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President’s Message

True to the Core

1t is not necessary to change. Survival is not mandatory.
—W. Edwards Deming

he payments industry is ever-changing, and the ETA is moving right along
with it.

Just as today’s payment cards, with mag stripes and holograms and
embedded electronics, bear little resemblance to the first paper Diner’s Club
cards, our business has changed markedly since the founding
of ETA. Like any successful organization, ETA is evolving and
adapting as challenges and opportunities arise.

Most significantly, ETA’s board of directors recently
recognized the shifting sands of the industry, and made a
subtle but important change in the definition of ETA’s “core
member” The core member, which is the axis around which
the ETA spins, went from “Independent Sales Organization”
to “Companies that are involved in the distribution and
sale of electronic payments-related products and services to merchants and
businesses.”

The independent sales organizations ETA was founded to serve are at the
heart of the new core member definition. But maturation of the business has
blurred many of the once-sharp lines that made ISOs distinct from other indus-
try companies.The new core member definition recognizes that “pure” ISOs
are part of a larger distribution chain that delivers payments-related products
and services to merchants. Others in this chain include agent banks, acquiring
banks, acquiring processors, and even point of sale system distributors.The
aim here was to recognize the direction in which our members have moved—
branching out from mere sales organizations to more comprehensive payment
companies.

Still within ETA’s sights are those who are ETA members but not covered by
the core member definition. These are companies that provide products and
services to core members, and are critical to the viability of those companies
and the ETA, joining to build relationships with core members.Acknowledging
the evolution of the industry by adopting a more inclusive core-member defini-
tion benefits those who seek access to that broader distribution chain.

The identification of a core member is not mere word play. It is critical to
the association, as it dictates our mission, goals, structure, programs, educational
offerings, and much more. Each year the Board refreshes ETA’s strategic plan,
with serving the core member as the primary aspiration.

Expanding ETA’s core membership will not trigger vast changes in ETA’s
goals or strategies immediately. But as we move forward, this more inclusive
description will allow ETA to remain relevant to the industry, adapt to the
changing landscape, and continue to bring value to members and the payments
business generally. The ETA embraces the way our members have changed, and
we commit to keep right up with you.

Warmest Regards, Tell us what you think

Holli Targan about Transaction Trends and
Partner; Jaffe, Raitt, Heuer & Weiss, share your story ideas. E-mail:
and President, ETA jrossi@electran.org.
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