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By Adam Roberts

www.firstamericane-ne.com

3 Steps To Eliminating All
of Your Credit Card Fees
I

f you want to save $1,000s of dollars for your business, there are 3 steps to eliminating your
credit card fees for your company that are all equally important. And if done right, these
steps can literally launch your business to another level, saving you a massive amount of
money in merchant account fees each year, but it will require you to make some changes in
your overall processes. Additionally, it is going to take some mental shifts from you, the owner,
and your employees, along with system changes in business practice to help you achieve the
goal, and not lose revenue, while lowering your costs.
But if you follow the steps correctly, you’ll be well on your way to eliminating your fees and
increasing your bottomline, spurring you on to greater success and staying a step ahead of
your competition. And you can even accomplish this while maintaining customer satisfaction
and saving mountains of money for your business.
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Step #1
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Embrace the Change, Make
the Mental Shift, and Believe it is
Possible

T

his may seem obvious but don’t overlook its essential importance. Because in a nutshell,
what we are aiming to do is add 2 to 4% to every sale that you process via credit card. This
may require a new machine, point-of-sale (POS) system, or software to implement. And that is
a fairly straightforward point which we will address in a minute.
But first, you may immediately think, will I lose customers by adding this fee? Contrary to what
you may believe, out of all the clients that we have helped to implement this strategy virtually
none of them suffered a loss in clientele. In fact, due to making this change some of them
actually saw a rise in their overall revenues. Part of this of course is simply because they’re
adding 2 to 4% to the sale. But it’s also due to the fact that most consumers simply don’t mind
paying the fee. To understand why customers react this way, you must look at it from their
perspective.
For example, if you run $100 sale through the credit card machine, and you add 3% to that
transaction that’s only $3 dollars that the customer pays in fees! However, as a small business
owner if you add that $3 dollars to several hundred transactions over the course of months or
years, that adds up to $1,000s per year in fees.

Example Transaction of $100
For Customer: 3% x $100 = only $3
For Business Owner: 3% x hundreds of sales per month = $1,000s of dollars in fees!!
Therefore, a measly $3 to a consumer is not going to drive them away ESPECIALLY when they
are already there ready to buy. You must remember that consumers already typically pay
taxes and fees regularly on every single sale. So $3 to a consumer is not very much money,
in fact it almost looks like a tax on the sales receipt to them, which the consumer has learned
over time and been accustomed to paying already on a regular basis (with the rare exception
of states which do not charge sales tax, such as Tennessee).
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One of my sales and marketing mentors Stephen Larsen, who is partnered with the great
marketing guru Russell Brunson, taught me the importance to: “Never assume that the value
and price of my product/service in the eyes of a consumer, is the same as my perception of the
price and value.” The customers perspective and your perspective are often NOT the same.
So, you must not make this mistake by assuming that $3 dollars is going to push that client
away. Because the truth is, they are probably just happy to purchase your good or service
and get what they are looking for. They understand that taxes and fees are part of the deal.

Real Customer Case Study

Case in point, We’ve got a little bakery shop here in
town. And this business owner is always innovating, she’s always looking for the next thing to
improve her business, advertising campaigns, marketing campaigns, looking for better deals
and ways to stay above the pack and beat out her competition. And she jumped on our cash
discount program right away. In fact she was one of the first to say “yes” and jump on board.
And quite literally her sales went up, her costs went down, and believe it or not, her store is
ALWAYS busy. Every time we go in to see this Merchant she is pretty much always slammed
with orders. She is a very successful business owner and probably the most successful bakery
in town. And she knew that this is the future of credit cards. She knew she didn’t have to eat
these costs anymore and now she’s using that money to bolster her business even more! And
the rest of the competition are just struggling to keep up with her.
And you can do the same thing as Regina. You can save that money and put it back into your
own pocket for good use.

Never assume that the value and price of your product/service
is the same in the eyes of a consumer, as your perception of
the price and value in your own eyes.
So, your mind frame as a business owner is
extremely important. Do your best not to
think of it with such a limited view but rather
look at it from the customers perspective.
And even if you have a high dollar product
or service such as jewelry, furniture, or TVs
where you are running transactions for
$1,000s or $10,000s of dollars at a time, even
3% against a $1000 sale only comes out to
$30 for the consumer. But for you to eat that
$30 over and over again, month after month,
transaction after transaction it adds up fast
to a lot of money. When consumers are used
to paying even upwards of 7 to 9% in some
states on sales tax, it should not push away
clients when they have already entered the
door ready to buy and are accustomed to
already paying fees.
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Example Transaction of $1000
For Customer: 3% x $1000 = only $30
For Business Owner: 3% x hundreds of sales per month = $10,000s of dollars in fees
per year!!
And I can honestly tell you after spending over 12 years in this business, and handling hundreds
of clients, that this is the future of credit card processing. And I predict that nearly all
businesses will be passing these fees along to the consumer in the very near future. And it’s
because consumers are already paying taxes and other fees on every sale. Thus adding a
small 3 to 4% to each transaction hardly phases the individual consumer in the marketplace.
Once business owners catch onto this, and understand it won’t adversely affect them but
rather be an advantage to their business, then eating these fees will be a thing of the past.
Couple that with the rising cost of business these days, plus increasing factors and difficulties
for business owners all over the country, the benefits of saving money on these fees will be too
great for business owners to pass up.
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Prepare Systems to Add 2% to 4%
(or whatever percentage you choose)

to Each Transaction

A

s I mentioned earlier, making this change in your business may possibly require new
equipment. That may mean you need to purchase a point-of-sale system, or software
that has the capability to add 2 to 4% on every individual sale. Plus, to fully implement and
automate the addition of the service fee, it may also require some slight training for employees
to make sure it gets done right. We will talk about these needed adjustments more later.
But first, you need to know that in order to fully implement a cash discount program (where
the customer has a fee for paying with a credit card, but gets a discount for paying with
cash) under Visa/MasterCard regulations you are required to post a small sign to inform your
clients of the fee. It can be somewhere that is easily visible near the ticket counter, on the wall,
or online on your website. Both of these items, new equipment and new signage, can be easily
taken care of by a quick responsive, reputable and trustworthy processor. This can be the
challenging and difficult part. If you have a processor that is fast and helpful, it won’t take long
at all. But if you have a processor that’s hard to reach or difficult to work with, this can turn
costly by taking quite a bit of time as well as rather expensive. Additionally, many processors
may even steer you away from a cash discount program such as this, simply because they’re
not making as much money from you. They’re only concerned with collecting those fees from
you month after month, year after year, and nothing more.
But an honest and genuinely reputable processor that cares will assist you with this and in
fact encourage it as a way to help you cut costs and beat out your competition. And just
think what that amount of money, when you’re saving thousands of dollars in fees per year
can do for you versus your competition in the marketplace. But on the other hand, it’s very
bad news if your competition jumps on this before you do, and they don’t have to pay credit
card fees, but can use that extra cash for marketing, or advertising, or better employees, or
equipment, or other perks and benefits that help spur them to provide a better product or
service. And scary as it sounds, that’s going to make it much more difficult for you to compete
in the marketplace. Hence, saving that business capital is extremely important for the success
of your business. A good solid processor will recognize this, and you can rely on them to help
you implement it quickly and get it done right. But the wrong one can damage your ability to
succeed and be able to pull this off.
This leads me to what could be the most important step, which is how to find that company.
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Find a Reputable & Trustworthy
Processor to Make it Happen

I

mentioned before that I’ve been in this business for over a decade. When I got in the credit
card business I found out 2 things right away:




The credit card business does not need another processor. There’s way too
many out there to choose from. And if you’re reading this, you may have already
experienced and seen that to be true.
But what the credit card processing world does need is a lot more honesty. There
are so many processors out there that simply want to sign you up, get you locked
into a contract, and then you’ll never see them again. They take your money and
run. So finding that honest and trustworthy processor to handle your money is
essential.

First, when you begin your search you might ask yourself: “Have I ever seen or talked to my
credit card rep personally?” Because the truth is, when you are running up to 80 to 90% of all
your money through your credit card machine, you might find it scary to think that you can’t
even get a hold of a personal representative to handle your account. Such as with companies
like Square, Amazon and Paypal where often you can’t even call someone! Or if you’re lucky to
have their 800 number you’re at the mercy of a lowly trained tech-support person from India
or some country from who knows where.
And honestly, that’s why companies like First American exist. Frankly, we don’t even sign up a
client unless our representatives have met or talked with them personally. And we set them
up with a live dedicated account executive who will personally oversee that business from
start to finish, and take care of them for the life of the account. This creates accountability.
We then give our clients our cell phone numbers, and give them click-of-a-button incredibly
fast free support that’s just a text or speed-dial call away, giving you a dedicated processor
with a strong relationship for all of your processing needs. So whenever you have a problem
or an issue you can always text or email your representative as well as his/her team directly
anytime you need them.
Some of you have heard me say this before, but that’s why I bank with a little bank right across
the street from me. Because when it comes to my money, I like to look someone in the eye,
shake their hand and know I can trust them. And personally, that’s important to me. So we
offer the same level of courteous fast direct response to our clients whenever they need it.
Therefore, make sure you can find the same with your processor.
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And if you can’t find such a processor with these qualities, feel free to reach out to us. We
would love to the opportunity to serve you with our quality of service, which we believe is the
fastest in the nation.
But finding a processor with fast FREE direct personal support is not the only reason why this
step is important. If you need a new point-of-sale machine, software, or credit card reader to
automatically add the service fee, then make sure you don’t get taken advantage of by them,
or gouged by price on such systems.
Unlike many processors (such as First Data, which is the largest credit card processor in the
world) my sales office expressly refuses to lease credit card machines for exorbitant amounts
and take advantage of merchants. Be careful of companies like these, that charge merchants
a monthly rental or lease fee, which often adds up to thousands of dollars. Because the typical
credit card machine cost from the manufacturer comes out to only a few hundred dollars or
less per machine.
True story: I had a little auto repair shop who, before I met the owner, he paid $60/month
for their credit card machine on a lease. The problem was, it was a 48-month lease. So this
guy paid $60 a month for years and years. We totalled it up and he ended up paying almost
$3,000 for his credit card machine over the course of 4 years! I told him: “Mr. Starks, I don’t
mean to tell you this to make you mad sir, but I would’ve given that SAME machine to you for
my cost, which is $150!” But the nightmare doesn’t end there. At the end of a lease, they will
make you send the stupid thing back to them. Even after paying nearly $3,000! To me that is
highway robbery. (And that’s why I always inform merchants to never ever lease a credit card
machine, you will get taken, and pay WAY more than it’s worth.)
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A trustworthy and honest service provider, will give you such equipment at or below their
cost. And they will help you save money this way as well. (By the way, at First American we
also give away our mobile chip readers that connects to your cell phone for free. Meanwhile,
Square charges $50 for them at your local Office Depot or you can elect to wait 4 weeks to
receive it from them the mail, but First American can ship you our reader for delivery in 3-5
days! So make sure you don’t buy one from Square. Get a FREE one from a fast delivering
processor that offers it.)
In conclusion, if you follow these 3 simple steps you will be well on your way to saving a massive
amount of money for your business and drastically cutting your costs. The extra business
capital can help launch your business to a totally different level and help you rise above your
competition in the marketplace. However, on the contrary, if your competition is already
implementing such a Cash Discount program on their own, you may be fighting an uphill battle
and struggling to maintain an edge over your competitors. This may eventually lead to the
demise of your company as you lose market share in your industry.
So embrace these changes right away and make the mental shift that’s required to help your
business get setup with the systems and equipment necessary (at a fraction of the cost) with
a processor that will take care of you . And if you need help, feel free to reach out anytime to
our team. We can help point you in the right direction, whether it’s with us or even another
processor that has a good reputation. So that processor will help launch your business to the
next level, help you save money, and you’ll be more successful in the long run. You can visit us
online for more helpful tips on our website.

You can contact us here at
www.firstamericane-ne.com or
402-261-6700
anytime you need help.

