
Why Merchants Buy
      And how it works

Exploring the changing dynamic in
merchant services



Multiplicity of reasons
They buy for their reasons, not ours
We only know if we ask and study
Let’s consider what the experts say

Why do people buy?



“Products that create meaning for
buyers”
“Products that deliver meaningful
experiences”
“Tap into the personal meaning and
story of the individual”

Why do people buy?



“Creates meaning”
“Delivers great experiences”
“Becomes the story of the individual”
“Integrates into the value they create”
“makes work easier, more rewarding”

And maybe more important
Why do people stay?



Terminal
Service
Processing
Cash flow
What they are in business for
Why they are alive

What do we sell?



Who has bought something
lately, where you…?

Spent more than $500

Made a three year commitment

Gave the seller your bank statements,
credit information

Risked a cancellation fee

Signed a personal guarantee!



What are we talking
about here?

House or Condo - mortgage

New Car - auto loan

Cell phone - monthly billing

Credit card terminal - monthly
minimum



Synch calendar with PC

Emails pushed to Blackberry

Reduced price

Web access

Big memory

Usual fun stuff

My example:
Blackberry cell phone



Great flying experience

Signature seating

Direct flights from milwaukee

Hometown airline

Can get work done on flight

My second example:
midwest airlines



What is the experience of
retail merchants today?

Loss in sales revenues
Even longer hours for less profit
Cash flow crunch
Fight to keep loyal customers
Must deliver more value to their
clients



What is working today in
merchant services sales?

Integrated POS
Enterprise software
Developer-based payments integration
Services to build revenues, keep clients
Local provider
Full service commitment



Why are these approaches
working today- merchant?

Integrates into core process of the
merchant business
Eliminates extra steps, reconciliation
Keeps revenues coming
Provides personal safety net
Gives merchant confidence



What advice for small
ISO?

Develop market niche expertise
Develop partners who control niches
Define and understand your value
Work hard on understanding your
competition
Define and deliver value, profits will
follow
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