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Evaluation Checklist:

When evaluating a turn-key discount program, use this worksheet to help you evaluate each program’s strengths and weaknesses.

Business Information:

1. Discount Network Name: Access Development

2. YearsinBusiness: 35+

3. Number of in-store merchant locations (Learn more) 750,000+

4. Does it measure the size of its network with any of the following terms?

X Locations  [] Opportunities [ Offers [] Citiesfowns/

to Save markets

5. Do they include grocery/convenience stores and
pharmacies in their location counts (Learn more)

[] Number
of Clients

[]Yes X No

. What percentage of its merchants are privately

negotiated brick & mortar offers? (Learn more) 87%

. What percentage of its merchants are Third Party Aggregated

Offers & Publicly Available Affiliate Offers? (Learn more) _13%

What percentage of its merchants have offers
that are transacted online only? (Learn more)

<1%

What is the average discount per offer?

(] lessthan 5% 0 10% [0 20% (] 30% X35% or more

Ask the following questions about each discount platform you are considering:

work keep a portion of each transaction. (Learn more)

network? (Learn more)
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