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My name is Bert Hamilton.  I am the President/CEO of Harvey Software, Inc.  Harvey 

Software is a US based company that has provided the technology solutions for over 

25,000 parcel shipping workstations in some of the largest parcel shipping companies in 

the US.  Much of the automation out there today we helped to develop in the last 35 

years that we have been in business. 

It is my opinion that Negotiated Service Agreements (CP2015-61) have been misused 

at great loss to USPS over the last 4 years. Let me explain. 

In 1998 we added some of our first USPS products to our multicarrier parcel offerings.  

When we started automating our clients only 5% of our clients’ volume was USPS.   

After we showed our clients the advantages of using USPS, those numbers jumped to 

over 45% in less than 8 years.    

In 2006 we helped Endicia develop some of their early offerings for parcel shippers.   

Even though we supported USPS manifesting at that time we needed solutions for our 

clients on slower days, and that is where Endicia came in. 

Then between 2009 and 2010 we were approached by Stamps.com several times.   

They wanted us to help them get into the parcel shipping area and we entered into a 

contract with them in 2011.  During that contractual period we help them design an 

address verification system that was critical to the parcel processing.  We then tried to 

help them develop the support for USPS services needed for parcel shipping.  By the 

beginning of 2014 they still had over 200 items not properly supported for parcel 

shippers.  At this point, I told them we could not support them until they supported 

parcel shippers like Endicia.  Instead of fixing the issues they dropped our agreement 

leaving me with millions in expenses. They also refused to pay the penalties outlined in 

the contract by not meeting their part of the agreement.  Finally they threatened me with 

a $5-10 million dollar lawsuit if I told anyone about this or did not release without the 

missing USPS services.  If we had, we would have lost all our customers so I had no 

choice but to move on. 

Then Stamps.com purchased three of our lessor competitors at the time followed by 

Endicia.  I told my story and provided proof to the DOJ at the time of the Endicia 

purchase review.  The DOJ told me that my proof on all this was solid but their boss 
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was pushing the sale of Endicia through so they could not use my information.  They 

also suggested I seek private council. 

During the Endicia purchase review the Discount Reseller known as Express1, Endicia 

and Stamps.com met together and came up with plan to keep me quite.   They came up 

with an agreement where I would agree to using only Endicia for PC postage moving 

forward and I would agree not to speak with anyone at USPS about what was going on.  

They said if I did not sign the agreement that they would cherry pick through my 

accounts and destroy my 35 year old company.  I again refused this blackmail attempt. 

Stamps.com took much of the marketing and product ideas they learned from us during 

our contract period to market their products and grow their new company purchases.  

They even worked with Google to reroute our clients from our web sites using Google 

search. 

When Stamps.com realized that would not play along, they used NSA agreements 

through discount postage resellers to cannibalize our clients at great economic loss to 

USPS and my company.   All while they played stock games to build what they have 

today.   NSA’s used like this is definitely a misuse of USPS offering to cannibalize 

existing USPS revenue and volume.  NSA should only be used for clients that bring a 

savings to USPS and/or new volume.  

This is a short summary of the past 7 years.  I have proof for everything I am saying 

here in.  I have provided much of my proof and it has been used in recent and upcoming 

OIG reports.  I have shared this story with the DOJ and the FTC. 

NSAs are not bad when used correctly.  Used to cannibalize existing USPS clients by 

companies that profit from misusing them like this is a very different story. 

 

Thank you, 

Bert Hamilton 

President/CEO 
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Fort Myers, FL 33907-5559  
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