
1

ceocfointerviews.com
All rights reserved! 
Issue: January 26, 2015
The Most Powerful Name in Corporate News

Cloud Enabled Mobile Commerce Platform for
Retail Fuels and Convenience Store Industries

CEOCFO: Mr. Frieden, what is the concept behind P97 Networks?
Mr. Frieden: P97 Networks is the creator of PetroZone, a cloud enabled mobile 
commerce platform for the retail fuels and convenience store industry that transforms 
how consumers pay for gas with their mobile phone and save money on “at the pump” 
and “in-store" purchases. PetroZone helps oil companies and C-stores improve 
customer loyalty, win new customers, and improve profitability from higher in-store sales 
enabled by dynamic mobile marketing campaigns. The retail merchants also see cost 
savings from new options for lowering payment transaction fees, lower compliance 
costs and better reporting.

CEOCFO: What are the keys for mobile commerce adoption?
Mr. Frieden: Better security to start with. For instance, PetroZone’s mobile multi-factor 
authentication process uses the concept of identity and tokenization to ensure no 
sensitive cardholder data is every stored or transmitted to/from the phone.

Second, the customer experience and ease of use is paramount. The key to customer 
experience is taking the time to understand the breakthrough workflow that truly 
changes the experience for the better. P97 is our second mobile company and you 
might say mobility is in our DNA … but good technology accelerates and sustains 
process improvements and that is what we focus on in our design. With PetroZone, the 
time to conduct a transaction is faster at the pump, and in-store, than using a credit card 
and the majority of the fueling transaction takes place from the comfort of your car using 
your mobile phone – especially appreciated when it is late at night or freezing cold 
outside. 

Third, the word ubiquity is tossed around a lot by mobile technologists but often these same technologists have some 
proprietary hook tied to the app where it only runs on one operating system or requires a specific “check in” technology 
like NFC. That approach is far from ubiquitous. We designed PetroZone so that as long as a consumer has smart phone 
and the cellular connection is working, they are able to conduct transactions … this allows PetroZone to more easily 
become ubiquitous. Of course, there is also the need for incentives – consumers love to save money at the pump and 
receive opt-in relevant digital offers on their phone. These incentives drive the desire to try … and the savings and 
improved customer experience keep them using the mobile app as the preferred way to pay.

CEOCFO: What are you able to accomplish that others are not?
Mr. Frieden: We focus primarily on the convenience retail and fuels marketing industry, otherwise known as C-stores and 
gas stations, and are able to address their unique requirements. Our clients recognize us for fact that we have solved 
most of the complex mobile payment integration issues associated with retail fuels sites (e.g. different point of sale 
systems, fuel controllers, and gas pumps---not to mention, some of these systems are over 20 years old). 

Let us look at one simple “pay at the pump” use case – today if a consumer wants to use their loyalty card when they buy 
fuel, they have to swipe a loyalty card at the dispenser. Next, they have to insert their payment card, and then the 
consumer has to follow along with several prompts on the gas pump and then select the fuel grade before they can begin 
fueling. 

Now let us look at the same example using a mobile payment application---the loyalty cards and the payment methods 
are resident in the virtual wallet. The consumer’s smartphone uses geo-location services when the consumer drives up to 
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the pump and knows the gas station. The consumer only needs to select the gas pump #, get out of the car, select the 
fuel grade and begin filling up. In other words, the connected mobile device sends their loyalty account, their payment 
method to our cloud services---our cloud based platform gets a payment authorization, notifies to the site system to 
enable the gas pump---all within about 3 seconds all while eliminating several steps for the consumer. This improved 
mobile workflow also eliminates the risk of carrying different payment and loyalty cards that can be lost, skimmed or 
stolen.

CEOCFO: Who is your typical customer?
Mr. Frieden: We have several categories of customers. We work with the major oil companies that provide the fuel, the 
brand marketing, and the payment network. Therefore, our technology needs to be approved by the major oil companies. 
Then, there are merchants that operate the gas stations, who are typically called branded marketers. They typically 
implement the marketing and technology programs offered by the major oil companies to take advantage of the oil brand 
marketing complains. Then our third audience would be the consumer---as the consumer downloads the free app to their 
mobile phone device so that they can take advantage of the loyalty programs and incentives offered by the oil company. 
Therefore, the consumer can save time, save money, and make payments that are more secure and safe that using a 
credit card at the pump.

CEOCFO: What do you find when approaching major oil companies and convenience stores?
Mr. Frieden: Almost every major oil company currently has an initiative underway to enable mobile commerce and new 
loyalty programs for their customers. These are important decisions and the oil companies take time to assess and 
evaluate each potential supplier and their unique technology offerings. This level of research and due diligence is critical 
since they ultimately will deploy the technology to millions of their customers.

CEOCFO: How do you get the attention of the oil companies?
Mr. Frieden: Technology of course---but we also know the oil companies look closely at the management team and 
history of the company. They want to see an experience management team, a successful record of accomplishment, and 
a history of “doing what they say they will do”. At P97, we have developed technology that provides three capabilities that 
are very attractive to the oil companies. First, we have been on the forefront in the use of multifactor authentication for 
best in class security for mobile payments---which greatly reduces risk of fraud. Second, our open and standards based 
approach to integration with many different points of sales systems and site systems fueling equipment helps reduce 
integration cost. And, thirdly, our overall solution is “white labeled” (branded apps for each oil company), so the oil 
company gets a custom looking application at a fraction of the cost to develop their own technology platform---and the 
consumer gets a great user experience at any of the oil company’s branded stations, even with hundreds of independently 
operated franchisees (branded marketers). P97 also provides domain expertise, thought leadership, and technology 
consulting to the oil companies on how mobile commerce can lower transaction costs and deliver better loyalty programs 
in conjunction with digital offers which provide incentives and encourage consumers to adopt the technology more quickly. 

CEOCFO: How was the PetroZone technology developed?
Mr. Frieden: We have a strategic partnership with Microsoft, which provides us globally redundant cloud based 
technology and we have developed a common architecture for gas station and convenience stores. 

One of the biggest difficulties mobile payments has to overcome in the “brick and mortar” world is easily connect a 
consumer with a point of sale system and to a payment network. Our Microsoft cloud based technology and common 
architecture allows us to integrate with many different point of sale systems (POS) and electronic payment systems in a 
very consistent way and this modern level of connectivity is cited as a good example of the “internet of things” that allows 
for new game changing business models.

CEOCFO: Where did the P97 name come from?
Mr. Frieden: Our company name was derived from the notion that our industry has not provided any new or innovative 
payment technology for consumers since the introduction of contactless payments back in 1997. Therefore, our mission at 
P97 is to create a new and better point of purchase experience at gas stations and convenience stores for consumers---
which they love to use!

“We are very excited about the customer opportunities in 2015---and we believe this will be a pivotal year for the 
deployment and mass adoption of mobile commerce at Gas Stations and Convenience Stores in the US.” - Donald Frieden
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CEOCFO: Where are you in the commercialization process?
Mr. Frieden: We are currently under contract with several oil companies and PetroZone is being test marketed in a few 
major metropolitan cities. Sinclair Oil, based out of Salt Lake City, Utah is one client that publicly announced their 
selection of our PetroZone mobile commerce platform and we have started to deploy at sites in Salt Lake City. Another 
East Coast client that we will be rolling out PetroZone and has currently deployed the technology for use by several 
hundred employees. We will be launching a showcase deployment with another client in Texas during the first half of 
2015.

CEOCFO: Where do you see the challenges in adoption for the customer base?
Mr. Frieden: A big challenge is achieving critical mass adoption by merchants to make mobile payments available so 
consumers can easily find gas stations and C-stores where they can use their smartphones to make mobile payments. If 
the merchants do not have the mobile commerce infrastructure, then the consumers cannot adopt. We then need mass 
adoption by consumers, so that merchants can justify why they would make the investment to enable the technology. 
Most everyone has a smartphone in the U.S. and as has been the case with most new technology adoption in the past 
decade … the “millennials” will lead the way. 

CEOCFO: Is P97 adequately funded to achieve the next steps you want to take?
Mr. Frieden: Yes, we are venture capital funded company---and we recently announced our Series A funding includes an 
initial $8M from Emerald Technology Ventures, as the lead investor, with participation from American Trading and 
Petroleum Company (ATAPCO), management and early stage investors.

CEOCFO: Why is this the time to pay attention to P97 Networks?
Mr. Frieden: We are very excited about the customer opportunities in 2015---and we believe this will be a pivotal year for 
the deployment and mass adoption of mobile commerce at Gas Stations and Convenience Stores in the US. We are 
expecting to make several more customer announcements, similar to the Sinclair Oil press release, in the coming months. 
We have also built out an impressive partner eco-system, which will provide the scale and depth necessary for large U.S. 
rollouts and international deployments. 

We have a great team at P97 and we have developed a “can do” culture---we listen carefully, we respond quickly, and we 
make things happen. Over the past three years, we have developed excellent mobile commerce technology and we 
cannot wait to see the consumer reaction to PetroZone in the marketplace as our clients “go live” with deployments.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
www.p97.com

Contact:
Charles Mohrmann

713.588.4202
charlie.mohrmann@p97.com


