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“There are two kinds of statistics: the kind you look up and 
the kind you make up.”

– Rex Stout (1886-1975), American author, 
creator of Nero Wolfe mystery series

In the absence of the former, it can be tempting to create the latter.
The financial service center industry faces examples of these ques-
tionable statistics often; in studies and reports on the FSC marketplace,
generated by non-industry organizations and based on information
that, if not anecdotal, is derived in a less than scientific manner.
Many of these groups subsequently issue “findings” on FSC loca-
tions, business practices, profits and customer activity based on this
flawed information. The industry has been hampered in its attempts
to correct the public record because, until recently, bona fide industry
statistics were not readily available.  

Studying the FSC space is no easy task as data can be hard to
come by. Because there is no single federal regulator to whom the
industry reports, the only national industry data available is MSB 
registration information from FinCEN which is limited and does not
allow adequate delineation between different MSB types. One can
look to state regulatory bodies for data but availability varies greatly
by state. Copious data exists on licensed FSCs in New York, for
example, but next to nothing is collected in many other states. There
is no uniformity in state industry data reporting, collection or storage.
In the absence of government resources that track this data, the FSC
industry must look within its own universe for this information. The
sophistication of the data gathering process differs depending on the
size of company and more, but most operators have a good handle
on the performance levels of their businesses and have been collecting
their own data for quite sometime.  

Early in 2007, the FiSCA Board of Directors voted to explore the
addition of a research function within the Association, which would
enable the regular collection of industry data and generation of accurate
national industry statistics. This initiative was approved mid-year and
work commenced on the first report. Cypress Research was engaged
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to conduct the research. Unexpectedly, progress became accelerated
and the list of deliverables shortened when FiSCA staff learned of
the October 24, 2007 presentation to the FDIC (discussed on pg 19).
To accommodate that meeting, the most important statistical needs
were prioritized and Cypress posted a survey form online in
September to begin data collection.  

Another challenge in gathering industry data can be getting companies
to share their proprietary information with a researcher. This was the
greatest concern of Cypress president, Pat Cirillo, who experienced
such reluctance firsthand when researching other financial services
arenas. Fortunately, this was not Pat’s experience with the FiSCA
Survey. The survey data collected by Cypress represent the activity
level of over half of all FiSCA member locations throughout 45 states
and Washington, D.C., and was robust enough to support highly reli-
able projection estimates.

What were FiSCA members asked? The specific objectives of the
study were to:
1. Determine the number of financial transactions conducted by

FSCs in the U.S. annually for the following products and services:
i. Check cashing
ii. Money orders
iii. Money transfers
vi. Stored value cards
v. Bill payments

vi. Short-term, small-dollar loans (payday advances)
2. Determine the summed dollar value of those transactions
3. Estimate transaction (and dollar volume) to both the entire 

FiSCA membership base, and the estimated total number of 
FSCs operating in the U.S.
Members provided transaction information for a specified time

period pertaining to the products and services listed in the first
objective. They were also asked to provide certain demographic 
information about their employees. (All data was studied in the
aggregate and no data was identified with any individual company
that responded.)
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SPECIALIZED BANKING
Last year, Currents reported that bankers

might see new competition for MSB
accounts in the form of special purpose
banks designed specifically to serve check
cashers and money transmitters. One bank
in formation, USBC Bank, is far along in
the process of seeking charter approval. 
We spoke with USBC organizer and presi-
dent Marcelo Sacomori.
What is the USBC Bank model?

“USBC Bank is a de novo special pur-
pose commercial bank in organization. We
are being founded to address the financial
service needs of those money service busi-
nesses that remain in compliance with the
Bank Secrecy Act and other applicable
statutory and regulatory requirements.”

“While the organizers of USBC Bank are
seeking to operate a profitable business,
they also will be providing banking services
to MSBs, which in turn will service a portion
of the population that is not being ade-
quately serviced by other banks. Thus, 
the proposed bank will not only have a sub-
stantial market, it will also help serve those
who have little or no access to a traditional

bank branch.”
“USBC will be a state-chartered, special

purpose commercial bank. USBC will service
MSBs exclusively. No deposits will be
accepted from consumers or entities not
operating as or considered an MSB.”
What geographic areas are you planning 
to reach?

“Utilizing the latest technology and a
network of correspondent financial institutions,

USBC Bank will be headquaertered in
Maryland and intends to service the local
market, including the State of Maryland
and the District of Columbia 
and then expand regionally. At a later date,
the Bank will attempt to reach customers
across the nation.”
What services and products will you 
be able to offer check cashers and 
other MSBs?

“The Bank will offer selected products
and services tailored to meet the banking
needs of the MSB companies. Services
may include non-interest bearing demand
checking accounts, certificate of deposit
accounts, online banking, wire transfers
and ACH, armored courier service, and secured
commercial lending on a limited basis.”

“Our specialization in the MSB market
niche will be one of our most important
competitive strengths.”

You can learn more about USBC Bank
(in formation) at www.usbcbank.net.

CHECK 21 PROCESSORS – A NEW MODEL
FOR THE INDUSTRY?

In addition to specialized banks, new
Check 21 processors are starting to change
the marketplace. Last year, we predicted
that the “bank or processor that perfects
the Check 21 model for the check-cashing
industry will likely reap big dividends.”
Several new companies, including TranZonix
and National Check Consolidators (NCC), are
quickly positioning to do just that.

The question remains whether Check 21
processors are a viable and secure substitute
for a traditional account. We spoke with
TranZonix president Anthony Skinner, to 
get his impressions. 

What advantages does Check 21 
offer MSBs?

“There are a number of advantages that
an MSB can benefit from, including quick-
er processing of check items, less trips to
the bank, and reduction in lost or stolen
checks. Also, images of checks are stored
electronically for future review. The tech-
nology also results in a reduction in
Returned/NSF checks, because the elec-
tronic check will get to the issuing bank
faster. Most importantly, MSBs can submit
their checks to a bank across the street, or
across the country.”

How does the TranZonix Check 21 
system work?

“We provide a software application that
runs on the customer’s desktop, either
through a Web interface or through desktop
software. Customers scan the image of the
check and submit it to our clearing net-
work; checks are then cleared within 48 to
72 hours. For some customers we offer
next day credit, based on history and other
credit factors. Depending on the customer,

THE QUESTION REMAINS
WHETHER THE NEW 
LEGISLATION WILL 
CREATE THE APPROPRIATE
REGULATORY ENVIRONMENT
TO ENCOURAGE BANKS
BACK INTO THE MSB 
MARKETPLACE. FiSCA IS
COMMITTED TO MAKING
THE PROJECT WORK. 

The Banking Scene, continued from page 26
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the money is deposited directly into their
account either by wire transfer or ACH
credit authorization. The process is quick
and reliable.” 

Mr. Skinner also points out that the per-
item processing and set-up fees are “very
competitive with the banks, and in many
cases we have even beaten banks, saving
our customers time and money.” In addi-
tion to Check 21 processing, TranZonix also
offers a host of other technology-based
services designed to assist the financial
services industry.

National Check Consolidators is another
cutting-edge processor serving the MSB
industry. We also spoke with NCC founder
and president Lawrence Cohen, to get his
views on Check 21.

How can Check 21 systems provide 
solutions to the MSB industry?

“National Check Consolidator’s back-
bone, Skyline’s DirectFed software system,
allows a merchant to execute check
deposits from anywhere in the United
States, 365 days a year.”

“NCC allows check cashers to no longer
be held hostage to excessive fees and col-
lateral that can be associated with institu-
tional banking. Furthermore, traditional

banking hours and the borders and bound-
aries associated with local banking no
longer restrict a check casher. NCC can
accommodate an 11:00 PM Eastern Time
FED window, allowing West Coast clients to
deposit at the end of the business day.” 

“National Check Consolidators allows
clients to send check images, via the
Internet, to Skyline Data servers. The entire
transaction can occur within minutes,
increasing the velocity of the company's

capital, and dramatically reduces banking
fees. There is a distinct difference between
National Check Consolidator’s Skyline’s
DirectFed system and the systems traditional
banking institutions offer.”

What types of MSBs are using 
your services?

“Check cashers who are also money
transmitter agents are able to reconcile

SO, IF YOU ARE FACED WITH ACCOUNT TERMINATION
AND YOUR BANK WILL NOT GIVE YOU ENOUGH TIME TO
FIND A NEW ACCOUNT, FIGHT BACK!

AN MSB IN NORTH CAROLINA WAS RECENTLY SUCCESSFUL
IN DOING JUST THAT, MUCH TO THE CHAGRIN OF THE
NATIONALLY PROMINENT BANK THAT WAS MADE TO
KEEP THE ACCOUNTS OPEN.

continued on page 30
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their money remittance accounts from deposits of
the prior day’s check-cashing activity, resulting from
NCC’s ability to provide cleared funds on deposits.”

According to Mr. Cohen, Check 21 systems can
also serve the payroll advance industry. “NCC’s 
system allows check images to be scanned and
stored locally, or centrally for future presentment on
a specific date in the future. Transactions can be
canceled for clients redeeming checks locally in
cash. The deferred date presentment feature will
eliminate any predisposition for store personnel to
misplace or mishandle items during the loan period,
and will also provide centralized, fully integrated
accounts receivable information.” 

In this changing and adapting landscape, Check
21 processors, such as NCC and TranZonix, are
beginning to offer real solutions and options to 
traditional depository accounts. Obvious benefits include faster 
settlement of items, competitive per-item costs, reduced account
monitoring fees, and integrated accounting and compliance 
systems.

OPTIONS IF YOUR ACCOUNT IS TERMINATED
Although Check 21 processors may offer some relief to the

industry, it may not come fast enough for the check casher faced
with immediate termination from its bank. Remember, if your bank
tells you to leave, you do have options. Although the depository
agreement between a bank and its customer is typically an “at
will” relationship, courts have ruled that a bank must give its 

customer reasonable notice before terminating
the account.

What this means is that, although you 
cannot force your bank to keep you indefinitely,
a court may compel the bank to continue your
account until you are able to find a new bank.
This additional time will allow you to remain
open without disruption of service to your valu-
able customers. You will need to retain counsel
and request a temporary injunction. You are, how-
ever, likely to get it; and the burden on the bank
to maintain the account for a limited period (dur-
ing which it will be paid) is negligible, whereas the
harm to the check casher if the account is
pulled would be devastating.

So, if you are faced with account termination
and your bank will not give you enough time to
find a new account, fight back! An MSB in
North Carolina was recently successful in doing

just that, much to the chagrin of the nationally prominent bank that
was made to keep the accounts open. 

Result: David, one, Goliath, zip. ■

Scott K. McClain, Esq. is a Partner in the law firm of Winne, Banta,
Hetherington, Basralian & Kahn, P.C. and Deputy General Counsel to
FiSCA. He specializes in federal Bank Security Act (BSA) anti-money
laundering compliance for the financial services industry. Scott devel-
oped FiSCA’s Online Compliance Training Program and various other
compliance manuals. He can be reached at smcclain@winnebanta.com
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