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ACFN’s newest Directors of Operations! 

Piero Pirjanian, Senior Director of Operations 
 

     I am very pleased to be a part of the ACFN team, first 
as a Franchise Owner, and now as a staff member.  

Coming from eighteen years of experience as an ATM 
technician and in technical support, please feel free to 
contact me with your questions and concerns.  I am very 

happy to help everyone to the best of my abilities. 

Lee Castro, Director of Operations 
     Hello all!!!   I’ve come aboard to help my fellow franchisees run their 

businesses as proactively as possible.  This means helping you 
troubleshoot your ATMs and getting them active as soon as possible. 
     I’m still impressed by the professionalism, integrity, and teamwork with 
the corporate office as when I came to franchisee training 2 years ago.  
     As the number of franchisees grows, the corporate office staff has 

adjusted to meet your needs.  I’m part of the process now in helping you and 
the corporate office solve technical problems.  I join Piero Pirjanian in 
this position.  With the growing number of ATMs, this has become a 2-person 
job. 
     Part of our job is to reset errors sent to us by your ATMs.  We’ll try to 

do everything we can before calling you to go to the ATM to investigate, 
repair, and reset.  Piero and I will work separate days and the best way to 
get a hold of us is to call 888-794-2236, ext 5127. 
     Please ensure that Triton Connect is enabled on all your ATMs and that 

the toll free number is typed in.  This is how the ATM sends errors to us.  
Also, please ensure you have a dedicated telephone line.  Then when we get 
an error, we can reset through this line from our office. 

     As a franchisee myself I have first-hand experience in 
all aspects of what you are going through.  As a 

franchisee, I realized that the people in the corporate 
office could help me more if I communicated as clearly 
as possible to them.  This was evident when I needed 
technical help.  I wondered why they needed me to 

review steps in the programming manual again when I 
was sure I typed everything in.  Many times, I found 
places where I made the wrong entry! Those darn PIN 
Master Keys were always tricky for me. 
     Thanks for your patience as I transition into this new 

role and as always I am open to constructive feedback! 
 

75 Franchises! 

and growing… 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 

 

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. 

 

     The success of any 
business venture involves 
strategic growth and 
careful planning in an 
effort to make the 
business more profitable. 
From my experience as a 
franchise owner, I have 
found a few items that are 
of critical significance 
for use as tools for 
success. A summary of 
these experiences is 
described in the follow 
narrative. 
     An initial step in using 
business tools for 
success involves 
browsing through the 
toolbox to determine 
which tool will be more 
effective in franchise 
growth and profitability. 
It is paramount to choose 
the correct set of tools 
to not only sustain 
perpetual growth, but 
also to allow you to 
breathe along the way, if 
you get my drift. During 
those early “start up” days 
of the franchise business, 
I spent too many days and 
nights thinking about my 
business plan trying to 
understand why I was not 
seeing more money on the 
bottom line. To make a 
long story short, I did 
some much-needed 
research and discovered 
that until you actually put 
your operating 
information on paper and 
analyze it, line by line, you 
will not be able to 
conclusively decipher 
where the deficits are in 
your business plan. For 
instance, during the early 
years of the business, 
whenever I would make a 
decent profit or have a 
good month of activity the 
proceeds would go 
directly toward 
purchasing a new machine. 
The end result was a 
feeling of being choked 
financially because all 
the money was migrating 
toward the growth of the 
business. Therefore, I had 
no choice but to take a 
“time out” to breathe and 
decide strategically what 
would be necessary to 
bring things back into 
focus. More specifically, I 
had to reassess what I was 
ultimately trying to 
accomplish and how 

Tips for Success in Business 
By ACFN of Baltimore & Washington, D.C. 

exactly to go about it. 
     The next step of my game 
plan was to become “lean 
and mean” by (1) raising 
capital, (2) reducing the 
debt of the business, and 
(3) incorporating the 
business in order to 
accomplish three goals: 
asset protection, tax 
reduction and to create a 
vehicle for achieving 
wealth. 

Raising Capital 
     As a key part of your 
tool box for raising 
capital you will need to 
develop a business plan to 
map out your goals and 
objectives for business 
growth and profitability. 
In addition, you will need 
the business plan to 
present to banking 
representatives to prove 
that you have a viable plan 
on paper that they can 
read and determine if they 
want to support you 
financially in the 
execution of the plan. 
     Another key part of 
your toolbox for raising 
capital will be to acquire 
the services of either a 
bookkeeper or a certified 
public accountant [CPA] 
to assist you in putting 
together a “financial 
package” that bankers and 
other financiers, like 
venture capitalists, can 
support and appreciate. As 
quiet as the following 
fact is kept, bookkeepers 
are quite economical in the 
grand scheme of things 
averaging around $15 to 
$25 per hour. They also 
can provide you with a 
wealth of knowledge and 
ideas.  Believe it or not, 
bankers and financial 
professionals have a 
completely different way 
of communicating when it 
comes to determining the 
risk and adversity involved 
in using the banking 
institution’s money. If you, 
or anyone else, do not 
understand how to 
communicate in banking 
terms, you will not stand a 
chance of getting the 
funds you need to conduct 
business.  
     A third tool for raising 
capital is what I call 
playing the credit card 
game as well as increasing 
your overall credit score. 

In playing the credit card 
game, what I have done 
prior to needing the money 
is to simply check advance 
the limit of my credit card 
and pay off the entire 
amount at the end of the 
month. This not only will 
result in an increase in 
your credit line, but also 
will improve your credit 
score along the way. The 
key is to do it before you 
actually need the money. 

Reducing Your Debt 
     In an effort to become 
“lean and mean” to sustain 
perpetual growth, I 
decided that it was an 
advantage to the business 
to reduce the family’s 
overall debt. Specifically, 
by operating as a sole 
proprietorship it became a 
“do or die” situation to 
maintain the viability of the 
business. In retrospect, 
something had to give 
because with the expenses 
of the business and taxes 
eating my family alive at 
approximately 40% on the 
dollar, we ended up having 
a great deal of difficulty 
making ends meet. 
Therefore, by functioning 
as a sole proprietorship 
and as a family we took 
advantage of John 
Commuta’s “transforming 
debt into wealth system” 
(www.tdiw.com). The system 
highlights operating 100% 
on cash while never 
needing credit again, 
getting completely out of 
debt including your 
mortgage and at that 
juncture quickly building 
wealth while ultimately 
being able to live off the 
interest of your portfolio. 
What I found to be most 
advantageous about the 
system was the software 
that they provide which 
actually gives you 
immediate applicable tools 
to eliminate your debt 
systematically. The 
software provides you 
with graphs, charts and a 
debt payoff scale for each 
and every one of your 
debts with a debt freedom 
date as well as exactly to 
the penny how much money 
you will need for 
retirement to maintain 
your current living 
standards.  
(continued on next page) 
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We’re on the Web! 

See us at: 

www.ACFNFranchised.com 

(from previous page) They 

also feature what is called 

an “accelerated payoff 
plan.” This plan works by 

focusing on the debts with 

the highest interest rates 
first while paying the 

minimum on all other credit 

cards. Upon paying off the 
debt with the highest 

interest rate, you then use 

those same funds to 
accelerate the payment of 

the next highest debt, which 
reduces your overall debt 

that much faster. The beauty 

of this system is that you 
can track your debt by using 

the software the entire time 

one payment at a time. Please 
make sure that you check it 

out online prior to 

purchasing it, but I 
recommend it highly because 

it has helped me out 
tremendously in reducing my 

overall debt. 

Incorporating Business 
     In my opinion, this 

segment of the article is the 

most valuable. I am making 
this statement because it 

has the potential for  

transforming your business 
from one that is only 

earning enough to just make 
ends meet to one that is 

actually tracking toward 

achieving a great deal of 
wealth. By the way, the 

definition of wealth is 

measured by how many 
months or years you can 

survive on your current 

portfolio without incurring 
any income. 

     When I first purchased 
the franchise, I was dead 
set against the notion of 
incorporating the 
business simply because 
operating as a sole 
proprietorship was easy. It 
required little or no 
paperwork and during tax 
time, it was simple as well. 
Therefore, the question is, 
why incorporate now. 
Well, now that I am 
tracking toward over 
$200,000 in income and 
being taxed at almost 40%, 
it has become quite evident 
that something needs to be 
done about the amount of 
funds that the business 
has earned and is not able 
to keep. In addition, not 
only has the IRS audited 
me, but I also felt 
vulnerable to any 
flagrant lawsuit that may 
be looming out there in the 
future. In business, there 
comes a time when you have 
to make a decision to 
either face the situation 
of higher taxes or 
incorporate to receive the 
benefit enjoyed by 
corporations. In addition, 
there comes a time when 

either face the situation of 

higher taxes or incorporate 

to receive the benefit 
enjoyed by corporations. In 

addition, there comes a time 

when you can decide to take 
your chances on a lawsuit 

and roll the dice. However, 

although we do have 
insurance that can address 

lawsuits, one must remember 

that the average jury held 
case on lawsuits is at least 

$1,000,000 and that is just 
for the judgment itself. Let 

us not even begin to discuss 

the attorney fees for what 
could be a long drawn out 

process. We have to face 

the fact that the society 
that we live in is much more 

litigious than in the past and 

businesses are the main 
targets of those lawsuits. I 

make this comment for your 
use as just food for 

thought.  

     As fellow franchisees, 
ponder this; if you do not 

incorporate and are found 

guilty, the courts can 
liquidate all of your 

personal assets (home, 

automobiles, virtually 
everything you own of 

value). However, if you do 
incorporate the business 

will stand on its own and 

only what it owns outright 
will be vulnerable to 

litigation. There is a way 

that you can set up your 
corporation whereas 

everything will be 

protected, taxes will be 
reduced and your wealth 

can be increased 
exponentially. This can be 

achieved by setting up Family 

Limited Partnerships, Living 
Trusts and Charitable 

Remainder Trusts. 

     Yes, you will need to 
spend some money to 

incorporate your business. 

Nevertheless, the few 
hundred dollars that you 

will spend to do so will pay 
for it several times. In 

addition, as you grow in 

income incorporating your 
business also will allow 

you to sleep peacefully at 

night without the threat of 
a lawsuit. 

Franchise Milestones 

     Over the course of the 
past year, the Maryland, 

Washington, D.C. and 
Northern Virginia franchise 

profits have grown almost 

three fold; from 7 ATMs to 
19 ATMs. This growth spurt 

and fast track to success is 

directly attributable to the 
diligence of the ACFN 

Marketing Team headed by 

Robert Harris. Also, as a 
result of the efforts of the 

Marketing Team, we have 
recently closed and 

received a signed contract 

from the University of 
Maryland Medical System to 

Marketing Team, we have 

recently closed and received 

a signed contract from the 
University of Maryland 

Medical System to place ATMs 

in five more of their current 
hospital locations in addition 

to the one we already have in 

place. I truly believe that the 
high quality of service 

provided by the leadership of 

ACFN positively influenced 
the University of Maryland 

Medical System’s [UMMS] 
decision to award us the 

contract. In fact, the 

awarding of the contract by 
UMMS to us involved their 

choosing to resolve an 

existing contract with banking 
and credit union institutions 

and deciding to use our 

services instead. This one deal 
will yield a healthy income 

with the potential for 
expansion in concert with the 

Medical System as it 

experiences future growth. 
     Additionally, the Marketing 

Team also is coordinating 

another deal with Robert 
Harris’s leadership and Avi 

Blankroth’s oversight. It 

stands to net the Franchise 
30 new locations. 

     In conclusion, let me say 
that I do realize that this may 

seem like a lot of information 

to digest at one time. However, 
I felt compelled to share my 

experiences with you so that 

you too may benefit from the 
tools, ACFN resources and 

overall experiences that I 

have used to run a successful 
franchise.  

     Once again, I cannot say 
enough about how grateful 

we are as a family to have 

purchased an ACFN franchise. 
It has allowed me the freedom 

of no longer working a 60- 

hour workweek and it has 
turned the 60-hour workweek 

into a 20-hour one. Therefore, 

I have at least 40 more hours 
per week to increase my 

family’s quality of life as well 
as my enjoyment of my family.  

     Finally, I convey the 

following opportunity and 
revenue projection as 

something for all other 

franchisees to consider: “As a 
result of my full-time 

commitment, my family and I are 

enjoying over a $15,000.00 
monthly income and we are 

looking forward to it 
doubling once the Maryland 

Medical System units have 

been placed.” 
     Therefore, to all of my 

fellow franchisees, may your 

days be short and your 
transactions long. I do hope 

to see you all at the 
conference in August. 

Tools for Success in Business, continued 

Note: All information 
contained in this article 

and specifically company 
structure and tax 

related statements are 

the opinion of the writer. 
Rules and regulations 

differ from state to 

state so please check 
with your advisors prior 

to making any changes. 

ACFN does not endorse 
or recommend any 

specific type of financial 
structure or tax 
strategy. 


