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2008 Financial Results
(In thousands, except per share data)

2008 Financial Highlights

Total revenues

Cost of services

General and administrative expenses

Total expenses

Income from operations

Net income

Earnings per common share:
Basic
Diluted

Weighted average number of
common shares outstanding:

Basic
Diluted

2008

$1,544,902

$1,394,465

$ 79,828

$1,474,293

$ 70,609

$ 41,840

$   1.12
$  1.08

37,521
38,698

2007

$1,313,846

$1,196,673

$  57,404

$1,254,077

$ 59,769

$  35,870

$    0.95
$  0.90

37,686
39,980

2006

$ 1,097,041

$ 1,004,436

$ 47,787

$ 1,052,223

$  44,818

$ 28,544

$         0.78
$         0.71

36,394
39,943

• New installed gross margin increased by
13% over 2007.

• Active card and payroll merchants increased
48% to 238,000, including 61,000 from
2008 bank card processing acquisitions.

• Payroll customers increased to 7,700, an
increase of 25% from 2007.

• Processing volume increased 29% to a
record $66.9 billion, including $9.0 billion
from 2008 acquisitions and 12% organic
growth.

• Net revenue was $383.7 million, an increase
of 30% over 2007 including acquisitions
and 15% excluding acquisitions.

• Operating income was $70.6 million, an
18% increase from 2007. 

• Net income was $41.8 million and diluted
earnings per share were $1.08, increases of
17% and 20%, respectively from 2007.
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To our shareholders:

In 2008, we achieved solid performance despite
the most challenging economy in recent memory.
Dramatic changes taking place in the global
economy impacted consumers and businesses
from Main Street to Wall Street. Heartland’s
financial performance was impressive despite
this challenging environment:

ROBERT O. CARR
CHAIRMAN &  
CHIEF EXECUTIVE OFFICER
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• Net income was $41.8 million, a
17 percent increase from 2007.
Diluted earnings per share were
$1.08, a 20 percent increase
over the prior year. The 2007
amounts included pre-tax
charges of $2.9 million,
approximately $0.05 per share.

• Processing volume increased 
29 percent to a record 
$66.9 billion, including 
$9.0 billion from 2008
acquisitions and 12 percent
organic growth.

• Net revenue was $383.7 million,
an increase of 30 percent over
2007 including acquisitions and
15 percent excluding
acquisitions.

• Operating income was a record
$70.6 million.

• Operating cash flow expanded 
to $87.5 million, an increase of
20 percent from 2007 levels.

• Our direct sales force topped
1,432 sales professionals and
293 account managers at year
end, an 8 percent increase from
2007.

In 2008 we were very focused 
on enhancing our offerings by
developing products, features 
and functionality around our core
card processing business. These
enhancements will enable us to
leverage our robust direct sales
force, bring additional value to the
merchants we serve, open new
geographic territories and enter
new vertical markets.

Before further detailing our
accomplishments, we want to
acknowledge the criminal data
breach that occurred within our
processing systems during 2008.
We deeply regret any
inconvenience the public may
have experienced as a result. The
breach was a very sophisticated
attack. It has underscored for us
the importance of continuing our
efforts to expedite the
development of end-to-end
encryption as an enhanced
standard of payment system
security. In January 2009, we
announced the development of an
internal department dedicated to
this initiative and named Steven
M. Elefant, a well-known expert in
point-of-sale (POS) systems, as
executive director.
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Additionally, we are advocating for
industry adoption of this technology
and encouraging a new level of
information sharing among our peers.
We believe — with collaboration — we
can improve data security and more
effectively thwart cyber criminals. 

Through our Merchant Bill of Rights,
we are widely recognized as an
unrelenting advocate for merchants.
Our advocacy extends to the general
public, and we will do everything
possible to uphold this commitment
as we move forward.   

We believe our 12-year track record
and business model will provide
multiple growth opportunities over the
long term, including: 

• Expansion of our direct sales force
to penetrate new accounts and grow
market share.

• Deployment of advanced technology
to drive efficiencies and expand
operating margins.

• Introduction of innovative products
to provide new revenue streams for
the company.

• Selective acquisitions to bring new
technologies and capabilities into
the Heartland fold.

In 2008, as same-store sales
contracted due to macroeconomic
factors, the power of our business
model became evident. Our direct
sales force increased new merchant
margin installed by 13 percent over
2007. These new merchants drove 
12 percent of our growth in
processing volume and enabled us to
continue our track record of strong
organic growth. As other companies
cut back in these difficult times, we
see an opportunity to add talented
sales professionals to the Heartland
team in 2009. 

We continued to build momentum
with Heartland Payroll ServicesSM,
which today is a successful line of
business that enjoyed revenue and
margin growth of more than 25
percent and 49 percent respectively in
2008. This success continues with
another 1,000 new payroll accounts
added in January 2009 alone. Our
campus solutions business is also
moving toward critical mass, as we
now provide solutions for more than
125 college campuses.

Our strategy of using acquisitions to
open new markets and cost-effectively
purchase new technologies was
executed in the following three 2008
transactions:

Network Services will bring numerous
benefits to Heartland in the coming
years. It opens the petroleum and
convenience store market to
Heartland’s solutions and makes us
one of the largest players in this
sizeable market. It provides a
tremendous amount of scale —
adding more than 3 billion
transactions to our existing volume of
1.25 billion — which allows us to
leverage the investment in our
proprietary end-to-end processing
platform, driving operational
efficiencies. And it offers innovative
technologies we can use to penetrate
new vertical markets and develop 
new products.

The acquisition of Network
Services opens the petroleum
and convenience store market
and makes Heartland one of
the largest players in this
category. It provides scale and
technologies we can leverage
to drive operational efficiencies
and penetrate new vertical
markets.

2008 Highlights
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Heartland’s Give Something Back Network, an innovative program that
connects card payments with charitable giving, received the “Best in
Payments” Editor’s Choice Award from Card & Payments magazine in 2008.

Chockstone, a privately held
provider of gift card programs and
loyalty solutions, provides yet
another product for our direct
sales force to employ in its cross-
selling arsenal. Chockstone’s
loyalty solutions are used by
65,000 restaurants, convenience
stores and retail locations in North
America including Subway® and
Ticketmaster®. Our customers in
the retail sector are looking for
new ways to forge long-lasting
relationships with their patrons,
and Chockstone’s solutions bring
us to the table for these business-
building discussions.

With more than 5,000 customers
and annualized processing volume
of more than $400 million,
CollectivePOS is an established
and rapidly growing player in the
Canadian processing market.
Collective POS shares Heartland’s
business philosophy and enables
us to service merchants located in
both the United States and
Canada. Further, we believe the
Canadian market offers attractive
growth opportunities in the coming
years, especially in light of the
impending move to the EMV
processing standard for
authenticating credit and debit
cards, which will require all
merchants to install a new
processing terminal.

With each of these acquisitions,
we augmented and supplemented
our existing business and further
differentiated Heartland in the
processing market.

Additionally, we partnered with
Restaurant Solutions, Inc., a
leading provider of restaurant
management systems for small
and mid-sized restaurants. With
RSI’s solutions, restaurant owners
can focus on their core food
service business while streamlining
their payments and back-office
systems. This enables us to
provide our sales force with yet
another value-added product to
extend the dialogue with our
customers. We have already seen
good traction during the early
stages of our relationship with RSI. 

During 2008, we also forged an
alliance with Discover® Financial
Services. As a result of this and
the partnership we established
with American Express® in 2007,
beginning in 2009 our merchants
will be able to process all card
payments on one single unified
platform offered by Heartland,
driving simplicity and convenience.
Heartland gains additional revenue
opportunities for processing these
cards.

We continue to gain industry-wide
recognition for our differentiated
business model:

• Heartland received the 2008
American Business Award for
“Best Sales Organization in
America.”

• Selling Power magazine named
Heartland the “Best Service
Company to Sell For” in the
United States.

• Heartland’s Give Something Back
NetworkSM, which connects card
payments with charitable giving,
received the “Best in Payments”
Editor’s Choice Award from Card
& Payments magazine.

• W.net, an organization devoted to
the professional development of
women in the electronic
transaction industry, gave us the
highest honor at the first
“Driving Improvement Via
Action” (DIVA) awards.



We continued building out our
Jeffersonville, IN service center,
adding 95,000 square feet of
multi-use space to accommodate
our ongoing growth. We also
occupied a new 49,000 square-
foot information technology center
in Frisco, TX. 

We worked diligently in 2008 to
build our business for the future
while continuing to execute well
on our near-term objectives. The
quality of our revenues and our
earnings was fully demonstrated by
the solid financial performance we
delivered in a very tough economic
environment.

To further align with shareholders,
we announced a new performance-
based stock option program. This
innovative program awarded 2.5
million stock options to
Heartland’s senior management
and information technology teams.
However, these options only vest if
the company achieves
compounded annual net revenue
growth of at least 15 percent and
compounded fully diluted EPS
growth of at least 25 percent over
a five-year period. These are
aggressive goals that demonstrate
the willingness of Heartland’s team
to tie its long-term equity
compensation directly to financial
goals.

Our continued success is rooted in
our core values. We nurture long-
term relationships, support our
customers’ growth objectives and
provide fair, transparent pricing for
services rendered.

In addition, we equip our
energized sales professionals with
the training, tools and products
they need to be successful and
grow profitable merchant
portfolios. While some recruits are
not suited to our commission-only
compensation model, those who
are successful often stay with us
for an entire career, enjoying the
nearly unlimited upside available
to a Heartland relationship
manager.

As we look forward, we are
optimistic about our business
performance and future growth.
The repercussions of the breach
are likely to be with us through
much of 2009 and will
undoubtedly challenge us in many
ways. However, thanks to the
leadership of our board of
directors, the untiring skill and
dedication of our employees and
the support of our clients and
shareholders — even in difficult
times — we believe we are well
positioned to expand on our
current success by helping
merchants nationwide enhance

theirs. Our opportunities are
growing … our offerings are
expanding … and our team is
more focused and prepared than
ever. We thank you for your
continued confidence in our team,
and we look forward to our
continued success together in
2009 and beyond.  

Respectfully,

Robert O. Carr
Chairman & 
Chief Executive Officer
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2008 Highlights

In 2008, Selling Power magazine named Heartland the "Best
Service Company to Sell For" in the United States. Heartland

topped a list that included many leading companies.



Company Officers
Robert O. Carr
Chairman & Chief Executive Officer

Robert H.B. Baldwin, Jr.
President & Chief Financial Officer

Sanford C. Brown
Chief Sales Officer

Kristopher T. Herrin
Chief Security Officer

Charles H.N. Kallenbach
General Counsel
& Chief Legal Officer

Conan A. Lane
Chief of Operations

Martin A. Moretti
Chief Service Officer

Thomas M. Sheridan
Chief Portfolio Officer

Alan J. Sims
Chief Technology Officer

Joseph E. White
Chief Accounting Officer

Board of Directors
Robert O. Carr
Chairman & Chief Executive Officer
Heartland Payment Systems

Mitchell L. Hollin
Partner
LLR Partners

Robert H. Niehaus
Chairman
Greenhill Capital Partners

Marc J. Ostro, Ph.D.
General Partner
Devon Park Bioventures

Jonathan J. Palmer
President & CEO
FSV Payment Systems

George F. Raymond
President
Buckland Corporation

Richard W. Vague
Chairman & Chief Executive Officer
Energy Plus Holdings LLC

Office Locations
The following are the major Heartland
operational and administrative offices
throughout the country.

Corporate Headquarters
Sales & Marketing
90 Nassau Street
Princeton, NJ 08542
T: 888.798.3131

Payroll & Human Resources
25115 Country Club Boulevard
North Olmsted, OH 44070
T: 877.729.2968

Information Technology
6860 Dallas Parkway, Suite 400
Plano, TX 75024
T: 972.295.8800

Heartland Service Center
1 Heartland Way
Jeffersonville, IN 47103
T: 888.963.3600

Regulatory Certifications
Heartland Payments Systems, Inc. filed
Section 302 CEO and CFO certifications
with the U.S. Security and Exchange
Commission as exhibits to its Annual
Report on the form 10-K for the year
ended December 31, 2008.

Independent Registered
Public Accounting Firm
Deloitte & Touche, LLP
1700 Market Street
Philadelphia, PA 19103

Transfer Agent & Registrar
Registrar and Transfer Company
10 Commerce Drive
Cranford, NJ 07016
T: 800.866.1340
F: 908.497.2310

Corporate Information



HeartlandPaymentSystems.com




