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Home sweet business

amily albums typically contain scenes of togetherness: Thanksgiving
meals, special events, vacations. The albums of many payments industry
leaders show these familiar scenes — and business milestones, too.

Why? The freedom that makes this industry fertile for people seeking financial
abundance also provides an excellent opportunity for families who want to work
together. This includes husband-wife, parent-child and extended family teams.

"We are not only a family business, we are a family conglomerate," said George
Sarantopoulos, Director of Marketing for Access One ATM Inc. "My fiancée, Heidi
Chan, is Vice President, and she runs the office and daily operations.

"My father, Nicholas Sarantopoulos, helps out in the ATM technical department,
and Heidi's sister, HeiHei Chan, does compliance and some bookkeeping."

Jared Isaacman has also lured family members into the fold. "I was in the basement
no more than a month working on UBC [United Bank Card Inc.] before my father
came on to join me full-time as my partner,” Isaacman said. "We actually made an
incredible tag-team sales force. My mother [joined] the team shortly after as the
company bookkeeper."

Isaacman's mother is no longer active in the company, but she attends industry
shows and ISO conferences. His sister, Tiffany Caramico,

recently returned to the company as Relationship

Manager, a position she held when UBC was in its

"middle stages."

Isaacman's brothers, Marc Harris and Michael
Isaacman, have also sold merchant accounts
in their spare time to generate supplemental
residual income.

Lisa and Michael Lineback work together at
American National Payments. "Recently I
took our children, Mac and Diane, to a con-
ference at the new school that our son will
be starting in the fall," Lisa said. "I left the
kids in the waiting area while I met with the
principal. [After the meeting,] I walked in on
a conversation that I will never forget.

"Mac (age 7) said, 'Yes, we own American
National Payments, and I would be happy to
help save this school money on their process-
ing fees.' Diane (age 12) chimed in, 'We also do
check processing, too, and do you need an ATM in
the cafeteria?'

LY See Home sweet business on page 67
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NotableQuote

"I remember when | got my first
copy of The Green Sheet. ... It was
like being 12 years old and finding
vour dad's Playboy. Oh, the secrets
it revealed!"

- See story on page 30
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This verification program is a limited-time offer, sir.

It°ll be valid for as long as I'm employed here.

The options for credit card processing on the Macintosh are much
broader than Ben Goretsky mentioned in your recent issue ["Apple
is a small potato here," The Green Sheet, April 23, 2007, issue
07:04:02].

First, LightSpeed 2 from Xsilva Systems Inc. is a very strong POS
application for the Mac. It integrates credit card processing and
swiped transactions. LightSpeed has found applications in stores
selling computer, furniture and clothing, and in many other fields,
including spas.

LightSpeed supports single or multiple POS stations, inventory
control, an integrated Web store and other features.

For application developers and larger stores, Monetra from Main
Street Softworks Inc. provides a very strong networked payment
processing infrastructure that handles processing via Internet pro-
tocol (IP), dial-up and leased line.

Monetra is certified with Globalpay, Nova Information Systems,
Chase Paymentech Solutions, Heartland Payment Systems, FHMS,
First Data Corp., etc., and soon should be certified for direct IP or
dial up to American Express Co.

We run Monetra under Mac OS X on an Xserve, serving over
50 sales points in our store, but it [Monetra] also supports Linux,
Windows and Unix.

We are currently implementing Ingenico multilane terminals with
PIN debit and signature capture into our all-Macintosh POS envi-
ronment, connecting to Monetra on the back-end.

There are a number of other stand-alone credit card pro-
cessing applications for the Mac, including iAuthorize and
AuthPay Express.

MYOB AccountEdge is a Macintosh single or multi-user accounting
package, which also integrates card processing. And, of course,
Macintosh users and developers can process through Chase iTer-
minal, Authorize.Net, VeriSign (now PayPal) and other Internet-
based options.

The Macintosh ease of use, reliability, style and other factors are
causing an explosion of use in homes, businesses and retail. We
expect that options for credit card processing and POS on the
Macintosh will continue to expand.

David Lerner, President
Tekserve Corp.

Following is a response from Ben Goretsky of USA ePay:
David,

| can understand where you are coming from, from a devel-
oper stance. But my point in the article was that even though
solutions [for the Mac] may be available to the general
merchant community, merchant banks and merchant agents
(ISOs) have no clue about them.

| have no doubt that your Mac solution is wonderful and
very easy fo use. But when merchants who have Macs 1)
are approached by merchant banks, or 2) go to merchant
banks for Mac solutions, they are told none are available
through them.

Furthermore, they are told to either get a PC or to find their
own [Mac] solutions. Most likely the merchants are stuck get-
ting a machine at that point.

| am also in charge of the development side of USA ePay, a
gateway just like VeriSign and Authorize.Net.

As much as | would like to say that we have the same number
of Mac developers as we do Windows or Linux developers,
... only 3% to 5% of all development and integration that has
been done with us has been for Mac systems.

Thanks,
Ben Goretsky
USA ePay
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Short on time? This section of The

Green Sheet provides a quick summary

of nearly all the articles in this issue
to help keep you up to date on the
latest news and hot topics in the
payments industry.

i Cover Story 1

Home sweet business

The freedom that makes this industry fertile
for people seeking financial abundance also
provides an excellent opportunity for families
who want to work together. But such enter-
prises can be risky. Still, families in the pay-
ments industry say that with some care, the
benefits far outweigh the risks.

|= Page 1
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Feature 1

AgenTalkSV: One small office,
one giant reach

Chuck Saden is President of POS Card
Processing Inc.; 10 years ago, he was a newly
hired MLS who sold leases and received no
residuals. He quickly jumped ship to a better
fit. In this interview, he talks about automated
goal reinforcement and using merchant life
cycles to determine when to make a pitch.

|= Page 30

View 1

Debunking wireless myths

Myths endure, even when refuted by airtight
logic. Persistent fears about wireless monsters
of old are holding back the march of progress.
This article attempts to dispel some myths
about wireless POS technology.

|= Page 38

View 1

No more margin
compression blues

Increasing complexity and knowledge require-
ments are barriers you can use to keep compe-
tition at bay. Moreover, if you can understand
how your processor prices each interchange
category and how that impacts your compen-
sation, you will have truly separated yourself.

|= Page 42

News 1

New Arkansas law caps
early termination fees

The Arkansas legislature has weighed in on
the long-simmering feud over merchant pro-
cessing fees. With no fanfare and little public
debate, state lawmakers overwhelmingly
approved a bill in April that imposes strict
disclosure requirements on merchant
processing agreements.

|= Page 54




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

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

Call Today!
888.502.6374 Ext. 2433

If you're ready to be a part of an

employee-owned company with Ameri
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Barbra Cuva = Vice President, Corporate Recruiting +
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 ISO and M5SP
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. Net
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Education 1

Market in acquiring
state of mind

Merchant acquiring is garnering a lot of ink
in the financial press, as investors bid up val-
ues on leading companies, including Alliance
Data Systems, First Data and TransFirst.
Meanwhile, one of those companies has
thrown a financial lifeline to the contactless
payments market.

Education 1

l: Page 56

Who's messing with our meds?

A growing trend among data thieves involves
information derived from discarded medicine
bottles and receipts. All health care profes-
sionals with access to patient files need to be
aware of this growing crime and take steps

to safeguard patients' data. How do we help?
Through education.

] = Page 80 |

i Education 1

Street SmartssSV:
Good lead hunting

The GS Online MLS Forum is abuzz with talk
of telemarketing lead variations: leads with
statements, appointment-setters and databas-
es with millions of prospects, to name a few.
But what are the most effective ways to gener-
ate qualified leads? And how do you capital-
ize on these pricy gems?

l: Page 74

Technology: The ideal employee

The everyday logistics of running a busi-
ness can take up much of a merchant's time,
leaving few hours left in the day for face-to-
face selling. The solution: Merchants can let
technology do the heavy lifting by relying
on automated systems to perform the most
important, time-consuming tasks.

l:- Page 82
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Education

Vertical marketing verve

To truly dominate a market, try vertical mar-
ket saturation. It gives you an opportunity to
specialize and become successful in a particu-
lar segment, rather than splintering your busi-
ness into multiple sectors without realizing
your full potential in any single area.

|= Page 86 )

Education

Keep the FTC off your back

To prevent FTC scrutiny, never lie to
merchants or assist others in misrepresenting
material facts. This article provides a list of
specifics to help you keep your merchant
relationships blossoming.

|= Page 90 |
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View

Recession may
roil acquiring risk

The acquiring world is a different place now
than it was not so many years ago when the
economy went through its last downturn.
Credit exposure has been building in acquir-
ing, begging a thoughtful response.

| = Page 94 )

Inspiration

Cool vour jets, mighty MLSs

Work smarter, not harder, so the trusty adage
goes. Well, says who? Most of the time, suc-
cess involves working smarter, harder and
longer. If you want your residuals to grow, it
is going to take fortitude.

|= Page 105

July 25 - 27 » Cleveland = MLS free registration * Keynote from Tom Wimsett, President of NPC

m MidWest Acquirers Association™

All roads lead
to Cleveland
July 25-27
for the fifth
annual MWAA .

The Fifth Annual MWAA Conference will be held
July 25 = 27 in Cleveland, Ohio at the spectacular
Renaissance Cleveland Hotel. Continuing the
concept of attracting merchant level sales ("MLS")
professionals, this year the MWAA will offer

There are sessions for any size MLS. Topics include
startup sales, Field guide, and PCl standards - all
topped off by a presentation from Tom Wimsett,
President of NPC.

78 vendor booths, a Reck and Roll Hall of Fame
reception and more surprises are planned.

o,
event. o7 | ¢ [NGot and register today.
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“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,



149

IndustrvUpdate

Proudly sponsored by

NEWS

Small business owners like
working with family

The majority of small business owners (61%) believe
working with friends or their spouse/significant other
would benefit their business, according to a recent sur-
vey by American Express Co.

Eighteen percent took over a family business
themselves. And 61% want their kids to take part in
the business. But many do not have a succession plan
in place. Only a little over a third (37%) have actually
made one.

Regardless of whether they work together, nearly all
small business owners (90%) said their spouse or sig-
nificant other is supportive of their decision to become
an entrepreneur. And more than half (57%) of business
owners discuss work with their spouse or significant
other daily.

E-commerce sales pass $31 billion

First quarter 2007 U.S. retail e-commerce sales totaled
$31.5 billion, an increase of 3% over the previous quar-
ter, and up 18.4% over the same period last year, the U.S.
Census Bureau reported.

E-commerce sales in the first quarter of 2007 accounted
for 3.2% of all retail sales, which totaled $999.5 billion,
up 1.7% from the previous quarter, and 3.2% from the
same quarter a year ago.

Bl Verifone

Amounts were adjusted for seasonal variation and holi-
day and trading-day differences.

ANNOUNCEMENTS

AmbironTrustWave opens Miami office

AmbironTrustWave, provider of data security and com-
pliance management solutions, has opened an office in
Miami to serve as the regional headquarters for its Latin
America and Caribbean operations. The company hired
Jarrett Benavidez to serve as Managing Director, over-
seeing sales and business development in those regions.

CUP certifies Blue Bamboo H50

China UnionPay has certified Blue Bamboo's H50
POS terminal, an all-in-one wireless handheld prod-
uct. The device offers general packet radio service
(GPRS), contactless, dial-up and Bluetooth connec-
tivity. It also supports credit, debit, gift and loyalty
payment applications.

New franchise program available

International Merchant Solutions announced a fran-
chise partnering program, which includes interchange
(cost) pricing, 24-hour/seven-day customer service and
direct access to the company's principals.

The program also offers cash contributions for credit
card terminals and software purchased or leased by
franchises; online monitoring of processing for corpo-
rate offices; free training, installation and application
processing; and no monthly minimums or annual fees.

........

aaEPANIEESEREEEGE

® Many small and mid-sized business owners don't understand card processing costs, according to a
survey conducted by supporters of The Merchant Bill of Rights. Out of 400 merchants polled:

y - 26% believe the payment processing industry is treating them fairly.

- 32% understand unfair card processing practices and how they impact their business.
- 21% understand the rates, fees and surcharges they pay.

- 15% believe they are charged the same as larger businesses.

The Merchant Bill of Rights is an initiative of Heartland Payment Systems Inc.

* More than three-fourths of retailers (79%) said their company has been a victim of organized retail
crime within the past year, according to a National Retail Federation survey. Seventy-one percent

of retailers have noticed an increase in organized retail theft activity in the past 12 months, up from
48% in 2006.
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UBC CEO is Ernst & Young award finalist

Jared Isaacman of United Bank Card Inc. is a finalist
for the New Jersey Ernst & Young Entrepreneur of the
Year 2007 Award. This is the second year in a row that
Isaacman has been nominated for the award, which rec-
ognizes outstanding entrepreneurs and business leaders.

Knutson is ETA Member of the Year

The Electronic Transactions Association named Marla
Knutson ETA Member of the Year. Knutson is President
of TransFirst's Financial Institutions division. An ETA
board member for four years, Knutson was nominated
for the award by one of her peers and then chosen by the
ETA's Awards & Recognition Committee.

She has served on the ETA's industry relations, finance
and government relations committees and chaired the
association's Strategic Leadership Forum. In addition to
Member of the Year, Knutson and TransFirst were nomi-
nated for three additional ETA awards this year.

Payment Data Systems
reports PCl compliance

Payment Data Systems Inc. announced it completed a
Payment Card Industry (PCI) Data Security Standard

Using Wireless
Point of Sale

7 Cprpeghi JUM Sprwp &% gty ignares

SELL SMARTER

audit, which validated that the company is in full
compliance with the security level one standard for
service providers.

Pivotal offers $1,000/merchant,
hires Nascar's Waltrip

Pivotal Payments is offering ISOs and agents a $1,000
per merchant signing bonus program. The company
also announced that Nascar driver Michael Waltrip will
be its official spokesman.

A payment processor, Pivotal provides a full suite of
merchant processing services to small and mid-sized
retail businesses, MO/TO merchants, chain stores, fran-
chises, restaurants and dealerships.

PARTNERSHIPS

Think Partnership selects
Chase Paymentech

Think Partnership Inc., a provider of interactive per-
formance-based marketing and related Internet tech-
nologies, has chosen Chase Paymentech Solutions LLC
for payment processing. Think Partnership reportedly
has a large base of recurring charges from pay-per-click
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advertising, dating, education and home-based business
opportunities.

FAPS and IBG support education

First American Payment Systems LP and Infinity
Business Group Inc. have teamed to support education
through IBG's loyalty program "I SSW.LPE," which is
short for "I Support Winners in Public/Private
Education." The program enables merchants to con-
tribute a portion of each credit card transaction to local
schools. FAPS is supplying the card processing services.

Murphy USA joins
Tempo Payment Network

payment network. Murphy will implement Murphy-
branded PIN debit cards at more than 1,000 gas stations,
with an initial roll-out to 111 stores in Atlanta, Dallas/Ft.
Worth and Houston. The company will also reward con-
sumers using the card with a $0.01 per gallon discount
at the pump.

Heartland invests in Parcxmart

Heartland Payment Systems Inc. plans to increase its
strategic investment in Parcxmart Technologies, the

developer of a parking and local merchant smart card
payment system.

The partnership will also result in an exclusive marketing
agreement whereby Heartland's national sales network
will have exclusive rights to sell Parcxmart's payment
system to merchants and municipalities nationally.

MERGERS & ACQUISITIONS
DiscountPOS.net buying RegistWARE

DiscountPOS.net acquired RegistWARE POS software.
The acquisition will allow discountPOS.net to offer one
of the lowest priced complete retail management POS
systems in the industry (starting under $1,500), accord-
ing to the company.

Emida and Q Comm merge

Emida Technologies Inc. and Q Comm International
Inc., providers of electronic prepaid solutions, plan
to merge. According to both businesses, the combina-
tion will create one of the largest companies in the
prepaid industry.

It will have a retail network of more than 21,000 prepaid

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!
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* 12- and 24-month leases at low lease rates
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- $1 Buyout leases
= Rental programs
= Back-end rent sharing

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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points of sale spanning 21 countries and a combined
annual dollar payment volume in excess of $456 million,
processing more than 34 million prepaid transactions
annually.

The new company will do business as Emida. Dennis
Andrews will remain Chief Executive Officer of Emida.
Mike Keough, CEO of Q Comm, will serve as President
of Emida North America. The merger is expected to
close on or after July 10, 2007.

FTS acquires Allied Bancard

Financial Transaction Services acquired Allied
Bancard. FIS is a full-service provider of electronic
transaction processing services for merchants, ISOs
and financial institutions. Angelo and Jerry Grecco of
Allied Bancard, and Allied's sales force, will join the
new company.

NAAIO hires operations director

The National Association of ATM ISOs and Operators
appointed Greg Adkins Director of Operations.
Adkins has more than 15 years' experience in the ATM

20

industry. He began his career as Electronic Banking
Manager with National City Bank.

He managed Brink's Inc.'s ATM and currency process-
ing departments in the Cleveland area. And he spent
eight years with Diebold Inc. Most recently, Adkins was
Director of Operations and Sales with WRG Services Inc.

Bartlett joins FDR

Jerry Bartlett joined First Data Corp. as Senior Vice
President and Chief Technology Officer of Development
for First Data Resources. Bartlett, who has 20 years'
experience, was most recently with TD Ameritrade.
Prior to that, he served in leadership positions at the St.
Paul Co. and the American Red Cross.

Comdata appoints Interim President

Jim Burns, Executive Vice President of Ceridian Corp.
and President of Ceridian International, was appoint-
ed Interim President of Comdata, a Ceridian wholly
owned subsidiary.

Gary Krow, who was Executive Vice President of
Ceridian and President of Comdata, was terminated for
violations of Ceridian's code of conduct. The violations
included unauthorized meetings with and disclosure of

@lelzal

:'ﬁﬂlﬁf;@:ﬂ. [Es
s

www.CheckTraining.com
www.GiftCard Training.com

877-454-3835

sales(@globaletelecom.com




GET READY!!

We're Changing
from EXS

We're giving away terminals & cash!

EXS, the best in the industry for over 15 vears, is now giving away the best

the Hypercom T41M = o help vou be vour bese. As a mulii-application,
FHEEEIE #'I : [P-:na'l;ﬂﬂ.l, dual=comm t:rrrlin;l., the T41060 15 '.:||n|1|.1_,' the samartest, most
Hypercam T4100 adaptable and most advanced machine in the industry. And now its a gift oo you,
{Dual-Camm] Terminal from EXS, for FREE!

Sell them, lease them or give them
away. Decide what's best for you, EX5
has et e up so you may make as much
rlli'l[l-l.":" AL '!.'\.'II.I I:'_'III! Tilh' :II.I'-'JII'.'IE:I.' 11'- LFAr
Free Terminal Placement option and
carn cash bonuses up o 3500 per deal.

Why buy terminals?

We're giving them away!

Check out www.exspariner.com o see
'|'|'|1'9' !Ili.'u r-l.'\'.l.' |.L'r|11II:IJ|. 'i'\ ‘\.LI.I."I.'riﬂE L L .'III:.'

FREEBIE #2. other currently on the market.
Hypereom T4100 {Dual-Cormm) - :
phis a Magtek Check Imager Selling or leasing - for FREE
Sell or lease brand=new, state-of=the=art terminals with absolutely no cost to you!
;i

Placing = for FREE, plus Upfront Cash
Chur L|]!lr'r\-::|||l Cash Bonus Pr TN olflers SH) |:Irl.:u.1||:|.'1.i-:1lt or S300-5500
conversion banus pavments i 4,':'.||_'i||r|4:l:'i|::||1 with free pl.n:'rmunt of the wame

Hypercom T4 perminal.
Same Great Service

FREEBIE #3 -

Humit G000 GRS

'l-'i:'Jirlﬂm Terminal E & TI'EEitI'I'IEI"It R
aecnomcexcumaessens - NOw, Everything'’s Free!

Plogse Nofe: If pou ploce: e Mait 5900 5925 With EXS, vou're free mo make as much money as vou can, Call 1-888-949-2021

sl pur P Tpomened FRaspmear Progyaes, our ol oF ViSiD WWWLENSPArtner.com woday!
bonas progrom does sl opple




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 wamanty

@ 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 pods, paper, ribbons, and more...
Quantity pricing available.

CALL TOLL-FREE
866.276.7289

sales@posportal.com

POS

PorTAL

confidential information to Pershing Square Capital
and other third parties, according to the company.

Nxgen names Caltabiano COO

Nxgen Payment Services named Giuseppe Caltabiano
Chief Operating Officer. Caltabiano has more than
15 years' experience in senior management positions.
Prior to Nxgen, he was President of WorldWide
Operations for CyberNet Inc. He also worked at
VeriFone as Vice President of Business Development
in Asia Pacific and was one of the founding members
of VeriFone's European operations.

He has held business development positions at Olivetti,
Philips and Fingross Card Systems. Before joining
CyberNet, he was Vice President of IT and Business
Development for GemWare and the General Manager
of Tranzkorp.

USA ePay hires Camm

Deborah Camm joined USA ePay as Vice President of
Sales and Marketing. She has over nine years of bank-
card experience. She was Assistant Vice President of
Sales and Marketing at Humboldt Merchant Services
LP. And most recently, Camm has consulted on behalf
of Planet Payment.

Keycorp appoints CEO

Dr. Kenneth Martin Carr has been appointed Managing
Director and CEO of Keycorp Ltd. Carr was most
recently Group CEO of LongReach Group Ltd., prior
to its November merger with Allied Technology Ltd.

He has also held senior executive roles at IBM Global
Services Australia, Lucent Technologies, Computer
Sciences of Australia and Unisys Australia Ltd. He has
also worked for British Telecom and AT&T.

ECHO announces new leadership

Electronic Clearing House Inc. (ECHO) announced
the upcoming retirement of Chairman and CEO
Jody Barry, effective July 2, 2007.

Upon Barry's retirement, President and COO Chuck
Harris will become CEQO, and independent board mem-
ber Richard D. Field will assume the role of nonex-
ecutive Chairman of the board of directors. ECHO also
appointed Shawn Alikian in-house General Counsel.

Heartland has new board member

Richard W. Vague joined Heartland Payment Systems'
board of directors. He most recently served as CEO
of Barclays Delaware Bank, which he joined in 2004
after its acquisition of Juniper Financial, a company
he co-founded. Prior, he was co-founder, Chairman
and CEO of First USA. Vague has also served as
Chairman of Paymentech. &
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Surcharge-free
ATMs abuzz

By Tracy Kitten, Editor
ATMmarketplace.com

This story was originally published on ATMmarketplace.com,
April 17, 2007; reprinted with permission. © 2007 NetWorld
Alliance LLC. All rights reserved.

TM-transaction fees are a hot topic. A legisla-

tive backlash against ATM surcharging and

foreign-use fees has garnered recent attention

in Canada and remains a front-burner issue in
the United Kingdom.

In the United States, attention on ATM fees has been
driven by consumer demand.

Over the last 12 to 18 months, some large to mid-sized
banks have launched fee-free ATM access campaigns as a
way to woo new customers.

In March, Seattle-based Washington Mutual Inc. ($324 bil-
lion in assets), the nation's third-largest thrift, announced
it would stop charging customers who sign up for
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its WaMu Free Checking account fees for using
foreign ATMs.

With a clever advertising campaign, the new, more
laid back WaMu aims to separate itself from the stereo-
type of a rigid banker — someone who gives nothing away
for free.

And WaMu is not alone. Pittsburgh-based PNC ($92 bil-
lion in assets) and Portland, Maine-based TD Banknorth
Inc. ($40 billion in assets) have both launched campaigns
that reward customers with certain types of accounts with
fee-free out-of-network ATM access.

PNC's offer isn't as flexible as most, however, in that it
requires accountholders to maintain a monthly balance of
$2,500 in order to qualify for the fee-free reward.

Waiving fees for foreign or out-of-network ATM use
has long been a practice on the credit union and com-
munity bank side, where competition for market share
is steep.

Surcharge-free ATM access at credit-union ATMs also has
been a long-standing practice, as credit unions have a
tradition of collaborating and shared ATM networks, said
Jim Hanisch.

Hanisch is the Executive Vice President of Network
Operations and Corporate Development for Ontario,
Calif.-based Co-Op Financial Services, the nation's
largest credit-union owned electronic-funds-transfer
(EFT) network.

Hanisch said the surcharge-free, fee-free hype is interest-
ing, but surprising.

"I'm not sure why it's such a hot topic in the media
right now," he said. "The driver for it — consumer
demand - has been around since the late 1990s, when
surcharging began."

The network boon

Hanisch admits the notion of surcharge-free and fee-free
ATM access has attracted a great deal of industry atten-
tion over the last several months. But from Co-Op's per-
spective, which launched its shared network in 1981, the
notion isn't revolutionary.

Co-Op's network includes some 25,000 ATMs scattered
throughout the United States and Canada. The network
includes 6,200 shared-deposit locations and 5,500 Vcom
terminals, which are owned and operated by 7-Eleven.

And Co-Op expects this summer to add around 2,000
shared-deposit locations through its deal with 7-Eleven.

"It's pretty clear cut," he said. "Every bit of research out
there points to the availability of surcharge-free ATMs
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[where the acquiring FI fee is waived] being a key
determinant in financial-institution choice among con-
sumers. It's important to consumers; therefore, it's
important to Fls."

Jan Estep, Business Manager for St. Paul, Minn.-based
Elan Financial Services, the EFT network that in May 2005
purchased EFT provider Genpass Technologies, agrees
that consumer demand is driving interest. But so is con-
sumer confidence.

"There's been a lot of talk about surcharge-free networks,
and I wouldn't be surprised if others work to make and
build new surcharge-free networks," she said.

"The challenge is the number of ATMs and the number
of cardholders, and frankly the cardholders need to feel
comfortable in both finding and approaching ATMs.
[ATM] providers need to make them feel as good about
the service as they can."

Estep said many of the financial institutions Elan
works with are interested in expanding their
ATM-network reaches, but they worry about con-
sumer confidence. Working with trusted brands and
networks is important to Fls, because it's at the top of
consumers' minds.

By signing with a surcharge-free network, they gain mar-
ket share with a trusted brand, she said.

"It makes for an interesting set of factors, to see how we
can introduce transactions at ATMs in an attractive way,"
Estep said.

She added that EBT and payroll cards have indirectly
fueled surcharge-free interest, since holders of those types
of cards are often given fee-free access to funds at ATMs.

Elan merged its Fastbank Free surcharge-free ATM net-
work with Genpass' surcharge-free MoneyPass network
in July 2006 and later completely rolled the Genpass
brand into Elan.

Where the Co-Op Network is open only to credit unions,
MoneyPass and its competitor, Allpoint Network, are
open to all Fls, Estep said.

MoneyPass has 10,000 ATMs, 700 FIs and 25 million card-
holders, and Estep expects the network to grow between
25% and 30% in 2007. She said Elan also plans to add
between 200 and 500 FIs — an admittedly lofty goal.

Number of networks grows

The concept of surcharge-free ATM access is not new. In
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fact, the roots of all EFT networks may be found in small, regional surcharge-
free networks, a dying breed.

A handful of those regional networks remain — remnants of the first shared net-
working deals signed by FIs during the early ATM days — but most have been
absorbed by larger networks.

Greenwood Village, Colo.-based First Data Corp.'s April 9 acquisition
announcement of Instant Cash Services, Wells Fargo's surcharge-free network,
reflects the trend.

The network, which includes about 500 community banks, credit unions and
nonfinancial institutions, provides its network members surcharge-free ATM
access in 20 states.

First Data says it plans to operate Instant Cash separately from its Star network,
and Wells will continue to participate in the network, as well as continue work-
ing with its own customers via Instant Cash. Wells and First Data's global cor-
responding-bank relationship helped to leverage the acquisition, a First Data
spokesman said.

"We have a referral deal between Wells and Instant Cash, so that will continue,"
he said. "There will be an ongoing collaborative relationship between the
two companies."

The company has announced no plans to merge Instant Cash with Starsf, Star's
surcharge-free network.

Other acquisitions, like Houston-based ISO Cardtronics LP's purchase of sur-
charge-free Allpoint Network in December 2005, show growing interest among
all types of entities in the surcharge-free trend.

Allpoint, which launched in April 2003, includes more than 32,000 ATMs
and more than 600 member Fls.

Ben Psillas, the network's President, doesn't expect interest or growth in the
network to pause anytime soon. Earlier this month, Psillas announced plans to
expand into the U.K.,, adding some 1,400 surcharge-free ATMs to its network
through a deal with fellow Cardtronics' subsidiary Bank Machine Ltd.

"Surcharge-free networks help FIs and consumers," he said. "How do small,
medium or large banks and credit unions compete with the huge regional FIs
when all the studies and statistics say that one of the main drivers that custom-
ers look at when choosing a financial institution relates to ATM access? They
have to offer convenience."

Surcharge-free networks, Psillas said, offer Fls options and allow them to
expand. And, like Estep, he said the industry is paying attention to surcharge-
free networks because consumers are demanding better service, more access
and fewer fees.

"By joining a surcharge free network, the bank or credit union still has the for-
eign fee [the fee it charges its customers or members for out-of-network trans-
actions] to consider," Psillas said.

"But the majority of our [FI] customers are waiving that foreign fee and just
making all of the transactions like on-us transactions, because they don't want
to confuse the customer with fees." &

Link to original article: www.atmmarketplace.com/article.php2id=8706
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AgenTalk™

One small office,

huck Saden is President of POS Card

Processing Inc.; 10 years ago, he was a newly

hired merchant level salesperson (MLS) who

sold leases and received no residuals. He
quickly jumped ship to a better fit at Bank of America
Merchant Services.

In this interview, he talks about automated goal reinforce-
ment, his laissez-faire approach to having an arsenal of
products and the importance of using merchant life cycles
to determine when to make a pitch.

The Green Sheet: What business/ profession were you in
before you joined the payments industry?

Chuck Saden: I was in the insurance business. I started
with Combined Insurance in 1983. I'm a huge fan of its
founder, W. Clement Stone. He stands as my number
one influence and is the person I'd most like to emulate.
RIP Clem!

¢PNJPOS

ePN's Point-oi-Sale Interiace
Now Available For PC, Mac & Linux

Dffering MLSs MORE
Ways To Make MORE Mo

Visit www.eProcessingNetworl
Give Us a Call At 1-800-9

GS: Are you working as an employee or contractor for
someone else, or do you own your own company?

CS: I would consider myself self-employed, but I have
paid myself by W-2 since 2002. I stay out of trouble with
taxes, and I have a five-year track record of income that I
could only dream about while selling insurance.

GS: What has kept you in the industry?

CS: The money has been outstanding, but it's also been
great working with my daughter (who sells and services
with me) and wife (who does our books).

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

CS: I would like to see a higher hurdle to enter our
business. I'd also like to see some kind of certifica-
tion: something as simple as a third-party testing
facility administering a 100-question test on the
Electronic Transactions Association's Encyclopedia of
Terminology for the Acquiring Industry. That would be
better than nothing.

GS: If you were going to call it quits and do something
completely different with your life, what would you do?

CS: I'm really doing it now, but part time. I've been
going to school the last few years. I completed the
Certified Financial Planner (CFP) coursework and
recently finished a Master Urban Rancher program. Next
up is a Spanish degree. I'm shooting for professional
student status.

GS: Do you set goals for yourself?

CS: My wife and I have a net worth goal e-mailed to us
twice per day by Yahoo! Groups. We both read it out loud
when we receive it. The goal is written according to the
exact instructions on page 36 of Napoleon Hill's Think
and Grow Rich.

GS: What are your long-term business goals, and what
steps are you taking now to ensure you'll reach them?

CS: Every business decision I make now asks the
same questions: How can I make more and spend
less time doing it? Will this activity or new product
make my earning capability more efficient? Can I do
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this plan without having to hire anyone else? How merchants, I've sat on leads for months and even over a

will this action affect my stress level? year. It's done wonders for attrition.

GS: What's been your greatest success so far as an agent? GS: What has been your most significant learning
experience?

CS: The low attrition of our client base, overall, has really

surprised me. Of course, I always hoped for low attrition, CS: I was lucky to have a mentor in Charlie Ryan, who

but it's nice to see that our model is working very well. was the Bank of America Merchant Services' Manager in
Atlanta. His entire team was classy. From the get-go, [ saw

GS: What are some keys to lowering attrition? that you could make a great living at this and have it be
good for the processor, bank, salesperson and, especially,

CS: One thing is that major life cycles are the best times the merchant. What a way to start.

for merchants to look at switching processors. In the life

insurance business, rarely was it a good deal to replace a GS: How do you balance the demands of your work and

policy. But that didn't stop salespeople from overselling. personal lives?

It's the same with merchant services.

CS: I was diagnosed with multiple sclerosis in 2003
Major life cycles for buying insurance would be buying a but actually had my first attack in April 2002. This kind

new home, getting married, having a child, and so forth. of thing forces your hand a little. Some organizations
Ilike to wait until major events in a merchant's life, too. feel the need to hire, hire, hire and constantly put more
These include bank or checking account changes, opening and more stress on themselves. Lose an eye, and see how
a new store, opening a second location, buying a new POS important success is. I have no problem getting personal
system, and so on. time in.

Poor service with a current processor is next, but sav- GS: Have you ever tried to move your merchants from
ings is at the bottom of the list. Instead of overselling one processor to another? If so, what happened?
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CS: Moving blocks of merchants is like telling them you registered with two different banks even though we
gave the wrong recommendation. It's also double the only have two salespeople. I'm a big believer in
work. Making more commission is not a valid reason to being registered.

move a client unless you are completely cut off.
GS: Why is it important to have a full arsenal of products

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

CS: I've done a great job in creating referral relationships. CS: Don't look at me. When I ask myself the core ques-
Everything is either an incoming referred call or an outgo- tions of effort versus stress versus return, most weapons
ing warm call. end up on the scud heap.

I've also taken advantage of my CFP training to GS: What does it take to succeed in this business?

create some great CPA referrals. CPAs know there is

a code of ethics in the CFP world: integrity, objectiv- CS: If I was starting out today, I would hope I could
ity, competence, fairness, confidentiality, professionalism find a mentor, like I found Charlie Ryan. If available,
and diligence. It makes it easier for them to let me help I would buy the ETA's terminology book and read it
their clients. cover to cover. I would hope that I would stumble onto

The Green Sheet and the GS Online MLS Forum early in
GS: What would people be surprised to know about the the game.
way you do your job?

If I were at street level, I would call in off-the-beaten-path
CS: Maybe being able to never leave the office might areas, like business to business areas. I would never call
surprise some. But I think our colleagues have seen just on the best store in the shopping center first.
about everything.

I'd spend at least an hour each day looking for a referral
Maybe they would be surprised to find out that I'm source. Go the extra mile; make one more call.

We will pay out over

$20 million

IN commissions
this year.

Will you get yours?

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

= g b o

Tomr Fufwre Carth Woricing Far Yom Tesding™




GS: What would a good agent training program
consist of?

CS: There is only one way to train someone in this busi-
ness. You take them out with you and let them see you
make the sales. The longer the better. Whether you split
commissions with the new person or just make them
watch, they will pick up the lingo by watching you.

Then, they have to prove to you that they can retrieve
statements. If they can get statements, they can make it,
and you can help them make it.

GS: If you had to bring a new sales rep up to speed on
interchange right away, how would you do it?

CS: I'd pull out old statements and analyze them side by
side with the interchange sheets. I would focus on what
you can prove and show them how to use the Socratic
method of selling to show savings on categories with hid-
den fees.

GS: How has The Green Sheet helped you?

CS: I remember when I got my first copy of The Green
Sheet. I knew my employer didn't want me to have access
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to it. It was like being 12 years old and finding your dad's
Playboy. Oh, the secrets it revealed!

The MLS Forum is a fun place to be. It allows us to search
for just about any question we can ask. The print version
has been invaluable. To share a secret, I was looking for
a specific relationship in June of 2004. I don't know what
exactly caught my eye about a new advertiser, but I called.
I send them over $200,000,000 annually now. And I regis-
tered with them, too.

GS: What hobbies do you enjoy?

CS: I love to fish and farm my property. I also like to
video edit.

But what I really like is to see my favorite band,
Blue Oyster Cult. I have been close friends with
them since 1996 and created a benefit concert with some
of their members. We've had a ball over the last 10
years. The shows and late nights following get better
and better.

GS: Do you have a motto that you live by?

CS: Miracles do happen; take one.

TOTAL SERVICE. INSIOE AND OUT.
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the top electronic transaction equipment brand
nameés, 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 1o accomplish and do everyihing we can to find
a way to reach your goals, For more information, visit
us at jrposdepot.com.
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Debunking wireless myths

By Bulent Ozayaz

VeriFone

yths endure, even when refuted by
airtight logic. To some extent, that's the
situation we face today with regard to
wireless POS systems, which have great
potential to modernize POS transactions. Persistent fears
about wireless monsters of old are holding back the
march of progress.

I'd like to dispel the myths circulating about wire-
less POS technology. Why should you care? Primarily
because grasping the true advantages of wireless POS
systems will boost your profit potential and increase your
value to customers.

All myths have some basis in a distant reality. And in the
past, there were very significant drawbacks to wireless
payments. But times have changed. So let's take a look at
the myths and realities of wireless as they apply to pay-
ment processing today.

Myth No. 1 - Coverage isn't good

Historical basis: Nonstandard wireless networks, such
as cellular digital packet data (CDPD), Motient and
Mobitex, were notorious underperformers. Coverage
was far from ubiquitous; service could be erratic; cus-
tomers were often unhappy.

Today's reality: How many of you go anywhere without
your cell phone these days? You're virtually assured of
service unless you're out in the hinterlands.

The old networks are either dead or on life support.
They are being replaced by better technology that major
communication networks are backing with multibillion-
dollar investments.

Not only is coverage better, but general packet radio ser-
vice (GPRS) and code division multiple access (CDMA)
technologies are more efficient and have the ability to
transmit data more securely.

These networks — backed up by industry power-
houses Verizon Wireless, AT&T (formerly Cingular
Wireless) and Sprint Nextel Corp. — are here to stay.
They are built on the backbone of the cell phone
infrastructure that supports hundreds of millions
of consumers.

In 2006, out of 233 million cellular customers in the
United States, 86.8% were covered by global system for
mobile communication (GSM) and CDMA technologies,
according to industry groups.

Myth No. 2 - It takes longer to set
up a wireless merchant account
than a countertop account

Historical basis: Older wireless networks were cumber-
some and time-consuming.

Today's reality: We're now in the era of plug and play.
Compare the experience of signing up for a wireless
phone versus setting up new landline service today.

With wireless, if the equipment is on-hand with
your processor or preferred reseller, you can estab-
lish service in almost real time. With landline, it will
likely take weeks. And if you need wiring installation, it
may cost hundreds of dollars (if you can find somebody
to do it).

Wireless networks and support organizations are
creating an infrastructure much like what the cell
phone industry has created to provide mass service.
The major service providers such as AT&T and Verizon
have tailored programs specifically for POS transac-
tions that make wireless accounts less expensive than
landline accounts.

Myth No. 3 - There isn't enough
support for wireless POS

Historical basis: Sure, when wireless networks were
sparse and the number of systems in circulation was
relatively small, support was very limited.

Today's reality: All major processors today are set up for
wireless transactions, and Class A and help desk sup-
port options are available.

Today's third-generation networks and hardware are
more advanced; a wireless POS terminal works virtually
anywhere a cell phone works. Installation is simple and
service is reliable.

Myth No. 4 - Merchants are doing fine
without wireless, so why change?

Historical basis: When something is not readily avail-
able, it's easy to think you don't need it. Case in point
is the cell phone: When the only options were spotty
analog service and 10-pound units, very few people
thought they'd ever need a wireless phone.

Today's reality: Merchants need wireless to expand
their businesses with card acceptance for delivery ser-
vices, in-home services, curbside food pickup, sidewalk
sales, and so forth.

Let's face it, consumers are hooked on plastic. Having
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to come up with cash can result in a lost sale. Add to
that the cost of handling cash (pilferage, bank fees,
security, for example), and card acceptance looks better
and better these days, regardless of interchange costs.

In addition, once merchants have their hands on
wireless systems, they will realize that flexibility
and portability generate additional revenue from
increased sales. They will be more likely to purchase
additional systems.

Myth No. 5 - Wireless is expensive

Historical basis: Many of you undoubtedly recall a few
shocking moments when monthly wireless phone bills
came with pages of roaming call charges.

Today's reality: Wireless service providers long ago
realized they could sell more plans by reducing the
shock factor. Plus, competition has pushed costs down
to levels that are more attractive than landline costs.

In addition, service providers have crafted packages
specifically for card transaction use. Savvy ISOs and
merchant level salespeople are finding they can generate
incremental revenues by reselling service packages.

Wireless data packages are billed on data volume rather
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than minutes used. Base wireless packages can start as
low as $20 per month. Meanwhile, businesses can do
away with phone lines and eliminate dependency on
phone jack location.

Myth No. 6 - Wireless is slow

Historical basis: The earlier generation wireless data
networks had theoretical data transmission rates of
up to 19.2 kilobits per second, but actual transmission
was generally quite lower. Round-trip transmission lag
could be four to 30 seconds.

Today's reality: GPRS and CDMA offer much more
robust capabilities and better coverage. This means
transmission times from start to finish are generally no
more than two to three seconds, and often faster.

Myth No. 7 - Wireless isn't secure

Historical basis: Many of us remember the days when
the hot security issue was not credit card fraud, but
rather cloned cell phone numbers. Back in the days of
analog, circuit-switched wireless, security was indeed
an issue.

Today's reality: Today's CDMA and GPRS wireless net-
works provide a high degree of security with advanced
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digital encryption technologies. In VeriFone's case,
secure sockets layer (SSL) encryption is provided.

You cannot scan wireless information from the airwaves
and use it for fraud. The level of encryption is so great
that fraudsters wouldn't even consider attempting to
create a breach. There are many easier targets for them
to pursue.

Myth No. 8 - Wireless equipment
isn't sturdy

Historical basis: Early wireless terminals were not
designed to withstand impact and spillage. As a result,
they were not suited for market segments in which
physical reliability is a major concern.

Today's reality: New wireless terminals are built for
rugged conditions. Wireless payment technology is very
much a maturing art form. Today's systems represent
lessons learned from years of field experience.

Moving forward

Skeptics like to point out that in the United States, the
overall wireless adoption rate has been slower than in
Europe and Asia. But don't forget that for many years
the United States enjoyed not only the most advanced
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landline infrastructure, but also the lowest costs. The
incentive to go wireless in Europe, Asia and Latin America
was much greater due to the cost advantages that wireless
technology offered.

It has taken time for wireless in the United States to match
and then surpass the advantages of our landline system.

While there are regions throughout the country that don't
have wireless service, they are mainly unpopulated or
barely populated areas where you're not likely to be sell-
ing anyway.

In fact, 99% of Americans are now living in counties in
which next-generation wireless services are available,
according to CTIA — The Wireless Association. It reported
there are now more than 233 million wireless subscribers
in the United States.

The art of any deal lies in selling the customer on
the benefits. With wireless there are many. But there
are also benefits for you. Adding a wireless terminal to
every deal will provide you with greater profits and up-
selling potential.

Bulent Ozayaz is VeriFone Vice President of Marketing for North
America. He can be reached at bulent_ozayaz@verifone.com.
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compression blues

By Ken Musante
Humboldt Merchant Services

n my last article, I discussed barriers to entering
the payment services industry. They are increasing
due to the industry's stiffer regulatory, capital and
knowledge requirements.

While these barriers have pushed down merchant pro-
cessing margins, they will help stabilize our long-term
profitability. Specifically, barriers will lessen the number
of new competitors.

Intuitively, this makes sense: As regulatory and capital
requirement barriers increase, the cost to enter a busi-
ness increases and, thus, lowers the total return. A lower
return in an industry lessens the desire of businesses or
individuals to enter a market.

Further, complexity and knowledge-based barriers can
serve to provide certain competitors distinct advantages.
Innovative Merchant Solutions, for example, has an
advantage because of its affiliation with QuickBooks.

ABC Leasing, INC.

Wouldn't It B A Dream To Really Relax On Vacation
Knowing That Your Leases And Finances Are In The Best Hands
With The POS Leasing Soluions Of ABC Leasing e,

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

For Your Convenience We Now Accept
Software Leases
Fax Leases*

A True Peace Of Mind For All IS0's

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

Call Toll Free: 1-877-222-9929

*Some Restrictions Apply. Please Call Por Deatails

Cam Commerce Solutions has an advantage because of
its expertise and integration into software for specific
vertical markets.

Humboldt Merchant Services has an advantage because of
its affiliation with its parent banking organization, which
allows for unique relationships and residual advances for
sales partners.

Building on barriers

Once a product or service permeates through competi-
tors, it is difficult to differentiate. Payers attempt to add
value either through enhanced service or lower pricing
(or a combination).

Stated differently, increasing complexity and knowledge
requirements are barriers payment professionals can uti-
lize to keep competition at bay.

Moreover, if you, as ISOs and merchant level salespeople
(MLSs), can understand how your processor prices each
category and how that impacts your compensation, you
have truly separated yourself.

At HMS, for example, sales professionals have the option
to set nonqualified rates for check cards the same as or
lower than the nonqualified rate for credit. Knowing this
and understanding a merchant's customer base enables
experienced ISOs and MLSs to analyze and price mer-
chants more efficiently than those with less experience.

Another example is the category each interchange rate
falls into. Processors and acquirers determine which items
fall into qualified, mid-qualified and nonqualified. Work
with your processors to know which items will down
grade and into which category.

To further increase your utility, know that same informa-
tion for your competitor so you can truly provide a fair
comparison to your prospects. Doing so and being able
to explain it will elevate you to deity status in the eyes of
frustrated merchants.

Market niches allow you to further separate yourself from
competitors. Understanding the small-ticket market can
serve as a micro-barrier.

To further illustrate, when a Visa U.S.A. Check, Rewards
or Signature card is used at a small-ticket merchant and
the transaction amount is under $15, the small-ticket rate
applies instead of the Rewards rate (for all consumer cate-
gories.) The Visa Check card rate is 1.55% + $0.04, and the
credit rate is 1.65% + $0.04 for small-ticket transactions.

With MasterCard Worldwide, the transaction amount var-
ies with the merchant category code but is typically $25.

The small-ticket rate applies on all check cards, but Core
Value and Enhanced transactions drop to QPS Merit 1
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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.
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in the "Visa and MasterCard rewards
card rate comparison" table accom-

Viso and MosterCard rewords cord rate comporison = 2007

MaxterCard Wisa Approx. reward/ 31 spent panying this article.

'::_'.l'l:' Wira | Viga Chaaie /Traditoms ] : _Mia

Enhonced | Wiao Troditonal Rewards | &0 6o 100 boais poinss [bpa) Keep in mind, MasterCard and
Weerkd Cord ] Wikd Sagmdiund I2% ia 175 Egrd

Visa categories are only similar.
The interchange between these sets
of cards is not equal, although they
do correlate.

‘Wiarlkd Elile Yida Signotes Preberesd | T00e b

Source: Humboldt Merchant Services

(which is 1.89% + $0.10 for Core Value and 2.04% + $0.10
for Enhanced transactions as of June 2007). World Cards

will retain the World Card rates. The new interchange structure proposed by MasterCard

complicates an already convoluted subject. Taking the
time to understand it provides you a competitive leg up

Less experienced sales professionals may not realize the on similarly situated professionals.

above and misquote pricing to merchants. Or they may
understand the interchange on a small-ticket rewards
transaction but not realize where the transaction will be
priced with their processors.

Get a breakdown from your processor of where these
transactions will fall for your merchants. Doing so will
provide a knowledge barrier between you and your com-
Keeping abreast of change petitors and allow you to stave off the margin compres-
................................................................................... Sion Within the industry‘

On June 7, an entire new class of rewards card rates will be

applicable for MasterCard transactions. The new category It's not easy to obtain a knowledge barrier. But once
is MasterCard's "Enhanced" card. They will be separated obtained, it is lasting.

from "Core Value" cards, which have lower interchange.

Ken Musante is President of Humboldt Merchant Services.

Contact him by e-mail at kmusante@hbms.com or by phone
at 707-269-3200.

World Cards will remain and carry a higher interchange.
The new lineup is similar to Visa's. They are compared

Don’t Leave With Just A Piece,

Take the Entire Pie!!

Our Revenue Share Program is Amongst
the Most Aggressive in the Industry.

With Unired Payment Services vou L'.nlﬂu.r.lﬂy fund
the right deal for you:

$200 Signing Bonus
per account raid weekiy)

* 4 hour merchant approvals

®* Lafepoiis Commission stFiciine

*  ['ersonal account manager

. Healeh insurance and Auro allowances
*  Large bonus structure

PLUS Keep What You Earn, Call United Payment

Services Today! UNITED

*  Conversion bonuses

. Free :_'I.!I;:li'lﬂlll_'lll i|||_||,||,|i::'|':_: wircless rerminals PAYMENT SERVICES
*  Liberal underwriting guidelines { Sﬁ-ﬁ 8 UNITED
Uiniged Payménd Servaces 18 o rggiabieed IROUMESP of BancorpSaouth Bank, Tepslo, M5 = e

Amnerican Express amd Dhaoover reguade sepamile sppiovnl f =B850 45F3)



IMAX Bancard Metwork is a registered ISOWMSEP of BancorpSouih Bank, Tupelo, M5

TAKE A STEP IN THE
RIGHT DIRECTION....

With iMAX Bancard, you can make your
processing relationship what you want it to be.
Choose a higher up-front bonus or a higher
residual rate. Sign the merchants you want
and get paid the same day to your account.

We give you 80% residuals or $200 on approvals,
and up to $1,000 on conversions. You can
expect instant approvals, lifetime residuals
that you own, faxed apps, instant live merchants,
file builds in seconds, the industry's highest
merchant approval rate, Internet gateway access
tools and reporting, sales training with in-house
support and so much more.

UP.

Ne're fﬂ@%ﬁ:

" In-House cash advance

A (%? Newr !/

+ Up to 40 times residuals portfolio
purchase when sales channel

included!! 4/ Aow !

+ Up to 24 times residuals for
portfolio purchase!!

v Up to 18 times residuals when a
merchant is purchased up front!!

A Newt!

AX

BAMCARD MNETWORK

www. imaxxbancard.com + www.imaxbancard.com + www.imaxbancard.com
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WHO SAYS YOU CAN’T REINVENT THE WHEEL?
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Wirtual
Terminal

TRANSACTION CENTRAL™

Multi-location
Multi-terminal
MNetworking

Existing
Softwane
interface

TeansAcnon Cewreas is the Web-based centralized payment processing system that puts
a new spin on flexibility. It offers all the functionality of countertop terminals and the
sophistication of enhanced reporting and automation tools, as well as 24-hour
transaction processing from anywhere in the world. Best of all, its customizable,
Merchants select the features they need now and as their business grows and
changes they can add the additional bells and whistles they need to get rolling.
So why spend time reinventing the wheel? Customize it instead. Call 1.800.669.7228
today to learn more or visit our online demo at www.TransFizst.com/demo.
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FreePOS

wiww. Posfires-F sadback net

Positive Feedback

Software LLC

Company address:

10 Walnut Ave.

Vinton, VA 24179

Phone: 540-243-0300

Fax: 540-526-9371

E-mail: sales@positive-feedback.net
Web site: www.positive-feedback.net

1SO/MLS contact:

Todd Norvell

President and Senior Software Designer
Phone: 540-243-0300

Fax: 540-526-9371

E-mail: todd@positive-feedback.net

1SO/MLS benefits:

® Sales training at 150 location

* Sales lead generation and referrals

® Tech support and financing available
o Referral fees paid every 45 days

® Tradeshow and cooperative advertising
® Reduced account attrition

POS panache
for restavrateurs

ositive Feedback Software LLC develops and sells restaurant POS
software at a price so low that it's almost free. In business since 2001,
the company took more than two years to bring its restaurant soft-
ware solution, FreePOS, to market.

The product includes more than a million lines of code, which was written
almost entirely by Todd Norvell, the company's President and founder.

The price is right

Norvell said if he had used a team of programmers to develop FreePOS, he
would have incurred millions of dollars in research and development costs.
"That [savings] is one of the things that make our product untouchable," he
said. "Functions that FreePOS offers for $99 other vendors are selling for
$1,000 per station."

According to Norvell, many of his competitors use programming
teams, but "if you can have software developed by an individual versus a
group, a lot of times it is more efficient, and the design decisions are
made decisively."

He noted that when a programmer quits or advances to a new position, the time
and money spent on that individual's programming efforts are often lost.

And when a new programmer enters a project, the code has to be recreated,
sometimes from scratch, because one programmer may have a difficult time
picking up where another programmer left off.

"In the final analysis, what sells a product is price and performance," Norvell
said. "Sure, you can get a product to market faster by implementing a team
programming infrastructure, but if no one can afford the resultant product, it
was all for nothing in the end."

While FreePOS is affordable, it is neither basic nor bare-boned, Norvell said.
FreePOS is robust and suitable to diverse restaurant models. It can:

e Remind server staff to check back with tables

® Provide picture-based menu ordering screens that automatically change depend-
ing on the meal being served

® Run on wireless table-side devices for order-atthe-table functionality

® Run a wireless messaging center that includes up to 1,000 wireless pagers,
guest coasters and staff pagers.



CompanvProfile

48

POS pulse

Before launching Positive Feedback, Norvell extensively
researched and installed other brands of POS software.
"If you go into the POS business without an understand-
ing of what your competition is able to accomplish, it is
difficult to justify the financial risk that the R&D cycle
requires,” he said.

Norvell observed a weakness among his competitors: "I
think many POS software companies hire arrogant techni-
cal support staff that doesn't care about their customers,"
he said. "Support is a huge issue in an industry driven
by referrals.

"If you are snobby and look down on your customers, you
aren't going to succeed in the POS business."

Norvell said he is not above running a load of dishes for
a customer on a busy night. "So few technical people are
willing to be on the same level as people who are working
for a living," he said. "All a restaurant owner wants is for
any problems to get solved without attitude.

"Until you've worked behind a bar on a busy Friday
night, you can't really appreciate what a restaurant
owner does."

Norvell also observed that many merchant level sales-
people (MLSs) promote the added features of a product
when, in reality, the customer doesn't need them. "Many
customers just want to print checks and run credit cards,"
he said. "It's great fun to watch a fingerprint scan but does
that make the restaurant any extra money?"

Follow the money

Positive Feedback's revenue stream includes lead distri-
bution, financing, hardware and software sales, and ser-
vice plans. It also refers out credit card processing.

Norvell said a compensation structure based on buy rates
and residuals is "tired and insecure. We have built a pro-
gram which allows an MLS to earn large lump sums to
supplement their existing residual portfolio."

Positive Feedback uses three sales channels: resellers, alli-
ance partners and agents.

Resellers

Positive Feedback's resellers are technically trained indi-
viduals and organizations. They understand how res-
taurants work, and they handle all their own support.

Norvell noted that most of his resellers have established
relationships with restaurants; many have worked for
cash register or POS product companies previously.
"Often a reseller for another POS company will come to
us after losing a price war," he said.

Norvell does not require that resellers have college
degrees or formal education.

"The one thing we look for is restaurant experience and
an incredible work ethic," he said. "T'll take the guy who
wants a chance to make a better life for his family over
the established reseller who will massage an existing
sales channel until it dries up."

Alliance partners

Typically, Positive Feedback's alliance partners are ISOs
with at least a dozen agents. Alliance partners identify
clients who potentially need POS systems and deter-
mine what they need in general terms.

Partners pass that information on to Norvell and his
team who then contact potential customers and help
identify specific solutions.

Positive Feedback also gathers merchant account leads
through its Web site, which attracts 10,000 visitors a
month, according to the company. Positive Feedback
matches leads with local providers in an effort to con-
nect them with payment processing services.

"The agreement is we earn 50% of the residual collected
by the ISO if we referred the sales lead," Norvell said.
"Most deals are just signing them up. It's not making a
sale, it's taking an order."

Positive Feedback has procedures that help identify
professionals who will work best with the company.
And it tests new relationships before giving out the best
sales leads.

"We have our new partners call hard leads first that are
seeded with a couple of established contacts," he said.
"We find out how professionally the lead was handled.
We have to do this for quality control.

"We can't have great leads going to undermotivated,
unprofessional sales reps. Many times, we learn about
the work ethic during this process, too."

The company gives alliance partners a buy price for
an entire project. "Anything over the buy price they
may keep," Norvell said. "We do put a limit of 50% on
the negotiation."

Independent agents

Norvell said being an independent agent is the easiest
way to earn revenue with Positive Feedback. It does not
require POS system knowledge, and MLSs need only
refer clients.

Agents earn bonuses of $500 or more each time
they refer a client who closes an account. For a
multilocation account, MLSs receive $500 for each
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FreePOS system installed. Typically, each location uses
one system.

"We will be your partner,” Norvell said. "Every
restaurant is going to get a POS system someday, but
the other POS companies don't 'play nice' with the credit
card industry."

While some ISOs opt for the Alliance Partner program,
Norvell said that many times, ISOs would do better to
use the referral program option.

"They may think they will make more money as an
Alliance Partner, but they don't take into account that
without POS knowledge, it can be difficult to sell,"
he said.

MLSs receive sales leads from Positive Feedback.
And, FreePOS provides an additional solution to offer
merchants. "Often, our FreePOS product converts a cold
call into an appointment," he said. "Our products are
that powerful."

Perks for the pros

According to Norvell, FreePOS is a tool that helps make
customers dependent on MLSs. "When the MLS sells a
merchant credit cards, gift cards, POS, remote support,

80%/ 20%

Revenue Share

The first.
The most.
The best.

S50

equipment loaner programs and a financing solution,
he owns the account," he said. "Attrition occurs when
replacement is painless."

FreePOS merchants wishing to switch processors must
call Positive Feedback and request a change. The com-
pany alerts alliance processors, providing them an oppor-
tunity to save the account.

According to Norvell, merchants appreciate this because
it gives them a chance to save the costs a processing
switch would incur. "We hold up the account switch
for 36 hours at most. After that, we must honor the
merchant's request.”

Customers can finance FreePOS through Positive
Feedback or purchase it outright. "We try to emphasize
the financing solution since it generates a larger sale
size for the agent and higher profits for Positive
Feedback Software," Norvell said.

Another benefit for alliance partners is Positive Feedback's
Shark School, a two-hour, high-energy motivational class.

The class costs $1,500, but the company offers a discount
to each person who attends: $125 multiplied by the
number of attendees. If a class includes 12 people, it
is free. The company will also fly a trainer to alliance
partner locations.

Positive Feedback handles all follow-up service issues.
This allows ISOs and MLSs more time for selling. It also
offers 24/7 hardware and operating system support if the
merchant purchases a service contract.

In addition, it provides per-incident support seven days
a week from 9 am. to 8 p.m. Eastern time for all
FreePOS users.

Envisioning a profitable future

FreePOS is sold worldwide and supported by a network
of 20 reseller corporations. "Over 240 businesses trade
sales data with us, and that number is growing fast,"
Norvell said. "Our projected profits for 2007 — 2008 are
expected to be sufficient to begin consolidating partner
companies.

"Positive Feedback has become successful for one very
simple reason: We leave a lot of value on the table for our
customers.” Norvell's ultimate goal is to take the entity
public. "The money spent nationally on POS products is
nothing short of staggering," he added.

Positive Feedback values its sales channels: "We are prob-
ably the only POS company in North America that will
come to your office, show you how the POS business
works, and get you started selling with no initial cost,"
Norvell said. "We couldn't do that if we didn't make a lot
of sales as a result." &
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Offer Your Merchants the Ultimate Online
Shopping Protection

Inexpensive and simple to implement, the Assurz 100% Satistaction
Guarantee improves customer satisfaction and makes online visitors
more likely to buy. Through a partnership with Assurz, you can now
receive the benefits of offering this service directly to your online
merchants.

* Deliver more sales to your merchants through increased
consumer confidence
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satisfaction
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Crank up YOUR merchant volume!
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UNIQUE
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GUARANTEE
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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
guarantee processing.

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

| ICT ]
Preferred Check Services

A derimicsn of Focum Fnascdil Dot Services, fac

EB4S Shilah Rd. Easf, Suite &
Alpharetta, GA 30005
Phome: BBE-603-8009

Fax: BBB-&03-0661
preferedcheck @hoimail .com

New Arkansas law caps
early termination fees

he Arkansas legislature has weighed in on the long-simmering feud over
merchant processing fees. With no fanfare and little public debate, state
lawmakers overwhelmingly approved a bill in April that imposes strict
disclosure requirements on merchant processing agreements.

The legislation caps the fees that can be assessed Arkansas merchants for early
termination of card processing contracts.

Arkansas Act 911, which takes effect July 31, applies only to nonbank providers of
merchant services. As enacted, the new law caps at $50, or one month's minimum
charge, fees that can be assessed an Arkansas merchant for early termination of a
contract with a nonbank processing company.

Experts note that $50 is substantially less than prevailing industry charges for
early contract terminations. "Almost every merchant agreement that an ISO or
MLS [merchant level salesperson] would be selling would be in violation," said
Mary Dees Griffith, President and Chief Executive Officer of Creditranz.

Griffith and others also pointed out that the $50 cap on termination fees fails to
take into account staffing and technology costs processors incur ramping up and
maintaining operations that support contractual obligations.

Simple but not straightforward

The text of Act 911, at about two pages in length, has been described by experts
who have studied it as ambiguous and unreasonable. "The unreasonableness of
this is quite frankly staggering," said Rob Drozdowski, Electronic Transactions
Association Senior Director for Research and Information.

Drozdowski said the ETA is particularly concerned about the lack of time provid-
ed so that ISOs and MLSs doing business in the state can ensure their merchant
contracts are in compliance with the new law.

The act, for example, dictates specific terms that must be included - effective
date, monthly minimum and termination fees — as well as the print size that must
be used (8 point) in any processing agreements entered into with merchants in
the state beginning July 31.

Typically, lawmakers and regulators when mandating changes in legal business
contracts will establish implementation windows (normally between six and 18
months) during which time businesses can make the required changes to con-
tracts, Drozdowski said.

Not so this time: The effective date of Arkansas Act 911 was 90 days from the date
of final passage. Introduced in February by Rep. Susan Schulte, R-District 48, the
act, as originally drafted, would have applied to banks and nonbanks, alike.

But one of two amendments approved before the bill's final passage
excluded from coverage state and federally chartered financial institutions, their
parents, and affiliates that offer credit card processing services. (The other
amendment reduced the minimum text size required in disclosures from
10-point to 8-point type.)

Griffith, however, said it's unclear how the new law will be enforced. "The law,
as written, is very ambiguous," she said.
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Under MasterCard Worldwide and Visa U.S.A. rules, card it seems to have garnered no public debate or discussion.

processing agreements must be between merchants and Repeated searches of news sources in Arkansas make no

acquiring banks. The ISO/MLS who signs a merchant is mention of the new law.

an agent of the acquiring bank, even though the name of

the acquiring bank may not be obvious to the merchant. "The really frightening thing is that this passed
without a whisper," Griffith said. "It concerns me that

Griffith, however, said it's unclear how Arkansas Act 911 something with provisions this specific to our industry,

will apply to contracts involving processors that partner along with items that most industry agreements would

with multiple acquiring banks. For example, is a contract be in violation of, could pass into law with very little

involving First Data Corp., a partner bank based in New media coverage."

York, and an Arkansas merchant covered, or is it exempt?

"I think you'd have trouble in Arkansas," she said. Schulte said there are no initiatives planned to tell mer-

chants and processors about the new law. Nor is the state
on the lookout for companies in violation of the law. It's
on the books; if merchants feel they've been wronged,
there's now a law under which they can sue the offending
party, Schulte said. &

Stealth lawmaking

The Arkansas legislature adjourned on May 1 and is not
scheduled to reconvene until January 2009.

Schulte, who is completing her third and final term in

the state Congress, said she was prompted to intro- Marke' in acq“iring

duce the bill by complaints she had received from area
merchants about contract disclosures that were diffi- ' H d
cult to read ("even using my bifocals") and about steep S'l'ﬂl'e or min
contract termination fees. Many of the contracting com-
panies were "from out of state," Schulte noted during a
telephone interview.

erchant acquiring is garnering a lot of
ink in the financial press, as investors
bid up values on leading companies.
And one of those companies — First Data

One of the most troubling aspects of the legislation is that
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»3 Typically, a buyout firm restructures and cuts costs af the
. companies purchased, then sells the invesitment.

Corp. — has thrown a financial lifeline to the contactless
payments market.

First came news in April that private equity giant Kohlberg
Kravis Roberts & Co. was offering $29 billion (or $34 per
share) for First Data, which, in addition to merchant
acquiring, has significant market share in card issuing
services and transaction processing.

Then on May 16, the Blackstone Group, another large
player in the asset management field, announced it would
add Alliance Data Systems Corp., a provider of market-
ing, loyalty and transaction services, to its portfolio of
private holdings.

At a cost of $7.8 billion (or $81.75 per share), Blackstone's
offer amounts to a 30% premium over Alliance Data's
closing share price ($62.96) on the day the offer was
announced, according to Reuter's News Service. In late
May, ADS was trading at just under $78 a share.

Just two days earlier, Chicago-based GTCR Golder Rauner
LLC announced it was selling transaction processing ser-

vice provider TransFirst to another buyout firm, Welsh,
Carson, Anderson & Stowe, for $683 million.

WCAS' portfolio includes several information services
companies, including BancTec, a financial imaging solu-
tions provider. But none are involved directly in transac-
tion processing or acquiring.

GTCR is no stranger to payments business lines. It owns
National Processing Co., one of the largest providers of
merchant acquiring services, and until just a few years
ago, GTCR owned POS terminal manufacturer VeriFone.

TransFirst, originally known as ACS Merchant Services,
has been in GTCR's portfolio since 2000.

KKR is new to the payments space, but it knows the retail-
ing sector well. Its holdings include Toys R Us Inc., which
operates several national chains.

Private equity and buyout firms are drawn to payments
businesses, especially merchant acquiring and processing
companies, by the large amount of cash flow generated.
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DON'T TRUST THE JOKERS.

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.
A STABLE, STRONG, CREDIBLE PRESENCE, EVO HAS BEEN HERE FOR 15 YEARS, PLUS.

WE ARE RANKED AT THE TOP OF THE GAME AMONGST MERCHANT ACQUIRERS.

WE ARE LOOKING AT THE FUTURE, WHILE OUR COMPETITION IS LODKING AT US.
WE ARE CONSTANTLY REINVENTING THE WAY THIS BUSINESS IS DONE.
WE ARE FLEXIBLE AND CAN MEET YOUR NEEDS WHATEVER THEY MAY BE

TODAY... AND TOMORROW.
EVERYONE AND THEIR BROTHER OFFERS FREE TERMINALS, (ETC.) AND SO DO WE. NEXT.

HERE'S SOME EXAMPLES OF WHAT ELSE WE CAN DO FOR YOU.

COST PLUS PRICING
THE ALL-IN-ONE TERMINAL
SMALL BUSINESS CREDIT CARD FOR MERCHANTS
MERCHANT FUNDING
IN-HOUSE GIFT CARD PROGRAM
IN-HOUSE LEASING
MERCHANT REWARDS DISCOUNT PARTHER PROGRAM
CANADA
FOUR FRONT ENDS... EVO'S D'WN PROPRIETARY, GLOBAL, CHASEPAYMENTEGH, AND VITAL.

MAKE THE MOVE, AND EVOLVE WITH EVO.

®

MERCHANT SERVICES

TO JOIN THE EVOLUTION, GALL JIM FINK 1-B00-CARDSWIPE (227-3794), EXT. 7800
OR: VISIT US ONLINE AT WWW_GDEVD.COM.

EVD is a registered IS0 and MEP of HSBC Bank USA National Association, Buffalo, NY.




News

These firms often borrow as much as two-thirds of the
purchase price, so the cash is used to pay down interest,
the Reuter's report explained.

Typically, a buyout firm restructures and cuts costs at
the companies purchased, then sells the investment. Or,
as was the case with VeriFone, the company is taken
public. In a recent exchange with employees, First
Data Chief Executive Officer Henry C. Duques insisted
that no "significant changes in staffing or structure"
are planned "at this time as a result of this deal."

No new bidders as First Data
invests in ViVOtech

Under the KKR deal, First Data had 50 days to find an
alternate buyer. But in a statement released May 22, First
Data announced it had received no takeover proposals
and was ready to proceed.

KKR's completion of the buyout, which regulators
and First Data shareholders still must approve, is
expected by the end of the third quarter. Meanwhile,
First Data is honing its focus on the emerging business of
contactless payments.

The company announced last month that it has signed
on as lead investor in the latest round of financing for

ViVOtech Inc., which specializes in devices and software
that use a contactless technology known as near field
communication, or NFC.

NFC is a short-range wireless technology that supports
tap-and-go payment applications, like those using
MasterCard PayPass. Adoption of NFC-based payments
is expected to surge as the technology is embedded in
mobile telephones with increasing frequency. ABI Research
expects NFC chips to be embedded in 20% of all mobile
telephones (or about 292 million handsets) by 2012.

"As one of the many technologies First Data will be sup-
porting, our recent investment in ViVOtech furthers our
objective of bringing a new generation of terminals and
mobile-phone-enabled payment services to our finan-
cial institution and merchant customers," said Barry
McCarthy, First Data's President of Product Innovation.

Michael Mullagh, ViVOtech's CEO, sees First Data's
financial commitment as a clear validation of this
emerging technology.

"Given First Data's vast global footprint, this relationship
will help accelerate the availability of these new services
and the associated transformation of mobile phones into
portable payment devices," Mullagh said. &
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The Facts Are In:

Fear-Based Marketing Does NOT Work!

residual commissions.

10 years,

making less money with our competibors.

REVEMUE SHARING PROGRAM
50% - 65%

Interchange, Plus Assessments, Plus
Mothing. There are no math tricks.
There ara no assessing fees atter your
revenue-sharing split or selecting certain
revenue that is not part of the split.

PRODUCTION AND
CONVERSION BONUSES

Weekly payments of all upfront bonuses.
Get paid on Monday for last week's
approved accounts, Payment is based
on the approval date — nob the Tirst
transaction date.

PRODUCTION BONUS REQUIREMENTS

Mow you only need 5 approved merchants
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We don't know ANYOME who dosen’t close
b deals par manth!
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our business and buy as many merchant accounts as we wish, We are '-F|'-||II'IE to pay our sales
partners about 24x upfront {or about 3800 per account
and frea terminals) for new accounts, without grnang up amything — in addition 1o ther full

with upfront bonus payments

With our organic growth and merchant portfolio acquisition strategy, we will
conbinue to be a very profitable company. Total Merchant Services is here to stay.
We have NEVER sold an account or merchant portfalio. To the contrary, wea've
purchased many different companies and merchant portfolios over the pasi

We're so confedent in our growth that we're affering the best compensation
program in the bankcard business. Get the details yourself. Don't be scared into

NEW UPFRONT BONUS

If your new merchants only require a
reprogram and we don't have to give away
one of our free terminals, we'll give you an
gxtra $100 in cash! On these merchants,
you can now earn $300-3600 — upfront!!

EXPANDED PRODUCTION BONUSES

Dur production bonuses will now include
all merchants — Retail, Home-Based and
Service Businesses as well as MOTO/
Internet-based merchants. The anly
merchants excluded are ones utilizing
our Free Wireless Terminal Program and
our Free to Sell/Lease Program.

Dan't be frightened by fear-based marketing
Checle out the details for vourself

at wune.upfrontandresiduals.com

total merchant services

payment solutsans for your business
www.upfrontandresiduals.com
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We may be running out of
patience with our competitors’

scare tactics, but we're not
running out of money any
time soon.




Take the road less traveled.

We don't give away free terminals. You won't hear us offering a free transaction fee. What we can
guarantee is a strong partnership where we value ongoing training, dedicated service and unparalleled
support.

At First American, our road is not for evervone, but the destination is worth the journey. Take the road
less traveled and partner with a processor who will help vou get where you want to be by offering you
valuable sales tools, a versatile line of in-house products and services, and the vision to see beyond
lOMOorTow.
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>3 Despite the popular perception that family businesses are

. small, mom-and-pop shops, many well-known giants,
including Wal-Mart Stores Inc., Ford Motor Co., Mars Inc.,
Levi Strauss & Co., and HP, are family-owned.

"I thought I was going to burst out laughing. In our
family business, I guess the whole family really does
work together."

Risks versus rewards

An estimated 80% to 90% of all U.S. companies are family-
owned or controlled — nearly 13 million in total, according
to the Family Firm Institute.

Despite the popular perception that family businesses are
small, mom-and-pop shops, many well-known giants,
including Wal-Mart Stores Inc., Ford Motor Co., Mars Inc.,,
Levi Strauss & Co., and HP, are family-owned.

But family enterprises can be risky. The business pages
are full of stories about clans torn apart by professional
differences: the Mondavis, the Pritzkers, the Hafts, the
Murdochs, the Gallos, to name just a handful.

According to the FFI, only about 12% of family
businesses make it to the third generation. And just 3%
make it to the fourth generation — although not all fail as
a result of feuds.

Still, families in the payments industry say that with some
care, the benefits far outweigh the risks.

"If you have a family member that shares the same
vision, work ethic and general concept for doing
business, you probably have a winning partnership for a
new venture," Isaacman said. "Working with my father,
Donald Isaacman, has been one of the most rewarding
experiences of my life."

Sarantopoulos said every family member comes to the
table with a passion that is hard to find in outsiders.
"An employee doesn't have the shared vision ... because
he hasn't known you for long," he said. "When you are
family, there's no better feeling than working, not only
together as a business but as a family together towards a
common goal.

"It is tough to do sometimes, like herding cats, but well
worth it when you hit that stride. Watch out when we are
all on the same page."

Michael Lineback said the best thing about working
with family is "you don't have to worry about their
loyalty to running the business right because they
have a very vested interest in doing the right thing for the
customer on a daily basis.

"And you know every day that you have someone you can
lean on for support and that they will always be there."

Busy bee families

Don Schwerzler, the founder of the Family Business
Institute, said research indicates family businesses tend to
be more productive than nonfamily businesses.

"Family businesses create most of the jobs in the U.S., and
in the process, they also create wealth for the owners,"
he said. "There is a higher sense of trust amongst family
members, and at the same time, a more forgiving environ-
ment when mistakes are made."

Schwerzler added that families in business together "seem
to have more tangible evidence of their connection to past
generations, more of an appreciation of how the history of
the business shaped the family and how the family values
shaped the business."

Gary Yen said going into business together can bring
family members closer. He works with his wife, Nora, at
Money Tree Merchant Services.

"If responsibilities can be dedicated so you'll all work as a
team without conflict, your business can grow a lot faster
than if you did it yourself," he said. "I enjoy working with
Nora. It certainly makes shop talk easier because we both
know what we're talking about, without the funny or
bored look. It just makes our relationship stronger."

Rocks in the road

Sarantopoulos noted that the same passion family mem-
bers bring to the table can lead to real conflicts. And
unlike regular employees, you can't just walk away.

"You have to work double hard to resolve conflicts
because you are seeing these people — your family — after
work and during the weekend," he said. "Nobody in their
old age on their death bed wished they had spent more
time at the office. It's about family and taking care of and
nurturing that family."

Isaacman said that, in general, working with family can
have great benefits and some unfortunate drawbacks.
"It can be challenging sometimes to live the differences
between being both family and co-workers," he said.

Schwerzler believes that lack of a shared vision is a major
reason why family businesses falter.
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"There are those who see the family business as
a business-first family," he said. "The other side of the
divide are those ... who see the family business as a
family-first business. Each side will recognize and
attack a problem, but the solution to the problem can be
worlds apart.”

Some family businesses start out with everyone
sharing the same perspective, but the situation may
change over time.

"When the siblings marry, new and different value
systems are brought into the equation," Schwerzler
said. "That is when it gets tough, as the siblings can
be inclined to seek solutions to problems that appease
their spouses but are divisive for other members of the
family business."

Schwerzler suggested that a family's personal planning
process should drive business planning. "If you are
going to create a mission statement for the business, first
a mission statement should be developed for the family,"
he said. "If a strategic plan is going to be developed for
the business, first they should develop a strategic plan
for the family.

"If a succession plan is to be developed for the
business, first a succession plan should be developed
for the family. ... Most family businesses do not follow
this protocol.”

Beauty in boundaries

Rachael and Joel Rydbeck work together at Nubrek Inc.
"We make sure that if we are talking about business after
hours and just shooting the breeze about our day that
the other person doesn't feel like they need to solve a
problem," Rachael said.

"In my past jobs, I could mention a problem, and Joel
never felt like he was going to be part of the solution,”
she added. "Now we have to clearly state, 'Hey, I just
need to chew this one over out loud, don't feel like you
need to fix it."

Another flash point for family businesses gone bad are
unclear roles or expectations.

"You have to have respect for each other," Jon Perry
said. He works with his wife, Vanessa Lang, at their
company 888Quikrate.com Merchant Services. "We
matched our strengths — not our egos — up against the
things that each of us was best suited [for]."

Vanessa agreed. "We complement each other well," she
said. "Jon and I are like yin and yang."

For the Linebacks, working together is a natural fit
because they know their individual strengths and weak-
nesses. "Michael has more banking knowledge and
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payment processing industry experience than I do," Lisa said. "I bring a stron-
ger marketing /PR and training background.

"Michael also took the time to find a partner, Nick Thuston, who has industry
knowledge on both the issuing side and the processing side, so we have a
solid foundation."

Rachael Rydbeck said she and Joel have great respect for each other as
colleagues. "We are fortunate in that our skill sets are very unique,”
she said. "I focus more on customer relationships, and Joel oversees
product development.

"But there was also a point in time where we had to pick one of us to have the
last say. We like to come to an agreement on issues, but at the end of the day,
one person needs to call the shot.”

Family time, company time

All of the payments industry families The Green Sheet interviewed for this
article agreed that they talk shop at home. A lot.

Michael Lineback said that because he and Lisa "work together in the
same industry, we end up spending all of our time talking about work,
and sometimes we have to remind each other to talk about stuff that is
not work related.

"You have to schedule time to do stuff that has nothing to do with work, or
you will spend all of your time working, which does not make for a healthy

Rides for FREE!
IMPLE..

Quality Equipment ... Personal Service... Fair Pricing...

@ New and Refurb Equipment D i re Ct

% Same Day Shipping
2 Personalized Service and Support

2 Terminal Download and Supplies o
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Tel. 1.877.3156102 O Fax 631.272.5262 & www.godirectpos.com

relationship. You need to agree what
is work time and what is personal
time and try your best to stick to it."

Yen believes it is essential "to leave
the business at the office and not
take it with you to the barbeque.
Both Nora and I love to take a ride
on my motorcycle on the weekends,
which takes our minds away from
the stress of work.

"I think it's important to have a
hobby that we both enjoy to relieve
any tensions that might crop up dur-
ing the work week."

Isaacman said in his family "it's
sometimes hard not to talk shop. For
my father and I, this has been our life
for the last eight years."

Rachael Rydbeck said she and Joel
invite friends along when they go
out of town "just so that we don't end
up talking about work all night."

But combining personal and busi-
ness time has its perks.

"We do talk shop a lot at home,"
Lang said. "One of the wonderful
things about working together is
that whenever you come up with a
great idea for the business, you can
discuss it."

Perry concurred. "If you have a
healthy business, there is no separa-
tion between family and business,"
he said. "Our livelihood is linked
together. It's like a tight weave — you
can't really distinguish one color
strand from another; you see the
entire cloth.

"That's what is great about
running your own family busi-
ness — your life is not controlled
by 9 to 5 or by someone else. Your
life is what you decide it is. We
probably wouldn't be as successful
as we've been if we weren't doing
it together."

So, next time you're looking for a
way to grow your company, why not
take a good look at the people sitting
at your dinner table? 3
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Good lead hunting

By Dee Karawadra
Impact PaySystem

telemarketing lead variations: leads with state-
ments, appointment-setters and lead databases
with millions of prospects, to name a few.

But what are the most effective ways to generate qualified
leads? And how do you capitalize on these pricy gems?

We, as ISOs and merchant level salespeople (MLSs), are
always looking for new ways to get our hands on hot
prospects. Leads are a necessity in the payments space.

MLS Forum member UTAH997 posed an intriguing ques-
tion: "How much would you pay for qualified leads with
billing statements?"

Responses posted by Forum members ranged from $100
to $1,000 per closed deal.

What is a qualified lead?

Hundreds of companies offer leads to sales agents. Most
of us have tried some of these sources and found they
often take us nowhere. Sometimes this is due to a lack of
agreement on what a qualified lead actually is.

To some, a confirmed appointment with a merchant
is qualification enough. Others want the lead source
to ensure the merchant will have a statement ready at
the appointment.

Regardless of what your qualifiers are, make sure they
match those of your source.

MLS Forum member Rome brought up an important
subject: "We recently hired a few appointment setters,"

he posted.

"We had them calling the new business licenses in our
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area, and they have all complained that they have been
hit way too much."

Rome experienced what many of us have
also encountered: new businesses being overwhelmed
by telemarketers.

Lead lists don't come cheap, and they have no
guarantees. And, given how overused most available lists
are, the odds of closing new business with this method
are slim.

How do | create a telemarketing team?

So, does it make sense for a one-person operation to hire
a full-time telemarketer? If you are writing five to 10 mer-
chant accounts a month and you want to increase your
sales, this could be a workable solution.

Should you employ someone exclusively to
generate new business contacts? I would not recom-
mend it initially. However, you could start with a part-
time source.

I know of a few agents who have one person
managing day-to-day customer service and office
details while they are out selling. The inside person needs
to be able to multitask and be willing to do lead genera-
tion and office management.

Some agents ask their spouses to do lead calling,
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>3 1, like many, use a CRM product for a comprehensive grasp of
. my company's leads. It also helps ensure the leads I provide

fo agents are high-quality.

...................................................................................................................

primarily when their businesses are just getting off
the ground. Whether you hire someone through
advertising or use your niece in college, it is usually a
win-win scenario.

To make this successful, be sure to write down
what you require in a qualified lead, and train
your telemarketer well. Communicate your schedule,
and get a good list of businesses for your helper to call.

Now, here is the main ingredient for a successful team:
Follow-up. How many times have you regretted not fol-
lowing through on a referral?

Don't let this happen again, especially if you are pay-
ing for contacts. Follow-up is what will get you in the
front door.

Do CRM tools work for leads?

The next step is lead management. Customer relation-

mePERFE(T
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ship management (CRM) is all the rage these days. CRM
applications, such as those offered by Salesforce.com and
PeopleSoft.com, have become increasingly popular.

An effective CRM program can bring enormous benefits
to ISO and MLS lead management activities. It is crucial
to track all of your contacts. A good program should have
the following:

e Sales functionality: contact management profiles and
history, and account management including activity,
order entry and proposal generation

e Sales management functionality: pipeline
analysis, forecasting, sales cycle analysis, territory
alignment and assignment, and roll-up and drill-
down reporting

e Telemarketing/ telesales functionality: call list assem-
bly, auto dialing, scripting and order taking

e Time management functionality:
single-user and group calendar/
scheduling (typically Microsoft Outlook)
and e-mail

¢ Customer service and support func-
tionality: incident assignment, esca-
lation, tracking and reporting; prob-
lem management and resolution;
order management and promising; and
warranty and contract management

* Marketing functionality: campaign
management; opportunity management;
market segmentation; and lead genera-
tion, enhancement and tracking.

A CRM product can increase produc-
tivity by automating key aspects of
the selling cycle. It can maximize team
selling effectiveness and give an accu-
rate view of the sales pipeline.

I, like many, use a CRM product
for a comprehensive grasp of my
company's leads. It also helps ensure
the leads I provide to agents are
high-quality.

Do | have to pursue all leads?

A lead is worthless if you don't follow
up and track it.
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’ Whether you are using third-party or in-house telemarketers,
. you must remember that people are waiting for you to close
deals so they can get paid commissions.

If your ISO provides contacts or sets appointments to help you obtain more
business, make sure you understand the company's expectations for follow-
up and reporting.

signed application, or if I don't see
any information on lead status, I feel
like I'm wasting money:.

If I provide an agent with a qualified lead and don't see it come in as a Lastly, if you are accepting leads,
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be sure to follow through on every
appointment. Don't cherry-pick the
good ones.

This is where some experienced
agents go wrong. They burn the
leads that don't look promising,
or they don't follow up on small-
volume merchants.

Whether you are wusing third-
party or in-house telemarketers,
you must remember that people are
waiting for you to close deals so they
can get paid commissions.

If you earn a reputation for not fol-
lowing up or for picking only those
leads you think will be successful,
your sources will not work as hard
for you.

No matter how you accomplish it,
establishing a reliable lead source
will take your business to the next
level. Find out if your ISO offers a
lead program. Be diligent. Make sure
you and your sources share the same
objectives. Be organized and coordi-
nate your efforts.

Most importantly, you should always
follow up. &

Dee Karawadra is the founder, Chief
Executive Officer and President of Impact
PaySystem, based in Mempbhis, Tenn. He
and his team have a wealth of knowl
edge 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 foun-
dation for an agent program that is
both straightforward and lucrative for his
agents. Contact him at 877-251-0778 or
dee@impactpaysystem.com.
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Who's messing

By Steve Schwimmer
Renaissance Merchant Services

growing trend among data thieves involves

information derived from discarded medicine

bottles and receipts. As improbable as this

might seem, medicine vials and the paperwork
that comes with them contain enough information for
criminals to steal patients' identities and illegally access
medical services.

Pill bottles are easy to spot. And fraudsters who find them
are wreaking havoc. Because this is a relatively new phe-
nomenon, it is happening under the radar. It comes as a
shock to most people when it happens to them.

The malady

Thieves use prescription-related information several ways:

¢ To obtain medications for people who cannot get
them legally

e To procure drugs to fuel the underground prescription
drug trade
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(continued)
with our meds?

* To access medical services fraudulently

¢ To bill insurance companies for services that insured
patients never received.

This can adversely affect victims' medical coverage and
negatively impact the delivery of life-saving services they
might one day need. Another chilling point is that this
type of medical fraud can go undetected for years.

The cure

All health care professionals and support staff with access
to patient files need to be aware of this growing crime and
take steps to safeguard patients' data.

And the general public must be informed that criminals
look through garbage, not just for financial information,
but also for medical records.

How do we, as ISOs and merchant level salespeople
(MLSs), help? Through education. To be effective, we
must be well-versed on the issues — from theft of medical
services to fraudulent billing practices.

We must encourage our clients in the medical field
to dialogue with patients and provide suggestions
for safeguarding information. (Helping this process can
also strengthen our ties with customers and thus foster
account retention.)

Following are steps health care professionals can take to
help keep sensitive data out of the wrong hands:

e Send patients letters and pamphlets that explain the
growing frends in theft of medical data.

® Instruct patients to treat information on medical receipts
and pill bottles as confidential personal data.

e Take all labels off bottles prior to their disposal.

e Shred all labels as well as papers that pharmacies
include with prescriptions. They contain codes and
other information that can be traced to patients.

Opportunities to acquire merchant accounts in the health
care arena are increasing. If we help this expanding client
base iron out this wrinkle, we'll be doing a good deed,
while also building our businesses.

Together we have the potential to shut down a percentage
of this thievery. Let's do it. B2

Steve Schwimmer is President of the National Association of
Payment Professionals. He has been serving the payment process-
ing industry since 1991 and is the Long Island Director of Sales
for Renaissance Merchant Services. Call him at 516-746-6363 or

e-mail him at thevisaguy@5 16phoneme.com.
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Education (continued)

Technology:

The ideal employee

By Marcelo Paladini
Cynergy Data

business with people they like. Even
as e-commerce and automated transac-
tions become increasingly common,
nothing can top one-on-one interactions as the most
effective method of building lasting relationships with
your customers.

Consumers prize the convenience of doing business
24/7. But they are much more likely to form loyalties to
a particular product or service if they know and trust the
person behind the business.

The everyday logistics of managing and running a busi-
ness — from tracking expenses to replying to chargeback
requests to waiting on hold with customer service — can
take up much of a merchant's time.

And there are few hours left in the day for the face-to-face
selling and relationship building that are crucial to long-
term business success.

The solution is simple: Merchants can let technology do
the heavy lifting by relying on automated systems to per-
form the most important, time-consuming tasks.

If your ISO offers a technology package to your
clients that is easy-to-use and reliable, they will be eager
to transfer their administrative duties to a Web-based
program. It will free them up to spend more time on the
sales floor, which will drive new business and strengthen
customer relationships.

Automating routine tasks

A computer system is not qualified to perform every
duty required of a business owner, of course, so it's
important to provide prospective merchants with exam-
ples of tasks that can be simplified through the effective
use of technology.

First and foremost, any merchant using a technology-
based reporting system worth the microchips it's imprint-
ed on should be able to efficiently track incoming and
outgoing electronic payment transactions.

Processing volume, returns, fraud alerts and transaction
reports can be managed and tracked easily. This should
require little daily work from the merchant. A good
system can simply be turned on at the beginning of the

processing day and left alone until it's time to run
reports at the end of the evening or week.

Another major money- and time-saver for merchants who
use technology is instant chargeback notification.

Under the traditional system, merchants had to constantly
monitor the postal mail (or have it monitored if they were
ever on vacation) for chargeback notices. Then they must
respond quickly to avoid missing the deadline and being
assessed with charges.

But technology can instantly notify merchants
through a pop-up window or e-mail when a chargeback
request comes in, saving time and effort and result-
ing in more chargeback disputes being resolved in the
merchant's favor.

This translates into more money in the bank for the mer-
chant. ISOs should make this a major selling point in their
sales pitches.

Tracking errors, resolving problems

Even in the most well-run businesses, glitches hap-
pen. When merchants without a technological backup
have an issue to resolve, they have to deal with it the old-
fashioned way.

This can mean time wasted on hold with operators, trans-
fers between departments, and dealing with customer
service representatives who aren't authorized to deviate
from the script and can't resolve the problem.

But a processor that provides a state-of-the-art track-
ing system can offer merchants peace of mind that their
problems will be resolved quickly and efficiently through
automated requests.

Here's how it works: A merchant uses the system
to provide a quick description of the problem. It's then
automatically routed to the appropriate department and
person, who provides an expected time of resolution
and requests any additional information needed to solve
the problem.

If more time is needed or additional complications arise,
the merchant receives instant notification, so he or she is
always aware of the status of any requests.

The merchant is also confident that issues are being dealt
with by the people most equipped to resolve them.

By selling merchants the ability to track and resolve
complaints with a few simple keystrokes and the push
of a button, ISOs can provide them the ability to rest
easy and focus on making their businesses the best
they can be.
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>3 By using the right technology system, a business can find
: the perfect balance between technology and in-person

customer relations.

Merchants will be grateful that they never have to suffer through the old way
of handling disputes again. And ISOs will have won merchant customers who
will remain in their portfolios for life.

Delegating effectively

Many merchants have established ways of doing business and routinely del-
egate to staff members and employees certain tasks that could easily be accom-
plished with technology.

It's the ISO's job to convince merchants of the benefits of letting a Web-based
system handle the work. If ISOs go to sales meetings armed with the major
selling points of such a system, it will be hard for merchants to say no to the
benefits of technology.

A Web-based program never calls in sick, makes mathematical errors, or needs
to leave at the end of its scheduled shift.

It's on call and on the job 24 hours a day, seven days a week and can be counted
on to reliably perform its tasks day and night without complaint.
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Of course, regular employees are
still an essential part of the business
process; a computer is only as good
as its operator.

But by relying on a computer system
to perform the tasks it does best,
without fail, merchants can make
it an essential part of their busi-
ness teams. And they can free their
employees to do the in-person tasks
to which they are best suited.

Every effective manager knows the
importance of delegating. By using
the right technology system, a busi-
ness can find the perfect balance
between technology and in-person
customer relations.

Technology can allow merchants
to spend their time in the front of
the store, helping customers and
driving sales, instead of spending
hours in the back room with a pile
of receipts.

Find a processor that offers tech-
nology you can trust, and you can
make technology the cornerstone of
your sales pitch — and watch your
profits soar.

Marcelo Paladini is the President and
Chief Executive Officer for Cynergy Data,
a merchant acquirer that distinguishes
itself by relying on creativity and technol-
ogy 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, prod-
ucts, services and valve-added programs,
all designed to take its ISO partners way
beyond their competitors. For more infor-
mation on Cynergy, e-mail Mike Grossman
at mikeg@cynergydata.com.
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Vertical marketing verve

By J. David Siembieda
CrossCheck Inc.

f you truly want to dominate a market, try vertical
market saturation. A vertical market, also known
as a niche market, consists of similar businesses in a
specific industry with a well-defined set of needs.

One of the main reasons for selling to a vertical
market is that it gives you an opportunity to specialize
and become successful in a particular segment, rather
than splintering your business into multiple sectors
without realizing your full potential in any
single area.

The POS terminals many of you sell to
merchants are a good example of this. :
A variety of models and programming -
options are available to meet industry-
specific needs.

There are several factors to consider when selecting a new
vertical market:

® Whether most businesses in the sector have single or
multiple locations

® Whether businesses in the market tend to sell small-
or large-ticket items

® The reported average sales volume for businesses
in the sector

* How adaptable the market is to cutting-edge
technologies.

>3 How do you determine which vertical
. market is right for you? First, look af
your existing merchant base, and ask
for referrals from the most profitable
businesses in your group.

Food industry businesses such as

restaurants are turning to hand-held devices for pro-
cessing transactions right at the table. POS setup for
traditional brick-and-mortar retailers generally requires
less portability.

However, it can be quite diversified in terms of business
requirements as well as service and equipment needs.

The health care industry is another highly specialized
vertical market. Medical offices frequently handle
mailed-in payments from patients and insurance com-
panies. This opens the door to a burgeoning market for
back-office conversion.

With the promise of fewer trips to the bank and
instant payment processing, more medical offices today
are using back-office conversion technology to mini-
mize costs and focus valuable human resources on the
business of medicine.

Begin with your base

How do you determine which vertical market is right
for you? First, look at your existing merchant base, and
ask for referrals from the most profitable businesses in
your group.

Offer them something in exchange for their referrals, such
as a personalized business gift or a gift card. Referral
business is one of the most effective channels for build-
ing your merchant base and expanding further into a
niche market.

Another way to determine which vertical markets to
approach is to perform an online search of industry trade
associations. Look for those with a large enough member-
ship to support your effort. Search for organizations with
at least 200 to 300 members.

Obviously, some industries will have greater sales poten-
tial than others. In industries wherein significant con-
solidation has occurred, you may have just one or two
primary prospects, which is fine for the short-term.

But you will want to focus most of your energy on indus-
tries with a larger field of prospects.

Once you narrow the search to a short list of top associa-
tions, inquire about becoming a member. However, before
you introduce yourself to the membership of any trade
association, particularly in an industry that is unfamiliar
to you, learn as much as possible about the industry.

Read about the market online and in trade publica-
tions. Call trade associations and ask questions. The
objective here is to gain an understanding of how these
businesses operate.

You'll also want to familiarize yourself with the
everyday terms and expressions used by profession-
als in the field. The more knowledge you have going
in, the better prepared you will be to communicate and
sell effectively.
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Education
The next step is to meet with prospects at tradeshows At some point, you will reach critical market saturation.
or at their places of business, if possible. After you Others in the field will recognize you as an expert and
manage to close a few accounts in a new industry, move seek your advice on such matters as how to streamline
on to larger accounts in the same vertical market. transaction processing for their businesses.
Again, use referrals as much as possible, until you've By gradually phasing in new businesses to overlap with
gained the accounts and knowledge necessary to sell to your current merchant base, you will establish yourself as
larger, more complex businesses. a niche market specialist. B2
Make a plan
""""""""""""""""""""""""""""""""""""""""""" : J. David Siembieda has been the President and Chief
In order to accomplish your vertical market sales goals, Executive Officer of CrossCheck Inc., a national check
it's important to develop a strategic plan that will help approval and guarantee provider, for over six years. He has
you stay on track. First, determine what percentage of the more than 16 years of experience in the check services field.
market you'd like to tackle. He serves on the board of directors for the Electronic

Transactions Association and the Wells Fargo Center for the
Arts. He is also Chairman of the Board for the Heritage School
in Petaluma, Calif. He is Chairman of the ETA's Membership
Committee and is also a member of NACHA's Electronic Check
Council. Dave was recently chosen by the North Bay Business
Journal as one of the 40 under 40, a list recognizing exceptional
young professionals.

For example, if you set 10% as your initial target, and
there are 200 businesses in an industry association,
you'll need to close 20 accounts. When dealing with a new
industry, allow time to become educated in the field. Add
an extra cushion for the initial sales phase, too.

Base your projected sales on a number lower than
your current average. If you currently sell an aver-

age of 10 accounts per month, aim for half of that.

When you hit your target, increase the number, or services and technology since its inception in 1983. For more
4 7

move on to another group of businesses in the same or a information on marketing check services and CrossCheck, please
similar sector. call 800-654-2365 or e-mail dave@cross-check.com.

CrossCheck, Inc. has been at the forefront of check authorization
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Education (continued)

Keep the FTC
off your back

By David H. Press
Integrity Bankcard Consultants Inc.

announced that the Federal District Court in

Oregon had frozen the assets of Beaverton-

based Merchant Processing Inc., its owner
and affiliated companies. It also appointed a receiver to
temporarily take control of the business.

The FTC alleged that the defendants used deceptive tac-
tics to sell credit and debit card processing services to
thousands of small businesses. For full details on this case
see: www.ftc.gov/opa/2007/04/merchantprocessing.shtm.

The Washington State Attorney General's Office
also sued the defendants in Washington. For more
information on this action, visit www.atg.wa.gov/
pressrelease.aspx2&id=14330.

The FTC accused MPI of falsely promising it would
save the small businesses money and saying it would
buy out merchants' existing equipment leases.
The FTC also charged the defendants with failing
to disclose fees and concealing pages of fine print from the
merchants until after they had already signed contracts.

In January 2004, the FTC accepted $23.5 million to settle
charges that Certified Merchant Services violated the FTC
Act. The payment to the FTC came from the forced sale of
CMS' assets.

The list of don't's

To prevent FTC scrutiny, you, as ISOs and merchant
level salespeople (MLSs), should never lie to a mer-
chant or assist others in misrepresenting material facts.
Specifically, do not:

e Tell merchants the services you offer will reduce
their business expenses, including current card
processing expenses, if this is not absolutely true.
Even when doing an initial cost comparison, ISOs
and MLSs must disclose to merchants all the fees they
would be charged.

Tell merchants that if they are dissatisfied with
any services or representations made by your
1SO, they can cancel or transfer to another card pro-
cessor at any time without further obligation if that is
not true.

e Hide fees in fine print and fail to fully disclose any
fees or expenses in addition to the discount rate and

per-transaction fee agreed to by the merchants. This
includes early cancellation fees.

Hide and fail to fully disclose all fees, including a
monthly minimum fee, annual or semi-annual fee, or
any other expense associated with merchant accounts
or the services.

Promise to repay to merchants any cancellation fees
charged by prior credit card processors if the ISO will
not reimburse them to merchants.

Promise to buy out the remainder of the merchant's
existing equipment lease if this is not true.

* Modify contracts without merchants' knowledge after
they were signed.

The list of do's

It is imperative that ISOs do the following;:

¢ Clearly and conspicuously disclose, orally and in writ-
ing, any material fact relating to fees, as detailed in
the fine print of the merchant agreement. All fees
should be prominently listed near where the mer-
chant signs the merchant agreement.

e Provide to the merchant — at the time the merchant
signs the merchant agreement — a copy of the execut-
ed document.

Take reasonable steps to monitor the conduct of
agents, representatives, employees or independent
contractors in complying with disclosure require-
ments. The diligent ISO should have a good indica-
tion of its problem MLSs.

* When merchants are contacted during the underwrit-
ing process, ask questions to verify that the MLS
has properly complied with all requirements. Action
should be taken when the ISO discovers an MLS who
is not compliant.

During underwriting, use a checklist to review
with merchants all the rates and fees quoted in
the merchant agreement, and write down the name
of the person with whom the verification was
done, the phone number called, time and date, and
so forth.

e If merchants have been misled, make things right.
Give customer service reps things to look for and
a process to inform management so they can make
merchants whole.

Be extra careful in states with active attorneys
general offices. Before the action against MP],
Washington State Attorney General Rob McKenna
authored a letter from the attorneys general of
44 states to CardSystems Solutions Inc. The letter
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Education

demanded that the company inform all consumers affected by its security
breach. For more information about this, visit www.atg.wa.gov/
pressrelease.aspx2&id=5060.

* Re-do merchant agreements, if necessary, to clearly disclose all fees,
especially any cancellation fees. A cancellation fee may help minimize
merchant turnover, but if it is used, you may be a target for the FTC.

Consumer rights for merchants

Remember, it is imperative to adequately disclose all changes to your merchants,
whether they are fees, charges or other terms of the merchant agreement.

AZCTO0

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!

&
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A Tennessee class action, American
Golf Schools LLC v. EFS National Bank,
brought under the state consumer
protection acts, was settled for $37.5
million. The suit was based upon the
failure to properly notify merchants
of changed terms in the business
relationship including:

e Charging higher rates for
electronic transactions without
prior notification

e Charging an increased rate for
manual or voice authorizations
without prior notification

* Applying new charges to
bill statements without
prior notification

¢ Charging rates for services
in excess of rafes stated in
the agreement without
prior notification.

Regulators are treating merchants as
consumers, and this gives merchants
additional power that can put ISOs
out of business.

In April, the Arkansas legislature
passed a bill that limits fees for mer-
chants who cancel credit card servic-
ing agreements.

They will pay no more than $50 in
cancellation fees on agreements
signed after July 31, 2007. The law
also imposes new disclosure require-
ments for servicing contracts.

Violations of the law would be consid-
ered unfair or deceptive trade prac-
tices. For more information about this
legislation, see "New Arkansas law
caps early termination fees" in this
issue of The Green Sheet.

There is no monetary reward in
lying to merchants to get their
business. Long gone are the days of
the big upfront commissions from
equipment leasing. Today, income
comes from maintaining long-term
relationships. &

David H. Press is Principal and
President  of Integrity =~ Bankcard
Consultants Inc. Call him at 630-637-
4010, e-mail him at dhpress@ibc411.com

or visit www.ibc411.com.
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Recession may roil
acquiring risk

By Charles Marc Abbey and Raymond Carter
First Annapolis Consulting

inched into press accounts of economists'

deliberations. This is because the current

expansion continues to age, and recession risk
factors such as oil prices and subprime mortgages (the
housing sector in general) continue to be troubling.

The acquiring world is a different place now than it
was not so many years ago when the economy
went through its last downturn. It is our thesis that
credit exposure has been building in acquiring, begging a
thoughtful response.

The acquiring business has never been particularly cycli-
cal. In every recession since the early 1980s, the secular
growth in card based payments more than offset declining
retail sales, which accompanies recession.

Of course, business failure always spikes in a downturn,
impacting acquiring losses and attrition. But it was not
until the 2001 recession that acquiring growth began to
show strong tracking with the macro-economy.

In the mid 1990s, for example, co-branding was emerg-
ing, and issuers were for the first time literally paying
consumers to transact with credit cards. Now issuing has
matured substantially, and acquiring volume has as well.

The issuing side of the business may have more inher-
ent risk than some believe, since the availability of home
equity dollars to pay off card balances has declined.

So, there is every reason to expect that volume
growth in general will track with the macro-economy
in the next recession (though some merchant
categories are more impacted than others, and some are
actually countercyclical).

Formidable new factors

At the same time, certain risk factors have continued to
build since the last recession. It is our contention that the
average acquirer faces significantly more risk than in the
last downturn.

E-commerce — and card not present transactions in gen-
eral — have continued to grow at much faster rates than
the system average. They now represent a much higher
proportion of industry and individual acquirer volume.

Competition has driven acquirers to a certain level of
risk tolerance: Even conservative banks are approving

merchants they would have looked twice at not that
many years ago. Aggregation models have flourished
and often have ambiguous risk characteristics untested
in a general recession.

The Payment Card Industry Data Security Standard and
other compliance requirements have become greatly
increased sources of financial risk for most acquirers. In
the 1990s, the truly substantial fine exposures tended to
be limited explicitly to high-risk acquirers.

Some sectors have attributes that greatly raise acquirer
risk. The restaurant industry is an interesting, albeit nar-
row, case study.

Restaurants have long been prone to business failure. In
fact, restaurant failure rates are more sensitive than aver-
age to recessions. However, historically, restaurants have
not represented significant exposure for acquirers because
they lack a delayed deliver profile that would create
chargeback risk.

Nevertheless, we believe both the exposure and likeli-
hood of default in the restaurant sector is on the rise.

First, the incidence of proprietary gift cards in restau-
rants has boomed. In recently updated First Annapolis
research, the number of U.S. and Canadian restaurants
with total sales under $10 million with a proprietary gift
card offering increased from 6% in 2003 to 55% in 2007.

This phenomenon is important because it creates a
delayed delivery risk where one did not exist before. So,
some portion of the proprietary gift cards will be pur-
chased on a credit card. And if the restaurant fails with
gift cards outstanding, the cardholders will have charge-
back rights.

The gift cards themselves represent the delayed delivery.
Because gift cards have much greater penetration than
paper gift certificates, this risk is incremental, in part, to
the current gift certificate related risk.

This phenomenon has not generated significant losses yet,
in no small measure because consumers have not yet real-
ized they have a chargeback right, but we consider this
an inevitability.

Cash advance crunch

Second, at the same time, the merchant cash advance
product has emerged. Restaurants, which are generally
not bankable, were the primary early target.

In a cash advance, the lender will provide a merchant
credit (say $7,500) and divert presettlement funds from
the merchant's daily credit card receivables until the mer-
chant has repaid a larger amount (say, $10,000).

Commonly, these advances are calibrated at 70% to 90%



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
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of monthly credit card receipts, and the cash advance
provider diverts 15% to 20% of daily settlement. This
corresponds to something like a six- to nine-month
effective maturity.

The 25% discount on these cash advances is highly sensi-
tive to the amount of time it takes for the merchant to
repay the advance. But, for example, over nine months
a 25% discount corresponds to an effective interest rate
approaching 75%.

Merchant cash advances very likely make a segment of
the merchants more economically fragile, as the cash
advances likely divert on the order of 10% of the mer-
chants' cash flow. For restaurants, this represents 60% of
their gross margin.

Additionally, cash advance providers report as much as
a 70% renewal rate, which may indicate merchants have
trouble avoiding such forms of credit once they have
begun to use them.

The commissions that cash advance providers pay are
very high and offset potential losses from this increased
fragility. The problem arises when the party bearing the
acquiring risk is not the same party receiving the cash
advance commission.

)
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So, if an acquirer's sales agents are referring merchants
on the side and receiving commissions, or if the down-
stream "no-liability" ISOs of an ISO aggregator or BIN
bank have their own deal with a cash advance provider,
there is a bit of a chump-factor for the party accepting the
acquiring risk.

This is because the increased acquiring risk will not be
offset by commissions.

In this example, a confluence of industry factors has
made restaurants, on the margin, both more risky and
more fragile (though still lower risk, in the scheme
of things).

First Annapolis believes these factors are an argument
for a re-analysis of exposure, credit policy and process at
most acquirers.

The focus should be on compliance strategies and
process, credit and fraud process, credit enhancement,
and portfolio mix.

Ray Carter is a Senior Manager responsible for the Commercial
Risk practice at First Annapolis Consulting. Marc Abbey is
Managing Partner at the Baltimore-based management consulting

and mergers and acquisitions advisory firm.

TOTAL SERVICE. INSIOE AND OUT.

By giving attention to every part of your business, we
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much Lo deliver. Whether you need technical support,
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provide unrivaled atiention to detail and commitment
Lo service. Tells us where we can spend the most Lime
creating success for your business and that's exactly
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BUILDING YOUR NEST EGG?

We Buy Portfolios for Cash
P

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 Buy 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




The New VeriFone Wireless.
Easy Set-up, More Support, Better Coverage.

VeriFone dispels the myths on Wireless

Myth #1: Set-up is complicated
REALITY: Processors and resellers have VeriFone
Wireless in stock and set-up is plug & play

Myth #2: There's no support

REALITY: Third-generation networks and hardware
are more advanced, and moslt processors now
offer Class A help desk support

Myth #3: Coverage is spotty

REALITY: Operates virtually wherever your cell
phone does, on nationwide networks like Verizon
and Cingular

Myth #4: It's expensive

REALITY: Merchants can eliminate expensive
phone lines, cell rates are more economical and
merchants save with PIN-debit transactions

Myth #5: Merchants don't need it
REALITY: Expand electronic payments by adding
new customers and new points of purchase and
eliminate cash and checks

Myth #6: It's slow
REALITY: New and improved service enables
2- to 3-second transaction times

Myth #7: Wireless data can be intercepted
REALITY: Wireless standards now based on state
of the art encryplion practices

Myth #8: The equipment is flimsy
REALITY: V* 610, V* 670 and NURIT 80005 were
built for mobile use and are field-proven



Small, durable and great
for arry windloss caldoor
imEarChiant

Wireless Myth #9:
There’s nothing in it for me

Reality: Sell Wireless and Win!

Register for VeriFone's Wireless and Win Promotion

6 Grand Prize Winners Will Receive
a $7.000 Wireless Home Makeover Fomniton % sl fon

& low oosl ol ownership;
CDMA oplion

Sell VeriFone Wireless solutions and win
a wireless home system, including:
* | aptop compuler
« |LCD HDTV
» Sonos” digital NURIT 80005
4 5 Class A Ceniied by
MUSIC 5ystem ALL magor processors
* Set-up and one
year of service
* One year of
satellite TV

The New Reality of VeriFone Wireless

It's Easy, It's Affordable,
It's Everywhere and Now
It's More Profitable for You.

VeriFone ZONVE "'AVEFI FOI‘IE‘.

T H E W A Y P A Y™

Your Zone for Everything VeriFone
S00T VardFons, Inc, All nghts maserd

To register and find more information, log on to www.verifonezone.com
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Products

Look to the light:
Retail POS system
can replace ECR

Company: Vivonet Inc.
Product: Halo Retail POS

ome people prefer to use mail services such as
Comcast, Yahoo! or Hotmail because their data
is stored on the provider's server. Users don't
have to worry about transferring files to differ-
ent computers while traveling, or even backing up data.

If a laptop is stolen, or a desktop experiences a power
surge, the data is safe because it is stored off-site. Vivonet
Inc. recently introduced a product that brings similar
peace of mind to retail merchants: Halo Retail POS.

Halo is a Web-based all-in-one cashiering and payment
processing solution designed to replace the electronic
cash register (ECR) that many small and medium-sized
merchants use.

Halo includes a touch-screen terminal connected to the
Internet. The system tracks details of every transaction
(cash, credit and debit) and sends that information via the
Internet to a secure data center off-site.

Real-time department, category and product sales perfor-
mance data are accessible by store owners and managers
from a Web browser anywhere, anytime. Even when the
Internet connection goes down, the Halo offline manager
keeps store operations running,.

And since the data is housed off-site on the Halo secure
server, merchants don't have to worry about losing infor-
mation in a hard drive crash, theft or natural disaster,
such as fire or flood.

Halo relieves some other burdens as well. With an ECR,
merchants must back up data and update systems with
new versions. With Halo, upgrades are free and take place
during the night.

Since Halo is used for credit card and PIN-based debit
card transactions, it eliminates the need for stand-alone
terminals and the double entry and end-of-day reconcili-
ations they can require.

Halo also integrates multiple locations and enables mer-
chants to compare them in real-time and change items
and prices instantly.

Additionally, Halo is secure. It reportedly is compliant
with the Payment Card Industry (PCI) Data Security
Standard and has achieved the Visa Cardholder
Information Security Program (CISP) certification for
level 1 service providers.

Halo Retail POS will be available to retailers this sum-
mer. The product will be sold through ISOs and merchant
level salespeople.

Vivonet Inc.

866-512-2033
www.vivonet.com

Residual Buyout
Program

We buy all kinds of credit card
processing portfolios.

« Private Party Buyer (Mo Red Tape)

+ Close Transactions in as
Few as 5 Days

* We Don't Switch Merchants
From Existing Processors

* We Purchase Small & Large
Portfolios

Call i,
Darrin Ginsberg

949.200.7474

portiollo@buyresiduals com
wanar buyresiduals com




102

Products

Cash, credit

or cell phone?

Company: MobiBucks
Product: MobiBucks

any in the payments arena believe that

contactless payments will be the next big

thing. But before consumers can make such

payments, they have to get their hands on
the medium, whether it is a card or key fob, to complete
the purchase.

MobiBucks has found a way to harness a medium
that 2 billion people already have: a cell phone.
MobiBucks is a convenient, secure payment solution that
enables customers to pay for purchases with their cell
phone number.

In other words, MobiBucks turns a consumer's cell
phone into a wallet. MobiBucks' trials indicate that its
solution can convert up to 50% of cash payments to
electronic transactions.

MobiBucks is free to consumers. Consumers register
online or in the store and add money to their account at

No Tricks!

either location. Funds can be added using cash, a credit
card or a bank account.

When consumers are ready to pay at the POS, they key
in their cell phone number and a four-digit PIN — and
that's it. They don't even have to have their cell phone
with them to use the service.

After each transaction, consumers receive a message on
the phone confirming the purchase. Transactions are
settled daily, and consumers can track their accounts
and view past transactions on their phones or at the
MobiBucks Web site.

MobiBucks works with existing POS hardware
and software, including stand-alone terminals and
POS systems.

It also works for merchants who don't have any
existing POS hardware or software, as MobiBucks
offers a solution for dial-up and TCP/Internet
protocol connections. &2

MobiBucks

650-906-3676
www.mobibucks.com

No Gimmicks!

Just what you want!

# Revenue Share

'p True Interchange Pass-Through
Immediate Approvals & File Builds

? No Minimums

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

Life Time Residuals
Online Reporting

Cash Advance Program
Bi-Lingual Help Desk

9 SignaPoy

www.signapay.net
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per account!

Turn standard check

guarantee accounts into cash!
We're paying 5200 for each
new account when you sign
with us. Our proven check
guarantee programs offer

your merchants increased

sales and reduced We Offer:
* Sales support and training
risk and are a great add-on * 24/7 Customer Service for your merchants

) * Over 24 years of check approval experience
sale to your card offerings.
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SAY Yes TO CHECKSs  start seeing some cash!
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Onae-tbme 5200 commission avallabde with Cormmbssicen Plan E only and does naot include life-time neskduals.
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Inspiration

Patience is the companion of wisdom.

WaterCoolerWisdom:

| D
Cool your jets,
mighty MLSs

ork smarter, not harder, so the trusty
adage goes. Well, says who? Most of the
time, success involves working smarter,
harder and longer. If you, as ISOs and
merchant level salespeople (MLSs), want your residuals
to grow, it is going to take fortitude.

Our society puts so much emphasis on instant
gratification. Turn on any TV station in the wee hours,
for example.

You will be bombarded with weight loss offers promis-
ing to melt pounds off within days or investment advice
pledging a financial killing in two weeks.

Even if you haven't succumbed to the late night infomer-
cial, you probably still are a bit of an instant gratification
junkie. Don't think so?

Go online. Visit a Web site that is slow to load. How long
do you wait before hitting the reload button? Three sec-
onds? Five? How soon do you give up altogether and skip
to another site?

We are fortunate to live in an age wherein we can get
many things without much of a wait. We rarely need

- Saint Augustine

patience. We have quick service restaurants and
on-demand cable.

If we need documents from a bank or insurance
company, we can have them faxed or e-mailed within
minutes, view them on the Web, or even download and
print them ourselves.

Remember when such access to information would take a
week or more and involve the postal service?

The downside to such advancements is we now expect
results pronto — all the time. However, the worthwhile
things in life really do require commitment and toil.

There is no instant way to build a client list, create solid
relationships and earn your customers' respect.

Lease Source
Yoar hest sounce for FGS LEasill g

Hest Kates

Same Dav Fanding

Exquniprsenil U pgraildo

Gimaranteed Approvals

o) Minste Tarnaroand

48 Momth Lesves on Wirebess
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It can be frustrating to wait for goals to reach fruition.
But, it's worth it. It takes years to build relationships that
are so strong your merchant will not leave you for lower-
priced offers.

It can take a year or more just to earn a client's trust. But,
once you have it, it will last.

Merchants expect results yesterday, too. They want to
boost revenues, minimize losses, and maximize employee

investments — the sooner the better.

However, none of these can occur overnight. Each requires
an investment of money, effort and time.

As a sales professional, it is your job to help merchants

boost their sales, they may expect to see a 30% increase in
revenue the first month. Don't let that happen.

While it's important for you to get signed agreements, it's
even more important that you make sure merchants have
realistic expectations.

Your customers may be disappointed to hear they won't
see results for a few months. But, that is nothing com-
pared to how upset they will be if you let them believe
their business will boom in a heartbeat.

Make this mistake, and their disgust will walk them right
out of your portfolio.

There are no short cuts. Cultivate patience. Fueled by

understand what it takes to realize value that lasts. perseverance and dedication, your hard work will pay
off — in time.
They may be lured by shortcuts to boost immediate
profits, but will the tactics pay off in the long run?

Probably not.

Good Selling!>™

Educate your clients on the pitfalls of hasty remedies, and
make sure they understand the likely long-term effects.

If you tell merchants that a solution you offer could help Paul H. Green, President and CEO

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

EZ.

Look to EZCheck! At ETCheck we take a different h

when it comes to meeting the needs of a diversified

customer base - Stay Flexible! Our willingness to adapt to

new ideas and our industry sawy are the catalysts that will

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

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

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

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

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




A Benchmabk of Excé"ence |
in Check Scanning Technology

A compact single feed check reader
and scanner

Scans front/back check image, reads
MICR data and endorses /franks check
in a single pass

Single-side scanning of standard I0 cards

Supports USB 2.0 and Ethernet
100Base-T interfaces

Optional 3-Track magnetic card reader
with MagnePrint(

Contact MagTek for more information on Excella STX
BO0O-788-6835 or visit us on the web at www.magtek.com

Customers First. Quality Always. MAG' I EK I
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DateBook

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

Trade NACHA - The Electronic Payments

Association
jypeee The Payments Institute East

Highlights: The Payments Institute East offers an intensive five-
day curriculum providing an overview of the entire payment
system, including the automated clearing house, card systems,
electronic check, international payments, risk management and
fraud, and much more.

Registration will include hotel, most meals and special events.
Scholarships are available.

When: July 22 - 26, 2007
Where: Emory Conference Center Hotel, Atlanta

Registration: Visit www.nacha.org, e-mail info@nacha.org
or call 703-561-1100.

Regional

&

Midwest Acquirers Association
(MWAA)

eI 5ih Annual Conference

Highlights: For the first ime, MWAA is offering free conference

Some things are more aggressive than others.

That's wiy partnering with A-1 Leasing makes sense. Once

you 588 cur incusing-ieading rates you'l inderstand what we mean
by "apgrescive”. i 15 A iy, you won't ber disappointed
A-T Leasing: wherd the cusiomar ahways comas first!

Widil Our Wildila

A-1LEASING.COM

or call Tol-Fres

888 222 0348 x3012

admission to MLSs; all other attendees will pay an admission
fee. The conference will offer educational sessions, panel dis-
cussions and an exhibit hall.

Topics will include how to pick a processor, Payment Card
Industry Data Security standards and how to sell effectively.
Tom Wimsett of NPC will be the keynote speaker.

Registration will include a party and dinner at the Rock and
Roll Hall of Fame and Museum. Registered 1SOs, MLSs and
exhibitors can also attend the Field Guide Seminar.

When: July 25 - 27, 2007

Where: Renaissance Cleveland Hotel, Cleveland

Registration: Visit www.midwestacquirers.com,
e-mail info@midwestacquirers.com, or call

Jim McCormick at 314-602-9832.

Industry

| /"~ 1 Field Guide Enterprises LLC
Field Guide Seminar

Highlights: If you are headed to Cleveland this July for MWAA's
5th Annual Conference, arrive a day early for the Field Guide
Seminar, "A Practical Guide to 1SO Sales Success."

The seminar, geared toward MLSs and small to medium-sized
ISOs, will provide insight on how to succeed in this business.

Six speakers will cover topics including lead generation; hiring,
training and keeping good salespeople; proposal selling; and
merchant retention. Admission to the Field Guide Seminar will
be included with MWAA conference registration.

When: July 25, 2007, 12:30 p.m. to 5 p.m.
Where: Cleveland Renaissance Hotel, Cleveland
Registration: Visit www.fieldguideforisos.com,
www.midwestacquirers.com,
e-mail mark@fieldguideforisos.com

or call 262-966-2215.

ACA International

Highlights: More than 1,100 credit and collection industry
professionals are expected at this four-day annual event,
from which attendees can choose 35 educational sessions
and seminars.

The exhibit hall will include more than 130 exhibitors. In addi-
tion, three free Campus ACA seminars will be offered. And
seminar and convention attendees can earn professional devel-
opment units toward an ACA Academy degree.



Charge Anywhere!

Introducing the Newest, LOW-COST,
PCI/PED Compliant,Wireless Terminal...
Available Now Only through Comstar!

Get Ready to SELL MORE Wireless Terminals!
A

For more info on the hottest new terminal 'Y

b 4
in the market call 800.211.1256 x 150 / re®
or email sales@comstarmail.com L e

SH0T. Change Ampwherne LLC. DA, Comstar interactive.  All Tmdemarics, Servios barks, and Trade Marmes refersnced in this muiorial are the property of thae respoct oo wnes.
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DateBook

Zip!

Statemont Boes

Zilch!

Transaction Fees

Nada!

Hold Times

AN,

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!

Alphacﬁd_

Networking opportunities will include a welcome reception,
happy hour, a golf tournament and the President's banquet.

When: July 25 - 28, 2007
Where: Hyatt Regency Chicago, Chicago
Registration: Visit www.acainternational.org,

e-mail murphy@acainternational.org,
or call 952-928-8000, ext. 114.

Regional

..1 Western Payments Alliance
(e Payments Symposium 2007

Highlights: The sixth annual conference will examine
electronic payment issues and trends. The event is designed
for executives, controllers, marketing managers, automated
clearing house (ACH) professionals, fraud and risk manag-
ers, payment processors, and payment technology providers,
among others.

Keynote addresses and panel discussions will include top-
ics such as back-office conversion, image exchange, remote
deposit capture, disaster recovery, risk issues and ACH
developments.

More than 300 senior-level managers and payment
professionals and approximately 30 corporate exhibitors
are expected. Speakers include executives from NACHA
— The Electronic Payments Association, IdenTrust Inc.,
NetDeposit Inc., the Federal Reserve Bank, Bank of
America Corp., Electronic Payments Network,

Wells Fargo & Co. and WesCorp.

When: Sept. 9 - 11, 2007
Where: Harrah's Las Vegas Hotel and Casino, Las Vegas
Registration: Visit www.wespay.org or call 415-433-1230.

[Y Y] ATM Industry Association

Highlights: This is the only conference in our industry
dedicated exclusively to ATM security-related topics and
issues. The two-day event is designed to provide attendees
with the information necessary to ensure the success of an
ATM program.

Attendees will learn how to establish a fraud-adverse culture
in their organizations and increase program stability. The
conference will include group discussions surveying the legal
and regulatory landscape in the United States, Canada and
Latin America. Attendees will also learn about technologies
and best practices related to ethics and fraud prevention.

When: Sept. 11 - 13, 2007
Where: The Rio All-Suite Hotel, Las Vegas
Registration: Visit www.atmiaconferences.com,

e-mail dana@atmiaconferences.com,
or call 605-528-7270.



We don’t work
In small change.

> Lifetime residuals.

2 Conversion bonuses.

2 Free terminal program.

> Fast approvals.

2 Upfront and signing
bonuses.

et

»800-909-2124 «
Call now and get started

with a competetive split
and monthly bonuses.
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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 retwrn 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

bonuses.

LOWEST TRANSACTION FEES
IN THE INDUSTRY

CENT

TRANSACTION
FEES

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
indhuestry and take advantage of our unheand of revenue splits of up
to 65E! Qur low processing fees and high réevenue splits will help
you make the most of your merchant portfolio and increase your
monthly residual income.,

VALUE ADDED SERVICES
25 FREE gift cards for all of your merchants

FREE Ingenice el Check 2500 check reader with check
services application

FREE WiVOpay 4000 contactless reader for gualifying
mrchants

Merchant Cash Advance Program

Registered IS0/ M5P Program - United Bank Card pays
your registration fees!

UNBEATABLE
BONUS PROGRAMS*

Combine your bonuses with free terminals that
you can sell, lease or place free of charge and keep

all of the profits!

Earn up to $455 in bonus money per deal
per week!

Earn up to 56,000 in quarterly bonuses!
Earn up to $25,000 in bonus money annually!
Receive a 5500 health insurance allowance!

NEW!

Conversion Bonus

American Express Bonus

Discover Bonus

Interactive Merchant System Bonus

NEW!

Mationwide Petroleum Program

Let us help you take advantage of the ever-growing
petroleum market. As an agent of United Bank Card, you
will have the ability to offer pay-at-the-pusmp processing
as well as Fleet Card, Wright Express and “Voyager

payments.
MNationwide Sales, Service and Support
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 convendently from cur merchant

application. Unived Bank Cards card issuing program enables you po offer your merchants the opportunity to
earnAmerican Express Business Rewards and to receive a bonas from every approsied account.,

"l bors. programs are sebject 1o bemms. sl conditions. Flease contact Unibed Bank Card for detaits.

To learn more about United Bank Card, contact:

Brian Jones, Executive Vice President Sales and Marketing: B00-201-0461 x 136
Jonathan Brandon, Hational S5ales Manager East: B00-201-0461 x 145
Max Sknovod, Hational Sales Manager West: 800-201-0461 = 219
or Lo on 00 wwe, Boprogram. com for monge details



ENHANCED!
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 initiathve 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 sellflease 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
partners since the launch of the Free Terminal Program in
Hovember 2004, However, in addition to the Nurit 8320, you now
have the ability to offer a second state-of-the-art terminal, the
Hypercom T4100.

Hurit 8320 Hypercom T4100

OPTION 2 — PLACE, SELL OR LEASE AND RETAIN 100% OF THE PROFIT!

| | * | |

Hew] Comstar CHARGE How! WY Systems
MHurit 2085 AMYwhere Wireless Hypercom T7Plus MTT

Four completely free terminals! For every merchant application you submit, you will be able to choose from four advanced
terminals that are yours to sell, lease or give away free of charge. You will be able to place, sell or lease a new Murit 2085,
Hypercom TIPLus, WAY Systems MTT or Comstar Wireless unit at whatever price you want and keep 100% of the profit.

What Does a Partnership with United Bank Card Hold in 5tore for You?

2006 United Bank Card is a top 40 merchant acquirer with an fmpeccable reputation of excellence in the payment processing
industry, United Bank Card provides payment services to over 75,000 businesses throughout the country and processes in
eucess of b billion dollars anmeally. We commit owr resources to hedping our 150 and MLS partners succomed and give them the
tools they need to maximize their sales, Unibed Bank Card has set the standard for innovation and cur programs will continue
o provide our agents with a competitive edge. Contact United Bank Card and find out how our dynamic programs can improve
your sakes performance and increase your ¢arnings!

United Bank Card
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HesourceBGuide

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

ACH - Check 21 BOC

Check 21 Direct
(888) 477-4500
www.check21direct.com

Electronic Funds Corp.
(775) 267-0067
www.achnetwork.com

United Check Services
(800) 327-0291
www.unitedchecks.com

ACH - EFT
SETTLEMENT SERVICES

Access 1 Selectpay
(866) 764-5951 x203
WWW.3CCESSONeusa.com

ADVERTISING
DISPLAY SYSTEMS

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

ATM / SCRIP 1S0s LOOKING
FOR AGENTS

Access 1
(866) 764-5951 x207

AEEEEE ATM |

ACCESS ATM
(866) 874-0384

WAL BCOESSE0m.Com)

Access to Money
(888) 501-5246
WWW.accesstomoney.com

Data Capture Systems Inc.
(BO0O) 888-1431
www.msi-sd.com

NationalLink
(800) 363-9835
www.nationallink.com

United Cash Solutions
(800) 698-0026 x1430

BACKGROUND INVESTIGATIONS

Commercial Business Intelligence
(888) 740-0747
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

Redwood Merchant Services
(800) 939-9942
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
WwWw.integritypaymentsystems.com

Redwood Merchant Services
(800) 939-9942
www.redwoodmerchantservice.com

BRANDED
PROMOTIONAL PRODUCTS

Goodheart Enterprises
(636) 451-5512

CHECK COLLECTIONS

Checkfast Data Systems, LLC
(866) 243-2532
www.checkfast.com

CHECK GUARANTEE /
VERIFICATION

ArdAY DATA (SCAN)
(800) 296-0170
www.arjaydata.com

CrossCheck, Inc.
(800) 654-2365

EZCheck
(800) 797-5302
www.ezchk.com

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

Global Payments Inc.
(BOO) B01-9552
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

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

The Strawhecker Group
(916) 367-7709
www.thestrawgroup.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.



Confused ﬂlllllll Which
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ngram
to Select?

Unlike the Joh nny come lately’s and industry copycats we've been
paying 80% over true cost since 2004, For us, it's not some
sales gimmick or teaser program..........It’s all we’ve ever done.

@ Real Contractual Ownership/You Own the Network

@ New 5 cent Network Transactional Cost

o 23 cent Online Debit Cost w/No Additional Interchange Fees
L=

=

Upfront Bonuses Available IWVITLL =S

BC/BS Health Insurance wiDental Available To All Owners L NETVUCN NG

JOIN THE ELITE 100 CLUB

Since we can only have 100 partner/owners we decided to only Q_\
recruit the best MLS's in the industry. This doesn't always mean jr_,
the highest producers. We put quality before volume. Character
before profits. We just want the best people. We believe success  Frpowsrng the MLS for Success
will always follow leaders that portray these qualities. Are you
ready to join the Elite 100 Club? Don't hesitate and be number 101.

MLS Direct Network

"A Debt Free Company Preserving Our Residuals For Our Future”
877-972-0700  www.mlisdirectnetwork.com

$495.00 Investment Required for Ownership [ 3 years minimum industry experience required

Registered IS0/MEF of Chass Faymantech & Harvis, N.A.
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DEBIT TRANSACTION PROCESSING

Glohal Payments Inc.
(800) 801-9552
www.globalpaymentsinc.com

EQUIPMENT

Automated Transaction Tech.
(714) 999-9566

BANCNET
(713) 629-0906
www.banc.net

BARTLETT INFO TECH SERVICES, LLC
(901) 3846151
WWW.bits-pos.com

Budget Terminals and Repair
(985) 649-2910

CardWare International
(740) 522-2150

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

Ingenico
(800) 252-1140
WWW.iNgenico-us.com

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

MagTek, Inc.
(800) 788-6835
www.magtek.com

POS Portal
(866) 276-7289

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

TEERTRONICS
(800) 856-2030

The Phoenix Group
(866) 559-7627

TSYS Acquiring Solutions

(Formerly Vital Processing)
(BOO) 686-1999
WWW.tsysacquiring.com

\leriFone
(800) VERIFONE

FINANCING

AN
Americamicroloan

(866) CASH 456

www.AmericanMicroloan.com

RESOURCE FINANCE
COMPANY

(B66) 211-0114

www_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

Comdata Processsing Systems
(866) 806-5016

FLEXGIFT/UMSI
(800) 260-3388

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

AVP Solutions
(800) 719-9198

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

1D & OFAC VERIFICATION
D CheX
ID CheX
(B00) 327-0291
v, [DCheX. net

INTERNATIONAL / OFFSHORE
RELATIONSHIPS AUAILABLE

First Atlantic Commerce
(441) 294-4622
www.firstatlanticcommerce.com

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

ISO 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

I1S0s / BANKS PURCHASING
ATM PORTFOLIOS

Global Payments Inc.
(BOO) 801-9552
www.globalpaymentsinc.com

I1S0s / BANKS PURCHASING
MERCHANT PORTFOLIOS

AmericaOne Payment Systems
(888) 502-6374

BluePay Inc
(866) 579-6690
www.BluePay.com

Comdata Processing Systems
(866) 806-5016

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

I1S0s LOOKING FOR AGENTS

Acies, Inc
(800) 361-5540 x111
WWW.aciesinc.com

Advanced Merchant Services, Inc
(888) 355-8472
Www.amspartner.com

Allied Merchant Services
(888) 355-7450 x3
www.alliedmerchantservices.com

AmericaOne Payment Systems
(888) 502-6374

AVP SOLUTIONS
(800 719-9198

Century Bankcard Services
(BOO) 497-4650

Connect Merchant Payment Services
(877) 905-5900

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

East Commerce Solutions
(800) 527-5395 x202
Www.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 Carp.
(866) 651-3068

GET
(877) GET 4150

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

Impact Paysystems
(866) 884-5544 x1555

Innovative Merchant Solutions
(800) 397-0707

Merchants' Choice Card Services
(800) 478-9367 x5
WWW.MCCS-Corp.com

Merchant$ $elect $ervice$ Inc.
(800) 636-9385
www.merchantselectservices.com

Money Tree Merchant Services
(800) 582-2502 x2
Www.moneytree.com

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

Netcom Data Southern Corp.
(BOO) 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



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




122

1S0s / PROCESSORS SEEKING

ResourceGuide
H SALES EMPLOYEES
Ll A N T AVP Solutions
PROCESSING SERVICES (800) 719-9198
i Prum iMax Bancard Network
HEIH“I . ng (866) 702-8801
EHI'HII‘-EE www.imaxbancard.com

(8771 B20-1222 x1in |
Wi M lEnEprODRSEMIGERrICES. Com |

ol

Signature Card Services
(888) 334-2284
WwWw.signaturecard.com

Total Merchant Services
(888) 84-TOTAL x9715
www.upfrontandresiduals.com

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

. PremiumCardSolutions |

A Fapras] ks Cipasy ]

Premium Card Solutions
(888) 780-9595

© 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

LEASING

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

WWW. poslease.com

A-1 Leasing
(888) 222-0348 x3012
www.A-1leasing.com

ABC Leasing
(877) 222-9929

LTASING
BARCLAY SQUARE
LEASING, INC

(866) 396-2754

First Data Global Leasing
(800) 897-7850

GlobalTech Leasing, Inc
(800) 414-7654
www.globaltechleasing.com

International Lease Center
(800) 236-2317

LADCO Leasing
(BOO) 678-8666

Lease Finance Group, LLC
(888) 588-6213
www.Ifgleasing.com

Lease Source Inc.
(877) 690-4882
www.gotolsi.com

Logicalease
(888) 206-4935
www.logicalease.com

Merimac Capital
(866) 464-3277

Northern Leasing Systems, Inc.
(800) 683-5433
www.northernleasing.com

TASA Technology
(BOD) 827-8297
Wwww.tasg.com

TimePayment Corp.
(877) 938-5231
WWW.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



Looking for the

One Thing to

Increase Profits

in 20077?

Our advanced Biometric Technology creates
solutions for your merchants and their customers
while helping your 150 be more profitable.

Leading the Way in Biometric
Payment Solutions.

PAY BY
TOUCH"

Call Us Today at 1-800-585-8206 or e-mail
paymentsolutionsales@paybytouch.com

www. paybytouchpaymentsolutions.com
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ResourceGuide
PAYMENT GATEWAY Glohal eTelecom, Inc. (GETD)
...................................................... (877) 4543835
www.checktraining.com
APRIVA

(480) 421-1210
WWW.apriva.com

* Network
Merchants

Network
Merchants, Inc.

(BOO) 617-4850

www. networkmerchants. com

i
-~

* ]
USA ePay
(B66) USA-epay
WWW.LUISaED3Y.COm
PAYMENT GATEWAY /
SERVERS /1SPs .
eProcessingNetwork.com

(800) 971-0997
www.eProcessingNetwork.com

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.ezchk.com

Secur-Chex
(866) 464-3277

POS CREDIT CARD
EQUIPMENT REPAIR

TEERTRONICS
(800) 856-2030

POS SUPPLIES

CardWare International
(740) 522-2150

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

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

TSYS Acquiring Solutions

(Formerly Vital Processing)
(BOO) 686-1999
Www.tsysacquiring.com

PREPAID PRODUCTS
FOR TERMINALS

POSA Tech, Inc.
(888) 491-4006 x3
www.posatech.com

PRIVATE PARTIES
PURCHASING PORTFOLIOS

265
(949) 200-7474

PROCESSORS
LOOKING FOR 1SOs

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

NPC

National Processing

Company

(B00) 672-1964 x54883 |
WA IDC. NaT |

- _l'-

TSYS Acquiring Solutions

(Formerly Vital Processing)
(480) 333-7799
WWW.tsysacquiring.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)
(800) 686-1999
WWW.tsysacquiring.com

WWIRELESS RETAIL /
KEYED PROGESSING

eProcessingNetwork.com
(800) 971-0997
www.eProcessingNetwork.com

USAepay
(866) USA-epay



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

Wedster's NMew Wordd Mictionony
Second College Hlitaon

Celebrating 10 years
in the payment processing industry —

Call us to discuss your customized Agent program.

S:'gﬂatm'e

8360 Melrose Avenue, Third Floor, Los Angeles, CA 90069 = 888-334-2284
waw.sigagents.com
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TASQ

TEGCHMNDELOOIGTY

Your one-source partner.
UNITED STATES » CANADA Deplayment + Call Center + Supplies

wowwtasq.com  BOO-B2T-8297
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OOUHTERTOP

T4210
Dial

PCI PED APPROVED

FASTER DOWNLOADS

WAY MORE MEMORY

Introducing Hypercom'’s new T42s:

Everything You Asked
For and More.

Starting might now, there’s a whole new line of high-perfformance countenop POS
devices. The Optimum Td42 Iin-=I from Hypercom is the next generation of sleak,
from three ;'.-r‘1-'1'|l|-"i:'.'1ri|'!". techn
with dial cup, of portat
waredass with dial batkup — —II wilh o (oG] kit and easy upgrading Built r|-"|l n.

;g & -""\ 7 B

L= T Privacy - Sermaart Card Ui Frioncdy
LTI & Erarlid v [ ] as

Mow you can meet demands in-store, move ransactions faster and more securely than
ever, and satisky the n f customers across the board, All from Hypercom, the tirst
name in Tousted Trans

_—— -
«_  HYPERCOM »

wwrw, hypercom.com/gs
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