THE TREND IS

YOUR FRIEND

by Marc Beauchamp

There is an old stock market adage that goes like this, “The trend is your friend”. What they are trying to infer is that usually the wisest investments are those that are made in accordance with he underlying trend of the market. Think about it, the odds of successfully investing are greatly enhanced by identifying which sectors, industries and stocks that are trading in a noticeable trend. Well this isn’t a stock market class and based on how my investments have been going lately I certainly am not the right person to be counseling you on the stock market. 


What I would like to discuss Is how identifying trends can help you react proactively to the business environment you find yourself in. Significant macro trends affect us all, such as; population growth, tax revenue collection, government budgets, retirement ratios, medical care requirements, small business growth, it goes on and on, one trend after another. 


For our purposes, if we can take a look at the trends that affect our business, we can allocate sales, support and organizational resources in a more efficient manner. Trends may also indicate areas where major shifts are required.


So what trends do you see developing in our business? Our industry? Globally?


How will these trends help or harm your business model? What can you do in order to take advantage of these trends? 


Here are several significant trends that you should consider when asking those questions.

Continued Focus on Data 

Security and Compliance

As we are all aware security has been a hot topic for quite some time. With continued data breaches, fraud and identity theft running at record levels I believe this will continue to be a hot button issue and a major trend. Many states have enacted data security; breach laws and more are on the horizon. I believe standards will continue to be tightened, regulation will increase and the cost of maintaining compliance will rise.


Data Security is a must have, we’ve got to maintain the integrity of the system and more importantly the confidence of the consumer so they will maintain their card usage. My suggestion would be to do what several other mart organizations have done, make data security and compliance one of the focal pints of your marketing. The question is how can you use your increased security to close more business? How might you present certification to merchants in an intelligent way to position yourself as the data security expert?

Continued Margin Compression

It’s simple supply and demand, when a market experiences a point of hyper competition, margins tend to get compressed. Untrained, inexperienced agents who give away free terminals and don’t know how to sell value, tend to sell on price. Some ISOs are offering interchange pricing to even the smallest merchants. The trend is toward increased margin compression and more free terminals. The only hope of larger organizations is to utilize technology and training to improve network and organizational efficiencies so margin compression can be made up in cost savings and economies of scale.


Not everyone is experiencing major margin reductions. The companies that are perceived as niche experts, selling value and solutions will likely survive this trend and even prosper. They are packing their goods and services in unique ways that meet customer expectations and offer a total solution to their needs. My advice would be to look to third party or unique products to help bolster your bottom line. 

Focus on Continuing Education

     In order for Acquirers and ISOs to be successful they must commit to continuing education, it’s been a long time coming but I’m seeing a trend developing in the training area. With that the ETA and NAOPP are doing. I’m encouraged that the industry will develop training programs that are substantive and relevant.

     By “substantive” I mean the knowledge, the skills and tools that are required for salespeople to experience success. And by relevant I mean demonstrating the link between what is taught in the material and what a rep is to do on a daily basis on the job. They “get” that what they are being taught is relevant to their success in the field.

     I believe the training trend will develop more into teaching valuable sales skills and ethics rather than just basic product training.

     There are many more trends than these three, but hopefully you get the point. Sit down and spend sometime on a macro view of the industry, identify underlying trends that will positively and negatively affect your business. Once these trends are identified the biggest piece of the puzzle is solved, then you can formulate an appropriate plan to deal with each of them. Remember, “the trend is your friend”, but you have to recognize it first.

     Have a great month!

