


The first step was to transition to a software-
as-a-service plug-and-play payment 
processing solution. With a business model 
that requires retailers to pay a fixed monthly 
cost instead of costly per-transaction fees, 
SaaS options have grown in popularity during 
the ongoing recession.  

This solution, called whizPay, from TalentBeat, 
Boston, Mass., is comprised of a listener 
module that reacts to activities on the 
payment device. Similar to a sniffer that 
monitors and analyzes network traffic, 
whizPay is a centralized one-way gateway 
that encrypts sensitive payment information 
and customer data flowing into the chain's MX880 payment device from 
San Jose, Calif.-based VeriFone Systems. 

While this may sound commonplace, this solution further protects the chain 
by pushing the POS completely "out of scope" for PCI. Rather than plug the 
device directly into the POS unit, instead it is connected directly via 
Ethernet cable to a port on a stateful firewall switch. With the POS out of 
scope from a PCI perspective, the chain is no longer required to manage 
Windows updates, passwords or virus protection on the POS hardware or 
associated POS software.

As a shopper swipes their payment card on the VeriFone payment terminal, 
the whizPay platform transfers the data to whizPay's dedicated gateway, 
also provided by TalentBeat, which exists virtually in the "cloud." whizPay 
electronically connects to this distributed, virtual computing configuration, 
which processes and authorizes payments on-demand. Authorized 
payments are swiftly transmitted back to the payment terminal in a 
tokenized format, which tenders the sale. Unique among gateway solutions, 
whizPay can also pull up a transaction to process a return simply by 
swiping thecustomer's credit card on the payment device.

Needing nothing more than an Ethernet connection and computer (or in 
this case, a peripheral device) to process transactions, retailers can 
manage as much or as little volume at any given time. Since the service is 
fully managed by the provider, in this case, TalentBeat, the retailer's 
operational costs remain low.

"Since all processing is transmitted through the whizPay secure gateway 
and handled in the cloud, and data is never stored or processed in the POS 
unit or payment device, the POS' terminal and operational software stay out 
of scope, so to speak, and the retailer is able to eliminate two very crucial 
exposure points while safely complying with PCI standards and mandates," 
Stelzer explains. "Processing payments via an Ethernet connections takes 
security to the next level and also saves a significant amount of time 
pertransaction."

R E W A R D I N G  L O Y A L T Y
Equipped with a new way to protect sensitive customer information, the 
salon is currently planning how to leverage its new payment infrastruc-
ture's marketing platform to build customer loyalty and grow sales. 
Architected to take advantage of the intelligence captured in each 

transaction, whizPay enables merchants to 
use customer data garnered during payment 
transactions and apply details to personalized 
customer engagement programs.

"The modular structure of whizPay enables 
retailers to add capabilities as their needs 
change," stated John Moran, vice president of 
sales, TalentBeat.

Similar to its payments transactions, whizPay 
pulls loyalty information into a database 
residing in the cloud. After polling shopper 
details on-demand, and analyzing customer 
purchase patterns, the chain can create 
personalized graphics and messages intended 

for individual shoppers. Then the cloud-based gateway transmits all 
marketing collateral for display on the VeriFone payment device, however 
all data is stored virtually. 

The solution is so robust, it will also allow the company to deliver different 
messages to shoppers visiting different areas of the salon. "For example, a 
shopper tendering a sale at the hair salon may get a different message than 
a shopper settling her bill in the shop's spa," says Storeworks' Stelzer.

The platform will also allow the salon to send personalized text-based SMS 
messages to consumers' mobile phones. By analyzing intervals of client 
appointments, the salon can remind shoppers of their last service and 
when they are due for a visit or touch-up.

"It can also be a call to action," he explains. "It can alert a client to her 
favorite stylist's available appointments for the next couple of days in 
hopes of prompting her to visit."  

Retailers can also deliver these timed-based marketing campaigns, as well 
as surveys and contests, to an individual, selected client group, store or 
region. "For example, a marketing manager can decide at 9 a.m. to launch a 
campaign good only for today," TalentBeat's Moran explains. "This can help 
boost sales and drive additional traffic into the stores."

The final piece of the puzzle is to reward shoppers for "redeeming" these 
promotions. After accessing redemption information stored in a database 
available in the cloud, they can gain insight into their best clients and 
reward them for their loyalty. "Whether they send a coupon or deliver a 
discount, the targeted incentives are a way to boost loyalty and retain 
shoppers," adds Storeworks' Stelzer. 

The chain will be able to do so by leveraging some unique features of 
VeriFone's MX880 device. Besides a full keypad for PIN debit transactions, a 
robust GUI interface also enables the merchant to deliver a customer 
dashboard that allows them to sign up for the loyalty program, check their 
membership status and redeem incentives.

The retailer plans to leverage its loyalty platform by the 
first quarter of 2011.
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