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OGY PRIVING REVENUE:

EXPLORING TRADITIONAL AND NEW
CARD ACCEPTANCE ATERNATIVES

TECHN&

BY: 7EERPHK IWANNER

While most ECR fe
acceptance solution,
are, in terms of feat
underpins card acdef
competitive market s
one box or two, multi
card processing, all

lers realize the importance of delivering an integrated card
ew understand how vastly different the available technologies
es, flexibility and costs. By understanding the technology that
ance solutions, resellers can quickly gain an edge in this highly
rtor. Between dial and internet protocol (IF) based processing,
e or fixed processor choice, it is clear that in the world of ECR
lutions are not created equal.

The Significance of Card Ade
Today's North American cong
environment. A 2005 Fede
between 2000 and 2003, |an
annual transactions in 20&7
such as contactless, of whic
is phenomenal and this is ]
planned". i

eptance

mer has come to expect the convenience of norn-cash payment in almost every retail
Reserve Payments Study, revealed that electronic payments grew more than 30%
predicted that dabit and credit transactions will both surpass checks in terms of total
eyond credit and debit, newer card technologies are beginning to take hold as well,
5lobal Payments’ Greg Cohen has said “Contactiess is going to happen....the growth
 the beginning...the cards and fobs are moving onto the street quickly, much faster than

Leveraging Technology for R
The compeatitive environmgnt
internet-based resellers, ahd
are turning away from haréw

pvenue

r EGI dealers is increasingly vigorous, with PC-based POS systermns gaining popularity,
fiice supply stores offering cut rate prices on off-the-shelf ECRs. Increasingly, reseliers
e prices as the basis for competition and focusing instead on value added applications,
support and tools. As Businesg Solutions Editor Dan Schell notes: “The obstacle Is competition from Internet reseilars
and office supply stores.._sométimes you can give your client all of the information on a product, enly to have the client
make the purchase through afiother channel. To help avoid this happening, do what you afways do as a VAR, siress
service and your technical exgiertise”. With staggering technology changes over the past few years, the challenge for
resellers is to select thosg thil hold the best opportunity for growth over the short and medium term. Card payment
tachnology is one area tha llers should consider carefully, as GRS VP Bruce Mann states In the June 2005 Datalink:
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“IP processing, gift card prbg
integration are solutions tha
perfarmance”.

& and electronic payment
ift the focus from price to

e de facto standard for
ctors for a few reasons.
Yy communications costs
connection to process
liminating a dedicated
e |P based transactions
ose procassed on a dial
from over 12 secands on
lume ECR environmenis,
tangible improvement in
band networks are highly
valuable properties such
ng ECR ugers, use of

IP processing has becomne!t
transactions in many rethil
First, retailers save on o
by using an existing irde
their transactions, thergb
telephone line. Second, s
are dramatically faster tha
ling, reducing transaction|ti
average, to under 5. in high
thig can fransiate into a v
customer sarvica. Third, br
reffable, and have inhe

as bi-directional rc)utinJ?3
IP technology is still in i ncy. I part, the lag in 1P
technology adoption in this Mector has been dua to the

absence of a solution that ig gimple and cost effective to
deploy and managa. S

Card Payment Options| | E
Like any technology \#ri
industry trends, card acogpia
for ECRs has been ar
evolution,  From  manuali |
card imprinters, to standl- | |
alone payment terminalsg
to integrated and now P
based solutions, this
evolution is compellad
by merchant and,
consumer  demand. .
Until  recently, ECR]
merchants have largely’
depended on one of
two options to integrate
card acceptance. wa
golutions are coming , ouk
marking the next step fin this
evolution, leveraging the inhérent
properies of internat protegol for a
more flaxible, cost effdctivg design that

puts reseliers in the dri\ém fseat.
)
}

Non-integrated :

FPerhaps the most comrﬂ1 il used option, non-integrated
solutions simply pair a sfanid-alone payment terminal such
as a VeriFone Trans330 with an ECR at the checkout
counter. Introduced Befdpe the boom in electronic
payments beginning in | 99 , it is still popular today. Back
then, it was only the o a$ pral transaction that involved
a card of any type. Mahy &nall, low volume retailers still
depeénd on this set ug, which sends iransactions over
a dadicated telephone ling to the processor's host. For
merchants with low card fignsaction volumse, this soiution
works well, though it does haive a few drawbacks, primarily

“The obstacle is competition from
Internet resellers and office supply
stores...sometimes you can give your
client all of the information on a product,
only to have the clientmake the purchase
through another channel.”
-Dan Schell
Business Solutions Magazine
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difficulties with reconciliation and the inconvenience of
issuing two receipts.

Integrated using Proprietary Boxes

The first integrated solution for card paymenis to hit
the ECR market still enjoys popularity today. This set
up connects a proprietary ‘add-on’ box via the ECR's
serial port, sending card transactions to an established
processor's host via a telephone line. As card transactions
grew, this solution evolved into an 1P based processing
solution. In this scenario, the merchant must purchase
a second proprietary box that is daisy chained with the
existing unit.

Though this arrangement works reliably, resellers and
merchants have recognized drawbacks, and have driven
demand for the next phase in this evolution. Amang these
limitations is the cost of two units, which is prohibitive for
many mercharits. Anotheris tha inability to sénd transactions
to more than one procassor. Often there are substantial
savings to be gained by using different processors for
each card type, but the cost of redirecting offsets these

savings, Many merchants have no option but to
gend transactions through an intermediary

processor, adding to averall costs.

Towards 2 Simple
integrated IP Solution

With the industry demanding more
flexible solutions, new products are
arriving on the scens that connect
ECRs to an IP netwark with only ane
hox, at a cost less than a proprietary ‘add
on’, More than simply making the transition to
IP less costly and cumbersome, these solutions have
a broader significance, Contro!l of the payment device,
which manages message format changes, upgrades and
configurations — is now in the hands of the reseller, instead
of the vendor. This type of set up solves séveral problems
for baoth the merchant and the reseller. Rather than paying
a fee for even minor reconfigurations, the merchant can
turn to the reseller, who now has access to network and

trangactional data to support the merchant.

Competing on service is easier whan you have the tools.
Some of the new solutions feature an on-board network
eonfiguration manager that alerts the reseller to problems,
and provides a remote view of the merchant’s end device.
The merchant can access a customized dashboard with
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transactional and n

statistics, Remote access
means fewer onsite vigits

ird faster problem resolution.

ce lays the groundwork for
il by merchants: the ability to
hs by card type. That means
pricing and select the best
h the payment device remotely
e merchant efiminates the cost
Wia an intermediary processor.

route to multiple destinat!
merchanis can negefat
procassor by card typ
configured by the raselkar,
of redirecting transactiong
T
% type of soclution is the next
volution. “This goes above and
beyond simply integrating: gard acceptance”, said reseller
Jarry Logan., "We can femotely view the merchant's
store and network activity,| allowing us to be even more
proactive in offering sﬂpp&t."
| .

Many resellers believe tH
phase in ECR accaptard?ce

Looking to the Future |
If there's ona thing histbry{ hzaches us about technology, it
is that design must have @in eye for the future, to extend
the functional life of products even as new trends take
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hold. In the world of ECR card payments, change is most
likely in the growth of naw card types and the hardware
that support them. ECRsg are in danger of obsolescance
over time without the ability to integrate peripherals.
Whether it is today's bar code scanners, ATMs and
printers, or tomorrow's contactiess smart card readers
and biometrics such as retina scanners, the merchant has
extra ports available for this evolution. While it rmay seem
a long way aoff, the idea of electronic payments overtaking
checks was considered out of the question just a decade
Or S0 8go.

After examining the traditional card acceptance options
for ECRs, as well as newer, more flexible alternatives,
it's clear that there is cause for a shift in the industry
landscape. Resellers need to consider solutions that allow
them to compete on morse than one front: price, support,
and value added faatures.

Deepak Wanner is Prasident of Precidia Technologies.
Contact him directly at
president@precidia.corn or 1-877-998-2747

Customizable.

CAP Software has over 28 years of experience listening to
our customers and adding features based on their needs.
The result is a feature rich application that fits almost
any kind of retail business. However, we understand
that every business is unique, so we provide custom
programming setvices to make our application an exact
fit for your customer’s business. If your customer needs
a specific feature, we can add it. If they need a special
report, we can build it. Contact CAP today to find out
why we're a perfect fit for you and your customers.
Contact CAP today to find out why we're a perfect fit
for you and your customers.

Corviseion

Refining the Retail Experience

sales@capretail.com * www.capretail.com

CAP Retail Manager can:

* Add custom features
¢ Build new reports
* Get an exact fit for your customer

800-826-5009
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puts Y
the driver’s seat

Peripherals easily added

$end any card to any
processor

Dealer controls device
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