
RevUp POS: The Complete 
Sales Playbook
Welcome to PCBancard's comprehensive guide to selling RevUp POS4our 
powerful business management solution designed specifically for small 
and midsize businesses. This playbook will equip you with everything you 
need to successfully reach prospects, overcome objections, and close more 
deals.

As a PCBancard sales agent, you're now armed with cutting-edge 
prospecting tools and a product that truly meets the needs of today's 
merchants. Let's explore how to leverage RevUp POS to grow your 
portfolio and help businesses thrive.

by William WiseWW



Why RevUp POS Matters
Complete Business Solution
RevUp POS goes beyond payments to 
offer inventory management, CRM, 
analytics, and QuickBooks integration4
all in one platform.

Market-Leading Flexibility
With both mobile and countertop 
options, RevUp adapts to any business 
environment, from food trucks to multi-
location retailers.

Revenue Recovery
Our dual pricing feature allows 
merchants to pass card processing fees 
to customers, recovering thousands in 
lost revenue annually.

RevUp POS isn't just another payment solution4it's a comprehensive business management system designed specifically for the SMB market. 
By simplifying operations and improving customer experience, RevUp scales seamlessly with business growth, making it the perfect solution 
for merchants looking to upgrade from legacy systems.



Product Overview
Fast Setup
Live in minutes with 
intuitive interface 
requiring minimal 
training

Multi-Location
Perfect for businesses 
with single or multiple 
locations

Hardware 
Options
Fully mobile and 
countertop solutions 
available

Cloud Dashboard
Access business 
insights anywhere, 
anytime

RevUp POS combines powerful business tools with user-friendly design. It comes with built-in inventory tracking, comprehensive sales 
reporting, customer relationship management features, and seamless QuickBooks integration. The system also supports dual pricing 
strategies and customizable tip prompts to maximize revenue potential.



Target Market Identification

The ideal RevUp POS customer typically has 1-100 employees and generates $250k-$5M in annual revenue. They're either not using an integrated POS system or are 
struggling with an outdated legacy solution. These businesses usually express interest in customer loyalty programs, faster checkout processes, and more comprehensive 
business reporting.

Quick Service 
Restaurants

Fast-paced environments 
needing quick checkout and 

inventory tracking

Retail Boutiques
Inventory-heavy businesses 
requiring detailed product 

management

Salons & Spas
Service-based businesses 

needing appointment 
scheduling and staff 

management

Auto Repair Shops
Service businesses with 

specialized inventory and 
invoicing needs Mobile Businesses

Food trucks and pop-ups 
requiring portable payment 

solutions



Selling Strategy #1: Simplicity & Speed
Download
Quick app installation on existing hardware or setup of new equipment

Configure
Basic business settings and product catalog upload in minutes

Go Live
Start accepting payments and tracking sales immediately

Learn More
Explore advanced features at your own pace

"We can get you live in 20 minutes4no complex training, no long learning curve." This message resonates 
powerfully with small business owners who are already overwhelmed with day-to-day operations. 
Demonstrate the minimal setup time and intuitive interface during your pitch, emphasizing how RevUp 
reduces technological stress rather than adding to it.



Selling Strategy #2: Scalability
Single Location
Complete functionality for individual stores

Expansion
Add locations without changing systems

Multi-Location
Centralized inventory and customer database

Enterprise Features
Advanced reporting across all locations

"Whether you expand to 3 locations or 10, RevUp has you covered." This approach highlights the 
system's adaptability and longevity. Small business owners are wary of investing in technology 
they might outgrow, so emphasize that RevUp POS scales effortlessly with their ambitions4from a 
single location to a regional chain.

Focus on how the platform maintains consistent operations across multiple sites while providing 
location-specific insights, making expansion smoother and more manageable.



Selling Strategy #3: Industry 
Specialization

Restaurant Features
Table management

Split checks

Kitchen display integration

Menu modifiers

Retail Capabilities
Barcode scanning

Variant tracking

Purchase order management

Supplier integration

Service Business Tools
Appointment scheduling

Staff performance tracking

Service packages

Client history

"We don't sell cookie-cutter systems. We have QSR setups, boutique inventory features, and everything in 
between." When pitching to prospects, use industry-specific terminology that shows you understand their 
unique challenges. This personalized approach makes merchants feel heard and recognized.

Highlight the specific features that address pain points in their vertical market, demonstrating that 
RevUp isn't a generic solution but one tailored to their business model.



Selling Strategy #4: Return on Investment

Prevent Loss
Eliminate inventory shrinkage and missed sales

Reduce Costs
Lower labor expenses through automation

Increase Revenue
Boost sales with loyalty and marketing tools

"Preventing a few missed sales or stockouts could cover your cost for the year." This strategy appeals to the business owner's financial logic. 
Calculate the potential ROI for prospects based on their current volume, showing how RevUp pays for itself through improved efficiency and 
reduced losses.

For example, demonstrate how a 3% reduction in inventory shrinkage or a 5% increase in average transaction value through upselling 
prompts can offset the monthly cost of the system. Whenever possible, use their own numbers to create compelling, personalized ROI 
scenarios.



Selling Strategy #5: Time Savings

Automated Accounting
QuickBooks integration eliminates manual data entry 
and reconciliation, saving 5-10 hours weekly

Streamlined Inventory
Automatic tracking and reorder alerts prevent 
emergency stock checks and supplier calls

Simplified Reporting
One-click reports replace hours of spreadsheet work 
and manual calculations

Enhanced Staff Management
Digital time tracking and performance metrics reduce 
administrative burden

"Integrated QuickBooks alone will save hours of bookkeeping a week." For small business owners, time is their most precious 
commodity. Emphasize how RevUp automates tedious tasks that currently consume their day, allowing them to focus on growth 
and customer relationships instead of administrative burdens.

Whenever possible, quantify the time savings in specific terms that relate to their current pain points.



Dual Pricing: A Game-Changing Feature
What It Is

Dual pricing allows merchants to display different prices for cash and card transactions4
passing processing fees to cardholders while remaining fully compliant with card network rules.

This feature creates a transparent system where customers can choose to save money by 
paying with cash or accept a small service fee for the convenience of using cards.

The Impact

$40K
Monthly Card Volume

3.5%
Average Fee Rate

$1,400
Monthly Savings

$16,800
Annual Savings

When pitching dual pricing, emphasize three key benefits: "Offset 100% of your processing fees," "Use savings to hire another employee or increase marketing," and "Keep more of what you earn 
without raising menu prices." This feature alone can generate enough savings to make RevUp POS essentially free for the merchant.



Handling Common Objections

Objection Effective Response

"It's too expensive." "Let's break down how it pays for itself through time savings, reduced fees, 
and better decision-making. With dual pricing alone, you could save $X 
monthly."

"I already use Square/Clover." "Great tools, but RevUp gives you more control, lower overall cost, and 
features specifically designed for your business model. Let me show you 
three things our system does that your current one doesn't."

"I don't have time to switch." "We'll handle everything in under 30 minutes. You'll be taking payments 
before your next rush, and our team manages the full transition including 
training."

"My current system works fine." "I understand. Many of our customers felt the same way until they saw how 
much time and money they were leaving on the table. Could I show you a 
quick comparison?"

When facing objections, acknowledge the concern first, then provide specific evidence that addresses it. Always circle back to the unique value propositions of 
RevUp POS and how they apply specifically to the prospect's business. Remember that objections are opportunities to highlight features that solve real 
problems.



Crafting Your Winning Pitch

Close with a vision
Paint a picture of transformed business

Offer clear next steps
Schedule demo or installation

Present tailored solutions
Connect features to specific pain points

Ask probing questions
Understand their business challenges

Establish rapport
Build connection and credibility

"RevUp POS is more than a register. It's your all-in-one system to take payments, track inventory, reward customers, and save time every day. You'll make smarter decisions, reduce 
fees, and grow your business faster4and we'll make setup seamless. Let's get you on a free demo this week."

This comprehensive closing pitch addresses the key pain points of most business owners while offering a clear value proposition and next step. Tailor it to emphasize the aspects most 
relevant to your prospect.



Market Opportunity
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The POS market is experiencing explosive growth, projected to reach $110.22 billion globally by 2032, with the U.S. market alone expected to hit $13.49 billion by 2030. This surge is driven by 
businesses upgrading from legacy cash registers, spreadsheets, and manual inventory control systems to integrated digital solutions.

As a PCBancard sales agent, you're perfectly positioned to capture this $100B+ wave. RevUp POS gives you a competitive edge in retail, quick service restaurants, service industries, and beyond. 
The market is primed for adoption, and you have the solution merchants need.



Prospecting with Digital Tools

ZoomInfo
Use ZoomInfo to identify businesses matching 
your ideal customer profile. Filter by industry, 
revenue range ($250K-$5M), employee count 
(1-100), and geographic location to build 
targeted prospect lists. Look specifically for 
businesses in growth phases that might need 
better systems.

HubSpot
Leverage HubSpot to track your prospect 
engagement and schedule follow-ups. Create 
automated email sequences that educate 
prospects about RevUp POS features and 
benefits. Use the CRM to document customer 
pain points and tailor your approach to each 
prospect.

Grok AI
Employ Grok AI to analyze prospect data and 
identify likely pain points based on business 
type and size. Generate personalized outreach 
messages and help prepare for sales calls by 
suggesting industry-specific talking points and 
objection handling strategies.

PCBancard's digital prospecting toolkit empowers you to reach the right business owners at the right time. Rather than cold calling randomly, these 
tools help you identify merchants who are most likely to benefit from RevUp POS, increasing your conversion rates and reducing wasted effort.



Your Path to Success

Remember, you're not just selling software4you're selling freedom, time, and growth. Your target is the SMB owner who's tired of managing 
payments, spreadsheets, and long lines. RevUp POS is their upgrade4and you're the one who brings it to them.

With the strategies in this playbook and PCBancard's powerful prospecting tools, you have everything you need to succeed. Start prospecting 
today. Book demos. Ask the right questions. Close with confidence. Your success with RevUp POS starts now.

Identify Prospects
Use digital tools to find ideal targets

Make Contact
Reach out with tailored value propositions

Demonstrate Value
Show RevUp POS in action

Close the Deal
Guide through simple onboarding process


