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Follow me on: 

Lately, things have been changing 

quickly and it seems like each week is a 

giant leap and adjustment.  

Just a month ago, this whole pandemic 

was still something that was dismissed 

as a cruise ship problem. 

That turned out to be not the case & 

quite a bit worse than we all had hoped.  

At the beginning of April, people were 

in a state of shock and disbelief when 

we were told that we’re going to face a 

difficult week, as the President referred 

to the impending (estimate) death toll. 

Thankfully, that turned out to be not as 

bad as the original reports forecasted.  

It makes me eager to learn what’s in 

store for the next few weeks.  

I personally have never watched the 

news as much as I am right now. Not 

because I’m drawn to the number of 

Covid cases being reported or how 

CNN interpreted what the president 

said the night before, but because I’m 

looking for the light in the darkness.  

I’m looking for the things that support 

my core values and optimistic views on 

life and the things are going to keep me 

believing that whatever all of this leads 

to, it will be “okay.”  

In fact, I’ll probably be great!  

What’s going to change for you?  

Everyone is talking about what the new 

normal is going to be and how we 

should go about handling it.   

What is work going to look like when 

everyone returns?  Will the general pub-

lic come back to restaurants and patron-

ize local businesses immediately?  

Some are avidly opposed to the thought 

of re-opening the country and others 

cannot wait to make it happen.  

I’m not here to say what’s right or 

wrong, but we all face a problem and 

we’re all dealing with it collectively and 

in our own way.  

To me, this is a giant pause in life that I, 

and God willing most of us, will likely 

not see again.  

It will come with some positive changes 

that hindsight will reveal at some point 

in the future although they may be hard 

(or impossible) to see now.  

Yes there will be a new normal. And we 

will get through this with a renewed 

sense of appreciation for what we have. 

Stay strong!  #upward 

BY BRIAN MANING 
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Source: CardConnect.com 
Why Do Payments Fail? 

What causes payments to fail?  In this article, we’ll look at the main rea-
sons payment fail. We’ll then show you how to optimize your account 
and SaaS payment process to reduce involuntary churn and retain more 
recurring billing customers 

Most payment failures in the SaaS space come down to card issues. 
There’s either a problem during the card payment process or the cus-
tomer’s card details are outdated/no longer valid.  

When customer initiates a payment on your pay-
ment forms or through your virtual terminal, a 
series of events occur.  

First the card is authorized via the entire trans-
action cycle and a response for the initial pur-
chase is either approved or declined.  

Once the first transaction is approved the card is 
encrypted and stored.  While things can go wrong while a transaction is 
being processed, sometimes it’s a simple problem that can be corrected.  
Read full article:  
wwwcardconnect.com/launchpointe/integrated-payments/avoiding-failed-payments 

Credit card swipe fees average around 2 percent but can be as much as 4 per-
cent for some premium rewards cards, and vary according to a merchants’ card 
volume and other factors. 

In February this year, Visa announced the biggest changes in a decade to the 
rates US merchants pay to accept its cards. The company’s interchange rates -- 
fees charged every time a consumer uses a card -- will go up or down depend-
ing on the merchant and the way a consumer pays for their purchases, accord-
ing to a document Visa sent to banks that outlines the changes. Rates will in-
crease for transactions on e-commerce sites, while retailers in certain services 
categories, such as real estate and education, will see fees decline. 

These new fees were set to roll out in April. However, in 
light of the pandemic, the onset of the fee hike is currently 
pushed back to July, with some sites posting that the de-
lay may last until October. 

As a CardConnect merchant account holder, make sure 
you put yourself in the best spot to get the best credit 
card interchange rates selling to consumers. 

Be sure employees follow all prompts when manually 

Merchant Accounts | Payment Systems | Software/Tech | and stuff you should know! 

Email  
Notifications 

CardPointe allows you 
to set notifications in 

the ADMIN tab inside 
of the dashboard. Cus-
tomize your notifica-

tions that go out when 
you process a transac-

tion, close out a batch at 
the end of the day, or 
when a return sale is 

processed. Customize 
by user and individual 

preference.  

Www.Bancardsales.com/

CardPointe/tutorials 
Rates Adjustments Pushed Back 

Shopping Cart 
Another way to sell on 

online is by adding a shop-
ping cart through the Woo-

Commerce (Wordpress) 
plugin. CardConnect sup-
ports a “free” (with your 
paid account) plugin that 

allows you a direct integra-
tion to Woocommerce on 
your Wordpress website. 

You can add as many 
products as you see fit and 
if you need help with inte-
gration, our tech depart-

ment is here to assist you in 
any way that you need.   

BY BRENDA SPANDRIO 



 

You have undoubtedly made changes 
recently and you may have even taken 
advantage of the software that comes 
with your CardPointe account.  

By setting up a (free) payment page you 
can email your customer list or make a 
social media post with a sales page 
that’s linked to your payment page.  

You can also see samples of this pay-
ment page at:  
https://www.bancardsales.com/hpp 

But, what if you need to display infor-
mation about your product or service 
before you send someone to your  pay-
ment page? That’s where a [Leadpages] 
sales page comes in. 

Leadpages gives you access to hosted 
page links that you can use for specific 
purposes, like selling your products.  

It’s a hosted for you service which 
means that you don’t need a hosting ac-
count from Siteground, Flywheel or any 
of the others.  

You also don’t need to know Word-
press, coding, editing or how to navi-
gate through your website. At all! 

You just log into Leadpages, build your 
page from one of the templates, grab 
your hosted link and start promoting it.  

The reason I’m 
bring this up again 
(especially right 
now) is that in a 
matter of 10-20 
minutes, you can 
have a sales page 
(like this one shown 
right here) ready to 
sell your product(s) 
or services. TO VIEW THIS PAGE GO TO: 
https://gamma40.lpages.co/douglas 

This real life example page is one that I  
put up for a client who is running a liq-
uidation sale for some of his merchan-
dise due to the Covid-19 pandemic.  
Feel free to make a purchase if you’d like! 

The sales page showcases his products 
with clear instructions on how to place 
an order.  

This page is social media friendly and 
ready to use. It even comes with built in 
tracking so that you know how many 
people have visited the page.  

If you’re thinking of doing this, but 
don’t know where to start, please reach 
out to me directly so I can help you out! 

Get in touch:  brian@bancardsales.com 

www.BancardSales.com  |  www.BrianManning.CO  |  www.Bancardsales.com/CardPointe 

23 Things To Do While 

You’re At Home 

1. Clean out your wardrobe 

2. Read (or write) a book  

3. Play classic board games 

4. Play ZOOM  video trivia 
w/ family and friends 

5. Write letters to your friends 
and family 

6. Spring clean your garage 

7. Learn a new recipe 

8. Start a blog/website 

9. Call a friend you haven’t 
talked to in a while 

10. Break out your classic 
(Nintendo) game system 

11. Dance & sing to karaoke 
TV on Youtube 

12. Make a photo album of 
your digital pictures 

13. Work out and/or run 

14. Finish that DIY project 
around the house 

15. Look at your high school 
yearbook  

16. Learn to play (or practice) 
an instrument 

17. Make an art project 

18. Build a fort w/ your couch 
cushions for your kids 

19. Play mobile brain games 
apps 

20. Play frisbee (in front yard) 

21. Dare I say, laundry :)  

22. Write a poem 

23. Listen to audio books 

keying in transactions to the point-of-sale system. Don’t skip any prompts 
even though it might be tempting to speed up a transaction. Be sure to cap-
ture AVS (address verification service) and all other prompts. This will aid 
in getting you the lowest interchange rate possible. If prompts are missed, 
expect higher rates. 

Another way to reduce interchange fees is to settle batches within 24 hours. 
This will help you obtain the lowest possible rates. Settling batches late 
(after 24-48 hours) will result in higher interchange rates. 

Follow best practices to get the best results — and the best rates. 

Sales Pages + HPP [selling online] 



 

Getting Back To Normal 
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BancardSales 

Everyone keeps talking about the “new normal,” how 
this crisis is going to change how we do things moving 
forward. And for a lot of people, things will change. 
Huggers might become “wavers” instead. No more 
handshakes, lots more handwashing. 

In the first couple of weeks of “sheltering in place,” most 
people embraced the challenge. They posted inspiration 
and humor for others. And even while working from 
home, let certain things slide. Maybe they slept in a little 
longer in the mornings. Daily shaving or applying 
makeup was less of a priority. Perhaps wore sweats or 
PJs all day. 

But as the weeks wear on, we’re wearing out. It’s hard to 
find the silver lining. Some people are drinking more 
alcohol, eating less healthful foods, and no longer taking 
time to exercise, even though they have more time than 
ever to do so. Depression threatens to settle in. 

One sure way to cure the 
downward spiral is to get 
back to normal. Maybe you 
can’t go into the office or 

shop as you did before, but there are steps you can take to 
feel more like yourself again. 

Get back into your previous morning routine. Set a regular 
wake up time (which could be a little later, since you don’t 
have commute time right now). Take your shower, shave, 
fix your hair, apply a little makeup and  get dressed to the 
shoes. You don’t have to wear a suit and tie or heels, but do 
get dressed in clothes you’d wear in public. 

You’ll be amazed at how great you feel when you do this.  

Have your family participate too. The kids don’t have 
school, but they can still get up at a regular time in the 
morning and get dressed as well. Have a set breakfast time 
that you share together. After all, this is a once-in-a-lifetime 
opportunity to be together in this way. 

Taking back your routine and taking charge of your day 
will set you up for success. You’ll find yourself more moti-
vated to get things done.  

And, best of all, you’ll be ready to get back to normal — 
whatever that turns out to be. 

CardConnect has lots of resources that I always try to bring to 
you, and if you haven’t yet seen the CardConnect blog, this is a 
great time to start. Visit: www.cardconnect.com/launchpointe.    
 
Tips include: payment and tech trends, payment security of 
course and even detailed tips on running a small business 
 
I always bring you highlights of 
some of the content that is available 
to you on the CardConnect blog (in 
addition to the BancardSales blog 
and tutorial videos) so be sure to 
visit those resources from time to 
time. As always, if you need help 
just email me or Brenda at the 
emails listed below:  
Brian@bancardsales.com 
Brenda@bancardsales.com 

BY BRENDA SPANDRIO 

CardConnect Blog: LaunchPointe 


