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ALL RIGHTS RESERVED:  

The author and publisher own all rights to this publication. No part of this publication may be 

reproduced, distributed, or transmitted in any form, in whole or in part, or by any means, mechanical 

or  electronic, including photocopying and recording, or by any information storage and retrieval 

system, or transmitted by email or other internet medium, without permission in writing from the 

publisher.  

DISCLAIMER AND/OR LEGAL NOTICES:  

 The information p resented herein represents the view of the author as of the date of publication.  

Because of the rate with which conditions change, the author reserves the right to alter and update his 

opinion based on the new conditions. This book is for informational pu rposes only. While every 

attempt has been made to verify the information provided in this book, neither the author nor his 

affiliates/partners assume any responsibility for errors, inaccuracies or omissions.  

If advice concerning legal or related matters i s needed, the services of a fully qualified professional 

should be sought. This book is not intended for use as a source of legal or accounting advice. You 

should be aware of any laws which govern business transactions or other business practices in your 

country and state. Any reference to any person or business whether living or dead is purely 

coincidental.  

Neither the author nor the publisher assume any responsibility or liability whatsoever on behalf of any 

purchaser or reader of these materials. No ex press or implied guarantees of income are made when 

purchasing or reading this book. Any perceived slight of any person or organization is completely 

unintentional.  

 © Copyright 2009  

NOTICE:  You Do NOT Have the Right to Reprint or Resell this book!   

You Also MAY NOT Give Away, Sell or Share the Content Herein .  
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Introduction 

 
 
 

 
 
 
 

Since you just downloaded this report, we have to assume that you 

are researching vending ð good choice ð because vending is one o f the 

top industries in the world.  

The vending industry in the United States is currently a Sixty - Seven 

Billion Dollar industryé.  

That is a lot of zeros isnõt it? ð $67,000,000,000!  

÷÷÷ 

This book is meant to be a snapshot of the vending ind ustry.  

Like the other books in the ôSnapshot Series,õ this book provides only 

an overview of the industry. Much more detailed and comprehensive 

information is provided in the ProVendor  course books. In the 

ProVendor Honest Vending  course and Webinar classe s you will learn 

not only about the industry and the machine that are used, but 

detailed strategies and techniques that can propel you into a 

successful vending career.   
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Where to Start 
 

Congratulations!  You are doing your vending industry 
research, which is going to be a daunting job. To start 
with, there are a lot of folks that are going to try and 
sell you what is known in the vending industry as a 
ά.ǳǎƛƴŜǎǎ hǇǇƻǊǘǳƴƛǘȅ tŀŎƪŀƎŜΣέ ǘƘis simply means a 
άƳŀŎƘƛƴŜ ǇŀŎƪŀƎŜέΧ however, real vending machine 
manufacturers do not sell their machines through 
ƴŜǿǎǇŀǇŜǊ ŀŘǎ ƻǊ ƛƴ ǎǳǇŜǊ ǎǘƻǊŜǎ ƭƛƪŜ {ŀƳΩǎ /ƭǳō; 
instead, they use licensed dealers! 
 
WARNING: Vending has more charlatans and thieves 
trying to separate you from your hard-earned money 
than any other business on the planet. 
 

 
Real manufacturers of vending machines only sell 
ǘƘŜƛǊ ƳŀŎƘƛƴŜǎ ǘƘǊƻǳƎƘ άlicensed distributors.έ 
There is only ONE exception ς National Crane of 
Kansas City, Missouri ς they use two methods, their 
own sales team and licensed distributors. 
 

I am sure you know by now if you do a Google or 
Yahoo ǎŜŀǊŎƘ ǳǎƛƴƎ ǘƘŜ ƪŜȅǿƻǊŘ άǾŜƴŘƛƴƎΣέ ȅƻǳ ǿƛƭƭ 
come up with millions of possibilities. All but a very, 
very small fraction of those companies are fringe 
manufacturers, distributors, business opportunity 
companies, telephone boiler rooms and charlatans 
that are lying in wait for their next victim. 
 
The vending industry is not going to help you get 
started.  Vendors are territorial and they are not 
going to participate in helping you start your new 
business.  The last thing they want to do is create 
new competition. 
 
You were on your own until you found this site. 
Sure, you can buy overpriced books from the  
Internet that look and read like they were written 
ōȅ ŀ ŦƛŦǘƘ ƎǊŀŘŜǊ ǘƘŀǘ ǊŀƳōƭŜǎ ƻƴ ŀōƻǳǘ άōǳƭƪ 
ǾŜƴŘƛƴƎέ ŀƴŘ ŀǊŜ ŎǊŀƳƳŜŘ ǿƛǘƘ ƭƛǎǘǎ ǘƘŀǘ ǿŜǊŜ 
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pulled from the Internet.   But that is not going to help you get started or help you succeed. 
These guys were all marginal players; most of them started with cheap business opportunity 
equipment or owned or worked for a company that had a few dozen or a hundred or so 
machines. Real players have hundreds, thousands even tens of thousands of machines in the 
field. 
 
The largest portion of this Sixty-Seven Billion Dollar vending industry is the food and beverage 
segment.  The rest of the vending industry is the amusement and game portion.  You can 
choose to specialize or you can run a full service operation that specializes in all segments of 
vending. 
 
The vending industry is mostly (approximately 90%) small mom and pop operators ς that is 
right ς mom and pop operators with no more than 1-2-3-4 employees. You would not know 
that by reading vending industry publications or talking to one of the big boys or a person that 
works for one of the bottlers. These guys act like the entire industry rotates around them. Do 
they bring in billions of dollars? Sure they do. But the backbone of the industry is operators just 
ƭƛƪŜ ȅƻǳΦ {ƻ ȅƻǳ ƘŀǾŜ ƳŀŘŜ ŀ ƎƻƻŘ ŎƘƻƛŎŜΧǘhis is the place to start. 
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Startup Help 
 
Where to Get Honest Information 
 
!ǎ ƛƴ ŀƴȅ ŀǊŜŀ ǿƘŜǊŜ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ŦƛǊǎǘƘŀƴŘ ƪƴƻǿƭŜŘƎŜΣ ȅƻǳ ƴŜŜŘ ǘƻ ŦƛƴŘ ŀ ǎƻǳǊŎŜ ƻŦ ƘƻƴŜǎǘΣ 
unbiased information that will enable you to make an informed decision.  Until recently, there 
was no effective and informed book on vending. Vending books offered online are simply filled 
with phone numbers and company names that manufacturing companies give their visitors at 
no charge or are filled with worthless information about business opportunity equipment and 
routes. 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
e Business Media also sells two business books on other topics. 
 
!./Ωǎ ƻŦ LƴŎƻǊǇƻǊŀǘƛƻƴ ς Business incorporation 
 
The Riskiest Business On The Planet ς How to open your own restaurant or club 
 
Regardless of what kind of business you choose ς there is a variety of resources available that 
are either free or charge for their information. 

 
¶ ¦ƴƛǘŜŘ {ǘŀǘŜǎ {Ƴŀƭƭ .ǳǎƛƴŜǎǎ !ŘƳƛƴƛǎǘǊŀǘƛƻƴΩǎ {Ƴŀƭƭ .ǳǎƛness Development Centers 

(SBDC):  www.sba.gov/sbdc. 
 

¶ Your local Chamber of Commerce is a good place to start: 

www.chamberofcommerce.com 

eBusiness Media sells a series of business books, 16 of which are on vending. These 
books reveal methods based on 20 plus years of proven vending marketing ς methods 
that are creative, innovative and effective.  
 
Five of these books are:  
 
 Truth in Vending ς How to get started in the real vending business even with bad credit 
and no cash 
 
 The Art of Locating High-Volume Locations ς Overturning and signing high volume 
vending locations 
 
 Vending for Profit volumes I-II-III ς How to start and operate a vending management 
company 
 
 

http://www.sba.gov/sbdc
http://www.chamberofcommerce.com/
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Minority groups, such as, African American, Asian, Native American etc. have specialized 
services available.  For example: 

¶ The Oregon Native American Business and Entrepreneurial Network:  www.onaben.org  
 

¶ Springboard Enterprise: www.springboardenterprises.org  
Women -- please note that you are considered a minority in this country. 
 

¶ National Business Incubation Association: www.nbia.org 
 
Business Incubators are programs designed to accelerate the successful development of 
entrepreneurial companies through an array of business support resources and services.  Small 
business incubators offer some free assistance but also have resources that are available for a 
fee. Incubators have different rules and charges.  The National Business Incubation Association 
όb.L!ύ ƛǎ ǘƘŜ ǿƻǊƭŘΩǎ ƭŜŀŘƛƴƎ ƻǊƎŀƴƛȊŀǘƛƻƴ ŀŘǾŀƴŎƛƴƎ ōǳǎƛƴŜǎǎ ƛƴŎǳōŀǘƛƻƴ ŀƴŘ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ  
It provides thousands of professionals with the information, education, advocacy and 
networking resources.  

 
The Internal Revenue Service (IRS) www.irs.gov has several 
publications for small business entrepreneurs: IRS 
Publication #334, Tax Guide for Small Business - the IRS 
/ƛǊŎǳƭŀǊ 9Σ 9ƳǇƭƻȅŜǊΩǎ ¢ŀȄ DǳƛŘŜ tǳōƭƛŎŀǘƛƻƴ руоΣ ŜǘŎΦ CƻǊ 
more Information for Business Taxpayers call  
800-829-3676 or 800-829-1040. 
 
Government Agencies 
A list of government agencies that may be of help is provided 
in Appendix A. 
 
Financial and Accounting Requirements 
A summary of the financial and accounting essentials is 
provided in Appendix B. 
 
Vending Glossary 
A helpful glossary of terms relating to the vending industry is 
provided in Appendix C. 
  

http://www.onaben.org/
http://www.springboardenterprises.org/
http://www.nbia.org/
http://www.irs.gov/
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eBusiness Media Vending Route Ware Office Package® 
 
Financial accounting is a key component for all companies, corporations and partnerships, 
privately owned, privately traded and publicly traded, start-up operations, small businesses and 
blue chip icons. Terms like balance sheet, income statement and cash flow statements are their 
score sheets, report cards and their road maps. The Vending Route Ware Office Package ® 
provides all the templates needed to run a vending business, to assist in getting a handle on a 
currently-owned business or a business being researched. 
 
One of the most time consuming jobs, when you own a business of any kind, is day-to-day 
bookkeeping. Owning and running a vending route is more complicated because your 
bookkeeping chores extend to each of your locations and each of the machines you have placed 
in each of those locations. Large to midsize vending companies use route software; route 
software is very expensive ς starting cost could be over ten thousand dollars.  
 
If you purchase this route software, you will be charged a set-up fee and an ongoing operations 
fee. You will also be charged an additional fee for route expansion. 
  
There is even route software for Bulk-Vending routes. It is that important to know exactly what 
your numbers are at all times. Bulk vending companies will have hundreds, even thousands of 
machines in the field; they have to know just how profitable each location and each machine in 
those locations are. They also need to know what products they have had in the past and their 
gross sales numbers. 
 
An Affordable Alternative 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 

The closest thing to expensive route software (without the high cost) is the eBusiness Media 
Vending Route Ware Office Package® which consists of: 
 
Location Log Location Gross Sales Log 
Location Gross Sales History Location Commission Tool 
Prospective Location Log  Sales Tax Tool 
Machine and Parts Log Machine Plan-O-Gram Tool 
Product Inventory Log Food Cost Tool 
Product Sales History Location ROI Cash Flow Tool 
Machine Product Sales Log Location ROI Projection Tool 
Machine Gross Sales Accounting Log 1-2-3 Cash Flow Tool 
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Vending is just a business like any other business ς well, almost like any other business; vending 
is an all-cash, cash machine! It is also a business that is highly controllable. Vending is one of the 
few businesses that you can build to the level that suits your plan and then stop your growth; 
later if your cash needs to grow and you have more time to spend, ȅƻǳ Ŏŀƴ ǊŜǎǳƳŜ ȅƻǳǊ ǊƻǳǘŜǎΩ 
growth with very little effort. If you want to hire employees and rent warehouse space you can; 
if you want to operate your business out of your home and run a one-man or one-women 
ǎƘƻǿΧΦ bh tǊƻōƭŜƳΦ The Vending Route Ware Office Package® will save you loads of time and 
will provides the tools you need, regardless of the way you want to run your vending business.   

To prepare a tax return for your vending business, the Vending Route Ware Office Package® 
also has all the key checks and balances that any other business would require: 
 
Itemized Invoices Cash Receipt Log 
Contracts  
 

The Vending Route Ware Office Package® also includes monthly statements such as a 
summary of charges and payments as well as:  
 

Time Sheets Checkbook Reconciliation  
Petty Cash Vouchers Inventory 
Cash Receipts Journal Gross Sales Journal 

 
Keep an eye out, because we are going to launch the Vending Route Ware Office Package® 
when we launch emediahotwire.com early in 20010. 
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Your Edge 
 
Do You Have an Edge? 
 
The vending industry has a big problem within its ranks ς DISHONEST VENDORS. This is the 
biggest problem that plagues vending today. That doesnΩt mean that the entire industry is 
dishonest. Nothing could be further from the truth; the vending industry is a great industry with 
great companies and honest vendors. But a huge percentage of the legitimate vending industry 
does not pay commissions honestly or on time. 
 
 

Honest vendors have a huge edge 
Companies that specialize in honest vending practices win 
big time and their companies flourish, bidding real 
commission numbers, paying the commissions they bid and 
paying their commissions on time. But the industry struggles 
with vending companies that bid huge numbers when 
bidding for new contracts. Honest vendors cannot win these 
bids, so they sometimes just sit the bid process out.  

 

Commissions for locations that have food and drink vending 
will range from 10% to 25% of gross sales. Anything over 25% 
of gross sales is impossible for an honest vendor to pay and 
still make a profit. But dishonest vendors will continuously 
bid 30% to 45% of gross sales knowing the entire time that 
they do not intend to pay their client honestly. Instead these 
ŎƻƳǇŀƴƛŜǎ Řƻ ǿƘŀǘ ƛǎ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ άŎǳǘǘƛƴƎ ŀ ǘƛŎƪŜǘΤέ ǘƘƛǎ 
simply means that they lower their gross sales numbers so it 
appears that they are paying the amount that their contract 
outlines. 
 
 

¢ƘŜ άw-CŀŎǘƻǊέ 
All midsize-to-large companies use route software, and a huge percentage of this software 
includes ŀ ǘƻƻƭ ǘƘŀǘ ƛǎ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ ǘƘŜ άR-FactorΣέ ǿƘƛŎƘ ǎǘŀƴŘǎ ŦƻǊ άǊŜŘǳŎǘƛƻƴ ŦŀŎǘƻǊΦέ IŜǊŜ ƛǎ 
how it works.  A vendor bids 40% of gross sales and when they enter their new account into 
their computer, it will ask them two questions; how much did you promise and how much do 
you actually want to pay? From that day on the program runs two sets of books. 
 

So you ƘŀǾŜ ŀ ƘǳƎŜ ŜŘƎŜΧ ƛǘ ƛǎ ŎŀƭƭŜŘ IƻƴŜǎǘ ±ŜƴŘƛƴƎΗ 
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The Health of the Industry 
 
The vending industry is a 67 BILLION 
DOLLAR industry.   Owning a vending route 
is one of the few businesses that can have 
low labor cost with no account receivables 
and all of your revenue is cash, unless you 
have credit card acceptors on your 
machines. Even if you do have credit card 
acceptors on your machines, which I highly 
recommend, 90% of your revenue will be 
CASH for most accounts. 
 
Vending is a great business. But before you 
jump head first into a giant bucket of cash, 
there are a few things you should consider.  
You need to know which segment of the industry you want to specialize in: 
 

¶ Full-Line Vending Food and Beverage 

¶ Amusement 

¶ Video Arcade  

¶ Gaming 

¶ Music 
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Vending Ideas are Expanding 
 
You Can Expand Too 
 
Smart vending operators are no longer focusing on just one style of vending when they think of 
expansion. Bidding on food service contracts to gain the whole vending contract has been the 
norm for large companies for decades, but most of the smaller operators shy away from taking 
on this expense. Unless a vendor has a large commissary operation in place, it would be 
impossible for them to fulfill such a contract. But now, more and more vending companies are 
looking for alternatives to help them complete. 
 

Most alternatives still do not provide the same capabilities as a full-blown commissary 
operation, but in many cases a commissary is not necessary to get the job done. The advantage 
of the smaller operation not only makes it possible to compete, but it is very cost effective. 
 

Mobile Vending System Takes the Show on The Road 

 

New from 21st Century Products is a line of Mobile Vending Systems that allows foodservice 
and catering professionals to take their business wherever the action is. The portable kiosks can 
be adapted to vend everything from food and refreshments to magazines and newspapers, and 
placed indoors or outdoors, in hotels, businesses, educational facilities, hospitals, airports and 
sports venues, and at trade shows and outdoor events. 
 
Each unit features a self-contained water 
filter and waste-disposal capability that 
allows operators to prepare, deliver and 
serve hot and cold food and beverages. 
Optional sinks, refrigerators and attachable 
heating and freezing modules provide for 
easy adaptation from a display unit into a 
complete mobile food and beverage center. 
All units feature integrated lighting systems, 
internal energy systems, internal hot and 
cold water, and are NSF and CSA listed.  
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The mobile kiosks are designed for easy transport through almost any door, with a top height of 
тфέ όŎƭƻǎŜŘύΣ ƭŜƴƎǘƘ ƻŦ упέ ŀƴŘ ǿƛŘǘƘ ƻŦ олέΦ ¢ƘŜȅ Ŏŀƴ ŀƭǎƻ ōŜ ŜƴƭŀǊƎŜŘ ōȅ ŀƴ ŀƴƴŜȄ ǘƘŀǘ 
protects the operator from the outdoor elements. Each unit has a rain gutter system, and the 
gull-wing door design protects customers in rainy weather. 
 

 

Mobile Vending Systems are completely constructed of 316L stainless steel, which the company 
says will not rust or corrode when exposed to the elements. Operators can securely lock the 
kiosks when unattended and further ensure the integrity of their equipment by using a 
protective cover that comes with each unit. 
 
The Mobile Vending Systems are manufactured in Australia and 21st Century Products, based in Phoenixville, PA, has the 

exclusive sales and distribution rights for the equipment in the United States and South America. Information is available at 

mobilevendingunit.com, or (610) 983-4630. 

Emily Jed Vending Times Magazine 

 

The ability to be oneΩs own boss and make lots of money doing it is all part of the American 
Dream. An up-and-coming segment of the small business world is food concession vending. This 
is a form of food service that does not involve being stationary. Mobility is the key to the food 
concession industry. The ability to pick up and move whenever you have an event or want to 
switch locations is paramount in this business, bringing attention to the fact that there are 
several things needed to begin a concession business.  
 

http://www.mobilevendingunit.com/
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One of the first and most important things is location ς where you will set up your vending 
equipment. Your best bet is to set up in a highly trafficked area where many people live and 
work. One of the biggest parts of your clientele is potentially the work force around the 
location. Even better would be to find a highly trafficked area that also has little choice of food. 
People are more tempted to think outside the box and eat from your concession trailer. Many 
of these workers do not have a lot of time for a lunch break. Quick, simple, cheap, and delicious 
food is the key to drawing people in and creating loyal customers. 
 

Another thing to consider when you start a concession business is what type of food you will 
serve. You must first consider the part of the country you are in. Goulash may not appeal to 
New Yorkers. Another thing you must consider is the financial history of the area you are 
serving. Some people may neither desire nor be able to afford sushi or caviar for lunch, so be 
careful about offering food out of the economic means of those you are planning to serve. Also 
make sure that the food that you offer is not so far out that you have to educate your buyers. 
This is one of the biggest mistakes you can make. Back in the early days, Michael JacksonΩǎ 
father Joe invested millions of dollars in a new soft drink idea. It was a product by the name of 
Jolt, a high-energy drink that had a ton of caffeine in it. I know what you are thinking ς Red Bull, 
right? Well, Joe and his partners were a decade too soon and didnΩt have the money to educate 
the public, so they lost tens millions in their bid to introduce a new product that undoubtedly 
was well researched and had huge profit possibilities. Red Bull not only had the money behind 
it to educate and win over their buyers, it greatly benefited from the huge but failed investment 
made by Joe and his buddies. 
 

Another thing to consider about food is having a brick and mortar commissary where you 
receive shipments, store your food and prepare your food ahead of time. Transporting your 
food to your destination is very important. The ease or difficulty of preparing food in a mobile 
style kitchen and how long it will take to prepare it could be a game changer. You definitely do 
not want the items you are selling to take a long time to prepare. If so, people will be more 
tempted to just go into a sit-down restaurant to eat. The food concession business is the 
embodiment of the term FAST FOOD. 
 

One other thing you may want to weigh when setting up a food vending business is 
advertisement. Bus Stops and Taxi Cab signage are cost effective and a great way to go. Word-
of-mouth advertising is critical to this kind of business, so you need to serve exceptional food 
with outstanding service from an extremely clean environment. With these attributes, your 
company will enjoy the best and most powerful means of advertisement there is. Get people to 
enjoy your food and the friendly face you offer in the middle of a possibly hectic workday. 
Having a great relationship with your customers is definitely a must when dealing with the food 
service industry. Other forms of advertisement include fliers, sale signs, and coupons. Bags, 
napkins, and containers with your company name and logo on them are also great ways to 
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advertise and to brand your company. For the business with the larger budget, t-shirts, hats, 
and bumper stickers might be a way to go. 
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Vending Goes Global 
 
Going Worldwide 
 
E-Business Media is expanding its coverage of the vending industry worldwide starting in 2010 
with its new site eVendingNews.com. EVN will be based in Las Vegas and will cover all of the 
shows held not only in the U.S. but also globally. For several years there have been 
international vending shows held in the U.S., Europe, Dubai and China. 
/ƘƛƴŀΩǎ сth International Vending Show 

SHANGHAI, China -- The 2009 China International Vending Show is set for Shanghaimart 

here from June 22 through 24. This will be the sixth presentation of the show, whose 

swift growth has paralleled the expansion of vending in this nation of 1.3 billion  people. 

Sponsored by the All -China Federation of Industry & Commerce, the show is supported by 

the European Vending Association, the National Automatic Merchandising Association and 

the Worldwide Vending Association.  

The show's organizers point out that, just a decade ago, vending was hardly known in China. 

The country's rapid economic development has created a need for automated services, and 

that need is being met with an increasingly sophisticated array of advanced vending 

equipment, imported from Europ e, Japan and the United States and also designed 

domestically. China's large cities, especially on the coast, now boast an impressive variety 

of vending equipment not only in public locations like airports and subway stations but also 

in office buildings, factories, schools and hospitals.  

The China International Vending Show has served as a catalyst for this rapid deployment, 

and has benefited from it. The sixth edition is expected to continue this trend, buoyed by 

the success enjoyed by exhibitors at the p revious one. The show's sponsors report that 

85% of overseas and 76% of domestic exhibitors at the last event have reserved space 

for the 2009 presentation.  
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Among leading international manufacturers scheduled to exhibit at the show are MEI and 

Conlux, Fuji  Bingshan, N&W Global and Necta, SandenVendo, Bianchi, Guard, Astrosystems, 

Coin Acceptors and Validation Technologies (Far East), S.M. Coin, Kwanhong, Happyline, 

Kimma, Baixue, JCM and International Currency Technologies and Saeco Vending.  

Information about the China Vending Show may be found online at the event's website, 

vendingshow.com. 

 

NOTE: The latest vending machines equipped with robotic arms that deliver cold drinks are now 
common on train station platforms in Shanghai, China's most populous city. Farther north, the 
2008 Summer Olympic Games in Beijing helped modernize vending. Vending Times 
 

{9D!Ω{ twL±!¢9 {Ih² Lb W!t!b 

{ŜƎŀ ǊŜŎŜƴǘƭȅ ƘŜƭŘ ŀ ΨǇǊƛǾŀǘŜΩ ǎƘƻǿ ƛƴ WŀǇŀƴ ǿƘŜǊŜ ǘƘŜȅ ǎƘƻǿŜŘ ƻŦŦ ǎƻƳŜ ƻŦ ǘƘŜƛǊ ƭŀǘŜǎǘ 
offerings for the amusement market and, thanks to the Internet, that show is not so private 
after all. 
 
It should be noted that this show was intended to show off products primarily intended for the 
Japanese market, but that does not mean that you couldnΩt see some of these games making an 
appearance at certain arcades where they like to import games. One of the major attractions at 
the show was Shining Force Cross ς a new RPG entry into the market that also makes use of 
{ŜƎŀΩǎ ƴŜǿ wƛƴƎŜŘƎŜ ƘŀǊŘǿŀǊŜΦ ¢ƘŜ ƎŀƳŜ ǿƛƭƭ ƳŀƪŜ ǳǎŜ ƻŦ {ŜƎŀΩǎ ![[ΦbŜǘ ǎƻ ȅƻǳ Ŏŀƴ ƘŀǾŜ 
cross-arcade play and it even features a tutorial as it sounds like the game is a tad complex, but 
for many RPG fans that is a good thing. 
 
One title at the show that certainly carries some international interest (except in the United 
States) is WCCF 08-09. Admittedly I do not know much about this game as I have never seen 
one in the U.S., although I am sure that Twisted Supreme or Heavy Electricity could elaborate in 
more detail what it is about this latest title that makes it different/better than previous 
iterations of the title. Obviously all of the big teams from around the world will be here with 
ǳǇŘŀǘŜŘ ǇƭŀȅŜǊ ǊƻǎǘŜǊǎΦ ¢ƘŜ ŘŜǎŎǊƛǇǘƛƻƴ ƻƴ DŀƳŜ²ŀǘŎƘ ƳŜƴǘƛƻƴǎ ǎƻƳŜǘƘƛƴƎ ŀōƻǳǘ άŦƛƴŀƭƭȅ ŀ 
real-time network ƎŀƳŜέ ōǳǘ L Řƻ ƴƻǘ ƪƴƻǿ ǿƘŀǘ ǘƘŜȅ ƳƛƎƘǘ ƳŜŀƴ ōȅ ǘƘŀǘ ǎƛƴŎŜ L ǘƘƻǳƎƘǘ ǘƘŀǘ 
previous titles also could be networked together.  
 
One interesting revelation was that of a police chase-racing game, sort of like Chase HQ2 but it 
is targeting a younger market and two players can race on one cabinet. Sega also has developed 

http://www.vendingshow.com/
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a companion light-gun title to this one with a similar cabinet design but it has mounted guns 
and a different game based upon the same story as the first game. Too bad they do not link 
together.  I am kind of surprised that we rarely see kidΩs cabinets made by the larger arcade 
companies unless it is in Japan; you would think that there would be some sort of market out 
there for arcades and children. 
 
As you can see, vending has gone global and the global interest in gaming is reviving the U.S. 
arcade industry. Worldwide competitions have single-handedly brought arcades out of the ER 
ŀƴŘ ƻŦŦ ƻŦ ǘƘŜ άŘŜŀǘƘǿŀǘŎƘ ƭƛǎǘ.έ DŀƳŜǊǎ Ŏŀƴ ƴƻǿ ŎƻƳǇŜǘŜ ŦǊƻƳ ŀƴȅ ǿƘŜǊŜ ǘƘŜǊŜ ƛǎ ŀ ²ƛ-Fi 
connection.  
 
The Guitar Hero arcade CA Extreme 2009 Championship 

California Extreme has come and gone once again, but with it are some lucky players who 
participated in some of the competitions that were held at the big event. One of those 
tournaments was a Guitar Hero Arcade competition, sponsored by Raw Thrills and Betson 
Enterprises. Over 50 players competed against each other with the top 16 walking away with a 
prize of some sort, the grand prize being a Ultimate Guitar Hero Prize Package which included a 
²ƛƛ ŎƻƴǎƻƭŜ ŎƻƳǇƭŜǘŜ ǿƛǘƘ ŀ Ŧǳƭƭ ōŀƴŘ ƪƛǘ ŀƴŘ ǿƘŀǘ ǘƘŜ ǇǊŜǎǎ ǊŜƭŜŀǎŜ Ŏŀƭƭǎ άр DǳƛǘŀǊ IŜǊƻ !ǊŎŀŘŜ 
titles,έ ŀƭǘƘƻǳƎƘ L ŀǎǎǳƳŜ ǘƘŀǘ ƳŜŀƴǎ ŎƻƴǎƻƭŜ ƎŀƳŜǎ ŀƴŘ ƴƻǘ Ŧǳƭƭ DI ŀǊŎŀŘŜ ƳŀŎhines. Here is 
the press release about the event. 
 
GUITAR HERO ARCADE ROCKS CALIFORNIA EXTREME EVENT 2009 

CARLSTADT, NJ ς July 15, 2009 ς CA Extreme, a celebration of coin operated pinball 

machines, video games and amusement novelties, cranked up the volum e at its 13 th annual 

event with a two day Guitar Hero Arcade tournament. Raw Thrills, developer of Guitar 

Hero Arcade and Betson Enterprises the exclusive Raw Thrills distributor for coin 

operated products, were the official sponsors of this event which wa s held in Santa Clara, 

CA on July 11th  and 12th . 

Over 50 players from all over North America entered the contest to compete for the 

grand prize, an Ultimate Guitar Hero prize package that consisted of a Wii Console 

complete with a full band kit and 5 Guita r Hero Arcade titles. The total prize package of 

Guitar Hero products with a retail value of over $2,000.00, were awarded to the top 16 

players. 

http://arcadeheroes.com/2009/07/16/the-guitar-hero-arcade-ca-extreme-2009-championship/
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Players were required to test their skills against each other on (5) predetermined Guitar 

Hero Arcade songs. Ea ch player was required to compete on the same level of difficulty 

and was awarded points for the placement of their song scores in the 5 categories. The 

top 16 players advanced to a 4 round showdown that narrowed the field to 2 players who 

would battle it out in a best of three contests.  

Alec Castillo, a 14 year contestant held off some stiff competition from Justin Kelly, a 33 

yr old Pinball Enthusiast, who just couldnõt resist the chance to compete on the popular 

Guitar Hero Arcade machine. òI play the Guitar Hero Arcade at my local theater all the 

time!ó said Justin. òItõs a great game!ó At the end of the event Tony Maniscalco, of Betson 

Enterprises and Bowen Kerins, Tournament Director of CA Extreme presented Alec 

Castillo with a Guitar Hero Arcade champ ionship plaque and the Ultimate Guitar Hero prize 

package. 

òCoin Operators already know the value of promoting tournaments and contests on the Play 

Mechanix Big Buck Hunter Pro and Safari products.ó  

People have liked to play games since ancient times, but in the modern era games have become 
a bigger part of people's lives. In 1971 the first arcade game came along and it was this game's 
destiny to dramatically change the way people play games. Galaxy game was the original coin 
video game in an arcade. It was at Stanford University; this game never went commercial. 
Computer Space was the original commercial arcade game. It was a bit hard to play and didn't 
do very well in sales, but then Pong jumped into the game and it was a quick success. Pong was 
kind of like an arcade version of ping-pong because there was a virtual paddle that the players 
used to hit the ball to and fro until someone missed. 
 

By the latter part of the 70's and early 80's there were local arcades, including two that we had 
opened. The first Pong was put in a gas station. Once the arcades took off, many kids wanted to 
play games and they spent a lot of Saturday afternoons at the arcade. Hand and eye 
coordination was a must along with a bunch of quarters. Before this when you wanted to play 
games, you played a board game like monopoly, chess, checkers or you chose cards games. The 
big arcade games during this period were Pac Man, Galega, Donkey Kong, Asteroids, Zork, 
Mastermind, Space Invaders, and Luna Lander. 



20 

20 
 

 

 VE NDING REPORT  

 
Copyright © 2009 All Rights Reserved 

 

The popularity of these games then led to home video games. Later on, the arcade games 
moved online and many people that wanted to play games began playing them there. To play 
games online is easy and there are many free online games. No one needs a roll of quarters to 
play, but they need a computer. The popularity of playing games online has generated 
thousands of sites devoted to this hugely successful pastime. You can even find numerous 
places to play retro arcade games online. 
 

The variations on game themes provide something for all to get into and have fun. Maybe you 
like adventure, mystery, sharp shooting, racing, city building, puzzles, boxing or wrestling ς 
some of the many types of online games available. 
 

Games started out as board games and cards, went to arcade, role playing, video, and online; 
an evolution in the nature of games has truly occurred. We can't really foresee what direction 
this evolution may take next. For those who liked stories, the first role playing games that were 
board games gave them an outlet for their imaginations and even acting abilities that could be 
discharged at home with other role playing friends; this included dressing up like your 
character. Iƻǿ ǘƘƛǎ ŀƴŘ Ƴŀƴȅ ƻǘƘŜǊ ƎŀƳŜ ǘƘŜƳŜǎ ǿƛƭƭ ŘŜǾŜƭƻǇ ƛƴ ǘƘŜ ŦǳǘǳǊŜ ƛǎ ŀƴȅōƻŘȅΩǎ ƎǳŜǎǎΦ 
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Cold Drink Vending 
 

How it Began 

A soft drink refers to any liquid beverage which does not contain alcoholic content. The title is 
most commonly used to refer to carbonated beverages such as soda, and seltzer, although it 
can technically be applied to juices and milk. 
 

The first carbonated soft drinks were the mineral waters found in some hot springs. Many 
ancient societies believed that bathing in and drinking these liquids had a variety of health 
benefits. Often a shrine or health cult would grow up around the wells and springs which were 
the source of these liquids. 
 
It was not until the 1700's that scientists began to discover processes which would allow them 
to replicate the mineral waters found naturally in those springs. English chemist Joseph 
Priestley was the first who actually managed to combine distilled water with carbon dioxide. His 
work was improved upon and made simpler by John Mervin Nooth, who actually built a 
carbonating device for commercial sale to pharmacies. 
 
The Swedish chemist Torbern Bergman brought carbonated soft drinks to the next level, 
inventing a process whereby chalk could be combined with sulfuric acid to create large 
quantities of artificially carbonated beverages. It was his work that would eventually make it 
possible to begin offering carbonated soft drinks to a mass market of consumers. 
 
Carbonated soft drinks were first made popular in the United States when a Yale chemistry 
professor started selling them in 1806 in New Haven, Connecticut, using a Nooth device. 
Distributors also started offering the drinks in New York and Philadelphia during the first half of 
the nineteenth century. The popularity of these beverages skyrocketed, and by 1830 there 
were several factories producing soda fountains on a mass scale. 
 
One of the early problems with the soda industry was containment. When carbonated water 
was placed in a bottle, it would create an enormous amount of pressure on whatever was used 
to close that bottle. This could lead to air escaping, causing the drink to go flat. During this time 
hundreds of patents were filed for cork and cap methods, all of which were unsuccessful in 
keeping the bottles sealed over time. 
 
William Painter, a machine shop operator based in Baltimore, invented the Crown Cork Bottle 
Seal, finally solving the problem. This method was quite successful in keeping the air sealed in 
the bottle, and allowed for the widespread distribution of a variety of carbonated sodas. 
At this time the bottles used to distribute soft drinks were all made from hand blown glass. In 
1899 the first patent was issued to a company for the automatic machine manufacture of 
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bottles. By 1903 the Libby Glass Company had opened the first glass bottle plant, and just a few 
short years later they were able to produce up to 58,000 bottles per day. 
The 1920's saw dramatic growth in the popularity of the soft drink, as vending machines started 
to appear in public places. This was also when the "Home Pak" was invented, a clever marketing 
tactic that bundled several bottles or cans, usually a derivative of six, and sold them as boxed 
sets. 
 
Today the soft drink is not only an American tradition, but has 
traveled around the world, with companies like Coca Cola and 
Pepsi distributing millions of gallons of soda and other 
beverages to every country in the world. 

 
The Coke vending machine initially became popular near the 
beginning of the 1940s, and a lot of the collectible machines 
now in existence were made by a Kansas City company. Prior 
to the advent of these machines, Coke was sold in large ice 
buckets called coolers. Coke machines offered a better, more 
successful means of advertising and selling that product. 
 

The creation of this early form of the 
vending machine is what helped 
Coca-Cola establish such a large market and is a large part of why it is 
the world famous drink that it has become today. These vintage 
machines are an icon throughout the world, and are sought after not 
only by collectors but also by fans of the product and history buffs. 
They are a representation to many of simpler times. 
 
Soda vending makes up the largest segment of the vending industry 
for many reasons. People are just more likely to buy a soda or some 
other sort of beverage impulsively to quench their thirst while they 
are on the go. There are vending machines that sell just a few sodas, 

or numerous different types of sodas, or a combination of sodas, bottled waters, and sports 
drinks, energy drinks and juices.  
 

The best way to maximize vending machines profits, though, is with a machine that sells a 
combination of all these beverages as well as a nice selection of snacks. During the history of 
soda vending there have been several types of machines that have come out on the market.  
There are many different types of closed-box soda vending machines for sale, where customers 
cannot see the beverages. There have also been several new varieties of the glass-front 
machines that have come onto the market recently, where the beverages are visible to the 
customer. The see-through machines have proven to be very successful because the customer 
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can see exactly what they're buying. Sometimes just 
displaying the product clearly is enough to make the 
customer want to buy it and thus maximize vending 
machines profits. Historically, soda vending has consisted of 
the standard cans and bottles, but the popular new sports 
drinks and energy drinks that are on the market have 
changed everything.  
 
Most of the soda vending machines for sale today still do 
not have the capabilities to sell these products because they 
come in differently sized cans and bottles. There is a new 
type of electronic vending machine, however, that can 
dispense everything from canned soda and juice to bottled 
water and sports drinks to the latest energy drinks. The 
various soda vending machines for sale in the 21st century 
vary widely in price. To maximize vending profits it is best to 
buy new rather than used, because you will have warranty 
coverage and you will also have the most options for great 
product selection. 
 
 
 

 
  

You can find information on cold drink vendors in our book Full-Line Vending 
Machine Snapshot. We not only tell you which are the best cold drink machines 
on the market, we also provide the most recent pictures and spec sheets of 
these machines. 
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Snack Vending 
 

Meeting the Need 

 
The first recorded reference to a vending machine is found in the work of Hero of Alexandria, a 
first-century engineer and mathematician. His machine accepted a coin and then dispensed a 
fixed amount of holy water. When the coin was deposited, it fell upon a pan attached to a lever. 
The lever opened up a valve which let some water flow out. The pan continued to tilt with the 
weight of the coin until it fell off, at which point a counter-weight would snap the lever back up 
and turn off the valve. 
 
Despite this early precedent, vending machines had to wait for the Industrial Age before they 
came to prominence. The first modern coin-operated vending machines were introduced in 
London, England in the early 1880s, dispensing post cards. In the U.S., the Thomas Adams Gum 
Company started in 1888 selling gum on train platforms from the first vending machines in the 
country. The idea of adding simple games to these machines as a further incentive to buy came 
in 1897, when the Pulver Manufacturing Company added small figures that moved around 
whenever someone bought some gum from their machines. This simple idea spawned a whole 
new type of mechanical device known as the "trade stimulators." The birth of the slot machine 
and pinball machine is ultimately rooted in these early devices.  

 
1931 - The bulk machine was born; USI was now in the vending 
machine manufacturing business. For one penny you could get a 
handful of roasted peanuts. At the time, the unique feature of 
this merchandiser identified the difference between a slug and 
coins. It also introduced a lottery feature to the vending industry.      
         

1940's - The snack machine was born; instead of the bulk style 
machine USI used, a different application was employed ς a 
carousel method which allowed vending customers to shop the 
carousel mechanism for the desired candy bar. Then the vending 
customer would place the candy bar in a vend channel for 
delivery.  This machine was one of the first vending machines 
that would sell candy products with the shopper feature and not 
a first-in first-out method.   
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1950's ς USI was one of the first manufactures to use the column 
gravity fed application when it came to dispensing snacks from vending 
machines. The consumer never actually saw the candy or chips they 
had selected until the mechanism delivered the product. These snack 
machines looked very similar to a cigarette machine.  During this 
period of our history, you would see these units in gas stations, 
bowling centers, bars, hotels, and the office environment. 

 

1970's ς The glass front candy and snack machines was born. This was 
a great advantage to the consumer. They were able to identify the 
product of choice before vending. It also benefited the vendor 

operator because the ability for 
their customer to see the product increased volume sales. 
The technology at this time did have some limitations. 
The coin mechanism at this time could only identify 
limited pricing scales.   
 

Because of this limitation of vending machines at this 
point in history, a vendor usually priced all their products 
in quarter denomination: .25 - .50. Some vendors were 
more adventuresome and they would use pricing 
methods that included dines and nickels: .35 - .40. This 
limitation was a real profit killer, but things were getting 
ǊŜŀŘȅ ǘƻ ŎƘŀƴƎŜΧƴƻ Ǉǳƴ ƛƴǘŜƴŘŜŘΗ  
 

In the late тлΩǎ ŀƴŘ 
ŜŀǊƭȅ улΩǎ ǘhe 
greatest inventions 
in the history of 
vending arrived: the 

coin changer and the bill acceptors. This allowed the 
consumer to use any denomination of coinage and dollar 
bills when purchasing their candy, chips, and pastries. This 
technology increased vendor operator sale by as much as 
60%. 
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The electronic technology in snack & candy machines 
has come full circle. Today, vending machines will let 
you know real-time inventory levels; they will call you 
up over the Internet when they need a service call. 
They will also take credit sales through cell phones, 
and accept debit cards as well as credit cards. Candy 
machines today just do not deliver snacks, pastries or 
candy to the consumer; they can also deliver DVDs, 
industrial tools, cosmetics, and much more.  
 

So hang on ,  we are getting ready to 

give you the FULL VENDING 

MACHINE MONTY .  eBusiness Mediaõs 

Snapshot Series  of books is going to 

help you understand the industry so 

you can determine if  vending is for 

you. If the answer is YES, our  

ProVendor Honest  Vending Course  and 

Webinar classes are going to help you 

launch your vending  career the  right 

way, with NO smoke and mirrors , employing a very cost - effective 

learning curve.  
 
We are here to help you recognize why you want to set up your own vending business. Trying 
to navigate your way through the seedy underbelly of the millions of vending charlatans is like 
going to the hardware store thinking that you want a drill, when in fact you actually just need a 
ƘƻƭŜΦ ²ƘŀǘΩs the difference? The difference is that having a laser-focused, crystal-clear outline 
of what you want at the end can massively accelerate progress towards that goal. Imagine if an 
overweight person went on a diet with no pound-loss goal or time frame goal, e.g. "I want to 
lose 10 pounds in the next 30 days." Their diet would probably not succeed. If you joined a 
martial arts class without the goal of reaching a certain belt or tournament level in a certain 
time frame, you would also probably not succeed. In relation to opening a small business, you 
need to decide what income, lifestyle and personal goals you are shooting for.  
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Bear in mind that progress is never as fast as any of us want in our impatient world, so think in 
terms of year-to-year and month-to-month progress. For example, "by August next year, I want 
to have my 50-machines in the field in high volume locations signed with solid and exclusive 
long term contracts and be making a $1500 a week profit.έ  
 

Your goals have to be even more micro-specific, so you should addΣ άWITHOUT LOSING ANY 
MONEY ON MY LEARNING CURVE EXPERIENCE!έ 
 

The first lap of the track is the hardest. By this, I mean the first week, the first month and the 
first year of your new business will be the trickiest. Why? Because when we learn anything new, 
we make mistakes, and then even more mistakes, and probably even more after that. But that 
is OK, because άfailing your way forwardέ is not just one way you learn, in fact, it is the only way 
you learn; right?  
άFail your way forward and let go of any silly ideas that failing is badέ ς ǘƘŀǘΩǎ what I was told. 
You just cannot learn without failing. Failing is great because it adds to a knowledge base and 
success is impossible, or at least extremely unlikely, without a knowledge base.  
 

Well, ƛƴ Ƴȅ ōǳǎƛƴŜǎǎ ǇŀǊǘƴŜǊΩǎ ŀƴŘ Ƴȅ ŎŀǎŜ ǘƘŜȅ ǿŜǊŜ ǊƛƎƘǘΤ ƛŦ ǘƘŜȅ ƎŀǾŜ ƻǳǘ tƘ5Ωǎ ŦƻǊ ǎŎǊŜǿƛƴƎ 
up we both would have several hanging on our office walls. 
 
You are going to be screwing up here and there, everyone does, but we can help you cut that 
learning curve way down.  
 

I f you work and do  everything we teach you and tell you ,  we can 
almost guarantee that there is no way you can fail.  
 
It takes a real screw-up to fail in the vending business. OK, some of you have already got that 
notch on your belt ς you bought a crazy vending opportunity package from a no-good 
telephone salesman, right? Wow, join the club, because that is what we did, or I should say I 
ŘƛŘΦ L ōƭŜǿ ϷмрΣлллҌ ƻƴ ŀ ŎǊŀǇǇȅ άƳŀŎƘƛƴŜ ǇŀŎƪŀƎŜέ ŦǊƻƳ ŀ ǎƭƛŎƪ-talking salesman located in 
Florida. Sure we lost our money, but we have made millions and millions in the vending 
business since then and we have guided others into making tens of millions over our 2-decade 
long careers. That salesman had no idea how many people we would steer away from his phony 
sales pitch! 
 
DonΩt underestimate the power of learning from the mistakes of others. Jumping from one get-
rich scheme to another and another (and any other shiny thing that comes into your orbit) is 
not the way to start an all-cash small business that can grow into a huge cash machine. In short, 
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everything has a formula, and we have invented most of the formulas that make vending routes 
successful, and the ones we didnΩt invent we have honed to a fine cutting edge. 
 
Hopefully this little snapshot of the vending industry has opened your eyes and shortly you will 
know if vending is for you, and ǘƘŀǘ ǎŜŀǊŎƘƛƴƎ ǘƘŜ ŎƭŀǎǎƛŦƛŜŘ ǎŜŎǘƛƻƴ ƛƴ ȅƻǳǊ ƭƻŎŀƭ ƴŜǿǎǇŀǇŜǊΩǎ 
business opportunity section is not the way to go about it. 
 
Good L. U. C. K. and High Profits 

Jimmy Ingram 
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Census Report 
 
Helping you decide 
 
To help you decide whether vending is for you and which segment you might want to specialize 
in, review the following Census report by the Vending Times Magazine. This is the latest 
available ς it takes a couple of years to report the industry Census because of the vast size of 
the industry. 
 
2006 Census 
In 2005, some of the vendible products, which showed increase/decrease in gross sales dollars, 
were: 

¶ Milk up 29% 

¶ Snack, Confections & Pastry up 11% 

¶ Cold Beverage up 5% 

¶ Vended Food up 5% 

¶ Ice Cream up 1% 

¶ Bulk Vending up 0.5% 

¶ All other products down 5% 

¶ Cigarettes & Cigars down 19% 

¶ Postmix Cold Beverage down 35% 
 
 
2005 Total Vended Dollar Volume 
1995  
$29.51 billion 

2001  
$40.96 billion 

2002  
$41.09 billion 

2003  
$42.15 billion 

2004  
$44.19 billion 

2005  
$46.04 billion 

 

Product Percentage Share Dollar Volume 

Packaged Cold Beverages 51.0% $23,491,000,000 

Snacks, Confections, Pastry 21.7% $10,002,000,000 

Hot Drinks   9.6% $4,413,000,000 

Vended Food   7.1% $3,280,000,000 

Cold Drinks (cup)   2.1% $971,000,000 

Ice Cream   2.0% $905,000,000 

Cigarettes & Cigars   1.9% $875,000,000 

Milk   1.8% $802,000,000 

Bulk Vending   0.9% $413,000,000 

All Other   1.9% $890,000,000 

Total 100% $46,042,000,000 

 



30 

30 
 

 

 VE NDING REPORT  

 
Copyright © 2009 All Rights Reserved 

Vended Cold 
Drinks 

1995 2003 2004 2005 

Total Dollar 
Volume 

$13,778,000,000 $20,877,000,000 $22,391,000,000 $23,491,000,000 

Average Weekly 
Unit Volume 

147 174 173 174 

Machines on 
Location 

2,513,000 3,229,000 3,256,000 3,372,000 

 

Vended Cup        
Cold Drinks 

1995 2003 2004 2005 

Total Dollar 
Volume 

$2,007,500,000 $1,555,478,000 $1,509,000,000 $971,000,000 

Total Unit Volume 3,858,000,000 2,374,000,000 2,369,000,000 1,517,000,000 

Average Weekly 
Unit Volume 

350 343 344 342 

Machines on 
Location 

212,000 153,000 132,000 85,400 

 

Diet Drink Share 2003 2004 2005 

Percentage of cold cup drink 
sales 

50% 49% 50% 

 

Vended 
Confections and 
Snacks 

1995 2003 2004 2005 

Total Dollar 
Volume 

$5,483,200,000 $8,695,000,000 $9,003,000,000 $10,002,000,000 

Total Unit Volume 9,516,500,000 11,593,000,000 11,692,000,000 12,187,000,000 

Weekly Unit 
Volume  plus 
pastry 

174  179 178 180 

Machines on 
Location 

1,020,000 1,252,000 1,280,000 1,302,000 
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Product Sales Share 2003 2004 2005 

Candy Bars, Boxes 23% 23% 21% 

Cookies, Crackers 20% 20% 21% 

Bagged Snacks, Pastries 38% 38% 38% 

Gum  2%  2%  2% 

Roll Candy  3%  2%  2% 

Nuts and Other  7%  9%  9% 

Popcorn (microwaved bagged)  7%  6%  7% 

 

. 2005  
Vended Price   
Sales Share 

Candy 
Bar 
Boxes 

Cookies 
Crackers 

Bagged 
Snacks 
& 
Pastry 

Microwave 
Popcorn 

Gum Roll 
Candy 

Nuts 
& 
Others 

All 
Others 

$0.45 or less - - - -   6% 15% -   5% 

$0.50 -  0.60 13% 36% 22%  2% 73% 50% 15% 15% 

$0.65 - 0.75 75% 49% 47% 18% 21% 28% 28% 64% 

$0.80 - 0.95 10% 13% 16% 72% -   7% 56% 13% 

$1.00 or more   2%   2% 15%   8% - -   1%   4% 

  

Hot Beverage 
Vending 

1995 2003 2004 2005 

Total Dollar 
Volume 

$2,324,200,000 $4,070,000,000 $4,213,000,000 $4,413,000,000 

Total Unit 
Volume 

5,810,000,000 7,017,000,000 7,023,000,000 7,028,000,000 

Weekly Unit 
Volume plus 
pastry 

375 389 387 390 

Product Sales Share 2003 2004 2005 

Coffee (including gourmet flavored mixes) 76% 77% 77% 

Hot Chocolate 11% 11% 12% 

Soup 0.5% 0.5% 0.5% 

Tea 1.5% 1.5%    2% 

Decaffeinated Coffee   10.5% 9.5%   8% 

Novelty Flavored Hot Drinks (hot cider, 
etc) 

0.5% 0.5% 0.5% 
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Vend Price Sales Share 2003 2004 2005 

$0.30 and less   2%  1% - 

$0.35 48% 47% 45% 

$0.40 and over 50% 52% 55% 

 

Type of Coffee 2003 2004 2005 

Fresh Brew 53% 51% 51% 

Gourmet/Specialty Coffee Base Drinks 12% 14% 16% 

Freeze-Dried and Spray-Dried Instant 12% 13% 13% 

Decaffeinated Coffee 23% 22% 20% 

 

Other 2003 2004 2005 

Hot Chocolate 96% 96% 97% 

Soup 57% 55% 53% 

Tea 63% 64% 66% 

Decaffeinated Coffee 93% 92% 92% 

Novelty Hot Beverages   7%   7%   5% 

 

Vended Milk 1995 2003 2004 2005 

Total Dollar 
Volume 

$513,150,000 $493,000,000 $619,000,000 $802,000,000 

Total Unit Volume 963,000,000 822,000,000 848,000,000 944,000,000 

Weekly Unit 
Volume  plus 
pastry 

195 197 196 196 

Machines on 
Location 

95,000 80,250 83,000 92,500 

 

Vend Price Sales Share 2003 2004 2005 

½ Pints $0.40   1% - - 

$0.45   1%   1%   1% 

$0.50  59% 56% 52% 

Pints $0.75 - $1.00  21% 23% 25% 

Over $1.00  18% 20% 22% 
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Vended Ice Cream 1995 2003 2004 2005 

Total Dollar 
Volume 

$306,000,000 $860,000,000 $896,000,000 $905,000,000 

Total Unit Volume 393,120,000 951,000,000 992,000,000 993,500,000 

Weekly Unit 
Volume plus 
pastry 

126 157 156 156 

Machines on 
Location 

60,000 116,000 122,000 122,500 

 

Vend Price Sales Share 2003 2004 2005 

$0.50 or less        1%   1%   1% 

$0.55   3%   2%   1% 

$0.60  96% 97% 98% 

 

Food Vending 1995 2003 2004 2005 

Total Dollar 
Volume 

$2,161,250,000 $3,055,000,000 $3,118,325,000 $3,280,000,000 

Total Unit 
Volume 

1,304,200,000 1,702,300,000 2,300,000,000 2,377,000,000 

Weekly Unit 
Volume plus cans 

190 (80) 190 (90) 188 (86) 189 (85) 

Machines on 
Location 

165,000 161,000 161,500 166,800 

 

Product Sales Share 2003 2004 2005 

{ŀƴŘǿƛŎƘŜǎ ϧ hǘƘŜǊ άŦƛƴƎŜǊ ŦƻƻŘǎέ - 62% 61% 

Dairy Snacks/Desserts (yogurt, cottage cheese, etc) -  4%  5% 

Salads  13%    13.5% 15% 

Fresh Fruit & Vegetables -  1%  1% 

Packaged Cold Beverage (juice, milk, water, etc.) -  7%  6% 

Platters, Entrées, Soups (including cans)   9% 10%  9% 

Pastries -  3%  1% 

Packaged Fruit, Gelatin, Puddings   1% 1.5%  2% 
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2005  
Vended Price   Sales 
Share 

Sandwiches 
Finger 
Food 

Entrée  
Soups 

Salads Dairy 
Snacks 

Fresh 
Fruit 
Veggies 

Packaged 
Fruit 
Gelatin 
Puddings 

Cold 
Bev. 

$0.50 - $0.55 - - -  1%  1%  1% - 

$0.60 - $0.65 - - - 23%  1% 31% - 

$0.70 - $0.75  -  1% 16% 31%  2% 30%   8% 

$0.80 - $0.85  5%  1% 12% 27% 12% 20% 11% 

$0.90 - $0.95 10%  8% 11%  8% 13%  8% 16% 

$1.00 15% 13% 16%  5% 18%  8% 24% 

$1.05 - $1.25 24% 11% 11%  5% 33%  2% 25% 

$1.30 - $1.50  10%  6% 11% - 13% -  7% 

$1.55 - $ 1.75 16% 10% 12% - 55% -  3% 

$180 - up 20% 50% 11% -  2% -  6% 

 

Vended 
Cigarettes 

1995 2003 2004 2005 

Total Dollar 
Volume 

$1,800,000,000 $1,162,500,000 $1,087,000,000 $875,000,000 

Total Unit Volume 830,000,000 215,278,000 201,670,000 156,250,000 

Weekly Unit Vol. 
+ cans 

42 30 31 30 

Machines on 
Location 

380,000 138,000 125,000 100,000 

 

Product Sales Share 2003 2004 2005 

$3.00 and less   5%   2%   1% 

$3.50 - $5.00 20% 20% 14% 

$5.25 - $6.25 70% 72% 73% 

$6.50 ς and more   5%    6% 12% 

 

Bulk Vending Capsule Vendors 2003 2004 2005 

Total Machines 700,000 700,500 695,000 

Annual Average Volume Per Machine $252 $253 $257 

Total Dollar Volume $176,400,000 $177,226,500 $178,615,000 

 

Novelty Capsule Venders 2003 2004 2005 

Total Machines 26,200 25,300 14,000 

Annual Average Volume Per Machine $432 $428 $395 

Total Dollar Volume $11,318,400 $10,828,400 $5,530,000 
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Nut/Pan Candy Vendors 2003 2004 2005 

Total Machines 418,000 418,000 417,000 

Annual Average Volume Per Machine $205 $206 $206 

Total $85,690,000 $86,108,000 $85,902,000 

 

Ball Gum Vendors 2003 2004 2005 

Total Machines 909,000 907,000 910,000 

Annual Average Volume Per Machine $117 $119 $120 

Total $106,353,000 $107,933,000 $109,200,000 

 

Flat Vending 2003 2004 2005 

Total Machines 163,280 185,850 201,000 

Annual Average Volume Per Machine $155 $157 $170 

Total $25,308,400 $29,178,450 $34,170,000 

 

Vended Price/Share of Sales 2003 2004 2005 

Less than $0.25 - - - 

$0.25 47% 45% 42% 

$0.50 36% 36% 38% 

Over $0.50 17% 19% 20% 

 

ALL Operating Companies  1995 2003 2004 2005 

Independent and branch operations 9,800 10,650 11,000 10,700 

Operating Company Employees     

Owner only 25% 27% 28% 30% 

1 employee part time 14% 18% 17% 15% 

1-3 employees full time 29% 21% 23% 22% 

3.5 - 5 employees  11%   9%   8%   8% 

5.5 ς 10.5 employees    5%  6%   6%   5% 

11 ς 19.5 employees  17% 19% 20% 20% 

20 or more employees 10% 14% 14% 15% 

 

Truck and Van Use 2003 2004 2005 

Total Vehicles 205,500 205,300 205,400 

Vans - Route delivery vehicles 113,000 - 55% 113,000 - 55% 113,500 -  57% 

Maintenance Vehicles   30,840 - 15%   28,750 - 14%   28,400 - 13% 

Medium Duty Trucks 10,270 -  5%  14,370 -   7%    14,500  -  7% 

Non-modified Vehicles   51,400 - 25% 49,300 -  24%    48,000 - 23% 

Amusement Dollar 1995 2003 2004 2005 
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Volume  

Total Revenue $6,257,950,000 $6,060,500,000 $6,101,000,000 $6,157,000,000 

Pool Tables $1,070,000,000 $2,114,000,000 $2,121,000,000 $2,157,000,000 

Prize Dispensing 
Games 

$240,000,000 $910,000,000 $950,000,000 $967,000,000 

Video Games $1,950,000,000 $820,000,000 $866,000,000 $892,000,000 

Ticket Redemption $208,000,000 $830,000,000 $846,000,000 $855,000,000 

Electronic Darts $721,400,000 $640,000,000 $647,000,000 $685,000,000 

Flipper Games $2,000,000,000 $600,000,000 $524,000,000 $460,000,000 

Soccer Tables $41,860,000 $88,000,000 $87,000,000 $83,000,000 

Kiddie Rides  $7,500,000 $40,000,000 $41,000,000 $41,000,000 

Shuffle Alleys $19,190,000 $18,5000,000 $19,000,000 $17,000,000 

 

Video Games Dollar 
Volume  

1995 2003 2004 2005 

Dollar Volume $1,950,000,000 $818,740,000 $865,800,000 $892,320,000 

Weekly Average $50 $47 $50 $52 

Units on Location  750,000 335,000 333,000 330,000 

 

Flipper Games Dollar  
Volume  

1995 2003 2004 2005 

Dollar Volume $2,002,000,000 $596,960,000 $524,160,000 $460,200,000 

Weekly Average $55 $70 $70 $75 

Units on Location  700,000 164,000 144,000 118,000 

 

Pool Tables Dollar 
Volume  

1995 2003 2004 2005 

Dollar Volume $2,925,000,000 $2,090,400,000 $2,077,920,000 $2,093,520,000 

Weekly Average $75 $120 $120 $122 

Units on Location  750,000 335,000 333,000 330,000 

 

Soccer Tables Dollar Volume  1995 2003 2004 2005 

Dollar Volume $41,860,000 $87,932,000 $86,944,000 $82,732,000 

Weekly Average $35 $38 $38 $37 

Units on Location  23,000 44,500 44,000 43,000 

 
 
 
 

Shuffle Alleys and 1995 2003 2004 2005 
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Bowlers  

Dollar Volume $19,188,000 $18,486,000 $18,954,000 $17,000,000 

Weekly Average $45 $45 $45 $42 

Units on Location  8,200 7,900 8,100 7,900 

 

Electronic Dart Games  1995 2003 2004 2005 

Dollar Volume $848,640,000 $522,600,000 $647,088,000 $685,152,000 

Weekly Average $68 $67 $68 $72 

Units on Location  240,000 150,000 183,000 183,000 

 

Prize Merchandiser  1995 2003 2004 2005 

Dollar Volume $239,200,000 $908,544,000 $949,104,000 $967,200,000 

Weekly Average $115 $156 $156 $155 

Units on Location  40,000 112,000 117,000 120,000 

 

Ticket Redemption 
Arcades  

1995 2003 2004 2005 

Dollar Volume $3,120,000,000 $1,951,040,000 $1,956,708,000 $1,973,400,000 

Weekly Average $80 $112 $113 $115 

Units on Location  750,000 335,000 333,000 330,000 

 

Kiddies Rides  1995 2003 2004 2005 

Dollar Volume $7,448,000 $39,000,000 $41,184,000 $40,768,000 

Weekly Average $48 $75 $72 $70 

Units on Location  3,000 10,000 11,000 11,200 

 

Jukebox Equipment in Use 1995 2001 2003 2004 2005 

Compact Disc % - 78% 75% 70% 

45-RPM - -  8%   7%  6% 

Digital Downloading  - - 14% 18% 24% 

Jukebox Revenue      

Average Weekly Income - - $113 $116 $148 

Average Commission - - 46% 44% 45% 

Jukebox Pricing      

5/$1  - - 9% 9% 6% 

3/$1 - - 41% 40% 38% 

5/$2 - - 7% 9% 13% 

18/$5 - - 21% 21% 22% 

15/$5 - - 11% 12% 12% 

Other - - 11% 9% 7% 
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The Census shows 19,000 plus companies in the United States; our company alone has trained 
over one thousand new vendors in creating their vending business and at this writing, we 
have six hundred active third party vendors that still purchase high volume locations from our 
vending management company. Our research has led us to the conclusion that there is double 
the number of vending companies reported in businesses in the U.S.  
 
Keep in mind that the vending industry, as a whole, believes that small mom and pop vendors 
ŀǊŜ άƘƻōōȅƛǎǘέ ŀƴŘ ǘŜƴŘ ǘƻ ƻǾŜǊƭƻƻƪ ǘƘŜƛǊ ǇƻǿŜǊΦ 
 
Over the last decade, all vending industry shows have been losing attendance. Why, because 
the ninety plus percent of the industry that are small vending companies do not take the time 
or expense to go. These same vendors buy new and used machines with cash, do not fill out 
Census cards and do not buy vending licenses. Therefore, they are impossible to track. 
 
Several of the industry publications enclose Census cards in several of their publications each 
year, but only a small portion of the vending industry subscribes to any of the four industry 
magazines. Therefore, the Census numbers listed in this report are distorted because of the 
various factors we have described. 
 

 
 
 
 

 
Every good businessperson knows that you make decisions by numbers. Making money is not 

luck -- instead luck is Laboring Under Correct Knowledge. 

 
 
This Census was taken from Vending Times Special Addition 

The vending industry òCensusó is somewhat skewed every year, 

because vending is an ALL cash business with many vendors flying 

under the radar .  
 

Depending on which report you read , t here is a vending machine in 

America fo r every 28 -people, in Japan there is a vending machine 

for every 23  people and in Canada a vending machine for every 36  

people. 
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Appendix A: Government Agencies 
 

Export -Import Bank of the U.S.  
1-800-565-3946  
www.exim.gov  

United States International  
Trade Commission  
202-205-2000  
www.usitc.gov  

Export Legal Assistance Netwo rk  
Judd L. Kessler, National Coordinator  
jkessler@porterwright.com  
202-778-3080  
www.export -legal -assistance.org  

Redemption & Gaming Law  
Expert Witness Servi ces  
Thomas F. Fricke, Esq.  
4900 A Laclede  
St. Louis   MO  63108  
314-316-6672  
314-322-9526 cell  
314-361-0872 fax  
tffricke@aol.com  

Federal Trade Commission  
202-326-2222  
www.ftc.gov  

United States Department of 
Commerce  
202-482-2000  
www.commerce.gov  

Federation of International  
Trade Association  
703-620-1588  
www.fita.org  

U. S. Trade Relations/U.S. Customs  
And Border Protection  
202-344-1440  
www.customs.treas.gov  

International Trade Administration  
U.S. Department of Commerce  
1-800-USA-TRAD or 1 -800-872-8723  
www.trade.gov  

U.S. Government Export Portal  
1-800-872-8723  
www.export.gov  

National Fraud Information Center  
1-800-876-7060  
www.fraud.org  

Office of International Trade/Small 
Business Administration  
202-205-6720  
 www.sba.gov/oit  

 
  

http://www.exim.gov/
http://www.usitc.gov/
mailto:jkessler@porterwright.com
http://www.export-legal-assistance.org/
http://www.ftc.gov/
http://www.commerce.gov/
http://www.fita.org/
http://www.customs.treas.gov/
http://www.trade.gov/
http://www.sba.gov/oit
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Appendix B: Finance and Accounting Essentials 
 
Cash Flow Statements 
 
! /C{ ǎƘƻǿǎ ŀ ŎƻƳǇŀƴȅΩǎ ƛƴŎƻƳƛƴƎ ŀƴŘ ƻutgoing money and ŀ ǎƻǳǊŎŜ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŎŀǎƘ 
flow during a specific time period, whether monthly, quarterly and yearly.  Banks, private 
lenders, federally funded programs for small business start-up loans like the SBA require a cash 
flow statement that reflects the use of the funds they are being asked to lend to the business 
and its owner(s).  
 
The structure of the cash flow statement is broken into three parts:  
 

From the principal business From investments From financing 
Cash receipts from sales Capital expenditure Proceeds from loans 

Cash receipts from services Purchase of properties Proceeds from notes 

Employee Payroll Purchase of equipment Installment payments loans 

Out source payments Proceeds from the property sales Installment payments on equipment 

Employee commissions Proceed from equipment sales Monies from stock 

Outsource commissions Purchase of stocks and securities Monies from insurance 

Vehicle payments Proceeds from the stocks/securities 
sale 

Equity in the business 

Rent payments Proceeds from the sale of 
investments of any kind 

Dividend payments 

Mortgage payments   
Utility payments   
Tax payment   

 
Route trucks and vending equipment are considered capital assets because they have a life 
expectancy of more than one year.   Therefore, these items fall under the expense item in your 
income statement and are guided by decline in their value, wear and tear and obsolescence. 
¢ƘŜǎŜ ƛǘŜƳǎ ŀǊŜ ǘƘŜƴ ŘŜǇǊŜŎƛŀǘŜŘ ŀŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜ ŘŜŎƭƛƴŜ ƛƴ ǘƘŜƛǊ ǾŀƭǳŜ ŘǳǊƛƴƎ ŜŀŎƘ ȅŜŀǊΩǎ 
period. Cash flow statements are distinctly different from balance sheets and income 
statements because CFS does not include future incoming and outgoing cash that has been 
recorded on credit. 
 

Preparing a CFS (sometimes called a business plan or model) is crucial to the health of your 
business.   The cash that runs through your business is no different than the blood that runs 
through your body; without adequate cash flow your business cannot function. Creating a 
projected cash flow budget is the road map to clear sailing. Forecasting difficult periods in 
ŀŘǾŀƴŎŜ ǿƘŜǊŜ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ŎŀǎƘ Ŧƭƻǿ ǎƭƻǿǎ ǘƻ ŀ ǘǊƛŎƪƭŜ ƎƛǾŜǎ ȅƻǳ ǇƭŜƴǘȅ ƻŦ ǘƛƳŜ ǘƻ ƳŀƪŜ 
other arrangements. Not forecasting these difficult periods in your business can spell disaster 
and possible business failure. Forecasting can also help you predict periods that your business 
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may have an abundance of cash; by shifting these funds you can avoid possible disaster and 
schedule loan/lease payments on equipment and route trucks. 
 

For example: you may have several school accounts; schools generally have a two to three 
month period where the students are on summer break or vacation but you still have 
lease/finance payments on your truck and equipment.  Many lease companies will make special 
arrangements for annual periods where your business is virtually shut down because of 
seasonal or extreme recurring circumstances. But the real key to success is a wide variety of 
high volume seasonal locations. 
 

Note: Cash flow statements are sometimes confused with income statements.  Cash flow and 
profitability are completely different. Remember CFS shows liquidity, cash inflows and cash 
ƻǳǘŦƭƻǿǎ ŀƴŘ ǘƘŜ ƛƴŎƻƳŜ ǎǘŀǘŜƳŜƴǘ ǎƘƻǿǎ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǇǊƻŦƛǘŀōƛƭƛǘȅ ōȅ ƭƛǎǘƛƴƎ ƛƴŎƻƳŜ ŀƴŘ 
expenses. 
 
Income Statements 
 
An income statement, otherwise known as a profit and loss statement, is a summary of all the 
ŎƻƳǇŀƴȅΩǎ ƴŜǘ ǊŜǾŜƴǳŜ ƻǊ ƻǇŜǊŀǘƛƴƎ ǊŜǾŜƴǳŜ ŀƴŘ ƭƻǎǎ ŘǳǊƛƴƎ ŀƴȅ ƻƴŜ ǇŜǊƛƻŘ ƻŦ ǘƛƳŜΦ LǘŜƳǎ ǘƘŀǘ 
cannot be measured reliably are not listed [example: brand recognition] and other numbers 
depend on judgments and estimates and accounting methods can vary (FIFO or LIFO) to 
measure warehouse inventory levels. In a single-step statement just two groups exist: revenues 
and expenses.    

 
Example: 
 

ABC Vendors  
INCOME STATEMENT 

                          For the mo nth ended June 30, 2007  

               Revenues:  

                    Fees Earned                             $178,135  

                                                            --------  

               Expenses:  

                    Payroll Expenses                        $ 42,358  

                    Commissions Expense                        5,172  

                    Utilities Expenses                        13,576  

                    Advertising Expenses                      14,391  

                    Route Truck Expenses                       5,228  

                    Office Operations (rent, supplies)        18,488  

                    Printing/Shipping                          1,025  

                                                            --------  

                    Total Expenses                           100,238  

                                                            --------  

               NET INCOME                                   $ 77,897  

 

 




