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After 12 years in personal counseling, Don
Jeffries' inner child reaches puberty.

A Pat on the Back

From the very first time | logged onto www.greensheet.com, | was
impressed by what a wonderful tool this was for the newbie and the
"guy on the street." Obviously, there is significant cost and time
invested by you in the Forum, and | just want to thank you for these
efforts. Please continue to do the good work.

Sincerely,
Kent Dusing
tranzaxtions.com

How to Avoid a False Start

| am interested in starting an 1SO. Where do | turn to learn the start-
up process? Can you give me any guidance?

(Anonymous)
We offer numerous services to get you started:

1. Check out our Industry FAQ section online for terrific info on the
start-up process.

2. If you are not registered for the MLS forum on our Web site,
www.greensheet.com, do so. There is much valuable information in
the posts on these boards. Read through some of the past discus-
sions.

FORUM 4 4 « <
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3. Also access the Knowledge is Power section of our Web site.
Again, there is much valuable information there.

4. MasterCard has published a guide to working with acquirers.
This is available at the ETA Web site, www.electran.org.

5. There is a handbook on Merchant Processing at the following
Web site: www.occ.treas.gov/handbook/merchproc.pdf

6. If you are not a subscriber to the Green Sheet, the subscription is
free to MLS's/ISOs/MSPs. You can sign up on our Web site.

Hope this helps!

Editor

Merchant Management Tips

Love The Green Sheet! Is there a Green Sheet article(s) that speaks
to superior merchant relationship management/customer service?
Thanks much.

Mark Brady
DAS
Hauppauge, NY

Mark,
Each of our issues includes tips for sales/customer relations, and you
also might try running a search for these articles on www.green-
sheet.com. In 2000, for example, there was a series of articles on
this subject written by Daniel Wadleigh. Try a search under his
name.

Editor
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NEWS

Former Exec Owes First Data $16.7 Million

Garen Staglin, CEO of First Data Corp.'s subsidiary
eONE Global and First Data Director for 10 years until
March 2002, owes FDC $16.7 million of a $16.9 million
loan, Reuters reported. Staglin borrowed the money to
exercise an option on 4.22 million eONE Class B
Common Limited Partnership shares. Staglin's salary
and bonus in 2002 totaled about $1.6 million. The loan's
interest rate is currently 5.37%.

As a result of the bankruptcies of Enron, WorldCom and
other large corporations, Congress passed the Sarbanes-
Oxley Act, which prohibits loans to corporate officers
and directors, in July 2002. Staglin took out the loan
February 1, 2001, so his loan is not in violation of the
law.

No More Credit at the Old Alma Mater

Thirty percent of Colorado State University's payments
for spring 2003 tuition and fees were made using Visa
and MasterCard, but the university no longer will
accept these cards as a result of major budget cuts in
2003. CSU said it must eliminate this method of pay-
ment, which it has honored for more than 30 years,
because of the high cost of processing fees charged by

F L
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increased 1.1%).

banks. Last year the university paid more than $600,000
in these fees.

CSU instead will accept Discover Card, electronic
checks, personal checks, cash, wire transfers or cashier's
checks for tuition payments. It still accepts Visa and
MasterCard at the bookstore, athletic ticket office and,
of course, for gift donations to the university.

Although many universities and colleges have followed
the trend of allowing students to pay their tuition with
major credit cards, many of these schools soon realize
how expensive this service can become when process-
ing fees pile up.

Purdue, Stanford, Tufts, Colorado, Massachusetts,
Rhode Island and Virginia are just some of the schools
in the U.S. that do not accept credit cards for the pay-
ment of tuition and fees.

More Women as Entrepreneurs

More and more women are leaving the corporate world
to start their own businesses and are doing it at twice
the rate of men, according to a study by Cheskin
Research, which was cited in a recent article by Laurel
Delaney titled "Escape from Corporate America."

O The Commerce Department reported retail sales rose by 2% in March 2003 over the previous month, the
largest increase in more than a year and largely driven by sales of automobiles (without autos, sales

/BOTTOM
i I!IH Es' 0 McDonald's Corp. plans to "revitalize" its worldwide business, which includes opening 960 new restaurants in

HEADLINES

2003. In addition, McDonald’s CEO James Cantalupo is looking to sell Chipotle Mexican Grill, Boston Market
and Donato's Pizzeria in order to focus on hamburgers.

FROM THE | ] Eagle Food Centers, Inc., a supermarket chain, filed Chapter 11. lts stores will continue to operate during the

RETAIL

reorganization.

"HDHi. Do Alberisons, Inc . acquired two Food4Less stores in Salt Lake City and two Rainbow stores in El Paso, Texas,

from Fleming Companies, Inc.

Kentucky and Missouri.

Columbus, Dayton and Cincinnati.

O Montana Mills Bread Co. Inc. will close nine of its stores located in weak markets. Its remaining 22 stores in
Rochester, Buffalo, Syracuse, Elmira and Binghamton, N.Y., and Hartford, Conn., will remain open.
O Applebee's International, Inc. completed the acquisition of 11 franchise restaurants located in lllinois, Indiana,

O Sunoco, Inc. plans fo sell its interest in 190 retail sites in Michigan and the southern Ohio markets of
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In addition, the article stated that there were 6.2 million
women-owned businesses employing 9.2 million work-
ers and generating $1.15 trillion in annual revenue as of
2002 (estimates from the Center for Women's Business
Research); it also reported that 29% of women business
owners with prior private-sector experience say the
"glass ceiling" is the major reason for leaving the corpo-
rate world.

And of those women, 44% felt as if their contributions
were not recognized or valued (study by Catalyst).

Delaney's article appeared in the March/April 2003
issue of Across the Board, a bimonthly publication of
The Conference Board. You can read the entire article at
www.conference-board.org/publications/atb/arti-
cles/03marDelaney_01.cfm

ANNOUNCEMENTS

NCR Receives Patent for Signature Capture

NCR Corp. was awarded U.S. Patent No. 6,539,363,
"Write Input Transaction Apparatus and Method," for
electronic signature capture. NCR adds this patent to its
list of inventions of other payment technologies used

BARCLAY SQUARE
LEASING, INC.

Dedicared to Qurstanding Customer Service

We make leasimg casy!
I"reviding:
O Incenlives for New Vendors
O Personalized Service
M Competitive Rates
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Barclay Square 15 your [easing solution]
- - b

Call Us Toll Free:

1-866-396-2754
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for signature encryption, bar code scanning and self-
checkout. NCR introduced the first signature capture
device for retail stores in 1991.

Hypercom Marks Silver Anniversary

Hypercom Corp. celebrates 25 years in the electronic
payment industry in 2003. The company announced
that it recently shipped its 6 millionth card payment ter-
minal. Visa EU and CEMEA awarded Hypercom the
2003 Chip Vendor of the Year for Technology Excellence,
and Frost & Sullivan named Hypercom the 2003 Market
Engineering Company of the Year for the second year in
arow.

ATM Company Name Change

Financial Technologies, Inc., one of the 10 largest ATM
network operators in the U.S., changed its name to FTL
The company said the name change reflects its new
vision as a provider of services beyond ATM deploy-
ment such as check cashing, credit and debit processing,
electronic check conversion with check guarantee, pre-
paid cellular and long distance, money orders, money
transfers, gift/loyalty cards, equipment and reporting.

Extra! Extra! Updates on 2003 ACH Rules

The Western Payments Alliance (WesPay) announced
that two of its publications, the "ACH Self Audit
Survival Guide" and the "ACH Return Entry Survival
Guide," have been revised and updated based on 2003
ACH operating rule amendments. The publications are
currently available, and both WesPay members and
non-members may purchase them in PDF format on
WesPay's Web site (www.wespay.org) or order a printed
copy of the publications by phoning 415-433-1230.

Secur-Chex Offers ECC

First American Payment Systems, L.P. has enhanced
its Secur-Chex suite of products and services by
adding electronic check conversion and check recovery.
First American no longer will use a third-party
provider for these newly added services. The company
also offers check verification for both electronic and
paper-based checks through Secur-Chex.

CardSystems Gets $23 Million

CardSystems Solutions, Inc. has secured $23.6 million
in funding, which was provided by a private placement
arranged by William Blair & Co. and led by Camden
Partners, a new investor in CardSystems. Existing
CardSystems investors include Equity Dynamics, Inc.;
Principal Financial Group; and Edgewater Private
Equity Fund. CardSystems said it plans to use the fund-
ing to expand its payment processing services that sup-
port customers such as independent sales organizations
and acquiring banks (see Appointments for more infor-
mation on CardSystems).
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POSDATA Opens New Office
Gig Harbor, Wash.-based POSDATA, Inc. is opening a
new service facility in Santa Fe Springs, Calif. The com-
pany said the location positions it closer to some key
customers. In addition to offering point-of-sale equip-
ment, POSDATA announced it now configures and
services desktop computers, providing local pickup and
dropoff at the new location.

PARTNERSHIPS

Ingenico Gets Class A Certified,
Announces 5 New Partners

Ingenico has been busy lately. The company announced
its Elite 712 point-of-sale terminal application received a
Class A certification from Vital Processing Services to
process credit, online and offline debit, EBT transactions
and Vital's POS check services on Vital's network.

Ingenico also has formed five new partnerships. 7-
Eleven, Inc. will install Ingenico's e-Touch 1000 touch-
screen and signature terminals in approximately 5,300
7-Eleven convenience stores in the U.S.; and software
applications e“-Concert Store and e“-Concert Insight,
which help stores manage their transactions and
prompt customers for PIN when using an online debit
card.

In addition, Payment Option Solutions, LLC will resell
Ingenico's eN-Check 3000 for check verification and
funds capture. Secure Payment Systems, Inc. plans to
certify and resell Ingenico's 2600 check reader/imager
to their network of ISO's and acquirers. PRE Solutions,
Inc. will integrate its prepaid card services with
Ingenico's Elite terminals and payment software.

Ingenico also integrated its Elite terminals with Cignify
Corp.'s PeopleNet workforce management software to
create an integrated payment and time capture EFT POS
terminal for retailers. Retailers can use the solution to
accept credit and debit payments and to capture and
track employees' hours to better manage payroll.

FDC Processing for Scotiabank

First Data Corp. will provide Scotiabank with credit
card processing services in 19 countries in the Caribbean
and Central America over the next seven years. First
Data has provided credit card processing services for
what is now Scotiabank Inverlat, S.A. in Mexico since
1994.

First Data and Scotiabank also provide processing serv-
ices to merchant clients of the bank throughout the
Caribbean region.

- T % o

Global Payments Extends Partnerships
Global Payments Inc. has expanded contracts with two
of its customers. Total Merchant Services, Inc., a2 1/2-
year partner of Global Payments, signed a new multi-
year agreement for front- and back-end payment pro-
cessing, settlement and technical support. In addition,
Global Payments will provide customer Kaiser
Permanente's optical, pharmacy and medical facilities
with authorization and settlement for credit cards, debit
cards and checks and online reporting.

GO Captures Kodak Moment

Eastman Kodak Co. integrated GO Software, Inc.'s
Windows-based payment processing products in its
KODAK Picture Maker line of kiosks. GO Software is a
subsidiary of Return On Investment Corporation
(ROI), provider of payment-processing software.
Aloha Distinguishes Heartland

Aloha Technologies announced that it recognizes
Heartland Payment Systems, Inc. as an Aloha Business
Partner, which means that Heartland offers complemen-
tary Aloha solutions while providing customer service
and support to Aloha clients and resellers. Aloha
Technologies is a provider of point-of-sale software and
information solutions for the food service and hospital-
ity industries.

VeriFone Gets Juicy

Jamba Juice is using VeriFone Inc.'s Omni 3740 termi-
nals in conjunction with Atrana's MicroPortal technolo-
gy at 110 of 315 franchise locations to support Jamba
Juice's jambacard gift card program. The Omni 3740 will
be installed at store locations that are not already using
Aloha Technologies' point-of-sale system.

EXS Partners with Global eTelecom

Electronic Exchange Systems (EXS) is using Global
eTelecom, Inc.'s proprietary processing engine to offer
electronic check conversion capabilities to its customers.

CrossCheck Announces Partners

Electronic Data Resources, Inc. (EDR) and
Nextdayfunding.com are marketing CrossCheck, Inc.'s
check guarantee services as part of their transaction pro-
cessing solutions and merchant payment offerings,
respectively. In addition, a group of 20 of Ingersoll-
Rand Corp.'s brand industrial tool stores will use
CrossCheck's check guarantee program.

CrossCheck also announced Ingenico's 2600 check read-
er and imager, the e¥-Check 2500 check reader and the
eN-Check 3000 dial check reader support CrossCheck's
check guarantee and check conversion plus services.
CrossCheck's check conversion plus application also is
certified on VeriFone Inc.'s Omni 3750 terminals.
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CrossCheck's application runs on VeriFone's CR 1000i, a
check imaging peripheral.

APPOINTMENTS

CardSystems Expands Management
and Sales Teams

CardSystems Solutions Inc. appointed John
Moynahan to Senior Vice President and Chief Financial
Officer, John Skeele to Senior Vice President of
Marketing and Product Management, and Steve
McHenry to Senior Vice President of Operations.

The company also expanded its sales team in order to
support its growing customer base of acquiring banks
and independent sales organizations. CardSystems
hired several seasoned sales professionals: Robert
Robinson as Senior Vice President Financial Industry
Sales, Alan Forgione as Vice President Sales-Eastern
Region and Kevin Kane as Vice President Sales-Western
Region. Their combined experience totals nearly 70
years in the financial services and payment industries at
companies such as First Data Corp., MasterCard
International, Lynk Systems, Inc. and ENVOY Corp.

We Get it Right.
The first time.
Every time.
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At Teertronics, we're your single source for sales &
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Ezic Growing, Hires Four

Ezic, Inc. hired four new executives: Doug Jackson,
Vice President of Finance; Andrew Schmidt, Director of
Product Management; Brad Bialas, Vice President of
Business Development; and George Johnson, Vice
President of Channel Sales.

Jackson has more than 15 years of experience and has
served as both President and Chief Financial Officer for
electronics manufacturing and industrial software
providers. Schmidt has more than 10 years of project
management and software engineering experience for
Motorola, Baxter Healthcare, and Abbott Laboratories.

Bialas has more than 10 years of experience in business
development and sales for Internet and technology
companies, including Togaworld, Cognos Corp.,
Peregrine Systems and McAfee Software. Johnson has
more than 17 years of channel sales experience working
with Xerox Corp. and with Prudential Securities.

Global eTelecom Promotes Frantz

Global eTelecom, Inc.'s Board of Directors promoted
Brian Frantz to the position of Chief Information Officer
after serving as the company's Vice President of
Information and Technology. Frantz joined Global
eTelecom in June 2000. He had previously worked as a
computer and systems engineer with Manufacturing
Technology, Inc.

Global Payments Adds Gaming Exec

Global Payments Inc. appointed Deborah L. Schmidt
Director of Business Development of Global Payments'
Gaming Division, where she will help develop payment
solutions for the gaming industry. Schmidt previously
served in various planning, finance and corporate man-
agement positions at Harrah's Entertainment Inc. and
with several of Harrah's casino and hotels in the U.S.

Planet Payment Hires Three

Planet Payment announced it has added three new
members to its team.

Juan F. Soto was hired as Senior Vice President of Sales.
Soto has more than 20 years of sales experience in the
retail point-of-sale, transaction processing and acquir-
ing marketplace. Jeffrey Hatch, who joined Planet
Payment as Senior Vice President and Chief Technology
Officer, has more than 15 years' experience in database
application development, systems architecture and
technical engineering. Richard Enzler was hired as
Senior Accounting Analyst. Enzler previously worked
at Avis Rent A Car System, Inc., where he managed the
company's accounting systems. =



Yol want assurance that your

residual check is coming from a

icader in the bankcard industry - a resuits ori-

ented company that has over 30 years of merchant

processing expericnce — an ‘grganization with a proven

record of succoss. It's time to partner with a processor that has the

reputation, scale and service levels to provide the most competitive program
0 your merchant customers.

LN

Chur IS0’s enjoy the best rates in the industry, ongoing sales support and training, along with a
dedicated client service representative to manage your day-to-day concerns. See for yourself why
NPC has the best and most loyal 150 partrners in the industry.

= NPC-Sure Lease- Program with Facties a5 Low a5 0295 BUYRATES
s Cuick-and I::rjlsj,r Apprawsl o Cver 300 Merchanl Types e Ta—— 1 48%,
* Award Winning Merchant Support 24-Hours: & Day Iracquair y ke VISAY Mt Cird® $0.17
= Deployment/DowmicadifMerchant Triring Capabilities AME X" Discover/Dimers® 0.1
* High Riskd!MOTOInternet/Wircless Solutions RS D859
» Detsit, EBI Check Irmaging Akang with Gill and Loyalty ot ek
el : L e Slarlerneril b 5300
* American Exprass” ExVDNscover EASI Capabilities Dehit Statement &2 00
s urmpetilhee Equiprmerid Pricicid eod Class &A™ Soppor] fos Dreabsil Irapspction ke 012
VerFong', Hypareohn™ and Nurit® Volce Authorization L0185
» Litancd Germration/Business Developrment Progr ams Minirnuar LERD)
- NPC Aecess™ Offers Online Internct Reporting for “F!’%"‘hha"“ oS540
Bulh 150'% and Merchimls MEari] Chrider 1.0 E 5022
* Comprehensive (50 Training Program
For more information, call (800) 672-1964 Ext. 4883 =
1231 Dwirrett Laive  Lowssville, KY 40293 N P{:

WWPALTIRG TEL e Poocsa- the WiickDs Taumacikms



Page 14

o3

A Primer on Card Acquiring

By Patti Murphy

nderstanding the card acquiring market can be

a chore. Many different lines of business make

up this market — hardware and software

providers; transaction authorization, process-
ing and settlement services; merchant banks; and
Merchant Level Salespersons (MLS).

And these businesses don't all speak the same language.
I'm not just talking computer language, either. Even terms
such as transaction acquiring and transaction processing
can have different meanings, depending upon whose
business is being defined.

In an effort to dispel some of this mystery, this is the first
of a periodic series of primers on transaction acquiring.
Future installments will address check transactions, debit
cards and additional facts about credit cards.

What roles do Visa, MasterCard, Discover and
American Express fay in the credit card market?

Visa and MasterCard are independent companies

Some vendor problems can be
solved with a simple KISS.

"Knowledge; Information, Superior 5ervice.”

Fiowe many bmes have sou wanied bo el pour curmerd menchand
sarvices provides that you can't build a good refationship on
unkepd promises, lousy reatment and no respec

CardWare i=n't about lip service. Our KISS is forever.

~3 CardWare

owned by banks that issue transaction cards bearing
Visa and MasterCard logos that can be used to access
lines of credit or demand deposit accounts (checking
and checking-like accounts). Discover and AmEx are
non-bank, travel and entertainment card companies.
Discover and AmEXx issue cards to customers directly;
these cards can be used only to access credit lines only,
not DDA accounts.

Each company (Visa, MasterCard, Discover, AmEXx) is
responsible for managing its brand as well as product
development; setting and enforcing rules of access to
the clearing and settlement system; establishing sys-
tems, standards and procedures for cards and acquirers;
registration of services providers; and interchange pric-
ing.

What is interchange and how do interchange fees
differ from discount fees?

Interchange is set by Visa and MasterCard and repre-
sents the fee paid by the merchant bank to the card-issu-
ing bank. Interchange fees vary by retail sector (grocers
typically have the lowest interchange rates, while
Internet transactions are the highest), type of card (e.g.,
consumer versus commercial versus check card), size of
transaction (large commercial versus small consumer
purchases), and authorization procedures.

Think of interchange as the wholesale cost; discount
then is what it cost retail or, more accurately, is the cost
to retailers. The discount fee incorporates interchange
plus mark-ups for processors and other service
providers and is paid by the merchant on a per-transac-
tion basis. AmEx and Discover do not charge inter-
change; instead, merchants pay these companies dis-
count fees.

What's the difference between a bundled rate and an
unbundled rate?

Bundled and unbundled are really nothing more than
marketing concepts. The bundled rate is intended to
include every conceivable charge for a transaction in
one set price. The unbundled price strips out every
charge, in effect creating an itemized bill for each trans-
action.

Unbundled pricing is probably more common in the
market but results in few merchants having any real
idea of what they're paying to accept payment cards.

Internailines| IR el
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“nm at is the buy rate?
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The buy rate is the cost charged sales intermediaries by
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the merchant bank; it reflects interchange on a transac-
tion plus the bank's mark-up. This differs from the dis-
count rate, which is what the intermediary charges the
merchant after marking up the buy rate.

How come some MLS offices are able to offer lower
rates than others?

Beware appearances. Some companies have established
elaborate unbundled rate structures that obscure the
true cost of services. It's a good idea to shop around for
acquiring and processing partners and to understand
how each company's prices are set.

How do I bvild a merchant prtfolio?

By offering merchants robust product lines. These are
sometimes available as a package from one processing
company. But more likely it's something you'll need to
pull together on your own, dealing with best-of-breed
providers of an array of services, from phone cards and
credit cards to loyalty and gift cards, check acceptance,
etc.

It's always important to bear in mind, however, that
merchant portfolios in reality are owned by acquiring
banks, not by the front-line service providers.

How do you determine the valve of a merchant
prtfolio?

There's no hard and fast rule for valuating a card port-
folio, but a good rule of thumb is to begin the valuation
process using monthly gross net revenues. (Revenues,
after all, are an easily gauged source of value.)

To determine that number, take the gross total of dis-
count fees collected from merchants and deduct from
that total outlays for interchange, dues, fees and other
assessments.

Typically, portfolio valuations are expressed in terms of
specified periods, such as 16 months or 18 months; pur-
chase prices are generally expressed as a certain multi-
ple of net monthly revenues.

Which acquirers have the largest prtfolios?

The January 2003 issue of GSQ ranks billion-dollar
bankcard acquirers based on 2002 transaction estimates.
There are more than 30 companies listed, which com-
bined had portfolios representing about 96% of all Visa
and MasterCard payments in the U.S. First Data Corp.
controls by far the largest share of the market.
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You can’t afford to turn business away any more than your merchants can.

NATIONWIDE

check services

CONVERTING OPPORTUNITY INTO REVENUE™
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What is transaction avthorization and how does it
differ from rocessing and settlement?

customers), processing errors and authorization issues.
Chargebacks are governed by a complex set of rules and

Authorization, in the context of card payments, involves
a communication between the card-issuing bank and
the merchant's bank verifying that the cardholder has
available credit or available funds in his or her DDA to
cover the transaction. The card-issuing bank then sets
aside the funds, and an authorization code is assigned
to the transaction. Settlement refers to the final account-
ing during which debit and credits are posted to the
appropriate accounts at the card-issuing and card-
acquiring banks. Processing is a catch-all phrase that
refers to the management of transaction flows. Some
processing companies handle everything involved with
a card transaction while others merely move transaction
data between different parties (e.g., card acquirers, card
issuers and the clearing-and-settlement systems).

What is a chargeback?

A chargeback is a reversal of a sale transaction, typical-
ly initiated by the card issuer at the cardholder's
request. Chargebacks can occur for any number of rea-
sons, including customer disputes, potential or actual
fraud (on the part of merchants, sales associates and / or

time limits that can be costly to acquirers and their mer-
chant customers if disregarded.

How do | ensure against merchant defaults?

Your best defense against merchant defaults is appro-
priate underwriting procedures that properly assess
risks. Also, be sure your merchants follow the transac-
tion authorization and settlement guidelines that are
provided by the card companies. In other words, your
primary wall of defense against defaults is to have good
merchant customers who play by the rules. If that fails,
there are some insurance companies that offer policies
and/or surety bonds related to merchant card accept-
ance. These products can provide payouts arising from
merchant non-delivery of products, unauthorized trans-
actions, deceptive and misleading practices, misrepre-
sentations by merchants and other matters. It's best to
check with your insurance agency and bank sponsor to
determine if any of these products are right for your
business. H

Patti Murphy is Contributing Editor of The Green Sheet and President
of Takoma Group. She can be reached at patti@greensheet.com
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WE'LL CHANGE THE WAY YOU
“THINK ABOUT CHECKS.

Think offering electronic check conversion is a hassle?
Think again! Secur-Chex Check Services, part of the

First American Payment Systems family of products,
allows you to offer credit card and check processing
from one company!
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| EleciCheck offers the most aggressively priced check service programs in the market today. ElectCheck is providing
businesses with the tools they need to protect themselves from fraudulent check writers and high fees they may incur
by accepting checks. ElectCheck can help increase a business's profitability while reducing costs at the same time.
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Check Conversion : ElectCheck provides easy back office conversion of paper checks
to electronic debits for faster processing. Checks received at the
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electronic transactions for instant processing.

Check Guarantee : Greatly increase the likelihood of payment of NSF checks
with automated, immediate electronic representation that
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He Has the Cure for What Ails Industry

in Fellerman's career in financial services has

spanned more than a quarter century, thanks in

part to fortuitous timing, a knack for business

and a keen sense of integrity. His success story
unfolded the way such stories are supposed to: He start-
ed at the bottom, worked his way up the corporate lad-
der to become President and then went on to start his
own company.

Perhaps contradicting the stereotypical rise to the top,
though, Fellerman's reputation as a dedicated, roll-up-
your-sleeves-and-pitch-in, hands-on boss has won him
the respect of people who work for him and with him.
Fellerman, President and CEO of Secure Payment
Systems, is quiet and soft-spoken. He's been around the
payment industry long enough to see it evolve from the
time before there were such newfangled things as POS
terminals and ATMs.

Today, his company specializes in providing a range of
electronic information services, such as risk-management
solutions, collection support, all types of card processing,
and check authorization and conversion for small to
medium-size retailers. His goal has been to move for-
ward technologically while establishing and maintaining
old-fashioned relationships with everyone he does busi-
ness with.

The unusual facet of Fellerman's story is that he just as
easily could have been a doctor instead — his quiet and
soft-spoken demeanor could have been used for a sooth-
ing bedside manner instead.

Fellerman went to college with the intention of going into
medicine. As a senior at UCLA in 1975, though, a job he
took to earn money for school ended all that; with one
genetics class to go, he switched his major to economics.

"I was pre-med for three years. I could have applied to
any med school in the country, but I found I really want-
ed to be in business, that I was more inclined toward
business," he said.

He credits part of his career choice to being in the right
place at the right time. "I got a job with Telecredit to earn
gas money. I was doing voice authorizations — I was
lower than the mailroom clerks. There were no POS ter-
minals then, so 99% of all traffic was voice authorized.
But I was very fortunate because there was tremendous
growth then, too. I was able to take advantage of that
opportunity."

Fellerman went on to earn his MBA at Pepperdine

S INDUETRY
LEADERSE

LIN FELLERMAN

University, perched on the hills above Malibu and the
Pacific Ocean, but he said he wasn't really able to enjoy
the view because he attended at night. By day, he contin-
ued to work his way up the corporate ladder.

Fellerman ended up staying at Telecredit for 20 years.
During that time, management at Telecredit moved him
around a lot, placing him in many departments and giv-
ing him practical knowledge of various aspects of the
business, he said. He worked in several divisions within
the company, learning the ropes and just about every-
thing there was to know about running a large corpora-
tion.

Telecredit sent him to Tampa, Fla., and made him respon-
sible for the check services division. He and his wife
raised their two daughters there. Fellerman became Vice
President of the data processing division and in 1986,
became President of the entire company; he stayed in that
role for 10 years, even after Equifax purchased Telecredit
in 1990.

"My career path there covered many areas and was all-
inclusive, from operations to product development to
technology. I discovered I had a good business sense for
the technology division," he said. Telecredit's manage-
ment embraced advances in technology in the early days
of PCs and data processing and was good at hiring smart
people and letting them do what they did best, Fellerman
said.

The company was open-minded to trying new things as
it looked for ways to apply those technological advances
to the payment industry. "We had R&D experts who were
truly geniuses. We gave them free reign to design and
allocated money every year for R&D. We wanted to stay
ahead of the competition. We had to scrap a project every
now and then, but once in awhile you hit a home run."

Fellerman and his family moved back to Southern
California in 1995, when he took his first break.
Retirement didn't suit him, though, and it wasn't long
before he immersed himself in creating a company of his
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own. He started Secure Payment Systems (SPS) in 1996.

During his tenure with Telecredit, he is credited with
helping to develop algorithms now used nationally by
check services providers in evaluating and managing risk
and in preventing check fraud. Fellerman decided to
focus his knowledge and experience in a direction that
would allow flexibility and close interaction with his cus-
tomers. SPS offers POS transaction processing, ACH elec-
tronic check conversion and check processing, debit and
loyalty card programs as well as a range of business serv-
ices such as collection support and the ability to extract
demographic information at the POS.

Fellerman views his corporate background, with the wide
range of responsibilities and positions he held, as a defi-
nite plus. "There's no experience that you don't use in
managing a small enterprise," he said. This time around,
he wanted to take a different approach with his own
endeavor. The challenge of starting from scratch was
invigorating and rekindled his passion for business.

"Since I knew the check business, I decided to go in that
direction. I hired some developers and recreated the
wheel. Our focus was on delivering a broad set of prod-
ucts to a niche that appreciates customer service,"
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Fellerman said.

His target market turned out to be merchants who aren't
large retailers. Fellerman knew that these small and mid-
size businesses often don't get the same deals or consid-
erations many of the big ones do. At SPS, he set out to
provide the same benefits of affordable pricing and access
to technology the bigger retailers get while establishing
and maintaining old-fashioned relationships with every-
one he does business with.

Fellerman describes himself as "reachable.” That's his
understated way of saying he's involved in every aspect
of running his company, from business development to
administration duties; up to now, SPS's marketing and
trade advertising mostly has involved Fellerman "beating
the streets, talking to merchants."

There's also no corporate bureaucracy to bog down the
decision-making process at SPS. Fellerman said SPS goes
out of its way to make everyone feel as if they are getting
individual attention.

One of the most important characteristics of his company
is the level of personalized service ISOs and merchants
alike receive from SPS — and Fellerman himself.

"We want them to know that when they have questions,
those questions will be answered," he said. "We don't
have committees. We don't belabor pricing or equipment
issues. We're here to serve customers. With the kinds of
relationships we've built, we have very low attrition
rates.

"We're genuinely concerned for the merchant as well as
the sales agent or vendor. We always try to do the right
thing and not break promises and consider ourselves to
be a risk manager as well as a transaction processor. We're
adding revenue and a comfort level to their bottom lines."

Along the way, though, he never has considered himself
to be infallible. "We're bound to make mistakes," he said.
"We're not so big we can't correct them, though.”

Steve Eazell has been SPS's National Sales Director for
two years and knows how important relationships and
integrity are to Fellerman. Eazell was "enticed" to help
lead the development of a network of sales agents and
expand SPS's foothold in the market.

"This company is his baby," Eazell said. "He started it by
himself after coming from the behemoths. He thrived in
that environment and wanted to emulate that but not lose
that close merchant contact you have in a smaller compa-

ny.

"With Lin, yes means yes and no means no. I don't know
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Call for Details

many people in this industry with his integrity and
knowledge. He has a real passion for the feet on the street
as the heartbeat of this industry and the vehicle that these
individuals provide. Servicing merchants is something
that banks have pretty much given up on. He's able to
forge relationships and maintain them."

A strong work ethic is a basic part of who Fellerman is,
Eazell said: "Nobody can outwork him! He still does the
hands-on stuff. He still occasionally comes in at 3 a.m. to
begin his day, he still involves himself in the day-to-day,
and it is not unusual for him to take calls from merchants
and ISOs. It is something to behold."

Fellerman's personal involvement and business savvy
both seem to be benefiting his company; the company's
annual growth rate is 30%, he said. SPS is a privately held
company with corporate offices in San Diego and the
national sales office, headed by Eazell, in Northern
California. SPS continues to develop its relationship with
ISOs nationwide.

Fellerman's commitment to and personal investment in
the company shows in the care it takes when choosing
partners. "We take a long time to sign ISOs," Fellerman
said. "References aren't always the end all to be all.
People can get burned by individual agents working
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through large ISOs. The spots on a leopard don't change,
and we want to work with people who have the same
philosophy as we do. My reputation is on the line."

With the company’s consistent growth, it was difficult for
Lin to take time off, but that has changed. "With much
strategic wrangling, Lin over time has successfully
amassed an impressive slate of management profession-
als," Eazell said. "Before, he didn't have the staff and sys-
tems completely in place. Before, he'd take a weekend or
two a year. This year, for the first time since 1996, he'll
take a few days or even more. He's confident that he's got
the team in place.”

His days off might include some well-deserved R&R at
the beach. Fellerman's house in Del Mar is a 10-minute
drive to the ocean. His daughters, now 21 and 19, are
both at USC. He said none of them regrets moving from
Florida — the Southern California lifestyle suits them just
fine.

Another choice he certainly doesn't regret is leaving med-
ical school. Dr. Lin Fellerman? At this point in his life, he
guesses that's not very realistic. All those pre-med stud-
ies, though, gave him a real fascination with the field; he
confesses that he does enjoy a good medical drama on tel-
evision every now and then. [
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Come Buy the Costly Side of Sears

ears, Roebuck & Co.
announced plans in late
March 2003 to sell its behe-
moth, revenue-draining
credit card business and will focus
efforts solely on the retail side.

After struggling for 19 straight
months with slumping in-store sales
and falling earnings in its credit
unit, in part because of increasing
consumer account delinquencies,
the 117-year-old retailer said it will
sell its massive credit card opera-
tion.

The company also will eliminate an
unspecified number of jobs from its
Chicago-area headquarters, which
employs more than 6,000 people,
over the next few months.

The credit card division, which

includes both its proprietary cards
and co-branded Gold MasterCards,
is the eighth-largest credit card
operation in the U.S., with $30.8 bil-
lion in receivables and 25 million
active accounts in 2002; MasterCard
receivables make up roughly 40% of
the Sears portfolio.

In 2002, credit cards accounted for
$1.5 billion, or 60%, of the compa-
ny's operating income. But the cred-
it card business has gone from a
profit generator for the company to
a financial liability. By the end of last
year, the unit carried approximately
$28 billion in debt.

Even though Sears is the third-
largest issuer of MasterCards, it is
losing market share to other credit
card brands used in its stores by
shoppers.

Sears' credit operation has been
plagued by problems over the last
several years and has taken atten-
tion away from its core retail busi-
ness. Serious problems with uncol-
lectible debt and a high delinquency
rate, in part because of the ailing
economy, continued to emerge last
year.

In October, Sears announced to
investors it would have to allot an
additional $222 million to cover
unpaid credit card debts. Despite
increasing reserves for bad debt,
however, 2003 Q1 reports show an
11% drop in income for the credit
division.

While Sears hopes to generate
between $6 billion and $7 billion
from the sale, some analysts said the
sale probably will amount to half
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that. The sale also could boost the
value of its stock, which has
dropped significantly this year.

Credit card portfolios usually sell
for 5% to 20% above their overall
receivables. That would equate to a
pretax sale price of between $5.3 bil-
lion and $10 billion for the Sears
portfolio, which stands at $30.8 bil-
lion, with the $28 billion in debt sub-
tracted out of that.

Sears has tried over the last several
years to reposition itself in order to
compete with retailers such as
Target, Wal-Mart, Home Depot and
JCPenney.

While upgrading merchandise lines
and cutting costs have been part of
the company's strategy, revenue at
stores open at least one year fell
9.4% in February 2003 compared to
the same month last year.

The company's first-quarter 2003
profits, reported in mid-April, indi-
cated a 75% hike in earnings of $192
million over the same period last
year. However, these figures reflect
an accounting change and one-time
items totaling $190 million a year
ago.

The credit unit sale will be one of the
biggest changes in the company's
117-year history. Sears has offered its
proprietary store cards for 91 years.
It also is one the few retailers left
that still controls its own credit card
operations.

Others have co-branded with third-
party financial institutions; those
operations account for a much
smaller proportion of those stores'
earnings, however.

Analysts consider the Sears unit to
be a good growth opportunity from
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a consolidation standpoint. Possible
buyers include Citigroup, the largest
issuer of credit cards; GE Capital,
which owns the largest portfolio of
retailer-based cards; and HSBC
Holdings Plc, which is in the process
of buying Household International,
Inc.

All three companies already have
substantial private-label portfolios
and the necessary capital to make
the acquisition.

There is also speculation that Sears
and Kmart are planning a merger;
Sears would either merge with
Kmart or partially or totally pur-
chase it outright. Investor Edward
Lampert has big stakes in both com-
panies: He is the second-largest
shareholder in Sears and will be the
largest Kmart shareholder when the
retailer emerges from Chapter 11
status at the end of April.
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Court Orders Visa, MasterCard to Refund
Millions in Fees; Other Lawsuits Expected

isa and MasterCard International will have to

refund millions of dollars in foreign currency

exchange fees to cardholders, California State

Superior Court Judge Ronald Sabraw ruled. In
a final decision on the matter issued Tuesday, April 8,
2003 in Oakland, the court found the associations violat-
ed California's unfair-competition law for not properly
disclosing currency-conversion fees charged on purchas-
es priced in foreign currencies and made with Visa- and
MasterCard-branded credit cards.

In addition, American Express announced it is being
accused of similar charges regarding its currency-conver-
sion policies in a lawsuit filed in late March.

The California court declared that Visa and MasterCard
must revise their policies and require that member banks
disclose fees charged for exchanging foreign currency in
cardholder agreements, applications, solicitations and
monthly billing statements. Visa and MasterCard charge
an exchange rate plus 1% to their member banks. The

Setting the Standard for Qwality ad Anteqrito

Bunaer TrRMINALS & Repair
STMPLY THT, BEST
Best Quality - Best Price - Best Service
This Month Special
' 350 Thermal Printer
330162 S109 5 for §495
TTPF 256k $209 5 for §995

Pin Pad 1000 $54 - S8 Pin Pad $65

In Stock
NURIT 2085 - OOMNI 3200 - TALENTO 2U
Completely Refurhished
ONE YEAR WARRANTY

985-649-2910

FFI.EL" '[_;l'lll[l‘lli Hhirlr.i“:_: wenrilers vover ST

We mewrpi Cashives Chowk, Yoo amil Masdor ranl

www. budeetterminals.com
Lser mame: save S Passwornd: momey

SH9

banks pass that charge on to cardholders, and many of the
banks add on additional fees of their own, ranging from
2% to 4%.

Typically, cardholders have not seen a breakdown of
exchange fees on their monthly credit card statements —
rather, they see a comparison of the amount owed in for-
eign currency and that figure converted into local curren-
cy. Fees charged by banks were disclosed only in the
agreements the cardholders received in the mail with a
new card.

Because Visa's headquarters are in Foster City, Calif., and
are under the court's jurisdiction, Visa must refund
money to all of its cardholders nationwide; Purchase,
N.Y.-based MasterCard only is required to reimburse
cardholders that live in California.

In a 125-page ruling, Sabraw said Visa had collected $817
million from U.S. cardholders making purchases in for-
eign countries from 1996 through March 30, 2002, the
New York Times reported. He also said that MasterCard
collected approximately $195 million in fees nationwide
from February 1996 through December 31, 2000.

An attorney for the plaintiffs estimated the associations
would have to pay as much as $800 million in restitution
— Visa about $740 million and MasterCard about $60 mil-
lion —representing conversion fees from 1996 and a signif-
icant amount more than the $500 million previously
expected ("Visa, MasterCard Might Have to Pay $500
Million Refund," The Green Sheet, February 24, 2003,
issue 03:02:02).

A MasterCard official challenged the $800 million figure,
stating that Sabraw did not specify an amount for restitu-
tion in his decision.

In a preliminary ruling issued in February, Sabraw sided
with the plaintiffs' claim that the associations hid their
standard fee from cardholders and that they should have
required their card issuers to clearly divulge fees charged
for currency conversion. The judge made his final deci-
sion after reviewing responses to his preliminary deci-
sion.

The court ordered Visa and MasterCard to devise a plan
for refunding cardholders' money by April 28, 2003; this
plan will determine the final amount to be paid in dam-
ages by the two companies. This isn't the only deadline
looming for the companies: April 28 is also when the trial
involving Wal-Mart and four million other retailers is
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scheduled to begin.

Both Visa and MasterCard said they
plan to appeal the judge's final deci-
sion.

"In saying that MasterCard must
mandate that its members disclose
the currency-conversion process to
cardholders, Judge Sabraw is ignor-
ing the fact that consumers natural-
ly understand that commercial sup-
pliers of goods and services impose
a markup over their costs,"
MasterCard's General Counsel,
Noah Hanft, said in a statement.

Hanft used the unlikely example of
retailers posting signs in stores that
read "price of this shirt to you, $40;
cost to us, $20."

Many expect the case and judge's
ruling to spark similar lawsuits. In
Ottawa, Canada, a finance critic for
the New Democratic Party (NDP)
recently claimed that MasterCard
and Visa could owe Canadian con-
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"In saying that that MasterCard
must mandate that its members
disclose the currency-conversion
process to cardholders, Judge
Sabraw is ignoring the fact that
consumers naturally understand
that commercial suppliers of
goods and services impose a
markup over their costs."

— Noah Hanft
General Counsel, MasterCard

sumers more than $100 million in
refunds because of a similar practice
of not properly disclosing fees for
using cards abroad, the Toronto Star
reported.

And New York-based American
Express Co. said it is being sued in a
California state court for allegedly
failing to disclose fees related to
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purchases made in a foreign curren-
cy by its cardholders dating to 1999.

American Express charges a 2%
conversion fee and, like Visa and
MasterCard, it discloses its charges
and policies for currency conver-
sion in an initial cardholder agree-
ment mailed with the credit card.
Cardholders' monthly statements
do not break out additional charges
for currency exchange.

The lawsuit against American
Express was filed by Environmental
Law Foundation, et al, the same
firm that represented the plaintiffs
in the MasterCard/Visa suit; it is
seeking class-action status for the
lawsuit. This plaintiff's claim
appears similar to the recent charges
against the associations. American
Express disclosed the lawsuit in an
8-K filing with the U.S. Securities
and Exchange Commission and said
it believes it has "meritorious
defenses" against the suit. [
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FTC Orders Financial Institutions To Attack Hacking

wo subcommittees of the House Financial

Services Committee met recently to heed con-

cerns of corporations, law enforcement offi-

cials and the Federal Trade Commission on the
growing vulnerability of consumers' financial informa-
tion. According to the latest data, hacker attacks are
increasing and companies must act in order to protect
customer information and themselves.

Congress ordered the subcommittee hearings based on
three recent cases of major account data theft whereby
millions of consumers' information was compromised.
One of those cases involved the credit card accounts of
more than 10 million customers of Omaha, Neb.-based
Data Processors International, a third-party processor for
direct mail and Internet retailers ("Hacker Attack
Threatens to Cut Consumer Credit Confidence," The
Green Sheet, March 10, 2003, issue 03:03:01). A hacker
broke into DPI's computer system in early February 2003,
the largest credit card security breach reported to date.

Attacks on computers and Internet security such as those
by hackers, computer viruses or worms have increased
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36.6% from the fourth quarter of 2002, according to
Internet Security Systems, Inc.'s (ISS) Q1 2003 Internet
Risk Impact Summary Report. So far in 2003, 35% of the
attacks have targeted retail Web sites and servers and 12%
have targeted financial services companies. And the FTC
says we should expect these numbers to rise.

The ISS report states that because of the increasing num-
ber of connections and interconnections between stan-
dard networks and wireless networks, the number of
access points to companies' systems will continue to
increase, causing them to become vulnerable and thereby
creating new and hard-to-trace paths for attack.

Convicted computer hacker Kevin Mitnick, who served
five years in federal prison and now runs Defensive
Thinking, LLC, a consulting company that helps busi-
nesses guard against hacker attacks, was among the peo-
ple who testified before the committees.

Mitnick said that assaults on companies holding con-
sumer financial data often go undetected because of poor
security and that businesses must improve their comput-
ers' defense systems from newly discovered vulnerabili-
ties in security and train employees to spot tricks of iden-
tity thieves. He said thieves look for the weakest link in
the security chain.

James Farnan, Deputy Assistant Director of the FBI's
Cyber Division, said many intrusions are never reported
because companies fear lawsuits or loss of business based
on the perception that their security is not adequate, The
Associated Press reported.

The FTC presented lawmakers with its latest efforts in
combating attacks on corporate computers and theft of
personal data. Beginning May 23, 2003, when the recent-
ly finalized Gramm-Leach-Bliley Financial Privacy Act —
Safeguards Rule goes into effect, the FTC will require
financial institutions under its jurisdiction to "develop
and implement appropriate physical, technical and pro-
cedural safeguards to protect customer information."

Companies must have documented security plans and
must train employees on how to protect sensitive data.
The FTC said it would watch companies to make sure
they are in compliance with the new rule.

It plans to publish a self-audit guide to aid all businesses,
especially financial institutions, credit issuers, universi-
ties and retailers, in their efforts to improve security and
increase awareness of how to handle account data and
sensitive customer information. [
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California Considering Internet Sales Tax

alifornia is the most pop-
ulated state in the U.S.
and has the largest budg-
et deficit in the country; it
also could be losing more tax rev-
enue generated from online sales
than any other state. Add these fac-
tors together and it's no wonder
California is taking steps toward
legislation that would impose a state
sales tax on goods purchased on the
Internet from out-of-state vendors.

The U.S. Supreme Court ruled in
1992 that it is unconstitutional for
states to force businesses to collect
sales tax unless a company has a
physical presence (warehouse, office
or retail store) in that state; however,
Congress has the power to change
this policy.

The California Legislature recently
approved two bills focused on col-

lecting online sales tax for purchases
from companies that don't have a
location in California, so it's up to
Governor Gray Davis to make the
call.

One bill would require California to
join forces with 35 other states and
the District of Columbia, a group
that is working to create a standard
to collect state sales tax on online
and mail order purchases. The
group is called the Streamlined Sales
Tax Project, and it hopes to convince
Congress to change the current law.
California is involved with the
group but only as an "observer
state.”

The other bill would require a retail-
er with a location in California to
collect state sales tax on Internet
transactions with California cus-
tomers through the retailer's online
subsidiaries and partners. Under the

California Use Tax, consumers
already are technically required to
report and pay sales tax on any pur-
chases that will be "used, consumed,
given away or stored," but most peo-
ple don't bother.

Davis historically has opposed a
state sales tax on goods purchased
over the Internet, especially when
the California economy was boom-
ing from the dot-com industry. In
2000, the governor rejected a bill
passed by the California Legislature
that would require online merchants
to collect sales tax.

But with a state budget deficit
approaching $35 billion and
California missing out on an esti-
mated $1.7 billion in tax revenue
each year, these taxes might be look-
ing better and better. [
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Credit Payments for Online Betting Could Be Outlawed

nline gambling is big e-commerce business.

More than 5 million Americans pay debts to

Internet casinos and online gambling sites

using credit cards, electronic fund transfers,
wire transfers, checks and money orders. Virtual casinos
are already illegal in the U.S., but soon a law could be in
place also making it illegal for credit card companies,
banks and other financial institutions to send payments to
online casinos at their customers' request.

The Senate is considering legislation to block companies
from making payments to Internet gambling sites. The
House passed similar legislation on October 2, 2002, and
if it passes in the Senate, a bill could reach the President's
desk in 2003.

Lawmakers want a law of this nature in place for many
reasons, some of which include the fact that Internet gam-
bling poses a threat to minors because it enables them to
more easily mask their age and identity than they can at
land-based casinos; it provides another avenue of debt
and addiction for compulsive gamblers; and faceless off-
shore Internet casinos hosting rigged games cannot be
regulated by the U.S.

Resource Finance Company

the warking capital solution

Need a business loan?
Don't want to sell your portfolio?
You can borrow against your residuals!

Resource Finance makes loans available to
gualified Independent Sales Drganizations.
This debt financing is based on, secured by
and repaid electronically from your monthiy
resldusals.

= [gitt wamky o epremes i BRrangss

= Up to 36 months to pay

= |oan typically closos within 30 days

= pwnid selling your most valuable asset —your portfolia
= Capitalize on ond levorage the value ot your portfolio
= figu keep 100% of your awnership FOR Y OU

Cualifind wath most major Procosars
Wit aur websiie at weww resourcefinancs com o
call David Putmam, Pregefent, ot BEG-211-07114

The global online gambling industry is expected to bring
in an estimated $6 billion in 2003, with 12 million cus-
tomers around the world fueling these sales, according to
Christiansen Capital Advisors and reported by The New
York Times. In 1995, only 24 online casinos were in oper-
ation. Now there are nearly 1,800, and almost all are locat-
ed outside the United States.

There already have been efforts to stop making payments
to Internet gambling sites, led largely by New York State
Attorney General Eliot Spitzer, major credit card compa-
nies MasterCard and Visa, and eBay's online payment
division PayPal. All of those companies have stopped
sending payments to these types of businesses.

PayPal's method of payment was accepted at more than
85% of the gaming Web sites, but when eBay acquired the
company, it ended PayPal's services to these sites.

Spitzer began his anti-online gambling campaign in June
2002, when Citibank was the first to agree to block these
types of transactions. Many other credit card issuers have
implemented blocking mechanisms, including American
Express, Providian, Bank of America, Fleet, Direct
Merchants Bank, MBNA and Chase Manhattan.

Spitzer recently enjoyed another victory when 10 more
banks, including USAA Federal Savings Bank and Wells
Fargo Financial Bank, signed an agreement with him to
block cardholders from using their credit cards for online
gaming transactions.

And as a result of efforts by Spitzer and other payment
companies, online gambling businesses already are shift-
ing their marketing to other places where it is legal, such
as Asia and Europe.

They also are exploring other ways for customers to make
payments without going through banks, such as using e-
cash, which stores electronic funds on a user's computer
and transfers those funds over the Internet, and debit
cards from foreign banks.

If the proposed legislation becomes law, these types of
payment methods will be illegal in the U.S.

Lawmakers who have argued against the legislation
believe regulation is a better solution to the problem, so
funds being paid to casinos will continue to be traceable
and taxable. Otherwise, black markets could emerge,
which often create opportunities for money laundering
by organized criminals. [
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YOUR UPFRONT BONUS AND
RESIDUAL INCOME ARE ABOUT TO TAKE OFF.

Total Merchant Services has launched the most lucrative pay plan in the industry.

UPFRONT BONUS

We've set aside more than $1 million to pay you upfront
money for simply writing an account on our program. Our
production bonus program has no limits. It's NOT a signing
bonus. You earn $100 per deal, every single month. Writing
only 10 deals a month makes you $1,000 more each month.
And the sky's the limit!

You can make even more with our conversion bonuses. For
each merchant currently processing over $10,000/month,
we pay you $150 to $250. We'll also pay you an extra $1,000
bonus on your first 10 leases. [Leasing program funded by
Lease Finance Group (LFG), a division of CIT.]

RESIDUAL INCOME

Take advantage of our “choice” program to maximize your
earnings. You get to choose, on a merchant-by-merchant
basis, either our lucrative revenue-sharing program, or
our aggressive buy-rate program. On average, our sales
partners earn $30 to $40 per month on each account!

FREE SERVICES

Count down our list of free services. Marketing materials;
color brochures; business cards; customizable website;
conversion assistance and merchant training; pin pad
swap-out and encryption; dedicated sales partner terminal
support team; wireless activation fees; Internet payment
gateway software from Authorize.net and Plug ‘N Pay
a web-based transaction information management tool
for your merchants; sales training events including
payment for your airfare, hotel and meals; and many
other FREE services you can find out about by calling or
visiting our website.

WANT YOUR UPFRONT AND RESUDUAL INCOME TO TAKE OFF?
CONTACT TOTAL MERCHANT SERVICES TODAY.

1-888-84TOTAL, ext. 411
WWW.UPFRONTANDRESIDUALS.COM
255 Gold Rivers Road | Third Floor | Basalt, Colorado 81621

otal merchant services

payment selutions for your busingss
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The Right Way to Play the Game

he rules of golf have been around for

centuries, but the rules of business golf

— particularly for the ever increasing

number of women who play the game -
have changed almost overnight. Suzanne Woo
demonstrates her thorough knowledge of both in
"On Course for Business: Women and Golf."

Woo began her career practicing real estate law in 4
San Francisco but found after several years that

4
"billable hours" were taking a toll, all right — a toll 3
L

on her. She awoke one day feeling exhausted and
was told by a doctor to seriously examine her life
and her priorities.

Woo eventually found her passion in golf, but only after

realizing that, like many women, she was intimidated by
its difficulty and idiosyncracies. As she played more and
learned more, she realized that she was not alone.

"While golf publications said more women were playing
the game," she wrote, "the statistics also showed women
were dropping the game just as quickly. I understood
why women were quitting the game. Although I was
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_wuli  On Course for

o= Business: Women
and Golf
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By Suzanne Woo
John Wiley & Sons, Inc., 2002
ISBN: 0-471-44297-6
224 pages
Price: $18.95
Web site: www.bizgolf.biz

strongly motivated to
learn for business rea-
sons, I remember how

- - awkward I felt when I first

arrived at the golf course for my lessons. I
was in unfamiliar surroundings. ... I also remembered
how uncomfortable I felt when I eventually made my
way to a golf course with my brother and father. I didn't
know how far I could hit the ball. I didn't know where to
stand when they were taking their swings. And I'll never
forget seeing a scorecard and the sea of numbers, thinking
to myself, T'm not an accountant. I'm an attorney because
I don't want to deal with numbers.""

Woo quickly figured it all out and, in 1996, founded
BizGolf Dynamics, a business golf consulting and public
speaking company. And now Woo has written a book that
draws on her considerable golf experience to give both
the beginner and the advanced player, both the host and
the guest, and both men and women a clearer under-
standing of what to do and what not to do — on the course,
in the clubhouse and even when buying equipment and
preparing to become a golfer.

Of particular usefulness is a primer Woo calls "Golf 101."
In it, she walks you through typical scenarios that you
would encounter as you take up the game, from lessons
to equipment to being on the course. Men can learn from
this book, too. Woo points to scores of etiquette violations
that men commit when they have a woman in their group
or tournament.

The concept of "business golf" has evolved over the years,
and there's a lot more to it than just playing the game. The
premise of Woo's book is to help people learn how to bet-
ter conduct business and derive pleasure from being on
the golf course with others. Her passion for the sport
comes across so clearly in chapter after chapter, we can
only imagine how well she argues her case in court! E
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ETA from page 1

The Expo opened with the traditional reception, which
was very well attended. Chocolate poker-chips, light-up
pens, folding Frisbees and squishy dice were some of this
year's give-aways.

Carla Balakgie, ETA's new Executive Director, attended
and admitted this was quite a change from her previous
academic association experience. (Watch for an interview
with Carla in a future issue of GS.)

The business meeting included the election of the 2003
Board of Directors. The following officers and directors
were elected by the voting membership present:

® President-Elect: Diane Vogt, First Data Merchant Services
® Treasurer: Dan Neistadt, KeyBank USA

* Secretary: Joe Kaplan, Innovative Merchant Solutions

® Service Provider Director: Amy Baker, National Bankcard
Systems

* Service Provider Director: Marla Knutson, TransFirst

e Service Provider Director: Dean Leavitt, U.S. Wireless
Data, Inc.

Each general session included some uniquely Las Vegas
entertainment, and the featured speakers were also a cut

g gt T P

above. Les Brown exceeded his "high-energy" label with
an uplifting, humorous and motivating presentation.
Catherine Crier was dynamic and informative. Ben Stein
taught us what it takes to succeed by elucidating the
opposite. Overall, the general sessions were exemplary of
the ETA's evolution as an association.

A number of issues are still unresolved regarding the
ETA's mission and its relevance for the Merchant Level
Salesperson (MLS). The newly organized education and
certification program, combined with the move to direct
employee leadership and relocation, will make the 2003-
04 year an exciting and dynamic period for the associa-
tion.

The newly forming National Association of Payment
Professionals (NAPP) postponed the board of directors
meeting previously scheduled to coincide with the ETA.
The directors are diligently working to get NAPP estab-
lished, and The Green Sheet continues to support their
efforts.

It remains to be seen whether a bridge between the ETA
and NAPP will be established. One of the challenges in
the coming year will be to define how these two organi-
zations may be able to work together to support the indi-
vidual sales professional in our industry.

Mobility

The PP-50MS Portable Thermal Printer
Use the PP-50MS to turn your PDA into a complete

portable POS terminal solution offering the
following features:

» Magnetic Card Reader (MCR)

« Internal rechargeable battery

« Compatible with popular PDA's

« Easy paper loading

» Uses standard width paper (58mm)

« Intergration software support available

The PP-50MS is an economical & flexible
alternative to traditional POS terminals.

*PDAnot included
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"The best Agent Program ever!”

"Become our ISO!"
“Instant Approvals!”

"Be your
own Boss!"

"Make Loads of Cash!™
. "Join Us!"
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"Be Rich!"
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LONFUSED?

Choosing the right processing relationship is
often confusing and a hassle. It is important
that bankcard professionals focus on the val-
ues that will help them succeed. Real values
like “care” and “financial growth.”

Yeah sure, we offer an “interchange plus”
pricing structure, revenue share in all fee
categories and online reporting. But without

. care, and a plan for personal growth, it's
We understand that there are many Free POS equipment upgrade program. tough in this industry to develop the “kitten”

agent/ISO programs out there. Choosing * Lead generation program. into the “lion.” We can help you grow.
one is not exactly easy — we have been in * Revenue-share in all fee categories.
your shoes, we built this company from « \Virtual office support (email, voice mail,

scratch ten years ago. Contact us and we'll web presence and online reporting).
give you a clear overview of our programs. +  Stock options.
» Training for your representatives.
Fwm * Residual advance buyout — up to 24X.
&N [ | + Agent bank program.
*» * And more goodies of what you expect
LS. MEBCHANT from a good processing partner.
SYSTEMS For details, contact Tannon McCaleb:
Newark, CA 800.655.8767 Ext. 262
WWW.Usms.com or by email at: tannonm@usms.com

Copyright © 2003 US Merchant Systems. All rights reserved.
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Meeting the Credit Card Acceptance
Needs of Nonprofits

"Credit cards have been around since the 1960s,
but only lately have they come into their own as

a medium of fundraising exchange."
— Bill Dodd, nonprofit-fundraising expert’

By Eli Kimels

everal factors help to account for a growing per-

ception among nonprofit organizations and the

fundraising professionals who advise them that

credit card acceptance capability is desirable or
even essential for such groups to meet their goals.

First, many donors and potential supporters (although
not necessarily the majority of them) prefer credit cards,
and organizations want to accommodate them.

Second, because outbound telemarketing, telethons,
advertisements in print media, e-mail appeals and Web
sites neither allow for face-to-face payment nor can
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WoGanHelp YoulitYour Mark

P.O.5. DEPOT 377-333-7374

Viewnerzpecizls al; www.jrpesdepet.com

immediately furnish a postpaid reply envelope to encour-
age mailed-in payment, credit cards are seen as the way
to generate an immediate response under such circum-
stances.

Third, organizations are learning more about the benefits
they can realize from credit card acceptance.

A number of studies have found that credit card dona-
tions often are larger than those made by other means.
With credit cards, organizations can check to see whether
funds are available. "Use of a credit card (in response to a
telephone appeal) increases the value of the donations
since it eliminates the administrative cost to the nonprof-
it of a billing series [and] does not get eroded by failure to
respond to [such] letters," said Bill Dodd, a nonprofit-
fundraising expert.

Credit card processing also offers organizations one way
to set up pre-authorized "recurring payments," a feature
offering greater certainty that such pledges will be
received. As fundraising expert Joan Flanagan put it, "You
get the pledge even if the donor moves away!"* Recurring
payments might substantially increase the size of the total
donation over a year's time.

Finally, interest in taking credit cards is fueled by non-
profits increasingly raising revenue in ways other than
outright donations, from special events and fundraising
auction purchases to membership dues and periodical
subscriptions.

Some entities always have charged for what they do,
including day care centers and counseling services, which
charge on a sliding scale, and performing arts groups.
Others have discovered a market for products with their
name and logo, such as mugs and tee shirts — "souvenirs"
providing free advertising and supplemental income.

Anewer nonprofit commerce phenomenon with potential
future significance is commercial ventures aimed at the
general public. These enterprises, analogous to the long-
standing charity thrift shop concept but now conducted
by grassroots advocacy groups providing products or
services that directly relate to their missions, aim at rais-
ing substantial revenues to enable greater independence

1 - Dodd, Bill, "Think Plastic: Credit Card 'Graduates' Now Better Donors Than Check Writers,"
reprinted from Direct Mail News, www.dsdl.com/article2.himl

2 - Flanagan, Joan, "Successful Fundraising: A Complete Method for Volunteers — Second Edifion”
(Lincolnwood, 1ll., Contemporary Books, 2000), p. 124.
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Comerica Merchant Services

offers you a whole series of new
bonus opportunities to help you
earn extra money up front. You can
earn up to $6,600 in bonus dollars
per year and up to $5,000 for every
major merchant you bring in.

In addition, Comerica Merchant Services also offers you many
other benefits you just won’t find anywhere else. For example:
* Overnight approval process
» Web-based application submission, processing, and tracking

* Guaranteed Lease Program with a 48-month factor
as low as .0285

Interchange as your Buy Rate
100% vested residuals from day one

American Express® sign-up commission

Full debit processing with 12 debit networks

EBT processing
Web-based merchant reporting

An affiliation with one of the nation’s leading
business banks

A dedicated relationship manager providing
unparalleled agent support to help you make

more money

A 33-year history of continuous residual payments
to all our sales partners! Comerica provides a safe
and stable sales environment for you.

If you are looking for an exceptional, long term relationship with

a rock solid Merchant Processor, call Comerica Merchant Services
today and find out how you can become part of the Comerica family
of sales agents.

Call Ken Stewart at 1-800-790-2670 and get started right
now!
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from government, foundation and
corporate funders.

The "earned income for nonprofits
movement" is detailed in the book
"Selling Social Change (Without
Selling Out)."3 In one case, an organ-
ization advocating alternatives to
automobile usage opened a bicycle
shop.

The author advises nonprofits,
"Credit card capability will boost
your business, whether customers
are shopping in person, by mail or
online. Yes, banks charge a set-up
fee and take a percentage of sales,
but customers want the convenience
and, as a result, most [groups] net
more money."

L

-

How well has the merchant services
industry been responding to all of
these trends? Bob Wesolowsky,
President of Caring Habits, Inc.
(CHI), a Briarcliff Manor, N.Y.-based
company that advises nonprofit
groups on electronic funds accept-
ance and on marketing fundraising
programs,4 formerly headed a major
bank's cash management division
for Fortune 150 companies. He said
there is insufficient outreach by
acquirers to nonprofits.

"It's clear to me that not-for-profits
are treated differently than for-prof-
it businesses," Wesolowsky said.
"You have to make a distinction
between the largest ones and the
rest. If you're the American Heart or
Lung Association or the Red Cross,

..-;-El.l..,' i

everybody wants to do business.
Otherwise, many aren't interested.

"In the last eight years, we've
attended some of the largest
fundraising conferences in the coun-
try, averaging 10 shows a year.
We've never seen a bank at these
shows. Recently American Express
has shown up, as has Discover."

A review of several acquirers' sales
agent materials revealed some
instances in which nonprofits in
general, or certain classes of them,
are charged extra basis points,
required to submit extra documen-
tation or classified as unacceptable
risks. Groups occasionally have
been required to establish substan-
tial reserve accounts that could con-

3 - Robinson, Andy, “Selling Social Change (Without Selling Out): Earned Income Strategies for Nonprofits,” with contributions from Jennifer Lehman and Terry Miller (San Francisco,

Jossey-Boss, 2001), pp. 101, 103.
4 - Visit www.caringhabits.com
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stitute a hardship.

Acquirers frequently utilize
Standard Industry Classification
(SIC) Codes or sometimes use
Merchant Category Codes (MCC) to
create lists of preferred, higher-risk
and unacceptable merchant types.
There is no single code called "not-
for-profit" although some acquirers
include this as a category. More
commonly, they utilize key SIC
Codes encompassing various types
of associations and organizations.

Not-for-profit entities frequently
own other industry classifications.
In some cases they charge for servic-
es or products offered, and in other
cases those services are provided
free of charge.

On merchant account applications
these groups are classified either as
organizations or "conventional"

Walls Fargo Merchant orvices

merchants. This distinction is
important because it can affect the
simplicity of the application process,
rates and approval process.

Said Wesolowsky, "I would argue
that not-for-profits should receive a
substantially lower discount rate.
MasterCard and Visa do not face the
same risk because, generally, you're
not transferring goods and services,
and, when you are, nonprofits usu-
ally will willingly give refunds."

Requiring that nonprofits be corpo-
rations, sometimes specifically
501(c)(3)  corporations, creates
another potential obstacle to the
application being approved. Not all
corporations are 501(c)(3), and many
volunteer-based organizations aren't
incorporated at all. Impediments to
achieving credit card acceptance sta-
tus also limit nonprofits' ability to
accept offline debit cards, which are

T - S i

processed like credit cards, and
online debit cards, for which estab-
lishments usually gain approval to
accept as an add-on to becoming
credit card merchants.

Officials from the major bankcard
associations declined to be inter-
viewed about these application-
process and risk-management
issues.

One fundraising guide, concluding
several years ago that groups with
100 or fewer donors "may find it too
difficult to set up their own monthly
donor and credit card systems," rec-
ommended, "Perhaps you can find a
friendly businessperson or sister
nonprofit group who will let you
deposit donations through his or her
account,” and acknowledged,
"[D]onors may become confused
when their credit card bill arrives
showing a payment to Joe's Pizza

Pioneers in

Card Processing

As an 150, you have many options
In payment processors. So, why
nol chonse & rendselier in the
industry with voars of cxperience.
Wells Fargo Merchant Services is

a leader in paymant processing and
pari of one of the most respecied
fimancial networks in the worlkd.

We olfer innovalive paymenl sofu-
tions through the use of stata-of-
the-art technology and execepiional
senice. Call 1-888-999-9615 and
find out what a zophisticated, full
service [S0 program can do for
vour profitabiity.




AMERICANS SPENT OVER $35 BILLION
ON GIET CARDS LAST YEAR...

WHAT ARE YOU
WAITING FOR?
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SEC U’R'E PAYM'E NT SYSTE MS i5 a leading national provider

of Electronic Check Services and Gift Cand processing,

Take n look ar some of the benefiss we offer 1o you and your merchanes:

Litezime Residuals

lerminal prugrams miegrating both electronic check conversion and gfi cand provessing
Wik selocting of rermmials s sba i11|.|u:|i|n|g__ Werilomes Chd Verls 33N 3730

Diick marnaround - 24 Hours in for both Cife and Checl

Privane 1ahel Program Avarlalale

Complere mrnkeey solorions available

[aenan o cusiamzed _LrliFl arils

RDM & Ingenica imaging and archiving solurions and soon oo finish certifying the
Venfone CRLI000 and Magrek Imager
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» - Gift Caords

Electronic Check Conversjon with Guarantee or Verification
o Foaper-bosed Check Guarantee or Yerfication
= SCAMJ STARCHECHK f SAFECHECK

Sales conrests sipming bonuses, and costomized [fenme residual programs avaitably!

Protec your merchuint base by parmoering with a frm having actrition mres bz lower
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o learn more, cll Steve Eapell SECUIRE
woll Tree ar BGH-300-3376G or visii our wehsire payment systems
ar www.hecurePaymenthystems.com T —
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Fortunately, times are changing, and
the new trend is for banks and card
services to become more nonprofit-
friendly, with some even specializ-
ing in serving them. One example is
Electronic Clearing House, Inc.
(ECHO), which offers nonprofits
special rates and fees, according to
Greg Imlay, the company's
Marketing Director.’

"We waive the application fee for
nonprofits and have a very competi-
tive discount rate for them," he said.

Applications will be considered
from unincorporated associations,
he added. "The way we handle that
is to write in 'nonprofit' in the space
that is reserved for the type of cor-
porate structure,” he said.

Other acquirers and processors also
are implementing programs to
address nonprofits' needs, particu-
larly in the area of Internet-enabled
merchant accounts, a topic warrant-
ing its own article. Equipment costs
also deter some nonprofits from tak-
ing credit cards, both small organi-
zations with limited funds, and
large organizations with multiple
programs or locations. Some smaller
groups are currently set up to
process by voice authorization.

Another possible alternative for
low-volume accounts could be an
automated voice-response system
accessed by touch-tone telephone,
such as ECHO offers.

"We don't have a special nonprofit
program for this, but if there was a
demand for it we would certainly

T - S i

take a look at the pricing," Imlay
said.

Certain nonprofits find it advanta-
geous to process credit cards on
their personal computer(s).
Alternatives include modem-based,
dial-up software; software that
accesses the Internet; and a browser-
based virtual terminal on the proces-
sor's Web site, such as offered by
ECHO without setup fees. Software
often can provide additional
fundraising and membership-man-
agement features not found on a
processor's Web site, but the latter
method offers the advantage of
allowing organizations to enter
transactions at any location with a
computer.

A breakthrough on the equipment
front occurred in December 2002

5 - Swaigen, John; Wyman, Ken; and Young, Joyce; "Fundraising for Non-Profit Groups: How to Get Money From Corporations, Foundations and Government" (North Vancouver, B.C.: International Self Counsel

Press, 2002), p. 169.
6 - Visit www.echoinc.com

T
K
=,
5
E
=
o
3

Why Partner With Vequity Financial Group?

1.516% & $0.095 [100% Above]

285 Leasing Factor

Mo Liability - No Risk

Lifetime Vested Residuals From Day 1
Faxed Application Program

Call Today!
1-800-442-8380

WE MAXIMIZE YOUR PROFITABILITY.

W ity Financdal Geodp

SR

ﬁy@mﬁﬂﬂﬁ.




What were you doing

= George Orwell’s book dominates headlines.

Ronald Reagan was president.
The USSR still existed.

The Cosby show premieres.

Michael Jackson's hair catches fire.

Money Tree owner Mitch Lau
starts building his dream in the
bankcard industry

Mitch's dream was to grow a company on a
solid foundation of integrity and service.
The resull is an organization that treats its
pariners...well, like partners.

1984 Buick LeSabre Build your future with us.

« No monthly minimum = No batch header fees
= No encryption fee = No annual fees

1.48% + 20 Cents
Faxed Applications Accepted
Vested Residuals
Dedicated Partner support

For additional information call
Partner support at 800-582-2502 (ext. 2)

Aren't you ready to work with a company that gives you

the tools and choices yvou need to succeed? ot
oy ﬂl@ a_oud
To learn more about the exciting ﬁﬁm
programs offered by Money Tree, B
HSBC Bawk USA visit us at; ja' \

m, www.moneytreel.com Money Tree

Shabaling = Raelinhliy = fntegrty
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when VeriFone, Inc. and National Processing Co. (NPC) began coordinating
the donation of previously owned terminals to nonprofit groups.

"The challenge was posed in November 2001 by VeriFone's Senior

"The chall Management Team, 'Think of something to do with the used-
e chalienge was equipment market,' " recounted Martha P. Richardson,
posed in November 2001 VeriFone's Senior Director Strategic Development, North

by VeriFone's Senior M i America. "As I was on my first sales trip since 9/11 and
EERRONE SIOENIOF frianagemen more conscious of a 'giving' theme, nonprofit organiza-

Team, 'Think of Someﬂ]ing to do with tions came to my mind - specifically, the idea of upgrad-

- o 1 ing older, Tranz 330 and Tranz 380 terminals in the field
the used equipment market." As | was on with new VeriFone equipment sold through our normal

my first sales irip since 9 / 11 and more customer channels and of then donating the older pieces
conscious of a 'giving' theme, nonprofit o nonprofit groups.

OI'g(IIIiZ(ﬂiOIIS came to my mind ..." With support from her boss, Jesse Adams, VeriFone's
Senior Vice President Sales, North America, Richardson
began researching the current ways (if any) that nonprof-

—Martha P. Richardson its were processing credit cards and confirmed that her idea
Senior Director Strategic Development, North America had merit.

VeriFone

"However, we needed a strong partner," she noted, "because the
terminals to be donated actually belong to merchants 'owned' by
VeriFone's customers: processors, ISOs, banks, etc."

Chris McNulty, Senior Vice President Sales at NPC, saw this as an opportuni-
ty to provide nonprofits with processing solutions at very reasonable rates

Advanced Payment $ervices
We cuarantee this is
the best ISO/MSP Program

1.49% Buy Rate 100% above
@ 1/ 2¢ + Interchange 100% above
$4.50 Statement fee 100% above
Faxcd Applications Accepted

Same day live merchant numbers
No Application Fee
No minimum monthly fees
Mo liability
Diners Club commissions 325
Amex commissions 325
Lease rates as low as 0,029

THIS PROGRAM IS FOM ALL 1S0/M5P REGARDLESS OF SIZFE
CALL 1-500-414-4286 X102 OR EMAIL AGENTINFO ADVANCEDPAYMENTS.NET




A whole new way - Easy 4 Step System

Fill it - Enter merchant

to organize and | ' information online
. . Save it - System holds
submit your applications
. . . Send it - 1 click to fax
appllcatlons 3 or email app to merchant

. Submit it!

V.AST

Vit AR plicationkels atistiiacking

Features:

« Contains all documents necessary to process merchant applications
= Available 24x7 from any PC with Internet Access NEW! From NET1
« E-mail or fax filled-out applications directly to merchants for signature

- No more incomplete applications — save it — add info — submit it NETWL 8

< No more handwritten apps means fewer pended apps N Financial —
e On-line Document Retrieval, Reporting and Status Tracking
e “Smart” programming asks for only relevant application information www.eftnet.com

Organize your Applications Today - Call (800) 903-8819



while at the same time recognizing that the donation of
older terminals, tax deductible where applicable, would
enable NPC's sales organizations to further justify new
equipment purchases.

A team of 12 developed the program, posted at the Web
site of TechSoup (www.TechSoup.org), a division of
Compumentor, an organization dedicated to linking non-
profits with technology. Interested ISOs can contact jbad-
gett@npc.net.

As more segments of the card payment industry begin to
solicit larger numbers of nonprofit accounts and the non-
profits find that they have alternatives, groups can be
expected to look for a friendly application process, rea-
sonable rates and affordable (or donated!) equipment as
well as an understandable contract.

A bank's good record on social-responsibility issues also
could enhance its appeal to nonprofits as a potential mer-
chant services provider. Banks that practice fair lending,
serve modest-income neighborhoods and invest in proj-
ects that maintain fair labor standards, consider environ-
mental impact and respect indigenous rights should

T - S i

make this commitment known.

At least one effort is already in the planning stages to
market credit card processing on such a basis. Co-op
America, a national nonprofit group providing technical
assistance to socially consc1ous businesses (both for-prof-
it and not-for-profit),” is completing negotiations with
Chicago-based Shore Bank to offer merchant accounts to
Co-op America's small-business and nonprofit-organiza-
tion members.

"The money invested in Shore Bank all goes toward
small-scale community-development investments," said
Chris O'Brien, a Co-op America official.

He concluded, "Enrolling in a program like that will allow
the business or organization who's transacting con-
sumers' credit cards to partner with a bank that shares its
values."

Eli Kimels is a freelance writer based in New York City. He can be
reached at elikimels@hotmail.com

7 - Visit www.co-opamerica.org
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FRONTLINE
Bankcard Agents Wanted

What's in it for you?

T
e

o ";"" O U . E Ed The ability to T;i:l:lr and properly set up

your merchan

iy | T R A ' Frontine Processing offers a complste onling Sales Office that
B ] Alloews yoid o Track your mcrchants from the appfication
process to their batches onoe they are on the system.,

Y_ QU Q cm H nd gl High quality service for your merchants.

Frontiine Processing hds in-house Customer Senvice,
Linderwrming Risk Management, Lhargeback, and

\ : T Departments to provide full service for both wiow and

L ki L wOILE M hiants

YOU Reguire... . :

- 3T Multiple recurring sources of revenue:
e R £ Frantline offers residual incomes [rom:
et e Discount 2nd downgrades . Statements

- R _ h A Pty Miriridn's I rarsaction boos
I : t ; kS Check S=rvices Legzas

'; ] e ."' s ACH Programs C3ift ared Loyatty Promsmns
YOU Desire...
1 e SRR, o

A gquality relationship for your long term
processing goals.

.
When yeu call Frontine you will talk to a lve-person that can
Rl o direesly. WWE went To estabdish g Torm reaficnships
that are successful and profitable for all,

FRONTLINE
PROCESSING

. _ @the center of it all....
Whether you re an established sales

office or just beginning, Frontline has .| O feam more about

the solution that will work for you... What's In It For You
contact us at
866-651-3068 Ext 133 or email
clk@fronllineprocessing.com

676 Ferguson Avenue, Bozeman, MT 32718
www.frontlineprocessing.com
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We treat you like royaity...
by rewarding your loyaityl!

Get the VIP Treatment with
Lipman’s Valus Incentive Program.

* Go to MyNURIT.com

= Complets the simple
registration form.

= Immaciatoly cam reward points
far every authornzed purchase.

¢ Rexclearn points for free

equipmant or big prizes!

The NURIT Value Incentive Program:

While you're there, take advantage of more great features:;
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" USA Card Scrvices

USA Card Services

MLS contact:

Steve Mayes, Vice President, Sales and Marketing
Phone: 214-651-8872

E-mail: steve@usacardservices.com

Company address:

USA Card Services

1717 Main Street, 57th Floor
Dallas, TX 75201

Phone: 214-651-8872

Fax: 214-853-9149

Weh: www.usacardservices.com

MLS benefits:

o Actively seeking sales agents to expand partner
program across the country.

* Full range of payment-processing services offered
for retail and e-commerce businesses, includ-
ing easy-to-understand rate structure, flexible
programs, gateway, Web design and hosting,
selling and leasing equipment.

® For one year after signing, all new accounts
receive free membership in comprehensive
business-consulting service and get their Web
sites directed to 30 search engines, also at no
charge.

* Unique program pays residuals to customers and
vendors for each signed account referred to
USACS.

1
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One Good Turn Deserves Another

en you get right

down to it, no matter

what they're shop-

ping for, people like to

do business with people they like.

Whether you're a customer or a ven-

dor, the outcome of the sales process

is often more complicated than
merely negotiating the best price.

Setting yourself apart from the com-
petition, when you're on the selling
end of the relationship, depends as
much on establishing yourself as
knowledgeable, dependable and
credible as it does on standing
behind a quality product or service.

USA Card Services is a relative new-
comer to the expansive field of mer-
chant card processors, but it has hit
on a way to differentiate itself from
other companies. It's a pretty simple
concept, but it seems to be pointing
USACard Services in the right direc-
tion.

The people at USA Card Services set
out to give their customers more rea-
sons to do business with them than
anyone else. Beyond giving their
retail and Internet merchants a few
basis points and lower monthly fees,
they've developed a program of
value-added services to increase
both the benefits they provide as
well as customer loyalty.

Steve Mayes is Vice President of
Sales and Marketing of USA Card
Services. His company's program,
he said, involves the elementary
sales rule of thumb: It gets to know
the customers and their particular

business and keeps some specific
needs in mind when designing a
payment-processing package for
them. Mayes said this basic princi-
ple raises USA Card Services' clos-
ing ratios and establishes long-term
relationships.

"We've taken a different route from
the beginning," Mayes said.

President and CEO Robert Harris
incorporated USA Card Services in
May 2002, and the company already
has more than 400 accounts to serv-
ice. These include retail as well as e-
tail businesses; he said the compa-
ny's average customer is a small-to-
medium retail business with three or
fewer locations.

What USA Card Services has done
from the outset is seek out various
value-added services to enhance its
customers' successes. What it gets in
return are referrals to other busi-
nesses; through one of the value-
added benefits in its program, those
referrals end up generating residual
income for both USACS and the
referring party.

"Nothing beats a referral in this busi-
ness, or any other for that matter,"
Mayes said. "Businesspeople put a
lot of stock in and appreciate a good
word from someone else they trust.
[The payment-processing services]
industry is very competitive. There
are a lot of people fighting for the
same piece of pie. From the cus-
tomer's standpoint, many times it
becomes a price war. We want to be
more of a benefit.
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"Too often, small businesses don't get the advice they need for legal, marketing or accounting issves.
I've found they usually go without professional advice since they can't afford to keep these

professionals on staff or retainer."

"We wanted to do something else. We had to think out-
side the box. We looked to the other side of the fence to
see what kinds of products and services our customers
can benefit from."

Through the art of conversation — both listening and shar-
ing information — he said USACS has been able to differ-
entiate itself from the competition.

"We look at who our customers are, whether they're a
retail business on the street or an e-commerce customer.
Their needs are different," he said. So USACS will design
a different package for each. For example, e-commerce
customers know the value of directing traffic to their Web
site, so USA Card Services will partner with them to send

visitors their way — a search engine — and that e-business
will, in turn, use its payment gateway to process transac-

Qur Buy Rates Make You Mongy
1.47% & 17° 100% Over

| Hour Approvals on Grade A-B Swipe Accounts
24 Hour MOTO/ Internet Approvals
Faxed Applications- No Originals
Lease Factor Rates of .0285- 0409
Merchant Apps Available Online

§
§
:

No Liability & No Exclusives
Check Conversion Program
Generous Rollover/Reprogram Bonuses

Call Us Today (888 334-2284

Mire Ehisr fiief & merchand acooaht

— Steve Mayes
Vice President, Sales and Marketing
USA Card Services

tions.

According to Mayes, it becomes a mutually beneficial
relationship in which everyone gains something. USA
Card Services discovered a whole yard full of opportuni-
ties on the other side of that fence to swap back and forth
between its merchant accounts and businesses whose
offerings would add value to its clients.

USACS now has a formalized referral program in place.
Through the program, when a customer or a vendor that
USACS works with - such as hosting companies,
design/development companies or ISPs — refers another
customer looking for a merchant services provider to
USACS and that referral results in a sale, USACS will pay
the referring business monthly residuals.

"The referrals are a great shoo-in," Mayes said. "The resid-
uals depend on the amount of business that partner gen-
erates.”

In return for signing with USACS, those new customers
receive a one-year membership with GoSmallBiz.com and
will have their Web sites submitted to the top 30 search
engines. Both services are offered at no charge.

Mayes said one of the company's strongest suits when it
comes to acquiring new accounts is the partnership with
GoSmallBiz.com. Owned by football great Fran
Tarkenton and based in the Atlanta area, the company is
staffed by professionals who are available to answer
questions on every aspect of running a business, includ-
ing human resources, insurance, marketing and small
business loans.

Since most of USA Card Services' clients are small to
medium in size, the business-consulting services that
GoSmallBiz.com offers are a natural added benefit, he
said. "Too often, small businesses don't get the advice
they need for legal, marketing or accounting issues. I've
found they usually go without professional advice since
they can't afford to keep these professionals on staff or
retainer." As a result, he said, the businesses suffer; lack of
knowledge is one of the main reasons businesses fail.

Think what it would mean to be able to help merchants
keep their businesses thriving — the bottom line is that the
longer they're in business, the more residual income they



EVER WISH YOU COULD OFFER
THE BEST TERMINALS AND THE BEST SERVICE?

WISH GRANTED.

We just made your job a whole lot easier.

That's because GCF is now an authorized

reseller of Talento terminals. In fact, we're
authorized to work on any warranty repairs
for these terminals — at no cost to you or

your customer.

THALES

So now, when you want to offer your customers
the best terminals, supplies and service, you only

have to call one place — GCF.

It doesn’'t get any easier than that.

The Independent Source For All Your Merchant Needs.

General Credit Forms

WHERE FORMS FOLLOW FUNCTION

For more information, call Teresa or Sandy at 1(888)GCF-NEWS or visit www.gcfinc.com



generate for financial services reps
through increased sales with
longevity. Mayes said USA Card
Services gives each of its customers
a complementary one-year member-
ship when they sign with USACS for
payment processing.

He also said USACS has latched
onto a few additional services. It is
able to add in one year of Web host-
ing services for retail businesses to
get them online.

For those businesses already there,
USACS has arranged with an
Internet service provider to submit
Web sites to search engines such as
Yahoo!, AltaVista and Excite, at no
charge.

"Driving traffic to their sites means
more transactions for us," Mayes
said.

A complete package of e-commerce
including

Are you missing
out on easy profit?

solutions, everything

from site design and Web hosting to
payment gateway and search engine
submission, is in the works. USACS
also is working on finding ways to
provide advertising solutions for
retail customers.

On the acquiring side, staying com-
petitive means that USACS offers
rates for processing payment trans-
actions and equipment that are as
good as the best out there. "We see
what the market is bearing, and we
want to be competitive with that,"
Mayes said.

"We can do whatever we can to earn
their business. We let the customer
situation tell us whether to lease
equipment or sell it. We're not tied
to a particular line, either, so we can
make recommendations to suit their
needs."

The company's goals also include a
major step that Mayes is confident
will be in place by the end of 2003:

Here's how the program works:

« Sign up to become a Reseller at www.posbuy.com.

* S5et the pnces your merchants pay.

« Distribiste POSBuy terminal stickers to every merchant you meel.

» Roview arders and residuals in real-time.
- Collect monthly residual checks from POS Portal

g Tall Free: 866-276-7289

www.posbuy.com

Refurbished: $175

Refurbished Talentos and T7Ps

g gt T P

"We're on our way to becoming a
primary processor ourselves," he
said.

That would seem to indicate a ramp-
ing up of workload in the near
future. Mayes said that USACS has
accounts all over the country
although the vast majority of its
retail accounts — 90-99%, he said —
are in the Dallas/Fort Worth metro-
politan area. It has 15 people on
staff, including sales and support,
and up to now that number has been
sufficient for handling its accounts.
That's about to change, though, as
the company grows into new areas
nationwide and as it offers more
types of services.

"We are focusing on expanding our
ISO partner program," Mayes said.
"We're depending on this outside
sales force to make our growth pos-
sible." In fact, he said, the company
is even advertising for agents in area
classified ads. E

VeriFone
Tranz 260
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We have a large supply of

available tn ship today!
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GOOD THINGS COME I N THRETES.
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TRIAD.

INTRODUCING TRIAD:"
THE NEW 3-TIERED PROCESS THAT
CAN HANDLE ANY SIZE ACCOUNT.

Pyramids have always been a symbol of power and wealth. That continues today
with Triad, the new three-tiered approval process from MCCS®™

With Triad, MCCS can handle any size of account with ease—whether you
call on small, medium or even large, big-ticket accounts. Which means you now
have one, convenient source for all your sales. So you can take on more business
than ever before.

The Triad process uses customized, customer-specific data to provide a highly
effective new system for merchant approvals. Combine that with guaranteed
residual income and the unsurpassed service that MCCS is known for, and you
have a powerful combination for growing a strong portfolio of profitable customers.

For years, MCCS has been a recognized industry leader, with over $2.4 billion
in annual transactions. And now, with our new Triad system, we can offer you
even more ways to grow your business.

To discover the power and wealth of the pyramid, you don't have to go to
Egypt. Just call 1-866-826-MCCS (1-866-826-6227) or email info@mccs-corp.com
and ask about the new Triad.

Then watch good things begin to happen.

Wholly-Owned Subsidiary of Woodforest Bancshares, Inc. © 2002 Merchants’ Choice Card Services, Inc. All Rights Reserved.

MERCHANTS" CHOICE (_ARD SERVICES




L "a e E-;.i 54 Page 65

NEW PRODUCTS « €«

RDM's Latest Product for
Electronic Check

Conversion
Product: EC6000i

---------------------------------------------------------------

DM Corp. recently released the EC6000i, a new
product that allows any business accepting
checks for payment — from small merchants to
arge retailers with multiple checkout lanes to
bill-acceptance locations — to convert checks into electron-
ic images for automated clearinghouse (ACH) processing.

The EC6000i handles electronic check conversion and
small document imaging for point-of-purchase (POP),
accounts receivable conversion (ARC) and represented
check (RCK).

It captures clean, clear images of paper checks, including
accurate readings of MICR text, and connects with vari-
ous point-of-sale terminals manufactured by Hypercom,
Lipman, Thales and VeriFone, such as Hypercom's ICE
5500 and T7 Plus terminals, Lipman's NURIT line,
VeriFone's Omni 396 and Thales' Talento terminals.

RDM's device has a bi-directional check drive that indi-
cates whether a merchant's check guarantee provider
approves the check.

When a clerk feeds a customer's check into the EC6000i,
the check gets returned "face up" from the entry slot if the
transaction is declined. If the check is approved, the check
returns "face down" from the exit slot.

RDM has equipped the EC6000i with a standard one
megabyte of flash memory; a proprietary MICR line read-
er that scans, reads and captures the MICR line of a check
in a single pass in less than two seconds; an RJ11 (33,600
bps) port with internal modem; an RS232 port for con-
necting to a POS terminal; and an RS5232 port for connect-
ing to a printer.

The product was designed to maximize counter space — it

is only 8.75” long by 6.1” wide by 4.5” high.

RDM offers users the option to upgrade on a number of
optional features, such as adding a three-stripe magstripe
reader, a thermal printer and USB and Ethernet connec-
tivity.

Users also can add 2 to 4 megabytes of flash memory and
an OCR MICR line, which provides an optical read of the
MICR text. The company says this feature can improve
the EC6000i's read rate to 100% and is ideal for bill-pay-
ment applications.

RDM also can add check franking capabilities, which
stamp text on the front face of the check in order to fulfill
NACHA's requirement for check defacement so the check
cannot be re-presented.

RDM Corp.

4-608 Weber Street North
Waterloo, Ontario Canada N2V 1K4
519-746-8483

www.rdmcorp.com




Little Light Helps
Fight Fraud

Product: Mini-UV Light
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ere's a small and simple but smart solution

your merchants can use to detect fraudulent

credit cards, U.S. dollar bills, travelers' checks

or any item accepted for payment that should
possess ultraviolet properties. It's a mini ultra-violet light
offered by US Paper Supply.

The light is about the size of a U.S. silver dollar, and it
operates with two tiny, built-in Lithium batteries. This is
how the product works: Shine the mini-UV light on a
credit card or other form of payment to check for ultravi-

T - S i

olet print. All major credit cards, U.S. bills and travelers'
checks have either letters or an image or images printed
on them in UV ink. Typically, fraudulent credit cards and
counterfeit currency lack ultraviolet printing.

Think of all the customers who could benefit from using
this product: A restaurant provides its wait staff with the
lights to carry in their aprons; a convenience store keeps
a few behind the counter for its store clerks, a grocery
store arms each cashier and checkout lane with one.
When a patron hands a waiter, clerk or cashier a credit
card (or other form of currency for payment), they can use
the light to verify its authenticity.

If you stopped at US Paper Supply's booth at the 2003
ETA Annual Meeting in Las Vegas, you might have been
lucky enough to get your hands on one of the lights — the
company handed out them out at the Expo. If you missed
this opportunity, have no fear; the lights are still available
for only $4.95 each. They might make a nice gift for your
merchants. [

US Paper Supply, Inc.

435 Boston Street
Topsfield, Mass. 01983
888-431-5800
www.uspapersupply.com

How Does .02699 Sound?
(Unbelievable? It's the real deal.)

Split Funding
(No problem.)

Fastest Turn-around

Great Personal Service

Most Flexible Lease Programs

INTEGRATED
LEASING CORE

Call Integrated Leasing for details

800-398-9701



MERCHANT OWNERSHIP

+ RESIDUALS PAID ON:

A“A“—ABLE! - = 100% Over 1.43% Retail

= 100% Owver 2.29% Moto
= Statement Fee Incomea
Minimum Fee Income
Bundled Rates
Debit Income
Transaction Fee Income

Equipment Warranty
» Technical Support Income

i WE WANT : cecccomenin

Check Conversion
= Programming

Income
« MID /TID #'s
U * CUSTOM PROGRAMS:
:” We can customize your
income streams to suit
'_ your needs!

« Tell us what you are
looking for and we can
make it happen!

WE DO OUR OWN:
* Risk
= Underwriting

* No one In the industry
offers this!

* MO APPLICATION FEES
3 HOUR APPROVALS

* FAXED APPLICATIONS
OKAY

* E-COMMERCE
SOLUTIONS

* WIRELESS SOLUTIONS

* "NO" TURNDOWN
LEASING

* GREAT LEASING RATES
PAID IMMEDIATELY

*

W

ELECTRONIC FAYMENT SYSTEMS

S800-863-5995

WWW.BD5-ME.com




The Sure Thing

Put your money on an
established winner!
Bet on the leader: Concord.

Make your move to
Concord and become a
winner with our proven
| SO/M SP program.

Brand New Lease Factors
.0299 D NO GRADING

Partner with Goncord

to get all this and more:

* Interchange + 9¢

* Liberal underwriting

» Same day approval

 Guaranteed lease program

* American Express® sign-up bonuses
* Residual portfolio buy-outs
 National, integrated Debit Card & EBT processing

* Electronic check conversion & guarantee

* Signature capture available on Hypercom ICE® 5500
» Web processing services

» Daily detailed status reports available 24/7
on the Internet

* 100% vested lifetime residuals
* ATM processing for retail ATMs
* Petroleum pay-at-the-pump fleet cards

Place your bet by placing a call to
Concord right now:

East Coast

Harvey Stone 800-211-6855, ext. 269
Southeast

Debbie Hoch 800-778-4804, ext. 67146

West Coast
Alice Kong 800-778-4804, ext. 67133

Southwest
Rob Francis 480-699-7739

Retail ATM Program
Todd Clark 806-457-2712

Or visit uson the Web at:
www.concor defs.com

:,i{(:}hlﬂﬂﬂﬂ

T " Lpating Cammores ot Toemmem
Ly Iy

500 7th Avéﬁué, 18th Floor, NY, NY 10018
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Warrs Cooirr WisDou

All wblicity is good, except an obituary notice.
— Brendan Behan, Irish playwright, 1923-1964

INSPIRATION « « <

A Well-Crafted Press Release Grabs Attention

ress releases are part of an overall marketing

and promotions plan. They're great tools for

getting information about your company to

print, broadcast and electronic media. They
serve as the basis for the mutually beneficial relationship
that exists between media outlets and organizations with
a message to get across to an audience: They're looking
for stories to cover, you have stories to share.

There definitely is a right way to craft a press release and
by following a few pointers, you have a better chance of
getting media coverage. Number One on the Top Five
Most Crucial Things to Remember About Press Releases:
Don't send it until you've proofread it. Use Spell Check.
Print it out, read it, have someone else read it, read it
again, spell check it one more time, re-read it and then
send it.

While most releases are now e-mailed, the old rules from
the days they were sent through the post office or faxed
still apply. Send it on company letterhead, complete with
logo, street and Web addresses and phone numbers.

The first things to include are the name of a company con-
tact person the reporter can call, along with that person's
phone number and e-mail address. Make sure the release
is dated to give it shelf life. Across the top, put a one- or
two-line headline that will grab the editors' attention.
Explain why they should care about reading it and
including it in the publication.

Get to the Point

Publications or other outlets will use your press release
as the starting point for a story, so the release should
contain all pertinent information about the product,
service or event. Reporters and editors make their deci-
sions on whether to run an item or not pretty quickly, so
don't expect them to read all the way through to the end
to get to the real meat.

Put the most crucial information in the first paragraph —
remember “Who, What, When, Where, Why and How.”

Know the Publication

Flip through several recent editions of the publication to
determine what kinds of articles they run. Along those
lines, what will your company's information contribute?

Does the publication have sections or departments for
specific types of items? Your company is certainly not
one-dimensional, so figure out different ways you can
tell your story. You might send a short release about
your company's new CEO to one department and
another more detailed release about a new product or
service you're offering to another.

Is there one reporter covering certain issues or one edi-
tor handling specific areas of the publication? Call the
publication to learn their names if they don't have
bylines. Establish professional relationships with them —
let them see you provide solid information that's of
interest to their readers. Let them know, too, that if they
have questions, they can use you as a resource.

Try to provide a more pinpointed focus to a broader
story, such as an issue affecting people nationwide or
globally, when possible. Editors love the appeal of the
local angle, geographically or specific to an industry, so
localize your information when possible.

Is your new security feature being utilized by a global
corporation in another field? Send a release to trade
publications for each industry. Did your company
receive a regional award or sign a big contract with
another local vendor? Send a release to the business sec-
tions of the daily and weekly papers that cover the area.

Don't waste a lot of space in your release on quotes, par-
ticularly self-serving quotes that sound as if they're
straight out of Marketing 101. Many publications have a
standing policy that they will publish only those quotes
their employees have actually heard themselves; quotes
in press releases are not to be used.

1

Some companies seem to have adopted an "infiltrate
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National Restaurant Hotel/Motel Show

Highlights: This trade organization is projecting sales of $426
billion for the hospitality industry in 2003, and that means
profits for payment professionals providing the products and
services to process the transactions. The event will provide the
best opportunity and most cost-effective way to meet with
thousands of professional attendees under one roof: 75,000
people are expected to attend, along with nearly 2,000
exhibitors, 7,000 distributors and 15,000 suppliers and offili-
ates from chain and independent restaurants, lodgings,
resorts, hospita|s, schools, clubs, mi|itc1ry bases, airlines,
cruise lines, bars and casinos. Former New York Mayor Rudy
Giuliani will deliver the keynote speech on Sunday, May 18.

When: May 17-20, 2003

Where: McCormick Place, Chicago

How to Sign Up: Visit www.restaurant.org

Northeast Acquirers Association
Summer Seminar and Golf Outing

Highlights: Vendors, acquirers, processors and small to mid-
size sales offices all will have a chance to meet face-to-face
in a relaxed atmosphere. This regional meeting will give
attendees an opportunity to exchange information and net-
work at the exhibition, workshops, presentations and social
events. Tentative seminar fopics include building merchant
acceptance, Internet banking, debit PIN vs. pen, Web site
security and fraud prevention. The final day of the meeting
will be devoted to a golf tournament and other outings.

When: June 10-12, 2003

Where: Tropicana Casino & Resort, Atlantic City, N.J.

How to Sign Up: Visit www.northeastacquirers.com; phone
603-692-2408

NACHA Payments Institute 2003

Highlights: This intensive five-day course is designed to pro-
vide a comprehensive overview of the electronic payments
system, including Automated Clearing House (ACH), card
systems, e-checks, risk and fraud management, emerging
technologies and international payments. Anyone who needs
to know more about the current and future payments system
should attend the Institute, which will be held in two locations.
The curriculum will accommodate all payment professionals in
all areas of the industry, from novices to seasoned veterans;
the courses will help in preparation for the Accredited ACH
Professional (AAP) Exam or will apply toward AAP continu-
ing education credits and industry certifications.

When and Where:

West: June 22-26 ® Doubletree Hotel Mission Valley, San Diego
East: July 27-31 Emory Conference Center & Hotel, Aflanta
Registration Information: Visit www.nacha.org; phone 800-

487-9180
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and overwhelm" philosophy in their distribution of press
releases: They send a copy of the release to every Tom,
Dick and Harriet who has ever had contact with the com-
pany. Never mind that half of those people have left the
company or have gone on to other jobs in the newsroom.
Make sure your contact list is up to date.

Who's Your Target?

Defining your target audience will give your press release
relevance. Identifying your audience and crafting a spe-
cific message for those readers means being familiar with
the publication's editorial focus as well as with the demo-
graphics of its readers. Trade publications serve a differ-
ent purpose than general publications — their focuses and
readers are different, so your message to each should be
tailored accordingly.

In either case, though, a little jargon goes a long way.
Every industry has a lingo all its own, but too many tech-
nical terms make for some pretty dry reading. Be only as
technical as you need to be and phrase your information
in laymen's terms - chances are most editors and
reporters won't want to spend too much time and energy
on translation. They will call the contact person for
specifics if they need to.
Space is Limited

Resist the urge to call the editor or reporter to see if they
received your press release and when it will run.
Especially with print media, space is limited. Even with
careful planning, stories can be pre-empted by bigger
news items; editors and reporters may hold onto your
release to use at a later date. If they don't run it, send a
new one when you have updated information to share.

Press releases are meant to contribute material and infor-
mation for editorial content. If there is newsworthy stuff
there, your opportunities for free self-promotion are
greatly increased. Otherwise, paid advertising is another
great tool — and a guarantee that your message will be
delivered.

Good Selling!

Pa . Green

supmiT YOUrR TALES OF SALES SUCCESS

100 |

E-moil to: greenshest@gresnshest.com

It we publish your story,
wea'll give you




appreciated.

Bonus Program in gddition to residuals. Each approved account

processing with BPS receives 1 Bee Credit.

500 Bees = Mini Cooper, VW Bug, or Toyota Camry or $20,000 CASH
400 Bees =10 Day Vacation to the Carribean or Europe for 2 or $12,000 CASH
250 Bees = In-Home Theatre or 5 day trip to Disney World for 4 or $5,000 CASH
100 Bees = Laptop or Desktop Computer with flat screen or $1500 CASH

50 Bees = Nikon Digital Camera or Sony 15” Flat Screen TV or $500 CASH

WHAT ELSE IS BUZZING AT BPS? SPECIAL
FOREVERY

BEE CheX Electronic Check Conversion Guarantee Program, Buy Rate 1.12% + $0.16. -/,
. T . . . THALESTERMINAL
Internet: 100% online application, no wet signatures ever needed © High Risk Department iy S0LD, GET 1

* Guaranteed Sure Lease Program ® ATM’s ® ACH Program © BEE CARD Gift & Loyalty Program =i EXmB%‘éﬁm

e Monthly Minimum Income
. Mid/NgIn-Qquified Income Retail Buy Rate | Moto/Internet Buy Rate
e Statement Fee Income 1.47% + $0.16 | 1.93% + $0.22

e Transaction Fee Income

o AMEX, Discover, Diners Residual Incomes  ~Bl-LINGUAL
® No Charge Reprograms or Installations  SERVICE/TECH SUPPORT

1-877-700-SWIPE ext.242
VISIT OUR WEBSITE @ WWW.BUSY-AS-A-BEE.COM
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The Resource Guide has grown to

GUIDE

O Y S CrossCheck, Inc. Intercept Corporation Vital Merchant Services
To add your commny to our ] (i?]l)) I?f);l-2365 (800) 378-3328 (800) 348-1700
exmnding listing, ectCheck Plus
call 800-757-4441 today. (800) 863-5995 EQUIPMENT pREe b ECTRONIC CHECK
EZCheck Abanco Intl, LLC  NE%
ATM/SCRIP 1SOs (800) 797-5302 x303 (866) 231-2030 x2347 Gulf Management Systems, Inc.
LOOKING FOR AGENTS Global eTelecom, Inc. (GET) ~ Assoc. Terminal Mgt (ATM) Grp (800) 947-3156
Access ATM (877) 454-3835 (877) 286-4768
(866) 874'0384 G'd,ul Puymen's Au'omu'ed Trqnsucﬁon Tech. FUNDING.SOURCES ‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘
Amicus /XtraCash ATM (800) 638-4600 x888 (888) 454-1210 Resource Finance Company, LLC
(888) 712-1600 Nationwide Check Services ~ BANCNET (866) 211-0114
ATM Merchant Systems (800) 910-2265 (713) 629-09.06 _ GIFT/LOYALTY
(888) 878-8166 Secur-Chex BUDGET Terminals & Repair  CARD PROGRAMS
Data Capture Systems, Inc. (888) 603-0978 : (:V?IS) 6|49-2910 . B CHIPLOGICS
(800) 888-1431 ardWare Internationa )
NationalLink Eﬁy‘RPYI'[!m)CJ /PIN (740) 522-2150 Pogsl’bué)n?:; ;WIst
(800) 363-9835 (DEServices A ¥s
INFORMATION EXCHANGE, INC. (800) 8585016 (718) 548-4630
BANKS LOOKING (888) GO-INFOX Electronic Payment Systems, LLC ISO RELATIONSHIPS
FOR 1SOs/MSPs L
CONSULTING AND (800) 863-5995 AVAILABLE =~ .
A Wholly Owned Subsidiary of e (800) 325-1158 (866) 231-2030 x2347
Bridgeview Bank and Trust ﬁrs(14ll\r(1]|;u§) ; 258(:50(;]8“""9’ e Global Payments AmericaOne Payment Sys
(888) DO APPLY ted (800) 229-3698 (888) 502-6374
(o O [ b (s Integrity Bankcard Consultanfs, Inc. 7. Horizon Group BioPay Biomeric Pymt Svcs
(800) 790-2670 (800) 816-4224 (888) 265-2220 (866) 324-6729
First American Pymt Sys Novida Consultng Ingenico Brennes-Jones Group
S s Snice Do o (00 7025721009
Humbolck Bank Merchant Servies (800) 5783800 Lipman USA, Inc. Business Payment Systems
W77 8353570 Strategic Management Partners R (877) 700-7947 x242
National Processing Co. d MIST CoCard Marketing Groun, LLC
(800) 672-1964 x 7655 LLC (866) 9556478 TPy
Professional Payment (800) 836-4465 MIT & Assoc, Inc. lstic Refurb Cynergy Data
B CREDIT CARD CASH {773] 3561072 (800) 933-0064 5710
(402) 496-638] ADVANCE National Processing Company First American Payment Systems
Refriever Paymont Systoms POS Payment Systems (800) 672-1964 x 4383 (866) GO4 FAPS
(800) 376-3399 (708) 548-4630 Nationwide Check Services First Data Merchant Services
CHECK DRAFTING SER- DEBIT TRANSACTION Pég(:’(l) 9]I0-I2265 (866) FDMS-IS0
VICES oriok, e, FMBS
............................................................. PROCESS|NG (866) 2767289 (800) 966-5641
(Flbroup CashLane Schlumberger Sema Global Payments, Inc.
S LA (800) 325-2662 (800) 732-6868 X202 800) 801,955
Checks by Phone/By Web - (800)
y y Global Payments, Inc. Teertronics, Inc. Merchant Data Systems, Inc.
Ll (800) 801-9552 (800)h85|6-2030 (800) 249-6377
CHECK GUARANTEE/ TASQ Technology MSI-MerchantServices, Inc.
VERIFIGATION services (80) 827827 (30) 3512591 X023
Abanco Infl., LLC e Thales e-Transactions, Inc. Nationwide Chedk Services
" (heckgateway.com (888) 726-3900
(866) 231-2030 x2347 ; " (800) 910-2265

(480) 785-2262
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"|SO £HZIEE Program” & "E App®

All "ISO ZZ8EE Programs” Feature:

» Choice of 3 BLOCKBUSTER Bankcard Programs

» M51's Online E-App - S5ame Day Merchant Numbers
« "No Liability” to 150 on ALL Programs

» Check Truncation on All Terminal Types

« Online Status

« Non-Bankcard Bonus AMEX, DISC. & Diners

« FREE Equipment Deployment

« FREE Shipping

You talk, we listen and what we're hearing is that 150's want a business partner who takes
every merchant seriously,. WE DO....we don't do business any other way.

72 and ask for Richard(3) ext. 12

o g <ANTRGENE
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Partner-America.com
(800) 366-1388

Total Merchant Services
(888) 84-TOTAL x314

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

ISOS/BANKS
PURCHASING ATM
PORTFOLIOS

Midwest Bancard Corporation
(888) 2724325

Momentum Cash Systems
(800) 939-0914

ISOs/BANKS PURCHASING
MERCHANT PORTFOLIOS

AmericaOne Payment Sys
(888) 502-6374
CardPoint, Inc.
(410) 592-7485
Concord EFS, Inc.
(800) 778-4804 x66382
Global Payments Inc.
(416) 847-4477
Merchant Data Systems, Inc.
(800) 249-6377
Merchant Services Incorporated
(800) CARDSWIPE x7934
PaySystems Corporation
(541) 227-6894 x407
Southwest Financial Services, Inc.
(800) 841-0090

ISOs LOOKING
FOR AGENTS

Abanco Intl., LLC
(866) 231-2030 x2347

AmericaOne Payment Sys
(888) 502-6374

American Credit Card Proc.Corp.
(800) 310-3812

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

Bancard Payment Systems
(866) 987-7200

BankCard USA
(800)589-8200 x101

Brennes-Jones Group
(800) 970-2592 x1003

Business Payment Systems
(877) 700-7947 x242

CardPoint, Inc.
(410) 592-8998
Certified Merchant Services
(800) 732-7099
Comerica Merchant Services
(800) 790-2670
Concord EFS, Inc.
(800) 778-4804 x 66382
Cornerstone Payment Systems
(866) 277-7589
CPS Group, Inc.
(800) 933-0064
Cynergy Data
(800) 933-0064 x 5710
E-Commerce Exchange
(800) 748-6318
Electronic Merchant Systems
(800) 726-2117
Electronic Payment Sys., LLC
(800) 863-5995
EXS Electronic Exchange Sys.
(800) 949-2021
Fifth Third Merchant Services
(800) 669-7228
First American Payment Systems
(866) GO4 FAPS
First Card Merchant Services
(800) 404-9118
FMBS
(800) 966-5641
Frontline Processing
(866) 651-3068 x133
Imperial Processing Group
(800) 790-2670
Innovative Merchant
Solutions
(800) 397-0707
IRN PAYMENT SYSTEMS
(800) 366-1388
Lynk Systems, Inc.
(866) 828-5965
Merchant Data Systems, Inc.
(800) 249-6377
Merchant Services, Inc.
(800) CARDSWIPE
Momentum Cash Systems
(800) 939-0914
Money Tree Services
(800) 582-2502 x100
MSI-MerchantServices, Inc.
(800) 537-8741 x9-12

MSP Direct, LLC
(888) 490-5600 x112

National Processing Co.
(800) 672-1964 x7655

Nationwide Check Services
(800) 910-2265

Netcom Data Southern Corp.
(800) 875-6680

Online Data Corporation
(866) 222-2112

Orion Payment Systems
(877) 941-6500

Retriever Payment Systems
(800) 376-3399

Signature Card Services
(888) 334-2284

Total Merchant Services
(888)-84-TOTAL x314

United Merchant Services
(800) 260-3388 x236

Vequity Financial Group
(800) 442-8380

Worldwide Merchant Services
(800) 847-2662

Xenex Merchant Services
(888) 918-4409

LEADS GENERATORS

Hot Leads Xpress
(866) 244-2593

LEASING

A-1 Leasing
(888) 222-0348
Abanco Intl., LLC
(866) 231-2030 x2347
ABC Leasing
(877) 2229929
Allied Leasing Corp.
(877) T1-LEASE
American P0.S. Leasing Corp.
(800) 349-6516
BARCLAY SQUARE LEASING, INC
(866) 396-2754
Elecironic Payment Systems, LLC
(800) 863-5995
First Leasing Corp.
(888) 748-7100
GlobalTech Leasing, Inc.
(800) 414-7654 x 3002
Golden Eagle Leasing, Inc.
(800) WE LEASE

Integrated Leasing Corp.
(800) 398-9701
LADCO Leasing
(800) 678-8666
Lease Finance Group
A Division of CIT
(888) 588-6213
Leasecomm Corp.
(800) 515-5327
Merchants Leasing Systems
(877) 642-7649
Merimac Capital
(888) 603-0978
Nationwide Chedk Services
(800) 910-2265
Northern Leasing Systems, Inc.
(800) 683-5433 x 8500
Signature Leasing, LLC
(877) 642-7649
TASQ Technology
(800) 827-8297

LOYALTY CARDS

FLEXGIFT/UMSI
(800) 260-3388 x236

POS CHECK CONVERSION

Abanco Intl., LLC

(866) 231-2030 x2347
B-CHeX

(877) 700-7947 x242
CrossCheck, Inc.

(800) 654-2365
E-Chex

(877) 474-8924
ElectCheck Plus

(800) 863-5995
ElectroCheck

(877) 509-9399
EZCheck

(800) 797-5302 x303
Global eTelecom, Inc. (GETI)

(877) 454-3835
Nationwide Chedk Services

(800) 910-2265

POS SUPPLIES

CardWare International
(740) 522-2150

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

The Resource Guide is paid classified advertising. The Green Sheet 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.
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TASQ Technology
(800) 827-8297

The Horizon Group
(888) 265-2220

Valdez Paper Products
(970) 689-1655

Vital Merchant Services
(800) 348-1700

PROCESSORS LOOKING
FOR 1S0s

First Data Merchant Services

(866) FDMS-ISO
Global Payments

(800) 801-9552
Lynk Systems, Inc.

(866) 828-5965

Online Data Corporation
(866) 222-2112
Payment Option Solutions, LLC
(888) 767-7674
ProPay USA-FaxPay
(888) 486-4701
USAePay.com
(866) USAePay (872-3729)

SITE SURVEYS

Property Resource Network Inc.
(800) 676-1422

SUPPORT DESK FOR
POS TERMINALS &
PC SOFTWARE

CardWare International

National Processing Company (740) 522-2150
(800) 672-1964 x7655 TASQ Technology
REAL-TIME CHECK / o ST
CREDIT CARD PROCESSING e Horizon sroup
........................................................... (888) 265_2220
(heckgateway.com Vital Merchant Services
(480) 785-2262 (800) 348-1700
E-Commerce Exchange
R VIDEO PRODUCTION
eProcessingNetwork.com Roaring Mouse Productions
(800) 971-0997 (707) 7949699
—( 6SQ BACK ISSUES ONLY 51.45° )
o —— Mlaslng some

from your Bhrary?

i ;qj_ﬁ

( ordera greensheet.com/gsq

~ balml hewdablity, v S

+ Have You Moved?

* Do You Have a Correction
. to our Database?

= él Simpty Comploie miés Form

i) o Tour Iformation.

¥ Changes MUST be Sobmiffed in Wiiting
O MaME CHARGE O ADDRESS THARGE

[ OLD INFORMATION |
TYPI QR PRINT (FGIRIY

4 i
T 4
.
el

COMWEANTY BARE

RECEENTS MAME

MAILIMNG: ADDRESS
IPELLICE HITNTL 08 1)

Ty

STATT S PROVIMCT

2P/ MOETAL CODE

|
|
|
|
FAX L | |
|
i

MHOME [I |
EnvalL
R P
| FOR SURSCRIPTICMN LIPCIATES
PLEASE ATTACH YOILR
| EXISTIMG ERVELDPE
ADDEESS IMNFORMATICMN HERE
free o g e MlgoElees Sl
[ NEW INFORMATION ]
TYPF OR PEINT IFIALY
COMPANY FAME
RECIPIENT'S MAME |

MAEILME ADDRESS
MHCLUCE ST 2R )

Iy |

STATE/PROVINGE |

IR/ POSTAL CODE |

FHOINE | I

TAX | | |

ERsalL |

Please Fax this Form k: 707-586-4747
Subscriptions: www.greensheet.com/publications
Quastions: BO0-757-4441




EARN A $10,000
SIGN-ON BONUS!®

And Offer ...

All new accounts the ability to view transactions on-line using Merchant E-View! !
Merihimt F-View™ |5 an online tool that shows the merchant™s net deposit and activity.
Using Mercheome B-Fiew™ allows the merchant 1o balameg ther business checking secounl
statement and their eredit card processing statoment to their checkbook!

And Best of ANl ..

IT COSTS NOTHING EXTRA!

$10,000 SIGN-ON BONUS

{OWLY THE HAT I3 OPTIONAL)

Wiooar proud oo provide unprecedontod. customicr service, on-ling mercham roports; 2 oniversal “alb-in=-nne®
applicafion, faxcd applicatnns, same day approval, mo sk and no liabifity ooowo, fall disclosure,; alone with &
merchant gerocment that 15 clear and conspicupus: Who else offors this and more in the paymonis proccssing

imdnsmy Wz belicvo, Na Chne. m
]

o 1A% & KOS {10 b ) o WNo Laabalny ¢ Mo Risk

o 73% + 5,10 mid qual. { 10%: sbove)® o Faxed Applications
o LI0% 0 5T pon qual. (100% above)*  «  Same-day Approvals
o 5495 sulement feée {100 sbove)® o Full Diasclosore Policy
o (288 lease factors (no first & last momth) «  Merchant  Aprcement  that s Clear &
« (mnline  Sams Keports Loonapicuoms
e Limiversal “All-m-Omne™ Application =  Prompt & Responsive Cuslomer Service
b |

*CALL NOW TO EARN A §$10,000 SII"'N-I]N EﬂNU‘i'

Wi mever koo whio will sk thinezeh e dossre lonnerow, St wedrjedfimcappdy ol firdet

T husineas with a company wise r|'||:l'|'||'||.1‘q.. practices and preccdures ane tred and e
UM S ds the prganizating Feandime o Yo Fraood cthica, sérvies; and innnvation oy the payviment processing induoseng!
lzasing program fiendod by [case Finance Crroap, 8 division of CIT Firancial 1IRA_ Tni:

% Certilied Merchant Services (877) 308-1093
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PARTNERSHIP
PROGRAM

v
ACCPC

American Credit Card
Processing Corporation

TO START YOUR OWN BUSINESS
CALL US

1-800-310-3812

A COMPANY OWNED AND OPERATED
BY SALESPEOPLE




THE LEADING OUTSOURCE PROVIDER FOR THE PAYMENT PROCESSING INDUSTRY

POS equipment

Supplies and accessories

TASQ-NET management software

JIT deployment

Retrieval management

Training & conversions

Leasing, rental, ACH

T E.C 11 N O T ONG
Professional services

Refurbishment
Supply order desk & fulfillment
PC products and configuration

Service & help desk

VeriFone Hypercom Lipman Ingenico
Mag-Tek Dassault/Thales SchiumbergerSema
MIST RDOM Addressograph Bartizan IC Verify
PeriPheran Tech GO Software, Inc.

For personal service, please call our Sales Representatives at 1-800-827-8297
For more information about TASQ Technology, visit us at www.tasg.com

Isabel Bishop MaryAnn Baldez Anna Mortensen Robert Heinrich
Extension: 3038 Extension: 3002 Extonsion: 3077 Extension: 3016
Flarida, Inwa, Kansas Alabama, Arkansas, Alaska; Arizona, Connecticut, Maine,
Nebraska, Georgia, Illingis, Indiana, Colorado, Missouri, Delawara, Maryland,
Oklahoma, Texas Kentucky, Louisiana, Idaho, Hawaii, Massachusetis, Naw

Michigan, Minnasota, HMontana, Mew Mexico, Hampszhire, New York,
Kristin Harvey Misziszippi, Tennessee, North Carolina, Morth New lersey, Pennsylvania,
Extenslon: 3063 Wisconain Dakota, Ohio, Utah, Rhode Island, Vermont,
Soothern Califormia, South Caroling, South Yirginia, West Virginia,
Mevada Schuyler Kennedy Dakota, Washington, Washington D.C.

Extension: 3084 Wyoming

Horthern California,

Cregon




?ready

8t into the

?

El Play ball with Hy-Inside and win free prizes and rewards.

Hy-insideis the payment industng's feading lovalty program that rewarns you far
doing what you do best — selling forminals. Here you can carn pdints toward

free terminals, freg shirls, [ackeis, jewelny, cameras; camcarders, laptops and 1¥:=
Even waekends in Las Vegas.

Get a 150-paint signing bonus when v join the fram by April 30 Al youl docte gof

into the game is log on, sign up and cash in
Beapiing score in e pame of sales has never bespeasier, 5o play ball with He-nsie

Do it today!

El www.hypercomusa.com <ﬁYPEHCDM §

gat there: hypercom. com
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