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doubts. | then talked with four current licensees who had nothing but good
things to say. | also knew that if | decided to take this step, | would commit
mysealf to it 110%. After reaszurance from my husband that | had his support in
this, | decidad to take the plunga. I'm =o glad | did!

| have to say that it really took little effort on my part to sell PPP. | just found a
practice that truly needs it and it sells itself. | want to thank you Lenny for all
your help and guidance. | also want to say a special thank you to Cynthia who
has listened to me ramble and crtiqued letters for me. The entire ABS staff |'ve
had the pleasure of working with as been extremely supportive, helpful and
professional. | can't thank y'all encugh!

Sincaraly,

oY = T
LA e _sd = -‘-***"f-*’
Vicki Brock
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Mr. Lenny Welch

American Billing Systems, Inc.
13809 Research Blvd.

Suite 705

Austin, Texas 78750

Dear Lenny:

Itis with great pleasure that I'm writing this letter to tell you that | signed my first
contract yesterday. Exactly four weeks to the day since | graduated from my
training class in Austin. I've tried to diligently apply what v'all taught us, and
guess what, it works!!

| will be providing the Patient Payment Plan to an oral surgeon less than 10 miles
from my home. | ariginally started marketing to several types of businesses in
my community with a mailing of anly nine letters. | got my initial appointment out
of my first mailing. | would have signed the contract a week earlier, but tha office
manager was out for a week

| followed up my original letter with a phone call three days after it was mailed.
She was anxious to see me and learn about PPP. At my first appointment, | took
the Patiant Payment Plan notebook provided in training and basically went
through it with her, | also brought along a sample of the service agreement we
would enter into and an application form the patient completes. She =said they
had a staff meeting the next morning and she would present it to the doctar then
She also said she had bean locking for ancther vehicle to collect payments and
she thought this was it. That morning they had seen ten patients and she felt
three of the ten would have been good candidates for FPP. This was Tuesday
afternoon and we set another appointment for Friday MRGming.

| spoke with her Thursday aftemoon to confirm our appointment and find out the
number of employees in the office (so | could take enough donuts). She told me
than they were going to sign the contract and emphasized she was counting on
me to help her with thiz and make it work. Well, if | could do a cariwheel, | would
have done one right then and there in the office of my full-time job.

. LIGCENSEE OF AMERICAN BILLING BEYSETEMS, INC,
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Friday morning | arrived with my introductory letter, proposal and contract all
encasad In a Solutions folder, | also brought along the PPP Policy and
Procedures, \We reviewed everything in detall and discussed how they would
present this plan, She quickly stated this was a very simple program that she felt
would work well. | offered to visit there other location and work with the front
office, but she felt she could handle the training and explanation.

| approached this call with the intent of setting new patients up on this program.
As she and | talked, she mentioned that their collector had called and suggested
they discount some of the balances on the accounts he was handling in an effort
to get some money in the door. | quickly recommend they consider reducing
their balances if they agreed to sign up for the PPP, | felt like | saw a light in her
eyes. She was very excited and thought this was a great idea. | then asked if
they had any other patients not in collections that might be interested. She said
she had been thinking about that too. She plans to review their accounl
recelvables and have me do a mailing to any that are over D0 days old.

| set my contract up with a 100 set up fee for the doctor. Then each patient that
enrolls will pay a $5 set up fee and a monthly service charge of 5%. |
determined this was more profitable for me due the amount the patients will be
paying each month and considering that there will likely not be a large volume of
drafts, As far as the collection and existing accounts, we agreed to $10 per letter
regardless whether they enroll. If they do sign up, then | will collect the standard
55 set up and 5% service charge.

While | know thig one account is not going to make me wealthy, it's a good start.
| intend to provide them with superior service. After sometime has passed, | plan
to again approach her about their medical claims filing which they now have
putsourced to somacne else. Passibly they will consider allowing me to do this
as well cnoe I've established this program. The office manager also feals she
has a vested interest in this because she's the one that brought it to the doctor
and canvinced him to give it a try. She is anxious to see how well it improves
their cash flow, She even said herself this may allow them to treat patients they
previously would have turned away

When | attended the American Billing Systerms’ seminar in Dallas, Texas in early
March, | knew this sounded like something for me. | have to admit the 510,000
cost did concem me, | did some research on ABS and found anly positives. |
then talked with my CPA who advised me against it. She had another client who
had gotten involved with another company charging the same amount and it was
a miserable failure for those folks. And, the staff at my personal physician’s
office advised against it as well. They all had horror stories that really gave me



lnnovative Cash Flow Solutions
Tio WER 3373
Hubbard, T TLl48

(254) 180 - 248t

Pear Llnm_[:

Tus! want to tell you abeut our sezovd comtract. We stopped by aopw
Orthopaedic sorgeon’s office and- droppezt off brochures with the tady sitting at
the recephiom window. We have no donbt that they went-into file 1225 spon-as we
were out of sight. Afler about-thres days we dropped back by sud re-introduced
surselves and our services. Once amgain, | am sure the information was disposed
of never having been seew by the proper personds). Fre ment day Chris calted
and identified himself as having stopped by = couple of Himes and asted when the
office mangger would b i, W _drowe over at-the givewtime: |Loopnr We were
greeted by.a dark and empty office; thooghrwe arrived 20 minotes shead of
schedule. IT became obvious she had not expected our persistence as she did oot
get back untit after t40pm we weresttl there, watting and perched ot the sdge
of our seats, She scted surprissd by our presenece aved within feor more minmies,
the office namager arrived and we totd ber we had beeo by twice already and jost
wanted to introduce ourseives and our busimess. She was quite surprised as, just
as we suspecizd, she never got the iteratore we bt left-previoushy. wWe saf amd-
talked and stre said she might-be able to-ooe s i "some-capacily”. W gave her-
the infornmatiom and Yeft. The mext day | =me imamt there was & message oo the
recorder fromrthe office mamger wanting s more format meeting. | met with her
and vithin two davs, we had another contract and now doall of Heirdaims
processing. e are about ty tane over- their invoizing a5 well. Jost another

Evample of persistence paving ofi—__
Sincerely,

Chris and Fandy Garey
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Progressive Business Solutions

Drear lason, 11/

I think I am still in shock. 1 can't believe this is actually happening T attended the training
seminar in Texas the week of July 25, 2000, 1 quit my full-time job to devote my time to
my new business  Although 1 do not recommend this to everyone, it has kept me on my
tpes. | do not have the cushion of other job. 1 am forcing myself makea goof it and I'm
so glad 1 have,

| dropped off a fiyer and my business card to a plastic surgeons office about 3 weeks ago,
| followed up with a telephone call a few days later and scheduled an appointment to
discuss the benefits of the PPP. The business manager was eager to share the information
with the doctors. The doctors were pleased wath the program and 1 signed them up
11/8/00. They are considering the possibiity of outsourcing seme of ther claims to me as
well. For now, | want to earn their trust and respect by keeping my word. | belizve | am

finally on the right track! 1 would not even consider quitting now. 1 have covered so
much ground!

Thanks to Jason, I still have my sanity. and my hair! T call and harassed him endlessly
He never seems to muind, He always builds my confidence. Brent and Janelle have been a
big help as well. One thing | have found with the staff at ABS, they never rush you or
treat you like a number. They listen, they care and give good advice. 1 look forward to
sharing & more success stores in the next few months!

H Orsha

o™

PS5 to Phyllis for always being so cheerful on the telephone!
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October 12, 2000 solutions®hi net

Lenny Welch

American Billing Svstems, [nc.
13809 Research Blvd. Suite 705
Austin, Texas 78750

Dear Lenny,

Well, | signed up another company for pre-authorized checking. This client 13 a fellow
member of a credit association that | belong to

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

To be honest, | really thought that this would enly be an exercise for me and T was
grateful for the opportunity to practice on them. | was feeling very confident with my
powerpoint presentation and [ 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 @ few concerns but after a few more phone conversations [ was able to
sign-up this paving company. But it doesn’t stop there! A few weeks later | recerved an
e-mail from my credit associgtion inviting me o present my business at three (3) different
industry meetings, [ actually panicked when | got this invite because | knew 1 couldn't
da a laptop presentation to a LARGE group. But God provides! Lenny and his staff
were very helpful at suggesting other options. As it tumed out | discovered that a friend
of mine has an LCD projector so ['m all se1 for my presentations!

| thank the ABS team for their support and encouragement!

Sincerely,

Mhike & Pam
Pacific CashFlow Solutions



Sensible Solutions

Ociober 11, 2000

Mr Lenny Welch
ABRS, Inc

13800 Research Blvd
Austin, TX 78750

Dear Lenmny:

It's s0 encouraging for me 1o be able to report that 1 have twe new elients, Last month |
signed a contract with a dentist greatly in need of collection help. Their accounts
receivable is out of contral and they want to try to collect ks much as possible through the
PPP program. They are also signing up new accounts on the PPP when expensive
procedures are performed not covered by insurance

1 also just signed an with an ophthalmologist, | sent out & mailing of 26 letters with the
EMC brochure. | knew by the statistics that | would probably only get one new client
from that mailing 1 sent the mailing out on a Friday, and on Monday | received the call’
This group of doctors was opening & new office and had not vet hired a billing clerk! 1
met with them that same week and had a follow-up appointment the next week They
signed a contract for me to do all their claims filing as well as posting the payments.

This business takes hard work_ but it pays off. | encourage everybody just 1o keep domng
what we're taught in training [t works!

Sincerely,

¢ Cidiscpllazea

i
Rutlh Ebbinghaus

1.':".' ™. Hickory L':Rx Phang: G364 563008
Warrenion, MO G3IIE2 Fax HAG-136-3834

cmail ) nel Beddanmnety oom Prager RTT-H01-7440



Accelerated Cashflow Solutions
-

10220 Esthner
Wichitn, KS 67209
Office: (316 720-6610

Fax: (316} 77340710
October 10, 2001 aeilerii@swhellned

Mr. Lenny Welch
American Billing Systéms
13809 Research Blvd.
Sunte #7705

Austin, TX T8750

Dwear Lenny:

On September 12 we signed up our second ECF client. A referral we got from our first
claims client only 9 days after signing her own contract, This client has started 2 new
practice and keeps very busy. After the first of the year, she will be bringing a pariner on
board. Hopefully, her parimer will be equally as busy,

With Mary's excellent support in getting started the first time, I was able to get this client
get up with very little problem and few phone calls. Mary iz to be commended on her
talents and thoroughness. As a result, | am actively trying to build my ECF clientele and
using PPP as & backup. | am really enjoymg ECF,
Thanks for all the support.
Sincerely,

I.-){::_T,_,:&ﬂ', I"-f{-'_'r' P i
Linda Neifert

et Mary Typher



Reflections Cash Flow Technologies

May 14, 2001

American Billing Svstems
1 3740 Research Blvd., Bidg Q-]
Austm, TX 78750

Dear ABS.

We sold another aceount! This is our fifth month in business. Although we have been
concentrating on marketing for electronic billing services, we have still been leaving the PPP
brochures at medical and dental offices. We leave the brochure with a business card, and if
possible ask for the business managers name,

A friend of ours is an alcohol and drug counselor. During conversations, we had told her about
the business. She was going into private practice and was looking for Ways 10 ensure payments.
Adfter telling her about PPP she was immediately interested. She has a contract with a local
school and 1s accepting their payments through PPP. Thanks agazn [or your help and support,

Sincerely,

“f"m; Z Ll

Trudy Delaughter

::Hm"ri'ng Cash Flom fmta Your Pocket
PO Box 2583 Fax: (B00) 708-1767
Jackson, MS 39207-2583 Phone: (621) 316-5739
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Mazch 23, 2007

Chear American B.lllll:g1

I am very excited to be wrting you this success Jetter] We have signed our third sccount and we
are thrilled! We are working with Body In Balance Chiropractic to help them collect on some overdue accounts.
We tried collecting on these aceounts with the Patient Payment Flan, because it would allow the doctors to keep
the money we collect. Heowever, the patients didn’t respond to the payment requests, o we have now
conmacted with Transword Systems to put the accounts into colleetions. We are glad thar we were able to offer
this option to our chent. Transworld has been very helpful and we are hoping for good resulrs: Cur hope 15 that
our client will urilize some of our other scevices once they see how we operate. We got this account from a
cefereal from my sister. She is a patient at the chiropractor's and mentioned 1o me that they could use our
services. | cold-called the office snd teceived a call back a few days later. This just goes to show you that your
advice about utilizing vour “warm marker” is valuablel Thanks Amencan Billing

We now have three very different accounts and we are so excired that our mnge of services 15 able to
meet the needs of our different clients. We love being able to work with such a variety of businesses and offer

them such 4 wide variety of services! We are hopeful that referrals from our chents will be forthcoming Thank
you for your contnued support and assistance!

Simcerely, /

Cleem Meehals

Eileen Michaloeyk

v
et
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Folutions
dedicated to increasing your cash flow

Dctober 17, 2007
Dear ABS Success Team,

! recently signed a Doctor’s Office up for Money Quest Profit Recovery Services.

It ie a Pediatriciane’ office that has several doctors on staff. They have between 25 and 30 accounts that they
turn over 1o & collection agency every month. Their problem is that they are paying 25% to the collection
agency that collects only about 3% of their accounts. They also receive calls from their patients that have been
tumned over to the collection agency saving that they are being harrassed daily. T am confident that Money
Cioest will be able to help them in their efforts 1o collect their aged accounis witheut losing them as clients
because of the respectable way the collection letters are written, | feel like [ am providing them 4 great service
by adding a large increase to their profits. They are planning on turning their accounts over at o) days. s0
their cast of collecting these accounts will be 7% instead of 25% and we are hoping to collect 50% of their
bad accounts instead of the now 5% they are collecting with a collection agency, The office staff 15 excited to
start this new service and is locking forward to their new rewards,

The ABS Support Team was o huge help by the classes that they, along with Chene Brown put together for
ARS Licensees. | attended o class in Phoenix at the Esplanade and then attended o Webinar class at home. |
also reviewed the video on the ABS support site a couple of times before | went to my appointment 10 make
sure | was ready for the presentation. The support site has many training sessions thal not only have greal
infarmation but help build my confidence so that | feel secure with myself as well as with the information |
&M presenting.

1 am looking forward to developing a relationship with the office and earning their trust. Al that paint, | will
try 1o sell them more services. | plan on keeping in contact with their billing department woekly at first to
make sure that they are petting the most they can out of Money Quest.

Tem Connett
Professional Profit Solutions

14175 W. Indian School Road, Suite B4-617, Goodyear, AZ 85338

6523-853-0935 Fax 623-353-0735
TerriiProfessionalProfitSolutions com



