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Before You Buy a Vending Machine 

101 Things No One Tells You About Running a Vending Business 
 
 
PART I — Getting the Basics Right (1–10) 
 
1. Location matters more than the machine 

2. Foot traffic beats aesthetics 

3. You still need permission 

4. Rent or commission is normal 

5. Not all machines sell snacks 

6. Electricity is not always free  

7. Maintenance is your responsibility 

8. Technician requests have a fee  

9. Cashless payment is almost mandatory now 

10. Stock selection decides profit 

 

 

PART II — Money, Margins & Reality (11–20) 
 
11. Margins vary by product 

12. You need working capital 

13. Refilling takes time and effort 

14. Weather and season affect sales 

15. Vandalism and theft exist 

16. Machine size affects placement options 

17. Used machines can be risky 

18. Warranty and after-sales support are crucial 

19. Cloud system sales tracking matters 

20. ROI is not instant 
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PART III — Daily Operations (21–30) 

21.​Vending is a business, not a gadget​
 

22.​Product expiry is your problem​
 

23.​Slow sellers block fast sellers​
 

24.​Restocking frequency affects profit​
 

25.​You need products people actually want​
 

26.​Machine layout affects buying behavior​
 

27.​Pricing must match the location​
 

28.​ Impulse pricing works best​
 

29.​Refund handling is part of the job​
 

30.​Prepare a customer support phone 
 

 

PART IV — Trust, Systems & Control (31–40) 
 

31.​You need a contact number on the machine​
 

32.​Cleaning affects sales more than you think​
 

33.​Lighting inside the machine matters​
 

34.​Transport and installation cost extra money​
 

35.​You must track shrinkage​
 

36.​Insurance can be necessary​
 

37.​Scaling requires systems​
 

38.​Cloud system software helps you manage remotely​
 

39.​Location strategy matters​
 

40.​Dependable suppliers matter 
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PART V — Suppliers & Business Discipline (41–50) 
 

41.​Suppliers must provide guides beyond manuals​
 

42.​Know your machine parts in advance​
 

43.​Suppliers can help with location sourcing​
 

44.​Suppliers should help with moving or storage​
 

45.​Exit strategy matters​
 

46.​You are running a micro-retail store​
 

47.​Branding affects trust​
 

48.​Machines don’t sell themselves​
 

49.​Respect in supplier relationships matters​
 

50.​Prime spots are rarely free​
 

 

PART VI — Contracts, Rules & Compliance (51–60) 
 

51.​Negotiation skills matter​
 

52.​Contracts protect you​
 

53.​Moving a machine is expensive​
 

54.​Not all products are allowed everywhere​
 

55.​Restricted products require permits​
 

56.​Age verifier add-ons cost extra​
 

57.​Fragile products require elevator systems​
 

58.​Customer behavior changes by time of day​
 

59.​Machines need regular testing​
 

60.​Weekly machine testing prevents silent losses 
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PART VII — Maintenance & Electrical Reality (61–70) 
 

61.​Monthly machine testing prevents breakdowns​
 

62.​Quarterly deep maintenance extends lifespan​
 

63.​Simple maintenance rules for beginners​
 

64.​Testing frequency prevents costly repairs​
 

65.​Check for pinched or rubbed wires​
 

66.​Check for cracked or exposed insulation​
 

67.​Check for corrosion or oxidation​
 

68.​Check wiring strain on moving parts​
 

69.​Burn marks signal serious electrical danger​
 

70.​Ground wire and power cable checks matter​
 

 

PART VIII — Advanced Operator 
Knowledge (71–101) 
 

71.​Every breakdown starts as a small warning​
 

72.​Downtime costs more than repairs​
 

73.​High-traffic locations demand faster response times​
 

74.​Your best-selling product will change over time​
 

75.​Customer complaints are data, not attacks​
 

76.​Refilling schedules should match demand, not habits​
 

77.​Overstocking ties up cash unnecessarily​
 

78.​Understocking kills momentum​
 

79.​Product pricing must absorb losses and refunds​
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80.​Machines age faster in harsh environments​
 

81.​Humidity shortens machine lifespan​
 

82.​Heat increases electrical and cooling failures​
 

83.​Cold environments slow impulse purchases​
 

84.​Not all locations deserve your best machine​
 

85.​Older machines need more hands-on monitoring​
 

86.​Cashless failures lose more sales than coin jams​
 

87.​Software alerts are only useful if acted on​
 

88.​Remote monitoring reduces guesswork​
 

89.​Preventive maintenance is cheaper than emergency calls​
 

90.​Every service visit should be documented​
 

91.​Logs protect you during disputes​
 

92.​Staff at locations influence customer behavior​
 

93.​Good relationships protect your placement​
 

94.​Location contracts should include exit terms​
 

95.​Never rely on verbal promises alone​
 

96.​One bad location can drain multiple machines​
 

97.​Scaling too fast amplifies mistakes​
 

98.​Systems must grow before machines do​
 

99.​Know when to relocate, not just endure​
 

100.​ Long-term profit beats short-term excitement​
 

101.​ Vending success is consistency, not luck 
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