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Paying the piper, creatively

here was a time when credit cards were new, and debit cards were

unknown. The retailers of America were a vast, untapped market, and

ISOs were boarding merchants like gangbusters. ISOs and merchant

level salespeople (MLSs) enjoyed upfront commissions on equipment
sales or leases, while their residuals from transaction fees increased gradually
over time.

For growing a business, this formula was simple but successful: Revenue from
POS terminal sales funded business growth.

But today, merchants who do not accept bankcards are rare, and the number of
ISOs and MLSs competing for merchant accounts is through the roof. Margins are
decreasing as companies lower their rates to win accounts; ISOs are consolidat-
ing, which further stiffens competition; and free-terminal programs are eviscerat-
ing a once dependable income stream.

ISOs can fold POS terminal costs into processing fees and eventually recoup their
investment. But the initial funding has to come from somewhere — usually ISOs'
and MLSs' pockets. While larger, more established ISOs may be able to afford this
outlay, smaller offices, or those just starting out, don't have sufficient cash-flow
to do so.

Ironically, ISOs with the steepest growth patterns may find themselves in a nega-
tive cash-flow position just when opportunities are flying.

Many reasons to finance

"Most people look for financing in response to a problem — say a personal finan-
cial need like college or medical expenses or a desired retirement — or a response
to a growth opportunity such as an acquisition, expansion, entry into a new mar-
ket or an investment in a processing front-end," said Harold Montgomery, Chief
Executive Officer of Calpian Inc. The company purchases residuals and offers
other forms of ISO financing.

"The cash flow from residuals can be significant and valuable," said David
Putnam, President of Resource Finance Co., which provides ISOs working capi-
tal loans based on, secured by and repaid from residuals. "But ISOs often have
difficulty obtaining working capital because banks and traditional lenders find it
difficult to value, collateralize or monetize a residual stream."

Each avenue for ISO funding has benefits and pitfalls. Choosing a source wisely
requires determining timelines; short- and long-term goals; the actual costs of
each funding alternative; the amount needed — and when it will be needed; the
extent to which your financial partner will be involved in your business; and the
lender's exit strategy.

It also requires building a core team of financial, legal and managerial

[[IFIE sSee Payving the piper on page 67
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While othear processors continue to grow by padding their own pockets, Narth American Bancard has grawn
larger by investing back in our Agent Partners. We've built strong relationships by providing the best service
and free terminal programs in the indusiny. We believe that a business built around honesty and integrity is a
better business. After all, for as hard as you work 1o make monay, shouldn't your processor be a class act?
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NotableQuote

"It is a shame to see [the systeml
get hijacked by financial engineering
'geniuses' who spend night and day
trying to figure out how to blame
the next hidden fee on Visa and
MasterCard interchange."

See story on page 50
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Sarcasm Sells

1 found out yesterday that my embedded RFID chip
has been transmitting my thoughts during my commute.
But on the upside, I've become Cleveland's top moming show.

Praise for one contributing writer ...

Editor's note: Peter Kulik, author of "Fraud matters to ISOs and
MLSs" (The Green Sheet, Sept. 11, 2006, issue 06:09:01), shared
the following letter from one of our readers:

Thank you, Peter! | have been screaming about this for the past
year. It is nice to know | am not the only person making noise
about this subject.

Breina Montalvo
Cocard
In a follow-up e-mail to us,
Montalvo further elaborated on the subject:

"The Card Associations have done a great job of securing Internet
shopping, yet identity theft and fraud are on the rise. Level 4 mer-
chants need to be educated about the Payment Card Industry Data
Security Standard. Merchants can't take it seriously if we don't.

"At Cocard, we have taken a proactive approach and have
been educating our merchants over the past year. The most
basic defense against fraudulent transactions occurs at the time
of the transaction. Merchants need to compare names and signa-
tures when accepting cards and make sure transaction slips are
stored securely. Who better than ISOs or agents to give them this
information? The Green Sheet is doing a great job of keeping us
informed, too."

... And another

Michael Nardy, author of "Look before you lease: Tips for expand-
ing businesses" (Street Smarts®™, The Green Sheet, Sept. 11, 2006,
issue 06:09:01), shared the following letter with us:

Dear Mike:

| just wanted to take a moment and tell you that | thought your
article was well done. While | have leased commercial space
in the past, in 1994 | founded my own company that employs a
call center in New York, while | am based in the Sonoma County
wine country. | think The Green Sheet would be better served by
[including more] articles like yours that recognize understand-
ing commercial leases is one component of business that affects
its readership.

Ron Feldman
World Business Services Inc.

Talk to us!

We want to hear from you. Did you like (or even dislike) a recent
article or issue of The Green Sheet or GSQ2 Do you have an
idea for a story2 Send your questions, comments and feedback to
greensheet@greensheet.com .



Call or visit us online today!



While other processors continue to grow by padding their own
pockets, North American Bancard has grown larger by investing
back in our Agent Partners. We've built strong relationships by
providing the best compensation programs in the industry. While
others will use hidden fees and other tricks to grab some cash,
we believe that a business built around honesty and integrity is a
better business. So, if your current processor just doesn’t cut it...
maybe it's time you discover NAB.

FREE TERMINAL PROGRAM WITH MORE REVENUE!
With NAB You Get a True Interchange Revenue Spilit.

Unlike other programs we don't charge 3 to 6 basis points off the top
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GET UP TO $850 IN BONUS MONEY PER MERCHANT!
Up to $750 Conversion Bonus!

Get paid 1.5% of the actual monthly processing on every merchant.

f the merchant processed £50,000 then you receive $750. 'Paid Weakiy!!!

$100 Activation Bonus

per each retail merchant activation $50 per card not present merchant :
activation. '"Paid Weelkiy!!! i
g
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TERMINAL i
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Check Solution 2
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Murit 8100 Pius FREE &

wicheck imager PiN PAD! -

Includes cables, )

Lual eomm & 5

Smart Card ready -

*

A Better Opportunity. A Brighter Future.

1-888-229-5229 « www.GONAB.com
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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.

Cover Story

Paying the piper, creatively

Payments is a competitive and complicated
business. Even ISOs with steep growth pat-
terns may find themselves in a negative cash-
flow position just when opportunities are fly-
ing. Luckily, several viable financing options
exist for growing businesses.

|= Page 1

Feature

Cost, tech prevent
widespread ATM use of GPS

From ATMmarketplace.com. Despite the proven
merits of GPS and an increasing number of
GPS-equipped ATMs being installed in high-
risk locations, ATM industry insiders say GPS
tracking hasn't realized widespread adoption.
Many contend that cost and technology limi-
tations have stunted its use.

= Page 24 |

AgenTalksV 1

The mindset makes the agent

In an interview with The Green Sheet, Robert
McBeath discussed why an MLS should look
beyond the compensation package when
selecting an ISO partner, when to pass on pur-
suing a merchant's business and the possibil-
ity of the card Associations someday bypass-
ing the ISO/MSP system.

|= Page 28 |

View

Wireless razzmatazz
for restaurateurs

Wireless can revolutionize the restaurant
industry by simplifying and speeding the
payment process with new pay-at-the-table
systems. But how do you convince your
existing restaurant customers and new
prospects this is the time, and you have
the right solution?

'.‘_- Page 36 |

News

Discover signs
three more acquiring deals

After First Data Corp. announced in July it
had wrangled Discover card acceptance, ISOs
waited to see if and when other big players
would get in the game. In recent weeks, RBS
Lynk Inc., Global Payments Inc. and TSYS
Acquiring Solutions all announced acquiring
agreements with the card brand.

|= Page 48 |

News ]

Heartland establishes
'Merchant Bill of Rights'

Heartland Payment Systems Inc. announced
the "Merchant Bill of Rights," a set of 10 fun-
damental practices concerning card process-
ing to ensure transparency and fairness for
all merchants. Heartland Chairman and CEO
Robert O. Carr wants these principles to be

a "force for industry change" and hopes they
will be adopted as a best practices standard.

|* Page 50 |

News

Iron Triangle buys NPC ISO
business from BofA

National Processing Co. has come full circle.
After months of rumors that Bank of America
Corp. had put NPC up for sale, the ISO unit
was sold to Iron Triangle Payment Systems
LLC. The deal, announced Sept. 15, puts
NPC back into the hands of its former Chief
Executive Officer Tom Wimsett.

|= Page 52 |



Corporate
Management Opportunity

Local District and Regional
Manager Positions Available

Annual Income Potential

$156,000 - $264,000+

AmericaOne Provides:

= Corporate recruiting

* Turnkey sales force training

= Lead Generation Program

* Unparalleled product and service offerings
* Health benefits and maore

Qualifications:
* 3+ years Merchant Services experience

= 2+ years of sales management
experience in Merchant Services

= Successful track record of recruiting,
training and motivating a sales force

If you're ready to be a part of an
employee-owned company with
over 300 sales professionals . . .

Call today!
888.502.6374 Ext. 2433

Barbra Cuva

Vice President, Corporate Recruiting
Send resume to:
beuva@americaonems.com

or fax to 408.752.2344
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Authorize.Net

1 Your Gateway to IP Transactions™

Alone in Your Quest to Boost Revenues?

We Can Help You Get There
With eCheck.Net®

Mot only does eCheck.Net offer you Reseller Benefits
powerful new revenue streams, it also + Set your own sell rates
provides your merchants with a flexible,
secure, and reliable way to process
electronic check transactions while
appealing to a broader customer base.

+ Profit from volume-based pricing options
+ Offer price incentives to preferred merchants

+ Initiate merchant signups in the Reseller
Interface

+ Track merchants eCheck.Met account status

Merchant Benefits

+ Fully integrated with the Authorize.Met Payment
Gateway

+ Lower processing costs than credit cards
+ Expands customers’ payment options

+ Eliminates the time and inconvenience of
processing paper checks

+ Combines with Automated Recurring Billing™
[AREB] for automated rebilling

Celebrating 10 Years of Offer your merchants eCheck.Net today!

Partnership-with-the Call 866-437-0491 to get started

SO Community

www.authorize.net/echecknet
linhls Roserved




Our Gift To You!  EEUINHAWTITNIETE
el FREE MEANS “FREE”
1007% COMPLETELY

FINALLY IT'S HERE!

A Free Terminal Program
That Puts You In Complete Control
With Maore Options Than Ever Before!

Would You Sell it?

Example: You sell the T4100 for $1,000 - You keep $1000

Would You Lease it?

Example: $39." monthly - flat factor 0315= Tou keep $1268."

Would You Place it Free?

Make up to $565 m conversion bonuses!

The Optimum T4100 is unique in our industry. Take
advantage of the first terminal that cost effectively combines
Fl‘."l'fﬂrm‘II'IEF security, reliability and ease of use. This Dual
Comm, cutting-gdge terminal features the most innovative
appllc:ltlcln making it easier than ever to sell or lease to
merchants,

Claim Your FREE Gift Today!

Gall Jason Felts Today at- 1.888.355.VISA (8472)
josoni@ AdvancedHQ.com or
visil Www.omspariner.com

4 Hdvanced SELL, LEASE.OR PLACE!
SO THE CASH IS ALL YOURS.
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News ]

New York Giants fans and i
The Green Sheet test
PayPass wristband

Fans at Giants Stadium recently "tapped" the
PayPass contactless debit wristband proto-

type. MasterCard Worldwide gave prepaid
devices worth $25 apiece to the first 5,000

fans. And to coincide with that promotion, it
sent wristbands to news outlets, including The
Green Sheet. =

.L' Page 56 |

Education

[ )

Street SmartssSV: Residual
reporting: An evolving story

Residuals are the lifeblood of ISOs and mer-
chant level salespeople. This article should
help them determine what to look for when
comparing different processors' residual state-
ments and online reporting.

|= Page 74 |

Education ]

Conquering the
chargeback chimera

A card issuer must meet all requirements for

the MasterCard Worldwide and Visa U.S.A.

chargeback reason code it is using. Otherwise,

the chargeback can be re-presented by the

merchant or acquirer. This article offers help-

ful examples for further understanding the

chargeback process and certain chargeback

reason codes. =
|* Page 80

Education

A

You've got 30 seconds:
Don't bite the dust

Imagine you are on an elevator. You recognize
the other passenger as the owner of a 10-store
chain you'd give your eyeteeth to land for
your portfolio. The elevator stops at his floor.
He gets off. The door closes, and you realize
you just missed a great opportunity because
you didn't think on your feet.

.L' Page 84

A

Education

Want a high-octane sales
force? Tune up your training

What can you do to ensure your offerings
transcend the sea of competition? Train your
sales force to sell effectively and keep them
motivated to perform optimally. To accom-
plish this you'll need a well-conceived train-
ing plan.

.L' Page 88 |

Education

m)

Branding matters

If you aren't particularly concerned about
branding your business, consider this: If
branding doesn't matter much, why do the
majority of people pay more for and buy more
Colgate and Crest than generic toothpaste? It's
really all the same, isn't it?

|= Page 92 |

News

Visa issues new alert,
identifies leading causes
of data breaches

Hackers target vulnerable POS systems they
suspect store card data, Visa U.S.A. recently
warned, and, in conjunction with the U.S.
Chamber of Commerce, stated the five leading
causes of data breaches and specific preven-
tion strategies for each.

|= Page 100 |

Inspiration

When thin isn't in

If you are enjoying success, be careful not

to get swept up in the frenzy that increased
business often brings. Taking your company
to new heights requires you to give careful
thought to your customers' needs. Otherwise,
you'll leave them behind.

\= Page 111 |
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Visa steps up PCl enforcement

Visa U.S.A. has stepped up enforcement of the Payment
Card Industry (PCI) Data Security Standard (DSS)
against major retailers. "Visa and the industry as a
whole are moving aggressively to broaden compli-
ance efforts," the card Association stated. Enforcement
measures include the threat of fines against level-1 and
level-2 merchants.

The Association is getting tough with its biggest revenue
generators due to the risks posed by repeated lapses at
retail and nonretail companies and government agencies
with the personal identity data of customers, employees
and private citizens.

"Today's security environment demands that locking
down sensitive cardholder data be a top priority for all
parties entrusted with such data," Visa stated. Level-1
merchants must validate compliance prior to Sept. 30,
2006, Visa stated before the deadline. Approximately 20
level-1 merchants are currently eligible for fines, which
can range from $10,000 to $100,000 a month.

Acquiring banks are ultimately liable for fines levied
against their merchants. "Acquiring banks' eligibility
for fines is based on their merchants' failure to validate
compliance with the PCI DSS or for not providing a
timeline for doing so," Visa stated.

In July, Visa also began the process for ramping up
enforcement efforts for level-2 merchants. "We also con-
tinue to explore merchant incentives in addition to fines,
as a way to help merchants implement these important

lra VeriFone

security measures." The Association did not elaborate
on the types of incentives it contemplates using.

AmEx to pilot condo program

American Express Co. will pilot card acceptance for
condominium down payments. New York-based devel-
opment firm Moinian Group will be the first to roll out
the program.

Mobile phone trial completed

The first North American near field communication trial
for mobile phones — including contactless payments and
content downloads — found that participants embraced
the technology.

Participants indicated they would favor mobile
device payment options at a variety of merchant
locations and would also enjoy multiple applications
on one mobile device. The trial was a collabora-
tion among Chase Paymentech Solutions, Cingular
Wireless, Nokia Corp., Visa U.S.A. and ViVOtech Inc,,
among others.

Study reveals electronic retailing trends

Consumers are more often making purchases at
electronic retailing outlets, according to the "2006
Electronic Retailing Buyer Study" from the Electronic
Retailing Association.

The report also revealed timidity toward such emerging
technology as interactive television and cell phone video
marketing. Data showed consumer trust in Internet
and TV infomercials fell from last year; consumers are
increasingly concerned about the security of using credit
or debit cards online or over the phone.

——
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e Outstanding consumer revolving credit, which includes credit card debt, rose at an annual rate of 3.4% in July, to
$840.8 billion, the Federal Reserve reported. Revised figures for June show that revolving credit actually rose
13.2% on an annual basis, rather than the previously reported rate of 9.8%.

l rl“ s * The United States dropped from its usual No. 1 spot to No. é in the "Global Competitiveness Report 2006 — 2007,"

HEADLINES

FROM® THE

RETAIL

a macroeconomic ranking issued by the World Economic Forum. The ranking is based on a combination of
hard data and an executive opinion survey of business leaders in 125 countries. Switzerland was ranked No. 1 for
the first time. The ranking began in 1979.

WORLD | « The Personal Consumption Expenditures price index, a key measure of inflation, increased 0.2% in August after
p p p Y 9

after decreasing 0.4% in July.

increasing 0.3% in July, the Department of Commerce reported. Proprietors' income increased 0.5% in August



NURIT"8320L

* Reliable
» Fully Certified
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Papers analyze rewards
programs, payment dynamics

The Federal Reserve Bank of Kansas City released
a study entitled "Payment Card Rewards Programs
and Consumer Payment Choice." Results sug-
gest consumers with credit card rewards use credit
cards much more exclusively than people without
credit card rewards. Also, consumers who receive
both credit and debit card rewards tend to use debit
cards more often than those who receive credit card
rewards only.

In addition, the bank released, "Payment Industry
Dynamics: A Two-Sided Market Approach." The paper
highlights the roles consumer income distribution and

merchant size play in adopting new payment devices.
To view the papers visit www.kc.frb.org .

Best practices published

The Global ATM Security Alliance and
ATM Industry Association collaborated on
"Best Practices for Protecting the Customer's Personal
Bank Account and Identity." The publication
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provides minimum security guidelines for
fraud management within the retail banking
environment. Additionally, ATMIA launched a self-
service corporate governance assessment system
for its members. The online service incorporates the
association's industry training material into a self-
assessment survey.

Health care services pilot to launch

HealthTransaction Network Corp. will implement
a pilot program expected to reduce administrative
costs associated with delivery of health care services.
Bevertec CST Inc. will provide network transaction
processing software, and Hypercom Corp. will provide
card payment terminals, software, transport service
and support.

Bill 1 Services provides merchant services

Bill 1 Services Inc. entered the merchant service
market. Its offerings include credit card processing,
gift cards, payroll cards, direct payment, back
office conversion and free nonsufficient funds check
recovery for merchant accounts.

Chuck Blenco, Bill 1 Services Sales Manager,
most recently served as Merchant Service Sales

COCARD
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cocard.net 866.230.6300
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Officer for retail, corporate and national sales at SunTrust
Banks Inc.

ETA seeks speakers
for spring conference

The Electronic Transactions Association seeks pro-
posals for topics and speakers to be part of its 2007
Annual Meeting and Expo. Deadline for proposals
is Oct. 28, 2006. For more information visit
the web site at www.conferencemanagersforms.com/ETA06/
CFPVegasintroO7.cfm .

IRN rolls out Optimum T4100; terminal
receives MasterCard approval

IRN Payment Systems selected and Class A certi-
fied Hypercom's Optimum T4100 multiapplication
card payment terminal. IRN will market the
device to its merchant base and provide support.
Additionally, the Optimum T4100 reportedly is the
first card payment terminal to gain approval under
MasterCard Worldwide's payment terminal
security program.

Lucent expands security offerings

Lucent Technologies Inc. announced an expanded
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portfolio of security offerings specifically targeting
companies that accept or transmit credit card informa-
tion. Lucent offers PCI DSS assessment, readiness and
scanning services.

SWACHA establishes scholarship

SWACHA - The Electronic Payments Resource estab-
lished the Keith Daniels Memorial Scholarship. Daniels, a
Senior Vice President at International Bank of Commerce
in Laredo, Texas, was a member of the SWACHA Board
of Directors for more than 10 years.

The annual scholarship will provide tuition,
transportation and accommodations to the Payments
Institute, a school for payments professionals sponsored
by the NACHA - The Electronic Payments Association.

PARTNERSHIPS

AdvanceMe signs with TSYS

AdvanceMe Inc. formed a preferred partnership
agreement with TSYS Acquiring Solutions. The part-
nership expands TSYS' product portfolio by provid-
ing a funding solution to its acquiring clients and
their merchants.

North Carolina selects AmbironTrustWave

The North Carolina Office of the State Controller select-
ed AmbironTrustWave for PCI-compliance solutions for
state entities processing or transmitting credit card data.

Commerce Planet partners
with Payment Data Systems

Payment Data Systems Inc. signed a multiyear
agreement with Commerce Planet Inc. The agree-
ment calls for Payment Data to provide private-label
bill-payment portal services to Commerce Planet.

Dollar General to accept
credit and check cards

Consumers will be able to use Visa credit and
check cards at more than 8,000 Dollar General
stores in 34 states. Fifth Third Processing
Solutions serves as the electronic card processor
for all of Dollar General's electronic payments.

Equity Commerce partners with CrossCheck

Equity Commerce L.P. will market CrossCheck Inc.'s
check guarantee and conversion services as part of its
payment offerings.

First Data to process foreign currency
for Chase; Renews MCCS agreement

First Data Corp. and Chase Paymentech Solutions
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signed a five-year global processing agree-
ment. The OmniPay merchant processing plat-
form, located in Dublin, Ireland, will process trans-
actions for Chase Paymentech's merchant portfolio in
most major currencies in all markets where
Chase Paymentech's merchants are based.

In a separate deal, First Data signed a multiyear
contract extension with Merchants' Choice Card
Services. Under the extended agreement, First Data
will continue to provide transaction processing and
other portfolio management services for more than
45,000 MCCS merchant accounts.

Hypercom wins contract

Hypercom is now a preferred provider of card payment
PIN entry devices for El Corte Ingles, one of the largest
retailers in Europe.

NAB to deploy free devices

MasterCard PayPass acceptance devices to all
NAB merchants, free of charge. Additionally, NAB
purchased 3,000 ViVOpay 4000 contactless read-
ers. NAB will include the equipment in its free
terminal program.
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TeleCheck available at Office Depot

Office Depot Inc. contracted with TeleCheck Services
Inc. to provide electronic check acceptance in the
company's more than 1,000 stores. The service uses the
automated clearing house network to collect the funds.

Pinnacle partners with PaySpot

Pinnacle Corp.'s Palm POS will interface to PaySpot
Inc.'s suite of prepaid solutions. Integration will be
available in November 2006.

ACQUISITIONS

InComm to acquire DataWave

InComm will acquire all outstanding shares of DataWave
Systems Inc. for approximately $36 million. The transac-
tion is expected to close in the fourth quarter of 2006, at
which time DataWave will become a wholly owned sub-
sidiary of InComm. Josh Emanuel, DataWave Chairman
and Chief Executive Officer, will remain as President of
the subsidiary.

Elan signs 48 Fls

Between January and July 2006, U.S. Bancorp
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subsidiary = Elan  Financial Services signed
agreements with 48 financial institutions (FIs) to
acquire their existing portfolios and provide credit
card outsourcing services. This number represents a
55% increase over the same period last year.

APPOINTMENTS

Perihelion Global names new directors

CPA; Michael R. Varley; and Michael J. Smith as
corporate Directors. Claycomb is a retired
Internal Revenue Service Senior Manager. Varley
previously co-founded Global eTelecom and served
as Chief Operating Officer and Vice Chairman
of its board of directors. Smith is the Chairman and
President of Transaction One.

MasterCard elects
Haythornthwaite and Freiberg

Richard  Haythornthwaite, a member of
MasterCard Inc.'s board of directors, was elected
as the nonexecutive Chairman of the board.
Haythornthwaite is a Managing Director of Star
Capital Partners.
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In addition, Steven J. Freiberg, Chairman and CEO of
Citigroup N.A.'s Global Consumer Group, was elected
a Director of the company's board. He has been with
Citigroup since 1980.

Comdata names Senior VP

Comdata Corp. named Rod Katzfey Senior Vice
President and General Manager of Comdata Processing
Systems. Katzfey was Senior Vice President and General
Manager for ABN AMRO Merchant Services. Before
that, Katzfey was involved in leading sales organiza-
tions for First Data Merchant Services, U.S. Bancorp and
NOVA Information Systems.

Western Union appoints VP

Gary Kohn, CPA, was appointed Vice President, Investor
Relations for Western Union Co. Kohn will lead Western
Union's investor relations activities as it completes a spi-
noff from parent company First Data. Formerly, Kohn
was First Data's Vice President, Investor Relations.

Marshall to join Global Payments' board

Ruth Ann Marshall willjoin Global Payments Inc.'sboard
of directors. Marshall most recently served as President,
Americas for MasterCard Worldwide. Previously, she
held executive leadership positions at Concord EFS Inc.,
Electronic Payment Services Inc. and Buypass Corp.

Fleet One adds to sales staff

Fleet One LLC hired three new employees for its sales
force: Doug McDonald joined the company as Associate
Account Executive. McDonald has more than 15 years of
sales experience.

Chris McCullough also accepted an Associate Account
Executive position. Most recently, he was Fleet Manager
for Paschall Services Inc. Brett Jordon signed on as an
Account Executive to Fleet's Local-West Region sales
team. Jordan interned as a law clerk for Fayette County
Circuit Courts in Lexington, Ky.

WAY Systems names new staff

Bruce Shirey is the new COO for WAY Systems Inc.
Previously, he was the company's Vice President
of Global Services. Before joining WAY Systems, he
held a variety of senior positions at First Data and
Cardservice International.

WAY Systems hired John Mannix for the new posi-
tion of Senior Director and Chief Information Officer.
Most recently, Mannix was Senior Director of
Information Services with Princess House Inc. Bret
Baumann joined the firm as Director of Distribution
Channels. Previously, he was with Lipman USA and was
responsible for the ISO/distribution sales channel in
North America. &
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Cost, tech prevent
widespread ATM use of GPS

By Missy Baxter, Contributor
ATMmarketplace.com

This story was originally published on ATMmarketplace.com,
Sept. 5, 2006, reprinted with permission. © 2006 NetWorld
Alliance LLC. All rights reserved.

hieves in Sacramento, Calif., attempted to open

the ATM using a pry bar, welder's torch and

sledgehammer, but their efforts were for naught.

The culprits couldn't get into the machine before
its global positioning system, better known as GPS, led
police right to them.

Within about four hours, the stolen ATM was retrieved —
with "a large amount of cash still inside," one press report
claimed. Thanks to the ATM's GPS tracking device, police
in Sacramento quickly located and arrested the would-be
thieves, who also raided an ATM in July at the Cal Expo
exhibition grounds.

But despite the proven merits of GPS and an increas-
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’ "To date, we have seen relatively few

independent deployvers use GPS. GPS
has merit for sure, but the type of
GPS and other factors all must be

considered."
- Mark Coons, American Special Risk

ing number of GPS-equipped ATMs being installed
in high-risk locations, ATM industry insiders say GPS
tracking hasn't realized widespread adoption. Many con-
tend that cost — most GPS devices cost between $1,200
and $2,000 - and technology limitations have stunted
GPS's use.

"With the technology that exists right now, GPS just isn't
feasible in most cases," said Ron Christensen, President of
San Francisco-based Swipe USA, an ISO and ATM-place-
ment company.

Christensen's company had announced plans in 2005 to
launch a GPS feature on its ATMs. But those plans have
been put on hold, he said, "because the technology just
isn't where it needs to be yet."

The sky is the limit

Most existing GPS devices must have clear satellite
views in order to work. If the view is obstructed by
metal or other materials, the GPS signal isn't detect-
able. So, that limits the effectiveness if the device is
placed inside an ATM or if a stolen ATM is put into an
enclosed van.

Some say the answer to that problem may be a technol-
ogy called "assisted GPS." Rather than sending a signal
directly to satellites, assisted GPS uses existing cellular
networks to send signals to cellular towers or bases,
which then transmit the signal to a satellite.

That's similar to the type of technology being
used in tracking devices installed by ATM manufacturer
Wincor Nixdorf International. The company's current
tracking system, which is available as an option on all
Wincor ATMs, uses mobile communications technology.

"The location system ensures that, at the very moment the
ATM is removed from the bank, an SMS [short message
service] text message is sent automatically to the tracking
center, triggering a tracking and pinpointing process,"
according to Wincor's Web site.
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"The new tracking system means that, should an ATM be
stolen, the route it takes can be detected and traced imme-
diately. The emergency services can be directed accord-
ingly and are able to relocate the stolen object quickly,
secure the cash contained in the ATM, and track down
the perpetrators.”

one

GPS and other location-tracking devices may be more
readily adopted outside the United States. In addition to
Wincor's European introduction, London-based Travelex
Holdings Ltd. introduced ATM-location-tracking devic-
es on its cash dispensers several years ago.
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Travelex would not share any information about the
tracking devices it uses. The company said only that it
uses technology similar to GPS.

Global Investigative Group Inc., an Irvine, Calif.-based
company that provides ATM risk assessment and secu-
rity consulting, introduced a tracking device for ATMs
earlier this year.

3rd Annual
Meeting

Mark Nickelson, the company's President and Chief
Executive, said in an e-mail that the product has been
"well received" by the ATM industry.

But Global Investigative Group isn't marketing
and selling its GPS device on its own. GPS is included
as part of a new strategic business initiative, known
as GlobalBAT.
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Wait and see approach

attractive, at least not for the moment, to Swipe's
Christensen. He said his company will likely reconsider
GPS in a couple of years, "when and if the technology
improves enough to make it worthwhile."

Once the cost drops and the technology
improves, Christensen predicts GPS adoption will sky-
rocket. Until then, however, no one in the business
seems to be too excited about what GPS has to offer,
said Mark Coons, President and Chief Executive of
American Special Risk, a Charlotte, N.C.-based ATM
insurance company.

"To date, we have seen relatively few independent
deployers use GPS," Coons said. "GPS has merit for
sure, but the type of GPS and other factors all must
be considered."

TURNING TECHNOLOGY INTO PROFIT

Although GPS could offer ATM deployers a viable way




to reduce their insurance rates, the cost of the technology
is too high to offset the potential loss. Besides, other fac-
tors, such as police response time, play major roles.

Regardless of how scientific and precise the GPS tech-
nology, if law enforcement doesn't find and/or recover
the ATM within hours or minutes of the alarm's signal,
criminals often have enough time to empty and toss an
ATM's vault. The timing, technology and response have
to be right, Coons said.

Whether GPS is the answer or not, there's no doubt that
ram raids are a problem — one the industry is working
diligently to address.

Coons estimated that American Special Risk pays about
$4.5 million a year in claims related to smash-and-grab
incidents. About 80% of his company's ATM claims — 300
or so a year — involve the removal of an entire machine,
he said.

"Like all security and risk-management methods,
if they work to reduce ATM crime, a discount is war-
ranted," Coons said. "In some cases, though, GPS
may be the difference between being insured and not
being insurable.

"We generally like GPS, particularly for outdoor
events and higher-risk locales, and know that it has
proven successful in recouping stolen money and, per-
haps more importantly, apprehending criminals in a
few instances."

Where do we go now?

Jerry Gregory of Cash Carriers USA doesn't see much
interest in GPS right now.

"Of the more than 2,000 ATMs serviced within our ser-
vice areas, not one customer is presently using GPS as a
preventative measure," Gregory, whose company works
primarily with ISOs and retailers, said.

"The primary ISO deployer has opted, almost from the
beginning, to go with less expensive equipment.”

Instead, most ATMs are equipped with less expensive
security measures such as dye bombs that are used to
mark stolen cash, he said. &

Missy Baxter is a regular contributor to ATMmarketplace. Her
work includes an in-depth update about the state of wireless ATM
connectivity and a glimpse at the battle between merchants and
the card Associations over interchange.

Link to original article: www.atmmarketplace.com/research.
htmearticle_id=26546&pavilion=4&step=story
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The mindset makes the agent

obert McBeath joined the payments indus-

try over a decade ago because earning high

income in a rapidly growing market appealed

to his entrepreneurial spirit. As a business
owner, he enjoys the flexibility and freedom of heading
a small, merchant level salesperson (MLS) office while
working with major ISOs.

In this interview he discussed why an MLS should look
beyond the compensation package when selecting an
ISO partner, when to pass on pursuing a merchant's
business and the possibility of the card Associations
someday bypassing the ISO/merchant service provider
(MSP) system.

The Green Sheet: What do you like best about your
career, and what's been most challenging?

Robert McBeath: I thoroughly enjoy the interaction with
the merchants and helping them find effective business
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solutions. I take great pride in providing the very best
and highest level of service possible. I also find it very
frustrating when a vendor I'm representing doesn't show
the same level of commitment to the customers as I have.

GS: What has kept you in the industry?

RM: I like to joke that after 10 years in the industry, I'm
not qualified to do anything else. The reality is that I am
very comfortable. It's taken many years and hard work, as
well as mistakes and expense, to get to this point. I'm now
reaping the rewards of those lessons learned.

GS: How has the industry changed since you started?

RM: When I started ... , the biggest sales challenge was
getting the mom-and-pop shops to understand that
accepting credit cards would increase their business and
that their customers would use credit cards if given the
opportunity. Now nearly every business understands it's
a must to accept credit cards.

Leasing equipment used to be a huge profit center, with
very little from residuals. Now, equipment sales make
up a minimal amount of my revenue, but the major ISOs
have done a great job of replacing that with fair residual
compensation. Also, it seems as though there wasn't quite
as much competition when I started, with local banks
being the biggest competitors. I believe widespread use
of the Internet has had a huge influence.

At times it's been difficult to adjust to the market changes,
but I've been very fortunate to have great relationships in
the industry that have made this easier. Overall, I think
there is greater opportunity for the established represen-
tatives than there ever has been.

GS: What's been your greatest success as an agent?

RM: I consider it a success to have survived in this indus-
try for so long when I've seen so many agents come and
go. I consider it a blessing and a success to have made it
through the first six months, especially.

GS: What types of merchants do you prefer to
work with?

RM: I think everyone likes to work with people that they
have something in common with. I work with people that
I like and make friends with. ... I reserve the right to work
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with whomever I wish and can walk away from any sale
if I don't feel comfortable. Most of my customers are local,
mom-and-pop type shops.

GS: What's the funniest sales experience you've ever had?

RM: Years ago I had a subagent who would always come
to my office after being in the field. He would tell me
about how much he was loved by different merchants he'd
seen that day and how they
were definitely going to be
doing business with him.

Meanwhile, I knew many of
these merchants, and I kept
getting calls from them say-
ing to never let that man
come to their store again. I
had to end his contract before
he got restraining orders.

GS: What's the strangest thing a merchant has asked or
requested of you?

RM: I once had a merchant who wanted to date me
because her psychic had told her the love of her life was a

”" 1| once had a merchant who wanted

. to date me because her psychic
had told her the love of her life
was a tall professional guy, of my
age. She thought | fit the bill. |
didn't get the business.
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tall professional guy, of my age. She thought I fit the bill.
I didn't get the business.

GS: Merchants are savvier now about credit card process-
ing. How does this affect MLSs?

RM: I'm not sure that all merchants are savvier. I still
do a fair amount of educating ... I think the MLS who
takes the time to make sure the merchant understands the
full terms of the agreement
will do much better in the
long run.

GS: What's unique about
your sales style/method?

RM: I really don't think
it's so unique anymore. I
sincerely believe there are
many great agents in the
industry. Like many, I truly try to help out the customer
first and believe that the sale and revenue that I make are
secondary. I've had great success with that mindset.

GS: Do you have a surefire way to resolve conflict?

RM: Pass the buck. And if that doesn't work, I have a staff
of attorneys. All kidding aside, there shouldn't be any
conflict if you have the attitude that you are there to help
the merchant to the best of your ability. Communication
every step of the way is the key.

GS: Do you set goals for yourself? If so, what are your
current career goals?

RM: I have detailed goals written to achieve a set monthly
residual goal, for the short term and long term. Meeting
my final residual goal will give me the freedom to pursue
more altruistic goals.

GS: How do you generate leads?

RM: Referrals. I've established a great network through
my association with Business Network International and
being a volunteer with the local chamber of commerce as
well as other professional organizations. Ongoing rela-
tionships with current clients also are a great source.

GS: How has The Green Sheet helped you?

RM: When [ started in the industry, it was very
difficult to get information. This was before the Internet.

. There was limited information passed on by the
ISO/MLS organizations to the agent offices and
even less information given to the MLS. When 1 finally
discovered The Green Sheet, it was like the curtain had been
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lifted. I'll never forget meeting Paul Green at The Green
Sheet seminar in Chicago, and his words, "Knowledge is
power." I honestly don't know if I'd have succeeded on
my own without the use of The Green Sheet.

GS: What is your experience with agent training?

RM: When I started in the industry, the company I
worked for had a great sales training program that was
specifically designed for this industry.

After learning the program, I became the trainer to new
agents and continued for years. It would be great if
there were an industry-accepted training and certification
required for agents.

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

RM: I sure hope there will always be a place for the MLS.
I like the way the industry is set up at the moment, but
I'm doing my best to prepare for the possibility that MLS
positions may be phased out. It's no longer necessary to
sell merchants on accepting credit cards; it's a foregone
conclusion. MLSs have helped establish the stronghold
with the merchants for worldwide acceptance of credit
cards. Now that that work is done and the merchants no
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longer need to be sold, I hope Visa and MasterCard don't
change the system.

In all reality, though, I wouldn't be surprised if they bypass
the ISO/MSP system and create their own Web-based sys-
tem for merchants to sign up directly with them.

GS: What do you think about free terminal programs?

RM: As an established agent who derives income mainly
from residuals, I think they're great. If I were a new agent
who needed income from equipment sales to survive until
I had an established portfolio, they wouldn't be so good.
They definitely keep new competitors out of the field.

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

RM: Find a fair compensation program with a partner
that you can have a relationship of trust with. It's impera-
tive to find an organization that cares about the individual
customers as much as you do.

There are a lot of attractive compensation programs out
there, but that's not the most important thing in the long
run. You have to look at the fine print and make sure the
latest, greatest deal is really what it seems to be. Also, the
relationship with your ISO/MSP has to be win/win; the
ISO/MSP needs to generate a profit as well.

GS: Any advice for newcomers?

RM: Newcomers? You mean potential competitors? My
best advice is to give up now. You're already working too
hard. Don't make those extra sales calls. You shouldn't
have to do anything uncomfortable to be successful. This
industry is too difficult, and you can't make any money.
It's the merchants' or your sales organization's fault if you
don't make sales.

Sound sarcastic? You bet. Most potentially great MLSs
I've seen have failed due to the voice in their heads
that told them these things. In reality, if you want
to be successful, you have to protect your thoughts
and attitude.

Another thing that helps me with the independence
associated with this position: I ask myself throughout
the day, If I had a boss and he was watching me right
now, would he fire me or give me a raise? It keeps me
focused on the activities that I know are productive. &

Many top-notch agents have inspired others by sharing their
perspectives in AgenTalk. Will you be next? If you'd like to partici-
pate, please send an e-mail to greensheet@greensheet.com .
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Wireless razzmatazz for restavrateurs

By Steve McRae

VeriFone
dvanced technology and the nature of the
restaurant market present you, as ISOs and
merchant level salespeople (MLSs), with great
opportunities to leverage your expertise into

value-added wireless services.

In most restaurants, the payment process is a time-con-
suming drag on productivity and an irritation to custom-
ers. It distracts servers from their main responsibility of
sending diners away in good spirits.

Bump the bottleneck

Whether small or large, most restaurants share a common
bottleneck at the pay station. It's not uncommon to

see servers queued up waiting
to execute card payments S
while incoming cus-
tomers line up at the
door, and diners who

are finished eating
squirm in their seats
wishing for a quicker exit.

Wireless can revolutionize the restaurant indus-

try by simplifying and speeding the payment process
with new pay-at-the-table systems. Shaving five to 10
minutes off of the average table-turn pays off in greater
revenue for restaurant operators, increased tips for serv-
ers and better customer service.

Seize the pay

But how do you convince your existing restaurant custom-
ers and new prospects that this is the time, and you have
the right solution? There are three key factors to success in
this emerging market: knowledge of available solutions,
pain-free implementation and immediate returns.

With the increasing use of Wi-Fi and mobile phones, wire-
less is nowhere near as intimidating as it was two or three
years ago. Nevertheless, when it comes to implementing
payment processing over wireless, you are asking restau-
rant operators to step beyond their normal comfort zone.
So it's vital that you educate yourself on how you can
eliminate implementation worries.

Open the options

Wi-Fi equipment vendors, Internet service providers
and cellular service providers to map out easy-to-buy
turnkey options to smooth your foray into this burgeon-
ing new market.

The effort has focused on key options: business-grade net-
working equipment; pay-as-you-go or free loyalty-based
hotspot service; professional site inspection and installa-
tion; tailored broadband and networking solutions; gen-
eral packet radio service (GPRS) multicarrier switching;
and equipment rent-to-buy programs.

Networks and hot spots

While residential Wi-Fi networks have become rela-
tively easy to set up and operate for the casual computer
user, this type of equipment may not be well-suited for
many businesses. First off, in a commercial opera-
tion, you're likely to run into conflicting signals from
other businesses.

Second, you need to provide assured quality of
service to businesses that want
to offer hot-spot service

Wireless can . to their customers
revolutionize the restaurant ’
industry by simplifying and speeding
the payment process with new

pay-at-the-table systems.

or use multiple de-

vices in a pay-at-the-

table environment.

Network equipment

provider Netopia is one

company that has invested the

time and effort to understand the needs of the

merchant market and develop products that offer supe-
rior security, reliability and performance.

Site inspection and installation

Professional site inspection and installation can be an
important cog in a smooth-running wireless customer rela-
tionship. As Tim Cormier pointed out in his June 12, 2006,
article "Bringing merchants the wonders of Wi-Fi" (The
Green Sheet, issue 06:06:01), a variety of factors can impact
optimum performance of your Wi-Fi implementation.

These include conflicts with other devices utilizing the
same bandwidth, such as cordless phones, Bluetooth
devices and even microwaves.

Walls, doors, floors and walk-in freezers also can impact
radio reception and create dead spots if access devices
are not properly sited. Professional site inspection consul-
tants have the training and specialized equipment to take
the guesswork out of network access setup.

Tailored broadband solutions

Broadband services that are attuned to the needs of
retailers may also be more appropriate than calling in
the local cable company or local DSL (digital subscriber
line) service provider. New Edge Networks, for example,
helps retail merchants migrate to a complete broadband



re you looking
ErEE EE ‘I
AT SPS WE DO NO CREDIT CARD PROGR

That's right! We don't compete with our IS0 partners. After
all, why bite the hands that feed us?

HOWEVER, we are indeed a full-service 24 / 7 electronic
transaction processor and stored value card issuer providing

- Verification or Glarantee Options
- Supporting AlLPOS Terminals, Readers, and Imagers
- Including bath IP and Dial-Up Communications

solutions to:
' ® Check Auﬂlurizati-:-;d Conversion

Gift / Loyalty Card

- - Custom / Séi Sustom Card Programs
- Special "5SS ® flat monthly fee programs
- Unusual Terminal Functionality & Reporting Features
e Proprietary “enCASH™" Prepaid ATM Debit Card

- WEB and IVR Cardholder / Employer Interface
- Payroll Card, Gift Card, or Retail |ssued Card

¢ WEB-based Recurring ACH Debit Platform
- Including Hostto Host ACH File Transfers

PLUS OTHER PROGRAMS ASWELL! ALL UNDER M{]DH
ONE CALL DOES IT ALL ... SO, WHAT ARE YOU WAITING FOR?

» {{:}:g::tduar\; are standing by 866 '300 : 3376

SECURE
payment systems

WWww.securepaymentsystems.com




networking solution. It can implement solutions all the
way up to full-scale managed network services and vir-
tual private networks (VPNs).

Unlike many DSL companies, New Edge Networks can
provide DSL service with upstream speeds (the speed at
which you send information) equal to downstream speeds
(the speed at which you receive information).

GPRS multicarrier switching

For smaller operators who may only need one or two
wireless payment systems, cable or DSL may not be the
best option. Cellular GPRS data services are available for
about $20 a month per device. They may be a lower-cost
option than DSL and cable broadband.

Restaurant operators based in areas of overlapping cell
phone coverage — or who need mobile solutions for
delivery service — can set up service that uses both
Cingular and T-Mobile coverage, while maintaining
just one account and billing. This provides restau-
rants with maximum flexibility without any conflicting
service-provider hassles.

Rent-to-own program

All well and good, you say, but it's still going to be tough to

Leasing Should

convince restaurateurs to invest in technologies that sup-
port the many benefits of wireless POS solutions. That's a
valid issue, but there is a solution. Rent-to-own programs
make it easier to overcome even the most resistant restau-
rant manager: They offer a very-low-cost entry point.

In addition to reduced upfront costs, rent-to-own bundled
solutions can provide a choice of code division multiple
access (CDMA) or GPRS service options; no-fault protec-
tion against spills, drops or failures; provisioning and
activation of service; a monthly data plan for transaction
processing; and the option at end-of-contract to purchase
the equipment for a minimal fee or to swap it in for
newer technology.

Call up your troops

These various service components provide you with a
virtual army of partners to handle just about any contin-
gency in making a successful wireless payment sale. The
goal is not to turn you into a wireless geek but to provide
you with a complete toolkit so you can deal with any situ-
ation and make it pay off.

Steve McRae is Director of Solutions Delivery with Verifone. He
can be reached at steve_mcrae@verifone.com .
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® 100% application approval

f someone told you of a free product that reduces merchant check losses
and provides income opportunities for ISOs and merchant level sales-
people (MLSs), you might say it sounds too good to be true.

But, it is true thanks to Secure Check RCK, a company providing an automatic,
electronic check re-submission service that recovers nonsufficient funds (NSF)
checks 24/7/365. Secure Check National Sales Director Jay Colvin said, "The
ISOs and MLSs are all talking about the shrinking margins and noncompetitive
situations they face daily and how they wish things could be different. Guess
what? Here it is and it has no liability, no risk, no cost and no work."

> Secure Check RCK is a spinoff from Secure

. Check Cashing Systems Inc. "Secure Check
was an early pioneer in the industry and
was founded in 1999 shortly after NACHA
approved the RCK [re-presented check entryl

method for recovering returned checks."
- Jay Colvin
National Sales Director
Secure Check RCK

Secure Check RCK is a spinoff from Secure Check Cashing Systems Inc. "Secure
Check was an early pioneer in the industry and was founded in 1999 shortly
after NACHA approved the RCK [re-presented check entry] method for recov-
ering returned checks," Colvin said.

As Secure Check grew, its focus shifted toward electronic transactions rather
than RCK. "As the years went on, Secure Check increased its reach, developing
systems to facilitate electronic transactions, particularly in the Internet indus-
try," Colvin said. "As a result, not enough people were made aware of the huge
advantages of RCK."

In 2005, the RCK portion of the business was sold to a group of investors, and
the new, independent Secure Check RCK was formed. Pat Forbes, who was
active in the parent company, was named Chief Executive Officer.

Here's how its RCK program works:

* When a customer's check is returned for NSF, it is automatically forwarded by
the merchant's bank to Secure Check RCK.
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e Secure Check RCK converts the item to an electronic
transaction and processes it through the automated
clearing house system.

¢ Using the ATM network, Secure Check RCK checks the
customer's bank account information to defermine
which checks will clear each day.

* When the funds are available, the money is recovered,
along with an NSF fee.

Secure Check RCK reports that this process yields positive
collections five times faster than other methods.

Colvin said the company is experiencing more than 1,000%
growth with its merchant base and triple-digit growth
with MLSs. "Because Secure Check's system is internal and
nothing resides at the merchant's location, it's unlikely that
we could ever be outpaced by our own growth, and we
don't have the capital constraints of companies that have
to fund and deploy equipment," he said.

Free and easy

Secure Check RCK is easy for ISOs and MLSs to offer to
merchants because no equipment or setup is required, and
there is no cost. Secure Check RCK establishes the bank
interface and hosts the system. Merchants use the service
for free and receive the full face value of "bad" checks.
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Secure Check RCK and sales agents are compensated
from the electronically recovered state-authorized fee that
is paid by the NSF check writer. Sales agents receive up
to $16 per check.

If you are skeptical and think "up to $16" means "usually
much lower than $16," there is good news. Secure Check
RCK guarantees a minimum of 40% on all recovered fees.
This percentage is for all recovered checks, whether they
are collected via RCK or optional secondary collections.
The average fee paid is $30.

Secondary collections occur when a check is not eligible
for electronic collection. In these cases, Secure Check RCK
contacts the check writer via phone or mail.

Rather than use harassing collection agency tactics, the
company strives to make amicable arrangements for
repayment. It wants to preserve the merchant/customer
relationship. If the check writer still refuses to pay, Secure
Check RCK refers the case to its attorneys.
Complementary, not competitive

If you represent check guarantee and verification pro-
grams, you may wonder why merchants would need
RCK if they currently have check solutions: Secure Check
RCK isn't out to compete with traditional check guaran-
tee, verification or conversion programs.

"We increase merchant understanding of the value they
bring to themselves [when they] gladly accept checks,"
Colvin said. "We are the perfect complement to all check
guarantee, check authorization or ECC [electronic check
conversion] programs, thus giving the agents a more
robust and complete offering."

Also, Secure Check RCK reports that 97% of retail and
commercial merchants don't use a check service; they find
it cost prohibitive. "We realized that for certain segments
of the retail market, other check products, such as veri-
fication or guarantee models, just weren't economically
feasible," Colvin said.

"Secure Check RCK was founded to fill this gap with an
easy, quick and completely efficient system to recover
merchants' checks that were returned for nonpayment.”

Bounteous benefits

Another attractive feature of the program is Secure Check
RCK's collection rate: It collects nine out of 10 RCK checks.
This is because it uses the ATM networks to electronically
verify bank account information daily. In contrast, Colvin
said, its competitors typically perform such inquiries
twice a month.

Merchants who use Secure Check RCK can also reduce
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bank fees. Many banks charge from $5 to $20 for each
redeposit, whether or not the funds are recovered. Secure
Check RCK merchants do not incur such fees (after the
check's initial return).

According to Colvin, merchants who have added Secure
Check RCK to their services have increased their recovery
rates by 50% to 75%.

Service for all

strives to create an environment in which everyone
wins. "If any of our internal and external customers
ask for anything, the answer is, yes, as long as it
makes good business sense, isn't illegal or immoral,"
Colvin said.

"The bottom line must be, everyone must be a 100% win-
ner or we have no deal — the merchant, the agent and then
us — a true win-win-win program."

Secure Check RCK notifies merchants via fax, e-mail or
snail mail when a check is returned NSF or when checks
exceed a predetermined amount. Merchants and ISOs can
also view all account activity and history via the compa-
ny's online reporting system.

They can also view the check image, as well as the date
written, check value and check writer's name. ISOs and
MLSs can view their commissions in real time as well.

"Our goal is to consistently deliver the highest ethi-
cal standards while making raving fans out of our
merchants, agents and end users," Colvin said. "And
if you ask around, I think you'll find we are doing a pretty
good job."

Partner paradise

Secure Check RCK has no plans to create an internal sales
force. "We see no need at this time," Colvin said. "Besides,
we do not want to compete with those already in the field,
as the RCK program is a match made in heaven for ISOs
and merchant level sales agents.

"Merchants do not need more salespeople calling them.
So we are forging partnerships with those already in front
of merchants."

Secure Check RCK expects when agents begin offering
its RCK program, they will increase their earnings by at
least 30%.

The company offers agents an opportunity to increase
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merchant retention and add variety to their service offer-
ings without increasing costs.

"MLSs can go back to their current merchant portfolio
and give our RCK program away as a thank you gift, thus
helping increase their merchant retention and satisfaction
and commissions monthly," Colvin said.

In addition, ISOs and MLSs can benefit from Secure Check
RCK's endorsements by organizations like the Louisiana
Hospital Association. Colvin said such endorsements
help agents gain access to difficult entry markets, such as
the health care industry.

To sign merchants up, MLSs need only a fax signature
on a one-page, 30-day agreement; a voided check; and a
bank-forwarding letter that Secure Check RCK provides.
And all deals are customizable. "We handle everything
after the paperwork is faxed in," Colvin said. "This should
be an automatic on every deal an MLS goes in on."

Commission opportunities

Secure Check RCK offers four types of commissions:
residual programs designed for large and small ISOs;
agent commission programs for independent agents who

want to give the program away to their merchants; ongo-
ing commissions for referrals; and card Association and
agent bank programs that pay commissions for leads and
signed deals.

"Our basic MLS program pays from two income streams,"
Colvin said. "First, at a minimum, we pay 40% of
the state-allowed fee on all recovered/collected checks.
Commission raises based on production are also available
and easily achievable."

The company also offers a bonus on checks that must go
to manual collections. To help agents get started, it pro-
vides ongoing training and lead development.

Colvin and his company believe all merchants
will someday use RCK, so there is no time like the
present for ISOs and MLSs to take advantage of RCK's
revenue opportunities.

"They [MLSs] need to know it isn't a matter of if their
merchants will have RCK; it is now a matter of when,"
Colvin said. "Secure Check RCK is no-brainer sales
because of the simple fact it costs neither the agent,
MLS, ISO nor the merchant any money or requires
any work."
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Discover signs three
more acquiring deals

fter First Data Corp. announced in July it
had wrangled Discover card acceptance,
ISOs everywhere waited to see if and when
other big players would get in the game.
Now, some are.

In recent weeks, RBS Lynk Inc., Global Payments Inc.
and TSYS Acquiring Solutions all announced acquiring
agreements with Discover Financial Services LLC.

The deals simplify procedures for offering Discover card
services to merchants and make it more lucrative for
those selling the services.

RBS Lynk and Global Payments will soon each provide
Discover card acceptance as part of an integrated pack-
age of card processing services, which their direct sales
forces can take to merchants.

RBS Lynk is targeting a November 2006 launch for
new merchants and will integrate existing merchants
over time, said Tom Konz, RBS Lynk's Senior Vice
President of Marketing. "The development in-house is
pretty complex.”

Global Payments expects to launch the program to its
sales force in the first quarter of 2007, said James G.
Kelly, Global Payments' Senior Executive Vice President
and Chief Operating Officer. The company will then
phase in its ISO clients.

Beginning in 2007, TSYS will give its ISOs the ability to
offer simplified Discover acceptance. TSYS has processed
Discover transactions since its inception. "We have small
ISOs and large financial institutions, and everyone is
going to benefit," said Matt Talbot, TSYS' Vice President
of Product Management.

Up tonow, Global Payments has participated in Discover's
program by providing a referral fee to ISOs signing new
Discover merchants. Discover "felt the existing program
... 1s more cumbersome for merchants," Kelly said.

The brand's initiative mirrors the Visa/MasterCard
model, enabling merchant acquirers like Global Payments

the opportunity to offer end-to-end services for Discover,
as they do for bankcards, he added.

"ISOs will be able to earn the same [commission] on
Discover transactions as on a bankcard,” Kelly said.
"Discover wants to fit into that paradigm." &
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Heartland establishes
"Merchant Bill of Rights'

n Sept. 12, Heartland Payment Systems Inc.

announced the "Merchant Bill of Rights," a

set of 10 fundamental practices concerning

card processing to ensure transparency and
fairness for all merchants.

Heartland also  launched the Web  site,
www.MerchantBillOfRights.com. The site explains all 10
rights and offers merchants and
associations a place to be listed |
as supporters as well as learn “: -
about card processing, receive
tips and share information.

Heartland Chairman and

Chief Executive Officer Robert 2. The right to know the markup of Visa and
: MasterCard fee increases

O. Carr said the rights were

written to inform merchants : 3. The right to know all Visa and MasterCard

about card processing costs and
to drive savings for small and
mid-sized businesses.

fee reductions

(1)
1
(o]
=
Q
=
-
&
0
=
-
«Q
=
-
("]

1. The right to know the fee for every card
transaction — and who's charging it

business owners and entrepreneurs do not fully under-
stand what's driving these costs or how to manage
them. He called the Visa and MasterCard system "one
of the great creations of American ingenuity," which,
unfortunately, is being tarnished by unscrupulous
salespeople using deceptive business practices.

"It is a shame to see [the system] get hijacked by financial
engineering 'geniuses' who spend
night and day trying to figure
out how to blame the next hid-
den fee on Visa and MasterCard
interchange," he said.

Carr admitted the recent inter-
change litigation, and the bad
press the industry has received
as a result, were compelling
reasons to forge ahead with
the list.

4. The right to know all transaction

. middlemen ¢ "The interchange rate story
He wants these principles to be : 5. The right to know all surcharges and | is the big-merchant story,"
a "force for industry change" : bill-backs ¢ he said. But the Merchant Bill of

and hopes they will be adopted 6

as a best practices standard. representative

The idea for such a standard has 7. The right to encrypted card numbers and
: secure transactions

been batted about the industry

for years. Critics of Heartland's 8. The right to realtime fraud and transaction

move claim the company has
seized upon this mandate to
gain a marketing advantage

monitoring

when the list should have 10. The right to live customer support level

come from a nonprofit, 24/7/365.
unbiased party such as the
National = Association  of

Payment Professionals.
Carr said he was simply tired of waiting.

"After 20 years of watching one set of unethical practices
follow another, I join many others in being completely fed
up," he said.

"It is hard enough to run a small business successfully
without having to watch your back from people debiting
your bank account.”

Credit and debit card processing costs are among the
most significant expense items on many small and mid-
sized merchants' income statements, he said. Yet most

. The right to a dedicated local service

9. The right to reasonable equipment costs

Source: Heartland Payment Systems Inc.

Rights is for small merchants
who should be aware of and
protecting themselves from
unfair card processing practices.

When Heartland first posted
the Merchant Bill of Rights
online, a pull-down menu option
allowed ISOs and merchant
salespeople to add
themselves as supporters.
However, that option has been
removed due to junk sign-ups,
such as "Mickey Mouse" or
"Stupid Idea."

"We didn't believe we could police the signers from
the industry," Carr said, "so we decided to list no one,
including ourselves."

Whether the Merchant Bill of Rights was conceived
as a marketing ploy or out of a genuine desire to create
an ethical industry standard, few can fault the
actual rights.

"They're dead on," said one ISO. "It might have been bet-

ter if an association did it instead of one of the players, but
I wish I'd thought of it." &
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Iron Triangle buys
NPC I1SO business
from BofA

ational Processing Co. has come full cir-

cle. After months of rumors that Bank of

America Corp. had put NPC up for sale, the

ISO unit was sold to Iron Triangle Payment
Systems LLC. The deal, announced Sept. 15, puts NPC
back into the hands of its former Chief Executive Officer
Tom Wimsett.

Iron Triangle, founded by Wimsett
in 2003, and its primary investor,

soon you can get them boarded. Our technology allows
that to happen in hours rather than days," he said.
Integrated leadership

Randy Sagar, Senior Vice President of Indirect Sales at BA

Merchant Services, who headed the NPC team, will be
involved with the new company.

"We're excited about working with Randy and his team,"
Wimsett said. "In the past three years, Randy's tripled that
business by working through independent sales offices."

Sagar will head business development for the consoli-
dated firm, whose name has yet to be determined. "We're
still working through the branding issues,” although the

GTCR Golder Rauner, agreed to ; Bank of America will retain its direct, national

purchase the NPC ISO business and
brand from Bank of America's card :
processing division, BA Merchant :
Services Inc. The bank acquired :
NPC two years ago for $1.4 billion.
Details of the new transaction were
not made public.

After the acquisition, Iron Triangle will become the sixth
largest merchant acquirer and the third largest nonbank
acquirer, said Wimsett, Iron Triangle's President and CEO.
The deal includes another BA Merchant Services subsid-
iary: Best Payment Solutions Inc.

Iron Triangle will now support over 260,000 merchant
locations and represent over $25 billion in annual pro-
cessing volume, he said. Subsidiary Retriever Payment
Systems, which Iron Triangle acquired in 2005, serves
100,000 merchants.

Wimsett has said a goal of Iron Triangle and GTCR is
to take the company public, as NPC was when he was
CEO. "Upon completion of this integration, which will
be almost completely seamless for merchants, we'll be of
the size where [an initial public offering] becomes a very
viable option for us," he said.

"As far as timing, we're not going to nail down a commit-
ment on that, but it's a viable option over the next 12 to
18 months."

ISOs and merchant level salespeople (MLSs) currently
with NPC should see faster boarding of new merchants
using Retriever's boarding platform, Wimsett said.

Because of Bank of America's focus on the direct sales
channel, it had not invested in newer boarding technolo-
gies. The livelihood of ISOs and MLSs "depends on how

merchant accounts. The bank divested NPC, its
indirect sales channel, because the investment in
its branch network and small business customers
is a priority.

names National Processing Co. and Retriever will both
remain in use, Wimsett said.

Retriever's Jim Oberman, Mark Schatz and Joe Natoli
will have leadership roles in the new entity.
Oberman will be in charge of operations oversight.
Schatz will be responsible for strategy, mergers
and acquisitions, and legal issues. Natoli will head
client services.

The management team has a lot of experience operating
listed companies in the public market, Wimsett said.
Cross-selling priorities

Bank of America will retain its direct, national merchant
accounts. The bank divested NPC, its indirect sales chan-
nel, because the investment in its branch network and
small business customers is a priority.

"They want to be able to cross-sell multiple products to
those small businesses," Wimsett said.

An ISO channel doesn't lend itself to cross-selling oppor-
tunities and integration with other lines of business, as the
bank's own sales channels do, said BA Merchant Services
Executive Mark Pyke.

Steve Feldshuh, President of Business Payment Systems,
a registered ISO/MSP with NPC in Association with Bank
of America, N.A., speculated that the bank bought NPC
for the banking relationships associated with its many
national retail accounts.
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"They bought it for those mass box merchants and for
those banking relationships," he said. NPC's national
accounts were merged into BA Merchant Services' non-
ISO business, he said.

The NPC ISO business now represents 3% of BA Merchant
Services' overall transactions, the bank stated. Many of
the 94 affected Bank of America associates supporting
independent sales teams are expected to be offered com-
parable positions with Iron Triangle.

No love lost?

ness — our business — because they cut back on customer
service and tech support and everything [positive] that
NPC did," Feldshuh said. "When BofA came in and mer-
chants had to wait an hour and a half on the phone to get
through [to tech support], you lose them, and the sales
agents, too."

While competing processors cut down boarding time,
BA Merchant Services was taking five to seven days,
he estimated.

A Bank of America spokeswoman said the bank had
no comment on this.

Management at Iron Triangle has "a much better
feel for the ISO market," Feldshuh said. "I think Tom
Wimsett will do a good job." But Iron Triangle will have
to "win back the hearts and minds" of NPC's ISOs and
agents to keep them from leaving as contracts expire, he
added. Business Payment Systems' contract expires in
early 2008.

Iron Triangle's acquisition is an ideal union for NPC,
Wimsett said. "We're very focused on merchant acquir-
ing and offer a full suite of products and services. We're
all about payment processing at the POS, and we do that
almost exclusively through ISOs, so it's a great fit."

Sagar said Iron Triangle has a good idea of what ISOs are
looking for and will deliver models that benefit them. Iron
Triangle's services include transaction-processing support
for all major credit and debit cards, government benefit
programs, check conversion, and gift cards.

One such benefit for NPC ISOs is Retriever Online,
the company's customer resource management system,
Wimsett said.

Iron Triangle will retain many NPC and Best Payment
offices in Houston, Chicago and Louisville.
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New York Giants fans and
The Green Sheet test PayPass wristband

et ready for the debit wristband. Not so much
jewelry as a bankcard on a wrist, the PayPass
contactless prototype got "tapped" repeat-
edly by fans at Giants Stadium Sept. 10.

MasterCard Worldwide gave prepaid devices worth $25
apiece to the first 5,000 spectators to enter the stadium.
And to coincide with that promotion, it sent prepaid wrist-
bands to news outlets, including The Green Sheet.

While the company hasn't committed to launching the
form factor, the response from Giants fans makes it likely
that a wearable debit or prepaid PayPass device will be
launched in the U.S. market. The Green Sheet, however,
found some kinks may still need to be worked out.

MasterCard wanted to test the wearable band at an event
where people would be less inclined to carry handbags or
a lot of cash, according to Cathleen Conforti, MasterCard
Senior Vice President. "I can't think of a better venue than
a stadium" to try out a form factor that replaces cash,
she said.

When attendees have just minutes to grab snacks, wear-
ing payment devices on their wrists does away with fish-
ing in bags and wallets for cards and cash.

Giants' Stadium did nearly $120,000 in "free money"
business during the sold-out event, and the devices
were well-received, according to Peter Kullman,
Corporate Sales Manager for the New York Giants.
"MasterCard accomplished their goal of the technol-
ogy working in a very large setting — 80,000 people,”
he said.

Fast swag

With such a throng, and only six in 100 attendees lucky
enough to snag the swag, it was crucial the devices not
hold up food lines. Giants' stadium began accepting
MasterCard's contactless cards in 2005, Conforti said.
"Their staff is already familiar with PayPass." Concessions
staffers received extra training the night before. They
viewed a video that taught them to credit $25 toward con-
cession purchases and accept cash to pay balances beyond
that amount, she said.
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MasterCard's voluntary survey confirmed that fans were
pleased with the experience. Band usage was 95.2%,
generating over 8,000 transactions. Of the 300 users who
completed surveys, over 80% rated the experience excel-
lent, and 99% rated it excellent or good, Conforti said.

And 87% said they definitely would want a wristband
if their bank offered one. The need for convenience and
speed were common denominators for choosing places
where they would use such a device: grocery stores, gas
stations, events, amusement parks and beaches. Eighty-
three percent said the wristband was easier and quicker
to use than cash.

Real world experience

Whereas the Stadium's concessionaires were
fully briefed on the bands, one PayPass-enabled mer-
chant was stumped by them, as The Green Sheet's experi-
ence illustrated.

When our General Manager Kate Gillespie took the
device to a local McDonald's restaurant, ordered milk-
shakes for the staff and presented the wristband for
payment, confusion ensued. The device had come with
no instructions, beyond information about the $25 pre-
loaded value.

The restaurant server did not know the PayPass-enabled
terminal accepted contactless payments, having used it
only to swipe cards, Gillespie said. "The manager had
never heard of PayPass," she said.

Gillespie chose the "debit" option when cued by the
terminal. The transaction was declined, and the server
cancelled out the entire order. She chose "credit" on the
second go-round. Rather than permitting the purchase of
$25 and allowing her to pay cash for the remainder, the
transaction was again declined. She therefore reduced
her order, which brought the total to under $25. On the
third try, she again selected credit, and the payment was
processed smoothly.

PayPass merchants are not expected to recognize devices
not available in the market, according to MasterCard.
And fast food servers may be unfamiliar with PayPass
because employees last three months on average; man-
agers stay only a year, Conforti said.

"We are working with merchants on a national, regional
and local basis on training, once they agree to accept
[PayPass enabled] cards,” she said. The company also does
follow-up training, using tools such as instructional videos.

Until contactless technology is well known and under-
stood, customers will encounter a range of good and bad
experiences with new form factors, Conforti said. B
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Higher income potential?

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

A partner that cares about
your success?




WE MAKE A PERFECT MATCH. 3

EVO is a different kind of merchant acquirer that deeply values our relationship
with every IS0. 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 POTENTIAL WITH EVO

7 !

Earn a $200 sign-on bonus for every new
merchant PLUS up to 51,000 in additional
incentives every month

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

Revenue sh aring&pm grams —
interchange + 6.5 cents

Residual buy-back program
Lifetime vested residuals

Multiple platiorms to meet your needs

IS0 PowerCenter with free online access

E-App Technology — Online
Application 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 Jim Fink at

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

MERCHANT SERVICES )
Your Progressive Partner

EVD Merchant Services is a registered |50 and MSP of HSBC Bank USA, National Association, Buffala, NY.
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Good weather, good
times at ETA forum

urricanes cooperated, turning away from the

Florida coast as executives gathered in Miami

Beach for the 2006 Electronic Transactions

Association (ETA) Strategic Leadership and
Networking Forum (SLNF) Sept. 12 — 14.

Attendees gathered at the beautiful Loews Miami Beach
Hotel to explore emerging trends in the payments arena
and network with peers.

Events kicked off on Tuesday with a golf tournament fol-
lowed by an outdoor cocktail reception at which guests
discussed business and caught up with old friends in the
warm evening air.

Wednesday's breakfast session provided a global view of
our industry. Marc Abbey of First Annapolis Consulting
and Rick Ibarria of MasterCard Worldwide highlighted
new opportunities in our increasingly global economy.

Next up was Steven Levitt, co-author of Freakonomics:
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A Rogue Economist Explores the Hidden Side of Everything.
His keynote address discussed why our industry needs to
value its services and perhaps adjust its prices accordingly.

A lunchtime panel of representatives from
MasterCard, Visa U.S.A. and Discover Financial Services
explored industry trends. They indicated increased
scrutiny of level 4 merchant data security is coming.
Free time in the afternoon afforded a chance to relax
or join networking excursions. Later, Total Merchant
Services sponsored a cocktail reception and party at the
Setai Hotel.

Thursday's events included a panel discussion featuring
the former General Counsel for Citibank, a representative
from the Federal Trade Commission and the ETA's Chief
Legal Counsel. Again, the main topic was data security.
Legislation is in process regarding notifying consumers
of security breaches.

The last session explored new technologies. For example,
Microsoft Corp. representatives showed a video of how
we may shop in the future: Shoppers will be able to use
their personal devices to input shopping lists, access
store maps to locate those items and then pay for them as
well. Next year's SLNF will be held Sept. 18 — 20 at The
Breakers Hotel in Palm Beach.

W.net offers program for women at ETA

Women Networking in Electronic Transactions (W.net)
hosted its fourth meeting just before the start of the ETA's
Sept. 12 SNLF in Miami Beach. The event was attended by
more than 50 women in the payments industry.

Participants were welcomed by Holli Targan, W.net's
President. The organization now has over 110 members,
and corporate sponsors are beginning to show support
for the group.

Mary Gerdts, Vice President of W.net, then announced
an icebreaker. In keeping with the theme of the meeting,
"Smart or Sexy: Are You Projecting the Right Image?”
attendees were encouraged to share their fashion faux pas
with each other.

The event's speaker was Susan Bigsby, Image Consultant.
Bigsby discussed the importance of appearances and
provided some guidelines for projecting your best image.
Many factors go into creating your image: picking the
right clothes for your body type; the appropriate outfit,
hairstyle and makeup for the situation; and accessories
necessary to polish your image.

W.net was founded in 2005 to inspire and empower
women in the payments industry.
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Yours to sell,
lease or place.

It's good to have a choice. That's
why Total Merchant Services is
letting you decide what's best
for you. We're giving away

the Hypercom T4100 -

the latest, greatest, state- i
of-the-art terminal — for FREE! All

you have to do is decide if you want to

sell it, lease it or place it. Either way, with Total
Merchant Services, you'll never have to purchase
terminal equipment — ever again!

GET THE 411 ON THE T4100

We're nol providing outdated technology or refurbished equipment. We're
offering only the most modern, state-of-the-art device - the Hypercom
T4100 multi-application, IP-enabled, dual-comm terminal. It's simply the
smartest, most adaptable and most advanced machine in the industry
- and it's yours, from Total Merchant Services, for free. Check out
www.upfrontandresiduals.com/T4100 to see why this terminal is superios
to any ofher currently on the market,




If you’re still

buying terminals, "=
you're burning money!
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FREE TO SELL DR LEASE

Total Merchant Services' new Free Terminal Program
gives you the ability to sell or lease free terminals
and make as much money as you can — with absolutaly
no cost to you!

Choose from two oplions:

« Option ®1 = Hypercom T4 100 (Duwal Comm = Dial
& |P Capable)

» Option #2 - Hypercom T4 100 (Dual Comm - Dial
& IF Capable) with Magtek Check Imager

Flease Note: When selling or leasing terminals under fhis
fruly Free Tarmminal Program, our upfront bonus program
does nol apply.

ﬁ merchant services

payment solutions for your business
www.upfrontandresiduals.com

FREE TO PLACE

Qualify for Tolal Merchant Services' Upfront Bonus
Program that offers $200 production or $300-5500
conversion Bonus payments by “placing” the termi-
nal at the merchant location through our Free
Terminal Placement Program.

Choose from three oplions:

« Option #] = Hypercom T4100 (Dual Comm - Dial
& IP Capable) - with Upfront Bonus

« Option #2 = Hypercom T4100 (Dual Comm - Dial
& IP Capable), Magtek Check Imager — with
Upfront Bonus

« Option #3 — Nurit 8000 GPRS Wireless Terrminal

Plagse Node: If you place the Nunt 8000 GPRS ferminal wnder
our Free Terminal Flacement Program, our wpofront bonus
prograrm coes nat apoly

Sell, Lease or Place? The Choice -
And ALL The Money - Is Yours!

Call 1-B88-84-TOTAL ext. 3411 or visil www,upfrontandresiduals.com

to start making more money and selling more deals today!

Tatal Merchanl Services (TME) i & Meamber Service Provider far: HSBEC Bank USA, Mational Associalon, Buffalo, NY.



Don’t go broke. Go Global.
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professionals to ensure that the process goes smoothly,
while amassing what seems like an infinite amount
of financial records, five-year marketing and spending
plans, and miscellaneous paperwork.

It's a big job, but a necessary one.

Many alternatives to consider

can sound like a no-brainer, but the hidden costs of long-
term debt coupled with the routine costs of doing busi-
ness can make the resulting growth a profit drain. Some
even say more businesses are brought down by success
than failure.

"Borrow what you need, not what you can get,"
Putnam said. "Look for a positive differential between
the financing costs and your ROI [return on investment].
You want to be sure you have sufficient resources to
avoid being choked by the debt service. Don't take on
unneeded debt burden unless you have a productive use
for the money."

To help ISOs avoid borrowing more than they can
comfortably repay, Resource Finance has made it easy
to go back for additional loans after receiving the initial
amount.

"To some degree, the size of the deal can help
determine where to find funding," Montgomery said. "If
you need $10,000 to $20,000, you'll probably turn to fam-
ily and friends first. Once you get much above that, you're
probably looking at a bank or one of the financial institu-
tions that understand the ISO industry — like my company
[Calpian] or Resource Finance Co."

The larger the loan amount, the narrower the field of
potential lenders. When funding needs approach tens of
millions of dollars, Montgomery said, "at that point you
might even consider trying to obtain venture capital or
going public, which a few ISOs have done."

Finding funding is just the first step. It's the beginning of
an ongoing financial relationship. "You have to give a lot
of thought to how you'll communicate with your financial
partner,” Montgomery said. "And long before you sign on
the dotted line, you should have thought out how it will
all end. If you haven't ... defined an exit strategy, you are
building a time bomb into your business."

Also, an ISO should carefully examine every available
financial resource. "The cheapest deal is not always the
best one," Montgomery said.

Here's a look at some financing options available
to ISOs:

i< & &
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Bank loans

Bank loans are a relatively low-cost option, and banks
end their involvement in the borrowing ISO's business
when the last payment check clears. But very few tradi-
tional lenders understand ISO operations. They're look-
ing for tangible assets, profit and loss statements, and
audited financials — preferably showing a steady profit
over a long time.

A growing ISO is most likely to need cash during its
startup phase; however, banks frown upon businesses
that don't have proven track records. Few bank lenders
recognize future residuals as an asset.

"One of the fundamental problems with traditional
banks is that they can't get their head around the ISO
business model," Montgomery said. "You just can't per-
fect your lien position from a bank's point of view. Some
ISOs have gotten loans from regional banks, certainly.
But by and large, banks just don't lend to ISOs. ... You
can burn a lot of time meeting with a bank ... only to
discover the loan just doesn't happen in the end."

Friends and family

This group of lenders tends to believe in you and your
future. They will probably charge less to provide funds,
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and their financial auditing requirements are likely to
be less stringent. Also, a lack of familiarity with the ISO
business model usually won't lead to loan denial.

There are pitfalls though. Most people's friends
don't have deep pockets, so the amount of funding
available tends to be small. And there is a risk that
misunderstandings will cause rifts in personal rela-
tionships. Furthermore, loaning money may awaken
in loved ones a dormant interest in the ISO's business;
ill-advised, unwelcome advice and interference can
become a problem.

With this type of financing, a well-thought-out (and
articulated) exit strategy is crucial. Otherwise, friends or
relatives may expect surprisingly short terms for payoff.
They might also call in a loan because of a personal crisis
or because a closer relative needs money. Or they may
be miffed when the loan is paid off, assuming their help
is no longer appreciated.

Venture capital

Almost the Holy Grail of ISO financing, venture
capitalists offer large sums of working capital to
startup companies.

But according to Putnam, the average venture capital-
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Visit www.eProcessingNetwork.C
Or Give Us a Call At 1-800-971-0997

ist looks at 2,000 business plans per year, considers 20,
performs due diligence on 10 and actually invests in
only two or three. Venture capitalists generally look for
companies with new technologies or unique business
propositions, long-term growth potential and — this is
what kills the deal for most ISOs — high margins.

Besides the slim odds of landing funds, the downside
for ISOs is that venture capitalists usually get to influ-
ence company decisions, are entitled to a significant
portion of the company's equity and, according to
Putnam, charge an annual percentage rate of 30% to 50%
on loans.

Mezzanine financing

Mezzanine financing is a hybrid of debt and equity
financing. It's often used to finance expansion of exist-
ing companies and has certain advantages: The debt is
subordinated to other debt — such as loans provided
by banks or venture capitalists. Funds are treated like
equity on a company's balance sheet, and this may make
it easier to obtain standard bank financing or venture
capital. Also, approval is often relatively quick com-
pared to banks.

On the downside, mezzanine financing usually gives
the lender the right to convert to an ownership or equity
interest in the company if the loan is not paid back on
time and in full. Annual percentage rates usually range
from 20% to 30%.

Borrowing against residuals

ISOs often think of selling residuals when seeking cash
to fuel growth, but borrowing against residuals might
be a smarter way to go.

"A lot of people don't even know that they have the
option of borrowing against their residuals,” Putnam
said. "It's a way to monetize their portfolio without
selling it off. It has always been difficult to convert this
value into cash that can be used to fuel growth. And sell-
ing off and shrinking the business in order to grow the
business seems counterproductive.

"The ISO does not have to dilute his ownership to get
working capital. Nor does he have to sell off his portfo-
lio in order to grow his portfolio — which is very costly.
The ISO is able to obtain growth funding while keep-
ing 100% of his residual portfolio intact. By borrowing
against residuals ... once the debt is paid off, you own
your stream free and clear — and you own the growth
that has occurred.”

Anna Solomon of Fast Transact said her company
sought financing from a small local bank and got it. Fast
Transact paid its loans on time, but the bank was unable
to issue enough debt to cover Fast Transact's needs. So
the company turned to Resource Finance.
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"While I would not normally go after such
high-interest debt financing, it solved our immediate
growth problems," Solomon said. "Now that our profit-
ability is paying for the loans, and keeping us cash-flow
positive, we will probably not need this type of financ-
ing in the future. ... I don't have any regrets." It's the
easiest way to get financing over $50,000 in a pinch,
she added.

In addition to financial institutions, some proces-
sors will make loans against residuals or even buy
residual streams. "If that resource is available to an
ISO, they should certainly look into it," Montgomery
said. "They should consider all aspects of the deal,
though. There is a certain loss of control. It may be dif-
ficult to change processors, for example, so you need
to weigh the fact that you're putting all your eggs in
one basket."

Selling residuals

Sometimes an ISO needs capital, but it can't assume its
residual checks will continue in the same frequency and
volume as in the past. Or, an ISO may just not want to
commit to increased debt. For those situations, portfolio
sales, in whole or in part, may be the best option.

An ISO's owner might want to leave the industry or

retire, have an immediate financial need, such as medi-
cal bills, or want to diversify investments into another
area. "We had one ISO recently that wanted to buy a
building," Montgomery said. "Sometimes an ISO needs
to get a balance sheet in order, for example, if they are
trying to get a bank loan. Selling a piece of the portfolio
is a quick, clean way to do that."

Speed is also an advantage: Only those who understand
the industry buy portions of residual portfolios, so
an ISO doesn't have to educate its potential financier.
Calpian, for example, can have funding to an ISO within
a week.

Additionally, for many entrepreneurs, control is
a vital component of any deal. In many financing
arrangements, an ISO must give up varying degrees
of control of its business. Some ISOs resort to merg-
ing with larger acquirers. Companies like Calpian help
ISOs stay in control, Montgomery said. "Our philoso-
phy is that no one knows the ISO business better than
the ISO."

Several viable financing options for growing ISOs exist.
The more informed the ISO, the greater the odds it will
secure the right loan to help it carve out a lucrative niche
in today's competitive payments environment. &
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/ Making More Money
Has Become Even Easier
with United Bank Card

Only United Bank Card has achieved the size to offer incredible programs to our sales
partners, UBC sets the pace for growth and innovation in the bankcard industry and
was ranked 19th on the Inc. 500 list of the fastest growing privately held companies
in the United States. With over 3.5 billion dollars in annual processing volume, LIBC
has the resources to offer our sales partners the low prices, superior bonuses and
comprehensive support that the competition simply cannot match.

NEW! LOWEST TRANSACTION FEES IN THE INDUSTRY N

IP transactions are even lower at 2 cents per transaction!

The easiest way to eam maore income is to decrease your operating costs and United
Bank Card is helping you to accomplish this objective by cutting our per-transaction fee
by over S0%%! Maximize your profitability with UBC and take advantage of our
exceptionally low 3 cent transaction fee.
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eNCheck 2500 Check Reader

L No Hidden Fees! No Hidden Rentals! No Change in Residual Plan!

T3 MAXIMIZE YOUR PROFIT MARGINS B

4

$Q 9 rerminai

Uned Bank Card is mowy offering the Hypenoom®™ TARS terminad for the unbeatable price of $59.00.
‘\‘_ Fyperoam® TR s This offer i for brand new equipment (ro refurbs) and & available excluseely (o United Bank Cand's 150 and MLS partners.

United Bank Card




3 WEEKLY BONUS )

Earn up to $ 45 5 in Bonus Money
Per Deal Per Week!

United Bank Card's Free Equipment Bonus and Conversion Bonus programs will give you additional
revenue on every acoount you sign!
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e

Earn Eam additional revenue on gvery acoomint with United Bank Card's Quarterty
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NEW! FREE WAY SYSTEMS WIRELESS GPRS TERMINALS 2
FREE CELLULAR PHONE-BASED WIRELESS POS TERMINALS

The WAY System's cellular phone-besed, wireless POS terminal weighs only & ounces, & easy to use and works on any GPRS netwark. Mow you can
affer your menchants this Nexible and seoure gateway that supports all major credit cards for FREE.

Health Insurance Allowance

Sign 10 approved menchant sioounts or more per month and retehn: an subomatic $500 credit on aach
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What Does a Partnership with United Bank Card Hold in Store for You?

United Bank Card, & top 35 menchant acquirer, has established an impeccable reputation of excellence in the payment prooessing industry, United
Bank Card currently hamndles the merchants accounts for over 40,000 locations and processes in excess of 4 billlon dollars anmually and continues ko
grow at a rapid pace. We dedicate our resources to halping our IS0 and MLS partners succeed and give them the tools they nead to maximize their
sales. United Bank Card has st the standard fior innovation and our programs will continug to provide our agents with & oompetitive edge. Contact
United Bank Cand boday and find out how our dynamic programs can improve your sales performance and increase your earmings|

To learn more about United Bank Card, contact:
Brian Jones, Vice President Sales and Marketing: B00-201-0461 x 136

Jonathan Brandon, National Sales Manager East: B00-201-0461 x 145
Max Sinovoi, National Sales Manager West: B00-201-0461 x 219
or log on to www.isoprogram.com for more details
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Residual reporting: An evolving story

By Michael Nardy
Electronic Payments Inc. (EPI)

esiduals are the lifeblood of ISOs and merchant

level salespeople (MLSs). Yet I often get calls

from ISOs complaining about their residual

reporting. Surprisingly, many don't even know
what residual reporting means.

Not knowing how residual streams are assembled or what
comprises them is a serious deficit for payments industry
professionals. It shows a lack of financial responsibility. It
also leaves MLSs vulnerable to unscrupulous parent ISOs
that may be inclined to skim profits and hide or obscure
the truth when reporting revenue and profit figures.

This article should help you, as ISOs and MLSs, deter-
mine what to look for when comparing different proces-
sors' residual statements and online reporting.

Once upon a time

In the late 1990s, when I was new to this business, my ini-
tial residual files were delivered to me on CD via FedEx.
Also inside the package was a check providing compensa-
tion for the first six months of my bankcard career. (After
my company switched to direct deposit, the disk contain-
ing residual files still came, but money was automatically
credited into my checking account.)

I had no online reporting of deal status or pending
accounts, and I had no way to audit merchants' transac-
tions or their monthly revenue. All the reporting revealed
was my buy rates, sell rates and the volume of each rev-
enue stream on which I was paid.

For many years, this is how it was: You signed a deal and
had your buy rate. You knew you were going to make a
certain amount on each qualified, nonqualified and mid-
qualified sale. And then you had your markup in a state-
ment fee or annual fee. This is the way most of us were
introduced to the business and how we were paid.

Left in the dark

approach to residual reporting was an easy way to audit
residuals and track portfolio growth. It offered a con-
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venient sort of simplicity. However, there are too many
unknowns under this old model. For example:

* What are the volumes of rewards cards, and where are
they being reported?

® What if a card were downgraded to nonqualified or
mid-qualified and had a markup of 200 basis points,
but only 20 basis points were paid to the MLS2

* What if numbers were skewed so the number of trans-
actions on which the MLS was paid was lower than
the number of transactions on which the processor col-
lected revenue? (This could easily happen if a proces-
sor paid on transactions captured but billed on trans-
actions authorized, declined, returned and voided.)

Technology to the rescue

Fortunately, you no longer need to waste time pondering
such questions; the industry has changed dramatically.
New technologies have revolutionized the way merchants
process financial transactions. And just as important
are the tools ISOs have been given to help increase deal
counts, residuals and the length of their careers.

It's hard now to imagine a world without real-time mer-
chant reporting. It has become such an important business
tool. Just think about the major players in our industry
trying to process hundreds of thousands of applications
per month without a stable and reliable database system.
It would be complete chaos.

Moore's Law states that the power of the CPU (the
microprocessor chip inside computers) doubles every
18 months. Moore's Law notwithstanding, if there had
been no technological developments within processing
companies and ISOs, this industry — which has grown
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StreetSmarts

> I look at residuals as total revenue derived from a merchant, minus the
fees charged by an ISO or processor, and then split according to the
Schedule A negotiated by the MLS or I1SO partner.

significantly over the last 15 years — would never have
seen such success.

Online reporting and access for ISOs is essential
for ISO and MLS growth; it has also proven invaluable
to MLSs for tracking their deals. With these advances in
portfolio and residual management, the old standard of
five lines of reporting many MLSs became accustomed to
just doesn't cut it anymore. You deserve more, and you
can get it.

A new reporting era

Increasingly, I am seeing a much more complete type of
residual reporting. But reporting is still a work in progress
in this industry. Assuming most ISOs process transactions
under revenue share programs, here is a general way to
understand what residuals are.

Residuals are simply monies due to sales agents or sales
organizations from the ongoing profitability on accounts

BE PREPARED FOR THE UNEXPECTED

Electronic Systems Backup

Addressograph
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they signed up. The type of program or the type of
schedule (like Schedule A pricing that ISOs and MLSs
typically use) to which you have agreed dictates the kind
of residual you can expect and the type of reporting you
will receive.

I look at residuals as total revenue derived from a mer-
chant, minus the fees charged by an ISO or processor, and
then split according to the Schedule A negotiated by the
MLS or ISO partner.

This is a pretty all-encompassing view of what
a residual can be. Ultimately, if there is reve-
nue, it should be shared by the processor with the
ISO or MLS responsible for bringing the account to
the processor. Today, I see more ISOs reporting inter-
change line items on residual reports, indicating each
level of interchange at which a merchant's transactions
qualified. I am pleased to see more and more ISOs pro-
viding access to merchant statements, merchant pricing
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StreetSmarts

(you'll be surprised which ISOs don't provide access to
the current rates merchants pay) as well as merchant pro-
cessing volumes, based on card types and the number and
types of transactions run.

As technology and the needs of ISOs and MLSs increase
and become more refined, processors' residual reporting
offerings will respond accordingly. Keep in mind when
negotiating with processors what type of reporting you
want and what is now technically feasible. And let your
needs be known.

Proper closure

In a post to the GS Online MLS Forum, a member asked
whether others receive residuals when an account closes.
For example, an open account transferred its ownership
to a new owner but still produced revenue for the ISO for
another month.

The new location was brought up and running
mid-month. So, technically, two locations were active,
but only one (the new one) was listed on the resid-
ual report. Several forum members who get residu-
als on closed accounts responded that any revenue
generated from a merchant account should be paid
to its corresponding ISO or MLS. The resounding

Heighten
Security

for wireless

point of s

thought on the subject was: If revenue was generated
for the processor, then so, too, should the ISO or MLS
be paid.

Happily ever after

I tell all potential ISO and MLS partners they need to
trust in their ISOs. Ultimately, trust is a huge factor in ISO
selection. Do you trust in the data you are able to view?
Do you have any reason to think that your ISO would not
properly report something?

Access to accurate and timely residual data is just one
offshoot of a healthy and profitable ISO-MLS relation-
ship. Delving into a potential partner's residual reporting
before you sign a contract is one of many ways you can
identify the best partner for your business. &

Michael Nardy is Chief Executive Officer of Electronic Payments
Inc. (EPI), a founding sponsor of the National Association of
Payment Professionals and one of The Green Sheet magazine's
Industry Leaders. EPl is one of the nation's fastest growing privately
held payment processing companies offering 1SOs and MLSs
profitable partnership programs and cutting-edge tools to help
their portfolios grow. To learn more about partnering with EPI, visit
epiprogram.com or e-mail Nardy at mike@elecpayments.com .
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Education (continued)

Conquering the

chargeback chimera
By David H. Press

Integrity Bankcard Consultants Inc.

ast month I wrote about the importance of mer-

chant education, emphasizing that proper mer-

chant training can reduce chargebacks and enable

you, as ISOs and merchant level salespeople, to
make more money. Remember that a card issuer must
meet all requirements for the MasterCard Worldwide and
Visa U.S.A. chargeback reason code it is using.

Otherwise, the chargeback can be re-presented by the
merchant or acquirer, shifting the burden of loss back to
the card-issuing bank or cardholder. You may find the
examples below helpful in further understanding the
chargeback process and certain chargeback reason codes.

MasterCard Reason Code 4860

A card issuer initiated a chargeback for MasterCard
Reason Code 4860 (credit not processed) after receiv-
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ing a letter from a cardholder who was dissatisfied
because a merchant issued her an in-store credit for
returned merchandise.

The cardholder stated she had no use for the in-store
credit and was not advised of the merchant's in-store
credit policy at the time of purchase. She wanted a credit
on her card account.

The card issuer processed the chargeback because 1) the
in-store credit confirmed the merchant's acceptance of
the returned goods, and 2) the credit was not issued in
accordance with MasterCard's disclosure requirements.

The requirements allow merchants to impose specific
transaction terms by printing them on an invoice or
sales draft near the cardholder signature line before pre-
senting it to the cardholder for signing.

Transaction limitations may also be disclosed by other
means, such as signage or literature, provided they
are sufficiently prominent and clear to cardholders.
Examples of allowable wording for transaction limita-

tions are "exchange only," "in-store credit only," and
"original packaging required for returns."

In this case, the merchant would lose because he did
not give the cardholder proper notice of his in-store
credit policy. Reason Code 4860 is applicable only if the
merchant accepts returned merchandise or service can-
cellation and issues an in-store credit (or partial credit)
without proper disclosure, as specified under the rules.
If you help to properly set up your merchants, this
chargeback situation can be prevented.

Visa Reason Code 85

The card issuer initiated a chargeback for Visa Reason
Code 85 (credit not processed). It attached a copy of the
cardholder's statement with a circle drawn around the
merchant's $59.95 transaction and "canceled" written
next to it.

In this case, the merchant can have his ISO re-present
this chargeback because the card issuer failed to indicate
the reason for cancellation. Reason Code 85 requires the
card issuer to provide: 1) the date the merchandise was
returned or the services were canceled; 2) proof that the
cardholder made an attempt to resolve the dispute; and
3) a reason for the cancellation or return.

Many credit-not-processed chargebacks can be re-pre-
sented due to failures to meet these three requirements.
I usually find merchants are not even re-presenting
chargebacks in situations in which they have already
issued credits/returns to cardholders.

Merchants should check every incoming chargeback to



1t keeps happening!

Why are record numbers of merchants, 150s and processors switching to the ExaDigm XD2000 as
their cellular wireless terminal of choice following the announcement of the impanding closure of the
Mobitex network?

They are tired of dealing with wireless terminals, like the Lipman Nurit 8000 and those from the other
manufacturers, which are rendered obsolete the moment technology changes. Put simply, they
recognized that the XD2000 is the only wiraless terminal on the market today that's virtually future
proof ensuring you're not left with a terminal that's working one day and obsolete the next. How?
True modularity! Featuring interchangeable modems that can be swapped out in minutes, the
XD2000 is the only terminal that delivers the ability to adapt rapidly, easily and inexpensively to
changing technology now and well into the future.

D2000

Redefining Mabile Point-af-5ale

For a wirgless POS solulion thal exeeeds the promises, contact ExaDigm al
1.866. EXA TEAM or visit us online at www.exadigm.com. @ EXHD l GM




FENR o
B

Education

see if a credit has already been issued. It's easy to re-
present a chargeback for credit issued.

Visa Reason Code 53

The card issuer initiated a chargeback for Visa Reason
Code 53 (not as described or defective merchandise) in
which the cardholder attempted to return merchandise
purchased at an auction.

At the time of the transaction, the merchandise was
represented as a genuine, signed memorabile, but it was
actually only a laser copy.

The ISO's chargeback department re-presented the
chargeback with a merchant letter stating the merchan-
dise was clearly described, the cardholder had the win-
ning bid and the cardholder agreed to the merchant's
terms and conditions.

The merchant also provided a signed agreement that
stated he would not accept the return of disputed mer-
chandise and all sales were final.

The merchant won this chargeback for three
reasons: 1) The language in his paperwork reduced
chargeback exposure; 2) the cardholder failed
to prove the merchandise sold was not as

described; and 3) the cardholder failed to provide
documentation from the merchant that guaranteed the
merchandise's authenticity.

These examples show that by paying close attention, a
merchant and his ISO's chargeback department can lessen
the cost of chargebacks.

Many issuing banks have large chargeback centers that
send improper chargebacks to the same merchants rou-
tinely. They will continue to do so for as long as they get
away with it. When they know a merchant re-presents
invalid chargebacks, they are much more careful about
sending chargebacks to that merchant.

Visit the card Associations' public Web sites for
more chargeback resources: http://usa.visa.com and
www.mastercard.com. You'll be better able to serve and
properly set up your merchants. You can also provide
much card Association information directly to targeted
merchants; with e-mail it's easy to distribute new and
updated materials.

David H. Press is Principal and President of Integrity
Bankcard Consultants Inc. Call him at 630-637-4010, e-mail

dhpress@ibc411.com or visit www.ibc411.com .
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You've got
30 seconds:
Don't bite the dust

By Ken Boekhaus

Electronic Exchange Systems

magine you are on an elevator. You recognize the
other passenger as the owner of a 10-store chain
you'd give your eyeteeth to land for your portfolio.
The elevator stops at his floor. He gets off.

The door closes, and you realize you just missed a great
opportunity because you didn't think on your feet. Or,
maybe you jumped at the chance but said something bor-
dering on incoherence.

Here's another scenario: You call on a merchant for the
first time. She's harried and half-listen-
ing. You introduce yourself and tell her

you are sure you can lower her Visa and
MasterCard bills.

She says you're the third Visa guy she's
seen this week, she's very busy and
she'll call you if she decides to
make a change. As you leave,
she throws your business card
and fancy four-color collateral
materials in the trash.

Sound bites R us

We live in a sound-bite soci-

ety. Life moves at a fran-

tic pace, and the average
attention span is short. Our
news is delivered in brief, dis-

tinct 30- to 60-second sound bites,
and advertising comes to us in
equally clipped commercials.

Given this reality, if you don't have a
30-second sound bite of your own, you will miss gold-
en opportunities. Actually, you should have sever-
al sound bites prepared to fit different situations that
commonly arise.

Succinct success

preparation. The five basic steps are:

1. Write out a first draft of the sound bite.
2. Edit until you think it sounds good.

(continued)

3. Test the sound bite either with a friend or in front
of a mirror.

4. Hone the sound bite.

5. Practice, practice, practice.

While it may not be necessary, I strongly recommend that
you write down the sound bite. It will result in a better
bite: You get to critique it both in print and when you later
verbalize it. It's also a good idea to let the draft sit for a
day between edits. The next day you will see things that
you previously missed.

It's best to test the sound bite on another person so you
get two opinions. However, talking in front of a mirror
can be very effective.

Practice the sound bite until you can deliver
it smoothly and consistently. But be careful
not to sound like a recording or someone
reading from a script. Change your inflec-
tions, emphasize different words and vary
the wording ever so slightly each time.
This will keep it fresh.

No soliloquies needed

So what should you say in your sound bite?
First, keep in mind your prospect's point of
view. You are trying to get the listener's
attention and make a stellar impres-
sion. It's all about the listener; your
feelings are irrelevant. Salespeople
often err by talking about what they
think is important and not about
what matters to their prospects.

It's also crucial that you be
original. Don't repeat what the pros-
pect has already heard from three
other merchant level salespeople this
week. If you sound like them, your
prospects will tune you out. So, break the
mold, but not so completely that you go off
the deep end.

Pique their interest

Start by introducing yourself. In a friendly manner, greet
your prospect and state your name, title and the name of
the company you represent.

The prospect will likely reciprocate with an equally brief
introduction or acknowledgment. Follow this by telling
your prospect a little about yourself, but be brief. Here's
an example of a good follow-up:

e I live in the area and specialize in Visa and MasterCard
processing for family dining restaurants. I have been in
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the bankcard industry for 15 years and service most of
the family dining restaurants in this county. I am a regu-
lar customer and noticed that your payment terminal
seems to be a bottleneck.

You will notice I haven't played the lower-rates card yet.
Once you play that card, you can't take it off the table.
The next step is to differentiate yourself from your com-
petition. Again, focus on issues that are important to your
listener. Here's an example:

* I provide my merchants with a very personal level of
customer service. If you have a problem with your ter-
minal, I can be on site to help you resolve your issue.

Now hook 'em

Next you want to use a hook, which is a key point that
will get the prospect's attention and give you credibility.
You may want to use two or even three hooks in a sound
bite, but be careful. If you use too many, you won't be
effective. Examples of good hooks are:

* T have helped other family dining restaurants in town
increase their business by 15% with a customized loy-
alty card program.

* From the bad checks on the wall, I can see you have

trouble with returned checks. How would you like
to turn those types of checks into guaranteed pay-
ments that go directly into your bank account just like
credit cards?

e [ have helped other restaurants in town save as much
as 25% on their processing costs.

You may think the last statement plays the lower-rates
card. Not necessarily. You can save a merchant money by
adding PIN debit or setting up an account in a different
way. It's not only about lower rates.

Now that you have your prospect's attention, you can
move into the sales process. Next month we'll explore a
consultative sales approach that flows very well from a
sound bite.

Ken Boekhaus is Vice President, Marketing and Business
Development for Electronic Exchange Systems, a national
provider of merchant processing solutions. Founded in 1991,
EXS offers ISO partner programs, innovative pricing, a com-
plete product line, monthly phone/Web-based training and
quarterly seminars. For more information, please visit EXS'
Web site at www.exsprocessing.com or e-mail him at
kenb@exsprocessing.com . EXS is a registered ISO/MSP for HSBC
Bank USA, N.A.
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Education (continued)
Want a high-octane sales force?
Tune up your training

By J. David Siembieda
CrossCheck Inc.

t's commonplace in today's transaction environ-

ment for sales reps to exploit advanced technology

and bundle multiple products and services in an

effort to gain and retain merchant accounts. So,
what can you do to ensure your offerings transcend this
sea of competition?

Train your sales force to sell effectively, and keep them
motivated to perform optimally. To accomplish this you'll
need a well-conceived training plan.

What's your objective?

First, determine what your organization wants to accom-
plish. The company's mission and goals need to be trans-
lated into a common language your sales force can easily
assimilate and communicate to others.

Next, frame your training to support your core goals

e el
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and values. Refresher and follow-up training should
also reinforce these goals. Each member of your sales
force, whether internal or external, serves as a vital link to
your business.

Does recognition matter?

For the salesperson, the rewards of unlimited income
potential and recognition for their accomplishments go
hand in hand. If they're new to selling your brand, pre-
sent reps with framed certificates or engraved plaques.
A rookie-of-the-year sales plaque, for example, has long-
term value.

Awards and recognition for milestone achievements can
be used to energize sales during slow periods. Accolades
for hitting the first $100,000 in sales revenue and an annu-
al award for the salesperson of the year are also effective.

To motivate an entire sales force, offer monthly or quar-
terly contests that recognize top performers with bonuses
or prizes targeted to their outside interests. This technique
works with vendors and partners as well.

Why ask questions?

Due to greater access to information through the Internet
and business associations, today's merchants are much
better informed than previously. Therefore, one tool for
sales success is to have the knowledge and expertise nec-
essary to approach merchants intelligently.

Traditional on-site training programs should be memo-
rable as well as informative. Make them fun, interactive
and efficiently timed. And build questions into your train-
ing by restating key points as questions. This encourages
the audience to interact and contribute. It also reinforces
comprehension and retention.

To stimulate interest even further, try giving away cash
or gift cards for correct answers to key training questions.
Also, capture the audience through anecdotes. Stories of
personal experiences help the audience relate better to the
information being presented.

What should you include?

Content for training should be constructed around
your company's mission and cover the basics of selling
within the payments industry. In advance of train-
ing, provide each participant with a copy of your
company's sales collateral and training manu-
al. These should reiterate concepts covered dur-
ing the training and provide in-depth information
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Credit card processing, check services,
Gateways, etc.

Call American Bancard Today, for Cash Tomorrow

(800) 613-1677

www.americanbancard.com/sale
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related to product features, benefits and some common
sales situations.

Train your sales representatives to listen more, talk less.
To help them determine merchant interest, provide a
short list of qualifying questions to ask merchants dur-
ing initial contact.

Why not mention price?

by presenting benefits. Your sales force should ask ques-
tions to find out which benefits motivate merchants and
define exactly how your products and services will help
merchants make more money, sleep better at night, save
time and so forth.

Benefits are what sell. Never mention price unless it's asked.
At the conclusion of training, give sales trainees your con-
tact information, so they can ask follow-up questions.

Why offer alternatives?

possible to do in-person training. You can, however,
employ additional training methods such as short week-
ly or monthly conference calls that allow you to present
new information, highlight new services or even analyze
the elements of a good sales call.

Webinars are becoming a popular way to reach
large groups. But keep in mind that participants
may be less attentive sitting at their computers than they
would be during an in-person meeting or telephone con-
ference. If possible, distribute relevant materials before-
hand so reps can follow along during training.

CDs or DVDs can illustrate the steps involved in com-
plex transaction procedures. They are also useful for
summarizing sales features and benefits.

And finally, to keep representatives and merchants
abreast of current news, direct them to your compa-
ny's Web site, which should be updated frequently. Or
send them regular e-mail newsletters announcing
new developments. &

J. David Siembieda has been the President and Chief Executive
Officer of CrossCheck Inc., a national check approval and

guarantee provider, for over five years. He has more than 15
years of experience in the check services field. He serves on the
board of directors for the Electronic Transactions Association and
the Wells Fargo Center for the Arts. He is the Chairman for the
ETA's Membership Committee and is also a member of
NACHA's Electronic Check Council. CrossCheck has been at
the forefront of check authorization services and technology
since its inception in 1983. For more information on marketing
check services and CrossCheck, please call 800-654-2365 or
e-mail dave@cross-check.com .
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Education (continued)

By Marcelo Paladini
Cynergy Data

ou're in the field talking to prospects. Many
of them are your competitors' customers, and
you're offering them reasons to switch to your
business services.

Out there, it's all about you the ISO or merchant level
salesperson (MLS) and what you promise to deliver.
Merchants are choosing a credit card processor, but it's
your name they trust.

They have confidence in your ability to get the job
done with minimal difficulty and minimal expense.
In essence, they're putting their faith in your brand.

If you aren't particularly concerned about branding, con-
sider this: If branding doesn't matter much, why do the
majority of people pay more for and buy more Colgate
and Crest than generic toothpaste? It's really all the same
isn't it? Or is it?

ABC Leasing, INC.

Wouldn't It Be A Dream To Really Relax On Vacation
Knowing That Yoar Leases And Finances Are In The Best Hands
With The POS Leasing Sohions Of ABC Leasing I

Qutstanding Customer Service
Simple Paperwork & Fast Approvals
One Of The Very Best Rates In The Industry
And Our Personal Best For Each Individual

For Your Convenience We Now Accept
Software Leases
Fax Leases*

A True Peace Of Mind For All IS0's

Small, Medium, Or Large
12 Months, 24 Months, 36 Months, & 48Months

Call Toll Free: 1-877-222-9929

*Some Restrictions Apply. Please Call For Deatails

Tasting the many brands

Choosing an acquirer isn't all that different than selecting
a toothpaste brand. You have many choices. There are
acquirers that have been around a long time. Maybe their
staying power alone is enough to convey an image of sta-
bility, success and customer satisfaction.

Other processors are narrowly focused. Maybe they pro-
cess only credit and debit cards, or maybe they process
everything but credit cards. Maybe their specialization
is enough to successfully project that they are the best at
what they do.

Some acquirers market their companies as a comprehen-
sive solution, a one-stop shop for all of your processing
needs. Others acknowledge that most of their competitors
offer the same products, so they choose one area, e.g., cus-
tomer satisfaction, and brand their company as the best
provider of customer service.

Still think an acquirer's branding doesn't matter? We're
not even close to done. Some companies specialize in
high-risk merchants. Others offer free terminals (as long
as you aren't high risk). There are those with the lowest
transaction fees, and those that charge the most, claiming
their service is more valuable.

Some acquirers base their positioning on innovative tech-
nologies. These include leaders in wireless, software and
customer-service technology programs that bring new
meaning to the word "tracking."

Companies also brand themselves as savvy innovators
that use advanced technology to accomplish myriad mar-
keting goals.

Harnessing the brands

So how does all of this affect you, the ISO or MLS?
Certainly, you can use a company's branded identity to
your advantage. If merchants are dissatisfied with their
current processors because they can never get the cus-
tomer service response they want, you can use the right
processor's branding (best-in-class customer service) to
sell this merchant on its services.

And how great it is when you actually have the branded
tools and support materials, including testimonials, to
put right in front of your prospects to back you up on
your promise.

Maybe you have an appointment with a technology-
savvy merchant. The company may be so high tech that
it's intimidating to walk through the door, knowing you
can't speak its particular tech language fluently.
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Education

’ Sales 101: Give customers what they want. Be on top of what your
: acquirer is marketing and to whom. Then jump on it. Use it to your selling
advantage with merchants who are already aware of a product or service

vou can offer.

This is a case in which you will appreciate an
appropriately branded acquirer. Why? Because the only
ISOs walking out with new merchant accounts these
days are those emphasizing that they represent the latest,
most innovative technology to service merchants' high-
tech needs.

It doesn't always matter if the top 10 in an industry
offer the same products and services. More important
is how they've branded their products and company
to be different, and how well they've communicated
these differences.

Riding a known brand

prospects have a solid sense of its identity? Maybe an
acquirer has been successful for so long that merchants
think of it as the epitome of excellence and look for
it by name.

Maybe one particular acquirer has saturated a geographic
region or a particular industry. Or, an acquirer may have
marketed an innovative product or service directly to an
industry or merchant group.

Sales 101: Give customers what they want. Be on
top of what your acquirer is marketing and to whom.
Then jump on it. Use it to your selling advantage with
merchants who are already aware of a product or service
you can offer.

Be proactive. Make sure information about branded
products or services gets in the hands of your merchant
prospects or current customers. Then, get your foot in — or
back in — the door to sell them your services because you
have what they already want, or because you can now
expand the services you currently provide.

Yes, branding matter.

really does Organizations
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All 1505 wiant to baild intome and equity value from their
merchant relationships but many ladk the infrastrecture and
bank sponsorships to support portfolio management. Pay By
Touch Payment Solutions recognizes these frustrations and has
developed innovative Premier 50 programs that are designed
to set you up for suooess:

Grow with Us.

It’s Easy!

* Fast approvals and same day activations

* Online electronic application and faxable apglicathon

* Propretary end-to-end solution with no middle man

o Single source proveder for all YT payment
processing needs

= [Dedicated support representatives

* Leading provider of cutting-edge biometris payment
techmology

= MuT customer support

Ask about selling CashNOW, our new Shart Tesm Working

Capital Loan Program

PAY BY
TOUCH

Premier Associate
= Pay By Touch does the underwriting and holds the Hability
and passes great basy rates for product solutions on to youw.

Premier Partner

= Graduate 10 a Premier Partner and you have a % owner-
ship i your portfodio.

Once you have grown to achieve the ultimate goal, Pay By

Touch still has s0 much to offer in our Direct Processing

programs:

Direct Processing

= Benefit from direct boarding access of your merchant
accounts, 247 merchant technical support, exceptions
management a8 well as daily, weekly, monthly customized
reporting

To find out more about our Premder and Direct Processing programs,
call 1-800-544-4948 or e-mail us at paymentsolutionsales@paybytouch.com
wanna paybytouchpaymentsolutions. com

Pay By Touch Paymeant Solutions
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Now Offer a Merchant Fraud Solution

FRAUD is a Billion Dollar Business

HOW will you pay for these Fraudulent Charges?

The AI& Merchant Fraud Pelicy:

Is a comprehensive insurance solution specifically designed for acquiring
banks and companies exposed to merchant fraud

It provides financial protection against complex fraud schemes including
“laundering”, "spoof shops” or "factoring” which can lead to substantial
losses.

Coverage Features include:
-  Worldwide coverage for U.S. domiciled insureds
- Retail, MOTO and Internet Merchants
- Flexible terms

With up to a $5 million aggregate limit and deductibles as low as
$10,000 per merchant, Financial Institutions and Private Firms can
customize the policy to meet their needs.

Let us design a program for yvou, call us at 800-221-1825 X 409
tmulligani@ clfrates.com

For aver 80 years O, Frates Awd Company has creaved risk management solutions that help people succeed. We
are a global company with the vigion, the mgenmity, the skill and the mandate to create sk management, caplive
managemsent, and self-insumnce solutions for husinesses, professional associations, and individuals, Owr eradion is
rooted i our levalry and dedication o people. Our siscosss is refbected in our recond of excelbence and innovation. Ohar
future i unlmmibed. Let us share our vision with youw.

Insurance underaTitien by member companmics of American Intermational Group, Inc. The descnption herein is a
susmamary anldy. It does not nclude all teoms, conditions and exclusions of the palicy deseribed. Please nefer to the actual
pirlicy for complete details of coverage and exclusions. Coverage may nol be available m all jurisdictions.
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that know this and live this are more likely to reap bot-
tom-line benefits, both in the short and long term. If a
company is a noted expert in a particular area and suc-
cessfully positions itself as a leader, its target audience
will respond.

Branding to your strengths

How would you go about branding your own business?
Do you have a great number of merchant accounts in one
industry, for example, restaurants?

If so, why not market your company — brand it — as an expert
in that industry? Position your company as the ISO that best
understands the unique circumstances of its merchants.

Or, would it be to your advantage to be branded
as the most innovative processing provider because
you specialize in servicing merchants who appreciate
how technologies can save them time, money and head-
aches? Whatever the scenario, chances are you have
opportunities to successfully differentiate and brand
your company.

Once you position yourself with a clear, single-minded
brand identity, your business-building initiatives will be
more targeted. They will seem more natural.

You may want to consult a marketing professional,
but don't minimize the opportunity that may exist
through your most valuable partner: the right acquirer.

Whether you begin with your existing acquirer or one
you've been eyeing, explore what marketing expertise
and support it can offer you and your sales agents.

Most importantly, don't look back. Honestly
examine your strengths, and use them to shape a
branding strategy. Then get out there and market
yourself and your brand. No more generic toothpaste
for you. And no more generic toothpaste for
your customers. &

Marcelo  Paladini is the Chief Executive Officer for
Cynergy Data, a merchant acquirer that distinguishes itself by
relying on creativity and technology to maximize service. Cynergy
offers its ISOs: Vimas, cutting edge back-office management soft-
ware; Vimas Tracking, a ticketing system that makes responses
to customers fast, accurate and efficient; Brand Central Station,
a Web site of free marketing tools; plus state-ofthe-art training,
products, services and value-added programs, all designed to take
its ISO partners way beyond where they are. For more information
on Cynergy, e-mail Mike Grossman at mikeg@cynergydata.com .

Increase Your Income Potential

Earn Commissions on Payment Processing,
Prepaid Services and Commercial Loans!

» Conversion bonus for high=volume merchants ranging from $150-5250 per activation

Call Us to Learn How You Can Earn a

" Sates Team to toarm how o §()),523,204 ext 2133

increase your income!

wwwnetbankpaymentsystems.com P ayIment Systems, Inc.

* Faxed merchant applications - no photos
» Frea 24/7 maerchant support

* Frea 247 technical and customer support
# Free merchant training

SIGNING BONUS!

< NetBank

A Mok Coempary




Don't let your merchant find out about
us from your competition! ,_

We've Got the Most
Powerful Closing To

American Microloan can provide the cash you need to help your clients build their business.
More business for them means more business for you!

Let us help you finance your merchants with the lowest cost product on the market —
$10,000 for only $1,100 (vs. $3,525).

* Commission in 7-10 Days

= $5,000 — $200,000 Unsecured Financing
to Visa/MasterCard Merchants

* Work With a Direct Lender

* Mon-Restrictive Rep Agreement ///.l\}

For detailed comparisons, visit www.AmericanMicroloan.com o
American Microloan

Call 866-CASH-456 for details on how you can close more e e
deals working with American Microloan. warw. AmericanMicroloan.com



LAST TIME, FAPS MAN RESCUED JACK THE SALES
REP FROM THE ENDLESS HOLD-TIME AT DECEPTION
PROCESSING CO. JACK CALLED FIRST AMERICAN
FOR HELP AND NOW JACK SENDS ALL HIS MERCHANT
ACCOUNTS STRAIGHT TO FIRST AMERICAN. HI5
ACCOUNTS ARE APFROVED QUICKLY AND HE RECEWES
THE SUPPORT HE NEEDS WITHOUT DELAY.

NOW, A LOCAL BOUTIQUE IS HAVING A SALE BUT THE
STORE'S CREDIT CARD TERMINAL IS BROKEN.
PECEPTION PROCESSING CO. COULD NOT FIX THE
PROBLEM. THE STORE'S CLERK IS DISTRESSED AND
THE SALE IS A DISASTER BECAUSE NO ONE CAN USE
A CREDIT CARD. WHAT WILL SHE DO7

FAPS MAN STANDS FOR TRUTH, INTEGRITY
AND THE FIRST AMERICAN war!

Member Bank: KeyBank Mational Assoclation, Cleveland, Ohio Member FDIC
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Visa issues new alert,
identifies leading causes of data breaches

ackers target vulnerable POS systems they

suspect store card data, Visa U.S.A. recently

warned, and, in conjunction with the U.S.

Chamber of Commerce, stated the five leading
causes of data breaches and specific prevention strategies
for each.

Visa is aware of credit and debit card account information
compromises occurring from improperly stored magnetic
stripe, or track, data after transaction authorizations are
completed. Track data refers to the information encoded
in Tracks 1 and 2 of the mag stripe.

The card Association has also observed compromises
involving improperly stored card verification value 2
(CVV2) data, PINs and PIN blocks.

To guard against compromises, Visa advised merchants to
implement the following strategies:

® Ask their POS or payment software vendor (or reseller/
integrator) to confirm their software version does not
store mag stripe data, CVV2, PINs or encrypted PIN
blocks. If it does, they should have these elements
removed immediately.

® Ask their payment software vendor for a list of files writ-
ten by the application and a summary of the content
to verify prohibited data is not stored.

® Review custom POS applications for any evidence of
prohibited data storage. Eliminate any functionality
that enables storage of this data.

e Search for and expunge all historical prohibited data
elements that may reside within their payment system
infrastructure.

e Confirm that all cardholder data storage is necessary
and appropriate for the transaction type.

* Verify that their POS software version has been vali-
dated as compliant with the Visa Payment Application
Best Practices. A list of PABP-compliant applications is
available at www.visa.com/cisp .

Merchants are permitted to store only specific data ele-
ments from the mag stripe to support card acceptance,
according to Visa. This data includes cardholder's name,
primary account number, expiration date and service
code. However, merchants should store this data only
if needed, and they must protect it as required by the
Payment Card Industry (PCI) Data Security Standard.

Merchants can limit damage from a compromise by not

The five leading causes
of card-related data breaches

1. Storage of mag stripe data — The most
common cause of data breaches occurs when
a merchant or service provider stores sensitive
information encoded on the card's mag stripe
in violation of PCI. This can happen because
a number of POS systems improperly store this
data, and the merchant may not be aware of it.

2. Missing or outdated security patches - In
this scenario, hackers are able to penetrate mer-
chants' or service providers' systems because
they have not installed up-to-date security patch-
es, leaving their systems vulnerable to intrusion.

3. Use of vendor supplied default settings
and passwords - In many cases, merchants
receive POS hardware or software from outside
vendors, which install them using default settings
and passwords that are often widely known to
hackers and easy to guess.

4. SQL injection - Criminals use this technique fo
exploit Web-based applications for coding vul-
nerabilities and to attack a merchant's Internet
applications (e.g. shopping carts).

5. Unnecessary and vulnerable services
on servers — Vendors offen ship servers with
unnecessary services and applications enabled,
although the user may not be aware of it.
Because the services may not be required, secu-
rity patches and upgrades may be ignored and
the merchant system exposed fo attack.

Source: Visa U.S.A.
and the U.S. Chamber of Commerce

storing track data, CVV2, PINs and PIN blocks. Merchants
sometimes store track and other data in the mistaken
belief they need it to process merchandise returns and
transaction reversals. Acquirers should ensure their mer-
chants have proper processes for each type of transaction,
Visa stated.

The most-effective weapon

The findings on data breaches came from a detailed
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review of the card security environment, including com-
mon fraud techniques, potential areas of weakness by
card-accepting merchants and emerging threats.

"The single most effective weapon in the battle against
today's data theft is education," said Sean Heather,
Executive Director of the U.S. Chamber of Commerce,
which, with Visa, conducted a survey of 600 small mer-
chants in 12 target areas.

The survey of businesses accepting credit cards for
payments revealed:

® 64% accept PIN debit.

® 42% do not worry about securing customer information.

® 5% have had an incident of lost, hacked or stolen cus-
tomer data.

® 29% made improvements to protect customer informa-
tion, including card data, within the previous three
months; 63% did so within the previous year.

® The top three improvements (14% each) included 1)
securing information physically or by adding pass-
word-protection; 2) identifying account numbers by the
last four digits only; and 3) shredding or eliminating
storage of customer information.

An astounding 82% did not know what mag-stripe data
is. More businesses (34%) spend a greater share of their
resources preventing theft of products and cash than in
securing customer data (20%). Some 69% handle data
security in-house.

The Visa alert, along with answers to data security
questions, can be found at the Chamber's Web site:
www.uschamber.com/sb/security . More information is also
available at www.visa.com/merchant . &
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Wal-Mart to launch China card

ith efforts to elbow its way into the U.S. credit card processing
market stymied, at least for now, Wal-Mart Stores Inc. may be
pursuing greener pastures in Asia.

The retailing giant has inked a deal with a China bank to be the first foreign
retailer to issue credit cards in the nascent Chinese market, according to a report
out of the Beijing bureau of The Wall Street Journal.

An executive with China's Bank of Communications said the card will be issued
through six Wal-Mart stores initially and "soon spread over the country," the
newspaper reported. No official word has come from Wal-Mart's Bentonville,
Ark., headquarters, but company officials in China confirmed a credit card would
be launched soon in cooperation with Bank of Communications.

> The retailing giant has inked a deal with a China

bank to be the first foreign retailer to issue
credit cards in the nascent Chinese market,
according to a report out of the Beijing bureau
of The Wall Street Journal.

Officials said it would be a general purpose credit card that features incentives
for using it at Wal-Mart stores. The Wal-Mart China Web site lists about 50
Wal-Mart-owned stores in that country (www.wal-martchina.com/english/walmart/
wminchina.htm ).

Wal-Mart has asked U.S. regulators to OK plans to acquire a limited-purpose
bank, which the retailer claims it wants for handling its own card processing.
The charter application, however, is on hold until at least early next year under a
moratorium imposed by the Federal Deposit Insurance Corp. in late July.

Wal-Mart also issues co-branded credit cards through GE Money Bank and
Discover Financial Services LLC.

Bank of Communications' credit card unit is a joint venture with HSBC
Holdings plc. A London-based company, it also owns HSBC Bank USA, N.A,,
which issues MasterCard Wordwide-branded credit and debit cards. HSBC
also has a joint venture with Global Payments Inc. for merchant acquiring in
the Asia-Pacific region.

Asia-Pacific is considered one of most populated regions in the world and one
of the biggest growth areas for payment card products. Whereas the average
American had 2.6 payment cards as of 2005, the per-capita ratio of cards in Asia-
Pacific was just 0.2. That comparison was in a fact sheet provided by Global
Payments and HSBC when the companies announced a joint venture last year.

Financial Insights, a Framingham, Mass., research firm with a significant
Singapore-based practice, reported in 2005 that China is rapidly building out its
retail payments structure.

The growth is in anticipation of the foreign visitor onslaught the 2008 Olympic
Games and the 2010 World's Fair are expected to bring to the country.
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With our flexible systems, we can customize programs to fit vour needs.
Professional Service and Experience
Are vou tired of being switched from one customer service representative to

another? Contacting our knowledgeable Client Service Representatives will give
vou quick responses to any situation that vou're dealing with, We pride ourselves on
COMMUNICATION with vou our client.

Call 300-414-4286 x-104 now & ask for Myrvin Garnett or visit our website at
wwwapscredit.com. Emails are welcome at agentinfof@ apscredit.com

APS i% & FEGISTIREE [SO/MSP or HSEBC Base USA, Niviowal ASSOCRATION, Burraio, WY



WE ARE NOW PAYING 8{}% rorR LOW RISK MERCHANTS............
v ']OZ8 ForR MODERATE RISK MERCHANTS............
{aG% ForR MEDIUM RISK MERCHANTS......coccceevinn.

rnand SO ror HIGH RISK and NORMALLY
DECLINED MERCHANTS.



AT iMmAX BANCARD, WE GIVE YOU WHAT EVERYOME ELSE OFFERS -
BUT WE ALSDO OFFER SOMETHING DIFFERENT - SOMETHING SPECIAL.
IT'S THE MOST MONEY IN YOUR POCKET OFFER TO DATE.

YOU ¢AN ExPECT
0 Monthly Appplication Minimums -- e pay this whether
You sent in | app a month or looll
Instant Approvals == Lifctime Residuals You Oun

Faxed Applications = —  Instant Live Merehants

File Builds in Seeonds —- Hiﬂhcsf Merehant Approval Rate

Internet G'n'l':waH Aceess to Tools and Reports
Sales Traim‘nﬂ ¥ Inhouse Support
Guaranteed Hr:alf‘h Insurance

SAlLES.... . ORLY BETTER.

866.702.8801

" BANCARD NETWORK
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NewProducts

* CDMA - Short for code division multiple access,
“...." CDMA is a digital cellular technology that uses
spread-spectrum techniques. Rather than assigning
a specific frequency to each user, every channel
uses the full available spectrum instead.

Wi-Fi — Short for wireless fidelity and meant to be
used generically when referring to any type of
802.11, WiFi refers to a family of specifications
for wireless local area network technology.

Source: www.webopedia.com

The peanut buiter
cup approach to
technology

Product: CDMA/Wi-Fi modem
Company: ExaDigm Inc.
irst it was Betamax versus the VHS video record-
er. Then the PlayStation battled the Xbox. Now it's
Blu-ray versus HD-DVD. Engineers are always
making us choose between technology formats.
Why can't they take the peanut butter cup approach
instead: Put the peanut butter inside the chocolate, and
give us the best of both?

ExaDigm Inc. has done just that. The company
announced a single modem enabling its XD2000 mobile
POS terminal to use either Wi-Fi or cellular Internet
access. The CDMA /Wi-Fi modem for the XD2000 is said
to be a first for the POS industry. It does away with hav-
ing to carry two separate modems and enables merchants
to switch from cellular to Wi-Fi and vice versa with a
few keystrokes.

The modular design gives merchants the convenience of
choosing virtually instantaneously the wireless connec-
tivity that best meets their needs in a transaction situa-
tion. The dual-technology modem is especially useful for
mobile merchants moving between environments where
wireless connectivity options change.

In areas with strong Wi-Fi coverage, merchants using cel-

Why Our Agents

t High Risk Accepted + Application Bonuses
+ FREE Equipment
t We Take Travel
+ 80% Rev Share

lular will be able to switch over to Wi-Fi for better connec-
tivity and reduce usage costs on their cellular data plans.
For those areas where Wi-Fi is not available, merchants
can rely on code division multiple access (CDMA) cellular
service to process transactions.

"In the POS cellular space, we need to remember that
we're not driving change; we're just along for the ride,"
said Michael Mulcahy, ExaDigm's President and Chief
Operating Officer. By delivering an advanced solution, the
company is helping merchants adapt to evolving technol-
ogy. So mobile merchants: Carry just one modem, but pack
extra peanut butter cups.

ExaDigm Inc.

866-392-8326
www.exadigm.com

Make More Money...

¢ Wireless Solutions
¢ Pay-at-the-Pump

t 1-Hour Approvals

A

10-year proven r;putﬂhn for paying residuals

Signature) (888) 334-2284

http://www.sigagents.com

Mird Thaa daat A Merchant Accoant
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Beyond PCI basics:
Firewalls and
infrusion detection

Product: ipAngel intrusion prevention system
Company: AmbironTrustWave

key requirement of the Payment Card Industry

(PCI) Data Security Standard is protecting

your network against intrusions. PCI security

specialist AmbironTrustWave made it easier
to choose a reliable firewall product when it acquired
Lucid Security, the maker of the ipAngel, a security
appliance designed to provide adaptive, intelligent
intrusion prevention.

Intrusion prevention technologies play a critical role
in helping businesses comply with PCI, said Robert ]J.
McCullen, AmbironTrustWave's Chief Executive Officer.

appliance, the platform is said to deliver comprehensive
security of an organization's network assets.

Departing from threat-centric intrusion-prevention meth-
ods dominating the network security market, the ipAngel
employs an asset-centric approach. It first identifies the
unique vulnerabilities of the assets it protects and then
filters only those exploits posing a unique threat to them.

The ipAngel 4.0 platform comes in five flavors. They
range from the ipAngel-10, which operates at 10 megabits
per second in network throughput, to the ipAngel-1200,
which is rated at 1.2 gigabits per second.

Since the acquisition of Lucid Security, AmbironTrustWave
has added a card-based acceleration technology from
NodalCore to ipAngel models 400, 800 and 1200.
The plug-in card boosts their scanning and through-
put performance by off-loading key content inspec-
tion tasks, such as pattern-matching, decomposition and
message digests. &

AmbironTrustWave

888-878-7817
www.ambirontrustwave.com

The appliance is designed to guard networks from
Internet-borne threats such as worms, Trojan horses and
other online hazards. By intelligently integrating vulnera-
bility identification and intrusion prevention into a single

How do | meet the needs of my
not-so-conventional customers?

EZ.

Look to EZCheck! At ETCheck we take a different h

when it comes to meeting the needs of a diversified

customer base - Stay Flexible! Our willingness to adapt to

new ideas and our industry sawy are the catalysts that will

help you bring innovative check solutions to your market. And,

may even get you in the door with some of those unconventional
customers you struggle to serve.

EICheck's flexibility creates an advantage you simply won't find
amywhere else in the industry - and if we don't already have an option that
meets your customers’ needs, we're always open to ry almost anything,

v High Risk and High Ticket Programs
+ Check Conversion With or Without Imaging
« Personal and Business Check Conversion
« Open Access via Web, Wireless, Telephone or Traditional POS Terminal

Let EZCheck show you how our unique approach to business can help you
increase your sales. Call EZCheck today at 1-800-T97-5302, ext. 3313 or
email exsales@ezchk.com.




DON’T BE“FREE-KIN” NUTS!

Studies Have Shown that Giving Things Away FOR FREE Could Put You in the Poor Housal
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ef's face il Giving away all this “Free® siuff has gl to ba

making some of you crazyl At USMS, responses to our

recent “F word Ad proved that giving away all this “Free”
stuff is making a lof of you mts!  Some of you arg giving away
Free Tarminals, PIN Pads, Check Imagers, Software and even
axpensnee Wireless Terminals. VWhal are pou geeng 10 give sway
nexd? our car, your house, your wife and kids!

W faund out that many of you ae veing “Free® bacauss you
weng never trained in the ing art of closing the package deal
Exparianced agants thought they knew how 1o do this. but cnce
they atiended owr 4-Day “Bankcand Wasnor™ Training Frogram
they realized there's a whola new way of closing package sales
with high gross profits, The double benal i that: the merchants
are ULTIMATE WINNERS-receiving cverwhelming value with
unique profit bulsding and Business development programs
provided by USMS. Merchants are making 50 much profit, they
ara ziling the “Frea® equipmant guy to “go-take-a-hikell™ Don'i
take ry word for if, read whal some of our graduabes hane 10 say

Ty boon salkiyg T LEMS Pletvium FPacRkops for 5159 pay manih
Rfavchavals Il i S0 moash el [ coakd prodably ged 5200 par ol
One of owr now neps with o prior axparsancs recenily affencied thae
LISAE frniming and imimeaiaiely sold & packages © G Baker, Contrd
Cahfomhg

T S0 my Second packagd deal o March T and ke owver ST, 200
i comvnisions. 1 wasn| for e package selling lecivnigue | probably
woukdn T sfay in e business.  Stand slone hankoaed in just nof exoting o
me." ... O Kemp, Lafsyaite Calfomia

| hate seeing dedicaled agents degrade themsalves by giving
away FREE tha things thai they should ba making thousands of
dollars on. 5o I'm going 1o offer you a challenge

~l-

o¥

U.s. MERCHAMNT
SYSTEMS

Stu Rosenbaum
Chief Executive Officer

The Great USMS 20/20 Challenge:
Make $20,000 + in 20 Deals

Corme ta our headguaners in the baauliful San Francisco Bay
Area- spend four days in our Powerful Bankcard Warrior,
Teaining. Send us 20 deals. | guaranbes i you follow our system
you'll make ab least $20,000 up front (phes residuals and bonuses)
and probabdy lot's more. I you can't make at least 520,000 on
those 20 deals foliowing o Powerful Trainmg Sysbem- We'll pay
all your travel expenses (aifare, hotel, meats, elc)

For incredibly valuable informatian, go on-line for one of thase
FREE REPORTS (Sorry | used the “F ward)

FREE REPORT: "How to Get FREE
Appointments and Hot Leads with USMS™

FREE REPORT: “How to Gross $3 Million in
One Year-on 100 Accounts per Month!" {(and
how to get to the 100 deals)

FREE REPORT: “Build a Profitable Sales
Organization with USMS" Bankcard Warrior

Training and Recruiting System"

FREE REPORT: “"How to Get 1,000 Hot New
Business Leads- FREE each month”

FREE REPORT: “How to Own the Medical
Market with the HeathTranz- All in one

Medical/Dental Payments Solution”

For FREE Reports or to find out more
about the USMS 20/20 challenge call

Jessica Slack at
1-800-655-8767, ext. 122 or go on-line:
www.usms.com/freereport
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WE HELP YOU STAND ABOVE THE REST!

To stand out from the competition, you need one-of-a-kind marketing promotions
that open doors. Acies is here to help you separate yourself from the crowd.

Acies Partnership Program: Acies Pays Merchants to Switch: - Residual Protection
- Up to 85% Split on All Revenues - Merchants Receive upto $1,000 (protection of a public company)
- Activation Bonuses (just for upgrading to Acies) - Dedicated Relationship Managers
- Residual Buybacks - Merchants Receive FREE Equipment = Faxed/Electronic Applications
- Residual Loan Program - 24x7 Customer Support - Fast Turnaround
- Multiple Platforms Available - Free Marketing Support - Dwnership Ability
STOCK
|QS  ITPAYS TO PARTNER WITH ACIES FNRGL
(pronounced “ay-see-us”) ACI E

ihe financial pervices company

14 Wall Street, Suite 1620, Mew York, MY 10005, Call TODAY:

B e s s
Acies, Inc:




Inspiration

Proudly sponsored by

« HYPERCOM >

WaterCoolerWisdom:

When thin isn't in

usiness is booming. You are running from one
appointment to the next, answering your cell
phone and rushing back to the office to answer
e-mail. You're receiving big residual checks,
new merchants are beating down your door and existing
ones are adding new services. Things couldn't be better.

But would your merchants say the same?

swept up in the frenzy increased business often brings.
Taking your company to new
heights requires that you give care-
ful thought to your customers'
needs. Otherwise, you'll leave
them behind.

Spreading yourself too
thin will never be in with
your clientele.

Misguided behavior

Everyone deserves to
be rewarded for hard
work and dedication.
But, if you count your
profits before you make
sure your customers can
count on you, you'll soon
have no more profits to
count. Here are some
behaviors  that
drive customers
away in droves
and indicate a
change of focus

is in order:

Providing

adquate service to

all and exceptional

service to none: A common risk when you are serving

many clients is doing everything fairly well but nothing

extremely well. If you're in this boat, mediocrity will
sink you.

A clever man commits no minor blunders.

- Johann Wolfgang von Goethe

Giving clients the impression they aren't important,
or quite as important, as the next guy: If you are
hurrying from one appointment to the next, what
impression are you giving your merchants? If they think
you offer more time and effort to other clients, you're
in trouble.

Making your customers work with your schedule
when it should be the other way around: If your sched-
ule is so packed that you have only a brief window of
time for your merchants, they will get irritated. If you
are late for appointments, or cut meetings short, they
will notice.

Complaining about how busy you are: If you are hav-
ing a hectic day, you may be tempted to complain to
your merchants.

.
o v
S UI{D " 804.217.6620

DISTRIBUTION jenifer®sundistributionllc.com

We Want Your Business!

bidy

It’s Your Move...

We are committed to providing
excellent service and can beat

your current equipment pricing!!+
Call or Email Jennifer Seago today for details

SLeTi@En pesandlas sy




%_ EARN MORE MONEY _#
WITH THE CCS FALL PROGRAM!

50% - 70% 12 Hour Funding
Residual Split to Merchants

Conversion and Turn Your
Production Bonus Residual/Portfolio
1% Monthly Volume into Cash

Health Powered by
Insurance First Data

& regeriered S O ol Rancopio

Call Joe Creegan for Details

888-505-2273 x207 e, i

To learn more about CCS, please visit our Company Profile in The
Green Sheet - www.greensheet.com/cprofiles/chargecardsystems.html
www.chargecardsystems.com




Your merchants should be telling you how busy they
are and how well they are doing. They don't want to
hear about your work-flow problems. They want to
hear how you are going to make their jobs easier.

Morbid consequences

If some of those less-than-optimal behaviors seem all
too familiar, you are probably frustrating your custom-
ers, opening up the door to the blame game and limiting
your future success.

If your merchants feel they haven't received the best
service possible, it sets a bad foundation for your rela-
tionship. For example, if you don't set up a new piece of
equipment for them in a timely fashion, they may blame
a slow sales month on you. Your behavior may have had
absolutely no effect on sales, but that doesn't matter.
What matters is their perception of the truth.

If your merchants think you're treating them like second-
class citizens, they will be less likely to cut you any slack
should problems arise. In their eyes, a legitimate snafu
will be just another example of how they aren't getting
the service they deserve.

People talk, customers talk. If a client feels slighted, it
will damage your reputation and cost you repeat busi-
ness and valuable referrals.

Dissatisfied customers won't stay with you indefinitely.
They'll look for someone who has the time, energy and
resources to give them the exceptional service they
deserve.

Magnetic planning

your business grows, you need to grow too. Here are
some tips:
* Hone your time management skills.
e Create a new business plan to accommodate your
newfound prosperity.
* Keep your lines of communication open with customers
so they always know they are your top priority.
* Hire qualified people to help you assist your customers
in the manner that attracted them to you in the
first place.

Then your customers will know you value them. They'll
refer their friends to you because they know you're
dependable. And you'll never be spread too thin.

Good Selling!™

Paul H. Green, President & CEO

Inspiration

"The Sky Is The Limit.
e —————

100% Health, Vision, and Dental Insurance Coverage
75 cent Network Cost Through 4 Frontends

Free Equipment Programs

Signing and Conversion Bonuses Paid Weekly
IS0/MLS Revenue Share Programs

Sponsored MSP/Registration Programs

—=  [all Today Or Register Online

EI.EETMG 1-800-966-5520 ext 221
PAYMENTS  WWww.epiprogram.com




DateBook

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

Western States Acquirers'
.‘%‘ Association (WSAA)

Highlights: Turning technology info profit is the theme of the
WSAA 2006 Annual Meeting. The keynote speaker will

be Douglas Bergeron, Chairman and CEO of VeriFone.
Presentations will include "Complete contactless: A winning
solution for acquirers, ISOs and merchants" and a Payment

Card Industry (PCl) Data Security Standard compliance update

by Visa U.S.A.

Field Guide Enterprises LLC
Field Guide for ISOs Seminar

Highlights: The Field Guide for ISOs seminar "How to grow your
ISO (and sell it for millions)" is geared toward MLSs and smalll
to medium-sized 1SOs. Industry experts will share their knowl-
edge of how to build a solid foundation for your business. They
will also cover seeking out financing, legal resources and vari-
ous tools for success.

Greg Cohen, Harold Montgomery, Kurt Strawhecker, David

When: Oct. 18 - 19, 2006
Where: Wyndham Hotel, San Jose, Calif.
Registration: Visit www.westernstatesacquirers.com

Putnam, Anthony Ogden and Mary Winningham will
be presenting.

or call Sherry Friedrichsen at 760-243-7990.

* LEGAL NOTICE =

The following notice appears by order of the United
otates District Court for the District of New Jersay.
Merchant Services of America Corp. ("MSA’), a
Florida telemarketing company, has solicited
restaurants around the country for its equipment
warranty services, in doing so, it has represented
that it is, or was, in some way affiliated with or
authorized by Heartland Payment Systems, Inc.

(*Heartland") thereby, among other things, infringing

Heartland's registered name and trademark in
violation of federal law. MSA is not now, and

never was, atfiliated in any way with Heartland
or authorized to use its name or trademark.

Heartland's merchant customers do not need to
purchase anything from MSA. MSA does not

have the ability to terminate any merchant customer’s

credit or debit card processing. If you are a Hearl-
land merchant customer and you are or have been
contacted by MSA, please contact Heartland at
800-801-5022.

When: Oct. 18, 2006, 12:30 to 5 p.m.
Where: Wyndham Hotel, San Jose, Calif.
Registration: Visit www.westernstatesacquirers.com
or call Mark Dunn at 262-966-2215
or e-mail him at mark@fieldguideforisos.com .

Regional

.‘%f Mid-America Payment Exchange

IRemW Mid-America Payments Conference 2006

Highlights: The conference provides a regional opportunity for
payment professionals to learn, network and build relation-
ships. It examines changes to the industry and discusses their
potential impact on business strategies. Industry leaders will
share their hands-on experience and personal knowledge.

Keynote speaker Steve Ellis, Executive Vice President of Wells
Fargo's Wholesale Services Group and Chairman of NACHA's
board of directors, will share his vision for the future of the
ACH network and electronic payments. Detective Michael
Saylor of the Shawnee, Kan. Police Department will lead

a general session on current trends in computer and

financial crimes.

Track sessions will include: Lessons learned from Hurricane
Katrina; back-office conversion rules and implementation; risk
management; the ACH network and a changing regulatory
environment; and an overview of PCl.

When: Nov. 1 - 3, 2006
Where: Marriott Muehlebach Hotel Downtown, Kansas City, Mo.
Registration: Visit www.mpx.org or call 816-474-5630.
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Electronic Transactions Association
e Compliance Day

Highlights: Compliance Day is a forum covering the
requirements and liabilities of the various players in the
payment processing industry: banks, processors, 1ISOs
and agents. Their key compliance issues, including sponsor
and 1SO registration, the due diligence process, merchant
agreement requirements, risk monitoring, and PCl, will
be discussed. Representatives from the four major card
companies will be on hand to answer frequently asked
questions, such as:

* What are the the various industry players' obligations to the

card companies?

® Who is required fo register: the sponsor, I1SO, agent, pro-
cessor, their sales representatives or all of the above?

* What does the registration and due diligence process
entail?

* What are the financial obligations and potential fines or
penalties for noncompliance?

* What due diligence is required from the sponsoring
bank, processors, agents and ISOs?2

® What are the obligations regarding ongoing risk assess-
ment of merchants2

TAKE YOUR ACCOUNTS TO THE NEXT LEVEL.
A CﬁSH AD\IANCE ﬂF UP Tﬂ

IS NOW AVAILABLE
TO YOUR M ERCHANTS!

Earn between 6% -7% of payback.

R S &

DateBook

® What is required for merchant agreements?

When: Nov. 6 - 7, 2006
Where: Crowne Plaza Chicago O'Hare, Rosemont, ll.

Registration: Visit www.electran.org
or call 800-695-5509.

Industry

L/~ 1 Glenbrook Partners

Highlights: This infensive two-day boot camp provides an over-
view of the electronic payment systems landscape. It is ideal
for payment company managers who need to understand how
developments in other payment systems impact their offerings;
product and sales managers who have responsibility for devel-
oping and selling products and services within the financial
services industry; and financial services managers who want a
broader perspective or are new tfo the business. The boot camp
will address the core payment systems of cards, checking, ACH,
cash and wire transfer. It will also cover emerging payment sys-
tems and technologies, key trends, different perspectives of pay-
ment system users, and banks' changing role in the system.

When & where: Nov. 7 - 8, 2006, Inverness Hotel and

Conference Center, Denver
Registration: Visit www.glenbrook.com or e-mail Carol Coye
Benson at carol@glenbrook.com . &

Example 1:

5250000 Advanced per month
$345,000 Payback

6% of Payback = 520,700
Example 2:

1,000,000 Advanced per month
1,380,000 Payback

7% of Payback = $96,600

Mewver wait for your merchant
to pay us back|

Receive upfront commission
upon merchant funding.

Call Now:
800-689-0996

Speak to Meir Hurwitz

We love interned business. Multiple locations
Loand agairst AMEX, Discower, Debit & EAT.
Interchange « 08, No Rsbility.
Besiduals up to 75%.

PROCESSOR CHARGE MAY NOT BE REQUIRED.

5 2nd Source

w2 ndsourcefunding.com
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To add your company to our expanding
listing, call 866-429-8080 today.

HesourceGuide

ACH - EFT
SETTLEMENT SERVICES

Access 1 Selectpay
(866) 764-5951 x203
WWW.3CCESSOoNeusa.com
AVP Solutions
(800) 719-9198

ADVERTISING
DISPLAY SYSTEMS

Intertise, Incorporated
(800) 630-2841
WWW.intertise.com

ATM / SCRIP 1S0s LOOKING
FOR AGENTS

Access 1
(866) 764-5951

-
AEE ESS ATM

ACCESS ATV
(866) 874-0384

WAL BCOESSaLm. Com)

Access to Money
(888) 501-5246
WWW.accesstomoney.com
Data Capture Systems Inc.
(800) 888-1431
www.msi-sd.com
NationalLink
(800) 363-9835
www.nationallink.com
United Cash Solutions
(800) 698-0026 x1430

BACKGROUND INVESTIGATIONS

Commercial Business Intelligence
(888) 740-0747

BANKS LOOKING
FOR AGENTS

Frontline Processing Corp.
(866) 651-3068
Global IS0, LLC
(800) 757-1538
WWW.giS0.com
Group IS0, Inc.
(800) 960-0135
WWW.Qroupiso.com
Humboldt Merchant Services, L.P.
(877) 635-3570
www.hbms.com
iMax Bancard
(866) 702-8801
www.imaxbancard.com
Redwood Merchant Services
(866) 577-9663
www.redwoodmerchantservice.com

BANKS LOOKING
FOR 1S0s / MSPs

Best Payment Solutions
(866) 289-2265 x238
Frontline Processing Corp.
(866) 651-3068
Global IS0, LLC
(800) 757-1538
WWW.giS0.com
Group IS0, Inc.
(800) 960-0135
WWW.Qroupiso.com
Integrity Payment Systems
(888) 477-4500
National Processing Co.
(800) 672-1964 x54883
Redwood Merchant Services
(866) 577-9663
www.redwoodmerchantservice.com
Security Card Services, LLC
(800) 634-4484

BRANDED
PROMOTIONAL PRODUCTS

Goodheart Enterprises
(636) 451-5512

CASH RDVANGE . .. ..
Merchant Money Tree
(888) 290-0617

CHECK COLLECTIONS .
Checkfast Data Systems, LLC

(866) 243-2532

www.checkfast.com
Checks by Encore

(800) 994-2949

CHECK GUARANTEE / VERIFICATION
Cardservice International

(866) 732-5471

WWW.cardservice.com
CrossCheck, Inc.

(800) 654-2365
EZCheck

(800) 797-5302
Global eTelecom, Inc. (GETI)

(877) 454-3835

www.checktraining.com
Glohal Payments Inc.

(800) 801-9552
Secur-Chex

(866) 464-3277

CONSULTING AND
ADVISORY SERVICES

Adam Atlas Attorney at Law
(514) 842-0886
First Annapolis Consulting
(410) 855-8500
www.firstannapolis.com
Integrity Bankcard Consultants, Inc.
(630) 637-4010
The Strawhecker Group
(916) 367-7709
www.thestrawgroup.com

DEBIT TRANSACTION PROCESSING
Cardservice International
(866) 732-5471
WWW.cardservice.com
Global Payments Inc.
(800) 801-9552

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.



Earn Interchange

with United Cash Solutions and ATM Sales

If you have been restricting your senvice offerings to credit card processing and POS sales, you ane
severely limiting your eaming potential. Rather than having to pay Inkerchange from credit cand
transactions, United Cash Solutions will enable you 1o EARN interchange from ATM processing and will
hedp you add profitable new revenue streams bo your office with ATM salas!

Multiple Revenue Generating Opportunities

Uindted Cash Solutions offers a varkety of sales options to hedp you fully take advantage of our impresshe
ATM prograrm.,

ATH FREE
Conversion | Reprogram Placement
Eam surchane revense Earn resverue From withdravwaks
from exsting ATMS wiith cur fires AT sobuticn

ATM
Purchases and Leases

Eam 100% of the profit
on ladies and sales

Eam Residual Incomea from up to Five Different Revenue Streams

Interchamngs Surcharge Manthly Service Arrmar Car Cost of Cash
Hevenue Revense Fees Revenise Delivery Revenue Rewenue

A Full Service ATM Solution

Our ATM program s backed with unparalieled service. We provide a national vault-cash service as well as
nationwide installation, United Cash Solutions is sponsored into all national and regional ATM and POS
debit networks and our in-house customer service and bechinical support representatives are ready to
assist you 24 howrs a day, 7 days a week!

Why Limit Your Earning Pabtential®

Contact United Cash Solutions today and find out how ATM sales can enhance the profitability of your
sales office. Let the bank pay YOU interchange on all of your ATM processing.

1-800-698-0026 UNITED

Alan Forgione, President - ext. 1410 CASHSOLUTIONS
Stephanie Deleve, VP of Sales - ext. 1430 # Hivinign. of United Bask Carsd, oz
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EQUIPMENT FREE ELECTRONIC
S CHECK RECOVERY
(714) 999-9566 ACCESS CHEX
BAI\II:%I/TT 5 (866) 746-CHEX
(713) 629-0906 Www.accesschex.com
www.banc.net

BARTLETT INFO TECH SERVICES, LLC
(901) 384-6151
WwWw.bits-pos.com

CardWare International
(740) 522-2130

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

Ingenico
(800) 252-1140

JRs POS Depot
(877)999-7374
WWW.jrsposdepot.com

Lipman USA, Inc.

(516) 484-9898

MagTek, Inc.

(800) 788-6835
www.magtek.com

POS Portal
(866) 276-7289

TASA Technology
(800) 827-8297
www.tasg.com

TEERTRONICS
(800) 856-2030

Terminals Direct
(800) 440-1952

The Phoenix Group
(866) 559-7627

TSYS Acquiring Solutions

(Formerly Vital Processing)
(800) 686-1999
www.tsysacquiring.com

FINANCING

AN
Americamicroloan

(866) CASH 456

www.AmericanMicroloan.com

GIFT / LOYALTY CARD PROGRAMIS

Cardservice International
(866) 732-5471
www.cardservice.com

Comdata Processsing Systems
(866) 806-5016

FLEXGIFT/UMSI
(800) 260-3388

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

AVP Solutions
(800) 719-9198
Cardservice International
(866) 732-5471
Www.cardservice.com
Frontline Processing Corp.
(866) 651-3068
Global Funding Alliance, Ltd.
(877) 845-9493
www.globalfundingalliance.co.uk
International Merchant Solutions
(800) 313-2265 x106
National Transaction
(888) 996-2273
Teledraft, Inc.
(800) 848-5826

INTERNATIONAL / OFFSHORE
RELATIONSHIPS AVAILABLE

Group IS0 International
(800) 376-3974
Www.gisointernational.com

I1SO RELATIONSHIPS AVAILABLE

AmericaOne Payment Systems
(888) 502-6374

BUSINESS PAYMENT
SYSTEMS

(888) 871-2230 x124
WWW.BUSY-AS-A-BEE.COM

CoCard Marketing Group
(800) 882-1352
www.caocard.net

Comdata Processsing Systems
(866) 806-5016

Electronic Payments, Inc. (EPI)
(800) 966-5520 x221

EVO Merchant Services
(800) CARDSWIPE x7800

First American Payment Sys.
(866) GO4 FAPS

Frontline Processing Corp.
(866) 651-3068

Global Electronic Technology (GET)
(888) 775-1500

Glohal IS0, LLC
(800) 757-1538
WWW.giS0.com

Global Payments Inc.

(800) 801-9552

Group IS0, Inc.

(800) 960-0135
WWW.Groupiso.com

iMax Bancard
(866) 702-8801
www.imaxbancard.com

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

National Processing Co.

(800) 672-1964 x54883

North American Bancard
(800) BANCARD x1001

NOVA Information Systems
(800) 819-6019 x6

Partner-America.com
(800) 366-1388

Teledraft, Inc.

(800) 848-5826

Total Merchant Services
(888) 84-TOTAL x8715
www.upfrontandresiduals.com

Transfirst
(800) 669-7228
www.transfirst.com

United Bank Card (UBC)

(800) 201-0461



Small Change!

Start pocketing the profits with Comdata Processing Systems

In this industry, nickels and dimes accumulate
into big bucks. Don't let your current processor
small change you. With Comdata, you wall
benefit from pure pass through pricing with
transaction cost starting as low as 5.035,

You will also be paid on all revenue sireams
as well as benelit from our generous Signing
Bonus program, And that's just the beginning.
Qur award winning customer service, culting
edge Agent support tools and comprehensive
progrietary product line will allow you to maxi-
mize the value of every mearchani relationship,
And you will deal directly with the processor.

Start pocketing the small change and see the difference to your botiom line.
Contact Comdata Processing Systems, the industry leader with nearly 40 years

of processing experience, and slan saving today,

1-866-806-5016 whrw . comdata.com

[EEI=ESYN PROCESSING SYSTEMS




& &

ResourceGuide

1S0s / BANKS PURCHASING
ATM PORTFOLIOS

Glohal Payments Inc.
(800) 801-9552

1S0s / BANKS PURCHASING
MERCHANT PORTFOLIOS

AmericaOne Payment Systems
(888) 502-6374
Comdata Processing Systems
(866) 806-5016
www.comdata.com
EVO Merchant Services
(800) CARDSWIPE x7855
Frontline Processing Corp.
(866) 651-3068
Global Electronic Technology (GET)
(888) 775-1500
Hampton Technology Uentures
(516) 896-3100 x100
iMax Bancard
(866) 702-8801
www.imaxbancard.com
National Processing Co.
(800) 672-1964 x54883
North American Bancard
(800) BANCARD x1001
NOVA Information Systems
(800) 819-6019 x6
Total Merchant Services
(888) 84-TOTAL x3715
www.upfrontandresiduals.com

150s LOOKING FOR AGENTS
AAmonte Bankcard
(888) 567-3727
WWW.aamonte.com
Acies, Inc
(800) 361-5540 x111
WWW.aciesinc.com
Advanced Merchant Services, Inc
(888) 355-8472
WWW.amspartner.com
Allied Merchant Services
(888) 355-7450 x3
www.alliedmerchantservices.com
AmericaOne Payment Systems
(888) 502-6374
Approval Payment Solutions, Inc.
(888) 311-7248
AVP SOLUTIONS
(800) 719-9198
Bankers Merchant Services
(877) 443-4455
Best Payment Solutions
(866) 289-2265 x238
Cardservice International
(866) 732-5471
WWw.cardservice.com

Century Bankcard Services
(800) 497-4650

Dynamic Payment Uentures
(800) 343-7322 x112
www.dpvco.com

Eagle Merchant Services
(866) 255-0898

EV0 Merchant Services
(800) CARDSWIPE x7800

EXS-Electronic Exchange Sys.
(800) 949-2021
WWWw.exspartner.com

First American Payment Sys.
(866) GO4 FAPS

Frontline Processing Corp.
(866) 651-3068

IMAX

EBARMCARLY MNETWOHE

iMax Bancard
Network
(B66) /02-B801

Global Electronic Technology (GET)
(888) 775-1500
Innovative Merchant Solutions
(800) 397-0707
Merchants' Choice Card Services
(800) 478-9367 x5
WWW.MCCS-Corp.com
Money Tree Merchant Services
(800) 582-2502 x2
MSI-Merchant Services, Inc.
(800) 537-8741
National Processing Co.
(800) 672-1964 x54883
Netcom Data Southern Carp.
(800) 875-6680
North American Bancard
(888) 229-5229

hjn.lﬁﬂm.lrh.'l.l'ﬂh“

PREFERRED CARD
SERVICES

(800) 656-0077

www.preferredcard.net

Premier Payment Systems
(630) 932-1661
www.ppsbankcard.com

Priority Payment Systems
(800) 935-5961 x3

Reliant Processing Services

(877) 620-1222 x101
Sales Partnerships, Inc.
(877) 899-3269
Signature Card Services
(888) 334-2284
Total Merchant Services
(888) 84-TOTAL x9715
www.upfrontandresiduals.com

Transfirst
(800) 669-7228
www.transfirst.com

P'rt"I'I'IIIJI'I'I S-:u I_Itlnl'ﬁ §

A Fayranh

Premium Card Solutions
~ (888) 7809595

© www.premiumcardsolutions.com -

United Bank Card
(800) 201-0461 x 136

United Merchant Services, Inc.
(800) 260-3388

Xenex Merchant Services
(888) 918-4409 x511

1S0s / PROCESSORS SEEKING
SALES EMPLOYEES

Connect Merchant Payment Services
(8771 905-5900

iMax Bancard Network
(866) 702-8801
www.imaxbancard.com

LEADS GENERATORS =
AAA/Direct

(888) 439-0653
MerchantAccountPixelAds.com

(800) 803-1669
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LEASING

American P.0.5.
Leasing Corp.
(800) 349-6516

wwaw poslease. com

A-1 Leasing
(888) 222-0348 x3012
www.A-1leasing.com
ABC Leasing
(877) 222-9929
Allied Leasing Group, Inc.
(877) 71 LEASE

LEASING
BARCLAY SQUARE
LEASING, INC

(866) 396-2754

. www.barclaysquareleasing.com

First Data Glohal Leasing
(800) 897-7830
GlohalTech Leasing, Inc
(800) 414-7654
International Lease Center
(800) 236-2317
LADCO Leasing
(800) 678-8666
Logicalease
(888) 206-4935
www.logicalease.com
Merimac Capital
(866) 464-3277
Northern Leasing Systems, Inc.
(800) 683-5433
www.northernleasing.com
Signature Leasing Group, Inc.
(877) 642-7649
www.signatureleasing.biz
TASA Technology
(800) 827-8297
www.tasg.com

TimePayment Corp.
(877) 938-5231
wWww.timepaymentcorp.com

LENS / KEYPADS /
POWER SUPPLIES

KAM Cross-Supply Services
(901) 853-0107

MERCHANT CASH ADVANCE /
PORTFOLIO PURCHASERS

Advance Me Capital
(866) 900-3045
www.AdvancelMeCapital.net

PAPER ROLLS
& RIBBON SUPPLIES / DEALERS

THERMAL PAPER DIRECT
(877) 810-5900
www.thermalpaperdirect.com

PAYMENT GATEUWAY

USA ePay
(866) USA-epay
WWW.USaepay.com

PAYMENT GATEWAY /
SERVERS / ISPs

Authorize.Net
(866) 437-0491
BSG Clearing Solutions
(888) 393-5854
www.bsgclearing.com
eProcessingNetwork.com
(800) 971-0997
Global Electronic Technology (GET)
(888) 775-1500
Network Merchants
(800) 617-4850
www.networkmerchants.com
USAePay
(866) USAePay (872-3729)

POS CHECK CONVERSION
CrossCheck, Inc.
(800) 654-2365
EZCheck
(800) 797-5302
Glohal eTelecom, Inc. (GETI)
(877) 454-3835
www.checktraining.com
Secur-Chex
(866) 464-3277

POS CREDIT CARD
EQUIPMENT REPAIR

TEERTRONICS
(800 856-2030

POS SUPPLIES

CardWare International
(740) 522-2130
General Credit Forms, Inc.
(800) 325-1158
www.gcfinc.com

TASA Technology
(800) 827-8297
www.tasg.com

TSYS Acquiring Solutions

(Formerly Vital Processing)
(800) 686-1999
www.tsysacquiring.com

PRIVATE PARTIES
PURCHASING
PORTFOLIOS

(949) 200-7474
Pivotal Payments
(866) 806-4351

PREPAID PRODUCTS
FOR TERMINALS

POSA Tech, Inc.
(888) 491-4006 x3
wWww.postech.com

PROCESSORS
LOOKING FOR 1SOs

Comdata Processing Systems
(866) 806-5016
Glohal Payments Inc.
(800) 801-9552
National Processing Co.
(800) 672-1964 x54883



MAGTEK

©

EIR

PRIMT®

MAGTEK®, WINNER OF THE
2006 TECHNOLOGY INNOVATION AWARD
PRESENTED BY THE ELECTRONIC
TRANSACTION ASSOCIATION FOR
MAGNEPRINT®, A MAGNETIC STRIPE CARD
AUTHENTICATION TECHNOLOGY.

WWW. MAGNEPRINT.COM
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NOVA Information Systems
(B00) 819-6019 x6

TSYS Acquiring Solutions

(Formerly Vital Processing)
(480) 333-7799
www.tsysacquiring.com

REAL-TIME CHECK /
GREDIT CARD PROCESSING

Cardservice International
(866) 732-5471
WwWw.cardservice.com

REAL-TIME CHECK /
DEBIT PROCESSING

Cardservice International
(866) 732-5471
WwWw.cardservice.com

SHOPPING CART SERVICE

ResellerShoppingCart.com
(B0O) B03-1669

SITE SURVEYS

PRN, Inc.
(BO) 676-1422
WWW.prn-inc.com
Request Site
(877) 259-1665
WWw.reguestsite.com
Spectrum Field Services
(800) 700-1701 x286
www.spectrumfsi.com

SUPPORT DESK FOR
POS TERMINALS &
PC SOFTWARE

CardWare International
(740) 522-2150

TASA Technology
(B0D) 827-8297
Www.tasg.com

TSYS Acquiring Solutions

(Formerly Vital Processing)
(BOO) 686-1999

www.tsysacquiring.com

SUPPORT STANDS FOR
POS TERMINALS

Amuox Equipment Company, Inc.
(BOO) 999-2699

MAINTECHINDUSTRIES.COM
(888) 268-5120 X222

WIRELESS RETAIL /
KEYED PROCESSING

eProcessingNetwork.com
(800) 971-0997
USAepay
(866) USA-epay

www, greensheet.com, avoidtheyell ' A L

AVOID THE YELL

morm || AND KEEF MY BOSS FROM YELLING AT ME.

pec.18, AD RATES WILL
INCREASE

DEADLINETO REHEW
GEREEN SHEET AD
RESERVATION

i ! CONTRACT]

SAVE THOUSANDS OF £55, KOIP MY JOB

WWW G REENSHEET, COM F AWDIDTHEYELL

CALL DANTELLE TROVEPE ar TOT-585-473T |
o BTA FRANCES ar BEG-428-5080 |

CALL BEFORE DEC. 18, 2006
SPACEIS LIMITED! YOU WILL SAVE THOUSANDS OF DOLLARS ON
YOUR AD CAMPAIGN ... AND MOST IMPORTANTLY, AVOID THE YELL.

DANIELLE THORPE ar 707-586-4737

RENEW NOW
TO LOCK-IN
2006 PRICING!

- “AVOID THE YELL" DAY.

IN 2007.

or RITA FRANCIS ar 866-429-8080
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Advertiserindex

2GS LLC . 30
A1 LeaSING.....cueviveteteicicieictctctctet s 80
ABANCO International..........cccccoeeiiiiiiiiiiiiiccnen, 45
ABC Leasing INC. ... 92
ACIES COTP. i 110
Addressograph Bartizan...........cccococvcinicinicnicniicnin. 76
Advance Me INC.........cccovvviiiiiiininiiiccc 27
Advanced Merchant Services..........cccccvucurvciinceinccnncanen. 11
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Alpha Card Services INC.......ccoceuceeueeerneerneernecnneenneeenn. 106
American Bancard .........cccoooveevvieoiieeieccieceeeeeee e, 55, 89
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AmericaOne Payment Systems............cccoeueueeeiereiiiiieieenne, 9
APIiva INC. ..o 78
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Bancnet Corp. ... 87
Bank Card Depot........cccovvviiiiniiiniiniiiciiccs 121
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Best Payment Solutions ............coocceieviiiicceniiceece 33
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Business Payment Systems ...........ccccoviiinniiinniiiinns 115
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Calpian INC. ..o 23
Charge Card SyStems ..........cccoeueurvicuncmninicicincsecicees 112
COCARD Marketing Group.........ccccceeveuvieueiereriieicicicnciennas 16
Comdata Processing ...........cccccoecueueueueereueucenencreneeenenenenns 119
Commerciant ..o 29
CrosSCheck INC.....cucuvecuicieicecceeeeec e 53
Cynergy Data........ccociiiniiiiiiiiiics 47
Datalink ......cccoiiiiiiiiiniic s 20
DBA Leads.COM.....ccccoiuiiiiiiiiiiiiiciicicccciccceceninnes 32
Direct POS......coooiiiiicces 40
Electronic Merchant Systems ..........coccveecuveceeenceerrceeneenn. 82
Electronic Payment Systems.........ccccocceeiviniiiinniiincns 18, 93
Electronic Payments Inc. (EPI) ......ccccoveeuervnececreunenee 57,113

advertising | With m’\@i

result | s huge dealsT@\
telephone @ Ei

' danielle |at} 707 [ 5g6 | 4737

eProcessing Network LLC ..o 68
Equity COmMmMEerce ........cccoueveieieieieiiieeeeee 28
EVO Merchant Services.....ouue e eeeeeeeeeeeeeeeeeeeereeeeeernens 60, 61
ExaDigm INC. c.coooiviiiiiiiiiiiccc 81
EXS - Electronic Exchange Systems.......c..ccooceuneecrnicnnence. 21
EZCRECK .ottt 108
Fast Capital INC. ....coveeii 39
Field Guide Enterprises LLC .......ccccoovvieeiiiicnieiicnnen, 22
First American Payment Systems ..........c.ccccceevvveuinnncnns 98, 99
First Data Global Leasing..........ccccccocoeeeicicicccccccnenes 86
First Data Merchant Services (MD) .......cccoevvvvevevreevernnenne. 25
Global Check SErvice........ovueueirerrereeriniereeesieseessesseseesens 66
Global eTelecom INC. ......coceeererieririereeeeeeeeeeeee e 70
GlobalTech Leasing.........c.cccocuuruiiuicinicmninnisicienceiennns 42
Humboldt Merchant Services..........ccooveveveveueeeererereerenenee. 54
Hypercom COorp.......cccevviviiiiininiiiiiiiiciinecceneenns 128
Identesys.......cociiiiiiiniiiii 85
iMax Bancard.........cccoooveeeieiiieieceeceeeeeee e 104, 105
Impact PaySystem ..........cccoemmieiiiiciiccec 49
Innovative Merchant Solutions...........c.cceceveveveeveievevenennnena. 13
Intelli-Check INC. ..ot 48
IRN/Partner AmMETiCa . ...ceeeeveeveeveeeeeeeeeeereeereseeeeesnens 34,35
JRS POS DepOt ..o 56, 101
Lipman USA........ccccooiis 15
MagTekK.....oueiiiiiciei s 123
Merchants' Choice Card Services .........ccoeeeveeevererreerverennnes 59
Money Tree Merchant Services..........ccooccvveuricunecunncunnn. 75
IMIST N ettt ettt 19
MSI NJ 1-800-Bankcard ........c.ccceceeeeeeenrenenenreniesresienieeenens 69
National Link ... 24
National Transaction .........ccccececeeerererieriesererieseseeseeeeeene 62
NetBank Payment Systems...........cccoeeuereiiinrinnicnnnen. 46, 96
North American Bancard.........oceeceeeeeeveeeeeeveeeeeeeeeenne 2,6,7
INPC ettt ettt sttt 63
Pay By Touch Payment Systems.........ccccueeveuevneecuneecunecunne 94
POS POrtal ...c.ooueieieieieeieeeteee e 58
Secure Payment Systems............ccoceeieiiiciiiinicccne 37
Signature Card Services.........c.cocoeoveerviecreieincceieccnnens 107
Sun Distribution LLC .......cccovirvirininirineseseeeieeeenes 111
TASQ TeChNOlOZY ....vuvvvreerriecrriciricieieieeeieeienseeeneeeneaes 127
Teertronics INC. c..uovieeveeriiiiecteceecce e 102
Terminals Direct......cceceveevieneeieeeeieeeeeeeee e 43
The PhoenixX Group.........ccoceveiciicunienicinicnisiecisceseas 51
The Strawhecker Group ..o 31
Total Merchant Services .....oueeeeeeveeeeeeeeeeeeeeeeeeeeeennns 64, 65
TOUCh-N-BUY ...t 79
TranSFITST.....iveieeiieeeeetee e 83
U.S. Merchant Systems ...........ccccvueurincinininincninicinienans 109
United Bank Card INC........covveevieivieeiecrieereecveene, 71,72,73
United Cash SOIUtIONS .......c.ccooveveveeiiriereriiieereeeeeereveeeaas 117
United Merchant Services...........ooeeueeveevereveeeeererenenenenenns 91
USA €Pay ..o 90
VETTFONE. ...ttt e 77
VIVOLECh INC. vttt 17

Western States Acquirer's Association...........coececvviininnnes 26



Years of collaborating with businesses around the world have taught us that one size does not fit all.
That"s why we work with our clients to give them point-of-sale (POS) payment solutions that are tailor-
made to fit just right. Our experienced team of experts makes it easy. We have everything you need for
POS, from cutting-edge POS hardware to technical and service support and supplies. So when you're
ready for POS goods and services designed to help you grow your business, give us a call. Find out how
TASO Technology can give you the kind of support that can help you grow.

Call us today at 1-800-827-8207 or visit TASQ.com.

= L
Your ome-source partner. l ASQ

Deployment + CllCentir +Seppliss T E C M M O L O G ¥
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" We're offering M

Hypercom 14100 N

FREE!

to sell, lease or place.

The choice, &
all the money
IS yours!™

''''''

CHYPERCOMD> %

total merchant services
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Www.hypercom.com
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