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CEOCFO: Mr. Detterman, what is the concept behind Leap Payments?
Mr. Detterman: We are a credit card processing company focused on helping our clients 
understand the complexities of payment processing and providing simple, honest 
processing solutions for their business. We are a group of industry veterans who realized 
that the pricing offered was never transparent and the service levels were simply inferior. 
We recognized that we can provide both lower pricing and provide the personal service 
that business owners deserve.

CEOCFO: What is a concrete example of why it is better at Leap?
Mr. Detterman: If you call our office, you will get a person on the phone immediately 
who can actually help you. We are never going to transfer you to three different places or 
a far-off land. While it is difficult to differentiate on service, our clients always comment 
that they really appreciate that they can always talk to someone who cares at Leap. If 
you combine that with our superior pricing our clients stay with us and refer their friends. 
In our industry it’s typical to have 20% attrition rates each year, which means that you 
lose 20% of your clients every year.  At Leap, we only see 2% attrition, which is primarily 
due to businesses closing, which is always sad to see.  

CEOCFO: How are you able to provide a higher level of service at a lower cost 
price?

Mr. Detterman: We have support reps who want to help our clients with a smile. They actually enjoy what they do. In 
addition, we aggressively negotiate with our providers for the best possible rates so we can pass-through the savings 
directly to our clients. We realize there are many companies in our space that focus on short-term revenue and that 
fundamentally changes their attitude and actions towards their clients. So while they are hiding their fees and hoping that 
the client does not notice, we don’t, as we know that our clients will eventually figure this out and call us on it. Simply put, 
we’re not greedy and lead with our integrity as that’s what builds a long term mutually beneficial relationship. For example, 
if a business believes that their accounts would only stay with them for 6-12 months, then they would say anything to get 
the client to sign up and then not worry about actually honoring those promises. Conversely, with our long-term focus, we 
build lifetime relationships, so we have to honor all or our commitments and be here for our clients whenever a question 
arises.  In the end, when a competitor comes knocking on our clients door, our clients know that they have a great deal 
and amazing support that simply cannot be matched.

CEOCFO: Do you find that many clients come in looking for that relationship or are they surprised to find that 
even exists somewhere?
Mr. Detterman: It is difficult to differentiate your company based on service. If you tell someone that you have great 
service and they think “Yeah, yeah, everyone else says that too,” but then when they call and someone helps them right 
away, they start to understand that service does matter as credit card processing is a long term service relationship. We 
encourage prospective clients to actually call us and experience how nice it is to talk to a human who wants to help. We 
don’t have a phone system that makes you press 1 for anything, we have great people who answer the phone can 
immediately help.

Many of us here at Leap Payments formerly worked at other credit card processing companies, and unfortunately, the 
typical experience at those companies is a 30-60 minute wait in a queue and then finally you get to a rep who probably 
can’t answer your questions. That’s not right and not what business owners deserve. Our clients deserve better service 
and we are proud to provide smiling, competent support.

Will Detterman - CEO
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CEOCFO: Who is using your service? What is the type, size and geography of companies?
Mr. Detterman: We have clients in all 50 states and Canada. We range from retail to business services to ecommerce. 
We have a wide range and depth of client types. We also have a large and growing portfolio for high risk clients as well. 

CEOCFO: Why the decision to offer services to higher risk clients? 
Mr. Detterman: We have seen high risk merchants treated poorly and simply over-charged. For some industries such as 
travel, bail bonds, and title loans it can be very difficult to get a merchant account set-up. We have partnered with 
processors who want to support industries that are traditionally classified as high risk. We can offer these clients the same 
pricing as any other account and still be here whenever they need us. We don’t treat them as high risk clients, we treat 
them with the same respect and support that they deserve and pricing that is rational and reasonable. 

CEOCFO: How do you know that a high risk client is worth your time and effort?
Mr. Detterman: Some clients do require more time and effort to get an account approved as well as support to maintain 
their account as they are subjected to more scrutiny due to Visa/MasterCard regulations. For these clients we not only find 
them the lowest cost provider but also the right long term fit for their business that will support them and not just get them 
approved and then shut them down in two months. 

CEOCFO: How do you cut through the noise and reach out to potential customers?
Mr. Detterman: Our favorite and primary acquisition method is referrals from existing clients, as a happy client is our most 
powerful resource. Accordingly, we enjoy a Better Business Bureau Rating of A+ with no complaints. Beyond that, we 
utilize referral partners, and have been honored with top rankings on online reviews sites. We also support carefully 
selected outside agents to represent our brand only if they share our ethics, morals and standards and have experience in 
offering merchant services.  

CEOCFO: How is business these days?
Mr. Detterman: It is great, we’re growing fast and every month is better than the one before.

CEOCFO: What surprised you as the business has grown and developed?
Mr. Detterman: The biggest surprise is that as a business owner you need to be open to any and all opportunities that 
come your way. Some of my biggest referral partners or clients have come to us via a channel or connection that all the 
careful and thoughtful planning in the world could never predict.  

CEOCFO: One of the things I see one your site is that you offer a combination of services that others do not. 
What have you put together and what might people find they can do at Leap that might not be so easy 
elsewhere?
Mr. Detterman: We see our role as an advisor to our clients. For example, if you come to us and want to add a point-of-
sale system for your retail location we won’t simply sell you the single system that we offer. We will take the time to 
understand your business, how you are processing cards and then provide you with a couple of different solutions. So 
maybe a PC based POS system is the best for your business, or conversely an iPad based system may be better for the 
unique needs of the client. We will never force a client into a one-size-fits-all product, we will make sure that our clients 
have the best available solutions to their business challenges.

CEOCFO: How do you handle security and how are you going to handle some of the changes in credit card 
processing in general?
Mr. Detterman: Credit card processing security issues depend upon on what type of merchant you are and how you 
process transactions. For a retail merchant, we have been aggressively selling and working with the hardware providers 
Verifone and Ingenico to get the new equipment to our merchants with the new chip readers for ApplePay and soon to 
come SamsungPay. We have been deploying those machines for over two years now, as we were one of the first 
companies to offer the new equipment. It’s important to provide the right equipment so our clients don’t experience any 
issues or risks at their point of sale. 

For business to business merchants the job is to educate them on smart business practices such as how to screen their 
clients to weed out fraud and protect their business. For e-commerce clients, it is more about implementing rules for the 

“If you’re looking for simply better credit card processing services with a top rated and ethical company, we would love to 
support your business. Call us, give us a try, and find out why our clients are telling their friends about us.”- Will Detterman
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business that makes sense and using strong technology such as the right gateway partners, with the most up to date 
security software.  We gladly help our clients implement tools to monitor and maintain protocols to make sure they are not 
unnecessarily exposed to hackers and criminals.

CEOCFO: What might be different a year from now at Leap?
Mr. Detterman: With our growth we will be expanding our staff, and we are always searching for the best solutions for our 
clients’ challenges. I expect that we will be selling more integrated systems, and working closer with our development 
partners to provide unique value-added solutions. We are constantly presented with solutions from third party vendors 
who want us to sell on their behalf. We rarely ever engage with these vendors as we have to be 100% confident that the 
solution adds real value for our clients. We’ve gained our clients’ trust and we’d never abuse that responsibility. 

CECFO: How do you find the right people that believe and understand your customer centric focus?
Mr. Detterman: Hiring is the most important thing that we do. We scrutinize every new hire very closely as they will be 
joining our family. For example, when we add to the team the first thing that we do is go out to our network and ask who is 
the best person that you know who currently works in that job function. So even before the interview starts, we only talk to 
people who come to us highly recommended. Then they have to smile and want to provide simply better solutions in a 
highly competitive marketplace.  

CEOCFO: Why choose Leap Payments?
Mr. Detterman: If you’re looking for simply better credit card processing services with a top rated and ethical company, 
we would love to support your business. Call us, give us a try, and find out why our clients are telling their friends about 
us.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
www.leappayments.com

Contact:
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800-993-6300
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