FOR AN HONEST AND RELIABLE 1507

DISCOUNT PAYMENT PROCESSING 1S THE ANSWER!

« TRUE INTERCHANGE, REVENUE SHARING PROGRAMS
« EARN RESIDUALS ON ALL REVENUE STREAMS

# RESIDUALS VESTED FROM DAY |

&« NO LIABILITY/NO RISK TO AGENTS

« LEASE FACTOR 0310 ON ALL CREDIT

NEXT DAY AND 12 HOUR FUNDING FOR RETAIL MERCHANTS
NO ANNUAL FEE * NO MONTHLY MINIMUM * NO TERMINATION FEE

Please Call

800.486.1691

Tom Shanley - DPP President

R ST Py W RO SR I A BT R D O

DISCOUNT PAYMENT PROCESSING
POWERED BY FIRST DATA

FLEET WATHNAL BANE, FRFEHSCE, ki

DFF 15 LOCATED AT 311 CLARK STREET, MARS, PA 1606 TELEPHOENE: 724625 2440 * FAX: T24625 2445




The day your merchants lose
| their wireless
WIELWOrK COVETage...

b
ISHIEday your
— ptransaction revenues

Make the Move to the Network Provider That Powers
Over 80,000 Wireless POS Terminals...Velocita Wireless!

COMSTAR Interactive and Velocita Wireless have joined forces lo
help you upgrade your merchanls' eligible® devices to Velocila's
performance-proven wireless network and COMSTAR Interactive’s
robust CHARGE ANYwhere~ 950 solution at substantial discounts!

Thal's nght. Now you can upgrade your marchanis to the reliability
and performance of Velocita’s Mobitex-based, data-only wireless
network, along with the innovalive capabilities of the CHARGE
ANYwhere 950 solution al substantial savings through our special
"Make Your Move" promaotion.

g 5200 Cash Back toYour Maerchant for the
Trade-In of their Eligible® Device! ' BUT ACT HDW!
= Free Service Activation for Your Merchant! * The earlier you take
= Altractive Service Plan of $25 per month advantage of this foEl', the
for 50 Transaciions! ? ngEtET the rewards for you
p No Access Charge lo Use Virtual Terminall and your merchant!

For additianal information on our "Make Your Move™ promation, contact COMSTAR Interactive today af

1-800-211-1256 or www.comstarinteractive.com

m"’t‘ VELOCITA
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WaterCoolerWisdom:

Eight Steps to Becoming
More Self-Disciplined

iscipline. Willpower. Self-control. Whatever

you call it, self-discipline is difficult for many

people. Some days you think you simply

don't have it in you to make those 10 cold
calls, and other days it seems much easier to drive by the
gym than to go in and work out.

How do you become more self-disciplined and make
your days more productive? There's good news and bad
news. The good news is you don't have to do it all today;
self-discipline is a process. The bad news is you can't
do it all today; self-discipline is a process that lasts
a lifetime.

However, don't be discouraged. Start working on the fol-
lowing things today to become more disciplined in your
work and home life. These are not tasks to cross off as
"completed"; instead, they are principles to use to guide
your daily life:

Pace Yourself

Sometimes we have so much to do, we feel
overwhelmed. For example, look at your business
plan for the entire year. If it looks like an impos-
sible undertaking, you might be tempted to give it a
half-hearted effort. After all, it won't work
anyway, so why try, right? If approaching a
project on the global scale intimidates you, don't let
it. Instead, take it one day, or if necessary, one hour
at a time.

When lacking willpower, any minor setback will
completely derail your efforts. Plan some preemptive
strikes. Put your workspace in order to avoid falling
back on the crutch of "I just can't find anything." Plan
the day so you don't crisscross around town or oth-
erwise waste time. Make a list of tasks or duties you
need to accomplish.

Then, review the list and be realistic about what
you can and will do. As you evaluate the tasks,

YPERCOM >

"By constant self-discipline and self-control,
vou can develop greatness of character."

- Grenville Kleiser

look for any entries that are what you want to do, rather
than what you need to do.

Be Patient

As you work to become more disciplined
and productive, be patient with yourself and others.
Even if you've organized, planned and scheduled,
some factors are out of your control. Maybe your
cell phone is out of range just when you are finally
ready to make that call you've been putting off.
Perhaps your boss forgets that you had
scheduled a meeting with him to talk about your
long-term goals.

Don't let one or two setbacks deter you. Resolve
to get those tasks done, and schedule a specific time
when that will occur.

B
w
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_\—l:l Bartlett Info Tech Services, LLC

Your POS Repair Specialist

Factory Trained Technicians

Refurblsh wour POS equipment for a fraction of the cost
of new,
printers and check readers. We also hawve Imprinters,
roll paper, ribbons, power supplies and cables. All
repalred and refurbished equipment comes with a

We can repair/refurbish most (erminals,

iz-month warranty.

New and Refurbished Equipment

(901) 384-6151

www.bits-pos.com




Can you say great thmgs
about your processor?

Retriever’s sales reps do.

“Retriever, for me, is not a place that |
put a few deals wtrh it's a home. It's a
pleasure to do business with people
that have integrity, and longevity.
Our future at Retriever is solid!”

~Brian, 6 years with Retriever, Illinois

“Retriever has opened up doors of opportunity,
so that 1 have surpassed even my own

expectations. You have your friends and family,
and then you have your work. Retriever has been

more of a family than work to me. I have been with
Retriever since 1992, and when I think of the best

people I know, many of them are with Retriever.”
~Frank, 13 years with Retriever, New York

Residuals pald on time, every tlIl'lE for 19 years.
~m N - . M

Join Retriever today! 1-866- ]70)- RPbI (7774]

Call today about YOUR
$10,000.00 signing bonus!!




Remember the Goal

If you have a moment of weakness and are tempted
to "do it tomorrow" or "phone it in," think about your
long-term goals. Consider the future, not only what
you want for today. You might find the motivation you
need to give that task some extra effort.

Be Honest

Self-discipline is powered by motivation; therefore, be
honest about what motivates you. If it's money, admit
it and don't think you need to apologize. If the admira-
tion of others keeps you going, embrace that and use it
to propel you even further. Don't try to fool yourself or
others. In the end, you will only waste valuable time.

Be Flexible

Continually re-evaluate your list of tasks and do them
because they are the right things to do, not because you
might feel like a failure if you don't complete a task on
your list.

Too many times we fall into a routine of doing things
simply because it's what we've always done, with-
out examining if the reasons why we did them are
still valid.

Our goals and visions continually change, so our
responsibilities might need to as well. If you lack
willpower or self-discipline, it might be because you
are trying to do something no longer inline with your
goals and beliefs.

As you work toward your goals, be mindful of your
effect on others. Take responsibility for your actions
and, if necessary, apologize or change your behav-
ior. If left unresolved, a sour experience will become
much bigger than the original event. Handle it now,
and it won't require a lot of willpower or discipline in
the future.

Reward Yourself

Being self-disciplined is hard. You deserve credit for
doing things you don't want to do, or don't feel like
doing right now. Give yourself praise and kudos when
you accomplish tasks. Don't wait for others to notice,
go ahead and pat yourself on the back. You deserve it!

Good Selling!™

Paul H. Green, President & CEO

Inspiration
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A. Call Alpha Card Services today
* and find out for yourself!!!!
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Build your portfolio today!
1-866-253-2227 Ext 13
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DateBook

Visit www.greensheet.com/tradeshows.htm for more events and a year-at-a-glance event chart.

AP Smart Card Alliance

2005 Fall Annual Conference/USA & Latin America

Associations Conference

Highlights: The theme for this year's event is Smart Cards: The
Issuer and User Experience. The meeting will cover topics
including contactless payments in retail, transportation and
mobile telecom payment initiatives. It will also offer analyses
and news regarding chip design, contactless technology and
operating systems. Classroom-style educational sessions and
organized roundtable discussions will help attendees learn
and better understand the latest technologies. This is the first
Alliance conference to include the Latin American contingent.

When: Oct. 11 - 14, 2005

(note: date change from Oct. 18 - 21)
Where: Miami Marriott Biscayne Bay, Miami
Registration: Visit www.smartcardalliance.org

or call 800-556-6828

TransFirsT is
Revolutionizing
Payment Processing

TrassFuagr independent Sales Senvices
aHers cormarehershe, In-depii and
EhiRa e BunyTier sodalinns. &hd

—  (HABIANEE CUSBOTET LErviE fo g
IS0 and Apes] Cusiomie.,

TuamnFaesr sl

= Comped ilive Buy-rate &
IEvEsut-sharne pMograms

- pme-day merchaat
apprevaly

- Dedicsied relationship Trassaction Central™ v a centralired
manager & wales wpporl payment processing system that oflers
wtaff iser-driendly and feaible processing

- hpEresshin leavieg. gif solutions. Capabiities indude mult:
cafd L chih progasm Incation networking, check imaging,

- fnling status B revkdaal — wiireless, ACH procesideg. bulli-in
repeling shopping car technology and mose,

- Wakiiple plasforms o el all on an online, integrated platfoem
spedific 150/ Ageet needs actessible by mullipie wiers al anylime

from anywisere in the world,

o
N - -

wanw, Teass Fast.com

NetWorld Alliance LLC
P 2005 Self-Service and Kiosk Show

Highlights: NetWorld Alliance is the publisher of Kiosk
magazine, Kiosk.com, Kiosks.org, KioskMarketplace.com,
SelfServiceWorld.com and ATMmarketplace.com . As the lead-
ing source of information on the self-service and kiosk industry,
the 2005 show should be mandatory for anyone looking to get
ahead in this business. For vendors, there will be a wide array
of potentia| new clients eager for the hottest products.

When: Oct. 17 - 18, 2005
Where: South San Francisco Conference Center, San Francisco
Registration: Visit www.selfservicekiosk.com

or call 502-241-7545

Highlights: MPX is a nonprofit regional trade association for the
payments industry serving much of the Midwest. The confer-
ence is an opportunity to learn about dll the latest facets of the
payments industry and network with peers. Sessions will cover
the latest technology, industry best practices and security issues.

When: Oct. 24 - 26, 2005
Where: Hyatt Regency St. Louis at Union Station, St. Louis
Registration: Visit www.mpx.org or call 816-474-5630

Regional

Western States Acquirers'
.‘%f Association

IMeRI Socond Annual Conference

Highlights: The meeting, titled "Charting Your Course to
Success," serves as another great learning opportunity for the
feet on the street. Highlights include two keynote speakers,
an NAOPP meeting, a Field Guide for I1SOs seminar, multiple
educational breakout sessions covering hot industry topics and
door prizes worth more than $1,000. The conference starts
and ends with exhibitor receptions. The meeting will offer
plenty of networking opportunities.

When: Nov. 2 - 3, 2005

Where: San Diego Marriott La Jolla Hotel, La Jolla, Calif.

Registration: Visit www.westernstatesacquirers.com
or call 760-243-7990



WE HAVE MADE IT EASIER FOR
YOU TO MAKE MORE MONEY!!!
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* Prepaid Calling Cards | + Prepaid Ringtones

* National & Regional * Prepaid Prescription
Wireless Cards « FTD Prepaid Flowers
* Prepaid Intemnet » Gift Cards

* Prepaid Phone Service ...and much more




WordSearch
Put on your thinking caps, and find all the words listed below ... we've even started it for you.
Words will be horizontal, vertical, diagonal and even backwards! Have fun.
OMENTORKOIRESFFIPSUW
NOISICEDYAMXWITRLVLO
TYONCWAMUPRESIDENTCD
IJYTKEYFOBICEQSUREDRB
SERTEVMUZNRTMTQRKISS
IDESTOREXFEODSIALXCN
DCYFSXSBIUKYGRTNEURDO
MOBILEDCRNGEIWUDGPEI
ALRDWJCONSUMERVECTET
PDGEXECUTIVEGBUPYLNC
XCUEPWNSEDEPNREWBPOE
SASALESCMACROWNAEABL
KLGEWAZWYNNKIXDLRRSL
ILSWPOAGXMUTTPSLSTIO
MIWEMITREVOKACLEPNRZC
MDOXTEATRUBUCKETAEON
IHFECLSEDFPCAXDPCRYAZ
NYRBUYRATEMIVQPUEZSE
GUDRSVRITZEKAHSDNABM
WELCUFIRMWAREXEHTOVTU
BOUNCE EXECUTIVE PARTNER
BUCKET FIRMWARE PRESIDENT
BUY RATE HANDSHAKE SALES
COLD CALL KEY FOB SKIMMING
COLLECTIONS LCD SCREEN SPIFF
CONSUMER MEETING SYSTEM
CYBERSPACE MENTOR TICKETS
DECISION MORBILE VACATION
E-STORE MONEY WAITER

EURO OVERTIME WALLET

[FE Solution on Page 116



“Don’t stop the music.”

Ingesaci, Morh Amencss Bate
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Build Customer Loyalty

Baiig i the hosoilaity busingss, voo cowldn T a5k for more = Your customers
have had & wonderfl dinfng expenience, exceplional senvice and altantion. Don't
sl el memorias with a siew check-oul. use Pay@Table and leave 3 lasting
impression of oulsianding service
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card payments anfime af e fabie and 4 built-in high-speed tharmal prinier,
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by Ingenico

For more information, wisit PayalTable.us
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ChapterTitle

To add your company to our expanding
listing, call 866-429-8080 today.

HesourceGuide

AGE VERIFICATION
LOOKING FOR 1S0S

Legal Age ID Systems
(800) 779-4945

ATM/SCRIP 1S0s LOOKING
FOR AGENTS

Access ATM
(866) 874-0384

Access to Money
(888) 501-5246

Card Access Incorporated
(888) 542-1844

NationalLink
(800) 363-9835

Nexus ATM
(800) 201-0461 x218

BACKGROUND INVESTIGATIONS

Commercial Business Intelligence
(888) 740-0747

BANKS LOOKING
FOR AGENTS

Humboldt Merchant Services, L.P.
(877) 635-3570

Redwood Merchant Services
(800) 528-6661

The Bancorp
(888) 285-0979

BANKS LOOKING
FOR 1S0s/MSPs

Best Payment Solutions
(866) 289-2265

CentralBancard
(866) 797-2317

Chase Merchant Services, LLC
(800) 622-2626 x86016

Group IS0
(800) 960-0135

Integrity Payment Systems
(888) 477-4500

National Processing Co.
(800) 672-1964 x7684

Redwood Merchant Services
(800) 528-6661

Security Card Services, LLC
(800) 634-4484

CHECK GUARANTEE/VERIFICATION

Cardservice International
(866) 732-5471

CrossCheck, Inc.
(800) 654-2365

EZCheck
(800) 797-5302

Global eTelecom, Inc. (GETI)
(877) 454-3835

Secur-Chex
(866) 464-3277

CHECK COLLECTIONS

Checks by Encore
(800) 994-2949

CONSULTING AND
ADVISORY SERVICES

Adam Atlas Attorney at Law
(514) 842-0886

First Annapolis Consulting
(410) 855-8500

Integrity Bankcard Consultants, Inc.
(630) 637-4010

CREDIT CARD CASH ADVANCE

POS Payment Systems
(718) 548-4630

CREDIT REPORTING &
EMPLOYMENT SCREENING
REFERRAL PROGRAMS

DataFax, Inc
(866) 562-6859

CREDIT REPORTING SERVICES

Microbhilt Corporation
(866) 453-7931

DATABASE & TERMINAL SOFTWARE

Prairie Trail Software, Inc.
(800) 618-4199

DEBIT TRANSACTION PROCESSING

Cardservice International
(866) 732-5471

ENCRYPTION - SCANS -
VISA/MASTERCARD PCI

Information Exchange, Inc.
(888) GO-INFOX

EQUIPMENT

Automated Transaction Tech.
(714) 999-9566

BANCNET
(713) 629-0906

BARTLETT INFO TECH SERVICES, LLC
(901) 384-6151

Card\Ware International
(740) 522-2150

General Credit Forms, Inc.
(800) 325-1158

Ingenico
(800) 252-1140

Lipman USA, Inc.
(516) 484-9898

MagTek, Inc.
(800) 788-6835

TASQ Technology
(800) 827-8297

TEERTRONICS
(800) 856-2030

Terminals Direct
(800) 440-1952

The Phoenix Group
(866) 559-7627

\lital Terminal Management Services
(800) 348-1700

FREE ELECTRONIC
CHECK RECOVERY

ACCESS CHEX
(866) 746-CHEX

CheckAGAIN
(800) B66-9222

GIFT/LOYALTY CARD PROGRAMS

Cardservice International
(866) 732-5471

The Resource Guide is paid classified advertising. The Green Sheet, Inc. is not responsible for and does not recommend or endorse any product or service.
Advertisers and advertising agencies agree to indemnify and hold the publisher harmless from any claims, damage, or expense resulting from printing or publishing of any advertisement



gring You Face-To-f,
“;e%“ﬂi‘ Opportunity... 3”3: W”II

FREE STATE-OF-THE-ART EQUIPMENT!
""P'r, f

How fast could you build
on your portfolio with this offer?

VERIFONE OMNI 3740

Dual Comm Dial & IP Enabloed
Tarminal + Check Imagar +
Stacker + all cables

v Free Placement of Equipment including merchant training — FREE!

v Revenue Share program up 1o 65% Plus Huge Bonus Income

t

v Specialized Training and Ongoing Support!

ering It O 1

g If you aren’t making $300k per year - CALL ME!
- We not only give you the machine,
We teach you how to PLACE THEM!
You can reach me, Jason Felts, President of AMS at: jasonf@advancedhg.com
or BB8.355.VISA (8472) ext. 211 « www.amspartner.com
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Advanced Merchan! Services (AMS) is 8 Member Sarvice Provider for HEBC Bank US4, Nabonal Associafion. Buffalo NY
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FLEXGIFT/UMSI
(800) 260-3388

Glohal eTelecom, Inc. (GETI)
(877) 454-3835

POS Payment Systems
(718) 548-4630

TENDERCARD
(800) 383-8280
World Gift Card
(866) 704-5271

HIGH RISK

AVP Solutions
(800) 719-9198

International Merchant Solutions
(800) 313-2265

Cardservice International
(866) 732-5471

National Transaction Corp.
(888) 996-2273

INTERNATIONAL/OFFSHORE
RELATIONSHIPS AVAILABLE

Group IS0 International
(B00) 960-0135

IS0 RELATIONSHIPS AVAILABLE

AmericaOne Payment Systems
(888) 502-6374

BioPay Biometric Payment Systems
(866) 324-6729

Business Payment Systems
(877) 700-7947

CentralBancard
(866) 797-2317

CoCard Marketing Group
(BOO) 882-1352

Cynergy Data
(866) I1SO-HELP

Electronic Payments, Inc.
(B00D) 966-5520 x221

EV0 Merchant Services
(800) CARDSWIPE x7800

First American Payment Sys
(866) GO4 FAPS

First Data Merchant Services
(866) FDMS-ISO

Group IS0
(BOO) 960-0135

Lynk Systems, Inc.
(866) MSP-LYNK

MSI-Merchant Services, Inc.
(800) 351-2591 x9-23

National Processing Co.
(800) 672-1964 x7655

North American Bancard
(800) BANCARD x1001

NOVA Information Systems
(BOO) 226-9332

Partner-America.com
(800) 366-1388

Payment Resource Int.
(888) PAY-FLEX x212

Total Merchant Services
(888) 84-TOTAL x 315

Transfirst
(800) 669-7228

United Bank Card (UBC)
(800) 201-0461

Valuplus Merchants Association
(877) 440-8258 x102

ISOS/BANKS PURCHASING
ATM PORTFOLIOS

Nationwide Automated Systems, Inc.
(818) 716-6790

NetBank Payment Systems
(866) 450-9815

1S0s/BANKS PURCHASING
MERCHANT PORTFOLIOS

AmericaOne Payment Systems
(888) 502-6374

CentralBancard
(866) 797-2317

Chase Merchant Services, LLC
(800) 622-2626 x86016

EV0 Merchant Services
(800) CARDSWIPE x7855

National Processing Co.
(800) 672-1964 x7684

North American Bancard
(800) BANCARD x1001

NOVA Information Systems
(BOO) 226-9332

Total Merchant Services
(888) 84-TOTAL x 315

VanBrackle Consulting
(608) 825-8213

1SOs LOOKING FOR AGENTS

Aavant Bancard
(888) 567-3727

Acies, Inc.
(800) 361-5540 x111

Allied Merchant Services
(888) 355-7450 x3

AmericaOne Payment Systems
(888) 502-6374

Approval Payment Solutions, Inc.
(888) 311-7248

Bancard Payment Systems
(866) 783-7200

Bankers Merchant Services
(877) 443-4455

Best Payment Solutions
(B66) 289-2265

Business Payment Systems
(877) 700-7947 x236

Cardservice International
(866) 732-5471

CentralBancard
(866) 797-2317

Century Bankcard Services
(888) 690-7555 x6

Cynergy Data
(866) ISO-HELP

EV0 Merchant Services
(800) CARDSWIPE x7800

EXS-Electronic Exchange Sys.
(800) 949-2021

First American Payment Sys.
(866) GO4 FAPS

Galt Valley Merchant Services
(888) 560-9005

Innovative Merchant Solutions
(800) 397-0707

Merchants' Choice Card Services
(800) 478-9367 x5

Money Tree Merchant Services
(800) 582-2502 x2

MSI-Merchant Services, Inc.
(800) 537-8741 x9-12

National Processing Co.
(800) 672-1964 x 7655

Netcom Data Southern Corp.
(800) 875-6680

North American Bancard
(888) 229-5229

Payment Resource Int.
(888) Pay-Flex x212

Reliant Processing Services
(877) 630-1222 x101

Signature Card Services
(888) 334-2284

Total Merchant Services
(888) 84-TOTAL x 315

Transfirst
(800) 669-7228

TXDIRECT
(866) 839-1999 x4402



A Solid ATM Solution from a Company You Trust

United Bard Card has taken the knonwisdgs and resounces from s years of experiencs in payment processing and appliad them to the ATM [ndustrg. Witk Unibed Cash
Solutions, & wholly owned subskdiary of United Bank Card, you can rest assured that we sdhene to the highest standards of qualty and customer senvce. Operated by
industry expents whi unierstand the ATM needs of merchants and 1504, United Cash Sohibions delhvers 85 entirely in-house program wilh & dmple spplication
process, fask turnarpund times, nabiorwide cn-site installation and J4-hour support. If you ane interested in seliing, leasing or placing ATH madchines, United Cash
Solutions i the solid chokos wou can depend on.

ATM Sales

= Spfl or lease a state-ol-the-aet Tribon, Tranax or Lipman AT machine and keep the entire
equpment Commission,

= Hecernz 100% of the costomer sunchange plus up 1o an additicnal 30 oents of bad-end
Intemchange,

Free ATM Placements

= AT machines are prograsmmed, delivered and installed et a merchant location lor fines!
= g mipense to the (50 or Merchant = just immodiate profit]

® Both 150 and Menchant receie & residual on every ATM transaction.

Additional Sarvices

=[S0 and Merchants receher added resicuals on a variety of revenue stroams with ATHs that
ane fully compatible with a varety of value-added servioes such a5 pre=paid phone cands,
Western Linion money ransfer and chede cashing capabiities,

= Cash replenishment and armored carmer service available.
= maberial, necn signs, banners and decals 1o promote AT traific at the Miesrchant

To sell, lease or place ATM machines, H
s UNITED
1-800-698-0026

Alan Forgione, President - ext. 1410 CASHSOLUTIONS

Stephanie Deleve, VP of Sales - ext. 1430 a divishon of United Bank Card, Inc.
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United Bank Card PAYMENT GATEWAY /
United Merchant Services, Ing. et
(800) 260-3388 Authorize.Net
Valuplus Merchants Association (866) 437-0491
(877) 440-8258 x102
P0OS CHECK CONVERSION

I1SOs/PROCESSORS SEEKING
SALES EMPLOYEES

US Data Capture, Inc.
(888) 486-9393

LEADS GENERATORS

Hot Leads Xpress
(866) 627-7729

LEASING

ABC Leasing
(877) 222-9929

Accomack Leasing
(877) 325-6469

Allied Leasing Group, Inc.
(877) 71 LEASE

American P0.S. Leasing Corp.
(BOO) 349-6516

BARCLAY SQUARE LEASING, INC
(866) 396-2754

CIT Financial USA, Inc.
dba Lease Finance Group
(888) 588-6213

First Data Global Leasing
(800) 897-7830

First Leasing Corporation
(888) 748-7100

GlobalTech Leasing, Inc
(B00) 414-7654 x3002

Golden Eagle Leasing, Inc.
(800) WE LEASE

Integrated Leasing Corp.
(201) 568-1881

International Lease Center
(800) 236-2317

Logicalease
(888) 206-4935

Merimac Capital
(866) 464-3277

Northern Leasing Sys., Inc.
(B0O) 683-5433

Signature Leasing Group, Inc.
(877) 642-7649

TASQ Technology
(BOD) 827-8297

TimePayment Corp
(877) 938-5231

CrossCheck, Inc.
(800) 654-2365

E-Chex
(877) B88-CHEX

EZCheck
(800) 797-5302

Glohal eTelecom, Inc. (GETI)
(877) 454-3835

Secur-Chex
(866) 464-3277

POS CREDIT CARD
EQUIPMENT REPAIR

TEERTRONICS
(800 856-2030

POS SUPPLIES

CardWare International
(740) 522-2150

General Credit Forms, Inc.
(800) 325-1158

TASQ Technology
(800) 827-8297

\lital Terminal Management Services
(800) 348-1700

PRIVATE PARTIES PURCHASING
MERCHANT PORTFOLIOS

265
(949) 200-7474

PROCESSORS
LOOKING FOR 1S0s

First Data Merchant Services
(866) FDMS-ISO

iPayment,, Inc.
(800) 748-6318

Money Movers of America, Inc.
(800) 815-4360

National Processing Co.
(800) 672-1964 x7655

NOVA Information Systems
(800) 226-9332

REAL-TIME CHECK/
CREDIT CARD PROCESSING

Cardservice International
(866) 732-5471

eProcessingNetwork.com
(800) 971-0997

USAePay.com
(866) USAePay (872-3729)

REAL-TIME CHECK/
DEBIT PROCESSING

Cardservice International
(866) 732-5471

SITE SURVEYS

Property Resource Network Inc.
(800) 676-1422

SUPPORT DESK FOR
POS TERMINALS &
PC SOFTIWARE

CardWare International
(740) 522-2150

TASQ Technology
(B0D) 827-8297

\lital Terminal Management Services
(800) 348-1700

SUPPORT STANDS FOR
POS TERMINALS

Amvox Equipment Company, Inc.
(800) 999-2699

WordSearch
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We've Got the Most f
Powerful Closing Tool... 7
for 60% less!

American Microloan can pro
clents build their business. Mol
business for youl

Let us help you finance your merchants with the lowest cost
product on the market — 510,000 for only $1,100 (vs. $3,525).

Call 866-CASH-456 for details on how you can close more \L\
deals working with American Microloan, ///;——

American Microloan

2016525905 = pleslinmencanmcrolosn.{om
wwrm . AmenicanMicroloan.cem
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FETCH

We do it for you.

Introducing the TASQ' Equipment Retrieval Outbound Call Program.

Merchants don't always respond to call tag reminders to return used or broken
gear when they update POS equipment. Now TASQ will track your equipment,
make phone calls on your behalf and retrieve your valuable inventory.

* Significantly increase your success * Save valuable time, effort and paperwork

rate on equipment retrieval * Get up to date status reports and results
= Save money and maintain inventory

[ET uS BE YouR BEST FRIEND.
= ® 1 >
I ASQ Call today! (800) 827-8297

TECHNOGL®GGY 0 2000 TASD) Rechnoiogy, irc. AN Hights Reserved. P © [l Visien



L= OptimumT ,,,

%o get simplified! Get multi-app that really works. Only on the
Optimum T410d by Hypercom® Ask lor Hypercom at 1.877.0PTIMUM
af online a1 wanw hypercom.comit4100. After all, everyone else does.
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