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The Education Department just put
the finishing touches on new rules
designed to help college students
avoid paying excess fees when us-
ing debit cards promoted by their
schools.

Advocacy groups applauded the
new rules, which ban overdraft and
other types of fees on many campus
debit cards, and require schools to
make students aware of different
options for receiving financial aid
balances.

“Students deserve safe and con-
venient access to their financial
aid funds without incurring costly
charges,” said Suzanne Martindale
of Consumers Union.

Often, students receive financial
aid refunds, or balances left over
after tuition and fees have been
deducted by schools. Students can
use the money for other educa-
tion-related costs, like textbooks or
transportation. In recent years, col-
leges increasingly have drawn up
agreements with financial firms to
distribute the funds via jointly mar-

keted debit cards.
About 40 percent of college stu-

dents attend a school with some
type of card agreement, according
to the Government Accountabili-
ty Office. And about $25 billion in
funds from federal grants and loans
are released to students each year
through the accounts, the Educa-
tion Department estimates.

Sometimes, the cards charge
hefty or unusual fees, or are pre-
sented as the only way students can
obtain their refunds. Students also
may be given access to their funds
more quickly if they sign up for a
school-marketed account.

Under the rules, students may
“freely” choose how to receive their
student aid refunds and must be
given a list of options presented in
an “objective and neutral” way, the
department said.

Cards marketed by firms that are
hired by schools to distribute finan-
cial aid can no longer charge over-
draft fees — fees for overspending
an account — or so-called swipe
fees, charged when students make
a purchase with a card.

Those fee restrictions don’t apply,
however, to campus accounts mar-

keted by banks or financial compa-
nies that are not directly involved in
the financial aid process.

Still, Christine Lindstrom, direc-
tor of higher education at the Unit-
ed States Public Interest Research
Group, an advocacy organization,
said the rules were a big improve-
ment.

“Over all, this is a really decisive
victory for students,” Ms. Lind-
strom said.

Sales of organic and natural prod-
ucts are soaring — but you would
never know it from the share price
of Whole Foods Market, the premier
purveyor of such merchandise.

Shares are almost 50 percent low-
er than they were in February, the
high point of the year.

Investment analysts are almost
uniformly negative on the compa-
ny, worried that competition from
mainstream retailers, which are
increasing the amount of organic
and natural items in their mix, will
impede the growth of Whole Foods.
Costco, for instance, claims to be
the biggest seller of organic foods,
and Walmart now sells Wild Oats,
a brand of organic products, at the
same price as similar conventional
brands.

“Conventional retailers can get it
into their stores more cheaply, and
they can be more predatory on pric-
ing,” said Mark Retzloff, a pioneer of
the natural and organic foods retail
business. “If one of those stores is
just down the street from a Whole
Foods, there’s a big segment of their
customer base that isn’t going to
shop at Whole Foods anymore.”

The encroachment of traditional
retailers onto turf historically dom-
inated by Whole Foods has remind-
ed consumers of the old nickname
for the chain, Whole Paycheck, Mr.
Retzloff and others say.

“Their single biggest problem is
their price image,” said Meredith
Adler, who follows the company
for Barclays Capital. “Sure, Whole
Foods is working to lower prices in
produce — but if it’s also selling fish
that’s $45 a pound, it will be hard
to convince people that prices are
good.”

John Mackey, co-founder and
co-chief executive of Whole Foods,
agrees that there is more compe-
tition, but he objects to the con-
ventional wisdom that the cure is
to lower prices. “The Whole Foods
Market brand may never shake that
label,” Mr. Mackey said.

Walter Robb, the other co-chief
executive, argues that Wall Street’s
relentless pressure on the chain to
reduce prices is “a race to the bot-
tom.”

“Sure, we could sell cheaper

farmed salmon — but it’s terrible
for the environment,” he said. “Our
products are not the same” as what
other grocers are selling.

He said he recently purchased
four certified organic steaks at a
mainstream retailer and had them
analyzed. The steaks, he said, came
from organic dairy cows that had
been decommissioned at about
40 months — most beef cattle are
slaughtered by 24 months for taste
and food safety reasons. “Sure,
those steaks technically meet the
organic standards, but in terms of
taste and flavor, they’re not the best
example of organic meat,” Mr. Robb
said.

Besides, he said, Whole Foods has
worked hard to address price when
it feels it can, and the effort upset
Wall Street because it put a slight
dent last quarter in the dollar value
of the average basket at checkout.

The company’s financial per-
formance is one of the envies of
the grocery industry. Its sales per
square foot in the last quarter were
$990, which is thought to be among

the highest in the industry. (Trad-
er Joe’s sales per square foot are
thought to be much higher, but the
privately held company does not re-
port such data.)

It has a strong enough cash flow
to finance new store development
without borrowing, and almost no
debt. That, combined with its low
stock price, has made it a target of
takeover rumors.

Paddy Spence, chief executive of
Zevia, which sells a naturally sweet-
ened, zero-calorie soda, said, “Nat-
ural grocers, like high-end retailers,
have a relationship with their cus-
tomers that goes way beyond the
transactional and is very hard to
put a value on.”

There can be drawbacks to those
close customer relationships. An
example of that is the damage done
to sales after the New York City
Department of Consumer Affairs
called out Whole Foods for mis-
pricing some merchandise based
on weight. The department found
an average discrepancy of $2.75
between prices Whole Foods was

charging for things like fruit plates
and packaged chicken and the pric-
es it should have been charging
based on weight.

After New York City’s findings
went viral, sales at Whole Foods
plummeted. In the two weeks af-
ter the announcement, compara-
ble-store sales growth fell to just 0.4
percent, after running on average at
2.5 percent in the weeks before the
findings were released. “It actual-
ly hurt us worse outside New York
City,” Mr. Mackey said.

The company has hired a
third-party auditor to monitor
weights and measures in its stores
and strengthened its training pro-
grams. Still, the issue continued to
hurt sales in the following quarter,
Mr. Robb told analysts.

Since then, Whole Foods has an-
nounced changes aimed at appeas-
ing Wall Street. It said it would cut
its employee ranks by 3,000, though
1,500 are likely to get different jobs
in the company, Mr. Mackey said.

It also bought a stake in Men-
docino Farms, a tiny, popular chain

of sandwich shops in Los Angeles.
It will open Mendocino Farms out-
posts in some of its Whole Foods
stores. Mr. Robb said that would
enhance its prepared-food business,
which generated about $3 billion of
sales in the last fiscal year.

But what everyone is waiting for
is the first of its new stores, called
365, which will be smaller and sell a
limited mix of cheaper goods.

Mr. Mackey is bemused by the in-
terest in 365. “It’s not a revolution-
ary idea,” he said, noting that he ex-
pects the 365 concept to be to Whole
Foods what Nordstrom Rack is to
Nordstrom. “In Whole Foods, you
can find a wedge of brie for $2.99,
and you can find a wedge of triple
crème brie from France that’s made
with milk from grass-fed cows that
sells for $40,” Mr. Mackey said. “You
won’t find any $40 brie at 365.”

The 365 stores will be less expen-
sive to build, deploy more technol-
ogy and be more self-service than
Whole Foods stores.

The first of the stores will open
in Los Angeles next year. But Mr.
Mackey and Mr. Robb believe 365
will do more than just add new
business; it will help Whole Foods
introduce its philosophy of food and
values to neighborhoods that can-
not sustain stores selling $40 blocks
of cheese.

As Mr. Mackey says, “365 can go
places Whole Foods can’t.”
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$990
Whole Foods’s sales per square foot in
the last quarter, among the highest in
the industry.

$3 Billion
Prepared-food sales in Whole Foods
stores in the last fiscal year.

3,000
The number of Whole Foods employ-
ees facing job cuts, although 1,500
are likely to get different jobs in the
company.
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¶When do the new rules take
effect?
The rules become effective
next July, so they will be in
place for the academic year
beginning in fall 2016.

¶How should I choose a
campus bank account option
in the meantime?
Don’t assume that the account
promoted by your school is
the best deal for you, Ms.
Lindstrom said. She urged
students to scrutinize account
agreements before signing up,
paying close attention to the
fees charged. “The key is, look
for uncommon fees that you’re
not used to,” she said, like fees
for using the card to make pur-
chases.

Wall St. Sours on Whole Foods Market

Student Debit Cards
With New Protections

New Apple TV
Leaps Forward

Dealing With the Impostor Syndrome
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BEYOND STREAMING The upgraded Apple TV gets good marks for all-around
streaming and light gaming. It comes in 32- and 64-gigabyte models.

I never imagined I would get
hooked on reading comic books on
a TV screen until I picked up a new
Apple TV. The new device — which
is similar to a set-top box and brings
video and music from the Internet
to a television — has an app store.
So I downloaded Madefire, which
adds a twist to digital comics with
sound effects, music and motion,
and within minutes I was bingeing
on a series about Superman turning
into a corrupt dictator.

Playing with apps is just one new
feature of the revamped Apple TV.
It’s that plethora of innovations and
apps that leads me to conclude that
the upgraded $149 box is now the
best TV streaming device you can
get for your money.

Apple is aiming to push hard into
consumers’ living rooms, where it
faces competition from players like
Microsoft’s Xbox and Amazon’s Fire
TV device.

All the extra features have put
Apple TV in a position to become a
powerful apps and games console,
not just a box for streaming movies
and TV shows. Even for those more
basic elements, the device is better
than less expensive products from
Amazon, Roku and Google.

One of the biggest changes for the
Apple box is a redesigned remote
control, which has a touch pad and
a few physical buttons. It also in-
cludes a microphone and a button
to summon Siri, Apple’s voice assis-
tant, who can search for movies or

TV shows across multiple stream-
ing services, like Netflix, Hulu and
HBO, along with Apple’s iTunes
Store, and play them right away.

Gaming on Apple TV is off to a
promising start. The remote control
can double as a game controller.
The game Beat Sports relied on the
remote’s motion sensors — swing-
ing the remote makes the on-screen
character whack a ball with a bat.
Gaming graphics were also on par
with Nintendo’s Wii U. But I don’t
see players of deep action games
like Halo abandoning their Play-
Station 4 or Xbox One to play on an
Apple TV yet.

While the Apple TV is my favorite
all-around streaming device, there
are some weaknesses. Setting it up
can be tedious. When you install
streaming apps like Hulu and Net-
flix from the App Store, you type in
your login credentials by swiping
left and right with the remote to se-
lect letters of the alphabet one at a
time — you have no option to do this
by speaking into the microphone or
using a keyboard on a smartphone.

The Apple TV may also not be the
best streaming device for everyone
because of one missing feature:
the ability to stream content avail-
able in Ultra HD 4K TV, the latest
high-definition resolution support-
ed by some of the newest TV sets.

There are two storage models for
the Apple TV. For $149, you get 32
gigabytes; $199 buys 64 gigs. In my
tests, apps and games were pretty
slim in terms of data size, so 32 gigs
should be enough for most people.
Those who plan to do a lot of gaming
will probably be safer with 64 gigs.
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On paper, your investments may
look like your greatest assets. While
those things are superimportant,
you have something else that’s even
more valuable. It’s the investment
called you.

Finding ways to increase your
value while doing the things you
love may be the most important
thing you do. Maybe you pursue
more training to qualify for a raise.
Maybe you find a way to sell the
photos you did as a hobby. Or you
find a way to turn your freelance
writing into full-time work.

They all involve doing something
new for you, but when you head
down this path, you are probably
going to run into this thing, this fear
that you’re bumping up against the
limits of your ability. It’s at the mo-
ment when you’re most vulnerable
that all your doubts come crashing

in around you. When I first heard
that voice in my own head, I didn’t
know what to make of it. The fear
was paralyzing.

Two American psychologists,
Pauline Clance and Suzanne Imes,
gave it a name in 1978: the impos-
tor syndrome. They described it as
a feeling of “phoniness in people
who believe that they are not intelli-
gent, capable or creative despite ev-
idence of high achievement.” These

people “live in fear of being
‘found out’ or exposed as
frauds.”

Once we know what to
call this fear, the next step
is knowing we’re not alone.
We also have to understand
why we feel this way. Part
of the impostor syndrome
comes from a natural sense
of humility about our
work. That’s healthy, but
it can easily cross the line
into paralyzing fear. We of-
ten hesitate to believe that

what’s natural, maybe even easy for
us, can offer any value to the world.

There is an important final step to
take: learning how to live with the
impostor syndrome. I’ve learned to
think of the syndrome as a friend.
Now when I start to hear that voice
in my head, I take a deep breath,
pause, put a smile on my face and
say: “Welcome back old friend. I’m
glad you’re here. Now, let’s get to
work.”
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Going Natural
The share price for Whole Foods
Market has dropped by almost 50
percent since February, the high
point of the year.
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