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Bringing Home the Beacon

You walk into a Marc’s grocery store. You know you 

need milk and eggs, but you have no idea what to make 

for dinner. Suddenly, you get a notification from the 

Allrecipes Dinner Spinner app, which you use to find 

recipes for your favorite dishes and to discover new 

ones. You love it because it’s personalized for you—

providing curated recipes for your particular tastes and 

dietary preferences. You look at the notification. It’s a 

dinner recipe—is this thing psychic? It looks delicious, 

and you can purchase everything you need for it right 

now, in the store, with on-sale items.
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For many Americans, the above is a true story; AllRecipes 
did this as a pilot program in early 2016 with Verifone, 
Marc’s (an Ohio-based grocery chain), and Footmarks (a 
Bluetooth beacon-based marketing data platform). 

“As the grocery industry evolves, we’re seeing technology 
and retail converge in new and innovative ways,” said 
Stan Pavlovsky, Allrecipes’ president. “We understand 
the importance of using technology to craft in-store 
engagements that are personal to shoppers, stores, and 
brands, and this partnership serves as a first step in 
providing timely, relevant meal solutions for busy home 
cooks as soon as they walk through the door.”

During the pilot, when customers arrived at the store, the 
Allrecipes Dinner Spinner, which contains the Footmarks 
SDK, would recognize the Footmarks beacon at the store 
entrance and connect to a cloud service to deliver a push 
notification. The app would gather relevant information 
such as local weather conditions and current sale items, 
which it would pair with the user’s profile; it would then 
retrieve the appropriate message from the Footmarks 
cloud, which might include a meal recommendation 
trending among local home cooks, or a recipe featuring 
products on sale at that particular Marc’s store.

This pilot program addressed two major issues  
among shoppers:

1. They often don’t know what 
to make for dinner.

2. They want to stretch 
their grocery dollars 
further.

“The collaboration has 
produced a truly unique 
shopper experience,” says 
Brian Slettvet, SVP of Sales 
at Footmarks. “It’s a great 
showcase of how enterprise-
level beacon technology, coupled 
with innovative app retailers 
and partners like Allrecipes, 
Marc’s, and Verifone, plays 
an important role in creating 
next-generation mobile and 
retail engagement solutions.”

More than just convenience for 
consumers, this partnership opens 
the door for innumerable advertising 
and cross-promotional possibilities 
for companies both big and small. 
Allrecipes can provide instructions 

for making festive treats like hot apple cider and pumpkin 
pie using produce from local farms. Campbell’s tomato 
soup and Cabot sharp cheddar can be paired with bread 
from a local bakery to provide grilled cheese goodness—
all at a discount, all introduced to the customer within 
moments after entering a store.

Now that the pilot has ended, Marc’s has extended the 
Footmarks program for another three years, and they’re 
continuing to use the beacons with Allrecipes. Marc’s is 
also developing their own mobile pharmacy app that will 
utilize this technology in a similar way, providing wellness 
offers for when a customer is in the pharmacy in addition 
to meal recommendations when the customer enters  
the store.

“We continue to see growing interest from retailers who 
are looking for additional ways to engage with their 
customers and bring web-like experiences into the store,” 
says Slettvet.

At Verifone, we’re working to integrate beacon technology 
into our devices. MX 900 devices can be beacon-enabled 
via USB beacons, while Verifone Carbon and the Engage 
product line have built-in beacons and BLE capabilities. 
Terminal beacons are a benefit not only because they take 
advantage of an existing network infrastructure (drastically 
reducing installation time and costs), but also because 
they help close the gap between online and in-store, 

providing similar personalized experiences 
at the terminal as they do in the Dinner 

Spinner app.

A merchant’s ability to surprise, 
delight, and provide real 

personalized engagement to 
the customer is invaluable, 

as is a merchant’s ability to 
use technology to increase 

efficiency and reduce waste. In 
this issue of Paybook, we’re 

going to be exploring these 
possibilities in the retail 

industry. We encourage 
you to let your imagine 

run. Much like a retail 
store, we’re providing 

you the tools for you 
to make something 

extraordinary.



Holistic Solutions  
for the Tier 1 store
Our sleekest, most powerful, multi-lane payment device was made with 

client feedback and works alone or with other Verifone devices to create 

powerful Tier 1 solutions.

Tier 1 merchants enjoy a unique position in today’s retail 
landscape: consumers are exposed to an assortment of 
items ranging in prices with impulse purchases along 
the way. But larger stores and more inventory also mean 
more problems—isn’t that how the song goes? For a long 
time, we’ve provided Tier 1 stores with the MX 900 series 
of POS devices, but in creating the next generation, we 
went straight to the source for information on how we can 
improve on these already successful products.

 “The MX 900s were revolutionary because they provided 
a platform to interact with the customer. The M400 is a 
culmination of the MX 900s’ feature sets with additional 
application and feature support,” explains regional 
product manager, Vince Steffano. “As we started building 
the M400, we applied key learnings from the MX 900s. For 
example, customers loved the MX 915 footprint but needed 
a larger display size for advertising and suggestive selling.” 
The result is that the M400 has an even smaller  
footprint than the MX 915, with a whopping 5-inch  
(854 × 480) capacitive multi-touch display and superior 
screen resolution.

Furthermore, as part of the Verifone Engage family of 
products, the M400 supports Commerce Platform and has 
the ability to run value-added service applications. It has 
built-in beaconing capabilities for delivery of personalized 
offers and communications, as well as a powerful 
processor to support gesturing and full-motion video.

But the best part is that the M400 fits together with other 
Verifone products and services to create holistic solutions 
for Tier 1 problems. Here are a couple scenarios to give you 
an idea.

Scenario 1: When Life Gives You Avocados

Imagine you run a large chain of grocery stores in a 
major metropolitan area, but the avocados you’ve been 
purchasing aren’t giving you the best returns because 
they’re quick to spoil and folks aren’t buying as many as 
you need them to. The M400 has split-screen capabilities, 
so while a customer waits at checkout, you can advertise a 
sale on avocados. You can even show a short video on how 
to make guacamole using other sale items.

But, let’s say your avocado problem is only relevant to 
stores on the north side of town. Verifone’s VHQ estate 

management solution allows you to push device content to 
exactly where you need it most—so you can schedule and 
send your guacamole video only to stores in that  
particular area.

If the M400 is like your own personal TV station 
broadcasting important content like sales, membership 
deals and loyalty rewards, VHQ is like your producer. You 
can schedule content to appear on any device, whenever 
you like. Provide entertainment, advertise on-sale 
products, push inventory, and more.

Scenario 2: Push Your Inventory with a Click

Imagine you run a large chain of clothing stores and you 
want to promote a new sweater that just came in. Using 
your store’s loyalty program via the M400, you can market 
directly to the consumer at checkout. Through Verifone’s 
omni-channel services, the customer can act on the alert 
and purchase the sweater with a simple touch of the 
device’s display. The item is then added to the total and 
shipped directly to the customer’s address on file.

Always forward

 We listened to the feedback of our clients and produced 
a more tailored piece of hardware that meets their needs, 
and we will continue to do so. We’ll continue to evolve 
because payments evolve, retail evolves, and customer 
expectations evolve. It’s our job to constantly develop new 
solutions to meet the demands of this changing landscape.

Whether your issue is long lines, perishables, or something 
completely unforeseeable, we can help you turn that 
problem into a benefit.

 For more information,  

contact Joe Mach at  

joe_m5@verifone.com.
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MX 915

• 4.3" (480 × 272) capacitive touch screen, 
Corning® Gorilla® Glass technology

• 400 MHz ARM11 32-bit RISC processor

• 512 MB memory (256 MB Flash, 256 MB SDRAM)

• 225 mm L × 182 mm W × 56 mm H

• 7" WVGA (800 × 480) capacitive touch screen, 
Corning® Gorilla® Glass technology

• 400 MHz ARM11 32-bit RISC processor

• 512 MB memory (256 MB Flash, 256 MB SDRAM)

• 230 mm L × 218 mm W × 56 mm H

MX 925

• 5" FWVGA (854 × 480), capacitive multi-touch 
screen, Corning® Gorilla® Glass technology

• 1 GHz Cortex A9 32-bit RISC processor

• 1 GB memory (512 MB Flash, 512 MB RAM)

• 175 mm L × 155 mm W × 43 mm H

M400

Walk for Shelter

In New York City, more than 60,000 homeless men, 

women, and children are in shelters, and thousands 

more sleep on the streets and subways.

This January, in conjunction with NRF Retail’s BIG 

Show 2017 and in partnership with Covenant 

House NY, Verifone invites you to play a small part in 

helping the homeless. If you’re planning to attend the 

conference, please take a moment to download our 

app. As you walk the show floor, Verifone will donate 

1¢ to Covenant House NY for every step you take, 

with the goal of raising $10,000 or more.

NRF Retail’s BIG Show 2017

Jacob K. Javits Convention Center 

January 15–17, 2017 

Verifone Booth #3543
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of 117 million annual Chinese tourists 
visit Europe and North America and 
spend $900 more on shopping than the 
global average. Currently, the Alipay app 

has 80% of the m-commerce market share in China. It all 
adds up to one common-sense solution: bring Alipay to 
Verifone devices in North America and Europe. 

To make things easier for tourists from China and to 
give merchants another revenue opportunity, Verifone 
is working closely with Alipay to extend our devices’ 
capabilities by accepting the Alipay app. 

As of now, the e355 is the only device in North America 
and Europe that has built-in software to accept Alipay; 
however, any device that has a barcode scanner (such as 
Verifone Carbon) has the capability of accepting the app. 
But it’s more than just about convenience and revenue. 
Accepting Alipay is like a global welcome sign, allowing 
Chinese consumers to pay with a method they’re familiar 
with and bridging the foreign currency gap. Furthermore, 
it allows merchants the ability to market to Chinese 
tourists while they’re still in China and while they’re 
abroad. Merchants can provide discounts or offers to 
entice tourists to shop at their stores.

“As a trusted brand in China, Alipay can leverage Verifone’s 
global network to provide value-added services to over 450 
million consumers when they travel outside of China,” says 
Douglas Feagin, SVP of Ant Financial Services Group and 
Head of Alipay International.

A QR code presented on the customer’s phone is scanned 
by the Verifone device, which then sends the information 
to the Alipay Network Cloud where it is authorized 
for payment. It’s a similar experience to many other 
smartphone-based payment apps. 

The Alipay app also helps users locate merchants who 
accept Alipay, creating an additional incentive for 
adopters. Merchants can participate in Alipay-specific 
campaigns and offers, as well as advertise within  
the Alipay app.

With Alipay now accepted in over 200 countries, 
supporting 15 different currencies, and used by over 450 
million people, Verifone’s partnership with China’s leading 
payment solution provider is yet another exciting step 
toward frictionless global commerce. 

Welcoming Alipay 
欢迎支付宝

“With the Verifone-Alipay 

solution, retailers will have 

the ability to increase brand 

awareness, drive store foot 

traffic, and eliminate payment 

friction for Chinese travelers. 

Plus, Chinese travelers 

bring unique revenue and 

incremental sales potential to 

retailers, as they collectively 

spent more than $200 billion 

in 2015 while traveling 

abroad.”

~ Albert Liu, EVP,  

Corporate Development  

at Verifone

10% 
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In July 2016, Verifone and Intel commissioned 451 Research 
to conduct a survey to determine how retailers were feeling 
about the changing commerce landscape. The results? 
Today’s small and medium-sized businesses (SMBs) are 
not the ones we knew five to 10 years ago.

The study showed that SMBs consider acquiring new 
customers, lowering costs, and creating customer loyalty 
to be the biggest challenges they’ll face this year. 70% 

of the SMBs we surveyed said that they have software 
they consider to be “mission critical” for running their 
businesses, and a majority of them deemed the point of 
sale to be the most important. 

This demonstrates the fact that the POS system facilitates 
arguably the most essential objective of any business—
converting shoppers into long-term customers.

This means that the market potential for the POS to grow 
beyond just payment acceptance is not years down the 
line—it’s now. Nearly two in five SMBs plan to upgrade 
their POS systems in the next six to 12 months.

There’s a general understanding among SMBs that 
revamping the software tools available on their POS 
systems is a new requirement. They need the POS to be 
more agile, open, and similar to the technology that has 
become ubiquitous to consumers (i.e., smartphones, 
tablets, and computers). Furthermore, the POS has to 
facilitate key organizational challenges for the retailer—
such as controlling costs, generating customer loyalty, and 
accommodating new consumer technologies, like  
digital wallets.

“The POS will be at the heart of SMB digital 
transformation. Its role within the organization has 
already begun to evolve to encompass a value proposition 
broader than payment acceptance alone. An open, cloud-
connected POS platform is required to accommodate 
and augment the multitude of software applications 
used by SMBs. It will also be necessary to better address 
the proliferation of customer-facing applications while 
leveraging and applying data obtained through IoT 
initiatives,” explains 451 Research.

It’s important to understand that this challenge cuts both 
ways. If SMBs are demanding a flexible, cloud-connected 
POS in order to survive, then the onus is on us to innovate 
our technology to meet those demands—something we’ve 
done and will continue to do. 

Seeing the POS as an OS
For SMBs, the POS is quickly becoming the “OS” of their businesses—

going from being merely a component of the business to a central hub of 

critical back-office and consumer-facing tools.

The survey data from 451 Research was collected in July 2016 and commissioned by Verifone and Intel. The method of collection was a web-based survey to 205 SMBs 
across the retail and hospitality verticals in the US and UK. A range of respondents completed the survey, including job titles from IT managers to C-level executives. 



In so many ways, mobility is important. You need to 
have the freedom to move around your business and 
accommodate customers, but you also need a different 
kind of mobility—the kind where you can move beyond 
just accepting payments, and provide a richer, simpler, and 
more engaging experience for your customers. The kind of 
mobility afforded to you from a device that is so simple to 
use, you’ll never need to spend hours training new  
staff members.

At this past Money20/20 in October, we debuted the 
V400m—a mobile payment device that’s built to be more 
than a mobile payment device. It allows you to go above 
and beyond for your customers, your staff, and your brand.

Go beyond the counter

With flexible connectivity options and the device’s small, 
ergonomic design, you can move about your business with 
ease, whether it’s indoors, outdoors, pay at the table, or 
line busting.

Go beyond the card

The V400m accepts all payment types, including 
contactless and mobile wallets, giving your customers the 
freedom to choose their preferred payment method.

Go beyond payment

Download or create apps that change the way your 
customers engage with the POS. From loyalty redemption 
and digital coupons to card-linked offers and UPC-based 
upselling,  the possibilities are endless with Verifone’s App 
Marketplace.  

Go beyond expectations

Packed inside our smallest full-function portable 
payment device is a more efficient battery, a lightning-fast 
processor, and much more:

• Prints at 30 lps

• All-in-one connectivity

• 1024 MB of memory

• 3.5" capacitive touch display

• Corning® Gorilla® Glass

This petite powerhouse is part of our ongoing initiative to 
make innovative devices that take the payments industry 
further. It’s time to start expecting more from the POS. 

Going Places
Verifone’s new V400m has arrived.

For more details and specs, visit:  
www2.verifone.com/v400m 
and watch the video:  
http://tinyurl.com/v400m


