
to which payment card 
network they apply. 
These are part of the 
effort of the federal 
government to help 
businesses better 
understand their 
payment processing 
contracts and 
statements. Some of the 
Acquirers have been 
including all of the 
necessary information 
on their statements for 
some time. Others 
include as little as 
possible leave some out 
completely. 
Unfortunately the pricing 
system is very 
complicated and even 
with the new 
requirements most 
business owners will 
have difficulty comparing 
rates. 
*See next page for  
sample  

The code of conduct for 
the credit and debit card 
industry (Canada) has 
been updated with a 
number of requirements 
taking affect in 
November or 2016. 
Below is an outline of the 
new requirements look 
for changes on your 
November statement: 
Processors/Acquirers 
must include a “fee 
disclosure box” in their 
agreements (see below) 
Processors/Acquirers 
must disclose all other 
fees, e.g. monthly 
minimums, admin fees 
etc.  
Statements must 
include: 
Effective merchant 
discount rate 
(unfortunately poorly 
defined so basically 
useless) 
Interchange rates and 

other rates charge by the 
acquirer. This is good, 

many statements don’t 
show rates making it 
difficult to determine if 
you are charged as 
agreed (unless they find 
a loophole) 
Number and volume of 
transactions for each 
type of payment 
transactions. I would 
define this as for each 
type of card rewards non 
rewards credit debit etc. 
Total amount of fees 
applicable to each rate 
(see “2” above should 
work together). 
Details of each fee and 
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Payment Card Networks: Visa, MasterCard, Discover, Amex, Union Pay & Interac  
Acquirers: they handle the money transferred from each institution and individual must be a bank examples, Chase, TD Merchant Services, Global, 

Elavon, Moneris Desjardin, First Data 

Processors: no real definition here many ISO call themselves “Processors” but they actually are only resellers. 

ISO: Independent Sales Organization basically buys and resells services from Acquirers and Processors 

MSP: Merchant Service Provider, independent sales organization selling for the Acquirer/Processors 

There is currently an ISO (Independent Sales Organization) making a living by charging 

very large cancellation fees to businesses. They have a whole department including par-

alegals dedicated to collecting cancellation fees from unfortunate businesses that cancel 

their processing contracts without giving the proper notice or at the wrong time. They 

charge large cancellation fees with no breakdown showing  how they arrive at their fee, 

threaten legal action and register liens they have no right to register.  
If you have a contract with an ISO be very careful how you  cancel and don’t take the 

word of another salesperson that they will “take care of everything” or that “you have 

the right to cancel under the code of conduct”. Make sure your cancellation is  done 

properly and at the right time!! 

Alert!!  



Bottom line 

is be careful 

and know 

what you are 

signing! 
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The fee     

disclosure 

box will make  

comparison 

easier  

“The nature of 

fee changes 

must be given 

90 days before 

the change 

comes into    

effect” 

 

Fee Disclosure Box  

 Each rate disclosed below is the sum of: the networks’ interchange rate + the 
network assessment fee + per-transaction processing fees. A single rate is to be 
displayed for domestic payment card transactions, regardless of the pricing 
methodology used. 
Acquirers must disclose prices for processing methods for domestic cards that 
attract differentiated rates (e.g. electronic, swiped, manually keyed, card not 
present, etc.). Include as many columns as needed. A short definition, in plain 
language, must be provided for each type of processing method. 

This table is for illustrative purposes only and is not intended to capture all 
possible payment card types or processing methods. It is intended to present 
price information for the most common type of domestic card transactions and 
processing methods available to merchants. An industry working group will be 
convened to resolve any outstanding challenges associated with implementing 
this requirement. 

Payment card type 

Processing 
Method A 
(definition) 

Processing 
Method B 

(definition) 

Processing 
Method C 
(definition) 

Visa Classic [$X / X %] [$X / X %] [$X / X %] 

Visa Infinite [$X / X %] [$X / X %] [$X / X %] 

Visa Infinite Privilege [$X / X %] [$X / X %] [$X / X %] 

Visa Business [$X / X %] [$X / X %] [$X / X %] 

MasterCard Classic [$X / X %] [$X / X %] [$X / X %] 

MasterCard World [$X / X %] [$X / X %] [$X / X %] 

MasterCard World Elite [$X / X %] [$X / X %] [$X / X %] 

MasterCard Business [$X / X %] [$X / X %] [$X / X %] 

Discover [$X / X %] [$X / X %] [$X / X %] 

MasterCard Debit [$X / X %] [$X / X %] [$X / X %] 

Visa Debit [$X / X %] [$X / X %] [$X / X %] 

Interac Debit [$X / X %] [$X / X %] [$X / X %] 

  

Acquirer: this is the bank that actually moves the money. Acquirers in Canada 

are,  Caledon Card Services, Chase Paymentech Solutions, Desjardins Group, 

Elavon, First Data, Global Payments Canada, Home Trust, Moneris Solutions, 

Peoples Payment Solutions, TD Merchant Services. Other companies that 

promote themselves as processors are technically Independent Sales Organi-

zations (ISOs) reselling the services or the Acquirers 

The most common Processing Methods are Interchange Differential, Inter-

change Plus, Tiered and Flat Fees. 
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have the right to cancel 
within 90 days of being 
able to determine so.                                                                                                           
May businesses don’t 
know that their 
processors pay lower 
cost for their business. 
Some of the business 
with sometimes 
significant lower 
Interchange rates 
include, grocery, fuel 
(gas stations) and 
registered charities. If 
you fall into one of these 
categories you should be 
getting better rates.  
MasterCard and soon 
Visa also have special 
interchange rates for 
specific types of 
businesses.  
 
Below is a list of the 
MasterCard “everyday 
spend” category: 
MCC Description  
 -4121 LIMOUSINES AND 
TAXICABS 
-5192 BOOKS 
PERIODICALS AND 
NEWSPAPERS  
-5200 HOME SUPPLY 
WAREHOUSE STORES 
-5251 HARDWARE STORES  

-5261 LAWN AND GARDEN 
SUPPLY STORES  
-5331 VARIETY STORES  
-5422 FREEZER LOCKER 
MEAT PROVISIONERS  
-5451 DAIRY PRODUCTS 
STORES  
-5462 BAKERIES  
-5499 MISC FOOD STORE-
CONVENIENCE MRKT 
SPLTY VENDNG MACS  
-5697 ALTERATIONS 
MENDING SEAMSTRESSES 
TAILORS  
-5812 EATING PLACES 
RESTAURANTS  
-5814 FAST FOOD 
RESTAURANTS  
-5912 DRUG STORES 
PHARMACIES  
-5942 BOOK STORES  
-5994 NEWS DEALERS AND 
NEWSSTANDS  
-5995 PET SHOPS - PET 
FOODS AND SUPPLIES  
-7210 CLEANING 
GARMENT AND LAUNDRY 
SERVICES  
-7211 LAUNDRY SERVICES 
- FAMILY AND 
COMMERICAL  
-7216 DRY CLEANERS  
-7230 BARBER AND 
BEAUTY SHOPS  
-7251 HAT CLEANING 
SHOPS SHOE REPAIR 
SHOPS SHOE SHINE  
-7523 AUTOMOBILE 
PARKING LOTS AND 
GARAGES  
-7542 CAR WASHES 

MasterCard: MasterCard 
has reduced their 
Interchange rates for the 
most popular credit 
cards usually described 
as “qualified” cards. 
These represent about 
50% of the cards in 
circulation. The 
reduction took effect on 
December 1, 2016 and 
was .05%. 
Visa: Visa has 
announced reductions in 
their interchange rates 
apparently in April of 
2017 (not confirmed) we 
do not know yet which 
rates are being reduced 
and by how much. Visa 
is apparently also adding 
an everyday spend 
category similar to 
MasterCard’s details to 
follow. 
What does this mean to 
businesses? Interchange 
rates are the Processor’s 
basic cost paid to the 
card issuing banks. 
According to the Code 
of conduct if you do not 
receive full benefit of 
these reductions you 

Successful 
Businesses 

find a balance 
between 

sales, margin 
and expense 

control 

Most 
Businesses 
run a bottom 
line profit 
between 5% 
and 10% of 
sales. Payment 
processing 
can  be 1.75% 
to 5% of sales . 
See the 
Importance? 

Reports Are Important and Useful 

in losses to the business. This 

person was caught because the 

company was monitoring 

refunds and voids noticing some 

anomalies in the store. An 

investigation was launched and 

the employee was apprehended 

and has been charged with theft. 
There is a lot of information to 

be gathered from reports even 

the simple processing report 

and batch reports. I can say 

from experience that following 

some basic rules for report 

follow up can result in major 

savings. Here are some 

examples: 
Processing reports show how 

credit cards are processed the 

word “standard” beside a card 

means it was processed without 

the card being present. This is 

not only more expensive to 

process it can also be a sign of 

fraudulent transactions and 

should be avoided whenever 

possible. 

Processing reports announce 

changes in fees, these should be 

followed up and you should find 
out how much more it is going 

to cost you. I have seen one 

time increases as much as 20% 

of the bottom line cost. You 

have the right to cancel within 

90 days of being able to 

determine the cost of a change 

in fees. 

Continued on next page 

Very smart people taught me 

long ago that the secret to a well

-run business was having a 

‘balanced operation” that 

includes emphasis on sales, 

expense control and investment 

control in the right proportions. 

Businesses get into trouble most 

often when they pay too much 

attention to one at the expense 
of the other. I am often 

reminded of this when I visit new 

clients that pay little or no 

attention to available reports.  
A retail operation that I am 

familiar with recently discovered 

that an employee had been 

stealing cash from them using 

fraudulent refunds for some time, 

resulting in thousands of dollars 
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investigated. 
Batch reports should be 
matched to bank deposits, if 
you processor subtracts fees 
daily then the total fees and 
deposits should be balanced 
with the processing 
statement at the end of the 
month.  
Which credit cards you 
receive also give you an 
indication of who your 
clients are, business/

Processing reports show a 
total of refunds these should 
be tracked and recorded any 
spike in the refund 
percentage should be 

commercial cards, high 
end and high fee cards 
are generally associated 
with more affluent 
clients. If your percentage 
of “non qualified” cards 
is higher than 50% it may 
indicate a large number 
of card not present 
transactions, large 
business clientele or a lot 
of more affluent 
customers. 

Peace of mind                    
Independent unbiased    

audit of your processing 
statement. Contact us for 

details 

Reports Continued 
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terminal is free (to keep) if 
you cancel before the end of 
the term there are a number 
of fees to pay and you are 
also charged a monthly 
“terminal maintenance fee” 
which is less than you would 
be paying in rent but still not 
free. 
Great Rates That Don’t 
Last: Have seen a number of 
businesses sign up to 
contracts with great rates only 
to see them increase after 
only a few months. Often the 
business doesn’t know how to 
read their statements and 
can’t tell how and how much 
their rates have increased. 
$500 Gift Card if We Can’t 
Beat Any Rate: They will 
beat it but see the above 
entry.  
“Wholesale rates”: One 
company if boasting about 
being able to bring a lot of 
small companies together to 
get “wholesale” discount 
rates. First there is no such 
thing large businesses doing 
over $500 million a year in 
credit card sales get special 
rates but you can’t put a 

Unfortunately buyer beware is 
still the norm when businesses 
arrange credit and debit card 
processing. Complicated 
pricing, statements, 
unintelligible statements and 
sales representatives paid on 
commission basis are fertile 
ground for bad deals. Below 
are some of the “deals” we 
have seen that aren’t so good.  
$300 to $500 Gift Card: One 
company is offering prepaid 
cards as a signing bonus but 
look closely. They also have 
the highest setup fees in the 
business generally by far more 
than the gift card.  
Cancel Within 90 Days at 
No Cost: The same company 
as above is offering this and 
although there is no 
cancellation fees you forfeit 
the large setup fees and as the 
bonus is only paid if you stay 
past the 90 days you lose that 
too. You end up paying more 
than the cancellation fee 
would have been.  
Get a Free Terminal: One 
company has been doing this 
for a while but again the devil 
is in the details. Although the 

bunch of businesses 
together to get this rate. It 
is possible to get better 
rates if you have bigger 
volume but the company 
promising the “wholesale” 
rates makes more money if 
you pay more.  
 
There are countless other 

ways that some sales 

companies convince 

trusting businesses to sign 

on the dotted line. There 

are honest companies and 

sales people but there is so 

much of the other side of 

the business that they give 

everyone a bad name. 

Bottom line be careful 

know what you are signing 

the cost could be a lot 

more than just a slightly 

higher processing fee.  

When A “Deal” Is Not a Deal 


