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Clearent’s Empower Program helps 
you lower your credit card processing 
costs by sharing your fees with your 
customers. Whether this is through a 
Surcharge or Non-Cash Adjustment 
on each transaction or a discount for 
customers paying with cash, you can 
legally share your processing fees with 
your customers and see immediate 
benefits. Clearent’s Empower Program 
lets you keep more of  your profits so you 
can reinvest those savings and grow 
your business. At Clearent, we believe 
that success with the Empower Program 
starts with training. That’s why we 
created this guide to help you and your 
employees maximize your profits. 

EMPOWER PROGRAM
MERCHANT TRAINING GUIDE

Congratulations on taking the important first step to help 
your business thrive while staying fully compliant!

Now let us walk you through the rest.

We’re excited to have you on board! 

Welcome And Thank You For Participating In Clearent’s Empower Program.
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SHARING
Your Processing Costs with Your Customers

Cash Discounting, Non-Cash Adjustments and Surcharging may seem a little 
daunting or confusing at first. Many people have misconceptions about how these 
programs work and if  they are legal. Clearent’s Empower Program simplifies these 
programs so you can start saving today. Clearent saves business owners that 
participate in the Empower Program $17,000,000 a year in credit card processing 
fees. This breaks down into an average of $9,500 a year per business.

TRUE CASH DISCOUNTING. A True Cash Discount is when a business 
offers a discount to customers who pay by cash, check or store-branded 
gift card, instead of  with a credit or debit card.

NON-CASH ADJUSTMENT. With a Non-Cash Adjustment, the merchant’s 
list prices have a built-in cash discount incentive. Customers who pay 
with credit and Signature debit cards do not receive the discount and will 
notice a Non-Cash Adjustment on their receipt.

SURCHARGING. Surcharging is when a business owner applies a fee to 
a customer who pays by credit. It’s important to note that Surcharging 
is prohibited in six states (Colorado, Connecticut, Kansas, Maine, 
Massachusetts and Oklahoma) and requires business owners to follow a 
few additional steps so they are in compliance with the card brands.

Here’s a quick overview of the three ways you can share your credit card processing 
costs with your customers:

Just think about how you could reinvest those savings and grow your business!
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TRAINING:
The Key To Your Success

The overarching reasons for employee training may seem obvious. When 
employees are well trained and knowledgeable, they will ensure the success 
of  your program (you’ll save money!), and their comfort level with the 
features will assuage any doubts your customers may have during the check 
out process. Let’s look a little closer at some more specific benefits. Strong 
employee training results in a cascade effect.

Additional Benefits of  Training

You want to stay true to your 
brand and leave customers with a 
clear positive impression of  your 
products or services. Don’t leave 
that to chance at the employee 
level. Employees that are confident 
in their business-specific 
knowledge and prepared for a 
variety of  situations will represent 
you well, and probably enjoy their 
customer interactions more.

Quality training from the get-go will 
help stabilize employee turnover, 
and save you a big headache on 
multiple fronts, especially where 
there’s potential for aggravating 
miscommunication due to 
differing levels of  knowledge and 
experience. In the context of  the 
Empower Program, employees who 
understand your payment policies 
will be able to reduce any tension 
that could result at the time of  
payment and greatly improve your 
business’ image.

Training ensures
consistent messaging

Training reduces
employee turnover 

While the concept of charging customers for the convenience of using a credit card or 
offering a discount to customers who pay by cash is not new, there are opportunities 
for confusion if  your employees aren’t trained or are not on board with the program. 
We’ve found that how your employees speak about the program is key to your success. 
Think about any promotion you’ve ever wanted your employees to run or aspects 
of your business you want them to be knowledgeable about. If  they are negative or 
unsure, it will fuel potential concerns from your customers. If  they are positive and 
upbeat it will set the stage for success! The same principles apply to benefitting from a 
Cash Discount, Non-Cash Adjustment or Surcharging program.
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As we discuss different strategies, dialogues and techniques, 
keep these big picture points in mind. 

What does good 
training actually 

look like?

What’s the best 
way to reach all 
my employees?

How do I make 
sure we’re all on 
the same page? 

TIPS
For Effective Training

NOW YOU’RE PROBABLY WONDERING...

Considering the frequency of  transactions and how much 
you stand to save with Clearent’s Empower Program, 
it’s important to bring your employees up to speed right 
away. This will help make them more comfortable and feel 
like they’re part of  the team.

TRAIN YOUR EMPLOYEES 
RIGHT AWAY – DON’T WAIT. 
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We all learn differently, and we all know repetition is key. 
Engage your employees in multiple ways and use interesting 
presentation styles. We’ve created some simple resources 
that utilize this idea of  different learning styles.

KEEP DIFFERENT 
LEARNING STYLES IN MIND. 
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VISUAL. Some people learn best by watching. Have your employees watch 
these videos to get a better understanding of how the program works:

AUDITORY. Some people prefer to hear and engage in dialogue. Consider role 
playing different types of customer interactions to make sure your employees are 
prepared to handle different scenarios.

KINESTHETIC. This style is all about learning with tactile, hands-on methods. 
Have your employees help you put up the necessary program signage. Don’t 
forget to write in the amount of your Cash Discount, Non-Cash Adjustment or 
Surcharge. If you use the table tents, check daily to make sure they are in clear 
view and didn’t get knocked off of tables or countertops. If you are required to 
use pricing stickers, make sure you post both the cash price and the card price or 
credit price of each item so there is no confusion about how much an item costs.

EMPOWER PROGRAM
True Cash Discount 

Overview

EMPOWER PROGRAM
Non-Cash Adjustment 

Overview

EMPOWER PROGRAM
Surcharging

Overview

EMPOWER PROGRAM
True Cash Discount

Training

EMPOWER PROGRAM
Non-Cash Adjustment

Training 

EMPOWER PROGRAM
Surcharging

Training

https://www.youtube.com/watch?v=5SR9PzTD-uA&feature=youtu.be
https://www.youtube.com/watch?v=CdAwLoTuJzM&feature=youtu.be   
https://www.youtube.com/watch?v=chj7qwE-dOc&feature=youtu.be 
https://www.youtube.com/watch?v=dyxmgZ5AtGQ&feature=youtu.be
https://www.youtube.com/watch?v=tldjU3qHmpc&feature=youtu.be
https://www.youtube.com/watch?v=FLMPrXwR4K8&feature=youtu.be
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This may seem silly but don’t be afraid to liven things up. 
Often certain scenarios, anticipated problems or real-life 
hiccups won’t occur to employees until they have the chance 
to really engage with the training. Try to make the training 
fun by role playing, having active discussions and giving 
employees the chance to ask questions and give feedback. 
They’ll learn more and remember better, guaranteed.

Completing all the necessary training is one thing 
but remembering to utilize it in real scenarios can be 
a little daunting or difficult. Be sure to compliment 
employees when you catch them doing a great job and 
when they correctly describe the Empower Program.

MAKE THE TRAINING FUN. 

REWARD POSITIVE BEHAVIOR       
AND MOTIVATE YOUR EMPLOYEES. 
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Employees are a critical component of  the program’s success and 
great benefits – don’t let them forget it!
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In fact, the majority of  the time, 
customers will have no problem 
accepting a Surcharge or Non-Cash 
Adjustment or taking advantage of  a 
Cash Discount. Consumers are used 
to paying fees for various services 
and conveniences – think about the 
last time you paid to check a bag on a 
flight or paid a fee to pay a bill online. 
Most customers will easily accept a 
Non-Cash Adjustment or Surcharge or 
be happy to receive a Cash Discount 
for paying with cash or check.

It’s all about making sure your 
employees are prepared to answer 
questions and are enthusiastic about 
the program. If  you’re looking for help 
making interactive training for your 
employees or want a way to think 
about customer interactions and the 
Empower Program, take a look at 
some of these sample conversations.

Cash Discounting, Non-Cash Adjustments and Surcharging can 
actually be pretty simple and quick for your employees to explain. 

BEST PRACTICES
For Positive Customer Interactions
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NON-CASH ADJUSTMENT

TRUE CASH DISCOUNTING

The Customer Takes Advantage of  the Discount

Hi there. I see you found a few that work for you. Are you ready to check out?

I am. I’m going to go ahead and get these two today.

That’s great. Would you like to take advantage of a 3.99% discount by paying 
with cash or check?

Yes, I actually do have cash on me. Thank you for offering.

My pleasure. Here’s your receipt. Please visit us again soon.

A

The Customer Takes Advantage of  the Discount

The Customer Does Not Take Advantage of  the Discount

Hi there. I see you found a few that work for you. Are you ready to check out?

I am. I’m going to go ahead and get these two today.

That’s great. Would you like to take advantage of a 3.99% discount by paying 
with cash or check?

Yes, I actually do have cash on me. Thank you for offering.

My pleasure. You’ve saved $1.80 today on your purchase. Here’s your receipt. 
Please visit us again soon.

Hi there. All set?

Yes, I think that’ll work for today.

Would you like to take advantage of a discount today by paying with cash 
or check?

No, I only have my card on me.

No problem. Your credit total today will be $45.00.

A

B
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SURCHARGING

The Customer Pays with Credit & is Charged a Surcharge

When the Customer Pays with Debit & 
Does Not Pay a Surcharge

Hi there. I see you found a few that work for you. Are you ready to check out?

I did. I’m going to go ahead and get these two things.

Great. How would you like to pay today?

By credit.

Fantastic. As you can see by our sign, there is a 3.99% Surcharge fee that is 
applied to all credit card transactions that will appear on your receipt.

Hi there. All set?

Yes, I think this will do it today.

Great. How would you like to pay?

With credit.

Fantastic. As you can see by our sign, there is a 3.99% Surcharge fee that is 
applied to all credit card transactions that will appear on your receipt.

Oh, well what if  I pay with my debit card instead?

That would be fine. No fee applies to any debit card transactions. Just credit.

Oh, okay then. Well, I’d like to do that instead then, please.

Awesome! Thank you.

A

B

When the Customer Does Not Pay with Cash 
and Receives a Non-Cash Adjustment

Hi there. All set?

Yes, I think that’ll work for today.

Would you like to take advantage of a discount today by paying with cash
or check?

No, I only have my card on me.

No problem. All of our listed prices are the cash prices, so you’ll see the 
Non-Cash Adjustment on your receipt. Your credit total today will be $46.80.

B
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While it’s absolutely vital to have well-trained 
employees to guarantee the success of the Empower 
Program, it’s also important to ensure your compliance 
with the card brands by following these guidelines.

Registering is quick and easy, and your sales 
representative is happy to help guide you through the 
process. In fact, it only takes a few minutes and can 
help protect you if  a customer calls Visa or Mastercard 
with a complaint about a transaction.

Non-Cash Adjustment 
Signage

Cash Discount Only 
Signage

Surcharging Only 
Signage

If you apply a Non-Cash Adjustment or Surcharge, click on the 
buttons to complete the card brands’ online forms.

Don’t forget to 
register with the 

card brands.

Display signage at the entrance 
of your business and the point of sale. 

Signage is mandatory when you participate in the Empower Program. Consumers 
value transparency, so prominently displaying signage keeps them in the loop 
about your pricing policies and helps you be in compliance with the card brands. 
Fortunately, Clearent provides free customizable signage that is available in English 
and Spanish. And we get that based on your location or style, you may want to place 
signage in different places, so you can choose from door/window decals, table tents, 
adhesive hangers and pricing stickers.

Interested in ordering more signage? No problem!
Click on the button below that corresponds with your program.

Visa Merchant
Surcharge Form

Mastercard Surcharge 
Disclosure Form

IMPORTANT
Reminders

https://www.youtube.com/watch?v=rxBCjG_2wCE&list=PLfIF1nyOWRy77vOTqP6XhMtSPbPxBydED&index=2&t=0s
https://www.youtube.com/watch?v=rxBCjG_2wCE&list=PLfIF1nyOWRy77vOTqP6XhMtSPbPxBydED&index=2&t=0s
https://clearent-pphjw.formstack.com/forms/empower_program_signage
https://clearent-pphjw.formstack.com/forms/cash_discount_order
https://clearent-pphjw.formstack.com/forms/surcharging_merchant_signage_order_form
https://usa.visa.com/Forms/merchant-surcharge-notification-form.html
https://www.mastercard.us/en-us/surcharge-disclosure-webform.html
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If  your business is in an industry where you regularly accept tips, you may find 
yourself  with some extra questions about how the Empower Program works for 
you. Keep these main facts in mind when figuring out how to stay compliant 
and succeed with Clearent’s Empower Program:

If you have any questions about the Empower Program, please contact the Clearent Customer 
Support team at 866.435.0666 or customersupport@clearent.com.

CLEARENT.COM

SPECIAL CONSIDERATIONS
For Restaurants & Businesses That Accept Tips

• In states where employers are permitted
to deduct the cost of  processing from the
gratuity portion of  the bill, credit card fees
can be deducted before employee payout.

• If  you choose to do this, make sure your
employees are aware of  what’s happening
and why. Otherwise it could cause unhappy
employees who may vent to customers.

• The Fair Labor Standards Act (FLSA) states:
“Where tips are charged on a credit card
and the employer must pay the credit card
company a percentage on each sale, the
employer may pay the employee the tip, less
that percentage.”

• Make sure your employees are aware that
you can deduct the cost of  processing the
gratuity portion of  the bill from the server’s
tip, but that you cannot deduct the cost of
processing the entire bill from the server’s
tip. This will make the percentage loss of
the server’s tip much smaller.

https://www.youtube.com/watch?v=rxBCjG_2wCE&list=PLfIF1nyOWRy77vOTqP6XhMtSPbPxBydED&index=2&t=0s
https://www.youtube.com/watch?v=rxBCjG_2wCE&list=PLfIF1nyOWRy77vOTqP6XhMtSPbPxBydED&index=2&t=0s
https://www.mastercard.us/en-us/surcharge-disclosure-webform.html
https://usa.visa.com/Forms/merchant-surcharge-notification-form.html
https://www.clearent.com/
https://www.clearent.com/payment-solutions/cash-discount-program/
$$$/Dialog/Behaviors/GoToView/DefaultURL
$$$/Dialog/Behaviors/GoToView/DefaultURL
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