American Billing Systems, Inc.
Administrative Offices

7120 Rufe Snow Dr., Suite 106-116
Fort Worth, Texas 76148

Dear Lenny:

| am so excited; | now have my first client. | first purchased your program in July 2004,
After receiving the box of marketing materials and ftraining information | became totally
overwhelmed by other parts of my live as well as what to do with everything that came
in the box. Finally in November | pulled the box back out and put stuff on shelves
instead of letting it sit in the box. | had watched some of the video when | first got my
materials, but then stopped. In January 2005 | started watching the videos again and
went all the way through them,

On February 9, 2005 | fanded my first client, Angel Care Medical Services. | offered not
only the electronic billing system, but also some limited accounting services and
business management due to my 20-year background in accounting and office
management, Of course | could not do things the easy way, by finding a “normal”
doctor that is already set up, | found a Nurse Practitioner that wanted to start her own
business. | have now finished helping her set up her business and 1 just found out that
her medicare number has been issued so that | can start billing on her account.

Lenny you have been so supportive and patient with me during the time it took me to
push forward to acquiring my first client.

Word of mouth and contacts have to be the most efficient form of marketing that there
is.

Sincerely,

’,

Annette Speck



American Billing Systems, Inc.
Administrative Offices

7120 Rufe Snow Dr., Suite 106-116
Fort Worth, Texas 76148

Dear Lenny:

On February 28, 2005 | acquired my third client. The name of the company is Epiphany
Medical Services. This particular company has a nwse practitioner that works in
assisted living and independent living facilities to provide patient care.

Word of mouth continues to be the easiest form of marketing for my business. | offered
electronic billing system, patient payment plan and some limited accounting and
business management services. | bill my billings on a per claim basis and the
accounting and business management at an hourly rate.

Sincerely,

ik

Annette Speck

1719 Slensien Lone ** Brllngton, Jexas 76014 ** Phone 8176141599 ** Fax 8175570699 ** Emaill anneltespeck(@comenst.net



Snopined Billing Management

American Billing Systems, Inc.
Administrative Offices

7120 Rufe Snow Dr., Suite 106-116
Fort Worth, Texas 76148

Dear Lenny:

On March 16, 2005 | acquired my fourth client. The name of the company is H J & N
Medical Services. This particular company has a nurse practitioner that works in
nursing homes, assisted living and independent living facilities to provide patient care.

Word of mouth continues fo be the easiest form of marketing for my business. My
second client recommended this account to me. | offered electronic billing system,
patient payment plan and some limited accounting and business management services.
| bill my billings on a per claim basis and the accounting and business management at
an hourly rate.

Sincerely,

Lne T Saeate—

Annette Speck

1219 Sleniion Lone ** @ellagton, Fexas 76014 ** Mione 817.614-1599 ** Fox 5175570699 ** Bnail: amnatlespack(@romeast.nel
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Annefte,

The first thing that comes to mind is " OH WHAT A FEELING!" to get my first
account,

Leany and Annette had both said "go across town and practice first" , which by the
way was good advice! I finally said what the heck and mailed a couple of brochures
with an audio tape and a nice letter on my letterhead.

1 then called the Billing Manager (whom I had had several converzations with two
years ag0 when [ was struggling to pay my sons medical bills!) and said "Hi Karen,
this is Elizabeth Petersen” I didn't even get out my business name before she says

“VES, from Business Billing Solutions, right?! I just received your tape and
brochures and would like to s¢t up an appointment with you!”

WOW! Once we talked it was like we had known cach other all along. She has a
background in banking and it worked out wonderfully. Iknew I was going to have to
try REALLY hard with the 80% Listening and 20% Talking (1 have been practicing
that with my four children and boy what 2 difference when you consciously make
vourself,.. shut up and listen!) but I went in there knowing that this is what T had to do
if 1 wanted to know what they needed and what services I could offer!

Oh, by the way, it ends up that the actual "Bll!mg Office” for this practice IS on the
other side of town 30 minutes a way! This is only the beginning. Karen said they
process 5,000+ claims a MONTH and that they will be switching over and give me
that business also!

Thanks so much Jason! When I found out I got the account I immediately calicd Jason
and asked him if he had his "Dancin" shoes on as I just got my first account! I know I
did, as ! was doing my own little dance!

Keep your chin up, it will happen when you least expect it! It's all in “Gods timing”
not necessanly ours!

E!i.zaazm Petersen

Business Billing Solutions
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Dear Annette:

I am writing to inform you that my billing service is now at the pouit to where |
can quit my full time job, which I have done as of today, to fulfill my dream of self-
employment. Many thanks to you and the wonderful staff of American Billing Systems. |
could not have achieved this goal without all of youl

Now that I am in this pesition, I am looking ferward to helping ABS with
incoming calls from potential licensees who are looking to be in the position I am now in, [
feel ] am positive and energetic and can portray these qualities to the licensees to help them
achieve the same goal and to assure them they really can do it. [am also willing to speak at

future classes here in Austin to be a positive influence and to actually be “in person” to tell my
story of success.

1 leok forward to my future and, again, thank you for your eéndless support.
Sincerely,

Lisa Guertin



April 1, 2002
Lenny,
I signed my first PPP client on March 25! The client is a Chiropractic office (father and son).

After 1 signed up in Ociober, 2000 1 came home and sent letters and brochures out to several
doctors and my plan was to foilow the ABS Marketing Plan until I had at least one doctor
signed up. I decided | was going to market the PPP and try to get my foot in the door that
way, which is exactly what happened.

I started by sending out some faxes on the PPP to 2 few doctors. A couple days after I sent
these out ] noticed 1 had a fax on my fax machine, I looked at it and thought to myseif, this is
the same thing I sent to the doctors a few days ago. I then looked at the box on the bottom
that tells the recipient to mark if they do not wish to receive this fax again and noticed that it
was not checked. Then I looked at the coupon and there was actually a doctor’s name and
phone number written on there stating they wanted more information on the PPP!

That next morning T called the office and spoke to the doctor and set up an appointment 1o
meet with him and told him I would need 15-20 minutes of his time. I met with him on the
day and time we agreed on and be told me to make it quick because he only had 5 minutes,
8o I explained the PPP to him 2s fast as I could and he said he thought this would be
something they would be interested in and I handed him the audio brochure and ask that he
listen 1o it. He said he would and if he didn't call me by next Friday for me to give him a call,
and when 1 did he said they were very interested and for me to call him back in another week.

So 1 waited one more week ond called back and he said they definitely wanted to do this and
50 we set up a second appointment. 1 went with the agreements ready for them to sign and a
copy of the forms for their patients to fill out. His father was also present at this meeting and T
explained to him how the PPP works. He was so excited about it and the fact that it was so
flexible, I handed him the agreement. He read it, signed it and gave me a check for the set-up
fee, T couldn't believe it! Thad actually gotten my first doctor signed up....and it was that
easy!

At that point the father asked me if 1 also did medical billing. I told him I did and we
discussed this briefly. After I had been home about an hour my business line rang and it was
the doctor wanting answers to some questions he had about the electronic claims filing. |
answered his questions and they will sign an agreement with me to do their claims filing for
them also.

s s0 much for your support, motivation, encouragement and always being there to

all 1005
| my questions gt ;
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Cash Flow Solutions o

August 7, 2002
American Billing Systems

Dear Annette,

| am s little late sending this in. | attended the training class the middle of June and
my first account came somewhat easy on | July.

It is a security company and they are offering PAC to their monitored customers as
well as to new customers who cannot pay everything up front for an installation. This
client has had several extremely slow paying customers. PAC takes away the worry
of being paid on time and the client is now much more inclined to extend credit.

| was very unhappy in my job with the government and looking for something else,
About 8 months ago, enrolied in a home study course for Medical Claims and Billing.
Then | heard about ABS on the radio and attended an aftemnoon seminar. | was so
excited about the potential of this business | called my husband and told him he just
had to come back to the evening seminar and hear all about this. Well, he came to
the seminar but was a little skeptical. But, by the end of the seminar, he was as
hooked as | was.

| quit my job with the government mid-July to actively pursue this business full time. |
cannot thank the folks at ABS enough for this opportunity to break out of the very
stressful, unhappy rut | had found myself in. Only | can determine what will happen
now with the help of the Lord. | truly feel like He has been in this with me every step

of the way.
Sincerely,

jas. Koons
Cash Flow Consultant



Automated Billing Services

February 8, 2003
Dear Annette,

| want to take the time to share with you and the rest of the staff at ABS our experience in establishing our first
account as a billing service center,

Before acquinng our first account, Vicki and T spent two years researching other companies that offered clectronic
claime filing. We were focusing on filing msurance claims only, because that was what all the companies had to offer,
We didn't find or feel comfartable with any company until we met with an ABS, Ing. representative. ABS, Inc. gave
15 the knowledge, support and encouragement to estshhish what we have done with our business.

First of all, we spent one wesk setting up our office. We decided January 3rd would be the perfect time for that
because of prior obhigations, However, on January 10™ we sent out our first marketing materials which consisted off

postcards provided by ABS, Inc.

On January 12th, we followed up with phone calls to the providers that were not filing thei insurance eiectronically.
The first office we called on was very interested in what we had to share, After speaking with the receptionist, office
manager and the doctor, we left them with a folder that coatained an sudio tape, brochures and worksheets for them to
review. Before feaving that day, we were able to set up an appointment with the doctor and the office manager later
that week.

O our second visit, we were primarily going to focused on the clectronic claims filing, The doctor had heard of
another doctor that was outsoureing insurance claims, and the savings it is currently providing the practice. However,
after they listened to the audio tape, the office menager and doctor were not only interested in the electronic claim
filing, but the Paticnt Payment Plan as well, Therefore, we think the sudio tape was a big help in establishing this
particular account.

During our visit, we discussed the Patient Payment Plan in great detail. We explained how the plan works, and how
the practice and patients would benefit from it. Before leaving that day, we had a signed contract for the Patient
Payment Plan and received a $100.00 check for the set up fee. The PPP now gives their patients another payment
option besides strictly cash or credit card. And, many of their patients are able to continue their treatment plass on 3

longer besis, therefore, making everybody happy.

Before leaving that day, we set up another appointment to continue discussing the filing of their insurance claims
electronically. On our third visit to the office, we were able to explain in great detail how outsourcing their insurance
claims would benefit the peactice. The doctor was very pleased and willing to outsource his insurance claims, We
charged a set up fee of $450.00, $4.00 per claim and will b filing approximately 250 - 400 claims per week.

Finally, 1 would like to thank you all for your supporz and help. You were there and when you 3aid you would be, you
helped guide us through all our questions, gave us enormous technical support, and cantinue to do 50 on such a short
notice. We feel much more comfortable knowing we have ABS beside us, and took forward o our continued success

with our business,

. 'y’ Mp M ﬁ
AR et
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Dear ABS,

We sold another account! 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
hrochures ar medical and demtai 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 t0 ensure payments.
After telling her about PPP she was immediately interested. She has a contract with alocal
school and is accepting their payments through PPP, Thanks again for your help and support.

I ity h P IS T - ' Rl

Sincereiy,

o Pl

Trudy DeLaughter

“Making Cash Flow Into Your Pocket”



WISE CASH FLOW
SOLUTIONS

June 22, 2000 eSS by Ve et

Mr. Lenny Weich pareo”
American Billing Systems

Re: Success Story
Dear Lenny:

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

Before he returned, [ thought I'd check my voice mail (just in case someone might have called).
It said T had one new message and I 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. 1 called
back and set an appointment for the following week, and they signed up that day.

So my advice is don't be afraid to use vour friends and family to help spread the word about your
new business and it's services. [t just might pay off?

My other advice is to use the support ABS offers. Itis top notch, and they don't keep you
waiting for an answer,

Thanks to all st ABS! [ hope to be sharing more success stories in the near future!
Sincerely,
v .
L0
e A PAVAV

Melissa Wise
Wise Cash Flow Solutions
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American Billing Systems, Inc.

Attn: Lenny Welch

Dear Lenny,

We woukl like to tell you our first success story.

On our answering machine there was a message from a gentleman who said he had heard
about one of our flyers from another business owner we had visited. We called him and
made an appointment. He said he was having difficulty finding reliable people to
outsource work to. In our meeting with him we found out more about his business and
what his needs were. His business involves the financing of in home sales such as’
vacuum cleancrs and water purification systems.

His biggest need was help with calling the customer about their past due payments before
they are sent to collections. We try to get them set up on a payment plan and are in the
process of taking over his invoicing for future customers. This client has given us great
potential for our business growth since he does financing nationwide.

Getting our first client set the tone for the type of business we would like to target. Our
networldngi\ﬁnChmnberofConmmeegawustbeOppommﬁymmupanoﬂm
appointment. We are hopeful it will lead to another client. We will keep you posted on
our progress.

Sicerely,
s

Tina Landis




ﬂ MANAGEMENT SOLUTIONS

January 28, 2003
To the Team at American Billing Systems,

[ am writing this letter to let vou know the impact that the decision to become a business
owner has had on my life and my family. I am so glad that ABS provided a vehicle from which 1
have been able 1o accomplish some significant goals. 1am the mother of two young children and
& 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 our options, we decided to look
for a way to get out of debt which would allow me to be at home at Jeast part-time. We had been
introduced to many MLM businesses and were sick of the ideas about how we could get rich
quickly by signing our friends up. We knew we had to find & jog for me that I could do in the
hours that the children were in school, We heard about ABS and looked into it further.

One of the reasons 1 was attracted to American Billing Systems was the flexibility of
schedule that it provided, I was 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, | had a conversation with 2 friend of mine who is a doctor and he told me about his billing
system which consisted of his office staff doing ali the data input in his office 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 button to send the claims on! I asked 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 next major event that helped me know that we were making the right decision was the
American Billing System's (Video) Training Seminar. [ had not grasped the flexibility of my
possibilities as a business owner until I learned from vour training staff all that could be done
with the package that I had purchased. I was expecting a long, boring training about software, but
instead 1 received amazing and specific training in how 10 market my services with the goal of
getting my first account as soon as possible,

Within the first month after training, I was servicing two accounts and making money! Any
questions I had about getting those accounts and giving excellent service were answered
promptly and completely by your support team each time I 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 pit and I am working about 20.25
hours a week, You will not see me on the cover of Forbes magazine anytime soon, but I am
making enough money to allow me to be there when my children get home from school.

Some things are truly priceless.... W“",ﬁa‘&wwﬁ;du
cwmﬂ'ﬂmm | om,,\;]oﬂ
Gﬁleﬁl“y Yours, e W"w :‘wﬁﬂ el M.:;‘
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* Accelerated Cashflow Solutions

Contact infocration
December 19, 2002 o otvect 000 e wtter. OIS

Mr. Lenny Welch
American Billing Systems

Dear Lenny:

On December 13, 2002 we signed up our fifteenth ECF client. Another client referred
this client to us. She and three others were previously associated with another agency,
and elected 1o leave because of the rate increases they were to be required to pay. After
interviewing several candidates, we were selected. This practice is very active and has

great potential,

Sincerely,

SV

Linda Neifert



Guaranteed Billing Solutions, LL.C
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Dear Leany:

This letter is a long time in coming, but it has finally amived. It's amazing how time just
flies by and months go by before you even realize it. This is my success letter for
obtaining my first two clients. I attended the traiming seminar in July of 2001. At the
time, I was 6 months pregnant and already starting to waddie with every step.

After the conclusion of the training, and then after some intensive planning, 1 began the
tiring work of convincing people that they needed my services. I tumed my kitchen into
a bakery, made more Kringle than I thought possible, «nd headed out into the lion’s den.
My goal was lo sign on three clients before I delivered my baby, As my due date
approached, I had a couple very promising leads, but no signatures on the dotted line.
Then, when my daughter was just 2 couple weeks old, two of my three leads signed the
contracte, and T was finally in business!

It has taken many hours on my part and yours to help get me going. But now I am
feeling confident that I actually can run a successful business on my own. My first client

to sign was a plastic surgeon (who agreed to pay a percentage of his claims — yeah!) and
the other client is a dental office (who is using the pre-authorized checking service)l. The
steep learning curve is finally leveling off, and I'm feeling comfortabie with what [ am
doing. So, of course, the time has come to begin locking for vet another client to make

my life crazier.

Thank you for all your help and words of encouragement. Without them, who knows
what shape 1 would be in now.

Sincerely,

Rachel Linstroth
Guaranteed Billing Solutions, LLC
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Dear Lenay:

It’s 50 encouraging for me to be able to report that 1 have two new clients. Last month
signed a contract with a dentist greatly in need of collection help. Their accounts
receivable is out of control and they want to try 10 collect as 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.

EMC brochure. I knew by the statistics that I would probably only get one new client
from that mailing. I sent the mailing out on & Friday, and on Monday 1 received the calll
This group of doctors was opening a new office and had pot yet hired a billing clerk! 1
met with them that same week and had & follow-up appointment the next week. They
signed a contract for me 10 do all their claims filing 2s well as posting the payments.

This business takes hard worl, but it pays off. I encourage ever_vbody just to keep doing
what we're taught in training. It works!

Sincerely,

I B

Ruth Ebbinghaus



Pro-Express Billing Service

Specialists in Automated Cash Flow Solutions

March 21, 2003 :

American Billing Systems
Lenny,

After getting through the video training, | was so excited to get started. | went fo pay
my daughters tuition for school (pre-schoo! facility) when suddenly it hit me. Can |
ofier them a service? Sure, | can! | started talking with the person af the front desk
taking my money and asked her if there are people that they have a hard time
collecting from. She said yes. | told her a little about the preauthorized checking
program we can offer and she was excited. She gave me the name of the person to
contzct, | sald thanks and asked her to leave a message for him and to let him know
that | would be calling to speak with him.

When | called the next day they put me right through. | told him about our program
and he was so excited. He asked a few guestions and then said to us "Is setting up 12
separate accounts going to be to much work for you"? | never thought | would hear
someone say that to us. He actually was trying to make it easy for us.

This account is 12 schoals with 700 clients to sign up. Seventy-nine percent of the
700 clients pay weekly and the school wanis to convert gll the weekly payers to
weekly pre-authorized check drafts. He wants weekly, bi-monthly and monthly draft
capability. We tallored the contract, service agreement, efc. 1o fit the needs of the
school. This account was easy fo gel. My guess is most small businesses that are
having trouble getting their money for services rendered are grateful for something
fike this.

The cay before our appointment | spoke with Lenny, He was & great help to me. The
encouragement from the staff at ABS was wonderful. We all need the support and
confidence that we CAN DO IT!! We are blessed that Annette provided a skilled staff
to provide the initial video training. It does help. In addition, it works!

Diana & Eric Robanske



Pacific Cashflow Solutions

Member of Amarican Billing Systams

June 27, 2002 oesed 00 K ot usranast
Dear Lenny,

As [ write this I still can't believe that we actually signed our first contract last Fnday! Both Pam and |
are still asking ourselves if this i really happening!

We signed-up the Jarzest printing cormpany in Hawaii, for pre-authorized checking, They have about
1000 accounts of which 500 are active at any given moment. Depending on the client they customize
their terms, 30, 60 or 90 days. The average invoice amount is $10,000.00 with a total imvoicing of
$23,000,000.00 per month. Their major concerns were:

1- 20% of receivables were delinquent
2- Borderline credit approved accounts
3. Keeping current sccounts current

We made our proposal and they agreed to 8% on the delinquent balances, 1% on the borderline credit
approved accounts and 1% on the current accounts. Lenny, what is 1% of $3,000,000,007 ... is that
$30,000.00 ... per month? ... X 12 MONTHS? ... CAN THIS BE REAL?

Of course, we realize that not everyone will sign-up but even with a conservative scenario it's still
incredible. And what about the 8% on the epproximate $600,000.00 delinquent accounts? 'm teo
embarressed to even mention the potential of that!

Thcmoaimpomntoona’demimisthaﬂhiscompanyisonlymeofmrysnbsidimiesofalamc
corporation so think of that potential.

If it mn‘tfocrthefactMtheparemeonvanyjustspenlBlGBUCKStodoacocmncrmnmsion
for Y2K and bringmg this company on-line with the corporate office 1 might have had & chance of
getting their billing business too. Can you imagine!

Lenny, I cant tell you how much we appreciate the support fram all of you at ABS. We really couldn't
have done it without you guys ... MAHALO & ALOHAI

Si 1

Mike & Pam
Pacific CashFlow Solutions
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Lenny,

I finally did it, | got my first two accounts! One is a Life Insurance Company that wants
to do Pre-Authorized Checking for their monthly premiums. [ had initially mailed out the
brochure and letter on 8/29/01,

1 got a call from this woman who had gotten the letter back in August, she left it on ber
desk and came across it a few weeks ago, put it in her drawer and then after talking with
someong in the office, she remembered my stuff, pulled it out and called me. I signed her
this week.

As part of the setup fee, 1 will mail letters (on her letterhead) to all her existing customers
and | will supply her with forms to sign up an new customers. She would like 10 have
most of her customers on this as soon as she can (over 3,000)!

It was that easy, just like fishing, put the bait on the line, throw it out there until you get a
nibble, then reel it in,

1 also signed up a mailbox/postal business. 1 stopped by on his first day in business and
dropped off a PAC brochure. 1 will be drafting his customers for their “running tab” each
month! He has already told other people about my service, and I have brought him
brochures and business cards and promised him a finder’s fee if I signup anyone he sends

my way.

Lot

Outsource Billing Services, LLC
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Dear ABS e e it

Here is & nice success story, A few weeks back I am home doing housework and the
phone rang. It was a company fund raising for the fire fighters of our state. Of course [
pledged some money and as my mind works I'm thinking “Ah! a possible client!” I asked
the gentleman whom I might speak to regarding belping this organization with their
fundraiser. He gave me a name of a person who gave me a name of another person. 1
called this other person whe was very busy but said he could give me 15 minutes. We set
a date and time to meet. The next week I met him and was finished giving him
information about what I could do for him in 8 minutes. For the next on¢ half hour he
questioned me and complained. He said he would have to bring this concept up to the
hoard and it might be awhile for them to warm up 1o this concept. They just agreed 1o
accepting credit cards as a means of paymeat. Two days later [ gota call from his
secretary asking for more paperwork and information. My heart throbbed as I thought
“there is nothing more I can give them excepi a contract.” 1 explained this to the
secretary and she put me on hold. When she came back she asked if the contract could be
faxed over so they could sign it and get things going ASAP, [ signed a contract with a
company who's business is fundraising for firefighters of our state. [ have the entire
state. 1 have a training session next week with the phone calling people expiaining how
best to present this form of payment.

This story goes to show you, you don't have to be out beating the pavement to drum up
clients. You do, however need to be constantly thinking of innovative ways to catch the
attention of a possible client, It never hurts to ask. What hurts is someone beating you 1o
the punch! The encouragement and congratulations [ receive from the folks at ABS is
still heartwarming. 1 truly appreciate them. They do keep you on a positive road! Thank
you so much.

D. Reynolds
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Advanced Business Solutions

April 18, 2000
Dear American Billing Systems,

| want to thank you for an incredible opportunity you gave my husband, Dale, and .
Through much persistance and commitment we just ianded our first account,

We waited until after the holidays to get going with our new business. We have been
relying on Grandma's and friends to watch our 2 littie ones. Just 2 weeks ago | decided
to get serious and | hired someone to watch them 2 days per week.

Our next door neighbors own a small business. | have casually approached them many
times about using the Pre-Authorized Checking Plan instead of sending monthly bills.
Last week she was at our house. | started asking questions about their billing precess.
| explained in detail how it works. The next morning we got together. | presented she
and her husband with a letter to send to their customers. They agreed it would work
well for them and are going to send out the letter at the next billing cycle.

They also gave a copy of the letter to an associate of theirs who owns the same
business.

| couldn't have done it without my constant contact with Lenny Welch. He continuously
supported my efforts and encouraged me when | got frustrated. He sent marketing
information to me and helped fine tune my phone script and business cards, His heip
gives me the confidence to get out there and get another account. Thank you! Thank

you! Thank you!

Sincerely, : :
:t ; [é D, demi
iwﬂw hﬁi m Won fire R
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CASH FLOW TECHNOLOGIES

“Cash Flow Solutions For Your Cash Flow Problems™

Deur ABS:

I got my first sccount {July 2000)! 1 went for my training at the end of March and began starting to
gencrate business towerds the end of April. 1t ook me & little longer for my first sccourt because [ had @
lot of challenges ahead of me.

My husband ] came home from training on 2 Saturday, wé told our family lae that night tha: we were
moving, and then moved that following Saturday, My husbend is a self-employed carpentér and he Mad is
sehedule already booked for the summer, I moved with my 23-year-old daughier 1o $1art my new business
and my husband remained at our other house 1o finish his work for the summe. 1 moved because We
decided it would be best for me to start oy néw business &t aur new location instead of starting it and then
having t0 move my business in sbout 5 manthe, This is where my challenges began: 1 moved 10 & new
zrea: | didn't kaow my way around 1o anywhere; [ dida't know any businassas in the area: 1 didn't Xnow
ANYONE let zlone have a "warm market™; and | didn't know anvone (o baby sit my davghter while ! went
out to get business, ButThad & goal end [ was desermined to achieve it! My goal was 10 at least have 2
gtart this summer with my business. That way when my husband moved with me at the end of summer, we
would a1 least have some income 10 make the transition emocther. | met my personal gosl by getting my

first account!

Since 1 did not havea “warm market”, 1 decided | would start by sending jelters io doctor’s offices. [ used
The Yellow Pages and I would pick out 10 practices to comaci. | would then calt those offices, ask for
their business hours and ask for the name of the office manager. Then 1 would send oul 2 letter along with
<ome brochures and & marketing flyer ic the attention of the office manager. The foliowing week I would
follow up on my letter by Visiting the practice and try to obiain &n appointment wih the office manager to
come back to evaluate the practice. My first set of letters and contacls gave me an appontmert to go back
10 evaluate the practice. My second set of leiters alse gave me the opportunity 10 20 back 1o evaluate the
practice, | was then able 10 pive those LW practices a proposal for the Electronic Claims Filing and the
PPP. One of these practices signed the contract for the PPP! This practice is currently sending out S00-
1000 invoices a month. They aren’t sure yat if they want me to file their claims electronically {they are not
currently filing elecronically), bul the with the PPP 1 have my “foot in the door™! Actually, the only reasoa
1 hiad the opporiunity 10 even present propasal with the electronic claims filing is becsuse of the PPP, The
PPP gave me an opportunity and an cdge that 1 would not otherwise have had if 1 didn’t have the PPP

program to offer.

This is only one acoount for now. bui it Is @ start. 1 have had such success in my marketing that 1 am very
pleased with the results, 1 will keep markesing myself Lo gar more accounts. 1 have another set of leers
already in the mail and T will be foliowing up on them pext week, [ am very glad 1 went to the Lraining in
Texas! Without that training and 1he help of Lenny, I am not sure what 1 would be doing. Well, ] take that
back; | know what | would be doing.....NOTHING and I would be sure ta fail if T had tried this on my OWn

without ABS help.
.

nk you for all ¥ >
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Dear, Amesican Billing, parson and 8Te not quarsriced

|mummwmmwufadlmeMnuedappMandmmmmyouhaveglvenﬁomesimt
came to training in July of this year. lamveryendtadmatlsimedupmyﬁmuccoumam Itis
apradioeumsmctusiniu

Atﬂmlmmskeﬁbdammﬂpmnlmmeaﬁanmaaﬂ.unmlmm
qmsmwpmuinwﬂismce.lhavebeenvw pteasodwm:heirmwdedgemda:ppm.

The training was exceflent and | was very lmpressedﬂthmemarkaﬁngmdmalsywpmvided. Asa
matter of fact, if | had to go out and produce the same quality marketing materials myself, | might not
havoslgnedwmyﬂmtamﬂsomlddy.

ldldvﬂmtyoutanwlmemudningandlsemwadrwmaﬂpieca. | decided to send out only 10 at a
ﬁme,owauaelvumlediomkesumlmdfoiiowuponmemlnaﬂme&ymamer. | timed my mail out
somedodorsomcemudmcaivomanbymesdey.wwnes@y.cﬂmmy. | then made follow up
phomcullstheveryne:dmek.usingmepimesmmfmmmyuamngmamﬂ.

lmaaenvayclea'manwpuposamswhelpmedﬁcesuﬂendwmreaseme practice's bottom
line. Aspmdmyauaarategyloffemdlobtingmeoﬂ'msuffanomedodonurm.mﬂaskedmem
what kind of sandwiches they liked best. Ialsowcediflow!dmngafewbmdwresand maternials o
share with them befomwlmchmeqmgmeylimmisideaﬁnemdsaldnmuldq'vememachanoe
to go over things a bit first.

Dmmelmchmeellngmedm.skedmwwﬁnglmamddmsm | was alittle
mwwsunmmnlmmatmymmmdsmehimumandnmeyandhemaldseeamum
qdcksretunonrisinvestmmt Thelwnymingwasthuhes\aswadytohmd over all his billing to
me then and there, but his wife had to agree too.

She egreed of course. Iasicedthemloletmedosommmbermmgbackatmyomoemdmal
ooudmreapmposalandcam::xformemtomm We;ickedadaelaterlmhemkformw
meatupq;ainsnddosemeded. Merreadingmypmposalandoomactmeyageedwthetemsmdl
Mkedawwmmymwoommasaupfeommypockeﬂ
lelwmmmmdmmeammmmwmmnwmmmﬂwme. | am proud
becwselhavemyomwneesmwaﬁmamlmddwmm
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o
Dear Lenny,

I'm happy to share my first success story with you. | didn't have the connecticns
that some of the other ABS licensees talked abeut during fraining. | knew |
would have to create my own network. | joined my Chamber of Commerce
and it's been a great investment. | attended the new membetr's breakfast
meeting. Each person stood up and described their business. "I'm a cash flow
specialist, and | provide an effective means of coliecting account receivables in
a timely manner...." At the end of the meeting | was approached and tolc by ¢
fellow member that he was looking for somecne fo help him with his account's
receivables. We set an appointment and | met with him later thaf week. He is
starting @ new endeaver that creates recurring monthly subscripfion payments
for fraining materials which he sends to various businesses. | gave him an initial
proposal and we discussed his needs. We scheduled a second meeting
couple of weeks later. The end resuitis that | have signed my first client.

Throughout this process, Lenny made himself available to answer questions,
make suggestions and encourage me. Approaching the marketing end of the
business made me somewhat insecure. Lenny raised my confidence level by
sharing good marketing techniques. | want to thank Lenny and commend ABS
for being there after basic training. Going out into The recl world is when |
needed ABS the most ond it has made o difference.

Locking forward to growing my business and success 10 all ABS licensees.
Sincerely,

B

. Annette Aultmen
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Professional Business Systnms
“Your cash fiow solutinn™
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Lermy Wekh pRisan
American Billing Systems, Inc.

Dear Lenny:

Well, ] finally acquired my first account. I will be doing the Patient Payment Plan for a Chiropractor’s office. The
office has two doctors and ! will be doing approximately 250 drafis each month, Iam charging them a $100,0G sut
ip fee. Even though this is a small account, the exciterent i3 just as great as if it were a large account.

About two weeks ago | 0ok some of the tapes to town and Jz& them 2nd 2 PPP brochure at severa] doctor offices.
When [ called back the nexi week to do the follow-up, they had listened to the tape and were interested. We setan
appointment for fater that week, but die to an emergency they had to cancel the meeting. They called me back this
moming and wanted 1o get together later this moming. 1met with them at 11:00 and within 10 minutes everything
was signed, sealed and delivered.

The tape is an awesome tool. By the time | met with them they were already convinced that they wanted to do this,
5o | didn’t have to do much seliing. All1had to do was collect the check...

| also left the tape with 8 dentist who called me and ix wanting 10 set up an uppoiniment $o | can visit with him and
his office manager. They want to 6o a lancheon appoimtment. | am in the process of getting that meeting sct up ROW.

Pius, | have an appointment this Friday with a hospital in one of the two towns in our area to go over the PPP. 1 had
left them one of the very professional looking Solutions Brochures.

This Is & very exciting business, plus I am having so much fun doing it All it tekes is persistence and consistence.

[ woald like to shanis evaryonc ot American Billing for their help and suppost  You all have been great to deal with
and | am very proud to be associated with such 2 sincere and dedicated bunch of peaple,

Yo, K. ey
Marsha L. Griges
Professicnal Business Systems
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M. Lenny Welsh
Dear Lenuy,

Persistence does pay off, after returning fromn the training seminar Linda and I came back
all fired np thinking that most of doctors offices were just waiting for us to show vp in
our white suits and solve all of their billing problems, Well they are standing, and they
are waiting, but guess what, they want you to ask for their business. sometimes more than
one time. They even had the nerve to ask for onr credentials.

After about two months of working full time, making phone call afler phone call, I had
gotten two or hree appointments and bad gone o & couple of them o vo avail. Then I
cailed this one office that was local, that turned out to bave the home office 70 miles

away. 1 821 1p the appoinfent with the administrator and followed up, it weat well with
the exception of the last time they bad out sonrced, the company did not filea claim for
over six months, needless to say ont-sourcing was not top priority on thewr List

However | don’t give up easily, I kept calling and talking for the next conple of months,
and finally it paid off'we did sign them up on the Patient Payment Plan, we got all four of
their offices starting Angust 22 2000.

T alzo have more interviews working, and it appears some more just about ready to make
the decizion to go with vs.

Needless to say ihere were tiwes when I questioned whether 1 shonld make the long drive
for the meeting, so never give up, the adainistrator told me the reason he gave me the
account was becanse of my persistence.




Open Door Business Services

Opening Doors To Solutions For Your Business

April 27, 2004
ABS, Inc.

| have been an ABS licensee since November of 2003. | signed my first service agreement in
January, and two weeks ago | picked up my second signed agreement for the Patient Payment
Plan.

This second dentist | had been marketing to for about two months. The first time | met his
office staff, | was told that they had just signed on with a coliection agency to handle their bad
debts. They were really hurfing. | stopped back in a couple of weeks later and met the dentist
personally. When | returned to my office, | faxed over the fax pack for the Patient Payment
Plan. That really got the ball rollingl

He had hired a new office manager and she wanted to take advantage of services that could
simplify the office, whereas the old manager wanted to keep everything in her control. |
contacted the dentist that | am already working with and the office manager enthusiastically
agreed to giving me a reference. Al that point she also told me not to be surprised if | receive
calls from other dentists because she has been telling the other dentist she works with about
my services. It tums out that the dentist | had currently contracted has a very good reputation
and that alone was a very big plus for me. The fact that this dentist was working with me really
impressed them and as soon as they talked to the office manager personally, they agreed to
sign a contract!

| am now halfway ta the goal that | set for myself to reach by June! | am also following up on a
referral from the first dentist. | will keep you updated with my progress! Thank you so much for
the wonderful support,

Sincerely, Contact informasion has been debered to
peotect the privacy of the individual of
company that provided this testimonial
letter. Original on fike at home office. Any
Ashley 4 Bromgard income figures mentioned are based on
individual's efforts, will vary with cach
person and are not guaranteed,




Open Door Business Services

Opening Doors To Solutions For Your Business

June 29, 2004

Dear ABS Staff,

| just received my third and fourth signed agreements for the Patient Payment Plan!

The very first dentist | signed up on the Patient Payment Plan has a very excited office
manager who has been giving me referrals since the first signed her agreement. These last
two service agreements are because of her hard work!

| just signed a dentist in Houston, Texas who has two offices. Not enly have they signed an
agreement for both offices, before the contracts were even signed, the office manager had

referred me to a dentist in Pennsylvania! | have been communicating with her for the past two
weeks.

| am very excited with the progress of this program and looking forward to see how it grows
from here!

Thank you for all of your support and help and | am sure that | wiil be speaking with you very
soon!

Thank you,

Ashley J. Bromgard

Contact informanon has been deleted to
protect the privacy of 1he individual or
company that provided this edired
testimonial lester. Onginal on file al home
affice. Any income figures mentioned are
basad an individusl’s efforts, will vary
with cach person and are not guaranteed.




Bevenue Solutions

March 26, 2004

American Billing
306 E. Post Oak, Ste. 100
Burnet, Texas 78611

Dear Lenny:

WOW! What a day! | finally got a day care to sign up. And it is my third client in
one day. | have been working on this client for a few weeks and they agreed
today, | took all the information for their parents, so they will give the parents the
information today! And of course signed the contract so we will begin next week.

That makes 3 new clients in one day!!!! | am looking forward to next week!

What a great day and start to the weekend! Have a great one yourself and I'll be
calling and e-mailing lots!

Thanks!

gl

Linda Hughes
Revenue Solutions

Coatact Information has been Geleted to protect
the privacy of the individual or company that
provided this edited testimanial lester. Original is
on file al honwe office, Any income flgures
mentioned are based on mdividual’s cfforts and
will vary with each person and are not guarantesd
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May 4, 2004

American Billing Systems, Inc.
Administrative Offices

ABS Staff:

We just acquired our first account! The account is for a mental health facility, Weare
providing claims management.

Tt has been very helpful to be able to get help from ABS. Whenever a question or doubt
has arisen, you have been there to guide us to a course of action that works.

The account actually took about & month to finalize. This type of facility has a lot of
differcnt entities involved in the decision making process. Lenny, you were able to
explain that as well and encouraged us to persevere, and that made all the difference in
Our success.

We would like other people 1o know that we took & leap of faith when we invested in this
business. This is something we have wanted to do for years. We trusted that ABS would
help us to achieve our goals. Slowly but surely we are living out our dream, with ABS at
our side every step of the way.,

In closing, we would like to tell you is has been an absolute pleasure working with all of
you. You are all so helpful and kind. With you guys as our “marketing gurus” we could
take over the world.

Sincerely,

&l G e

Mé&M Billing Solutions

Contact miormation [as beea delered to protoct
the pavacy of the individu] o coapany thet
wrovided this ediied testimonial lester, Onginal
on fike at home office. Any (ncome figures
menticeed 1re based oo individual's «fftets, will
vary with each porsxs and see not guarznioed.




June 23, 2004

American Billing Systems, Inc.
Administrative Offices

ARBS Staff:

We acquired our second account in June 2004. The account is for & substance abuse
facility, We are providing full practice management. They even signed up for PPP. So,
in essence, every service we offered, they took.

It seems that the marketing method that is working best for us now is word of mouth. It
is amazing how one account can tum into many warm referrals. This account was a lot
easier to acquire than our last, The facility called US! That in itself was so exciting.
Within a week we had a signed contract that included all the terms we requested. We
believe that the experience of our first client made the difference in acquiring this
account.

We can always count on your unfaltering dedication to provide us with excellent support

in our business endeavourers. We have come to realize that your experience is vital 1o our
success. Thank you for giving of vourself so freely.

Sincerely,

o Cifosfton

Mé&M Billing Solutions

Contzct sfotmation bas dbeen Scloted 10 pratest
the privacy of the individual or coapany that
providad this edised testimaniul Jetses. Original
om file at homw office. Any lncome figuros
mestioned sre basod oo Individual's efforts, will
vary with esch pesson and arc wot guanteed.




American Billing Systems, inc.
Administrative Offices

7120 Rufe Snow Dr., Suite 106-116
Fort Worth, Texas 76148

Dear Lenny:

On February 24, 2005 | acquired my second client. The name of the company is
Daystar Medical Services. This particular company has a nurse practitioner that works
in nursing homes to provide patient care.

Word of mouth continues to be the easiest form of marketing for my business. | offered
electronic billing system, patient payment plan and some limited accounting and
business management. | bill my billings on a per claim basis and the accounting and
business management at an hourly rate,’

Sincerely,

MnoZ8o-Speckt

Annette Speck

1719 Slunsion Sane ** ibinglon, Tasas 6014 ** Phone B17.614-1599 ** Fou 817-557.0609 Bencile annslaspec{@comoont et




