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Specializing fn Cash Flow Management

Decamber 6. 1995

Jennifer Garrett

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

Dear Jennifer;

Last Friday, we gol our first contract signed. It was with a Periodontist for services
regarding the Patient Payment Plan™. The following summary of how we got 1o this first
contract is forwarded for your information. Perhaps there is something of value hera that
can be of benefit fo others.

My wife and | completed our course with ABS on Friday October 1, 1999, Upon arriving
back home, wa immediately began to reformat our siationery and design other markaling
material. After a few weeks, we falt 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 sugpestad. Maost of those changes we went ahead with, A few days later, we
received our new business cards from the printer and wera ready to start making
contacks.

Initially, we decided to contact various types of businesses and learn where our efforts
might have the best resulls, Those first contacts included, friends who were executives
in health care organizations, Orthodontists, regular dentists, various other spacialties in
medicine such as Pedlalrcs, Urology, Orthopedics, Internal Medicine, Ophithalmoiogy,
EMT, Urciogy, Family Practice, and Chiropractors, and the non-medical businesses of
storage facilities and newspapers. Several referrals wana given to us, which wea followed
up on. We did not have any success and subsegquently bDegan approaching
Feriodontists. This resuited in our first confract referrad 1o above,

The basic approach we have laken includes six sleps;

1. Prepare Introductory packels for inlsresied businesses (& summary of our
services, commitment to confidentiality, description of the Patient Payment
Plan™. application form, eic. ).

2. |dentify the businesses to contacl and organize their contact data on the

computer.

Telephone each business, identily the business office manager and arrangs Lo

drop off the matenal

Follow-up with phone calls and personal visits.

Have contracts ready for discussion and closure,

Attermnpt to close whan appropriate.

o

oo
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Along the way we have made various cold calls in person and dropped off our
introductory packet with the business office manager. 11 8o happens that the contract we
got was Inlliated from one of these cold calls. They were locking for an allernabve 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.

Sinceraly,

Ga.ry-ﬁigﬁ::ln
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June 19, 2001

Steven Phillips

American Billing Sysiems, Ine.
13740 Rescarch Blvd., Bldg. Q-1
Autsting, Texas TAT50

Re: Sucoess Story
Diear Stove;

[ have finally securcd my first sccount. It is an ambulance gerviee for the village that T live in here in
Ohio, Tam filing insurance <laims as well as taking care of their patient accounting. [will also he able 10
offer paticnts the Patient Payment Plan

1 was able to get this account through my “warm market™. It happened in the beauty salon where | have
mry hair done. As | was telling my beautician of my billing business the salan owner overheard me and
beean questioning. Come 1o find out she is on the village eouncil and knew that the ambulance scrvice
was having trouble collecting their fees. She immediately went o work for me, setting up the mechng
with those in charge, ete, Onee T metwith the Rescue Chief it was farly easy 1o get the account. What
really made the difference was the fact that 1 em a resident of the village and they prefer to keep their
money local, if possible. So they were willing 1o give me o chance even though the buginess wes now,

The support team at ABS has been great! Even though my first aceount dide't come from the marketing
mathods 1've been using, 1 believe that by just constantly keeping in touch with ABS it has encouraged
me not to give up. My first account was a long time :n coming, especially since [ had to wait for the
matter to be approved in multiple council meetings, which spanned 2 number of months! So if wny of you
out there are having difficulty getting your first account, please do not give up! Call ABS again and by
all means put their suggestions to use and be willing 10 ey new weas! Since [ have had no prior
expericnce in medical billing, Mary Typhair has given me uncnding support in the technical issues, |
don't know what 1 woald do withoui her. American Billing Systems really stands behind thewr licensees
and thrives on our success. T was thrilled to be called by the President herself, Annetle Gardner, when
enother markeling support Tepresentative was unable to call me back. How many company presidents cut
there would care enough to call a hittle person in Ohio back, who didnt even have an acéount yel? This
act of kindness actually brought tears to my eyes and really gave me a boost! Thanks ABS!

Sincerely,
Ditra Rnt

Diana Pant



fmnatta Gardner
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From: DELANDO1@aol.com
Sant: Thuraday, August 19, 1999 12:12 AM
To: virginiag@amencaniilling.com
Ce: annettegi@amearicanbilling.com
Subject: Re: Software Updales

Wirginia, you truly, truly are too wonderful for words! Judy end I are jusk
truly humbled by your "delibesrate” asd diversge kindneest! Vipginia, 1 am not
one for simply chrowing argund accolades and kudos but we could exbuast opur
combloed vocabulariss and still could not adegquately describe yeur woerth.

At the training we were told that duplication is & key factor in this our
ehonsan profession; well we can only hope that AES practices the same and hold
vou as the model for all empicyecs!

Met with a Dentist, this morning (Wednesday] showld sign kim nmext Friday! He
has 4,732 patienmts!!!l! I think the patient payment plan is really going to
heip him! He is a referral from an existing client.

p.8., the Dental software l& exceprlomallll

Lowe, [De®Lands and Jody
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Authorized Dealer

Jennifer Garreft
American Billing Systems
Austin TX

Dear Jennifer:

I am happy to repart my first sale as an ABS Licensee.

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

IMESSAEES,

I happened to run into him at a school function (our sons attend the same school), 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, T had some more brochures about our products to
give him. We chatted only a few moments, and talked mostly about PFF (he only does
ahout 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, [ will give itatry.” 1
took the Service Agreement and copies of the PPP Explanation and PPP Authorization to
his office.  They have been slow to 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!

Tem

Tom Parris
President

330 Malrse, Blop, §130-8 - Richardson, Faxms THIR
(214) 644-4289 - 1-800-300-ROCK (7625) « FAX: (214) 690-9567



DIVERSIFIED CASH MANAGEMENT |
Cerified Cash Flow Speciaksts 1528 Hoower Hill Rd
Ashebara, NC 27203

Phone (336) B26-G042

January 31, 2000 Fax (396) B2G6-67HE

American Billing Systems
13809 Rescarch Bivd,
Austin, TX TRTS0

Dear ABS Staff:

[ just wanted to take a moment to express my thanks for everything you all have done to help Tony and me
be successful in obtaining our first Patient Payment Plan account. | know that | must have called Lenny a
dozen times & week, but he was always supportive and helpful to me whether | had questions, problems, or
just wanted to talk about the things that were happening in our business.

I think the most important thing that | did was get out and meet people. We had kind of a unique situation,
in that we were starting right at the Christmas and New Year's holidays, and many of the doctors and
people that | talked to were not wanting to make any decisions until after the new year began. Also, this
part of Morth Carolina has been hit with the worst winter storm in 60 years, so things have been shut down.
Still, 1 went around when I could and talked to people, left cards and brochures, and kept calling them.

Our first account was signed up this past Friday, fanuary 29! Dr. MacDonald 15 a dentist, and we are
providing PPP service for his office. He actually agreed to the service a week before we got the agreement
signed, but | couldn't get back over there due to the snow and icel He is our personal dentist, so we had
already esiablished 2 measure of credibility with him, and ['m sure that had some influence on his
willingness 1o try PPP.

I found through the process of getting this account that fear disappears when you go cut and do something,
Tony and | had many challenges to overcome before we were even able to got to our training seminar.
There were many times when | wondered if it was reafly worth the investment and the hassle, but there is
no doubl now,

| would encourage all the ficencees who are looking for that first break-through to stay in touch with the
staff at ABS. Their help and input were, and still are, critical to our success. Lenny knows that if I'm on
the phone calling people, and get more than just a few negative responses, he's the next person 1 call,
becavse he can heip me fine-tune what ["'m saying, and that has hefped me more than | can say. Keep
trying, because you will eventually reach all the goals you have set for vourself if you want them badly
ensugh!



MANAGEMENT SOLUTIONS

January 28, 2000

To the Team at American Billing Systems,

[ am writing this letter to let you know the impact that the decision to become a business owner has
had on my life and my family. [am so glad that ABS provided a vehicle from which [ have been able
to accomiplish some significant goals. | am the mother of two young ¢hildren and a short time ago we
found ourselves in a depressing financial situation, which necessitated my going to work outside the
home. When we thought about all of cur options, we decided to look for a way 1o get out of debt
which would allow me to be at home at least part-time. We had been introduced to many MLM
husinesses and were sick of the ideas about how we could get rich quickly by signing our friends up.
We knew we had to find a job for me that T could do in the hours that the children were in school. We
heard about ABS and looked into it further,

One of the reasons [ was attracted 1o American Billing Systems was the flexibility of schedule that
it provided, 1was skeptical about this possibility as well as the need for outsourcing in the medical
and business community. My skepticism was alleviated by two major events. First, [ hada
conversation with a friend of mine who is a doctor and he told me about his billing system which
consisted of his office staff doing all the data input in his effice and then they would send the
information by modem to a billing center in another state who would simply send the information on
to a clearing house, My doctor friend was paying $1600.00 a month to the billing center where they
were simply pushing a burton to send the claims on, 1asked him if he would be interested in letting
someone else do all the input and file his claims for the same price and he said he didn’t think that was
possible but if [ could learn to do it, he would jump at the chance. Hmmm....

The pext major event that helped me know that we were making the right decision was my
experience at American Billing System’s Training Seminar. 1 had not grasped the flexibility of my
possibilities as a business owner until T was taught by your training staff all that could be done with the
package that | had purchased, | was expecting 2 boring class about software, but instead [ received
amazing and specific training in how to market my services with the goal of getting my first account as
soon as possible. Within the first month after training, | was servicing two accounts and making
money! Any questions [ had about getting those accounts and giving excellent service were answered
promptly and completely by your support team each time [ called or emailed them. Thank you for
holding my hand as I found my way to my goals and dreams!

As for my goals, we are almost out of our consumer debt pitand [ am working about 20-25 hours a
week. You will not see me on the cover of Forbes magazine anytime soon, but 1 am making enough
money to allow me to be there when my children get home from school,

Some things are truly priceless....

Gratefully Yours,

Fy | II.-"d_—.-"

Cathy Rosenguist |/

1220 Airport Freeway G-417 + Bedford, Texas 76022 ¢ 817-800-6501



Date: 11/1699

To: Jennifer Garrert
American Billing Systems
Phone: 3512-336-1300
Fax: 512-336-8962

From: Tom
THE ROCKFORD GROUP
Phone:
Fax:

Pages: 2

Subject: Can’t Wait to Tell You!

I have mentioned to vyou recently, and you helped me with some
documents, ahout my PAC appointment with a musical instrument
leasing company here in Dallas.

I met with them this morning, and they are much bigger than even |
thought: they have 45,000 customers who pay them monthly for the
instrument rental.  OF these, only 3% (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 handie the FAC
entries, any instrument refurns, etc.

[ believe that in the medical field, abour 25-30% of the customers sign
up right away for PAC (and PPP). That would between 11,250-13.500
new customers for drafting. Wow!
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March 23, 2000

Lenny Welch
ABS
Austin, TX

Dear Lenmy:

We just wanted to write and thank vou for helping us land our first Pre-Authorized
Payment sccount! The business that we signed up is a Heating & Refrigeration company.
Because the majority of their customers pay the balance upon completion of the work, we
focused on their monthly monitoring program. The Pre-Authorized Pavment Plan fits
perfectly into this program

Omce we clarified where the need was and thoroughly explained the PPP and how it
wiild benefit them, signing them up was no problem at all, 1had a Service Agreement
with me all ready 10 go, so before we left from that first appointment they signed the
Agreement and gave us a check for $125.00 for a set-up fee.

Lenny, 1 can’t thank vou enough for all of vour help and encouragement. All of the
sample letters, marketing tools and other forms you sent us were invaluable. We couldn't
have done i1 withou vow. All of our nervousness has been changed into exciiement.
Mobody is sate now! There will be many more to come!

Sincerely.
Lonn & Necia Hale
Portland. CHE

e



The Rockford Grou

718 Brentwood Lane  Richardson TX T3080
Phane: 214-478-1028 Fax: 972-669-1017

Lenny,
[Hiare are twi estimonials, . for two new clients

| prepared a maller for Free Trial Peried for Patient Paymsent Plan. | printed up a letter promating the Fres
[rial Pericd, and handed therm off ar the reception desks afall my lseal praspecis.

By that afternoon, | received a call from an interested Office Manager. She wonled 1o get started. |
schediled gn sppointment with her and the doctor, and twio days, liter ey signed a PPP Service
Apgrestnent  They do have 3 receivables problem; we are eager (o see the resulis of the Pathent Payment
Plan for them. | also kave another Otfice Manager who has said thar they. o, want 10 try the Free Trial
Period, s [ will let vou know when | complete the agreement with them,

The second new provider {5 a Podiatrist, | was researching doctors on the [ntemet, und found about 204
with fiix numbers listed. | sent o Broadeast Fax for PPP 1o them all, and the good doctor called and said
that he wamed us 1o help him.  He only sees 1215 patients o day, but does have some skow paying
patients. He sizmed up his two offices the day after be called me.

Thanks for the engoing assistance!

Lenny.

Can | have 1) Pre-Authonized Checking brachures for the Podiatrist™ | am attend the Dallas Apastment
Associetion Trade Show on April 13", and will pass the brochures out at tat tme.

1 will mail thesa to you when | return 1o Dalias. Thanks for all your helpt

Tom



WISE CASH FLOW
SOLUTIONS

96 Harman Road * Halifax, PA 17032
717 362-1965 * Fax 717 362 1945

E-mail: wisecash@epix.net

June 22, 2000

Mr. Lenny Welch

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

Re: Success Story
Dear Lenny:

I signed my first account on the Patient Payment Plan. | happened by luck (I guess). My dad’s
dentist called to remind him of his appointment and | mentioned to my dad that [ should send
some information along with him regarding the Patient Payment Plan. | almost didn’t send 1t
wilh him because T felt kind of weird asking him to take it and didnt want to make him feel
uncomforable soliciting for me, but 1 sent it with anyway. 1 thought | won’t hurt—you never
kninw.

Before he returned, [ thought 1'd check my voice mail {just in case sameone might have called).
It said 1 had one new message and | got all excited—who could it be. It was my dad’s dentist
office calling to schedule an appointment to hear more about the Patient Payment Plan. [ called
bacl ond 2ot an appointment for the fofllowing week, and they signed up that day.

S0 my advice is don't be afraid 1o use vour friends and family 1o help spread the word about your
new business and it's services. It just might pay off!

My other advice is to use the support ABS olters. 1t 15 1op notch, and they don™t keep vou
waiting for an answer,

Thanks toall at ABS! 1 hope to be sharing more sudcess stories in the near [uture!

Sincerely,
_\__-“h ™
v41 .0
| I H LY _.';"__ 'I..:.'II"_‘.I'..,

Melizsa Wise =
Wise Cash Flow Solutions



A

Lonestar Billing Service

Lenny,

1 attended the live training in Austin on June 14, 2000. It is July 6, 2000,
and [ have landed my first account. It is for a doctor who has a general
practice. | will be filing his insurance claims electronically, even though he
seems to think this 15 the only service he needs nght now, [ plan to keep
bringing up the Patient Payment Plan. [ walked mto lis office on June 27,
2000, handed him a brochure and a card, explained to him our office just
opening up in the area, told him what we did as far as increasing cash flow
and he tumed me down cold saying he had it all under control, He let me
know he had a very low patient load and he didn't need someone else domng
his work. So I left and thought about what he said, * 1 have it all under
control and I don’t need anyone doing MY work.™ So the next day 1 went
back, and 1 asked him, “ You don’t need anyone doing YOUR work? Your
work is to care for patients. My business is filing insurance claims.” [ told
him, “let me do your claim filing, so you can do your job worry free of
making sure your claims get filed.” After a couple of days went by
approached lim with a proposal. He agreed. We signed the contract on July
6, 2000, I'm excited and can't wait to land another account.

Nora Ortega

(2101 637-STAR  San Antonio TX, 78233 E-Mail: Lonestarbills@cs.com
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Wednesday, August 25, 1999

American Billing Svstem, Inc
13809 Rescarch Blvd Suite 705
Austin Texas TR7S)

C/O Annctte Gardner, President

Annette,

This is probably one of the most exciting letters that 1 have ever drafied, Judy and |
remain so grateful to yvou for presenting vs with this opportunity for suceess! As you
know, Judy and | have been ficensees since Junuary 18", 1999; during this many
things have transpired for us, Though we were licensed in January, | did not begin
actively marketing our business until March 26", of this year. In the interim, Juds
was working out of town in Fort Worth, Texas {we reside in Lounisiana) and T was in
transition between ewning a business of eleven {(11) years and starting # new career
as an insurance agent and stockbroker. | 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, | began marketing on March 26", 1999, Using the business
directory CD that was paturally, provided by ABS, I pulled up doctors within a
fifty- (50) mile radius of my home/office. | made contact with the office manager
and we had a dialogue based upon the format which was naturally, provided by
ABS. 1 confirmed the office manager's name and address and pot my literature in
the mail the very same day. 1 followed with 4 phone in 2 or 3 days and began setting
appointments. Of the thirty-five (35) initial mailings, | attempted to sel
appointments with evervone, All but one were cordinl and interested but had some
unexposed fears or apprehensions. [ had previowsly vowed not be discournged by
one could be a “hard sell” or a seemingly cold market. 'With perseverance, I signed
our first provider on April 12", 1999, just 14 days after | began marketing! Six
days later, 1 signed our second provider who is 1 Nurse Practitioner (yes the
software works for them as well). We were so excited! Before April expired, we had
nghed e third |‘!|-I'|!r'|.'i.l.|l'l‘1 n idearizt! Threa |1ﬂ'|\.l"|r]|.-ru, an :I:l:,.'s-:, from 35 solicitotinns,



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

As you might well expect, three providers ean really keep one busy. Until recently,
we had not solicited any mew accounts, 1t has been our contention that we would
like to perfeet our skills as medical claims specialist in this our formative stages,
You see we would rather grow gradually and do it rvight as opposed to growing to
rupidly and not being able to properly service our clients,

It recent weeks we have truly began to realize the enormous potential of the Patient
Payvment Plan (PPP). This will be particularly uscful to our newest prospect; a
dentist with a patient base of 4,725 accounts, We will be meeting with him on
Friday, August 277, 1999, for a second more extensive evaluation of his needs.
Bevond that though, we realize endless possibilities among the following: day care,
private schools, health clubs, lawn services, Morisi, funeral homes and any other
small to mid-sized business that depends upon periodic (weekly, bi-weekly, semi-
monthly or monthly) receivables.

This started as a desire to replace income that had been lost after | could no longer
operate my previous business, We had always prayed for a way to have my wile
become a stay-at-home mom for our chilidren. At the time that we took the seminar
in January, we did not know that we had conceived. Collectively, we were in the
$140k salary range. Though we have not fully replaced our collective income, we
se¢ the imminent reality of that happening within the next 6-8 months. 1 am
however, full time and we have brought my wife home from her “job™ as a systems
engineer. Our son shall be born next month and as destiny would have it, we will
bith 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 sced by
duplicating ourselves, thereby creating a thriving Lemon Grove. The secret to our
success is that there is no secret; we did it vour way!

Mo letter such as this would be even remotely complete if 1 did not mention the
tireless efforts of vour support staff, which is tops, bar none. Without fail, I must
single out Virginia Griffin who is consummate in her capacity and epitomizes all
that makes a company greal. Many thanks for all that you continue fo do!

“Practicing Excellence, While Pursuing Perfection™
o R
fl -H\-I'ﬁ i j 1’I))':l" é,-"‘- s
| --*J’.‘.if;’f":'.li..f N orecs !
De'Lands K. Brass, |
President
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