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ABOUT THE AUTHOR

Marc Beauchamp is a dynamic and engaging
entrepreneur who has developed several
successful companies. He has over 30 years
experience in sales, training, and marketing in
various roles. In addition to merchant services, he
has sold payroll systems, human resource
management solutions, computer software,
hardware, website design services and a variety of
financial and insurance products.
He has worked in the merchant services industry
for 25 years. Marc has hired and trained several
thousand merchant services professionals. At one
point he managed a full time outside sales force of
80 representatives, an inside sales force of 25, and
an office staff of 8 with national offices in most
major cities in the United States. Most recently, he
served as President of a Super ISO processing over 2B per year with over 2,000 sales
partners.
Through his consulting company Performance Training Systems he provides consulting to
merchant services industry. He is uniquely aware of the challenges facing field sales
representatives, sales managers, Issuers, Acquirers and ISOs.
His book “How to Survive and Thrive in the Merchant Service Industry” is the number one
selling resource in the credit card processing industry. Marc’s mission is to provide industry
leading education, sales training and resources to help Merchant Level Salespeople thrive in
this competitive business.
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Merchant Level Salespeople thrive in this
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#1: I HAVE A CONTRACT

“That’s exactly why I’m calling you, you see most people we work with have a contract
as well.
But the bottom line is that we offer our clients so much more value than they are used to
getting, as well as save them as much as 20 – 30% that you’re going to want to look at
what we can do for you, too.
Quick Question: how much are you currently processing now per month?”
[If don’t want to say]
“No problem, let me ask you this then, on average, how much are you paying now for
your total processing fees?”
Cancellation fee objection:
“Of course you do and our rates can be so much lower that you can often recoup that
fee in less than three months – and the savings after that is all profit for you. Does that
make sense?”
OR…
“We’ve developed a program that rebates back to you up to $295.00 to be applied to
your cancellation fee. So why don’t we take the first step and see what we how much
value we can add to your business as well as how much we can save you. Does that
make sense?”
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#2: I PROCESS WITH MY BANK

“That’s great! We work with your bank as well, the only difference is we save you money
on the front end. Let me ask you – if I could show you how to save as much as
20%-30% per month in fees, not change your banking relationship, and give you
technology and value that will actually add to your business, is that something you’d at
least be interested in learning more about?”
Rebuttal #2
“What most people don’t understand is that your bank doesn’t do the processing, just the
collecting – so they’re not concerned with saving you money and they’re certainly not
that good at adding value to your business – that’s my job.
Let me ask you this – if I could save you up to 50% in fees each month on your
processing volume while adding some real value to your business - and still have your
bank do the collecting - would you be interested in learning more about it?”
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#3: I’M NOT INTERESTED

I didn’t expect you to be. I’m sure you get a ton of these kinds of calls, and I’m sure
you’re sick of hearing how everybody can save you money, right?
Well _______, this isn’t one of those calls and I’ll tell you why: While I can probably save
you money as well, what’s important is how I can add real value to your business, and
give you tools and technology that will actually help it run better.
What I’d suggest for you is to learn what I can do for you, and, yes, even learn about
how we can also save you each month, and then you’ll be in a better position to decide if
it’s worth it making a change. Does that make sense to you?”
“I’m not interested” - #2
“I wouldn’t be either until I knew I could save more money each month and get some real
value out of making that change. Let me ask you a quick question: would you at least be
open to a review of how I can add value to your business and give you a free, layer by
layer comparison to see how much more money you could put in your pocket each
month by using putting us to work for you?”
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#4: I’M HAPPY WITH MY CURRENT PROCESSOR

“Great, what makes you so happy with them?”
[If they love the rates]:
“That’s great and let me ask you this – how much happier would you be if we could save
you as much as 20-30% on your monthly fees?”
[We’re happy with the service]
“If you like your service now, then you’ll love the added value and technology that comes
with our service. In fact, when you hear about what we can do to help your business
grow, you’ll be happy you took a moment to listen.
Let me ask you a quick question about your business…”
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#5: WHAT ARE FEES?

“You know _________, whenever someone says that to me it tells me they don’t fully
understand how processing works. Most merchants tell their customers they’re paying
one rate, but that can be misleading...
In fact, did you know that when you’re paying only one rate your processor will charge
you a higher rate or a cushion with added fees to ensure costs for all cards are covered
– did you know that?
________ Visa and MasterCard have different rates for each transaction type, and when
I see your statements, you may be surprised by how much you’re paying, and by how
much we can save you. But that’s just the start because there’s so much more value
you should be getting from your processing company.
Let’s do this. I’ll ask you just a couple of quick questions about what you do and then I’ll
let you know how I might be able to help you – fair enough?”
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#6: I’M FINE WHERE I AM

“I'm sure you are and you probably felt that way before you changed to your current
provider - and most people I speak with are. But there have been some big changes in
the bankcard industry, and there are many technology changes and value added options
that many clients are missing out on.
Let me ask you this: If I could find a way to bring some real value to your business and
even save you some money, wouldn’t it at least be in your best interest to learn more
about it?”
Let’s do this – I’ll ask you just a couple of quick questions about how you do business
and if I find that I can help you, I’ll give you some ideas. If not, then I’ll tell you you’ve
got a good deal now. Is that fair enough?
However, when you learn about the specific benefits we can provide you with, and how
these can affect your business, you’ll be happy you listened.
Let me ask you this: (Ask questions to open them up).”
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#7: SEND ME INFO AND I’LL COMPARE IT TO MY CURRENT STATEMENT

“I would be happy to do that, and I’ll even go further and do the work for you. Tell you
what - I want you to be able to compare apples to apples and I want you to know exactly
what you’ll save by going with our program. Moreover, it’s important for you to know
about the current value added features you could be using to make more money in your
business.
Here’s what you should do: go ahead and fax me over your last two months statements
and I’ll give you a direct comparison of what you’re paying and what you’re getting in
return for that. If after I see it I find that you’re already getting a better deal, I’ll tell you.
And if we can save you money and give you some benefits that will help you even more,
I’ll tell you that as well. Either way, you’ll win. Does that sound fair?”
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#8: I DON’T HAVE TIME TO LOOK AT MY STATEMENT

“No problem - let me do that for you. I can prepare an accurate analysis of your current
processor with an apples-to-apples look at the current fees and, more importantly, the
current benefits available to you, and then present it back to you. We can meet for a few
minutes by phone or I can even send it back via email or fax.
Believe me ________, the small amount of time invested to review your current fees and
features in comparison with what I may be able to offer you could mean a lot to your
business. If you have a pen handy, I’d be glad to give you my fax number…”
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#9: WE PROCESS THROUGH AN ASSOCIATION PROGRAM

“That’s great, in fact I work with a lot of companies that are in association programs and
the reason they’re interested in our program is they are often over paying because of the
association’s one rate applies to all members.
Did you know that since Visa and MasterCard have different rates based on industry
type and how cards are processed one rate programs are can sometimes end up costing
you more in processing fees?
You see, these are just some of the things you need to know about to do what’s best for
your company. Here’s what I recommend – go ahead and send me two months worth of
statements and I’ll do a direct comparison across all categories – including some of the
rebate and features that are now available to you. When I’m done I’ll let you know if we
can help you. Do you have a pen handy?”
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#10: WE ALREADY PAY BELOW 1%

“________ I find that a lot of the time my merchants look at one rate but it turns out that
only a small portion of their business is being processed at that rate. A lot of it is at a
higher rate of 3 or even 4%!
Tell you what I’ll do, I’ll be happy to go over your statement and tell you for sure what
you’re paying. If you’re getting a good deal, then I’ll tell you. If I can save you money
each month, I’ll tell you that, too.
More importantly, there are many new features that we offer companies that can save
them a lot more than just money – and you need to know about them. Tell you what I’ll
do – I’ll take the time to give you an up to date analysis on what you’re paying and on
what’s available to you. After you see it in writing, you can make a decision as to what’s
best for your business, is that fair?”
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#11: I WANT TO THINK ABOUT IT

“You know ________, I hear that a lot and most of the time people tell me they are
thinking about work involved in making the change and whether or not it’s worth it.
Is that what you’re thinking about as well?”
[Qualify their answer and ask more questions here]
“I want to think about it” #2
“I think you should. Just so we’re clear, is it the savings you’re going to think about – I
mean, do you understand how that works?
“And if you decided to make this change, are you thinking about what it would take to
move over to another processor?”
“And lastly, given what you know about it today, on a scale of 1 – 10, where 10 means
you’d do it today, and 5 doesn’t count, where are you today?
[Whatever answer they give you]
“And what would it take you to be a 10?”
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#12: TELL ME YOUR RATE

__________, this isn’t only about rates – I mean I can obviously save you money on
your processing fees, but you need more value than that to go through the trouble of
changing your processing company, right?
The bottom line is about the value I can offer you and your business and how I can help
you run it easier AND save you money. Let me ask you a quick question – what would
you seriously need to see from me to even consider making a change in processing
companies?
“Tell me your rate” #2
___________, what I can offer you in terms of rates and saving you on your processing
fees is just a small part of why I’m calling. In fact, if this were just about rates, then I’d let
someone else call you and try to undercut what you’re paying.
The bottom line is that if I don’t provide you with some solid value that makes you want
to do business with me and continue doing business with me, then this is all a waste of
everyone’s time because there is always another guy out there who says he can save
you money.
Let me ask you a few things about your business to see if it’s even worthwhile for me to
compete for your business, and if I can seriously add to it, I’ll tell you, and if you have a
good deal now, I’ll tell you that as well…”
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