THINGS
MUST KNOW

g«
-

s 5 ene dvelttion
i ogac ot 3
. gome w._—,ogﬂe places prohbit

ain s.nacks or drinks.
Ce -




Table of Contents

Before You Buy a Vending Machine
101 Things No One Tells You About Running a Vending Business

PART | — Getting the Basics Right (1-10)

—

. Location matters more than the machine
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Machines age faster in harsh environments
Humidity shortens machine lifespan

Heat increases electrical and cooling failures
Cold environments slow impulse purchases

Not all locations deserve your best machine
Older machines need more hands-on monitoring
Cashless failures lose more sales than coin jams
Software alerts are only useful if acted on
Remote monitoring reduces guesswork
Preventive maintenance is cheaper than emergency calls
Every service visit should be documented

Logs protect you during disputes

Staff at locations influence customer behavior
Good relationships protect your placement
Location contracts should include exit terms
Never rely on verbal promises alone
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Scaling too fast amplifies mistakes

Systems must grow before machines do

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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Busy, boring places often sell

more than “nice” ones.
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38Voulstilifneedipermission

Malls, offices, condos, gyms—
all require approval or contracts.

PERMISSION
NEEDED -

v’ APPROVAL REQUIRED
v’ CONTRACT NEEDED

‘:Malls, offices, condos, gyms—ell require approval or contracts. l |




4N R en L commissionismormal

Expect to share 5-20% of sales
or pay monthly rent.

PAY COMMISSION

26 N

‘: Expect to share 5-20% of sales or pay monthly rent. I  _




SYNGtalImachines sellsnacks

You can sell drinks, frozen food,
PPE, cosmetics, tech,
flowers, even meals.

t Expect to share 5-20% of sales or pay monthly rent. l
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Some locations charge
monthly power fees
+ submeter installation.

p—
- —
-
1R

Some locations charge monthly power -
. fees + submeter installation. |
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Motors, coin acceptors, bill
validators will eventually fail.
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[lislalmostimandatory/nowis

Cards, QR, e-wallets increase sales
significantly. But you need to have a complete

_ business permit from dti/sec, mayors and Bir.

‘[ +Transport & food if location is far I




Popular fast-moving items win
over “unique products




Snacks = lower margin,
specialty items = higher margin.
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For restocking, repairs,
and slow months.




This is not 100% passive income.
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_ Cold drinks sell less in winter,

hot food sells more.

ng, repairs, and slow months.___,
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Secure placement and

strong locks matter.




Bigger machines earn more
but fit fewer locations.
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machinesica

Cheaper upfront, but

repairs can cost more later.
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Machines with tracking

help you restock smarter.




Expect 6-18 months
before full return,
depending on setup.
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Success comes from planning,

not impulse buying.
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" Expired items = losses,

refunds, and unhappy customers.

e ——"

| Expired items = losses, refunds, and unhappy customers. |
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One bad product can

kill the whole row.
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* Too often = high effort,

~ tooslow =lost sales.

LOST SALES £

 Too often = high effort, too slow = lost sales. |
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 Eye-level items sell faster

than bottom rows.

S

| Eye-level items sell faster than bottom rows.




What sells in a school

won't sell in an office.
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_Clean, simple prices

trigg_e_l__-_quick decusmns

| Odd or compll‘.i.cated 'pric.ing.ki"lul; ilﬁpul
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Customers will message

you when items get stuck.

Customers will

Lagumer
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Ask supplier to put the phbne number

B in the sticker of the machine
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so customers can easily reach "
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1//NEED HELP? |lf
4 CALLUS!
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Ask supplier to put the phone number in th

'_'__j'f;ticker of the machine so customers can
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This builds trust and

~ avoids complaints. -
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S CALLUS!
0917 123 4567

- | This builds trust and avoids complaints.
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One machine is easy;

~ ten need structure.




Jams

E

»

See your sales,

et
B e @,ﬁ\w_ﬁ.u



Don't put your vendmgmachl
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_Plji'chase from a supplier that can prdVidé you 4

- in advance the list of parts in your vendin_g-- machl
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REFRESHING.
GOOD DEAL!

TRY OUR
REFRESHING
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PLEASE SCAN ID.
VERIFY FEARE
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Quick test once a week

~ What to test (5-10 minutes):

Press multiple selection buttons
Make 1 test purchase

[V Check coin, bill, cashless paymént "

Confirm item drops properly

Check screen / lights /

error messages

Small issues (stuck

buttons, failed sensors,

offline cashless)

happen quietly and
1 cost sales daily




D o

Do this durmg restocklng

""f_What to test =
Er All payment methods
Izr All motors / spirals

M Elevator or drop mechanlsm
(if installed) -

Coin retum & bill accepto_f"

IZ[ Cashless tem*lmal
: connection '

M Door sensors & coollng
- (f appllcable) g




i M Sales vs stock m:smatch
T (shrlnkage check) s

L eptE
‘This avoids major
failures and extends

machine lifespan.




Reasbn:

This avoids major
failures and extends
machir‘le lifespaﬂ-
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‘Monthly testing prevents angry customers.

Quarterly testing pre'\'ents expensive repalrs.
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- Beh:nd trays
o Under splrals :
. Near door hlnges ;

. Around elevator
mechamsrns

" This happeﬂs when trays
Pushed back c’are‘ESSly
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Red flags:
‘P Payment errors
P® Sensors misreading |

ﬂ Very common in
coastal or humid locations




. Strain on moving

e Elevators

| Vor en door is open,
P Works whend pe
Eills when closed

P Failure after refilling

2 Re;:;éated opening/closing

slowly breaks wires internally.




P Imminent failure : .
P Fire risk
i P Expensive board
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A P Imminent failure
P Firerisk ,
Al P Expensive board f

’ Grounding issues cause
sensor errors and

cashless failures.

ye




Small issues cause odd noises, heat,

. odors, or error codes.
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ustomer/complaints
elareldata;inot attacks!

 Listen for common problems
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J'_ ocess cashless payments smoothly to “keep '
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‘Software alerts are
® only usefulifiacted on'
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Preventive maintenance.
® is cheaper.thanitech fee services:

PREVENTIVE
MAINTENAN
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