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DARE TO BE GREAT IN 200 8!

A Messaaefromour President

Iwant to start by thanking each and everyoneof youfor thepart youplayed inour growthin2007.With 33
new franchises added and positive growth of 293 locations (actual growth after relocations)we ar e poised
for agreat year in2008.Topperformersfor theyear 2007 wer e:

Most ATMs
#1 ACFN of San Gabr iel
#2 ACFN of Idaho,Wisconsin, & Salt Lake City

#3 ACFN of Sacramento
This category is awarded based on most ATMs installed and operating at year end.
Winning in this category is typical ly theresult of cumulative effort over time and
this year is no different. With numbers ever closer to the President@® Circleaward
for 50+ ATMs install ed and operating, one question is still unanswered D who@ in
first?Great job devel oping your business and keepon growing!

Most Profitable Franchise
#1 ACFNof Baltimore
#2 ACFN of Idaho,Wisconsin, & Salt Lake City
#3 ACFNof Fresno
This category is awarded based on yearend 1099 reports If you are new and
struggling to build, keep on keeping on and hopefully you will be on the list next
year . What is a (big shooter ,Oyou ask?1t@ alittleshooter that kept on shootmg‘ If
we make sure to do the little things right, over time we can enjoy big
accomplishments.
Fastest Growing Franchise: ACFN of San Gabr iel

This prestigious award is givento thefranchiseethat added more ATMs to their
networkin 2007 than any other franchise. Theonlywayto earn thisspot isto grow aggressively,whichrequiresalot
of faith in the business and significant invest ment. Piero & Anihavereally set the bar high for this year and something
tellsmetheyarejust getting started. It isapleasuredoing businesswith you b keep it up!

Congratulationsto all our topperformers.2007 was a great year for your ACFN business and the challenge now
istoreset your goals and set your sights even higher for 2008. The mark of a professional is repeat performance, and
the best timeto have a great year isright after you just had one. Confidence is high, momentumis on your side, and you
owe it to yourself to build on your success. Trophies have been ordered and will be shipped to you shortly.
Congratul ations!

To insur ewe continueto build onour collectivesuccess Iwant to challenge each and everyfranchiseeto
maint ain positive pressur e on our teamby doing your part timely and professionally. The basics for success
with ACFEN ar e:

Request | eads as appropriate (based on time and number of ATMs avail abl e).

DropALL | eads provided to you within 30 days or | ess.

Send us your drop sheets right away and provide as much information as possible to hel p our marketing team
(possiblelocation for the ATM, cabinet or not, any special featureswecan useto soundlocal and familiar etc.).
Attend your appointments with decision makers when set and get thereearlyto identify the best location for your
ATM.

Fund your growth in advance so you arereadyto seizeopportunities.

Provide absolute excellencein serviceto maintain your existing accounts so you can focus your efforts on moving
forwardwhileprotecting our collectivereputation.

Looking to 2008, we will be leveraging our enlarged and improved mar keting and | ead generation teams
with our sights set on increasing our total number of locations to exceed 1,000 by year end. Achieving this
mil estone will help define ACFN as a large national player in the ATM industry, continue to build our
reput ation, incr ease mar ket share and open doors to both larger and better deals. With this goal in mind we
arehardat workto improveour business with innovative programs including:

MLA D our franchise approach to the ATM business gives us many advantages from personal local
relationships to significantly reduc ed operational costs. These featur es give us a competitive edge when
compar ed with standar d national companies that relyon third party service companies. As you know fromthe
detail ed release of the MLA this is not true when negotiating for large group contracts. In this area we
actually have adeficiency becauseour competitors can offset thegood with the bad withinthe group and we
cannot sincethegood can benefit onefranchiseewhil eanother franchiseegetsthe bad. Thisis what the MLA
fixes by allowing us to pool revenue and work together,creating an acceptablereturn oninvestment onthe
low end whil e still preserving most of the benefits on the top end. GROUP DEALS ARE THE SINGLE MOST
EFFECTIVE TOOL TO REPLACING EXISTING ATMS AND ARE ESSENTIAL FOR OUR SUCCESS GOING FORWARD. We
have r eceived about 50% of the MLAs back so far and request that you direct any r emaining questions to me at
jeff @acfn.info as soon as possible. We woul d | ike this process compl eted no later than January 30t". There
aredealsonthetablenow that will requirethis structureto work so your prompt attention to compl eting
this process is appreciated.

Sign-on bonuses B we just completed our first franchisee poll asking your opinion regarding sign-on
bonuses. This is a strategy recently introduced by competitors to entice groups to switch to their services
and has been afactor in both new negotiations and maintaining existing r el ationships.lamveryglad to report
that the overwhel ming majority (91%) of you confirmed that you are willing to forgo revenue for 1 or 2
months inreturnfor astablelongertermcontract.Considering the market is likelyto get more competitive
going forward, secur ing agr eements with longer terms based on today@ mar ket conditions is definitely the
best wayto go.

Canada B regul atory compliance is compl ete and our financial infrastructureis in place so we are now
officially active in the Canadian market. Only 2 days after our announcement was sent to prospects in
Canada,thefirst NDAwas received and thefirst UFOC was sent for review. Many of the groups wework with
al so have businesses in Canada so we hope to leverage our presence in that market to again get more and
better dealsfor franchiseesinboththeUS & Canada.

Our motto for this year is DARE TO BE GREAT IN 2008 because we are thinking big, stretching the
envel ope,using innovation to maintain our competitive edge and continuing our jour neyto becomethe#1 ATM
Company in the US and Canada. It will takeall of us to accomplish greatness so let@ worktogether to truly
begreat in2008.

KK K KKK




ACFN
Franchised,
Inc.

Newsletter Contributors:

Katia Protsenko, Editor

A Special Thanksto our
Contributing Writers.

ACFN Staff:
Jeff Kerr,
President
jeff@cfn.info
EX{SHNI0

AviBl ankroth,
Vice President
avi@acfn.info
Ext.5112
Mir a Yakir ,
Controller
mir a@acfn.info
Ext.5111

Robert Harris,
National Accounts Mgr .
harris@acfn.info
Ext.5116

Kristen Cic er o,

Leads Manager
kristen@acfn.info
Ext.5119

For all other inquiries,
pleasecontact:
Felicia Vance,
Executive Assistant
felicia@acfn.info
Ext.5114

Day+4o -Day Oper ations

Franchise AdvicefromACFN of Denver

When Barbara and | were asked to write an
article for the newsletter we spent some time
thinking about all of the different aspects of
the business that we could discuss. We
considered drops, we considered sales, and
then we thought about sharing just how we go
about the day to day running of ACFN of

Denver.
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As we have grown and things have changed,
we have adapted some technigues and tips that
have saved us time and money and hel ped to keep
things straight. Some of these things came
from experience and some from wanting to
avoid any mor e negative experiences. Most of
all,we have adapted thesetechniques to ensur e
that ACFN of Denver® motto Q.eaders in
Excel l enceOr emains true.

TIP1 D Know your area, plan your route.

When we are preparing to service machines
we make every attempt to minimize drive time and
distance by grouping machines together. In the
beginning we utilized Mapquest and Google
maps to help us. Even in areas that we are very
familiar with, we have saved a | ot of time, gas,
and money by utilizing these services. We also
tryto combine making dr ops with servicetrips.

TIP2 D Plan thetiming of machine servicing

aheadNway ahead.

We found that we have been ableto load the
machines in each area so that they run low at
about the same time. We have done this by
aver aging the amount of money that each ATM
uses and then making adjustments for the time
of year and any special events that are
happening during the following (usual) week.
This not only saves us the time and gas of
making two or more trips to any given ar ea, but
it also hel ps us to maximize our returns by not
using mor e money in any mac hine than it wil |l use
(plus, of course,the necessary buffer equated
into budgeting for each machine).

TIP 3 b Remember your training,
Remember your tool s!

Bar bara and | always have our bag ready for
most situations. | know that most of this was
brought out in training, but it bear s r epeating. |
would guess that most of us who have been
part of ACFN for a while have been Gtaught
with our pants downOon at | east one of these
areas. We have also had to adapt this to the
waythat werun our business.
¥ 9VvOLTBATTERIESD do you haveonein your bag

now or did you use it and not gotten around

to replacing it? If you haven® you will
probably need it at atime and place when it is
most difficult to get anew one. Mur phy® Law
inaction.
¥ PoprsicLE sTICKD most of us who havechanged
aroll of paper understand the need for this
and anyone who has had a jam. A long key
might work in a pinch but it could cause more
trouble than it is worth. I wouldn®
recommend eating a Popsicle quickly to get
one when you need it. (Brain FreezeOcan be
quite debilitating and make your experience
unpl easant.

¥ SCREWDRIVERS D we actually only carry one.
It has a blade that can be switched out from
flat head to Phillips in an instant. We also
haveonein each of our vehicles just in caseit
is needed when we are out and about doing
other things.

¥ CORDED PHONE B | got a very small (and fun)
one at Radio Shackfor $5.

¥ RECEIPTPAPERD We found that it was easier to
get a one gallon zip top bag for each
location. We writethe location@ name on it
and put a fresh roll of paper init. Then we
place the bag/roll into the bottom of the

ATM until it is needed. When we use the paper
to refill the machine, we take the now empty
bag with the location name on it home. As
soon as we get home, we put anew roll into
the bag and have it ready for the next tripto
servicethe ATM.

¥ TRAY (OR AS WE CALL IT - THE SLIDER) B again we
keeponeof thesein each vehicle. loncehad a
canister that got jammed up in an RL5000 and
had to go all theway back home to fixit. All
that was needed for the r epair was to put it
back into the slider toreclosethelid. Iwill
never have to waste that kind of time again.

We al so find it necessary when running our

servicecalls. I®l explain that in amoment.
¥ STICKERSD We keep a supply of stickers in our

bag at all times. We also keep a supply of

labels for the different surcharge amounts

in the same envelope. It eliminates the need

for thelabel printer and thus saves space.
TIP 4 B Theservicetrip.

When we service our ATM@ we typical Iy wil |
service 3 B 7 machines in a trip (and sometimes
more). Hereis how wedo it.
¥ PREPARATION — We start by checking out all

of our bills from the bank to ensure that

they are not torn, folded, etc. Wethen | oad
our cartridges. Yes, we have more than one
and so do most of you. If you have, as we do,
an exclusive territory you are required to
have an ATM ready for installation.

Whenever we have units sitting in our garage

we put at |east part of themto use by using

their cartridges. For the remaining machines
wetakebank bags and put themoneyinto them
for those ATMB. We label each bag and
cartridge with masking tape to let us know
how many bills are in each and to which
locationtheybelong.

¥ THE DELIVERY — Whenever
and Iwork as ateam.

While one of us is driving fromone location

to another, the passenger exchanges money

fromcartridges to bank bags and back to a

cartridge. To better illustratethisIwill give

you an exampl e:

possibl e Barbara
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o We arrive at our first location and perform
our service call. While driving to the next
location, the passenger will take the money
out of thecanister and placeit into an empty
bank bag along with the receipt tape fromit.
She then takes the masking tape | abel from
that canister and puts on the outside of that
bag to avoid any confusion later. She then
takes a bag | abeled for location 2 and puts
that money into the canister and puts the
masking tape label on the outside of that
canister. We then make the service call for
location 2, get back in the car and do it all
over again.

Sincesomeof our locationsaretoo closeto
do that effectively between them, we use
mul tiple canisters and always stay two or
threecanisters ahead with this process:

¥ KEEPING TRACK — By using this system we are
easily able to keep track of our money for
later rectification. This also allows us to
rectify each canister on the road as many
times we will use the money from previous
locations on our routeto fill the canisters
of thelater locations. We feel that thisis a
goodideafor two reasons:

0 SECURITY —taking | ess money with us for the
trip than necessary reduces our security
exposur e

0 INCREASE IN PROFITS — keeping more money in

our interest bearing checking account (or

not borrowing from our line of credit) we

actually make or save thus increasing our
profitsE well slightlybut everything hel ps.

¥ AT THE LOCATION — We use a QagteamO
approach. One of us will perform the
management functions while the other
exchanges canisters and performs any
housekeeping functions. This greatly
reduces our time at each location and

increasesour security.
¥ RETURNING HOME —upon our return,we unload

our canisters and bank bags and rectify

anything that we did not on the road. We
bundl e the remaining funds so we don't have
to recount them later and deposit them. We
always make sure that we have sufficient
funds avail able for our customers. We just
always try to remember that Murphy® Law is
always in effect andtryto avoid him.

TIP5 D Security, Security, Security.

I wouldn® suggest being paranoid, but
remember that you ar e handling alot of cash b
be aware. We always try to service our
machines during daylight. We vary both what
day and which time we service so that employees
of the locations never know when we will
show. We also keep a close eye on our cash
amounts to reduce the chances that we will
have to make an emergency run at night. Wetry
to always have two of us servicing the
machines. We don® make pl acements in areas we
know to be dangerous or Qrery questionabl eQ |
truly feel that if you keep your wits about you,
pay attention to your surroundings and
remember your training, you will have nothing

toworryabout. ]

TIP 6 B Remember your goal s!
We start out each year with a goal of how
much we are going to grow for each quarter
and for the year. We also keep in mind our
other goals for the future b the reason that
we aredoing this. Awandering man al ways ends
upsomewherebut rarelywhereheset off for.

contact wit h

guestions.

me

A Wordfromour Controller:

Tax Form 1099 will be mail ed
end of January to al
franchisees who ear ned
$600 or more in ACFN
commissions in 2007. Pl ease

any




