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Pagrl goaoxumsb, umo cmapaemcs

We are glad to report that we are

BBINOAHAMb PAHEEe gaHHble 0OeUwaHUS.
Ilosmomy Brl celiuac gep>rume B pyKax
gBYA3LIUHbI BbUIYCK, Igeé OCHOBHblE
cmambu — U «ommyga», U «OmMCHo-
ga» — onyOAUKOBQHbI HA PYCCKOM U H-
TAUUCKOM A3BIKAX. AUGAEKMUKA MAaKo-
BG, 4WMO B 5MOM, KQK BOgUIMCA, eCmb U
CBOU NAIOCDL, U MUHYCHl. KOHEURO, TAaB-
Hbill NAIOC B MOM, 1IN0 3apyOeKHbIl HUl-
mameab MOXEm AErk0 O3HAKOMUMBbCS
KaK € npobaemamu pocCuliCKoro BeH-
QUHIQ, MAK U C HQUIUM BUgeHUeM BeH-
gunra 3apy0exxHoro. I'AQBRBIU MUHYC
JKe cocmoum B MOM, YUMo, NOMUMO Heu3-
OeXXHBIX MPygo3ampam HA NepeBog B
000uX HANPAUBAEHUSX, HAM NPUXOGUMCS
geaamb BbIOOp: AUOO, NPU COXPAHEHUU

e

C. P. [OpxaHos

doing our best to fulfill promises given
before. That is why your are holding
now the bilingual issue, where the main
articles — both from «this» and «the
other» side — are published in Russian
and in English. According to dialectics,
it has two sides, the positive and the
negative one. Of course, the main plus
lies in the fact, that the foreign reader
can easily get acquainted with the
problems of vending in Russia, as well
as with the Russian seeing of the vend-
ing abroad. And the main minus is that
in addition to labor input necessary for
translation, we are inevitably facing a
choice: either to conserve the body of
information, increasing the volume of

Nzpatensb

ofbema UHGoOpMayuu, yBeAuiums 00b-
eM U3GQaRUus U, COOMBEMCIMBEHHO, 3Q-
mpambl HA ero BbINycK; Aubo, npu co-
XpPaQHeHUU Pu3uUUeCKoro 06beMa KyPHA-
AQ, COKpamumb €ro UHHOPMAUUOHHYIO
U DEKAQMHYIO eMKocmb. Kak Hempygro
Bugemp, B IePBOM CAyude Bo3pacmaem
PAacXogHAs CMAambs, BO BMOPOM — CO- .
Kpawaemcs goxogras. Kaxk gaBro yxe i
NOHSAO HEAOBEeHeCmBO, 30 BCE NPUXO-
gumcs naamums... [Ipocum Hac npa-
BUABHO NORAMb: €CAU U3(gaHUe gBY-
A3BIYHOrO XYPHAAU CINAHEM HE UCKAIO-
YyeHUeM, @ NPABUAOM, HAM, BUGUMO,
npugemcs HECKOAbKO nepecMompems
PACUERKU 30 PeKAaMHble nNybAuKayuu.

Hauunas ¢ smoro Homepa, Mbl nyo-
AUKyeM CNpABOYHbIE QHHbIE O KOMNA-
HUSIX BEHGUHIOBOro npoguars. Koneu-
HO, HQUUOHAABHbLE 0COOEHHROCIU POCCUliCKOro busHeca obuie-
U3BECMHDBL, U NPO3PAYHOCMB HE ABAAEMCA ero TAUBHBIM (O-
cmouHcmBOM. Tem He MeHee, UH(OPMUPOBAHHOCMb, KAK U3Be-
CIMHO, 3aA0Tr 060CHOBAHHOCIMU NPUHAMUS peulenuli;, He B no-
CAEGHIOI OYepeghb 3M0 OMHOCUMCA K NOMEHYUAAbHBIM KAUER-
mam U NOCMABUWUKAM, KOMOPble peularont gasi cebs Bonpoc, K
Komy obpamumbCs 3 MOBAPAMU U YCAYramu (UAU KOMY Npeg-
Aoxumsp ux). Ilosmomy Mbl nAqHUDYEM NpugepKuBAMbCS
3mol AUHUU U B JaAbHelweM.

TeMm, KIMO UHmMepecyemcs CMAMUCMUKOU OmMPAcAl, NOAE3-
Ho Oygem o3nakoMumscs ¢ 3amemxoll B.B.Kopomxkosa, komo-
pblll npuBogum gauHple 06 uMnNopme MOProBulX ABMOMAMOB,
onupasAck Ha UHGOPMAYUI0 MAMOXEHHOro BegoMcmsa. Awbo-
NBIMHO CONOCMABUMb UUQPHl ¢ NPUBEGEHHBIMU B NPOWAOM
Homepe B cmambe E.B.[ToaywiuRot.

Mbl npogoaxRaem nybAUKaQUUU O COCMOSHUU BEHGUHIA B
CMPAanax, KOMoOpkele paHblie HAC BCMYNUAU B COBPEMeHHbLU
sman pazpumua smot ompacau. B smom pa3 ocoboe Bruma-
Hue ygeaeHo Yewckoll Pecnybauxke.

Ha cmpanuyax nomepa Bt Bcmpemumecs ¢ ungopmayueti
0 HegaBHO NPOUIeGUIUX BbICIMABKAX, KAK B HAWel cmpaHe, MUK
u 3a pybexoMm, d maxxe, KAK BOGUIMCS, C MEXHUYEeCKUMU HO-
Bunkamu. He 3a6ygbme 06pamump BHUMAHUE HQ MAMEPUUADL,
OCHOBHOU GKUEHIN B KOMOPbIX eAaemcs Hd MOBAPAX U UHIpe-
gueHmax, NPeGHA3SHAYEHNRbIX A PEQAU3aUUU Yepe3 aBMoMa-
mst. Tem Doaee, 1Mo ecmb BO3MOXHOCIMB NOCMOMPEMb HA 3MY
npotaeMy ¢ gBYyX CIOPOH: TAA3aMU NPOU3BOGUMEAS U onepa-
mopa.

nu. 1. 3oros
InasHbI peaakTop

the issue and, correspondingly, the
publishing cost; or to conserve the
physical volume, decreasing its infor-
mation value and number of ads. It can
be easily seen, in the first case the
expenses grow, in the second — the
income falls. Well, the necessity to pay
for everything has been discovered by
the mankind long ago... Please under-
stand us correctly: if publishing the
bilingual version becomes a rule, not
an exception, we will have to reconsid-
er the prices of ads publications.

Starting from this issue we are pub-
lishing reference data of the vending
companies in Russia. Of course the
national peculiarities of the Russian

business are widely known, and the transparence is not the
strongest point of it. Nevertheless, being well-informed
means ability to make well grounded decisions. Not in the
last instance it refers to the potential customers who decide
where to order necessary goods and services or where to
propose. That is why we are going to follow the trend on.

Those who are interested in statistics of the branch, may
find it useful to read V.V.Korotkov's article, where the
author demonstrates the data on vending equipment
import, resting upon the information acquired from the
customs. It would be curious to compare the figures to
those listed in the article by E.V.Polushina in the previous
issue.

We continue to inform you about the state of vending in
the countries who entered the modern stage of developing
the branch before us. This time special attention has been
paid to Czech Republic.

At the pages you will meet with information about the
recent trade fairs both in our country and abroad, and
also, as usual, about the technical novelties. Don't forget
to pay attention to the publications, that accentuate the
goods and ingredients being sold through vending
machines, especially since it is possible to face the prob-
lems from the two sides: as seen by the producer and by
the operator.
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«Vending business. ABmomamsl gas
IOProBAl, YCAYT, PA3BA€HEHUL»

HrpopMayuOHHO-pEKAUMHBLI
KYPHAA

Hsgaemca ¢ mapma 2004 r.

Mocksa

Yupegumens:
3A0 « DneprompaHcKOMNAEKmM»

Hsgamenan:
C. P. FOpxaHnoB

I'rasnuwtil pegaxmop:
H. A 3omos

Pegaxyuonnetii copem:

A. U. bBapaHuux
O. I'l. BoakoB

A. D. Kum

U. 10. Ayrun

E. B. INoayuiuna
B. A. Pakumckutii
T. IO. PruxxoBa
E. IO. Anquk

3am. ra. pegaxmopa
U. B. Hckangaposa

Agpec pegaxyuu:
Poccus, 127422, Mocksa,
yA. Kocmakosa, 12, ogpuc 50

Tea./gpaxc: (095) 210-2130
Tea.: (095) 913-4118

E-mail: info@vendingbusiness.ru
www.vendingbusiness.ru

Maxem, xygoxecmseHHOE
oghopmaeHUE, KOMNBIOMEPHAA
BEpCIMKA:

O. B. KonaeBa

Omnevyamano B munorpagpuu
«Iloa-cepBucy

3axas Ne:
Tupax:

OmBaemcmBeHHOCIDb 30 COgepXRanue
peKAaMm u obbsBAeHull Hecem
pexaamogamenn

I'Ipu nepenevamee CChAKa Ha
usganue o6a3ameAbHA

© 3A0 «BneprompaHcKOMMAEKM»

3aperucmpupoBan Munucmepcmpom
P® no geaam nevamu,
meAepaguoBeuwiqnus U Cpegcms
M@ACCOBBIX KOMMYHUKQUUU

12 gpeBpans 2004 r.

CBugemeAbCmMBO 0 perucmpayuu
CMU ITHUNe 77-17388
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EBponetlickaa BeHgUHI-accoyu-
ayus npegcmasAAem BCe COCMAB-
AfOWUEe UHGyCmMpuu BEHGUHIA!
npousBogumeiell CcOOCMBEHHO
MOProBbIX ABMOMQMOB, UX Y3A0B
U KOMNOHEHMOB, NOCMAaBUJUKOB
UHTPegUEeHMOB U ONepamopos.

Accouuauust 6blIAQ OCHOBAHA B
1980 r. nog umenem EBponelickoii
Degepayuu uHgycmpuu BeHgUH-
ra. B 1994 r. ona noayuuad Ha3Ba-
HUe, N0g KOMOPHIM U3BECMHA Ce-
TOGHA.

OcHnoBnas ueab EBA — onmu-
MU3upoBamMb KOMMepUecKUe UH-
mepechl UHgyCmpuu BeHGUHTA B
PAMKAX 3QKOHOgameAbHOU 6a3bl
EBpocorosa, cayxumb HopymMoMm
gAs guckyccull u obMeHa ugeamu
U onblmoM cpegu ee YAEHOB, d
maxxKe gas paspabomixu NPoekx-
MOB OMPACAEBbIX CINAHGAPMOB.

Yaenamu EBA aBaaomces 15 na-
UUOHAQABbHBIX BEHQUHI-ACCOUUQ-
yuilt u 51 komnanusa. Onu Bcmpe-
yaomcsi B psage CReyuaAu3upo-
BAHHbIX KOMUMEMOB No cAegyowell memMamukxe:

+ Komumem no naamexHbM CpegcmsaM, B COC-
maB KOMOpPOro BXOgAm IPynnbl NO MOHemam U no
6aHKHOMAM COOMBEMCMBEHHO,

» Texnuueckuli komumem,

+ Komumem no 6€3HaAUYHBIM pacuemam,

« Komumem no cmangapmamy;

+ Komumem no ruruene;

* OnepamuBHAA IPynna No quemoAoruu u 3gqopo-
BOMY NUMARUK;

+ MawuHocmpoumeabHas rpynna (EVMMA);

+ Komumem gupexmopoB, omBeuaiowul 3a CBs-
3U MeXQY HAQUUOHAALHBIMU ACCOUUQUUAMU.

EBA cBogum BoeguHO eBponelcKylo cmamucmu-
Ky, Wmo0bl NOAYUUMb CBOGHblE JAHHBIE O NPOGWKAX
aBMOMQIMOB U UHIPDEJUEHMOB, d MAKXKe O pazmepax
NAPKd ABMOMQMOB B €BPONEUCKUX CMPAHAX — YAe-
nax EBA.

Kpome smoro EBA cuumaem cBoell 3agauel no-
moub cmpanam Llenmpaabhotl u Bocmournot EBponbl
B CO3¢QHUU HQUUOHAABHbLIX BeHguHr-accoyuayuu. C
amoll UeAbl0 YCMAHOBAEHbl BCJKHble KOHMAKMBb! B
Boarapuu, Iloabwe, I'peyuu u Typyuu. B npowaom
rogy Huny IlymnaaoBy Kak uaeHa pykoBogcmsa EBA
npuraquaiu B MockBy nHa Bcmpeuy CneyuaAucmos
N0 BEHJUHIY, OPTQHU30BanHylo komnanuei AM Fo-

Karepura lNbsaHa,
reHepanbHbiyi aupekTop EBA,
0TBEYaeT 33 KaxAO4HEBHYIO
paboTy accouymaynn.

The European Vending Associ-
ation represents the whole of the
vending industry: machine, mac-
hine component and accessories
manufacturers, ingredient sun-
pliers and operators.

The EVA was founded in 1980
as the European Federation of
the Vending Industry. In 1994,
the European Vending Associati-
on emerged as is known today.

The primary aim of the EVA is
to optimise the industry's com-
mercial interests within the EU
legislation, serve as a forum of
discussion and exchange of ideas
and experience for its members
as well as draft standards for the
industry.

The EVA's members are 15 na-
tional vending associations and
51 companies. They meet up in a
number of committees working
with specific subjects. These are

currently:

» Currency Committee (incl. Coin Group/Bank
Note Group);

« Technical Committee;

» Cashless Committee;

» Standards Committee;

« Hygiene Committee;

+ Task Force on Diet & Nutrition,;

» Machine Manufacturers Group (EVMMA);

« as well as the Directors Committee, bringing to-
gether the National Associations.

EVA puts together European statistics to give an
overview of global sales figures of machines, of ing-
redients and the total machine park in the Europe-
an countries being EVA members.

The EVA role is further to support Central and
Eastern European Countries (CEECs) in setting np
vending associations. Several important contacts
have already been established in Bulgaria, Poland,
Greece and Turkey. On behalf of the EVA, Nina Po-
umpalova was invited to attend a vending meeting
organised, by AM Foods in Moscow last year. This
gave the opportunity to establish useful contacts
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ods. Dmo NO3BOAUAO yCMAHOBUMb NOAE3HblE KOH-
makmbsl ¢ poccutickumu onepamopamu. B Heuickoti
Pecnybauke, Benrpuu u CAOBaxuu yxe opraHu30Ba-
Hbl HAQUUOHUABHbIE ACCOUUAUUU, KOMOPblEe CMAAl
uarenamu EBA.

B unmepecax cBoux urenos EBponeiickas accoyu-
auus peryAapHO OpraHu3yem KOH@epeHuuu u cemu-
HAPbl, NOCBAWEHHblE UIUPOKOMY KPYI'y NpOOAEM.

27-28 mapma 2003 r. EBA nposoguaa B bapceaone
KoHgpepenyuio onepamopoB BeHgUHIA. 9mo Mepon-
pusamue cobparo ceriwie 200 y1acmHUKOB, U3 KOMO-
pbix 60Aee NOAOBUHBl COCIMABASIAU ONepamophl.
I'raBrol 3agaqell koH@GepeHyuUu ObIA 0OOMER ugesamu,
uHgpopMmayuel u HOy-Xay, a MAKXKe aHAAU3 MeHJeHn-
yull paszpumus perlHka. Kongepenuyus oxkazaaach
BecbMa ycnewHoll, u 17-18 mapma mekywero roga
EBA npoogum B Ilpare Bmopylo KOH@epeHyuro
onepamopos EurOps©2005, gasa yuacmus B Komo-
poll B HaQuare mMapma 3aperucmpupoBAAUCH OKOAO
250 ueaoBex.

A noayuenus gonoAHumeAbHOU UHpopMauul o
EBA u ee gesameaAbHOCIMU nocemume HAUL CQUmM:
www.eva.be

15 mapma 2005 r. B omeae «Peguccon-Caasin-
ckasi» (MockBa) cocmosiaach COBMeCmHAsI Npecc-
KOH(peperyus komnanul «Muuyybucu SAeKkmpuk» u
«DomoAOKC», NOCBAWEHHAS HAYAAY NPOGAXK
Ha meppumopuu Poccuu uyugpoBbX KUOCKOB
DPS Kiosk.
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with Russian operators. The Czech Republic, Hun-
gary and Slovakia have already set up National As-
sociations and are EVA Members.

For the benefit of its members the Association re-
gularly organises conferences and seminars on a
large range of subjects.

On 27 and 28 March 2003 the EVA organized an
Operators' Conference in Barcelona which was pri-
mary devoted to vending operators. The event bro-
ught together more than 200 participants of which
more than 50 % were operators. The primary aim of
the conference was to exchange ideas, information
and know-how, analyse future market trends. The
conference proved very successful and on 17 and 18
March this year the EVA will hold its second Opera-
tors’ Conference entitled EurOps©2005 to take pla-
ce in Prague with some 250 participants already re-
gistered.

For further information on the EVA and its activi-
ties visit: www.eva.be
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Haunem ¢ obujetll xapakmepucmuku Meponpus-
mus, KOmopoe NOAb3YemCs 3ACAYKEHHbIM BHUMAHU-
eM omeueCmBEeHHbBIX U 3aPpYOeXHbBIX CNEeYUAAUCOB.

12-5 meXXgyrapogHas BblCMAaB-

KQ-pMAapKa NpOogyKIMoB numda-

HUA U CbIPbSl gAAl UX NPOU3BOJC-

msaa «I[TPOASKCIIO-2005» npo-

xoguaa ¢ 14 no 18 ¢peBpanrs B Fkc- !
nouenmpe Ha KpacHonpecHeH-

ckol HabepexHO. A

BricmaBKa npoBOguUAAQCh NOg
namponamom Topropo-npomblu-
AenHoll naramul PQ, npu cogelic-
mauu MuHucmepcmBa CeAbLCKOIO
xo3sticmBa PO u [lpaBumesbc-
mBa MoOCKBbL &

«Ilpogakcno» — KpynHeuwdas
B Poccuu u cmpanax Bocmounot
EBponkl BLICMABKA goCcmMUXeHUU A
nuweBol u nepepabambiBarowel .
NPOMbIWUAEHHOCIU.

B pamkax «ITpogakcno» npoul-

AU Bcepoccutickuli npogoBOAbC-

MBEHHBL (POPYyM, npe3eHmauuu NpogykKyuu ome-
YeCMmBEHHbIX U 3apyOeXHbIX (upM, CeMUHAphl, a
MAaKKe gBa NPeCMUXKHbIX MEXKJYHAPOGHBIX geryc-
MAUUOHHBIX KOHKYPCQ — AUKEDPOBOGOYHOU U BUHO-
geAabuecKoU npogyKyuu u KOHKypc «Ayuwul npo-
gyKm», meMamukd KOmoporo OXBamblBAem WUpO-
Kull accCopmuMeHm NPpogyKmoB NUMAHUA.

XapaxmepHoU 0COO0€HHOCMbIO HbIHEWHeU BbIC-
maBKu «I1pogsKkcno» ABUAOCH PACUIUDEHUE « CAACH-
HOrO NpUHUUNA» OPraHu3ayuu
3KCNO3uyuu — CO3gaHue cneyua-
AU3UDOBAHHbIX CAAOHOB.

B npuBemcmBenHoM CAOBe re-
HepaabHbLU gupekmop 3A0 « Bkc-
nouenmp» B. A. MaabkeBuu cka- e
3aa: « Opranu3auus Cneyuaausu-
POBAHHBIX CQAOHOB YGOOHQ gAsAl
ocMompda BbICIMABKU, NOBHUIAEM e
3hpeKmuBHOCL KOMMEPUECKOU
pabombl IKCNOHEHMOB, NO3BOAS-
em Aydule u3ydums NPOGYKYUIO
KOHKYDEHIMOB, Oblcmpéee yCmaHo-
BUMBb JEAOBble KOHMAKMbl U 30AK-
AOHUMb MOPIOBBLE CJEAKU». !

Let us start from the general characteristics of the
affair that enjoys well-deserved attention of home
and foreign experts.

12th International trade show
of food articles and raw materials
for their production PRODEXPO-
2005 took place on February 14-
18 in the Fxpocentre at Krasnop-
resnenskaya embankment,
. Moscow.

The exhibition was patronized

by the Trade & Industry Chamber

# of the Russian Federation in colla-

E . boration with the RF Ministry of

" Agriculture and the Moscow Go-

vernment.

PRODEXPO 1is the greatest in

Russia and Eastern Europe show

of the achievements of food and
processing industry.

Within the frame of PRODEX-
PO All-Russian Food Forum, presentations of the
produce of home and foreign companies, seminars,
and two prestigious international tasting competiti-
ons took place, one devoted to wine and strong
drinks tasting, and the other being "Best product”
competition, embracing wide range of food pro-
ducts.

The specific of PRODEXPO is broadening of the
salon principle of arranging the exposition, based
on setting up specialized salons.
In his greeting address Director
.o General of Expocentre company
V. L. Malkevich said: "The system
of specialized salons is conveni-
ent for surveying the exposition,
makes commercial activities of
g the exponents more efficient, al-
T lows to study the rivals produce
; . better, and accelerate establis-
hing business contacts and trade

deals”
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KoauuecmBeHnHO BblCMABKA OC-
MmaaAach NpuUMepHO HA MOM Xe
YPOBHE, WMo B NPOWAOM TOgy: B
Hell yuacmBOBaAo okoao 1600
9KcnoHenmos (B 2004 r. — 1680)
u3 46 cmpan (B npOWAOM rogy —
u3 43). Yyms menbuie 60 % om 06-
uero KoAuZecmBd YUACMHUKOB
COCMABASIAU pOocculickue pupmai.
H3 3apybexHbIX 5KCNOHEHMOB
6oabwie Bcero npucaaru Mmanus
(102) u Hcnanus (95). 3a rHumu
wau Opanuusa (63), I'epmanus
(62), INoabuwia (47), Benrpus (30) u
Aprenmuna (17). IlpumepHo no
gecsimKy y1aCMHUKOB NPegcman-
asmno Typuyuro, Kopero (HOxnyio),
Foarapuio, Cepdui, CIHIA u Ye-
XUIO.

TemamuuecKku npou3BOgCMBO U
peaausayus  NPOGoOBOALCMBUS
OblLAU NpegecmaBAeHbl BNOAHE PA3-
HOCMOpoHHE: 5mo 6OblAU U npo-
gyKmbl NUMAHUSA OM Kapmogeas,
MYKU U KpYIl O CYyXUX 3aBMPAKOB,
gemcKoro NUMAHusA U BKYCOBBIX
gobaBok (0KoA0 70 cmeRgoB), M-

co, maconpogykmsl u nmuua (60), psiba u mopenpo-
gykmbt (20), MOAOKO u npogyKmbkl u3 Hero (50), KoRn-
gumepckue u xAebodyrounble usgeaus (30), besarko-
TOABHBlE U cAaboarkoroabnble Hanumku (10). Haubo-
Aee 00UABHO OblAU NPegCcmaBAEHbl AAKOTOABHbIE HA-
NUMKU, KOMOpble JeMOHCMPUPOBUAUCH NPUMEPHO

Ha 80 cmengax u gaxke BU3YUAbHO
gomunupoaau. Ha ux ¢pone Brir-
AflgeAu CyuleCmBEHHO CKPOMHee
yati u Koge (20), oBowu-ppykmnt
(40), macaoxupoBas npogykKuus
(14). IIpuBegennsie 3gech Uu@phl,
npasga, OpPUEeHMUpPOBOYHbL, NOC-
KOAbKY, No KAaccuguxkayuu opra-
HU3amMOpOB, pAgJ Y1ACMHUKOB
npoxogum B KQMAAOre NO Hec-
KOABKUM pa3geAam, HO 0O0WyIo
KapmuHy BCe Xe NPuUMepHO om-
paxarom. He nose3ao 060pygosa-
HUIO U YNAKOBKe: BCe 3MO ObLAO
CrpynnuUpPOBAHO NOYEMYy-Mo B Ca-
aon «Kagpe, pecmopan, cynep-
mapkem», KOMOPKI OKA3AACSL B
UOKOABHOM 3MaKe NABUALOHA 7
BMecme ¢ HQUUOHAABHBIMU 9KCNO-
3uyusamu Aamsuu, Cep6buu-Yep-
Horopuu, Tauaanga u Yexuu.
Cygnbe OblA0 yrogHo, umooObl
3gech Xe pasMecmuAdch U OOAb-
was 4acmp CMEeHgOB, NOCBAWEH-
HbIX BeHqUHIy. Hatlimu ux MOXHO
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Crieumanucr no cokam yrowjaercs
cynom.

He 101 1 370 «ABTOMATTOPI», 4970
ObiJ1 NPY COBETCKOM BnacTtn?
— Her, ato yxe tpetuii.

Quantitatively the exhibition
stayed practically at the previous
year level: about 1600 exponents
(2004 — 1680) from 46 countries
(last year — from 43). The Russian
companies share was slightly less
than 60Y%. Taking foreign expo-
nents, the best represented were
Italy (102) and Spain (95), follo-
wed by France (63), Germany
(62), Poland (47), Hungary (30),
and Argentine (17). About a do-
zen exponents represented each
of the following countries: Turkey,
Korea (South), Bulgaria, Serbia,
USA and Czech Republic.

As for the subjects, production
and sale of food produce were
represented quite diversely: food
stufts and provisions, from potato-
es, flour and cereals to dry snacks,
food for children and flavourings
(appr. 70 stands), meat and po-
ultry (60), fish and seafood (20),

milk and dairy products (50), confectionery and ba-
kery products (30), soft drinks (10). Alcoholic drinks
were represented most abundant and clearly domi-
nated from the visual point of view (80 stands). At
their background tea and coffee (20), fruit and ve-
getables (40}, and oil products (14) looked very mo-

dest. The figures listed above are
approximate, since, according to
tue classification by the organi-
zars, some participants were ref-
lected in several chapters of the
catalogue, but they seem to reflect
the general picture. Equipment
and packing were unlucky: these
subjects appeared to be collected
ir. the salon named “Catfii, restau-
rant, supermarket”, placed at the
ground floor of Pavilion 7 together
with national expositions of Lat-
via, Serbia-Montenegro, Thailand
and Czechia. The fate willed also
tc place here most of the stands
devoted to vending. To find them
here it was necessary either to
know exactly the name of the
company you were looking for, or
tc comb the whole place thoro-
ughly. Sense and logic could be
piractically of no use. There were
cases, when the people knew the
number of the pavilion homing



OblA0, AUOO YemKO 3HQs, KAKYlO
UMEHHO KOMNQHUIO uljewb, Aubo
npouecnlBas Bce nogpsag. Aora-
gamscs, UCXogs u3 3gpaBOro
CMbBICAQ U AOTUYECKUX Nnocmpoe-
Hutll, OblIAO0 noumu HEeBO3MOXXHO.
briau cayuau, xorga Arogu gaxe
3HQAU, B KAKOM NABUABLOHE (OA-
JKHO NpUCymCcmMBOBAMbL UHMeEpE-
Cyloulasi ux BEHGUHIOBAs mema-
MUKa, HO He MOTAU HAllmu NO yKa-
3ameAsiM U ObAU BHIHYKJEeHbl CO3-
BQHUBAMbLCA NO MEACPORY.

CocmaB 3KCNOHEHMOB, npeg-
CMABAABUIUX IBMOMAMHYIO MOP-
roBaio Ha «[Ipogakcno», ¢ npoui-
AOTO TOga He CAUWKOM U3MEHUA-
cs. Coxparnuau cmeHgbl (no aa-
¢paBumy) «ABmobap», «ABmo-
mammopr 3», «Baaeo», « Bengekc-
Ilenmp», «Bengopc», «Ilukagop
Bengunr» u «9xcnpeccnpogcep-
Buc». Brinaaa u3z smoii oboiimsi
komnanus «Qopmmpetig», HO 3a-
mo Bowau «Mucmepusa» u «Ben-
gopyc». 3a npegeaamu 7-ro naBu-
AbOHQ BMeCMeE C NPOU3BOGUIMEAS-
MU Koghe geMOHCMPUPOBAAQ CBOU
gocmuxxeHus xomnanus «IIpo-
deccuonarbHble MOProBbie AB-
momamel» (qucmpubbomopbl Sa-
eco). B naBuabone 2 Oblau obHna-
PYXKeHbl aBMOMambl NPOU3BOYC-
msa Fuji Electric (Anonus) gas
npogaxu HANUMKOB B OGHKAX,
npegcmaBA€HHble BMecme C CO-
gepxumbim  Komnanuel «Yat-
xopgp» (MockBa) u sanonckol
¢upmot Data Art. Hx cosmec-
mHuas paboma 3acAyKuBaem oco-
boro pasrosopa.

Hecmomps HQ «KU3Hb HA Bbl-
CeAKax», nepeuucAeHHble Bbllle
KOMNAHUU He NAgaAu gyXoM, meMm
boaAee umo, HQUUHAsL CO BIMOPOTO
gHSl, HAPOg «NOWeA KOCSKOMDY.
Ilpuuem 3HQUUMEABbHYIO YdCMb
nocemumeaetl, NPOSIBASIBULUX UH-
mepec K 3KCno3uyuu, COCMABASI-
AU NpegcmaBumMeAl pPeruoHOB.
MHorue, KaK BbISICHUAOCH, Npue3-
JKQAU HQ BBICMABKY CREUUAABHO,
Y3HAB, 4IMO MOPIroBble UBMOMA-
mpl Oygym Kakum-mo o00pazom
3gech npegcmasAenHbl. Taxk umo
onacenust IKCNOHEHMOB, BO3HUK-
uiue no pe3yAbmamdam NEepPBOro
gHS, WMO HA BbLICIMABKE UM Npu-

VE S VR }

CuMex conuxaert Hapoabl.

ABTOMAT 1 TO, YEM €ro 3apsxaloT.

vending companies, interesting
for them, but could not find them
following the guide book, and the-
refore had to use telephone calls.

Composition of the exponents,
who represented automatic mer-
chandizing at PRODEXPO, did
not change substantially compa-
red to the last year. The compani-
es that retained their stands are
(in the alphabetical order): “"Au-
tobar”, "Automattorg 3", "“Exp-
ressprodservice"”, “Picador Ven-
ding", "Valio", "Vendex Cen-
tre”, and “Vendors"”. The set has
lost “Formtrade” company, but
has acquaized “Mistery” and
“Vendorus”. Beyond the pavilion
7, together with coffee producers,
“Professional trade automats”
(“Saeco” distributors) were de-
monstrating their achievements.
In pavilion 2 it was possible to
discover "Fuji Electric” machi-
nes (Japan) for selling canned
drinks, represented, together
with the.r contents, jointly by
“Chaikoff” {Moscow) and "Data
Art" (Japan). Their joint presen-
tation deserves separate discus-
sion.

Despite “living separately”, the
companies named above didn't
lose courage, especially since
from the second day on a lot of pe-
ople started coming. And a consi-
derable part of the visitors sho-
wing their interest in the expositi-
on was formed by the representa-
tives of the regions. As it came,
many people came specially after
hearing vending was to be repre-
sented in some way. So the fears
that exponents were doomed to
get contacts with each other only,
felt on the first day, appeared to
have no foundation.

VENDING BUSINESS, 2005/#2
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gemcs O6MGMbCH UCKAIOYUIMEADb~ '“

It would be right to louch the

HO gpyT ¢ gpyroM, K Cuacmaplo, He BN question of propaganda prepara-
onpaBgaAuCh. Coad tion for the show. It is well known

3gecs ymMecmHO 3ampoOHYymb Coe - that mass media, including speci-
BONPOC 0 NPONAraHgUCMCKOU Nog- - ' alized editions, can play positive

romoBKe K BblcmaBke. Obuweus-
BECMHO, 4MO NOAOXUMEABHYIO g
POAb B 3MOM MOKem U GOAXKHA ur-
pamb npecca, B moM HucAe U cne-
uuarusupoBaHHuasa. OueHb OblBA-
em NoAe3HO, eCAU, Hanpumep, npu
nyoAukauuu B XYPHAAE DEKAaMO-
gameAb umeem BO3MOXHOCMb CO-
obwumb yumamernm: «Aonoinu-
MEeAbHYI0 UH(POPMAUUI0 NO GAHHO-
My Bonpocy Bbl cmoxeme nNoAy-
yumb Ha HQweM cmeHge Ne ma-
KOU-MO HA BHICINABKE MAKOU-MO».
K rayboualiwmemy coxarenuio,
¢opmupoBaHUe  BbICMABOUHOU

NHTepecHo, 4em 3710 Kpacuau?
(Cnagkuii CHer «cnau»).

role here. For example, it proved
very useful for an advertiser, pub-
lishing his ad in a magazine, to in-
form the reader: “Additional in-
formation on the subject can be
got at the stand number sz -and-
so". Unfortunately forming of the
exhibition program continued to
nearly the last days preceding it,
and of course this fact impeded
the campaign of inviting the gu-
ests the best possible way. There-
fore more close collaboration bet-
ween the organizers, participants
and mass media is still desirable.

nporpamMmsl NPOGOAKAAOCH Uymb AU HE §O NOCAEGHUX Despite the fact the impressions from the trade
gHell, umo, pasymMeemcs, He NO3BOASIA0 CMpoumb fair has been generally positive, it is impossible to
KaMNAHUIO NO NPUrAQUIeHUI0 rocmet mak, KaK xome- avoid discussing once more a problem, that became

Yavi-kope n3 sdnoHun? JIiob60nbiTHO.
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Aocbh Obl. B 3mom cmbicAe xome-
Aoch 6bl noxeaamb 6oaee naom-
HOTO COMPYJHUYECMBA OPIraHu3a-
MOPOB BHICMABKU C €€ y4dCMHU- E Vi
kamu u CMH. -
Hecmomps na noaroxumenbHbie
BneuamAeRnusl Om BbICMABKU B Ue-
AOM, HEeAb3A ygepxXambCsi om 00-
CyXKgeHusi BONpoca, Komopbil
NPUMUHUMEABHO K Meponpusamu- -
AM « DKCnouenmpa» Ccmaa, 4mo
Ha3blBaemcs, npumuel BO A3bl-
uex. Peus ugem o mpaHCnOpMmMHOM
00CAyKUBQHUU Trocmel U yuac-
IMHUKOB BblcmaBoK. Kak meamp "
HAUUHAemcs ¢ BeUAAKU, MAK BbiC- |
masku Ha TlpecHe gas 60ABLWIUHC-
msa rocmeti HQWUHAQIOMCA C Mem-
po «Yauuya 1905 rogar». Tem, xmo
Ob1BQA 3geCh B BLICMABOYHbIE GHU,
NOACHAMbL HU4ero ne Hago. Ilou-
mu noAHOE OMCymcmaue YuBUAU-
30BAHHOrO obujecmBeHHOIo
mpancnopma (aBmobycskl mapwpymos 12 u 123 xo-
gam pas B 4ac, ¢ mPygom npogupasch uepes 3abu-
mble yacmuukamu-«oomburamur» KpacHonpecHen-
ckuli Baa u Kpacnorsapgetickull npoe3q; CmpaHHblEe
mapwpymxu nog Homepom 100, Bogumeau Komopbix
npegaararom gosesmu mo 3a 50, a mo u 3a 100 pybaet
u m.g.) nobyxgaem HQUBHbIX Alogel npuexamb HA
cobcmBeHnbIX aBmomawiuHax. Ho mym ux xgem
BCcmpeua co cneyuguueckum ceppucom. Hopmaabhble
NAPKOBKU OMCYMCMBYIOM, 4 B3AMEH UX KAKue-mo
wycmpble pedsama nNeperopaxuBaiom nNpPOoe3Xxyro
yacms u npuAerarwue gpophbl UBEMHbIMU AEHIMOYKA-
MU u npegaararom nocmasums mawuny 3a 300, 500, a
ecau nobawke K komnaexkcy — 3a 1000 pybaet. Hu
MOCKOBCKUE BAQCIU, HU PYKOBOGCMBO JKcnouyeHmpa
HUYero He geAaiom gAsi pa3pewenus smoll npobae-
Mbl, PA3BOGA PyKAMU U NPUTrOBAPUBAS, YN0, MOA, BOM
6ygem Cumu, Aerkoe Mempo, NOg3eMHblE NAPKOBKU
— morga Bce u ympsacemcs. OgHAKO NOKA NPOEKM pe-
xoncmpyxkyuu Llenmpa u npurerarowjux naoujageti
He MOABKO He COTAQCOBQH, HO U He pa3padomaH, cu-
Mmyayus BbIFOGHA MOALKO MeM, KINO 0N Hee KOpMUm-
ca. TpygHo noBepums, 4No HeAb3sl HaBecmu NOPsigox
C pa3yMHbIM NOAB30BQHUEM meM, umo ecmsb. [leper-
py>KeHbl BAAbl — NYCMUMb CREUUAAU3UPOBAHHDLU
aBmo6yc om mempo « KpacHonpecHeHCKasi» go Bxogd
¢ HabepeXHOoU, ynopsagouums 3gech CIOSIHKY, Bblge-
AUB NOg Hee ONOAHUMEALHYIO NAOWAGL C BOCMOY-
Holl cmoponbl LJenmpa, RaBecmu nopsgox y Bxoga ¢
Kpacrnorsapgetickoro npoesga — eu-bory, Bce cka-
ym cnacubo. Hago umems B BUgy U mo, 1mo ogHUM
u3 apryMeHmoB B NOAb3y YUaCmusl B BLlICMABKAX, NPO-
Bogumblx B CokoabHukax, na BBIL] u B Kpokyc-uen-
mpe, ABAAECIMCA MO, WMo mam npodaema nogne3ga pe-
uaemcs HAMHOI'O Ayqule.

in application to Expocentre acti-
vities, “a talk of the town". By this
we mean transport serving of the
guests and the participants of the
fairs. Like "a theatre begins at the
cloak-room”, for the majority of
visitors exhibitions at Presnya be-
gin at the subway station “1905
year street”. Those who had a
chance to pass through it need no
| explanation. Civilazed public
transport is practically absent he-
re. Buses Ne12 can hardly plunge
into the nearby street, jammed by
self-proclaimed cabbies who pro-
pose to give you a lift for 50-100
roubles per head. The situation
makes some naive people to use
their own cars, but near the Expo-
centre they are met with a special
kind of service: there is no normal
parking, and instead of it some
smart guys mark the street and
the yards with bright ribbons, and it is possible to
park your car only paying them 300-500 and even
1000 roubles. Neither Moscow authorities, nor the
Expocentre management do nothing to solve the
problem, and propose to wait for the construction
of the Moscow City complex, with new subway line,
underground parkings, etc. But unfortunately to-
day the reconstruction design has neither been
approved, nor even fulfilled, and the current situa-
tion is advantageous for the smart guys only. It is
difficult to believe there is no reasonable solution,
provisional at least, to satisfy thousands of people
coming and leaving. By the way, some arguments
in favor of taking part in the fairs at Sokolniki, All-
Russian Exhibition Centre, and Crocus Centre are
based on the fact that transport problems are sol-
ved there much belter.

He nogymavite, 470 OHM eAyT.
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CoBpemenHble MOpProBble AB-
momambl, Komopkle BCerga romo-
Bbl nopagosamb nompebdbumeanell
ropavum  Koge, WOKOAQGOM,
NPOXAQGUMEABHBIMU HANUMKAMU
u CHeKamu, nosiBuAuch, B Poccuu
He mak gaBHo. Ho memnsl pocma
BEHGUHTOBbIX cemell BeAUKU, MAK
KQK OYeHb MHOIUe NpegnpuHuMd-
meAu NPeKpacHO NOHUMAIOM,
HOCKOABKO BBIFOGHBIM MOXem
Obimb BEeHQUHIOBbIU OU3HEC, He
mpebylowull ruraHMCKUX BAOXKE-
HUull u gaowul CMaOUAbHYIO
npubbiAb U OKynarouul ceds 3a
cpok om b6 mecsuer go 2 aem. Ha-
uboree NONYAAPHbl CErogHs UB-
momambl gAst RPUTOMOBAEHUS KO-
¢he u ropauUX HQNUMKOB, A MAK-
JKe CHeKOBble MQWUHbl, Npegaa-
raroujue WwupoKull accopmuMeHm
CHEKOB, COKOB, CYXApPUKOB U gpy-
ruXx yNAKOBAHHBIX NPOGJYKMOB.
INomenyuaa pblHKQ 3Kcnepmbl
OUEHUBQIOM KAK «OYeHb BbICOKUll». Tak umo y npeg-
npuHUMameAell BCe ewe ecmpb WAHC HAUmMu CBOK
Huwy, 0CoOOEHHO YHUmMbIBAs, YMO HACMYNAEHUEe AB-
momamoB Hauaarock ¢ Mocksrt u Cankm-Ilemep6yp-
Ia, @ OCMAAbHblE PETUOHBl OCHQUW,EHbl ABMOMAMamul
3HAQUUMEAbLHO cAabee.

B Poccuu go cux nop Hem BbICMABKU, KOMOPAs
npegcmaBAsiaQ 6kl BEHGUHIOBBLU OU3HEC BO BCEX dAC-
NneKmax, uHmepec ke K meme oieHb BeAuk. [Toamo-
MY UH@POPpMAUUOHHbII BAKYYM 3AQNOAHAIOM OAU3KUE
no npogpuaro seicmasku [IHUP, «IIpogskcno», World
Food u >xypHaabl, B uacmHocmu « Bengunr 6u3nec».

C KaXghiM rogom Bce 60AblEe POCCULICKUX BEHGUH-
roBblX KOMNAQHUU yuacmByom B Bolcmapkax. B «IIpo-
gakcno — 2005» npuHuMaAu yuacmue, N0 HAUUM
OUEHKaM, BOCEMb U3 HUX (CM. npegnlgywull penop-
max).

Hawa xomnanusa B nepBblll pa3 yuacmBOBUAQ B
CMOAb KpynHoU BhicMAaBKe, A HAC ObIAC OU€eHb BAXK-
HO npuBAeub BHUMQHUE K NPegcmaBAieMOMY HAMU
Ha priHKe Poccuu obopygosanuio komnanuu Azko-
yen. Aist 3moro mbl nOCMApaAuch co3gams bAAroxe-
AQMeAbHY10 0OCMAHOBKY HA HQUieM cmeHge, BHUMA-
MEeAbHO BbICAYUUBAMb BCE NOXKEAAHUSI NOMEHYUAAL-
HbIX KAUEHMOB U npegAarams ONMMUMAAbHbIE U 3-
@exmuBHble pewieRuA. Mbl ¢ ygoOBOALCMBUEM NPUHU-
MaAu y cebst B rocmisix U HAWUX NAPMHEPOB NO BEH-

Exarepuxa MonywuHa,
KOMMEePYeCKuih AUpPpeKTop
000 «BeHgopyc» (Mocksa)

- Modern vending machines, al-
| ways ready to make clients happy
‘ with hot coffee, chocolate, cold
drinks and snacks, appeared in
Russia not long ago. But the rate
| the vending trade net grows is
\ great, since many entrepreneurs
realize quite well how profitable
vending business can be, without
giant investments providing re-
pay within time interval from 6
months to 2 years. Today most po-
pular are coffee and other hot
drinks machines, as well as snack
vendors, suggesting to buy wide
range of prepacked goods, like
snacks, juices etc. Experts evalua-
te the sector's potential as "very
high". So there is still a high chan-
ce for businessmen to find their
niche, especially if we take into
account the fact that the vending
offensive started in Moscow and
Saint-Petersburg, while the regi-

ons are still equipped much weaker.

There is no trade fair in Russia yet, that could rep-
resent adequately all the aspects of vending, though
interest for the subject is great and growing. The in-
formation vacuum has been partially filled by the
kindred shows like PIR, Prodexpo, WorldFood and
the like, and by magazines like "Vending Business".

Participation of Russian vending companies in
the trade fairs grows from year to year. This time we
could see at Prodexpo eight of them (see the previo-
us report).

Our company has been taxing part in such a show
for the first time. We considered it very important to
attract attention to the equipment supplied by Az-
koyen company whom we represent at the Russian
market. To this end we tried to create a favourable
atmosphere at our stand, to hear out all the wishes
of the potential clients and suggest optimal and ef-
ficient solutions. We were glad to welcome our par-
tners from the business as well. Thus we had interes-
ting discussions of the prospects and the structure

VENDING BUSINESS, 2005/#2
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QUHIOBOMY DbIHKY. MnmepecHble 06Cy)geHus nep-
CneKmuB pa3Bumusi pbIHKA U ero cermeHmayuu
NPOUIAU € ABMOPOM NEPBOU poCcculicKol KHUrU O BEeH-
guHroBoM 6usHece U npegcmaBumereM KOMNAHUU
«ABmomammopr», Arekcangpom bapannukom.

Mbl cmpemuMmcs He MOABKO NOCMABASMb HAWUM
KAUERMAaM KaueCmBEHHOe, COBPEMEeHHOe U UHme-
pecroe 060pygoBaxue, HO U NpegocmaBums UM BO3-
MOXHOCIMB Npuodpemams y HAC AQpOMAmMHbLL Koge.
Vendorus Group npegcmaBuAa HA CBOEM CMeEHge He
MOABKO aBMOMambl, HO U (BnepBble B Poccuu) kauec-
MBEHHble UHIPEegUeHMbl
Om UCNAHCKOTO NPou3Bo-
gumeas Vendin.

BricmaBka noxkasaaaq,
4mo MHOrue nocemume-
AU, NPOABAANOWUE UHME-
pec K BeHquHIoBoMy Ou3s-
HeCy, ucCnbmhblBAlOm He- '
gocmamok uH@opmauuu, '
He 3HQIOMm C 4ero Haiamhb
u KaK cmpoumsb ycneul- .
HYIO ahpekmuBHYIO o il
cemsb. Koneuno xe, kuura - \
«BenguHr 6e3 cekpemoB»
nomoraem MHOIUM, JXKyp-
Haa «BenguHr Ou3nec»
Marke gaem MHOIO No-
Ae3HbIX DeKOMeHgayull gAsl HQHUHQIOW,UX BeHGUHIO-
BBIX ONEpamopOB, HO BCE PABHO PsiJ BONPOCOB 3BY-
qum CHOBQ U CHOBA.

Ilo umoram pabomsl nHa «IIpogskcno — 2005» mbl
BbIJEAUAU BONPOCH], KOMOPble 3BYUAAU Yauje BCEro,
U pewluAu euje pa3 omBemumb HA HUX HAQWUM NO-
MEeHYUAAbHbIM KAUEHINAM U NAPMHEPAM.

OcHOBHAs1 3agaua BEHGUHTOBOIO onepamopa —
obecnequums BCEX NOAE3HBIM U BKYCHbIM NDOJYKIMOM
B A1000€ BpeMsL U mMaM, rge 3mo ygoOHO NOKYNAMeAIo.
Ogrnaxko Ha cmapme HAGO YemKO NOHUMAMb, KMO
OH — NOKynameAb MOBAPOB U3 apmomama. Om yue-
ma moro, Kmo 6ygem NoAb30BAMbCS ABMOMAMAMU,

umo npegnouumaem, 3aBucumm ycnex uAu Heycnex

Bcero npoexma. Mcmopuuecku BeHGUHT OpueHmupo-
BQH HA MOAOGbIX U GUHAMUYHBIX Alogell, OJHAKO B
PAMKAX 2MOU Kameropuu BO3MOXHbBl PA3Hble HUWU.
Coraacumecs, umo ayqumopus B BY.3e omauuaemcs
om COMPYGHUKOB NPEgCcmMaBumMeAbCMBA KPYNHOU
uHocmpaHHoU kKomnarnuu. Heobxogumo usyuwams
CBOI0 KAUEHMYpPY, HabAOgamb, U MOABKG NOCAE
MWAMeALHOr0 UCCAeGOBQHUA U HemKOro no3uyuo-
HUPOBQHUA Npucmynams K CAGyHOUUM 2Manam —
BHIOOPY Mecma U COOCMBEHHO 000PYgOBAHUSL.
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of vending market with the author of the first Rus-
sian book on vending Alexander Barannik, repre-
senting his company, Avtomattorg.

We aspire to provide our clients not only with
up-to-date equipment, but also with aromatic cof-
fee. Therefore we demonstrated at our stand both
vending machines and (for the first time in Russia)
high quality ingredients manufactured by Vendin
company (Spain). :

The fair has shown that
many visitors interested
in the vending business
are suffering lack of infor-
mation. They do not know
what to start with and
how to make their net effi-
cient. Though the book
"Vending without any
secrets” renders help to
many of them, and "Ven-
N ding business” magazine

| gives many useful recom-

mendations for the star-

ting operators, some qu-

estions sound again and

again. So summing up the results of Prodexpo 2005,

we picked out some most often questions and deci-

ded to answer them for the sake of our potential cli-
ents and partners once more.

The main task of the vending operator is to pro-
vide his consumers with tasty and wholesome pro-
ducts any time and at any place comfortable for
them. But at the very start it is necessary to see cle-
arly who and what che buyer is. Without it one can't
forsee whether the project will be a success or a fa-
ilure. Historically the automatic merchandizing is
aimed mainly at young and dynamic people, but
there can be different subcategories within the nic-
he. You will agree college students differ a lot from
the employees of a solid foreign company. Thus one
should study his potential clients, observe them,
and only after thorcugh investigation and clear po-
sitioning he may take up the next steps — choice of
the place and the equipment.



Mecmo ycmaHOBKU HEOOXOGUMO MW,AMEABHO Bbl-
bupamp, Om 3MOro HANPAMYIO 3ABUCSM omgada U
oKynaemocms. YXe Ha cmaguu paspabomixu 6us-
HeCc-NAQGHA Hago xoms 6bl OPUEHMUPOBOYHO HAME-
mump, Kyga NAGHUPYeMCS NOCMABUMb ABMOMAMbL.
Ecmpb abcoaromHo GecnpourpbliiHble mecma: oQuc-
Hble U MOProBble UEHMPBl, CNOPMUBHbIE YUpeXge-
HUSl, MPAHCNOPMHbLE Y3Abl, BY3bL.

Pasmewjenue aBmomama B 3gaHUU MAKXKe BeChMd
CyWeCmBEHHO BAUAEMm HA 00beMbl npogwk. Ecau ka-
YeCcmBEHHBI U COBPEMEHHBI aBIoMan NOCMABUMb
B gaAbHUll YrOoA, MO AROGU €ro NPOoCmo He 3aMemsim.
Ero ycmapeBwiuill, HeUHMepecH»ll gu3aliH moxe He
gobaBUM NPUBAEKAMEABHOCINU.

Hauboaree penmabeabHbl aBMOMambl NO NPOGAXKE
ropsuuxX HANUMKOB, HECAYUQUHO B€3ge BeHJUHIOBblE
cemu cmapmyom UMEeHHO ¢ Koge-mauiuH. Onu Mo-
rym romoBump WUPOKUU CEKMP ropsAiux HANUMKOB
Ha Awoboll Bkyc. IlepBbiMU nOsSBUAUCH ABMOMQMKb,
npogaroujue HaNUMKU U3 pacmBopuMoro Koge, a ce-
rogHA Bce DOAbWYIO NONYASPHOCMb 3ABOEBLIBAIOM
me, 4mo romoBsm KaQueCMBEHHBIU 3CNPpecco U3 Ha-
mypaabHblx 3epeH. Hopma npubpiau, komopast noay-
yagemcsi NpU NPOgwWwke depe3 MOpProBble ABMOMAMbL
YIIAKOBAHHLLX NPOGYKMOB, HWke. Pabomas co cHeKo-
BHIMU MQUIUHAMU, Mbl OOHAPYXUAU, 4mo Hauboiee
3pexmuBHO aBmomamsl pabomarom B nape: Kogpe-
MQUIUHA U CHEKOBbI asmomam. Pa3yMHO HauuHamb
UMEHHO C Koghe, a 3ameM «goOaBAsimb» B cemb B ON-
PEeJEAEHHBIX NPONOPYUSAX CHEKOBblE MAUIUHHI.

Ewe ogun BaXHBII MOMEHM, KOMOPHIU HAGO yiU-
mblBamMb NPU NOKyNKe aBmoMamoB, — 5mo rabapu-
mbi. Tak, CHeKoBble MQUIUHbl OM psga Npou3BOguU-
meAell HACMOABKO WUPOKU, 4MO 3AEMEHMAPHO He
Nnpoxogsim B CIMAHGAPMHbIE gBEPHBIE NPOEMBbI.

IMocae moro, kak onpegeaeHO Mecmo U BUg mopro-
BOIO aBMOMaMa, MOXHO UCKamb nocmasujuka. [loc-
MAaBWUKA 060PYgOBARUSL UMeem CMbICA OnpegeAsimhb
ucxogs u3 cBoel NOMEHUUAABHOU UEeAeBOU I'Dynnbl,
MAK KaK pasaudus B cCmouMocmu 060pygoBAaHUS, Id-
POHMUUHBIX CPOKAX, YCAOBUSIX NOCMABKU, JONOAHU-
MeAbHOM CepBuUcCe MOTym OblMb OUeHb CyUjeCmBeH-
HbIMU, MAK YN0 MOXHO nogodpamp HauboAee NOgxo-
gawull Bapuanm, KaxK No UeHe, MAK U NO KAYeCmBY.

AAs moro, kmo Bbibupaem nOCMABUUKA, BAKHO
onpegeAums, KAKue NApamempsl ABASIOMCS gAsl He-
ro KpuMMud4HbIMU, U KAQKU€ GONnOAHUMeAbHble (PyH-
KUUuU goAXKHBL NPUCYMCMBOBAMb B npuobpemaemom
obopygosarnuu. Heobxogumo pewumb, OOCAYKU-
BAmMb AU GBMOMAM CAMOCMOAMEABHO UAU BOCNOAb-
30BAMbCA YCAYTAMU CePBUCHOU CAYKObl. Hem kauec-
mBeHHee 000PYJOBQHUE, MEM, eCINeCMBEHHO, NPO-
uje ero 00CAYyXUBAmMb, NOMOMY 4NO OHO boAee «gpY-
XKeAlobHO» K onepamopy. B makux Kogelinbix aBmo-

The place of installation should be chosen very
thoroughly since it influences profit and repay gre-
atly. The draft decision is to be made at the stage of
composing the business plan. There are some points
that can be considered non-ioss: business and shop-
ping centers, sport institutions, transport junctions,
colleges etc. The exact placing in the building can
also influence the selling. I. a good and up-to-date
vendor is installed at some far corner, people can
easily miss it. Its old and out-of-fassion design will
not make it more atiractive.

Vendors for hot drinks are the most profitable,
and it is not by chance the vending nets start every-
where with coffee machines that can cook a broad
range of hot drinks to satis'y any taste. The first to
appear machines used instant coffee, but now the
vendors using natural coffee beans to prepare high
quality espresso gain more and more popularity.
Profit rate of snack machines is lower, but, as we ob-
served on practice, the most efficient approach is to
install machines in pairs: a coffee vendor and a
snack one. So it is wise to start with coffee and then
to add a certain share of snack machines into the
net.

One more important parameter to be taken into
account choosing the machine is its dimensions. So-
me of the snack vendors appear to be so large they
can't pass the standard doors.

Having chosen the place and the model, one may
look for the supplier. This search should be carried
out in view of the potential target group. The cost of
the equipment, warranty period, conditions of sup-
ply, additional service can differ a lot, so it is pos-
sible usually to choose the ovtion optimal by the pri-
ce and the quality.

Choosing the supplier, it is important to define
the critical parameters ancd decide what auxiliary
functions are to be possessed by the equipment.
Would you like to maintain the vendor yourself or
invite some external service? The better is the equ-
ipment, the easier is its maintenance, since it is fri-
endly to the operator. In such coffee machines the
quality of the drinks is higher; the snack vendors
have a more flexible produc:s line and the tempera-
ture regime. Don’t forget avout the delivery dates,
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Mamax BblUl€ KQUeCmBO HANUMKOB, B CHEKOBbIX —
boAee rudkas AuHelKa NPOgykKMmoB U memnepamyp-
HBIl pexxum. YuumplBalime MAKXe CPOKU NOCMABOK,
0bbemMbl napmuill U BO3MOXHOCIMB 0OyUeHUS Nepco-
Haaa. Bece smu napamemprl MOrym chirpamb BeCbMd
CyW,eCmMBEHHYIO POAL B BaueM ycnexe, 0COOEHHO HA
cmapme,

B nepsylo ouepegpr — kauecmBeHHble. BHeuinul
BUg U MeCMmONOAOXKeHUe aBMOMAma CNOCOOHB
npuBAedb K HeMy nompebumeaell, HO 6e3 JOAKHOIO
KaquecmBa NPOGYKMA BCe YCUAUS NOUGym HACMAPKY.
He cexpem, umo MHorue KOMNQHUU CMPEMAMCA yge-
weBumb UCXOGHble UHIPegueHmbl, 1moObl NOAY-
qumb HaAUOOALULYIO MapXy. Ho Bpemena, korga nom-
pebumenam ObIAO BCe PABHO, YMO NOAyuamMb U3 AB-
momMamoB 3a cBou geHbru, npoxogam. Ilosmomy
BQWKHO YACHUMbB, Yero Xxouem KAUEHM, U, UCXOgs U3
2moro, ¢gopmuposamb accopmumenm. AAl CHEKO-
BBIX GBMOMQMOB nNpegnoimumeibHee BblOupamsp
NONYAAPHBIE U NPOBEPEHHblE BPEMEeHEeM U DPBIHKOM
npogykmsl. He 3Kk0HOMbmME HA KAUeCMBEHHBIX UHT-
pegueHmax u moBapax, ieM KauecmpBeHHee UCXO0g-
HEI NPOGYKM, MeM Bhllile NPOGWKL.

OcHOBHOU 3GKOH BEHGUHIQ: nompebumeAb (OA-
JKEeH NOAyHUmb NPOgyKm BCergd, Korga BO3HUKaem
JKeaanue. Obecneuums HAAUNUE SMOT0 NPOGYyKMA B
MOProBbIX BMOMAMAX — BAWA OCHOBHAA 34gayd.
Ecau apmomam nycmyem UAU NO KAKUM-MO Npuvu-
HaM He Bblgaem MOoBap, KAUeHM PA304aPOBbIBACMCA
u 6oabuie He nogxogum. ABmomamsp! mpedyom BHU-
MQHUA, AKKYPAMHOCINU U NYHKMYAALHOCIMU B 00CAY-
JKUBGHUU, O4€eHb BAKHO COCMABUMb gAsl ONepamo-
poB Yemkuu rpaguk obve3ga mouek. Cucmema npa-
BUABHOrO MOBAPOGBUJKEHUS! HA CKAQGE — OUEHb
BAKHbIII MOMEHM, UHQYe KAUEHMCKUe 3anpochl
npocmo He 6ygym yq1umblBaAMbCAL.

Hayunamp Ayuwie He ¢ 0gHOro apmomamd, a cpa-
3y € HEeCKOALKUX (5-10), UBHAUAABHO OPUEHMUPYACh
Ha co3ganue BeHguHropol cemu. Cemb — 5mo nep-
CneKmuBHO U npubblibHO. OguH onepamop MoXxem
obcayxuBamb O mpugyamu aBMOMAMOB, NpU
3MOM HAKAQgHble pacxogkl cHWwkKawomes. He gymaii-
me, 4mo, KynuB geCAmoK dBMOMAMOB U pACCIMABUB
UX B YgauHKIX Mecmax, Bbl obecnevume cebs cma-
OuAbHBIM gOXOGOM. BeHguHT — NOAHOUEHHKIU U KOH-
KypenmHbll OU3Hec, paccaaOAaAmbCsa 3gech HEKOrga.
MupoBas meHgeRyus HATAAGHO geMoHcmpupyem:
boAee COBpEeMEHHAs MEXHUKA CO BpeMeHeM Bblmec-
HAem meHee coBpeMeHnyro. Obsa3ameAbHO HAGO CAe-
gums 3a HOBUHKAMU, KOMOPbI€ BCETJA NPegcmaBAs-
0m NPou3BOguUMeEAU U NOCMABUW,UKU HA BHICINABKAX.
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volume of supplies and the possibility of teaching
the staff. All these points can play an important ro-
le in your success, especially at the start.

First of all they must have good quality. The ap-.
pearance and the place of vendor installation can
attract clients to it, but without the proper quality of
the products the project is doomed to failure. It is
no secret that many companies try to increase their
profit using cheaper ingredients. But the times
when the consumers were indifferent to what they
get from the vendor for their money are passing.
Thus it is important to know what the client wants
and to shape the set of goods accordingly. As for the
snack machines, it would be preferable to load them
with popular and time proved products. Never eco-
nomize on the quality of the ingredients and the go-
ods: the higher the quality, the greater the selling.

The main law of the vending is: the consumer
must be able to get his product as soon as the wish
arises. Thus your main task is to provide the presen-
ce of the good in your vendors. If the machine
stands empty or it doesn't sell, your client gets di-
sappointed and is not inclined to come up to it any
more. The vending machines demand your attenti-
on, accuracy and punctuality in maintenance. The
proper logistics needs a proper schedule of visiting
the installations. The system of the goods transport
within the storage room is also very important, or el-
se the client’s demand will not be properly conside-
red.

It is better to start with more than one machine,
perhaps, installing 5-10 of them, having in mind the
prospect of building your net. Set is prospective and
profitable. One operator can provide service to up
to 30 machines, thus decreasing the overhead ex-
penses. But don't think that having bought a dozen
machines and installing them in proper places you
guarantee yourself with a stable income. Vending is
a competitive business, you have no time fo relax.
The world tendencies demonstrate obviously: the
technique and the hardware are constantly displa-
ced by the more up-to-date kinds. Hence it is neces-
sary to follow the novelties that are exhibited by the
manufacturers and the suppliers at the trade fairs.



C nawaaa 2002 r. B Ilpare Brixogum KypHQAA,
HaspaHue komoporo Gastronom B nepepoge He
nyxgaemcsa. Ero 6eccmennblll uszgameab u
raaBHbil pegakmop Kocmac Aumockakuc nosu-
UUOHUPOBUA CBO€ U3gaHue, YMOYHUB memamii-
Ky nog3aroroBkom « Topropble aBmomamsl U KO-
Qelinble MAWUHLIY, KOMOPHIL B gaabHeluiem
mpancgopmupoBaics B « Bengunr u kagper. Ce-
TFOgHA XYpHAA 00beMoM go 48 noaoc Beixogum
pas B gBa mecsya. ABolicmBeHHOCMb HA3BAHUA
ompaxaem onpegeAeHHY0 GBOUCMBEHHOCMb
COgep>KQHUA: NPUMEPHO B NOAOBUHE HOMEPOB
npeobaragaem obwWeracmpoHOMUYECKAA meMa-
MUKa, NOAOBUHA OAUKE K BEHGUHIY.

OCHOBHBIE

pyGpuxu: o

X Bengunr (obwue
npobaemnl)

X [Ipogykmbl nUMAHUA,
HAUUOUAbHbIE KyXHU U
OAl0ga, MexXHOoAOruu
npuromoBAeHUA

X CH3KU

X Koghe

X Yaii

X Boga

X Kongumepckue

us geaus

X [Tuso

X Buno

X TabauHble u3geaus

X KaccoBble U NAGMEKHbIE
ycmpoicmsa

X ObujecmBeHHOe
numanue

X BplcmaBKU, ApMAPKU.

Hauunas ¢ 2005 r. Ha 06A0KKe ymMouHsemcsi:
yexocaoBaykull ompacaeBoll XypHar. OH QK-
muBHO compygruuaem ¢ Yeuickoll u EBponeii-
cxkoll BeHgunr-accoyuayusmu. Hmeem coraa-
weHusi 0 cCompygHuiecmse C pAgoM 3apydex-
HbIX usganui, 8 mom uucie ¢ LMDA (®Dpan-
yus), Eurocoffee, a maxxe «KODE & YAHU B
Poccuu». B ¢peBpare gocmurnyma goroBopen-
Hocmb 06 0OMeHe MamepuaAaMU C HQWUM XYp-
HAAOM.
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e Bnagumup KoyeTKOB, reHepasibHbIf AUPEKTOP rpyri-
nol ABTOMATTOPI (MockBsa)

Ilpowequiuti rog O3HAMEHOBAACST SHEPTUYHBIM
pOCmMOM pOCCUUCKOI0 DBLIHKG MOPrOBHX aBMOMAQ-
moB. OnpegeAuAuch Augepbl DPbIHKA, U NOABUAOCD
MHOTO HOBUYKOB, NbUMANOWUXCA 3ABOEBAMb CBOE
Mecmo nog coAnyeM. Ilpakmuuecku B KOKGOM peru-
OHe U 4ymb AU He B KAKGOM ropoge NOsiBUAUCH MOpP-
ropele apmomambl u upmbl-onepamopst. lT'eorpa-
¢ua nocmasox mopropsix aBmomamos 3a 2004 rog —
om Kaaununrpaga go Kamuamku u Yykomxku. B cBs-
3U € 5IMUM BAXHYIO POAb NpUoOpemaem aHAAU3 DblH-
KQ, KOmophlli nomMoraem BCeM, U NOCMABUUKAM, U
nokynameAsam ob60pygoBaHUS, NPUHUMAMDb DeWeHUs
B CBoell gessmeAbHOCIU.

OgHUM U3 CaMbIX gOCMOBEPHbIX MEMOYOB U3yue-
HUA PBIHKA ABASIEMCA AHAAU3 MAMOKEHHOU cmamuc-
muxku. Hamu 6baa cgeaana BeiOOpKa uHgpopmayuu
no umnopmy moproelx asmomamosB (kog THB3A
8476210000) u He6oALWIOU AHAAU3 NOAYUEHHBIX GAH-
HbIX. AHGAU3 NPOU3ZBOGUACS NO (PUPMAM-NPOU3BOgU-
meAsM u NO MUnNam MoproBbiX aBmoMamoB. B npun-
yune, UH@GOPMAUUI0 MOXHO ObLAO CMPYKMYpPUpO-
BamMb U NNO KOHKPEMHbIM MOGEASIM, HO CINOAb NOGPOO-
HOe uccAegoBaHUe He BXOGUAO B HQUIU 3dgayll.

Ilo ungopmayuu, noasyuennot uz TamokeHHOro
KoMumema, NPAKMUKU BBO3d MOProBblX ABMOMAMOB
nog gpyrumu mamoXeHHbIMU KOgaMu NOKd He 3ame-
4eHo. Jmo No3BoAsem HAgeamsCs, 4mo NOCMpPOEH-
Hasa ucxoga u3 cmamucmuku I'TK xkapmuna umnop-
ma B Poccuio BeHgUHI-MAQUIUH OCMAMOYHO NpubAl-
XKeHa K pearbHocmu. Ilpu smom caegyem umems B
BUJY, WMo BbIOpamMpb U3 MAMOXXKEHHOU CMAmMuUCmuKu
CBegeHUsl NO BBO3Y 0O0OPYGOBAHUSA KAKGhIM UAEDOM
B OMGEAbHOCIMU HEBO3MOXHO, MAK KAK NPU NPOXOX-
genuu MaMoKHU He BCe guAepbl YUrypupyom B gek-
AAPAUUAX HANPAMYIO B POAU uMnopmepd.

Ilpu anaauze cmamucmuxu ygaroCh BblgeAumb
cAegyloujue 3aKOHOMEepHOCIMU: pe3xul (B gBa pasa)
pocm umMnopmad QBMOMAMOB BO BMOPOU NOAOBUHE
roga (uroAb-gekabpb) u NosiBAEHUE gBYX SAIBHbIX AUge-
POB cpegu KoMnaHuli-npou3pogumeaet (Samsung u
NECTA), xomopbie Bmecme 3aHsAu boree 70 % poc-
cutickoro prlHKA. Kaxgwll u3 amux npou3Bogume-
aAeti B 2004 rogy npogaa B Poccuio aBmomamoB 60Ab-
we, 4eM BCe OCMOAbHblE (PUDPMBl, BMeCme B3smble.
Pesyapmamel aHaAu3a npuBegenbl B mabauue u HA
rpaguxe.

Ymo Kacaemcs aHaAU3aQ UMNOpMA NO MUnNam mop-
roBblx asmomamoB, mo 90 % Bcero BBe3eHHOro 06o-
PYgOBQHUA COCMABAAIOM GBOIOMAMbL NO NPOgAKe
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Last year was marked with energetic growth at the
market of vending machines. The leaders have deve-
loped, and quite a few newcomers appeared, fighting
for their place in the sun. Practically every region and
nearly every town acquired its vending machines
and operating companies, the geography of supp-
lying being spread from Kaliningrad to Kamchatka
and Chukotka. Therefore growing and more impor-
tant role is being played by market analysis that
helps both the suppliers and customers of equipment
to make well based decisions in their activities.

One of the most reliable methods of market studi-
es is based on analysis of customs statistics. We un-
dertook selection from information on vending mac-
hines import (Code THB32A 8476210000) ~nd some
analysis of the derived data, classifying them by the
manufacturers and the types of vendors. In princip-
le, it was possible to structurize the information by
specific models, but such a detailed study was not
planned at the moment. Analysing the statistics we
achieved to reveal two facts: the sharp (twofold)
growth of vendors import during the second half of
the year (July-December) and the emergence of two
clear leaders, whose common share of the market is
more than 70% - Samsung and Necta. Each of the
two imported into Russia in 2004 more than all the
rest taken together. The results of the analysis are
shown in the table and at the diagram.

As for the structure of the import by the types of
the vendors, 90 % of the total number are presented
by hot drinks machines, commonly called coffee
vendors: SVM-6111 produced by Samsung, and
Kikko and Colibri by Necta.

Our explanation of the results is as follows:

In our opinion Samsung/Venson machines pos-
sess the following advantages:

« low price (in US dollars, and not euros)

* high reliability

» simple operation

» the best resistance to vandalism

+ long interval between service operations

One of the drawbacks of Samsung machines is
that their current line, presented here, doesn't con-



ropsYUX HANUMKOB, B 00uxoge uMenyemble «Kogeli-
uele». Y Samsung smo mogeab SVM-6111, y Necta —
amo asmomamyt Kikko u Colibri.

Yem MOXHO 00BbACHUMEL JUHHbIE PE3YyAbLMAMBbL?

ITo Hawemy MHeRnulo, y aBmomamoB Sam-
sung/Venson ecmpb cAegyroujue goCmouHCMBA:

* HU3KAA UEHA (K MOMY e BbIpUKEHHAA B JOAAQ-
pax, a He B €eBpO)

* BBICOKQSI HAGEXHOCIMb

¢ npocmoma B 3KCNAyamauuu

« AyuWQs cpegu BCeX MOProBhlX ABMOMAMOB BAH-
garoycmouiiuBocmb

* 60ABWOU pecypc «om 0OCAYKUBAHUSA O 0OCAY-
JKUBQHUSLY

Hegocmamkom aunelku Samsung siBAAemMcs mo,
umo B Hell He OblLAU NpegcmaBAeHbl ABMOMAQMEbL, U3-
rOmaBAUBQIOWUE HANUMKU u3 3epHoBoro koge. K
momy Xe CpaBHUMeAbHO OoAbwiue rabapumisie
pa3mepkl UHOTga OrpaHUudUuBAOM BO3ZMOXHOCIU UX
pasmeweHus.

TasubiMu npuuuHamu ycnexa amomamos Necta,
HQ HQW B3TAAY, ABASIIOMCSL

* HeOoAbUIUE PA3MepPHL (B MOM YUCAE ABMOMAMOB,
U3romaBAUBQIOWUX HANUMKU U3 36PHOBOIO Koge);

* Camas HU3Kast YeHd cpegu QHAAOTOB;

* omcymcmBue HA DPbIHKE ABMOMAMOB C 3€PHO-
BbIM KO(he gpyrux npou3pogumeaiet;

« xopowull gu3aln.

Boabwiyto poab B ycnexe ganHHBIX npou3Bogume-
Aell chirpaaa U akmuBHas paboma guaepos. M Sam-
sung, u Necta umerom B Poccuu He meHee uemnblpex
KOMNQHUU-NapmMHepoB. Annapamel 3mux ¢upM yxe
gasHo nocmasasiomcs B Poccuro: Samsung — okoao
10 rem, Necta — He MeRee 5 rem. Ausrepamu u one-
pamopamu HAKONAEH OrPOMHBIU ONbIM UCNOAB30BA-
HUA U 0OCAYKUBQHUA 3MUX MOProBblX ABMOMAMOB.
CoomBemcmBeHHO 3geCh COCPegoMmOoUenbl U Ayquue
UH)KEHEPHble KAgPhl.

Anaau3s ganneix 3a 2004 rog BHywaem onmumMu3m
NO NOBOGY NPOTHO30B PA3BUMUsl PbIHKA BEHQUHIA B
Hawel cmpaHe. Mmnopm mMOproBblX QBMOMAMOB
umMeem mMeHgeHUUIO K ycmoluuBomy pocmy. Ecau B
2003 rogy 6sir0 BBe3eHo 1752 annapama, mo B 2004
rogy — yxe 3204, umo na 80 % 6oabwe.

Ocmaemcsa HageambCs, 1MO U B Hawel cmpane
noABUMCA Npou3BOgCMBO OCMOUHBIX MOPrOBbIX
aBMOMQIMOB, KOMOpkle CMOIym omoOpamb HaAcmb
DPBIHKA y 3apyOeXXHbIX npou3sogumenel.

AnBapsb- Hionn- Bcero

UIOHb gekabppb 3a rog
Samsung 356 975 1331
Necta 282 709 991
Ilpouue

389 493 882
Bcero

1027 2177 3204

tain vendors using coffee-beans. In addition their
comparatively large dimensions limit sometimes the
possibility of their placement.

The main reasons for Necta machines success
are, as we see it:

« small size (including those for beans use)

« the lowest price compared to analogues

 absence of real competitors in the coffee-ma-
kers sector

+ good design

Active work of dealers also played a great role in
the success. Both Samsung and Necta have at least
four serious Russian partners each. The machines of
these producers have been supplied here for rather
a long period: Samsung — about 10 years, Necta —
not less than 5. So the dealers and the operators ha-
ve accumulated a great experience in management
and service of these machines. Accordingly the best
engineering personnel has been concentrated here.

As a whole the analysis of 2004 data inspires op-
timism concerning the tendencies of vending mar-
ket development in our country. Import of vending
machines grows steadily: in 2003 1752 machines
were imporled, in 2004 — 3204 (80 % more).

Let us only hope that our country will give birth to
its own producers of vending machines who will be
able to take part of the market away from the foreign
manufacturers.
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Hawe npou3BogcmBeHHOE npegnpusamue pasme-
wieno B Aopgpexme Hegareko om Pommepgama, B
Hugepaangax. Hcmopus komnanuu Bocxogum X
1973 r., korga ICS 6biAa OCHOBAHA B KauecmBe Npo-
U3BOgCMBEHHOU gouepHell CMpPyKmMypbl KpPynHoU
TOAAQHJCKOU Komnanuu-onepamopa. Cerogus Haule
BbICOKOMEXHOAOTUHHbBI KOMNAEKC pa3Meu,demcs Ha
nmaowagu 22 000 m? u BKAouaem B cebs1 00KAPOUHbLL
yex, NpousBOgcmBO pPACMBOPUMBIX NPOJYKMOB U
pacgacoBKy uas, a makxe coOCmBeHHOe nogpasge-
AeHue, Komopoe 3aHUMAemcst HAQyYHbIMU UCCAEgOBA-
Huamu u pazpabomxamu. ICS umeem psag MexgyHa-
POgHbIX cepmugukamos, maxkux kak ICO 9001, ISO
14001 u HACCP.

ABAfACH wAeHOM MeXgYyHapogHoU rpynnsl Autobar
co wmabksapmupoti B Aongore, ICS Bxogum B ee om-
geaenue «Bengunr u ¢yg-cepucr. Cerogus gesimeab-
Hocmb rpynnel Autobar cBA3aHa ¢ mpemsi BKHbIMU
OpeHgamu, 4mo onpegeasiemcs

Ics

Our production plant is based in Dordrecht, near
Rotterdam, in the Netherlands. The history of the
company dates back to 1973, when ICS was founded
as a production company for an important Dutch
operating firm. Nowadays our high tech facilities fo-
tal 22.000m* and covers a roasting plant, production
of instant products and packing of tea and is sup-
ported by our own R&D facilities. ICS is accredited
with a number of international certificates, like ISO
9001, ISO 14001 and HACCP.

As a member of the international Autobar Group,
with its headquarters in London, ICS is part of the
vending & foodservice division. The Autobar Group
has three important prands in operating. With Auto-

bar the market of (multi)national

4emKO BbIOPAHHBIMU HANPABAEHU-
simu. Hago ckaszams, umo Autobar
SIBASIECSL  YCNIeWHBIM  AUgepoM
puinka B Hugepaangax, DuHAsiH-
guu, Hcnanuu u Hpaanguu. Axk-
muBHO npogBuraemca B beavruu u
@panyuu.

Hmax, o bpengax. Mexgyna-
pognble opranusauyuu Cafebar
obecnevusBaiom Koge-cepBucom
HeboAbwile oguchl, CHAOXKASA UX
HACMoOAbHBIMU KogeBapkamu. B
CBOEM CeIMeHme OHU AUGUPYIOM B
TF'omanguu u  CKAHGUHABCKUX
cmpanax. Roode Pelikaan paboma-
em Ha PbIHKE TOCMUHUYHOIO U pec-
mopanHoro cepuca Bo @panuyuu,
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companies is targeted very suc-
cessfully, Autobar is market lea-
der in the Netherlands, Finland,
Spain and Ireland and runner up
in Belgium and France. The inter-
national Cafebar organisations
cater small offices with table top
machines and services. In their
segment they are leading in Hol-
n land and the Scandinavian coun-
tries. With Roode Pelikaan the ho-
tel and restaurant market is servi-
ced in France, Belgium and the
Netherlands. The Autobar Group
is also active in packaging & dis-
posables, and distribution under




Beavruu u Hugepaangax. Kpome moro, nog 6pengom
King rpynna Autobar pabomaem B obAacmU YNAKOBKU,
npegmemoB OJHOPA30BOr0 UCNOAB30BAHUA U gucmpu-
b6yyuu. B yerom B pamkax rpynnbl mpygumcs npumep-
Ho 7 000 ueaoBek no Bcel EBpone.

ICS pabomaem B camom cepgue MeXgyHAPOGHOTO
BenguHra. ITomumMo moro, Wmo Mbl CIMPEeMUMCa goc-
maBump AIOGAM, rge Obl OHU HU HAXOGUAUCL, pda-
gocmp om ynompebAeHUsl U3BICKAHHbIX HANUMKOB,
Mbl pazpabamplBaeM NPOGYKYUIO CNEeyuaAbHO gAs
UCNOABL30BAHUS B MOPrOBLIX aBmMoMamax. Imu npo-
gyKmbl UgeaAbHO go3Uu-
pyromcs,
npekpacHol meKyuec-
mbiI0 U pacmBOpPUMOC-
mb1o0. Ymobbl onepamo- o I
py OmBLi0 Aerue OpueH- :
mupoBamMbCs, Mbl OKpQA- i
uiuBaeM yNaxkoBKY pas-

AUYHbIX MOBAPHBIX

rpynn B sipKue u Xopo-

wo pasauduMble ysemd.

Bmo cBogum K MUHUMY-

My owudKu 3KcnAyama-

UUOHHOTO NepCcOHAaAd.

Baarogaps omauuHbiM e
MEeXHOAOTU4eCKUM Xa-

pPAKmMepucmuKkam U NPeBOCXOGHOMY BKYCY Hauulu
NPOgyKmel yCNEeWHO NymewecmByom no Mupy.

ICS yuacmByem B MeXgyHAPOGHbBIX BbICIMUABKAX
no apmoMamHou

obaagaiom - - g

o e e e e e e s i o]

the name of King. The Group employs approxima-
tely 7000 people all over Europe.

ICS is at the heart of international vending. Besi-
des our aim to serve the most delicious cup for anyo-
ne, anywhere to enjoy, our products are specially
developed for use in vending machines. They give
constant gram throw, perfect flow ability and solubi-
lity. To make life more easy for the operator, we cho-
se vivid colours to distin-
guish the difference bet-
ween the product gro-
ups. This minimises mis-
takes in servicing the
machines. Thanks to the
excellent performance in
the machine and perfect
taste, our products travel
the world.

ICS is present at the
international vending
exhibitions in Paris, Lon-
don and Cologne and in
co-operation with our
partners at national or

regional exhibitions

ICS products are available in every EU

moproBae, NPOXogs-

wux B Ilapuxe,
Aongone u Keabne, :
a BMecme co cBOUMU :

i
napmuepamu — B —_—
pAge HAUUOHAUAbHBIX T

‘\ L
u PETuOHAABHBIX . I\ . 1
BricmaBok. Tlpogyk- "“?i R AN
yuto  ICS moxkno wale .M T

npuobtpecmu BO
Bcex cmpaHax EBpo-

country and also appreciated in Roma-
nia, Croatia, Macedonia, Turkey, Israel,
United Arab Emirates, Morocco, Argenti-
na, Australia and New Zealand.

colo3a, ee ycneau
oueHuUmMb MAKXE B

Pympinuu, Xopsa-

muu, Maxkegornuu, Typuyuu, M3pauae,
ObpegquHenHbix Apabckux Omupamax, |
Mapoxkko, Aprenmune, Apcmpaiuu u |
Hosoli 3eaanguu.

ICS npegnouumaem pabomams B cog-
pyXKecmse € NpogeccuoHaraMu-3Hmy3uacmamu, Ko-
mopkle U caMmu YeHAm Xopoulue HANUMKU, U F'OMOBbl
npegocmaBumsp ux gpyrum. Mel yoexxgeHbst, 1mo gas

ICS prefers to work closely to-
gether with enthusiastic professi-
- onals that wish to serve

and enjoy the perfect cup. We

know that our long term success

lies in mutual commitment, out-

standing performance and the

willingness to learn from each ot-

her. Working closely together

with the people of Valeo puts ma-

gic into the cup, and that is what we call The X ing-
redient.
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JOATOBPEMEHHOTO ycnexa HY)XHA NpegaHHocmb 00-
ujemMy geAy, pabomocnocoOHOCME U XeAqHUe YiUMb-
cs gpyr y gpyra. Ilo nawieMy onslmy UMeHHO gPYX-
Has paboma ¢ nepcoHaAoM pupmbl « Bareo» no3poas-
em HANOAHUMB YAQUWKY BOAWEOHBIM COgepKaHUEM,
meM, Ymo Mbl Ha3biBaeM «Murpequerm X».

Xopowium npumepom compyghnuuecmna ICS u
«Baaeo» aBAasiemcsa coBMecmuoe yiacmue B BbiCIAB-
ke «IIpogakcno», komopas npouira B Mockse B ¢eB-
paae. Ha smotl BricmaBke OblAQ npegcmaBAeHA 00-
ujas KOHUYenuust Bengunra. 3gech Xe B gpyKecmBeH-
HoU o06cmaHOBKe NpoxXoguAa gerycmauus Npogyk-
moB, Komopble OblAU NPUHSMbI K peaAusauuu.
Kcmamu, umo 6b1 Bl CKa3aAu 0 ropsiiemM CAUBOYHOM
WoKoAQge, AUMOHHOM 4de, pacmBOPUMOM KAnnyvu-
HO Oe3 caxapa UAu ¢ apoOMamoM BAHUAU, opexd, Ka-
pameau uau poma? Mau, moxem O6bimb, Bbl BhiOepe-
me cyn?

Ogun u3 HQWUX NOCAeGHUX NPOGYKMOB — aAPOMQ-
mu3upoBaHnblll pacmBopumblll uati Earl Grey. Mbi
PeKoMengyem go3upoBKy 5 r na 120 ma. Aemom Mo-
JKeme nonpo6oBamb XOAOGHbIU 4All C PA3AUUHbIMU
apomamamu, HaAnpumep, NepCcuKoOBblll UAU AUMOH-
nuiti. Hepaxno, rge Brt haxogumecs: ICS B compyg-
Huuyecmse ¢ «Baaeo» Bcerga romosbl oOecneuumpb
Baw 6usnec unrpegueHmamu, umo0Okl cgeaams €ro
yCnewHbiM.

Komnanusa «Bareo» B MockBe — npoBepeHnbill U
HageXxnblll nocmaBujuk Bcex npogykmos ICS, 6ygb
mo pacmBOpuUMbIU UAU 3epHOBOU Koge, pacmBopu-
MblIl KQNNYYUHO C PA3AUYHBIMU ApomMamamu, ropsi-
qull KAKao, pacmBOpUMbIU AUMOHHBLU 4al, YepHblL
yatl, uati Earl Grey, cynsl, Cyxue CAUBKU U MONNUHIU.

Hmak: xomume, umo6bl Bauia 4awka HANOAHU-
AQCh BOAWEOHKIM cogepxumbim? Obpamumech K
«Banreo».

CnpaBku nHa Mnmeprem-cailmax:

www.valeofirm.ru uru www.ics-vending.com
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Good example of the close co-operation between
ICS and Valeo is the exhibition, which was held in
Moscow in February.

At the exhibition the total vending concept was
presented. In a welcoming atmosphere products we-
re tested and approved. What would you say of a cre-
amy hot chocolate, lemon tea, instant cappuccino
sugar free or flavoured with vanilla, hazelnut, cara-
mel or rum? Or would you prefer a soup perhaps?

New in the range of ICS products is Earl grey tea,
an aromatic flavoursome instant tea. We recom-
mend a gram throw of 5g per 120 ml. For summer
you can try the cold ice tea in different flavours, e.g.
peach and lemon. No matter what the location, or
the occasion, ICS ir. co-operation with Valeo will
provide you the ingredients to make your business a
success.

The company Valeo in Moscow is our dedicated
local supplier to all the ICS products. Whether it is
instant or fresh coffee, instant cappuccino in diffe-
rent flavours, hot cocoaq, instant lemon tea, black tea
or earl grey tea, soup, whiteners and cappuccino

toppings.

Do you also want magic in your cup?
Please contact Valeo or look at:
www.valeofirm.ru or www.ics-vending.com



Y 1oro, kTO He gymaeT o 3aBTpaluHem AHe, byaeTt

MHOIO BpemMeHu A4Jisd Pa3MbiltiiieHnst O AHe BHYepauiHeM.

CoBpemeHnoe cocmosnue ¢u-
3UYECKOro U gyxOBHO-HPABCMBEH-
HOr0 3gOpOBbsi POCCUUCKOU HAUUU
npubauxaemcsi K npegeaam, 3a
KOMOPhIMU NPOCMAMPUBAEMCH YT~
posa genonyasuyuu, OOYCAOBAEH-
HOU BBICOKOU CMEPMHOCMbIO Om
cepgeuHo-CoCygquCmblX, OHKOAOTU -
yeckux 3aboaeBaHul, Ooae3Hel
obmena u m.g. Ilosmomy npoek-
mbl, HANPABAEHHbIE HA 03§OPOBAE-
HUe Hauuu, ABAAIOMCA AKINYQAb-
HBIMU U BOCMPEOOBAHHLIMU COUU-
ymom. Hamu npegraraemcs ogHa
U3 4aCMHbIX NPOIPAMM 03gOPOBU-
MeAbHOIo XapaKmepa — pa3Bu-
mue yCAyru no 9AeKMpPOHHOMY CQ-

Xunpgxkos B.B. — npe3ugeHT
pupmbl «MegUHTEPKOH», Y1EH
KOMUCCUUN MO KAYECTBY YCAyr
MeaUNINHCKOro U
0340P0OBUTE/IbLHOIMO
Ha3HayeHus CoseTa
npeanpuHumarenei npn Mape
v lNpasutenscrTee r. MOCKBb!

He, who doesn’t think of tomorrow,

will have a lot of time to think over his yesterday.

Contemporary state of the
physical and mental health of the
Russian nation approaches to the
limits where the threat of depopu-
lation can be felt, the latter being
caused by high death rate caused
by cardio-vascular and oncologic
diseases, metabolism problems
etc. Therefore projects aimed at
normalizing national health are
most urgent and needed by the
society. That is why we decided to
promote a health improving pro-
gram based on self-control
approach using vending tech-
nologies. Importance of the health
self-control has been discussed in

MOKOHIMPOAIO 3gOPOBbSL C UCNOAD-
30BAHUEM BEHGUHIOBOU MEXHOAO-
ruu. O BawKHOCMU NpoOAeMbl Ca-
MOKOHMPOASL 3gOPOBbs CO0OOWA-
emcsi B MHOTOYUCAEHHBIX omeue-
CMBEHHbIX U 3apPYOEXHbIX NyOAU-
Kayusx, B KOmMOopbX 0coboe BHUMA-
Hue obpawiaemcst Ha Mo, Mo 3go-
posbe Ha 50 Y% 3aBucum om OMHOULEHUsI UHQUBUJYY-
M@ K CBOeMy COCIMOSIHUIO, a ocmaAbHble 50 % 3aBucam
om 3¢@exmuBHOCMU MEGUUUHbL, 5KOAOTUYECKUX U
PA3AUYHbIX COUUAABHBIX (haKMOPOB. Ima nporpamma
pearusyemcs Hautetl ¢pupmoti B mevenue 4 rem. Ca-
MOKOHMPOAb 3JOPOBbsl — 3MO0 UHGUBUGYAAbHbIU CNO-
€00 OUEHKU COCIMOSIHUS CBOET0 OPraHu3Md C NOMOWbIO
CcyObeKmuBHbIX U 0OOBEKMUBHbIX Kpumepues. bbimo-
Bble NPEJCMABACHUSL O CAMOKOHMPOAE 3GOPOBbS
OOBIMHO CBA3QHbl C QHAAU30M HENPUAMHBIX ouwyuje-
HUU UAU BUGUMBIX U3MEHEHUU HQ KOKHBIX NOKPOBAX U
causucmbix. Tlocaegyroujue Hawu gelicmsus B 3aBU-
cumocmu om BbIPWKEHHOCMU HENPUAMHbBIX OUWyuje-
Hut, Bo3pacmda, XU3HEeHHOTO ONbIMA U NCUXOAOTUYeC-
KUX ocobeHHOCmel AUMHOCIU, CBOogamcsi Aubo K ca-
MOAeYeHUo, AuOO K 0O6pauleHuIo K Bpayy.

Boaee nogromoBAeHHBle UHGUBUGYYMblL 0Opaw,a-
IomMca K PA3AUYHBIM MEXHUYEeCKUM gUATrHOCMmuyec-
KUM cpegcmBaM, NOCAE Yero uMu JXe NDUHUMAemcs
peweHue o Heobxogumocmu oOpauieHus K Bpawy
UAU NPOBOGUINCA AeHeOHst KOpPEeKyUus.

Camoxkonmpoab — 3mo Haubosee gocmynHbil U
Camblil MACCOBBIU CNOCOO KOHMPOASL 3gOPOBbSl BCEX
CAOeB HaceAenus.

Hamu Bnepsble aganmupoBaHbl K POCCUUCKUM yC-
AOBUAM MHOTOQYHKUUOHQAbHbIE QNNApambl CAMO-

numerous home and foreign pub-
lications, special attention being
paid to the fact that 50 % of health
depend upon the person’s atti-
tude to his health, and the rest —
upon the efficiency of medical
care and different environmental
and social factors.

The company has been advancing the program
for the last 4 years. By health self-control we mean
individual methods to estimate the person's own
health using subjective and objective criteria.
Everyday conception of self-control is usually based
on analysis of unpleasant sensations and percepti-
ble changes of the skin and the mucous membranes.
Our following actions depend upon the extent of
unpleasantness, age, experience and psychological
features of the person, and the person either tries to
cure himself or addresses his doctor. People more
prepared use different diagnostical technical
means, and then decide whether to face the doctor
or carry out some curing.

In principle health self-control is the most popu-
lar method for all the social strata.

Our company was the first to adapt to the
Russian conditions multifunctional health self-con-
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KoHmMpoasa 3goposbs cepuu «K» KEUTO npousBog-
cmBa komnanuu «®Daykanoa» (Hcnanusi) cosgan-
Hble HQ OCHOBE BbICOKUX MUPOBbBIX MEXHOAOTUU U 3Q-
PEKOMeHgOBABWUX HAGEKHOCMb B SKCnAyamayuu.
Mnorogynkyuornaarbasie annapamst K-2, K-5, K-6
PA3AUYHBIX KOMNAEKMAUyUll NO3BOASIIOM B ABMOMA-
MuyueckoM pexume u3Mepsmb poCm, BeC, UHJEKC
maccel meaa (peKoMeHgoBAHHbIL BcemupHoll opra-
Hu3aquuel 3gpaBOOXPAHEHUSl), apmepuaArbHOE JaB-
A€HUE, NyAbC, aDCOAIOMHOe U NPOUEHMHoe cogep-
JKQHUE JXUPOBOU U moweltl MacChl meAd 1eA0OBeKd C
Brlgauel Ne1amHoro gokyMeHma (nacnopma 3gopo-
Bbsl), B KOMOPOM NPUBOGAMCA U3MepsieMble NOKA3a-
meAu B CPABHEHUU C HOPMOU, NPUBOGSIMCS BEAUUU-
Hbl amMOCGEepHOro (aBAEHUSl, 4MO BAXHO gAS
Memeonamos, @ MAKKe gaemcs Kpamxull KOMMeH-
mapull 03gopoBumeAbHOro xapaxkmepa. Ha ob6o-
POMHOU CMOpOHe pacneiamxu NPUBOGsimcst Muno-
Bble peKOMeHgauuu no (popMupoBAHUIO 3gOPOBOTO
obpa3a JKU3HU U NPOGUAAKMUKE 3ABUCUMbBIX CO-
cmosanull (om mabakd, AAKOTOASl, HADKOMUKOB).

Bpems usmepernus B 3aBucumocmu om nporpam-
Mbl, BblOupaemol NOAb30BAMeEAEM, COCIMABAAEM OM
5 cexyng go 2 munym.

ToabsoBanue annapamamu He mpebyem npogec-
CUOHQABHBIX HABBIKOB U CONPOBOXGAEMCsl TOAOCO-
BOU U aHUMAUUOHHOU uHcmpykyuell. Ilpu smom co-
3gaemcs 3ggexm woy, umo B covemaHuu ¢ opuru-
HAABHbIM (Pymypucmuieckum qu3aliHoM yCuUAUBAem
NPUBAEKAMEABHOCIb U NONYAAPHOCMb YCAYTU.

Bce annapamrt obecneiuenbl MOHemonpuem-
HUKaMU NCA-32XP, KynoponpueMHUKamu
BL-700RURS5Y B u U70RURS56BI ¢
cucmemoll pa3geAbHOro (huHaH-

COBOIo yuema ¢ (QuUCKaAbHOU na-
MAMBK U BO3MOXHOCMbIO NO-
BMOPHOTO BOCNPOU3BEGEHUS UH-
¢gopmauuu, B mom YucAe B Buge
guHaMuuecKux rpaguxkos u gua-
rpamm. ]

Annapamsl cepuu «K» umerom l
cepmugukam l'occmangapma i
Poccutickoti @egepayuu.

Yemeripe annapama 6piAu yema-
HOBAEHbl B MeXgyHapogHOM as-
ponopmy «AoMOgegoBO», B MOM
yucAe OguH B 30He 6eCnOWAUHHOU
MOProBAU, U N0 OgGHOMY B Mexgy-
HapoghroMm asponopmy «lllepeme-
mbeBO», B MOpProBom uenmpe « Xo-
BpUHO», (pumHec-uyenmpe «Am-
AQHMUC», B NOAUKAUHUKe Aum-
¢gonga. KoaunecmBo no-mpebu-
menetl yCAyru cocmasuao 3a 4 ro-
ga 750000 ueroBexk.

AHQAu3uUpysi onblm npumeHe-

HUA YCAYTU HA HA3BAHHBIX OOBEK-
max caegyem ommemumb HE3Hd-
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trol KEITO apparata, series "K”, manufactured by
Spanish company “Flukanol”; the instruments are
based on high-tec world technologies and have
proved themselves highly reliable.

Multifunctional apparata K-2, K-5, K-6 complet-
ed as different sets are able to measure automati-
cally height, weight, body mass index (recommend-
ed by World Health Organization), arterial pres-
sure, pulse rate, absolute and relative share of adi-
pose and lean mass. The printed matter (“Health
Passport”) issued after this shows the measured
values in comparison with the normal ones, as well
as the atmospheric pressure, especially important
for the meteopathic persons, and also gives short
comments and recommendations concerning
developing healthy way of life and prophylactics of
dependencies on tobacco, alcohol, drugs.

Measurement duration depends upon the pro-
gram chosen by the user and usually lies within the
interval from 5 seconds to 2 minultes.

Usage of the apparata doesn't need any profes-
sional skills and is assisted by audible and anima-
tion instructions. Show effect is amplified by the
original futuristic design, thus increasing the
attractiveness and the popularity of the service.

All the machines are equipped with validators for
coins (NCA-32XP) and for banknotes (BL-
700RURSYb and U707RURS6BI)
with separate registration, fiscal
memory and possibility to repro-
duce the stored information as
texts and diagrams.

Series "K" apparata have been
certified by the Russian Standards
Administration "Gosstandart”.

Four machines have been
installed at Domodedovo interna-
tional airport (Moscow), includ-
ing one at the duty free zone; also
one piece at each of the following
places: Sheremetyevo internation-
al airport, Khovrino shopping
centre, Atlantis fitness centre,
Literary Fund polyclinic. The
number of clients totaled 750
thousand per 4 years.

Analyzing the experience
gained at the mentioned sites, it
should be pointed that cases of
vandalism have been very rare;
also attempts of penetration and
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qumeAbHOE KOAUUECMBO CAYUAEeB BAHGAAU3MA U Om-
cymcmBue NONbUNOK HECAHKYUOHUPOBAHHOIO NPO-
HUKHOBEHUS U orpabAeHus, He CONPSUKEHHbIX C NO-
AOMKOU U paspyuleHueM obopygosBarus. Kax npasu-
Ao, cbou B pabome aBMOMAMOB BO3HUKAAU U3-30 He-
goCmamoyHOIo NpegeapumeAbHOro mecmupPOBAHUS
UEeHMpPAaAbHOU nAambl U nepugepulinblXx Y3A0B, A
maxke B HAUAABHOM nepuoge BBegenus Llenmpo-
OQHKOM HOBBIX MEMAAAU3UPOBAHHBIX Kyniop. ITocae
3aMeHbl HA MUKPOCXeMbl C MOGEPHU3UPOBAHHBIM
NPOrpaMMHbIM NPOGYKIMOM KyNIOPONPUEeMHUKU pa-
bomarom o4enb 3(hPEKMUBHO.

Hauboabswiutl cnpoc Ha ycAyry O6blA ommMeueH B d3-
ponopmax, rge KOAUYeCMmBO nNoAb3oBameAell B
AemHul ce30H gocmuraro 150 B cymku HQ OguH aB-
momam. [IpegrokeHHAs HAMU CIMOUMOCb YCAYTU B
asponopmax (10 u 20 pybaeii) 6bira agekBamHOU no-
mpebumeAbCKOMY CNpocy, U npu NpoOHOM NOBLIWLE-
HUU Uenbl go 50 pybaell He BhISIBAEHO CyU,eCMBEHHO-
ro CHWXeRnus KoAuuecmsa nompebumeaet. Takum
obpa3om, umeemcs Cyw,eCmBEeHHbIU pe3epB gAs KOM-
nencayuu UHMAAGUOHHBIX npoueccoB. [To opuenmu-
POBOYHBIM pacyemam CPOK OKynaemocmu annapa-
mos K-2, K-5, K-6 cocmasasiem 6-8 mecsaues. [Ipuse-
geHHble gaHHble NO3BOASIOM PEKOMEHJOBAMb BHEG-
penue 3moll yCAyru B NPaKmuKy MaAoro busHeca.

ITomumo ykazaunHoU chepnl geamerbHOCMU,
¢upma npouzBogum mexHUYeCcKoe U rapaHmuiHoe
00CAy)KUBaHUE ewe 56 annapamoB 3A€KMPOHHOTO
CAMOKOHMPOASL 3gOPOBbS, HAXOGSWUXCSL B NOAb30-
BQHUU Y (pu3uuecKux U Iopuguieckux Auy B pa3Auy-
HbIx peruonax Poccuu.

IMepuoguuecku, 1-2 paza B mecsy, Ha 06 beKMbL C
HQubOOABWIUM CKONAeHUeM Alogel ¢upma Hanpas-
Afem KOHCYABIMMAHMOB U3 4ucCAd HauboAee KBAAU-
GuyUPOBAHHBIX COMPYGHUKOB, KOMOPblE OKA3bIBA-
om nomMouwb B NOAL30BAHUU YCAyrod, 0ObsiCHAOm
pesyAbmambel U3MepeHul u Bhlgaiom peKoMeHga-
yuu no npoguirakmuke 3a00AeBaHUl cepgetHO-Co-
cygucmoll cucmembl u 6oAae3Hell obmena.

Takas ¢popma pabombl GONOAHUMEALHO NOBHLUA-
em COUUAAbHYIO 3HQUUMOCMb YCAYTU.

Compygrukamu ¢upmbt pa3padbomaHbl NPOTPaAM-
Mbl 10 3HQUUMEAbBHOMY PACNPOCMPAHEHUIO BEH-
QUHT-YCAYTU C OXBAMOM KDPYNHbIX (NIMEYHBbIX Ce-
meti, runepMapkemos, pumHec-ueHmpoB, Mara3u-
HOB waroBol gocmynnocmu. Ilpu smom npegnoaa-
raemcst UCNOAb30BAMb COOCMBEHHbIE MAMEPUAAD-
HO-(hUHAHCOBBIE PECYPChl, @ MAKKE CpegcmBd Cmo-
POHHUX Opranu3ayul u npegnpuamull ¢ npuBAeue-
HUueM AU3UHIOBbIX cxeM. [Ipu akmuBHoOll u pearbHOU
noggepxxxke MockoBckol ropogckotl gymnl u CoBe-
ma npegnpuHuMameAell npu Mspe U NPABUMEAbL-
cmse . MOCKBbl Mbl HAgeeMcsl, 4mo 3md BeHJUHIO-
BAA YCAYrQ, yiumblBQsl €€ BBbICOKYI) COUUAAbHYIO
3HQYUMOCIMb, CMAHem goCMynHoOU U NONYAAPHOU
gAsL BCEX COUUAABHO-geMOrpaguieckux CAOeB HQ-
CceAeHUs U BHecem CyweCmBeHHbll BKAQg B npobae-
MY ero 03gOopOBAEHUSL.

burglary were practically absent. Any malfunctions
observed originated from inadequate primary test-
ing of the central card and peripheral units, as well
as at the initial stage of introduction by Central
Bank of the new metallized notes. After the software
was improved the validators work very effectively.

The greatest demand for the service has been
marked at the airports, where the number of clients
achieved (in summer) 150 person per an automat.
The price we suggested at the airports (10 and 20
roubles) was adequate to the consumers demand, as
we tried and increased the price up to 50, no sub-
stantial decrease of demand was observed.
Therefore there is a substantial margin to compen-
sate for inflation. According to approximate esti-
mates the apparata K-2, K-5 and K-6 are to repay in
6-8 months. These values allow to recommend intro-
duction of the service to the small business practice.

In addition to the above mentioned activities, the
company carries out technical and warranty main-
tenance of 56 additional health control apparata
used by natural and juridical persons in different
regions of Russia.

Periodically, once or twice a month, the mostly
attended sites are visited by the company consuli-
ants chosen from the most skilled employees, who
render there a help in the service application,
explain the measurement results and give recom-
mendations on prophylactics of cardio-vascular and
metabolism illnesses.

Such work additionally increases the social
importance of the service.

The company developed new programs aimed at
substantial proliferation of the vending service that
could embrace large drug-store network, hypermar-
kets, fitness-centers, step-accessibility (round-the-
corner) shops etc. To promote the programs we plan
to use our own resources, as well as those attracted
through leasing schemes. We hope that with real
and active support of Moscow City Council
("Douma”) and Moscow government this vending
service, with its high social value, will become
accessible and popular for all social strata, and will
make a valuable contribution into improvement of
the national health.

VENDING BUSINESS, 2005/#2
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IlpoeccuoHarbHbIE MOPrOBble ABMOMANMbL

OO0O «Hecmae @yg»

OO0 «Kogpemam»

Komnanus «Busapgram»

Ha3saHue xomnanuu

|

Poccus, Mocksa, 119270,
Ayxneuykas rab., 2/4, kopnyc 23

Poccus, 115054, Mocksa,
yA. Baaosasa, 1, cmp. 1
(IlaBeaeyxas na. 2, cmp. 1)

620017,
r. Examepun®dypr,
np. KocmoHaBmos,
11

Poccus, Mocksa,
ya.@Pecmusaasnas, 4/3 oguc 712

Cmpana, uHgeKc, ropog, agpec

]

(343) 339-96-91,

(095)457-2027;

(095) 730-65-54 7 (095) 725 7000 339-06-93 8-501-4700511 TeregoH
(095) 730-65-54 7 (095) 725 7070 (343) 339-96-93 (095)457-2027 Daxc
info@vend.ru foodservices@ru.nestle.com info@kofemat.ru Info@wizardgum.ru E-mail
www.vend.ru www.nestle.ru www.kofemat.ru www.wizardgum.ru WEB
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irting from this issue, we are publishing tables, containing information about the companies working at the Russian vending market. The publication is based exclusively on the data, sup-
y the companies themselves, and within the scope chosen by them when filling the questionnaire. The publication will be proceeded.
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Mocksa, C.-[lemepbypr,
Boponex, ExamepuHn6ypr,
Mxesck, Kaaununrpag,
Kpacnogap, Kpachospck,
Murnck, HuxHuti
Hosropog, HoBocubupck,
Omck, Ilepmb, Pocmos,
Camapa, Capamos,
Cmasponoas, Couu,
YeastOUHCK.

ObopygoBaHue om AyHulux MupoBblXx npouspogumeaeli: Rhea Vendors (Mmaaus), Coffetek Ltd.
(Anraus). Mogeabhblii psig, npegaaraembili Hecmae, npegecmasaen koge-mauiunamu Lioness
H/4; H5; H6 (Rhea Vendors (Mmanaust)) u Coffetek Cafe 338, Cafe 448,
Cafe 64-12 (Coffetek Ltd. (Anraus)).

Coffetek 64-12: 12 nanumkos/ ; rabapumsl/ 1 80x35x52 cm;
npouspogumeAbHocmb: go 900 uauiek B uac/ ;
MowHOCMB/ 3-9 kBm/
Coffetek 448: 8 nanumkoB/ ; rabapumpl/ :63x29x41 cm;
npousBogumeAbHOCIb! go 250 uawex B wac/ ;

MowHOCIMb/ 3 kBm/
Lioness: 12 nanumxkos/ ; rabapumbl/ : 50x38x45 cM; npou3BOgUMEAbHOCb!
go 200 uawex B uac/ , MowjHOCMb/ . 1,5 kBm/
Sagoma: 16 nanumkos/ ; rabapumst/ : 189x62,5x50 cM; npou3BOgUMEABHOCIb!

go 200 uawex B uac/ ; 6AHKHOMO- U MOHeMOoNPUEeMHUK; annapam

gAs camoobcayRuBanus/

Bce peruonbt P,
OAWKHee 3apybexbe

Saeco DA 6P (Group 200): 8 ropsiuux HaNUMKOB BbICOKOIO KA4eCmBa U3 HAMyPAaAbHOIo Koge,

WOKOAQga, pacmpopuMOro 4as U MOAOKQ, MoxXem 6bimb 060PYgOBAH MOHEMONPUEMHUKOM Oe3

BbIgQUU €gau, ¢ Brlgauel cgauu, 6AHKHOMONPUEeMHUKOM co cmekepoM. ITogxaiouaemces K Boge

CMAYUOHAPHO uAU pabomaem aBMOHOMHO. YCMAHABAUBAEMCsi 6eCAGMHBIU PeXKUM Bhlgaiu
HQNUMKOB.

Group 500 new: 14 ropsiuux HANUMKOB U3 HAMYPUABHbIX KOMNOHEHMOB, MOHEMONPUEMHUK C
Bblgauell cgauu, 6aHKHOMONPUEeMHUK co cmekepoM. Cnocoben pabomams B "cBs3Ke" ¢
moproBbiM aBmomamoM Break Point 36 om ogHoli nxamexXHOU cucmeMbl.

Combi Snack: npogaxa ropstiux Hanumxos (9-11 BugoB U3 HAMYPAALHOTO U pACMBOPUMOTO
Koghe) u ynakoBaHHbIX npogyKkmoB. Cnocoben ocyujecmBAsimb yMEPEHHOe OXAWXKgeHue
npogyKmos u HanumkoB. Komnaekmyemcs MOHemMonpueMHUKOM C Brlgauel cgauu,
6AHKHOMONPUEMHUKOM CO CINEKePOM.

A maxke psag gpyrux moproBulx aBmMoMamoB
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Korga pegaxkuyus xyprara obpa-
muAachk KO MHe ¢ npocb0ol noge-
AUMBCA NOKA ewje CBeKUMU Bneuam-
AEHUAMU OM noceuw,enusl A0OHGoOHA U
npoxoguBueli mam BuoicmaBku ATEI
2005, s He cmaa OCOOEHHO CONpo-
MUBASIMbCS, meM 0oAee WMo OgHUM
U3 NepBUYHBIX UCMOYHUKOB UHGOp-
mauyuu 06 5moM Meponpusmuu OKd-
3aaach mabauua, nomeuieHHast B Ned
JKypHaaa 3a 2004 r.

AAs Hauaaa o camol BbICIMABKE.
MexqgyHapogHas BLICMABKA PA3BAE-
yenuti (Amusement Trades Exhibiti-
on International) nposogumcst B ART-
Auu exerogno. Hrinewnssa, 61-a no
cuemy, npoxoguaa B AOHGOHE B KOM-
naexce Earls Court ¢ 25 no 27 sansaps
2005 r. Ecau Bepumb KamaAaory {a no-
yemy Obl eMy U He Bepums?), B BbIC-
maske B obujell CAOJKHOCIMU NPUHSAAU
yuacmue okoro 340 xomnarui-3k-
CnOHeHMoB, pabomarwwux B obAac-
mu UHGyCcmpuu pa3BAedeHull u om-
ugcmu BeHgunra. I'eorpagus yuac-

MHUKOB OblAg BecbMa wiupokol: kpome CoequHeHHOro Ko-
poAescmBa, ObAU npegcmaBAeHbl ewe 28 cmpaH, om
CHIA u Kumas go Aprenmunst u Can-Mapuno. H3 pec-
nyoauxk osisuiero Corwosa ynacmposaru Ykpauna u Poccus.

OyeHb nonynspHsi
BuA aBTOMara — Pa3mMeHHbIN

3
N

CTOUT TONIBLKO MTOBEPHYTH PYUKY
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Apkaguii Mu3epHiok,
KOMMEDYeCKuit ANPeKTop
000 «fambonsz» (Mocksa)

MeuTta: xeparb N M4aTbCH.

When the editorial board of the ma-
gazine asked me to share my still fresh
impressions from my visit to London
and the ATEI 2005 trade fair held the-
re, I didn't try and resist seriously, es-
pecially as one of the primary sources
informing of the event was a table
published in the issue #4/2004 of the
magazine.

Let us start with the information
about the fair itself. Amusement Tra-
des Exhibition International has been
carried out in Great Britain annually.
The last one, the 61st in succession,
took place at Earls Court, London, Ja-
nuary 25-27, 2005. Believing the cata-
logue (and why not believe it?), about
340 companies — exponents took
part in the affair, reflecting the achie-
vements in the amusement industry,
and partially in the vending. The
geography of participants was very
wide: in addition to the United Kin-

gdom, 28 countries more were represented, from USA
and China to Argentina and San Marino. Former Soviet
Union republics have been represented by the Ukraine
and Russia. The last one has been personified by Catalo-

-w

B mMupe kancysn n KpaHos.

HOBUHKW pbIHKA.
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Tpy B 04HOM. Hapovite cebe cqyacrbs.
Tocaegnioio oruuemsopsiau « Kama- gue of Amusements Industry, Fair
Aor ungycmpuu pasbiedenuil», Fair Play, Rosgame, LLC System and
Play, Rosgame, Cucmema LLC u Villart Industrial Group.
Ilpombluirennas rpynna Villart.

C mouRu 3peHust meMamuieckol, From the subjects aspect, the fair
BBICIUBKA ObIAQ GOBOABHO YHUBED- looked very many-sided. Of course the
carbhol. Pasymeemcs, CBO€ 3QKOH- Mpu3ei GeisaroT paswbie.  Iightful place was occupied by gaming
HOe Mecmo 3QHUMQAU GBMOMambl C F machines and children rocking horses
gEHEXHbIM BHIUIPHILEM U gemcKue and bikes, electronic darts versions,
KAUGAKU, ZAEKMPOHHBIE BAPUAHMBL h all kinds of simulators with sensor
urpbl B gapmc u BCSKOTO poga uMu- N control and 3D view, video games and
MAMOPbL-CUMYAAMOPDL, B MOM YUCAE | . robotic wars, up—to—da.t? ju.ke boxes
€ CEHCOPHBIM YNPABAEHUEM U MpeX- ' etc. According to classification by the
MepHbIM 0630pOM, BUGEOUrphl U BoU- A organizers, about three dozen compa-
Hbl POBOMOB, COBPEMEHHBIE BAPUAH- : nies belonged to "Vending machines”
mbl MY3bIKAABHBIX ABMOMAMOB juke , section and a little bit more to "Ven-
box u m.g. u m.n. Io kaaccuguxayuu ding novelties”. Sels and details,
OPranu3amopoB NPUMEPHO mpu ge- including validators, security systems
CAMKQ (hupM NpPoXoguau no rpagpe and blocks of telemetry and distance
«Bengunr-Mauiunbl» U OKOAO COPO- Moyt 6ecnpourpsitwHo.  control were present in abundance.
Ka — Kak «HOBUHKU BeHguHIa». Some idea about what and how was
O6uwupHO 6bIAU NPEGCMABAEHBL KOM- demonstrated at the stands in Earls
NAEKMYIOWUE Y3AbL U GeMAaAl, BKAIO- Court can be got from the photographs

uas naamexHeie ycmpolcmsa, Cuc- — pelow.

mempl 6e3onacHocmu U gUCIMAHYU-

OHHOIO YNpABA€HUSL U KOHMPOAS. S e |
OmgarennHoe npegcmaBA€HUE O tH “

mOoM, umO U KAK geMOHCMmpUPOBQ- s

AOCh HQ BbICIMABOYHBIX CIMEHJAX B [

Earls Court, MOXXKHO noAyiumb U3
nybaukyemrix pomorpagutl.

BoynuHr, KOTOPbIY nNog PyKou I
T~
N —
|
\ ! i . Cyutai, 410 761 — ymaxep.
—_ l
: - ' l
i .
‘ r
1
. -1 R i
v 1 13
!
Bce 310 MOXHO Bbinrparb
(reoperundecku).
Durex scerga ¢ To6o# Juke box, HO C KapTUHKOM.

(aaxe B aspornopry).
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TBOW 3/1€KTPOHHbIN CITOHCOP —
Aylia Hapacnatky.

o

MexaHndeckue apTomMarsi —
3T0 O4€Hb NPOCTO.

L. :

Jlotepesi — He 0653aTeNbHO Yepnate Bam, He nepeyepnarsb!

XYNAbHUYEeCTBO.

Camlock — 310 Takou 3aMoK. A yekamu Bbl bepete?

— =

i

MUHWBEHAUHT —MaKCUpPe3ynbTar. XKasb, 4TO 4ETCTBO NPOLUIIO.

VENDING BUSINESS, 2005/#2

3anuactu gns poboTOB.

®doTo ansi BCero — BnjioTh
a0 6uomerpuin.

Toxe MmexaHuka.

Yneterb 661 kKyAa-Hunbynb.



Besane 4To-TO nNpeanaraior.

Cronbko pagoctu 3a 1 eBpo.

3avem copTupoBaTb MEI0Yb
BPYYHYIO?

FOBOPSAT, 4TO HEKOTOPbLIE CTPEANN
34ecsk ¢ yTpa [0 Bedepa.

HeyTto AByxcrnAanibHoe.

Yemoctu «Kowmap cToMaTosnora».

]

Jlerkuii MpbiXoK B LUUPUHY.

3nech ecT . M arathl, ¥ aBAHTIOPUHDI,
u DO30BbLIN KBEPL.

O6paty 2 CHUMaHNe Ha AUCTNENA.
Takoui x2 6biBaeT 6eCcrnpoBOgHOM.

3anucarb 3nBuca — u ...

VENDING BUSINESS, 2005/#2

29



30

B 3axarouenue HeCKOABLKO cAOB 0 /AongoHe. MHe gose-
AOCh HEMUAO NONymewecmBoBamb, B MOM HucAe no Espo-
ne u IOro-Bocmounott Azuu. M o Aongone, Ka3aA0Ch Obl,
Bcakull 6oAee uAu MeHee KyAbMYPHbBI POCCUsTHUH JOAKEH
3apaHee umemsb npegcmasaerue. Hy, kak xe: BecmmuH-
cmep, Taysp, belikep-cmpum, Ilukaguaru, AORgGOHCKuUil
mymaH u Bce makoe. Ho ecmpb Bce e Bewb uau, Moxem
O6bimb, Ayuwe cKasamb — OOCMOAMEALCMBO, KOMOPOe
SABUAOCH gASl MEHS HEOKUJAHHOCMDbIO. AQ, MYyMAH, KOHeu-
HO, UMEeA MecIno, U goXxghb ulea noumu nocmosiiio. Ho npu
BCEM NPU 3MOM BCIO HEJEAIO Mbl C KOAAETaMU NPOXOGUAU
no ropogy, He NPOMOYUB U He UCRAYKAB 0OyBU — MAK B
Aongone yucmo. A He romos cetinac 06CyKgamb HAY4HO--
mexHuvecKue acneKmbal 3MOoro IBAeHUA MO AU CIMOK JOX-
geBoll BOGbl OPraHU30BAH IPAMOMHO, C YKAOHOM B CIMOPO-
HY gPEHWKHbIX PeWeMmOoK; MO AU NOKPhLMUeE UMeem KanuA-
ASPHO-NOPUCMYIO CMPYKMYPY - HO MOABKO (haxm ocma-
emcs paxmom, U AOHGOHCKUE geHgu 00yBbIO NpaKmuyec-
KU He pUCKy0om.

Coirpaem?

OnycTy MOHETY — noay4u

To conclude a few words about London. I had a chance
to travel quite a lot, Europe and South-East Asia included.
As far as London is concerned, every more or less cultural
Russian ought to have his conception of this city. Well,
you know: Westminster, Tower, Baker Street, Piccadilly,
London fog and all that. But still there is a thing, or, per-
haps, it would be better to call it a phenomenon, that ap-
peared absolutely unexpected for me. Yes, the fog took
place, of course, cnd it was raining practically all the ti-
me. And at the same time we were walking across the city,
without getting our feet wet and the footwear — dirty. I
am not ready to discuss the scientific and technical fun-
damentals of such a cleanliness in London: either the dra-
ining of rain water is designed correctly, with the right
inclinations towards the drainage lattice, or the road sur-
facing has some capillary-porous structure, but the fact is,
that London dandies practically do not risk spoiling their
shoes.

[NE——

Kynn v yausasdi apyrux.

IPUKONIBHYIO KapPTOUKY.

Asmomambi 81151 NPU20MOBREHUA U NPOBaXu 20pAYUX HaNUMKo8 U uHapedueHmbl s HUX
Asmomamei 0n1s1 NPOOaXu NpoxnacumenbHbIX Hanumxos

Aemomamei 0515t IPodaxu wimyyHbIX Mmoeapos
Fapanmus, cepsuc, obyyeHue
~ [lnamexubie cucmemsi

1

112250, Mockea, KpacHoka3apmeHHhbill npoe3ad, 8.1, oguc 602,

Ten. 361-9557, 3619799, ghaxc 3A71-9924
www.formtrade.ru, e-mail:info@formtrade.ru

TOPIOBJIA BE3 NPOOABLIUB
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lpogeccop Bepuat Xannunp,
AupekTop EBponevickoro MHCTUTYTa Top-
rosan (EHI — EuroHandelsinstitut).
C 1974 no 1984 ron

paboTan B pyKOBOAAMX CTPYKTypax |
KPYNHOUN CUrapeTHoNn KOMIaHuy.
B 1983 roay Bsiuina ero
kHura «OpraHmn3aumns n cTparernst pbiHka
B TOprose rabadyHbiMy
nanenuaMmu». 3170 n3gaHue v Ha
CeroAHsILHMY NeHb coXpaHsieT
BaXHOCTb /1711 OTPAC/IN.

Ognum u3 BapuaHmoB pewlenHus npobAemMbl coblma
NPOGYKUUU ABASIEMCSl NPOJAXKA MOBAPOB NOCPEYC-
mBOM @BMOMAMOB, MO ecmb BeHguHI. Takum obpa-
30M, BEHQURI' — KOHKYPEHI gpyruM BuUgam mopros-
AU U NO3MOMY BbIHYXXGEH NnpucnocabAuBambCa K
NOCMOAHHO MEHAOWUMCS YCAOBUSM DBIHKA.

Hcnoab3oBanue moprosblx GBmMOMAMOB CMAHO-
BUNICA GKIMYQABHBIM B MeEX CAYHQAX, KOrga owyua-
emcs Hegocmamoxk papoueti CuAbl UAU 3ampambl HA
NepCoHAA CAUWKOM BbICOKU IO CPABHEHUIO € 3ampa-
mamMmu Ha aBpmoMambl (Hanpumep, annApamel NO
npogaxe 0uAemoB HA BOK3AAAX), AUOO B cCumyauusx,
KOrga BeuepoM U HOUblO MAra3uHbl 3QKPbUIbL.

Psag waros no paspumuio aBmoMamnol moproBau
6na npegnpunsm B I'epmanuu B 60-e rogut. Torga
ObIAU CO3GaHbl gaXKe UeAble MAra3uHbl, Cocmosujue
u3 asmomamos (Hanpumep, B [amOypre na [punge-
Abaaree). OgHAKO 3mom 3KcnepumeHm cedsi He On-
paBgaa, Xoms cama ugesi Mara3uHOB-ABMOMAIMOB He
ymepAa u npumepHo pa3 B 10 cem peaausdyemcs B
BUge OuepegHOro HeOOABWOro Mara3una no npoga-
JXe caagocmell HQ BOK3AAQX, B MOProBhlX UeHMpax u
m.g. Hanpumep, Bo @pankpypme B cepeguHe 70-x
TOgOB BO3HUKAQ UEAQs MOProBas yAuud ¢ aBmoma-
mamu, OGHAKO U 3Ma MOgeAb iepe3 HeCKOALKO Aemm
NpexpamuAd CBoe CyweCmBoOBaHUE.

OgHaxo HeKomopble BUghl MOProBhIX ABMOMAMOB
COXpanuAuch Ha meppumopuu I'epmaruu u no cet
geHb ycnewHo 3Kcnayamupyiomcs. VMimeHHO uepe3
aBmomambl peaiu3yemcs mam cerogHs boree 25 %

One of the alternative production sales decisions
is vending that means selling through automats. So,
vending is a competitor for other types of trade and
therefore must adapt itself to changing market's
conditions.

Automats are helpful in the following cases: lack
of labour, or excessive expenses on personal in com-
parison with expenses on automats (for example,
apparatus for selling tickets at railway stations), or
trading in the evenings and at nights when shops
are closed.

Some steps to develop vending were undertaken
in Germany in 1960's. Among them — specialized
shops using only automats (for example, in
Hamburg in Greendelallee). This experiment failed,
but the idea of automat-shops did not die, and every
10 years it has been revitalized as a small shop for
selling sweets at railway stations, at trade centers
and so on. In Frankfurt, for example, in the mid 70-
ies even a trade street with automats was built.

Some types of vending machines still exist on the
territory of Germany and are working successfully.
Today more then 25% of all cigarettes are selled
through automats (in 1980 the figure was 45% ).

VENDING BUSINESS, 2005/#2
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curapem (npasgaq, B 1980 r. sma yugpa 6pra ropas-
go Britie — 45 % ). CywecmByem 6oAbUIOE KOAUYEC-
MBO ABMOMAMOB NO NpPoOgaxe caagocmetl, npuiem
HabOArOgaemcs mengeHyusa K yBeAUUEeHUIO UX HUCAQ,
a MmakKxe no NPOgaxxe HANUMKOB.

B kauecmse npumepa npuBoguM mabAuyy ¢ gan-
Hbimu u3 kHuru « CoBpemennas moprosas» (Handel
aktuell}, exerogno usgawuietica B EBponeilickom
UHCMumyme moproBAl

IlepBoe ycaoBue: peub gOAKHA UgmU O CINAHgGAP-
mHBIX npogykmax. B nepuog ¢ 1953 no 1972 rog B
Tepmanuu ynakoBky curapem B (BMOMAME MOXXHO
Obpr0 npuobpecmu 3a 1 mapky. Ilocaegussa Obaa
npegcmaBAeHd egUuHCMBEHHOU CMAHgapmHOl Mo-
Hemot. 9mo 06cmoameAbLCMBO NO3BOAUAO pa3pado-
mamb gOBOABHO Hegoporoud aBmomam — BMOpPOe
ycaoBue. Tpembum ycaoBuem ycnexa 6bLA0 MO, WMo B

There are also a lot of automats for selling sweets
(tendency of increasing in number) and for selling
drinks.

As an example we reproduce a table from the an-
nual "Modern trade” book (Handel aktuell) pub-
lished by European Institute of Trade.

The first: one should deal with standard products.
From 1953 till 1973 a pack of cigarettes in Germany
was sold for 1| DM which was represented by a sin-
gle standard coin. This fact made it possible to cre-
ate a cheap vending machine — the second factor.
The third factor was the fact that in Germany prices

O6bem aBToMaTHOU TOProsay curapetramu B fepmanHnm

Ipynnst komnanui/ Pups Obwuil mosapoodopom Koauuecmso aBmomamos
MAR/ wm./

Fb_ynnbl KomnaHull/
1. DTV-Gruppe (A) 3102 195 000
2. Tabac Service/Y-Gruppe (B) 1100 95 000
QDupmbl/
1. Lekkerland-Tobaccoland’ 7374 -
2. Tobaccoland Automaten 1150 181 500
’3. Tabacon-Gruppve 743 42 000
(rpynna xomnanuti A, )
4. Hall (A)? 713 45 000
5. Tabakwaren Vertrieb Niedersachsen (A)° 316 22 600
6. Willi Weber (A) 307 23 000
7. Huissel Tabak GmbH (A) 180 11 500
8. Holtappels/TVS
(I‘pynnail())mnaﬂuﬁ B, ) 176 12000
9. Wagro (A) 164 3840
10. Moeser (A) 145 9050
11. Ostermeier 142 14 100
12. Dietz 120 9 800
13. Wolf (B) 110 12 000
14. Wolters (A) 95 10 400
15. TVT Thueringen (A) 80 7100
16. Lomberg 75 7000
|17. Erkmann (B) 72 6 000

' ToBapoo60OpOT KOHLUEPHAa,

2 HeTtro-TtoBapoobopor./ .

* TVN — npeacrasnsaet coboit komMnaHboHa pupmel DTV (06uecTBo rno cbeiTy TabayHbsix U34€aui), B KOTOPOE Takxe
BXoAAT Takmne pupmbl kak Tabakwaren Union GmbH & Co. KG Sudniedersachsen, Norten-Hardenberg, Tabakwaren
Union GmbH & Co. Taveno Grosshandels KG Kassel, Kaufungen, Tabakwaren Union Barkow GmbH, Bad Nenndorf,

Tabakwaren Union Wissmann GmbH & Co. KG, Nienburg./.
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I'epmanuu 30 cuem QKUU3HBIX NOWAUH HA mabak
UeHbl Ha curapemsl ObIAU YemKO perraMeHmupoBa-
Hbl. AAst cpaBHeHUsl, B AlnOHuu yeHbl, HANPOMUB,
gOBOABHO TubKue, U NOMOMY HEOOXOGUMBL 3A€K-
MPOHHBlE NAQMEXXHblE CUCMEMbL, KOmOopble, ecmec-
mBeHHO, HAMHOTO gOPOXe U mpebylom 4acmoro pe-
MOHMA, HO NO3BOAAIOM B AIOOOU MOMEHM MeHSMmb
pacueHku.

B I'epmanuu aBmomamel cmaAu mepsimb CBOKO
JOAIO HA pBIHKe, Korga, HavuHas ¢ 80-x rogos, npo-
UCXOgUAO NOCMOAHHOE YBeAUReHUEe UYEeH Ha curape-
mbl 3d CHem NOBLIUIEHUS CMOUMOCIU NPOU3BOYC-
mBa, @ MAaKXe NAPAAEABHOTO pOCMA HAAOTA HA
mabauHble U3geaus.

YemBepmas npegnochliAKa gasi YCNEeWHOIo OCy-
ulecmBACHUSI NPOYWK dYepe3 apmoMambl — NPOgy-
MQHHQA opranusayus npouecca, Cnumaemcs goka-
3QHHBIM, YMO HauboAee 3pexmuBHO COMPYGHU-
yecmBO C ONMOBbIMU (pupmaMu, Komopwle 0ygym
KOHMPOAUPOBAUMb ABMOMAMBL, CAeGUMb 3¢ NOCMO-
SIHHBIM HQAUYUEM COOMBEMCMBYIOU,UX NPOGYKMOB.
B I'epmaHuu HeKomophkleé onmoBble KOMNAHUU BAQ-
geilom mblCAYaMU CUrapemHblx ABMOMAMOB.

B 3axkatouenue npuBegem HeKOMOpblEe KAIOUEBblE
MOMEeHmbl B UCMOpUU pa3BuUmMus aBMOMAMHOLU
MOpPTroOBAU.

B r. Memgpuc (CILIA) B nopsigke 3KkchepumeHmd
CO3QQaH MAra3uH, NOAHOCMbIO OCHAW,eHHbIU aBMOoMA-
mamu u npocywecmposaswiull B meuenue 10 rem.

B I'ambypre npoxoguAa OnbUNHAS 3KCRAYAMAyus
MarasuHa-apmomamd.

B moprosom uyenmpe «Matn-Taynyc-Llenmpym»
BO @pankgypme (I'epmanust) nosiBuAaCh camast 60Ab-
ulas Moprosas yAuud ¢ aBmomMamamu, HaQ Komopou
HacyumelBaA0Ch 70 omgeabnbix asmomamos ¢ 1 124
OmgeAeHUsIMU, 1aCmb KOMOPbIX UMEAQ OXAWKJEHUE.

Qupma Latscha B r. Bucbagen (l'epmanusi) mec-
MupoBAAQ MArda3uH ¢ ABMOMAMAMU, PACCHUMAHHbL
Ha Kpyraocymounywo pabomy. OgHako B 1967 rogy
Mara3uH 6blA 3aKphIM.

on cigarettes were sharply specified because of
excises on tobacco. To compare, in Japan cigarette
prices are rather flexible, and that demands elec-
tronic systems of payment which are more expensive
and perhaps less reliable but let change the price at
any time.

Vending machines started losing their positions
at the German market at the beginning of 80-s, when
cigarette prices were augmenting due to the
increased cost of their production accompanied by
the growth of taxation on tobacco products.

The fourth factor of the successful sales through
machines is well-thought out strategy. It is believed
to be proved that the most effective approach is
cooperation with the whole-sale companies which
would control the running of machines ard the
availability of necessary goods. In Germany some
whole-sale companies own thousands of cigarettes
vending machines.

In conclusion let us give some key points of
vending history.

B rocmunuue Hilton B Huio-Hopke gupma Auto-
matic Canteen Co of America npoBoguAa ucnblma-
HUE CNeyuaAbHbIX KPegumHbIX KApmouek, UCNOAb-
3YIOWUXCS B ABMOMAMAX gAsl NPOYYKMOB NUMAHUSL.

100 npousBogumeael MOProBrlX ABMOMAMOB NAQ-
HUPOBQAU YCMAHOBUMb B OGHOM U3 HbIO-UODKCKUX
Hebockpebos 16 500 aBmomamos.

ITo ouenke uccaegoBameaell mapkemunra (GiK)
B I'epmanuu na 1975 rog oxugarock nosaBAeHUE
2,5 MAH MOpProBrIX ABMOMAMOB.

Ilpum. peg.: Ixkcnepmsl nomoponuauck — B 2003
I. KOAUYeCmBO MOProBblx apmomamos B I'epmanuu
He NPEBBIUIAAO NOAYMUAAUOHA.
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B razeme «Yuem. Hanoru. IIpaBo.» (Ne2, 2005) 6bia
OnyOAUKOBAH CAegyloulull MamepudA, KOmophslll Mbl NO-
CuUMaAl yeaecooOpasHbM BOCNPOU3Becmu BMecme ¢ 00-
paujenueM pegaxkyuu ra3emal.

» A. E. Kpaiines, skcnepm « YHII»

Hopas pyopuxa «Tepmunoasorus» nomoxem Oyxraame-
py pasofpamsacsi B XumpocniemeHnusx popmyaupoBox Ha-
Aorooro kKogekca. Humameau «YHII» He noHAcCABIWKE
3uarom, umo HK P®D — gokymenm BecbMd U BECbMA NPO-
muBopeuuBsll. Ilpuuem, umo ocO6EHHO MPEBOXKHO, He-
MOYHOCMAMU U BYCMBICAGHHOCINAMU Ipewlum gaxe makx
HQ3bIBAeMbll NOHAMUUHBIU annapam KOgeKcd, mo ecmb
HOpMbI, B KOIMOPBIX gAIOMCs onpegeAenus. B peayabmame
ogun u mom xe mepMmun HK P® moxxHO ¢ paBHbM ycne-
XOM MPaKmoBamb KAK B NOAb3Y HAAOTONAQMEAbUUKA, MAK
u npomus Hero. [lepBbill BbiNyCK HOBOU pyOpuKU NOCBA-
ujeH npobaeme, Komopast BO3HUKAem y MHOIUX OPraHu3da-
uuil: ecau B pabome uCnOAb3yIOMCA MOPTOBble ABMOMA-
mel, mo obpazyemcsa Au 000cOOAeRHOe nogpaszgerenue?
Ymobbsl omBemump HAQ YMOM BONPOC, HE0OXOgUMO Npexrge
Bcero pa3obpamascsa B MePMUHOAOTUU. ..

Opranusayus Begem MOPTOBAIO C UCNOAb30BAHUEM
moproselx apmomamos. [Ipu amom asmomamsl mpeoyiom
e)XegHeBHOro OOCAY)KUBQHUS: 3arpy3Ku B HUX MOBApQ,
npoBepku pabomocnocoObHOCMU, U3bAMUs HAAUYHOCMU.
Bce smu ¢yHKuuU BBINOAHSIOM HECKOALKO WMAMHbIX PA-
60mMHUKOB, KOMOpble KWKhlU geHb 00be3Xaom BCe dB-
moMmamul, npuHagAexawue upme.

Takas opranuszauus padombl BNOAHe Moxkem obep-
HYMbCSl NPEMEeH3UAMU CO CMOPOHbl HAAOTOBUKOB. Begb
gAst OOCAY)KUBAQHUS ABMOMAMOB CO3GAHBL pabouue mecma,
a camu aBmomambl 060ocobAensl om opranusauuu. Bce
2mMo MoXem CBUGeMeAbCMBOBAMb O MOM, WMO KWKJhL
aBmomam sBAsiemcst 060coOAeHHBIM NOgPA3geAeHueM Op-
rarnu3ayuu. A 3Hauum, HAAOTONAQMEAbUWUK OOA3QH
BCMamb HA yuem No MeECMOHAXOXKGEeHUIO KAJKJOoro mopro-
BOro aBmomamd. 30 HeBbINOAHeHUe 3moll 00s13aHHOCMU
opranusauuu rpo3um wmpag B pasmepe 5 meic. pyoaell.

Kax Bugum, gast moro, 4mo0bl pewiumb, 3GKOHHbl AU
npemen3ul HAAOIOBOU UHCREeKyuu, Heobxogumo obpa-
MumbCa K onpegearenuro 060co0OAeHHOro Nnogpa3geAenusl.
Cmamps 11 HK P® packpeisaem 5mo nOHAMUE MAk:

ObocobaenHoe nogpazgeienue opranu3ayuu —aAarboe
meppumopuarbHo 0060co6AeHHOe 0m Hee NogpasgeAeHue,
no Mecmy HAXOXgeHUsi Komoporo 000pygoBanbl CMAyUo-
HapHble pabouue mecma. [Ipuznanue 060co6AEHHOr0 NOg-
pUa3geAeHus OpraHu3ayuu MAaKoBbIM NPOU3BOGUMCS He3a-
BUCUMO OIm INOro, OMPAKeHO UAU He OMPUKEHO ero co3ga-
HUe B yipegumeAbHbIX UAU UHbIX OPIAHU3AYUOHHO-PACNO-
PAGUIMEABHbIX JOKYMEHMAX OPraHU3qyuu, U Om NOAHOMO-
quil, KOMOpPLIMU HAGeAsemcs yKA3aHHOe Nogpa3geAenue.
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The Moscow newspaper “Accountance. Taxes. Law.”
(#2, 2005) published the following article, which we con-
sidered expedient to publish along with the editorial bo-
ard appeal.

- A.E.Krainev, expert of "ATL"

The new heading “Terminology” will help an accoun-
tant to look into the intricacies of the Tax Code wordings.
The readers of our paper know at first hand that the Tax
Code of Russian Federation is a very contradictory docu-
ment. And, what is especially worrying, even the very
conceptual, apparatus of the Code suffers from inaccura-
cies and ambiguities — and this apparatus means the ba-
sic definitions. As a result the same term used in the Tax
Code can be used with the same success both in favour of
a tax-payer, and against him.

The first issue of the new heading is devoted to the
problem facing many companies: if they use vending
machines, does it mean that a separate subdivision ari-
ses? To answer the question, it is necessary to investigate
the terms first...

A company is engaged in trade using vending machi-
nes. Usually these machines need daily service: loading
the goods, testing operation, cash extraction. All these
functions are performed by several staff workers, who ins-
pect all the machines owned by the company every day.

Such an arrangement can lead to claims from tax ins-
pection. Their logic is a follows: there are working places
created specially for vendors maintenance, the vendors
being separated from the company. All this can witness
that each vendor is a separate subdivision of the firm, and
it means that the tax-payer must be registered at the pla-
ce the vendor has been set. Failing to perform the duty
may be fined up to 5 thousand roubles.

As we can see, to decide whether the tax inspection
claims are valid, it is necessary to treat the definition of a
set-apart subdivision. Article 11 of RF Tax Code defines it
as follows:

The separate subdivision of the company is any premi-
se of it placed apart, where stationary working places ha-
ve been equipped. Calling the subdivision separate do-
esn't depend upon the fact whether the fact has been ref-
lected in the establishing or directing documents of the
company and the powers given to the subdivision. The
working place is considered to be a stationary one, if it
has been created for the period longer than a month.

Therefore a separate subdivision must possess three
features. The first of them is being placed, apart from the



Ilpu smom pabouee mecmo cuumaemcs CMAUUOHAPHEIM,
€CAll OHO CO3¢aemcs Ha CPOK DoAee OGHOTO MeCaud.

Taxum o6pasom, ob6ocobrennoe nogpasgereHue Xapak-
mepu3syemcsa mpemsa 00a3ameAbHbBIMU Npu3Hakamu. Ilep-
BRIl — MeppumopudAbHan 060C0OAeHHOCMb nogpazgeae-
nus. Ilpu 3mom, KaK HeOGHOKPAMHO PA3bACHSAO TAABHOE
¢unancoBoe BegomcmBo cmpaHbl, 060C0OAeHHOCMD O3HA-
ugem HAXOXKgeHue Nogpa3geieHus No UHOMY, ieM camd
Opranu3ayus, NOYMOBOMY Agpecy (CM., Hanpumep, NUChMA
Munguna Poccuu om 21.10.04 Ne (03-03-01-04/1-78 u om
08.09.99 Ne 04-03-12).

Bmopoii — naruuue B smom nogpaszgeaenuu o00pygo-
BAHHBIX CMAUUOHAPHBIX (MO ecmb CO3JAHHBIX HA CPOK 00-
Aee mecaua) padbouux mecm. Pabouum gas yeaell 5moro on-
pegeierusA cuumaemcs Mecmo, rge pabOMHUK GOAKEH Ha-
X0gumbCsl UAU KygQ OH JOAKeH npubbimb B CBA3U ¢ pado-
moli. IIpuuem pabomogamerb GOAKEH NPSAMO UAU KOCBeH-
HO KOHmMpoAupoBamb 3mo Mecmo (cm. 209 TK PD). Obo-
pygoBaHHOCIME Xe paboyero mecma O3Hauaem, umo pa-
OOMHUKY CO3gaHbl BCE YCAOBUA GASL OCYW,eCMBAEHUS €ro
JOAKHOCMHBIX 00a3anHOocmel. OOpamume BHUMGHUE:
pabouee MECMO GOAKHO HAXOGUMbCSA UMEHHO B 060C00-
AEHHOM NogpasgeAeHuu.

U naxoneu, mpemuii npusnak nogpaszgeaenus — Bege-
HUE uepe3 Hero geaimeAbHOCMU. 3gech UMeemcs B BUgy,
4mo nogpaszgeAenue GOAXKHO pedaibHO pabomamsp. To
ecms camoro (hakma CO3gaHus MeppumMoOpUdAbLHO 000C00-
AGHHBIX paboqux Mecm euje HegoCmamowHO gAsl Npu3-
Hanus 000coOAeRROro nogpasgeAenus CO3GgaHHbLIM (noc-
manoBarerue Pegeparbroro apdbumpaxHoro cyga Boc-
mouno-Cubupckoro okpyra om 06.09.04 no geay
Ne A19-20716/03-36-D02-3541/ 04-C1).

Hmaxk, Harorospiti Kogekc BBOGUM mpu 00513aMeAbHBIX
npuszHaka obocobAeHHOro nogpasgeirenus. Coomsemc-
MBEHHO 06A30HHOCMb BCMAMb HA YYem NO MECMOHAXOX-
geHUI0 NOgPA3geAeHUA Y OPIraHU3AyUuU BO3HUKAEm MOAb-
KO Npu OgHOBPEMEHHOM BbINOAHEHUU BCeX 3MUX YCAOBUUL.
B cumyayuu xe ¢ 06cAyXKuBaHUEM MOProBOro dBmomMama
MO He MUK.

Cygume camu: apmomamsl MeppumopuairbHO 000C00-
A€Hbl Om OPraHu3ayll, MAaK KaK PACNOAOKeHbl B noMeuje-
HUAX C UHBIMU NOUMOBBIMU agpecamu. To ecmb nepBoe yc-
AOBUE BbINOAHeRO. Yepe3 smu apmomambl OpraHu3ayus
Begem MOProByl0 gesimeAbHOCMb, d 3HAYUM, BLINOAHSIem-
cs mpembe yCAOBUE.

A Bom Bmopoe ycroBue Brinagaem. AeA0 B MOM, WMo
CmayuoHapHeie pabouue Mecma cO3garomcs He NO MeCcmo-
HAXOKGeHU aBMOMAMOB, d 110 MECMOHAXOXJEHUIo €a-
Mo opranusayuu. Bege uMeHHO B 0Opranu3quyuu RAxXogum-
ca 0bopygoBaHue, Heobxogumoe pabOMHUKAM gAsi 0OCAY-
KuBarua aemomamoB. To ecmb K aBmomamy padoOmMHUK
BhIe3X)Kaem ¢ 060PYgOBAHUEM, NOAYYEHHbIM B OPraHu3d-
yuu. Bmo 3HQUUM, wmo padouee Mecmo 000PYGOBAHO
UMEHHO B OPraHU3Auuu, d He N0 MEeCMOHAXOXJeHUIO aB-
momama.

Taxum 06pasom, npu O0OCAYKUBQHUU WMAMHBIMU Pa-
6omHuUKaMu MOPrOBbIX GBMOMAMOB, HAXOGAUUXCA BHE
MEeCMOHAXOXGEeHUs Opranusqyuu, ob60cob6AeHHOro nog-
pasgeaeHus He BO3HUKaem. A cAegoBamMeAbLHO, OPTAHU3A-
yus He 00A3GHA BCMABAMb HU yYem NO MeCMOHAX0X(ge-
HUIO KQKGOro apmomamd.

main territory. As the Ministry of finance has reiterated,
the separateness means the subdivision is placed at anot-
her post address than the mother company (e.g. letters of
the Ministry #03-03-01-04/1-78 from 21.10.04 and #04-
03-12 from 08.09.99).

The second feature is the presence of equipped and
stationary (that is created for the period longer than a
month) working places. In this definition a place can be
called “working", if the worker must be present there or
must come there in connection with his work. Moreover,
the employer must control the place directly or indirectly
(Article 209, RF Labour Code). The working place is con-
sidered to be equipped if it has all the conditions neces-
sary for the worker to fulfill his working duties. Please no-
te: the working place must be set in a separate subdivisi-
on. And now the third feature: carrying out activities at
the place. It means that the subdivision must work really.
The very fact of creating separate working places is not
enough for considering the separate subdivision being
created (See, for example, the decision of the Federal co-
urt of arbitration of East-Siberian region from 06.09.04,
case #A19-20716/03-36-D02-3541/04-C1).

So the Tax Code states three necessary features of a se-
parate subdivision. Thus the company must be registered
at the place where its subdivision is present if all the three
have been fulfilled simultaneously. In the case of a vendor
service the situation is ditferent.

Judge yourself: the vendors are separated from the
company, since they are placed at the other postal add-
resses. This means that the first condition has been fulfil-
led. Using these vendors, the company is carrying out its
business activities, hence the third condition has been al-
so fulfilled.

As for the second condition it is not valid, because the
stationary working places are created at the residence of
the company, and not at the place, where the vendors are
set. The equipment needed and used by the workers for
the vendors maintenance is installed at the company. The
worker goes to the vendor with the equipment received at
the company. Therefore the working place is equipped at
the company, and not where the vendor has been moun-
ted. Hence we come to the conclusion: when the staff of
the company serve vending machines installed outside
the premise of the company, no separate subdivision ap-
pears. And the company must not reqgister itseif at the pla-
ces where each new vendor is installed.
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- CESKY

Ilear Hacmosawel 3amemKu —
nonpo6oBamb pa3bACHUMBL HQA-
WUM pOCCUUCKUM KOAAEraM, Ka-
Kum obpaszom B Uexuu goBOABHO
6blIcmpO NPOU3OWAO pa3Bumue
obaacmu 6u3Hecd, Ha3bBAemoll
BEHGUHIOM.

Hcmopuueckue KoprU coBpe-
MEHHOI'0 BEHgUHIQ BOCXOgam K
nepuogy, korga B 6biBuietl Yexoc-
AOBaUKoU pecnyOAuKe pa3BUBQ-
AUCH COUUQABHbIE NPOUECCHL, NOC-
AegoBaBuiue 3a «bapxamnoi pe-
BoAloyueli». B meuenue 1990 r.
npousouwleAr nepsblll, npuuem
CNOHMAHHLIU, BBO3 B CMPAHY AB-
momMamoB gAsi MOProBAU Hanum-
KaMmu, Komophble OblAU YCIMAHOB-
A€Hbl I'AQBHbIM 06pa30M B Kpyn-
HBIX ropogax — maxux Kax [Ipara
u bpro.

Iocae smoro oxazaroch, umo
camasi 'AQBHAS 3a4gaid — HAy4UmbCsi OCHOBAM Kd-
4eCcmBEHHOr0 OOCAYIKUBQHUA U NOGbICKAMb ONMU-
MUABHOE Chipbe gAsl UCNOAB30BUHUS B MOPrOBbIX AB-
momamax. IlepBplil, u BawKHelwull aman, B Xxoge Ko-
moporo chopMupOBUAUCH CUAbHBlE BEHQUHT-ONepa-
MmOopbl, NPOGOAKAACA npumepHo go 1997 r.

Ilocae nepBoro, BecbMa QUHAMUYHOIO, nepuoga
npuwaa oiepegr COGCMBEHHO BEHGUHIA B NPSAMOM
cmbicAe smoro caoBa. Cmaau ycmoUiuuBo pabomams
onepamopkl U, 3qQ4ACMYyl0, UMNOPMepbl MOPTOBbIX
aBmomamoB u uHrpeguenmos. CgopmupoBaAuchk
nepBble CUAbHBlE CeMmeBble KOMNAHUU, OXBaQmuBuiue
CBOUM OU3HECOM BClO cmpaHy ¢ 10-MUAAUOHHBIM HA-
ceAeHueM (umo, ¢ pocculickoli mouKu 3penust, NOXa-
Ay, COBCEM HEMHOTO).

B xonue 2000 r., no npegaoxeruro Epponetickoli
3rHJUHr-accoyuayuu (EBA) cocmosna.: . P29 LH-
(popMayuUOHHAA BCcmpeud MeXgy npegcmuBUMEAs-
mu vwewckoro BeHgunra u EBA. Oma Bcmpeua 0biaa
nepBbIM 3BEHOM B UENOUKe UMNYALCOB, KOMOPbIE
NPUBEAU K CO3¢AHUI0 NOGrOMOBUMEALHOTO KoMume-
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Kapen UseiiH,
BuLe-npes3snaeHT Yeuickon
BeHAunHr-accounaunm

I hope I will mange to clarify the

fast development in the filed of

: business called vending to our
colleagues in Russia.

! The first historic roots of mod-
! ern vending date back to the

social movement after the “Velvet
1 Revolution” in the former
Czechoslovak Republic. In the
course of the year 1990, first spon-
taneous imports of beverage vend-
ing machines occurred which were
mainly installed in large cities,
sucn as Prague and Brno.

Then, the main problem was to
learn fundamentals of a good service and looking
for optimal raw materials for vending machines.
The first important period when strong vending
operators originated went on to approximately
1997.

After the first very dynamic period, vending in
the right sense of the word came up. Operators
and often importers of vending machines and raw
materials got stabilized. First strong network
companies were established and did business all
over the country having only 10 million inhabi-
tants, which is really very small from the view-
point of Russia.

At the end of the year 2000, the first informative
meeting or the representatives of Czech vending
with the representatives of the Europe«n Veading
Association (EVA) took place at the suggestion of
EVA. The meeting was the first impulse to partic-
ular events leading to the creation of the



ma, a 3amem u YewcKol BeHGUHT-accoyuayuu
(4BA), komopoe npou3owio HaA obwem cobpanuu
26 utons 2001 r. B bpHo.

AesmeavHocmbs YBA Oblia B nepBylo ouepeghb
UL PABAEHA HA GOCIMUWKEHUE CAEGYIOWUX UeAel:

O6ecneuumsp rurleHuU4ecKue ycAOBUS 3KCNAYQ-
mauuu moproBblX ABMOMAMOB.

Obecnequmb HOPMAABHYIO YNAKOBKY ChIpbsl U €€
ymuAu3ayuio.

Paspabomka 3aKOHOB, peryAupyrouwux aBmo-
MAMHYI0 MOPTOBAIO.

Omo 6kl nepuog GoOBOALHO gPAMAMUYHBIX gUC-
Kyccul No NOBOGy MOro, B 4eM CMbICA pabompl HO-
BOl accouuauuu U KAKOB OAXKEH Oblmb pasmep
HAEHCKUX B3HOCOB, 6€CUUCAEHHbIX KOH(PAUKMOB U,
HAKOHel, pOpMUPOBAHUS €UHBIX MOYeK 3peHus U
cmapmoBbix no3uyuli. He pazobpaBwuck ¢ smumu
mpygrHocmaMU, ObAO Obl HEBO3MOXHO IPOGOA-
JKamb HaQWy pabomy Ayduum u OoAee OCMbICAEH-
HBIM 06pa3zom.

Iosopomnrim grs Bcex Hac aBuacs 2004 r., kor-
ga 6bLr0 u3bparO HOBOE PYKOBOGCMBO ACCOUUQ-
yul, HA3HQYeHbl OMBEeMCMBEHHbIE 3 BAXKHelwue
HANpAaBAEHUA ee gesimeAbHOCIMU, d Hd JOAKHOCIND
npesugenma Accoyuayuu 6blA nepeu3bpaH uHXe-
Hep Kioneab, Brlgarwouwjulcsi gesmeAb HeWCKOro
BEHGUHIQ. B garbRelimieM AOTUYHBIM ULATOM CIIAAO
gopmMmupoBanue npo@peccuOHAAbHOr0 cekpemapu-
ama YBA. boabwum ycnexoMm u Harpagoud 3a ax-
muBHY0 geameabHocmb YBA cmaao npoBegenue B
mapme B [lpare xongepenuyuu EUROPS 2005, a
marxoke ycnewHble NeperoBopbl OMHOCUMEABHO
OpraHu3auuu GBMOMAMHOU MOProBAU B UIKOAQX,
Komopusle npowau ¢ yuacmuem YBA, INaramei nu-
ujeBol npompluireHHOCcIu Yeuickoll pecnybAuku u
NpaBuUMEALCIMBA CIMPUHBL.

Umo kacaemcs BQuIux ycuAul no CO3ganuio npo-
¢eccuoHaAbHOU accoyuayuu U CNAOYEHUIO geAo-
BbIX Alogel, pabomaioujux B 3mol obracmu, mo 5
xomeA 6bl CKa3amb OM UMERU BAWUX KOAAET, pabo-
marwuux B Yeuickoll pecnybauke, 4mo npouecc 3a-
pOXgeHUA Bcerga ABAAemcs 60A€3HEHHBIM, HO BO3-
HUKAIOWAA NPU 3MOM OPraHU3AQUUA — 5MO €gUHC-
MBEHHASl CUAQ, CnocobHan 3¢hgeKmuBHO 3auju-
witilb BAWU NPABA U UHMepeckl. Zma accoyuayus
NU>BOAUM BAM YCIMAHOBUMD CBSI3b C MUDPOM U UC-
NOAB30BAMb MUPOBOU ONbIM, NONYAAPU3UPOBAMS U
cmabuAu3upoBamMb OMPACAD.

Preparatory Committee aad then to the founda-
tion of CVA on the gener1l meeting held in Brno
on 26/06/2001.

The main goals of CVA efforts were the hygien-
ic operation of vending machines, packaging
and its disposal and laws concerning the opera-
tion of vending machines. It was a period of dra-
matic discussions about the sense of work of this
new association and the height of membership
fees, with a lot or conflicts and formation of our
joint vpinions una starti:.g points. Without solv-
ing these difficulties it would not be possible to
continue our work in a better and meaningful
way. The great turn for all of us in vending
occurred in the year 2004 when a new bourd of
association was elected, guarantors for all
important areas were appointed and Ing. Kphnel,
a great personality of the Czech vending, was
reappointed the President of association. A logi-
cal step for future was professionalization of
CVA secretariat.

A great success and award for the CVA activity
was the conference EUROPS 2005 held in Prague
in March as well as the successful negotiation
about vending in schools held by the CVA, the
Chamber of Food Industries of the Czech Republic
and the yoveirunedt.

As for your efforts to create an association and
engage businessmen in this area it should be said
on behalf of us here in the Czech Republic that the
process of origin is always painful, but this is the
only organization which can defend effectively
your rights and interests. The association will
enable you to communicate with the world and
apply world experience, popularize and stabilize
this branch.
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Ymo 6pAC U3BECMHO «gO MO-
ro», go noeszgxku? K nHauaay 1990-
X, MO ecmb BO BpeMsl MOEro
npowAoro suzuma B Yexulio, BeH-
gUHI maM NPAKMu4iecku om-
cymcmBoBaA. Bmecme ¢ mem, u3 1
beceg ¢ uewWCKUMU KOAAeramu
nNpoucmeKaAo, Ymo 3Mmom CekK- t
mop pblHKA 30 npowegiee BpeMs
pPU3BUBQACS MAM OYeHb 3Hepruy- [
HO: gOCMQMOYHO CKA3amb, MO
COTAGCHO 3KCNEPMHBIM OUEHKAM
B MareHbKolU Hexuu ycmarosae-
HO NpuMepHO CIMOABKO XK€ MOpro-
BbIX BMOMAMOB, CKOAbKO B Poc-
cuu, 4be HaceAeHue pa3 B 15
boavwe. Ilozmomy, KOHEUHO, Obl-
A0 AFOOONBUMHO, Fge CMOAM U KAK
3KCNAYQMUPYIOMCsa 3mu gecamb
mpicsit BeHgopoB. Paszymeemcs,
HegeAbHble NPOIyAKU B cocImaBse
3KCKYPCUOHHOU Ipynnkl 3aBegOMO He MOIym gamb
OCHOBQHUS gASl CEPLE3HBIX BLIBOGOB, HO K KO€-KAKUM
PA3MbIWAEHUAM MOTYM NOGMOAKHY M.

I'naza u 06bekmuB pomoxamepbl CMAAU PHICKAMD
B IOUCKAX ABIMOMAMOB CPA3y Ke No BhlXoge U3 camo-
Aema B asponopmy «Py3un». OgHako B asponopmy
Kpome aBmomama 3IJAEKMPOHHOU CNPABKU pa3rAsi-
gemb HUUETro He ygaaoch. Bo Bcsikom cayuae, gaxe
CpaBHUBaAMBL C HAWUM «AOMOGegoBLIM» He NPUXO-
gumcsa. OgHAKO KApMUHA pPe3KO MEHAEmCs, Kak
MOABLKO Bbl Nonagaeme B NPAXCKOe Mempo. 3gech,
noxaayt, 6ygem ymecmHO CKQ3amb HECKOABKO CAOB
0 ropogckom mpaxcnopme B yeaom. B Ilpare Bce Bu-
gbl 06ujecmBeHHOr0 MPAHCNOPMA HAXOGAMCA B PY-
kax AO «Dopravni podnik» («Tparncnopmuoe npeg-
npuamuer}, u 0OgHU U me xe Ou-
Aembl (Jizdenky) geticmBumeasn-
HBl U B Mempo, U B aBmodyce, u B
mpampae. Kynumb ux MOXHO KAK
B ropogckux xuockax Trafika,
maxk U B aBMOMAmax, yCMAHOB-
AEHHBIX HQ CIAHUYUAX MEMPO U B
gpyrux npucymcmBeHHbIX MecC-
max. bygywu yHu@uuupoBaHbl
gAsL pPA3HOrO0 mpaHcnopma (Uck-
AlOYEeHUe COCMABASIOM HOUYHbIE
mMapupymsl U (QYHUKYAED), OHU
PAa3AUNAOMCS NO GAUMEAbHOCITIU
gelicmBusi, ROAMOXXHOCMIL nepe-
€a KU, @ Mmakxe N0 KPUL.2PuH.
«B3DPOCABI» — «gemckuti». Cc
BCeMU 3MuMU 3agauaMmu aBMO-
Mam CNPABAAEMCH, NPUHUMASA
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Tunuyrbith 610K npogaxu 6uneTos

What has been known a-priori,
before the journey? At the start of
the nineties, during my previous
visit to Czechia, vending was
practically absent there. At the sa-
me time it followed from the talk
with Czech colleagues that this
sector has been developing very
energetically during the last de-
cade. It is enough to state that ac-
cording to expert estimates small
Czech Republic has installed
practically the same quantity of
| vending machines as did Russia,

whose population is about 15 ti-
mes greater. Therefore it was inte-
resting to have a look where those
ten thousand vendors stand and
how they are maintained. Of cour-
se a week long sightseeing can't
present a solid base for serious
conclusions, but may lead to some thoughts.

The eyes and the camera lens started looking for
vendors immediately after leaving the aircraft at
“Ruzine" airport. But they found there nothing but
an electronic inquiry box. In any case the situation
looked incomparable with our “Domodedovo” air-
port. Everything changes sharply as you enter Pra-
gue subway. Here it seems appropriate to say a few
words about the city transport as a whole. All the
kinds of the public transport in Prague are owned by
a joint-stock company “Dopravni podnik” (“Tran-
sport enterprise”), and the same tickets ("jizdenki")
are valid in suoway, bus and tram. They can be bo-
ught over the city in “Trafika” booths, as well as in
automatic slot-machines standing in metro and rail-
way stations. Being unified for
different kinds of transport (exc-
luding the night routes and the
cable line), the tickets are differed
by duration, possibility of chan-
ging the line, and by the criterium
“adult” — “children’s"”. The mac-
hine solves all those tasks, accep-
ting coias from 1 to 20 crowns, or-
derly giving the chaage — and s50-
metimes a bonus, taking the sha-
pe of an extra "jizdenka" or a pa-
ir of crowns, informing you with
an inscription “Congratulation to
be lucky” on the display. The very
fact of faultless functioning of the
ticket machines distinguishes
them favorably from the blue bo-
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moHrembl om 1 go 20 KpoR, UCNpaBHO BbIGABAA CYayy,
a UHOrga u.. npeMupys NAccaXupa AuwHeld «Uius-
genkol» uau napol KPOH, O 4eM u3zpeujaem Hagnu-
cbi0 Ha mabao ¢ nogepemkoll, muna «l103gpaBasio,
Bam nosesaol». Cam ¢paxm becnepeboiiHoro ¢pyn-
KYUOHUPOBQHUSA 3MUX GBMOMAMOB BbITOGHO OMAU-
yaem ux om roayoObix SAUjUKOB, KOMOPble BUCSM He-
NOGaAeKy om KAacC B MOCKOBCKOM MempONOAUMEHe.
ToayuuB Ouaem, NpaxcKull NACCWKUpP KOMNOCMU-
pyem ero npu BXoge HQ CMARYUIO UAU NPU NOCAgKe B
H@3eMHOe MPAHCNOpnIROe cpegcmso. ¥Horo Bxog-
HOI0 KOHIMPOASL Hem, MAKKe Hem U (u3uueckoro
npensumcmBaus B BUge MYPHUKEMA, HO NO X0gy Noes-
gKU BNOAHE MOXHO HAPBAMbLCSA HA KOHMPOAEDA, 1IN0
nogmaepXgaem MOU AUYHBLU onblM.

Ilpaxckoe mempo noxoxe HQ MOCKOBCKOE, B IOM
qucae B 0popMAEHUU HEKOMOPHIX cmanyuil (a noezga
u BoobOule COBemCKOro Npou3BOgCmBQ, MOAbKO he-
pekpaweHbl). Ho umeromcest u omaunus. lpakmuuec-
KU 0mCymcmBYyIOm Hag3eMHble BeCmuObIOAU, HO 3amo
cpa3y nog semaell 06bIMHO nonagaews B 3GA HEO-
OBAMHbBIX pA3MEPOB. 3gech eCmb, I'ge PA3BePHYMbCA
moOproBAe, KAK mMpaguyUuoHHOU (CynepMapKembl),
maxK u apmomamuieckoll. M smum wupoxo NnoAb3y-
omea. Bcmpeuwairomes oguHOuYHbIE GBMOMQMb
{0ObINHO gAsL HQNUMKOB), HO npeobaagaem rpynno-
BQsl yCMAHOBKA, KOTGA BAM NPegAQrarom U HANUMKU,
U 3aKyCKU-CH3KU. Pagom moxxem cmosamp U KUOCK MO-
MEHMAABHOIO (pomo (B omAUdUE OM MOCKOBCKOU
npakmuku — 0e3 gexypHoro-onepamopa). HMrorga,
chomorpagupoBaBWUCh, MOXKHO (MOXe B NOpAgKe
CaMOOOCAYXUBQHUS) BMOHMUPOBAMb CBOE (POomo B
NOYMOBYIO OMKPBIMKY € KAKUM-RUOYgh Nel3aKeM.
Korga-mo y Hac munu4HslM npegcmapumenem 5moro
JKaHpa 6wAu Kapmouku «IIpusem ¢ Kasxkaza». Bce
pa3BUBAEMCA, KAK U3BECMHO, N0 CRUPAAU.

xes hanging near the booking-boxes in Moscow
subway. After getting tne ticket, the Prague passen-
ger punches it at the entrance to the station or boar-
ding the surface transport. This is the only entrance
control, and there is no physical obstacle like a turn-
stile. That doesn't exclude a possibility to run into a
ticket-collector {according fo my own experience).
The subway in Prague is very much alike the Mos-
cow one, including the design of some stations, all
the trains have been built in the Soviet Union (and
recoloured later). Still there is a difference. There
are practically no surface vestibules, but immedia-
tely under the surface you erter halls of immense di-
mensions. The commerce has a lot of place for ac-
commodation here, be the trade traditional (super-
markets), or automatic. And the advantage is widely
taken. You can meet there [onely vendors (usually
for drinks), but group instcllations prevail, where
you can buy both drinks and snacks. Closely by the-
re can stand an instant photobooth (unlike Moscow,
usually without any operafor/guard). Sometimes,
having peea pnoutoyraphed, one can build his photo
L u post caid with sonie landscape (also self-sesvi-
ced) 1n some oid aays this genre was represented in
our country with photographs inscribed “Regards
from the Caucasus!” Well, everything, as is well
known, develops spirally.

Special attention must be paid to compatibility of
different forms of trade. Here they seem to coexist
quite satisfactorily. At least at the railway station the
buffets with sellers and the automatic vendors are
spaced with several metres only. By the way, coffee
costs practically the same in the both. Within a
hypermarket you can see an isle formed by a group
of automatic devices having different application.

How does automatic trade agree with the de-
mands of clean environmeni? If a refuse bin or some
Iitter receptacle has been stipulated, the litter usu-
ally goes to its destination. If there is no bin, then
the used cups may be stored according to the indi-

vidual feacures of the client. We
have not encountered obvious evi-
dences of vreaking in vandalism,
but to cover a verdor, and the wall

Ouawuu, aBa, Tpu...
K710 Gonblue?
boiBaet u 6osbuie
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Ocoboro
BHUMQHUSA 30C-
Ay>KuBaem, Ha-
BepHO, COBMeEC- v
mumocmsp pas- v
AUMHBIX (POpM | |
moproBAU. P
CxaagelBaem- i
csi Bnewamae- '
HUe, 4mo OHU
HEenAOXo cocy-
ujecmByom.
ITo  kpatinet
Mepe, HA BOK-
3aAre OYKBAAb-
HO B HECKOAb-
Kux mempax

gpyr om gpyra,

¢yHKUUORUDY-
om bygemsl ¢ npogaByoM U asmomamsl. Kcmamu,

KOghe B HUX pearu3yemcsi Npaxmuyecku o0 OGUHAKO-
BbIM UeHaM. B moprosom 3aae runepmapxemd Bbl
BCcmpemume UeAblli 0CMPOBOK ABMOMAMOB PA3AUY-
HOTO Ha3HAYEHUS.

Kax coraacyemces aBmomMamunas moprosas ¢ mpeoo-
BQHUAMU YUCIMOMBL U T'UTU€Hbl OKPYXAIOUW,ero npoc-
mpancmsa? Ecau psgom npegycMOMpeHQ YPHA UAU
uHOU COOPHUK, MO Mycop uauje BCero nonagaem no
HasHavwerwo. Ecau ypHel Hem, mo rpsi3Hble CIMAKAHbL
MOrym CKAQGUPOBAMBCA B 3ABUCUMOCIU OM UHGUBU-
JYQABHBIX 0COOeHHOcmell KAUEHMA. ABHbIX NPU3HA-
KOB «BUHQOAU3MQ CO B3AOMOM» He BCMPEUAAOCh, HO
paspucoBamb ABMOMAM 3A0gHO € npuAeramoujeli cme-
Holl npu nomMowju cnpes — Mo noxaaytcma.

HeckoabKO CAOB 0 MeHee pacnpoCcmpaHeHHbIX BU-
gax aBMOMQMU3UPOBAHHBIX YCAYT. Ilapkomempos
4Q yAUYAX He BUGHO, B MOM 4UCAe U B AQOUpUHINE
yaouek Cmaporo I'opoga. Ho, CKaKeM, eCAU B HEKYIO
neuwexogHyl0 30HY Bbe3g§ 3anpeweH U uMeemcs
«KyABMYPHAA» CMO-

SHKQ, Mo gpmomamu- . .
yeckasa kxacca mam .
BNOAHEe BO3MOJXHA.
ITomour xe newum
SKCKypCaQHMaAM Copu-
€HMUupOBAMbCA NPU3-
BAQHO 0O3BY4YeHHOe
mabao ¢ kapmoli. B
mypucmuieckom aB-
mobyce Ha raaza no-

"Mpuser n3 lNparu”

naacs Kogelinbiti mu-
ru-asmomam JEDE-- it
MATIC. A Ha Bbixoge
ur 3epKAAbROTO AQ0u-
nuuma Ha rope Ilem-
pUWUH cmoum Mexa-
HUYecKoe ycmpouc-
mBO C NpPU3bIBOM!

B runepmapkete Carrefour
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close to iv with
spray Jdrawings
why not?

Swurie words
avoul 1ess sple- -
aa gina of uato- ’
mated services )
Parking meters -
are not seen In
the stree.s, inc-
luding che side- o
streets of 1ihe
Downtown. But
if tne cairage
entry mnte « pe-
destrian .one is
pronipitea and
some civilized
parking is pre-
sent, then a tic-
ket machine is
quite possible. Then, going or foot, a pedestrian
can find sound information accompanying the map
of the sights.

In ow tourist bus we came across a JEDE-MATIC
mini coftree wuchine. And at the oudet of a mirror
labyrinth on retrin mountain there stends a mecha-
nical device caliing “Make a souvenir of your own”.
Put in a coin turn a nanuale — a.ad now you have a
baage. The kids are especiaily pleased.

There are gume machines in Prague, L. Juding
those with money prize. But they are not so notice:
abl= as are in Moscow, and seem to be installed in:
doors only. No vending machines have been seen
outdours. Perhaps nmnipresent Samsung has not
pewetiated there yet.

10 conciuae witn, several words about what can't
be seen in Prague '1here is 0 beer vending at all.
The Czecns are known beei-lovess, but they drink it
only in statio-
nary conditi -
ons — pubs,
bar-rooms e.c
— never In ) ;
motion. It loc- Y ¢
ked impossib- o 1
le to iaeet a
person Qri.i- l
king from tne ]
bottle in the ' .
street, be him ’
the last hobo.

There are ne-
ither scatie-
red oottles, i
101 people |
collecting
trieu. by the

D KNOCKE v PALOM

liomorute geram un cobakam
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Yrapnante, rae ypHa €ctb, a rqe — Her.

«Cgeaatl cebe cobcmBeHHbLl cyBeHup». Onyckaeuib
MOHemKy, Kpymuulb Py4Ky, NOAyHaewb 3HAUOK HA na-
msmb. OcO6eHHO GOBOABHbl gEMU KU

Ecmp B Ilpare u urpossie apmomamal, B MOM HUCAE
C geHeXHbIM BblurppuieMm. IlpaBga ycmaHOBAEHBL
OHU, NOXAAYU, MeHee npumemHo, ueM B Mockse, u,
KWKemcsi, MOAbLKO B nomewenusix. Ilog omkpbimbim
HebOoM BoOOWe aBMOMAmMOB He BCmMpPeuairoch. Bugu-
MO, myga euje He NPOHUK Be3gecywull Samsung.

B 3axarouenue ewje HeCKOABKO CAOB O MOM, H€ro B
Ilpare ne Bcmpemuws. Kameropuuecku omcymc-
mByem aBmomamHas moprosis nusom. Ilpu Bceil
AI0OBU U€XOB K 2MOMY HANUNIKY, OHU NbIOM ero MOAb-
KO B CMAUUOHAPHbIX YCAOBUSIX — B NUBHbIX, OApax u
pecmopanax, HO MOABKO He HA xogy. Hu pasy He
BCIMPEemMUuAOCh HU OGHOTO 4eAOBeKd, NUBWETro U3 rop-
AbLUIKA HA yAuye  6ygb OH Xomb NOCAegHUU 6OMXK.
Hem nu Baasrowjuxca OymelnoK, HU Alogel, ux coou-
parowux. Kcmamu, cmoumocms 6yMbAKU KAK BO3-
BpamHoU mapbl — mpu KPoHbl (npumepHo 3 py6.60
KOI.), BNOAHE OWYyMUMbIU BKAQG B CIMOUMOCMb HQ-
numka. Moxxem, nomomy u He BaAsomcs. A MOXem
npoCmo He NPUBbIKAU OpOocamb.

i

B asTob6yce. Kogpe — psgom.

way, the repayment
price of a beer bot-
tle is quite appreci-
able — three
crow.s (ubout 3 1o- y "
ubles 60 copecks). N
May pe that is wny
they are not scatte-
red. Or perhaps the
people just are not
accustomed to do it.

[

Caenaii cebe cyBeHupr

Kapnosbi Bapsi.
3ByKk0OBOI UHGOPMALUMOHHBIA LYAT.

Aanbuwie — newkom (Hewcknii Kpymaos)
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‘OBOTO MOProBoOro ”3MoM1™a OAA NPDOAAXKU Kaprm™ 3 pPpc~c oniamr’,

am:

HMAyus HA «KeAr30r

2HR=1 06pasubl

L OCMABKU DACKIMPOH-TY KN NACKINYIOW UX (KO'JH’lpF' TUD, OBNPAINE AR, KYHCDONPU UK

» uacmi, U c60PKY QBMOMAMOB, PO PAGOMOIHAA PO « VI CMTYIONIee PO “0ECMRO,
nen‘ gauu parnabomxr
1a 1500 — 17008, peKOMeRgoBAHHAsS UEHA HA NPOas<" ooy

1. KoauyecmBo cnuparbHBIX Me-
Xarurrior Bolgauu — 6

2. Kriuue~mBn KapmoueKk KuxK-
goro Buga (B ueAaroganoBoll yna-
KOBK¢ 1iu 6c3) - 30

3. I'aGopumbl aBmomama, MM:
BblCOMA 820, wupuna — 440,
rayouna  160-20

4. acca aymnovama, Kr — He 60-
Aee 40

5. JAe.mponrmcHue — cemb
220 B, 50 I'y

6. Ilompeirig~vias saekmpuuec-
K romqocmi, Bm — ne 6oaee 35

7. \rmoviem (@ KeH Kyniopon-
PUETTIBIM OX(UH11T 0N HQ HOMUHQ-
wiom 10 go 1000 pyi,

8. Hu snyene noneau nreporo-
20" OYyRLC U -4udne o guen e,

10. ABmcviam  npomzBogum
YU T pe;Ue pearhroro Tpeme-
HII KOAUecms3a Kap™Moyek, No-
GAHHBIX 113 KOXKFTOLO AL VYT 34,
u NPUHAM® IX geder ¢ 200X '0C -
m* NOAyYeHus omyemuoll 1ii-
Gopmayuu 3a mpehi MRl ApE -
MeHHoU unmeprai pahomset, Bes
urgoepMauus  COXpAHSIemcsa
@ucwryoii noriamu He menec 10

[P

11. [Irers==="0mMpCia0 HECKOADL-
1P T o MyTa K hagopma-
oI LaHgmeTc, ;O eAr el
ne gL RO COOMT SMCMBYLOWITM
Kogoer™  gor “1ninda. momM HCAé C
I,

172, B armer s~ gnnanamea 1

LIRTall cTo i i Ne] npeaver:ompeHd

UMW HINDe (MPOoXIL o BT gIpoeny” NOC e VIOWETo
graque.anh cuvuBerop. Bicore now | rremmperee hyixyuil, ranpu-
gU(NAEd — 5 41 KPOVe THQUKC - T ST C VU OB L ouce™
uuu coobue il NOKY.(MNe1 1 e el pa o mne noesictE nghop-
nnepamopy, 0HC Ly XKURUIOUPM (n- N A yoanunn ggnmnTeR B
mosam, Juenien oK m RLNeA- ¢ u9ram ur (1.
HAMb [ & AUNHBIE Py IKQUU — OCrywas cmnoxe u gp. 13. Uiemea rRoIvc . 1'acnis po | NleHUA newam-
- - Guenaeg o O PETCAC I g U it NATEAN ar novama.

14, "rnonrnenpe armosnee POCMeHHOE UAU HA-

@11 C N0g-  NOAbHOE.
) 1TuMuu 15, Aosmomam npocm B ob6cayxuBanuu. Hasbiku pabo-
A ceu~16- I MOXHO NOAYyYUmb B MeYeHue 4aca; B UH@op-
BI'TDTPC,  fquuA, B MOM HUCA€ U NOGCKA3KU NOKYyNameAl u
onepamopy, UHguuupyemca Ha gucnaetl.

208 garioti pr3pefiomku, Komopble sxcnayamupytomces B Poccuu (r. Opea)
MUKW "Ogm T op; T geHbl.

kc 110 2130, 913 4118



Pocculickuli BeHgUHIOBBIU pbl-

HOK CerogHs B NepBYIO Ouepegh
accoyuupyemcs ¢ apmomamamu
NO NpuromoBA€HUIO TOPSYUX HA-
NUMKOB U, KOHEYHO, C KPACHO-0e-
Abimu aBmomamamu «Coca-Co-
la», npogarowumu XOAOgHBlE HQA-
numxku B OQHKaxXx U OymMbLAKGX.
Cmpamerus komnaunuu «Coca-
Cola» gocmamouHo o4eBUgHA —
pPaccmaHoOBKA ABMOMAMOB npe-
CAegYIOm CKOpee DEKAAMHEBIE Ue-
AlU, HEXKEAU UeAb NOAYyUeHUsl npu-
ObLaU. OOBlUHBle BeHQUHI-onepa-
mopkl pacnoAararom Kyga toiee
CKPOMHBIM OI0GgXKemoM, CAegoBa-
MeAbHO, BONPOC NOAYYEeHUA npu-
ObIAU OM NPOGAXK ABASEMCS gASl
HUX OCHOBHBHIM. FIMenHO nosmomy
OU3Hec, KAK NPABUAO, HQUUHAIOM
C paccmaHOBKU KOelHbIX aBmo-
M@MOB — BbICOKUA HAUEHKA Hd
HQNUMKU, CPABHUMEABHO NPOC-
moe 00CAYXUBQHUE, CopMupo-
BAHHAA nompeOHOCb DhIHKA.

OgHaxko no mepe paspumus OU3HECA ONepamopbl
npuxogam K HeoOdXoguMocmu gonNOAHAMb YCIMAHOB-
KY KOohellHOro apmomama CHEKOBBIM UAU « OYMBbIAOY -
HBIM». 2moO YygoOHO KAUEHMY — AIOGU, NPUBBIKWIUE
noxynams HQNUMKU B aBmoMame, BCe 4aule xomsam
3geck Ke npuobpecmu OYAOUKY, WIOKOAQGKY UAU MU-
HEepaAKy. 3mo BHITOGHO U ONepamopy — CHEeKOBbIU
aBmomam u cam NpuHocum npubblAb, U noOMoraem
npogaxam HanumkoB. Koneuno, obcayxuBamb ma-
Kol apmomam mpygHee: 60Aee CAOKHASL AOTUCMUKA,
BO3MOXHO€ HeCOBNAgeRHUEe 4acmomsbl NOGXOGOB K
CHEKOBOMY U KogeUHOMYy aBmMoMamy, HeobXogu-
Mocmb 4acmol CMeHbl UeH U NOCMOSHHOIO OmCAe-
JKUBQHUS UHMEHCUBROCMU NPOGAXK PA3HBIX KAMETO-
pull moBapos... Ho ¢ pplHKOM He nocnopuwb — pa3
ecmsb CPoOC, GOAKHO 6blMb U NPEegAOKEeHUE.

Hmak, onepamop peuiua Hauamp YCMAHOBKY CHe-
KOBbIX BMOMQMOB, BhIOPAA NOCMABUJUKA U MOgEAb
asmomama. Caegyroujul war — omoop NpogyKmos,
Komopsle H6ygym npogaBambCs 4epe3 aBmomam.
Bom mym-mo u Hacmynaem MOMEHM UCMUHBL NpU
BCeM pa3HOOOpa3ul YUNCOBO-UIOKOAQGHO-KOHGem-
HOU npogyKuuu BROpamb NPOGyKmbl, NPUTOGHBLE
gAsl NPOGAXX uepe3 CHEKOBbIll aBmomMam, OKA3blBA-
emcs Henpocmo. OCHOBHAS NpOOAEMA 3AKAI0YAemCs
B MOM, ¥mOo ApKUE NAKeMUKU U KOpobouKU, Komophle
MAaK XOpowo CMOMPSIMCs HA NOAKAX MATA3UHOB, NpU
nonaganuu B aBmoMam AuOO Mepsm NOAOBUHY
cBoell kpacombsl, AuGO U BOBCE CINAHOBAMCS Bpegl-
meaamu.

TarbgHa PbixKOBaA,
MCMONTHUTEAbHbBIN ANPEKTOP
000 «Mucrepus BeHAUHI

Russian vending market is as-
sociated today first of all with au-
tomatic machines cooking hot
drinks and, of course, with red-
and-white Coca-Cola vendors,
selling ccld drinks, bottled and
canned. Strategy of Coca-Cola is
evident enough, vendors installa-
tion pursues rather advertising
aims then gefting immediate pro-
fit. But the common vending ope-
, rators possess a much more mo-
dest budget, hence the problem of
making profit from selling is of
primary importance for them.
That is why vending business is
usually started installing coffee
machines, characterized by high
extra charge to the drinks price,
comparatively easy service, deve-
loped demand at the market.

Later, in the process of develo-
ping their business the operators
come to the necessity to supple-
ment mounting their coffee-vendor
with a snack or a “bottle” machine. It is convenient
for a client — people accustomed to buying drinks are
inclined to buy at the same place also a roll, a choco-
Iate bar, or some mineral water. It is also profitable for
the operator, finding his snack machine is not only
bringing profit, but is also promoting selling the
drinks. Of course it is more difficult to maintain such
a machine: the logistics is more complex, frequencies
of serving the two machines (snack and coffee} may
disagree, it becomes necessary to change the prices
more frequently and to watch the intensity of selling
different kinds of goods..

But it is senseless to argue with the market — if
there is a demand, a supply must appear.

So the operator decided to install snack vendors,
chosed the supplier and the model of the machine.
Next step must comprise the selection of products to
be sold. Here we face the necessity of crucial decisi-
on: it is not so easy to choose properly the goods
adequate for selling through the snack machine
despite the evident diversity of chips-chocolates-
candies. The main problem here lies in the fact that
a lot of bright packets and boxes that look so nice at
the shop shelves being put into the vender either lo-
se half their beauty, or become “saboteurs”.

Our company traditionally uses “Snakky"” ven-
dors, produced by Italian company NECTA Vending
Solution. These machines are equipped with spiral
delivery mechanism, mostly wide spread today.
They usually have a glass door through which the

MawmnH3»
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Hawa komnarnus pabomaem ¢ aBmomamamu
Snakky npousBogcmsa xomnanuu NECTA Vending
Solutions (Mmanus). Omo aBmomam ¢ HauboAee
pacnpocmpaHeHHOl, CNUPAAbHOU Bblgadell moBda-
pa. Takue aBmomampl, KAK NPABUAO, UMEIOM CMEK-
ASIHHYIO gBepuy, 4epe3 KOmoOpylo NOKynameib MO-
JKem Bugems BCe npegcmaBAeHHble moBaphrl. [Tocae
onAambl MOBAPA U HAXamus KHONKU BbOOpa cnu-
paAb NPUBOGUMCA B gBWKEHUE MOMOPOM U NPOBO-
pauuBaemcsi HA OguUH wWar, BHIMAAKUBASL MOBAD C
noAku. Kax npaBuaro, HUWXKHUE NOAKU B MAKUX ABMO-
mMamax NPegHa3HaveHbl gasi OGHOK u OymblAOK, a
BepxHue — gAS AeTKOro moBapa mund YuncoBs U wWo-
KOAQQOK.

Kakue >xe npobaembl BO3HUKaOmM npu ombope
npogykmos gasi makoro asmomama? Ilepoe u oc-
HoBHOe — pasmep. CywecmBylom Cnupail ¢ pas-
HBIM WlAQroM, m.e. pacCmMosaHUeM MeXgy Bumkamu. B
HQUIUX ABMOMAMAX UCNOAb3Yemcsi 8§ munopasmepos
cnupaau, ¢ warom 24, 30, 34, 40, 46, 54, 64 u 80 mm.
CoomBemcmBeHHO, B HuUX nomeujaemcs om 19 go 6
wmyx mosapa. llar cnupaau orparuiuBaem «moa-
WUHY» YNAKOBKU C MOBAPOM, A BO3MOJKHbIE GAUHA U
wupuHa 6ygym 3aBucemp Om WUPUHbl KOAOHKU gAs
mosapa u om Bblcombl NOAKU. [lupuna KOAOHOK
0OBIYHO CMAHGAPMHAA, Y HAC 2MO 75 MM gAsl ogu-
HAapHOU KOAOHKU U 145 mm gaa gBotinod. A Bom Bbl-
comy MOKHO BapbUpOBAMb NymMeM HECAOKHOU ne-
pPecmaHOBKU NOAOK.

Ilepeg noxogom B Marazun HyXHO 00A3amMeAbHO
CHAMb BCe PA3MePhl U CBEPAMbBCS C HUMU NPU BbLOO-
pe moBapa. Ho gaxe B smom cayvae He obolimuchk
0e3 3aKynkKu o6pasyoB. Aawxe ecau npogyKkm ugeaab-
HO nogxogum no pasmepy, Npu yCmMAHOBKe €ro B
cnupaAb BO3MOXHBL pa3Hble cropnpusbl. Hanpumep,
ecAu NOBepPXHOCMb NPOJYKMA HEPOBHAA (A 3MO XA-
paKmepHO gAas OOABWUHCIBA WOKOAQGHbIX 6AMON-
YuUKOB — BcnomHume «Picnic»), mo nompefyemcs
boabwiull wWaAr CRUPAAU, UHAaye NPpogykm 6ygem noB-
pexXgambCsi npu YCMAHOBKE ero B apmomam. A uem
6oAbule WAl CNUPAAU, MeM MeHbWee KOAUYecmBO
moBapa noMecmumcs B KOAOHKY, meM uauje npu-
gemcs npuesxamb K QBMOMAMY (A GO3Arpy3Ku...
Kcmamu rosops, ecau war cnupaau 6ygem Goabule
MOAWUHBL MOBAPA, 3O MOXe NAOXO0 — NPOGyKm
MOXKem NPOCMO BBICKOAB3HYMb U3-NOG CNUPAAU U
ynacmb B AOMOK Bblgail, NOPAGOBAB NOKyNAMeAs.
Ilpu 3axynke 06pa3yoB HyXHO obpaujamb BHUMA-
RHUe u Ha ocobeHHocmU pacoBKu. Ecau ynakoBka He
BAKYYMHGAS, MO NPU (PaACOBKe B nakem ¢ NPOGyKmom
nonagaem HEKOMOPOe KOAU4YecmBo Bo3gyxa. Hnor-
ga 3mo npuBOoguUM K MOMY, YIMO MOAUWUHA Nakema
yBeauuusaemcs B 1,5-2 paza. OmgeAbHO HY)KHO CKa-
3amp 0 wupure npogykma. Ecau, ranpumep, naxe-
muk umeem wupuny 90 MM, ero Hy>XKHO cmaBumb B
gBOUHYIO KOAOHKY, M.€e. ONAMmb CHUXamb 00WY10 eM-
Kocmb apmomama.
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client can see the displayed goods. After paying the
purchase and pressing the choice button the spiral
driven by a motor makes one revolution pushing the
purchase out of the shelf. Usually the lower shelves
in such machines are intended for cans and bottles,
and the upper - - for light goods like chips and cho-
colate bars.

What kind of problem arise during selection of
goods for such a vendor? The first and the main is
the dimension. There exist spirals with different
pitch, i.e. the distance between the neighboring
turns. In our machines 8 basic spiral sizes are used,
having the pitches of 24, 30, 34, 40, 46, 54, 64, and
80 mm. They can hold consequently from 19 to 6 pi-
eces. The pitch limits the thickness of a piece, and
the possible length and width of the latter will de-
pend upon the width of the column for the goods
and the height of the shelf. Column width is usually
a standard; in our machines it is 75 mm for the ordi-
nary column, and 145 mm — for the double one. As
for the height, it can be varied rather simply by rear-
rangement of the shelves.

Before shopping the goods, one must measure all
the dimensions to check with them during the selec-
tion of the goods. But even in such a case you can’t
do without buying some samples. Even if the pro-
duct dimensions suit ideally, different surprises are
possible during test mounting it into the spiral. For
example, if the sample surface is uneven (and it is
typical for most of the chocolate bars — e.g. "Pic-
nic”), then a larger pitch is necessary, otherwise the
product can be damaged during the loading. And
the larger is the pitch of the spiral, the less number
of pieces can be loaded, and the more often one sho-
uld visit the vendor for reloading. By the way, if the
pitch is much larger than the piece thickness, it is al-
so bad, since the piece can easily slip from the spi-
ral, falling to the delivery tray and making the client
happy.

Buying the samples one should pay attention to
the packing peculiarities. If the packing is not vacu-
um tight, some air may enter the packet during the
filling. Sometimes it can cause growing the thic-
kness of the packet 1.5-2 times. The width of the pi-
ece is to be discussed separately. If, say, the width of
the packet is 90 mm, it should be loaded into a do-
uble column, reducing the total load of the vendor.

There can be more than one problem concerning
the packing. Usually the producers put comparati-
vely small quantity of the product into a spacious
packet, proceeding from the assumption that the
bigger the product is, the easier it can be seen by the
buyer at the shop shelf {and hence bought). But in
the case of a snack machine these empty tops are
absolutely useless. Take, for example, a packet with
chewing jellies. The packet height is 17 cm, from
which the jellies occupy only 7. And there is a lot of
such products. To increase the distance between the



Caegyroujasa npodAeMa 3aKAI0UAEMCA B YNAKOBKE
npogykmoB. Kax npaBuAo, npou3BogumeAu gaxe
HebOAbLWIOE KOAUYECMBO NPOYYKMA 3AKAAGHIBAIOM
B NPOCMOPHYI0 YNAKOBKY, PYKOBOGCMBYAChL MEM,
Ymo makou MoBap BU3YQAbHO 3aHumaem Ooabuie
Mecma Ha MArasuHHOU NOAKe, a4 3HaYum, ckopee Oy-
gem 3ameveH nompebumerem. Ho Bom B CHEKOBOM
aBpmomame 5Mmu «NYyCMble BEPXYyUIKU» COBCEM HE
HYy)Hbl. Bom, nHanpumep, nakemuk ¢ XxeBameAbHbIM
mapmeaagoMm. Beicoma nakema — 17 ¢M, u3z Komo-
PBIX MAPMeAdqg 3aHumMdem moabKo 7. M makux npo-
gyKmoOB MHOro. YBeAuuuBamb BbICOMY NOAOK —
3HQUUM YMEeHbUIAMb UX KOAUUYECMBO U, COOMBEMC-
mBeHHO, BMecmumMocmb apmomama. [Togeeprymb
AUWHIO 4aCmb NAKEMUKA MOXKe HEe NOAYIUMCS:
BO-NepBblX, UMEHHO HA BepxHel uacmu OObIMHO
pasmeweHo U Ha3BaHUe NPOgyKmMa, U AOromun npo-
U3BOgUIMEAS, A BO-BMOPbIX, 3MO YpeBamo 3auenie-
HUueM NaKemd 3a BePXHIOK NOAKY U OCMAHOBKOU
BblgQUU MoBapd.

IlIBbl HQ NOKEemMAax ¢ NPOGyKmMamu — ewe OgHd ro-
AOBHAA 60Ab gAst onepamopa. Onamb-makxu, AOTUKd
npou3BOguMeAst NOHAMHA: MyMm U MeXHOAOIuU4eC-
Kas npocmoma, i mo caMoe YBEAUYEHUE PA3MEPOB.
B cHekoBOM Xe apmomame 3mu JXKeCcmkKue 3ande-
Hble WBbl UMEeI0Mm HeXOPOWYI0 NPUBbIUKY 3acmpe-
Bamb B PA3HBIX UeAKAX U OAOKUDPOBAMb CNUPUAb,
Ewe ogna monKocms — Npu yNAakoBKe B KOPOOKAxX
HQ@ 1acmu NGKemos WBbl nogmuHaomcs. [Ipu ycma-
HOBKE B QBMOMGM NOAYUAEMCs, 4moO BCe NAKembl
pa3nol Bbicombl. Ha «xogoBrle kquecmBa» 3mo He
BAUSIEM, MOABKO HA 3CMEMUKY BUMPUHbI, HO 3MO
moske HEMAAOBAXKHO.

Ho norosopum o xopouiem. Umak, Kaxkue npogyk-
myl Xopoulo nogxogam gas asmomamoB? Bo-nep-
BbIX, cmangapmuble 6anku 0,33 A u cmangapmuble
sxe oymbiaku 0,5 A. «Pepsi» 0,6 A yxe nompebyem
yBeAuueHusA Bblcombl NOAKU, a «CBamot ucmou-
Huk» 0,33 A Bce Bpemsi HOpoBum nNpoAe3mb Nog Cnu-
paib U 3acmpsams. Hem ocobbix npobaem ¢ cokamu
0,2 A, pa3Be 4mo ux Hy>KHO YCINAHABAUBAMb HA «0a-
HOUYHbBIX» NOAKAX HEMHOIO N0 gUATrOHAAU. 3aMemum
MOABLKO, Ymo OaHKU U OYMbIAKU 0053aMeAbHO HYX-
HO CIMABUMb HA HUKHUE NOAKU, UHQUe OHU MOTym
AONHYMb UAU NOMAMBCS NpU nageHuu. Xopouio Be-
gym cebsi cmangapmuble WOKOAQGHble 6AmOHY UK,
Uymb CAOKHEe C «gBOUHBIMU KOH(pemamu», Bpoge
« MUWKU KOCOAQNOro» - ORU YKe U MOHble 6amoH-
YUKOB, €CmMb BEPOAMHOCMb BbICKAAB3bIBAHUS U3
cnupaau. K coxaarenuio, gaxe B camble UUPOKUE
CImaHgapmHuble NOAKU He NOMEWAOMCS « CMAKAHbL»
€ TOMOBBIMU CYXUMU CYyNamil, KAUWAMU UAU BMOPBIM.
A BOmM naxkemuxu BCMQIOM XOPOWO, XAAb MOABKO,
umo y NOKynameAst MOXKem BO3ZHUKHYymb npoOAeMa,
B ueM pa3Bogumb Cyn (a Begb gaxxke ropsuas Boga
nog pykot, B Kogetinom aBmomame). Ileuenns,
BagAu, NPAHUKU, KAK NPABUAO, UMEIOM CAUWKOM
00BEMHYIO YNAKOBKY U B @QBMOMQM He NOMeuw,aom-

shelves means to decrease their number and the lo-
ad of the vendor. Tucking down the unnecessary
height won't help, firstly, it is the upper part of the
packet where the name of the product and the pro-
ducer’s logo is placed, secondly, the tucked packet
can catch the upper shelf and block the delivery.

One more operator's headache is the welded (or
glued) joint on the packet. The producer’s logic is
quite clear again: he fights for simple technology
and again that very dimension size. But within a
snack vendor these seams have a bad habit to stick
in the chinks, blocking the spiral. And one more po-
int: during filling the transport boxes, some of the
packets have their seams bent. The result is diffe-
rent height of the packets loaded into the vendor.
Usually this does not influence the mechanical per-
formance, but the aesthetics of the display is also
important.

Now let us speak about the good. So which pro-
ducts suit the automatic vendors well? First of all,
this refers to standard tins 0.33 I and standard bot-
tles 0.5 1. 0.6 1 “Pepsi” demands to increase the
shelves height, and 0.3 1 “Saint Spring” is always
ready to penetrate below the spiral and stick there.
There are no serious problems with 0.2 1 juice bo-
xes, they only must be mounted at the “tin” shelves
(better diagonally). Please note the tins and the
bottles should be mounted at the lower shelves, or
else they can be broken or damaged falling down
from the height. Standard chocolate bars usually
behave properly; the situation is more complex with
the “double size candies”, more narrow and thin-
ner than the bars, and there is a possibility they will
slip out of the spiral. Unfortunately, even the widest
standard shelves can't room the cups with ready
dry soups, porridges and the second dishes. As for
the packets with the same contents, they stand OK,
but it's a pity the client may need some boiling wa-
ter to dissolve the powders (though hot water may
be just at hand, in the coffee machine near by). Pas-
tries, biscuits and wafers have usually packing too
spacious to be mounted into the vendor. In additi-
on they prove sometimes too brittle, though, for
example, in our Snakky machine some crackers
withstood successfully up to 10 fallings down. Des-
pite the discussed above packing problems, many
kinds of packed produce appeared quite well sui-
ted for use in vendors (sweets, candies, jellies, dri-
ed squids, sunflower seeds, croissants, crusts etc).
But whatever recommendations you may read your
main rule must always be: “Try and test first".

Of course, it may be too early today to discuss
manufacturing of special produce for snack ven-
dors — the market seems too narrow still. But “the
process is under way”, and in several years snack
machines would be able to compete really with ki-
osks and booths. A good example is selling of hot
drinks. Not long ago it was necessary to explain to
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csa. I[Tomumo amoro, npogykmbl smu xpynkue. Xoms,
Hanpumep, B HaweM aBmomame Snakky nauka
«fObuaetinoro» nevenns Boigepxxuspaem go 10 nage-
Hull 6e3 ocoboro mpyga. Hecmomps Ha yNOMUHAB-
wuecs Bblule YNaKOBOYHbIE NPOOAEMBL, HENAOXO NOg-
X0gsam gAsi aBMOMamoOB NAKEMUKU C KOHgemamu,
KPyaccaHaMU, MAPMEAQgoM, CYWEeHbIMU KAAbMAPQ-
Mu, cemeuxkamu, cyxapuxkamu u m.n. OgHAKO, CKOAb-
KO Obl BBl HE YuUMAAU 06UjuX pekoMeHgayul, OCHOB-
HBIM npaBuAoM Oygem ogHO: « CHauaaa nonpobyi».
Koneuno, cerognst paHo ropopums O BbULYCKE che-
yuaabHOU NPOGYKYUU gASl CHEKOBBIX ABMOMAQMOB —
CAUWKOM YX Y30K priHOK. Ho «npoyecc nowea» u ue-
pe3 HEeCKOAbKO Aem CHEKOBble aBmMOMambl MOTym
COCMABUMb PEAABHYIO KOHKYPEHUUIO KUOCKAM U Na-
Aamkam. Xopowuti momy npumep — nNpogaxu rops-
yux HanumxoB. Euwe neckoAbko Aem HA3ag KAKRGOMy
NOMERYUUALHOMY KAUEHMY NPUXOGUAOCH NOGPOOHO
PACMOAKOBLIBAMb, YMO MAKoe KogelHblll apmomam
u c uem ero egam. CerogHs xe Kogeasmomamsl yBe-
PEeHHO CMQAHOBSIMCA YACMbIO gEeAOBOU KYAbMYPH,
NPogaXu HANUMKOB PACMym, U MHOI'U€ NPOU3BOgU-
meAU U NOCMABUW,UKU KOge U gpyrux UHrpequeHmonB
HQYUHQOM BeCmu NeperoBopbl ¢ BEHJUHT-ONepamo-
pamu HA npegmMem BO3MOXHOIO COMPYGHUYECMB.
Kax 3namb, BO3MOXHO U Npou3BogumeAu CHEKOBOU
NPOgyKyuu 4epe3 HeKomopoe Bpems ybegsamcs B 3¢h-
¢exmuBHOCIMU NPOGAXK Uepe3 aBMOMAambl U NPEGAO-
JKam onepamopam CREYUAAbHYIO YNIAKOBKU UAU gaKe
cneyuaAbHble MOBAPbL GASl CHEKOBBIX ABMOMAMOB.
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MepBbit B POCCM ©XEMECHAYHbIR Crneun™NUCUPORAHHLIK MHAOPMAUUOHHO-
peKnamMHbiii KypHanm O MOPOXEHOM ¥ 3aMOPOXKEHHBIX NPOAYKTAX AUTIHUR.
O630pbl pbiHKa, 0OOPYLOB: “41e, TEXHONOr W, HOBaR NPOAYKLIAA, CTATUCTMKA, AHOHC
BbICTABOK W CEMUHANO0B, HOBOCTW KOMMARWIA ¥ APYr~s NONETH R UHOPME! UA.

# EXxeMecstHbIR MHDOPM 1 UORHO-PEITINMH »ifd XXYPHAU O NPOM3BOACTBE U UCTIONL30BA-
HUN XONOAA BO BCEX OBMACTAX NPOMBILLMEHHOCTU, CEfbCKOrG XOPANCTP” T IroBr 2,
CTPOUTENLCTBE, MERVLIMHE, Hay' IHbIX MCCNEAoBaHUSAX U B ObITY.

127422, Pocua. M ko v . rhl e
Tenedou '*akr: {P1§) 87K M) .N1. NJ™ « -0)

EauHcTBeHHbIN exXerogHbi agpec n-TenedoHHbIA
cnpaso4HuK. CBeaeHMA npumepHo o 5000 mpm 1 OpraHn3aumsx, Yba OeATensHOCTL CBAi3aHa C npo-
V3BOACTBOM U UCTIONb30BAHMEM HU3KUX TEMMepaTyp (NPOMBILLIAEHHDBI, TEXHNTINMUMECK 1t TOProBbIn
XON08, KOHAULIMOHUPOBAHIE, 3aMOPOXEHHBIE NPORYKTbI MUTaHUA, MOPOXEHOe 1 Mp ).

each potential client in detail what is a coffee ven-
dor and what can it do. Today coffee machines be-
came part and parcel of the business culture, sales
of the drinks are growing, and many producers and
suppliers of coffee and other ingredients start talks
with vending operators aimed at possible collabora-
tion. Who knows, perhaps the manufacturers of
snack produce will make sure of the efficiency of
selling their goods through the vendors and propo-
se to operators packs ard even goods designed spe-
cially for snack machines.

Taxk KTO 3HaeT noyemy
HaC He AOTYCTwIM K KOHKypcy
Ayuwui Yosap g sevgunra®?

Onu ckazarm,
4TO Te,KTo noMeuswe,
NpoBarareg, 3 soAbuwMe~
3acTpanyT

— So who knows, why we have been rejected from the
competition «The best vending good?»

— They say the smaller would slip through, and the
larger would stick.
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E-mail: info@vendingbusiness.ru, www.vendingbusiness.ru

BAAHK-3AKA3

Ha pasmeujenue mogyabHOU pekAaMbl B XypHaie « Vending business. ABmomMamsl gAsi MOProBAU, YCAYT, passaevenuti» nHa 2005 rog

{cocmapbme rpagux cBoux nybaukayull, nocmasus 3Hak X B coomsemcmBayloujell auelike, u omnpapbme OAGHK B pegaxyulo).

Ne 1
(dpemp.)

Ne2 Ne 3 Ne 4
(mapm) | (anpean) (maii)

Ne 5 Ne 6 No 7
(wons) | (aBrycm) | (cenm.)

Ne 8 Ne 9 Ne 10
(oxm.) | (nos6pb) | (gexkabpb)

A4 —
450 eBpo

1/2A4 —
250 eBpo

1/4A4 —
150 eBpo

1/8A4 —
80 eBpo

Ipu nybaukauyuu B mpex Hpmepax u 6oree — ckugka go 20 % . Cmoumocms pasmeweHus PEKAGMHOU cmambu —
goroBopras. CmouMocms pazmeweHus pekaambl gaHa 6e3 yiema HAC.

Haspanue ¢gupmel (opranuszayuu)

) E-mail:

Teaepon/ paxc

(

Konmaxkmmuoe auuo (DHO)

Cmoumocms 1 3K3. XypHaAQ, pyo.

. . C gocmaBKol B gaAbHEM
Ilpu noxynke B pegaxyuu C gocmasxkoti B PO C gocmaskot B CHI sapyGexpe
150 185 210 230

3AO « BneprompaHCKOMNAEKM »
HHH/KIII 7726063807/772601001

p/c 40702810900100000831 B OAO «MUnub» r. MockBa
BHK 044525600
x/c 30101810300000000600

Kog no OKOHX 71500

Kog no OKIIO 26119069
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1. CrouMoCTh pa3MelieHus: pEKAaMHBIX MAaTEePHUAAOB
« Ha BHympeHRUX cipaHuyax

1/1 (A4) 450
1/2 250
1/4 150
1/8 80

*bes yuema HAC

Onaama B pybasx, no Kypcy L{b P na genb onaamal.

» Ha o6ar0XKax:
1-s1 06r0xKa — 1000 eBpo, uenmpaabubili pazsopom — 1600 eBpo
2-1, 3-1, u op3ay, (cmp.3) — 800 eBpo.

4-5 obroxka — 900 eBpo

« Ilpu nybAukayusx npegycmompeHa rubkas cucmema CKUgox.

+ Ecau y Bac Hem romoBoro pekAaMHOro Mogyas, Bel moxeme 3axa-
3amb ero y Hac. Cmoumocms pa3padomyKu MOGyAst 3aBUCUM OM CAOKHOC-
mu, HO, KaK NpaBuAo, Haxogumcs B npegeaax 100-150 eBpo (3a noaocy
popmama A4).

2. TexHuuyeckne TpeGOBaHNS K IPEAOCTABASIEMbBIM AAS I1yOANKALIHN
MaTepuaraM.

 Ilogaua mamepuaioB B pegaKyul0 OCyU,eCMBAAECINCS He NO3GHEE, UeM
3a MecAy, go BhIX0gA COOMBEMCMBYIOUWEro HOMepA.

+ Tekcmosoll mamepuaa npuHumaemcs B Word (rtf), Excel.

» Maratocmpayuu, pomorpagpuu — B srekmpoHHoM Buge (CMYK, pas-
pewenue He Hwke 300 dpi); gonycmumo npegocmaBAeHUE KAUeCMBEH-
HBIX (homoomneuamkoB u CAQUgOB.

+ Makempbl peKAQMbL NPUHUMQIOMCS B CAEGYIOULUX NPOTPAMMAX:

Photoshop 5.0—7.0. @aiirwt B popmame TIFF, CMYK, 300 dpi. (Ars
BHeECeHUsl KOPPEKIMYPHL B PEKAAMY pegakuuel — atirbt B popmame PSD,
CAOU «HE CAUMBLY ).

Corel Draw 9.0—11.0, Hlustrator 8.0—10.0 (0bs3ameAbHOE coxpane-
Hue nog Bepcuio 8.0). Bekmopnbie U300pwKeHUs. GOAXKHbL Oblmb NepeBe-
gensl B KpuBkble (Curve).

Quark Xpress 4.1.—5.0 { Collect ¢ npuroxeRHBIMU Wpugpmamu)).

+ Mamepuaa npuHumMaemcs Ha Hocumeaax: guckemst 3,5", CD-R.

« @opmam cmpanuupl: go obpesa — 215x300; obpesnoli — 205x290
MM, noroca Habopa — 169x239. Texcm u uzobpaxenus romoBoro (CBep-
CMAHHOI0) PEKAGMHOI0 MAMepUaAd GOAXKHbLL OImcmynams om 06pe3Horo
¢opmama He MeHee 5 MM C KKGOU CMOPOHDL.

« @opmam MOgyAsL:

1/2 — 169x115,5 mm; 82,5x239 mm.

1/4 — 82,5x115,5 mm; 169x56,4.

1/8 — 82,5x56,4 mm.

+ K peKAaMHBIM MOGYASIM 30KA34UK NPEGJOCMABASIEM QHAAOTOBYIO UBe-
monpody. I'lpu omcymcmsuu uBemonpo0dbl U3gameAbCIMBO He HeCeMm Om-
BemcmBeHHOCMb 3d MOYHYIO UBemonepeqgauy.
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(B ckobkax ykazaHbl HomMepa cTpaHul)

ABmobap (0-4, 7, 8)

ABmomammopr 3 (4,7,12,16)

Baneo (0-3, 7, 8, 18)

Bengexc-L{enmp (7)

Bengopc (7)

Bengopyc (0-2, 7, 11)

Busapgram (24)

I'amboa3 (26)

EBA (EBpon. BerguHr-accouuauus) (3)
Kogemam (24)

MegunmepkoH (21)

Mucmepus (7, 8, 43)

Hecmae @Oyg (24)

IMukagop Bengunr (7, 9)

Ipogec. moprosrie asmomamyl (7, 24)
Camcynr (4,16)

Cucmema LLC (26)

Yuem, naaoru, npaso (34)

Domoarokc (4)

Xoaoguabroe geao (46)

Yaiixog (7, 8)

YBA (Hewckas Bengunr-accouuayus) (36)
Oxcno-gom (10)

Okcnouernmp (5)
Okcnpeccnpogcepsuc (0-1, 7)

AM Foods (3)

Autobar Group (18)
Automatic Canteen (33)
Azkoyen (11)

Coca-Cola (43)

Data Art (7)

DTV-Gruppe (32)

Earls Court (26)

EHI (Eurohandelsinstitut) {31)
Fair Play (26)

Flukanol (22)

Fuji Electric (7)
Gastronom Vending&Caffe (15)
I1CS (18)

Jede (41)

Latscha (33)

Main Taunus Centrum (33)
Mitsubishi Electric (4)
Necta (16)

Rosgame (26)

RTE (10)

Tabak Service (32)

Villart (26)
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