
ACFN Welcomes New Franchises! 

ACFN named the 8th fastest growing 

private company in Silicon Valley! 
 

The listing, published 

by Silicon Valley 

Business Journal, 

ranked the fifty 

fastest growing 

companies by percent 

revenue growth from 

2004 to 2006. 
 

 

 

 

ACFN Franchised, Inc. has been 
featured in Entrepreneur 

Magazine’s StartUps “101 

Great Ideas” issue! 
Image courtesy of RPIClassifieds.com 
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In this Issue: 

 
! ACFN Welcomes 2 

new franchises. 

! Announcements. 

! A Note from Robert 

Harris. 

! ACFN on the Move. 
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North America’s 

only ATM 

Franchise 

Business! 

89 Franchises! 

and growing… 

Congratulations, and best of luck to: 
Bill & Ana, California 

Don, Maryland 

 

ACFN welcomes 

two new 

Regional 

Accounts 

Managers, 

Jay Mitchell and 

Khalilah Ramirez 

ACFN bids farewell to Arielle 

Blankroth, Senior Regional 

Accounts Manager, who will be 

traveling abroad. We wish her 

health and happiness on her 

new adventures! 
 



How many of you have 

“put the shoe on the other 

foot,” as the old saying 

goes, and put yourself in 

the location’s position?  If 

you haven’t, then you’re 

forgetting one of the 

most vital keys to success 

and growth of your ATM 

business—your customers!  

I challenge all of you to 

take the next few minutes 

to “put the shoe on the 

other foot.” 

Over the past year ACFN 

has experienced increasing 

success when “up selling” 

or expanding relationships 

with current customers.  

One of the greatest tools 

that success offers is 

knowledge of the 

processes that work and 

sometimes don’t work.  As 

the National Accounts 

Manager I certainly get to 

see a fair share of both.  I 

would like to take this time 

to share some tips that 

have helped some of our 

fastest growing 

franchises achieve 

stardom in the ACFN hall 

of fame. 

1. Customer Service 

& Rapport Building – 

Take the time to build a 

business relationship with 

a key contact at the 

property.  A good way to 

do this is stopping in every 

once in a while just to ask 

if everything is meeting 

their approval (i.e. are you 

happy with service, do you 

have any questions or is 

there anything I can assist 

with at this time, are there 

any big events that may 

require extra funding, 

etc.) These are all 

questions that you can ask 

the property contact and 

in turn make them feel that 

they truly are a valued 

client. You can take it one 

step further and send, or 

personally deliver, a gift 

basket around the holiday 

season.  That’s one way to 

make them remember you.  

One thing you don’t want 

to do is take this time to 

inundate your contact 

with numerous requests 

that you think make your 

job easier.  You have to 

remember that we are 

providing a service to the 

property and that they’re 

the customer.  Pick and 

choose the favors you 

ask.  And remember, GMs 

talk and network amongst 

one another.  You treat 

one GM well, and it’s likely 

that another one in your 

area will hear about it.   

 
2.  Service Response 

Time & Account 

Importance -  Every 

location is important 

regardless of the size or 

perceived importance.  

ACFN is proud to be one of 

the service leaders in the 

ATM industry.  This is a 

reputation we want to 

keep.  One way you can 

help is by treating all of 

your customers like 

they’re your only one.  

Remember, ACFN has a 24 

hour or less service 

response time, not 24 

hours or more.  Don’t 

under fund an ATM 

because you think it’s “not 

worth it,” don’t take two 

days to respond to service 

alerts because it’s a small 

property, and don’t ever 

tell a GM that you’re not 

interested in placing an 

ATM at his property.  Tell 

us so we can relay the 

message or come up with 

another solution. There is 

no reason why service 

should or would vary 

from one property to 

another. 

3. Availability & 

Making Meetings – This 

is one of the most 

important things.  A 

majority of the time, this is 

our only chance to make a 

good first impression.  And 

believe it or not, this is a 

great time for us to shine 

amongst all of our 

national competitors.  One 

of our main product 

differentiators is local 

representation with a 

national presence.  When 

you are contacted to make 

a meeting, provide options 

that are useful.  Most 

hotel GMs don’t work 

weekends or evenings, so 

don’t spend your time 

negotiating your 

appointment with our 

ACFN regional account 

managers.  Plan ahead and 

set some time aside each 

week for meetings.  If you 

want to grow your 

territory and make a great 

first impression, then set 

aside two hours, Monday – 

Friday from 9AM – 5PM 

three times a week.  When 

you leave the meeting 

phone the appropriate 

account manager and 

provide him or her with an 

update of how the meeting 

went.  If the meeting is with 

a location you currently 

have an ATM at, answer all 

questions the contact has 

but don’t be afraid to not 

answer those you’re 

unsure about.  You can 

call us while you’re there 

and get the answer, or you 

can tell the GM that the 

corporate office will 

follow up to answer that 

specific question. 

4. Delivery & 

Following through – 

There’s one sure way to 

make ACFN (and yourself) 

stick out in a bad way, and 

that is failure to deliver 

on what has already been 

negotiated.  I think we can 

all agree that a surefire 

way to lose business is to 

over promise and under 

deliver.  With numerous 

corporate deals on the 

horizon this is one area we 

want to shine in.  If you’re 

unsure about terms, 

conditions and/or the 

profit sharing on a deal, 

then ask.  No franchisee is 

“obligated” to take any 

location.  Yes, some 

locations come with 

conditions that you have 

to be willing to accept (i.e. 

one big property packaged 

together with one small 

property, small property 

with no profit sharing to 

hotel, property requires a 

cabinet, group negotiated 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

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. 

Newsletter Contributors: 
 

Katia Protsenko, Editor 

 

Arielle Blankroth, 

Photography 

 

A Special Thanks to our 

Contributing Writer: 

Robert Harris. 

 

 

What if…you were the General Manager 
Tips that will keep your customers happy, while 

increasing growth in your territory 

 


