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Introduction: What you Need to Know About Business Opportunity Companies 

 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

  

Many people start out in vending ð as I did ð by buying a package deal 

from a òbusiness opportunity company.ó  You may have started by 

responding to a classified ad in the Sunday paper promising to get you 

into a lucra tive business opportunity.  

It might be lucrative all right ñfor the people selling the dated, 

mechanical vending machines or the cheaply made automatic vending 

machines. You may get them placed in locations, after a fashion, but 

you will want to get rid o f them quickly. This òbusiness opportunityó 

approach seems like an inexpensive way to get started in the full - line 

vending business, but the truth is, it is more expensive than doing it 

the right way.  

Hopefully this book will spare you from "enjoying" a s imilar education 

at the hands of a dishonest òbiz- opó operator. In this section, we will 

tell you more about mechanical machines and the cheap knock off 

electric machines (the type you will receive from the biz - op guy), 

50% financing (sounds good until you  look closer), charity stickers 

(question is, who benefits?) and last but not least, òSingers.ó   

Read on! 
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Buy from the manufacturers 
 
Most business opportunity companies are usually a waste of time. A great many of them are 
hucksters and promoters. They search for the hot new idea and end up bastardizing it by scaling 
it down or putting so many twists to it that there is little real opportunity 
left. Some ŎƻƳǇŀƴƛŜǎΩ package and sell machines ς such as bulk vending 
machines (see examples at right) ς that you can buy straight from the 
manufacturer for a lot less money. The problem is not the bulk vending 
machines ς they can be quite profitable, as we will discuss later. The 
problem is the companies who push packages, which allow them to profit 
from your ignorance.  You can find bulk vending machine manufacturers 
on http://www.evendingnews.com/ listed in the Rolodex Search Tool uƴŘŜǊ άōǳƭƪ ǾŜƴŘƛƴƎ 
ƳŀŎƘƛƴŜǎέ ƛƴ ƛǘǎ /ƭŀǎǎƛŦƛŜŘ {ŜŎǘƛƻƴ ŀǘ ǘƘŜ ōƻǘǘƻƳ ƻŦ ŜŀŎƘ ǇŀƎŜ. 
 
!ƴ ŜȄŀƳǇƭŜΧ 
 
In the 1990's, one of the nation's largest phone companies came out with a new pay phone and 
a plan for individual entrepreneurs to get involved. One promoter talked the phone company 
into letting him represent and sell their new super-duper, computerized pay phones. He 
ǇǊƻƳǇǘƭȅ ǎŜǘ ǳǇ ŀ ƴŜǿ ŎƻǊǇƻǊŀǘƛƻƴ ŀƴŘ ŀƴ ƻŦŦƛŎŜΦ IŜ ǇŀŎƪŀƎŜŘ ǘƘŜ ǇƘƻƴŜǎ ƛƴǘƻ άōǳǎƛƴŜǎǎ 
ƻǇǇƻǊǘǳƴƛǘȅ ǇŀŎƪŀƎŜǎέ ŀǘ ŀƴ ƻǳǘǊŀƎŜƻǳǎ ǇǊƛŎŜ ŀƴŘ ǘƘŜƴ ŎƻƳƳŜƴŎŜŘ ǎŜƭƭƛƴƎ Ƴƛƭƭƛƻƴǎ ƻŦ ŘƻƭƭŀǊǎ ƛƴ 
phone equipment and pipe dreams. He not only marked up the product to an unrealistic price, 
he also promised to locate these phones in high-volume locations. He used the telephone 
company for a reference until they received thousands of complaints, but by this time it was 
too late for everyone involved, except the promoter and his crew. You cannot always believe 
ǘƘŜ ǊŜŦŜǊŜƴŎŜΣ ƻǊ ǿƘŀǘ ƛǎ ŎŀƭƭŜŘ ǘƘŜ ά{ƛƴƎŜǊΦέ ¸ƻǳ ƴŜŜŘ ǘƻ ōŜ ŀǿŀǊŜ ǘƘŀǘ ŀ ŎƭŜǾŜǊ ƻǇŜǊŀǘƻǊ Ŏŀƴ 
fool even a national company.  If they can be tricked, so can you, so be wary and move with 
caution. 
 
There are several things you should continually keep in mind if you insist on throwing your 
money away with a biz-op company: 
 

1. You are the buyer! 
2. You should be interviewing the biz-op company, not the other way around!   
3. 5ƻƴΩǘ ǊŜǾŜŀƭ ŀƴȅ ǇŜǊǎƻƴŀƭ ƛƴŦƻǊƳŀǘƛƻƴ or waste your time with a company until you find 

out if you are interested in them! 
4. If the company selling the package hands you a set of projections that amount to dream 

numbers, run! These numbers will consistently have a disclaimer at the bottom of the 
sheet, and they will regularly work on paper, but only on paper. 

http://www.evendingnews.com/
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5. If the company is on the up-and-up, you have the funds to invest, and you are qualified, 
there may be less cause to worry! 
 

6. 5ƻƴΩǘ ƳŀƪŜ ŀƴȅ ŎƻƳƳƛǘƳŜƴǘǎ ǳƴǘƛƭ ȅƻǳ ƭŜŀǊƴ ǿƘŜǘƘŜǊ complaints against a company 
and its tactics have been lodged at the BBB! 
 

An important thing to rememberΧ 
 
One thing you should remember -- there are always other opportunities. Do not be 
manipulated into making a bad or premature decision. Remember, good salespeopleτhonest 
or dishonestτknow that it is their job to generate "urgency!"  Their numbers tell them that it is 
now or never, because if you think about it you probably will not invest.  Here is a red flag.  
When a company talks about things such as 50% financing, company participation, manual 
countertop machines, no warranties, or if a company talks about the name brand products that 
go into their machines, it is probably chaff.  They should instead be giving you hard numbers 
that can help you estimate costs and profits. 
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Mechanical Machines 
 
YƴƻǿƛƴƎ ǿƘŀǘ ȅƻǳ ƴŜŜŘΣ ŀƴŘ ǿƘŀǘ ȅƻǳ ŘƻƴΩǘ 
 
Shady vending ǇǊƻƳƻǘŜǊǎΩ use the carrot-and-stick approach to company participation very 
effectively.  First of all, the founders of myvendingspace.com have personally sold millions of 
dollars worth of vending equipment.  They always sold modern, functional and profitable 
equipment, no hooks or gimmicks.  Keep in mind that real equipment comes with warranties 
and top-notch parts.  
 
When selling knock-ƻŦŦ ŜǉǳƛǇƳŜƴǘΣ ŀ ǇǊƻƳƻǘŜǊ ǿƛƭƭ ƻŦŦŜǊ ȅƻǳ ŀ άƳŀŎƘƛƴŜ ǇŀŎƪŀƎŜΦέ  ¢Ƙŀǘ ƛǎΣ ŀ 
package consisting of ten vending machines. The company will then offer you the "participation 
expansion package."  They supposedly give you additional machines as an added bonus.  You 
now own fifty percent more equipment than you have paid for. But just what do you own? The 

machines are cheap knock-offs (see example at left) built by a business 
opportunity equipment manufacturer.  You now have expensive, poorly 
made equipment and a wasted opportunity. We call these cheap machines 
άƎŀǊŀƎŜ ǎǘǳŦŦŜǊǎΣέ ōŜŎŀǳǎŜ ǘƘŜ ƳƛǎƛƴŦƻǊƳŜŘ ǇŜƻǇƭŜ ǿƘƻ ōǳȅ ǘƘŜƳ ŜƴŘ ǳǇ 
with a garage full of these shoddy vending machines.  Of course, here we 
ŀǊŜƴΩǘ ǘŀƭƪƛƴƎ ŀōƻǳǘ bulk vending machines like bubble-gum dispensers, but 
the knock-off snack and cold drink machines. 

 
Remember, mechanical machines and their technologies are over 50 years old. They will accept 
a slug made of metal or even a stiff piece of cardboard cut to the size of a quarter.  Since they 
are not electric, they cannot identify counterfeit coinage.  Although most of them can be set to 
accept multiple denominations of coins, vendors hesitate to set them higher than one or two 
quarters simply because the buyer may not have a dime or nickel and mechanical machines do 
not give change. This practice loses sales and drives your "food cost" 
through the roof and you lose sales.  
 
The seller will tell you several lies about the benefits of having 
machines with this type of outdated coin acceptor.  
 

¶ Lie number one is that you do not need an electrical outlet. If 
there is no outlet where you plan to put a machine, there 
should be.  Put an outlet in or better yet, reexamine your 
choice of locations. This is not technically a lie, but a tipoff 
that you are looking at the wrong type machines. Buy only 
modern, quality equipment! See an example at right and the 
machine gallery in Appendix C.  
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¶ Lie number two is that when using mechanical machines you have the advantage of 
multiple coin acceptors that accept coins of different denominations, instead of just 
one.   

 
You do have multiple coin acceptors, but more are not necessary. You see, you must be able to 
give change and accept dollar bills. If you are able to give change, it means that you do not have 
to worry about the denomination of coinage in your customer's pocket.  It further means you 
can use multiple prices for different products, which is crucial to making a profit, maintaining an 
adequate food cost, and being successful.  
 
If you have a dollar bill acceptor, you will increase your daily sales by an astounding 50% ς 60% - 
70% or more!  Mechanical machines usually offer only very limited selection and capacity, and 
those weaknesses adversely affect sales volume, labor cost, and food costs. These three factors 
can make or break you on your way to the goal of owning a successful vending route.  
 
The bottom line about mechanical snack and cold drink machines is they make money only for 
the companies that build them and the biz-op, and the fast-talking but heartless sales wizards 
that sell them. 
 
But what if you did not do your homework and you already have a garage or spare bedroom full 
of "garage stuffers?"  Here are some options: 
 
Option #1 
If you have already purchased this type of equipment, go to work placing your equipment in 
offices that do not qualify for snack equipment with the real vendors in your hometown. A real 
vendor, whether small or national, will inevitably have an employee minimum. This minimum is 
usually somewhere around 50 to 70 employees on premise at all times. The bottlers will put a 
cold drink machine in with fewer employees, but they will have a minimum of 15 to 30 cases 
per month, per machine. This breaks down to one or two complete machines full of product.  A 
small, eight-selection cold drink machine holds 15 ½ cases. 
 
Option #2 
Sell your equipment in the classified section of your newspaper under business opportunities or 
vending. That could be where you found the machines that you now are stuck with. In any case, 
there are ads in every newspaper, especially on Sunday. There is always someone who would 
prefer to save 20% or 30% or more by buying from you instead of the business opportunity 
seller and you probably have the exact same equipment that he has been thinking about 
purchasing. You should have a credible story on why you are selling instead of vending. 
 
A word of advice: do not be greedy; you will have to suffer a loss of some kind. You failed to do 
your research and ǿŜǊŜ ǎƘƻǊǘ ƻƴ ƭǳŎƪ όƳŜŀƴƛƴƎ ȅƻǳ ŘƛŘƴΩǘ Labor Under Correct Knowledge), 
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and now you are paying for it.  Plus, you probably do not want to be as ruthless as the company 
you have dealt with, so be as honest and helpful as possible to prospects. 
 
Option #3 
Give your equipment to multiple tax-deductible charities around your home state. Get a receipt 
and take the write off.   
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Bulk Vending Opportunities 
 
What about bulk vending? 
 
Bubble gum machines offer the perfect opportunity for individuals who are just entering the 
vending business and just want to get their feet wet due to the small size and low price of the 
machines. Whether you look online or offline for a great value, the prices start in the range of 
$50 and go up to $250 for a basic plastic container machine, which makes them highly 
affordable. 
 
There are many websites that you can browse through to find a machine that suits your 
requirements and budget. Some recommendations are gumball.com and bubblegum-
machine.com. Both sites not only offer a wide range of machines, but they also have many 
supplies to choose from. 
 
Bubble gum machines have a high profit-making potential, simply because the product that you 
are selling is an extremely low-priced product. Normally, you would sell it to the consumer for 
an affordable price of 25 to 50 cents. However, the scope of making a good profit lies in the 
substantially low wholesale purchase price of the product. Bubble gum is normally available for 
less than 10 cents a unit (wholesale price) at any restaurant supply store or warehouse. Since 
you are stocking the machine with bulk products and selling them per unit you could make a 
200% or more profit on each unit. 
 
As with any vending machine, one of the most important aspects of the bubble gum machine 
business is the location in which you place the machine. Because the product is meant for 
children, you will need to place it in an area with high traffic. However, the best part is that 
such locations can be obtained without a commission/rent for the space.  
 
It is critical that you decide on the location before you buy the machine. The reason for this is 
because it will assist you in avoiding additional shipping expenses that may come as a result of 
having no other choice than to place the machine τ something you have already invested in τ 
in a location further away than you originally hoped for. 
 
Since you are selling an easily perishable product, it is recommended you secure a place where 
the vending machine is not positioned in direct sunlight. To do otherwise would mean reducing 
the shelf life of the candy or quite possibly rendering it worthless as it could melt and lose its 
visual appeal to customers. The normal shelf life for gumballs is about 10 months, but that is 
assuming it has not been stocked by the supplier for months before it is delivered to you. 
Another issue encountered with bubble gum machines is theft, damage, and lock tampering. 
This point is particularly important to discuss with the manufacturer you are buying it from so 
that you are aware of potential problems and how or if the manufacturer will offer any 
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warranty that will cover such things in case they do occur. Simple measures to deter theft 
include placing a small alarm that detects vibration in the cash box or chaining the unit to a 
counter or the floor. Usually, bubble gum machines that are made of mostly metal are more 
expensive, but the additional cost is justified in their ability to withstand physical abuse. 
 
Being able to buy bulk candy is a wonderful advantage that people have these days, since there 
is just something about sugary confections that brings a smile to the face. Bulk candy comes in 
handy for a variety of reasons. Children's birthday parties, weddings, gift exchanges, office 
parties, snack time and everyday activities are just a little bit sweeter with everyone's favorite 
treats on hand. 
 
Pretty much any kind of candy that you can imagine can be bought in bulk. From bubble gum to 
energy mints to candy bars to taffy candy, every delectable sweetie can be purchased in large 
quantities for a discount price. One of the best places to find all of this bulk candy is on the 
Internet, especially if you are looking for something very specific that is rare or unusual. 
 
Holidays make a great time for bulk candy because there are always plenty of events where you 
will want to serve fun foods. Christmas is one of the best times for bulk candy. Teachers can 
buy candy canes to pass out to their students, parents can buy foil-wrapped chocolates to give 
their kids, and party throwers can buy all the treats to entertain guests with. Easter is, of 
course, the perfect holiday for bulk candy - imagine how many Easter baskets you can fill when 
you buy your candy in bulk! And of course, Valentine's Day is always a great time for lots of 
candy. Other applications for bulk candy purchases are in the service industry. Hotels buy mints 
to put on pillows, and restaurants purchase similar candies to give their customers after dinner. 
Some also prefer energy mints in place of coffee. 
 
There are so many applications for bulk candy. One of the best things about this type of 
wholesale opportunity is the price, but really, how could you ever possibly go wrong with so 
much sugary fun? 
  



11 

11 
 

 

 Business Opportunities Unveiled  

 
Copyright © 2009 All Rights Reserved 

Financing and Packages 
 
50% Financing or Seller Participation  
 
A 50% financing or seller participation hook is often offered. A seller will offer to finance 50% of 
your "package" cost. The seller is making his return off the 50% down payment and then may 
sell your note to a third party. A red light should flash in your mind any time there is a package 
required.   Licensed distributors do not sell packages.  You can buy multiple machines from 
them, but it will only bring the price down a few dollars if at all. If you seek a price break when 
buying quality-vending equipment from a licensed distributor, the break comes with a 
truckload. 
 
The buyer's mission should be to locate, identify, investigate and become a part of a 
worthwhile business opportunity, and not be distracted with the so-called 50% financing.  Ask 
yourself, why 50%? The reason is simple.   The company which is offering you this outstanding 
deal is covering all of its costs and commissions and making a profit with only the 50% down 
payment. This alone gives you an idea of how awful the investment must be.  They then may 
factor your note and sell it to a third party for less than you owe. This means that they are no 
longer involved and have no genuine interest whether you make it or you donΩt. They have just 
washed their hands of you and your troubles. 
 
¢Ƙƛǎ άǇŀŎƪŀƎŜέ Ǉƭƻȅ ǎƘƛŦǘǎ ǘƘŜ ōǳȅŜǊϥǎ ŀǘǘŜƴǘƛƻƴΣ ǿƘŜƴ ǘƘŜȅ ƻǳƎƘǘ ǘƻ ŦƻŎǳǎ ƻƴ ǘƘŜ ǊŜŀƭ ŦƛƴŀƴŎƛŀƭ 
issues at hand.  Buyers should not be concerned about the seller's gross profit margins. The 
buyer has no idea of the seller's real cost of marketing or selling an opportunity, nor should it 
be a concern to the buyer. If the seller makes a 25% gross profit or even a 30% gross profit, who 
cares? You should be concerned about the quality of the equipment, the deal, its content and 
the company that is offering the opportunity. 
 
Remember, all salesmen share the same philosophy: If the buyer continually moans and groans 
and chips away at the price, or keeps insinuating that there is something wrong with the deal 
because the price is too high, the salesperson knows that for the right price he might buy.   
 
When purchasing a car, negotiating is a necessity and an accepted way of doing business. This 
also hold true when acquiring a seasoned business. But when buying a business opportunity or 
franchise, the price is the price. If you convince the seller to come off the price you are usually 
buying a worthless opportunity and the salesperson's boss would not green light the sale. You 
are not going to reach a better deal. You might as well be buying a business at a flea market. 
You are going to create resentment and, if the deal does go through, the company will recover 
their profit one way or the other, such as by ignoring follow-up service or company support or 
slowing deliveries.  Legitimate or not, they will hold a grudge and try to get even. If the deal is 
not to your liking, walk away. If you cannot understand that everyone has to make a profit, you 
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probably will not make a good entrepreneur yourself.  Remember, you do not know the seller's 
true costs. 
    

LAI Games Textminator LAI Games Stacker Double Up 
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The Biz-Op Hook 
 
Using greed 
 
For every buyer there is a seller. Every seller is motivated by profit and every buyer is motivated 
by GREED. Yes, greed. You have to learn to hold it in check, but first you have to admit it exists. 
All of us have just a little greed oozing out of our pores and most people have a larger-than-safe 
dose. A savvy promoter understands greed.  It is his best tool. He hones it like a butcher 
sharpens his knife. The promoter commonly uses a carrot to find an investor's greed button. 
The term "carrot" or "hook" simply means enticement. These enticements are usually ς but not 
always ς worthless to the buyer. They usually cost you nothing, but they are designed to get 
you to make a premature and thoughtless decision. 
 
IŜǊŜ ŀǊŜ ŀ ŦŜǿ ŜȄŀƳǇƭŜǎ ƻŦ ŎƻƳƳƻƴ άōǳǎƛƴŜǎǎ ƻǇǇƻǊǘǳƴƛǘȅέ ƘƻƻƪǎΦ  [ƻǘǎ ƻŦ ǇǊƻƳƻǘŜǊǎ ƭƛƪŜ ǘƻ 
ǳǎŜ ŀ ŎŀǊǊƻǘΣ ǿƘƛŎƘ ǘƘŜȅ Ŏŀƭƭ άŎƻƳǇŀƴȅ ǇŀǊǘƛŎƛǇŀǘƛƻƴΦέ ¢Ƙƛǎ ǎƛƳǇƭȅ ƳŜans that they will offer you 
additional machines for free which you, the vendor, can operate and then split the profit with 
the seller. At this point, you will probably get out your worst enemy, your calculator, and think 
you are getting one over on the seller. You will have more locations and you will have 30% to 
50% more equipment than you have paid for.  Think about it.  They know well what they are 
doing and you are still in the dark.  The notion of you getting one over on them is clearly naïve!   
 
You will have more equipment and you will have more locations, but you will have paid for all 
of those machines, we assure you! What you have gotten is additional small, unproductive 
locations and cheaper biz-op machines, which, if you recall what we have already discussed, is 
not much.  The seller got your money.  A lot of investors fall for this enticement. An 18-
selection manual snack machine only costs $450 and a 12-selection tabletop machine only costs 
the seller $250. So the seller has to spend only a little money to push your greed buttons with 
this shell game. 
 
This is the time and place to tell you that there are several key components to owning and 
operating a strong profitable vending business: 
 

¶ You have to run a low and accurate food cost. 

¶ You have tƻ ƻǿƴ ǉǳŀƭƛǘȅ ƳŀŎƘƛƴŜǎ ǘƘŀǘ ƘŀǾŜ ŀ ŎŀǇŀŎƛǘȅ ǘƻ ǎǳǎǘŀƛƴ ȅƻǳǊ ƭƻŎŀǘƛƻƴΩǎ 
population. 

¶ You have to leverage your machine purchases by leasing or financing. 

¶ Your machines have to be supported by a 2 or 3-year warranty and a licensed 
distributor. 

¶ You have to operate with low labor cost and a targeted daily service level. 
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You do not need or require a business opportunity company to create your full-line vending 
route. Remember, these companies do not know the first thing about vending. They are high-
pressure salespeople who profit only from your bad decisions.  It takes common sense and an 
organized marketing plan to be successful.  The information and proven brochures and mailers 
that you will have at your fingertips when you receive your ProVendor Honest Vending 
Marketing DVD if used properly, are your ticket to vending success. 
 
 
 
 
 
 
 
  

There hasnõt been a real tabletop machine in almost a decade; they 

were not profitable for the vendor or the manufactur er. Automatic 

Products did make a quality tabletop, it cost $1,800 plus. It was 

electric and had an electronic coin and bill acceptor.  Most 

importantly, it had the same warranty as a genuine, stand -up snack 

or cold drink machine sold by a òlicensed distributor.ó 
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The Charity Gimmick 
 
 
What is a commission? 
 
Biz-op companies may also entice you with the Charity Gimmick.  You will learn that you may 
obtain a charity sticker from any non-profit organization. You will find that most charities will 
be more than willing to provide you their stamp of approval. Most of these organizations 
already have a decal with their logo and seal and they are usually just looking for an honest 
contribution.  When using their logo and seal, you are supposed to ask the location owners 
where you are placing your machines to forego their vending commissions so your company 
can donate the money to the charity in their name. This contribution is usually less than the l0% 
or 15% commission you would normally pay. 
 
This approach is a gimmick. When you come upon a business opportunity company selling this 
concept, run!  The fact is that a licensed seller of real equipment is not concerned about your 
commissions or the location's commissions.  If they are legitimate, they have no reason to be 
involved because they are just distributors. They just sell machines and parts, and they service 
the warranty and the equipment that they sell. 
 
If you really take a look at this business opportunity company ploy, you will understand its 
major shortcoming. High-volume locations earn commissions from your sales, comparable to 
your paying rent for the space that your machines occupy.  Commissions and rent are a 
competitive advantage when trying to acquire a high volume location. Locations are not going 
to fall for the hokey numbers or give up their own income. The charity sticker is a waste of your 
time and effort.  
 
 
 

 
 

 
 
 
 
Do the math.   Example:  If you cannot sell a candy bar for at least 65 cents and you are 
required to sell it for 50 cents without a commission, it cost you 15 cents.  If you were paying 
15% commission on the 65 cents sale, it would be around 6%.  So you have to negotiate the 
price up.  These locations are usually good locations; it just takes Laboring Under Correct 
Knowledge to solve the problem and sign the location.  All this can be successfully calculated 

Worthwhile locations almost always want rent, better known as 

òcommissions.ó  They know the worth of the òfootprintó (space) in 

their business.  When locations do not require a commission 

payment monthly, they will generally ask you to cut the pr ice of the 

goods sold and passes on the saving to their customers or 

employees.  This means that you are still paying a commission.   
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ǳǎƛƴƎ ǘƘŜ ά/ŀǎƘ Cƭƻǿ ¢ƻƻƭέ ŀƴŘ άCƻƻŘ /ƻǎǘ ¢ƻƻƭέ on http://www.ebusinessmediaonline.com/.  
¸ƻǳ ǿƛƭƭ ŎƻƳŜ ǳǇ ǿƛǘƘ ǘƘŜ ǊƛƎƘǘ ƴǳƳōŜǊǎ ǘƻ ƳŀƪŜ ǘƘŜǎŜ ƭƻŎŀǘƛƻƴǎ άŦƛƴŘ ƎƻƭŘΦέ 
 
Nowadays, there are bulk vending machines that come on stands holding several machines, 
containing a variety of candies and health products. Keep in mind ς selection sells. People 
definitely desire and will reward a broad choice of products. These stands now come with a 
dollar bill acceptorτa single-unit, dollar bill acceptor on one complete bulk vending station. 
You may not have seen them yet but they are out there and they are making the dedicated bulk 
vendor money. 
 

  

http://www.ebusinessmediaonline.com/
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The Singers 
 
²ƘƻΩǎ ƭŜƎƛǘƛƳŀǘŜΚ 
 
LetΩǎ ǘŀƪŜ ŀ ƳƻƳŜƴǘ ƘŜǊŜ ǘƻ ƭŜŀǊƴ ŀōƻǳǘ ǘƘŜ ƴƻǘƻǊƛƻǳǎ άǎƛƴƎŜǊǎέ ƛƴ ǘƘƛǎ ōǳǎƛƴŜǎǎΦ  ! άǎƛƴƎŜǊέ ƛǎ 
someone who a business opportunity seller sends to a prospective buyer to talk to about his 
enthusiasm for the opportunity that the buyer is investigating. Both legitimate and 
questionable promoters use singers. Usually a legitimate promoter will offer to let you actually 
visit these people and their business, with their permission.  
 
A not-so-legitimate opportunity seller will give you phone numbers of people who are being 
paid just to talk with you. These people rarely own the opportunity in question, and they 
usually live far enough away from you that it would not be feasible to get in the car and visit 
them.  
 
A singer is paid to follow the promoter's guidelines and sometimes they are simply paid liars. 
The key word is "paid." They are usually being paid by the call and earn a bonus when your 
check has cleared the bank. Remember, not all testimonials are laced with deceit, nor are all 
references paid for, but it is up to you to put on your detective's hat and ferret out the truth. 
 
A word to the wise:  people who give you their time on the telephone could be honest and 
ǎƛƴŎŜǊŜΦ ¢ƘŜȅ ŘŜǎŜǊǾŜ ȅƻǳǊ ǊŜǎǇŜŎǘΦ tŜƻǇƭŜ ǊŜǎǇƻƴŘ ǘƻ ǎǘŀǘŜƳŜƴǘǎ ƭƛƪŜ άL ǎǳǊŜ ŎƻǳƭŘ ǳǎŜ ȅƻǳǊ 
ƘŜƭǇΦέ  !ǎƪ ǘƘŜƳ ǿƘŜƴ ƛǘ ǿƻǳƭŘ ōŜ ŎƻƴǾŜƴƛŜƴǘ ŦƻǊ ȅƻǳ ǘƻ ǘŀƭƪ ǘƻ ǘƘŜƳΦ  Lǘ ƛǎ ōŜǎǘ ǘƻ ǘŀƭƪ ǘƻ ǘƘŜƳ 
when time is not the issue.  Ask if the person that has agreed to speak with you about the 
opportunity are comfortable and prepared to share their time, knowledge, and experience with 
you it will be much more fruitful. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Easy Money, 1998 Issue 

  

 

 

 

 

 

 

 

 

 

 

 

 

 
Note: Find out what happened to Mr. Harsel in Volume II, Chapter 5: How To Make Money 
In the Arcade Business. 

Gary Harsel's troubles began 

when he answered a 

"Business Opportunity" 

advertisement in his local 

Pennsylvania newspaper. A 

truck driver, Harsel was 

looking for a modest part -

time business so that he and 

his wife, Nancy, a bus driver, 

could send their three 

children to college. The 

classified ad that grabbed 

Harsel's attention seemed  

almost too good to be true. It 

promised an "A -1" vending 

route, weekly profits of $300 to 

$400 and "NO $ down payment 

if qualified."  

   Harsel cal led the ad's toll -

free 800 number and received 

a sales pitch for Slick Slots 

[Omni Marketing], a video 

billiards game. Omni 

manufactured and sold Slick 

Slots; the sales person told 

Harsel that he could easily  

gross $400 a week per 

machine. The Omni sales 

person supplied him with 

the names and phone 

numbers of five people who 

had recently bought three 

Slick Slots . . . the same 

amount that Harsel wanted 

to buy . . . just as Omni had 

promised, each reference 

reported that they were 

drowning in money.  
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Who to Call for Help 
 
WhoΩs regulating the biz-ops? 
 
Business opportunity regulations constitute an unknown body of law, according to Andrew A. 
Caffey. Writing in a past issue of Entrepreneur ("Law and Opportunity," July, 1991), Caffey 
pointed out that the Federal government and some two-dozen states regulate the sale of 
business opportunities (biz-ops, for short) but neither sellers nor buyers are widely aware of the 
laws and regulations governing these businesses. 
  
This is changing. A number of states are vigorously enforcing the laws. At the same time, 
business opportunity buyers are discovering they have legal recourse when they are 
disappointed in the investment they have made. 
 
In addition to the Federal government, according to Caffey, states with laws and regulations on 
the books are Alabama, California, Connecticut, Florida, Georgia, Indiana, Iowa, Kentucky, 
Louisiana, Maine, Maryland, Michigan, Minnesota, Nebraska, New Hampshire, North Carolina, 
Ohio, Oklahoma, South Carolina, South Dakota, Texas, Utah, Virginia, and Washington. 
 
The laws and regulations aim to protect the consumer from business opportunity fraud. Some 
states do not even use the phrase "business opportunity" but regulate what they call "Seller 
Assisted Marketing Plans."  The underlying concept is virtually the same. 
 
Caffey points out that the laws are being applied to a fascinating variety of sales programs, 
including breeding and marketing programs for chinchillas, earthworms, rabbits, minks, water 
filtration devices, materials for operating your own travel agency, and, of course, vending 
machine routes for the distribution of everything from candy to cigarette lighters.  
 
Biz-Op rules and regulators 
 
A company recognized as offering "business opportunities" is commonly required, depending 
on the state in which the business opportunity is offered, to prepare and deliver a disclosure 
document to every buyer. This document is registered with state authorities, and a substantial 
bond is required from the company in conjunction with the registration. 
 
According to Caffey, business opportunity sellers are subject to a variety of sanctions for failing 
to complyτeverything from the threat of a lawsuit from an injured buyer with criminal liability. 
In some cases, the Federal Trade Commission (FTC) can bring enforcement actions against 
offenders, seek civil damages on behalf of the injured consumer, and assess fines of up to 
$10,000 per violation. 
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Unfortunately, laws and sanctions notwithstanding, business opportunity sellers have, for the 
most part, ignored the law. Maryland companies are an example. While more than 600 
franchisors have registered under the franchise registration law, only eight companies are 
currently registered under the state's business opportunity law. Maryland's experience is not 
uncommon. 
 
So where are all the business opportunity sellers? Who are they? The answers are not simple. 
Business opportunity regulations are targeted at dishonest scam artists. To many state officials, 
business opportunities are, by definition, illegitimate and suspect. When asked on behalf of 
franchisers why they support a business-opportunity bill, state legislators customarily respond, 
"We are talking about sleazy, fraudulent business activity." 
  
Faced with a number of fraudulent operators offering moneymaking schemes, state 
enforcement officials found their hands tied by the limitations of the narrowly drawn franchise 
and securities laws. They needed a means of responding rapidly to complaints from investors in 
business opportunities that were neither securities nor franchises. The registration requirement 
gives them enforcement potential.  Agents know immediately if illegally activity is happening in 
the state. When they have a clear-cut case against the seller, an assistant attorney general with 
a State Trooper escort goes to the place of the sales offering and demands the sales effort shut 
down immediately. 
 
Most cases, however, are not so clear-cut. What generally happens is the business opportunity 
seller receives an almost-friendly letter requesting he or she submit some information to the 
state. The seller is then told he or she is selling a business opportunity under state law 
definition and has 30 days to prove to the state why it should not issue a cease-and-desist order 
and seek other remedies against the company.  But the best rule is the simplest:  Buyer Beware. 
 
Know your rights 
 
Caffey goes on to say that business opportunity buyers are granted significant rights under 
these state laws. Not only must a full presale disclosure document be delivered, with a 
"cooling-off" period to follow, but also the state statutes typically allow a dissatisfied buyer 
who does not receive the requisite information or is defrauded in some way to bring a lawsuit 
in state court. Many business opportunity laws also allow the buyer to recover court costs and 
attorney's fees, so there are built-in incentives for pursuing the company violating the state 
law. 
 
Business opportunity buyers must still be cautious in making investment decisions. If a 
disclosure document is made available to you, read it carefully.  If you are in a state without a 
business opportunity statute, check with states that do, and check with state agencies for the 
company's registration record. The Better Business Bureau is also a good resource. 
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Remember, even though the pattern of Federal and state business opportunity laws gives the 
appearance that this is a regulated form of doing business, it is not. Do not expect to find 
widespread compliance with these laws. 
 
Appendix A contains a list of state and federal watchdogs that are available to help you if you 
feel you have been defrauded. 
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Protecting Yourself 
 
What you should do 
 
Before buying any business opportunity, you should: 

 
1. Read. If you accept a disclosure document or are asked to sign any legally binding 

contract, read it carefully. You may wish to take it to an attorney or financial advisor. 
 

2. Stay cool. Do not lose your head to the allure of easy profits. There are no easy profits. 
Contact some present owners. Are they satisfied with their investment? The old 
expression is still helpful ς if it looks too good to be true, it probably is. 

 
3. Check out the company. If your state has a business opportunity statute, contact state 

officials to check on the company's registration status. Ask if there are any complaints 
on file. Do the same with your local Better Business Bureau. 

 
4. Get it in writing. If you receive any promises of delivery, guarantees of satisfaction, 

money-back offers, or the like, have the company send a letter of confirmation. 
 

5. Negotiate.  Be careful about spending generous sums of capital on the promise of 
future delivery of equipment or supplies, especially if you do not know the company 
well. Negotiate the terms of purchase. For instance, propose two-thirds of your 
payment be deferred until most of your product is delivered. You could even suggest 
placing the purchase price in escrow or asking your personal attorney to hold the check 
until delivery is made. 

 
6. Be assertive. If you have a complaint, take it up with the seller first. Like many business 

owners, business opportunity sellers do not want unhappy customers.  Put your 
complaint or request in writing and keep a copy. If you receive no response, consult a 
lawyer. Contact Federal or state authorities if you believe you have been defrauded. 
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Locators 
 
hǳǊ ǊŜŎƻƳƳŜƴŘŀǘƛƻƴΧ 
 
We never ǊŜŎƻƳƳŜƴŘ ǊŜǘŀƛƴƛƴƎ ŀ ƭƻŎŀǘƛƻƴ ŎƻƳǇŀƴȅ ƻǊ άƭƻŎŀǘƻǊΦέ  !ǎ ǿŜ ǇƻƛƴǘŜŘ ƻǳǘ ōŜŦƻǊŜΣ 
they are not well trained and they are used to locate cheap, biz-op equipment, like machines 
we discussed earlier.  As explained previously, a biz-op promoter has sold these machines and 
the buyer has been handed off to the locator. The locator is accustomed to slam-dunking his 
clients fast, then getting out of town before the complaints start to roll in. 
 
The locators regularly go into small offices with soft contracts, and the client pays a location fee 
of $100 to $200.   
 
 
 

 
 
 
 
Also:  Do not under any condition pay these bozos an up-front deposit to get started.  
Remember, they should not alter the Honest Vendor Agreement in any way and they should 
operate strictly by the guidelines outlined in this book. Three of the most significant elements 
of our system are: 
 
Á Honest Vending Location Survey Map 

Á Honest Vending Location Agreement 

Á The Art of Acquiring Hi-Volume LocationΧΦ eBusiness Media hƴƭƛƴŜΩǎ Honest Vending 

Course Book 

 
A few last words of advice: 
 

¶ If you have purchased these machines, sell them; do not waste your time. 

¶ Only buy real vending machines from licensed dealers. 

¶ {ŀƳΩǎ /ƭǳō ƛǎ ƴƻǘ ŀ ƳŀŎƘƛƴŜ ŘŜŀƭŜǊΣ ƛŦ ȅƻǳ ƴƻǘƛŎŜ ǘƘŜ ƳŀŎƘƛƴŜǎ ǇǊƻǾƛŘƛƴƎ ǎŜǊǾƛŎŜ ǘƘŜǊŜ ς
they  are not the machines they sellJ  

¶ Do not let a bad experience stop you from going forward with your dream. 

If you must use a locator, try to find a local "locator" who would 

prefer to stay off the road for a while and who is able to use our 

method to find good locations for you. He should have no expenses 

such as hotels and travel. Pay him a premium ð $250 to $500  ð 

depending on the people count.   
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¶ Everyone makes mistakes. We did ς I lost $15,000 dollars of our hard earned money by 
buying a machine package out of the same classified section of the paper where we 
have advertised and made tens of millions of dollars, since that mistake! 

¶ Labor Under Correct Knowledge 
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Appendix A: Federal and State Watchdogs 
 
Following is a list of business regulatory agencies, both state and Federal, which may be 
contacted if you believe that you have been defrauded: 
 

Federal Trade Commission 
6th and Pennsylvania Avenue, NW 
Washington, D.C. 20580 
(202) 376-2005 

Illinois 
Chief, Franchise Division 
Office of the Attorney General 
500 S. Second Street 
Springfield, IL 62706 
(217) 782-4465 

California 
Commission of Corporations 
Department of Corporations 
600 S. Commonwealth Avenue 
Los Angeles, CA 90005 
(213) 736-2741 

Indiana 
Deputy Commissioner, Franchise Div. 
Indiana Securities Commission 
Secretary of State 
Suite 560 
One North Capitol Street 
Indianapolis, IN 46204 
(317) 323-6681 

Hawaii 
Business Registration Division 
Dept. of Commerce & Consumer Affairs 
1010 Richards Street 
Honolulu, HI 96813 
(808) 548-5317 

Maryland 
Assistant Attorney General 
Maryland Division of Securities 
The Munsey Building 
7 North Calvert Street, 4th floor 
Baltimore, MD 21202-1918 
(301) 576-6360 

Minnesota 
Minnesota Department of Commerce 
500 Metro Square Building 
St. Paul, MN 55101 
(642) 296-6328 

New York 
Bureau of Investor Protection and Securities 
New York State Department of Law 
Two World Trade Center 
Room 4825-A 
New York, NY 10047 
(212) 416-8222 

North Dakota 
Franchise Examiner 
Securities Commission 
9th. Floor Capitol Building 
Bismarck, ND 58505 
(701) 224-2910 

Rhode Island 
Chief Securities Examiner 
Dept. of Business Regulations 
100 N. Maine Street 
Providence, RI 02903  
(401) 277-2405 
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South Dakota 
Franchise Administration 
Division of Securities 
State Capitol Building 
910 E. Sioux Avenue 
Pierre, SD 57501 
(605) 773-4013 

Connecticut 
Department of Banking 
Securities Division 
44 Capitol Avenue 
Hartford, CT 06106 
(203) 566-4560 Ext. 8332 

Virginia 
Examination Coordinator 
Franchise Section 
Division of Securities and Retail Franchising 
11 S. 12th Street 
Richmond, VA 23219 
(804) 786-7751 

Florida 
Dept. of Agriculture & Consumer Services 
Mayo Bldg. Room 508 
Tallahassee, FL 32301 
(904) 488-6330 

Washington 
Registration Attorney 
Department of Licensing 
Business and Professions Administration  
Securities Division 
P.O. Box 648 
Olympia, WA 98504 
(206) 753-6928 

Georgia 
Office of Consumer Affairs 
Two Martin Luther King Drive S.E. 
Plaza Level, East Tower 
Atlanta, GA 40434 
(404) 656-3790 

 

Wisconsin 
Chief Attorney 
Franchise Investment Division 
Commissioner of Securities 
P.O. Box 1768 
Madison, WI 53701 
(608) 266-3414 

Indiana 
Consumer Protection Division 
Attorney General's Office 
219 State House 
Indianapolis, IN 46204 
(317) 232-6330 

 

California 
Office of Secretary of State 
Limited Partnership Division 
Attention: Statutory Certification 
P.O. Box 704 
Sacramento, CA 95803 
(916) 324-6778 

Iowa 
Securities Division 
Lucas State Office Building 
Des Moines, IA 50319 
(515) 281-4441 
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Kentucky 
Attorney General's Office 
Protection Division 
209 Clair Street 
Frankfort, KY 40601-1875 
(502) 564-2200 

Nebraska 
Department of Banking and Finance 
P.O. Box 95006 
Lincoln, NE 68509-5006 
(402) 471-2171 

Louisiana 
Dept. of Urban & Community Affairs 
Consumer Protection Office 
P.O. Box 94455 
Capitol Station 
Baton Rouge, LA 70804 
(504) 925-4401 

New Hampshire 
Attorney General Consumer Protection 
and Antitrust Bureau 
State House Annex 
Concord, NH 03301 
(603) 271-3641 

Maine 
Dept. of Business Regulations 
State House Station 35 
Augusta, ME 04333 
(207) 289-3671 

North Carolina 
Secretary of State's Office 
Securities Division 
Legislative Annex Building 
300 Salisbury Street 
Raleigh, NC 27602 
(919) 733-4201/4161 

Maryland 
Office of Attorney General 
Securities Division 
7 N. Culvert Street 
Baltimore, MD 55101 
(301) 576-6360 

Ohio 
Attorney General Consumer  
Franchise & Crimes Section 
State Office Tower, 15th floor 
30 E. Broad Street 
Columbus, OH 43215 
(614) 466-8831 

Michigan 
Michigan Department of 
Attorney General 
Consumer Protection Division 
670 Law Building 
Lansing, MI 48913 

Oklahoma 
Oklahoma Securities Commission 
2915 Lincoln Boulevard 
Oklahoma City, OK 73105 
(405) 521-2451 

Minnesota 
Department of Commerce 
500 Metro Square Building 
St. Paul, MN 55101 
(612) 296-6328 

South Carolina 
Secretary of State 
P.O. Box 11350 
Columbia, SC 29210 
(803) 758-2244 
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South Dakota 
Department of Commerce and Regulation 
Division of Securities, State Division 
910 E. Sioux Ave. 
Pierre, SD 57501 
(605) 773-4013 

Virginia 
Consumer Affairs 
1100 Bank Street 
Richmond, VA 23209 
(804) 786-2042 

 

Texas 
Office/Secretary of State 
Business Opportunity Section 
P.O. Box 13563 
Austin, TX 78711-3563 
(512) 463-5559 

Washington 
Department of Licensing 
Securities Division 
P.O. Box 648 
Olympia, WA  98504 
(206) 753-69 

Utah 
Consumer Protection Division 
160 E. 300 South 
P.O. Box 45802 
Salt Lake City, UT 84145-0801 
(801) 530-6601 
(801) 533-7273 (Consumer Info) 

 

 
Note: LC ¸h¦w {¢!¢9 L{ bh¢ {Ih²bΣ /hb¢!/¢ ¢I9 hCCL/9 hC ¸h¦w {¢!¢9Ω{ !¢¢hwb9¸ D9b9w![Φ 

 

 

 

 

 

 

 

 

 

 

 

 

Better Business Bureau of 

Eastern Massachusetts - Maine - Vermont 
Consumer Information Sponsored by Member Businesses 

 

Over the past five years, inquiries about business opportunities have nearly 

doubled, according to Better Business Bureau statistics. It is estimated by state 

and federal officials that well over $100 million a year is being lost to swindles 

promising quick and easy money in vending machines and other similar business 

opportunity scams.  

 

You see them al most everywhere you go: coin - operated machines dispensing food, 

beverage, newspapers, cigarettes, laundry products, personal care items, postage 

stamps, candy, even contraceptive devices.  

 

"What an easy way to make money," you might think. "Just get a few vending 

machines, keep them stocked, and haul the coins away to the bank.  

 

Many people have, indeed, achieved financial success by owning vending machines. 

Most of the industry today consists of small, independent local firms where 

initiative and hard work  can yield both a comfortable income and the pride of 

accomplishment. Mergers of some independent local operators have produced multi -

million - dollar vending corporations. But the hard truth is that many inexperienced 

people who try to establish vending mac hine businesses are doomed to fail.  
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Appendix B: Vending Glossary 

Account: The business term ǾŜƴŘƻǊǎΩ use for customer or location 

Analog Counter: Machines manufactured before 1998 have the connection box for an analog counter, this counter 
ƛǎ ŀ нέ Ȅ нέ ōƭŀŎƪ ōƻȄ ǿƛǘƘ ƴǳƳōŜǊ ǿƘŜŜƭǎ ǘƘŀǘ ǘǳǊƴ ƻƴŜ ŘƛŘ-get at a time by receiving an electrical impulse as the 
machine goes through its vend cycle. 

Average Food Cost: This term is used in food operations of all types, for vending it refers to and describes every 
product stocked in the machine by averaging every item wholesale cost total and then dividing that number by the 
number of items in the machine, this produces what is called the average food cost. 

Average Vend Price: This term refers to the average retail price of all of the products sold in a vending machine. 

Bank: 1] Two or more machines, all-standing side by side, sometimes enclosed. 2] a ǊƻǳǘŜ ǇŜǊǎƻƴΩǎ ǎǳǇǇƭȅ ƻŦ 
change and bills used to replenish machines. 

Bar Code: e.g. U.P.C. Code, a bar code of parallel lines and spaces that communicate data; pricing, ID, name, etc. 

BIB: Term that route drivers, vendors, restaurant tours and distributors use for beverage in a box or bag in a box.   

Bill Holder: This term refers to the apparatuses used to hold the bills that have been collected by the bill 
validators. 

Bill Validators: Identifies and accepts $1, $5, $10 and $20 bills. 

Bill Changer: Freestanding or wall-mounted units that will accept $1, $5, and $20 bills and will give change or 
tokens in return. 

Bulk Sales: A product, such as pizza, sold in bulk to a store or a supplier, or bulk cases of unpackaged M&M's or 
peanuts for a bulk candy machine. 

Bulk Vending: This term refers to vending bulk products such as nuts, candy, gum, jawbreakers, vitamins, etc from 
ǿƘŀǘ ƛǎ ŎƻƳƳƻƴƭȅ ŎŀƭƭŜŘ άōǳōōƭŜƎǳƳ ƳŀŎƘƛƴŜǎ.έ They are small glass globes attached to a heavy metal stand, 
filled with a product that is conducive to vend a single hand-full of product and usually accepts change only. 

Bulk Vendor: This term refers to vendors who vend bulk products from bulk vending machines. 

Cafeteria Service: This term refers to vendors who bid on and service large company, factory and school breakfast 
and lunch programs; most vendors ǇǊƛƳŀǊƛƭȅ ōƛŘ ƻƴ ǘƘƛǎ ǎŜǊǾƛŎŜ ǘƻ ƻōǘŀƛƴ ǘƘŜ ŜȄŎƭǳǎƛǾŜ ǊƛƎƘǘ ǘƻ ǇǊƻǾƛŘŜ ǘƘƛǎ ŎƭƛŜƴǘΩǎ 
full-line vending services.    

Capacity: This term refers to the total product capacity for each machine. 

Carrot and the Stick: This term is used by business opportunity sales crews, it refers to dŀƴƎƭƛƴƎ ŀ άŎŀǊǊƻǘ ƻǊ ōǳŎƪŜǘ 
ƻŦ ǿŀǘŜǊ ƻƴ ŀ ǎǘƛŎƪέ ƛƴ ŦǊƻƴǘ ƻŦ ŀ ŘƻƴƪŜȅ ǘƻ ƳƻǘƛǾŀǘŜ ǘƘŜ ǇƻƻǊ ŀƴƛƳŀƭ ǘƻ ǿŀƭƪ ƳƛƴŘƭŜǎǎƭȅ ǘǊȅƛƴƎ ǘƻ ŎŀǘŎƘ ǘƘŜ ƛǘŜƳ 
until they die. It is slang for marketing schemes or tactics used to enhance their sales to unexpected customers or 
prospects; free machines, supposed discounts, in house financing, free locations, etc.  

Cashless Vending: Cashless vending is a term used for machines that are set up for credit cards and debit cards. 

Changer: Same as a coin changer 
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Change MakerΥ  ¢ƘŜ ǎŀƳŜ ŘŜǾƛŎŜ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ ŀ ōƛƭƭ ŎƘŀƴƎŜǊΣ ǘƘƛǎ ŘŜǾƛŎŜ ƛǎ ǘƘŜ άōǊŀƛƴǎέ ƻŦ ǘƘŜ ƳŀŎƘƛƴŜΦ 

Change Fund: This term refers to the coinage carried by the route person to replenish each machines coin tubes. 

Change Tray: This term refers to ǘƘŜ ŎǳǇ ǘƘŀǘ ǘƘŜ ǳǎŜǊΩǎ ŎƘŀƴƎŜ Ŧŀƭƭǎ ƛƴǘƻΦ 

Coin Tubes: This term refers to the tubes attached to the change maker, as the coinage is deposited into the 
ƳŀŎƘƛƴŜΩǎ ŎƘŀƴƎŜ ƳŀƪŜǊ ǘƘŜ 59· System talks to the change maker and directs the change maker to put the 
incoming coinage in either the change box or the coin tubes. 

Coin Changer:  A Coin Changer is the brains of the vending machine; it identifies the coins deposited, the selection 
made and its price, and then gives the proper change. These units replenish themselves in the process. 

Coin Acceptor: This is a device that accepts coins for a vending machine purchase; this device does not make 
change and only interfaces with the vending machine for product delivery. 

Collections: This term refers to collecting the money from vending machines. 

Commission: ¢Ƙƛǎ ǘŜǊƳ ƛǎ ǳǎŜŘ ƛƴǎǘŜŀŘ ƻŦ ǘƘŜ ǿƻǊŘ άǊŜƴǘέΣ ǘƘŜ ŎƻƳƳƛǎǎƛƻƴ ǾŜƴŘƻǊǎΩ pay is simply rent to the 
ƭƻŎŀǘƛƻƴ ƻƴ ǘƘŜ ŦƻƻǘǇǊƛƴǘ ǘƘŜ ǾŜƴŘƻǊΩǎ ƳŀŎƘƛƴŜǎ ƻŎŎǳǇȅ ŀǘ ǘƘŜ ƭƻŎŀǘƛƻƴΦ 

Commissary: This term refers to a central kitchen or food and beverage product center for vendors, caterers, and 
cafeteria service and restaurant chain operations. 

Concessionaire: This term refers to vendors that bid on servicing food and beverages, soft and hard to the general 
public at a facility such as stadiums, amusement parks, sports facilities, convention facilities, etc. 

Contract: This legal term refers to the agreement between the client (location) and the vendor. 

Count Room: Vendors use this term when they referred to the secure room their company uses to count all of the 
monies brought in from route drivers on a daily basis. 

C.O.D.: Cash on Delivery. 

Cold Drink Machine: This term refers to cold drink machines that have plastic back lit display panels on their front 
and use gravity delivery systems. 

Cold Food Vending: This term refers to vending machines that are expressly made to market, hold and distribute 
ŎƻƭŘ ŦƻƻŘǎ ƻŦ ŀƭƭ ƪƛƴŘǎΤ ǎƻƳŜǘƛƳŜǎ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ άŦǊŜǎƘ ŦƻƻŘ ǾŜƴŘƛƴƎΦέ 

Cold Pack: Soft freezer bag used for transporting cold, frozen and hot food products.  

Closed End Lease: This is a term used when leasing vending machines; leases with a predetermined dollar buyout 
or a 5% buyout are called a closed-end lease. 

Cutting a Ticket: This term referrers to a vendor cheating an account by under reporting the gross volume with the 
intention of reducing the commission dollar amount without lowering the percentage promised. 

  Cycle: This term refers to the time each machine takes to except money and then vend the product. 

Deep Frozen: Zero or below 

DEX: This term refers to a machine that has a DEX System embedded on its hard drive to store and share data.  
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DEX Capable: This term refers to a machine that comes equipped with a DEX box for future installation. 

Delivery Charge: The term machine distributors use when charging their customers to deliver and place their 
machines in a specific location. 

Delivery System: This term refers to the area that a customer picks up their premium gift, food or beverage. 

Distributor: This term refers to a company that distributes vending, video and amusement machines and food and 
beverage products.  

Double Hopper: This term refers to the area inside of a hot beverage machine that allows the machine to service 
double products; such as chicken soup and hot chocolate or decaffeinated coffee and regular coffee. 

Down Time: ¢Ƙƛǎ ǘŜǊƳ ǊŜŦŜǊǎ ǘƻ Ƙƻǿ ƭƻƴƎ ŀ ǾŜƴŘƻǊΩǎ ƳŀŎƘƛƴŜόǎύ ƛǎ ōǊƻƪŜƴ-down and out of service. 

FDA: The initials of the Food and Drug Administration  

FDA Model Code: In 1957 the FDA developed a model expressly for vending food and beverages and revised it in 
1978. 

Federal Tax I.D. Number: This number is used to open your company bank account in the same way that your 
social security number is used and it is used to file your corporate or company taxes. 

Flat Pricing or Flat Line Pricing: This term is used to describe the not-well-thought-out method most vending 
companies use to price the products they sell in their vending machines; all chips $0.50 cents all candy $0.65 cents. 

F.O.B.:  Freight on board, pre-paid 

Food Cost: This term is used in food operations of all types, for vending it refers to and describes the real 
wholesale cost of every product on the plan-o-gram/stocked in the machine. 

Food Service Contract: This term refers to a contract to provide food and sometimes vending after submitting a 
proposal and bid for reparations and commissions. 

Foot Print: This term is used to describe the square footage a vending machine uses of the locations floor space 
when placed. 

Free Standing: This term refers to a single vending machine instead of a bank of vending machines. 

Free Vend: This term refers to a vending machine that is set to vend products by simply making a selection with no 
money being deposited. 

Fresh Food Vending: This term refers to vending machines that are expressly made to market, hold and distribute 
ŎƻƭŘ ŦƻƻŘǎ ƻŦ ŀƭƭ ƪƛƴŘǎΤ ǎƻƳŜǘƛƳŜǎ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ άŎƻƭŘ ŦƻƻŘ ǾŜƴŘƛƴƎ.έ  

Frozen:  Below 32 degrees Fahrenheit 

Frozen Food Vending: This term refers to vending machines that are expressly designed to market, hold and vend 
frozen foods and ice creams of all kinds. 

Full-Line Vending: This term refers to vending companies that provide food and beverage vending machines and 
products of all types, frozen, fresh, snack, candy, pastry, ice cream, hot and cold beverages, etc. 
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Glass Front Machine: This term refers to several types of coil delivery system machines that push products forward 
when they are selected and paid for; cold drink machines, snack machines, combination machines and frozen food 
machines. The full or partial glass front allows customers to view the product before purchasing it. 

Gravity Delivery System: The first vending machine that used the products on weight to complete the delivery of 
the vend cycle was the cigarette machine, then the cold drink machine and later the condom machine and 
toothbrush machine. 

Gross Sales: This term describes the total retail sales from a vending machine. 

 Hand Held: ¢Ƙƛǎ ǘŜǊƳ ƛǎ ǳǎŜŘ ǘƻ ŘŜǎŎǊƛōŜ ǘƘŜ ƘŀǊŘǿŀǊŜ ǳǎŜŘ ǘƻ ŘƻǿƴƭƻŀŘ ǘƘŜ ƳŀŎƘƛƴŜΩǎ Řŀǘŀ ŦǊƻƳ ǘƘŜ ƘŀǊŘ ŘǊƛǾŜ. 

Income Statement: An operating statement of all financial activity in a specific period for an amusement vending 
or food service provider. 

Installer: A person that is considered to be an expert at installing vending equipment. 

Installation: Placing coin-operated equipment in a specific location. 

Invitation to Bid: An open invitation by a company for service companies to submit a bid; this is similar to an RFP. 

Inventory: Product and equipment stored by a vendor in reserve. 

Inventory Sheet: This sheet is used to inventory your products coming-in and the products that you put into your 
machines. 

Jobber and /or Jobber Rack: This is a term that refers to company-owned products and rack-freezers-shelving that 
is provided to a retailer in exchange for floor or wall space. The jobber then fills and maintains these racks, 
inventories them and then collects the agreed-upon price from the retailer after the sale of their products. 

Licensed Distributor: This term refers to a company that has been licensed expressly to distribute direct from the 
factory vending, video and amusement machines and food and beverage products and provides all warranty work, 
parts and future service.  

Location: Company or school where vending machines are operated for profit ǎƻƳŜǘƛƳŜǎ ŎŀƭƭŜŘ ŀ άǎǘƻǇέ ƻr a 
specific location within the location where the vending machines are located. 

Location Agreement: Contract between Location and their Vending Company, i.e. lease. 

Loss Leader: A product that is sold at a loss or minimal profit to entice the customer to buy other products that is 
more profitable to the retailer. 

Location License Agreement: The sub-lease used to assign a location agreement from one vending company to 
another vending company. This agreement will outline commissions to be paid and the terms and is used primarily 
for third party vending. 

Location Survey: These tools are used to gather information on prospective locations and retail establishments. 

Machine Enema: ¢Ƙƛǎ ǘŜǊƳ ǿŀǎ Ƴƻǎǘƭȅ ǳǎŜŘ ƛƴ ǘƘŜ тлΩǎ ŀƴŘ улΩǎΣ ǘƘŜǊŜ ǿŜǊŜ ǎŜǾŜǊŀƭ ǇǳōƭƛŎŀǘƛƻƴǎ ǘhat described a 
method of preparing a soap or salt solution that when squirted into a change maker and dollar bill validators 
ǿƻǳƭŘ ǎƘƻǊǘ ǘƘŜ ŜƭŜŎǘǊƻƴƛŎǎ ƻǳǘ ŀƴŘ ŀ ǇƻǊǘƛƻƴ ƻŦ ǘƘŜ ǾŜƴŘƛƴƎ ƳŀŎƘƛƴŜΩǎ ƳŜǊŎƘŀƴŘƛǎŜ ǿƻǳƭŘ ǘƘŜƴ ŦǊŜŜ ǾŜƴŘΦ 
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 Machine Maintenance: Ongoing routine to assure that the machine is always in working order and up to the job; 
this maintenance can be performed by licensed factory trained technicians or by the vendor themselves. 

Machine Manufacturer: /ƻƳǇŀƴȅ ǘƘƻǎŜ ƳŀƴǳŦŀŎǘǳǊŜǊǎΩ ǾŜƴŘƛƴƎ ƳŀŎƘƛƴŜǎ of all types and quality. 

Meter Reading: All vending machines manufactured post 1998 by upscale mainstream vending machine 
manufacturers has 2-meters that track total gross-sales and Gross-sales per select; 30-day meters are made so 
they can be set back every 30-days, the perpetual meter also tracks total gross sales and gross sales per selection, 
but cannot be set back or un-plugged. Note: The only way to set the perpetual meter back to zero is replace the 
machines hard drive.  

Machine Mechanic: A technician that specializes in maintaining, rebuilding and servicing vending machines. 

Miss-Vend: A malfunction that prevents the product from successfully being delivered to the customer; the 
malfunction usually results in the machine being out of order. 

Miss-Vend Technology: This term describes a laser device that scans the successful delivery of products from all 
types of vending machines, if the product is not scanned because it did not drop into the delivery tray the machine 
will re-cycle for one additional tƛƳŜ ƛŦ ǘƘŜ ǇǊƻŘǳŎǘ ŘƻŜǎ ƴƻǘ Ŧŀƭƭ ŀŦǘŜǊ ǘƘŜ ǎŜŎƻƴŘ ǘǊȅ ǘƘŜ ōǳȅŜǊΩǎ ƳƻƴŜȅ ƛǎ ǊŜŦǳƴŘŜŘ 
by the change maker or bill validators. 

Money Room: Secure room where vendors operate their coin counters and bill counters at the end of the day as 
their route drivers come back to the warehouse. 

Monthly Commission Breakdown: A breakdown of each product sold at a particular location, per vending 
machine. 

Mooch: A slang name used by Business Opportunity Sellers for a buyer. 

Music Vending: Operating and supplying coin operated jukeboxes. 

Merchandising: Merchandising vending machines start with a well thought out plan-o-gram that lays out food and 
ōŜǾŜǊŀƎŜ ǇǊƻŘǳŎǘǎ ŀŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜ ŎƻƴŦƛƎǳǊŀǘƛƻƴ ƻŦ ǘƘŜ ǾŜƴŘƛƴƎ ƳŀŎƘƛƴŜΧΦ {ǳŎŎŜǎǎŦǳƭ ǾŜƴŘƻǊǎ ǘŀƪŜ ƛƴǘƻ 
consideration the racial, social and financial demographic of each location in this process. 

Net Sales: This term refers to the gross sales after the commissions; food cost and associated expenses have been 
subtracted. 

 OCS: Providers that provide specialize in coffee service equipment, delivery, sanitary and additional devices (cups, 
napkins, stirrers) and products offices, etc. 

Open Ended Lease: This is a term used in vending machine lease programs, lessee can buyout of the estimated 
value of the equipment at the end of the lease.   

Operator: A person or company that is set up to provide vending services. 

OOO: ¢ƘŜ ǘǊƛǇƭŜ h ǎǘŀƴŘǎ ŦƻǊ άhǳǘ ƻŦ hrŘŜǊέ 

Overturn: Refers to the practice of taking over an existing vending location from another company by replacing 
their contract with your own. 

Perishable: Refers to foods such as sandwiches, fruit and dairy products, which must be watched carefully.  
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Pre-Cooler: This device is part of every cold drink vending machine of worth, when the out of stock light comes on 
for any one selection the seleŎǘƛƻƴ ǊŜŀƭƭȅ ƛǎƴΩǘ ŎƻƳǇƭŜǘŜƭȅ ǎƻƭŘ ƻǳǘΣ ǘƘŜǊŜ ŀǊŜ ǎŜǾŜǊŀƭ Ŏŀƴǎ ƻǊ ōƻǘǘƭŜǎ ōŜƛƴƎ ƪŜǇǘ ŎƻƭŘ 
so when the vending operator restocks his cold drink vending machine the first several products vended from each 
selection will be ice cold.  

Premium Pricing: This term is used to describe a well thought out method some vending companies use to price 
the products they sell in their vending machines; plain chips at $0.60 cents and flavored chips $0.65 cents, Pay Day 
candy bar at $0.65 cents and a Snickers candy bar at $0.70 cents. Premium Pricing is a key component in successful 
vending machine merchandising and bottom-line results. 

Prepaid Debit Card: Prepaid debit cards are purchased for a set amount of money and used in machines that are 
equip for cashless vending. 

P.O.S.M.: Point of Sale Materials: displays, mobiles, door stickers, and table tents.  These items are used to 
promote sales. 

Post Mix: Post Mix is the syrup that bottlers use to mix with carbonate to make what is referred to as a fountain 
drink, the same drink that most restaurants and fast food operators serve through soda guns.  

Post Mix Cold Drink Vending Machine: Post Mix cold drink vending machines do not use cans or bottles; instead 
they use boxes of Post Mix Syrup. These cold drink vending machines have been around for a long time, but they 
are not hugely popular with vending machine operators or locations and they are very time consuming to keep 
clean and service. 

Employee Pricing: This term is used when a location or stop does not want or require a commission on the goods 
sold at their account, in exchange they negotiate a lower vend price for their employees. 

Refund: This term is used when a machine malfunctions and the customer is giving either a refund or the product 
that they were attempting to buy. 

Resell Tax ID Number: This number will allow you to buy and resell on a wholesale basis. You are charged no sales 
tax when you use this number; it is then your responsibility to collect the sales tax when you resell. 

Retail or Location Survey: These tools are used to gather information on prospective locations and retail 
establishments. 

ROI: ¢Ƙƛǎ ƛǎ ŀƴ ŀŎŎƻǳƴǘƛƴƎ ǘŜǊƳ ǘƘŀǘ ǎǘŀƴŘǎ ŦƻǊ ǘƘŜ ŜȄǇŜŎǘŜŘ ǘƛƳŜ ǇŜǊƛƻŘ ŦƻǊ ŀ ǎǳŎŎŜǎǎŦǳƭ άǊŜǘǳǊƴ ƻƴ ƛƴǾŜǎǘƳŜƴǘέ ŀ 
vending operator can expect for their vending company, their vending route, individual vending locations and 
individual vending machines, coin operated amusement machines and juke boxes. 

Route: This is a term that is used when a vending company creates a specific circuit made up of locations usually in 
the same drive demographic to reduce the drive time for the route driver. Each time a company accumulates 
enough locations to create an additional route they have to put an additional route truck and driver on their 
payroll.  

Route Accountability: This term is an accounting term used to track inventory by using the retail value of the 
merchandise to determine if there is an overage or shortage on the cash sales turned in at the end of every work 
day. 

Route Driver: A person that has been trained to service a specific type of vending route. 
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Route Report: This term refers to the manual paperwork or the report that the route software creates for each 
ǊƻǳǘŜ ŘǊƛǾŜǊΩǎ ŘŀȅΤ ǎǘƻǇǎΣ ǘƛƳŜǎΣ ƛƴǾŜƴǘƻǊȅ ǳǎŜŘ ǘƻ ǊŜǎǘƻŎƪ ǘƘŜ ƳŀŎƘƛƴŜǎΣ ƳŜǘŜǊ ǊŜŀŘƛƴƎǎΣ ŜǘŎΦ 

Route Software: Route software is used to downloading and assimilates all of the data that post 1988 vending 
machines accumulate on their hard drives. 

Route Sequence:  The route sequence is designed to achieve the most locations and machines serviced as possible 
in one workday. This is not an easy task; there are several components that come into play; 1] restocking each 
machine before the low level of merchandise aŦŦŜŎǘǎ ǘƘŜ ƳŀŎƘƛƴŜΩǎ ƎǊƻǎǎ ǎŀƭŜǎ ŀƴŘ ƳŀȄƛƳǳƳ ǇǊƻŦƛǘŀōƛƭƛǘȅ 2] 
servicing as many machines and locations possible in one work day 3] creating a sequence with the least amount of 
drive time between each location. 

Route Structuring: Every vending company that grows large enough that they need to hire and train route drivers 
and purchase additional route trucks have a huge problem to solve, it is referred to as route structuring and that 
terms simply means drive time. The closer the locations are to each other the less time it takes the route driver to 
complete his route obligations on a daily bases, the more stops and machines they can service translate into more 
profit on their bottom-line. 

Route Ticket: This term refers to the manual paperwork or the report that the route software creates for each 
ǊƻǳǘŜ ŘǊƛǾŜǊΩǎ ŘŀȅΤ ǎǘƻǇǎΣ ǘƛƳŜǎΣ ƛƴǾŜƴǘƻǊȅ ǳǎŜŘ ǘƻ ǊŜǎǘƻŎƪ ǘƘŜ ƳŀŎƘƛƴŜǎΣ ƳŜǘŜǊ readings, etc. 

Sales Tax I.D. Number: This number will excuse you from paying sales tax when purchasing the products that you 
will be selling retail. At the time of sale, you are responsible for collecting (building in) the sales tax. 

Service Call: This term refers to visiting a location that has a vending machine that is out of order and needs to be 
service by a technician. 

Shelf Life: This is the period that a product has of freshness before it is not in a stable selling condition. 

Singer: A person who gets paid to talk to a prospective customer, he or she is paid to sing the seller's song. 

Site: ¢Ƙƛǎ ǘŜǊƳ ǊŜŦŜǊǎ ǘƻ ǘƘŜ ǎǘƻǇ ƻǊ ǘƘŜ ƭƻŎŀǘƛƻƴ ǿƘŜǊŜ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǾŜƴŘƛƴƎ ƳŀŎƘƛƴŜǎ ŀǊŜ ǇƭŀŎŜŘ. 

 Slug: This term is used to describe coinage that is not US currency; this also applies to counterfeit coins made for 
the express reason of stealing the product from a vending machine. 

Snacks: This term refers to the bag products and quick snack items used in merchandising vending machines; 
chips, pretzels, microwave popcorn, crackers, 6-packs of cookies, Slim Jims, nuts, etc. 

Slow Movers: This term is used when describing items that are not selling at the same rate at the rest of the items 
stocked in a vending machine. 

Spec Sheet: Vending machine, coin operated amusement machines, i.e. video games, pool tables, and juke boxes 
manufacturers all produce and print specification sheet with a pretty four color picture on one side and the 
ƳŀŎƘƛƴŜΩǎ ǎǇŜŎǎ ƻƴ ǘƘŜ ƻǘƘŜǊ ǎƛŘŜ, such as weight, dimensions, capacity, electrical rating code, etc. 

Stop: Another term used in the vending industry for a location within a vending route. 

Test Vend: This is a necessary process that is used after the route person has re-stocked a machine, before leaving 
the location they test vend each machine several times to make sure everything is in working order. 
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 Third Party Vendor: The phrase was coined to describe a third person who is involved in a vending location. The 
three parties include the location, the vendor with the location agreement, and the third party, which actually 
stocks the vending machines. That third party could be your own "high volume" vending Management Company. 

Trip Ticket: A written list detailing log time, stops, products used to restock your vending machines or jobber racks. 

Turn: This term refers to each time a product is sold from a vending machine. 

Turn Over: This term refers to products that were slow movers and were replaced by new items in the attempt to 
ǊŀƛǎŜ ǘƘŜ ǾŜƴŘƛƴƎ ƳŀŎƘƛƴŜΩǎ ƎǊƻǎǎ ǎŀƭŜǎ. 

 Vend: The successful delivery and purchase of one item from a vending machine. 

Vend Cycle: Completion of one vend from purchase to completion of product delivery. 

Vend Price: This term refers to the retail price of each product sold in a vending machine. 

Vendor: This term is used to describe a machine or a vending company. 

Zero Commission Account: This term is used to describe an account that does not require or want commissions of 
the vending products that are sold at their account. 
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Appendix C:  Machine Gallery 
 

 

 

 

AMS Frozen Food Snack Machine AMS 35 Snack Machine 

 
 

AMS 39 Snack Machine AMS BottleFood Machine 
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AMS Milk Machine AMS VisiCombo Machine 

 

 

AMS VisiDiner Machine  
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Evolution Cafe2Go FL 15 with open door Evolution Cafe2Go FR 45  

  
Evolution ICWave FR 45 Evolution IScream4IC FR 45 
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Royal Vendors EZ Royal Vendors Vision Vendor 

  

Royal Vendors Live-Display Royal Vendors Merlin IV 
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Royal Vendors New Front RVV Royal Vendors Oasis 

  
LAI Games Internal Cabinet LAI Games Little Masterpiece 
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LAI Games Mini Stacker with prizes 

 
LAI Games Stacker 

  
LAI Games Textminator LAI Games Stacker Double Up 

 
 
 
 


