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Making a Difference

This December issue of Transaction Trends marks the last month of my 
term as ETA’s president.

It has been an honor and privilege to preside over a year of growth and 
change for ETA. And it’s been rewarding to look back at all of my involvement as a 
volunteer and to see just how far our association has come.

Over the last 10 years, I have seen ETA mature from a socially focused, network-
ing group to an organization that stands as a strong voice representing a dynamic 
industry.  The association’s government relations presence is coming into its own, 
and ETA’s industry relations efforts have made great strides as well. 

Throughout my time as part of ETA’s leadership, the association has emphasized 
professionalism built on knowledge. We have remained true to our roots by provid-
ing opportunities for networking and deal-making, but we also have expanded edu-

cational programs at the Annual Meeting and through events 
like Compliance Day, the Investment Community Forum, 
Prepaid Day, and most recently, the Mobile Commerce Sum-
mit.  The Certified Payments Professional program, which is off 
to an excellent start, is the shining example of ETA’s commit-
ment to professional excellence.  All of these were just a wisp 
of a thought when I first joined the ETA Board of Directors. 

And as our association matured, the business environment 
in which we work also has evolved. For the first time, a signifi-

cant part of the payments business has come under direct government regulation by 
way of the Durbin amendment and the Federal Reserve’s debit interchange cap and 
routing rules. Suddenly—or so it has seemed—mobile commerce is front and center, 
giving momentum to alternative forms of electronic payments and bringing new 
kinds of companies, like mobile carriers, into the industry. The drive to bring EMV or 
chip and PIN—well established internationally—to the United States also got a big 
push in 2011, something that could dramatically increase the technological capabil-
ity of card terminals in millions of merchant locations in coming months and years.

These and other changes in the industry have increased the importance and the 
level of activity of ETA’s government relations and industry relations programs as 
well as the association’s communications efforts. 

I’m pleased to say we have raised the association’s profile and made significant 
progress in all of these areas.  The next few years are likely to bring some very big 
changes to our industry.  There will be new technology, new kinds of companies 
entering the market, a different mix of products and partners, and even new kinds 
of customer. ETA’s leadership is committed to representing our members and giving 
them the tools they’ll need to make the most of a rapidly changing environment.

And that’s where you come in. 
ETA’s success—and the success of its members—depend on the participation of 

the people at almost every level who freely volunteer their time and talent in a mul-
titude of ways. They attend events and educational programs, serve on committees, 
participate in leadership, and provide their insight and experience throughout the 
year. I began my participation in ETA with the simple plan of promoting my com-
pany and before long found that the true reward lies in contributing to the industry 
and making a difference.  You will find the same, I’m sure.

There is no better time than now to be a member of the ETA and get involved!

Sincerely, 
Rick Pylant
Rick Pylant is President of ETA
and Chairman & CEO of Strategic Processing Systems Inc.

President’s Message
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inDusTrYnews 
The U.S. House Judiciary Committee held a hearing in late November on the Stop 
Online Piracy Act (SOPA), a bill that has generated heated debate since lawmakers 
introduced it. The Electronic Transactions Association joined the fray with a letter to 
the committee delivered just prior to the hearing.

SOPA would allow the Department of Justice and copy-
right holders to seek court orders requiring online advertis-
ing networks, payment processors, and other organizations 
to stop payments to websites and Web-based services ac-
cused of copyright infringement.

Supporters of SOPA argue that U.S. law enforcement offi-
cials need new tools to fight websites—particularly foreign 
sites—that sell infringing products, including music, mov-
ies, clothing, and medicine. Some infringing products are 
dangerous; others cost U.S. companies billions of dollars a 
year, supporters say.

In its letter, ETA suggested a number of language chang-
es and clarifications that would make it more practical for 
payment processors and others in the payments industry 
to comply with the law and correct areas that could pose 
problems for the industry.

“The potential for rampant abuse of this legislation is obvious, and the risks associ-
ated with imposing such far-reaching regulatory requirements on the Internet should 
be carefully considered. While the electronic transactions industry supports the idea of 
protecting U.S. intellectual property, we see flaws in H.R. 3261 as it applies to payment 
network operators and urge the committee to develop a more focused and precise 
legislative proposal,” says ETA President Rick Pylant.

To follow ETA’s activities regarding SOPA and other issues, visit www.voiceof 
payments.org.

CHARGE Anywhere LLC has released its 
CHARGE Anywhere Payment Application for 
Blackberry which is available for all BlackBerry 
7 OS devices. With it, merchants can turn their 
BlackBerry device into a secure and intuitive 
POS terminal. Paradigm Merchant Services 
selected ControlScan for its PCI compliance 
solutions for small businesses. ISIS, the mCom-
merce JV from U.S. carriers AT&T, Verizon, and 
T-Mobile USA, will commence pilot programs 
in Salt Lake City and Austin, Texas, in 2012, 
and JPMorgan Chase, Capital One, and U.S. 
Bank are three payment issuers expected to be 
involved. Global Payments Inc. announced 
its Canadian launch of the Ingenico iCT250 con-
tactless POS terminal built on Ingenico’s Telium 
2 platform. Global Payments is the first mer-
chant acquirer in North America to bring the 
iCT250 to market. TSYS says the largest private 
bank in Azerbaijan, Bank Standard, has signed 
an agreement to license its PRIME 4 card and 
merchant management solution. Bank Stan-
dard will deploy the solution to support its ex-
panding card portfolio of Visa and MasterCard 
credit, debit and prepaid cards, in addition to 
managing its merchant acquiring business.

AROUND THE HORN

A survey of nearly 620 Level 4 merchants 
conducted by ControlScan and Merchant 
Warehouse finds that merchants with 10 
or fewer employees—known as “micro-
merchants”—are stubbornly persistent in 
their belief that PCI compliance will not 
protect their business.

The study also showed a continued 
lack of knowledge on the PCI Data Secu-
rity Standard (PCI DSS). Of those micro-
merchants surveyed, 48 percent reported 
they were either “unsure” of or “not at all 
familiar” with the PCI DSS.

According to the survey, 77 percent of 
large Level 4 merchants confirmed they 
are “very” or “somewhat” familiar with the 
PCI DSS. Awareness of PCI compliance 

also is high among e-commerce merchants 
at 64 percent.

“The results of this year’s survey, com-
pared to years’ past, shows us that edu-
cation and structured PCI compliance 
programs are helping large Level 4 and e-
commerce merchants make strides in PCI 
compliance,” says Henry Helgeson, co-CEO 
of Merchant Warehouse. “Unfortunately, 
the results also show us that micro-mer-
chants are either unaware of the PCI DSS 
or actively choose not to embrace data se-
curity or the PCI DSS, because they don’t 
understand the risks. Merchants’ lack of 
awareness makes them more vulnerable 
to hacker attacks on cardholder data and 
could lead to catastrophic financial losses.”

ETA Suggests Improvements to  
House Anti-Piracy Bill

Small Merchants Disregard Need for  
PCI Compliance

Retailers Cautiously 
Optimistic About 
Holiday Season
Forecasters are predicting modest year-
over-year growth for the 2011 holiday 
shopping season, which officially began 
the day after Thanksgiving. Many retailers, 
however, started earlier with midnight 
openings and pre-holiday sales prior to 
Black Friday. 

The National Retail Federation predict-
ed a 2.8 percent increase from 2010 to 
$465.6 billion, which is below the 5 and 6 
percent pre-recession increases but better 
than recent year performance. Shopper-
Trak predicted a 2.2 percent increase in 
sales compared with last year while the 
Purdue University Retail Institute fore-
casted increases of 2 to 4 percent.



Almost everyone in the payments 
business agrees that mobile com-
merce—electronic transactions 

that in some way involve a mobile device—
has arrived. It’s not going away, and it’s only 
going to grow. But for most ISOs, knowing 
that isn’t very useful. Mobile commerce 
covers a lot of territory, from contactless, 
NFC-enabled, consumer-to-business trans-
actions to social media in-app transactions, 
and everything between.

So what can an ISO sell today that’s 
profitable, attracts new customers and, 
best of all, keeps them loyal as mobile 
commerce grows in importance? Here’s 
a hint: Payment acceptance and process-
ing will be just a part of the answer.

Changing the Retail Experience
When the idea of mobile payments first 
began to surface, the obvious scenario 
was a mobile phone acting as a substitute 
for a contactless credit card using near 
field communications (NFC) technol-
ogy.  That application really hasn’t arrived 
yet, and it will be a year or more before 
Google Wallet and Isis (and the phones to 
support them) are widely available. But 
as the holiday shopping season began 
last month, PayPal reported that its mo-
bile commerce traffic was up more than 
500 percent, and other tracking showed 
mobile purchases rose from 2.3 percent 
to 6.6 percent of total consumer spending 
during the Thanksgiving weekend shop-
ping kickoff. Clearly, consumers are not 
waiting for NFC.

Many consumers who have access to 
mobile devices (phones, tablets, etc.) are 
using them to transform their shopping 
experience by blurring the lines between 
in-store and online shopping. More impor-
tantly, mobile devices are changing con-
sumers’ expectations about the retailers 
they are patronizing. How? By allowing 
consumers to compare prices, check prod-
uct features, read product reviews, look 
for special offers, watch video demos, and 
more. In short, consumers are bringing all 

ISO COrner

Today’s Mobile Commerce Sweet Spot
Selling mobile acceptance products and services may be 
the key to ISO survival
By Todd Ablowitz

ISO COrner

the information available on the Internet 
into the store. In many cases, they’re exam-
ining products in the store and ordering 
online for home delivery—and not neces-
sarily from the retailer they’re visiting.

Savvy companies already are taking ad-
vantage of this trend. Sears, Potbelly, Home 
Depot, Gap, and Nordstrom are equipping 
their sales associates with mobile devices, 
partly to extend the new retail experience 
to consumers without their own devices 
and partly to take control of that experi-
ence, even for mobile-equipped consum-
ers. By deploying sophisticated apps, tai-
lored to a specific vertical retail segment, 
retailers are able to supplement and go 
well beyond what consumers’ devices can 
do—to check inventory, offer upsells, and 
much more. This also is a clever way for 
retailers to avoid losing the consumer to 
an online competitor. For quick service 
restaurants, it’s the ability to speed order 
and checkout (known as line-busting); for 
sit-down restaurants, it’s the ability to pay 
at the table.

According to one estimate, 2.7 million 
tablets (Apple iPads and similar devices) 
each year will be shipped for use in North 
American retail and hospitality by 2015, 

a 450 percent increase. Specialty retail-
ers will deploy nearly half of all tablets 
shipped to retail, according to IHL Group, 
a Franklin, Tennessee, market-analysis firm. 
Tablets alone are poised to become a $5 
billion product category by 2015. And 
they are just part of the picture: iPhones, 
many Android-based mobile phones, and 
increasingly, Blackberry phones all can 
serve the purpose. 

Selling Mobile Acceptance 
While the retail scenarios above are far 
more about supporting the total consum-
er experience, payments functionality 
often is a key part of the equation, and 
opens the door for ISOs to approach their 
merchant customers with full-blown mo-
bile applications that go well beyond the 
mobile point of sale. 

Most ISOs today can offer customers 
a simple, user-friendly mobile acceptance 
solution, and this is great for certain mer-
chants (plumbers, roofers, etc.). It uses a 
small hardware reader and relatively sim-
ple software that turns the mobile device 
into the equivalent of a low-end card pro-
cessing terminal. 

But the opportunities of the near future 
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will likely be those that integrate the pay-
ment function with specialized software 
specific to a particular retail category; pro-
vide a closer connection between the con-
sumer and the merchant; and add value at 
every step. And as technology companies 
deliver ever more sophisticated payments 
products to the market, traditional players 
must evolve to compete effectively or risk 
being left behind.

Selling a merchant on mobile won’t be 
a slam dunk. You’ll have to target the ap-
propriate merchants, offer them the right 
product, educate prospects on the ben-
efits of the technology, let them see the 
solution in action, and be able to provide 
the support they’ll need.

Candidates for simple mobile accep-
tance are mainly those whose businesses 
already are mobile, such as plumbers, food 
delivery, home contractors, or photogra-
phers. Good targets for more sophisticated 
solutions include restaurants or retailers 
that have large peaks, either seasonally or 
perhaps at certain times of day. Retailers 
that do a lot of customer pre-sale support 
also are adopting mobile applications in 
a big way, because the devices that their 
salespeople carry can be used for invento-

ry checks, product demo videos, and more.
Remember that mobile applications in-

volve both hardware and software. Be sure 
to evaluate both for durability, functional-
ity, and security. In the world of the con-
nected retailer, the most important part is 
likely the functionality and utility of their 
cloud-based offering. Does it allow your 
merchant to easily manage inventory? 
What new features are possible? Does it 
save your merchant from having a costly 
integrated POS or cash register?

Knowing customers well also makes it 
much easier to educate them about the 
products you’re selling and the benefits 
they can expect. You may have trouble 
convincing a business owner she needs 
to go mobile, but it’s doubtful she’ll be un-
receptive to something that improves her 
customers’ experience, shortens checkout 
lines, gets her paid more quickly, and—
because it’s a card present mag-stripe 
swipe—costs less to process. And to that 
end, nothing is more effective than a dem-
onstration. Look for a sophisticated demo 
application that your sales force can carry 
on their smartphones and use as part of 
their sales presentations. 

Finally, customer training and support 

is extremely important, especially in cases 
where a merchant has more than a few 
salespeople who will use the devices, or 
where seasonal employees are involved. 
That’s especially true on the security side 
of things. It’s a lot easier to steal a phone 
or tablet than a cash register, and a phone 
with a mag-stripe reader is a tempting target 
for a thief.

Because so many merchants are close-
ly watching their bottom lines, a mobile 
retail application must solve a problem. 
Every merchant business owner wants to 
deliver a convenient, satisfying shopping 
experience to his or her customers. That 
builds loyalty and repeat business. 

At the same time, with competition ris-
ing from companies who offer nontradi-
tional products or bypass the traditional 
sales channel, having a solid mobile ap-
plication that’s more than simple card ac-
ceptance in your arsenal may be a matter 
of survival. Consumers will go where they 
have the best retail experience, and mer-
chants, you can bet, will follow them. TT

Todd Ablowitz is president of Double 
Diamond Group in Denver. Reach him 
at todd@doublediamondgroup.net. 
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Training and education programs help new staff,  
agents, and partners prepare for battle 

KE Y  NOTES
8 Learning about technology and 
programs is just as important as learning 
the basics of interchange, fee structures, and 
contracts.

8 ISOs and MSPs are using a range of 
training formats, including webinars, in-
person events, and mentoring programs.

8 Learning the finesse of selling based on 
problem-solving is essential for success.

Most ISOs and MSPs provide 
some manner of education 
to sub-ISOs, sales represen-
tatives, independent sales 
agents, telesales personnel, 

and, in many cases, merchant service staff. 
But some have taken training to a higher 
level, implementing a spate of best practic-
es for training that cover everything from  
introductory initiation into the business to 
advanced strategies for growth.

“The more formalized the approach to 
training, and the more best practices an or-
ganization applies to that aspect of the busi-
ness, the easier it is to deal with such issues 
as competitive pressure, margin compres-
sion, merchant retention, and more,” says 
Jeff Rosenblatt, president of Melville, New 
York-based acquirer EVO Merchant Services.

Basic Training
EVO’s formal 90-day training program for 
both novice and experienced ISO affiliates 
is held on the acquirer’s premises wherever 
possible so trainees can become acquainted 
with the in-house personnel who will assist 

them. The training covers the workings of 
interchange and how to prepare a price 
proposal, “price out” merchants, convert 
merchant statements, select the proper POS 
technology, market services and products, 
and more. Selling strategies are covered as 
well.

At Boston-based Merchant Warehouse, a 
two-hour introductory and refresher train-
ing program focuses on interchange, fee  
disclosure, industry fee structures, and struc-
turing merchant contracts. A second two-
hour course affords a detailed look at sales 
techniques and generating leads. Online 
training seminars cover very specific aspects 
of the business; for example, a “Statements 
101” offering delves into reading merchant 
statements and configuring price quotes.

Providing an extensive complement of 
training on the technology and program 
side is an equally critical best practice. “Rep-
resentatives need to know far more than 
what the ‘bells and whistles’ are. Merchants 
won’t bite if no one can tell them how a 
software solution, piece of hardware, or gift 
card program is going to fit into their over-

all business,” says Senior Vice President of 
Third Party Sales Michael Gavin. 

For software education, Merchant Ware-
house teams up with many of its third-party 
partners—including Pearl River, New York-
based POS solutions provider pcAmerica 
and Destin, Florida-based Global eTelecom, 
Inc., a provider of proprietary electronic 
check processing and gift/loyalty card ser-
vices. Jointly held webinars are used to share 
the information.

 “It is imperative that the inner workings 
of how, for example, software for adminis-
tering a dental practice fits together with 

camp
new recruits
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the payments piece are as crystal-clear to 
everyone involved as the in’s and out’s of 
interchange,” adds Joe Garza, chief sales offi-
cer for Moneris USA in Schaumburg, Illinois.  
Video training, full- and half-day workshops 
at Moneris USA’s headquarters, and visits to 
partners’ locations comprise the company’s 
training program.

Taking the practice of comprehensive 
product and technology training one step 
further, Moneris USA frequently includes in 
its curriculum information about compa-

rable offerings from its competitors. Garza 
adds that any “weaknesses” inherent in Mo-
neris’ own solutions and programs are cov-
ered as well.

Sales representatives need a working 
knowledge of competing offerings so they 
have an answer when merchants ask how 
different options in the same category 
stack up against each other. An “intelligent, 
thoughtful” response will propel the deal 
forward, unlike a “half-answer” that does 
little to cultivate a lasting business relation-

ship, says Garza. For sales reps, becoming 
conversant in the deficiencies of their own  
ISOs’ or MSPs’ offerings can have an identi-
cal effect. This knowledge makes it easier for 
sales reps to counter objections and address 
concerns with a list of concrete benefits.

Secondary Training
No matter its scope, initial training must be 
supplemented down the road. Mentoring 
programs are one good solution. Each par-
ticipant in EVO Merchant Services’ 90-day 
new ISO program is assigned to work with a 
seasoned personal mentor.  Mentors contact 
the newbies periodically to check in. Inside 
telesales staff are mentored by team leaders 
with identical responsibilities.

“We have found that the mentoring ap-
proach is far better than a call center in re-
inforcing what is learned during the 90-day 
training period,” Rosenblatt says. “The per-
sonal touch really gives it an edge.”

Sage Payment Solutions in McLean, Virgin-
ia, has a post-training mentoring program as 
well. The company’s philosophy, according 
to Director of Sales Nick Oettinger, holds 
that a “structured mentoring program,” cou-
pled with on-site assistance, a sales toolkit, 
and defined next steps are invaluable in en-
abling agents to harness their new knowl-
edge and natural sales skills to be successful.

The ongoing education of merchant-level 
salespeople, employed sales staff, and other 
personnel also is critical. Merchant Ware-
house provides training online through its 
Merchant Warehouse University, offering 
live monthly webinars and short video tu-
torials led by experts. They are followed by 
question-and-answer sessions and archived 
for subsequent “anytime, anywhere” access. 
The sessions cover a wide range of ad-
vanced sales-, product-, and service-related 
topics, with each presentation focused, for 
best impact, on a very narrow aspect of the 
business. 

During one recent webinar, participants 
learned about effective email marketing 
strategies and how to ensure messages are 
targeted toward the right audience.  Another 
webinar event featured strategies for impact-
ful marketing on a restricted budget. Taking 
advantage of social media to build business, 
stay connected with existing merchant 
customers, and keep merchants abreast of 
new developments and opportunities is the 
subject of a new video tutorial available on 

To supplement their own programs, ISOs and MSPs have an extra training resource in 

ETA University (ETAU). Offered yearly at ETA’s Annual Meeting and Expo and also taught 

at ISOs’/MSPs’ locations through the association’s Corporate In-House Training Program, 

ETAU’s classroom-based courses come in two flavors: Introductory and Level II. 

Introduction to Electronic Processing focuses on industry-specific decisions and the roles 

and responsibilities of various industry players; it also follows a “day in the life” of a trans-

action and examines in detail the seven stages of processing. Other introductory courses 

include Introduction to Sales and Marketing; Introduction to Operations, which involves 

an in-depth look at interchange and general/best customer service and support practices; 

and Introduction to Technology, an overview of technology available to merchants and 

which options are appropriate for individual merchant segments.

ETAU Level II courses include Data Security Essentials, a comprehensive examination of 

emerging data security threats; available tools/technology to manage risk; and the com-

pliance issues associated with traditional branded and smart, signature-based debit, and 

branded prepaid cards. Sales Channel Development covers the use of various distribution 

channels (direct sales, telesales, agent banks, referral entities, and the Internet) to open up 

new sales channels. Acquiring Payments Risk/FraudManagement: 

Tactics and Trends examines the lifecycle of acquiring payments 

risk, from sales partner training and acquisition to underwrit-

ing, transaction monitoring, and account closure/collection; 

it also explores recent trends and developments in each of 

these areas. Finally, PCI Fundamentals For the Small (Level 

4) Merchant provides an overview of the Payment Card 

Industry Data Security Standard (PCI DSS). It features an 

outline of the standard and insight into card compro-

mise trends that affect small merchants, as well as 

a discussion of compliance requirements for each 

credit card brand, information on technolo-

gies for achieving compliance, and 

practical suggestions for 

risk mitigation.

[ COVER STORY ]
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the Merchant Warehouse University website. 
Strategies for utilizing contact management 
tools to “measure and market more effective-
ly” are covered in another recent tutorial.  An 
annual agent conference with an education-
al bent supplements the online initiatives.

“We view Merchant Warehouse Univer-
sity as a means of propelling the industry 
forward,” Gavin says. It’s open both to Mer-
chant Warehouse agents and competitors’ 
agents. 

EVO Merchant Services enlists a similar 
secondary training strategy. While the con-
tent of its videos and online courses varies 
significantly, a lot of focus is on the market-
ing. “Many of our experienced ISOs tell us 
they know how to price, but do not feel 
adequately schooled in what can be done 
to cultivate new merchant relationships,” 
Rosenblatt says. “And it is extremely im-
portant for us to be responsive about this 
now because as merchants become more 
and more educated about what they can 
demand from ISOs,” the latter “need a lot of 
ammunition to form relationships and keep 
them going.”

Not surprisingly, the best training prac-
tices also involve assessments. Moneris USA 
has implemented a policy prohibiting sales 
representatives from promoting its partner’s 
offerings or accessing that organization’s 
database of merchant prospects until they 
have passed a formal examination that dem-
onstrates their proficiency. 

EVO Merchant Services administers sales- 
and solution-related tests to its ISOs during 
the 90-day training period and following 
their participation in other forms of training 
later on in their relationship with the acquir-
er.   Any training gaps identified in the course 
of the testing are addressed immediately.

Going forward, Merchant Warehouse will 
use ETA’s Certified Payments Professional 
(CPP) designation as a benchmark for as-
sessing training effectiveness. “Many of our 
independent agents, and all of our salaried 
sales personnel, will take the test as an as-
sessment tool,” Gavin says.

Battle Ready
The next stage of training is putting the 
knowledge into practice—and doing it 
with a level of finesse. Rather than attempt-
ing to sell merchants on prices, hardware, 
software, and payment processing services 
per se, individuals in any sales and service 

capacity must be taught to promote these 
options in the context of adding value and 
as a cornerstone of a business relationship.

A “straight” sales approach may appear to 
be an easier practice than presenting a value 
proposition and functioning as merchants’ 
“trusted advisor,” but it isn’t the preferable 
one, says Mike Myatt, managing director of 
N2growth, a strategic growth consultancy 
headquartered in Wilmington, Delaware, and 
author of Leadership Matters:  The CEO Sur-
vival Manual.

“Many sales organizations still operate on 
the same principles and techniques they 
were using in the ’60s, ’70s, and ’80s, but the 
traditional sales strategies proffered by sales 
gurus 20 or 30 years ago have not kept pace 
with market needs and are not nearly as ef-
fective as they once were,” Myatt writes in 
a blog post.  “Prospects and customers have 
heard it all before. They can see the worn-
out, old school closes coming a mile away. 
If your sales force is still ‘fab-selling,’ ‘spin-
selling,’ ‘soft-selling,’ or using any number of 
outdated, one-size-fits-all selling methodolo-
gies, your sales are suffering whether you 
realize it or not.”

In classroom and webinar training ses-
sions, independent sales agents associated 
with Atlanta-based First Data Corp. are 
conditioned to elicit information about 
and understand the business concerns and 
challenges faced by each merchant, then de-
velop and present customized solutions to 
suit that particular customer. 

Training for First Data’s customer service 

teams extends beyond such topics as trou-
bleshooting problems with terminals and 
explaining to merchants the step-by-step 
procedure entailed in processing and set-
tling transactions. “The service team needs 
to be able to recognize a sales opportunity 
within a service call—for example, ask-
ing the merchant some simple questions 
about his or her business and identifying 
a need for certain solutions, like a prepaid 
card program or perhaps a new point-of-
sale device,” says John Barrett, senior vice 
president, independent sales. “However, 
the ability to recognize these opportuni-
ties does not come automatically”; it is a 
skill that must be learned through initial 
and ongoing education.

For its part, Sage Payment Solutions trains 
sales personnel to approach prospects with 
an eye toward preventing merchant attrition 
rather than closing the short-term sale.  They 
are conditioned to ferret out opportunities 
to present options to merchants in line 
with historical and current trends by type 
of business, solutions utilized, and average 
tenure. “As the payments industry continues 
to adopt new programs and adapt to new 
policies and regulatory changes, education 
becomes more paramount and should be 
considered a method of retention,” Oet-
tinger says. “As we know, it’s not all about 
price.” TT

Julie Ritzer Ross is a contributing 
writer to Transaction Trends. Reach her 
at jritzerross@gmail.com.
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More on CPP
ETA’s new CPP program has four objec-

tives: to establish a uniform, defined 

standard of practice and knowledge 

for ISOs, sales personnel, and others 

in the payments industry; quantify the expertise and potential performance of those 

who work in the payments industry, for the benefit of employers and customers alike; 

encourage ethical business practices; and enhance the productivity and reputation of 

payment companies and the credibility of the industry. 

The 125-question examination is rigorous, says ETA Director of Education and Profes-

sional Development Rori Ferensic, and will assess in detail CPP candidates’ knowledge of 

sales principles, technology, operations, risk, compliance, and security. It will be admin-

istered twice each year, during one-month testing windows in May and November, at 

testing locations nationwide. For details, visit www.electran.org. 
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ETA SLF speakers discuss how mobile technologies are  
reshaping the future of merchant acquiring

While technology has always had a role in the electronic payments in-
dustry, the latest iteration of smartphones, tablets, and other mobile de-
vices is taking center stage and truly rewriting the merchant-consumer 
relationship by opening up the business to nontraditional players. But 
will this game-changing technology also make merchant acquiring a 

thing of the past?
This October, more than 300 high-level industry professionals gathered at the 2011 

ETA Strategic Leadership Forum and Mobile Commerce Summit in Chicago to answer 
that question and to hear leading experts discuss the technology at the forefront of 
that change. While some sessions focused on economics, regulations, and other critical  

Mobile
By Josephine Rossi

Goes Mainstream

ETA SLF participants  
mingle during the cocktail 
reception held at 
The Palmer House, Chicago.
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business issues, the majority of the event 
tackled mobile technology and its impact 
on commerce. The following are some high-
lights from those conversations.

Going With the Flow
The proliferation of mobile technology is 
fundamentally shifting the power consum-
ers have in the payment transaction. The 
challenge for the ISO community, say ex-
perts, is balancing the need for continued 
investment in current terminals and POS 
systems while keeping an eye on future in-
novations that will enhance the customer 
experience. 

“Traditionally, payments has been a finan-
cial services-based business. But now, we are 
going to be competing against people who 
do not have the same legacy backgrounds 
of looking at this as a credit business,” said 
Greg Cohen, president of Moneris. “They 
look at how we can board merchants more 
efficiently or do transactions in a different 
mode to create a different type of value 
proposition. We’ve got to learn how to 
morph our business models to compete or 
partner with technology companies.” 

To do so, many speakers discussed the val-
ue of mobile wallet adoption for merchants 
and consumers. They agreed that consumer 
adoption has already happened—consum-
ers use smartphones and other mobile de-
vices because they are easy and convenient.  
The real issue is how to get merchants on 
board.

Merchants must believe that enough 
customers will want to use their phones at 
the point of sale, said Karen Webster, CEO 
of Market Platform Dynamics. “They need 
to have some certainty around the direc-
tion payments will take and have a sense 
of when all of this will happen so that they 
can plan now.”

Attracting, retaining, and strengthening 
consumer relationships still is the core ob-
jective of merchants to grow their revenues. 
Mobile hardware and software make online 
shopping more accessible while also de-
livering special offers, opt-in and location-
based coupons, and more, to drive traffic to 
brick-and-mortar stores. The lesson to ISOs 
is to go beyond selling credit card process-
ing services and to bundle those services to 
help merchants achieve their goals.

 “For us to expand our value proposition, 
we need to expand our pipeline to some 
of these advertising, promotion, and loyalty 

solutions that are coming,” said Cohen. “We 
have people today talking to merchants 
about financial services throughout the 
world, and that adds value to people looking 
to push that out to the merchants.”

Several speakers discussed the need to 
provide merchants with consolidated ana-
lytics reporting to help them improve the 
way they interact with their customers. The 
ISO’s role needs to be consultative—not on 
how to manage the business, but on how to 
enable the point of sale to gather informa-
tion and track spending behavior. 

“There is a saying that mobile is going to 
change our business in 1,000 different ways,” 
said Adam Coyle, president of National Pro-
cessing Company. “Finding a niche or verti-
cal where you can exploit that experience 
and bring those additional offerings and 
services to bear is key.  Technology doesn’t 
make things easier [for merchants]; it just 
expands the demands of what people want. 
Having the ability to service [merchants] on 
their more complicated or valuable needs is 
where people are going to survive.” 

Data Security Savior?
Risk management is another ISO core ser-
vice that will come to the forefront as fewer 
face-to-face transactions take place. Accord-
ing to an audience poll at the SLF, the vast 
majority of attendees believe that EMV 
adoption in the United States is more than 
five years away, despite liability shifts driven 
by the card brands. 

Could mobile technology also play a trans-
formational role in data security? Will Gray-
lin, CEO of ROAM Data, thinks so. In fact, 
he believes it can surpass EMV technology.

“The simple answer is that money comes 
down to trust,” Graylin said. “Trust that you 
are good to pay for the product or services 

I am providing you. [But] that trust doesn’t 
have to be on a piece of plastic or on a 
chip. The reason we need so much security 
is [the multiple data transfer points during 
the transaction] …Why can’t we get to a 
point to where what we transfer is not an 
account number?”

Because smartphones are inherently  
“intelligent,” they put the power in the con-
sumers’ hands to initiate how data is trans-
mitted, said Apriva CEO Chris Spinella. “As 
an industry, we need to understand that the 
consumer is going to demand more power: 
‘I will let you know when I want you to 
track me or send me a coupon. I will be the 
one dictating that as a consumer, not you as 
a merchant.’” 

That fundamental difference, he ex-
plained, is that other POS technologies do 
not enable the kind of authentication that 
a smartphone does, which makes it a prime 
solution for introducing greater security. In 
the future, second-factor authentication via 
mobile device could be voice activated or 
initiated by another biometric factor beyond 
the chip.   And the more risk that can be elim-
inated, the more likely the technology will 
be adopted.

While the merchant acquiring industry 
is far from dead, the traditional mindset of 
selling a merchant account and processing 
is no longer a viable one. ISOs need to also 
become trusted consultants to their mer-
chants by teaching them how to use mobile 
technology to their benefit.

“The nature of your business is changing,” 
said one panelist. “You can ignore it—like 
Netflix—or you can embrace it.” TT

Josephine Rossi is editor of Transaction 
Trends. Reach her at jrossi@
strattonpublishing.com.

What’s in Your Mobile Wallet?
At the 2011 ETA Mobile Commerce Summit, 
experts from the technology side of mobile 
payments described the mobile wallet as a 
way to aggregate services before, during, and 
after the transaction. Mobile wallet technol-
ogy does far more than just store a credit card; 
it can manage receipts, identity cards, loyalty 
offers, and more—all in one place.

To see a demo of the Isis mobile wallet, 
which was presented at the Summit, visit 
www.youtube.com/watch?v=7EIyAolD2JE.
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I
n taking a few years off from his 
career as a business entrepreneur 
while recovering from cancer, Laz-
aros Kalemis had a fateful layover in 
the Rome airport.

Kalemis’ parents emigrated from Greece 
and he was returning from Athens to his na-
tive Philadelphia in September of 2000. By 
chance, he asked a fellow passenger if he 
could read his copy of The Philadelphia 
Inquirer. Kalemis had not been home in a 
month and wanted to catch up on the news.

An article in the business section caught 
his attention. It reported how the use of 
credit cards had grown by an average of 15 percent each year since 
1972, regardless of how the economy fared. Then he recalled his pre-
vious business venture of publishing “Who’s Who” books and how 
merchants charged him 3.5 percent.

“I’m doing all the work,” he used to tell the ISO sales reps with 
which he worked, “and you guys are making all the money.”

At that moment, the idea for Alpha Card Services was conceived.A 
few Internet searches later—Google had yet to dominate the web 
and Kalemis remembers using an alternate search engine—and he 
had stumbled upon the acquiring industry.

Kalemis founded the business a month later with the help of a 
partner, just the two of them. They started out by going through 
the yellow pages and calling merchants. Eventually, through fits and 
starts and trial and error, the ISO began growing at an exponen-
tial rate. Among the company’s key strategic moves was signing up 
HSBC Bank as a full-liability ISO in 2005.

“We wanted to bring every function in-house because we just 
weren’t happy with the service we were getting,” says Kalemis, 

Alpha Card’s CEO. “We always thought we 
could do it better. If one of our sales reps 
had a problem, we were the ones getting 
yelled at, and we had no control over the 
issues.”

For the past five consecutive years, the com-
pany has grown by 40 percent a year. In 2011, 
Inc. Magazine ranked Alpha Card No. 1,644 
on its list of the country’s 5,000 fastest grow-
ing companies. In addition, The Philadelphia 
Business Journal has honored the company 
among its “Philadelphia 100,” for the city’s fast-
est-growing, privately held companies, for the 
last four years. Alpha Card reached as high as 

No. 6 on that list in 2007.
“We have somewhere around 52 employees between Philadel-

phia and our Sacramento office,” says Kalemis. “We have over 600 
sales groups signed up to us that may have sales reps under them 
as well. We have active merchant locations of around 22,000. Last 
year, (processing volume) was $2.1 billion. This year,we’re probably 
going to hit $2.3, $2.4.”

Alpha Card’s strategy is to do everything in house, including tech 
support, customer service, sales support, gift cards and customer loy-
alty programs, payroll services, deployment, cash advances,  ATMs, 
and more. 

“We’re a one-stop shop,” says Robert Heinrich, the company’s 
California-based vice president of sales. “That’s what really sets us 
apart from anybody in the competition.Most importantly, we control 
products and services in-house,which means we’re more efficient. 
I can get that approved and deployed and taken care of in a very 
timely fashion.”

“We really care about service,” adds Kalemis.

Airport brainstorm launches multi-billion-dollar full-liability ISO
By John Manasso

When in 
Rome...

Alpha Card Services

Alpha Card Services

Philadelphia, PA

Founded: 2000

Portfolio size: 
2,000 merchant sites

Transaction volume:  
$2.3 billion annually
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LET US PROFILE YOUR ISO
Is your company a successful ISO? Let us tell 
your story. Email jrossi@strattonpublishing.com 
for more information.

Coast to Coast Coverage
Alpha Card ranks among the small minority of ISOs who assume 
liability for transactions. Another key practice of the company is 
zero-hold call times for merchants.

With those strategies at work, the company embarked on a new 
phase of its growth strategy during the summer. Since joining the 
company, Heinrich had always been based out West, but in June 
the company opened the Roseville, California, office, which now 
employs 11 people.

When customers call after 5 p.m. Eastern Time, the receptionist 
in suburban Sacramento takes over through a voice-over-Internet 
program until 10 p.m., allowing the company to provide service for 
longer. The company also plans to begin shipping some items from 
its West Coast office to allow for quicker shipping of equipment to 
new customers who are located within its geographic region. In ad-
dition, Alpha Card will create an agent/bank division for direct sales.

Heinrich joined the company in November 2006. Unlike Kalemis, 
who was a newcomer to the industry, Heinrich helped to provide 
some institutional knowledge within the industry for the company 
as it grew, as he has a long background in it.

Heinrich was recruited out of college to work for TASQ Technol-
ogy, which provides POS technology and services. He worked there 
for almost five years, leaving six months after it was acquired by 
First Data. At that point, he went to work for United Bank Card as a 
national sales manager in October 2004 until moving to Alpha Card 
about two years later.

Brick-and-mortar restaurants and retailers make up 95 percent 
of Alpha Card’s clients. Part of the reason Alpha Card elected to go 
after such businesses is because of its status as a full- liability ISO.

Heinrich estimates that about 10 percent of ISOs are full-liability. 
The company’s process of learning to do its own risk management 
was “a school of hard knocks,”which can result in mistakes and fi-
nancial losses. It requires monitoring every transaction for every 
merchant on a daily basis and putting up a large reserve to the bank 
along with a rolling reserve in case the ISO takes a big loss.

Most of Alpha Card’s risk management is done by computer 
programs that scan every transaction within certain parameters to 
identify transactions that need to be red-flagged. About three people 
staff that office.

Being full-liability also allows the ISO more flexibility, to approve 
accounts, to keep accounts, and in portability if it were to choose 
to move them to a different sponsoring bank.

Turbulent Ride
While Alpha Card has enjoyed fantastic growth for the last few years 
and has settled upon strategies that work for it, the ISO is hardly 
an overnight success story. Kalemis started his first business when 
he was 19 while pursuing a marketing degree from Philadelphia’s 
LaSalle University. He sold that business to a partner in 1997 when 
he was diagnosed with non-Hodgkin’s lymphoma at age 34. (He says 
he is now in full remission.)

In the first three years after starting Alpha Card, Kalemis made a 
total of $9,000. Telemarketers and sales reps within the company 
were making more than he was.
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“I don’t even know why we stayed in the 
business, to tell you the truth,” Kalemis re-
calls. “Nobody with a brain would stay in the 
industry making $3,000 a year, but my ego 
wouldn’t let me admit that I failed.”

That changed in 2003 when the company 
fired all of its telemarketers and began allow-
ing sales reps to make their own appoint-
ments. Training has become a huge priority 
for the company.

“We’re going to offer training to every-
body,” Kalemis says of the company’s phi-
losophy when it began recruiting reps. “So 
we have training classes weekly. We have our 
relationships managers, myself, our national 
sales managers, our VP of sales—everybody 
is willing and able to hold the hands of the 
rep. Our underwriters look at pricing and 
make sure that reps aren’t underpricing 
things [so] they’re not going to lose mon-
ey.  We’re constantly doing that training.”

And growing.

John Manasso is a contributing writer 
to Transaction Trends. Reach him at 
john_manasso@yahoo.com.

WORDSTOTHEWISE
Kalemis’ and Heinrich’s advice for new and growing ISOs:

Become a student of the game. “It’s really understanding this industry and 
having patience,” says Alpha Card Services CEO Lazaros Kalemis. “Nothing happens 
overnight. The most successful people I know in this industry, they’ve all had to go 
through the wringer basically. It’s learning the industry and it’s really doing something 
different.” It’s about “finding a niche for themselves and being patient because you 
don’t open up an ISO shop, put up a sign in the door, and do 100 (applications) per 
month. That doesn’t happen anymore.”

Be careful with whom you partner. Alpha Card Services Vice President of Sales 
Robert Heinrich says that is the most important decision a company will make. “What 
ISO are you going to be doing business with?” he asks. “Do they share the same morals 
and ethics as you do? What I mean by that is they can promise the world, but do they 
really follow through with the customer service, the agent support?

“Do your homework,” he continues.“History always repeats itself. What is the 
history of that particular company? There are so many people who have been in 
this industry for a long time. They’ll give you answers: ‘This is what happened to me 
when I did business with them.’”

Think long-term. “We’re going to be in business for the next 20 years,” Heinrich 
says. “If we treat customers well, they’ll stay with us for as long as we’re in business. 
If I can maintain 98 percent of my customers, make them happy, I’m doing a very 
good job.”
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Connections are key to capitalizing on new opportunities in the rapidly evolv-
ing electronic payments industry. From mobile payments to data security, 
technologies and services are moving at breakneck speed, making it vital for 
today’s industry professionals to be in touch with top providers. 

On the following pages, you’ll find more than 200 companies that can provide you 
with the tools you need to form valuable partnerships and thrive in today’s market. With 
suppliers specializing in all facets of the industry, this detailed guide serves as a handy 
reference for ISOs in need of help. 

The Product and Services Directory is produced as part of Transaction Trends maga-
zine’s commitment to serve you with the resources and information critical to advancing 
your business. Comprehensive vendor categories will help you search and find the right 
company for your various needs. We hope this guide will serve you year-round and that 
you’ll refer to it often. 

Note: Despite our best efforts, it’s possible that some companies that offer products/
services to ISOs did not make it into this guide. Companies that would like to be in-
cluded in next year’s edition may email cumbrell@strattonpublishing.com and include in 
the subject line “contact me for the 2012-2013 Transaction Trends Product and Services 
Directory.”

Visit the ETA Payments  
Marketplace for online  
listings of the suppliers  
in this guide:  
www.etabuyersguide.org.
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ACH Processing
ACH Payment Solutions, Inc.
9505 Williamsburg Plaza, Suite 202
Louisville, KY 40222
Julie Sauer

Affirmative Technologies, Inc.
35111 U.S. Hwy. 19 North
Palm Harbor, FL 36484
(727)772-9881, x225
Sherry Knitter

Community Merchant Solutions
16411 Scientific Way, Suite 200
Irvine, CA 92618
Wain Swapp

ePayData, Inc.
2851 S. Parket Road, Suite 1250
Aurora, CO 80114
Michael Dinnen

FrontStream Payments Inc. 
1950 Roland Clarke Place, Suite 410
Reston, VA 20191
(800)724-7000, x297
www.frontstreampayments.com
Shawn Lowry
FrontStream Payments is backed by experts 
that uphold a legacy of providing fast, reli-
able, 100% secure, proprietary and internally 
managed payment processing solutions. 
FrontStream offers merchant services, pay-
ment acceptance equipment, and payment 
processing with our proprietary gateway that 
can integrate with a multitude of platforms. 

Global eTelecom Inc. (GETI)
73 Eglin Pkwy. NE, Suite 301
Fort Walton Beach, FL 32548
(877)454-3835
Brian McDonough

NACHA—The Electronic Payments 
Association
13450 Sunrise Valley Drive, Suite 100
Herndon, VA 20171
(703)561-1100
Colleen Morrison

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontario N2V 1K4
(800)567-6227, x345
Stacy Carson

Vericheck
12A Town Square
Blairsville, GA 30512
(866)VERICHECK
Jerry Hannah

Alternative Payment Systems
BillFloat, Inc.
433 California Street, Suite 1010
San Francisco, CA 94104
Daniel Rogers

Mocapay
1660 17th Street, Suite 310
Denver, CO 80202
(303)444-1771
Karen Moritzky

Associations
ACT Canada
85 Mullen Street
Ajax, Ontario, Canada
Diane Eskesen-Power

Electronic Transactions Association
1101 16th Street NW
Washington, DC 20036
(202)828-2635
Del Baker Robertson

Michigan Retailers Services, Inc.
603 S. Washington Avenue
Lansing, MI 48933
James Hallan

ATM & POS Networks
Credit Union 24 Inc.
2120 Killarney Way
Tallahassee, FL 32309
(877)570-2824
Ed Young

Lexcel Solutions, Inc. 
4110 N. Scottsdale Road, Suite 310
Scottsdale, AZ 85251
(800)931-0777

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

The Great American ATM Company
1791 Callaway Court
Auburn, AL 36830

Transaction Network Services Inc.
11480 Commerce Park Drive, Suite 600
Reston, VA 20191
(703)453-8300
Travis Lee

ATM Branding & Merchandising
Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

ATM Sales & Leasing
Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

Bill Payment Services
eProcessing Network, LLC
1415 North Loop West, #905
Houston, TX 77008
(713)880-0327
Steve Sotis

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

Business & Government 
Payments

Certified Payments Inc.
3410 Midcourt Road, Suite 136
Carrollton, TX 75006
(972)392-4588
Pamela Stewart

Business Financing
1st Merchant Funding
1135 Kane Concourse, 3rd Floor
Miami Beach, FL 33154
Sean Oppen

American Finance Solutions
9160 Beverly Blvd., Apt. 205
Beverly Hills, CA 90210
Scott Griest

Calpian
500 N. Akard Street, Suite 2850
Dallas, TX 75201
Craig Jessen

Cutter LLC
304 Gainsway Court
Franklin, TN 37069
(615)604-3886
David Daily

ForwardLine Financial LLC
21700 Oxnard Street, Suite 1450
Woodland Hills, CA 91367
(866)623-4900
Rodney Adams

Super G Funding LLC
1655 N. Fort Myer Drive, #200
Arlington, VA 22209
(800)631-2423
Darrin Ginsberg

The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

Business Insurance
RGS Limited, LLC
755 W. Big Beaver Road, Suite 2150
Troy, MI 48084
(888)747-8220, x801
Robert Halsey
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The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

Business Services
ABC Financial Services
8320 Highway 107
Sherwood, AR 72120
Keith Trawick

Avant-Garde Marketing Solutions, Inc.
15707 Coit Road, Suite C210
Dallas, TX 75248
Mary Cotie

Cyphter LLC
P.O. Box 20546
New York, NY 10025
Pepper Whaling

DAVO Financial Services
102 Highland Avenue
Montclair, NJ 07042
Owen Brown

GB Frank International
800 Heritage Road
De Pere, WI 54115
Dave O’Neill

Integrity Payment Systems, LLC
1700 E. Higgins Road, Suite 690
Des Plaines, IL 60018
Donna  Cecil

Legal Age ID Systems, Inc.
2370 Gold River Road
Rancho Cordova, CA 95670
Kenneth Kirby

Merchant Vt LLC
2470 St. Rose Pkwy., #306
Henderson, NV 89074
(866)535-7323
Brad Doyle 

Merrick Bank
135 Crossways Park Drive
Woodbury, NY 11797
(866)527-7065
Charles Crawford

New River Leads LLC
1220 N. Market Street, Suite 850
Wilmington, DE 19801
Brad Daniel

Next Merchant II
2 W. Main Street
Bay Shore, NY 11706
Brendan Ivory

Open Solutions Canada
710 Dorval Drive, Suite 310
Oakville, ON L6K 3V7
Susan McNabb

Payment Network International
Level 1, 360 St. Pauls Terrace
Fortitude Valley, QLD, 4006
Damien Gough

Payment Solutions
4065 St. Cloud Drive
Loveland, CO 80538
Kenneth Salazar

PaySimple
1517 Blake Street, 2nd Floor
Denver, CO 80202
David Sharp

Planet Group Inc.
407 N. 117th Street
Omaha, NE 68154
Kelly Davis

Security Card Services, LLC
P.O. Box 1156
Oxford, MS 38655
Mike Halford

SHAZAM, Inc.
6700 Pioneer Pkwy.
Johnston, IA 50131
Cindy Smith

Strategic Marketing
13626 S. 32nd Street
Phoenix, AZ 85044
(480)706-0816
Peggy Olson 

The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

Universal Business Payment Solutions
Radnor Financial Center
150 N. Radnor-Chester Road
Radnor, PA 19087
Peter Davidson

UP Solution
255 Route 17 South
Hackensack, NJ 07601
(800)303-2567
Bryan Daughtry

Card Companies
American Express
200 Vesey Street
New York, NY 10285
Bryan O’Malley

Discover Network
2500 Lake Cook Road
Riverwoods, IL 60015
Matt Johanson

General Credit Forms, Inc.
3595 Rider Trail South
Earth City, MO 63045
Sherry Friedrichsen

JCB International Credit Card Co., Ltd.
710 S. Flower Street
Los Angeles, CA 90017
Linda Barth

Poseidon Solutions, Inc.
4150 Sainte-Catherine West
Suite 515, Westmount
Montreal, QC H3Z 2Y5
William Habib

Retail Decisions
379 Thornall Street, 7th Floor 
Edison, NJ 08837
Michael Caruana

Check Processing
Altcharge
7582 S. Las Vegas Blvd., Suite 069
Las Vegas, NV 89119
David Long

CheckAlt Payment Solutions
5670 Wilshire Blvd., Suite 1530
Los Angeles, CA 90036
Jeff Korbin

Checkgateway LLC
15215 S. 48th Street, Suite 145
Phoenix, AZ 85044
John Kirchhefer

CrossCheck, Inc.
1440 N. McDowell Blvd.
Petaluma, CA 94954
(707)665-2100
www.cross-check.com
Travis Powers 
CrossCheck, Inc., a leader in check 
transaction processing, provides remote 
deposit capture, check guarantee, and 
check conversion for merchants nation-
wide. Founded in 1983, CrossCheck offers 
ongoing lifetime residuals, generous com-
pensation plans, and marketing and sales 
support for the ISO. Unique revenue-shar-
ing partnership programs and private-label 
opportunities are also available.  

Global eTelecom Inc. (GETI)
73 Eglin Pkwy. NE, Suite 301
Fort Walton Beach, FL 32548
(877)454-3835
Brian McDonough

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontario N2V 1K4
(800)567-6227, x345
Stacy Carson

Consulting
Decimal Factor Inc.
1230 Avenue of Americas, 7th Floor
New York, NY 10020

Double Diamond Group
7741 S. Glencoe Court
Littleton, CO 80122
Todd Ablowitz
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First Annapolis Consulting, Inc.
900 Elkridge Landing Road, Suite 400
Linthicum Heights, MD 21090
Lindsey Bowers

Global Vision Group
147 17th Avenue, Suite A
San Mateo, CA 94402
Kevin Atwood

JLS Associates, Inc.
13804 Belle Pointe Drive
Little Rock, AR 72212
Jerry Straessle

Keystone Advisors, Inc.
6473 Tremolite Drive
Castle Rock, CO 80108
Robert Berry

Market Platform Dynamics LLC
140 South Dearborn, Suite 400
Chicago, IL 60603
Karen Webster

PE Systems, LLC
245 W. Main Avenue, Suite 400
Spokane, WA 99201
(509)755-0621
www.pesystemscorp.com
Robert S. Skattum 
PE Systems, LLC is an independent, spe-
cialized consulting firm providing auditing/
advisory services that assess payment pro-
cessing costs for businesses, institutions, 
nonprofits, and associations. Utilizing in-
depth knowledge, payment industry experi-
ence, and patented analytic processes, 
PE Systems works solely on behalf of its 
clients to reduce and manage payment 
processing costs.

Preston Todd Advisors 
481 Beacon Street, Suite 12A
Boston, MA 02115
(617)849-8835
www.PrestonToddAdvisors.com
Adam Hark
Preston Todd Advisors is a mergers and 
acquisitions advisory firm specializing in 
providing proprietary, pre-market deal 
flow to select strategic and financial buy-
ers. Both domestically and internationally 
Preston Todd Advisors is the leading buy-
side consultancy firm focusing on the pay-
ments processing, payments technology, 
and software sectors.

Rich Consulting
16622 Gilmore
Van Nuys, CA 91406

Take Charge Business Consulting, LLC
P.O. Box 1438
Spring, TX 77383
Deana Sellens

Talbot Solutions
P.O. Box 18877
San Jose, CA 95158
Matthew Talbot

Tech Global Partners
5 Division Street
East Greenwich, RI 02852

The Strawhecker Group
920 S. 107th Street, Suite 225
Omaha, NE 68114
(402)964-2617
Mike Strawhecker

Value Exchange Corporation
3326 Aspen Grove Drive, Suite 404
Franklin, TN 37067
Brian Cooper

Your Chargeback Support
1155 South 700 East
Springville, UT 84663
Camrie Tauaese

Data Security Services
403 Labs, LLC
17145J W. Bluemound Road, Suite 200
Brookfield, WI 53005
(877)403-5227
Brad Lutgen

Chargeback Guardian
814 E. Bamberger Drive, Suite C
American Fork, UT 84003

Cryptera Ltd.
Fabriksparken 20
DK-2600
Glostrup, Denmark 
Brian Schleisner

GEOBRIDGE Corporation
20110 Ashbrook Place, Suite 275
Ashburn, VA 20147
Laura Way

K3DES LLC
9037 Larston Street
Houston, TX 77055
James Richardson

Kount
917 S. Lusk Street, Suite 300
Boise, ID 83706
Don Bush

PSC
1340 S. De Anza Blvd., Suite 204
San Jose, CA 95129
Anthony Bates

Quiktrak
9700 SW Nimbus Avenue
Beaverton, OR 97008
James McPherson

Trustwave
70 W. Madison, Suite 1050
Chicago, IL 60602
(312)873-7500
James Taylor

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249

(866)622-2833
Kara Mangan

Voltage Security
20400 Stevens Creek Blvd., Suite 500
Cupertino, CA 95014
Phyllis Muscara

eCommerce Payment 
Processing

AlertPay.com
8255 Mountain Sights, Suite 100
Montreal, QC H4P 2B5
Mohammad Hashemi

Beanstream Internet Commerce
2659 Douglas Street
Victoria, BC V8T 4N3
(888)472-2072

EcorePay
28 Navigator Place
Hendra, Queensland, Australia
Daria Rippingale

eProcessing Network, LLC
1415 N. Loop West, #905
Houston, TX 77008
(713)880-0327
Steve Sotis

ForwardLine Payment Services, LLC 
21700 Oxnard Street, Suite 1450
Woodland Hills, CA 91367
(866)623-4900
Rodney Adams

Global eTelecom Inc. (GETI)
73 Eglin Pkwy. NE, Suite 301
Fort Walton Beach, FL 32548
(877)454-3835
Brian McDonough

Instabill
875 Greenland Road, B-9
Portsmouth, NH 03801
(603)436-1270
Jason Field

Maxpayments
15303 Ventura Blvd.
Sherman Oaks, CA 91403
Jekabs Sliede

Mazooma, Inc.
1521 Alton Road, Suite 135
Miami Beach, FL 33139
Paul Phillipson

Merchant Hub
101 Linda Lane
Blommfield Hills, MI 48304
Morgan Halabu

Network Merchants Inc. 
201 E. Main Street
Roselle, IL 60172
(800)617-4850
www.nmi.com
Rich Swiderski
Network Merchants Inc. (NMI) builds 
e-commerce payment gateways for com-
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panies that want to process online transac-
tions in real-time anywhere in the world. 
With an exceptional team of software engi-
neers, NMI created, maintains, and delivers 
a substantial suite of payment solutions 
through a unique channel of distribution.

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

Planet Payment 
670 Long Beach Blvd.
Long Beach, NY 11561
(576)670-3200
www.planetpayment.com 
Jill Raftery
Increase global eCommerce sales with 
Planet Payment’s suite of online processing 
services. Multi-Currency Pricing lets eCom-
merce merchants target international mar-
kets by allowing international customers to 
view pricing and pay in their home curren-
cies. Our iPAY Gateway offers subscription 
and billing management, virtual terminal, 
and online credit, ACH, and multi-currency 
processing.

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

Transpay, Inc.
P.O. Box 13830
Palm Desert, CA 92255
Mitchell Billman

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
Kara Mangan

Equipment & Supplies
Bancnet Corporation
10849 Kinghurst Street, Suite 135
Houston, TX 77099
Christina Wood

POS Portal
180 Promenade Circle, Suite 215
Sacramento, CA 95834
(866)940-4767
www.POSPortal.com
Josh Johnstone
For over a decade POS Portal has provided 
unrivaled service and innovation. POS 
Portal is widely recognized as providing the 
highest deployment service levels in the 
industry. Our comprehensive online store 
provides 24/7 access for all your equip-
ment needs, and our industry-leading CRM 
Solution P2 continues to lead the industry.

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontario N2V 1K4
(800)567-6227, x345
Stacy Carson

Equipment Leasing & Finance
Northern Leasing Systems, Inc.
132 W. 31st Street, 14th Floor
New York, NY 10001
Sharman Mehlman

POS Portal
180 Promenade Circle, Suite 215
Sacramento, CA 95834
(866)940-4767
www.POSPortal.com
Josh Johnstone
For over a decade POS Portal has provided 
unrivaled service and innovation. POS 
Portal is widely recognized as providing the 
highest deployment service levels in the 
industry. Our comprehensive online store 
provides 24/7 access for all your equip-
ment needs, and our industry-leading CRM 
Solution P2 continues to lead the industry.

Resource Leasing Company
610 Herndon Pkwy., Suite 400
Herndon, VA 20170
(703)787-8420
Chip Nichols

Financial Institutions
AmeriMerchant
475 Park Avenue S., 16th Floor
New York, NY 10016
Amy Ketchersid 

Capital One Merchant Services 
Corporation
2245 North Loop 336 W., Suite B
Conroe, TX 77304
Katherine Elliott

ExecuTech Lease Group
P.O. Box 820590
Vancouver, WA 98682
Kyle Moys

First Bank of Alaska
2030 Sea Level Drive 
Ketchikan, AK 99901
Brian Slick

First Bank of Delaware
50 S. 16th Street, Suite 2400
Philadelphia, PA 19102
Sian Bastable

First National Bank of Omaha
1620 Dodge Street, Stop Code 3395
Omaha, NE 68197
Kala Tomjack

Global Processing Systems
417 W. Allen Avenue, Suite 105
San Dimas, CA 91773
Steven Martinez

Houlihan Lokey
245 Park Avenue
New York, NY 10167
Nikki Horowitz

MeridianBank
92 Lancaster Avenue
Devon, PA 19333
Rick Dressel

Merrick Bank
135 Crossways Park Drive
Woodbury, NY 11797
(866)527-7065
Charles Crawford

Mutual of Omaha Bank
3333 Farnam Street
Omaha, NE 68131
Adam Langdon

People’s United Bank
110 Merchants Row
Rutland, VT 05701
Carol Jones

Process America
9040 Topanga Canyon Blvd.
Canoga Park, CA 91304
(818)205-9643
Bristol Leos

ProMAC
150 Motor Pkwy., Suite 104
Hauppauge, NY 11788
Jennifer A. Brown

REMCAP, LLC
60 Long Ridge Road, Suite 303
Stamford, CT 06902
Bryan Kornreich

Security BankCard Center, Inc.
225 E. Eufaula Street
Norman, OK 73069
Luke B. Wigley
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TD Merchant Services
100 Wellington Street W., 29th Floor
Toronto, ON M5K 1A2
Sajida Dewji

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
Kara Mangan

Wells Fargo
1200 Montego, Building C
Walnut Creek, CA 94598
Debra Rossi

Fraud Detection Services
iovation Inc.
111 SW Fifth Avenue, Suite 3200
Portland, OR 97204
(503)224-6010
Connie Gougler 

Transaction Network Services Inc. 
11480 Commerce Park Drive, Suite 600
Reston, VA 20191
(703)453-8300
www.tnsi.com
Travis Lee
TNSVerify offers improved identity verifica-
tion and fraud detection capabilities with 
real-time scoring against directly sourced 
telecommunication company data on resi-
dential and business wireless, VoIP, and 
wire-line account information. The platform 
is compliant with CPNI rules and provides 
additional geo-location and SMS services 
to enable for multi-factor authentication.

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
Kara Mangan

Gift & Loyalty Card Programs
Blackstone Merchant Services
11600 NW 34th Street
Miami, FL 33178
Janet Sancho

Givex
1341 Estes Street
Gurnee, IL 60031
(847)360-1092
J.C. Hoopes

Global eTelecom Inc. (GETI)
73 Eglin Pkwy. NE, Suite 301
Fort Walton Beach, FL 32548
(877)454-3835
Brian McDonough

Mocapay
1660 17th Street, Suite 310
Denver, CO 80202
(303)444-1771
www.mocapay.com
Karen Moritzky
Mocapay is a mobile commerce solution 
that allows merchants to offer incentives, 
reward loyalty, build marketing lists, and 
accept payments—all through a customer’s 
mobile device. The solution utilizes a one-
time-use perishable code to protect mer-
chants and customers from fraud and inte-
grates seamlessly into existing third-party 
platform and payment systems.

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

ProfitPoint, Inc.
4 Rockbourne Road, 4th Floor
Clifton Heights, PA 19018
Vaden Landers

Secure Payment Systems
P.O. Box 261149
San Diego, CA 92196
Linden Fellerman

SparkBase
3615 Superior Avenue
Cleveland, OH 44114
(877)797-7275
www.sparkbase.com
Douglas Hardman
SparkBase works directly with ISOs to 
provide white-label gift card and loyalty 
processing. The same network that powers 
millions of transactions each year drives the 
Paycloud® mobile wallet application, which 
delivers mobile loyalty and discounts to more 
than 50 million smartphone users on your mer-
chants’ existing terminals. No NFC required.

Synergy World, Inc.
12625 High Bluff Drive, Suite 208
San Diego, CA 92130
Joel Kantor

Tecmark, Inc.
444 Cedar Street, Suite 1000
St. Paul, MN 55101
(651)452-9551
Erika Stevens 

The Brennes-Jones Group
5440 Harvest Hill Road, Suite 237
Dallas, TX 75230
Susie Brennes

Value Pay Services (Subway)
9200 S. Dadeland Blvd., Suite 705
Miami, FL 33156
Dave Baldwin

Valutec Card Solutions LLC
113 Seaboard Lane, Suite A-200
Franklin, TN 37067
Dan Brames

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
Kara Mangan

vPromos
5950 Berkshire Lane, Suite 550
Dallas, TX 75225
Jeff Mankoff

World Gift Card
1321 Precision Drive, Suite 300
Plano, TX 75074
(888)745-4112
Doug Mauldin

Zavee LLC
455 NW 35th Street, Suite 100
Boca Raton, FL 33431
Susan Tessler

Imprinting Equipment & 
Supplies

Addressograph Bartizan
450 Weaver Street
Rocky Mount, VA 24151
(800)431-2682
www.imprinters.com
Claudia Strongman
Addressograph Bartizan provides credit 
card imprinters and related supplies. Our 
products include flatbeds, portables, pump 
handles, electrics, ink rolls, charge slips, and 
cleaning cards. Whether it’s for backup or 
chargeback protection, we have the solution 
for all your credit card processing needs.

Data Systems Company, Inc.
612 Johnnie Dodds Blvd., Unit B-6
Mount Pleasant, SC 29464
Eric Brown

Electronic Verification Systems
10200 Linn Station Road, Suite 372
Louisville, KY 40223
Patty McCormack

Independent Sales 
Organizations 

Bluestone Payments
1029 N. Peachtree Pkwy., #314
Peachtree City, GA 30269
(770)631-2988
Linda Rossetti

CardReady
1801 Century Park E., #2400
Los Angeles, CA 90067
(888)398-6001
Drew Padnick

ForwardLine Payment Services, LLC 
21700 Oxnard Street, Suite 1450
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Woodland Hills, CA 91367
(866)623-4900
Rodney Adams

FrontStream Payments Inc. 
1950 Roland Clarke Place, Suite 410
Reston, VA 20191
(800)724-7000, x297
www.frontstreampayments.com
Shawn Lowry
FrontStream Payments is backed by 
experts that uphold a legacy of providing 
fast, reliable, 100 percent secure, propri-
etary and internally managed payment 
processing solutions. FrontStream offers 
merchant services, payment acceptance 
equipment, and payment processing with 
our proprietary gateway that can integrate 
with a multitude of platforms. 

Merchant Data Systems 
1688 Meridian Avenue, Suite 802
Miami Beach, FL 33139
(800)249-6377
Drew Freeman

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

U.S. Merchant Services
451 SW Bethany Drive, #201
Port St. Lucie, FL 34986
(772)220-7515
Steve Norell

International Transaction 
Processing

Instabill
875 Greenland Road, B-9
Portsmouth, NH 03801
(603)436-1270
Jason Field

International Payments, LLC
111 N. Market Street, Suite 100
San Jose, CA 95113
David McMackin

Planet Payment
670 Long Beach Blvd.
Long Beach, NY 11561
(576)670-3200
www.planetpayment.com
Jill Raftery
Help merchants globalize their business 
and earn new profit margins on foreign 

transactions. Our signature Multi-Currency 
Pricing and Pay in Your Currency solutions 
let your merchants target international cus-
tomers with the convenience of personal-
ized pricing, whether online or at the point-
of-sale. Retain your merchants and attract 
new customers. 

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

RocketPay
2 Tilton Street
Newburyport, MA 01950
(978)255-3109
Caroline Hometh

Internet Payment Gateways
2Checkout.com
1785 O’Brien Road
Columbus, OH 43228
Karie Arce

Authorize.Net
808 E. Utah Valley Drive
American Fork, UT 84003
David Schwartz

Beanstream Internet Commerce
2659 Douglas Street
Victoria, BC V8T 4N3
www.beanstream.com
(888)472-2072
Beanstream has been helping merchants 
achieve their maximum commerce potential 
for over a decade with secure, bank-neutral 
payment processing tools to handle credit 
card, INTERAC® Online, and direct pay-
ment transactions for eCommerce, mCom-
merce, MOTO, and other card-not-present 
environments.  Beanstream is certified to all 
of North America’s major processors.

BLUEFIN
9820 E. 41st Street, Suite 101
Tulsa, OK 74146
Ruston Miles

Card Systems, Inc.
1721 SE 47th Terrace
Cape Coral, FL 33904
Chandra Spary

eProcessing Network, LLC
1415 North Loop West, #905
Houston, TX 77008
(713)880-0327
Steve Sotis

First Atlantic Commerce
Thistle House, 2nd Floor, 4 Burnaby Street
Hamilton, Bermuda HM 11
(441)294-4625
Tricia Lines Hill

FrontStream Payments Inc.
1950 Roland Clarke Place, Suite 410
Reston, VA 20191
(800)724-7000, x297
Shawn Lowry

Network Merchants Inc. 
201 E. Main Street
Roselle, IL 60172
(800)617-4850
www.nmi.com
Rich Swiderski
Network Merchants Inc. (NMI) builds 
e-commerce payment gateways for com-
panies that want to process online transac-
tions in real-time anywhere in the world. 
With an exceptional team of software engi-
neers, NMI created, maintains, and delivers 
a substantial suite of payment solutions 
through a unique channel of distribution.

Payments Gateway
500 W. Bethany Drive, Suite 200
Allen, TX 75013
Jeffrey Thorness

Paysentinel LLC
1113 W. Avenue M4, Suite D
Palmdale, CA 93551
(661)942-SAFE (7233)
Susan Champion

Phoenix Managed Networks
11600 Sunrise Valley Drive, Suite 440
Reston, VA 20191
(703)230-7600
Trevor Fall

RedFin Network Inc.
1500 W. Cypress Creek Road, Suite 411
Ft. Lauderdale, FL 33309

TGate Payments
1821 Walden Square, Suite 200
Schaumburg, IL 60173
(847)227-2323
Pat Ward

The iTransact Group
1576 South 200 W., P.O. Box 999
Farmington, UT 84025
Jared Poulson

Transaction Network Services Inc. 
11480 Commerce Park Drive, Suite 600
Reston, VA 20191
(703)453-8300
www.tnsi.com/tnspay 
Travis Lee
TNSPay is one of the world’s most widely 
used PCI DSS-certified managed payment 
gateways, enabling merchants to authorize 
and settle card-not-present transactions, 
providing card data security. The gateway 
is used by two of the largest international 
card schemes, 100+ banks, and thousands 
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of merchants across the globe, and pro-
cesses millions of transactions each month.

IT Services
Ascert, LLC
759 Bridgeway
Sausalito, CA 94965
Jill Sanchez

Coalfire Systems, Inc.
361 Centennial Pkwy., Suite 150
Louisville, CO 80027
Deborah McLain

Connex Info Systems
17777 Main Street, Suite B-2
Irvine, CA 92614
Gus Calderon

Datapipe
10 Exchange Place
Jersey City, NJ 07302
Richard Dolan

ISTS Worldwide Inc.
39300 Civic Center Drive, Suite 390
Fremont, CA 94538
(510)794-1400
Mike Packer

ITS Corporation
7415 Torbram Road
Mississauga, Ontario
Shane Bygnauth

Layered Tech
10828 NW Airworld Drive
Kansas City, MO 64153
Carody Lavender

Legal Services

Alston + Bird LLP 
One Atlantic Center, 1201 W. Peachtree 
Street
Atlanta, GA 30309
(404)881-7768
www.alston.com
Duncan Douglass, Esq.
The Payments Group at Alston + Bird is 
the leading legal resource for the merchant 
acquiring industry, with advisors located 
in the United States and Europe. Our deep 
industry knowledge enables us to offer 
comprehensive, “best in class” counsel for 
acquisitions, strategic alliances, product 
innovation, litigation, and complex regula-
tory matters.

Aschettino Struhs LLP 
1500 Broadway, 21st Floor
New York, NY 10036
(212)354-7600
www.aschettinostruhs.com
Kirsty Clark
Aschettino Struhs was founded by sea-
soned attorneys from top-tier international 

law firms to provide sophisticated, busi-
ness-savvy advice in matters of corporate 
law and high-stakes litigation. Managing 
Partner Stephen A. Aschettino was previ-
ously General Counsel to a leading pay-
ments processor and understands the 
complexities of this dynamic industry.

Berkowitz, Trager & Trager, LLC
8 Wright Street
Westport, CT 06880
David Greenberg

Jaffe, Raitt, Heuer & Weiss, PC
27777 Franklin Road, Suite 2500
Southfield, MI 48034
(248)727-1460
Holli Targan

Manatt, Phelps & Phillips, LLP
700 12th Street NW, Suite 1100
Washington, DC 20005
Barrie VanBrackle

Reeve Augustine PLLC
268 S. Gun Barrel Lane
Gun Barrel City, TX 75156
(903)887-0602
Jay Reeve 

Snell & Wilmer, LLP
1 Arizona Center
400 East Van Buren
Phoenix, AZ 85004
David O. Caplan

Waller Lansden Dortch & Davis LLP 
511 Union Street, Suite 2700
Nashville, TN 37219
(615)850-8066
www.wallerlaw.com
J. Kevin Kidd
With 30 years’ experience in e-transactions 
and the financial technology sector, we 
represent e-payment processing and finan-
cial technology providers in M&A, finance, 
and corporate matters, including the prepa-
ration of processing, sponsorship, big ticket 
merchant, issuing, and referral agreements. 
We also advise clients about the sale and 
purchase of merchant portfolios.  

Merchant Cash Advance
Business Consulting Options
7257 NW 4th Blvd., #270
Gainesville, FL 32607
Melissa Drotar

eMerchant Services
1001 Lower Landing Road, Suite 108
Blackwood, NJ 08012
Ken McHugh

First Pay Solution
50 Broad Street, Suite 1701
New York, NY 10004
Vincent Ko

ForwardLine Financial LLC
21700 Oxnard Street, Suite 1450
Woodland Hills, CA 91367
(866)623-4900
Rodney Adams

GRP Funding LLC
1350 Main Street, 1st Floor
Springfield, MA 01103
(877)571-7999
John D’Amico

Liberty Capital Group Inc.
7007 Osler Street
San Diego, CA 92111
Candis Bui

MotherFund
316 S. Goliad Street, Suite 207
Rockwall, TX 75087

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

Principis Capital
132 W. 31st Street, Suite 1301
New York, NY 10001
Jane Prokop

Merchant Site Inspections
NVMS, Inc.
9255 Center Street, Suite 200
Manassas, VA 20110
Joe Volk

Spectrum Field Services
220 E. Morris Avenue, Suite 400
Salt Lake City, UT 84115
(800)700-1701, x286
Devin Rushton

Mobile Banking & Payments

CHARGE Anywhere
4041 Hadley Road, Suite B
South Plainfield, NJ 07080
(732)417-4447
www.chargeanywhere.com
Kelley McDermott
CHARGE Anywhere® provides custom-
ers with a complete payment acceptance 
ecosystem including award-winning, secure, 
point-of-sale solutions and a proprietary PCI 
DSS Level 1 validated payment gateway. 
CHARGE Anywhere Payment software solu-
tions are designed for use with QuickBooks®, 
Windows®, smartphones, tablets, POS termi-
nals, and e-commerce environments. 

Custos Mobile S.L.
Sociedad de Conduenos, 21
Alcada de Henares, 28804
Jose Manuel Gonzales Saez 

eProcessing Network, LLC
1415 North Loop West, #905
Houston, TX 77008
(713)880-0327
Steve Sotis

Infinite Peripherals, Inc.
1340 Reynolds Avenue, Suite 101
Irvine, CA 92614
Richard Keever
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Mocapay
1660 17th Street, Suite 310
Denver, CO 80202
(303)444-1771
www.mocapay.com
Karen Moritzky
Mocapay is a mobile commerce solution 
that allows merchants to offer incentives, 
reward loyalty, build marketing lists, and 
accept payments—all through a customer’s 
mobile device. The solution utilizes a one-
time-use perishable code to protect mer-
chants and customers from fraud and inte-
grates seamlessly into existing third-party 
platform and payment systems.

Payventures, LLC
7800 Congress Avenue, Suite 108
Boca Raton, FL 33487
Sarah Greely

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontario N2V 1K4
(800)567-6227, x345
Stacy Carson

Spindle Mobile, Inc.
6821 E. Thomas Road
Scottsdale, AZ 85251
William Clark

uCharge Powered by AppNinjas
5555 Wall Street
Dublin, OH 43017
(888)364-6527
Brad Vicroy

ViVOtech, Inc.
451 El Camino Real, 2nd Floor
Santa Clara, CA 95050
Marcelo De Lima

WAY Systems, Inc.
11700 Great Oaks Way, Suite 210
Alpharetta, GA 30022
Tim McWeeney

Mobile Marketing

SparkBase
3615 Superior Avenue
Cleveland, OH 44114
(877)797-7275
www.sparkbase.com 
Douglas Hardman
SparkBase works directly with ISOs to 
provide white-label gift card and loyalty 
processing. The same network that powers 

millions of transactions each year drives 
the Paycloud® mobile wallet application, 
which delivers mobile loyalty and discounts 
to more than 50 million smartphone users 
on your merchants’ existing terminals. No 
NFC required.

Street Savings 
1442 E. Lincoln Avenue, Suite 479
Orange, CA 92865
(866)683-9050
Brett Weiss

Multi-Currency Processing
Beanstream Internet Commerce
2659 Douglas Street
Victoria, BC V8T 4N3
(888)472-2072

Instabill
875 Greenland Road, B-9
Portsmouth, NH 03801
(603)436-1270
Jason Field

Payvision
101 Avenue of the Americas, Suite 1006
New York, NY 10013
Maggie Kearney

Planet Payment
670 Long Beach Blvd.
Long Beach, NY 11561
(576)670-3200
www.planetpayment.com
Jill Raftery 
Multiply profits on foreign transactions. 
Planet Payment’s Pay in Your Currency lets 
merchants offer international customers the 
convenience of paying for their purchase, 
stay, meal, or ATM withdrawal in their own 
currency. Multi-Currency Pricing lets online 
merchants target new markets by pricing in 
multiple currencies, with settlement in their 
home currency.

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

Payment Processing

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
www.vantiv.com
Kara Mangan
We’re Vantiv. Dedicated, strategic profes-
sionals with 40 years of experience in 

developing innovative payment processing 
solutions. We’ll work with you to develop 
programs that help simplify payments, 
while focusing on new opportunities and 
revenue for your business. Our people, 
technologies, and partnerships are the 
Vantiv difference. Let’s discuss your future 
success.

1 Card At A Time, LLC
469 7th Avenue, 3rd Floor
New York, NY 10018
Luigi Ceneri

3Delta Systems, Inc.
14151 Newbrook Drive, Suite 200
Chantilly, VA 20151
Aaron Bills

Accelerated Card Company
3410 Midcourt Road, Suite 136
Carrollton, TX 75006
(972)392-4565
Pamela Stewart

Banctek Solutions
1660 Wynkoop Street, Suite 1100
Denver, CO 80202
Joshua Finkleman

Bank of America Merchant Services
150 N. College Street
NC1-028-15-01
Charlotte, NC 28202
Scott Calliham

BankCard USA
5701 Lindero Canyon Road, #3-200
Westlake Village, CA 91362
Shawn Skelton

Beanstream Internet Commerce
2659 Douglas Street
Victoria, BC V8T 4N3
(888)472-2072

Benchmark Payment Networks
3 Harbor Road
Cold Spring Harbor, NY 11724
Ron Reiter

Caribbean Electronic Payments
1701 Westfield Way
Allen, TX 75002
(972)429-5737
Steven Hodge

CenPOS
7750 SW 117th Avenue, Suite 306
Miami, FL 33183

Chase Paymentech
14221 Dallas Pkwy.
Dallas, TX 75254
(214)849-3000
www.chasepaymentech.com
Alexis Harper
Chase Paymentech, a global leader in pay-
ment processing and merchant acquiring, is 
capable of authorizing transactions in more 
than 130 currencies and processes an 
estimated half of all global Internet transac-
tions. The company’s proprietary platforms 
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allow merchants to accept virtually any type 
of payment, virtually anywhere. 

Clark Brands, LLC
1601 Bond Street, Suite 103
Naperville, IL 60563
Karl Goodhouse

Clearent
222 South Central, Suite 700
Madison, AL 35758
(866)205-4721
Dan Geraty

Crescent Processing Company
12700 Park Central Drive, Suite 1100
Dallas, TX 75251
Richard Allen Blake

CT-Paiement
534 Notre-Dame, Suite 240
Repentigny, QC J6A 2T8
Denis Savard

Digital Processing Solutiions
68 S. Service Road
Melville, NY 11747
Keith Orlean

EFX Corp.
22101 U.S. Highway 19 N.
Clearwater, FL 33765
Deven Werling

Elavon
1 Concourse Pkwy. NE, Suite 300
Atlanta, GA 30328
Thomas Braswell

Element Payment Services 
14415 S. 50th Street, Suite 200
Phoenix, AZ 85044
(480)993-0700
www.elementps.com
Brock Robertson
Headquartered in Phoenix, Arizona, Element 
Payment Services, Inc. is the industry-
leading provider of fully integrated PCI DSS 
compliant payment processing solutions for 
merchants and business management soft-
ware providers. Engineered using service-
oriented architecture, Element’s Express 
Processing Platform allows for easy integra-
tion, supports advanced technologies, and 
manages more than $6 billion in transaction 
volume annually.  

Processing
Network

Anywhere Merchants Do Business®

eProcessingNetwork, LLC
1415 North Loop West, #905
Houston, TX 77008
(713)880-0327
www.eProcessingNetwork.com
Steve Sotis
eProcessingNetwork, LLC is a software 
development company specializing in 
secure, real-time transaction processing. 
Headquartered in Houston, Texas, ePro-
cessingNetwork is certified to process 

transactions through all major credit card, 
check/ACH, and gift card/loyalty providers. 
We have been compliant with the PCI Data 
Security Standard for over nine years.

Equity Payment
30 Wimbledon Court, Suite 7B
Hilton Head Island, SC 29928
Harry Morales

Ezic, Inc.
3 East Hawthorne Pkwy., Suite 160
Vernon Hills, IL 60061

Financial Merchant Services
20301 Ventura Blvd., Suite 325
Woodland Hills, CA 91364
Iris Eliakim

Financial Transaction Services, LLC
380 Southpointe Blvd., Suite 200
Canonsburg, PA 15317
Jennifer Sheets

First American Payment Systems
100 Throckmorton Street, Suite 1800
Fort Worth, TX 76102
Toni Leathers

First Capital Payments
120 Main Street E.
Rochester, NY 14604
Hiram Hernandez Jr.

First National Merchant Solutions
1620 Dodge Street, Stop 3237
Omaha, NE 68197

Fi-Soft LLC
8765 Spring Cypress, Suite L-146
Spring, TX 77379
(281)401-8103
Scott Taylor

FlowPay Corporation
300 Capitol Street, Suite 1301
Charleston, WV 25301
Amy Duncan

ForwardLine Payment Services LLC
21700 Oxnard Street, Suite 1450
Woodland Hills, CA 91367
(866)623-4900
Rodney Adams

FrontStream Payments Inc. 
1950 Roland Clarke Place, Suite 410
Reston, VA 20191
(800)724-7000, x297
www.frontstreampayments.com
Shawn Lowry
FrontStream Payments is backed by 
experts that uphold a legacy of providing 
fast, reliable, 100 percent secure, propri-
etary and internally managed payment 
processing solutions. FrontStream offers 
merchant services, payment acceptance 
equipment, and payment processing with 
our proprietary gateway that can integrate 
with a multitude of platforms. 

Global Payments Inc.
10 Glenlake Pkwy. NE, North Tower
Atlanta, GA 30328
Calli Hower

Growmark, Inc.
1701 Towanda Avenue, P.O. Box 2500
Bloomington, IL 61701
Dan Christian

Guardian
4300 Rogers Avenue, Suite 30
Fort Smith, AR 72903
Stephen Scott

Heartland Payment Systems
2595 Dallas Pkwy., Suite 310
Frisco, TX 75034
Robert Baldwin

Hypercom Corporation
8888 E. Raintree Drive, Suite 300
Scottsdale, AZ 85260
Cindy Sweeten

Instabill 
875 Greenland Road, B-9
Portsmouth, NH 03801
(603)436-1270
www.Instabill.com
Jason Field
PCI-compliant payment processing for 
high-risk, card-not-present merchants? 
We’ve got you covered. Since 2001, 
Instabill has offered reliable merchant 
services through our extensive network of 
offshore banks. We say yes to high-risk, 
start-up, international, and multi-currency 
merchants—and our friendly, knowledge-
able customer service team makes doing 
business a pleasure.

International Bancard 
1239 Anderson Road
Clawson, MI 48017
(800)827-4880
www.partner.intlbancard.com
Christine Patterson
International Bancard is a leading pay-
ment processor. We provide our partners 
a customized program with warm leads, 
E-Sign Application, Customized Marketing, 
and a complete performance management 
system including a CRM. These tools are 
just the beginning. We get results! Visit us 
at www.partner.intlbancard.com to learn 
more.

Intrix Technology Inc.
2260 Douglas Blvd., Suite 240
Roseville, CA 95661
(303)440-8617
www.intrix.com
Joni Floyd
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Intrix Payment Solutions is a technology-
enabled sales organization focused on 
integrated payment solutions for Retailers, 
Enterprises, Sales Agents, Referral 
Partners, and Processors. Intrix provides 
industry-compliant, certified payment solu-
tions for use at the point of sale and tech-
nology to support electronic invoicing and 
billing with click-to-pay features.       

iPayment, Inc.
40 Burton Hills Blvd., Suite 415
Nashville, TN 37215
Greg Daily

IRN Payment Systems
800 Shames Drive
Westbury, NY 11590
David Allen

Liberty Electronic Payment Services, Inc.
1960 E. Grand Avenue, Suite 520
El Segundo, CA 90245
Ernie Crews

MasterCard Worldwide
2000 Purchase Street
Purchase, NY 10577
Stephen Carnevale

MaxMerchant Systems
527 S. Summit Avenue, 1S
Park Ridge, IL 60068
Michael Zolt

Mercadotecnia, Ideas y Technologia
Corregidora #92, Col. Miguel Hidalgo
Mexico, D.F. 14260
(52)55-1500-9020
Claudia Arvizu Garcia 

Merchant Focus Processing
5555 Wall Street
Dublin, OH 43017
John Waldron

Merchant Services Ltd. 
1835 Purdy Avenue
Miami Beach, FL 33021
Chapman Ducote

Merchant Warehouse
1 Federal Street, 2nd Floor
Boston, MA 02110
Henry Helgeson

Mercury Payment Systems, LLC
10 Burnett Court, Tech Center Plaza
Durango, CO 81301
Joyce Puharich

Mile High Merchant Group
518 17th Street, Suite 1575
Denver, CO 80202

MINDBODY Processing
4051 Broad Street, Suite 220
San Luis Obispo, CA 93401
Aia Stinnett

Multi Service Corporation
8650 College Blvd.
Overland Park, KS 66210
Michele Urness

National Merchant Center
18300 Von Karman Avenue, Suite 850
Irvine, CA 92612
Roman Balanko

Nelnet Transaction Solutions
121 S. 13th Street
Lincoln, NE 68508
John Arp

Network Merchants Inc. 
201 E. Main Street
Roselle, IL 60172
(800)617-4850
www.nmi.com
Rich Swiderski
Network Merchants Inc. (NMI) builds 
e-commerce payment gateways for com-
panies that want to process online transac-
tions in real-time anywhere in the world. 
With an exceptional team of software engi-
neers, NMI created, maintains, and delivers 
a substantial suite of payment solutions 
through a unique channel of distribution.

NXGEN
940 Spokane Avenue, Suite 8
Whitefish, MT 59937
Thomas Nitopi

Pace Payment Systems, Inc.
1 Burton Hills Blvd., Suite 215
Nashville, TN 37215
Paul Christians

Parallel Solutions
P.O. Box 681283
Park City, UT 84068
Thomas Lineen

Payfirma Corporation
2002-1188 W. Georgia Street
Vancouver, BC VGE 4A2
(800)747-6883
Michael Gokturk

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

Payment Data Exchange, LLC
6737 S. 85th East Avenue
Tulsa, OK 74133
Lynn Mitchell

Payment Express Systems, LLC
124 Leeville Pike
Lebanon, TN 37087
Robert Black

Payment Plus, Inc.
1965 Gholson Road
West Paducah, KY 42086
Tammy Zimmerman

Payment Processing, Inc.
8200 Central Avenue
Newark, CA 94560
Leah Duke

Payment Systems Worldwide
4700 Stockdale Hwy., Suite 104
Bakersfield, CA 93309
(661)323-9700
Curtis Bayne

Planet Payment 
670 Long Beach Blvd.
Long Beach, NY 11561
(576)670-3200
www.planetpayment.com 
Jill Raftery
Put Profitability back in your portfolio. 
PlanetPayment® is an international, multi-cur-
rency payment processor with innovative solu-
tions designed to help your merchants attract 
more customers, increase revenue, and make 
informed business decisions. Our payment 
processing services offer powerful competitive 
advantages to acquirers and ISOs. One part-
ner. One platform. Planet Payment.

POST Integrations, Inc.
3131 E. Camelback Road, Suite 320
Phoenix, AZ 85016
Mary Gerdts

PowerPay
320 Cumberland Avenue
Portland, ME 04101
(877)775-6900
Inside Sales

Preferred Health Technology, Inc.
2828 E. Trinity Mills Road, Suite 315
Carrollton, TX 75006
Mary F. Dees

PRIDE Payments Network LLC
11920 Haskins
Overland Park, KS 66213
Douglas Byerley

Priority Payment Systems
P.O. Box 246
Alpharetta, GA 30009
(800)935-5961

ProfitStars
1025 Central Expressway S.
Allen, TX 75013
(972)359-5500
Jacqueline Scheider

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontaio N2V 1K4
(800)567-6227, x345
Stacy Carson

Retail Council Services Corp.
258 State Street
Albany, NY 12210
Robert Leonard

Safecharge International Ltd.
25 Nelson Street
Douglas, Isle of Man, IM1 2AN
Maya Har-Noy

Sage Payment Solutions
1750 Old Meadow Road, Suite 300
McLean, VA 22102
(703)848-2980
Summer Russo
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SB Payment Systems, LLC
2764 Hunters Horn Cove
Germantown, TN 38138
John Salajka

SecureNet
9715 Key West Avenue, Suite 330
Rockville, MD 20850
Steve Kim

Solveras, Inc.
800 Crescent Centre Drive, Suite 400
Franklin, TN 37067
Troy Wilkerson

Sterling Payment Technologies
1111 N. Westshore Blvd., Suite 500
Tampa, FL 33607
(813)371-8293
Michele German

Strategic Merchant Solutions
P.O. Box 7717
Westlake Village, CA 91359
Matthew Litberg

The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

TransFirst LLC
5400 LBJ Freeway, Suite 100
Dallas, TX 75240
Brooke Sacrider

Trust Commerce 
9850 Irvine Center Drive
Irvine, CA 92618
(800)915-1680
Beth Paul

Trust One Payment Services
160 Manchester Lane, Suite G
Villa Rica, GA 30180
Robert C. Cason

TrxServices LLC D/B/A Transaction Services
254 Chapman Road, Suite 112
Newark, DE 19702
David Leppek

TSYS
8320 S. Hardy Drive
Tempe, AZ 85284
Susan Sheen

T-Tech, Inc.
7512 E. Independence Blvd., Suite 107
Charlotte, NC 28227
Scott Haskins

Unified Payments, LLC
3363 NE 163 Street, Suite 705
North Miami Beach, FL 33160
Oleg Firer

Visa, Inc.
P.O. Box 8999
San Francisco, CA 94128
Sameer Govil

WorldPay
600 Morgan Falls Road
Atlanta, GA 30350

Payments Networking Services
InterceptEFT
1700 42nd Street S., Suite 2000
Fargo, ND 58103
Craig Dresser

Maas Global Solutions Corporation
3675 Rainbow Blvd., Suite 107-361
Las Vegas, NV 89103
(866)666-2141
Kim Vo

Transaction Network Services Inc.
11480 Commerce Park Drive, Suite 600
Reston, VA 20191
(703)453-8300
Travis Lee

PCI Compliance Services
403 Labs, LLC
17145J W. Bluemound Road, Suite 200
Brookfield, WI 53005
(877)403-5227
Brad Lutgen

Acquiring Solutions International
23875 Ventura Blvd., Suite 103
Calabasas, CA 91302
Michael Fisher

ControlScan (enhanced)
3750 Brookside Pkwy., Suite 250
Alpharetta, GA 30022
(800)825-3301
www.controlscan.com
Heather V. Foster
ControlScan is the leading provider of PCI 
compliance and security services designed 
to meet the unique needs of small merchants 
and the acquirers that serve them. Our flex-
ible solutions, online tools, and personalized 
support significantly simplify PCI and secu-
rity. We are an Approved Scanning Vendor 
and a Qualified Security Assessor.

CSR—Compliance Solutions and Resources
830 NE Pop Tilton Place
Jensen Beach, FL 34957
(866)462-7774, x4
Jan Carroza 

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

PCI Compliance
P.O. Box 631113
Littleton, CO 80163

ProPay Inc.
3400 N. Ashton Blvd., Suite 200
Lehi, UT 84043
(801)341-5300
Scott Nelson

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontaio N2V 1K4
(800)567-6227, x345
Stacy Carson

RGS Limited, LLC
755 W. Big Beaver Road, Suite 2150
Troy, MI 48084
(888)747-8200, x801
Robert Halsey

SecurityMetrics
1275 W. 1600 North
Orem, UT 84057
(801)724-9600

Trustwave
70 W. Madison, Suite 1050
Chicago, IL 60602
(312)873-7500
James Taylor

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
Kara Mangan

POS Supplies
BB Denmark A/S
Fabriksparken 20
Brian M. Schleisner

Bixolon America Inc.
3171 Fujita Street
Torrance, CA 90505

Data One Payment Solutions
One Adams Place
859 Willard Street, Suite 400
Quincy, MA 02169
Marc Thomas

Dejavoo Systems
90 Gordon Drive
Syosset, NY 11791
Lori Pagnozzi

Digicom International, Inc.
155 Rome Street
Farmingdale, NY 11735
Sylvia Huang

Moneris Solutions
3300 Bloor Street W.
West Tower, 10th Floor
Toronto, ON M8X 2X2
Greg C. Cohen

Mustang MicroSystems, Inc.
104 South Street
Hopkinton, MA 01748
Tom Galloway

Omega Transactions Corporation
3033 Chimney Rock Road, Suite 580
Houston, TX 77056
Eddie Burke Jr.

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273



I’m a CPP!

™

ETA’s Certified Payments Professional (CPP) program sets the standard for 

professional performance in the payments industry. By earning your CPP, you 

demonstrate your commitment to a higher standard of excellence. The CPP 

signifies that you have the knowledge and skills to perform competently in 

today’s complex electronic payments environment.

Visit www.electran.org/cpp for more information.

Be the FIrst to say…
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POS Portal
180 Promenade Circle, Suite 215
Sacramento, CA 95834
(866)940-4767
www.POSPortal.com
Josh Johnstone
For over a decade POS Portal has provided 
unrivaled service and innovation. POS Portal 
is widely recognized as providing the highest 
deployment service levels in the industry. Our 
comprehensive online store provides 24/7 
access for all your equipment needs, and our 
industry-leading CRM Solution P2 continues 
to lead the industry.

Radiant Systems
3925 Brookside Pkwy.
Alpharetta, GA 30022
Ernie Floyd

SPECTRA Technologies Holdings Co. Ltd.
Unit 1301-09, Tower II, Grand Century Place
193 Prince Edward Road W.
Kowloon, Hong Kong, China 
Flora Ng

TermNet Merchant Services, Inc.
2727 Paces Ferry Road, Suite 1600
Building 2
Atlanta, GA 30339
Tim Rogers

The Phoenix Group
6705 Keaton Corporate Pkwy.
O’Fallon, MO 63368
Scott Rutledge

Uniform Industrial Corp.
1F, No. 1, Lane 15, ZiQiang St. TuCheng Dist.
New Taipei City, Taiwan 236
Flora Huang

POS Systems & Software
eProcessing Network
1415 North Loop West, #905
Houston, TX 77008
(713)880-0327
Steve Sotis

Genesis Capital Enterprises, LLC
10 Harbor Park Drive
Port Washington, NY 11050
Libby Soto

Lexcel Solutions
4110 N. Scottsdale Road, Suite 310
Scottsdale, AZ 85251
(800)931-0777

Mtrex Networks
11 Florentine Crescent
Richmond Hill, ON L4S 1H1
Mori Tersigni

POS Portal
180 Promenade Circle, Suite 215
Sacramento, CA 95834
(866)940-4767
www.POSPortal.com
Josh Johnstone
For over a decade POS Portal has provided 
unrivaled service and innovation. POS 
Portal is widely recognized as providing the 
highest deployment service levels in the 
industry. Our comprehensive online store 
provides 24/7 access for all your equip-
ment needs, and our industry-leading CRM 
Solution P2 continues to lead the industry.

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontario N2V 1K4
(800)567-6227, x345
Stacy Carson

TASQ Technology
1169 Canton Road
Marietta, GA 30066
(866)410-5689

Prepaid Cards & Processing
FirstView, LLC
1899 Powers Ferry Road, Suite 310
Atlanta, GA 30339
Mark Wingate

Mocapay
1660 17th Street, Suite 310
Denver, CO 80202
(303)444-1771
Karen Moritzky

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

Vantiv (formerly Fifth Third Processing 
Solutions)
8500 Governors Hill Drive
Cincinnati, OH 45249
(866)622-2833
Kara Mangan

Public Relations Agencies
Infogroup/Salesgenie.com
1020 E. 1st Street
Papillion, NE 68046

Recruiting & Placement
Card Resource Group
2155 Second Concession W.
Lynden, ON L0R 1T0
Daina Di Veto

First Data
5565 Glenridge Connector NE, Suite 2000
Atlanta, GA 30342
(866)485-4304

Impact Payments Recruiting
18325 N. Allied Way, Suite 210
Phoenix, AZ 85054
(480)307-9000
J.T. Driscoll

R&P Group
825 W. 10th Street, #1
Sioux Falls, SD 57104
Amy DeBerg-Ferwerda

Remote Deposit Capture
CrossCheck, Inc. 
1440 N. McDowell Blvd.
Petaluma, CA 94954
(707)665-2100
Travis Powers 

Global eTelecom Inc. (GETI)
73 Eglin Pkwy. NE, Suite 301
Fort Walton Beach, FL 32548
(877)454-3835
Brian McDonough

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

RDM Corporation
4-608 Weber Street N.
Waterloo, Ontario N2V 1K4
(800)567-6227, x345
Stacy Carson

Risk Management Services
Adaptive Payments, Inc.
945 E. Las Olas Blvd., #201
Fort Lauderdale, FL 33301
Shashi Kapur

C L Frates and Company
5005 N. Lincoln Blvd.
Oklahoma City, OK 73105
Thomas Mulligan

CSR—Compliance Solutions and 
Resources
830 NE Pop Tilton Place
Jensen Beach, FL 34957
(866)462-7774, x4
Jan Carroza

Higginbotham & Associates
500 W. 13th Street
Fort Worth, TX 76102

Software
ACI Worldwide
6060 Coventry Drive
Elkhorn, NE 68022
Brenda Boeck

Aperia Solutions, Inc.
14881 Quorum Drive, Suite 600
Dallas, TX 75254
John Nix

APPI Tecnologia
Rua Do Mercado
11/11th Floor
Rio De Janeiro, Brazil 
Alexandre Pi
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2011-2012 Product and Services Directory

Curve North
28614 Modjeska Canyon Road
Silverado, CA 92676
(866)961-7555
Marty Weel 

epayware
1720 Windward Concourse, Suite 150
Alpharetta, GA 30005
Dwayne Waxer

First National Technology Solutions
1620 Dodge Street, Stop 1161
Omaha, NE 68197
Michelle Travis

Focus Merchant Services LLC
9703 Richmond Avenue, Suite 110
Houston, TX 77042
Tahir Bhatti

Heiko Group Inc.
P.O. Box 717
Dunedin, FL 34697
(727)736-0758
Amy Heimlich

Integrated Business Solutions
140 Chappells Dairy Road
Somerset, KY 42503
Dean Ash

Lexcel Solutions
4110 N. Scottsdale Road, Suite 310
Scottsdale, AZ 85251
(800)931-0777

Lighthouse Software Development, Inc.
7100 Commerce Way, Suite 50
Brentwood, TN 37027
Howard Falcon

Paragon Application Systems
326 Raleigh Street
Holly Springs, NC 27540
(919)567-9890
Martha Engeman

Payscape Advisors
729 Lambert Avenue
Atlanta, GA 30324

POS Portal
180 Promenade Circle, Suite 215
Sacramento, CA 95834
(866)940-4767
www.POSPortal.com
Josh Johnstone
For over a decade POS Portal has provided 
unrivaled service and innovation. POS 
Portal is widely recognized as providing the 
highest deployment service levels in the 
industry. Our comprehensive online store 
provides 24/7 access for all your equip-
ment needs, and our industry-leading CRM 
Solution P2 continues to lead the industry.

RDM Corporation 
4-608 Weber Street N.
Waterloo, Ontario, N2V 1K4
(800)567-6227, x345
Stacy Carson  

RealPage, Inc.
4000 International Pkwy., Suite 1000

Carrollton, TX 75007
Angela Hoffman

Recharge Plus USA Inc.
95 Mt. Bethel Road
Warren, NJ 07059
Pierre Saez

Recombo
1133 Melville Street, Suite 730
Vancouver, V6E 4E5
Reed Clayton

RS Software
1900 McCarthy Blvd., Suite 103
Milpitas, CA 95035
Katrina Barnes

SpotOn
2350 Kerner Blvd., Suite 300
San Fafael, CA 94901
San Huynh

Tarang Software Technologies
Tarang Towers
#400/2 Whitefield Road, Hoody
Bangalore, 560048
Veena Srinath

Think Computer Corporation
3260 Hillview Avenue
Palo Alto, CA 94304
Aaron Greenspan

TranSEND IT, Inc.
100 Technology Way, Suite 240
Mount Laurel, NJ 08054
Amit Chhabra

TRX Processing
934 S. Fortuna Blvd., Suite A
Fortuna, CA 95540
Linda Grimm

Wind River, Inc.
5305 Buttonwood Drive
Madison, WI 53718
Mark Courchane

Terminals
Epson America, Inc.
3840 Kilroy Airport Way
Long Beach, CA 90806
Ken Fang

ExaDigm, Inc.
2871 Pullman Street
Santa Ana, CA 92705
Patricia Aguilera

MagTek, Inc.
1710 Apollo Court
Seal Beach, CA 90740
Ginger Wu

PAX Technology
560 Broadhollow Road, Suite 100
Melville, NY 11747
(877)859-0099
www.pax.us
Heather Hatch
PAX is one of the fastest growing POS ter-
minal manufacturers in the world. PAX pro-
vides a full line of POS products to include 
all communication types for all different 

industry needs (Pin Pads, Countertop, Mobile, 
Contactless, NFC, Multi-Lane). Choose PAX 
for simpler, more secure payment integration 
solutions.

Payment Alliance International
6060 Dutchmans Lane, Suite 320
Louisville, KY 40205
(866)371-2273

POS Portal
180 Promenade Circle, Suite 215
Sacramento, CA 95834
(866)940-4767
www.POSPortal.com
Josh Johnstone
For over a decade POS Portal has provided 
unrivaled service and innovation. POS Portal 
is widely recognized as providing the high-
est deployment service levels in the industry. 
Our comprehensive online store provides 24/7 
access for all your equipment needs, and our 
industry-leading CRM Solution P2 continues to 
lead the industry.

ROAM Data, Inc.
280 Summer Street, Lobby Level
Boston, MA 02210
Will Graylin

Symlink Corporation
6F, No. 13, Lane 35, Jihu Road, Neihu
Neihu Technology Park
Taipei, Taiwan 
Haley Yang

TF Payments Inc.
20 Pacifica, Suite 240
Irvine, CA 92618
Penny Franco

VeriFone, Inc.
11700 Great Oaks Way, Suite 210
Alpharetta, GA 30022
Jacquie Segars

XAC Automation Corporation
146 Main Street, Suite 208
Los Altos, CA 94022
(720)202-3310
Chuck Chagas

Web Hosting
The Small Business Authority Powered by 
Newtek
744 N. 4th Street, Suite 500
Milwaukee, WI 53203
(414)831-3900
Derek DePuydt

Wireless Payment Gateway
Apriva
8501 N. Scottsdale Road, Suite 110
Scottsdale, AZ 85253
(480)421-1210
Stacey Tappin
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	 Transaction	Express™: TransFirst’s  
 web-based payment processing  
 system lets merchants accept credit 
cards and signature debit – all through any Internet connection.

	

Find	out	more	about	what	TransFirst	can	do	for	you.		
Give	us	a	call	today	at	877.343.4372	or	visit	www.TransFirst.com.	

We	pick	up	where	other	payment	processors	leave	off.

At	TransFirst,	we	are		
committed	to	working	as		
a	team	with	our	merchants	
and	our	partners.

TransFirst	is	your	best	choice	for	merchant	services.		
We give our merchants and our professional partners the 
tools they need to grow their businesses – including  
innovations like these:

Best-in-class merchant boarding, 
with state-of-the-art technology 
that speeds up the process — as 
fast as six hours in some cases

24/7, U.S.-based support from 
professionals who understand 
merchants’ businesses

An A+ rating for customer  
service and trust from the  
Better Business Bureau

Comprehensive guidance and 
information for  
PCI and equipment  
compliance requirements

State-of-the-art security 
and data protection 

	 TransFreedom™*: TransFirst’s innovative  
 bundled pricing package simplifies  
merchant billing by combining a number of individual monthly charges 
into one single low monthly fee, with no hidden fees or charges.

* Certain restrictions and exclusions apply. Merchant account is subject to credit approval. Offer subject to change without notice. 

** iPhone is a registered trademark of Apple and is not affiliated with TransFirst.

TransFreedomTM

	 PayFox®: TransFirst puts mobile  
 processing in merchants’ hands with  
 this exclusive iPhone** application 
that makes it easy to accept payments anytime, anywhere.
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In the midst of whirling snow, colorful 
blinking lights, and last-minute trips 
to department stores to find that per-

fect gift, Internet security probably isn’t in 
the forefront of merchants’ minds—but it 
should be. The season doesn’t just bring 
cheer to the average person; it’s a poten-
tial payday for hackers looking to cash in 
on businesses that will see record num-
bers of credit card transactions. 

Implementing security measures re-
quires a lot of consideration. Merchants 
often trust that they are securely con-
figured or believe their modest size falls 
below hackers’ radars. Sadly, trends show 
hackers are actually focusing on smaller 
merchants.

In forensic investigations around the 
world, the SecurityMetrics Forensics Team 
discovers often-overlooked security de-
tails that lead to data compromise. This 
holiday season, consider discussing these 
10 common security problems and fixes 
with merchants: 

1. Remote access. By far, the leading 
method attackers employ to breach mer-
chant computer systems is compromising 
weakly configured remote access appli-
cations. If a merchant uses pcAnywhere, 
VNC, LogMeIn, Remote Desktop, or any 
other remote access tool that only re-
quires a user name and password to gain 
access, the business is at risk.

The Fix: Use a remote access appli-
cation that requires two independent 
methods of authentication, such as a user 
name and password, and an authorized 
onsite person to “allow” the remote ac-
cess session.  

2. Default, weak, or nonexis-
tent passwords. During one investiga-
tion, we discovered the IT company that 
configured the compromised merchant 
also set up 50 additional merchants with 
the same configuration and passwords. 
The plea to change default passwords 
may sound like a broken record, but the 

epidemic plagues large and small busi-
nesses. When vendors install POS sys-
tems, the default password often is “pass-
word,” or the system has no password at 
all. Anyone can discover default pass-
words for many payment applications 
via a simple Google search. Random, but 
noncomplex, passwords are easily bro-
ken by hackers utilizing simplistic pass-
word cracking software. 

The Fix: When installing POS sys-
tems, change all default passwords. En-
sure all authorized users have unique 
user credentials that employ upper- and 
lower-case alpha, numeric, and special 
characters. 

3. Anti-virus software. Imagine 
an attacker who enters a merchant’s Pay-
ment Application Data Security Standard 
(PA DSS) compliant system and sees the 
merchant has aggressive anti-virus soft-
ware and no unencrypted credit card in-
formation present. Is he out of luck? Not 
always. The attacker may install malware 
on the POS terminal itself and capture 
credit card data the moment it is swiped 
at the terminal before encryption. Updat-
ed anti-virus software installed at the POS 
terminal often will detect and prevent this 
type of attack. 

The Fix: Make certain all anti-virus 
software is up-to-date on every comput-
er involved with cardholder data network 
segments.

4. Firewalls. Nearly 50 percent of 
all Level 4 merchants investigated do not 
have a firewall in place, and many that do, 
don’t configure them properly. Processing 
credit cards without a firewall is a virtual 
ticking time bomb. Envision a merchant 
who owns a hardware store. At day’s end, 
he turns off the lights, walks out the door, 
and leaves the front door wide open be-
hind him. That impending risk is analo-
gous to a network system that does not 
have a firewall in place. Hackers scan for 
open ports just as burglars check for un-
locked doors. 

The Fix: Ensure firewalls are properly 
configured. Many merchants don’t real-
ize firewalls are meant not only to pre-
vent bad things from getting in, but also 
from letting the wrong things out. Once 
hackers are in a system, they need to get 
the credit card information out. Properly 
configured firewalls make it difficult for 
hackers to get into a system, and even 
harder to export data out.

5. Payment processing software. 
In a study by GFI Software, 50 percent of 
businesses suffer critical IT failure from 
operating with nonsecure payment pro-
cessing software and from installing bad 
software patches. Even a compliant POS 
application can be configured to im-
properly store unencrypted credit card 
numbers. 

The Fix: Payment software must be 

ISO COrnerDATA SeCUrITY

2011’s Most Overlooked Security Details
E-Commerce merchants should be extra vigilant  
this holiday season
By David Ellis



Simplify PCI
Wondering how to help your merchants become PCI compliant and keep them happy? SecurityMetrics 
can help. As a leader in PCI-DSS we handle more than 100,000 merchant PCI calls every month. Our 
Simple approach works.

Call today to receive a free PCI consultation for your business. 801-724-9600

www.securitymetrics.com

PCI COMPLIANCE?
NO PROBLEM.
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PA DSS compliant and properly config-
ured with the latest updates and patches. 
If merchants choose to store credit card 
data, they need to ensure it is encrypted, 
truncated, and/or tokenized. By encrypt-
ing stored credit card data, any stolen data 
will be worthless.

6. Wireless. This was the Achilles’ 
heel of T.J. Maxx, the U.S. retailer reported 
to have lost information from 45.7 million 
credit cards to hackers. Some merchants 
claim they have a business need that re-
quires payment processing in a wireless 
environment. If that is true, it must be es-
tablished on a platform requiring the stron-
gest available encryption.

The Fix: The best way to avoid com-
promise is simple. Encourage merchants 
not to use wireless technology in the 
credit card processing environment. 
Even when a wireless network is pro-
tected by strong encryption, the meth-
od to hack that encryption may be right 
around the corner. If your merchants 
believe they have a business need that 
requires the use of wireless in a card-
holder environment, encourage them 
to research new options.

7. Employees. Twenty-two percent of 
U.S. and 24 percent of British employees 
say they would feel comfortable selling 
their employer’s data, according to Sail-
Point Research.

The Fix: Background checks, security 
cameras, and unique employee login cre-
dentials will help merchants monitor em-
ployee conduct. Employees need to know 
their actions are being monitored and any-
one committing acts of data theft will be 
terminated and prosecuted. 

8. Event logging. Compromised mer-
chants invariably ask, “What are the chances 
you will catch the [responsible] person?” 
The likelihood of identifying the bad guy is 
tied to the quality of event logging. This also 
holds true when employees are involved.  

The Fix: Store at least four months of 
event logs on hand and 12 months of logs 
in deeper storage, such as tape backups. 
Review computer event logs for malicious 
activity at least weekly. Also, ensure all 
employees are required to login with in-
dividual user credentials.  

9. Outsourced IT needs. Many 
merchants rely on independent IT com-

panies to ensure they’re compliant with 
security standards. One of the most com-
mon outcries we hear from compromised 
merchants is, “But our IT guy said we were 
secure!” 

The Fix: Verify outsourced IT security 
work actually is secure. (See #10.)

10. PCI Data Security Standards 
(DSS) compliance. PCI DSS can be a 
complex issue, but going through the PCI 
process will often identify areas of vulner-
ability as well as educate merchants on key 
areas of security.

The Fix: Remember that IT security 
is like a living, breathing organism that 
needs to be nourished to survive. As 
servers and POS terminals are upgrad-
ed or replaced, or software patches and 
updates are released, PCI DSS compli-
ance will change, requiring merchants 
to revalidate to remain PCI DSS compli-
ant. TT

David Ellis, CISSP, QSA, PFI, is the 
director of forensic investigations for 
SecurityMetrics in Orem, Utah. Reach 
him at 801/724-9600 or visit www.
securitymetrics.com.

Choose the online course that’s 
right for you:  
 Introduction to Electronic Processing  

 Introduction to Sales and Marketing  

 Introduction to Operations

 Sales Channel Development  

You will learn:  
 Commonly used   industry 

terminology

 The roles of various industry 
participants

 The principles of e� ective sales and 
marketing

 The basics of establishing your 
sales o�  ce and much more.

Register online:
www.electran.org
Or call ETA:
1-800-695-5509

Learn without leaving your desk

Do you want an a� ordable and � exible way to learn 
more about the electronic payments industry?
ETA is proud to announce a new series of online, cutting-edge, educational seminars 
to help enhance your knowledge in a wide variety of payment topics.

Member $195/each • Non-Member $295/each
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Authorize.Net C2 866-437-0491 www.authorize.net
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Dharma Merchant Services
San Francisco, CA 94108
415/632.1920
Contact: Jeff Marcous

Digicom International Inc.
Farmingdale, NY 11735
631/249.8999
Contact: Sylvia Huang

Digital Processing Solutions
Melville, NY 11747
631/254.0694
Contact: Keith Orlean

Diversified Acquires Group LLC
Duluth, GA 30096
770/623.4127
Contact: Victor Gerber

EcorePay
Hendra
Australia 
206/548.4493
Contact: Daria Rippingale

ExecuTech Lease Group
Vancouver, WA 98682
360/713.0695
Contact: Kyle Moys

FDH Consulting
Brentwood, TN 37027
615/414-3507
Contact: Damon Work

Fidelity Payment Services
Brooklyn, NY 11211

First Class Payment Systems LLC
Spring Valley, CA 91978
619/660.0355
Contact: Kristopher Shina

First Financial Merchant Services
Medina, MN 55340
763/233.0025
Contact: Heather Pitts

First Pay Solution
212/925.6800
New York, NY 10004
Contact: Vincent Ko

Global Processing Systems 
San Dimas, CA 91773
909/542.0900
Contact: Steven Martinez

Guardian
Fort Smith, AR 72903
 855/801.8472
Contact: Stephen Scott

Infogroup/Salesgenie.com
Papillion, NE 68046

Integrated Business Solutions
Somerset, KY 42503
 606/687.3003
Contact: Dean Ash

InterchangePlus Solutions LLC
Salt Lake City, UT 84115
520/664.5970
Contact: Sloane Bouchever 

International Bancard Corp.
800/827.4880
Clawson, MI 48017
Contact: Christine Patterson 

iovation Inc.
Portland, OR 97204
Contact: Colette Reid 

Jaguar Software
888/557.6475
Sullivan, IL 61951
Contact: Richard Leirer 

Legal Age ID Systems Inc.
916/273.1779
Rancho Cordova, CA 95670
Contact: Kenneth Kirby 

MasterCard Worldwide
914/249.3199
Purchase, NY 10577
Contact: Stephen Carnevale 

MaxMerchant Systems
847/318.0188
Park Ridge, IL 60068
Contact: Michael Zolt 

Merchant Focus Processing
800/895.4085
Dublin, OH 43017
Contact: John Waldron 

Merchant VT LLC
702/331.5640
Henderson, NV 89074
Contact: Brad Doyle 

Metrics Global Inc. 
888/891.5445
Henderson, NV  89052
Contact: Wendy Yurgo 

Mile High Merchant Group
Denver, CO  80202

MindBody Processing
805/465.7769
San Luis Obispo, CA 93401
Contact: Aia Stinnett 

Next Merchant II
631/969.3300
Bay Shore, NY 11706
Contact: Brendan Ivory 

NextPay Merchant Services
214/208.0184
Carrollton, TX 75006
Contact: Staci Brinkman 

NXGEN
775/636.2461
Whitefish, MT 59937
Contact: Thomas Nitopi 

The Electronic Transactions Association is pleased to welcome the following companies to its membership.  
To inquire about a membership with ETA, please contact Del Baker Robertson, director of membership and mar-
keting, at dbaker@electran.org.  For a complete list of ETA member companies, go to www.electran.org/members.
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When Cincinnati-based Fifth Third Processing 
Solutions (now Vantiv) decided to extend its 
company’s payment-processing reach, com-

pany executives turned to—and, late last year, acquired—
National Processing Company (NPC). 

“They were interested in our particular expertise in the 
small- and medium-size business space, and they were in-
terested in our unique expertise in the ISO space,” says Jim 

Oberman, chief operating officer of 
NPC, which is headquartered in Lou-
isville, Kentucky.

Acquisitions All Around
NPC’s expertise in the ISO space 
can be attributed, at least in part, 
to a number of acquisitions that 
have taken place over the last de-
cade or so.

In 2000, Oberman was part of 
a team that bought (from First Na-
tional Bank of Omaha) a majority 
share of Retriever Payment Systems. 
He and his colleagues bought the 
rest of the bank’s interest in the pay-

ment processor four years later. In 2006, they made another 
acquisition—this time buying (from Bank of America) their 
company’s current namesake. 

Both NPC and Retriever Payment Systems “were all 
about ISOs and all about relationships,” says Oberman. And 
the same can be said about the current iteration of NPC, 
which Oberman describes as a merchant acquirer that’s 
focused on the small- and medium-sized enterprise market. 
“It starts with relationships, and it ends with relationships.”

The staff partners with ISOs who focus on sales, market-
ing, and business development while NPC does “all of the 
complex things that go into supporting a merchant base. 
We do all of those things on behalf of our ISOs so they can 
do the things they do best,” he adds.

And thanks to last year’s acquisition by Vantiv, NPC’s cli-

InDUSTrY InsIder

Success by Association
National Processing Company’s merchant-acquiring prowess begins 
and ends with relationships
By Bryan Ochalla

ents are able to plug into a lot more technology, too. 
“Now we’re part of the Vantiv family and we’re able to 

tap into their processing depth and scale—as well as their 
products, services, and technologies—and push all of it 
down to our ISOs and agents, which allows them to do their 
jobs even more easily and efficiently than before.”

Staffers and Solutions
Every ISO and agent that works with NPC is assigned either 
a relationship manager or a G.E.M. (“Going the Extra Mile”) 
representative whom they can call on whenever they need 
assistance. They also have access to a number of support 
associates who assist with the terminal set-up or upgrade 
process and service analysts who provide research and ana-
lytical support.

A number of the acquirer’s sales-office tools also assist 
NPC’s ISOs and agents, including Merchant Application 
Gateway, a boarding platform that allows sales partners to 
electronically submit applications and NPC to underwrite 
and set up a prospective merchant in as little as two hours. 
In addition, MyNPCdata.com allows merchants and sales 
partners to access transaction-level reporting via e-state-
ments, while NPCrm.net—a web-based CRM portal—al-
lows both groups of clients to access information about 
their portfolio, including call center notes, residual payment 
information, and more.

These products and services “give the ISO a view into 
everything we see,” says Oberman. “We’re willing to do all 
the heavy lifting, but if an ISO wants to see what we see, 
they can access that information.”

Ultimately, Oberman says NPC’s main goal is to help ISOs 
and agents grow their businesses “without having to invest 
in all of the infrastructure that’s required today to board a 
merchant, approve a merchant, build a download, and de-
ploy equipment—all while taking care of customer service, 
technical support, and retention, too.” TT

Bryan Ochalla is a contributing writer to Transaction 
Trends. Reach him at bochalla@yahoo.com.

     

“It starts with 
relationships, 
and it ends with 
relationships.”
—Jim Oberman
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Total Transparency 
Total Merchant Services protects you and your merchants with total 
transparency. We take a reasonable approach in disclosing the financial 
details of our Compliance Program to every new merchant on our 
Schedule Of Fees in simple, clear language. 
 
Easy To Sell
All our merchants receive the Compliance Program at no additional 
charge during the first year of their processing relationship with us and 
these services may be accessed immediately. On the 13th month of 
processing, and from that point forward, merchants will be assessed 
a fee of $4.95 per month. We even offer a $25,000 Compliance 
Reimbursement Program to make sure our merchants feel good as they 
are getting something in return.

Honesty is our Everyday Policy
At Total Merchant Services, you’ll find no compliance fee trickery and 
zero surprises. We believe in being upfront, honest and ethical in all of our 
business dealings.  We will not use bait and switch tricks or surprises to 
get over on merchants or sales partners. We know that doing anything 
less would be a recipe for disaster—not growth. 

Still not sure? Want to be convinced?
If you’d like help comparing our program, including the true impact  
of the Compliance Program fees, please give us a call. We’ll show 
you that chasing a deal that looks better is NOT going to make up  
for a Compliance Fee Program that destroys your reputation and  
your business.   

We’ve got some better ideas! Take a look:

Who’s going to have happier customers?

You!
Who’s going to earn more money?

You!
Who’s going to get more referrals?

You!
Who’s going to break through in ‘11?

You!

Give us a call or visit our website for more details.  
(888) 848.6825 x9411        upfrontandresiduals.com

You can have it all! You can still earn an 8x upfront bonus, 50%-65% revenue sharing splits, 
the best free terminal placement programs in the business, with an honest, transparent, 
reasonable Compliance Program.

Hidden Compliance Fees? 
Angry Merchants?
Don’t take it 
anymore!


