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Payment Card Networks: Visa, MasterCard, Discover, Amex, Union Pay & Interac  

You can’t find much information on the internet but there was a settlement in a class action suit for 
the benefit of Canadian Merchants. As most merchants know Visa and MasterCard do not allow mer-
chants to charge a fee for accepting credit cards, they can however give a discount for cash or debit 
transactions. According to the terms of the settlement Visa and MasterCard will now allow mer-
chants to charge a fee for accepting credit cards. Merchants will be allowed to charge a surcharge 
but there will be limits and merchants must disclose the charge to customers.  
Merchants are currently allowed to apply a surcharge to debit transactions but few take advantage, 
generally they have charged in small retail outlets with small average sales. The fees for credit cards 
vary by card type and how they are accepted. The links below show the Interchange rates for various 
credit cards that the banks pay to the card issuing banks. Merchant fees are subject to a markup by 
the processors. http://www.smallbizassist.ca/index.php/interchange-rates-by-credit-card/  
Note many merchants have been under the impression that this was a law it has always been rules instigated by 
Visa and MasterCard for the privilege of accepting credit cards. However this doesn’t mean merchants 

can start charging surcharge fees on credit cards. The settlement still has to be ratified by the 

Visa & MasterCard Canada Settle Class Action Lawsuit! 

Mastercard Statement on Settlement Agreement in Canadian Merchant Class 

Litigation 

James Issokson | June 13, 2017 | Industry News  
“We believe that an amicable resolution is in the best interests of our stakeholders. Although we 
have strong defenses to the claims, a settlement avoids the continued costs and uncertainties that 
are inherent in litigation.” 
Under the terms of the agreement, Mastercard will pay CAD$19.5 million on a pre-tax basis. 
Mastercard has also agreed to make modifications to its No Surcharge Rule to allow Canadian 
merchants to impose checkout fees on credit cards, subject to certain conditions designed to protect 
cardholders. Such conditions include a surcharge cap, a requirement for merchants to disclose their 
surcharging practices, and provisions to ensure a level playing field with cardholders of competing 
payment networks. 
“This agreement includes important safeguards around the disclosure and level of surcharge to 
protect consumers.”  
Source: https://newsroom.mastercard.com/news-briefs/mastercard-statement-on-settlement-
agreement-in-canadian-merchant-class-litigation/  

Visa Resolves Claims in Canadian Merchant Class Action Proceedings 

Toronto, ON – June 12, 2017 – Visa Canada has entered into a settlement agreement to resolve the 
Class Plaintiffs’ claims in the Canadian merchant class action proceedings.  The claims were originally 
brought by Canadian merchants in 2011. 
The agreement with the Class Plaintiffs includes, among other terms: 

 A financial settlement of $19.5 million CAD 

 Agreement to revise Visa’s No-Surcharge Rule similar to Visa’s modified US rule 

The agreement to revise Visa’s no-surcharge rule and allow merchants to impose checkout fees on 
credit card transactions includes consumer protections, such as a maximum surcharge limit and 
requirements for merchants to disclose their surcharging practices. These revised rules will come into 
effect 18 months after court approval of the settlement. 
The settlement agreement is still subject to court approval in each of the Canadian provinces in which 
claims were brought (British Columbia, Alberta, Saskatchewan, Ontario and Quebec).  
Visa has settled without admission of any wrongdoing and remains of the view that it had strong 
defenses to all of the allegations advanced in the class proceedings. Source: https://www.visa.ca/
en_CA/about-visa/newsroom/press-releases/visa-resolves-claims-in-canadian-merchant-class-action-
proceedings.html  

http://www.smallbizassist.ca/index.php/interchange-rates-by-credit-card/
https://newsroom.mastercard.com/people/jissokson/
https://newsroom.mastercard.com/views/industry-news/
https://newsroom.mastercard.com/news-briefs/mastercard-statement-on-settlement-agreement-in-canadian-merchant-class-litigation/
https://newsroom.mastercard.com/news-briefs/mastercard-statement-on-settlement-agreement-in-canadian-merchant-class-litigation/
https://www.visa.ca/en_CA/about-visa/newsroom/press-releases/visa-resolves-claims-in-canadian-merchant-class-action-proceedings.html
https://www.visa.ca/en_CA/about-visa/newsroom/press-releases/visa-resolves-claims-in-canadian-merchant-class-action-proceedings.html
https://www.visa.ca/en_CA/about-visa/newsroom/press-releases/visa-resolves-claims-in-canadian-merchant-class-action-proceedings.html


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” 

 

If you accept credit and debit 

cards it is important that you have 
specific closing procedures to 

make sure you can balance 
properly and all businesses 

should balance their 
electronic payments 

religiously. Why balance daily 
what  can go wrong: 

A batch is not settled all of the 
credit card transactions in that 

batch are “pending” on the 
customer accounts after 72 hours 

they come off the accounts and if 
that money is used before the 

batch is settled the business loses 
the money. You must balance 

your batch reports to your daily 
bank deposits. 

A customer is able to 
surreptitiously enter a refund on a 

terminal without staff noticing 
unless you balance POS (cash 

register) to you credit card 
terminal you won’t notice.  

An dishonest employee can 
enter refunds to their credit card 

account or a friend or relative you 
should not only balance POS to 

settlement and deposit but you 
should also be tracking refund/
void percentage of sales looking 

for spikes during specific shifts.  
There are sometimes 

communication problems with 
terminals and specific transactions 

that do not seem to go through 
are duplicated either sales or 

refunds. In this case the POS 
would not balance with the batch 

report and the batch report may 
not balance with the bank deposit. 

There are numerous other  
scenarios that can cost a business 

money including bank errors (yes 
they happen) so balancing POS to 

settlement and settlement to bank 
deposit is a necessity for any well 

run business. 
 

Suggested Closing 

Procedure For a 

Non-Integrated POS 

Systems 
A non-integrated system is one 

in which a sale (other than cash) 
has to be entered twice, once in 

the POS station and once in the 
credit/debit terminal.  

Run a sales report (do not 

settle) on the terminal and POS 

station (cash register). Compare 
the totals if they match settle the 

batch on the credit/debit terminal.  
Balance cash sales to cash in the 

POS station.  
If the reports do not match 

compare Visa, MasterCard and 
Interac to see which is out. Run a 

full sales report on both systems 
and compare sales in the network 

that is out looking for 
discrepancies. If possible to 

correct the error before batching 
do so (delete a duplicate sales or 

refund), otherwise note for follow
-up and corrective action.  

Settle the batch 
Retain reports for next day 

Match your batch to your bank 
deposit, some processors do 

separate deposits for each 
network others just one deposit. 

All businesses should be aware of 
the cut off time for next day 

deposits of you electronic 
transactions most processors now 

give next day deposits. 
If deposits and batches do not 

match you have to find out why. 

We recently dealt with a company 
that had multiple terminals and 

non-integrated POS stations and 
had terrible problems balancing. 

The problem turned out to be 

internal they weren’t batching at 
consistent times making balancing 

impossible.  

Suggested Closing 

Procedure for 

Integrated POS 

Systems.  

An integrated POS system is 

one in which the sale is entered 
once in the POS system a pin pad 

is connected to the POS station 
for electronically reading credit 

and debit card information into 
the POS system. The POS system 

(not a terminal) communicates 
through the appropriate network 

to authorize the transaction. At 
the end of the day the POS 

system automatically settles your 
batches. The advantage of an 

integrated system is obvious 
below.  

Run your day end reports as per 
the instructions of you POS 

provider.  
Balance cash sales to cash in the 

POS station.  
Retain reports for next day 

Match your batch to your bank 
deposit, some processors do 

separate deposits for each 
network others just one deposit. 

All businesses should be aware of 
the cut off time for next day 

deposits of you electronic 
transactions. If your processor is 

not giving you next banking day 
deposits on a consistent basis it 
might be time to change 

processors. 
Investigate any discrepancies 

Note and record any spikes in 
refund/void % of sales, investigate 

Closing Procedure For Electronic 
Transactions 
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Options For Accepting Credit Cards 

expensive than credit card 

processing . Note some 
smartphones don’t 

accommodate the attachments 
and software.  Hidden fee alert, 

some companies insist upon a 
separate account for this option at 

higher fees and duplicating other 
fees.  

Bluetooth smartphone 
attachments are the newest 

technology and are a really useful 
addition. With these you can use 

any smartphone there is nothing 
to plug in you just need to pair 

the Bluetooth connection. Just 
like the long range wireless 

terminals you can accept any 
credit or debit card wherever 

you have cell reception. They 
are much cheaper to rent but 

the companies currently offering 
them are insisting upon a 

separate account. We expect an 
announcement soon from one of 

the major processors making 

this available to all of their 
clients through current accounts 

and rates. Hidden fee alert, the 
second account for this has much 

higher fees than current market 
rates for conventional processing.  

 
 

Phone orders? PCI DSS 
compliance is very important if 

you accept credit cards and 
accepting payments by phone 

can be very dangerous if you are 
writing down credit card 

information especially if you 
store that information. Here 

again there are options to do 
this safely, a “virtual terminal” 

offers a lot of very safe options 
including: 

When you get a phone order 

you can fire up the computer 
and enter the information into 

your “virtual terminal” 
immediately never recording the 

customers information. You can 
also email a receipt to the 

customer. 
You can add a pin pad attached 

to your computer to accept 
payments in person this may 

avoid a second account with 
some processors others will 

allow you to have both a virtual 
terminal and standard terminal 

on the same account. The 
disadvantage of the pin pad is 

that you must be online to the 
virtual terminal to use it.  

Storing customer’s credit card 
information on the Processors 

server safely for retrieval any 
time you need it. 

Ability to set up recurring 
payments (at lower rates) which 

can be set up for any amount 
recurring a set intervals of your 

choosing and automatically 
sending out confirmation emails 

to both you and your customer. 
Ability to setup installment 
payments that continue for a 

specific number of payments, 
you set the amounts and 

frequency and they can be 
adjusted at any time. These also 

will send out automatic 
confirmations.  

 
Hidden fee alert, many processors 

insist on the virtual terminal being a 
second account that may have 

duplicate fees and higher 
processing fees, it is possible to 

combine into one account with 
some processors.  

 
These are just a few of the 

options available that can help 
you match your credit and debit 

card processing to your business. 
There are many more including 

reporting options, seasonal 
closing without fees, security etc.  

Sometimes we pay too much 

attention to rates and fees when 
trying to find the right credit 

card processing company for a 
business. Getting paid is certainly 

a very important to any business 
the costs of getting paid is 

important but so is the actual 
process. There are a number of 

options that can mean getting 

paid faster and help manage the 
expense. Here are some 

examples: 
 

On the road? There are a 
number of ways to accept 

payments remotely you can now 
accept a credit or debit card 

anywhere there is cell reception. 
There are, however a number of 
different option with varying cost 

and usefulness. 
 

Long range wireless terminals 
do all of the same work as a 

regular terminal including both 
credit and debit cards. They will 

work anywhere there is cell 
reception but are the most 

costly of the portable options 
costing from $65 to $85 a 

month including data costs. 
Hidden fee alert, some companies 

have large data fees. 
 

Smart phone attachments 
can be purchased or rented or 

are sometimes included with an 
account depending upon the 

processor. The standard 
attachment will accept credit 

cards only and they are swiped 
you are not able to use the chip 

option with them thus no debit. 
Again you can take credit cards 

anywhere with cell reception the 
main disadvantage is the inability 

to accept debit as debit card 
processing is generally much less 

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? 
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Located in the Niagara 
Region of Ontario  

serving Canada 

Phone:  

 905 714 1487 
(Welland St.Catharines) 

            905 317 5560 
(Hamilton/cell) 

 (289) 271 8749 
(Niagara Falls) 

1(800) 946 2367 
(Toll Free in Canada) 

 
E-mail: info@smallbizassist.ca 

SmallBizAssist is an independent business consultant  
specializing in payment processing. We are not            

associated in any way with any other company,            

organization or individual in the Payment Processing in-

dustry. We do not accept any compensation including 
referral or residual fees from anyone the Processing    

Industry. We work with and for small and medium    

businesses to find the best possible deal for them.  

We’re on the Web  
www.smallbizassist.ca 

To receive a link to download a 

copy of this monthly  newsletter 

email us at : 
newslet-

ter@smallbizassist.ca 

www.smallbizassist.ca 

percentage and per transaction 
fees are too much. 
Authorization Fee just an extra 
fee sometimes a percentage 
sometimes per transactions some-
times both 
Settlement & Access Fee just an 
extra fee sometimes a percentage 
sometimes per transactions some-
times both 
Statement Fee when accompa-
nied with an Admin fee should be 
one or the other 
Annual Fee just a cash grab 
charged by a few 
Data Service Fee is the forbearer 
of the PCI fees replaced but some 
still charging it. 
Push Fund Fee was charged when 
they bank you are using is differ-
ent than that of the processor 

There are a number of fees that 
you will find upon every credit/
debit card processing statement, 
often by different names often in 
different combinations (wonder 
why they are so hard to read). 
There are also though, a number 
that are specific to Acquirers/
Processors and are just extra ex-
pense for you and profit for them. 
Below is a list of a few we see quite 
often: 
PCI Non-Com charged when a busi-
ness in not in compliance with PCI 
DSS compliance rules, easily fixed 
contact your processor. 
PCI Admin if you are getting assis-
tance from your processor to be 
compliant including quarterly scans 
and assistance completing an SAQ 
a small monthly fee is justified but 

they no longer pay this fee and 
neither should you 
Batch Fees charged every time 
you close a batch charged by a 
few processors 
Terminal Maintenance Fee just 
another way to boost the 
bottom line have not seen any 
better service from the compa-
nies charging this and in one 
case it is actually worse. 
Minimum Discount for most 
businesses this is not an issue 
but if you are very low volume 
or seasonal it may be if you see 
these charges on your state-
ments you find out why.  
There are unfortunately many 
more but above are the most 
common.  
 

Peace of mind                    
Independent unbiased    

audit of your processing 
statement. Contact us for 

details 
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11 Fees That Should Not Be On Your Statement! 

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 

Surprisingly many businesses don’t 

realize who is processing their 
credit card transactions and who 

their contract is with. While 
sometimes confusing the answer is 

really simple the actual work is 
being done by an Acquirer. There 

are 6 main Acquirers in Canada 
and in all likelihood your credit 

card transactions are being 
processed by one of them. They 

are: 
Chase Paymentech 

Elavon 
First Data 

Global Payments 
Moneris 

TD Merchant Services 
If your “Processor” is not on the 

above list they are most likely an 
ISO. Your statements may even 

state they are from one of the 

above companies but you may be 

contracted with an ISO. Some 
sales representatives have even 

been known to foster the belief 
that they represent the Acquirer 

but do in fact represent and ISO. 
An ISO is an Independent Sales 

Organization that for all intents 
and purposes is a reseller, 

reselling the services provided by 
the Acquirer. They have to right 

to create their own rates, terms 
and conditions including 

cancellation fees. 
It has always been a mystery to 

me why some Acquirers that I 
deal with that I know are very 

responsible and honest contract 
with ISOs with the poorest 

reputations. They end up being 
painted with the same brush as 

the ISO reselling their services. It 

should be noted here that some 

ISOs call themselves “Processors” 
however this actually does not 

mean they do any actual 
processing (they don’t) as there is 

no official definition of Processor. 
It is good to remember that not 

all ISOs are bad actors there are 
some with high standards and 

honesty policies, others 
unfortunately are not so inclined.  

You might think that you would 
get better rates dealing directly 

with the Acquirer but 
unfortunately that is not 

necessarily the case. Often the 
best rates come through the ISOs 

or through an MSP (Merchant 
Service Provider), MSPs are 

basically separate sales companies 
paid a commission under various 

agreements.  

Who Is Your Processor? 


