
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

  

 

 

 

 

 

April 16, 2006 

Volume 2, Issue 4 

In this Issue: 

 
! ACFN welcomes its 

newest Franchisees. 

! The New Leads 

Reporting System is 

here! 

! Franchise Advice 

from ACFN of New 

Jersey. 

! Announcements. 

ACFN Franchised, Inc./96 North 3rd St. Suite 600 San Jose, CA 95112/Tel (888)794-2236/Fax (888)708-8600 

 

ACFN welcomes its newest  

Franchise Owners! 
 

 

Franchise Newsletter 

 

 

96 North 3rd Street, 

Suite 600 

San Jose, CA 95112 

 

Phone:  

(888)794-2236 

 

Fax: 

(888)708-8600 

 

E-Mail:  

franchising@acfn.info 

 

 

North America’s 

only ATM 

Franchise 

Business! 

 

ACFN’s Anticipated Leads 

Reporting System is here! 
 

 
 

At last, after much effort and expense, ACFN presents its 

new Leads Reporting System! 

You will now be able to track your leads, live and in real 

time, 24/7.  Simply enter your username and password, which 

has been sent to you, and start seeing the status of your 

prospective locations! 

The default setting is  to show your leads in process (1.  “I n 

Process,” 2. “Warm,” and 3. “Hot”).  You can choose to view 

any other group of leads by checking the corresponding box 

and clicking “Submit.” 

The name of the Marketing Representative responsible for 

each of your leads is big, bold, and turquoise.  Just click o n 

the representative’s name to send them an e-mail regardin g 

that lead. 

Some abbreviations are used by Marketing Representatives in 

their notes, such as LM (left message) or VM (voicemail).  If  

you have any questions about abbreviations used, check the 

glossary in the web reporting, or e-mail the representative 

coordinating the account. 

This system is in place for your convenience, and to help you 

run an organized and successful business.  If you have any 

questions about using the system,  contact Felicia Vance at 

(888) 794-2236 ext. 5114. 

Congratulations, and best of luck to 

Ivan, Southeast FL 
and 

Forrest & Sue, Southern MT 
 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

ACFN Staff: 
 

Jeff Kerr,  

President 

jeff@acfn.info 

 Ext. 5110 

Avi Blankroth, 

Vice President 

avi@acfn.info 

 Ext. 5112 

Mira Yakir, 

Controller 

mira@acfn.info 

 Ext. 5111 

 

Robert Harris, 

National Accounts Mgr. 

robert@acfn.info 

 Ext. 5116 

 

For all other inquiries, 

please contact: 

Felicia Vance, 

Executive Assistant 

felicia@acfn.info 

 Ext. 5114 

 

ACFN 

Franchised, 

Inc. 

 

     I started with buying 

five machines and 

getting your own 

territory. 

     Going into this, I was 

self-employed since I 

was seventeen years 

old, so I was aware of 

what it took to start 

and run a business.  

ACFN provides you with 

an excellent model to 

follow and they are 

always there to answer 

any questions that you 

might have.   

     What I’ve learned 

through my time with 

the company is that 

dropping your leads is 

the most important 

thing.  If I could 

recommend anything, I 

would say research 

your leads, find the 

ones that are all in the 

same area, set aside a 

day, and go to all the 

ones in that area. 

Franchise Insight from: 
ACFN of Central New Jersey 

 

ACFN welcomes… 
Nikki Pope, Key Accounts Coordinator 

Nelson Salud, Regional Accounts Representative 

Cindy Lesui, Research Analyst 
(pictured above from left to right.) 

 

New Staff Join the ACFN Team! 

We’re on the Web! 

See us at: 

www.ACFNFranchised.com 

     Check the location 

out; make sure you think 

it’s worth putting an 

ATM in.  Make sure you 

think it is a safe and 

profitable location to 

put a piece of equipment 

and a lot of your money 

into. 

     While you are in that 

area, make sure to bring 

extra packets to drop 

at places that might 

not be on your lead list 

but places that you 

think would be good to 

put an ATM in.  If you 

come across a nice 

establishment, for 

example, a nice hotel, 

give them the cabinet 

sheet.  You’d be 

surprised at how 

important a cabinet is in 

getting you a quality 

location. 

     If a location has an 

ATM already, drop a 

packet anyway.  You 

could still get this 

location – maybe the 

other company’s 

service is bad, they may 

not offer a cabinet, or 

maybe they will just 

like your contract 

better.  I’ve gotten 

quite a few locations in 

this way. 

     This is not a get rich 

quick scheme – this is a 

business, and in a 

business, it takes time 

and patience.  Don’t 

give up if you are not 

getting any locations.  

Keep working at it 

because they seem to 

come in bunches.  My 

business has started to 

take off for me, I 

bought another 

territory, and I see 

nothing but bright 

things in the future.  

Good luck to everyone 

with his or her 

franchises. 

 

 

Save the Date! 

ACFN’s 2007 Franchise Conference is scheduled for the 

weekend of August 3rd-5th! 

Plan to be there!  

Newsletter Contributors: 
 

Katia Protsenko, Editor 

 

Arielle Blankroth, 

Photography 

 

A Special Thanks to our 

contributing writer. 

National Accounts Manager 

Robert Harris is proud to 

announce a strategic 

marketing alliance with 

Vending Solutions, 

an international vending 

company boasting over 

10,000 locations across the 

United States. 


