Certified Billing $ystems

4257 Barger Dr., #201 » Eugene, OR 97402
Phang: (541) G8E-1896

September 13, 2000
DEAR JASON & LENNY & JANELLE

I ATTENDED TRAINING THE WEEK OF JULY 25, 00. 1 HAVE BEEN SO GRATEFUL FOR THE
PROFESSIOMNAL MARKETING MATERIALS AVAILABLE AND THE SUPPORT TEAM WHO ARE
SO DEDICATED TO HELPING US SUCEEDR. TLIVEIN A SMALL TOWN OF ABOUT 3 OR 400 (KK}
PEOPLE. THE MARKET HERE I3 RESISTANT TO CHANGE, 50 THIS HAS NOT BEEN EASY. |
HAVE READ THE TRAINING MANUALS AND USED EVERY BIT OF MATERIALS 1COLULD TO
MARKET THE BUSINESS, | STARTED OUT COLD CALLING, DRIVING ALL OVER TOWN, AND
THE RESPONSE WAS NOT WHAT I WANTED. 1T 15 HARD TO GET TO THE RIGHT PERSON. 501
TRIED A NEW APPROACH, I SAT HOME ONE MORNING AND JUST TRIED CALLING CLINICS.
TO MY SURPRISE THE RESULT WAS SHOCKING TO 5AY THE LEAST, WITH-IN ABOUT ‘2 HOUR
1HAD 2 APPOINTMENTS OUT OF 5 OR 6 CALLS, 1 FOUND IT MUCH EASIER TO GET TO THE
OFFICE MANAGERS. [ ALSO FOUND IT BETTER TO START OUT BY TELLING THEM [ WAS A
PRACTICE MANAGEMENT CONSULTANT INSTEAD OF LIMITING IT TO THE NAME ON MY
CARD. BEING A MANAGEMENT CONSULTANT I5 MORE READILY ACCEPTED THAN THE
WORD BILLING. THE WORD CASH FLOW SPECIALISTS SEEM TO GET YOU FARTHER HERE,
ANYWAY I FINALLY LANDED MY FIRST ACCOUNT YESTERDAY, A CHIROPRACTOR WHO IS
IMPLEMENTING THE PATIENT PAYMENT PLAN. HE HAS S5OME DELINQUENT ACCOUNTS AND
WANTS TO OFFER THIS PAYMENT PLAN TO ENCOURAGE BETTER RECEIVABLES, HE ALSO
NEEDS TO BUILD HIS PATIENT BASE AND HE HAS GIVEN ME THE OPPORTUNITY TO SHOW
HIM WHAT [ CAN DO TO HELF WITH THAT. [ AM WORKING ON A PLAN. IF ANY ONE ELSE
HAS ANY SUCCESS IN THIS AREA PLEASE EMAIL ME AT (SRINVERACLEANWEBNET), T AM
FINDING IT MUCH EASIER TO GET APPOINTMENTS BY DOING THE TELEMARKETING
APPROACH, PEOPLE FEEL LESS THREATENED [ GUESS, THE SOLUTIONS BROCHURE IS
WORTH ITS WEIGHT IN GOLD, IT 15 SO PROFESSIONAL AND CLIENTS ARE IMPRESSED, |
EXPECT TO HAVE A LOT MORE SUCCESS NOW THAT | HAVE BROKEN THE ICE WITH MY
FIRST ACCOUNT. THE PAC PROGRAM IS GREAT BECAUSE THERE IS NOT MUCH WORK TOIT
AFTER YOUR INITIAL SET UP. THANK YOU ALL FOR ALL YOUR HELP. I'M SUREI'LL BE IN
TOUCH SOUN,

SINCERELY
SHARON RIVERA,
CERTIFIED BILLING SYSTEMS



DIVERSIFIED CASH MANAGEMENT
Cenified Cash Flow Specialists 1528 Hoover Hill Rd
Asheboro, NC 27203
Phone (336) 626-6042
Fax (338) B26-6785
Lenny Welch

American Billing Systems
| 3809 Research Blvd., Suite T03
Austin, TX TR73()

Dhear Lenny.,

When Tony and [ finished our training in mid-December of last year. we were sure that
we wolld be making lots of money in this business within a couple of months. | began
working to get accounts, and we were seeing some good response to our marketing
effors in spite of holidays and horrible weather! We signed one PPP aceount with a
dentist who still hasn't signed up the first patient!

Then the last week of February, Tony got Iaid off from his job, The compensation that he
received was enough to see us through for a couple of months, so we decided 1o take that
time and devote it to building our business: What actually happened was that we ended
up just taking the tme off doing much of anything! This was a good time for us
parsonally, but it nearly destroved our business, because we completely lost the
momentum that we had built.

It Jumie, Tony went back to work at a new job, and | started the business from seratch-
sgain. After several months now of cold calling and staying with it, we've [inally signed
a “real” account for PPP with an opthalmologist. Dr. Whitaker 1s excited about how PPP
can help with the cash flow in his office, and is already recommending it to his patign1s!
I"m meeting with an orthopaedics office (that 1 fisst approached in July) next week 1o
sign contracts, and we're talking to three others that are just about ready to use our
services as well, two of which are for claims filing!

The key for us has been momentum- if 1 let the momentum die, evervthing else grinds to
ahalt! As long as I'm going out making cold calls, and getting new prospects. it seems
that things work better for me, When I get really discouraged is when I've just been told
“not interested”. and don’t have someone else on the list to call- or when | have wasted a
day sitting at home instead of being out there talking to someone.

| want 1o thank you, Lenny, and vour team of falks wha are always so excited for me in
the little triumphs that come, and so ready to help me over the little disappointments and
frustrations as well, You were patient with me when [ was doing nothing. and gave me
lots of encouragement to try again when | was ready, You guys are the BEST!

Smcerely,

(é*‘rxuﬁ &&?LE_..

Chnisti Crane



Trendi Technologies of Texas

13854 Dusty Trails, Converse, Texas 78109
(210) 659-5018

Dear Lenny, Steven, Annette, et al.

Steven, you asked me for a success story and though it was a while in coming, here it is.

After attending the inservice in Austin, my sister and | were anxious to get back to San
Antonio and take on the city. 'We both had full time jobs, so we were somewhat limited
by time. We started out cold calling every small business in sight. At that point we were
not realibomfortable with all the insurance stuff and thought we would start out small with
just invoicing and the PPP or PreAuthorized Checking, 'We cglied every tanning salon in
the city (84 to be exact) and all the health and fitness clubs plus dozens of self storage
businesses. We knew we had a great product and could not see why anyone wouldn't
jump at it. We were amazed at the excuses and reasons, along with some incredible
rudeness of the people we called. Out of all of those calls we didn't get one single person
to even make an appointment to hear what we had to say. | talked to Lenny and Jason
often and we worked on figuning out how to get in the market. Obviously, [ was doing
something wrong, or at least, what 1 was domng wasn't working

We had dozens of contacts, none of which worked out. Now what? 1 sat down with a
marketing friend of mine and she told me that she thought I had bitten off too big a chunk.
The possibilities of what my company had to offer could be endless. | needed to narmow
my focus, especially while working other jobs at the same time, T literally did not have
enough time to do it all. 'We talked about the things [ felt were important to my company

At this particular time , 1 needed to offer what | was most comfortable with. 1 decided
that | would offer only the PPP/ Pre-Authonzed Checking since | would only have to do
data entry, and check writing Then, I talked to another friend of mine who had been in
dental supply a few years ago and knew most of the dentists in town. We sat down and
went through the phone book and wrote down the names and numbers of the dentists she
knew, especially the ones whom she had help set up their practices. 1 then started calling
these dentists using her name a3 & way in and Jincredibly T ealled 20 dentists to start with
and got 9 appointments. That was incredible compared 1o what | had been used 10 Of
those 9, 4 signed up with me in 2 weeks. [ still have 20 more to call from the list. [ found
out that most of the dentists here have automated billing of one type or another and most
were satisfied with it, So, Tjust offered the PPP for free to the dentists (gettting a $2 fee
from the clients). I have since been referred to other dentists by the ones I have now. 1
arm sticking with just the PPP at this moment because it is working for me. 1 used the PPP
to get in the door and | am sure that later on, many of these dentists will want more
programs that my company can offer. 1 wish 1 had thought of this a year ago, however,
having to work other jobs slowed me down somewhat  Those of you reading this, who
are just starting out, might consider doing as | did  IF you are limited by time, you might
want to narrow your focus so that it 1s comfortable for vou. By narrowing the focus, you
also get to know the ins and outs of that one particular program. [ know a whoele lot



about the PPP and now feel very comfortable with it, If 1 do expand into other areas, |
plan to hire help 1o cover that. 1 found cut over a year's time what I am best at doing,
also. Having been a school teacher all my adult life [ wasn't sure | could go out and sell a
product. { What | realized that in teaching, [ had to sell a product everyday to many
peaple; students, parents, my principal). | was also uncomfortable selling to strangers
because [ am heavy. T thought doctors and dentists would be put off by my weight, Iwas
wrong! What got me into the dentists and past the office managers and receptionists was
the fact that T wasn't this cute little thing. They felt comfortable with me and were not
threatened  The marketing friend of mine is also heavy and she said she had very few

problems getting appointments and felt her appearance was an asset 1o people taking her
senously, It worked for me also.

So, there you have it; the secret of my success. T haven't been able to quit the job yet, but
by the end of the summer, T plan to resign. | couldn't have done it without the suppon of
all the people in Austin. | whined and moaned often to them, but always felt better when |
got off the phone. Nice work, Austin, Your business is a real class act and I appreciate all
the past and continued help. Thanks,

Sincerely,
Wendy 1, Huston



I;
Contemporary Business Solutions
Hildie Polasky & Ray Polasky , Pariners

16 June 2001

American Billimg Svstems Ine,
13740 Research Blvd, Bldg. Q-1
Austin, TX 7R3

Dear ABS Staft:

T weritingg fo tell vou how much 1 appreciate the client management service
vou provide through the Medrium.com web site. We at Conternporary Business
Solptions were Fortunate to be able to !-ﬁ!;'r'l o with Medrium H'lrn:’:ugh MBS
shortly atter it became available. 1t just happencd that we were in the market tor
a new clearing house when Medrium came on line,

[ will admit to some disinclination as we had just purchased a multi-user version
of Medisoft's Advanced Patient Management software and the transition to the
Medrium svstem eliminated the need tor the Medisott system all together.
However, working with our American Billing Svstems support group, we moved
to Medrium and | haven't telt the need to look back,

Our Medrium account works smoothly and having it on line is an added benefit
for the doctor. He can access the account for patient information, status of
billing, virtuallv any information he might need. He even has his own web page
provided as an added benehit

Our ABS support has, as alwavs, been extremely helptul in getting us
comiortable with Medrium and has also been a proven intermediary with
Medrium in refining the on-line services to meet our needs. Our association with
ABS is an assel beyond value and now that we have Medriinn working for us
oo . well, the skyv is the limit!

Thank vou again for being a big part of our management teaim!

With hizh ruds,

Cu-nt-umpﬁra rv Business Solutions

1612 Bem Hur O, Sime A, Samie Fe, Mew Moo A750] Phome: 3035882314 Fay 5028859957 Enad: mpo sy S e ooen of Dol (Foep.aom

I We make vour motiey work for vou.



PROFESSIONAL BILLING SERVICES

12 SW Ward Road, PMB 193 * Lee's Summit, MO * 64081
Phone: (161 582-3837 Fax: (816} 537-54346
Email: probillservi@hotmail.com
http:/probilling. micronpeweb.com/

June 19, 2001

American Billing Systems
13740 Research Blvd, Bldg O
Austin, TX 78750

Dear Lenny:

My husband, Ed, and [ attended training in mid December 2000. 1 was very apprehensive
about the whole business venture. | had loads of expenience in billing. but this was all in
Canada. and everything is so different here. [ had very little confidence in myself. not
only in billing, but also in being able to market myself. | am introverted, and the thought
ol cold calling left me with a queasy stomach, The new year started off slowly, and 1 had
a hard time getting organized. February and March were not much better, and the illness,
and subsequent death of my husband’s mother in south Texas meant another long drive
from Kansas City to Texas. When we got home my hushand was lmd off fromy his job as
of December 2001, and we found ourselves really motivated to get something happening.
After talking to a fricnd who 15 a salesman we came up with the idea of a promotion
package. We printed up copies of charts, elc from our traiming manual, and included
marketing materials, and hit the streets. A bit disorganized at first, but we figured out a
gystem. After a couple of weeks of going door to door [ found 1 was no longer scared out
of my mine to talk o people, and even started to enjoy it. Steven Phillips was very
supportive, and when | would call with questions his answers were always mare than
hetpful, and he would keep me motivated o keep trying. Quite by accident we found it
was a lof easier 1o talk face to face with chiropractors than it was to see other physicians,
z0 we focused on the ¢hiropractors. They seem to be more pressed for money, and anyv
fees seem to scare them off, We have had to make some adjustments in our fees o get
their interest. Instead of charging them an upfromt set up foe we have built in an extra 50
cents per claim until our $250 fee has been covered, and then we reduce the per claim fee
to the original quote. And at the end of the first 30 days if they are not happy they will
owe us nothing, This gives them a 30 day risk free trial, and gives us 30 days o show
them how valuable we can be 1o their practice.

Al the end ol a long and discouraging day Ed said one more, and he drove into a small
parking lot, and when I first walked into the very disorganized and dingy office |
panicked and wanted o turn around and leave, but the doctor was there alone, and
anxions (o alk o someone, Two hours later Ed and | left feeling encouraged that we may
have our first account. It taok persistence, and many calls, but we finally signed him up
yesterday!! We are going to be doing their cleclrame claima filing, and sctting them up



on the PPP program. They have outsourced their billing 3 times before that did not work
out for different reasons, so | am a bit anxious about making sure | do the hest job
possible for them. Mary has been such a big help to me so far in setting things up, and
Know that with her help I will do a great job, and my client will be happy he took 4
chance on me.

We have 2 other doclors that we have been calling on, and have even made proposals 1o,
and we are continuing 1o follow up with them, and offer them discounts in the fees. We
are hopeful that we will have a couple more accounts on the heels of our first. Our first
doctor has also given us some |eads to other possible accounts who are acquaintances of
his. This business really takes a loi of persistence. It can be easy to get discouraged when
accounts don't fall into your lap, but if you get up everyday. and keep knocking on doors
vou will eventually reach your goals. It ook 3 months of hard work to get our first
account, but now we are more confident that more will follow if we keep motivated.
Thank vou to ABS for all your help and motivation, | know that if it wasn't for your
excellent support (and patience) 1 would net be able o stucceed at this business.

Sincerely.
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The Rockford Group

TI18 Breatwood Lang Richardson TX 73030
Phone: 214-478-1028 Fax; 972-66%-1017

May 4, 100

Re: Mew Clent Signup

Ehear ARS:

I recently signed up o new client for PPT: MRI Central in Dallas,

Ohee of thelr new employees came from another doctar’'s office, where PPT was being used.  Lisa, the

new emploves, recommended that the MRT people talk te us, and after my visit. they signed up for
PFP.

Their averape MRI is 51,400, 50 we agreed for their patients to pay $200 down, and we will “limnce™
the remaining $1,200 over 6 months, We are excited ahout the new client,

Please send me 100 Electropic Clalms Brochures as my boous (erder form enclosed},

Thanks!

Tem

Tom Farris



CASH FLOWS

AL A | (ALK d FAN (AR | s
MOBLE [2BiE 11554 Exuall ol e el ods
Greetings ABS

Oct. 5, 2000

| have been so busy with my husiness [ am having a hard time finding time to 1el] vou
what is happenmg!! Well | feal like | have started o competition of some sort!

| have another non proiit organization. They and my last non profit group want to see
who can sign the most up on PAC! [ decided to get into the fun and will give a jar of
candy to the organization with the most signed at the end of the month, Fun! Who savs
work has to be hard!

Thank vou



Ted A, Jacksod
2112 Haaz L
Austin, TH TET2R
Phone 512-980-32(
Call  S12-695-4373

The prescription ta your fiancial pain
Professional Cash-Flow Management

Taly 11, 2001

American Billmg Systems
13740 Research Blvd,, Bldg, -1
Austin, TX TETSD

Attention: Leany Welch
Dear American Billing Svsiems:
Subpadt Swecess Slory

This could be a Tong stery and some day | will wll i all. In (he imerest of not lesing your inlerest T
will slar thas our entry info the ABS program. | piicnded fraining the Inst week in April 2001 and
waited for Ella (wife) 1o sttend inthe last wesk of May 2000 This seemed to take forever. Having
made e commitment to go into this business and believing thal ane will nor really be spceesaful in
any business unless you are as dependent on il @8 i 1500 vou [ went 1o work, While Ella attended
school 1 started cobd calling doctors and small busimesses in the down iown anea of our hometow,
Anstin, TX, Increst in our sorvice was good but it was difficult getting to the decision-maker, That's
when Steven Phillips really came inio the pecture, We alked miary times and he gave me sdvise and
encouragemend. This is lus slory also,

Cold calling has been our preforred method of marketing, because when you are in the office cven if
vou don't get the appointment you léam o b (hat can be used on the next prospect. And you grow as
vour litile bag of iechniques grows

The shift from medical to small business came after many faxes and phone calls and cold calls 1o
doctors and my bead was hurting Trom hining thal wall of office manapers. | decided o go m through
the back door and siarted networking. The question was, what do | do while | wain for the networking
io pay off7 And the answear was simall businesses thal are cash flow sanadnve

Having expenence in the rent 1o own business | siarted calling on gmall, locally owned rent to owns
and the very first one gol exéited aboul te prospect of geiting his moncy on time. He honded me a
letier From ihe county atfomey thad sated Dl the county wauld no longer collect hot checks for rent
to own businesses. Talk about good fimirg, That was on July 5 1was so excited 1 came strzighd
heme and called Steven 1o ask for help. He talked with me ond seni me to the LS8 and emmailed other
things Be felt would help. We signed the agreement on July 10", During the signing the owner
informced me st he wints o pul Pre-Authirieed Checbing in lis b stores in olber Texas ot
and lee reforred me 10 another remal storoownor

B creative, as Grandma used (o &y there’s more (han one way 10 skina cal, Never could figure out
wiiy shie was skinnin cnts

Ted



CASH FLOWS
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Greetings AGAIN!
oct, 7

| no more finished writing my las fetter and [ must do it again!

Well hurrab for non profit orparzations!! Yeu peeple really need o get in touch with
them. They love all the help they can get ot u most reasonable cost. ['ve landed vet
another non prohil ergamiamion! They want in onthe Rintoo, This group is on the other
side of my state, Thunk Ged for fax machines!! The pnze has been up graded to lunch
out to the phone salicitant who signs the most donors up on PAC

Pemember bow [ got my fOrst organization™ That s bow T got my last two, When they

call my honee for donations | then ask them for the persons in charge. When they leam
my business wants o help them in getimg money they are very receplive.

Thank vou aaain ABRS Sarall voue suppany,
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pelutionsiEhi
October 12, 2000 Lot

Lenny Welch

American Billing Systems, Inc.
13809 Research Blvd, Suite 705
Austin, Texas 78750

Dear Lenny,

Well, I signed up another company for pre-suthorized checking, This client is a fellow
member of a credit association that [ belong to.

This time 1 had an opportunity to use the powerpoint presentation on my lap top. We had
several phone conversations before 1 got the appointment and when I came bv to pick her
up for our Junch appointment, 1 was surprised that she had invited another member of our
eredit association.

To be honest, I really thought that this would only be an exercise for me and I was
grateful for the opportunity to practice on them. I was feeling very confident with my
powerpeint presentation and I could tell they were impressed. This made me feel good
because they are both on the board of directors of our credit association.

Her company had a few concems but after a few more phone conversations [ was able ta
sign-up this paving company. But it doesn't stop there! A few weeks later | received an
e-mail from my credit association inviting me to present my business at three (3) different
industry meetings, [ actually panicked When 1 got this invite because T knew 1 couldn't

do a laptop presentation to a LARGE group. But God provides! Lenny and his staff
were very helpfil at suggesting other options. As it turned out T discovered that a friend
of mine has an LCD projector so I'm all set for my presentations!

[ thank the ABS team for their support and encouragement!
Sincerely,

Mike & Pam
Pacific CashFlow Solutions



Reflections Cash Flow Technologies

January 10, 2001

Amecrican Billing Systems
13740 Research Blvd., Bldg (-1
Austin, TX 78730

Dear ABS,

We just landed our first sale! In October 2000, ABS held seminars in Jackson, MS and we were
convinced that this was the thing to do. Late November 2000, we aiténded the traiming in Austin
and received great ideas for marketing and runmng our business. We spent the month of
December organizing our business and deciding where and how (o market.

Our first plan of action was to send the postcards for PPP to local dentisis. We really were not
expecting much response, but we knew we had to start somewhere. One day after mailing out
posteards for PPP, a dentist called very interested. Over the phone, 1 briefly explained PPP and
asked to setup an appointment. His response was please bring all the paperwork | will need to
sign. At the appointment, the dentist said e could not wait to start using PPP, that this would
really help him and his patients. The day before he had seen a patient that needed over $2000.00

of dental work and had no way to pay it all at once, At the end of my appointment he asked me
for several business cards to give to other dentist and orthodontists.

We were very concernid about the amount of time it would take to start getting accounis. Now
we have more confidence to go and make the next sale. Thanks Jason, for vour help and support.

Sincercly,

Tod) . Saof

Trudy Delsuglter

"‘Making Casl Flow Into Your Pockes”

PO Box 2583 Fax: (800) 708-1767
Jacksen, MS 39207.2583 Phone; (601} 316-5739



