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The B2B tortoise:
Plodding to win

he business-to-business (B2B) transaction world is immense: over

$2 trillion in annual sales in the U.S. alone, American Express Co. estimates.

Traditionally, businesses that sell goods or services to other businesses use

invoice-based systems in which customers make payments by check. But
the benefits of accepting credit cards and other forms of electronic payment are
increasingly apparent.

Issue 07:04:01

These include reduced chance of default, streamlined accounting and payment in
as little as three days versus 45 or more days. Enhanced by the widespread use of
credit cards for other business-related expenses, such as travel and entertainment,
the transition to bankcard payment systems has been gaining momentum.

According to Celent LLC researcher Alenka Grealish, it is nearly inevitable that
over half of all B2B transactions will be made electronically by 2012. But "the pace
is extremely slow, encumbered by manual processes, legacy systems, proprietary
formats and other priorities."

Still, $1 trillion in annual sales offers huge opportunities for ISOs and merchant
level salespeople (MLSs) who break into B2B markets. "Research indicates that
there are more than 650,000 cash-only merchants in the wholesale category, clearly
a major opportunity for American Express and the card industry," said Kirsten
Neuman, Vice President of B2B Industries at AmEx.

Aaron Bills, Chief Operating Officer of 3Delta Systems Inc., said this market is "tre-
mendous, and under-served. You're looking at 35% to 40% growth in a year in B2B.
You can't find that in retail. There are fewer transactions in B2B, but they're bigger
transactions. In retail the average ticket may be $35; in B2B it's $750."

AmEXx revealed that 49% of American Express Small Business or Corporate Card
members have used their cards to spend $10,000 or more on a single occasion.

"B2B payments make up about 35% to 40% of total payments,” said Nancy H.
Atkinson, Senior Analyst at Aite Group LLC. "Consumers make more payments
because there are more of them, and they tend to pay individual invoices with a
single payment. Businesses, on the other hand, tend to combine invoices and make
a single payment for multiple invoices from the same supplier.”

Bumps in the road

The dilemma is that the infrastructure investment required to deploy electronic
payment systems can be steep. And the reasons for accepting cards or electronic
payments are not as pressing, or as clear-cut, as they are for the retail or hospitality
businesses ISOs and MLSs are accustomed to serving. The B2B market is less com-
petitive, but more complicated.

Bills admits the learning curve for selling in the B2B sphere is steeper, but he said
the rewards are well-worth the extra effort. "It's more of a consulting approach,”

[Id¥ See B2B tortoise on page 67
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There have been some cutbacks lately, so it was
either get laid off or share an of fice and a suit.
Sol can sign for it, I'm right-handed.

| was wondering if you had contact information concerning the
GratisCard article ["ISO opportunity: 'No interchange' card
debuts," The Green Sheet, March 12, 2007, issue 07:03:01]2

Is there any individual that we should contact as an 1ISO2 Thank
you for the help.

David Mierkey
Director of Sales
WABS Inc.

David,

Jason Hogg is GratisCard Inc.'s President and Chief Executive
Officer. The company's phone number is 727-565-1139. The
Web site is www.gratiscard.com. For more information, e-mail
merchantsales@gratiscard.com.

Editor

Do you have a list of top acquirers for 20062

Debee J. McAteer
Vice President Sales, Major Accounts
Hypercom Corp.

Debee,

Every year we rank the leading merchant acquirers. Our most
recent list appears in "Payments under the microscope"” (GSQ,
December 2006, Vol. 9, No. 4). You may download this publica-
tion at www.greensheet.com/gsq/Secured-/gsqvon4.pdf.

Thanks for your interest in The Green Sheet.

Editor

Attention readers

Would you like us to cover a particular topic? Is there some-
one you consider an Industry Leader? Did you like or dislike a
recent article in The Green Sheef? What do you think of our
latest GSQ2 Send your comments and feedback to greensheet@
greensheet.com.

In "The accidental advocate" (The Green Sheet, Feb. 26,
2007, issue 07:02:02), we incorrectly stated that the
Merchant Acquirers Committee is part of the Electronic
Transactions Association.

MAC, which is not affiliated with the ETA, is made up of
bankcard professionals involved in the risk management
side of card processing.

Steven Peisner, while a member of both the ETA and MAC,
serves on MAC's Finance Committee, not the ETA's. He is a
member of that committee, not the Chairperson. We regret
the errors.
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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 vyou up to date on the
latest news and hot topics in the
payments industry.

Cover Story 1

The B2B tortoise:
Plodding to win

The B2B transaction world is immense: an
estimated $2 trillion in annual sales in the U.S.
alone. Traditionally, businesses selling goods
or services to other businesses use invoice-
based systems in which customers make pay-
ments by check. But the transition to bankcard
payments is gaining momentum.

|= Page 1 |

FreePOS Shark School

WE ARRIVE AT YOUR OFFICE & TRAIN
YOUR AGENTS IM JUST TWO FUN PACKED HOLURS.

Have you ever wondeéred how to make mongy
selling restaurants, bars & nightclubs towch
sergen POS systems? I 50, this semingr is for
you! Let us come to your office and train yvour
agents on this HWGE vertical market.

To schedule & training seminar & your office,
simply call us with a date, time & place. There
is no charge for the seminar when 12 or more
agents attend. Evolve into a master of POS,

wivow, Positive-Feadback, Nef

Fostevs Fesdbecs Sofiwers, LLE - LD Wislrast dve - Wiraon, WA TEI76
(540} I43-0300

Feature 1

A look ahead:
ATMs and the next 10 years

From ATMmarketplace.com. Tom Harper,
founder and President of the ATM Industry
Association and Publisher of ATM
Marketplace, addressed ATMIA on

Feb. 22 during its Conference East in
Orlando, Fla. This article contains a portion
of Harper's speech.

|= Page 24 |

Feature 1

AgenTalkSM: Money flows
where enthusiasm grows

After divorce dramatically altered Marlene O.
Smith's life, a friend in the payments business
invited her on some sales calls. She decided to
give the business a whirl. That was five years
ago. In this interview, Smith discusses why
she works for a registered ISO and why you
can't judge a business by its exterior.

|= Page 34 |

Feature 1

GS Advisory Board: Global
economy, global business?

Many times you've heard the statement "We
live in a global economy." But how does this
affect your business? To get a better sense of
what this axiom means to companies in the
payments industry, we asked members of The
Green Sheet Advisory Board about their plans
for global expansion.

|= Page 46 |

News 1

POS terminal makers
take off the gloves

By all accounts, the terminal market world-
wide shows strong growth. Yet, terminal man-
ufacturers are using aggressive tactics usually
seen in shrinking markets.

|= Page 56 |



Crpnrate Management Opportunities

Local District and Regional Manager Positions Available
Annual Income Potential: $156,000 - $264,000
PLUS Employee Stock Option Plan

AmericaOne Provides:
Corporate recruiting support
Turnkey sales force training
Merchant Lead Program
Unparalleled products and services
Health benefits and more

Minimum Qualifications:

2+ years Merchant Services expenence

1+ years of sales management experience in
Merchant Services
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Call Today!
888.502.6374 Ext. 2433
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Send resume to: bcuva@americaonems.com or fax to 408.752.2344
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‘ ‘ Authorize.Net owes a great deal of its success to our
close partnerships with the IS0 and MSP
communities. As the industry faces new threats from
companies looking to bypass the traditional merchant
account/payment gateway partnership, our reseller
relationships are more important than ever. , ,
- Roy Banks, President, Authorize Met

www.authorize.net 866-437-0491

Authorize.Net

| g of partne rship with

1986-2006) the 150 Community [ Your Gateway to IP Transactions™
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News 1 Education

Intuit - ECHO kaput, sMm. .
fed crackdown afoot Street SmartsS": Something

........................................................................ ventured, something gained
ECHO's foray into processing Infernet wal- | | o s B
lets for online gaming six years ago has had
unfortunate consequences. Intuit backed out
of an agreement to buy the company when
ECHO disclosed and quickly settled a federal
probe in late March for $2.3 million.

In his first Street Smarts article, Dee
Karawadra of Impact PaySystem describes his
humble beginnings, how he learned about The
Green Sheet, why he started an ISO, and why
he needs your help as MLSs.

ml__l-_ Page 59__. ml__l-_ Page 75__.
News | i Education

Card Association
Wal-Mart drops plea for ILC rules to work by
When Wal-Mart raised the white flag in its Questions are often raised about merchant
long attempt to enter U.S. banking, many operating parameters set forth under card
viewed it as a victory for community banks. Association rules and regulations. This article
Yet, the greatest beneficiaries may be card delves into rules about prohibited transac-
issuers and processors. tions, transaction minimums and maximums,

surcharging, and cardholder identification.

N "= Page 62 | N

"'|.-|- Page 82 |
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Education

All-star processing - Part I:
Deployment

In the first of a series, this article will address
the components of a great payment process-
ing team and highlight key features to look
for as you build your own first-string lineup
of business partners.

"|_-|- Page 86

Education

I'm in heaven:
Your merchants' new mantra

Long-term business relationships are forged
on excellent customer service, which is all
about meeting the needs and wants of your
customers. As ISOs or MLSs, the actions you
take after you close deals will determine the
longevity of your merchant relationships.

No Tricks!

"|_:|- Page 90

View

PIN pad security: Get a grip

Do you have Dec. 31, 2007, clearly marked on
your calendar? How about July 1, 2010? If not,
this article explains why you should. A hint:
Think Payment Card Industry PED Security
Requirements.

”|_-|- Page 96 |

Inspiration

Who needs the
whole enchilada?

Every merchant has unique needs. But
don't oversell or undersell. Strike the appro-
priate balance for each client. As a sales pro-
fessional, that's your job. It will also boost
your business.

"|_:|- Page 109 |

No Gimmicks!

Just what you want!

# Revenue Share
# True Interchange Pass-Through
# Immediate Approvals & File Builds

No Minimums

For more information call
Barry Ervi at 800-944-1399

4 Life Time Residuals

€9 Online Reporting

@y Cash Advance Program
€} Bi-Lingual Help Desk

&) SignaFay

www.signapay.net




“Finally.

| have something to talk about
other than just price. T,

in the competithve world of credit card processing,
lower prices are only part of the story, Which s
whyy agents around the country are talking about
Innovative Merchant Solutions,

With IMS, you're offering a broad range
of payment processing services that
integrate seamiessly with QuickBooks,
the #1-rated small business financial
software, 10 delver real business value

AR Dy

through time and cost savings, 5o you
can attract—and retaln—more clients,

IMS and QuickBooks:
It's got people talking.
“IMS affers the anly solution thal really seamiessly
irdegrates with QuickBooks. My clignts often talk fo
e about how 888y it IS 1o use and how mach Hme
they Save, TS great [alking about IMS and QuickBooks
and nal fetusing just on price.”

- Scott Hausmann, Minneapaolis

Michael Mucciacciara, Baltimaore

“It’s often difficwlt ta gel prospects to lislen Lo my sales
pitch wihan youre ke everyaneg gise. The QuickBooks
and Infurt brands dive me immediate credibdily when
dealing with merchanis and larger neferral
partners Nke banks, accountants and
associations, If hvas really made a differ
BRee i my antire busness approach,”

- Toad Eichner, Los Argalies

“They have the best programs for Somall
businesses, which really helos me clase
mone deals, and makes me fosl ke 1'm
halping tham wilh their Ananees.”

- Keith Pollins, San Diego

You don't have to take our word for it.

See it for yourself.

Find out how IMS leverages the power of effective
integration and easeof-usse 1o deliver smart solutions
far your clients—and bongarienm melatonships for you,

] 2
— l NINOvYa f] e Contact us at 800-383-8306
J— Merchani Saoleificns
- q an INTUITS Company or www.innovativemerchant.com.

P chetln, Svaiabellry penatior] ded serecr o s Benchonalny subeect B changs wihed modre Ieviovames berhand &

Saf & rrpeieed pgend of Pldoran Thuee [, D el Wetameray Sards Foe O,
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NEWS

Discover details IPO

When Discover Financial Services LLC spins off from
Morgan Stanley in the third quarter of 2007, it will
be listed on the New York Stock Exchange under the
symbol DFS, according to a March 23 filing with the
Securities and Exchange Commission. The spinoff will
enable the company to make acquisitions.

The prospectus did not disclose how much capital the
initial public offering is expected to raise. The brand
currently has 50 million card members, but only 18.4
million are classified as active accounts.

The company's revenues have increased by $600 mil-
lion over the past three years, to $5.1 billion. Some of
that increase is attributable to its 2006 acquisition of the
U.K.-based Goldfish credit card business.

Discover had a cardholder attrition rate of 4.5% in
2006, half of the 9.1% industry average cited by the fil-
ing. The company plans to expand through its recent
launch of a small business card, a planned relaunch
of the Miles by Discover Card and promotion of its
prepaid products. The brand will also expand its cash
rewards programs.

While Discover is attempting to grow both merchant
acceptance and bank issuance of its cards, it does not
have the market clout that has enabled Visa U.S.A.

R VeriFone

and MasterCard Worldwide to increase transaction
fees charged to merchants in recent years. "Increasing
the transaction fees charged to merchants in order to
increase the interchange fees payable to credit card
issuers could adversely affect our effort to increase mer-
chant acceptance” and may cause merchant acceptance
to decline, Discover stated.

Visa partners with NFIB

The National Federation of Independent Business and
Visa announced a partnership to help the nation's small
businesses develop stronger security practices. The
results of a new survey show that many such companies
use a common-sense approach to protecting customer
and employee information.

Among businesses with up to 250 employees, 83% said
protecting personal data is very or extremely impor-
tant to their customers. At least 84% indicated they
protect customer information through encryption or
passwords.

Certain data-storage practices may increase small busi-
nesses' vulnerability to data theft. Specifically:

® 37% of card-accepting businesses store customer
card numbers.

® 24% store customer Social Security numbers.

® 28% store customer bank account numbers or copies
of checks.

® 52% keep at least one these sensitive pieces
of information.

¢ Link2Gov Corp., a Metavante company, reported a 63% increase, year over year, in dollars pro-
cessed for federal tax payments during tax season 2007. lts PAY1040.com service provides elec-
tronic payment processing for the Internal Revenue Service. In 2006, the IRS received approximately
2.1 million card payments, or 35% more than in 2005.

: : e Three-quarters of small business owners say the U.S. tax code's complexity distracts them from
LHEADL L HE= focusing on their business needs, according to the March Small Business Watch survey by Discover

THE Financial Services LLC. Seventy-three percent will hire an accountant to do their taxes.

 Market research firm Packaged Facts projects that the commercial card market — including purchas-
ing and corporate cards — will grow by 144% from 2004 to 2010. Payroll card use is expected to
grow to $27.1 billion by 2009.
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In some situations, business owners may not be fully
aware their systems are storing highly sensitive infor-
mation. Few small businesses have data-security pro-
cesses, the survey shows.

Many (39%) said they rely on common sense to keep
data safe. Most small businesses (61%) have never
sought out information about how to properly handle
and store customer information.

"Today, consumers are increasingly demanding that the
companies they do business with take action to protect
their personal information," said Dan Danner, Executive
Vice President for the NFIB. "Today's small businesses
need to understand their data practices and make their
systems more secure."

"The entrepreneurial, go-it-alone spirit that drives
many small businesses may actually work against
them on important issues like security," said Rosetta
Jones, Vice President, Visa. To reach as many small busi-
nesses as possible, NFIB and Visa will launch a compre-
hensive data security education program later this year.

"Small business shares a responsibility to protect cus-
tomer information and prevent fraud beyond what the
credit card companies are already doing," Danner said.

Call today to get yours! 1-888-839-6925

ANNOUNCEMENTS

Gateway combines services
for e-commerce

BSG Clearing Solutions launched its Advanced
Payment Gateway, a combination of three integrated
services: credit card processing, Bill2Phone alternative
payments and integrated risk management services.
The APG suite of services provides e-commerce and
telco merchants a single point of integration across
multiple card acquiring relationships and over 1,400
network operators.

Motiva incents cardholders to pay on time

Discover launched a card that gives consumers cash
rewards for good credit management. The Motiva card
is intended for consumers who carry a balance. Each
time cardholders make on-time monthly payments six
times in a row, they receive their next month's interest
back as a bonus. The bonus is in addition to the cash-
back rewards cardholders earn on purchases.

New EMG site to add live chat

Eliot Management Group launched a customer service
Web site, www.emgservice.com. The site includes contact
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information for multiple departments and services, in-
depth equipment support and documentation, fraud
prevention tips, an index of EMG's cost-saving newslet-
ters, and supply ordering details. A live-chat feature will
be released later this year.

PARTNERSHIPS

Apriva certifies MTT 1556

Apriva certified WAY Systems' Mobile Transaction
Terminal 1556 credit/debit on the Apriva Intelligent
Gateway, offering comprehensive PIN-based debit
card support. WAY Systems' MTT reportedly exceeds
Payment Card Industry standards for credit and PIN-
based debit card transactions.

Amtrak takes plastic via ExaDigm

ExaDigm Inc. will provide Amtrak with mobile
wireless payment terminals for real-time, onboard
processing of card-based payments for food and bev-
erage services. Following trials on passenger trains
in Amtrak's Northeast Corridor, the XD2000 wireless
solution will now be deployed on all Amtrak trains
throughout the United States offering food and bever-
age service.

What happens in Vegas,

could change your business plan

= Easy Win - get a Mandalay Bay chip worth up

First Data works with Georgia restaurants

First Data Corp. partnered with the Georgia Restaurant
Association and the National Restaurant Association
to launch the TakeCharge payment program in Georgia.
TakeCharge provides enhanced payment options and
exclusive rates for credit card processing to small and
mid-size merchants, as well as national chains.

First Data and CoCard team up

First Data Commercial Services and CoCard
Marketing Group LLC established an acquiring mer-
chant processing relationship. The partnership provides
merchant processing solutions to CoCard's more than 60
sales offices.

Litle & Co. adopts Planet software

Litle & Co. has integrated Planet Financial Services'
Acquire360 Interchange Compliance module with Litle's
proprietary back office and customer support systems.
Tim Litle, Chairman, also acquired a minority interest
in Planet.

Merchant Warehouse teams with RFC

Merchant Warehouse and Resource Finance Co. part-
nered, allowing Merchant Warehouse agents to leverage
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the value of their residuals. Agents lacking working capi-
tal to grow their businesses can get funding from RFC.

Mosley becomes 1st Federal ISO

Financial Inc., providing 1st Federal a national
presence. Mosley is expected to add at least 30 merchant
accounts to 1st Federal's portfolio by April 2007 and
an additional 30 or more merchant accounts per
month thereafter.

EBank Systems to resell
Pay By Touch services

Biometric payment provider Pay By Touch partnered
with eBank Systems Inc. The agreement enables eBank
to market and resell the Paycheck Secure service — a fin-
ger-scan check-cashing system — to its customer base of
30 financial institutions.

Shift4 and UniteU pariner

Shift4 Corp. and UniteU, an e-commerce provider,
partnered. Utilizing Shift4's $$$ On The Net, UniteU
strengthened its Connected Commerce Solutions eStores
with fast authorization and settlement for credit, debit
and gift card transactions.

More merchants take Visa Contactless

Four additional merchant brands now accept Visa
Contactless cards: Taco Bell Corp., Braum's Ice Cream
and Dairy Stores, Clearview Cinemas and Wakefern
Food Corp., the distribution arm of ShopRite supermar-
kets. Visa Contactless eliminates the signature require-
ment for most payments under $25, providing greater
convenience to customers making small-ticket purchases.

European processor partners
for U.S. prepaid market entry

3PEA International Inc. will provide card processing
and services to Ukash/Smart Voucher Ltd. for the U.S.
market. Ukash currently processes transactions across
Europe. 3PEA will provide account maintenance, cus-
tomer service, transaction processing and settlement
for prepaid debit card programs. 3PEA will enhance
Ukash's Smart Voucher platform to enable its use here.

ACQUISITIONS

Blackstone buys iPrepay

Blackstone Calling Card Inc. acquired iPrepay Inc.,
a reseller of prepaid products and services. The
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agreement calls for Blackstone to service all iPrepay
locations, which will add all Blackstone patented tech-
nologies to its offerings.

APPOINTMENTS
Ehli named CEO of EZPay

PayByCheck founder Ronald Ehli joined EZPay
Financial Services Inc. as Chief Executive Officer.
In 1995, Ehli developed i-Check, a technology that
allowed businesses to accept checks over the Internet.

Erickson appointed President,
Nimble Merchant Group

Pure Vanilla eXchange Inc., following its acquisition
of Nimble Group Inc., appointed Stephen A. Erickson
President of Nimble Merchant Group. The group
will oversee the NimBill and BreezeOne brands and
expand acquiring of merchant processing accounts.
Erickson was formerly the Chief Financial Officer of
EVO Merchant Services.

Higgins joins TransFirst

TransFirst named Michael Higgins President of Direct

Sales. He is responsible for sales initiatives support-
ing independent sales partners. Previously, Higgins
served as Senior Vice President — Sales and Portfolio
Management for NOVA Information Systems.

Heartland names General Counsel

Heartland Payment Systems Inc. named Charles
Kallenbach General Counsel and Chief Legal Officer.
Most recently, he was Senior Vice President, Legal and
Regulatory, for SunCom Wireless Holdings Inc.

Sturdivant named VP

Payment-management software provider ISD Corp.
appointed Al Sturdivant Vice President of Professional
Services. Previously, Sturdivant held senior leadership
positions at S2 Systems, VeriFone and Gemplus.

Swiderski to lead sales
for Network Merchants

Network Merchants Inc. named Richard J. Swiderski
to lead business development and sales for its
Gateway Processing Division. He will work with
existing ISO and MSP partners. Previously, Swiderski
developed strategic alliances with national retailers,
integrating POS hardware and systems. &
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Selling check conversion just got easier!
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enjoy the cost and time-savings afforded by ACH Direct’s fully integrated check conversion
system:
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A look ahead: ATMs and the next 10 years

By Tom Harper, Publisher

ATMmarketplace.com

This story was originally published on ATMmarketplace.com,
March. 8, 2007; reprinted with permission. © 2007 NetWorld
Alliance LLC. All rights reserved.

Editor's note: Tom Harper, who is founder and President of the
ATM Industry Association and Publisher of ATM Marketplace,
addressed ATMIA on Feb. 22 during its Conference East in
Orlando, Fla. Following is a portion of Harper's speech.

efore he was assassinated in 1963, President
John F. Kennedy left his country with a dream
to reach the moon by the end of the decade.
This historic milestone would establish the
United States as the worldwide leader in the space race.

After the country recovered from mourning the death of
that great president, do you think the mission to the moon
slowed down without its champion? No way. It had its
own life, independent of any leader. After all, the nation's
pride and progress were at stake.

I believe ATMIA can and should launch an audacious
goal for our industry. We certainly won't go to the
moon, but I want to talk to you about a goal that will
take our industry to new heights. It will cross cultures
and bind financial institutions, independents and ATM
businesses in the United States and around the world
with common purpose.

There are two main pillars to this vision. First, ATMIA
and its staff will put more emphasis on building ATMIA's
infrastructure and culture.

Jim Collins' book Built to Last, which was first published
10 years ago, presents a groundbreaking concept: Collins
says an organization's leaders should be clock builders,
not time tellers. What he means is that most companies
spend all their energy "telling time" rather than spending
their time building better clocks, or building the organiza-
tions themselves.

The typical company focuses on its leader, products,
short-term profits and ideas rather than emphasizing the
form and function of the organization. Let me give you an
example. George Westinghouse's greatest creation was the
AC power system; Charles Coffin counts as his greatest
creation the founding of General Electric Co.

Coffin didn't hesitate to move GE away from Edison's DC
system to the superior AC one, which Westinghouse had
already manufactured and sold. Coffin focused more on

building a company rather than a single idea. Today GE
is one of the largest and most valuable companies in the
world, with more than $400 billion in annual revenue.

Westinghouse stands at roughly $2 billion. Not exactly
fierce rivals these days.

One more example is found in an article published in 1973
about Dave Packard, co-founder of HP. In the article the
reporter asks Packard what specific product decisions he
considered to be most important to HP's growth.

Packard's response didn't include one single product
decision. He answered entirely in terms of organizational
decisions: developing an engineering team, stringent
financial discipline, a profit-sharing program, personnel
and management policies, the "HP Way," and so on.

The reporter rightfully headlined the article: "Hewlett
Packard Chairman Built Company by Design, Calculator
by Chance." The implication of all this for ATMIA is that it
should employ more best-business practices. Our member
benefits, conferences and published information should,
of course, be top notch; but that will naturally flow out of
a top-notch organization.

So let's give ATMIA's staff the best training money can
buy. Let's make them more visible in the industry. Let's
raise the quality of internal processes, compensation
plans, performance appraisals and disaster planning.
Let's make sure our technology and communications are
state of the art.

What will this mean to you? An association that is stron-
ger internally will exercise more influence on behalf of its
members. Your business will grow under a broad protec-
tive umbrella. Our industry's security and fraud incidents
will be minimized or prevented before they become media
headlines. This will allow demand for ATMs to grow.

By the way, you can apply this clock-building concept
to your own business right now. If you see your
ultimate creation as your company, and don't think
your greatest strength is a specific idea or good market
timing, then you can persist toward becoming an endur-
ing great organization.

If everything is riding on a concept or a unique product,
be careful. Create an environment that includes the right
people and can foster great products or services.

Even while ATMIA prioritizes its internal structure, it
must adapt to our external environment. We're facing
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a future that is more dangerous and less sure. Since
the political and economic landscape will continue
to shift, ATMIA must be strong and nimble and
encourage staff, the board and members to work with
common purpose.

The association also needs to communicate effectively
and take advantage of every opportunity to talk to our
industry and consumers.

That takes us to the second pillar of this vision: ATMIA
must reach out to the industry more effectively.
What does the industry have to say?

Last October we asked the industry — primarily non-
ATMIA members — what they thought about the associa-
tion. Why haven't more companies joined, we wondered,
and are we really relevant in the marketplace? The results
were enlightening, to say the least.

ATMIA conducted a survey and got 658 industry respons-
es. Out of those, the top-ranking issue is ATM-related
fraud and security. ATMIA addresses fraud and security
through the Global ATM Security Alliance, the Cognito
crime database, best-practices documents, security con-
ferences and fraud alerts.

Confuzzled.

The second most-pressing issue, according to the survey,
is creating profitable ATM business models, which, again,
ATMIA addresses through committees, its "ATM Business
Efficiency" document, online risk self-evaluation, influ-
ence on compliance guidelines and more.

But the problem is that most people in the industry sim-
ply aren't aware of what the association is doing.

We asked, "How effective is ATMIA at protecting and
growing the industry?" The answer was pretty shocking:
63% of the survey's respondents say they don't know. If
our mission is to advance the global proliferation of ATMs
— and it is — the association needs to get the word out
about our activities.

Even worse are respondents' answers to the next ques-
tion: "What is the reason you haven't yet joined ATMIA?"

® | don't understand how my company would benefit — 40%
¢ | didn't know it existed until now - 20%

® |t's too expensive — 12%

e |t doesn't do enough for my company - 11%.

And, 60% of the survey's respondents say they need
more information.
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While those responses reflect only North America,
responses from outside the United States don't
differ much.

On the continent where ATMIA was founded, and has
the most members, it still has a huge need to promote
itself. Our marketing budget should double or triple. Our
PR engine should crank up the horsepower. We should
consider focusing full-time staff on this. The payoff on
this investment would be immense.

So the biggest problem preventing ATMIA's growth is
that we haven't effectively communicated our benefits
to nonmembers. ATMIA needs to reach out to the media,
publish commentaries, advertise and do whatever it takes
to raise its awareness in the industry.

We also have a lot of work to do to communicate with
our current members. While the association continues to
publish our member newsletter, send out industry alerts,
hold numerous conferences and stay involved in regula-
tory developments, it still has far to go in speaking to the
industry at large about our activities.

I take much of the blame for this lack of communica-
tion, not only because I'm the association's President, but
because I'm the publisher of ATM Marketplace.

I think all members should help get the word out, too.

This pillar of reaching out couples perfectly with the first
one, which, remember, is our need to focus inside our
organization. If we're strong on the inside and the outside
and have the support of a large, vibrant member base,
we'll be able to reach the new 10-year goal that I'd like to
announce right now.

Our original mission statement was to advance the global
proliferation of ATMs. Our new 10-year objective is a
natural offshoot.

ATMIA's 10-year goal

deployed ATMs by 2017 — in essence, doubling the size
of our industry.

Let's look at how the market has grown during its 40-year
history. If you take the market's deployment in 10-year
increments, a familiar trend emerges:
® 1967 to 1976: 20,000 deployments
1977 to 1986: 190,000 (850% increase)
1987 to 1996: 640,000 (237% increase)
1997 to 2006: 1.56 million (144% increase)
® 2007 to 2017: 2.4 million (Retail Banking Research
Ltd.'s estimate for that year is a 54% increase.)

Our "stretch" goal for 2017 is 3.12 million. Instead of
a 54% increase, our goal is a 100% increase, which repre-
sents a doubling of today's footprint. This also represents
720,000 machines over and above RBR's 2017 estimate.

We want to reverse the declining growth trend in recent
years. But is that actually possible?

Mike Hudson, General Manager of NCR EasyPoint LLC,
says because of falling break-even points, there are more
than enough potential ATM locations. He believes — and I
agree — that in the United States alone there are thousands
of new, viable off-premise sites.

Over the years, I've heard rumors of impending satura-
tion points; but new technology always takes us to the
next ceiling. How can we possibly predict the effect of
future technology this far out?

With the early surcharge explosion pretty much over, we
need to replace it with an equally strong ATM-deploy-
ment campaign. Let's say we accomplish that goal. What
will it really mean for the market and consumers?

Here are some benefits:

* Financial institutions will grow by reaching more custom-
ers with cash and financial services.

® Retailers will profit from increased cash withdrawals in
their store.

® The unbanked will enjoy convenient access to financial
services.

® The ATM-replacement market will grow, which will fuel
the growth of manufacturers, servicers, cash providers
and every segment of our industry, which means more
jobs worldwide.

* ATMIA's influence and membership will grow, allowing
ATMIA to better serve the industry.

What can ATMIA do?

So what can be done to push this growth beyond normal
market forces? ATMIA can stimulate deployment by edu-
cating government representatives and partnering with
regional ATMIA boards.

ATMIA will talk to legislators about how the industry
works and explain the economic benefits associated with
deploying more machines. A key strategy will be to ask
regional ATMIA boards to identify and attack the hot
issues in their regions.

We also need to target the few operators out there
who give us a bad name. We cannot let our industry's
reputation suffer at the hands of a few who are skirting
the laws.
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You re getting calls from irate vendors.
And vour wile wants toogo ot to dinner again tonight.

Where v ;.."'l:lil'lj,"' o el thie ITONEY [0 ey for all thiae and ST YOl besimess at the same times?
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And your're o old o ask vour parents for an advance on vour allowance,

If vou're looking for hard working capital thar vou can trust to be a long werm partner,
call the guvs with 18 vears experience in the IS0 business,
Whesther its S1H oF S1TH) million, l:'..l.ll::li:lll hais @ soliition Tor v,
Parinership + Experience + Resources,

It all adds up to Trust, Call Calpian,

CALPIAN

Financters o the fr.'re'rr.'n.l'r}'
E0O. 5859, 1175 » portfoliad cal pian.com

el dus Tmfn}' Fow g Free Fud_,l';'ﬂi-u FEoalieerirorn With No ﬂ.'rffhmh-un.'
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Feature

ATMIA needs to assist smaller ISOs and deployers so that they can grow their
estates and employ best practices and compliance. We'll teach them, through
conferences and online seminars, how to grow their businesses. We'll introduce
them to potential partners and suppliers.

Multiplying our market is our own trip to the moon. This will be a giant
leap for the association, but a bigger step for our industry. The motto of
the British Royal Air Force is Per ardua ad astra — Latin for "Through
struggles to the stars.”

ATMIA will struggle to evangelize the world with ATMs, and there will be
obstacles on the ground before we ever take off. But there were incredible chal-
lenges faced by the American astronauts, too. President Nixon had a speech
ready in case they became stranded after landing on the moon. His disaster
plan included notifying the "widows-to-be" before their husbands perished in
the lunar vacuum.

Though the odds were against them, there was widespread hope and anticipa-
tion. Roughly a million people crowded the beaches and highways near the
launch site, and more than 600 million watched it on TV, a record at the time.
Nixon watched from the Oval Office as the lunar module landed with less than
30 seconds of fuel left.

The hope of the American people was rewarded when the astronauts walked
where no man had walked before.

simple.
reliable.
affordable.

All-In-One Wireless Payment
Solutions Without the Premium Cost

= PCI-PED, EMV Lavel 182 compliant

= Go from mobds to retail with
cas odulis modems

= Accepd credit, debidt, gift,
loyalty, stored value, check,
and cash paymeants

= Process paymeants throwgh terminals,
laptops, PDWs and mobde phones

£ BLUE BAMBOO

Jaoin us at tha
ETA Annual Show
April 17-19
Booth 528/530

Far mare inlarmation, ploass centact
sales@blucbamboo.com

www.bluebamboo.com

I'd like to challenge ATMIA's
staff, board and members to take
hold of the vision of industry growth.
Why can't we double our market?
We can double our market because
we finally have enough resources
and momentum.

But we still need bigger and bet-
ter conferences to get the word out.
ATMIA needs all members to com-
mit time, industry contacts and other
resources to the cause.

To help the industry get there, we
will build up the association's infra-
structure. Next, we'll strengthen our
marketing and PR engines, and we'll
launch an initiative to disseminate
best practices to governments, ISOs
and other deployers and operators.

Those efforts will stimulate growth
over and above normal market forces.

Can you see the impact a dou-
bling of the industry could have
on your company? Could you sell
parts or supplies on the Internet
to foreign deployers, consult with
ISOs in developing countries, capi-
talize on tourist ATM-use, sell your
technology to multiple markets,
invest in new overseas service pro-
viders, or set up a non-U.S. branch of
your business?

Though the forces of globalization
are introducing more and more com-
petition, they're also opening up a
new international playing field. The
world is big. And our opportunities
are bigger than we think.

Helen Keller said, "What would be
worse than being born blind? To
have sight without vision."

Let's keep our eyes on the horizon.
Our industry has the potential to
double in the next 10 years if we
broaden our vision, focus our energy
and work together.

Link to original: www.atmmarketplace.com/
article.php2id=8552



What everyone wants.
And no one else has.

Total Merchant Services has now added the
Nurit 8000 GPRS wireless unit to its free
terminal placement program!

As you kow, selling wireless solutions had it problems
in the past. But, GPFRS solved the “service”™ problem,
VYW hieee yoer

since it actually works — reliahly —

cell phone does. Some terminal makers tried 1o solve
the price aljection ||:.- COMAnE wp with a .||-.'.||'ll.'|
.||!-.'||1.|1|'-'|'I bt theese l\.l_:"'l.il\.l:l'h- =gt h|1|:||'|, awloward to
carry, and framkly, embarrasing to present to your

'|.'.'|||'.|'|| IMiCT I'I.IIII'\-

o, we've decided to actually solve both the “serviace
anald “price” issawes for you and our merchants by offering
thie “real thing”™ — the new Mot BI00 GPRS Secure
for HREE, The Murit BIEK] is nog some

[ |l\.|‘|'|'\.l. -|||||L||'|;._ H!.'u L.E'-cl’ Yy OfF |.-\.'|| |'||‘|||:'||' with a HES

strip and a separate printer. 1'% the real thing!
I I [}

terminal

Poo amnual fees Mo markups on the service fees
When we sav, “Mo Catches ™ that's exacthy what we
mean, s truly free truly wircless, and truly works!

Plus, to celebrate our new wireless offer,
we've now doubled our upfront bonuses!

We've b1k | ,_-\.-.|-\.:.|' TTeOre '!|'..'||'| S::‘i |'|'||]|||||'| Ly |'|.|'.. LA |
uptront money for simply writing an account on our
program, Chur production boms program has no limits
It's WOT a dgning bonus, You now cam $200 per
deal every !-iI'IiIB month. Writing only 10 deals a month
wsed o make vou S 100 more cach month, bat now it

makes you 52,000

Murit 80003 GPRS
Secure Terminal

Aongd, our rolloverfconversion bonuses for
reprogramming existing merchants processing .
VisaMasterT ard have -\.‘!lllll'l!-:'ll_ too. Based on E
thie merchant’'s current VisaMasterCard
sabes volume: you get 5300 (bor 510001 -
S25 0000), S400 (for 25,001 - S50, 041]
or $500 [for 50,0000 +)

For more information on the only

real, free wireless placement
program worth selling, and to start
taking advantage of our new “double™
upfront bonus program, visit
www.upfrontandresiduals.com
or call 1.888-84.TOTAL ext 9411
today!

D

total merchant services

payTaEnt solutons [or your Busingss

www. uptrontandrasiduals.com

FREE EQUIPMENT » UNLIMITED UPFRONT BONUSES = MAXIMUM RESIDUAL INCOME

Todsd Mprhard Sarecey (TS . 3 Bamber Senvce Promdsd Bor . HEEE Bk USHK, Nafaonsl Awngs ofion, Bu®aig, Y,



...adjustable to change; capable of modification.

Webster's New World Dictionany
Secend Colege Egitran

...that can be relied on; dependable; trustworthy

Wetster's Mew Warld Dachonany
secand College Edrfion

The quality or state of being of sound moral
principle; uprightness, honesty, and sincerity.

Webster’s New World Dictionary
Second Cotlege Edition



On this significant anniversary we take pride in belonging to the IS0 community and
we thank our agents for their loyalty, patience and support and for affording us the
chance to contribute to a better, finer, more rewarding tomorrow!

Since 1997, agents have turned to Signature Card Services for our expertise in relationship building.
A Lot has changed in the ten years that we've been in business, but there’s nothing
old-fashioned about flexbility, reliobility = or integrity.

Flexibility —To meet a wide variety of individual needs we have perfected a proactive,
personal approach in developing the right programs for our agents. From pricing, equipment,
leasing and incentives to bonuses, buyouts, and more, we've always tallored programs to provide

you with the best possible results,

Reliability—0Our Company was founded on the principle of helping our clients reach their

goals with confidence. We have accomplished this year in and year out with well-structured

systems and supenor customer senvice while paying residuals on time, every time for 10 years,

llltl!gl'i'l'y—lhmughuut aur story we've built a solid foundation of service and accountalbility

based an the highest level of ethical standards.

Just ask our agents.

Signature

888-334-2284 e

www.sigagents.com
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Money flows where enthusiasm grows

fter 23 years as a stay—at—home mom, divorce

dramatically altered Marlene O. Smith's life.

A registered nurse, she could have resumed

her former profession. But a friend in the pay-
ments business invited her on some sales calls, and she
decided to give the business a whirl.

After her first deal, Smith was hooked. That was five
years ago; now she is an independent agent representing
Advanced Merchant Group. In this interview, Smith dis-
cusses why she works for a registered ISO, why you can't
judge a business by its exterior and the perils of serving
a furrier.

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

Marlene O. Smith: The residual income is great. I do
like this career because I am a people person. I do a lot
of cold calls in a day and love being out conversing with

BRING US YOUR TIRED, YOUR POOR,
YOUR HIGH RISK MERCHANTS!

WE WILL PROCESS
all of tha

HIGH RISK MERCHANTS

that most others won't!
Inalpding:

® Lraveel

= Bail Bonds

= CompanonTabeg Senece

= Liegal Gambling

= Sporis Forecasting' Oddsmaking

® Teles eTiTeeC ol ko Servalisy

= Stand Alore used car and tneck
sl

= Wirg Tranater

w Door o Door Salesy

® Pharmacguboaly wis Inferne

= inbound Telemarketeg
T A ® Danect Markelin

F j"'  Qutisound Telemarkating

|
B
B EE a' HEE -EA HE :—‘- 2-; E'LI ® Sinrad Alons sallers of prenaid

5 il i ' ; phane cirdy ared preecaid call
wirw T tionaltraneactidmcom choia
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merchants. The most challenging part of this career is to
be self-disciplined.

GS: How has the industry changed since you started?

MS: Interchange pricing, equipment leasing, free-termi-
nal programs and merchants' becoming more knowledge-
able about their processing have affected merchant level
salespeople [MLSs]. In addition, there are so many more
interchange buckets. When I see my residual statements
now, I get paid on 240 interchange categories.

GS: What has kept you in the industry?

MS: Being a registered nurse and working 40 hours per
week, I could only make a certain amount of money
each month. In this business, I set appointments to my
schedule. I know how many merchants I have to sign to
increase my income.

I have total control over my hours, income, golf schedule
and vacation time. That is a great feeling. What I am most
excited about now is that we are going to receive residual
income on Discover and American Express now that they
are going to an interchange-type program.

GS: If you could change anything about this business,
what would it be?

MS: The sales reps that get into this business for a short
period of time to make extra income and tell merchants
anything to get deals signed. In the past five years, I have
seen so many merchants getting taken advantage of.

I feel all MLSs should be registered or licensed plus
required to have continuing education because of the
changes in interchange. And only registered ISOs should
be able to recruit sales agents. There should also be a Web
site or lists where all new agents could go to view regis-
tered ISOs.

GS: Describe a typical day in your life.

MS: Monday and Tuesday are office days to set appoint-
ments for Wednesday and Thursday. I have to have at
least six appointments set for each day.

I drive at least 50 to 100 miles one way to see merchants.
I am not in a big city, so to acquire merchants I do have
to travel. I am not one to stay in the office and write deals
over the phone.
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UNIQUE
MERCHANT
GUARANTEE
PROGRAM
WITH
PREFERRED
CHECK
SERVICES

ISO Sales
Partners
needed

HOW DO YOu
WANT TO GET PAID?

* BIG CASH
PER SALE or
« CASH PLUS
RESIDUALS or
* BIG RESIDUALS

YOUR CHOICE!

Preferred Check Services
has been serving the retail
community for the past
15 years. Our management
staff has a combined 50 years
of experience in check
Juarantes processing.

NO CONFLICT OF
INTEREST ... CHECKS ARE
OUR ONLY BUSINESS

|:|ll ||I|:
Preferred Check Services

A Hepimicen of Facum Fnascal Dot Services, Iac

EB4% Shilah R4, Easl, Suile &
Alpharetta, G4 30005
Phose: S85-603-8009

Fax: BB0-E03-06461
preferedcheck @hotmall.com

>3 "] knew there was more money to be

made but didn't know how fo do it.”

I will also make at least 10 to 12 cold
calls when I am on the road. When 1
get back to the office, I enter the notes
from the cold calls and send out the
deals I wrote. Friday I do follow-up
calls, paperwork and downloads.

GS: What's been your greatest suc-
cess as an agent?

MS: When I started in this business
five years ago, I was told, "These are
the rates; anything over these rates
you get paid on." In a three-year peri-
od my partner and I put 450 accounts
on the books, and I was getting about
a 10% residual.

I knew there was more money to be
made but didn't know how to do it.
The office I worked for told me there
were no publications or articles about
this business. I knew I was in big
trouble.

After attending a show for one of our
vendors, I met another processor with
which I am currently working. That
really opened my eyes.

It was a difficult decision to leave
what I had started from scratch. But
in the last two years, I have more than
doubled my residuals and have put
over 200 merchants on the books.

GS: Do you have any other success
stories you'd like to share?

MS: While making cold calls one day,
I drove by this business a couple of
times and said to myself, "That is a
small retail shop. I don't think they do
much volume."

I didn't stop. A few weeks later, I was
not having a good day with cold calls.

I decided to visit this business.

Not expecting much, I asked to speak

- Marlene O. Smith

to the owner. An elderly woman
behind the counter stood up and said,
"You have to talk to my son. He is two
buildings over."

As I drove up to what turned out to
be a warehouse, I realized this was
no small business, but rather a large
Company.

The owner saw me on the spot, and
I signed this company a few weeks
later. This merchant's volume was
anywhere from $250,000 to $500,000
per month. Never underestimate
a business because of its outside
appearance.

GS: What has been your most signifi-
cant learning experience?

MS: Working for an unregistered ISO
and having my entire residual stream
withheld when I decided to write for
another office. I am currently in litiga-
tion with that ISO's owner.

GS: What's the funniest sales experi-
ence you've ever had?

MS: When signing merchants, beware
of their merchandise. I signed up a
furrier about a year ago. While there,
I decided to purchase a new fur. I am
still waiting for the residual from that
merchant to come back into the plus.
However, the fur is great.

GS: What is unique about your sales
style/method?

MS: I am not a high-pressure salesper-
son. I am very honest, and I explain
everything to merchants. (I cannot
believe how many merchants don't
know they pay more for keyed-in
transactions.)

I always follow up and keep in touch
with ... merchants every three months.



HHE, I'm Michael Waltrip.
In business as in racing, teamwork, performance and having a competitive edge
mean everything! That's why | have teamed up with Pivotal Paymenis to
introduce a new IS0/Agent Program... “The Good Ole’ Days are back!"”
Stay tuned or come meet me on April 18" at the 2007 ETA Meeting & Expo

. o ) 7”7
in Las Vegas. You can’t miss our booth, just fook for my # 55 car!

Hickaol ot

Two-Time Daytona 560 Champion
Official Spokesperson for Pivotal Payments

PIVOTAL

PAYMENTS

www.isoagentprogram.com
1 866 467-2688
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GS: How do you generate leads? ;

MS:1generate all my own leads through
cold calling — either on the phone or
in person — referrals and networking.
I also do some direct mailing, which I
don't find as productive as cold calling.
Referrals are my greatest source of leads because my mer-
chants know that they can call me any time, and I answer
all their questions directly.

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

MS: I generally work with mom-and-pop retailers. I
do some corporate accounts, which I am looking to
increase this year. A corporate account takes a lot of your
time, and there is no guarantee that you are going to get
the account.

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

MS: Yes. Merchants like to be face to face with the people
they are buying from. They like to know they can call
you if there is a problem and speak to you directly and
not a machine.

"I generate all my own leads through
cold calling - either on the phone or
in person - referrals and networking."

- Marlene O. Smith

GS: What do you think about "selling" free terminals?

MS: I do not sell free terminals. As I tell my merchants,
nothing is for free.

GS: What does it take to succeed in this business?

MS: Goals, self-discipline, honesty and follow-up
with merchants. Also, the determination to succeed. I
strive to write at least 10 deals per month, and it's a game

for me to see if I can do this.

If I only write eight one month, I know I'have to do 12 the
next month. I like to challenge myself.

GS: What is your experience with agent training? What
would a good training program consist of?

MS: Good agent training would be to have your agents

Don’t GAMBLE on your future by
GIVING away equipment today!

You can give the equipment away for free and get paid later, OR
you can offer leasing through LADCO Leasing and get paid

Now!...and Later!

We offer a wide array of leasing options designed to suit YOUR NEEDS!

- $1 Buyout leases
= Rental programs
= Back-end rent sharing

= 48-month rates as low as .0256
= 12- and 24-month leases at low lease rates
* Revenue sharing from the very first lease payment

All this and many other benefits, including one-hour approvals,
split fundings, private label lease documents, and faxable leases.

Call (888) GO-LADCO

Speak to a service representative who can provide
options to fit your business needs.
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Independence
seems to work for
The Phoenix Group.

hen Scott Rutledge first opened the doors
of The Phoenix Group back in 2003, he
wias determined that his company would
remain independent. It would be better
fior his customers, he was sure, and it
would be better for his company,

Well, Scott must have been right, because today == just
four short vears later -- The Phoemix Group is the in-
dustry's largest independent POS supply and equipment
distributor with vearly sales im excess of 545 million
and customers from across the United States,

“MNot being tied 1o a single manufacturer and being able
to offer banks and 1505 the best products regardless of
who makes it was the starting point,” said Rutledge.
“From there, we weni about making disiribution agree-
ments with every major manufacturer.”  Today, The
Phoemx Group is the only independent supplier that can
make that claim, distributing products from VeriFone,
Hypercom, Magick, Exadigm, Ingenico and others.

The next objective was 1o establish a clear price ad-
vantage over all competitors, and again, The Phoenix
Group has succeeded. “Our negotiated prices with ven-
daors, our huge vearly sales volume, and our extremely
low overhead,” said Chris Grantham, Vice President of
Sales, “means any printer, terminal or any other piece of
equipment or supplies costs us less, and we pass those
savings directly on to the customer. In fact, other sup-
plier’s special sale prices are still uswally higher than
our everyday prices, which means an 150 buying from
The Phoenix Group can be sure they "re paying the low-
st possible price. Evervday.”

O course, a low price withoul exceptional service is a
non-starter for most, and The Phoenix Group is well-

known for its friendly, personal, one-to-one approach
to caring for customers and their needs. From deploy-
menl and secured encryplion o expedited repairs and
overnight replacements, Rutledge is confident his com-
pany’s service and support facilities and capabilities are
second 1o none, “We take care of our customers,” he
said, “better than anvone. Period.”

“In fact, other supplier’s

special sale prices are still

usually higher than our
everyday prices, which

means an ISO buying from
The Phoenix Group can be

sure they're paying the
lowest possible price.
Everyday.”

Chris Grantham, VP-Sales

The Phoenix Group has alse been keen on keeping an
eve out for changes in the marketplace and new tech-
nology trends, like remote banking. “This is where the
industry is going, and we're already there,” said Rut-

ledge.

Ifvou'd like 1o leam more about The Phoenix Group and
the reasons why they've become a drving force in the
POS industry, both Scott Rutledge and Chris Grantham
welcome your phone calls at 1-B66-559-7627. Or visil
their web site anviime at www,phoenlxgrouppos.com.

A

ANNN

THE PHOENIX GROUP

The industry's largest independent PO.S. distributor.

PAID ADVERTISEMENT
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understand interchange, know how to break down a statement and what to
look for on statements (very important), and be able to fill out an application.
Most of all, educating them on how to respond to the questions they will
encounter when on the streets. I also take new agents on the road with me for
the first two weeks to let them see how I do the business.

GS: How should an MLS go about choosing an ISO partner?
MS: First and foremost, only work with a registered ISO. I always ask about

a company's customer service department and support, too. I do not want my
merchants on hold for 20 minutes and not getting help when they need it.

A ZCTO0

you’'ll never forget!

A deal so good it will even cost
you nothing to call today!

1-866-253-2227

...and most important,
zero strings attached!

g
AlphaCard

The other important thing is
the compensation package and resid-
ual stream. Make sure you get paid
on all 200-plus residual streams. And
ask to see the reporting system for
your residuals.

GS: Did you know enough about
industry contracts before you signed
one? Please elaborate.

MS: I know enough about the indus-
try contracts now. I would recom-
mend an attorney in this field read
over a contract before you sign it.

I feel it is difficult for the aver-
age accountant or attorney to be
beneficial in our industry because it
is so complex.

GS: How has The Green Sheet
helped you?

MS: The Green Sheet has saved me
in this industry. It has provided
me knowledge to share with mer-
chants, new products, services and
resources to find any kind of help you
may need.

GS: Any advice for newcomers?

MS: Behind every no there is a yes.
You cannot get discouraged in this
business. Hard work will eventually
pay off; you will see your residual
income grow.

GS: What hobbies do you enjoy?
MS: I love golf, skiing, bowling, deer
hunting and gardening, and I love to
play poker.

GS: What's your greatest dream?
MS: My greatest dream would be to

have my three sons get into this busi-
ness. The possibilities are endless.

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



National Processing Company

presents
The Dream Team...

For over 320 years, this powerhouse has
grown to become one of the largest and
most respected names in the industryj...

. " « Integrity, gquality and
bility have defined this IS0

has Et’p-Er.fEﬂEEﬂ tremen dou
and success.. )

-=-Irave combined forces to
create the largest,
most Ffocused, ISO centric
company in the industry!

Call NPC today!
1-877-300-7757
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Crossgate

I1SO/MLS contact:

John Allen Tharpe

President and CEQ

Phone: 501-255-7515

Fax: 501-255-7876

E-mail: jo@cgdynamics.com

Company address:

10201 W. Markham Sreet
Suite 215

Little Rock, AR 72205

Phone: 501-255-7515

Fax: 501-255-7876

Web site: www.cgdynamics.com

ISO/MLS benefits:
o Customized solutions
© Merchant retention

o Automated processes
® Improved efficiency
© Reduced expenditures
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Helping you work smarter,
not harder

o survive in the highly competitive financial services industry, com-
panies must continually evolve. Those that become complacent risk
losing market share. Even if profits are up and customers are satisfied,
ISOs, merchant level salespeople (MLSs) and their customers must
continually ask, Can this be done faster, more accurately or just plain better?

The answer, of course, is yes. There is always room for improvement.

An expert, focused touch

But how, exactly, do we bump up our game? Business process optimization
(BPO) is a promising option. It involves finding ways to automate or optimize
labor-intensive and redundant activities to save money and improve perfor-
mance — without sacrificing service quality.

But can BPO address the unique demands of the payment processing industry?
Yes. Business and payment software development firm Crossgate Dynamics
offers BPO services tailored specifically to the financial services industry.
Specializing in BPO, Crossgate helps businesses — particularly acquirers, ISOs,
MLSs and merchants — create and implement custom solutions to work smart-
er, rather than harder. Its solutions are designed to improve existing processes
and create new money-saving, revenue-generating practices.

The ultimate goals of BPO are to increase productivity, reduce cost and boost
revenue. Crossgate's target market benefits from the company's singular focus
and expertise. John Allen Tharpe, Crossgate's founder, President and Chief
Executive Officer, has a 15-year history in the payments industry and has held
executive positions in the acquiring sector. Tharpe also was Executive Vice
President of a leading payment gateway.

Solutions for this industry

When Tharpe founded Crossgate in October 2006, he knew the company
would create and develop software for a multitude of businesses. But he was
particularly drawn to the payments space. "A focus on the payments industry
was especially attractive as the industry is in the midst of a technological trans-
formation," Tharpe said.

He noted that his company is much more than a software developer. "Crossgate
Dynamics intimately understands the electronic payments industry and
develops payment-specific technology for acquirers, ISOs and their
merchants," he said.

Tharpe's experience has given him a thorough understanding of the payment
processing industry's regulatory and compliance issues. "All my years in the
payments space has certainly benefited the company in the sense that we
understand the rules, the processors, the message file formats," he said. "That
is what separates us from any other software development company.”
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Acquirers, ISOs and MLSs can engage Crossgate to
develop internal productivity applications such as online
merchant applications, virtual processing technologies,
reporting tools, Web-based portals, processor certifica-
tions and automated reconciliation solutions.

The company also offers technological solutions for POS
terminal, automated clearing house, electronic bill present-
ment and payment, and payment gateway integration.

Crossgate can also help strengthen responses to requests
for proposal (RFPs). The company provides expert techni-
cal assistance and can even conceptually design custom
integrated solutions that may be required to win bids.

"If the RFP mandates a complex solution or contains an
integrated payment requirement, acquirers and ISOs no
longer have to shy away from the opportunity,” Tharpe
said. "Crossgate is a strong resource and partner."

Additionally, Crossgate provides support. Depending
on the application or client requirements, support can
run from minimal to elaborate. Tharpe reported that if a
solution is robust and complex, the company can provide
a 24/7/365 maintenance contract. It also accommodates

—a
ﬂ Bartlett Info Tech Services, LLC

clients who prefer to manage solutions themselves.

i
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Think customization, not price

Merchants are increasingly well-versed in payment options
and the importance of value-added services. While they
may not understand the intricacies of electronic payment
technologies, retailers are aware of innovations that could
benefit them. They want to use payment options that will
provide them the biggest profit.

"The adaptations and acceptance of these electronic forms
of payment [are] growing," Tharpe said. "It's becoming
the preferred way of conducting business."

In today's economy, businesses "have to do it faster and
better, to compete," Tharpe said. "That is the driving force.
Companies can't solely compete with a stand-alone, non-
integrated solution. Merchants are looking for ways to
integrate payment processing into day-to-day activities."

Tharpe added that price alone is no longer enough to
close a sale. ISOs, MLSs and acquirers "need to go to the
next level and start talking about efficiency and integra-
tion," he said.

Crossgate's solutions contribute to the brass ring of reten-
tion: Once merchants are using proprietary solutions that
serve them well, they are less likely to change processors.
"It streamlines and optimizes processes," Tharpe said.

"The acquirer is happy because they built something that
a competitor can't begin to touch or duplicate. [The cus-
tomer] will be with them for a long time."

According to Tharpe, customization is what differentiates
his company. "Crossgate Dynamics does not sell 'off the
shelf' technology, as we fully understand that our clients
have their own way of conducting business," he said. "We
adapt so our clients don't have to."

No need to go solo

Tharpe wants acquirers, ISOs and MLSs to know they
have resources. He believes Crossgate can help them
increase efficiencies, win new business and retain current
clients. And, since Crossgate's market is international, and
thus able to transcend locations and industries, its cus-
tomers can reach just about any merchant, he noted.

Crossgate is seeking technological partnerships in the
payments industry. "It's an alliance opportunity for the
acquirer to engage us to expand their internal infrastruc-
tures and to become more efficient and optimized in their
own practices," he said. "We can also help build new tech-
nologies to attack certain market verticals.

"A partnership with Crossgate Dynamics enables acquir-
ers and ISOs to become more competitive and to win
more merchant contracts.” B
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Global economy,
global business?

any times you've heard the statement
"We live in a global economy." But
how does this affect your business? To get
a better sense of what this axiom means to
companies in the payments industry, we asked members
of The Green Sheet Advisory Board the following ques-
tions about their plans for global expansion:

1. Has your company discussed moving into markets
outside the United States? If not, do you expect discus-
sions on this in the future?

2. If your company is considering global expansion, what
markets look most promising?

3. What would you consider the chief motivators for mov-
ing info these markets2

4. How would an international presence complement your
domestic business?

5. What criteria must an 1SO or acquirer consider before
doing business outside the United States?

6. What are the biggest impediments to expanding glob-
ally: Language and cultural differences? Political uncer-
tainties? Infrastructure issues?

7. What are the most compelling reasons to expand
operations outside the United States?@

Following are GS Advisory Board members' responses, in
alphabetical order.
Sam Chanin, Business Payment Systems

1. & 2. Yes, we would like to work in Canada
and England. Puerto Rico and the West Indies [also
look promising].

3. Less competition, higher revenues.

4. In Canada and England, it would be a natural
expansion of our sales force.

5. We are in the process of learning that information now.

6. Infrastructure issues and cooperation of banks.
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7. Potential profits, and the U.S. market is becoming a
commodity marketplace with thinner margins.

Jared Isaacman, United Bank Card Inc.

Several times we have considered entering the
Canadian market. Usually there is some other big proj-
ect that hinders our progress, but it never is completely
written off. It's important to realize how, in some ways,
things get more complicated and at the same time sim-
plified outside the U.S. market.

For example, you need two acquiring banks in
Canada: one for Visa and another for MasterCard.
That, as well as the fact that the market is dominated by
five main banks, makes entering Canada a challenge.

On the flip side, the interchange [in Canada] is much
more simplified. And if you can get in the market hav-
ing only five primary competitors, it is a lot easier to
manage than the hundreds we have in the U.S.

1. & 2. We will continue to pursue Canada as part of
our long-term project list. The lack of competition and
innovation in Canada creates the right opportunity for
United Bank Card.

3. The Canadian market has very few competitors, and
the innovation and technology that the U.S. market has
seen over the last few years has certainly not made its
way to Canada.

4. UBC has over 1,400 ISO partners around the
country. Several of them are located along border states,
which often presents them [ISOs] with sales opportuni-
ties in Canada.

5. Like any major initiative or startup, there has
to be a financial opportunity to justify the expense.
If the Canadian market had seen the type of fierce com-
petition the U.S. market has been going through over
the last few years, it would not even be a consideration
to expand in Canada.

Language, political and tax considerations are all an
issue but can easily be overcome with the right team
handling the initial setup. My concern, especially with
Canada, is that there are five main players that really
want to keep the ISOs out.

6. As I have learned, securing both a Visa bank and
MasterCard bank for sponsorship is a challenge.

7. Diversification is always important, especially if it
will complement your existing business channels.

Jerry M. Julien, Equity Commerce LP

1. Yes, we have had numerous discussions about expand-
ing outside the U.S. from both an operations perspective
and a sales effort. We currently have the ability to place
traditional higher risk industry types offshore and will
continue to pursue those opportunities.
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2. Due to existing relationships within the industry, we
are primarily looking at the opportunities with the Latin
America Caribbean region.

3. Our primary motivation in considering these markets as
opportunities [related to operational issues] is the lower
associated cost with employment and infrastructure.

In addition, many LAC countries are bilingual, which will
allow us to tap into the expanding minority markets.

4. Our current offshore merchant acquiring relationships allow us ... to place
any type of merchant or industry that comes into our offices. This can be criti-
cal in becoming a one-stop shop for our agents: They know we have multiple
relationships in place to assist them in finding a home for an account.

5. Some of the critical things a company must consider are the political envi-
ronments in which they are looking to expand and regulations regarding
incorporating, taxes and currency conversion rates.

The other critical item is ensuring control over the operations. Simply out-
sourcing to a company that provides these services can lead to lack of control,
generic efforts and competitors' using the same sources.

6. With technology evolving so quickly, the language and cultural differences,
which in the past could hinder efforts, are becoming less and less [apparent].
Political environments must always be taken into consideration as well.
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Several countries outside the U.S.
have embraced the call center/
technology opportunities and have
geared their political [strategies],
incorporation, technology and taxes
to encourage countries to expand
into those markets with ease.

7. The ... most compelling reason
to look at expanding operations
outside the U.S. is the cost of hiring
and keeping an employee.

Dee Karawadra,
Impact PaySystem

1. & 2. Yes, especially Europe and
Asia. ... The Canadian market [also
looks promising].

3. Less competition.

4. It would give us opportunity to
diversify our presence; hence, there
would be a balance in case the U.S.
market slows down.

5. The value of a dollar. The
conversion rate can change on a

daily basis.

6. Political uncertainties, as the oth-
ers you can overcome by hiring the
right people.

7. Balance.

Allen Kopelman,
Nationwide
Payment Systems

1. & 2. Since we are located in
South Florida, we get asked all the
time to set up merchant accounts
in South America, Puerto Rico and
the U.S. Virgin Islands.

There is a lot of growth in
many South American countries
along the coast, where people
from the U.S. are building luxury
condos and homes. ... Puerto Rico
and the Virgin Islands are U.S. ter-
ritories and use U.S. currency.

But it is not possible for us to
set up accounts in either of
these two places.

If we were able to ... it would be
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very profitable because the rates they
[merchants] are paying now are very
high, and there are only two providers
in Puerto Rico and the Virgin Islands.
I don't know why the processors don't
let us set up U.S. companies down in
those areas.

3. The key motivators would be the
ability to bring more competition into those markets and
to get the merchants better rates and services.

5. The biggest thing is how to manage risk in some of
these areas with Visa International and MasterCard
Worldwide not really working well with Visa U.S.A. and
MasterCard [in the United States].

If Visa and MasterCard wanted the cards to be truly glob-
al, then they would open up the international markets.

6. We would only want to work with U.S. companies
expanding into these other areas; otherwise, you will
have issues in dealing with people from foreign coun-
tries. And it might not be cost-effective for every com-
pany to have multilingual staff on hand.

Most of the growth for ISOs would be selling to exist-

ing clients that are opening up businesses in Mexico,
Puerto Rico, etc.

A few more comments: Although Visa and
MasterCard operate both inside and outside the
United States, there does not seem to be much that
merchants in the U.S. can do about chargebacks from
international cardholders.

There is no way to manage the risk of merchants'
accepting cards from outside the U.S. In the
event a chargeback occurs, there is an automatic reversal
because no relationship exists between Visa U.S.A. and
MasterCard and their international counterparts.

So to truly go global there has to be communication
between these entities to resolve chargeback issues.
The same goes for merchants outside the U.S.
who want people within the U.S. to buy their products
and services.

Biff Matthews, CardWare International

1. & 2. Yes. Western and Eastern Europe, New Zealand,
Australia.

3. [They] closely match the U.S. market 15 years ago,
with similar opportunities.
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4. As U.S.-headquartered companies have globalized, foreign
companies are likewise expanding globally.

5. It's not the U.S.: The card Association rules are different;
different laws impact our businesses.

And while U.S. culture is becoming more the norm [in foreign
countries], they still aren't the U.S. Adaptation and integra-

For CardWare, an established distri-
bution infrastructure, as well as reli-
able telecommunications, is critical.

As with one's business, a prudent
entrepreneur should have exit strat-
egies for varying scenarios: political
unrest, economic disaster, nation-

alization, or dramatic law or rule
changes that negate opportunity.

tion are necessary, as well as a long-term payback strategy.

6. It depends on the region. Political and economic instability are more preva-

lent in South and Central America as with specific European countries. 7. Opportunity!
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Jeffrey Shavitz,
Charge Card Systems Inc.

This issue has come up a lot at our
company during the past few years
for two primary reasons:

a) We represent many franchise
systems and, as such, we have
been referred to other franchi-
sees outside the U.S. With that
said, our processing agreements
do not allow us to write busi-
ness where our merchant's bank
account is not in the U.S.

b) Canadian businesses -
although just over the border,
these merchants also pose a sig-
nificant problem for us in being
able to process for them.

We believe that in order to be a
full-service processor, we must
have full-service capabilities
to work globally, whether
we do it ourselves or have
strategic partners.

Our current thinking is that stra-
tegic partnerships located in a
specific country may be our best
alternative, considering they
understand the culture, language
and nuisances of working with
that merchant base better than
we ever could.

We thank the GS Advisory Board mem-
bers who responded to our questions.

For more information about the oppor-
tunities and challenges of expanding a
business into foreign markets, read "The
World of Payments" (GSQ, April 2007,
Vol. 10, No.1).
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POS terminal makers
take off the gloves

y all accounts, the terminal market worldwide
shows strong growth. Yet, terminal manufac-
turers are using aggressive tactics usually seen
in shrinking markets.

VeriFone made a play for Hypercom Corp.'s customers
March 19, announcing a multimillion-dollar plan to write
software conversion interfaces to enable Hypercom users
to work with VeriFone platforms.

VeriFone Chairman and Chief Executive Officer
Douglas G. Bergeron claimed many of Hypercom's prod-
ucts lack certification to the Payment Card Industry
Data Security Standard (PCI DSS), a claim refuted
by Hypercom.

The announcement came four days after an activist inves-
tor criticized Hypercom's corporate strategy and sug-
gested that management consider putting the company
up for sale.

And VeriFone made the offer to Hypercom customers
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the day before Hypercom announced it had received PCI
certification on its newest P4100 PIN pad.

George Sutton, Managing Director at Craig-Hallum
Capital Group and an analyst in the terminal market, sug-
gested the timing of VeriFone's announcement in relation
to Hypercom's PCI news was not coincidental. VeriFone's
proposal to convert Hypercom customers "was pure mar-
keting," he said.

Toe to toe on PCI

"My sense is both Hypercom and VeriFone are at similar
points in the [PCI certification] process. They both have a
handful of products” that meet the PCI DSS, Sutton said.

"We have a broad range of PCI-compliant products,” a
Hypercom spokesman said. "Mid-year, we will introduce
the highest security, largest memory and broadest feature
set of any countertop device."

The company's PCI-compliant products currently include
multilane terminals, mobile wireless terminals and two
PIN pads. All six countertop products to be introduced in
coming months will be PCI-approved, he added.

VeriFone's offer to convert customers "looks like a des-
perate act for a company that's been laying off dozens of
people in the last few weeks," Hypercom's spokesman
said. "It's a sales pitch."

He attributed the offer to Hypercom's competitive posi-
tion: "We believe we may be taking market share from
them with our products.”

VeriFone confirmed that the company has laid off
approximately 100 "overlapping positions" or less than
5% of a total workforce of 2,400, as a result of the
Lipman acquisition last October. "The reductions were a
mix of employees from both organizations," the company
stated in an e-mail response to questions.

Since making its offer, VeriFone has received a response
from 10 Hypercom customers, according to VeriFone.

Bergeron had claimed Hypercom customers "are con-
cerned about the company's future and speculation about
a possible sale."

Selling the company was the final option proposed by
investor Robert L. Rosen, Managing Partner of RLR
Capital Partners and RLR Focus Fund LP, in a letter to
Hypercom March 18.

RLR Capital has acquired 5.1% of outstanding
shares of Hypercom, according to the letter. Securities
and Exchange Commission filings show that RLR has
bought most of those shares since Jan. 1, 2007. A 5.1%
stake puts RLR among the top five institutional holders
of Hypercom stock.



II'.IC. Fastest Growing
m Companies Annual Rankings

Please check ALL that apply:

2002

2005

2006

Inc. Magazine says companies like cynergydata will shape owr world cover
tha naxt 25 yeoars.

i3 no concidence Bt in 2004 ond b he Jd e Synaeydalo B highighled in
inc. Moparings menowned onnu sonidng of T SO0 ioses grovng Driviiedy hel COMEcnies
in e LS Wiyt Cymeigydaio hos dstinguished Bt - by nsing on cradalivilty ond T mios!
sche-oi-he-arf sophisioaied lechnology 1o Madmze mechont oocount srdced.

Syt offers i 008, fechnoency ond IEning ol Continues 10 alosy SO0 10 aciees
lervis Of SUCCEes ot o wery bavond. And B no concicancn ok whisn GOFs onp sl
acqueens o Cynengyodoia mop o v such o Deing necognioed vl again by
e, Morgazing o one of I nalon's e Growng Companed

‘Wieone sRCOONERad Dy G, IBOACEDIne: [DaSCon i e v BSOS Mhea W00 ey meeaecd A0 Qom0
B WIS ol VINTICERRACIING, our wiul mgechont oppecoion soffwor ond Qooouniing iool,
mwmmm OGNS pour OCO0LINING Seorimend, hocs you
i PEROURCEE 0N ROV LD oL CUEAOITEY SEAnE mm:lnmwhmm
et haarchiet N YL Qualel b culttedrig mprchanits Tor B,

A cyneegydoio, we grew of 0 325% Myl orowt noe Bosed on o mumiber of good
MROROrE RO o, Emuummmwwwmm
oo it 10 ooust iechnoiogy ond senice 10 mpet cLsomens’ neecs. Ao, CYTRIgyIalo hos
oy Bt & Bl S - i oo o o B Bt Cormporiis in s industey i peosics neal
CLEROMES Serace ondl ech pnor in Do Bnglish ond Sponish

Ay, ghang vou 10 Mook Nespad U i Qrowy, T00ema; we oS DChoOoes foe you
rrrchicrts. Thif IMearns mMons eveniues ior your manchans and mons neskduals bor youl

ivihon youse neody 10 oohiee s of sucoe Tl 9O woy beyond, ool Torm Linoen o
1-B00- 2330004 mdwmmumﬂwﬂmmﬂ Hsmmmm’rm«m

-;’cynergydo’rc:

THINK wary bapng
Cynangy Data, o segiteied SOMER in casockalion wilth Bark of Amesca, NA Chonicha, BC
ing, 500 is o mgistered Togemon of Monsualo Veniees LLC




News

Tired of running around
for equipment and supplies?

Contact POS Portal...
for ONE STOP Shopping!

@ Equipment & supplies sales

@ "Customer-Firsl” service

® New & remanutactured

& At least 1-year warmanty

@ Blind shipping to merchants

® Real-time freight quoting

® Online tracking

@ Hypercom, Ingenico, Lipman,
Magtek, RDM, Thales, Verifone,
We carry them alll

Check readers/imagers, imprinters,
printers, terminals, smartcard readers,
pin pads, paper, ribbons, and more...
Quantity pricing available.

CALL TOLL-FREE
866.276.7289

sales@posportal.com

POS

PorTAL

Hypercom's stock, which traded above $10 in May 2006,
was trading in the $5.50 to $6 range at press time.

Shareholder discontent

Rosen criticized Hypercom's intention to use its cash to
acquire companies in the terminal services market, rather
than repurchase its own shares. He urged management to
buy back one-third of its outstanding shares and focus on
improving operating margins.

If the company is unable to meet its sales growth and
operating-margin targets during the current year, its
board of directors should review alternatives, "including
a possible sale," he stated.

Such shareholder activism is becoming increasingly com-
mon, Sutton said. "The key points [Rosen] made were
fair." Sutton said he would prefer to see Hypercom do a
combination of stock buybacks with "well-thought-out
strategic acquisitions."

A Hypercom spokesman said, "We have received the let-
ter, we are reviewing it, and we will respond in an appro-
priate manner at an appropriate time.

"It sure sounds like VeriFone is suggesting that customers
don't want a choice, that they are supportive of a monop-
oly in the marketplace," he added. "Customers want to
have choices so they are not held hostage by one vendor
in this space."

The terminal market has plenty of room for growth,
Sutton said. "We continue to see worldwide expansion of
payment terminals."

However, the stakes are rising in the terminal hard-
ware business, said Dan Schatt, Senior Analyst with
Celent LLC. Manufacturers now have to compete with
customers like First Data Corp., making market dynam-
ics more unpredictable. "You can see what First Data has
done, coming out with a do-everything terminal to lock
down merchants."

Sutton said although Hypercom has been playing "catch-
up" to VeriFone, its product offerings have improved
"greatly." Lipman had a "very strong wireless platform,
and I think VeriFone's strength has been in the multilane
market. Hypercom's is in the ISO channel." He predicted
Hypercom's Blade product will prove to be popular in the
wireless market.

In Hypercom's most recent earnings call with investors,
executives discussed coming products. "We will bring out
a new unattended product for outdoor kiosks and inte-
grated systems," said William Keiper, Hypercom CEO.

The modular, 32-bit product will be based on the Linux
operating system and feature a full-sun-readable active-
matrix color screen. B



Intuit = ECHO kapuvut,
fed crackdown afoot

lectronic Clearing House Inc.'s foray into process-

ing Internet wallets for online gaming six years

ago has had unfortunate consequences. Intuit

backed out of an agreement to buy the company
when ECHO disclosed and quickly settled a federal probe
in late March for $2.3 million.

The acquisition would have given ECHO broader market
scope. Intuit is the maker of QuickBooks, Quicken and
TurboTax software.

ECHO accepted a nonprosecution offer from the govern-
ment regarding ECHO's role as processor to Internet wal-
let sites, which typically hold funds for online gamblers.

The $2.3 million the company will disgorge is its
estimated profits from processing and collection
services provided to such clients since 2001, ECHO
Chairman and Chief Executive Officer Joel M. Barry said
in a conference call with investors March 27, the day of
the disclosures.

ECHO was never identified by U.S. attorneys as the target
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of the probe, he said. Rather, the Justice Department has
enlisted the company as a witness against other parties.

ECHO ceased most Internet wallet business when the
Unlawful Internet Gambling Enforcement Act was
signed into law in October 2006. It is now out of the
Internet wallet business entirely. Barry said he could
not discuss under what laws the government is
pursuing its case.

Dissenting opinions

Intuit and ECHO mutually agreed to terminate the con-
tract, a decision criticized by investors on the call. "Given
the beating your stock is taking — down over $7 [per
share] — if you had taken a price cut, ... it might have been
better for shareholders," said investor Paul Glazer.

Intuit may have backed out of the deal because of its
own disappointing earnings, "so their threshold for risk
might have been lower," commented Dorsey R. Gardner,
President of Kelso Management Co.

"I don't understand how that's in your best interest," said
Troy Hottenstein of RG Capital Management. "You should
have held them to that deal.”

The Intuit deal "spread us across a broader market

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

EZ.
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increase your sales. Call EZCheck today at 1-800-T97-5302, ext. 3313 or
email exsales@ezchk.com.
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NEITHER WOULD WE.

LET'S TALK ABOUT WHAT REALLY CONCERNS YOU, WHAT MATTERS MOST.
TRUST. SECURITY. PAYMENTS MADE TO YOU TIMELY.
HONEST PEOPLE WITH A PROVEN TRACK RECORD AND HISTORY. FLEXIBILITY.
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than we would like to operate in," Barry said. "We still believe the value of
ECHO is very high." Gardner suggested Intuit's decision gives ECHO other
merger opportunities: "I thought you were selling kind of cheap. At today's

FFR TR‘DN IEE prices, selling at one-times revenues is a huge discount," he said.
ol

Fepuipunent New & Relurhished Barry said as ECHO refocuses on its traditional market, it will see operational
E un_ B 5 E_z u 3 u savings from a new processing platform, which was in development for several

years. "The Intuit transaction represents an endorsement of our business strategy"
of focusing on technology and embedded software solutions, said Charles Harris,
ECHO's President and Chief Operating Officer. ECHO reported revenue of $75
million for 2006. &2

Wal-Mart drops plea for ILC

hen Wal-Mart Stores Inc. raised the white flag in its long
attempt to enter U.S. banking, many viewed it as a victory for com-
munity banks. Yet, the greatest beneficiaries may be card issuers
and processors.

179,06

-case price-

Wal-Mart's stated goal had been to cut the interchange fees it pays by doing its own
bankcard transaction processing. Potentially, Wal-Mart could also have issued card
Association-branded cards.

That motive was in keeping with Wal-Mart's financial strategies, according to
Jim Eckenrode, Banking Research Fellow for Financial Services Strategies and IT
Investments, TowerGroup. Reducing Wal-Mart's domestic interchange bill will be

next to impossible without a banking license, he added.

"However, this should by no means be interpreted as a retreat by Wal-Mart from
the financial arena," Eckenrode said. "TowerGroup expects the company to con-
tinue expansion of financial products and services targeted at its core customer

j
Teertronics| demosraphics’

' I S HOW Wal-Mart announced March 16 a withdrawal of its application to the Federal

a7 | Deposit Insurance Corp. seeking permission to buy an industrial loan company
.acce ti“ (ILC) charter. Wal-Mart President Jane Thompson attributed the decision to the
FDIC's January extension of the moratorium on ILC applications.

keys forall|
- o more controversy
- nf Yﬂur __:_- .........................................................................................................................

=1 & Thompson again countered criticism the company was hiding intent to
= 8NncCc rypt'ﬂn begin community-based retail banking at its stores. "At no stage did we intend to
il « s t-l- use the ILC to establish branch banking operations, as critics have suggested. We
= in JEC ion- simply sought to reduce credit and debit card transaction costs," she stated.
' ,.":'_: ;_'-" : “EEd 5! "Wal-Mart made a wise choice," FDIC Chairman Sheila C. Blair stated. "This deci-
4 = t . H_.'_ sion will remove the controversy surrounding their intentions."
= y "This doesn't spell the death knell for Wal-Mart for financial services in the United
States," Eckenrode said. The retailer will move forward with wire transfer and

remittance services to immigrant populations here.

. Wal-Mart will pose a competitive threat to banks "that have gotten into the cross-
- border remittance game," such as Citigroup Inc.,, Grupo Santander and BBVA,
which just bought Compass Bancshares Inc. and has dominated U.S.-Mexico
money transfers, he added.

972-735-8880
www.teertronics.com | Wal-Mart has secured a license for full-service banking in Mexico, where support-
ers outweighed critics, believing more competition will improve access for that




country's unbanked, Eckenrode said. And the retailer
is seeing growth rates in sales and profits two to
three times as high in international markets as they are
earning at home. But domestic community banks can rest
easier now, Eckenrode said.

SEAA meeting offers
added-value advice,
vendors

s ISOs and merchant level salespeople

(MLSs), the more value you bring to your

merchant clients, the more likely they will

continue working with you, according to Kim
Fitzsimmons, First Data Corp.'s President of Independent
Sales Services.

She advised attendees of the recent Southeast Acquirers'
Association meeting on ways to increase merchant
"stickiness." ISOs and MLSs can make themselves
unique and less replaceable by offering merchants a full
suite of payment services, which include gift card and
loyalty programs, electronic check conversion, and
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PIN-based debit card acceptance, as well as identification
verification tools.

To sell such products, ISOs and MLSs should form strate-
gic partnerships with respective companies. A great way
to get started is by talking with representatives from those
companies at tradeshows like the SEAA. (This year, about
70 vendors attended.)

"Ask them questions; interview them just like you would
a [job] applicant. ... Make sure your key value is their
core competency," she added. Also, interviewers should
put together a checklist that includes questions about the
company's industry experience, financial stability and
customer service.

When looking for value-added partners, Fitzsimmons
stressed the importance of due diligence: Always get ref-
erences and make test calls to the customer service depart-
ment, she said. Having a good track record is important
because "their reputation is your reputation.”

Economies of scale must also be considered. "Make sure
they can grow with you," she said. "When you add more
value, merchants then look to you - as their business
grows — as their adviser."
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Hypercom T4100

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-
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 not providing cutdated 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. 1t"s simply the
smartest, most adaptable and most advanced machine in the industry
- and it's yours, from Total Merchant Services, for free. Chech out
www.upirontandresiduals.comT4100 to see why this terminal is superior
to any other currently on the market.




[t you're still

buying terminals, "=
you're burning money !

FREE TO SELL OR LEASE
Total Merchant Services” new Free Tarminal Program
gives you the ability to sell or lease free terminals
and make as much money as you can - with absolutely
no cost to you!
Choose from three oplions:
« Option &1 - Hypercom T4 100 (Multi-App,
Dual Comm, IP-enabled)
« Option §2 = Hypercom T4 100 (Multi-App, Dual
Comm, IP-enabled) with Magtek Check Imager
« Option #3 - Hypercom T4 100 (Multi-App,

Dual Comm, IP-enabled) plus VivOtech 4000
Caontactless Reader Kit

Piease Mole: When selling or leasing terminals under this
trirly Free Tormina! Program, our upfront boms program
daes nof apply

ﬁ merchant services

payment solutions for your business

www. upfrontandresiduals.com

FREE TO PLACE

Qualify for Total Merchant Services’ Upfront Bonus
Program that offers $200 production or $300-$500
conversion bonus payments by “placing” the
terminal at the merchant location through our

Free Terminal Placement Program.

Choose from four options:

« Option #1 = Hypercom T4 100 (Multi-App,
Dual Comm, IP-enabled) = with Upfront Bonus

« Dption #2 = Hypercom T4 100 (Multi-App,
Dual Comm, IP-enabled) Magtek Check Imager =
with Upfront Bonus

« Option #3 - Hypercom T4 100 (Multi-App,
Dual Comm, IP-enabled) plus VivOtech 4000
Contactless Reader Kit — wath Upfront Bonus

« Option #4 — Munt 8000 GPRS Wireless Terminal

Plagse Note: If you place the Nunf 8000 GPRS ferminal wnoer
owr Free Terminal Placament Program, our wodront bonws

progran does nof apply.

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

Call 1-B88-84-TOTAL ext. 8411 or visit www,upfrontandresiduals.com
to start making more money and selling more deals today!

Tatal Merchant Services [TMS) i & Member Service Pravi

der far: HSEC Bank USA, Nalional Asiocistion, Bullala, NY.



One Company, Endless Solutions.

Comdata® deleers streamlined card processing
solutsons for your business. ‘'We eliminate the
middlemen and redoece your overall costs by
prosiding one comparny for credit ard dedat
processing and one company for integrated
reparting. Comdata will help you streamline
performance and generate more walue for
your card processing dollars, Card processing
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[ II'TE B2B tortoise from page 1

he said. "You have to be more fluent in more topics.
Transactions in retail are pretty standardized; you hand
over your card at the register.

"In B2B you'll find many more card not present transac-
tions, and one business may sell in multiple ways and
in multiple locations. So you'll probably spend more
time getting to understand your clients' business models
upfront. But this is value-based selling, which is much
more interesting — and lucrative — than price-based sell-
ing. B2B processing isn't commoditized."

Atkinson said by using purchasing cards (p-cards), sup-
pliers can reduce days sales outstanding (DSO), which is
the average number of days a company takes to collect
payment after a sale has been made.

However, she noted suppliers "have to pay the inter-
change, and that may not be acceptable if they offer
significant pricing discounts to their clients. It is a much
harder job to convince suppliers to accept p-cards than it
is to get a buyer to want to use one."

Will B2B accelerate?

The current number of electronic transactions is just the
tip of the iceberg: Twelve percent of B2B transactions are
card transactions; another 18% are automated clearing
house (ACH). Just under 7 billion B2B transactions, or
more than 70%, are settled by check annually.

"With over 4 billion B2B transactions migrating to e-pay-
ments over the [next] six years, the land grab for transac-
tion volume will be intense," Grealish said.

Atkinson expects card payments will continue to grow
because of the increasing online activity of B2B trading
partners. "Plus, the movement from paper check pay-
ments will lead to more card payments as well as conver-
sions to ACH," she added. "I estimated that p-cards made
up about 2% of noncash B2B payments in 2006 and will
grow to 5% of total B2B payments by 2010."

Neuman said it will take movement on both the acquiring
and the issuing sides to tip the scales. "American Express'
potential to provide value to B2B buyers and suppliers is
supported by the unique competitive advantage we have
of being a closed loop network," she said.

She added that AmEx has "direct relationships
both on the issuing and acquiring side of the business,
allowing us to leverage these relationships with the
merchant and the cardmember, and being able to
provide merchants with unique business insights and
marketing capabilities."

Unloading paper baggage

Celent's research shows that companies are in transition,
migrating from checks, investing more in e-payment
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systems and lowering their payment processing costs.
The research also revealed that 88% of the companies
surveyed are investing in payment system improvements,
setting the stage for future electronic payment growth.

"The role of technology and third-party providers in adop-
tion of e-payments is profound,” Grealish said. "Advanced
technology is enabling rationalization of labyrinthine pay-
ment systems, sophisticated least-cost routing, improved
automation (like the auto correction of exception items),
and ultimately 99% straight-through processing.

"The ideal state of payment processing is an integrated
payment gateway supported by a smart decisioning
engine. Although such a gateway is still more vision than
reality, the technological pieces and players are gradually
coming together."

Accounting departments are handling increasing num-
bers of electronic transactions, including debit or credit
card use for gasoline, travel and entertainment expenses;
conference registrations, books or subscriptions pur-
chased online; and prepaid card use for payroll, benefits
or incentives.

Systems must be improved to accommodate these elec-
tronic payments. And Bills noted that once companies
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have upgraded their operations, the switch to electronic
payments will be relatively painless. "Many companies
are already investing in p-card systems, and these systems
can convey enormous amounts of information efficiently,"
he said. "The tracking abilities and the efficiency gain
warrant the interchange fees pretty easily on that level."

P-cards pave the way

Grealish said ghost cards (virtual cards) and p-cards inte-
grated into accounting systems (like the MasterCard e-P3)
are "breathing new life into the p-card and are raising the
value charged on p-cards.

"One top issuer reports that the average 'ghost card' trans-
action is $3,000 compared to $200 or $300 for p-cards.
Companies that weren't interested in managing plastic
cards are showing interest in ghost cards."

Atkinson reported that large corporations and mid-
dle-market companies are using p-cards to streamline
smaller-value repetitive purchases. "Purchasing cards are
growing at about 20% year over year," she said. "When
used for purchases, data about the purchase is automati-
cally captured and provided to the procurement manager
at the company.

"The use of these cards can be restricted to approved
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vendors, and single transaction or period of time amounts
can be controlled."

According to Atkinson, the biggest card issuers are
striving to integrate purchasing cards into compa-
nies' normal procure-to-pay cycles as an alternative to
cutting checks. And, banks are encouraging larger p-card
purchases by offering rebates and helping companies tar-
get suppliers to enroll in p-card acceptance programs.

To control the extension of credit, she added, banks
provide online, real-time limit adjustments automati-
cally after each purchase. In addition, p-card capabilities
provide accounting efficiencies for merchants
and acquirers.

New lanes ahead

Grealish said a number of factors are coming into play
that may speed up the adoption of electronic B2B pay-
ments: the demise of check float, for example. In her report
"Crossing Frontiers in Business-to-Business Electronic
Payments," she writes:

To put a dollar figure on the value of float, Eccho
[Electronic Check Clearing House Organization] esti-
mated that if 100% of transit checks (checks collected
by a bank from another bank) were replaced by ACH,
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banks would incur a loss of float balances of US $7.5
trillion, which translates into about US $1 billion in
indirect revenue.

Revenue opportunities from negative float will be
eroded regardless of e-payment adoption because
check image exchange is expediting check processing,
and eventually competitive pressures will force banks
to provide improved availability and give much of the
float to their corporate customers.

Grealish also pointed out that as consumers increasingly
bank and pay bills online their comfort level grows,
which may increase their interest in using similar sys-
tems in the workplace.

"Small businesses (under US $10 million in annual rev-
enue) are increasingly embracing online banking and
online channels," Atkinson said. "Online users are very
likely to use card payments.

"There is continued convergence of issuing and acquir-
ing activities, and this convergence creates opportunities
for ISOs and MLSs."

Are we there yet?

The biggest reason for the sluggish move to electronic
payments in B2B is that the investment in payment sys-
tem improvement is perceived as large, and the benefits
are perceived to be small.

Additionally, the movement toward electronic
payments will likely hit critical mass only when
accounting departments of large corporations demand
it. And this is a group not prone to make drastic or
experimental changes.

Also, the efficiencies in electronic payments are hard
to quantify, while increases in interchange are readily
apparent. "There are some tax reporting challenges for
businesses that accept credit card payments,” Atkinson
said. "The interchange and fees need to be calculated,
categorized and reported.”

Grealish said pioneers in e-payments "have tended to
come from the A/R [accounts receivable] side and have
had the clout both with their trading partners and banks to
migrate over 60% of their collections to ACH and wire.

"These pioneering companies move slower on the A/P
[accounts payable] side because they typically want to
study the impact on float and evaluate their payment
options, like p-card and buyer financing."

Finally, widespread adoption of B2B electronic pay-
ments will take an almost unprecedented collaboration
between banks, card issuers, ISOs, technology and sys-
tem providers, and businesses. But it will occur, experts
say. It's only a matter of time. &
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from our prlnc1ples

United Bank Card, Inc. (UBC) is the processing partner you can depend on to help
your office grow. We have designed our entire 150 program with the purpose of
helping you to achieve your sales goals, maximize your profitability and realize your
office’s full potential.

United Bank Card has an established reputation for helping our 150/ML5 partners
develop profitable merchant portfolios. We paid out over 520 million in residuals,
bonuses and commissions in 2006 and our program continues to improve.,

HOW?

It's simple. United Bank Card stays ahead of the competition by listening to our
I50/MSP partners and enabling them to close every deal with unparalleled sales
tools. We provide you with the most comprehensive assortment of merchant service
offerings available as well as the highest level of support.

WHY?

United Bank Card works with you to ensure your success, With online account report-
ing, dedicated Relationship Managers and 24 hour customer service and technical
support, it is no wonder that our program is preferred by over 1,200 150 partners.

Additionally, we do not compromise your interests by putting ourselves in direct
competition with our 150 partners. Unlike many competing organizations, our
corporate website does not market directly to merchants or encourage them to
bypass the independent sales channel. Instead of competition, United Bank Card
provides you with a variety of revenue generating programs to help you increase your
merchant portfolio and profit from our principles!

United Bank curdé

Read further to learn how United Bank Card

can improve your profitability.




SOME COMPANIES STAND OUT
FOR OBVIOUS REASONS...

United Bank Card is widely recognized as a payment processing leader and continues to set the standard for exceptional 150
programs within the industry. United Bank Card has achieved this position as a result of the tremendous success of our sales
partners, and in return we are dedicated to helping you maximize your profitability. 'We offer you incredibly low transaction fees,
free equipment that can be sold or leased while keeping 100% of the profit, multiple value-added programs and a variety of
banuses.

LOWEST TRANSACTION FEES UNBEATABLE
IN THE INDUSTRY BONUS PROGRAMS*
Combine your bonuses with free terminals that
CENT you can sell, lease or place free of charge and keep
all of the profits!
TRANSACTION
FEES Earn up to 5455 in bonus money per deal

IP transactions are even lower
at 2 cents per transaction!

Residual splits of up to 65%!

Maximize your profitability with the lowest transaction fees in the
industry and take advantage of our unheard of resenue splits of up
to A5%! Our low processing fees and high revenue splits will help
you make the most of your merchant portfolio and increase your
maonthiy residual income.

VALUE ADDED SERVICES

per week!

Earm up to 56,000 in quarterly bonuses!

Earn up to 525,000 in bonus money annually!
Receive a 5500 health insurance allowance!

NEW!
Conversion Bonus
American Express Bonus
Discover Bonus
Interactive Merchant System Bonus

NEW!

15 FREE gift cards for all of your merchants

Mationwide Petroleum Program
FREE Ingenico @M Check 2500 check reader with check

services application Let us help you take advantage of the ever-growing
ViOpay 4000 petroleum market, As an agent of United Bank Card, you
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well Fleet Card, k and

WAY Systems mobile transaction terminals for $199 ;:ml_:s NSk, (gt Expants  AchiNCtage

Merchant Cash Advance Program

Registered ISO/MSP Program - United Bank Card pays Nationwide Sales, Service and Support

your registration fees| for POS Systems

NOW OFFERING AMERICAN EXPRESS CARD ISSUING!

Issue your merchants American Express business cards through UBC
and earn residuals and bonuses!

Give your merchants the ability to apply for an American Express business card conveniently from our merchant
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FREE EQUIPMENT PROGRAM

Why buy equipment when United Bank Card provides you with
state-of-the-art terminals for free?

United Bank Card launched the original free terminal placement initiative and it continues to be the program of choice, With our
enhanced Free Equipment Program, you have the option of placing terminals for free or you can sell/lease a brand new piece of
equipment at whatever price you want and keep 100% of the profit!

OPTION 1 — FREE PLACEMENTS!

This is the same popular program which has been sold by our
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have the ability to offer a second state-of-the-art terminal, the
Hypercom T4100,

Hurit 8320 Hypercom T4100
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Three completely free terminals! For every
merchant application you submit, you will be
able to choose from three advanced terminals
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Comstar Wireless unit at whatever price you
want and keep 100% of the profit.
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Education

StreetSmarts™

Proudly presented by

f IMPACT

Something ventured, something gained

By Dee Karawadra
Impact PaySystem

final Street Smarts article appeared in the March 26, 2007
issue of The Green Sheet. Beginning in this issue, and continuing
for one year, Dee Karawadra of Impact PaySystem is authoring
the column.

remember the day I learned of The Green Sheet. 1

was green myself, having been in the business only

a couple of months. I had managed to sign up a

few merchants, but I didn't know the difference
between a Tranz 330 and Zon Jr.

My wife, Emily, worked for Concord EFS at the time. One
of her colleagues mentioned the magazine. I assumed it
was a costly, subscription-based publication.

A few years later, a recruiter for another ISO called me.
He'd received my business card from one of my mer-
chants, and he wanted me to join his company as an
employee. "We provide you with training and health
benefits," he said. I turned him down; it was a commis-
sion-only position.

Besides, I did not need the health insurance he offered.
My wife had a great benefits package with Concord.
The recruiter persisted. "Why don't you just come to
the training? You might change your mind afterward,"
he suggested.

I thought, heck, I have nothing to lose.

I arrived wearing my freshly ironed dress shirt, tie
and polished shoes only to find the training was taking
place in the recruiter's hotel room. The PowerPoint pre-
sentation I had expected was actually a dry-erase board
on one of two double beds in the room. Instead of a table
and chairs for trainees, the seating was the other bed.
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But what I learned during that training changed my life.

A Green awakening

A woman in attendance had taken a maternity leave from
one of the processors in town, and she wanted a job that
was more flexible to keep up with the demands of moth-
erhood. She had just received her first issue of The Green
Sheet and said it was very informative.

During the recruiter's smoke break, I slipped out and
looked for a copy of the publication. Sure enough, I found
one and saw I could subscribe for free.

I started reading each issue cover to cover, including the
ads. I discovered some ISOs actually pay the residuals
they promise. I learned what to look for in contracts and
where to buy equipment. I found out there were others
like me having very similar experiences.

I kept stacks of The Green Sheet at my bedside until
Emily threatened to move me into the kids' room. Soon,
I became an avid reader of the new column called Street
Smarts, written by Ed Freedman.

Fast-forward a few years. When I was asked to
write Street Smarts, my immediate reaction was, me?
Though I was honored to be invited to take on the
column, I knew it would be a challenging task to
fill the shoes of Ed Freedman, members of the
National Association of Payment Professionals and,
most recently, Michael Nardy.
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StreetSmarts

They all are industry veterans who have done an awesome job of
educating merchant level salespeople (MLSs) about everyday challenges and
opportunities. I asked The Green Sheet to let me sleep on it and see if I was up
to the challenge.

That night, I discussed it with Emily, who has been in this industry for 11 years.
She reminded me of something I said months previously about the importance
of giving back to the industry that has given us so much.

We had just put together a training program on different facets of our indus-
try so that MLSs wouldn't have to go through the same frustrations I had
experienced as a newbie. We did our first training on the petroleum
industry in December.

Emily suggested writing articles for Street Smarts would be an excellent
way to help MLSs understand the business. So, here I am, hoping to do
the column justice.

My story is your story

Let me begin by telling you a bit about myself. I am Chief Executive Officer
and President of Impact PaySystem. I jumped into the industry in 2000 as an
MLS for an ISO. At the time, I did not know much about payment processing.

I worked for a small ISO that had no training program, and the owner had no

time to acquaint me with the business. I worked there for over a year and was
often frustrated because of unpaid residuals.

1mePERFE(T

i

ta find yourperfect fit visit:

I then moved to another ISO and
realized it was hard to get any busi-
ness written: I was too busy taking
care of setup issues.

I found the ISO's relationship manag-
ers did not answer my voice mails
and e-mails until weeks after I'd
called them.

By then it was too late; I had lost
the merchants whose issues I could
not resolve on my own. Frustrations
like these prompted me to become an
ISO myself.

Since then, I have worked through
every business detail, from setting up
a call center for technical support and
customer service to becoming a regis-
tered ISO/MSP.

Today, Impact PaySystem works with
MLSs throughout the country, and my
staff and I speak to potential agents
almost daily.

I recall the days when I put a lot
of miles on my car going from one
shopping center to another and from
one city to another. I would drive far
out of my way just to save a few pen-
nies per gallon on gas.

My office consisted of a computer
in my bedroom and a pay-per-use
fax machine at a copy center. My
cell phone was my office phone.
Despite Spartan surroundings,
I quickly figured out how to fix a
disabled printer on the Hypercom
T7P terminals.

I learned how to overcome "No solici-
tation" signs. And I grew deft at ask-
ing merchants for referrals.

Today's MLSs face the same challeng-
es and opportunities as I did when I
began knocking on merchants' doors.
And I still go out and sell every
chance I get.

It is the best way to understand
my agents and their frustrations.
I have stumbled at times. But I
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have come out of each experience with a little more
knowledge.

It takes a village

I have been very fortunate to have been touched by many
individuals in this industry who have helped pave my
path. These people range from presidents and CEOs of
the major players, to the less visible technical support and
customer service representatives.

The Green Sheet has also contributed immensely to
my education. Participating in the GS Online MLS
Forum allowed me to converse and learn from
fellow MLSs. And my ace in the hole has always been
my wife.

While at Concord, Emily worked in almost every depart-
ment. Her tenure in the industry has helped me and my
team see the big picture, from boarding merchants to sup-
porting them.

It would have been very difficult to get through all the
obstacles of launching Impact PaySystem without the

guiding hands of these generous people.

In the coming year, I hope to discuss some of my experi-
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ences with you, and I hope you will share some of yours
with me. I am not a writer by occupation. And English
was not my major. In fact, it is my second language.

The Street Smarts articles I will be writing are not spon-
sored by Impact PaySystem. I am writing this column for
the sole purpose of creating an ongoing dialogue with
MLSs about important issues and developments in their
day-to-day business lives.

My goal is to educate and learn from the MLSs in an
industry that is ever-changing. And I want to do it in an
easy, straightforward manner.

I look forward to discussions on the MLS Forum. They
will play a big part in shaping the direction of this series.
Please watch for my posts. I hope to hear from you and
look forward to your suggestions on topics. &

Dee Karawadra is the founder, Chief Executive Officer and
President of Impact PaySystem, based in Memphis, Tenn. He and his
team have a wealth of knowledge on the merchant services industry,
with a niche in the petroleum market. Dee's experience on the street
as an agent has guided him in laying a foundation for an agent
program that is both straightforward and lucrative for his agents.
Contact him at 877-251-0778 or dee@impactpaysystem.com.

even easier, we're offering a certificate for up to
550 off your next purchase. Simply siop by booth
#235al the ETA belween April 17-19 and ask for one.
For more information, visit us at jrposdepot.com.
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Education (continued)

Card Association rules to work by

By David H. Press
Integrity Bankcard Consultants Inc.

am often asked about merchant operating param-

eters set forth under card Association rules and

regulations. As ISOs and merchant level sales-

people (MLSs), you can find relevant information
right in the terms and conditions section of your merchant
processing agreement, including a list of prohibited mer-
chant practices.

This is because the card Associations require that many
of their rules be included in each acquirer's merchant
processing agreement. This article will delve into rules
about prohibited transactions, transaction minimums and
maximums, surcharging, and cardholder identification.
Prohibited transactions

MLS Forum:

"I've often heard that it's against the Visa and MasterCard
rules and regulations for merchants to process their own
personal credit card through their merchant accounts.
In reviewing the rules and regulation documents put
out by Visa and MasterCard, I've not been able to find
anything."

This issue falls under the card Association rules stating
1) merchants are prohibited from making cash disburse-
ments and 2) merchants are allowed to accept cards only
for transactions that are bona fide sales of goods or ser-
vices to third parties.

Only financial-institution card Association members may
disburse cash. This can be both at their facilities (for
example, bank branches) and through authorized agents.

Also, card Association rules state neither a merchant nor a
member bank may accept any transaction that represents
the refinancing or transfer of an existing cardholder obli-
gation that is deemed uncollectible or that arises from the
dishonoring of a cardholder's personal check.
Minimums and maximums

a minimum dollar amount for credit card transactions,
such as $10?

Visa U.S.A.'s rules for merchants state, "Always honor
valid Visa cards, in your acceptance category, regardless
of the dollar amount of the purchase. Imposing minimum
or maximum purchase amounts is a violation." Visa's

rules are available online at www.usa.visa.com/download/
merchants/rules_for_visa_merchants.pdf.

MasterCard Worldwide's rules state, "A merchant must
not require, or post signs indicating that it requires, a
minimum or maximum transaction amount to accept a
valid MasterCard card."

Furthermore, if MasterCard becomes aware that any mer-
chant has violated its restrictions pertaining to minimum
and maximum transaction amounts, it will notify the mer-
chant's acquirer of the violation. And it will request that
the acquirer take action to ensure the merchant discontin-
ues the practice within 10 business days — at all locations
covered by the governing merchant agreement.

No surcharging

Visa's rules provide that merchants must "always treat
Visa transactions like any other transaction; that is, you
may not impose any surcharge on a Visa transaction.

"You may, however, offer a discount for cash transactions,
provided that the offer is clearly disclosed to customers
and the cash price is presented as a discount from the
standard price charged for all other forms of payment.”

Before pay-at-the-pump transactions became common-
place, gas stations often gave discounts to customers
who paid with cash. That was perfectly acceptable.
Fundamentally, the distinction between a surcharge and
a discount is minimal.

MasterCard's rules provide that "a merchant must not
directly or indirectly require any MasterCard cardholder
to pay a surcharge or any part of any merchant discount
or any contemporaneous finance charge in connection
with a MasterCard card transaction.

"A merchant may provide a discount to its customers
for cash payments. A merchant is permitted to charge
a fee (such as a bona fide commission, postage,
expedited service or convenience fees, and the like) if the
fee is imposed on all like transactions regardless of the
form of payment used.

"A surcharge is any fee charged in connection with a
MasterCard transaction that is not charged if another pay-
ment method is used. The merchant discount fee is the fee
the merchant pays to its acquirer to acquire transactions.”
Cardholder identification

May merchants ask cardholders for official, federal
or state government-issued identification? Visa rules
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do not preclude merchants from for

cardholder identification.

asking

But merchants cannot make providing identification a
condition of acceptance. Therefore, merchants cannot
refuse to complete purchase transactions simply because
cardholders refuse to provide identification when asked.

According to Visa, merchants should not ask for identifi-
cation as part of their regular card acceptance procedures.
Also, it is illegal in several states for merchants to write
cardholders' personal information, such as an address or
phone number, on a sales receipt.

If a merchant is suspicious about a transaction or feels the
need for additional information to ensure a cardholder's
identity, the merchant should make a Code 10 call.

Code 10 authorization requests can alert card issuers to
suspicious activity, without alerting customers. During a
Code 10 call, a retailer speaks with a card issuer's special
operator, who provides instructions on any necessary
action. This type of authorization request is the most
likely to result in a call to law enforcement.

MasterCard rules provide that merchants must not deny

Our Gift to you...

eGonvert existing gift card
programs

elargest Equipment
Compatibility List
in the industry

e Fastest turnaround times
in the business

MasterCard-card transactions solely because cardhold-
ers refuse to provide additional identification. However,
merchants may require additional identification from
cardholders if it is required for shipping purposes.

Merchants using Address Verification Service may
require cardholders' ZIP or postal codes to complete
cardholder-activated POS transactions, or cardholders'
addresses and ZIP or postal codes to complete MO/TO
and e-commerce transactions.

In-depth answers to these and other ques-
tions merchants and MLSs often ask are avail-
able online in MasterCard's "Merchant Rules
Manual" at www.mastercard.com/us/wce/PDF/12999
MERC-Entire_Manual.pdf.

Download these files so you can easily refer to them. Also,
send the documents mentioned or the links found in this
article to your merchants to demonstrate your superior
customer service. &

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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Education (continued)

All-star processing -

Part I: Deployment

By Marcelo Paladini
Cynergy Data

n this business, relationships are everything. As

ISOs and merchant level salespeople (MLSs), you

know building strong ties with your merchant base

will keep business booming and enable you to add
new clients to your portfolio.

You also know the importance of developing friendships
and networking contacts in target industries to enlarge
your sphere of potential clients.

Your external relationships — the strength of the bonds
between you, your merchants, your industry and your
community — are crucial to your professional success. But
to go from great salesperson to all-around industry leader
requires building internal relationships.

Your interactions with the people who work for and with
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you in every aspect of your business are what will ulti-
mately mean the difference between failure and success.

The key to building a strong team is choosing the best
players. And the only sure-fire way to assemble an all-
star roster is to investigate your potential sales partners
as carefully as merchants investigate ISOs.

In this series of columns, I will look at the components of
a great payment processing team and highlight key fea-
tures to look for as you build your own first-string lineup
of business partners.

Bad deployment = unemployment

Your job is to sell merchants processing packages that
include superior service and state-of-the-art technology.

Unless you carefully select partners that you know are
capable of meeting or exceeding the expectations you set
with customers, you'll spend more time dealing with can-
cellations than cashing residual checks.

Once the sale is finished, the hardest part of your work
is done. You should be able to confidently refer new mer-
chants to your network of support staff. But beware: The
best closing in the world can be undone by something as
simple as a terminal arriving a day late.

Deployment, a function you may take for granted,
can be a make-or-break factor in merchant retention.
Efficient, reliable distribution of equipment will keep
merchants processing happily. Weak deployment can lead
to your unemployment.

Whether it's sending a merchant the wrong terminal, fail-
ing to respond to customer issues in a timely manner, or
shipping substandard equipment, the quickest way to
lose income and residuals is for a member of your pro-
cessing team to disappoint your merchants.

Want to avoid angry calls and lost business due to equip-
ment distribution errors? Here are qualities to seek in a
deployment partner:

Timely, accurate responses

Whether a merchant is looking for a state-of-the-art
mobile terminal or a reliable, standard countertop
model, equipment must be deployed quickly and to the
merchant's specifications and expectations.

In every type of business, from restaurant to retail, time
is money. Every hour spent without a functioning ter-
minal is an hour of lost revenue for merchants and their
ISOs. Don't let faulty deployment throw your money
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Let’s face it — navigating the compliance quagmire isn't easy. Let Chase Paymentech help,
industry leader in payment processing known for outstanding service, speed and reliability.

For more information about how we can help take the worry out of meeting
compliance regulations, call Chase Paymentech at B88.849,8980, or e-mail
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to avoid getting bogged down.
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>3 If deploying a terminal were simply a matter of packaging
. and shipping, anyone could do the job.

out the window. Insist on nothing less than timely deliv-
ery of every terminal.

Also, terminal deployment is the first real look a
new merchant gets at the standard of service your
company will provide. Efficient service will reinforce
merchants' confidence in choosing you to handle their
payment processing.

Slow or unresponsive deployment will make merchants
uneasy about your company from the start. Set a high
standard on the first day by working with a dependable
deployment partner whose accuracy and speed you can
rely on every day.

Top-quality service

If deploying a terminal were simply a matter of packag-
ing and shipping, anyone could do the job. But in the
payment processing business, effective deployment
requires much more than typical mailroom services.
Does your deployment team understand the ins and
outs of our complicated industry? Are all team members
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familiar with the technology, operation and mainte-
nance of terminals?

Most importantly, can you trust them to treat your cus-
tomers with the same high level of service with which you
expect to be treated — whether merchants need to reorder
paper or upgrade to the hottest terminal available?

If you can confidently answer yes to all three of
these questions, you have chosen a strong deployment
partner. If you have to answer no to any of these
questions, don't settle for substandard service. It's time
to look for a new ISO.

Resilience

Even in the best deployment departments, mistakes
happen. Papers get lost. Terminals break. Packages go
undelivered. Imperfection is an unfortunate fact of life.

The way your deployment team handles the inevitable
business setbacks will distinguish an outstanding part-
ner from a weak link in your team.

A mistake can either be a one-hour inconvenience or
a relationship-destroying disaster. The difference is in
your team's response. A great organization's deploy-
ment department addresses issues confidently, takes
ownership of mistakes and moves on from a problem,
armed with an intelligent strategy.

A weak ISO gets bogged down in finger-pointing and
makes promises it cannot keep.

Don't get sidetracked by the blame game. Make sure your
deployment team is able to bounce back quickly from
errors and turn potential disasters into minor, correctable
inconveniences. In other words, choose a partner that
learns from mistakes and doesn't dwell on them.

Follow this advice, and you'll have a deployment partner
whose services you can sell with confidence for the rest of
your career.

Marcelo Paladini is the Chief Executive Officer for Cynergy Data,
a merchant acquirer that distinguishes itself by relying on creativ-
ity and technology to maximize service. Cynergy offers its ISOs:
Vimas, cutting edge back-office management software; 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 their competitors. For more information on
Cynergy, e-mail Mike Grossman at mikeg@cynergydata.com.



the innovation of ONE!

ONE! Terminal | ONE! Technology | TRUE Innovation

From tnse Innovation comes the X2 10058 the Industry’s most advanced mobile polnt-of-sale terménal inconporating the highest levels of
validated security, including PCI PED approval, Visa CI5P PABP validation and 258-bit 551 enoryption at the time of card swipe.

Continuing Exaligm’s philosophy of ONEL the XD21005° offers unpatalleled flexibdlity resulting In a single terménal that defivers a virtually
limitless range of configurations. Featuring the capakdlity to mpidly complete downloads, set up and configuration through bullt-in Ethernet
medem; switch between COMA, GSM and WIF with the simple change of a medem; and manage upgrades quickly, inexpensively and with
mindmal dowmiime; the K02 1005 ensures you now only need to inventory DRED mobdle terminal to meet your merchants vasied needs.

Building on the innowvation behind the X021 005F comes the AFID Combo Modemn Serles featuring the Industry’s first fully integrated
certified AFID reader. Avallable with COMA, GSM or WiFl connectivity. this latest series of interchangeable modems for the X0D2 10058
efiminates the need to attach a bulky external RFID reader giving merchants the freedom to accept proximity payment cards virtually
anywhere without sacrificing mobility, The benefits of ONE] are clear...

XD2100SP | RFID Combo Modem Series @ exmnicm

Hpchperns Kea | g bos
T realize tho benolits that only the innovation of DNE! can have for your businoss, cortact Exaligm at 1.866. EXA TEAM or wis# us onlino al wws_sxadigm.com.
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Education (continued)

I"'m in heaven: Your merchants' new mantra

By J. David Siembieda
CrossCheck Inc.

ong-term business relationships are forged on

excellent customer service, which is all about

meeting the needs and wants of your custom-

ers. As ISOs or merchant level salespeople, the
actions you take after you close deals will determine the
longevity of your merchant relationships. It's not enough
just to have a great product or service anymore.

Customer service should be your top priority. The reason
is simple: If your merchants experience shoddy service
from any of your vendors, it reflects poorly on you. And
it can cause irreparable damage to your reputation — even
if you're not directly involved.

That's why it's important to work with companies that
support their products and services with quality customer
service. So, shop around before you sign a contract with a
bankcard or check guarantee provider.

80%/ 20%

Revenue Share

The first.
The most.
The best.

COMMERCE, LP"
=

emraing With [gubhy”

Mind your vendors

Do telephone interviews with the customer service
departments of several companies of interest to you as
potential partners. Start by asking basic questions about
their offerings. Then move on to more complex questions.
Find out how they deal with the most common issues
facing their merchants.

If a vendor doesn't have standard policies and procedures
for handling a range of merchant issues, don't do business
with that vendor.

During the interview, pay attention to details. Is the
customer service representative friendly and courteous
when answering your questions? Does the rep know the
company's products well enough to troubleshoot and
offer several options for resolving issues quickly? What is
the firm's average response time?

Ask if the vendor offers comprehensive training for
all customer service personnel. Find out whether they
receive training updates when their company introduces
new products or services. If having 24/7 customer service
available to your merchants is an important feature, seek
companies that offer around-the-clock service.

Another way to monitor customer service is to check in
periodically with your most valuable merchants. Poll
them on the quality of service they receive from each of
your vendors. If they're unhappy with a particular ven-
dor, find out what areas are problematic.

It's critical to know whether a service or product itself is
performing up to the standards your merchants expect, or
if a problem is due to an ongoing customer service issue.

If you determine certain equipment or services are
inadequate, conduct research so you can offer better
solutions. If, however, your merchants are receiving
inferior customer service, call the offending
vendor immediately, and ask to speak with a customer
service manager.

Explain the problem, and let the manager know that if it
persists, you may take your merchant transaction busi-
ness elsewhere. Ask the vendor to outline a reasonable
solution and commit to correcting the problem within a
specified amount of time.

Follow up later with both the vendor and merchant
to verify that the issue has been resolved in a timely



BUILDING YOUR NEST EGG?

We Buy Portfolios for Cash

We pay up to 36x for all Portfolios.
No Deal too small or too big.

Residual Buyout Advantages:

* We Pay More
Up to 36x paid regardless of Portfolio size.

* We are Faster
We will give you a written offer in 24 hours

and can fund within 48 hours.

* We are Easier to Deal With

No conversions. We will leave your merchants
with their existing processors.

* We BI.I!r all Income Streams
If you have a residual income, we will buy it.
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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manner. If the vendor fails to rectify the problem and you
feel the issue is important to your merchant base, look for
another vendor.

Inform your top merchants of your plans, and notify them
as soon as you find a suitable replacement to match their
overall transaction needs.

Rise to the challenge

View merchant complaints as an opportunity to improve.
Legitimate beefs are a clear signal that the status quo is
not working.

If your primary merchants have unresolved customer
service issues with a particular vendor, your other clients
may also be experiencing similar problems.

Typically, only 4% of disgruntled customers report
their concerns to the companies at fault. That leaves
a silent majority of 96% retreating to take business else-
where. Of that group, 91% will never do business with the
offending company again.

In addition, the average dissatisfied customer tells eight
people about a negative experience. This detrimental
word of mouth could devastate your business.

Of course, it's not possible to address every single
issue that may arise. But if you stay in touch with
your key merchants, you'll be in a better position to spot
trends before they become major problems that can spiral
out of control.

Keep your customers satisfied; you'll be more successful.

As a sales professional, you are obliged to ensure that
your merchant clients receive top-notch products and
services, matched by outstanding day-to-day customer
service to back them up at every turn. &

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 of 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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WE APPROVE DEALS
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Tired of waiting for residuals to build up so you can sell them?

Tired of free equipment with no lease money?

Tired of "bonus only”™ money?

There has to be a better way.

www. imaxbancard.com ® www.imaxbancard.com #+ www.imaxbancard.com
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‘,;Z'r deal!!

$50 ruidu;:l per month x 18 = $900
$900 x 20 deals = $18,000
$18,000 x 12 months = $216,000 per year

Make all you can get today not tomorrow....
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A partnership with iIMAX Bancard will give you the confidence to perform, achieve, and grow your
business. With a support network you can count on, you'll be able to focus on what's important -
serving your customers.

There's no reason to not get the most out of your processing relationship. You don't have to deal
with late residual payments or wait days for approval and set-up of new merchants. We understand
that our role is to help you succeed, and our programs are built around helping you to achieve
just that.

Why wait? Your new beginning can start today.

AX

BANMCARD NMETWORK

SALES...... JONLY BETTER.

866, /0U2.8801

iMAX Bancard MNelwork (8 o registered ISOVMSP of BancorpSoulh Bank, Tupelo, MS
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PIN pad security
Get a grip

By Bulent Ozayaz
VeriFone

your calendar? How about July 1, 2010? If not,

take out a red pen. The first date is the last

day on which acquirers can purchase Visa-
approved PIN entry devices (PEDs).

Second is the date by which PEDs deployed before Jan. 1,
2004 — when Visa U.S.A. established its PED standard —
must be removed from service.

PED security is a major issue for merchants, even if
they're not yet fully aware of it. The experience of Stop &
Shop Supermarket Cos. should be a call to action for you
and your customers.

In February 2007, the company reported it had discov-
ered tampering at several of its stores. Spyware had been
inserted into PEDs to capture card data and PINs.

The compromised systems appear to involve devices that
predate the Visa PED security standard.

Tampering in this context generally means insertion of
spyware into PEDs to capture credit or debit card account
numbers, magnetic stripe data, and consumer PINs. You
may have heard about criminals inserting such software
into ATMs or gas pumps.

A commonly used tactic has been for criminals to pur-
chase on the resale market PED models that are similar to
those used by targeted merchants.

The deviants insert spyware into these PEDs and then
replace merchants' devices with the tampered ones.

Thus, the altered PEDs can gather consumer information
for malicious purposes. There are several ways criminals
can collect this data, including the following:

® Retrieve tampered devices after they have collected
enough sensitive information.

e Transmit information in real time over wireless connec-
tions o other computers.

* Transmit data through merchants' computer networks to
remote computers.

Media reports in the wake of arrests made in the Stop
& Shop breach indicate the culprits brought tampered
replacement units into the stores, diverted the attention of
store personnel as they swapped the units and came back
later to collect cardholder information.

Security requirements evolving

Prior to 2004, minimal standards governed the manufac-
ture of PEDs. Protection of master keys, key encryption
schemes and proper software operation of devices were
usually the only requirements.

Validation of software standards and tamper prevention
and detection were left to individual manufacturers. As of
Jan. 1, 2004, Visa required PED testing by an independent
laboratory to ensure that PEDs maintain a consistent level
of physical and logical security.

Older devices are typically referred to as nonapproved.
Due to the risk of compromise, retailers should replace
them sooner rather than later.

For protection from liability from PIN compromise at the
POS, Visa required acquiring members to deploy only
POS PED models that had passed an evaluation by a Visa-
recognized laboratory to determine the device's compli-
ance to Visa's PED security requirements.

Standards converging

In August 2004, Visa and MasterCard Worldwide
(later joined by JCB International Credit Card Co. Ltd.)
announced they would align their separate specifica-
tions under the Payment Card Industry PED Security
Requirements banner: PCI PED.

For the time being, there is no sunset date for Visa-
approved PEDs, meaning there is currently no require-
ment that retailers remove them from service. But as of
the end of 2007, acquirers may no longer purchase them.

PCI PED is currently administered independently from
the PCI Data Security Standard (PCI DSS). The two stan-
dards evolved separately and are targeted at different
aspects of the identity theft and data compromise arenas.

PCI PED is specifically intended to enforce security of
hardware devices that accept consumer PINs and house
acquirers' secret encryption keys.

PCI DSS covers any system that houses or handles card-
holder information. Card Associations supporting both
standards have stated publicly the standards should be
linked. But they have not provided formal guidance as to
how or when this should occur.

What does this mean to you as ISOs and merchant
level salespeople? Ensuring the security of your custom-
ers' payment systems is as challenging as it is critical to
your business.

In addition to the PCI PED and PCI DSS, you must
master a growing alphabet soup of standards,
including PABP (Payment Application Best Practices),
Visa's CISP (Cardholder Information Security Program),
MasterCard's SDP (Site Data Protection), DISC (Discover
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We're Alread

The market for BOC is about to explode and we have the vehicle to make
you money: CrossCheck Business Office Conversion Plus™.

Our proven service offers high performance features you won't find
anywhere else including conversion of all business checks, conversion of
accounts receivable checks, conversion with guarantee and free online
transaction reporting. It's been designed to enable your merchants to
cruise through all of their check processing needs and it's been road-
tested so you won't get stuck in the slow lane.

Want to rev up sales? Contact us today about CrossCheck Business Office
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Information Security and Compliance) and American
Express Co.'s DSOP (Data Security Operating Policy).

These differing standards make it hard to determine not
only what requirements apply in any given situation, but
also how to comply with them.

Security tips

It's likely your customers will expect you to guide them
as they become more cognizant of PED security issues.
Here are seven things merchants can do to help secure
their systems:

1. Immediately perform a visual inspection on every ter-
minal. If anything appears out of the ordinary, have the
unit checked by an authorized repair facility.

2. Have the inspector verify that the serial number print-
ed on the bottom of the terminal matches the internally
stored serial number. Immediately remove from service
any devices for which these numbers do not match.

3. Require all repair technicians to log in and verify their
identity before they examine any equipment. Never

allow them to work on PEDs unaccompanied.

4. Check PED installation. Devices should be mounted on

the counter. Unplugging cables should require more than
turning the unit over. Consider using locking stands.

5. Review the POS-to-PED interface to determine if it
tracks or identifies the serial number of the attached
PED. If not, consider implementing such a software
security scheme.

6. Only purchase PEDs from manufacturers or
manufacturers' authorized partners. Unauthorized
resellers, such as may be found at online auction sites,
could be selling compromised devices, whether inten-
tionally or unwittingly.

7. Have PEDs repaired at their respective manufacturers
or at manufacturer-authorized repair centers that have
completed TG3 Key Injection audits.

In an effort to educate and inform, VeriFone has established a Web
site focused on payment security information: www.verifone.com/
security. It provides a range of fools, from best practices documents,
white papers and updated information about security standards fo
webinars and listings of upcoming payments industry conferences.

Bulent Ozayaz is VeriFone Vice President of Marketing for North
America. He can be reached at bulent_ozayaz@verifone.com.
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Savings of up to $1500 of processing fees per month.
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TRUE COST *50/50 SPLIT « THAT’S IT.
Yes, That’s It. You Sell It, We Split It.
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Online ISO/Merchant Access |
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Partner with a company that shares your vision. Endless Possibilities

2007 Busch Series Team ﬁ

Earn $7,500 Upfront Cash Advance Commissions

APS continues to Grow By Listening to you, our CLIENTS. Grow with Us

With Faxed Applications and Same Diay Live Merchant Mumbers along with instantly updated web
based status reports, your business will be a success. We pride ourselves on COMMUNICATION
with you, our CLIENTS on your merchants,

APS Gives You the Ability To Manage Your Portfolio

Chaline Access to view merchant deposits, transaction history, and statements gives yvou the ability
to build your portfolio. With systems setup to keep artrition low, such as our Inactive Merchant
List and other reports, your portfolio will continue 1o grow,

Professional Service and Experience - Are you tired of being switched from one customer
SEIVICE rl;'pn,'-.cl,':lll:;ll;:i'-'l,- o ancther? Jm:iu;li:llg our knowled lgl,';;hh' Client Service Rq,'!jl'l;'m;'m;;l ves wall
give quick responses to any situation that you're dealing with, It all starts with how we greet our
merchants and agents. We consider both to be our clients.

Call 800-414-4286 x-122 or x-123 now or just call & ask for ISO Support.
With our flexible systems, we can customize programs to fit your needs.
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That's right, EPI is the only processor
offering 4 Cent Transaction Fees and
Free Equipment that you can Sell,
Place or Lease.

There are no tricks to this offer, no
hidden BIN or RISK points or other
fees charged to you or your
merchants.

If you are looking for the most
profitable I1SO program for your
business, choose EPI today!
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KEEP YOUR
RESIDUALS.

‘W No Bin or Risk Fees

‘W 4 Cent Transaction Fees

‘W More Bonus Programs

‘W Unparalleled “build your busi
Residual Reporting profitable 1SO

than anyone else.

Not only are we offering unheard
. 4 T i
= Heg:stered of 4 Cent Tan&a—::uun Fees, but you can
also receive bonuses of $10k, $25k
ISO/MSP Programs and even a full paid 150/M5P Registration
for your organization!

Get Started Today!
(2l 1.800.966.5520 221 —pp ELECTRONIC
or visit www.epiprogram.com — D PAYMENTS

Call Now 1.800.966.5520 x221



Flexible solutions for the highly driven.

Ranked as one of the Top 10 U.%. processors®, TransFirst offers flexible reseller programs to both Agents
and 150", TransFigsT is driven by technology and remains focused on providing our reseller partners and
merchants alike with cutting-edge products, like TransLing and TraMsACTION CENTRAL

Take TramsFirsT for a test drive today to discover that we offer more than just competitive prices,

Call 1.800.669.7228, or e-mail 15Ssales@TransFirsT.com today!

@ = TRANSFIRST

Specialized Transaction Processing wrw, TrassFinsT.com B

*"Based gn The Mlson Report”s 2004 Top LS, Benk Card Adguines™ cossalidaced list
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Encryption-happy

PIN-entry devices

Product: SecurePIN
Company: 1D Tech Inc.

n June, ID Tech Inc. will release its SecurePIN PIN-
entry device (PED) and mag stripe reader. Several
models are available, including the SecurePIN 130,
which is equipped with a mag stripe reader; the
180, which features both a mag stripe and a smart card
reader; and a previously released PIN-pad-only device.

The SecurePIN is compliant with the Payment Card
Industry (PCI) Data Security Standard and meets the lat-
est encryption requirements for PEDs, according to ID
Tech. All models provide DES and Triple DES encryption
algorithms and DUKPT (derived unique key per transac-
tion) for key management. The key layout meets ANSI
X9.8 key layout.

The devices are designed to satisfy the significant increase
of debit, electronic benefits transfer and other PIN-based
transactions.

PCI compliance and encryption of the PIN-entry-
only model "means SecurePIN is an ideal solution for
retrofitting existing POS equipment to meet new PCI
requirements,” said Michael Chou, ID Tech SecurePIN
Product Manager.

The ergonomic design of all models is suited for ease of
use. The devices feature a two-line backlit liquid crys-
tal display that supports multiple languages, 16 color-
coded operation keys, and field-changeable backlight and
beeper settings.

The keys are large and provide both audio and visual
feedback to ensure proper inputs. They support stan-
dard control functions. Three function keys below the
display have LCD captions and provide a means for cus-
tomizing interaction.

Communications include Universal Serial Bus 2.0 or
RS232 interface options. The unit incorporates tamper-
detection sensors to oppose unauthorized intrusion, as

well as a fixed firmware com-
mand set that prevents any
illegal operation. Key injec-
tion services are available.
The device comes with a
one-year warranty.

ID Tech Inc.

800-984-1010
714-761-6368
www.idtechproducts.com

ID Tech SecurePIN PED

ABC Leasing, INC.

Woulda't It Be A Dream To Really Relax On Vacation
Koowing That Your Leass And Finanees Are I The Bst Hin
With The POS Leasing Soluions OF ABC Leasing e

Qutstanding Customer Service
Simple Paperwork & Fast Approvals
One Of The Very Best Rates In The Industry
MWWMFHMW

For Your Convenience We Now Accept
Software Leases
Fax Leases*

A True Peace Of Mind For All 50s
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
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A real sticky
merchant service

Product: Third-party guarantee program
Company: Assurz Inc.

ith rising competition, it seems everyone
is questing for magic merchant flypa-
per. If you've been to a recent acquirers'
association meeting, you may have been
advised to partner with providers of value-added services
to increase the longevity of your merchant relationships.

Assurz Inc. provides one such service. The company
recently unveiled a shopper-satisfaction guarantee pro-
gram for online merchants that acquirers and ISOs can
offer as a third-party value-added service to their clients.

The guarantee gives shoppers an extended 90-day
evaluation period for online purchases; a full refund on
returned merchandise, including taxes and shipping; and
free return shipping and packaging.

"One of the main reasons consumers abandon shop-
ping carts is a lack of trust, either because they're on

)
SRS
),
POS DEPOT

»3» B77.999.7374

an unfamiliar Web site or because they're concerned
that they may have a difficult time returning merchan-
dise," said Gregg Gumbinger, Vice President of Business
Development for Assurz.

"Our 100% satisfaction guarantee equips payment
processors with an enhanced consumer satisfaction solu-
tion that helps merchants close sales," he said. The pro-
gram, which has no software to install or set up, is easy
for ISOs and acquirers. "They don't have to do integration,
buy software or do anything," Gumbinger said.

Assurz charges the merchant a percentage on each trans-
action and shares revenue with the acquirer or ISO. "It
means they have a new revenue stream from a value-
added service," he said.

The target market consists of Internet retail merchants
selling hard goods online. Merchants decide whether
to charge individual customers for the guarantee.
"Most merchants want to offer it so they have a guarantee
service built in, like the leaders in the industry," he said.

Merchant customers can file claims by calling Assurz's
800 number. "We take over from there," Gumbinger said.
The Assurz service requires no recurring fees. Merchants

TOTAL SERVICE. INSIOE AND OUT.

Take a claser look al JR's P.OS. Depot, Whether you
need technical support, replacement equipment or
simply have a question, we're hiere for you, We carnry
the top electronic transaction equipment brand
names, But more than that, we provide unrivaled

attention to detail and commitment Lo service. We
search harder to understand what you want your busi
ness Lo accomplish and do everything we can to Tind
a way to reach your goals, For more information, visit
us at jrposdepol.com.




S0 Ted, do you think we will ever run out of agents for our free terminal program?

National Bankcard Systems offers real partner solutions for real businesses.

Everyone has the same cost, do you honestly believe that you can get a
free credit card terminal?

We have been providing solutions for our agents to help their customers
accept credit cards for ower 10 vears, We know what it takes to be
successful, and giving away free equipment Isnt it

We aren't going to make any promises for free equipment, that really
isn't free,

We aren't going 1o promise thousands of dollars per account, only to
take it back laver.

What we do promise, is upfront cash, true revenue sharing, and
whalesale pricing on equipment. You will have one-on-one suppoiT,
when you need it, It doesn’t matter if you need 3 rolls of paper rushed to
Alaska, or you need help to close that big deal,  We're here for youl

You'll receive a true partnership with residual income, up-front cash,
and a long term relationship with an honest company.

LIFETIME RESIDUALS : UPFRONT CASH

For information about an
agent program designed to
help you succeed,

please contact us at:
800.357.4984

or visit our website at:
www.MerchantAgents.com

HATIOHAL BANKCARD &YETEM]

WHOLESALE EQUIPMENT

Mational Bankcand Systems is a member service provider for:
Bancorp South, Tupelo M5, US Bank of Minneapolis, Minneapolis MM, JP Morgan Chase Bank.



106

NewProducts

and acquirers have the option to co-brand the service with
their own logos. Some ISOs want to roll it out as a self-
branded service to the merchant "so it's more sticky."

Assurz Inc.

650-620-1188
WWW.assurz.com

Colorfully foiled fraud

Product: Poweroll two-sided color paper
Company: TransAct Technologies Inc.

erchants have to fight fraud on many
fronts. One we hear little about is false
receipt copies. But when it comes to returns
and rebates, retailers must distinguish faux
customers from real ones. Now, a thermal receipt paper
can be imprinted on either side of the roll to foil the
would-be fraudster from duplicating legitimate receipts.

Manufactured by Merley Paper Converters Ltd. of the
UK. and distributed in the United States by TransAct
Technologies Inc., the thermal paper accepts full-color
images imprinted on the front or back.

Poweroll is delivered to end users in rolls that are
preprinted with the user's logo, product or other branded
marketing material. The paper allows retailers to leverage
the receipt for branding and marketing purposes, while
also reducing copied-receipt fraud.

"By introducing this specialized thermal paper to the U.S.
market, we are providing customers with a new vehicle
for promoting their brand," stated Bart C. Shuldman,
Chairman and Chief Executive Officer of TransAct. The
specialized thermal paper is said to be virtually impos-
sible to scan, copy or duplicate, making it harder to pass
off a fraudulent receipt.

Poweroll matches brand-specific colors, and the rolls are
printed front and back. Inks are not easily reproducible,
so untrained clerks will find it easy to tell the difference
between an attempted counterfeit copy and the original
receipt. Poweroll is designed to integrate into any thermal
printer. The paper is already in use at Harrods stores in
the UK., according to the company.

TransAct Technologies Inc.

203-859-6800
www.transact-tech.com

COMPETITIVE RATES « CUTTING EDGE TECHNOLOGY + SUPERIOR SERVICE

LEASING SOLUTIONS

faxed application

FIRST DATA GLOBAL LEASING

» Faxed applications accepted and funded
» Credit score notification within 2 hours of

» Funding of commenced leases within 24 hours

» Dedicated Relationship Manager

1 PIDATa

00T, Fired Data Corpomtion. AN Rights Resenved

Call for Details and
Start Saving Today!

800-897-7850

COMPETITIVE RATES + CUTTING EDGE TECHNOLOGY - SUPERIOR SERVICE




Conversion and Turn Your
Production Bonuses Residual/Portfolio
IR CR I \AY T B into Immediate Cash

Powered by
Flrst Data

or pSauth Bank, Tupeko, M5,

Salary / Health
50% - 70% Insurance for

Residual Split Exclusive Productive

Agents

Call Bill Paul
Vice President /| National Sales Manager

For Details 333'505-2273 )[203 CHARGE cn‘reus. INC.

www.chargecardsystems.com




BECOME A '“:%., DISTRIBUTOR

Earn Commissions And Residuals By Selling Prepaid Products
Wil T

@‘«J

i A =T TT4;]
i -

- : o v _édl 1]

o il
Make Money Offering The Best In:

* Long Distance Calling Cards * Pin-Secure Reloadable Cards
* Prepaid Wireless Cards * Ringtones, Games and more
« Bill Payment

Call 1-800-508-2042
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Inspiration

|l just need enough to tide me over until

WaterCoolerWisdom:

Who needs the whole
enchilada?

o you use your cell phone to watch video clips

or snap pictures? Can you also turn it on and

listen to songs, surf the Web, or send text mes-

sages and e-mails? Does the phone serve as a
walkie-talkie, calculator and alarm clock, too? And can
you even use it as a payment device?

My guess is that your answer to at least some of these
questions is, "I don't know." And your answer to even
more is, "Yes, but I don't use it for that."

The majority of us want our phones to be just that: tele-
phones. We simply want to be able to talk with someone
whenever the need arises.

Now think about your PC. It's probably loaded with
many powerful software applications.

You may be able to use it to burn CDs, make movies,
have video conversations or even compose music.
But how often do you do those things? If you are
like most people, you use word processing, spreadsheet
and e-mail applications, and a Web browser for 95% of
your work. All the other features are available, but not
accessed frequently.

So, why did you buy a computer or cell phone with
all those fancy features you never use? Some common
reasons:

e |t was cool.

* | might need it one day.

I need more.
- Bill Hoest

* | don't want to appear out of fashion or behind
the times.

¢ | don't want to look cheap.

® |t cost only a few extra pennies, so why not2

e All of the features came with the system, device
or contract.

Tailor sales to merchant needs

Merchants might think along the same lines when choos-
ing POS systems. You probably offer some basic products
and services, as well as some that are more advanced.
Some merchants want all the extras; some don't.

Also, each merchant has different reasons for request-
ing top-of-the-line equipment or services. This is
where your expertise can be of immense value to them.

We Buy Residuals

Pl ]

pont olicmbyedduslycom
bargressfusd com

949.200.7474
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Inspiration

Zip!

Statement Foes

Zilch!

Transaction Fees

Nada!

Hold Times

AZETO

you'll never forget!

A deal so good,
it will even
cost you nothing
to call today!

1-866-253-2227

and most important...
zero strings attached!

Alphac'fr.d_

Through probing questions and observation, you can
determine the appropriate level of products and services
for each merchant.

When you walk into a store, look at what is already in
place. Evaluate the phone system and computers. Are
they current?

Do they include advanced features, or are they bare-
bones models? Observe the customers: Would they
appreciate any additional features?

Also, consider the merchant's type of business. A high-
end hair salon or boutique, for example, bases its success
on being fashionable, cool and trendy. Clients come in to
find out what is hot so they can get it for themselves.

Therefore, such businesses need all the bells and whistles
to help them project the image they require. Part of what
they sell is intangible but very real. They need to assure
their customers in every possible way that they are hip.

Alternatively, a local plumbing supply store or
neighborhood bar might not need to impress anyone
with spiffy equipment.

If you do sell businesses like these unneeded extras,
you'll waste their resources. And your clients will likely
find out at some point. They may end up resenting you
and switching to another provider.

Think before you pitch

But don't assume a less avant-garde business couldn't
use some auxiliary services. Don't draw any conclusions
about what a business needs until you've done some
investigating. Find out how it operates, and make sug-
gestions based on solid observations.

For example, plenty of bars could benefit from auto-
mated inventory systems or the ability to run tabs. And
most home-service contractors could use mobile
payment capability, detailed account management or
automated billing.

Each industry is different, and every merchant has
unique needs. Work with your customers. Show them a
full range of offerings, and help them honestly evaluate
the options to determine what they really need.

Don't oversell or undersell. Strike the appropriate bal-
ance for each client. As a sales professional, that's your
job. It will also boost your business.

Good Selling!5™

Paul H. Green, President and CEO
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Visit www.greensheet.com/tradeshows.htm for more events and a year-at-a-glance event chart.

Trade National Association in fraudulent checks in 26 countries. Apprehended at age 21,
o 00 N . . . . .
of Convenience Stores he served time in prison. Since, he has lectured exten5|ve|y at
W NACStech the FBI Academy.
Highlights: Providing access to the latest technology for conve- When: April 30 - May 2, 2007

nience and petroleum retailers on the expo floor, NACStech
2007 will present innovative ways to tackle technology chal-
lenges. Sir Timothy Berners-Lee, inventor of the World Wide
Web, will keynote the opening session, Monday, April 30.

Educational session topics include:

 Compliance with the Payment Card Industry Data
Security Standard

® Use of mobile devices to make payments securely and
send text messages notifying customers of discounts
and products

® Payment acceptance architecture, including alternative
payment methods and new technologies.

Frank Abagnale, author of Catch Me If You Can (also a Steven
Spielberg movie), will give the closing keynote. Now an author-
ity on secure documents, he formerly cashed millions of dollars

Increase Your Customer Loyalty.

Protect your merchants
through Age Verification.

Wizit us ab
Booth F1031 & the
ETA Annual £

April 17-1%
Laz Vegas

W will proreide you Ehe Bools te prefed your
Edchant and BRredase pour fevenue.
Imieli-(haech, [ i e lading momider of ipchesicny
wraaded meda o % & Coradis s

e HopBus, LEME B proeianisd ipussd rea-drivar L
i Mibsiary 03
Thatws s gt TEY milliss Harih Amarices drive
!;I.D'[:'E' 5i.l_:|:|l.i.|l.l_:| Boeaues and [0 cands B clinaliion tedey, with mare

g 1" than 1T anbpes Romabe, JB-Cherk® 05, witwars sad
O bt A Rl et Wb haes wEnify ki Termai

VINTELLI-CHECK, INC.

Raising the bar in Security

EAS.AE4. 5241 www.intellicheck.com

Where: Gaylord Opryland Resort & Convention Center,
Nashville, Tenn.

Registration: Visit www.nacsonline.com/nacstech/home.htm,
e-mail nacsregistration@epicreg.com or call 800-521-7621.

Highlights: The FMI Show will enable attendees to align all
aspects of their business operations, bring strategic teams togeth-
er and integrate the full range of functions in food retailing.

Educational sessions of interest to the payments industry
include:

* "Emerging trends in debit card programs," with speaker
Judith McGuire of the Pulse EFT Association LP

* "Gift cards: The good, the bad and the ugly," with
Robert Skiba of Comdata's Stored Value Solutions

¢ "Is your data secure?" led by Orson Swindle of the
Center for Information Policy Leadership

* "Inferchange fees: What you don't know can hurt you."

Tech Lane will give attendees a one-stop interactive space
where they can explore products first-hand on the show floor.

When: May 6 - 8, 2007
Where: McCormick Place, Chicago
Registration: Visit www.fmishow.org or call 866-486-0736.

jeme Reostaurant, Hotel-Motel Show

Highlights: The 2007 Restaurant, Hotel-Motel Show will feature
several specialty pavilions — one-stop shops related to the latest
industry trends. Pavilions include technology, franchise, kitchen
innovation, green restaurant products, organic and natural,
and international cuisine.

An educational session on automation will focus on self-service
options such as ordering kiosks, Web ordering and pay-at-the-
counter devices.

When: May 19 - 22, 2007
Where: McCormick Place, Chicago
Registration: Visit www.restaurant.org,
e-mail nraregistration@dineout.org or call 312-580-5410.



NACHA - The Electronic Payments
Association

Highlights: The Payments Institute West offers an intensive five-
day curriculum providing an overview of the entire payments
space, including automated clearing house (ACH), card-based

systems, electronic check, international payments, risk manage-

ment and fraud, and emerging issues.

Other topics include back-office conversion; wire transfers;
checks and paper instruments; remote deposit capture; check
imaging; security, fraud prevention and awareness; authori-
zation and authentication; audit and compliance; settlement
and finality; electronic invoicing; accredited ACH professional
program; legal and regulatory developments; implementation
issues and experiences; strategic issues; and treasury and cash
management.

The Institute focuses on key applications, implementation, best
practices, and case studies in the payments arena.

When: June 3 - 9, 2007
Where: Scottsdale Resort and Conference Center,
Scottsdale, Ariz.

Registration: Visit www.nacha.org or
call 703-561-1100.
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Vertical Web Media LLC

[® Internet Retailer 2007 Conference and Exhibition

Highlights: The theme of this year's conference is "The Web:
Powering the Reinvention of Retailing." It will address criti-
cal issues facing e-retailers. Keynote speakers include Reed
Hastings, founder and Chief Executive Officer of Netflix Inc.,
and Jim McCann, founder and CEO of 1-800-Flowers.com.

Conference fopics to be covered include:

® The inevitability of mobile commerce and how to
prepare for it

® How retail chains are using the Web to enhance the
store experience

* The Web's role in manufacturers' efforts to sell direct to
the consumer

® How to make technology buying decisions.

The conference is preceded by one-day workshops on manag-
ing payments and security, and marketing. A one—day work-
shop on Web site design follows the conference.

When: June 4 - 9, 2007
Where: San Jose Convention Center, San Jose, Calif.
Registration: Visit www.infernetretailer.com or

call 914-923-0912.

Same Day
Approvals

Installation
&
Training

Dedicated
150/ Agent
Support

Interactive
Agent
Center

Personalized
Marketing
Materials

Join Datalink NOW, and we won't steer you wrong!!!

Join us in the
CITY THAT
MNEVER SLEEPS!!

April 17 - 1%, 2007

HURRY!!

Meeting times are
LIMITEDI!

Call now!!
(B00) &94-799%

Errical s
ETAGdatalinkonline. nat

AMD MUCH MORI

| 37D Ilml

winwL Dt alnkonl ine. nel
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ISOMetrics

Debit card use growing at POS

s consumers move from paper to electronic

payments, debit is emerging as a preferred

payment type, several STAR Network studies

revealed. But many individuals are confused
by debit payment options. STAR, a PIN debit network, is
owned by First Data Corp., which presented its data at the
recent BAI TransPay Conference & Expo.

The studies found that consumers are paying more fre-
quently with their debit cards (both PIN- and signature-

based) and with checks less frequently. For instance, indi-
viduals wrote checks 18% fewer times in 2005 than in the
prior year.

ATM usage is also decreasing. Fewer cardholders use
ATMs and make fewer trips to them. In 2005, 67% of card-
holders were using ATMs compared with 78% the previ-
ous year. This may be because of decreased cash payments
and increased PIN-debit transactions at the POS, as well as
ATM surcharges, according to First Data.

Consumers' preferred payment methods

™ Cash = 45~
" Debit = 30>

Credit = 12*
Check = 13*

Source: 2006 STAR Network Consumer Payments Usage Study

Payment method and percent
of consumers using it

Debit

~ Check

Credit __ Cash

Number of transactions
per month

Credit Cash

Source: 2005 STAR Network Consumer Payments Usage Study

Although debit is gaining steam, many consumers are still unclear about debit card parameters:

* Only 20% believe their signature-based transactions are protected.!
* Only 54% knew they could receive cash back with PIN-based purchases.!
* Most believe their cards have no spending limit (62% for signature-based debit and 55% for PIN-based debit).? &

1. 2005 STAR Network Payments Usage Study
2. 2006 STAR Network Consumer Omnibus Study



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

ACH - Check 21 BOC

United Check Services
(800) 327-0291
www.unitedchecks.com

Electronic Funds Corp.
(775) 267-0067

Data Capture Systems Inc.
(B00) 888-1431
www.msi-sd.com

NationalLink
(800) 363-9835
www.nationallink.com

United Cash Solutions

Redwood Merchant Services
(866) 577-9663
www.redwoodmerchantservice.com

BRANDED
PROMOTIONAL PRODUCTS

www.achnetwork.com (800) 698-0026 x1430 Goodheart Enterprises
(636) 451-5512
ACH - EFT _BACKGROUND INVESTIGATIONS
SETTLEMENT SERVICES _CHECK COLLECTIONS

Access 1 Selectpay
(866) 764-5951 x203
WWW.3CCESSOoNeusa.com

ADVERTISING
DISPLAY SYSTEMS

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

ATM / SCRIP 150s LOOKING
FOR AGENTS

Access 1
(866) 764-5951 x207

—
AEE ESS ATM

ACCESS ATV
(B866] 874-0384

WL BCOESSa0m.Com)

Access to Money
(888) 501-5246
WWW.accesstomoney.com

Commercial Business Intelligence
(888) 740-0747
www.chintel.com

BANKS LOOKING
FOR AGENTS

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.imax.bancard.com

Redwood Merchant Services
(866) 577-9663
www.redwoodmerchantservice.com

BANKS LOOKING
FOR 1S0s / MSPs

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

Group IS0, Inc.
(800) 960-0135
WWW.Qroupiso.com

Integrity Payment Systems
(888) 477-4500
wwa3.integritypaymentsystems.com

Checkfast Data Systems, LLC
(866) 243-2532
www.checkfast.com

CHECK GUARANTEE /
VERIFICATION

ArJAY DATA (SCAN)
(B00) 296-0170
www.arjaydata.com

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

CrossCheck, Inc.
(800) 654-2365

EZCheck
(800) 797-5302
www.ezchck.com

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

Global Payments Inc.
(800) 801-9552
www.globalpaymentsinc.com

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

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.



y

§

, Who's packing your chute?

¥

Why sell your portfolio for 15, 21,
or even 36 times your monthly residuals?

IS0 Parachute has a revolutionary way
to maximize your selling price.

Our patent pending Option Agreament will
help you land safely and get what you deserve.

Before you commit to less, contact IS0 Parachute to realize more. Isu pﬂl‘ﬂﬂhlltﬂ
LAND SAFELY

whwnwisoparachute.com + B66-601-3033
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Integrity Bankcard Consultants, Inc. FINANCING HIGH RISK
630 8374010 AR R
The Strawhecker Group o —————————————— AVP Solutions
(916) 367-7709 i (800) 719-9198
www.Ehestrawgroup.com B Cardservice International

DEBIT TRANSACTION PROCESSING

Cardseruice International
(866) 732-5471
WWWw.cardservice.com

Glohal Payments Inc.
(B00) B01-9552
www.globalpaymentsinc.com

EQUIPMENT

Automated Transaction Tech.
(714) 999-9566

BANCNET
(713) 629-0906
www.banc.net

BARTLETT INFO TECH SERVICES, LLC
(901) 3846151
WwWw.bits-pos.com

Budget Terminals and Repair
(985) 649-2910

CardWare International
(740) 522-2150

General Credit Forms, Inc.
(B0O) 325-1158
www.gcfinc.com

Ingenico
(B00) 252-1140
WWW.INgenico-us.com

JRs POS Depot
(877) 999-7374
Www.jrsposdepat.com

MagTek, Inc.
(800) 788-6835
www.magtek.com

POS Portal
(866) 276-7289

TASA Technology
(BOD) 827-8297
WWw.tasg.com

TEERTRONICS
(800 856-2030

The Phoenix Group
(B66) 559-7627

TSYS Acquiring Solutions

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

\lerifone
(800) VERIFONE

AN
Americaﬁ/['icroloan

(866) CASH 456

www.AmericanMicroloan.com

RESOURCE FINANCE

RESOURCE FINANCE
GROUP

(B66] 211-0114

Wi resourcefinance . com

FREE ELECTRONIC
CHECK RECOVERY

ACCESS CHEX
(866) 746-CHEX
WW\W.accesschex.com

CheckAGAIN
(703) 332-0062 x354
www.checkagain.com

GIFT / LOYALTY CARD PROGRAIS

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

(866) 732-5471
WWw.cardservice.com

Global Funding Alliance, Ltd.
(877) 845-9493
www.globalfundingalliance.co.uk

International Merchant Solutions
(800) 313-2265 x106
www.officialims.com

National Transaction
(888) 996-2273

ID & OFAC VERIFICATION

D CheX
ID CheX

(800] 327-0291
v, IDChe X net;

INTERNATIONAL / OFFSHORE
RELATIONSHIPS AUAILABLE

First Atlantic Commerce
(441) 294-4622
www.firstatlanticcommerce.com

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

IS0 RELATIONSHIPS AVAILABLE

AmericaOne Payment Systems
(888) 502-6374

BluePay Inc
(866) 579-6690
www.BluePay.com

CoCard Marketing Group
(B0D) 882-1352
www.cocard.net

Comdata Processsing Systems
(866) 806-5016



NOTHING CHANGES

* “Free” equipment
* Profit sharing
* |Interchange “plus”

* True partnership!

* Dur industry's best
end game!

* Prenegotiated vendor
buying power!

* #1 exit strategy/highest
multiple in industry!

* More than zoo years of
bankcard experience!

p——"

COCARD’

A Whole New Kind (:!lf Company

cocard.net 866.230.6300
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Electronic Payments, Inc. (EPI)
(800) 966-5520 x221

EV0 Merchant Services
(800) CARDSWIPE x7800

First American Payment Sys.
(866) GO4 FAPS
www.first-american.net

Frontline Processing Corp.
(866) 651-3068

GET
(877) GET 4ISO

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

Glohal Payments Inc.
(800) 801-9552
www.globalpaymentsinc.com

Group IS0, Inc.
(800) 960-0135
WWW.Qroupiso.com

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

North American Bancard
(800) BANCARD x1001

NOVA Information Systems
(800) 819-6019 x6
www.novainfo.com

Partner-America.com
(800) 366-1388

Total Merchant Services
(888) 84-TOTAL x9715
www.upfrontandresiduals.com

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

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

1S0s / BANKS PURCHASING
ATM PORTFOLIOS

Global Payments Inc.
(BOO) 801-9552
www.globalpaymentsinc.com

1S0s / BANKS PURCHASING
MERCHANT PORTFOLIOS

AmericaOne Payment Systems
(888) 502-6374

BluePay Inc
(866) 579-6690
www.BluePay.com

Comdata Processing Systems
(866) 806-5016
www.comdata.com

EV0 Merchant Services
(800) CARDSWIPE x7855

GET
(877) GET 4ISO

Hampton Technology Ventures
(516) 896-3100 x100
www.hamptontv.com

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

NOVA Information Systems
(800) 819-6019 x6
www.novainfo.com

North American Bancard
(800) BANCARD x1001

Total Merchant Services
(888) 84-TOTAL x9715
www.upfrontandresiduals.com

1S0s LOOKING FOR AGENTS

AAmonte Bankcard
(888) 567-3727
WWWw.aamonte.com

Acies, Inc
(800) 361-5540 x111
WWW.aciesinc.com

Advanced Merchant Services, Inc
(888) 355-8472
WwWw.amspartner.com

Allied Merchant Services
(888) 355-7450 x3
www.alliedmerchantservices.com

AmericaOne Payment Systems
(888) 502-6374

AVP SOLUTIONS
(800 719-9198

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

Century Bankcard Services
(BOO) 497-4650

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

East Commerce Solutions
(800) 527-5395 x202
WwWw.eastcommercesolutions.com

EVI0 Merchant Services
(800) CARDSWIPE x7800

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

First American Payment Sys.
(866) GO4 FAPS
www.first-american.net

Frontline Processing Corp.
(866) 651-3068

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

GET
(877) GET 4ISO

Impact Paysystems
(866) 884-5544 x1555

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
www.moneytree1.com

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

Netcom Data Southern Corp.
(B0O) 875-6680
Www.netcomsouthern.com

North American Bancard
(888) 229-5229

X |
* Payumant Sobotions chas 'Worlk ®
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
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Purchase Reguirements:

« Should have three years plus industry experience.
<4 Be able to manage your own ISO office.

<4 Capable of understanding interchange pricing.
< Ability to manage 80% residual payout.

4 Mentally ready for ISO ownership. MJ— =
< Tired of renting your portfolio.

Equity Inventory:

<4 Fast growing National ISO Network.

< Stock ownership in national portfolio.

4 Lifetime residuals from day one.

< National interchange pricing contracts with
Chase-Paymentech and Vital Merchant Services.

< Blue Cross/Blue Shield insurance w/dental.

< In house legal team at your disposal.

< 23 cent flat rate online debit cost.

Empowering the MLE for Sucoess

If you meet the above qualifications and have $495 to invest in your own 150 network
then call Andy @ 877-972-0700 Only 50 Partnerships Left

MLS Direct Network, Inc. www.mlisdirectnetwork.com

MALS Darpct Watwork i3 0 regisfonsd MERR50 for Chade-Faymaniao’ & Hames, 8
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Connect Merchant Payment Services
(877) 905-5900
* iMax Bancard Network
L I A N T (866) 702-8801
1Y www.imaxbancard.com
=g FPRUCESSIMNG SEEYRELES
Hgﬁant F'I"[H:Eﬁil'lg LERASING
SErvices
(B77]) 6B0-1222 x1o ”

WY |'lL'|-\'.l"[-|.|-'1.l'.FL":-'.-iﬂ!\_]‘5-L‘1‘r1|.'J.';i ANTD
Signature Card Services .

(888) 334-2284 American P.0.S.

WwWw.signaturecard.com Lﬁﬂsiﬂﬂ Eﬂl‘ll.
Total Merchant Services

(888) 84-TOTAL x9715 (B00) 349-6516

www.upfrontandresiduals.com WWww. poslease. com
Transfirst

(800) 669-7228

www.transfirst.com A-1 Leasing

: PremiumC

& Pay

Premium Card Solutions

(888) 780-9585

. www.premiumcardsolutions.com

United Bank Card
(800) 201-0461 x 136

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

Nenex Merchant Services
(800) 705-2559 x511

IS0 / POS DEALER
LOOKING FOR AGENTS

CoreTranz Business Services
(877) 443-4455
WWW.Coretranz.com

1S0s / PROCESSORS SEEKING
SALES EMPLOYEES

AVP Solutions
(800) 719-9198

rdSolutions |

(888) 222-0348 x3012
www.A-1leasing.com

ABC Leasing
(877) 222-9929

iTASING
BARCLAY SQUARE
LEASING, INC

(866) 396-2754

First Data Global Leasing
(800) 897-7850
GlobalTech Leasing, Inc
(800) 414-7654

International Lease Center
(800) 236-2317

LADCO Leasing
(BOO) 678-8666

Lease Finance Group, LLC
(888) 588-6213
www.lfgleasing.com

Lease Source Inc.
(877) 690-4882
www.gotolsi.com

. www.barclaysquareleasing.com

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
WwWWw.signatureleasing.biz

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

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

LENS / KEYPADS /
POWER SUPPLIES

Sierra Enterprises
(866) 677/-6064

MERCHANT CASH ADVANCE /
PORTFOLIO PURCHASERS

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

MULTI - CURRENCY PROCESSING

DCC Merchant Services

(888) 322-8632 x1805
www.DCCtoday.com

First Atlantic Commerce
(441) 294-4622
www.firstatlanticcommerce.com

PAPER ROLLS
& RIBBON SUPPLIES / DEALERS

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

PAYMENT GATEWAY

APRIVA
(480) 421-1210
WWW.apriva.com
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TODAY "With Cash Advance"

DO YOU MISS THE DAYS OF LARGE COMMISSIONS? THEY'RE BACK!
START GIVING YOUR MERCHANTS WHAT THEY WANT.. MONEY!

What does the Merchant Get?

* Up to $250,000 or more of working capital per location

* Funding opportunities for businesses with FICO starting at the low 400s
= Tumaround on this program is fast (24-48 hour approvals)

= No application fees or closing costs

* Empowers businesses to seize opportunities as they arrive

What do you Get?

* The highest commissions in the Industry (Get paid every Week)

* Online Portal allows you to track daily progress of sales

* Free DVD training video helps you to understand the ins-and-outs of our program
* An easy process means high retention rate

* Residuals generated are twice the Industry average

 Highest approval rate in the industry

Start !arnlng Hr_nr: Money toda]r 'mtll American Bancard.

£-7,1 “\l, ”:""F.-" - - "-‘”"
'\_*-_.-fu"-.-f"“,.' i -.J"U e
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POS CREDIT CARD
¥ Network EQUIPMENTREPAIR
TEERTRONICS
Merch??sz .n (800) 856-2030
Network POS SUPPLIES ..
MEmhﬂﬂtﬁ, h“:* CardWare International
(BOO) 617-4850 740 5222150

W etworkmerchants .com

A Ly

USA ePay
(B66) USA-epay
WWW.LUSBEDaY.com

PAYMENT GATEWAY /
SERVERS / ISPs

eProcessingNetwork.com
(800) 971-0997

GET
(877) GET 4ISO

Network Merchants
(800) 617-4850
www.networkmerchants.com

USAePay
(866) USAePay (872-3729)

CrossCheck, Inc.
(800) 654-2365

EZCheck
(800) 797-5302
www.ezch ck.com

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

Secur-Chex
(866) 464-3277

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

TASA Technology
(B0D) 827-8297
Wwww.tasg.com

TSYS Acquiring Solutions

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

PRIVATE PARTIES
PURCHASING PORTFOLIOS

265
(949) 200-7474

PREPAID PRODUCTS
FOR TERMINALS

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

PROCESSORS
LOOKING FOR I1S0s

Comdata Processing Systems
(866) 806-5016

Glohal Payments Inc.
(800) 801-9552
www.globalpay.com

NOVA Information Systems
(800) 819-6019 x6
www.novainfo.com

. =29
NPC

National Processing
Company

(800 672-1964 x24883 |

WAWLINDEC. Net

TSYS Acquiring Solutions

(Formerly Vital Processing)
(480) 333-7799
www.tsysacquiring.com

REAL-TIME CHECK /
CREDIT CARD PROCESSING

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

REAL-TIME CHECK /
DEBIT PROCESSING

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

SITE SURVEYS

PRN, Inc.
(800) 676-1422
WWW.prn-inc.com

Request Site
(877) 259-1665
WWW.requestsite.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
(800) 827-8297
www.tasg.com

TSYS Acquiring Solutions

(Formerly Vital Processing)
(BOO) 686-1999
Www.tsysacquiring.com

WIRELESS RETAIL /
KEYED PROCESSING

eProcessingNetwork.com
(800) 971-0997

USAepay
(866) USA-epay



Q Simple Numbers, No Funny Business,

Residual Payments and Commission

ABANLCO Programs Without the Small Print

Show me the MONEY...

$5000.00 Signing Bonus on 45 deals in 45 days
or
$3000.00 Signing Bonus on 30 deals in 90 days

$200.00 Account Signing Bonus per Swipe Deal
1% Account Conversion Bonus up to $500.00

UnMatched Merchant Deal Closers...

FREE Gift Card Programs
FREE Virtual Terminal Programs
FREE Equipment/ Software Programs

Call or eMail to Learn About...

Health Insurance Benefits
On-Line Applications Utilizing the “/ Agree” Signatures
On-Line Agent Portal to Manage and Grow your Portfolio

ABANCO: A PAYMENTS TECHNOLOGY COMPANY  Www.abanco.com | isoagent-gs2@abanco.com | 888-292-7790

Payments + Technology =Sales = o s
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1st National Merchant Processing..........c.c.ccceeecurecureenreeureennenes
2GS LLC ..ot

Global Check SEIVICE......ccueveveeereceeeieteeeeeeeeeteeeee et ereenes
Global €Telecom Inc.....

4Access COoMMUNICALION ....covviieiiciiiiiic e 11 GlobalTech Leasing.......

A-1Leasing.......cccccueueueunee. Humboldt Merchant Services...

Abanco International...... Hypercom Corp......ccocovevvirennnae

ABC Leasing INC........cccooviiviiiiiiniiicicccne iMax Bancard..........ccocciiniii

ACH Direct INC....cocuiviviiiiiiiiccccccccc e Impact PaySystem.........cccocovvivinniiinniiiinne
Addressograph Bartizan Innovative Merchant Solutions....

Advanced Merchant SErvices ..........cocveveereereereeecmvcrrenneuncnnennenn. Intelli-Check INC. .c..c..eueeeeriieeieceeereeeseieie e
Advanced Payment Services..........c.ccoeviviiciriniicnininiciiiicennne IRN/Partner AMETICa. ....c.cueueereereeerrerenrenrersersesseeseeseeeesessesenne
Allied Leasing Group Inc. ....... ISO Parachute Inc
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American Microloan..........cccciciiiciiiciicccccecccenens 79 Lease Source Inc....

AmericaOne Payment Systems...........cccoeeeviiiiiiniiinicnininccennn, 9 MagTekK.......ccooreniiiiiciiinnns

APTIVAINC .o 63 MLS Direct Network Inc........

AUhOTIZENEL ..o 10 Money Movers of America...........

Bancnet Corp. ... 71 Money Tree Merchant Services ... 77
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Chase Paymentech LLC North American Bancard ...
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Comstar Interactive..... Payment Alliance International

CrosSChECK INC.....vuiiiiieiiciiereeeeeee e Pivotal Payments..........ccccooviiviiinninniniines
Cynergy Data.......coceviriiiiicc POS Portal INC.....ucvieiecieiiciciciciccccsc e
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Direct POS........ooiiiiicteic e 48 Sage Payment Solutions......

Direct Technology INNOVAIONS ........cccceeueeeeeeeeeeeemerrennercnneeeen. 26 SignaPay Ltd. .......cccccoeovuninnee

Electronic Payment Systems...........ccccoeueiiiiiininicnninicniiicen, 93 Signature Card Services......

Electronic Payments Inc. (EPI)....ccccoocurecurecrnicenienniueccnnee 100, 101 TASQ Technology ...............

eProcessing Network LLC .........ccccooiiiiiiiniicns 86 Teertronics Inc. ..........

EqQuity COMIMETICE ..ottt nseaenaes 90 The Phoenix Group..............

EVO Merchant Services .........oeeeeeeeeieeeveeeereneeeeeveeeeseessesnenens 60, 61 Total Merchant Services........coueieveeeeeeveeeeiieeeeeeeeseenens
EXaDIGIM INC. .ovriiiieiiiicicicncre e 89 TOUCH-N-BUY ..ottt sienee e
EXS - Electronic Exchange Systems TransFirst

EZCRECK ..ottt sseae et ssaenans U.S. Merchant SyStems..........c.cuueucurcuncmncunemrerneeneeseeeeeeeseeseecnsenenns
FIrst FUNS......coviiiiiiicic e United Bank Card Inc........ccccouviiiniviiciiiiciccen,

Fast Capital Inc.........ccccevevcivininnnen. United Cash Solutions

First American Payment Systems..........ccccoevvvireininiccreiniccnenne. United Merchant Services

First Data COrp. ...coceeemeemiicicncnciccctcnccncscccscnscsecss s 83 United Payment Service...........coocvuviiiniiiniiiiiniieececceanes
First Data Global Leasing ........ ... 106 USA ePay
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Visit us at booth 801, 803 at the
TASG Dt Wi 2007 ETA Annual Meeting & Expo
3 April 17 - 19

n
.
Partnerng with TASQ for @
suppty fulliment means ®
incremental new revenue  F
for you. How? Every tima
your merchant onders ¥ 1
supplies from TASQ you @
make money. lerminal g
suppies, paper rolls, nbbons, -
power packs and mon may
add up 1o an aasy, effortkess . :
PEVW revenue stream. ﬂ‘ha‘k .
g .
TASQ accomplished. |
’ R,
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UNITED 5TATES » CANADA Your one-source partner.

Deployment + Call Center + Supplies
wwawLtaso.com  B00-B27-B207

10 2007 TASEr Technoingy Al Rights Fasonved.



CUT THE CORD.
GO MOBILE.
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