
ACFN Welcomes 6 New Franchises! 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

  

  

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

  

 

 

 

 

 

November 16, 2007 

Volume 2, Issue 11 

In this Issue: 

 
! ACFN Welcomes new 
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A Special Thanks to our 

Contributing Writer: Robert Harris. 

 

 

96 Franchises! 

and growing… 

Congratulations, and best of luck to: 
Cesar, Texas & Arizona 

Victor, Georgia & Florida 

Brandon, South Carolina 

Feri & Kam, California 

Danny & David, Texas 

Kam, British Columbia, our first franchisee in Canada! 

 

 

Your New Year’s Franchise Checklist: 
ACFN is in the process of discussing numerous corporate deals that include 

over 100 locations. As these deals develop, here are some tips and strategies 
for helping your business grow with ACFN: 

! If you own an exclusive franchise, keep one or more ATMs on-hand at all 
times. 

! Keep all scheduled meeting appointments and stick to your set 
installation dates. Last minute changes make you, and ACFN, an undesirable 

vendor option. 
! Do not deviate from the established ACFN program for a corporate 

account. If your ACFN marketing representative tells you the location 
requires a cabinet or a specific ATM model, stick with it even if the individual 

location says it isn’t necessary. It only takes one break in the corporate 

agreement to cancel a deal for many other franchisees around the nation. 
! Keep current documentation or records of all meetings, phone calls, and 

visits for your prospective locations. This helps with communication 
between the Regional Accounts Managers and the location. 

! Stick to your agreed-upon areas, and don’t cherry pick your locations. By 
taking on all qualified leads in your entire area, it helps your growth and  

ours. 
! Strive to continually improve 

communication and customer 
service at your locations. You 

don’t have to become friends, but 
always remember that they are 

your customers. 
Think big! We are all striving  

to be successful, and that  
goal can only be attained if we  
work as a team. 

A word from our Controller… 
Enrollment in our direct debit program is up to 60% of our franchisees! 

The participants enjoy quick, stress-free, and no fee transfer of funds. I 

would like to encourage the remaining 40% to give it a try. If you want to 

speak with a franchisee that is already using the program I can make the 

connection for you. Please call me with any questions or concerns.  

Wishing you all a healthy, happy, and safe holiday season,   

         Mira Yakir 

 


