
Field Guide 
for the New Small ISO

How to Get Ahead in a Crowded Industry



Merchant services is crowded in 
most common merchant areas
There is still room to be a success
To get ahead you must be

Focused
Value Driven 

Innovative
Game changing

Not your father’s industry,
not even close



Don’t go head to head with big guys
Don’t sell what you always sold
Don’t sell what will not make decent 

profits for you
Don’t try to re-create what has already 

been successful

What not to do
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6. To avoid criticism – which nobody wants
7. To make their work easier – a constant need to many people
8. To speed up their work – because



Take inventory 
Find a less developed market niche
Find/Develop the high value solution
Create a new way to reach the merchant
Go the extra mile to find the hidden 

merchant business
Stay in it for the long haul

What you should do
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What is working today in 
merchant services sales?

Lower fees
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?

Relief on burn rate
Integrates into core process of the 

merchant business
Eliminates extra steps, reconciliation
Keeps customers, revenues coming
Provides personal safety net
Gives merchant confidence



What advice for 
the new 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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