


The Guide To Getting Paid at Credit Repair 

We are Credit Repair Cloud. We created the first credit repair software over a  
decade ago. Today, most of the world’s credit repair industry runs on our platform.  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Introduction 
As founder of Credit Repair Cloud, I have helped thousands of companies to grow.  I’ve 
seen credit repair businesses become highly profitable and make millions of dollars.  

The most profitable credit repair company founders have these things in common: 

• Positive attitude with a strong entrepreneurial spirit 
• Outgoing personality with great people skills 
• Unwavering drive, with an ability to bounce back, pivot and learn from mistakes 
• They keep forward momentum by always doing something daily 
• They charge affordable pricing with monthly recurring payments 
• They all follow the same business model (they don’t try to reinvent the wheel) 
• They advertise a money back guarantee 
• They give refunds to everyone who asks 

Since most credit repair companies in America use our software, common questions we 
receive daily usually revolve around money; what to charge, how to take credit cards, 
how to get approved, what tools to use, how to deal with clients credit card issues, 
whether or not to give refunds, how to scale…and of course how to deal with 
chargebacks, so we created his simple guide that’s just about collecting money and 
everything related.  

The goal of this guide is to help you make more money and to keep you out of trouble 
and to be an ongoing resource in the early days of growing and scaling your business.  

I also wrote a book you should read. It’s called “The Ultimate Guide to Starting a Credit 
Repair Business” and you can get it free here: https://www.creditrepaircloud.com/
resources. 

We give this information away because we want you to be successful and profitable. 

Daniel Rosen 
Founder of Credit Repair Cloud 
creditrepaircloud.com 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The Secret To Wealth: Making Money While You Sleep.  
 

How do you make money while you sleep? Recurring revenue! 

For a credit repair business, monthly-recurring payments are the key to profit and 
growth. The client pays each month until they cancel. Then if you give awesome 
service, each happy client will tell their friends.  Then you scale out the process by 
developing relationships with affiliates who refer clients to you in return for a 
commission. Soon over time, your revenue over time will start to look like this: 

So how do you achieve this? Here’s the recipe: 

• Get a Merchant Account/Gateway that allow Credit Repair Services (most will not). 
• Create simple affordable payment plans for your clients. 
• Use payment software to automate the payments. 

Now let’s break this all down into easy steps… 



How do you collect recurring payments?  
By taking Credit Cards, of course, but it’s important to do this right!  

Never use PayPal, Square, Stripe or other popular services to collect money from 
your clients!  

You cannot use services that do not allow charges for credit repair. They will ban 
you and hold your money for 90-120 days. Don’t let this happen to you! 

Credit Repair is considered “high risk,” along with other “card not present” businesses 
like vapor cigarettes and tech support. So it’s important to work a company that allows 
the services that you provide and to use the right tools for the job.  

To automate monthly recurring payments from credit cards, you will need  

1. A Merchant and Gateway that will allow charges for credit repair.  

2. Recurring Payments Platform to automate the process. 

What are these? Where do I get them?  
Read on Grasshopper… 



How To Get A Merchant Account For Credit Repair 

The best service for Getting a Merchant Account and Gateway is Payment Cloud.  

• They specialize in helping credit repair companies to get authorized fast. 
• They help you to get the lowest rates. 
• They are helpful nice people who are there for you when issues arise.   
• We do not recommend any other Merchant Account Provider. 

Visit www.creditrepaircloud.com/merchant to get started.  

TIP: On your merchant account application, always indicate that your credit card 
processing will be handled “3rd Party” (with Chargebee).This will save you time in 
getting your site approved and prevent you from wasting hundreds of dollars. 

What if I can’t get a Merchant Account for Credit 
Repair?  

If you can’t get a merchant account for credit repair (because of credit issues or no 
processing history), don’t worry.  You can also get a Green.Money account for ACH 
transfers. A green.money account is much easier and faster than getting a merchant 
account. For this, contact Payment Cloud www.creditrepaircloud.com/merchant 
because they can get you a better rate than by going to Green.money yourself.  

Note: Green.Money does not integrate with Credit Repair Cloud, but it’s a great way to 
get started with collecting money from clients until you’re able to get a merchant 
account.  

Need to check status on your application at Payment 
Cloud? 
Call them at 1-800-988-2215 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How To Get A Recurring Payments Platform  

A recurring payments platform is software that creates the billing plans for your 
clients and collects monthly recurring payments from your clients. It also sends 
“dunning” letters when cards decline or are about to expire. You cannot automate a 
Credit Repair Business without this. Credit Repair Cloud is integrated with Chargebee, 
which is the most affordable payments platform we’ve ever seen - a Chargebee 
“LAUNCH” plan is FREE and that’s all you need to get started. Get it here https://
www.chargebee.com/partners/credit-repair-cloud/  Once it’s all set up, your clients can 
sign up on your website with a credit card and are automatically added to your software, 
with their payments triggered by events in Credit Repair Cloud.  

*Need help setting up Chargebee plans in CRC and your web site?  Click here.  

https://www.chargebee.com/partners/credit-repair-cloud/
https://www.chargebee.com/partners/credit-repair-cloud/
https://www.chargebee.com/partners/credit-repair-cloud/
http://support.creditrepaircloud.com/knowledge-base/how-do-i-setup-chargebee/


Set Your Pricing 
The most important thing to do is to create a payment plan that is simple and affordable. 
Don’t have dozens of plans based on what you think a certain client can pay. Would 
McDonalds charge each person a different price for a Big Mac and Fries? Think big!  
The goal is to have hundreds (or thousands) of people each paying you a simple 
monthly fee.  For this to happen, it must be affordable and uniform. Remember, with 
credit repair software, your work will be minimal (around 5 minutes per client per month 
when you’ve got your flow down), so charge a minimal fee.  

What to charge your clients?  

Hint: the biggest credit repair firm in the country (initials are L.L.) charges their clients 
between $59 and $99 a month. Successful credit repair companies make millions of 
dollars by all following this same simple flow: 

• Charge your client an affordable low monthly fee. 

• Be awesome and give awesome service so your clients will continue to pay you 
(and refer friends) 

• Each month add new paying clients. 

• If you add more more paying clients than you lose, your revenue will grow larger 
every month. 

A successful monthly recurring-revenue business grows like this: 

But a pay-per-delete business model always stays flat like this: 
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Need help with your pricing? 

Click here for a pricing calculator 

The moral of the story 

if you want your business to be scaleable and lasting - charge monthly rather than pay-
per-delete. Pay-Per-Delete is not a good business model. It can never grow very far 
because you cannot scale yourself or your time, so you can never achieve critical mass. 
It will be a lot of work with little pay off. This  the biggest and most successful credit 
repair companies always charge affordable monthly recurring payments.  

Learn more at http://www.creditrepaircloud.com/blog/pay-per-delete-good-business-
model/  

You Cannot Collect Up Front Fees For Credit Repair 

Q: Some states don’t want you to charge upfront for credit repair. Why? 

A: To protect consumers from shady types who will take a large fee upfront and then 
disappear.   

https://www.creditrepaircloud.com/calculator
http://www.creditrepaircloud.com/blog/pay-per-delete-good-business-model/
http://www.creditrepaircloud.com/blog/pay-per-delete-good-business-model/


But how do I get paid without charging upfront fees? 

It’s super-easy.  Here’s how… 

Do work and Get Paid! 

The biggest and most successful Credit Repair Firms, all charge a “First Work” fee, but 
they do not charge this up-front. Instead, they charge a “First work Fee” after the first 
round of letters have been created and saved.  If you work in this manner, you’re 
always being paid for work you have ALREADY done. Then each month, you’ll complete 
some more work and then you’ll get paid for that, as well.  

Remember, your job is document processing and credit education.   
You deserve to be paid every step of the way for all the awesome services you provide. 
Here’s how the biggest national companies in credit repair handle getting paid. 

TIP: Credit Repair Cloud (with Chargebee) will to trigger those payments after the first 
letters are saved, making compliance super easy. 

You Must Have A Money Back Guarantee 



As a credit repair specialist, you cannot guarantee that all of your client’s negative items 
will magically vanish from their report, so it’s important to explain this clearly to your 
clients and to offer them a money back guarantee. Many newbies just starting are 
terrified at the thought of giving refunds. If that’s you, relax and have an open mind, and 
you’ll see how this idea is beneficial to the well-being of your business. 

We asked Roger Chlowitz, Director of Business Development at Payment Cloud, the 
biggest provider of merchant accounts for credit repair companies, for his expert 
perspective on money back guarantees. Here’s what he had to say: 

“We recommend that credit repair companies have a refund policy. It’s way better to 
offer a money back guarantee than get chargebacks, which will cost you your 
merchant account."    

-- Roger Chlowitz, Payment Cloud 

Here are the top 3 reasons why your credit repair business needs a 
money back guarantee: 

 1 Promoting a money back guarantee will bring you more signups and 
greatly increase your revenue. 
 
With a Money Back Guarantee, potential clients will feel more comfortable to sign 
up for your service. Because they feel comfortable at having no risk, they are far 
more likely to sign up. This is how you grow and scale your business (and your 
client list) faster. 

 2 An angry client will get their money back anyway. 
 
An angry customer can file a complaint at their credit card company with 1 phone 
call (or 1 click). This is called a chargeback. When a chargeback is filed, the 
customer’s bank takes the money from you and gives it back to the client. It 
doesn’t matter if you’ve had them sign an agreement or a charge authorization. 
All they need to do is say a few magic words to their bank, like “This was not 
authorized” or even worse “The product was damaged and not as described.” 
When you receive a chargeback, that money gets taken from you without notice 
and your payment gateway charges you a fine (ouch!). And even worse, if you 
get too many chargebacks, you will lose your merchant account and be out of 
business. In a chargeback situation, your client will always win, so it’s far better 
(and less costly) to just give a refund rather than argue with them. 

 3 Refunds save time, remove stress and improve your reputation. 
 
Most “normal” people will never ask for a refund, but there are those one-off pain 

https://www.creditrepaircloud.com/merchant
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in-the-butt customers who are just looking for trouble and it's always best to just 
give a refund them immediately so they go away peacefully without bashing your 
business or filing a chargeback with their credit card company. Sure it’s painful, 
especially if you’re a new business, but the good will you create will come back to 
you 1000%. Your reputation is everything (and so is protecting your merchant 
account). 

You’re not alone.  Bad customers and chargebacks happen to EVERY 
business!

My friend is the manager of a fancy hotel in Bel Air, California, an elite area that’s next 
to Beverly Hills (but much fancier). His hotel caters to movie stars and billionaires.  
 
One day we began to talk about Chargebacks and I was shocked to hear that he gets 
them, too!  Hotel guests will file chargebacks for their hotel room charges and for their 
lobster meals in the restaurant, giving them a free vacation. But before you start to get 
ideas that this is how to live like a king for free, remember that there is also the rule of 
Karma. (i.e. If you do bad things, then bad things will happen to you — but if you’re 
good and nice, the universe will always reward you).  
 

The good news is 

Having a money back guarantee and a refund policy are good and important for your 
business, your merchant account...and goodwill. If you take care of your clients, 
communicate well and try your best to give awesome service, your business will grow 
and  your chargebacks and refunds will be under 1%. 

Preventing Chargebacks 

When a client asks for their money back, don’t take it personally. Give it to them 
immediately, wish them well, shake it off, take a deep breath and focus back on growing 
your business and being awesome! 



Declines and Failed Payments 

If your customers have credit issues, you’re going to have some 
declines, it’s all part of the gig. 

Just remember that the software makes it very easy and fast, so you’re really only 
spending a few minutes a month on each client, so don’t sweat the small stuff.  Follow 
these steps below, and keep focusing on bringing in more clients to pay your monthly 
recurring fee for a few minutes of work. Educate your clients, give awesome service and 
your revenue will grow. 

In this chapter: 

• What to tell a customer whose credit card has declined 
• What if the customer says “try it again, the card is fine. I have money!” 
• Best practices for Credit Card Declines (and Chargebee) 
• How and where to enter the client’s credit card 
• What to do if your Client’s Credit Card Declines? 
• Why Chargebee can’t retry the same card on the “First work fee” 
• How Chargebee does retry the same card on a recurring payment! (i.e. “Dunning”) 
• Recommendations for a client who is not paying you 
• Common credit card decline messages and what they mean 
• Important Tips 



What to tell a customer whose credit card has declined 

• Be understanding and calm, everyone has had a credit card decline. 

• Explain to the customer that their bank has declined their card.  

• Ask the customer to either try another card.  

• Or ask the customer to call the number on the back of the card to ask the bank why 
they’re declining the card 

  
What if the customer says “try it again, the card is fine. I have 
money!”   

If the card just declined a few minutes ago, the bank has already made that decision, so 
trying the same card again and again will only bring up more red flags at the bank. Slow 
down, take a breath and remember that there are many reasons for a card to decline. 
Many of those reasons have nothing to do with available funds, so again, the choices 
are simple: 

• Ask the customer to either try another card.  

• Or ask the customer to call the number on the back of the card to ask the bank why 
they’re declining the card. 

• There is no 3rd option.  

  
Best practices for credit card declines (and Chargebee) 

We will assume you’re using the Chargebee Integration with your Credit Repair Cloud. 
Chargebee is awesome and it automates the billing and help to recover funds, but there 
are certain things you’ll need to do yourself when a new customer’s credit card declines. 

If you’ve set up your Chargebee plans in Credit Repair Cloud, they probably look 
like this: 

 • $XX (Some amount) for “first work” fee. This is either collected when you add 
the clients credit card to their profile, or it’s triggered by the first round of letters 
being saved. 

Followed 30 days later by… 

 • $XX (Some amount) for “monthly recurring” fee. And this continues like 
clockwork each month until the client cancels service.  Recurring monthly fees 
are the goal. See ROI Calculator.  

  

https://www.creditrepaircloud.com/calculator


How and where to enter the client’s credit card. 

Most people  type the client’s credit card card number right into the clients profile where 
you’ve set the Chargebee plan. If your client is on the phone or in your office, this is the 
best method. You can also set up your web lead form on your site to show your 
Chargebee plans and take credit cards. 

Getting Paid. 

If the clients “First work fee” payment processes, awesome!  You’re just been paid 
handsomely for a few minutes of work.  You can verify in Chargebee or in your Gateway 
that the funds were collected (and you should receive an email from them as well). 
30 days after the “First Payment” fee goes through, the first (of hopefully many) 
recurring payments will process. Congratulations!   
  

What to do if your client’s credit card declines? 

If the client’s “First Work Fee” declines, there’s no way to re-try that “First Work Fee.” 
You’ll need to re-enter the credit card after the client resolves the issue with his bank — 
or ask the client for another card. Then re-enter it into the Client’s Profile. 
*Note: In a few days we are also launching a new feature where the client will receive 
an email asking them to click and update credit card details in a special hosted page. 
 Bit for the moment, just enter a working card into the client profile (even if it’s the same 
card).  

Why Chargebee can’t retry the same card on the “First work fee” 

A “first work fee” is not yet a recurring payment. Chargebee can only collect on 
“Recurring Payments.”  However, all you need to do is add a working credit card to the 
client profile in Credit Repair Cloud and bingo, it will collect a past due “first work fee.”  
  

Chargebee does retry the same card on a recurring payment! (i.e. 
“Dunning”) 

Good news, that’s a different story!  Chargebee will send a letter to your client asking 
them to update the credit card.  They will also retry the credit card over the next week 
trying to recover that payment for you. This is what Chargebee calls “dunning” and it’s 
awesome. 



However, after about a week, if the card keeps declining, Chargebee will mark the 
payment as “failed” and you’ll need to contact the customer to get a different card or to 
solve the issue with the bank and re-enter the same card into the client’s profile. You 
can also click in the clients profile to send a request to the client to re-add billing details.  
  

Stop all work for a client who is not paying you.  

Most people are good and honest, but if you’re not being paid, your time can be better 
spent getting more paying clients.  The goal is to get thousands of clients each paying 
you handsomely for a few minutes of work each month. Let this one go and get more 
clients.  
  

Common credit card decline messages and what they mean: 
 



Important Tips 

 • If you’re using Chargebee and you have clients on Chargebee Plans in your 
Credit Repair Cloud, only enter the payments in Credit Repair Cloud. 

 • Don’t enter payments directly in Chargebee or it wont sync to CRC. 

 • If a First Work fee payment fails or a Recurring Payment Fails, put a new working 
card into the Client Profile. 

 • Don’t try to create invoices for that same missing fee, or that will create double 
fees.  Only use the plans you created and make sure the card is working and 
valid. Once you enter a working credit card into the client profile it will collect the 
missing fees. No invoicing is necessary. 

 • When in doubt remind yourself that you’re helping customers with credit issues 
and as such, some will have payment issues. 

 • Remember that you’re dealing in volume and these clients each take 5 minutes a 
month, so just keep focused on getting more clients and keeping your paying 
clients happen (so they will keep paying) and also spent time with the on credit 
education, so they can learn how better to manage their credit long after your 
work is done. Here’s a great link for that. 

 • The quality clients will come from referrals. Make friends with every mortgage 
broker, realtor and CPA in your area. People getting ready to buy a house and 
just want a bump up on their score are the ideal client. 

Remember your goal: thousands of clients paying you a monthly fee. 

When you have a new client, educate them about their credit, give them awesome 
service and they will continue to pay you for 5 minutes of work (and they will tell their 
friends). That’s how you build a successful recurring revenue business! If you focus on 
adding more paying clients and giving awesome service, your revenue will look like this.  

Keep your eye on the prize. We wish you all the best for your business! 

https://www.creditrepaircloud.com/blog/turn-clients-credit-einsteins-increase-revenue/
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Glossary 

What is a Merchant Account?  A Merchant Account is a bank that enables you to 
accept credit cards for payment. Since the actual money doesn't change hands until the 
cardholder pays their bill, your merchant account bank is “fronting” you the money. 
Therefore there is a level of risk involved for that bank. That is why most banks will not 
provide credit card services for credit repair. 

What is a Payment Gateway? A Payment Gateway is the service that authorizes the 
credit card payments in real time and passes along the error messages from the client’s 
bank if the card is declined. You will need a Merchant account and gateway that allow 
for Credit Repair. The service we recommend for Getting your Merchant Account and 
Gateway is Payment Cloud. They are experts in helping folks quality fast and in getting 
the least expensive rates, and when issues arise (which always do), they are on your 
side. Visit www.creditrepaircloud.com/merchant for details 

What is a Recurring Payments Platform? A recurring payments platform is software 
that creates the billing plans for your clients and collects monthly recurring payments 
from your clients. It also sends “dunning” letters when cards decline or are about to 
expire. Credit Repair Cloud is integrated with Chargebee, which is the most affordable 
payment platform we’ve ever seen - and it’s awesome. Once activated, your clients can 
sign up on your website with a credit card and show up in your software. Their 
payments can be triggered by events in Credit Repair Cloud. Chargebee is completely 
free (for unlimited transactions) for your first $50,000 in revenue, and after that, the 
price is very affordable. It  pays for itself in the extra revenue it collects for you.  Click 
here to see the necessary parts for automated recurring payments: 
www.creditrepaircloud.com/support/knowledge-base/why-do-i-need-chargebee/. 

What is a Chargeback?  A Chargeback is a when an unhappy customer complains to 
their credit card company or bank that the charge was “not authorized,”“not as 
described” or a similar reason and the client is given their money back by the credit card 
company. Chargebacks are very difficult to win, and when you receive a chargeback, 
you lose that revenue and you also get fined. Additionally, if you get too many 
Chargebacks, you will lose your merchant account and your money will be held for 
90-120 days. This can put you out of business. So always give refunds to customers 
who ask (because they will get their money anyway), let them go and keep focusing on 
giving awesome service and getting more clients.  

What is “Dunning?” Retrying attempts to capture past due due payments is called 
dunning. Chargebee automates this process and retries the card three times after the 
initial attempt to charge the card has failed. This is one of the many awesome benefits 
to using Chargebee. We love Chargebee.  

http://www.creditrepaircloud.com/merchant
http://www.creditrepaircloud.com/merchant
http://www.creditrepaircloud.com/support/knowledge-base/why-do-i-need-chargebee/
https://www.chargebee.com/partners/credit-repair-cloud/


Resources

Resources mentioned in this guide: 

• Credit repair training and certification http://training.creditrepaircloud.com  

• Credit Repair Software www.creditrepaircloud.com  

• Free credit repair business guides https://www.creditrepaircloud.com/resources  

• Free Software Training www.creditrepaircloud.com/expert  

• Merchant Account/Gateway for Credit Repair: Payment Cloud 

• Get a website at www.mycreditrepairsite.com  

• Get a Free Chargebee Plan at www.chargebee.com/partners/credit-repair-cloud  

• Credit Repair Pricing Calculator https://www.creditrepaircloud.com/calculator  

• Have questions? Just reach out! 

 
 
Want to learn more?

Download The Ultimate Guide  
To Starting A Credit Repair Business!  
 
Written by Daniel Rosen 
Founder and CEO of Credit Repair Cloud 
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