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by the cards through Omega’s online sys-
tem and can offer their patrons customized
sales service.

Omega offers financing against a client’s
future credit card receivables, too, enabling
a small business essentially to borrow mon-
ey without a bank, McHugh says. Other pay-
ment processing firms offer similar services,
but usually through a third party, such as a
bank.

“We provide the merchant with cash up
front, and a small portion of each day’s cred-
it card sales are set aside to cover this obli-
gation,” McHugh says. “We started this
business with a new company, Omega Capi-
tal Solutions, in 2010, and it has nearly dou-
bled in just over a year and a half. The de-
mand for fast, flexible funding is growing
dramatically,” he says, noting that clients
can sign up for the financing and get money
within a few days.

“We’ve been pretty quick to innovate with
new products to attract new customers,”
McHugh says. “We want to be a consultant
to our customers, not just a service provid-
er.”

Clay Green, owner of Green’s Toyota in
Lexington, says that, since switching his
payment processing to Omega a few years
ago, he’s saved thousands in fees and no-
ticed a marked increase in service compared
with his former card processor, a bank.

“I was surprised that there could be such
a difference in the service and the rates,” he
says. “I’ve saved about $2,000 per month in
fees. When you save that much money it’s
usually really hard. This was very easy.”

Green says Omega also worked with his
staff to help them understand the complicat-
ed statements they receive each month with
details of each card transaction.

“They actually made these statements
mean something,” he says. “These are really
hard to figure out, and no one had ever tak-
en the time before with us to do that. I ap-
preciated that.”

Email vprevish@fuse.net

FORT THOMAS – Omega Processing
Solutions is cashing in on the proliferation of
plastic money – credit cards, debit cards,
loyalty cards and gift cards.

Founded in 2003 by Scott Anderson and
Todd McHugh, the firm processes electron-
ic payment transactions for retailers, restau-
rants and other customer-service providers.
Business is so good – it’s doubled in three
years – that Omega was just added to Inc.
Magazine’s list of 5,000 fastest-growing U.S.
companies, ranking No. 2,224.

Omega generated $4.7 million in revenue
last year compared with $2.2 million in 2007.
The company projects that its revenues will
grow to $10 million in the next three years
and that its employee count will grow from
23 today to nearly 50. Omega recently added
a new office in Iowa, and the company plans
to expand the Fort Thomas office by 2,500
square feet this month to accommodate the
growing staff.

The growing use of plastic by consumers
is part of the reason for the firm’s strong per-
formance. Anderson and McHugh also cite
efforts to stay on top of trends in electronic
payment processes and marketing to give
clients the services they need.

The two men met in the early 1990s while
working for Verifone, one of the first makers
of the electronic credit card terminal that
shoppers now find at most check-out count-
ers. At the time, McHugh says there were
two types of companies in the payment pro-
cessing business, large companies like Veri-
fone and very small businesses that served
specific markets.

Anderson and McHugh saw an opportuni-
ty for a company that operated somewhere
in between. When they launched Omega,
they also offered their clients options in all
phases of payment processing – hardware,
software, training, account management and
billing.

With at least 6,000 clients today, Omega

serves a range of businesses from small, in-
dependent merchants to medium-sized
banks. The merchants pay a wire transaction
fee, roughly 2 to 3 cents for every dollar of
purchase. Most of that fee goes to the bank
card issuer, Visa or MasterCard for exam-
ple; Omega collects about 0.2 cents per dol-
lar for equipment and routing.

Processing a payment started as a simple
credit card transaction but has grown much
more complicated over the years. Today, it
also includes processing of a multitude of
electronic loyalty cards, debit cards and gift
cards that are used every day by consumers.
Omega helps its clients manage these pro-
grams and also works with them to reduce
costs from bank interchange fees that can
eat into their revenue.

Omega also can help a small merchant or
group of small merchants to launch a loyalty
card program that allows them to compete
with much larger retailers. These business-
es then have access to buying data collected

AT OMEGA, PLASTIC
MAKES REAL MONEY
By Val Prevish
Enquirer contributor Keys to growth

Scott Anderson and Todd McHugh,
owners of Omega Processing Solutions,
say these points are essential in growing
a good business:
m Hire good people.
m Don’t be afraid to try new ideas. If
something doesn’t work, don’t be afraid
to change it.
m Don’t let your ego get in the way. Find
the people who can help you get where
you want to go and listen to them.
m Respect the opinions of your business
partner(s). If he/she feels passionate
about an idea, give it a try.

Contact the company at 859-442-
7725 or go to www.omegap.com.

Company address: 1538 Alexandria
Pike, Suite 12, Fort Thomas, 41075

Offers payment processing solutions
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CEO Scott Anderson and President Todd McHugh outside the Fort Thomas office of fast-growing OMEGA Processing Solutions.

A new specialty contractor has
opened its first location in Cincinnati
with five office and 20 field staff em-
ployees. Plans call for eventually
having a minumum of 100 field staff
employees on the payroll.

NCM was formed after three de-
molition and remediation specialty
contractors – Nuprecon, CST Envi-
ronmental and Marcor Environ-
mental – completed an integration
process to bring the three compa-
nies under one brand.

Chris Hertzel is the vice presi-
dent and branch manager of the
Midwest division for NCM Demoli-
tion and Remediation, LP. His terri-
tory includes Ohio, Indiana, Michi-
gan, Kentucky, Tennessee and
West Virginia, with plans to expand
into additional states. Hertzel con-
centrates on business development,
operations and estimating. Opera-
tions manager James (JT) Thomp-
sonruns daily field operations.

They are setting the model for all
new NCM offices around the coun-
try as the company expands. The
Cincinnati office is NCM’s first since
the integration was finished in July
and will be the base for NCM’s ex-
pansion into the Midwest.

NCM, which is headquartered in
Brea, Calif., markets itself as a sin-
gle-source contractor for sites that
must be cleaned up and prepared
for new development. For instance,
NCM can deconstruct an old power
plant, recoup materials that can still

be used, and rid the site of hazard-
ous materials. NCM also specializes
in areas such as removing asbestos
and toxins from sites.

“One contractor, one contract:
That’s our selling point,” Hertzel
says. “We have control over quality
and the schedule. It’s unique here.
There are national competitors who
can do it all, but very few locally.”

The local office, which has been
in business for about two months,
has been awarded 10 projects and
finished eight.

Jobs included demolishing a
burned out apartment in Fairfield

and work for the Newark school dis-
trict. Clients include AK Steel, Duke
Energy, International Paper and
Southern California Edison.

States often offer assistance for
communities to revitalize so-called
brownfield sites for economic devel-
opment. Ohio, for instance, has the
Clean Ohio Fund Revitalization and
Assistance Fund programs that pro-
vide money for activities including
asbestos surveys and the removal of
contaminated soil and groundwater.

The one contractor, one contract
model can be an advantage, says
Chris Belcher, president of Pinnacle

Environmental Consultants Inc.
The Cincinnati-based firm helps its
clients, which include large industri-
al facilities, commercial property
owners and hospitals, analyze sites
and choose the best contractor or
contractors for demolition and re-
mediation.

Belcher says having one contrac-
tor handle complex jobs that may re-
quire, for instance, removing asbes-
tos and demolition, can be more
efficient. He adds that having di-
verse expertise can stablize the flow
of business and help create a steady
stream of work.

James Thompson, operations manager, left, and Chris Hertzel,
vice president of NCM, are part of a demolition and remediation
firm that has opened its first office in Cincinnati.

SPECIALTY CONTRACTOR HITS TOWN
By Josh Pichler
jpichler@enquirer.com Takeways

from NCM
Diversification matters: NCM’s
one-contractor, one-contract
business model gives it exper-
tise in several areas of demoli-
tion and remediation, which
can lead to a steadier flow of
business. It also is a competi-
tive advantage.
Local knowledge is important:
NCM tapped Chris Hertzel, a
Summit Country Day and Uni-
versity of Cincinnati graduate,
to head up its first new office.
Hertzel and operations manager
JT Thompson have deep ties to
the region and are well-known,
which will help NCM develop
business opportunities.
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BESTPRACTICES

Last week’s column discussed four of
the nine puzzle pieces that make up the
region’s entrepreneurial ecosystem.
Universities, government, venture capi-
tal and angel investors represent a lot
of activity.

CincyTech touches all of the pieces and
more. As an Entrepreneurial Signature
Program of the Ohio Third Frontier, Cin-
cyTech invests in high-tech startup com-
panies in the seven counties of Southwest
Ohio. CincyTech so far has funded 27
startups and provided 33 grants to entre-
preneurs, in partnership with angel, ven-
ture capital and private investors. I’ll cover
more of the Third Frontier benefits in a
future column, as it deserves more than a
paragraph.

The remaining five puzzle pieces that
make up our entrepreneurial ecosystem
are below.

Incubators
Incubation is defined as “maintaining

(eggs, organisms, or living tissue) at opti-
mal environmental conditions for growth
and development.” Our region does an ex-
cellent job of this. Start with the Hamilton
County Business Center (founded in
1983). HCBC has graduated more than
110 companies, and the Small Business
Administration loan arm has funded more
than 1,000 businesses.

Across the river, the Northern Ken-
tucky e-Zone has recruited and mentored
more than 100 businesses since starting in
2001 and enabled them to raise more than
$53 million.

BioStart, a life science incubator that is
currently moving from a landlord model
to a service model, offers startup help to
the health care and science communities.
The Brandery, now affiliated with Tech-
Stars, commenced operations with its sec-
ond class of nine new high-growth, high-
tech companies in new digs at 1425 Vine
St. in Over-The-Rhine.

Events
Jack Cassidy, Cincinnati Bell’s chief

executive officer, believes that “conver-
sation crystallizes genius!” So where
entrepreneurs gather and connect,
magic happens. The region has great
events such as Cincinnati Innovates cel-
ebrating the new ideas of our local en-
trepreneurs. Ignite Cincinnati brings
together high-energy, high-intensity
people to listen, speak and create some
of the genius.

TEDx Cincinnati offered the 1,000-plus
people in attendance a glimpse into the fu-
ture. The Greater Cincinnati Venture As-
sociation holds monthly events featuring
pitches from two startup companies, and
discussion on entrepreneurial topics. Cin-
cyTech and the Brandery are hosting a
Hack-a-Thon to attract programming tal-
ent to the region. Ernst & Young hosts
the very big Entrepreneur of the Year cel-
ebration in June. Northern Kentucky Uni-
versity and the University of Cincinnati
produce the region’s premiere business
plan competitions for undergraduates and
MBA students.

Grassroots initiatives
The Continuous Web meets monthly

with early-stage web designers, pro-
grammers and marketers. Likewise,
Jim Cunningham, executive director of
The Circuit, hosts a multitude of events
through several different formats: The
Cincinnati Business and Entrepreneur
Meetup, Breakfast Bytes and the Re-
gional Entrepreneur Forum. IT Martini
brings IT techies together for adult
beverages and conversation. LilyPad of-
fers free wifi at various locations
throughout the city.

Networks
The GCVA mission connects entrepre-

neurs and resources through their month-
ly meetings. The Circuit maintains a
healthy population of IT professionals in
the region. The Association for Corporate
Growth, while attracting more advanced-
stage companies, is a great network of
service providers to business. The North-
ern Kentucky Chamber of Commerce, Af-
rican-American Chamber of Greater Cin-
cinnati/Northern Kentucky, Hispanic
Chamber Cincinnati USA, and the Cincin-
nati USA Regional Chamber all offer net-
work opportunities to connect businesses.

Support groups
Need an SBA 504 loan? Call the Hamil-

ton County Business Center. Need to
learn how to write a business plan for
your art gallery? Call Artworks’ Spring-
Board program. Need help launching
your business? Apply to Xavier Universi-
ty’s X-Labs program. There are far too
many groups to mention in this column,
but rest assured there is probably a sup-
port system to answer your question in
our entrepreneurially rich region – we just
need to connect the dots. A PDF docu-
ment of these dots resides on our blog at
www.cincyentre.com.

Bill Cunningham is shop foreman for the
Greater Cincinnati Venture Association
and provides startup help to entrepreneurs
through the Cunningham Group.

We’re rich
in advice,
assets for
startups

Bill Cunningham
THE ENTREPRENEUR

Know a business that is improving our community? Send an email to business@enquirer.com.
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