Le{ardz'a Company, I,

Specializing in Cash Flow Management

December &, 1999

Jennifer Gamrett

American Billing Systems, Inc.
13809 Research Bivd., Suite 705
Austin, TX 78750

Dear Jennifer:

Last Friday, we got our first contract signed. it was with a Perledontist for services
regarding the Patient Payment Plan™, The foliowing summary of how we got to this first

contract is forwarded for your information. Perhaps thera is something of value hera that
can be of bensfit to others.

My wife and | completed our course with ABS on Friday October 1, 1389, Upon arriving
back home, we immediately began to reformat our stationery and design other marketing
material. After a few weeks, we fait we were ready to test our packet of material, but we
contacted ABS first for a final review of what we had done. Several relevant changes
were suggestad. Most of those changes we went ahsad with. A few days later, we
received our new business cards from the printer and were ready to start making
contacts.

Initially, we decided to contact various types of businesses and laarn where our efforts
might have the best results. Those firsi contacts included, friends who wera executives
in nhealth care organizations, Orthedontists, reqular dentists, various other speciaitias in
medicine such as Pediatrics, Urology, Orthopedics, Intemal Medicine, Cphthalmology,
ENT, Urclogy, Family Practica, and Chiropractors, and the non-medical businesses of
storage faciliies and newspapers. Several referrals wera given to us, which we followed

up on, We did not have any success and subsequently bsgan approaching
Pericdontists, This resultad in our first contract referred to above.

The basic approach we have taken includes six steps:

1. Prepare introductory packets for interested businesses (@ summary of our
services, commitment to confidentiality, descripticn of the Patient Payment
Plan™, application form, etc.).

Identify the businesses to contact and crganize their contact data on the
computer.

Telephone each business, identify the business office manager and arrange to
drop off the material.

Follow-up with chane calis and parsonal visits.

Have contracts ready for discussion and closure,

Attempt to close when appropriate.
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Along the way we have made various coid calls in person and dropped off our
introductory packet with the business office manager. [t so happens that the contract we

& got was initiated from one of these cold calls. They were looking for an atternative way
to work with their patients.

Perhaps “persistence” is best how to describe the way this contract was found. |
suspect that the next one will be found the same way.

Sincerely, 7
v

s
Gaf&"‘él}“ep
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Date: 11/16/99
To: Jennifer Garrett
American Billing Systems

Phone: 512-336-1500
Fax: 512-336-8962

From: Tom
THE ROCKFORD GROUP
Phone:
Fax:

Pages: 2

Subject: Can’t Wait to Tell You!

[ have mentioned to you recently, and vou helped me with some

documents, about my PAC appointment with a musical instrument
leasing company here in Dallas.

[ met with them this morning, and they are much bigger than even [
thought: they have 45,000 customers whe pay them monthly for the
instrument rental.  Of these, only 5% (2,250) pay by credit card.

The meeting went very well with the president and his controller, They
will send out the PAC explanations and authorizations after Christmas.

They wanted to see if their computer system would handle the PAC
entries, any instrument returns, etc.

I believe that in the medical field, abour 25-30% of the customers si

up right away for PAC (and PPP). That would between 11,250-13,500
new customers for drafting. Wow!

Fage1l1o12



The Rockford Group YARDI

Authorized Dealer

Jennifer Garrett

American Billing Systems
Austin TX

Dear Jennifer:
[ am bappy to report my first sale as an ABS Licensee.

[ hit my warm market first, and one of cur family friends is a dentist. 1 had dropped
some PPP and EMC flyers off at this office, and called him twice, but had to leave
messages.

I happened to run into him at a school function (our sons attend the same schooi), and we
chatted in the school parking lot. [ asked him if he had received the information, and he
vaguely remembered something with our company name on the envelope.

We went to my car, where in the trunk, I had some more brochures about our products to
give him. We chatted only a few moments, and talked mostly about PPP (he oaly does

about 15% of his business with insurance companies), and he remarked that he did have a
receivables problem.

[ explained the benefits, and after a few moments, he said, “Okay, I will give it a try” I

- took the Service Agreement and copies of the PPP Explanation and PPP Authorization to

his office.  They have been slow 1o get started, but we think that on October 1, they will
begin.

We are working hard to get more clients, but thanks for all your help!

Tom

Tom Parris
President



May 20, 2005
Denr ABS Team,

On May 19°, we signed our second client, Beautiful Smiles Dentnl for the PPP, We mitially
made contact about @ month &2,

This time we had no problem with the “gatekeeper™/office manager, Ellen. She's a transplant
from southern California with over 30 vears experience in the dental field, This practice has been in
business less than a year and had been looking for something like this. Ellen knew from the start what a
benefit it would be

This Dentist has 2 offices, so we will be signing up the other office when they have the time,
since it is a very busy place, This is why it took =0 long to sign up.
We have a call back from a scooter store on the 28 for Medicare billing. Hope to be writing a
third and fourth success letter soon after.

Thanks & HAVE A GREAT DAY !
Jim & Antoinette
United Cash Flow Services
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February 1, 2001

Jason Hayes

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

Dear Jason:

As you can sec I finally have fulfilled your request to mail you a fetter on my letterhead and enclose a
couple of my business cards. Things are going well here. | pretty much have my first account. [t will
take some time to actually get started because there are a lot of politics involved. It will be 2 contract
with the Village of Swanton Rescue Squad. This is for the town in which I live. T made a presentation
to the Town Council last Monday night. The response was mainly positive. Only one gentleman was
questioning the fact that [ do not have any experience in medical billing, But others were more than
happy to assure him that the odds are that I will do an excellent job trying to make a good name for my
business in the community are pretty good since this would be my first account. The Rescue Chief and
the Fire Chief are both on my side and are quite convincing. The Council made a motion to give their
current supplier 30 days notice. Iam not a political guru, but 1 believe that it takes three hearings for
something to pass vote. So we are probably looking at about six weeks for anything concrete to

T am getting a little nervous since my one vear of support will be expiring at the end of May! That
gives me about four months to get moving! ['m sure that we will be talking soon! Thanks for all of
your help thus far.

Sincerely,

Dwna /f?m‘/“

Diana Pant
Licensee of American Billing Systems, Inc.



Ted A, Jackson
2112 Haas Ln
Austin, TX 78728
Phone §12-989-3206
Cell 512-695-4373

mmaw_lvmﬁmm
Professional Cash-Flow Management

Tuly 11, 2001

American Billing Systems
13740 Research Blvd,, Bidg Q-1
Austin, TX 78750

Attention: Leany Welch
Dear American Billing Svstems:
Subject Sucoess Slory

This could be a long story and some day I will tell it all, In the interest of not losing your interest |
will start this our eatry into the ABS program. [ attended training the last wozk in April 2001 and
waited for Ella (wife) to attend in the last week of May 2001, This scemed to take forever. Having
made the commitment to go into this business and believing that one will not really be successfol i, -
Wﬁ@ywﬁua itis on you I w¢at to work. While Flf attended
staried cold calling doctors and small businesses in the down town area of onr hometowr,
Austm, TX. Interest in our service was good but it was difficult getting to the decision-maker. That's
when Steven Phillips really came into the picrure. We tatked wany times and he gave me advise and

encouragement. This is his story also.

Cold calling has been our preferred method of marketing, because when you are in the office even if
< you don't get the appointment you leam a lot that can b used o the next prospect, And you grow as
“_your little bag of techniques grows,

The shift from medical to small business came after many faxes and phone calls and cold calls to
doctors and my head was burting from Ditting that wall of office managers. T decided to go in through
ﬂnbadtdooundmmednuwmﬁng.Tbeqmstionws,whatdoldowﬁhlwaitfmthcnemm
10 pay off? And the answer was small businesses that are cash flow sanative,

//!/hﬁngexpcﬁmoeinﬂnmtmownmdnwslmmdamngonsmlomllyowncdmnttoowns
. and the very first cne got excited about the prospect of getting his money on time. He handed me 2
" letter from the county attomey that stated that the county would no Jonger collect hot checks for rent
to own busincsses. Talk about geod timing. That was on July 5%, Twas so excited T came straight
home and called Steven to ask for help. He tatked with me and sent me to the LSS and emailed other
things he felt would help. We signed the agreement on July 10®. During the signing the owner
informed me that be wants to pul Pre-Authorized Checking in his two stores in other Texas towns
“-...and he referred me to another rental storeowner,

r"fBeaeativc. as Grandrna used to say: there's more than ane way to skin a cat. Never could figare out
'\Trysha“sskimin cats.

Ted



business solutions
Creating Cash Flow Solutions For Todays Business

January 19, 2001

Mr. Lenny Welch
American Billing Systems
Austin, TX 78750

Dear Lenny,

This letrer is to thark thc ABS staff for the continued super support Brad and I
have received. Brad and I have been working with Jason on several marketing projects
and he continues to be a very big help! Jason has had some super ideas that have helped
us move in the right directions to bring in additional business. We continue to call on
him, almost weekly, and he never fails us.

Just recently Brad had a Dr. who has been unhappy with her current medical
software so he gave her &2 randown on MEDISOFT and scheduled a software
demonstration for the Dr. and her staff. The good news is that we had the appoiniment
for the demo but the bad news was that we had not touched the software since
installation! How scared were we? Thank God for the technical support division of
ABS. Janelle spent several hours with us going over the sofiware program and giving us
hints on how to do the demo. Our demo was after Janelle left ABS but Virginia picked
up where Janelle left off and we were able to conduct our demo with no problems. We
know the demo was successful because we only had three questions we could not answer.
We really appreciate Virgmia being “on call” for us during the demo to answer questions,
As it turned out we ended up knowing more about the system than we thought and it was
all do to the help we received from the technical division,

We know that we still have a long haul ahead of us but we are sure that with our
hard work and ABS’s support we WILL be successful,

cerely,

_ ) .
QVQW

Carla Coyle Zaferco & Brad Roberts

5114 Balconies Woods Dr, = Suite - 307, Austin, TX 78759 « phone 512.219.9069 « fax 5§12.219.0919
highimpactbusselBgateay.net



Jennifer Garrott
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From: Annette Gardner [annetteg@amerimnbining.oom]

Sent; Friday, July 30, 1989 4:53 pa

G Terry tfxr::ugh: Cathy Rosenguist: Kristan Pattersen; Virginia Griffin; Chuck Mevette; Jennifar
Cc: Neciz Cobb; Sryan Adamson; Kevin Hinckiey

Subject: FW: John Coyx

Importance: High

The smell of success!!!
----- Original Message-----
From: Recn M

Seat: Friday, July 30, 1899 1:17 PM

Subjeer: John C
Imporcance: Kigh

Johm € 15 ax (¢ again. He callad ¢

0 say chat the ownar of a non-profis
home for handicappsd childrer had co

Atacted him about doing bank drafes for
fund-raisers ané menthly donationsg. Afparsatly the owner just returned form
2 conference in Florida whersa the speaker said, "If vou are nor cclleckting
donations via bank drafrt, ¥OU are making a big mistake,* The Mon-Profic
Times (a nacicnal publication baged ia Ch) did a study that showed it tzkas
Cen times tha number of donors on an iaveice syscem to squal TEE SAMS AMOUNT
of contribuctions via bank drast cver a tag Year pericd! Imagine what that
Peans toe public TV & radio stac:

~Ons, aon-profit miniscrisz, steo.

"\...« leoking azound for scmeons o help him.- cite cwner cou!.§ not {ind any
source for drafting - that is until he talked wich John Céx's Shaklee
supplier| Ths Shakles suy gave him Jobn's number and, by the cims Jehn went

Lo sign up the owner of tha home for bhandcarped kids, thay already over 20
signed authorizations for drafting!

u may wonder why 2 guy liks John would raks cen such a small account. Well,
the main reascn is that Jobw has been so blesged with a hige income from

tnig businesa chat ha doea thesas CYpes of acccunts for free (one of his ways
of giving back to the communicy; .



IMail - READMAIL Page 1 of 1

T From: "Annette Gardner" <annetteg@americanbilling com>
===l To: "Virginia Griffin” <virginiag@americanbilling.com>,"Tracy Borkowski"
Fre— Subject: FW: Chris Simon

send Date: Thu, 20 May 1999 13:56:00 -0600
Next SUCCESS!II!
i —Ongmal Message—--'-
Prior From: Ron Madera {maiito:ronm@nbdsime.com]
e Sent: Wednesday, May 19, 1999 55| AM
.Reply | To: corperate@nbdsine.com
T Foiwazq | Subiect: Chris Simon
Mr I Importance: High
Delete '

Chris Simou in PA signed up another Home Heating Qil company. He got a $295 signup fee for the
commercigl accounts and ANOTHER §295 signup tee for the budget accounts.

He chaarges 3.08 cents a check - but has 2 OUTSOURCE FEE of S125/mo. The companies arc small
and have only 80 customecs on the budget plan (with not much potential to grow significantly). If you
add the outsource fee and the per check fee, thar's sbout $1.64 per check!

As they grow, Chris will cither increase the outsource fec or the per check fee to keep his profits up.
INGENIQUS!

P_S. - the company is making drafting MANDATORY for their budget customers and recently mailed
& letter o them all,

r.ogoff' )im' -Summazy I Send[

http://mail.americanbilling.com:8383/Xb9299d92 ccc{939defc87bb459ee/button.cgi 5/24/99
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From: "Annette Gardner" <snnetteg@americanbilling.com>

To: "Virginia Griffin” <virginiag@americanbilling com>,"Cathy Rosenquist”
<crosenguist@eanthlink net>,"Kristen Patterson" <rkpatt]l@airmail.net>,"Jennifer
Garrett” <jenniferg@americanbiling.c

Subject: FW: Ron Welfel

Date: Mon, 12 Jul 1999 08:47:19 -0600

HTML/EN">

More success stories!

~eOriginal Mestagese-s

From: Ron Madera [mailtoronm@nbdsine. com)

Sent: Thursday, July 08, 1999 1:48 AM

To: corparate{@nbdsinc.com

Subjeet: Ron Welfel

-—-Original Message--—-

From: Ron Madera <tonm@nbdsine com>
To: Ron Welfel <giw01@fiash.net>

Date: Thursday, July 08, 1989 7:45 AM
Subject: Re: New Business

Ron - CONGRATS! That's GREAT! Ten accounts [ike this will make you a VERY comfartable
income!

~=Qriginal Message-—--

From: Ron Welfel <riwQ1@flash net>

To: Ron Madera <ranm@nbdscnline.com>
Date: Wednesday, July 07, 1889 10:06 PM
Subject: New  Business

Hi Rox,

This is Ron Welfcl. | talked to you vesterday about an account that [ was irying to close,
Well, I  closed it yesterdsy, This account has 700 to 1000 bank drafts per  month. This
comprany has sales in excess of $25,000 per month  that is in checks, [ don't know how
much they do in credit  cards.  He made the staternent that they have sales inexcess of
$2.5m peryear. They are expecting to double theirsizein 3105 years. They are a
network marketing compay which sells nutritional  supplements.

They were using another company for their  phone checks. They were batching ever day
and emailing itto KY and  then the Processing company would fedx the checks the next
day. My client was paying about 350.00 per week in fedx charges.

Do to the volume of the compay and potential  volume, | am chargmg $1.00 per check, no
mimiums, This company is  going to save sbout 30% with me plus I am Jocal, which

hetp://mail.americanbilling. com:8383/Xb9859999ach9.. /rmail. 24865 cgi?mbx=MAIN&msg= 7/12/99



IMail - READMAIL Page 2 of 2

means better  service.

The owner of the company stated that He it looking for something new to do, He has his
compapay renning smoothly  and his wife and son handles all the day 1o day items,
therefore he wants 1o do something else, He has indicated that he wants 10 sell checks by
phone for me and [ would pay & commission to you, He has geversl  friends that are
network marketing companys and they would geneme more  checks per month than he
does. He feels that he can get that  business.

Ron Welfel

Austin, Texas

http://mail. amenicanbilling.com:8383/XbI8599919ach9. . /rmail. 24865 cgi?mbx=MAIN&msg=  7/12/99



From: "Annette Gardner” sannetteg@americanbilling. comz
To: "Tracy Borkowski" <Tracyb@americanbilline.com>
Ce: "Virginia Griffin" <virginiag@americanbilli

Subject: FW: Ron Alexander Strikes Gold!

Date: Mon, 14 Jun 1999 10:14:22 -0600

~———0Onginal Message-—-
From: Ron
Sent: Sunday, June 13, 1999 3:02 PM

Subject: Ron Alexander Swrikes Goid!

Ron Alexander just got a signed contract from an Advertising Comgpany that
expects te immeadiately have 100 orders a day for RECURRING ad payments!

They fully expect to be at 30,000 (yes that's THIRTY THOUSAND) chacks 2
month by the end of the year

Ron Is charging $2.00 a chack sa [ asked him,
give them for volume?" Ron said, *"NGNEI"
will be making $60,000 a month from this
problem with that?" He szic, "Nope,
get going right away1"

"What kind of price break did you
I asked, "Let me get this straight, you
ene company and they don't have a
they signed the contract and are excited ta

[ don't knaw about veu but I think I can five on $60,000 2 moanth!

.Lngbff | )60'11:1 Surmargr ' Sandl




From: "Annette Gardner” <annettes@americanbill; >
To: "Jennifer Garrett” <jegniferg@americanbilling com>,"Virginia Griffin”

<virginia i iling com>

Ce: "Kzisten Pattersor” <rkpan| @aimmail.net>,"Cathy Rosengquist”
ist@earthlin}

Subject: FW: Success Story

Date: Wed, 30 Jun 1999 13:33:05 -0600

FYl, Thera is a ot of meney to be made in this industry!!!

—-Orginal Message..---

From: Ren

Sent: Wednesday, fun= 30, 1999 4:54 AM

To:

Subject: Success Stery

Lou Prinzi in Florida did some mailsrs and someons who received a mailer senra
Paging Compary to hie (he has no icea who refrrad them), The Paging company has
#,000-10,000 possible drafts a month and if they like it, they will also implement i at

the Security Company they own. Lou charged $1.75 per check {with volume
discounts) and a $500 setup fee,

T g G Saia|
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From: Annette Garcdner [annemag@ameﬁcanbllﬁng.com]

S Friday, July 18, 1889 11:30 AM

5 Virginia Griffin; Jennifer Garrett: Cathy Rosenquist; Kristen Pattersen
Cc; Necia Cobb; Chuck Meyets: Carol Mc Phersen; Bryan Adamson
Subject: FW: Referrals

Importance: High

wora Cox called this morning to order more chesks (he does about 33,000 a
“th nowl and was commencing on how many referrais 2 zets. He wad amussd
Chat a health club in Austin told a tanning salen in Sar Marcos whe =old a
Veterinarian in New Braunfels, who told a tanning salen in San Antonio!

ALl of chese wers INCOMING calls! Johro
-what he will and won't do for a Client,
situations and differsnt acecunting sof
to take them on buz John will
manacabla zccounting scftwara,

says ne ia getting wery strict about
since they all hava diffarent

tware. One Weorld Gym is begging him
ook do it untcil the awner changed te a more

Isn't chat a nica pesition to be in? Jehn has tarned it, after 4+ years of
hard work, Grzac jab, John!



SurRETY MEDICAL BrLing GROUP

Local Offien: 4 Member of the American Bitlimg System, (ne,

3532 Veolamey Bhd., Suin 180

Wednesday, August 25, 1999

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

C/O Annette Gardner, President

Annette,

This is probably one of the most exciting letters that I have ever drafted. Judy and |
remain so grateful to you for presenting us with this opportunity for success! As you
know, Judy and I have been licensees since January 18", 1999; during this many
things have transpired for us. Though we were licensed in January, I did not begin
actively marketing our business until March 26", of this year. In the interim, Judy
was working out of town in Fort Worth, Texas (we reside in Louisiana) and T was in
transition between owning a business of eleven (11) years and starting a new career
as an insurance agent and stockbroker. 1 was also the primary caregiver to my
father-in-law who at the time, was on his deathbed. He passed to glory on February
9™ 1999, After closing that chapter in our lives, | rolled up my sleeves and went to
work!

As previously stated, T began marketing on March 26™, 1999. Using the business
directory CD that was naturallv. provided by ABS, [ pulled up doctors within a
fifty- (30) mile radius of my home/office. 1 made contact with the office manager
and we had a dialogue based upon the format which was naturaily, provided by
ABS. I confirmed the office manager's name and address and put my literature in
the mail the very same day. I followed with a phone in 2 or 3 days and began setting
appeintments. Of the thirty-five (35) initial mailings, [ attempted to set

' appointments with everyone. All but one were cordial and interested but had some

unexposed fears or apprehensions. I had previously vowed not be discouraged by
one could be 2 “hard sell” or a seemingly cold market. With perseverance, I signed
our first provider on April 12", 1999, just 14 days after I began marketing! Six
days later, [ signed our second provider who is 2 Nurse Practitioner (yes the
software works for them as well). We were so excited! Before April expired, we had
signed a third provider, a dentist! Three providers, 30 days, from 33 solicitations,



.
S

nearly 10 percent success! Not to mention a mere 99.999%, positive response from
the market.

As you might well expect, three providers can really keep one busy. Until recently,
we had not solicited any new accounts. It has been our contention that we would
like to perfect our skills as medical claims specialist in this our formative stages,

You see we would rather grow gradually and do it right as opposed to growing to
rapidly and not being able to properly service our clients.

It recent weeks we have truly began to realize the enormous potential of the Patient
Payment Plan (PPP). This will be particularly useful to our newest prospect; a
dentist with a patient base of 4,725 accounts. We will be meeting with him on
Friday, August 27" 1999, for a second more extensive evaluation of his needs.
Beyond that though, we realize endless possibilities among the following: day care,
private schools, health clubs, lawn services, florist, funeral homes and any other
small to mid-sized business that depends upon periodic (weekly, bi-weekly, semi-
moathly or monthly) receivables.

This started as a desire to replace income that had been lost after T could no longer
operate my previous business. We had always prayed for a way to bave my wife
become a stay-at-home mom for our children. At the time that we took the seminar
in January, we did not know that we had conceived. Collectively, we were in the
5140k salary range. Though we have not fully replaced our collective income, we
see the imminent reality of that happening within the next 6-8 months. I am
however, full time and we have brought my wife home from ber “job™ as a svstems

engineer. Our son shall be born next month and as destiny would have it, we will
both be home with our son!

In closing, we had been presented with a lemon, ABS showed us how to squeeze it
and start a lemonade stand. We were further showed how to replant our seed by
duplicating ourselves, thereby creating a thriving Lemon Grove. The secret to our
success is that there is no secret; we did it your way!

No letter such as this would be even remotely complete if T did not mention the
tireless efforts of your support staff, which is tops, bar none. Without fail, T must
single out Virginia Griffin who is consummate in her capacity and epitomizes all
that makes 2 company great. Many thanks for all thar you continue to do!

“Practicing Excellence, While Pursuing Perfection™®

(gl bnon ™

Lando R, Brass, |
President



