
DENVER, CO, APRIL 30, 2014. ASF Payment 
Solutions, a leader in payment and facility manage-
ment software has released its updated Online Point 
of Sale and Scheduling software. Based on client 
feedback, ASF is now giving clients maximum 
flexibility with POS and Scheduling through 
innovative upgrades.

ASF clients using POS can now . . .
• Add new prospects and quickly search/add them 
  to a sale for record keeping.
• Print gift receipts and display a return policy at 
  the bottom of the page. 
• Recalculate stock quantity from returns that will 
  appear in red on a detailed receipt report. 
• Have specific inventory items from the POS that 
  auto-populates the Contract Entry in order to 
  streamline membership sales entries.
 
“We’re very excited to provide clients with this new 
integrated tool that streamlines the contract entries 
while tracking and collecting upfront monies at the 
point of sale for new memberships”, says Christie 
McPherson, Client Training Manager. 

ASF’s Scheduling module can now . . .
• Set-up or change expiration dates globally for PT 
  sessions through the POS or add-ons giving 
  clients a single page to manage ALL expirations.
• Easily adjust the number of member or prospect 
  sessions and/or expiration dates of purchased 
  sessions giving clients one central location to 
  manage everything.

“This new release is a true testament to the rela-
tionships we have built with our clients. All our 
applications are developed using the feedback 

about features and tools they need to run their 
businesses. They’re living the club business 
day-to-day and we value their input. It’s through 
our clients that we adjust and make our software 
better and to be the most efficient and robust 
program in our industry”, stated Sean Kirby, V.P. 
Client Relations

About ASF Payment Solutions:
As a 40-year pioneer, ASF Payment Solutions is an 
industry innovator in full service billing and online 
management software systems for health clubs, 
fitness centers, gyms and martial arts studios. ASF 
is a true relational partner and takes pride in our 
client’s business success that goes beyond just 
being a Health Club Management Software compa-
ny. We value our own integrity and professionalism 
working with our customers and we’re committed 
to continually building our client relationships. 

For more information, contact:
Client Support
ASF Payment Solutions
800-527-6898
clientsupport@asfpaymentsolutions.com

Copyright © 2014 ASF Payment Solutions. All rights reserved. All other product or company names 
mentioned are used for identification purposes only and may be trademarks of their respective owners.

April 30, 2014�17

�ASF announces new Point of Sale and Online 
Scheduler software updates

These days everybody is talking about fraud 
prevention and the new EMV credit card standard. 
With credit card fraud on the rise, it seems there’s a 
new story every day in the media about some large 
organization being “hacked” and customer credit 
card data being stolen. EMV (Europay, MasterCard, 
Visa) microchip credit cards have been active in 
Europe and Canada since 1999 and implements an 
enhanced security feature, which combats “card 
present” fraud.  So, why has it taken so long to 
activate this technology in the United States?  The 
simple reason is the enormous amount of effort 
required by banks, merchants and processors to 
implement the technology.  Processors (organiza-
tions that manage authorizing credit card transac-
tions between banks and merchants) will need to 
rework their systems to process EMV transactions; 
merchants (gym owners) will need to purchase new 
hardware; and banks will need to issue EMV 
enabled credit cards to all of their customers.  As 
Europe has completed its migration to EMV, the 
region has seen an 80 percent reduction in “card 
present” credit card fraud while the U.S has seen a 
47 percent increase in “card present” fraud. 

So, what exactly is EMV; how does it work, and 
why do we need it? 
Our current credit cards use a magnetic stripe laid 
across the back of the card to store information.  
This information does not change and is called 
“static.”  EMV credit cards have a microchip 
embedded, which interacts with the point of sale 
(POS) to create a dynamic authentication code for 
each transaction.   This microchip enables the 
payment processor to have a high certainty that the 
card is authentic and the transaction is not a fraudu-
lent transaction.  Had EMV credit cards been in 
place prior to the hacks in major US retailers 
recently, the affect would have been minimalized 
and it is unlikely the hackers would have been able 
to re-use the data.  One important thing to note is 
that with EMV credit cards, they combat “card 
present” or, “in person” transactions only.  Online 
or telephone based transactions are still susceptible 
to data compromise.

Why should you use EMV?
While there is no hard deadline for EMV imple-
mentation, there is a “Liability Shift” date of 
October 1st, 2015 wherein the responsibility of 
paying for fraudulent transactions will trickle down.  
Today when a consumer finds a fraudulent transac-
tion on their account, they call and notify their bank 
of the transaction and the bank researches the fraud.  
In most cases the bank refunds the money to the 
consumer’s account and the credit card company 
(Visa, M/C, Discover, etc.) absorb the costs.  After 
October 1, the responsibility for absorbing the costs 
will cycle down to the organization that does not 
support EMV.  Think of the credit card companies 
at the top, then the payment processors, followed by 
the merchants (gyms).  If the payment processors 
offer EMV transaction processing but the mer-

chants choose not to deploy it, the gym owners will 
be responsible for absorbing the costs of the fraudu-
lent transaction.  One item to note with the EMV 
liability shift in the health club industry is that the 
rate of fraud within this market is (very) small.  

What’s involved in setting up EMV and do clubs 
need it?
Health clubs will need to work with their payment 
processors to purchase EMV-POS hardware to 
support EMV transactions.  At this time, credit card 
processing companies are ramping up their support 
organizations and pushing out EMV enabled hard-
ware to integrators.  Health club management 
software companies are working to integrate the 
EMV technology into their platforms.  Request 
information from your payment processors on when 
they will have this technology available and what 
the deployment steps will be. 

What’s the Club Cost?
The hardware cost for clubs transitioning to an 
EMV-POS system (basic system upgrade) is around 
$300-$800.  For wireless terminals and/or NFC 
(Near Field Communication) capable terminals, 
which allow mobile access will cost more.  If you 
have a POS system in place, you will only need the 
new reader hardware that can process chip-enabled 
EMV credit cards.   Club owners can also expect to 
see higher processing fees dictated by the banks 
and credit card companies for EMV transactions 
due to the additional overhead required.

Summary – weighing the risks and costs
Credit card fraud within the U.S. has been growing 
in the past few years.  Criminals who are hacking 
into major retailers are looking for credit card data.  
The use of EMV credit cards will make the capture 
of this data unusable to attackers.  While there is no 
set deadline for all U.S. transactions to be 
processed by EMV hardware, there is a strong 
belief that this is coming.  Recent hacks of major 
retailers have made consumers very aware of 
security, as it relates to credit cards.  When an 
organization suffers a breach, they lose customers 
and they feel the company is not protecting their 
data.  It’s looking quite a bit like insurance.  You 
don’t drive a car, or own a house knowing the 
negative consequences of not having insurance.  
Retail businesses will most likely feel the same 
regarding the investment in an EMV-POS system.  
At this time, the risk of not going to EMV enabled 
hardware is the risk of gym owners having to pay 
for the fraud committed at their locations and the 
possible loss of consumer confidence.

Jose Calvillo
Chief Information Security Officer
ASF Payment Solutions
Jose.calvillo@asfpaymentsolutions.com
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Adding technology to your club marketing should 
make the task of driving revenue and retaining 
members much easier. Using text messaging can be 
one of the best ways to reach out to your members 
and is key to retaining them, creating more revenue 
and keeping them engaged to what your club has 
to offer.

When you envision text message marketing, you 
think about promotional deals such as weekly 
offers from Redbox, or an update on the latest sale 
from a retail store. Thinking outside the box with 
your text messaging marketing as a gym owner can 
elevate you past the normal advertising clutter your 
members are bombarded with everyday. While 
effective text messages can lead to gym member-
ship using your facility more often, using practical, 
relevant and informative content can go a long way 
in building member loyalty. Let’s look at four ways 
to use text messaging to engage your members and 
give them every opportunity to connect with your 
club community.

Motivational Messages

Motivating members to continue workouts with 
regularity is half the battle for any owner. Using 
text-messaging works well for personalized 
marketing to inspire your members to keep coming 
back. This is not only a retention reminder, but that 
you’re thinking of their personal health while 
providing yourself an opportunity to upsell them on 
additional club offerings such as a new class, or a 
personal training session. Other motivational 
messages might include health tip alerts, or links 
back to your website for nutritional advice, or even 
healthy food recipes.

Gym Alerts

Automated text alerts to your members helps to 
keep you and them in “real time.” As different 
events occur at your gym, sending out text 
messages to members will quickly alert them to 
what’s going on. For instance, you might be closing 
for a holiday, or have to close early because of bad 
weather. By letting members know in advance, you 

will help to combat member frustration instead of 
them showing up to a locked door. In another exam-
ple, new members often feel intimidated working out 
in a crowded gym. Plus, it gives your staff more time 
to educate new members about their workouts. Other 
text messages can include automated birthday alerts 
and efficient member renewal reminders.

Class Schedules

Giving members timely updates on classes, 
especially when schedules change is critical to keep 
them coming back for more classes. Whether it’s a 
specialized class that happens once a month, or 
something that happens more frequently, you can 
create text lists to help remind them about the 
classes. If something comes up and you have to 
reschedule a class, you can let members know 
instantly and they’ll appreciate it more than you 
can imagine.

Creating More Club Revenue

With the majority of members using smartphones, 
clubs can now take advantage by creating a better 
member experience, as well as up-selling them on 
products and services. This can be done through 
automated lead generation, new member alerts, 
attendance and non-attendance alerts, incentive 
offers for family and friend referrals, promotional 
offers, club specials and events.

Conclusion

Text message marketing is most effective when you 
can engage your members with relevant informa-
tion that’s delivered on a personal level. Creating a 
better member experience starts with education, 
motivation, or simply remembering them on their 
birthday. Increased club revenue can be the result 
of engaged members who refer your club to others; 
and by upselling gym promotions or services 
through continuous education.

Stephen Wilson is the marketing manager 
of ASF Payment Solutions. He can be 
contacted at 800-527-6898, or by email at 
steve.wilson@asfpaymentsolutions.com.
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