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The news media and industry publications are 
filled with changes in the payments industry.  This 
information is helpful but often leaves you, the 
independent sales professional, wondering what 
all these changes mean for your business.  How 
is Apple Pay going to affect your commissions?  
What percentage of merchants really use a tablet 
POS system?  Should you jump on board with this 
technology waive?  

These questions and many others will be the topics 
of the “Merchant Sales Intelligence Report” each 
month.  This month in our first edition we will focus 
on two questions / topics.   Our monthly live event will 
follow up to answer your questions and present the 
contents of this report live.  At that time you will have a 
chance to voice your opinion and hear from me about 
my views on where the industry is heading.

1. How is Apple Pay changing merchant sales, and 
what are the minimum requirements that your 
processor should already have in place to be 
competitive with Apple Pay, Google Wallet and 
EMV?

2. What are the hottest tablet POS reseller 
programs in the industry, and which one should 
I offer to my clients?  (Yes, I do own a business that 
sells tablet POS.  But we are on the high end in terms 
of price and functionality, so I will present a range of 
possibilities for you to consider.)



If you haven’t taken time to join our Chatter group 
“Merchant Sales” online, make sure you do so!  This 
is a private, invite only group for merchant services 
professionals who want to discuss the issues that are 
affecting them and share insights and sales tips about 
how they overcome objections and resistance to close 
more merchants.

If you did not receive your invite but are a paying 
subscriber to the “Intelligence Package,” please 
email support@ccsalespro.com.  We will re-send your 
invite to this exclusive group so you can voice your 
opinion about these topics and others affecting our 
industry.

Ready to learn something new?  Let’s get started!

Section 1: How is Apple Pay changing merchant 
sales and what should your processor be doing 
about it?

Let’s start with a realistic view of what Apple Pay is 
actually accomplishing in the real world.  Apple Pay, 
as of March 9th hit a milestone of 700,000 locations 
nationwide that are accepting this form of payment.  
Apple has been very effective at convincing large 
retailers to install NFC 
technology to be able 
to accept Apple Pay.  I 
believe one reason so 
many locations have made 
this investment is because 
of timing.  Apple rolled 
out this new technology 



during the same period of time when businesses of 
all sizes had to upgrade their terminal to accept EMV 
which is a topic we are going to cover at length in 
Volume 2. 

Here is a quote by Tim Cook on a conference call at the 
end of January 2015, which shows the dominance of 
Apple Pay in the mobile payments space.

“Apple Pay makes up more than $2 out of $3 spent on 
purchases using contactless payment across the three 
major U.S. card networks.

Panera Bread tells us Apple Pay represents nearly 80% 
of their mobile payment transactions.  Since the launch 
of Apple Pay, Whole Foods Market had seen mobile 
payments increased by more than 400%.”

So the problem for Apple Pay isn’t the competition; 
the problem for Apple Pay is the status quo.  Although 
Apple is poised to dominate the mobile payments 
space, the mobile payments space is still tiny compared 
to other forms of payment.  But it is growing rapidly!  



Here is a chart showing the growth in Mobile 
Payments and the projected growth over the next 5 
years.

Notice for 2014 the final number of in-person payments 
was 3.7 billion, and Apple Pay has about two-thirds 
of that market.  This may seem like a lot, but keep in 
mind that the total payments industry is over 3 trillion 
dollars.  Therefore, Apple Pay would need to hit roughly 
30 billion per year in transactions to account for 1% 
of the total transactions.  In other words, according 
to the experts, 1 out of every 100 transactions will be 
completed using Apple Pay around 2020.  



To give you a comparison, let’s look at American 
Express.  By far the smallest market share of the major 
card brands, American Express processed about 6.5% of 
the total payments in the US market last year.  

So to put this in perspective:  in 2020 Apple Pay could 
be one-sixth the size of American Express.  This is very 
important for you to understand, because you need 
to talk through these numbers with our merchants.  If 
they decide to accept Apple Pay and are expecting a 
big jump in processing numbers as a result, they will 
be disappointed.  This last Christmas season, roughly 1 
out of every 1,000 transactions was processed with an 
Apple Pay device.  

If you were reading any other industry publication, this 
is where the article would stop.  The merchant sales 
intelligence report is designed to help you make more 
sales, so let’s put this information into perspective and 
apply it to your daily routine.

• First of all, you should follow Apple’s lead and 
take advantage of this unusual time in our 
industry.  All merchants are required to upgrade 
their terminals to be ready for the chip and pin or 
chip and signature smart cards (EMV Cards) this year.  
While they are doing this, they might as well kill two 
birds with one stone and get set up to take Apple 
Pay, Google Wallet and any other NFC (Near Field 
Communication) devices that come down the road.

• Secondly, while this report is processor agnostic, 
meaning we don’t promote one specific 
processor, I think it goes without saying at this 



point that your processor needs to be offering 
a free terminal that is NFC ready and EMV 
compatible.  Ask your processor this question, 
“Will my merchant be able to process an Apple Pay 
transaction as soon as he or she gets the terminal 
up and running?”  This is a very slippery question; 
don’t let your processor off the hook.  If the answer 
is “No, not yet, but that will be coming soon…”  Your 
answer should be that you will start selling for them 
again “soon” once they catch up with the technology 
of the day.

You might be asking, “Why would a processor not 
offer a free NFC / EMV terminal?”  The reason is really 
simple.  It costs more money!  They don’t want to spend 
the money on these terminals.  The truth is that many 
processors got caught flat footed by having hundreds 
of old terminals in inventory that they are trying to 
place so they don’t lose that investment.  This is short 
sighted and in the long run will cost them business 
when these merchants cancel in order to find a 
processor on the cutting edge of new technology.  

Even worse, many processors are taking advantage of 
this period of time in a more destructive way.  Since 
VX510’s and Hypercom T7’s are quickly becoming less 

and less valuable, some 
processors are purchasing 
old, used ones and then 
placing these terminals 
or even selling / leasing 
them for a profit.  Not only 
do I think blowing out old 



inventory items is short sighted, but using the future 
upgrade deadline as a way to intentionally stick 
merchants with an old, used, outdated terminal in order 
to make a profit is not a model that I can respect.  You 
should run away as fast as possible from a processor 
using this model.

• Lastly, have some fun with Apple Pay; sell it to 
your merchants using the same data that Apple 
is using to get retailers on board all over the US!  
The idea is simple.  No matter who wins the mobile 
payments space, five years from now it will be a 
major part of the payments ecosystem.  It promises 
a lot of room for other payment players.  You can be 
sure that five years from now there will be dozens of 
NFC payment type devices, including loyalty apps 
and much more.  Every merchant should consider 
upgrading now not only to prepare for EMV but to 
put up the sign that says “We Accept Apple Pay” just 
so they look cool!

This is also a great way to steer clear of the “Price War” 
going on in our industry.  Don’t walk in with a pitch for 
“saving them money.”  Instead, present yourself as a 
transaction expert who understands these new forms 
of payment and will be a valuable partner in the years 
ahead to ensure that this merchant doesn’t miss any 
opportunities to accept new streams of revenue.

Section 2:  What are the hottest Tablet POS 
reseller programs and which ones should I sell?  
Just to make sure I am an unbiased source in this 
section, I am going to leave our POS program out of 



the discussion entirely and focus on the many other 
systems out there. 

Let’s start with a general discussion about tablet POS: 
why it is so important and why it is taking off in the 
market place.  I have said from day one that the reason 
I personally love the payments industry is that it will 
prove very difficult to cut out the independent, local, 
face to face sales professional.  As much as business 
owners seem to despise the “walk in off the street” sales 
person, they hate phone sales even more.  Because the 
changes in our industry don’t usually top the business 
owners’ list of concerns, traditional marketing is 
ineffective.

Overall this is a good thing!  You have job security 
because you are in an industry that seems impervious 
to quick, disruptive changes.  People don’t flippantly 
change the way they pay for things, and business 
owners are reluctant to invest in new ways to accept 
payments.  The downside of this is that it is hard to sell 
technology solutions.  There has been a lot of hype 
from our competitors about the popularity of their 
tablet POS programs, but the truth is that these systems 
are still really hard to sell to small business owners as a 
“Payments Device.”  



You really have two types of tablet POS Systems in the 
market today.  Both types create a unique challenge for 
the sales person.  I will deal with each group one at a 
time and provide specific examples of each one and the 
challenges you will face with selling them.  Then I will 
summarize my thoughts on this important topic and 
give you some next action steps that will protect your 
portfolio and set you up for success.

The first type of tablet POS is the “Free Tablet POS.”  The 
three most popular free tablet POS reseller programs 
right now are Groov from Total Merchant Services, 
Phone Swipe from North American Bancard and Clover 
from FDIS (First Data Independent Sales.)

Before we jump into these three, I have to talk about 
Square and their tablet POS.  This system is not 
technically free since you have to pay roughly $100 
for the tablet case, and they do not provide the tablet.  
However, this system is already very popular and 
highlights one of my key findings in this space.  The 
simplest system is currently winning because it is easy 
to sell and set up.

The winning model right now seems to be to roll out 
a system that has roughly the same functionality as a 
register from Sam’s club and then give it away for free.  
This allows the software provider to overcome two very 
important obstacles.  The first one is the sales process.  
Selling a system that doesn’t do anything is pretty easy; 
it just all comes back to price.  When Square rolled out 
the “Square Register,” it did almost nothing.  In fact, 
there were some things that a VX570 would do that a 
Square register would not do!  However, it was almost 



free and was really easy to 
set up. They were able to 
sell it directly online and 
in retail stores without any 
direct sales team.  Once 
the system was out in the 
market place, they started 
adding features to it.  

North American Bancard did the same thing with 
Phone Swipe.  When I first saw their tablet system I 
was blown away by how terrible it was and how little 
it actually did.  Their purpose, though, was to simply 
get a bunch of them out in the market place and then 
improve them.  Mark Gardner, NAB’s CEO, said that the 
free tablet POS market is a “land grab,” meaning you 
just need to get these systems in place with minimal 
functionality and then improve from there.

Now the Square register has a decent inventory 
tracking system and a few other features which make 
it slightly more valuable to the business owner.  The 
Phone Swipe now allows you to rent a receipt printer 
and cash drawer (something you couldn’t do with the 
initial roll out!)  

While all of this might sound fairly attractive, there are 
two primary reasons I am going to advise you not 
to sell either of these cheap, “simple” systems to your 
clients.  

1. The biggest strength of these systems is also 
their biggest weakness.  These systems are either 
free or almost free and very simple.  



So while the companies offering them feel secure 
in their market position, they are only kidding 
themselves.  Technology has a funny way of 
outdoing itself and making itself obsolete.  

Think of Blackberry.  I bet they thought they were 
really on the right track with the “smart phone” they 
created.   After all, it was pretty good.  It was simple.  
It made sense to use a regular keypad.  However, 
what blackberry accomplished was simply to open 
the minds of consumers to the possibilities of 
getting more done on the go with their phones.  A 
few short years later, enter Apple with the iPhone 
and then the Android operating system and 
suddenly people were throwing their blackberry in 
the garbage.  

This same process is playing itself out in the touch 
screen point of sale market.  These free tablet POS 
Systems are great at opening the minds of small 
business owners to the possibilities of upgrading 
their point of sale from a traditional terminal and 
register to a touch screen system, but it is only going 
to wet their appetite.  As soon as a company rolls out 
something that is genuinely innovative and provides 
ten times the value of the current systems, these free 
systems will be sent back or discarded.

I will give you several good options below, but I 
honestly have yet to see a system, including the ones 
we sell, that blows me away as the iPhone blew away 
smart phone users and made everyone realize that 
this device was a necessity.  Everyone is working hard 
to create a slightly better economy car, but in the next 



24 months I believe 
someone is going to 
roll out a Ferrari at 
the same price point.  
You can watch for 
these characteristics 
I believe this system 
will have:

• Integrated online presence with the POS that is 
seamless, not cobbled together

• Processor Agnostic (You can use any processor)

• All traditional POS functionality

• Specific software for the 5 or 6 key small business 
type categories

• Platform type software that allows developers to 
build custom apps / integrations off of it to connect 
the system to every part of the business.

2. The fact that it is easy to sell is a handicap for 
you.  The real reason that systems like Phone 
Swipe and even Groovv are gaining some traction 
is that business owners are hungry for this type of 
technology.  These systems are also easy to sell.  
Some of you have experienced selling a full on, 
custom touch screen POS with multiple registers 
and kitchen printers, as well as tablet integrations 
and more.  This is what our company does and the 
sales process is very difficult.  However, compared to 
the installation process sales is the easy part!  

That being said, the hard truth is that if you want to 



be relevant in your local market as a small business 
consultant, you need to pick your battles and 
become the expert.  If you are going to sell POS 
Systems, sell a real system that does something for 
your clients and learn the system inside and out.  I 
would advise 90% of you not to even worry about 
it; plenty of great companies out there work on 
a referral basis right now.  They will allow you to 
process with whomever you want.  Then you can 
simply send your clients over to their inside sales 
team to sell a tablet system.  

I think the most important lesson I have learned 
in business over the last two years has been focus. 
Every time a sales partner takes on POS or tries to 
add some other reseller program to his or her offer, 
momentum is lost and the clarity of his or her local, 
personal brand is damaged.  

So, what should you do about the tablet POS systems 
and the wave that seems to be sweeping the country?  
Here is my advice, and then I will share specifics 
about a few systems below.

Step #1 – Sell Merchant Services until you reach a 
comfortable level of residuals.  Don’t sell POS; don’t 
sell web design (unless that is your primary sale or 
you get a lead from inbound marketing); don’t sell 
payroll processing or gift cards or anything else.  Just 
sell merchant services and get really good at doing 
one thing.

Step #2 – Invest a thousand dollars or so in a 
complete tablet POS unit to play around with and 



sign up as a customer with several systems.  Get to 
know them; spend a month playing around with 
them.  Go through all the training you can.  Become 
the expert!  During this time, you still want to spend 
your field time selling merchant services.

Step #3 – Select a system or two that you believe 
will work well for your business and nail down a 
business model for the hardware.  I doubt you will 
have the capital to provide it for free, so perhaps you 
want to do a lease on the hardware at a good price 
or sell it to them.  www.posportal.com has a unique 
program where you can provide your clients with an 
online store experience to purchase the hardware 
themselves for a monthly payment or with a major 
credit card.

Step #4 – Become the local expert on touch screen 
POS by selling it full time.  Once you have the 
residuals to sustain you financially and the desire 
to sell POS, go for it!  However, don’t do it half way.  
Sell a real system and be the expert who guides 
the business owner through the sales process, the 
implementation, and even the training afterwards.  



If you don’t truly have a passion for POS and what it 
can do for your clients, I advise you to choose a referral 
partner and simply send them the deals.  Otherwise, it 
will only distract you from merchant services sales.  

So, what are some systems that I recommend?  Here 
are five systems you should know about: 

#5 – Shopkeep is not the one for you! …run away!  
Their big claim to fame is that they provide an online 
store of sorts.  The overall experience is disjointed.  
Every time your customers want to customize 
something, they will find out they can’t do it!  The 
eCommerce package is actually not that bad; 
the issue is the in-store side of things.  Since you 
primarily sell physical location businesses, I would 
advise against this system.

#4 – The second no go in my book is Verifone’s 
Global Bay.  I don’t think I have ever been more 
disappointed in a software system than I was with 
Verifone’s tablet system.  It is the classic big company 
flop.  Who knows how much money and time they 
invested in this system, but they need to start over!  
I could go on for pages about the issues we have 
had with these systems.  I will summarize with two 
things.  First of all, just getting signed up to sell it is a 
nightmare. 

And again, every time you find something you want 
to do or customize, you can’t!  Very frustrating.  Also, 
they are the only system I know of on the market 
to charge per user, not per system.  This is a terrible 
and uncompetitive pricing structure that they 



must have dreamed 
up in a windowless 
conference room.  If 
they would have tried 
to sell it, they would 
have quickly learned 
that small business 
owners hate this 
pricing structure.

#3 – I am interested in NCR Silver.  They do have 
a solid technology and a great brand name to sell 
a tablet POS.  The reseller program is also perfect 
for independent reps.  They accept just about any 
processor platform, and their pricing is reasonable 
if a little on the high side.  They have an acceptable 
compensation structure and a partnership with a 
leasing company.  You can lease the terminals easily 
to make a small profit up front.  

My big beef with them is their inside sales team.  
They have some serious resources internally, and 
they really interfere with the sales process.  They 
do not default back to the sales rep in any situation 
I have been a part of.  For instance, we had a deal 
where one of our reps was promoting them and sent 
the client to the website to check it out.  We already 
had them in trial phase and our client filled out an 
online form.  They immediately called our client 
and sold them right out from under us.  They did a 
great job of closing the sale, but they didn’t give us 
credit for it.  I have heard several such complaints 
so be careful.  This is a good technology and a good 



program, but you need to protect your clients from 
their inside sales team.

#2 – I really like vend ( vendhq.com ) for retail.  
They have a fully functioning tablet POS that does 
what retail clients want it to do.  They are a little 
tricky to work with in terms of the gateway you need 
to use, but they will work with an auth.net gateway 
and several others.  Their reseller program is very 
good, especially if you team up with www.posportal.
com for the hardware.  Vend pays a nice residual 
on each account.  Their tablet system is very sticky, 
meaning that once your client gets the hang of it, 
they will not want to cancel.  Keep in mind this is a 
serious system and not something for an amateur 
to sell.  You would need to learn the system inside 
and out before offering it and be prepared for some 
bumps along the way.

#1 – Revel is my personal pick for this edition.  
There are a bunch more to which I could point you.  
But if you go to www.revelpos.com you will see 
an amazing system that is customized for various 
business types.  Their system by itself is reason 
enough to sell for them, but the thing I like the 
best is their business model.  They embrace the 
reality of selling POS by providing an incredible 
training program.  Get ready to invest several 
thousand dollars to get started, but you will be an 
expert in how their system works.  They take each 
partner relationship seriously; I would recommend 
checking them out.  They also work with a variety of 
processors, so this is my personal top choice.

http://www.posportal.com
http://www.posportal.com


One last system I just have to mention is 
Harbortouch.  Their business model is so messed up 
that I just can’t recommend them.  First of all, on the 
technology side it is nothing to write home about.  
They basically did a licensing deal with a company 
called ICG from what I can tell because it looks identical 
to the HioPos software that we stopped selling a year 
ago.  It is software based rather than cloud based, and 
it is very clunky.  They also take a long time to get the 
systems out the door.  

They get brownie points for pioneering the “Free POS” 
marketing model, but their tactics are not the greatest.  
First of all, they have a loose loyalty to the sales 
partner which the CEO all but admitted in an open 
letter last year that really surprised me.  I know a 
lot of sales people who sell for Harbortouch; every 
single one has presented me with issues regarding 
Harbortouch.  Either there was confusion over the 
commission and residuals or they over-ruled the sales 
partner when dealing with a client.



The real beef I have with Harbortouch as a POS 
provider is the processing.  They require a five year 
liquidated damages contract on the merchant services 
the last time I looked into it.  The cancellation fees on 
sending back the hardware are unreal.  The bottom 
line is that they captivate the merchants for five years, 
and that is an eternity in the technology industry.  
Think about how much has changed in the last five 
years?  Do you really want your clients locked in to an 
old POS software which is already out of date for five 
years?  Do you want to see their pricing increase every 
quarter with no way to get them out of the processing 
contract?  

To be clear, I think Harbortouch is a good company.  I 
have several friends that work there, so hopefully they 
are not too offended by this report.  I believe their 
business model of locking in the customer and raising 
the merchant services pricing to generate additional 
profits leaves no incentive for them to develop 
better technology.  In the end, I believe they will get 
left behind.  Five years from now, they will be like 
Blackberry.  They showed us a cool model called “Free 
POS” where the POS isn’t really free, rather the profits 
are obtained from somewhere else.  However, better 
technology will prevail.



I hope you have enjoyed my first edition of the 
merchant sales intelligence report.  You will not want 
to miss my special live event coming up a couple 
weeks after initial publication of this edition.  If you 
are a paying subscriber, you are able to go to www.
ccsalespro.com/intelligence to watch replays of all 
our live events and download every edition of this 
and coming volumes of the monthly merchant sales 
intelligence report.

Until next time, good luck in the field!
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