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September 17, 2007 

Volume 2, Issue 9 

In this Issue: 

 
! ACFN Welcomes 3 

new franchises. 

! Marketing Tips from 

Jim Diltz. 

! Franchise advice 

from ACFN of San 

Diego. 

! Announcements. 

! ACFN on the Move. 
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North America’s 

only ATM 

Franchise 

Business! 

87 Franchises! 

and growing… 

Congratulations, and best of luck to: 
Mark & Rivka, Pennsylvania 

Greg, Minnesota 

Kevin, California 

 

I would like to start off 

by saying that nothing makes 

my job more fulfilling or 

rewarding than seeing the 

individual success of all of 

ACFN’s franchise owners.  

My involvement in your 

success makes this job an 

easy and satisfying one, but I 

like to think there is always 

room for improvement.  As I 

strive to bring all of our 

franchisees more and more 

success, here are a few tips I 

have collected through my 

time as a Regional Account 

Manager: 

When doing drops, the 

best thing you can do to 

help the marketing rep 

handling this account is to 

provide as much information 

as possible.  This step is 

especially vital when the 

location already has an 

ATM.  Take a few extra 

minutes to slide your ATM 

card into the machine to 

find out what company 

services the machine and the 

surcharge.  Also be sure to 

note whether there is a 

cabinet and the state of the 

machine.  This information is 

a great starting-off point 

for our negotiations. 

The most important thing 

you can have when assessing 

a location is an open mind!  A 

140-room hotel at 100% 

occupancy can be much 

more profitable than a 250-

room hotel at 50% 

occupancy, so don’t 

immediately brush off 

locations that don’t seem 

appealing on paper—go 

check it out and give it a 

shot. 

Besides having an open 

mind, make sure to keep the 

lines of communication open 

with your ACFN account 

representative. They can 

offer valuable input, and 

it’s important to keep them 

informed for their 

conversations with the 

location.  Keep your rep 

aware of any conversations 

you have with the location’s 

contact, and don’t divert 

from what they have already 

told you about the location.   

 
When meeting with 

locations that are part of a 

corporate account, don’t 

get involved in any 

negotiations with the 

individual location.  The 

terms you agree to with the 

location can quickly be 

turned into a precedent for 

all the other locations in 

that group.  It’s always 

better to check with your 

account rep before 

agreeing to anything with 

the location. 

If you are the owner of an 

exclusive franchise, be sure 

to always have an extra 

machine on hand.  If you 

are not prompt in 

installing your ATMs, and 

not having that machine 

on hand just gives the 

location extra time to 

reconsider their options. 

My last suggestion is 

possibly the most 

important one.  As you all 

know, ACFN’s standing as 

the service leader in the 

ATM industry is on of our 

biggest selling points.  

But we are only as strong 

as our weakest link, so it 

is vital to maintain our 

consistency when 

servicing machines.  

General Managers talk to 

other owners and 

General Managers in their 

local areas and across 

the country, so always be 

sure to keep your 

machines well stocked 

with cash and uphold our 

24-hour service 

guarantee. 

In conclusion, I would 

like to emphasize that any 

success I, and the whole 

ACFN family, have is 

directly connected to 

your success.  I have 

worked with many of our 

franchisees, and look 

forward to the 

opportunity to work with 

all of you, continuing to 

build long and 

prosperous partnerships.  

I am very excited about 

ACFN’s future and am 

confident that we are in 

for some serious growth. 

 

ACFN’s Success is linked with yours! 
Tips from Jim Diltz, Regional Account Manager 



We have been with ACFN 

since the end of 2004 and it 

has been both a challenge 

as well as tremendously 

rewarding to invest in this 

business. As a partnership, 

parents and daughter, we’ve 

had to learn how to work 

together in a way that is 

entirely different from our 

usual relationship. One half 

of our partnership is 

conservative and the other 

half spontaneous. One half 

really enjoys detailed 

planning while the other 

would rather wing it. The 

business model put in place 

by Jeff, Avi, and the entire 

ACFN family is solid, but we 

needed to learn how to 

adjust our individual 

strengths as well as 

partnering skills to make 

the business run effectively 

and efficiently. This has 

perhaps been the toughest 

adjustment but now we’ve 

figured out how to make 

things work for us. Our top 

three benefits of partnering 

are: 

1. If you have to drive a 

long distance or encounter 

traffic while servicing 

machines, there’s always 

someone to share the 

driving and/or provide 

entertainment! 

2. Package drops can be 

done UPS style.  In other 

words, one person can drive 

while the other is inside the 

location. While waiting, the 

driver can prepare for the 

next destination by getting 

the directions or putting 

packages together. This 

makes the process move 

along much faster. 

3. Vacations!  One of the 

most difficult things to 

manage in this business is 

figuring out how to go on 

vacation since you wouldn’t 

want to turn your money 

and your business over to 

just anyone. With a partner, 

vacations can be planned 

much easier for both 

parties. 

 
Whether or not you have a 

partner in your business, 

there are a couple of 

lessons that we’ve learned 

(sometimes the hard way) 

that everyone should keep in 

mind: 

Carry everything with you 

when you service your 

machines. Even though you 

think you will never need 

something, one day you just 

might. Extra paper, 

telephone, spare sequence 

envelopes, and the 

extremely important coffee 

stirrer are all things that 

at one point or another 

we’ve not had at a location 

and had to drive to a store 

or even worse, drive 125 

miles home, to get. 

Get familiar with the 

front line employees at your 

locations. These are the 

people who will call you 

when the machine goes down 

in the middle of the night. 

They are also the people 

who you can talk to about 

not putting an out of 

service sign on your machine 

when it has been reset 

remotely. In our experience, 

after the first complaint at 

the hotel front desk, the 

staff would place an out of 

order sign on the machine. 

However after the machine 

was reset, the sign would 

not be removed, thereby 

costing us transactions. By 

establishing a dialogue with 

the staff at the desk, we’ve 

been able to cut down on 

this and instead receive a 

phone call and follow up 

with our instruction. 

Always keep some 

available funds on hand. 

You never know when a 

machine is going to have a 

surge. If it is after hours 

and banks are closed, you 

don’t want to get stuck not 

being able to access some 

cash.  

In closing, expect the 

unexpected with 

transactions, practice 

patience, stay prepared to 

be able to scout a location, 

drop a package, or service a 

machine at anytime. These 

are the things that work for 

us in maintaining a thriving 

business with ACFN. 

Certainly we always 

appreciate and rely on the 

expertise of the ACFN staff 

and look forward to many 

more years of success with 

their invaluable help and 

guidance. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

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. 

 

We’re on the Web! 

See us at: 

www.ACFNFranchised.com 

Newsletter Contributors: 
 

Katia Protsenko, Editor 

 

Arielle Blankroth, 

Photography 

 

A Special Thanks to our 

Contributing Writers. 

 
 

Strength through Numbers: 
Franchise Advice from ACFN of San Diego 

 

Great news from ACFN! 
! ACFN was pleased to announce an additional 

discount on all future ATM orders from Triton, 

effective September 5th. 

! The number of states allowing 

surcharge for international 

transactions has increased, 

adding Utah, Colorado, and New 

York.  We hope this trend will 

continue into all fifty states! 

! When sending drop sheets to 

ACFN, be sure to e-mail them to 

felicia@acfn.info.  If you do not 

receive a confirmation e-mail, it 

means we have not received it, so 

please send it again. 


