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First I want to say it’s an honor and pleasure to serve as the 
Vice President of Sales for an organization like ACFN.  A 
unique business model is only a small business differentia-
tor when compared to the dedication and hard work that 
each ACFN Franchisee embodies.  I think I speak for all 
ACFN corporate staff when I say; working with each and 
every franchisee is truly the highlight of working at ACFN. 

I’m sure many of you are waiting for the second article in 
the four part series; Making a Mint Made Easy. With the 
end of year quickly approaching and many holidays right 
around the corner, I have decided to postpone the remaining three articles 
until the first quarter of next year. That way we can all spend the next month 
and a half concentrating on four very important tasks; doing drops, generat-
ing leads, spending time with family for the holidays and… Doing more drops.  

Speaking of drops, it was great to see that many of those franchisees who 
showed up at the business conference left with the common goal of “pound-
ing the pavement” and doing as many drops as possible to help grow their 
ATM Franchise Business.  I can tell you with 100% confidence there is no better 
or quicker way to grow your business then by completing as many drops as 
possible.

Now for those of you who were at the conference as well as those who read 
the first article in the Making a Mint Made Easy series. You’ll remember we 
discussed two very important statistics that directly relate to the growth of our 
business. 

Those statistics being: 
1) Average sales cycle taking 60 to 90 days and the second 
2) 1 in 10 leads dropped turns into a contract to place an ATM

Let’s now take a look at the number of drops completed during the three 
months following ACFNs conference. 

August 2009 – October 2009 Drops:  
August: 504                  
September: 304 
October: 368

Remembering these numbers let’s talk about “proof in the pudding” and see 
just how drops and securing contracts to place ATMs work hand and hand. 

Looking at the amount of drops completed each month for the last three 
months, it’s safe to say that leads dropped in August should be starting to ma-
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A few years ago, when we started thinking about starting an 
ATM business, we had no idea a company like ACFN existed 
and we were thinking of venturing into the ATM placement 
and servicing business on our own. I can’t tell you how lucky 
we feel that during our extensive research of the business, 
we came across the ACFN business model. Having a repu-
table company behind you, with not only years of experi-
ence in the industry, but a name amongst important chains 
of hotels, restaurants and other establishments nationwide, 
negotiate on your behalf, has proven to be priceless. Hav-
ing ACFN working with us has made our business grow not only in quantity, but 
quality of locations, much faster than if we had done this on our own.

The downside however of having such an enterprise behind us is that we be-
come complacent. We wait for the locations to come to us and then just pro-
vide service and forget that our job as franchisees, working in the local mar-
kets, could be so much more fruitful if we were more proactive. 
The first step we can take towards being more proactive is to drop not only the 
packages we are told to, but others as well in establishments we feel can be 
high revenue locations. Talk to the managers at these locations and deliver a 
warm lead to ACFN.   

Words of wisdom from
ACFN of Southeast Florida

ture and turn into agreements/placement opportunities. As your sales man-
ager, I’m pleased to show you that this is in fact the case and is very consistent 
with the business presentation and article. 
 
So with a record setting 504 drops completed in August again, I’m pleased to 
say that 60 days later ACFN has an astonishing 57 contracts in hand or 11% of 
the number of total drops completed in August, with many more opportunities 
expected to close within the next 30 days.  With such a direct correlation be-
tween drops and contracts in hand I want to yet again point out that the best 
and quickest way for every franchisee to get involved in the growth of their 
business is by dropping and generating leads.  To further supplement this strat-
egy, it’s important for each franchisee to establish goals in the three following 
areas: 

•	 # of monthly drops completed by you
•	 # of monthly leads generated by you
•	 # of monthly, quarterly or annual ATM placements

I would like to challenge each franchisee to spend some time establishing goals 
in the three above areas for 2010.  Once you’ve established these goals or if 
you need help establishing these goals, please contact Susan Gomez (408-351-
5124) to schedule a quick phone call with me to discuss your goals and how we 
can work together to help achieve impressive results.  

With an economic recovery expected to take place during 2010 there is no bet-
ter time to take the reins in your hands and challenge yourself to think big! Let’s 
make 2010 an exceptional year of quality growth for each and every ACFN 
franchisee.  I wish all of you and your family’s safe and happy holidays.

-Robert A. Harris    
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	 ACFN is really making strides this year and it is thanks 
to you the franchisees. Each one of you has been put-

ting in a more noticeable effort when it comes to mak-
ing drops, sending in leads of interest, and participating 
in projects that help ACFN grow. In a time of economical 
strains ACFN is really coming out on top due to the fantastic 
team that comes with it. Please don’t forget to send in your 
Dream 100 listing!

I want everyone to put the effort in and push to have the best end of the year 
numbers ACFN has ever had, and I know that can be done! 

-Kristen

Kristen’s Korner
 

To all Franchise Owners,

Current IRS rules do not require 1099s to be issued to Corporations. If the W-9 
we have on file references a corporation we will send you a “Statement of 
Earnings” for your tax records. We will not issue a 1099.

If the W-9 we have on file references sole proprietor, partnership, or LLC we 
will issue a tax form 1099 together with the “Statement of Earnings” same as in 
previous years. 

If you created a corporation in 2009 and want to change the W-9 we have 
on file to reflect the new corporate status, we must receive your updated W-9 
together with the Articles of Incorporation by latest 11/25/2009.

All tax documents for 2009 will be issued before 01/29/2010 as required by the 
IRS.

Please contact me with any questions or concerns.

A word from our controller

A second step we can take towards being more proactive is to help maintain 
good customer service standards. Not only do you do this by servicing your 
machines promptly, but by talking to the managers, the front desk personnel, 
the concierges, whenever you are at a location. Create a relationship so they 
know you. This way, they can call you directly if there’s a problem allowing you 
to provide service quicker and it helps avoid complaints at the corporate level 
in the case of large hotels. Also, because managers often jump from one loca-
tion to another, wouldn’t it be great to have them call you or the franchise to 
install an ATM at their new job? 

It’s easy to only rely on the corporation since they do such an amazing job at 
delivering you important locations, but think of this as your own business, one in 
which need to be involved in every aspect of. 

Looking forward to a tremendously successful 2010,

ACFN of Southeast Florida


