KAXObIA OEHb:
«ripogaxkm — 10 TOProBbIX aBTOMATOB
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Hpapumcs Ham ¢ BaMu 3mo UAU
Hem, HO npubAuxaemcs BpeMs
nogeogumps UMOru YXOgAWwero,
2005-ro, roga. Aaaiime REHAGOATO
pacnpaMuMcs, Npexge ueMm CHOBA

qUMbCA gBYXMECAUHBIM UUKAOM.
B 2006 r. mbl 0baszyemca BbIyC-
Kamp JKYPHGA NO YeMHbIM MeCs-
uam, HauuHas ¢ pesparsi. C mou-
KU 3peHUs aBMOPOB U peKAaMOga-

BOPAIAMbCA B AAMKY, MOXem
6bimb, gaxe cgeAdeM HECKOALKO
yNPWKHEHUU U3 KOMNAEKCA NPOU3-
BOGCMBEHHOU TUMHACMUKU. A me-
nepbL NOgyMaeMm: Ymo HaM YGaAoCh,
umo npegcmoum NPOogoAXUMb, d
npo umo Ayqwe 3a0blmb, KAK Npo
KowmapHbild con? M xomst K MOMEH-
my HANUCQHUsL GO 3BOHA OOKAAOB
nog KypaHmbl OCMAemcst Mecsy,

meaell, 3mo o3Haiaem, 4mMo Uc-
XOgHble MQIMEPUdAbl B MEKywul
HOMED JOAXKHbBI NOCMYyNaAms B pe-
gaKyulo He NO3gHEee KOHUA He-
HYeMHOIo Mecaud, NPeJueCMBYIO-
ujero nybAukayuu. B npomuBrOM
cAynae nyOAUKQUUIO NPUgemcs
nepeHocums Ha CAegylowull Ho-
mep. U ewre ogrO 06Ccmosameancm-
BO, HQ KOMOpoe Mbl XomeAu Obl 00-
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00w KaPMUHA NPUMEPHO ACHAQ.
Bo-nepBblx, KoHeuHO, npopec-
CUOHUABHAS] OMPACAEBAA ACCOYUA-
yus, o Heobxogumocmu Komopou
CMOABKO gUCKYMUPOBAAU €€ CMmo-
POHHUKU U NPOMUBHUKU, BCE Xe€
NOABUAGCH HA CBEM U NbIMAEMCH
geaamsb nepsble waru, Cmanem AU
OHG NOAE3HbIM UHCMPYMEHMOM
gAsl pewlenHusl PeaAbHBbIX 3dgay,
CMOAWUX nepeg omeiecmBeHHbIM
BEHQUHIOM, 30BUCUmM U Om ee py-
KOBOGCMBA, U OM PSAGOBBLX UAEHOB.

C. P. lOpxaHoB

pamumpb BHUMOHUE DEKAAMOga-
meael. B cBa3u ¢ mem, umo muno-
rpagus mpebyem npegonAambl
3Q CBOU YCAYTU, HOM KPAUHE BCUK-
HO CBOEBPEMEHHAA ONAQmMA DeK-
AQMHBIX nybaukayul. [loamomy
OTPpOMHQAs 1pocbOA; He3amegAu-
MmeAbHO ONAQUUBAUME Cuema, Ha-
npaBAsieMble BAM NOCA€ COILAACO-
BQHUA BEPCMKU.

B 3akA0ueHue HECKOABKO CAOB O
cogepxxanu.. Homepa. OHO Ooaee
UAU MeHee mpaguuyuoHHO. Hosou,

Nsanarens

TTyOAuKyeMble B HOMEpE Mamepua-
Abl HayuonaabrOU accoyuayuu
aBMOMQIMU3UPOBARROU MOProBAU
3HaMeHylom co0ol  nonkIMKy
0D03HAUUMbL HAYAQABHBIL BEKMOP
ee pasBuUmus, UAU, eCAU Xxomume,
noKa3ame, Kyga HANPABAEH NepBbll 3eAeHbll poc-
MOK, NPOKAOHYBWUUCA U3 3moro cemeuka. Ilpouu-
matime, NOXAAyUCmd, 3mu MeKCmMbl U NOgeAumech
MBICASIMU, KOMOPble OHU ¥ Bac Bbl3blBarom. Cpasy xe
HeDOAbWIOEe YMOYHEHUE gAsl meX, Kmo He 3naem: Ha-
UUOHAABHASL BEHGUHIOBASL KOPNOPAUUS, PEKAaMA KO-
mopol pasMeuleHa Ha nepBoll cmpanuye 0OA0XKKU,
HE MOABKO HE ABASCMCA CUHOHUMOM MOAOGOU Acco-
yuayuu, HO gaKe He BXOgum B ee COCMAB. Omo - Kop-
NOpamUuBHAA CMPYKMYypda, CHOPMUPOBABWAACA HA
6aze OO0 "BengAsng" u coxpanuBwas ero mopap-
bl 3HaK. CO cBoell CMOPOHKL HAW KYPHAA NOCMA-
paemcs, no Mepe CBOUX CUA U BO3MOXHoOcmel, npu-
HOCUmMb NOAB3Y BCEM, KIMO MPygumcs B 00AQCmu BeH-
QUHIQ - HE3aBUCUMO Om (hopMbl COOCMBEHHOCIMU,
NOGUUHEHHOCMU, CMPYKMypsl U m.g. OueHb HageeMm-
€A HQ BAWy B3QUMHOCMb.

T'oBops 06 umorax u NAGHAX, HE MOXKEM NPOMOA-
yamb 0 COOCMBEHHBIX Nperpewenusx. Te, Kmo no-
CMOAHHO Yumaem XYPHQA, BO3MOXHO, obpamuau
BHUMAHUE, Ymo go Ne4 3a 3mom rog mMbl TAGHUPOBA-
AU HQ Oygywull rog eXeMeCauHbll BhINYCK XYPHAAA.
Tpe3Bo OUEeHUB CUMYQUUIO, Mbl PEUIUAU NOKA OIPAHU-

nasHbIt peaakTop

‘ NOXAAYU, ABAAEMCA MeMd, KOmo-
pas obCcy)xgaemcs B CMAIMbe HA
cmp. 26-29. Peub ugem 0 HAAOrooo-
AOXKeRuu BeHguHra. Kazarock Obl,
umo ewe MOKHO u3odpecmu: AuOO
MPAgUUUOHHbIE geKAapauuu, om-

paKawoulue peaabHble geHeXHble NOMOKU, AUOO max

HaspiBaemdas "Bmenenka’. Tak Bom, OKA3bIBAEMCH, 4mo

pasmep BMEHEHHOTO HOAOTQ MOXKem OMAUYGMbCSL B

paspl B 3GBUCUMOCIMU OM MOTO, B3UMAIOM AU €r0 3Q

MOProBy0 NAOWAYH, 3AHAMYIO ABMOMAMOM, AUOO 3a

mopropoe Mecmo. Tlpakmuka nokasblBaem, 4mo BO

BIMOPOM CAYHG€ CRAOWD GO PAGOM GBMOMAIMHAA MOP-

TOBASL OKQ3bIBAEMCsl GeAOM YORmOouHbIM. He cymes pe-

wumb nPoOAEMy NOAIOOOBHO, HAAOTOBAA UHCNEKUUS U

onepamop, cayuaenics, obpawjaromcs B cyqg. B pacno-

PUKEeHUU pegaxyul UMemcs MAmepudAbl gByx Cy-

geOHbIX NPOUEeCCoB, rge B AOCOAOMHO AHAAOTUYHbBIX

Cumyauusx BblHECEHH! GBA NPSIMO NPOMUBONOAOKHbIX

pewenusi. Bom u cchiaalicst nocae amoro Ha npeue-

genm! B cmambe, 0 Komopol ugem peub, geAaemcs
nONKIMKA CPABHUMDb NPUHUUNBI HAAOTOOOAOXEHUS

BeHgunra y Hac u B CLHA (ra KOHKpemHOM npumepe

nopsgkos B wumame Koaopago). Kak ropopumcs, no-

UyBCMBYUME PA3HULY.

n. J1. 3otos
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T.}O. PBI>KKOBaA,
l'eHepaABHBIN AUPEKTOP

T.Y. Ryzkova,
Director General

Bcem, xTo paboTaet B chepe aBTOMaTU3UPOBAHHON
TOPIrOBAH, CHabOKaeT ee U OOCAY>KHUBaeT

VY- raeMble TOCIIOAS

Mbl pagbt coobwums Bam, umo 20 cenmsnbps 2005
roga ObA0 3aperucmpupoBaHO NepBoe npogheccuo-
HaAbHOE 00beguHeHue KOMNAQHUU, pabomarnuux Ha
BEHgUHI'OBOM pblHKe Poccuu - "HauyuonarbHas acco-
yuayusa apmomamu3supoBanHol moprosau” (HAAT).
B wucao yupequmenet HAAT Bowau 12 uzpecmnubix
BEeHGUHIOBHIX KOMNAHUU U NPOPECCUOHAABHbBIU XKYD-
Haa "Vending Business".

BenguHrosblli pplHOK pA3BUBAEMCS Celiudc 0O4eHb
UHMEHCUBHO, HA PbIHKE NOSBASIIOMCS BCE HOBBIE
KOMNAHUU, NOBBIWAEMCA YPOBEHb GOBEPUS K ABMO-
MQmUu3UPOBAHHOU MOProBAE CO CMOPOHRbI NOKYNd-
meaetll. Accoyuauus cmaBum CBoell UeAblo gaabHel-
Wyl NONyAApU3Ayul0 BEHGUHIA, NOBblWEHUEe UMU-
gyKa 0OmpacAu, NPUBAEUEHUE BHUMAHUS 00WecmBd K
BBLIOGHOCMU U ygOOCMBY UCNIOAb30BAHUSA MOPTOBbIX
aBMOMAMOB.

f -

A. 2. ITekkep,
[Tpe3npent

L.E. Pekker,
President

To all those who are engac ed in automatic trade
and its supply and service

Dear ladies and gentlemen!

We are happy to inform you. that on September 20,
2005 the first ever professional union of the compa-
nies operating at the vendir 3 market has been reg-
istered in Russia under the .itle "National Vending
Association". The founders ¢ f the Association are 12
well known vending compaies and a professional
magazine, "Vending Busine:s".

The vending market is deve 'oping very intensively,
and a lot of new companies are emerging at the mar-
ket; at the same time the level of trust rendered by
the buyers to automatic irade is growing. The
Association sets a goal to achieve further increase of
vending popularization, its image improvement and
attraction of public attenti>n to advantages and
comfort provided by vendin¢ machines usage.

VENDING BUSINESS, 2005/#6



Y smoro pocma Ou3Heca ecmb U CBOU CAOKHOCINU.
K ux uucay omHocumcs U noBbleHue UHmepeca ro-
CygapCmMBeHHbIX OPraHOB, U NpobeAbl B 3AKOHOgA-
meAbCcmBe, U HegobpocoBecmHas KOHKypeHuus. Og-
HA U3 OCHOBHBIX Ueael Accoyuauuu - 3auuma uHme-
pecoB CBOUX YAEHOB, CO3gaHUe OAQronpusimHoll 3Ko-
HOMUYEeCKOU U NnpaBOBOU cumyauuu gas pa3pBumus
PBIHKQ QBMOMAMU3UPOBAHHOU MoOprosau B Poccuu.
IlepBbiM Cepre3HbIM BONPOCOM, 3a KOMOPHILL B35SAAChH
Accouuayusi, cmaad npobaemMa UCNOoAb30BAHUSL KOH-
MPOABLHO-KACCOBBIX MAWUH B MOPIrOBLIX ABMOMAMAX.

B 3agauu Accoyuauuu Bxogum maxxke obyueHue
CneyuaAucmoB, NPOBEGEHUE COBMECMHBIX MepPONnpu-
amut, popMupoOBARUE CMARGAPMOB KAYeCmBA B OM-
pacAu, npoBegeHue UCCAeGOBAHUL, KOHCYAbLMAUUOH-
HO-UH(GOPMAYUOHHAA NOJYEepXKd CBOUX HYAEHOB,
NPEegCMABAEHUE UHMEPECOB POCCUUCKOTO BEHGUHIA B
MEXGYHAPOGHBIX OPIaRU3QUUAX U MHOIUE gpyrue ge-
AQ.

Mpt npegararaem Bam Bcmynumsb B Hawe npogec-
CUOHaABbHOE coobujecmBo. Kaxgplll u3z nac no om-
geApHOCIU pAa3BUBaem COOCMBEHHYH) KOMNAHUIO.
Bmecme mbl cMOKeM BblBECMU HA HOBBIU Kayecm-
BEHHbIU YPOBEHb BeCh POCCUUCKUU BEHJUHT.

AAsl NOAyHeHUs gonoAHUmeAbHOU uH@oOpMayuu
UAU gAA BcmynaeHusli B Accouuauuro obpawaimecs
no meaegonam: (095) 775-51-34, 775-51-36. Daek-
mponnas nouma: vending.naat@rambler.ru. B 6au-
JKauwee Bpema Oygem co3gan calm Accoyuayuu, HA
KomopoMm 6ygym gocmynHbl BCe gOKyMeHmbl Accoyu-
auuu.

ITpe3upeat HAAT

NVA President

I'esepaabublil pupekTop HAAT

NVA Director General
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The growth of the business has its own difficulties as
well. They include such aspects as increased interest
of state government offices, some gaps in the existing
legislation, and unfair competition. One of the main
purposes of the Association is to protect the interests
of its members and to create favorable economical
and legal conditions for development of vending
market in Russia. The first serious issue the
Association is working at is the problem of using the
cash regisiers in vending machines.

The Association's tasks also include the training and
education of specialists, holding cooperative activi-
ties, formulating the field quality standards,
research work, all sorts of consulting and informa-
tion support of the members, representation of the
Russian vending interests in international organiza-
tions, and many others.

We offer you to enter our professional society here-
with. Each of you, taken separately, develops his own
company. Working together, we would be able bring
the whole Russian vending to a new level of quality.

In order to get additional information or to enter the
Association please call {(095) 775 51 34 and (095) 775
51 36. Our e-muail is: vending.naat@rambler.ru. The
Association web site will be launched in the nearest
future, making all the Association documents acces-
sible.

A.D.Jlekkep

L.E.Pekker

T.FO.PuIKKOBa

T.Yu.Ryzhkova




TTPOEKT

STUYECKUN KOAEKC
HALMOHAABHO ACCOLIMATIMU
ABTOMATHU3VPOBAHHOM TOPTOBAU

1. O6uime mMoAOKeHuUs.

1.1. Hayuonarbraa accoyuquus aBMoOMamu3upoBdH-
HOU moproau, (garee umenyemasn "Accoyuayus’), aBas-
emcsi goOpOBOABHBIM O0begUHEHUEM IOPUGUYEeCKUX AU,
CO3JAHHBIM AL COgelCmBUsl €€ YAEHAM B OCMUKeHUU
ueaell, npegycMompeHHbIX YcmaBom Accoyquauuu, @ max-
JKe npegcmaBAeHUSs U 3auumspl UX 0OWUuX UHMEPECOB.

1.2. Ieabro Accoyuauuu saBAsiemcs 0ObeqUHEHUe B
eguHYI0 NPOECCUOHUAbHYIO OPrarRU3AUUI0 U KOOPJUHA-
uua geameAbHOCMU OpPranu3ayul, UMeruwux omuouwe-
HUe K chepe aBMOMAMU3UPOBAHHOU MOProBAU, NPOU3-
BOgCMBQ, NPOGWKU U cepBUCA 0OOPYJOBAHUA GASl ABMO-
MAMu3upPOBAHHOU MOPrOBAU, d MAKXe NPOou3BOgcmsaa U
npogaxu KOMNOHEHMOB U UHIPEgUEeHMOB gASl MAKOIo
000pYgOBQHUS, NnpegcmaBAeHUe U 3quuma Ux o0wux
UMyWeCmBEeHHbIX UHMEPECOos.

1.3, Omuueckull Kogekc Accouuayuu paspabamalBd-
emcsa u ymsepxgaemca Obwum Cobpanuem Yaenos Ac-
coyuayuu HA OCHOBaHuUU n. 5.10.3. Ycmasa Accoyuayuu.

1.4, Dmuueckull Kogekc onpegeasem NOAOXKERUSA, KO-
mopeix obasyromcsa npugepxusambscs HYaenwl Accouua-
yuu B cBoeM B3aumogelcmsuu ¢ Accoyuayueld, gpyr c
gpyrom u ¢ BHewHuUM MupoM. IloroxeRrus IDmuueckoro
KOgeKca makxke 0053ameAbHbl GAsl BHINOAHEHUS BCeMU
OpraHamu u gOAXKHOCMHbIMU Auyamu Accoyuayuu. Heco-
OAr0geHue NOAOKeHUul Dmuieckoro Kogekca MoXem CAYy-
JKUMb OCHOBAQHUEM gASl UCKAWOUeHus Yrena Accouyuauyuu
u3 Accouyuayuu.

2. BzauMopencTBHe MeXAY Acconmanuen u ee
Yaenamu.

2.1. Bca ungopmayus, npegocmapasiemas Acco-
yuayuu ee Yrenamu, ABAsieMCA KOHPUGEHUUAAbHOU,
ecAu He OroBopeHo obpamuoe. Accouyuauyus UCnoAb-
3yem makxyoo uHGOpPMayulo MOALKO gAst BHympeHHel
geameAbHOCMU UAU gAA BHeWHel - B 0000WeHHOM
Buge. Mnpopmauyus o Yrenax Accoyuauuu He nepe-
gaemcs 6e3 ux coraacus mpemnum Auudm BHe Acco-
yuayuu.

2.2,  Accoyuauus npu BegeHUU CBOel gesmeAbHOCMU He
omgaem npegnoumeRnus omgeabHblM Urenam. B cayuae ne-
00X0gUMOCIMU UCNOAB30BAHUA gASI KOMMEPUECKOU UAu He-
KoMMepueckou gesumeabHocmu Accoyuauyuu 0o6opygoBanus,
MmoBapoB, padom, yCAyr, NPOU3BOGUMbIX UAU uMnopmupye-
mbix Yaenamu Accoyuauuu, BhiOOp MAKUX MoOBAPOB, pabom,
YCAYT NPOU3BOGUMCS HA OCHOBAHUU MEHFePA UAU KOHKYPCd,
npoBOguUMOro Mexgy Bcemu Uaenamu.

2.3. Haenwl Accoyuauuu u opraHbl ynpaBA€HUS U KOH-
mpoAs Accouyuauuu 00A3yI0mcs He BCmynams B AOOOI0
pPOga HETAACHBlE CTOBOPHL, KOMOPhle MOTAU Obl npegocma-
Bumb omgeAbHbIM YreHam Accoyuauuu A1060ro poga npe-
UMyujeCmBEeHHOE NOAOKEHUE HA PhlHKE.

DRAFT

NATIONAL VENDING
ASSOCIATION
ETHICS CODLE

1. Geue:al p10/isious.

1.1. The National Vending Association
(called further "The Association”) is a voluntary
union of juridical persons, created to render its
members assistance in reaching the aims stipulat-
ed by the Charter of the Association, and to rep-
resent and defend their common interests.

1.2.  The aim of the Association is to weld
into a united professional structure, coordinat-
ing their activities, the companies, engaged in
automatic merchandizing, manufacturing,
selling, operation and maintenance of vending
equipment, as well as production and selling
components and ingredients for such an equip-
ment, representation and defense of their com-
mon property interests.

1.3.  The Ethics Code of the Association is
worked out and confirmed by the General
Meeting of the Association in accordance with
p.5.10.3 of the Charte:.

1.4. the Etnics Code defines the rules the
Members of the Association pledge to hold in
their interaction with the Association, with
each other, and with the environment. The
rules are also compulsory for all the bodies and
the officials of the Association. Inobservance of
the Code rules may nrovide the grounds to
exclude the Member from the Association.

2. interaction betw:en the Association and
its Members.

2.1. All information granted by the
Members to the Association is confidential - if
the opposite has noi been stipulated. The
Association makes use of the information for its
inner activities exclusively, or (in generalized
form) - for the external. The information about
the Association Members is not to be passed
(without their consent) to the third parties out-
side the Association.

2.2. In its activities the Association gives
no preference to its individual Members. If it is
necessary to use for commercial or noncom-
mercial activities of the Association some
equipment, goods, services etc, produced or
imported by the Members, these goods or serv-
ices are to be chosen after announcing an open
general competition among the Members.

2.3. The Membeis and the management
bodies of the Association promise not to partic-
ipate in atiy secret agreements that could pro-
vide individual Members with a preferential
position at the market.
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2.4. Yaenwn Accouuauyuu B CBoel gesimeAbHOCMU MO-
I'ym ucCROAb30BAmMb CMAHGAPMHOE YNOMUHOHUE O MOM,
umo KoMnaHus sipasiemca Yrenom Accouyuauuu u pasme-
ujampb makoe ynoMuHaHue Ha 060pygoBaHuu, moBapax, B
PEKAQMHbBIX U UH(OPMAUUOHHbIX MAMEPUAAdX, A MaKKe
ucnoAb3oBamse ero B konmaxkmax co CMHU. B cayuae uc-
KAIOUeHUA UAU BbIXOgQ KOMNAQHUU U3 Accoyuauyuu KoMNa-
HUA 00A3yemCcs B gBYXMECAUHbIU CPOK yOpamp makue yno-
MUHQHUSA CO BCeX BUGOB HOcumeael.

2.5. Yaenpl Accoyuayuu B cBoell NOBCegHEeBHOU gest-
MeAbHOCMU He UMEIM NPpaBd BBOGUMb B 3A0AyKgeHUue
NApMHEPOB, KAUEHMOB, KOHMPOAUPYIOUUE U UHble Opra-
Hbl CCHIAKAMU HA AKOOBL UMEOWULCA Y HUX PEXXUM 0C000-
ro OAQronpusAMCMBOBAHUS CO CMOPOHKL Accoyuauuu.

2.6. [TlpegocmaBaeHue AOOU uUHpoOpMauuu O ges-
meAbHOCIU, NAQHAX, NPOrPAMMAx u Meponpuamusax Acco-
yuayuu npu oCyw,eCmpAeHuU KOHMAKMOB C BHEWHUM MU-
pom (CMU, 3axonogameAbHble U KOHMPOAUPYOWUE OPra-
Hbl U m.n.) aBagemcs npeporamuBol [Ipesugenma u 'ene-
PAALHOTO gupekmopa Accoyuayuu. Imu goAXKHOCMHbLE
AUUAQ MOTym MAKXe NUCbMEHHO NOopyiumb KOMY-Aub0 u3
YrenoB npegocmaBAeHue UHpopMayuu om uMmenu Acco-
yuayuu. Bo Bcex ocmanbhblx cayuaax Yaenbl Accoyuayuu
He MOorym Bplcmynams om Auua Accoyuayuu. B cayuae, ec-
Au YaeH Accouuauuu noayuaem npocb6y npOKOMMeEHMU-
poBamb Kaxkue-Au0o geticmpua Accoyuayuu, OH 0053QH
NOGUEepKHYNMb, YMO BhICKA3bIBAEM MOALKO CBOE MHEHUE, U
u3zberamp BbICKA3bIBAHUU, NOPOYAWUX UAU QUCKpegumu-
pyrouux geameabHOCmbs Accoyuauuu, ee opranbl ynpas-
A€HUA U KOHMPOAA uAu gpyrux Yaenos.

3. BzaumopeinictBue UaeHoB Acconuaiii Apyr C
APYyrom.

3.1. Accoyuayusa ob6beguHAem KOMNAHUU, KOMOPBIE
MOI'ym SABASMbCS KOHKYPEHMaMu B CBoell NOBCegHEBHOU
gesmeAbHOCIU. AAsl noggepKanus pabomocnocobHocmu
Accoyuayuu u ee opranos Yaenbt Accoyuauyuu 06sa3yrom-
ca coOAI0gamb B3QUMHOE YBAKEHUE NPU COBMeCmHOU pa-
Oome B pamkax Accoyuauyuu, ee OpraHoB, NDOTPAMM U Me-
ponpusamull.

3.2, Paboma Accoyuayuu Oygem npogyKmuBHOU MOABKO B
CAyHQe 3QUHMEPECOBAHHOU pabombl KWKJOro Ha odujee geao.
HYaennt Accouuauuu umerom NPABO HA BbIPWKEHUEe CBOETO MHE-
HUA NO NOBOGY gesimeAbHOCMU Accouuayuu U HA 4ecmHbie U om-
Kpblmble BblOOPbl BCEX OPIAHOB YNPABAEHUS U KOHMPOAA U 0031
3YHOMCA HE CO3GABAMb HETAACHBIX KOQAUUUL, GestmeAbHOCMb KO-
MOPBIX MOXKem Oblmb HANDABAEHA HA CO3GQHUE PACKOAd UAU
CKpBUMbBIU 3aXBAM BAACIU B Accouuauuu.

4. BzaumopaeiicTBue Acconuanuu 1 ee YaAeHOB ¢ BHeEIII-
HHM MHPOM.

4.1. Accouuayus u ee YaeHbl npuHuUMalom Ha ceds 00s1-
3ameAbCMBO CAYKUMb UHMEPecam 00WeCmBeHHOCMIL KAK
CBOUX noKynameael, MK U 00WeCmBd B WUPOKOM CMbICAE,
- @ maxKe obecneqyuBams ygOBAEMBOPUMEABHOE KQUeCMBO
npegocmaBAieMblX NPOGYKMOB U ycAyr. OHU CO3HQOM
CBOIO OIMBEMCMBEHHOCMb NEepeq OMPACAbIO U NPU BegeHUU
gea Oygym HenpecmaHHO NPUAAramb YCUAUS gASt NOBbLULE-
HUS CMAHgApmMoB cBoell pabombl.
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2.4, The Association Members can use in
their activities a standard mention of their
membership and place such a mention/refer-
ence at their equipment or goods, in their
advertising or information materials, or use it
in their contacts with mass-media. Being
excluded or leaving the Association, the com-
pany is to remove such references from the car-
riers of all kinds within two months.

2.5, In their everyday activities the Association
members are not entitled to mislead their partners or
customers, the control or other bodies making refer-
ence o any special preference granted supposedly to
them by the Association.

2.6. Granting any information concerning the
activities, plans, programs, and actions of the
Association through contacts with the external
world (mass mediq, legislative and control bodies,
etc) is the exclusive prerogative of the President
and the Director General of the Association. These
officials may also entrust someone of the
Members in the written form to deliver informa-
tion on behalf of the Association. In any other
cases the Members are not allowed to appear in
the name of the Association. In case a Member is
asked to comment some actions of the
Association, he must stress he expresses only his
own opinion, and must avoid expressions discred-
iting the activities of the Association, its manage-
ment and control bodies, and the other Members.

3. Interact’'on of the Association
Members with each other.

3.1. The Association unites the companies
that may be competitors in their everyday
activities. To maintain the efficiency of the
Association and its bodies, the Members com-
mit themselves to observe mutual respect dur-
ing their collaboration within the frames of the
Association, its bodies, programs, and actions.

3.2.  The Association's activities can be success-
ful only ifeverybody is concerned with the results and
works correspondingly. The Association Members
have the right to express their opinion concerning the
Association activities, and to take part in honest and
open elections of the management and control bod-
ies. They promise to create no secret coalitions,
whose activity is aimed to break the Association or to
seize power in it.

4. Interaction of the Association and its
Members with the external world.

4.1. The Association and its Members commit
themselves to serve the public interests, meaning
both the interests of their customers and the soci-
ety as a whole, and to provide satisfactory quality
of the goods and services proposed by them. They
realize their responsibility before the industry and
in their activities will constantly make efforts to
raise the standards of their work.



4.2, Accouuauus u ee Uaenbt He Oygym npuHUMAMb y4ac-
must Ru B ogHot U3 (hopM NPOGWKU, PACNPOCMPAHenusi, OOCAY-
JKUBQHUSL UAU PEKAGMbL, MOIyUUX CO3gamb gYPHYIO CAGBY UC-
NOABL30BAHUIO MOPIOBbIX ABMOMAMOB UAU HAQHECIU Bpeg UMu-
Ky ompacau B raasax obwecmsa. Oru 6ygym akmuBHO Npomu-
BOgetuCmBOBAMb (KOAMEKMUBHO UAU B UHGQUBUJYAALHOM NOPSJ-
Ke) yuacmuro Aul, CBA3AHHbIX C PEKAAMOU U NPOGBIKEHUEM IMO-
BAPQA, B KAKux Obl Mo HU ObIA0 DOPMAX MAKOU AHMUPEKAAMBI.

5. B3anmopeiicTBre € TOCyAapPCTBEHHBIMH OpraHamMu

5.1. Accoyuauus u ee Yarenbl OKA3bIBAIOM BCEMEPHOE
cogelicmaue rocygapcmBEeHHBIM 3AKOHOGAMEALHBIM U UC-
NOAHUMEABHbIM OPIaHAM B NPUHSMUU U UCNOAHEHUU HA-
AOTOBOIO U gpyroro 3aKOHOgameALCmMBA HA OCHOBE cneyu-
(huxu uRgycmpuu aBmMoMamu3upOBAHHOU MOPIroBAU.

5.2, Accoyuauus okasplBaem cogeucmsue cBoum HYne-
HaM NO BONPOCAM B3auMOgeUucmBus C roCygapCmBeHHbIMU
OpraxHamu, squiuwiaem ux NPABA NymeM NPegocmaBAeHUA
I0pUgUUECcKUX KOHCYyAbmQuul, HANPABACHUA 3aNPOCOB B IoO-
CygapcmBeHHble UCNOAHUMEAbHble, KOHMPOAUPYIOUUE U
HAG30pHble OPraHbl OMHOCUMEABHO NPABOMEPHOCMU meXx
uAu UHbBIX geticmBull B omnowenuu Yaena Accoyuayuul.

5.3, Haenw Accoyuauuu npu B3aumMogelicmBulu € rocy-
gapCmBeHHbIMU OPIQHAMU gellCmBYIOm Om CBOero uMeHu
30 UCKANOHWEHUEeM CAy4YaeB, Korga Accouuauust Hageauad
UX NPABOM NPegCcmMaBAfmb UHmMepecs Accoyuauuu.

6. B3auMoaAeNCTBHE CO
nHpopmanuu

CpeACTBaAaMHM  MacCoOBOM

6.1. Accoyuayus u ee YaeHbl UCNOAB3YIOM PA3AUYHBLE
cpegcmBa UR(OpPMAUUU, BKAIOYQS NEYaMHble U3gAHUS,
meaeBugeHue, BEICMABKU, UHMepHem U M.g., gast pacnpo-
CMpaHeHuA UHGOPMAyUU O MeKyu,eM COCMOSHUU UHJYC-
mpuu, nepcnekmuBax ee pa3BUMus, MoOBAPax U yCAyrax,
npegocmasAfeMblX KaK Accoyuayuel, max u ee Yaenamu,

6.2. Ilpu B3aumogeiicmbuu co CMHU Ynennt Accoyuauuu
gelicmByrom OmM CBOEro UMEHU 3d UCKAIOUEHUEM CAYideB
npegocmasAenus HYaeny Accoyuauuu npaBa geticmBOBAmMb
om ee umenu, a Accoyuauus - om umenu cpoux Yaenon. Ta-
Kum obpasom, Haen(bl) Accoyuayuu pacnpocmpansaom UH-
dhopmayuro 0 cBoell KoMNaHUU U ee MoBApax U YCAyrax, a Ac-
couyuauus -uHGpOpMauUIo, He HOCAWYIO KOH(pUGeHUUAAbHbI
xapaxkmep, o npoekmax Accoyuauuu u ee Yrenax

6.3. Accoyuauuu u ee YAeHbl NPOABAAIOM AKKypam-
HOCMb B HaCcmu npegcmaBAenus UHGopmauuu gpyr o gpy-
re, uzberas npu 3mMmom HeNnpPaBUAbHOU MPAKMOBKU NOgd-
BaeMoU UH(popmauuu.

6.4. Ilpu nogaue pekrambl B CMHU Yarennl Accouuayuu
0043y10mcsl UCNOAL30BAMb KOPPEKMHYIO UHPOPMAUUIO O
CBOUX MOBAPAX U YCAYrax, uzberas npuHuXeHus gocmo-
UHCIMBAG KOHKypeHmoB. Ecau pexkramupyemble moBAP
u/uau ycayra ognoro Yaena Accoyuayuu npeBocxogam
mosap u/uau ycayry gpyroro(ux) Yaena(os) Accoyuauuy,
3MOMY GOAXKHbBL OblMb HEONPOBEPKUMbLE JOKA3AMEALCM-
Ba, 0e3 KOMOPLIX PeKAGMUPYeMble MOBAD U/ UAU YCAYTd He
GOAKHbl NPENOGHOCUMbCA B DEKAAME B NPEBOCXOGHOU
cmenenu, kak "aywwui”, "Homep 1", "npeBocxogauwui”
um.g.

4.2.  The Association and its Members will not
take part in any kind of selling, distribution, service or
advertisement that could promote ill fame to the use
of vending machines or spoil the industry’s image in
the eyes of the society. They will actively counteract
(collectively or individually) to the participation of
persons engaged in advertising and goods promo-
tion in any form of such antipublicity.

5. Interaction with the state bodies.

5.1. The Association and its Members ren-
der all possible assistance (o the state legisla-
tive and executive bodies in adoption and
implementation of the laws based on the
specifics of the vending indusiry.

5.2, The Association renders its assistance (o
the Members in cases of their interaction with the
state bodies, protects their rights giving them
legal advices, inquiring the state executing, con-
trol and supervising bodies on the lawfulness of
actions taken towards an Association Member.

5.3. The Association Member, counteracting
with the State bodies, act on their own name -
excepl the cases when the Association gives
them right to represent its interests.

6. Interaction with the mass media.

6.1. The Association and its Members
make use of different mass media, including
printed editions, television, exhibitions,
Internet elc., to proliferate information about
the current state of the industry, the prospects
of its development, goods and services offered
by the Association and its Members.

6.2. Counteracting with mass media, the
members act on behalf of their own, except the
cases when the Member is granted the right to
act on behalf of the Association or the
Association is granted the right to act on behalf
of its Members. In this way the Members prolif-
erate information about their companies and
their goods and services, and the Association
proliferates non-confidential information about
the projects of the Association and its Members.

6.3. The Association and its Members dis-
play carefulness presenting information about
each other, avoiding incorrect treating of the
information supplied.

6.4. Supplying advertisement to mass media
the Association Members commit themselves to
use correct information about their goods and
services, avoiding depreciation of their competi-
tors" advantages. If the advertised good and/or
the service of one Association Member are said to
surpass those of some other Member, there should
be given irrefutable proofs of it; lacking those
proofs the advertised good and/or service must
not be described in the ad in superlative degree
(e.qg. "the best", "number one", "surpassing”, etc.).
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Havuonaronas accoyuauus asmomamusuposa-
noti mopeoeau obpawaemcs k Bam om umenu npeonpu-
AMULL, 3AHAMBIX 8 UHOYCIPUU TOPZOBHIX ABMOMAMOE.
B amom nucvme Mol x0mum 3ampoHymy HECKOIbKO 80-
npoCos, KOMOPble OKA3bIBAIOM CePbe3Hoe SAUIHUE HA
passumue ompaciu.

HMugycmpus mopropeix aBmomMamoB SIBASEMCA OGHUM
U3 NepcneKMuBHbIX HANPABAEHUU pA3BUMUS MAAOIO U
cpegrero 6usneca B Poccuu u cnocobrna pewamsp YeAbll
PAg BAKHbBIX COUUAABHBIX 3Agal, CPequ KOMOPhIX:

® CO3gaHUEe JONOAHUMEAbLHbIX PaOOqUX Mecm, B MOM

qyucAe gasl UHXKEeHEePHbIX KAgPOB;

® 30MEeHA yCmapeBarujux (Hopm MeAKOPO3ZHUYHOU

MOPTrOBAU (AOIMKU, NAAQMKU, KUOCKU U M.g.) HA COBpe-

MeHHble MOProBble ABMOMAMbL;

® CHUXKEHUe YPOBHA KPUMUHOTEHHOCMU NymeM COKpPa-

UleHUsl KOAUYECMBA HE3AKOHHbIX MUIDAHMOB, KOMO-

phble ceroghs pabomarom B MOPIOBAE,

e opranusauus obecnevdenun nHacerenusa THIT kpyraocy-

mo4no u 6e3 BpeMeHHbIX Nomepb mam, rge co3ganue

CMAUUOHAPHOU MOProBoOll MOUYKU He 3¢(hheKmuBHO.

Ilo ypoBHIO pa3sBumus uUHgyCcmpuu aBmMOMamMu3upo-
BAHHOU MOProBAU MOXXHO Cygumb 00 ypOBHE pa3Bumust
PO3HUYHOU MOProOBAU CINPUHDL.

Hugycmpus moproblx aBmomamoB pa3BUBAAACH €WeE
Bo Bpemena Cosemckoro Corw3sa. B mo Bpems 6b10 Hara-
JKeHO NPOeKmupoBaHUe U NPOU3BOGCMBO MOProBbIX AB-
momamos, B MOM HUCA€ NO PO3AUBY NDOXAAGUIMEAbHbIX
HANUMKOB, HAGOATO COXPQHUBWUXCS B Hawel namsmu.
Ha yauyax ropogos Cosemckoro Coto3a ObAU YCMAHOB-
A€Hbl COMHU MbICAY MAKUX QBMOMAMOB, MUAAUOHbL AIO-
gell UMeAU BO3MOXXHOCMb NOAYUUMDb NPOXAQGUMEAbHbLU
HANumMoK, gecsamxu mulcsay Arogetl 6blau 3agelicmBOBAHbL
B 3mou uHgycmpuu. CyuleCmBOBAAU NpUMephl ABMOMA-
MU3UPOBAHHBIX KAhe, B KOMOPhIX nompebumenio npeg-
AQraAach BO3MOXHOCMBb ObICMPO NepeKkycums 6Aarogaps
MOPTrOBbLIM QBMOMAMAam.

B nepuog pacnaga Cosemckoro Coio3a cucmema AB-
MmoMammoproB NpekpamuAd CBO€ CYWeCcmBOBQHUE, Q
UHgycmpusi pa3BAAUAQCh, MAK KUK NAPK MOProBblX dB-
MmomMamoB MOro BpeMeHu B YCAOBUSIX raAonupyouiell un-
pArsiyuu u usHOWeHHocmu 000PygoOBAHUS HUKOIO He UH-
mepecoBUA C MOYKU 3PEHUA npuBamusayuu.

OgHako B gaibHeUuleM, HA NPOMSKEHUU NOCAeGHUX
10 rem, hamemuAack yemotivuBas meHgeHyus BO3poXKge-
Husf ompacAu B Poccuu, npuuem smo paszpumue ocyujecm-
BAAEMCSl HQ HOBOM, 00Aee BbICOKOM KAUeCMBEHHOM YPOB-
He C yuemom onblma, HAKONAEHHOTO B 3moli obaacmu ma-
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The National Vending Association is
addressing you on behalf of the companies
engaged in the vending industry. In the
letter we would like to touch upon several
issues, influencing seriously the industry
development.

The vending industry is one of the prospec-
tive directions of small and medium business
development in Russia, and is able to solve a
ot of social tasks, including:

e creation of additional working places,

including those for engineering personnel;

e replacement of out-of-date kinds of small

scale retail trade (hawker's trays, stalls,

booths, etc.) by modern vending machines;

e decreasing the level of criminal penetra-

tion into trade - by decreasing the number of

illegal migrants engaged there today;

e providing the population with possibility to

buy consumer goods they need rapidly and

round-the-clock in the places where creation
of stationary shops is inefficient.

The level of vending industry development
in the country can be used to evaluate the level
of retail development there.

The vending industry in our country started
to develop at the Soviet period. At that time
design and production of vending machines
including those for selling soft drinks, had
been organized. Our memory still stores hun-
dreds thousand soda machines mounted in the
streets. Millions of people could make use of
them, tens thousand people were busy in the
sector.

There existed successful examples of vend-
ing cafes where the consumer was offered to
have a fast snack.

During the break-up of the Soviet Union
the Avtomattorg (Automatic Trade) sys-
tem stopped to exist, the industry col-
lapsed since nobody felt interested in pri-
vatization of old and worn-out machines,
especially under the conditions of gallop-
ing inflation.

However, later on, during the last decade,
a stable tendency for revival of the industry
could be observed, the development being
performed at qualitatively higher level, tak-
ing into account the experience, gained by



KuMu Begywumu cmpaHamu, Kak Anonus, Kopesa, CLIA u
cmpansl EC. Besge, rge ungycmpus moproBblx aBmoma-
MOB gOCMUIAQ wWUupoKux MmacwmaboB, pa3Bumue ocy-
WeCmBASIAOCH NOCPEYCMBOM KUK KPYNHKIX npegnpusmud,
BOBAEUEHHBIX B NPOUECC pA3pabomku u Npou3BOgCmMBA
MOProBbIX ABMOMAMOB, MAK U CpegHero u Maioro 6usHe-
€a, poAL KOMOPOTO COCMOoum B pa3Mew,eHuu U JKCnAyama-
Yuu MOProBbiX ABMOMAMOB B PA3BAUUHKIX Chepax Ku3He-
gesameAbHOCIU HAceAeHus 2mux cmpan. be3 yuacmus
cpegHerc u MaAoro Ou3Hecd B 3moM Npouecce mopropbie
aBmMoMamal He NOAYYUAU 6bl WUPOKOTO pPACiPOCMpPAHe-
Hus. Aast cnpaBku:

such countiries, leading in the sector, as
Japan, Korea, USA and EU countries are. In
every country, where large scale vending
development could be observed, it was
based both on large enterprises, developing
and manufacturing vending machines, and
middle and small business, mounting and
operating those machines in different
spheres of public life. Without participation
of middle and small business in this process,
vending could hardly spread so widely. As a
reference:

Cmpana Koa-o Koa-Bo Country Number Number
MOpProBhuIX npegnpuamud, of vending of companies
aBMOMamMOB 3AHAMbIX machines engaged

B UHgycmpuu in the industry
Anonusn He MeHee 7,5 MAH eg. He MeHee 3500 Japan Not less than Not less than
7.5 min units 3500

CIIA He Menee 9,7 MAH eg. He menee 4000 USA Not less than Not less than
9.7 min units 4000

EBpona He menee 4,1 maH eg. He menee 5000 Europe Not less th,“” Not less than
4.1 mIn units 5000

Ha cerograwnutl genb, NOMUMO NOCMABOK MOPIOBbIX
aBMOMAMOB u3-3a pyoexa, HAAQXKUBAemca U UX npous-
BogcmBo B Poccuu. Omo aBmomMamsl NO NPOGAXU
MOBAPOB HAPOGHOTO nompebAeHUA U YCAYT, baarogaps
KomopblM nompebumeau umMerom BO3MOXHOCMb B Al0O0e
BpeMA CYMOK NOAYyYUMb HANUMOK UAU NepeKycump,
onaamumb yCAyru onepamopoB MOOUABHOU CBA3U UAU
ocywecmpums KOMMYHAQABHbIE NAQIMEXU U M.(J.

K coxxaarenuio, mexyujee CocmosiHue HAAOTOBOI'O 3AKO-
HogameabcmBa PD, npumeHs oW erocs K moproBulM aB-
momamam, He cnocoOcmByem pa3Bumulio 3mol UHGycm-
puu, a Ha0O6opom ABASIeMCs CgepKuBaowuM hakmopom.

Taxk, ¢ 01 sueaps 2005 B coompemcmBuu ¢ (hegepaib-
HBIM 3aKOHOM Ne54-D3 B moproBom apmomame goAXeH
NPUMEHAMbCA (PUCKAABHBIU PEKUM, NPU KOMOPOM ABMO-
Mam GOAXKEH BblgaBampb NOMPEOUMEAN) (PUCKAABHBLU
yex. Ha npakmuke smo o3Hauaem, umo npegnpusmue
0053aHO:

- Oopranu3oBame paboiee MeCmo KACcupd pAgoM C

aBMOMAMOM (YmO cBegem HA Hem BCHO CYWHOCMb

aBMOMAaMuUieCcKoll mopropau);

- Aubo obopygoBampb KGXKGblU MOPTOBbIU aBmMoMam

KOHIMPOABLHO-KACCOBOU MAWUHOU (4MO UCKAKHUMEAD-

HO CAOXKHO MEXHUYECKU, M.K. HA POCCULICKOM DbIHKE

npegecmaBAeHbl COMHU MogeAell aBMOMAMOB gecam-

KOB npouspogumenel);

- eXegHeBHO OCyueCmBAAMb KACCOBble onepayuu

{0OCAyKUBQHUE MOProBOro aBmMoMama Onepamopom

npousBogumcs 1-2 paza B HegeAlo, a 60Aee uacmoe

NoceuweHue UBMOMAMA PE3KO YBeAUUUM U3gepXKu

npegnpusamusit);

- perucmpupoBambs KAXQGblll MOProBblll aBmoMam B
meppumopuaAbHOU HAAOTOBOU UHCNEeKyuU No Mecmy

Today in addition to supplies of vending
machines from abroad, their production is
restarting in Russia. These machines selling
consumer goods and services allow the con-
sumers (at any time, round the clock) to get a
drink or a snack, pay for mobile phone calls or
public utilities, etc.

Unfortunately, the current state of taxation
laws in RF, applied to vending, do not favour
the development of the industry; quite the con-
trary, they are a deterrent.

Thus, starting from the January 01, 2005, in
accordance with the Federal Law #54-D3 a
fiscal mode is to be used in vending machines,
when a fiscal receipt is given to the buyer. In
practice it means the company must:

- organize the cash-desk (with the cashier!)
next to the machine, reducing to zero all the
essence of vending;
- or furnish each vending machine with a
cash-register; the approach is extremely
difficult to perform lechnically, since hun-
dreds of models of vendors from dozens of
manufacturers are present at the Russian
market;

- perform daily cash extraction from the

machines, sharply increasing the company's

expenses (the operator usually visits the
machine only once or twice a week);

- register each vendor in the territorial tax

inspection according to the place it has been

mounted, repeating it every time he changes
the place;

VENDING BUSINESS, 2005/#6
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pasmMewenus U nepeperucmpupoBpams €ro npu nepe-

CMAHOBKE;

- cgaBamb HOAOIOBYI0 OMUEMHOCMb NO KAXKGOMY
mOproBoOMy aBmMomMamy.

Ecau xe mopropble aBmomMamsl NPUPABHAMb K KOHM -
POABHO-KACCOBBIM MawuRaMm (KKM), caegyrowjum warom
cmaHem gAUMEAbHAA U gOPOroCmoAulds Npouegypa
BrAOuenus ux B ['ocpeecmp, npuuem BCAKOE U3MEHEeHUe
B KOHCMPYKYUU U NPOrPaMMHOM obecnedeHuu nopaevem
3a cobol HEOOXOgUMOCMb GAUMEABHOI'O U gOPOroCmosi-
ujero COrAQCOBUHUA C gepXameaeM peecmpa. B mo xe
BpeMsl, BCE NPOU3BOqUMEAU ABMOMAMOB NOCMOSHHO CO-
BEepWEeHCMBYIOM CBoe 000PYJOBAHUE, U B KAKGOU CAeJY-
wowel napmuu MoXem CMOAMb YAVUUIEHHAS BEpCUA
NpOrpaMMHOro obecnevenus.

AabmepHamuBoOl MOXem ObiMb YCMAHOBKA B KAKGbLU
MOProsuill ABMOMAm QUCKAABHOTO PErUCMPAmMopa, 4mo
CONPSKEHO C U3gepXKaMu, CONOCMABUMBIMU CO
CMOUMOCIMbIO ABMOMAMA, a gA MHOTUX Mogeaiel
NPOCMO HEOCYULECMBUMO MEXHUYECKU.

Taxux mpeOoBaHUU K MOPrOBbIM BMOMAMAM HEM HU B
OgHOU CmMpaHe MUpd, U MOPIoBble ABMOMAMBbL 30PyOeX-
HOT0 Npou3BOgCMBA CNPOEKMUPOBAHbl 0e3 yuemd BO3-
moxknoro npumenenust KKM. TNouck nymell npumeHenus
npuBegem K 3HAQUUMEABHOMY YJOPOKAHUIO ABMOMAMOB U
ONepayuOHHBIX PACX0GOB, CHIWKEHUIO BO3MOXHOCMEU gAs
UHgycmpuu € IMOYKU 3PEHUsl YBEAUUEHUS KOAUYEeCmBA
MOProBbLIX ABMOMAMOB, Npegnpuamull U 3aHAmocmu Ha-
ceaenusa B amol ompacau. Obujee MHeHUe UHJyCmpuu,
npegcmaBumeAeM uHmepecoB komopou apisemca HAAT,
OQHO3HAQUHO: mpeOOBAHUE NO OCHAUJEHUK MOPTOBbIX UB-
momamoB KKM re moAbKO He npuBegem K YBeAUUEHUIO
cOOPOB, HO YHUHINOXUM (POPMUPYIOULYIOCS OMPUCAD.

B npegbigywiue rogel, Hauunas ¢ 2000 r., F'ocygapcmsen-
HAs MEXBEGOMCMBEHHAS 9KCNePMHQA KOMUCCUA NO KOHM-
POABHO-KGCCOBBIM MQUIUHAM €XErOGHO CBOUM peuleHueM,
OPOPMAEHHBIM NPOMOKOAOM (NOCAeGHUU NPOMOKOA Om
18.12.03 Ne4/76-2003), uckarouara ucnoabzopanue KKM B
MOProBbIX aBmoMamax. B cepequne npownroro roga xomuc-
CUA NPEKPAMmUAQ CBOE CyweCmMBOBAHUE, U ee (PyHKUUU ne-
pegarbl DegeparbROMY GreHmCmBY 10 NPOMbBUUAEHHOCMU.
K coxanrernuro, recmomps Ha nuckMeHHble 3anpochl B Dege-
PQABHYIO HAQAOTOBYIO CAYKOY, gO CUX NOP HE NOCMYNUAO HU-
KAKUX 4emKUX pA3bACHeHUU OMHOCUMEAbLHO NPUMEHEHUs
KKM B moproBplx dBMomMamax, a B 3aKOHE Cpegu UCKAIOYe-
Hull Hem yKa3aHUs HQ MOProBble apmomamsl. Bugumo, smo
CBSI34QHO € MEM, Um0 BO BpeMsA NOGTOMOBKU JUHHOTO 3AKOHA
UHQYCmMPUA aBMOMAMU3UPOBAHHOU MOPrOBAU HE NONAAQ B
noOAe 3penus ero paspabomyUuKoB.

IIpocum Bac okaszamsb cogelicmBue B NDUHAMUU pelie-
HUA 0 BKAIOUEHUU MOProOBblX ABMOMAMOB B NEPEUEHD UC-
KAKOUEeHUU, NPUBOgUMbIX B cmambe 3 3akoHa Ne 54-D3.
3mo no3BoAum UHGyCmMpuu dBMOMAMU3UpPOBAHHOU
MOProBAU pa3BUBAMbCS U Opamb Ha cebsi me pyHKUUU,
KOmOpble OHA BBINOAHsIEM BO BCEX PA3BUMbIX CMPAHAX
MUupQ: pasBumue MAAoro u cpegHero GusHecq, yBeaude-
HUEe 3aHAMOCMU, yiacmue B (POPMUPOBAHUU COBPEMEH-
HOI0 0OAUKQ PO3HUYHOU MOPTrOBAU.
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- hand fiscal account to the tax inspection

for each vendor separately.

If the vending machines are made legally

equal to the cash-registers, the next step will

be an extremely long and expensive proce-
dure of including them in the State Register;
then each modification in their design and
softwear will necessitate equally long and
expensive approval by the Register's holder.

Take in view that all the vendor producers

are constantly improving their equipment,

and each machine coming next may contain

a new and improved program version.

An alternative solution can be based on pro-
viding each vendor with a fiscal register, which
will lead to expenses comparable with the price
of the vendor; for many models it is simply
impossible technically.

Such requirements can be found in no coun-
try in the world, and the foreign vendors have
been designed without taking account of possi-
ble register mounting. Search of the ways of
applicability will lead to substantial increase of
basic and operational costs, lower the indus-
try’s chances to increase number of vending
machines, their producers, and the employ-
ment in the sector. The general opinion of the
industry, whose interests are represented by
the NVA, is unanimous: demand to furnish
vendors with fiscal registers will not lead (o
increased duties; on the contrary, it will
destroy the developing indusiry.

In the previous years, starting from 2000, the
State interdepartmental expert commission,
controlling the situation with cash-registers,
every year passed an official decision allowing
not to furnish the reqgisters in vendors (the last
protocol comes back to December 18, 2003).
But in the middle last year (2004) the
Commission was eliminated, and its functions
have been passed to the Federal Industrial
Agency. Unfortunately, despite the written
inquiries addressed to the Federal Tax Service,
no clear explanations on the subject have been
received, while the current law makes no
exclusions for the vendors. Perhaps it is this
way because during the preparation of the law
the vending indusltry stayed beyond the field of
vision of the law's aulhors.

We ask your assistance in making a decision
to include the vending machines into the list of
exclusions in the Article 3 of the Federal Law
#54-D3. This will allow the vending industry
to develop and take the functions it performs in
all the developed countries of the world: devel-
opment of small and middle business, increas-
ing the employment, taking part in develop-
ment of up-to-date face of the retail trade.



Kak uzBecmHo, ocenb 6orama ypoxaem
He MOABKO CeAbCKOXO035AUCMBEHHbIX KYAb-
myp, HO U BrlcmaBoK. Cneyuaiu3upoBaH-
HbIMU BBICMABKAMU NO MOPTOBBIM ABMO- fa.
mamam Haule omev4ecmBo NOKa He 003aBe- g
Aochk. HecneyuaausupoBanukele ke, No on- wn
pegeAerul0, MeHee NPegcka3yemul, U Bbl-
UCKUBQHUE maM 'KeMUyKHLIX 3epeH’ B
besgne ungopmayuu mpebyem onpegeareHHOro Bpe-
MEHU U YNnopcmBqa, 4mo, BNPOYEM, UHOTGA BO3HA-
TDAKGaemcs.

OrtkpsiTHe BoiCTaBKA Shop Design
Shop Design opening

B BricmaBounom komnaekce 3AO "IKcrnoneHTp”
Ha Kpacrot Ipecne, ¢ 20 no 23 cenmadpsi, KK u 3a
rog go 3moro, CUHXPOHHO NPOXOGUAU gB€ BbICINABKU,
memamuuecku CBSA3QHHbBlE ¢ BeHguHrom. OgHa u3
HUX OblAQ NOCBAULEHA BONPOCAM OPraHu3ayuu u oc-
HQUeHUss MOProOBAU U NO-PYCCKU UMEHOBAAACH
"MexXgyHapOgHas BbICMABKA MOPTOBOro 060pyqo-
BQHUA, CUCMEM QBMOMAMU3ayul, BU3yaAbHOTO MEep-
YeHgaU3UHIa U MeXHUYeCKOro OCHAQUWeHUs Marasu-
HoB", uau npocmo, no-aurauticku, SHOP DESIGN
RUSSIA. Opranu3zamopamu BbICMABKU SIBUAUCH Bbl-
cmaBounble kKomnanuu MECCE AFKOCCEABAOP®D
Mocksa u SKCIIO-TTAPK BricmaBOUHbIE NDOEKMbI.
Ioggepxky oxasplBaru EBponelickul uHcmumym
mopropau (Keabn), MexgyHapogHas BbICMABKA
EUROSHOP [Arocceabgopdgp), TTapmuepcmBo npous-
Bogumenel PEKAAMHbIX MAMEePUAAOB gAst MECI NPO-
gax POPAI-Poccusa, ArenmcmBo pa3pumus nompe-
bumeabckoro pbriHKa, Poccutickulli coBem mopropuix
yeHmpoB, MOCKOBCKAA MOProBO-NPOMBIWAEHHASA
narama u AenapmamerHm nompedumeAbCKOTO PblH-
Ka u ycayr Mocksbl. B s3kcnosuyuoHHOU nporpamme
BBICIMABKU yYQCMBOBAAU NDUMEDHO NOAMOPbL COM-

RISSIA

Autumn is known to be rich not only in
agricultural crops, but also in exhibitions.
Our country has not acquired its own spe-
cialized vending trade fairs yet. As for
unspecialized ones, they are less pre-
dictable by definition, so hunting there for
"pearls” in a heap of information needs
some time and persisience, which are
sometimes rewarded.

In "Expocentre” exhibition complex (Moscow,
Krasnaya Presnya) two exhibitions, whose subject
was somehow connected with vending, took place
simultaneously (20-23 September}. One of them was
devoted fo the problems of shop organization and
fitting. Its full title sounded as International Fair
for Shopfitting, Visual Merchandising, Retail
Technology, or simply SHOP DESIGN RUSSIA. i
was organized by two companies: MESSE DUES-
SELDORF Moscow and EXPO-PARK Exhibition

Projects. They were supported by EHI-
EuroHandelsinstitut GbmH {Cologne),
International Exhibition EUROSHOP

(Duesseldorf), Non-Commercial Partnership
POPAI-Russia, Consumer Market Development
Agency, Russian Council of Shopping Centers,
Moscow Chamber of Commerce, Moscow
Government Consumer Market and Services
Department. The exposition program atiracted
about one and a half hundred companies whose
speciality was design and manufacturing of com-
mercial equipment, as well as design and consiruc-
tion of shops. Russia and Germany were dominat-
ing among exponents; the presence of Italy and
Turkey was notable; it was possible to find Slovaks
and Slovenes. Within the frame of the fair Points-of-
Sale Competition took place; decisions there were
taken by the international jury, containing experts
from USA, Benelux countries, UK, Switzerland and
Germany. The organizers of the fair purposely paid
special attention to the POS design, reserving spe-
cial section for "POPAI - village", where the authors
had a chance both "to see the people and to show
themselves”. The works exhibited were aimed at
promotion of concrete goods and brands. Some of
them were quite original. It's a pity not a single
advanced exponent! got into his mind the idea that
each vending machine is also a Point-of-
Sale/Purchase, and is quite suitable to promote a
brand deserving it. There was an extensive program
of workshops (round tables, conferences), devoted
both to general problems of retail trade develop-
ment, and to concrete methods of conquering the
buyer and promotion of the goods. Some of the
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HU KoMNaHul, CNeyuaAbHOCMbIO
KOMOPbIX SAIBASIEMCS pa3padomka u
npou3BogcmBO MOProBoOro 06opy-
JOBQHUS, NPOEKMUPOBAHUE U CO-
opyXeHnue npegnpusmull MOProB-
AU. AOMUHUPOBGAU B 3KCNoO3uyuu

Poccus u I'epmanus, 3amemno Obi- i
Ao npucymcmBue Mmanuu u Typ- h‘

uuu, MOXHO OblLAO OOHAPYXUMb

CAOBGKOB U CAOBeHUeB. B pamkax !
|

BbICMABKU NPOXOGUA KOHKYDC gUu-
3aliHa Mecm NPogax, rge peleHus
NPUHUMAAO MEXJYHAPOGHOE JKIO-
pu, B COCMAB KOMOPOro BXOGUAU
akcnepmnyl u3 CIHIA, cmpan bBene-
AwKca, Anrauu, LiBeliyapuu u
I'epmanuu. Opraruszamopbl Bbi-
CMABKU CO3HAMEALHO VgeAuAu
ocoboe  BHUMAHUE  3Qgaiam
ohopMAEHUA NYHKMOB NPOJax
{gucnaees u np.). [log aBmopckue
pabombl ObIA BblgEAEH CNeyudAb-
nuill pasgea (POPAl-village), rge
aBmMOpPbl UMEAU BO3MOXHOCMb U
Alogel nocMompems, U cedst NoKa-
3amb”. AeMoHCcmpupyemble pafombl ObIAU HAUEAEHbL
HQ NPOGBUXKEHUE KOHKPemHbIX u3geaull, OpIHJOB.
Cpegu Hux ObLAU GOCIMAMOYHO OPUTUHAABHBLE.
2KaAb moOAbKO, Wm0 HUKOMY U3 NPOGBUHYMBbIX guU-
3QUHEpPOB He NpUAO B TOAOBY, 4mo AwOol mopro-
Bhl aBmomam - moxxe Point of Sale/Purchase, u k
MOMY K€ BNOAHEe MOXKem CnocobcmBoBams NPOGBU-
JKEHUIO 3ACAYKUBaow,ero moro 6psnga. Mmeaa mec-
Mo pa3BepHymas NPOrpamMma CeMUHAPOB (KPYIAbLX
CMOAOB, KOH(pepeHuull), NOCBAWEHHbIX KAK 00WUM
npobAeMaM pa3Bumusi pO3HUYHOU MOProOBAU, MAK U
KOHKDEMHBIM NPUeMam 3aBOeBAHUSA NOKynameAast u
NPogBUKEHUs MOoBAPA, cpegu KOmopblx OblAU §o-
cmamoyHo 3K3omuueckue. Tak, Nnpegaararoch Kpo-
Me BUgeo- U ayguo- KQHAAOB nepegail peKAaMHOU
uH@opMayuUU UCNOAL30BAMbL U MAK HA3bIBAEMblU
"apomamepuangatizunr’. Ha Bbicmaske OYKBAABHO
pAbUAO B raa3ax om oOUAUSt BCAKOIO pogd BUMPUH,
NPUAABKOB, MGHEKEHOB, OCBEMUMEAbHbIX NPUOOPOB.
ObuAbHO ObAU NPegCMABAEHBL NEUAMHBIE U3GAHUS,
pacuemHo-KaccoBble y3Abl U UX KomnoHenmbl. He
ObLAO MOABKO... HUYETO, CBA3QHHOIO HANPAMYIO C 3d-
gauamu BHegpeHUsl makou nporpeccuBHOU (opmbl
MOproBAU, KGK aBmoMmamu3upoBaHHasi. Hago om-
gamb GOAKHOE OpPraHu3amopaM BbICMABKU - OHU
omgarwom cebe omuem B mom, umo 6e3 3moro oopas
COBPEMEHHOU PO3HUYHOU MOPrOBAU NOAYYAEemcCH
yuwiepOHbIM. B ¢BA3u ¢ 3mum OHU 0OpQImMUAUCH K DY~
KOBOgcmBY HauuoHaAbHOU accoyuayul apmomamu-
3UPOBAHHOU MOPrOBAU C NPEGgAOKeHUeM paccmom-
pemp BO3MOXHOCMbL KOAAEKMUBHOIO Y4aCMUsl B CAe-
gyroueli Boicmaske SHOP DESIGN. Ha camom geae,
3gech, NO-BUGUMOMY, €Cmb HAg 4eM Nogymamhb.
Bonpoc, no-6oabwiomy, cBogumcsi K CAegylouemy:
Kak cgeaamp, umobbl "Ooabuiasn" moprobas u

daBTOMAT

vendor
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DTO HE IKCIMOHAT, a padoumu

approaches sounded rather exotic.

For example, there was an idea to
- supplement the traditional audio
and video channels of advertise-
ment promotion with something
2 called "aromamerchandising”. One
could be dazzled by abundance of
all kinds of show cases, counters,
i mannequins, lighting [fixtures,
printed editions, cash-registers
and their component. There was
only nothing... connected directly
with the task of introducing such a
prospective kind of trade, as vend-
ing is. Let me do justice to the
organizers of the fair: they feel that
lacking vending the image of mod-
ern trade looks rather defective. So
in this connection they addressed
the management of the National
Vending Association with an idea

It's not an exhibit - just a working

C KOHKypca AUCIIA€EB At the display contest

to discuss possi- !
bility of its collec-
tive participation

in the next SHOP-
DESIGN. The . :
question  surely b oo
must be consid- )

ered. Essentially it

comes to the fol-

lowing: what can

be done in order
BoT 5TO NpoxoAUMOCTbH!

that the '"big" ’
trade and the Ain'titapassability?
vending could ' l

optimally supple-
ment each other.
Isn't a hidden
reserve of the
industry develop-

i TepMuHaAbl HHpOCHCTEM
ments:

Infosystems' terminals



BEHQUHI' ONMUMUALHO GONOAHSIAU gpyT gpyra? He
ecmb AU B 3MOM OGUH U3 CKPbIMbIX NOKA Pe3epPBOB
pasBumus ompacau?

IpoxogusBwasa B JKcnouenmpe OGHOBPEMEHHO
BbicmaBka "Becy mup numaHus” (WORLD FOOD
MOSCOW 2005) npeocxoguara SHOP DESIGN u no
macwmadam, u no pospacmy. Cstwte 1000 yaacmnu-
KoB u3 Asepbaligxkana, Aprenmunsl, beaapycu,
beavruu, bpasuauu, Beaukobpumanuu,

Benrpuu, Bvemnama, TI'epmanuu, I'OH-

KoHra, I'peuuu, Aanuu, Erunma, YUspau-

A5, Mnguu, Ungonesuu, Mpaanguu, Hc-

nanuu, Mmaauu, Kazaxcmana, Kanags,

Kumasa, Koaymbuu, AamBuu, Aumsbl,

Maaatizuu, Moagoss, Mapoxko, Hu-
gepaangos, Hosol 3eaanguu, Hopse-

ruu, Ilakucmana, Ilepy, [NMoavwu, Poc-

cuu, Caosakuu, CHIA, TatiBana, Tau-

Aanga, Typuyuu, Ykpaunsl, @panuuuy,

Yuau, HIseyuu, lpu Aarku, xkBagopa, Scmonuu u
FOxnou Kopeu gemoncmpupoBaAu yatl, Koge u Ko-
¢helinble HanNUMKU, KAKAO, COKU, AAKOTOAbHbIE U 6€3-
QAKOTOABHbIE HANUIMKU, KOHgumMepcKue u xAe0o0y-
AOYHBIE U3JEeAUs, KPYNbl, MAKAPOHbl, MYKY, Cneyuu,
CHIKU, MOPenpogyKmbl, KUpPbl U MACAQ, MACO, NmMu-
uy, pelby (B cBexeMm u nepepabomaHHOM BUGE), MO-
AOKO, ChIDbI, (hpyKmMbl U OBOWU, MAOAUHbIE U3JEAUS,
guemuueckoe u gemckoe numarnue - Kopoue, BCe,
yeM 4eAOBeK Numaemcs U Yem OH 3MmO 3anuBdem.
3HayeHue, KOMopoe NPUGaom CMPAHb-Y4aCMHUUbL
BbICMABKE, NOGUEePKUBAAOCH OOABWUM KOAUYECMBOM
KOAAKMUBHbIX (roCygapCmBeHHbIX) CMEHJOB, d
maxKe NPAMbIM yuacmueM psAaga MUHUCMepcmB U
BegomMcmB. AICHO, Ymo u3 BCero npegcmaBAEHHOIO Ha
BbICIMABKE MOHO BblOpAMb MHOTO NOAE3HOTO gAsl
peaau3auyuu Kak yepe3 mpaguuuOHHYIO MOPrOBAIO,
MaK u uepe3 apmomamu3upoBanHylo. CneyuaibHO
NOguepKuBalo NOCAegHee, NOCKOALKY Npou3Bogume-
AlU, KaK NOKA3bIBAeM ONblm 0OUleHUs, 3a4dCmyio He
goragelBaromcs 0 BO3MOXHOCMAX BEHJUHIQA, B CBOIO
ouepegb, onepamopbl JAAEKO He BCerga NPuHuUMA-
10m BO BHUMQHUE NOMEHUUAA HOBbLX NOCMABWUKOB.
B smom aerko ybegumbcsi, Hanpumep, 03HAKOMUB-
WUCh C MUNOBBIM ACCOPMUMEHIMOM CHIKOBBIX ABMO-
mamos. 'omos dbumbca 00 3aKAQg, Mo npu mBopue-
CKOM Nnogxoge MOXKHO ¢ Kakgoro "Mupa numanus"
BBIHECMU (B XOPOWEM CMbICAE) He OGUH §eCsmoK HO-
BUHOK, KOMOpble CMOI'ym HQUMu CBOETro NOKyNameAs
uepes noCpegemao MOProBoro aBmomMama. 9mo BCsi-
KOro poga CHYKOBUA NPOGYKUUA, WMY4Hble KOHgU-
mepcKue U3geAus, PA3AUYHblE HQNUMKU B MEAKOU
pacgacoBke, NPOGyKmMbl MOMEHMAABHOTO NPUIO-
MOBAEGHUS U MHOI'O€ gPYTroe, BKAIOUUS OGJHOPA30BYIO
nocygy. bbira, ecmecmBeHHO, NpegcmaBAeHd U KO-
(elinasi memamuka, BKAIOUQs 36PHOBOU U pACMBO-
pumblli Kohe, a maxxKe KopeMawunbl. Pazymeemcs,
rge koge - mam u komnanus "Ipokcumda', Grarogapsi
axmuBHOU pabome komopot B Poccuu cmaa y3Hasa-
emblM Op3Hg Saeco.

Conducted simultaneously at the same venue
WORLD FOOD MOSCOW 2005 exhibition sur-
passed SHOP DESIGN both by its scale and its age.
More than thousand participants from Azerbaijan,
Argentina, Belarus, Belgium, Brazil, Great Britain,
Hungary, Vietnam, Germany, Hong Kong, Greece,
Denmark, Egypt, Israel, India, Indonesia, Ireland,
Spain, Italy, Kazakhstan, Canada, China, Columbia,

Latvia, Lithuania, Malaysia, Moldova,
Morocco, Netherlands, New Zealand,
Norway, Pakistan, Peru, Poland, Russia,
Slovakia, USA, Taiwan, Tailand,
Turkey, Ukraine, France, Chile,
Sweden, Sri Lanka, Equador, Estonia
and South Korea demonstrated tea, cof-
fee and coffee drinks, cocoaq, juices,
strong and soft drinks, candies, bread,
cereals, macaroni, flour, spices, snacks,
sea food, fats and oils, meat, poultry,
fish (fresh and processed), milk, cheese, fruits and
vegetables, tobacco, dietetic and baby food - in
short, all that a man gets to be fed and to wash it
down. The importance assigned to the fair by the
participating countries was stressed by the number
of collective and state stands, and also by direct par-
ticipation of some ministries and agencies. It is clear
that it would be possible to select from the goods
exhibited a lot of useful to be sold by means of tradi-
tional and automatic trade. I am stressing the latter
on purpose, since food producers sometimes have
absolutely no idea about the opportunities afforded
by vending, in their turn, operators often do not take
into account the potentially new suppliers. It is easy
to prove both the statements analyzing the typical
contents of snack machines. I am ready to bet that
creative approach would allow to carry out (in the
right sense) dozens of novelties from each World
Food, being sure those goods would find their buyer
by means of vending. These could include all kinds
of snacks, confectionery, drinks in small cans and
bottles, instant food and a lot of other exhibits,
including disposable table-ware. Naturally, the cof-
fee theme was also represented, with the bean and
instant coffee, as well as with coffee machines. Of
course, if you only say "coffee”, you must be sure here
is Proxima, thanks to activities of the company
Saeco brand is now easily recognizable in our
country.

Speaking about the autumn fairs, it would be
unfair to miss PIR 2005 the VIII International
Exhibition "PIR. Hospitality Industry"), taking
place at Crocus-Expo, Moscow, 26-29 October
2005. All the 33 000 square meters of the exhibition
area were occupied by "all the suppliers of goods
and services for restauranls, caffes, bars, hotels,
pansions, catering enterprises”. Of course, let the
word "all” be on the conscience of the organizers,
but the scope of the exposition was really impres-
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T'oBopst 06 0ceHHUX BHICMABKAX, Obl-
A0 Obl HECNPABEJAUBO YMOAYAMb O
npoxogusweld ¢ 26 no 29 okmabps B
komnaekce KPOKYC-3KCIIO Bbi-
cmasxke ITAP 2005 (VIII Mexgyrnapog-
Has Bhlcmapka "Magycmpus rocmen-
puumcmsa’). Bo Bcex naBuAbOHAX
Komnaekca, Ha naowagu 33 000 KB. m
geMOHCMPUPOBAAU CBOU BO3MOXHOC-
mu "Bce NnoCcMaBWuKu MoOBAPOB U VC- | . ‘
AYT gAA pecmopaHoOB, Kage, 6apos, ro-
CIMuHUU, NAHCUOHAMOB, KOMOUHAMOB
numanus”. Ymo xacaemcs caoBa "Bce” ~
- 5o, paszymeemcs, Ha COBeCMU opra-
HU3amopoB, HO 0ObeM SKcno3uyud, '
OeaycaoBHO, Bneuamasia: boree 400
yuacmuukosB, 150 meponpuamul,
BKAIOUawux Bcepoccuilckull Kyau-
HApHBIU KoHrpecc (70 macmep-kiac-
COB BegyuwjuX KyAUHAPOB), HEMNUOHAM
Poccuu no kyaunapuu u cepBucy,
cvesg Degepauuu pecmopamopoB U
omeabepoB Poccuu, konkypc "Hnme-
pbep HoMepa omeAst” u m.g.
Pazymeemcs, na makoti Bricmaske 006523aHO ObiMmb
MHOro UHMEepPEeCcHOro - MAK OHO U ObIAO, HAUUHAS C
3AUMHbBIX CbIPOB U OKOPOKOB U KOHYAS YGUBUMEAb-
HbIMU RewaMi, KOmophble MOXKHO 3anporpammupo-
Bamp HQ uwmo yrogro. Ha og-
HOM U3 CMEeHJOB NEPEroBophbl

!

He 3arpysutb AM 3TH QPYKTHI B
HI0OKOAaA€e B aBTOMart?

‘Why not load the glazed fruit into
a vending machine?

SAECO B 6AecKe
Shining SAECO

sive: more than 400 partici-
pants, 150 events, including
All Russian Culinary
Congress (70 master-classes of leading culinars),
Russian Championship of culinary and service,
Congress of the Restaurateurs and Hoteliers
Federation, a number of contests and discussions,
etc.

Of course, there must be a
Iot of interesting at such a

C NOMEHUUAALHBIMU KAUEH- VI Il MEXAYHAPOAHAYA fair, and there really were,
mamu NPOXOGUAU HA NOAY, Ky~ BbICTABKA starting from elite kinds of
ga NpoeKkmupoBaroch uU30- (g} cheese and ending with won-
Opwkenue nAewyweroca Ha o der-ovens, that could be pro-
MEAKOBOgbe MOpA, BOAU3U No- o grammed to cook anything
BEPXHOCIMU KOMOPOro pe3Bu- ' you want. At one of the
Adch pribbs cmas. Butomop- MHAYCTPMUSA stands the talks with poten-
FOCTENPUUNMCTBA

roBubl 00CYXJOAU C PEKAAM-
HOU KoMRnARuel ONMuMdAb-
Hble nymu npogpuxxeHnusa ('npomoyuiena’) cpoeil
npogykyuu, npuiem cAoBo "Kaiecmso' BooOuie He
purypupoBairo, xoms OBIAO ACHO, WMO HU Me, HU gPY-
rue ymo nonaaro ynompebiams He NpuBblKAU. Ha
cmenge "MoHtaHa Kode" moxHno 6biao npogeryc-
mupoBamb UHGOHE3UUCKUl Koge, Arogsl KOmoporo
npPoxXoguAl (hepMeHmayuio B XeAyGoUHO-KUWETHOM
mpakme KQKOro-mo mpONuvyecKoro 3BepPhKd, Bpoge
manrycma. Kcmamu, o koge. CBA3QHHAA € HUM 5KC-
Nno3uyus 3aQHUMAAQ OOAbWE NOAOBUHBL NABUABOHO
Ne2, cocegcmBys C QAKOIOABCOGEPXAWUMU Hanum-
Kaml, Ymo No3BOASAO MOHKUM UeHUMEASM IKCnepu-
MeHmupPoBAmMb C PA3AUYHBIMU COYeMaHUsIMU apoma-
MOB U BKyCOBbIX OmMmeHKOB. Ecau cepbe3nHo, mo
UMEHHO B KO(beUHOM pasgese pasmeularoch OOAb-
WUHCMBO npegcmapumenett Hauwel ompacAl, KOmo-
PbIX B 5MOM Trogy ObAO PEKOPJHOE KOAUHECIMBO -
boabwe groxuubl. Ecmb cMblcA nepevucaums ux no-
UMEHHO, B QAQABUMHOM NOPAGKe:
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tial clients were carried at

the tloor simulating sea sur-
face with fish shoal playing under it. Wine traders
discussed optimal ways of promoting their produce
with an advertising company; the word "quality” has
not been heard there at all, though it was clear that
the two parties are careful choosing drinks for their
own consumplion. At the stand of Montana Coffee it
was possible to test an Indonesian coffee whose
beans had undergone fermeniation within the ali-
mentary canal of a tropical beast like the mongoose.
By the way, about coffee, The exposition connected
with the subject occupied more than half of #2
Pavilion, neighboring with the strong drinks; this
neighborhood allowed connoisseurs to carry out fine
experiments combining tastes and scents. To be seri-
ous, it was the coffee section where most of the com-
panies representing vending industry were sta-
tioned. This year their number broke a record - it has
surpassed a dozen. It would make sense Lo enumer-
ate them all (in the Russian alphabetical order):



+ Anredp Kode Yan. TlocmaBwuk HA DbIHOK
HoReCa Poccuu u CHI ropayux HQnumMKoOB npemu-
ym-kaacca, kKaaccudeckux kogpemawun Electra
(Utaansa) u amomamuyeckux - Egro (IIrerus).

+Aned Tpena. [TocmaBuwjuk B Poccuro gas cermen-
ma HoReCa saumHoro Koghe u uas, @ maxxe npo-
(peCCUOHAABHBIX UMUABAHCKUX U WBEUUAPCKUX KO-
¢emaiuuH U KOeMOAOK.

- AlmaFood. llIsetiuyapckas komnanus 10 aem no-
cmasasem Koge u pacmBopuMble HANUMKU HQ DblH-
ku Poccuu u cmpan CHI. I[Ipogykuus npegHa3Have-
HA KAK gAst DO3HUYHBIX ONepamopoB, MAK U gas mex,
Kmo pabomaem B cermenme FoodService (Vending,
HoReCa, Office Coffee Service}. B 2005 r. komnanus
omkpriaa B MockBe gouepree npegnpusmue
AlmaPack, 3aHumamweeca ynakoBkol Koge u pac-
MBOPUMBIX UHIPegueHmoB nog mapkol AlmalFood u
YQCMHBIMU MOPrOBLIMU MAPKAMU, OPUEHMUPYACH B
3HQUUMEALHOU CmMeneHu Ha MOProBble QBIMOMAMbL.

- Apxuneaar Jcmupecco. [Tocmasku u3z HMmaauu
yepes cemb CNeyuaAu3UuPOBAHHBIX Mara3uHos "Ko-
¢e Mar" xapeHoro Koghe u npopecCuoHAAbHbIX U
noAynpo@ecCuOHAAbHBIX KO(eMauluH.

- Benpnur-LlenTp. [TocmaBka, ycmaHOBKA U OOCAY-
JKUBQHUE MOPIrOBHIX (BMOMAMOB NPOU3BOGCMBA
NECTA Vending Solutions, unrpegueHnmosB, NAQMeX-
HBIX cucmem u akceccyapos. [IpegcmaBumens KOM-
nanutl Proninfoods S.p.A. u Comestero Group S.r.L.

- Benpunr Py. Aucmpubbsroyus Bcel Aunelku aB-
momamoB FAS International (Mmaaus), Bxawuas
KOhelHble U CHIKOBbIE.

+ Vendorus Group. IlpegcmaBumenas B Poccuu uc-
nanckux komnaunut Azkoyen (npogeccuoHnarbhuble
kopemawunsl, obopygopanue HoReCa u moprosoie
asmomamybl) u Vendin (HamypaaibHBLU KOGhe U UH-
rpegueHmal).

+ AkycMacTtep. Aucmpudbioyusa 060pygoBaHUA
gAsl NPOU3BOYCMBA U peaAu3quul CBEXeOmKaAmblX
COKOB, B mMOM 4YUCAE IMOProBbIX (BMOMAMOB
ZUMMO Vending, aBmomamuueckux OBOWeEYUC-
mokK u 6aeHgepoB. [TocmaBku NAGMEXHbIX CUCMEM K
aBMOMAMAM PA3AUYHOTO HA3HAYEHUA.

- Utaako. Aucmpubpiomop 0OgHOro u3 KpynHeu-
wux B Mmaauu ob6xapujukos koge - PALOMBINI
Ilpegraraem umarbsiHCKUE KOQEMAWUHBL gASL pec-
mopanos u kage (CMA), gas ogucos (Grimac), grs
goma (Innova).

* UtaaTobu (r.Pocmos-ua-Aory). INpoexmuposa-
HUe Kae-MOpoXeHblX, Kape-KoHgumepcKux, Kope-
eH, pecmopaHoB, 0apoB u m.g. [locmaBku KogelHno-
o 000pygoBaHUsl, BKAIOUAS: aBMoMamuyeckue koge-
MQUIUHbL, U Koghe.

- Mucrepusi (npomblA€HHO-MOPIrOBAs I'Pynna).
IIpousBogumens u NOCMABUWUK NOAUMEPHOU Mebeau
U ynakKOBOYHBIX MQMEPUAAOB gAs o0ulenuma u nu-
ujeBblX NPOU3BOGCMB, A MAKXe OGHOPA30BOU NOCY-
gbl, NpEgMEMOB CepBUPOBKU CIMOAQ U OAPHBIX AKCeC-
cyapoB. Hanpapaenue "Muctepusi Benpumnar Ma-

- Alef Coffee
Tea. The sup-
plier to
HoReCa mar-
i RIS I ket in Russia
) . and CIS of pre-
L ' mium class hot
| beverages,
' classic coffee
machines
Electra (ltaly)
and automatic ones Egro (Swilzerland).

‘Alef Trade. The supplier of elite coffee and tea
brands, as well as professional Italian and Swiss equip-
ment for grinding and making high-quality coffee.

- AlmaFood. A Swiss company, for 10 years sup-
plying to Russia and ICS coffee and instant
drinks. The produce is intended both for retail and
foodservice operators (Vending, HoReCa, Office
Coffee Service). In 2005 AlmaFood has estab-
lished in Russia a new subsidiary manufacturing
company, AlmaPack, focused on packing coffee
and instant ingredients under AlmaFood and
Private Label Brands, aiming to a marked degree
at vending industry.

- Archipelago Espresso. Governs the network of 15
specialized "Kofe Mag" stores, delivering roasted
coffee and professional and semiprofessional coffee
machines.

- Vendex-Centre. Supply, installation and mainte-
nance of vending machines, manufactured by
NECTA Vending Solutions, ingredients, payment
systems and accessories. Representative of
Prontofoods S.p.A. and Comestero Group S.r.1.

- Vending Ru. Distributes the whole line of FAS
International (Italy) vending machines, including
coffee and snack vendors.

- Vendorus Group. An official representative in
Russia of the Spanish companies Azkoyen (profes-
sional coffee machines, equipment for HoReCa, and
vending machines) and Vendin (natural roasted cof-
fee and ingredients).

- Juicemaster. Distributor of commercial equip-
ment for making and selling freshly-squeezed juices,
including machines ZUMMO Vending, automatic
fruit and vegetable peeling machines and blenders.
Supplies payment systems for different vending
machines.

- Italco. Distributor of Palombini - one of the
largest in lItaly coffee roasting companies.
Supplies also Italian coffee machines: for restau-
rant and cafe (CMA), for offices (Grimac), for
home (Innova).

- Italtoby (Rostov-na-Donuj. Design of catering
enterprises, including ice-cream, pastry and confec-
tionery parlors, coffee shops, restaurants, bars elc.
Supplies of coffee equipment, including automatic
coffee machines, and of coffee.

VENDING BUSINESS, 2005/#6
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MUH3" npogaem, YCMAHABAUBAem U OOCAyKuBaem
Kogelinble u npouue MOpProBule aBMOMAmMbl KOMNA-
Huu Necta Vending Solutions.

- IITA ([IpoheccuonarbHble U MOProBble ABMOMA-
mbl). DKCKAIO3UBHBIU NpegcmaBumerb moproBou
mapxu SAECO (Mmaaust) Ha meppumopuu P®. [1po-
gaXa, yCMAHOBKA U 0OCAYKUBQHUE MOProBhlX ABMO-
MamoB U NPOPEeCCUOHAAbHBIX KOPeMAUWUH 3€PHOBO-
ro Koghe, nAGMEXHbIX CUCIMEM, AKCeCCYAPOB U UHIPe-
guUeHmoB (UI0KOAQg, MOAOKO, ual). Aucmpubblomop
xomnanuti SAECO, CoinCo, JCM, Ristora.

- Pyc-BenpmHr. Oguuuarbhblli gucmpubblomop
Samsung B Poccuu no npogaxe moproBulX ABMOMA-
moB nog mapkoli VENSON. [TocmaBka aBmomamoB
u UHrpeguenmoB, 06yueHu€e NepCoHaAd.

- PycroB-NMnekc. Odguuuarbhblli gucmpuoObio-
mop Luigi Lavazza na meppumopuu Poccuu u Ka-
3axcmaHa. [locmaska 3epHOBOTO U MOAOMOTo Koge,
B IMOM HUCAE B OGHOPA30BbIX IrepMemuiHbIX KANCy-
AQX gas cneyuaAbHbIX Kogemawun cepuu LEP u
BLUE, ad maxoke npoheccuoHaAbHbIX KOPEeMaulluH Be-
gyuiux MupOBbIX NpOUu3Bogumenell.

- dupma Baaeo. [locmaska unrpequeHmoB u cma-
KQHYUKOB gAsl KO(elHbIX QBMOMAMOB, NPOGYKMOB
nUMAnUA gasa npegnpusamuil obwecmBeHHOro nuUMd-
rusa u cekmopa HoReCa. Aucmpubbromop komnanut
ICS International u Veriplast International (Hugep-
aangsi), Unilever (Lipton, Knorr, Hellmann's, Rama,
Calve), MARS (Uncle Ben's, MasterFoods).

« QIIC (rpynna komnanuli). Equrcmeennbill B PO
npou3BogumeAb (BMOMQIMOB NO NPUTOMOBAEHUIO U
npogake ropavux U XOAOGHbIX HanumxkoB. Ha Bhicmas-
Ke OblAa NOKA3aHA NOCAEGHSIS. MOgeAb aBMOMAIMOB NOG
mapkot E-Vend ¢ ucnoab30BaHUEM MEXHOAOIUU IN-CUp-
mixing, no3poAsuoujell ycneuHo 60pomMbCs ¢ ymeukamul
u 006pa3oBaHueM HOKUNU, gAsl HUX XQPAKMeEPHA NOBbI-
WeHHast HagexXHocmsp. AeMoHcmpupoBaAcst obpasey
asmomamda, ocHaweHnbll GSM-mogyaeM, Wmo no3Bo-
Afgem GUCMQHUUOHHO NOAyYamMb UHGOPMAUUIO O CO-
CMOsAHUU aBMOMAMA, d MAKXe NPOU3BOgUIMb NOKYNKU
npu NOMOUU COMOBOro meAegoHa (¢ onaamou co cye-
ma B komnanuu mobuarnotl csszu). INC - skckao3uB-
RHbI gucmpudbomop uHrpequeHmoB komnanuu AG
FOODS (Yexus) u aBmomamoB no npogaxe Wmy1HbIX
mogapo komnanuu Adimac (HMmanus). Ilpogaxa naa-
mexnbix cucmem NRI, ICT.

Kpome nepeuucAeHHbIX Bhllle KOMNAHUU, B Bbl-
CMaBKe y4QCMBOBAAO JOBOABHO MHOr0 NOCMAB-
ULUKOB KOhe, Komophkle paccMampuBaom gas ce-
051 BO3MOXHOCMb NOCMABKU B gAAbHelUWeM UH-
rpequenmoB gAs GBMOMAMU3UPOBAHHOU mop-
roau. [Tog KpplAOM OGHOIO U3 HUX AKMUBHO pd-
6omara HanmuoHaAbHas1 BEHAMHIOBas Kopmopa-
nua (mopapublll 3Hak Vendland), aBaswowascs
KDPYNHBIM ONEPAmMOPOM, NOCMABULUKOM 000pygo-
BQHUS, UHIPEgUEHMOB U KOMDAEKMYKWUX, «a
maxske pacwupsAouids CBoe npucymcmiBue Ha
PblHKe cepBucd.
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- Mystery (group of companies). Manufacturer
and supplier of plastic furniture and packing for
catering and food production enterprises, as well
as of disposable tableware and bar accessories.
The branch Mystery Vending Machines sells,
installs and maintains coffee and other vending
machines manufactured by Necta Vending
Solutions Co.

- Professional and Vending Machines. Exclusive
representative of SAECO (Italy) trade mark within
RF. Sells, installs and maintains vendors and bean
coffee professional machines, payment systems,
accessories and ingredients (chocolate, milk, tea).
Distributor of SAECO, CoinCo, JCM, Ristora compa-
nies.

Rus-Vending. Official distributor of
Samsung/Venson vending machines in Russia.
Supplies machines and ingredients, teaches per-
sonnel.

+ Rustov-Impex. Official representative of Luigi
Lavazza S.p.A. in Russia and Kazakhstan. Supplies
bean and ground coffee, including leak-proof cap-
sules for special coffee machines, LEP and BLUE
series, as well as professional coffee machines of
world leading producers.

+ Firm Valeo. Delivers ingredients and disposable
cups for coffee vendors, food for catering enterprises
and HoReCa sector. Distributor of ICS International
and Veriplast International (Netherlands), Unilever
(Lipton, Knorr, Hellmann's, Rama, Calve) MARS
(Uncle Ben's, Masterfoods). More than 2000 firms-
customers.

- EPS (group of companies). The sole producer of
vending machines in RF for making and selling hot
and cold beverages. Demonstrated at the fair its lat-
est E-vend model, using "in-cup-mixing” technology,
allowing to diminish leaks and scale formation; char-
acterized by high reliability.

One of the exhibited machines was equipped
with a GSM-module; that allows to get informa-
tion on the machine state remotely and also to
make purchases using one's mobile phone (paying
from the account at the cellular communications
company). EPS is the exclusive distributer of
ingredients produced by AG FOODS Co.
(Czechia) and of vending machines for selling
piece-goods (Adimac Co., Italy). Selling of pay-
ment systems NRI, ICT.

Besides the companies enumerated above,
there were quite a lot of companies, supplying
coffee, who consider a possibility to supply in
future ingredients for vending. At one of their
stands the National Vending Corporation was
working. The company, whose trade mark is
Vendland, is one of the largest Russian opera-
tors; it supplies equipment, ingredients, all kinds
of accessories and is expanding its presence at
the market of service.



XoTeau, Kak Aydle,
d IIOAYHIUAOCE, KaK BCeraa.

B.C.HepnombipguH

BricmaBsku, BbICMABKU...
Kmo-mo Bosaaraem Ha HUX
OoAbuIUE HageXxXgbl U cuumaem
4uymb AU HE TAABROU gBUWXKyujell
cuAoll B NPOgakax, Kmo-mo
yuacmByem B HUX NO NPUHUUNY
"Kak Bce", kmo-mo cuumaem ux
nycmou mpamol BpeMeHU U
geHEXHBIX CPegCMB.

K coxaarenuro, cerogna B
Poccuu nem cneuuaausupo-
BAUHHbIX BHICMABOK NO BEHGUH-
ropoti memamuxe. O0bacHsem-
€S 3MO AErkKo; BeHGUHI' Y HAC -
HQ HAYQABHOU cmaguu pa3su-
musa. KoauuecmBo Komnarul,
npogarujux mopropble aBMO-
Mambel U conymcmayrouwjue ma-
mepuaAbl K HUM, HE MK Beau-
ko. Tloumu omcymcmByom
KOMNAQHUU-NPOU3BOgUMeEAU,
OOABWUHCMBO npogasyoB
nNpegcmaBASIIOM CerogHs OgRU
u me Xe MOgeAu ABMOMAMOB,
Ymo He OYeHb UHMEPECHO NOo-
mpebumeasam. Bom u noayua-
emcs, 4mo NOKA3blBAMb 0CO-

OeHHOo Heuero, u ycmpauBamb omgeAbHble crnieyua-
AU3UPOBAHHbIE BBICIMABKU NOKA NPEXJEBPEMEHHO U
H€q€A6C006PG3HO, HOSH’ZOMY KOMNAQHUAM, XeAairo-

wjuM Kakum-mo obpa3om npoge-
MOHCMPUPOBAMb CBOU BO3MOX-
HOCMU, NPpUXogumcst npucnocao-
AUBAMbCS U YHACMBOBAML B Bbl-
CcmaBKax, 6AU3KUX NO meMamuke,

He cmanaa uckarouenuem u 8-as
MesxgynapogHQas BbICMABKA UHGYC-
mpuu rocmenpuumMcmsa
"TIMP"2005, npoxoguswias ¢ 26 no
29 okmabps 2005 roga B BbICMaBou-
Hom Komnaekce "Kpokyc-Oxkcno”.

B ueaom, nuuero ocobenHo He-
OKUGAHHOrO He NPOU30WAO, HU NO
COCMABY Y4ACMHUKOB, HU NO dcC-
COpMUMERMY: me Xe, Ymo U NPEX-
ge, BEHGUHIOBble KOMNAHUU NOKA-
3bIBAAU NOYMU OGHO U MO JKeE.

| \
Haraang 3Bsruna,
AAMUHHCTPATOP

VHTEPHET-IOPTaAa " BeHAMHT
B Poccun”

Natalia Zvyagina,
administrator, web-portal
"Vending in Russia”

|

1

We wanted it be better,
but it turned out as always.

V.S.Chernomyrdin

Fairs, exhibitions... Some peo-
ple set great hopes on them, con-
sidering the fairs to be the main
motive power of selling;, some
are taking part in them just to
look "like everybody"; some con-
sider them to be a loss of time
and money.

Unfortanately, today there
are no specialized vending
trade-fa'rs in Russia. The
explanalion is simple: our
vending is on the inilial step
of development. The number
of companies, selling vending
machine: and the accompany-
ing goods, is not so great. The
VM manufacturers are nearly
absent; most of the distribu-
tors sell similar machines, so
the picture is not very inter-
esting  for the buyers.
Therefore there is not too
much to demonstrate, so
arranging of vending fairs
looks premature and point-
less. Hence the companies,
wishing to demonstrate their

potentialities have to adjust themselves to the
situation and take part in the fairs whose subject
is approximately close.

The PIR 2005 exhibition (26-
29 Octobe: 2005, Moscow "CRO-
CUS-EXPO" exhibition centre)
was not a1 exclusion. Speaking
generally, there was nothing
greatly unexpected: both the
assortment of the vending com-
panies and of the exhibits were
standard and more or less fore-
seeable.

Three companies demon-
strated the same Italian vend-
ing machines by Necta. The
stands of Valeo, Vendex and
Mystery, equipped by Kikko
ES6, Snakky, Snakky Slave and
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17






HAWHETO gHA He CIMOAb UIUPOKO U3-
BECMHbIX POCCUUCKOMY nompedu-
meAro. K coxarenuro, mem, Kmo He
3HQA, YMO CMEHY HAXOgUMCS B gPY-
TOM 3aAe, NPUXOguAOCh Nompa-
mumb ReMAAO ycUuAUl, 4moObl OMbl-
ckamsb ero. Ecau xe Bbl 3apanee ne -~
3HOQAU O €ro CyweCmBOBAHUU, MO
MOTAU MAK U yUmu, He O3HAKOMUB-
wuck ¢ npogykuueti om As, Komo-
PYHO KOMNARUA NPeGCMAaBAsiem.
Ogun u3 KpynHbIX UTPOKOB HA- L)
wero BeHgUHIOBOTO PbIHKA - MOP-
roBuiti gom "Beng Asng”, npunag-
Aexauull ceroghs "Hayuonaab-
Hnot Bengunrosoli Kopnopauyuu”,
YUACMBOBAA HA BLICIMABKE COBME-
cmHo ¢ Komnanuel "Canmoc".
"Beng AsHg' npegocmasBuia gBa
cBoux asmomama ("Koro" u "Astro” - Necta, Umanus)
Kogpetinot komnanuu "Canmoc”, Komopas yrouaad Ko-
¢he "Santo Antonio" cBoux rocmeti, UCNOAL3YSt GUHHbLE
asmomamyl. M xoms onpegeAeHHbll unmepec K aBmo-
mamam "Beng Asng" y nocemumeaeti OblA, YgOBAEMBO-
pume ero B NOAHOU Mepe OHU He CMOTAU, MHOIUe MAK U
He NOHSAU: Ubll JKe 5MO BCe-maKu apmomMamai?

13 ¢peBparsa 2006 roga B BbLlIcCmMABOYHOM KOMNAEKCEe
Ha Kpacnoti [lpeche omkpoemcs ouepeghas, OAU3-
Kasi NO CneyuaAu3auuu K BEHYUHTY, BbICMABKA -
"IlpogOkcno”. Dmo ogHa u3 KpynHeluwux Npogo-
BOALCIMBEHHBIX BHICMABOK y HAC B CMPAHe. Yke Uu3-
BECMHO, 4Mo Ha Hell CHOBA Oygym npegecmasBAeHbl
OCHOBHblE BEHGUHIOBble KOMNAHUU, makue Kak "Ba-
Aeo”, "Cuba-Bengunr”, "Mucmepus Bengunr Ma-
wun3", "Beng Aang” u gpyrue. Ouenb xomeaochk bl
4moObl OHU B NOAHOU Mepe NPOgeMOHCMPUPOBAAU
CBOU UCMUHHbIE BO3MOXHOCIMU U YJOBAEMBOPUAU
Bce Bozpacmaiowuli unmepec K 3momy HOBoMy, Oyp-
HO PA3BUBWOWEMYCA Y HAC B cmpaHe OU3HeCYy.

S.p.A., not  widely
known to the Russian
consumers. To the com-
mon regret il was nec-
., ‘, essary to spare a lot of
= Td . -~ <" power looking for their
cL £k stand in another hall. If
[ one didn't know about

toils existence in

advance, he could quite
easily miss the chance
% lo get acquainted with
- the produce of FAS Co.
they were representing.

One of the big players

’ at our vending markel -
| VendLand trading
house, owned now by

the National Vending
Corporation, took part in the fair together with
the Santos Co. VendLand put two of its
machines made by Nectc, Italy ("Koro" and
"Astro”) at Santos disposal. Using these
machines, the company treated its Santo
Antonio coffee to the guests. Though the guests
showed some interest to the machines, they
could not sat-

. isfy it fully,

! since some

people didn't

P understand
l o who the owner

L, of the
o machines was.
3 ,, = On the 13th
. g v of February at

Presnya
Expocentre
the regular
Prodexpo fair
close to vend-
ing by its sub-
ject is to be
opened. It is
one of the
largest food exhibitions in Russia. The main
vending companies of our country, like Valeo,
Siba-Vending, Mystery Vending Machines,
VendLand and others are sure to take part. It
would be most desirable that they demonstrated
their possibilities in full measure there, so as to
satisfy the growing interest to the business
developing rapidly in our country.
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Uropb JTyunH, "Qopmrperia” (Mocksa)

B ueaom BricmaBKa no-
KQ3aAACh HE CAUWKOM UH- |
mepecHol, OWYUWaACs ge-
¢uuyum HoBbIX uget.
Campil  nonyasphbiil
cmeHg, ¢ Moel moyku 3pe- '
Hus, npuHagAeXxaa
rpynne xomnanui
Rheavendors. On naxo-
JUACSL B UEHMPAABHOU 1d-
Cmu 3aAQ, U HA ero orpoMm-
HoU meppumopuu, no
boabwell wacmu, s6AOKY L
Herge  ObLAO  ynacme. |
Omom npou3dBogumeab
WUPOKO U3BecmeH U B "
Poccuu. On npegaaraem
BeChb CneKmp moproBblX b
aBMOMAMOB - KOQeUHbIX,
CHIKOBbIX, GASl NPOXAQGUMEAbHbIX HANUMKOB, d
MAKXKe HACMOAbHbIE KOEeMAWUHBL PA3HOOOPA3HbIX
obAaacmel NpUMEHEHUS.
boabwioll uHmepec Bbl3bIBAA CMEHg KOMNAaHUU
VENDO, u3BecmHOU Kak npou3BogumeAb aBmMoma-
MOB gAfL NPOGWKU NPOXAAGUMEAbHBIX HANUMKOB.
Komnanusa BnepBble NOKA3aAd CBOU ABMOMAMBbL,
000pygOBAHHbBlE AUPMOM gASt NPOGWKU NPOJYKMOB
B YNAKOBKE: OGUH gASl NPOGQKU NDOXAAGUMEAbHbIX
HANUMKOB, d gpyrou - gAs NPOgAKu BCET0 OCMAADL-
HOro. 3mo abCOAMHO HOBBIU ABMOMAM, KOMOPhIi,
no MoeMy MHEHUIO, BRII'OGHO OMAUYQemcs om aHa-
AOTUYHBIX Md-
WUH  gpyrux
KoMnaHul Kak
no  gusauny,
mMax u no mex-
Huveckomy yc- !
mpotcmay.
Kak Bcerga, L
NOABb30BAACS
nonyasapHoc- D
mpl0  CMEHg
xomnanuu He-
ctae. On 6ba |
ycmaBAaeH
boabwum KOAU- ‘
YecmBOM pas-
HooOpa3Hol
MEeXHUKU, C KO-
mopol pabo-
maem Hecmae
B EBpone.
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Igor Lounin, "Formtrade" (Moscow)

| Speaking gener-
| ally, the fair looked
not too interesting,
since it lacked new
ideas.

From my point of
] view, the most pop-
ular stand belonged
to the Rheavendors
Group. It was situ-
ated at the central
. part of the hall, and
! there was practical-
ly no room to move,
The manufacturer is
widely known in
Russia. They pro-
pose the whole
spectre of vending
machines, including ihose for coffee, snacks and
cold beverages, as wzll as table mounted coffee

machines for different fields of application.

A great interest was called by the stand of VENDO
Co. known as the manulacturer of VM for soft drinks.
The company demonstrated (for the first time) its
machines, equipped with an elevator for piece
goods: one of them was loaded with soft drinks, and
the other with all kiris of packs. The machine is
brand new; in my opinion it differs favorably from the
analogues by other producers thanks both to its
design and the technoiogical aspects.

As usual, the
Nestle stand
was one of the
most popular. It
showed a greal
lot of machin-
ery, exploited
by Nestle in
Europe.




BBepenHue

Hecmompsa na wepegyrouwjuecs ne-
puoOgbl 3KOHOMUHECKUX NOYHEMOB U
CcnagoB, HeMeyukull ceKmop BeHGUH-
ra paspusaemcs cetiiac B NO3umus-
HOM HANpPAaBAEHUU.

Huxe npegcmaBaeHbl CBeXue
gaHHble O COCMOSIHUU DPbIHKA BMeC-
me ¢ nogpoOHOCMAMU, XapaKmepu-
3yIOWUMU HbIHEWHIOK CUMyayuio U
HanpapAeHUE ee PA3BUMUSL.

Yucao TOProBeix aBTOMATOB, MO-
CTYNaIINX Ha PbIHOK

B 2004 r. na HeMeuKul pbhIHOK NO-
cmynuao noumu 50 000 asmomamos
no Npogaxe NPOgyKMOB NUMAHUS U
HanNumKoB, npuieM oKoAo 40 000 us
HUX NPUXOGUMCS HA GOAI0 MAWUH
gASl TOPSAMUX HANUMKOB.

Mmuxasap Maypep,

npeacepaTenb [epmaHcKon

Introduction

Despite the economic upturns
and downturns, the German vend-
ing sector is currently on the
upswing.

The latest market data is present-
ed below, together with details of
the current situation and develop-
ments within the sector.

Number of vending machines
entering the market

Almost 50,000 food and drink
vending machines entered the
German m ket in 2004, nearly
40,000 of which were vending
machines for hot drinks.

Numbe. of vending machines

YucAao  BEHAWHT-MAMIMH  HA . ARHT-accouuamnun (BDV) on the German market at the end
HEMEIKOM PpPBIHKEe (Ha KOHel, of 2004
2004r.) Michael Maurer, president German . . .
Hcxogsa u3 obbema npogax, Ko- Taking sales figures into

AUYECMBO ABMOMAMOB NO NPOJAXKe
NpPOgoOBOALCMBEHHbBIX MOBAPOB U

HANUMKOB, HAXOGAWUXCs B 9Kkcnayamayuu B epmanuu,
OUEHUBAAOCH Ha KOHey, 2004 r. caregyrowuM 00pasom:

Vending Association (BDV)

account, tre numbers of food and

drink venc ing machines operated
in Germany at the end of 2004 are estimated as
follows:

ABmomambl gAsi XOAOGHBIX HANUMKOB [ 175 000 Cold-drink machines 175,000

Hacmoabnble aBmomamnt ! Hot-drink machines,

gAsL TOPAYUX HANUMKOB 160 000 table-top 160,000
- HanoAbHble aBmoMamsi Hot-drink machines,

gASL TOPAYUX HANUMKOB 80 000 standing 80,000

CH2K-MQUUHbL 45 000 Snack machines 45,000

ABmomambl Food

gAsL NDOGOBOALCIMBEHHBIX MOBAPOB 26 000 vending machines 26,000

KombunupoBaHHble MQUIUHbL GASL CHIKOB Combined snack/

U HANUMKOB 13000 beverage machines 13,000
" ABmomamnl gAA NPOGAXKU MOPOKEHOI'0 3000 Ice cream machines 3,000
“Bcero 502000  Total 502,000

Pa3BuTHe phIHKa

KoaudecmBo mopropwix GBMOMAMOB YBEAUYUBAEMCS
no Bcemy mupy. Xoms o6bemM uHBecmuyutl, CgeAqHHbIX He-
Meykumu onepamopamul, 6bia B 2004 r. CHOBa GOBOABHO Or-
PAHUYeHHbIM U3-30 pACMYWUX UeH, KOAUYeCMBO ABMOMA-
mosB, pabomawux B CMpaHe, NPOJOAXKAAO BO3PACMAMb,
0COOEHHO NO CAegYIOW UM KAMeropusim:

Market development

The number of vending machines is increas-
ing worldwide. Although the German operators’
investment volume was once again very limited
in 2004 due to rising costs, the number of vend-
ing machines in use throughout the country
increased. Growth was posted in particular for
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— ABmomambl gAf ropsduxX HANUMKOB, OCOOEHHO
HACMOAbHbIE

—  KombunupoBarHble aBMOMAMBl GASL NPOGAXXU
CHOKOB U HQNUMKOB

—  CR3KOBblE ABMOMAMbL

Togasasrowee OOALWUHCMBO ABMOMAIMOB YCMAHOBAEHO
HA NPOU3BOGCMBEHHBIX Npegnpuamusx, 1moobel obecneuu-
BAMb UX COMPYGHUKOB NUIMAQHUEM U Hanumkamu. HMmeHHO
3gech 0COOEHHO HATASIGHO NPOSIBASIOMCSL CMPYKMYPHbIE U3-
MeHeHUSA B repMaHcKol 3kornomuke., C 0gHOTU CMOPOHbL, MeC-
ma yCmQHOBKU (BMOMQMOB UCHe3Q0m U3-3a AUKBUGAUUU
KOMNQHUU U COKPAWEHUA NEPCOHAAQ, € gPYTOU CMOPOHbL AB-
momampl Bce 4auje YCMAHABAUBQIOM B MAABIX U CDEGHUX
KOMNQHUAX, 4moObl 3aMeHUmb CyweCmBOBABUIUe MAaM pd-
Hee, HO cmaBuille HepeHMAaOeAbHBIMU CIMOAOBbIE.

XapaKTepucTHKAa OIlepaTOPCKOM AeSITEAbBHOCTH B I[U-
tpax

CorracHo uccaegoBaHUAM, NPOBEGEHHbIM ACCOUUAYU-
ell, obopom aBMOMAMU3UPOBAHHOU MOProBAU NpOgo-
BOABCMBEHHbIMU MOBAPAMU U HQnumMxamu Bripoc B I'ep-
maHuu B 2004 r. no cpaBHeHuto ¢ 2003 r. npuMepHO HA
22%.

Obwutl 06bemM NPOGaX HANUMKOB, KOHGUMEPCKUX U3ge-
AUl U CH3KOB Wepe3 moproBele apmomamsl gocmur B 2004 r.
1,786 mapg eBpo. T1lo pasAuuHbLIM Kameropusam 2ma CyMmd
pacnpegeAuAach CAEGYIOWUM 00pa3oMm:

— ABmomamul

gASl TOPAYUX HANUMKOB
— ABmomambl

gAsL XOAOGHBIX HANUMKOB 765 MAR eBpO
— CH3KOBble ABMOMAMbL 185 man eBpo
— ABmomambl gasi NPOGOBOAbCIMBEHHBIX

MOBAPOB 98 mAH eBpO
— ABmomamsl

gAAL NPOGUXU MOPOXKEHOTO

— Kom6unupoBaHHble

aBmomamal

670 mrH eBpO

4,5 mAH eBpo
63 MAH eBpO

®akTOopel, CHOCOGCTBYIOLUINE yCHEeXy aBTOMATHOM
TOProBAM

1. Toprosele aBmomamp! - 3Mo pacmyuds meHgeHyus, u
UX UMUGJK 30 NOCA@GHUE Ioghl CYUeCMBEHHO YAYLUAA-
ca. CoBpemenHble nompebumeAu B oOuwjeM NOAOXKU-
MEeAbHO OMHOCSAMCA K MeXHUKEe, ABMOMambl MOXHO
BCmpemumb NOBCHOGY: 70 % HAAUMHOCIMU NOAYYQIOM B
T'epmanuu om npogax yepes aBmomamal; 4epe3 ABMmo-
mambl MOJKHO Npuobpecmu KapmouKu NPegonAamsl 3d
COMOBYIO CBA3b; §Asl NOKYNKU NOYMOBbIX MUPOK MOXKHO
BOCNOAb30BamMbCs  ycayramu 5000 aBmomamos,
YCIMAHOBAEHHBIX B OMJEAeHUAX CBA3U. ABMOMaMblL GASl
npuoOpemeHnust NPoOe3gHLIX OuA€mOB UMEMmCs B
pacnopsuKeHuu BCeX ONnepamopoB 06u,eCmBEHHOIO
mpancnopma, Brkawuas "Aoliue bar" (Hemeukue
JKeAe3Hble goporu).
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—  Hot-drink machines,
table-top devices

—  Combined snack/beverage machines

—  Snack machines

By far the majority of vending machines are
located at production facilities in order to supply
employees with food and beverages. It is here
that the structural transformation of the German
economy becomes especially clear. On the one
hand, vending machine locations are disappear-
ing due to company closures and workforce cui-
backs, while on the other, vending machines are
frequently being introduced in small and medi-
um-sized companies as replacements for can-
teens that are no longer profitable to run.

in particular

Operating figures

According to association surveys, turnover
generated by the sale of items from food and
drink vending machines in Germany in 2004
rose by approximately 2.2 % compared to 2003.

The overall turnover of beverages, confec-
tionery and snacks sold from vending
machines amounted to around € 1.786 billion
in 2004. This breaks down as follows:

—  Hot-drink machines €670 million
—  Cold-drink machines €765 million
—  Snack machines €185 million
—  Food vending machines €98 million
— Ice cream machines €4.5 million
—  Combined machines €63 million

Vending machine success factors

1. Vending machines represent a growing
trend, and their image has improved signifi-
cantly in recent years. Modern consumers
have a positive attitude towards technology.
Vending machines can be found everywhere:
70% of cash withdrawals in Germany are
made from cash machines; pre-paid mobile
phone cards can be purchased from vending
machines, and stamps are available from
5,000 machines at post offices. All public
transport operators, including Deutsche
Bahn, have machines from which customers
can purchase their tickets. Over the years,
peoples’ eating habits have changed. Society



C rogamu npuBbliHble CNOCOOLL NUMARUS Y Atogel UMerom
cBolicmBO uameHsambcs. ObulecmBoO CIMAHOBUMCS BCE MO-
OuAbHee, Aogu romoBbl eCmb U NUMb B AI0O0€ BPEeMst U B
Ato6om mecme. Tym Ha nomMoulb UM U NPUXOGAM MOPIOBble
aBMOMAMbl, NOCKOABKY OHU BCerga romosbl K pabome,
KpPYTAble CYMKU U 0€3 BbIXOGHBIX, U 3AHUMQIOM MUHUMYM
mecma.

OcobeHHO NoNyAsApHbL MOProBble ABMOMAMbL Y MOAO-
gexu. Ecau ueaoBeka ¢ gemcmBa CONPOBOXKGAAU UTPO-
Bble NPUCMABKU UAU KOMNblOmep, Mo gAast Hero o6pa-
WeHue ¢ aBmomMamoM He cocmaBAsiem npobaembl. Map-
KemuHI0BOe UCCAeJOBUHUE, BbINOAHeHHoe BDV B naua-
Ae 2005 r. noKazaao, 4mo B UeAoM nompedumeAu xome-
AU Obl yBEAUHEHUS Y1ICAQ MOPTOBbIX ABMOMAMOB.

2. IIpogykmbl, KOmoOpkle FTOMOBSNCS HENOCPEYCMBEHHO B

MOpProBblX ABMOMAMAXx, Mmakue, Kak koge, kogeltiHble u
gpyrue ropaiue HaQnumku, cmaau 6oree paszHooopas-
HbiMU U DoAee BblcOKoro kauecmsaa. baarogaps ycosep-
WEeHCMBOBAHUIO MEXHOAOTUU NPUromoBAEHUsT Koge,
2Mom HANUMOK, NPUrOMOBAEHHBIU B (BMOMAMAX,
npaxkmuyecku He ycmynaem Nno KQ4ecmsy moMy, Komo-
pblll Npegaararom B NEPBOKAACCHBIX NPegnpusamusix
06w ecmBEHHOIO NUMAHUA.
Bospacmaem npusaekameabHOCMDb KOhe UMAABSAHCKO-
ro mund. B repmaHcKux KBapmupax CerogHs MOXHO
Bcmpemums OOAee mpex MUAAUOHOB ABMOMAMUYEC-
KUX KOoghe-MauwuH gAs npuromosAenus scnpecco. Ilo-
3MOMY HEYgUBUMEAbHO, MO MAKUEe HANUMKU, KaK
Aamme MAaKusmo, KaNny4yuHo U UM NogooOHble, Agu
BCe uauje npuobpemarom u yepes aBMOMAmbl.

3. Cerogns moprosble aBmoMambl BLICOKOHAGEXHbL, NPU-
BAEKAMEAbHDL U gPY)KeCcmBeHHbl N0 OMHOWEHUIO K KAU-
enmy, B 4eM MOXXHO yOegumhbCs, NOCemuB BblCIMABKY
Eu'Vend.

4. KpynHble KomMnaHUU NPOJOBOALCMBEHHOILO CEKmopd
Bce O00AbUlE BKAIOUAKOMCA B BEHGUHI-OU3HEC, NOCKOAb-
Ky CHumaiom ero MHoroooeujarowumM KaHaAoM cobima.
K ux uucay omnocsamcsa, Hanpumep, Nestle, Kraft
Foods, Masterfoods, Sara Lee, Ferrero, Dallmayr.

IIpo6GAeMbI CEKTOPa BEHAUHTA

Boobwe roeops, npobaembl, Komopble cmosm nepeg
onepamopamu aBMOMAMU3UPOBAHHOU MOPrOBAU NPOgGo-
BOABCMBEHHBIMU MOBAPAMU U HANUMKAMU, O4€Hb OAU3KU
K mem, ¢ komopsimu B 'epMaHuu CMaAKuBaOmMcs u gpy-
rue KoMnaHuu.

1. Onepamopbl NOCMOSIHHO CMAAKUBAIOMCST C MeM, Y4mo
UX KAUEHMbl NOGBepramcs OQHKPOMCMBAM U COKPA-
ujeHuaM wmamos. B smux cayuaax gas moro, umoont
KOMNEHCUPOBamb NOMePIO MECM BLI'OGHOTO pa3mete-
HUA aBMOMAMOB, JUAEKO He Bcerga ObplBaem gocma-
MOYHO NPOCMO NPUBAEYL HOBBIX KOPNOPAMUBHbBIX KAU-
€HMOoB.

Ha cexmop Bausem u obuwee cokpauweHue

nompeoumeAbCKOro cnpocd.

2. Ha goxogbl onepamopoB CywecmBeHHbLIM 00pa3om
BAUAIOM BCAKOI'O poga 010poKpamuveckue NOCMAHOB-

is mobile. People eat and drink al any time
and in any place. Vending machines are the
perfect sales medium here, as they offer a
24/7 service and take up minimal space.
Vending machines are particularly popular
among young people. Anyone who has grown
up with a Game Boy, a PlayStation or a com-
puter will have no difficulties operating a
vending machine. A market study conducted
by the BDV in early 2005 revealed that con-
sumers would like to see an increase in the
number of vending machines.

2. Those products that are prepared inside
vending machines, such as coffee, coffee
specialities and other hot beverages, have
improved in quality and become more
diverse. Thanks to enhanced brewing tech-
nologies, the quality of coffee is now consid-
ered to be on a par with coffee for the high-
class catering sector. The trend towards
Italian coffee is continuing. More than three
million fully automated espresso machines
can now be found in German households. It
therefore comes as no surprise that latte
macchiato, cappuccino and other speciali-
ties are purchased more and more often from
vending machines.

3. Today's vending machines are highly reli-
able, user-friendly and attractive - as you'll
see when you visit the trade fair.

4. Large companies from the food sector are
becoming heavily involved in the vending
machine business, as they regard it is a
promising sales channel. Examples here
include Nestle, Kraft Foods, Masterfoods,
Sara Lee, Ferrero and Dallmayr.

Problems in the vending sector

In general, the problems facing the operators
of food and drink vending machines are very
similar to those facing other companies in
Germany.

1. Operators are constantly confronted with
company collapses, workforce cutbacks and
closures among their customers. Attracting
new customers is seldom sufficient to com-
pensate for the loss of the vending machine
locations in these cases. Consumers’ general
reluctance to buy is also affecting the vend-
ing sector.

2. The ever-increasing surge of legal regula-
tions, which usually result in expensive
measures, is having a major impact on oper-
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A€HUSA, U3 KOMOpbIX 0OBIYHO NpOUCmeKqiom goporoc-
mosauwue Mmeponpusmus. Hapsagy c gelicmBumeabHO
BQKHbIMU FUrueHuYecKumMu mpeOOBaHUAMU, HA CEKMOp
gaBam BCSAKOIO poga HOBAUUU, CBA3AHHblE C MAPKUPOB-
KOU, @ MAKKe ¢ OMCAeKUBAHUEM NPOUCXOXGEeHUSA NPo-
gyKmos numanus. mo mem 6oree npuckopOHo, vmo ¢
MmouKu 3peHus nompebumensi HUKAKUX OWYyMUMbIX
yAyHWeHUll npu 2mom He BO3HUKaem. MyruyunaibHble
BAGCIMU NOCMOSAHHO NPensmcmsaylom pd3mMeujeHuro
MOpIroBblX ABMOMAMOB B 0OW,eCMBEHHbBIX Mecmax,
CCBIAQACH HA HEKUe MeCmHble NPABUAQ, HE UMEeNUjue
nog codou cepre3Horo 060CHOBAHUA. B amom ogha u3
npuvuH moro, noiemy B ' epMaHuu mopropble apmomd-
mbl YCIMAHOBAEHBl HAMHOIO peJKe, YeM B MAaKUX eBpo-
nelickux cmpanax, Kak @panyus, Auraus, Mmaaus, Vic-
nanus, Hugepaangst u llBetiuapus.

Tloxapras oxpara 3auacmyro mpebyem yopamb mop-
roBble QBMOMAMbL U3 KOPUGOPOB U C AeCIMHUYHBIX NAO-
Wagox, Xxoms U3BECMHO, YMO ABMOMAMbl HUKOTgA He
ABAAIOMCA NPUYUHOU NOXapa U He NepeKkprlBaom ny-
mell 3BaKyayuu. 9mu mpeboBaHUS 4aCMoO ONUPAOMC
HQ NPOU3BOABHOE U OIPAHUYUMEABHOE MOAKOBAHUE
CMPOUMeAbHbIX HOPM U NPABUA 0€30NACHOU 3KCnAyQ-
mayuu. Ecau Hawe npaBumeAbCmMBO gellCMBUMEABHO
xouem cogellCMBOBAMb PA3BUMUIO OU3HEC, MO He CO-
BCEM NOHAMHO, YMO Meulaem eMy NOKOHYUMb €O BCeMu
2MmuMUu NPEnORaMu, Komopklie no cymu cpoet npomu-
BOopeuam 3aBepeHusM NOAUMUKOB O CMpeMAEeHUU No-
KOHYUMb C PEryAUPOBAHUEM JeAOBOU XU3HU,
AaBAenue Ha npou3BogumeAell u onepamopoB Mopro-
BbIX ABMOMQMOB, BUGUMO, €We YCUAUMCA CO BCMynAe-
nuem B cuay B 2006 rogy HOBOTO repMQAHCKOTO 3aKOHA 00
2AEKMPUYECKUX U SAEKMPOHHbIX ycmpoucmBax, B CO-
omBemcmBUU C KOMOPbIM HA NPOU3BOgumeAell BO3Ad-
raemcsa ova3aHHOCMb cOopa u ymuausauyuu ompabo-
MQaBWUX CBOU CPOK MOProBbhlX ABMOMAMOB.

3. Yem ganbwe, yem 6oAbule KPyNHble KOMNAHUU, KOMO-
pble xomeAu Obl yCmMaHABAUBAMb ABMOMAMBbL JAsl YGOB-
AemBOpenua nompebHocmell CBOero NepcoHdaAd, npo-
cAm onepamopoB HANDABAAMB CBOU NPEJAOKEHUS ve-
pe3 HMnmepnem. K coxXareHuro, sma npouegypa He
npegnoAaraem AUYHOIO KOHMAKIMGA, 1Mo He NO3BOAsem
onepamopy B gOAKHOU cmeneHu oXapaxmepu3oBamb
goCmouHcmBA CBOUX NPOGYKMOB, B HACMHOCMU, BbICO-
Koe Kauecmso Kogpe.

Tekyuye AeAa ¥ aKTyaAbHBIE 3apa4u

AucmaHyuoHHAA Nepegaid gaHHAIX K ABMOMAMAamM U om
HUX, Komopasl cerogusa ucnoabdyemcs B I'epmanuu 6oaee
uem B 3000 mawuH, cgeaaem B Oygywem aBmoMamspl euje
Oonee gpyKeCmBeHHBIMU NO OMHOWEHUIO K KAUEHMAM U
cokpamum o06bemM nompeOHbIX CcepBUCHBIX pabom. B
gOArOCPOYHOU nepcnexkmuBe QBMOMAMbl CMOI'Ym gaxe
Becmu NeperoBopbl ¢ KAUEHMAMU.

besnaruunble naamexHble cucmembl, HANpPuMep,
O0eCKOHmMaKmMHble KApmouKu C qunamu Bce 0OOAblue
BBIMECHAIOM B ABMOMAMAx ycmpolucmBd gasi npuemda
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ators’ income. Alongside the vital hygiene
regulations, the sector is being further bur-
dened by new labelling stipulations and the
imposed traceability of food products. These
bureaucratic obstacles do not lead to any
tangible improvements for consumers,
Municipal authorities repeatedly obstruct
the set-up of vending machines in public
areas by referring to local regulations, but
for no comprehensible reason. This is one of
the reasons why the density of vending
machines in Germany is far lower than in
other, comparable, European couniries such
as France, the UK, Italy, Spain, the
Netherlands and Switzerland.

Fire protection agencies often demand that
vending machines be removed from corri-
dors and stairwells, even though vending
machines have never been known to cause a
fire or block an escape route. These
demands are frequently based on an arbi-
trary, restrictive interpretation of construc-
tion and safety regulations.Since the gov-
ernment wants to promote businesses, we do
not understand why it won't cut back on red
tape - despite all the political talk of deregu-
lation.

The burden on the manufacturers and oper-
ators of vending machines will increase as a
result of a new law on electrical and elec-
tronic devices in Germany. This law, which
goes into effect in 2006, stipulates that man-
ufacturers must take back and dispose of
vending machines that have reached the
end of their useful lives.

3. Increasingly, large companies that would
like to introduce vending machines for their
employees ask operators to make them offers
via the Internet. This impersonal process
does not, however, enable the operator to
highlight the particular advantage of its
products, such as the high quality of its cof-
fee specialities.

Current issues

Remote data transmission to and from vend-
ing machines, which is already a feature of more
than 3,000 devices in Germany, will in the future
make vending machines more customer-friendly
and reduce the amount of servicing required. In
the long term, vending machines will even be
able to communicate with customers.

Cashless payment systems, such as non-con-
tact chipcards, are increasingly replacing coin-
accepting equipment in vending machines.



geHner. B psage kpynublXx ropogoB Iepmanuu
kapgpugeprt GeldKarte (gas Hemeukux Kapm)
noAyuamom Bce 0OoAree WUPOKOe pacnpocmpaHenue
orarogaps COBMECMHbIM UHUUUAMUBAM OQHKOB,
obwecmBeHHbIX MPAHCNOPMHBIX  KOMNAHuUl U
onepamopoB MOProBblX ABMOMAMOB.

B page aBmomamoB MOXHO npou3Bogumb ONAQMY
yepe3 MOOUABHBI meaeoH, npu 3moM Bbl 3akasbiBaeme
Koghe OObIUHbIM meAe@OHHBIM 3BOHKOM U OnAQuuBaeme
CO CBOEro meAeoHHOro cuemada.

Bospacmaem 4ucao KomnaHnull, 0@UCOB U KUABIX
nomeujeHull, rge YCMAHOBAEHE! KyAephbl c
OymuAupoBaHHOU uAu cemeBoli Bogou. HucAao smux
ycmpoucms B cmpaHe oyeHuBaemes npumepHo B 130 000,
B moMm qucae 6500 - cemeBble, npuiemM KOAUYECMBO 3mMO
npogoaxaem pacmu.

ABmomampbl  BCe  yauje  UCNOAB3YIOMCA  gAs
peaausauuu HeNPOGoOBOAbLCMBEHHBIX MOBAPOB U YCAYT,
om curapem o mMeAeQOHHbIX Kapm, BCAKOr0 poga
npegonaamal, XYPHAAOB U KHUr. B ognoil uz 6oabHuy
npoxogam UCNBIMAHUA MAQWUHBL §ASL NPOGAXU
KOHCepBUpPOBAHHOU  KpoBu. Ha npegnpuamusx
Bo3pacmaem uUHMmMepec K ABmMOMAMAaM gASl NPOGAXuU
PU3AUYHBIX PACXOGHDBIX MAMEPUAAOB, UHCMPYMEHMOB U
npucnocobAerul gAs OXPAHbl Mpygd, HaAnpumep,
aOpa3uBHbIX GUCKOB, 3QWUMHbIX OYKOB U NPOYEro, 4mo
nospoasgem cbepeub MHOro pabouero BpeMeHU no
CPABHEHUIO C MPAGUUUOHHbIMU UHCMPYMEHMUALHBIMU
KAQQOBBIMU.

B pesyabmame Hawux MapKemuHIOBbIX UCCAJOBAHUI
moro, KaK OMHOCAMCsA nompebumeAu K BeHGUHTY,
CeKmop aBMOMAMU3UPOBAHHOU MOPIroBAU Bce OoAbwe
ycuaull HANPABAAem HA NOCMABKY MQWUH C NPOJYKMamu
NUMQHUA U HANUMKAMU B!

Yupexgenus 3gpPABOOXPAHENnUS
peaduArumauuoOHHble UEHMPbl, UHMEePHAMBbL ).

T'ocmuRruup! (umobbt 3amenumsb goporue MuHUOAPHI,
obecnequms rocmell cpegcmpBamu AUMHOU TUrueHbl u
KOCMemukl, a4 MAakKXe - Npu NoMowu HACMOAbHBIX
KogpeMauiuH - ropaduMu HANUMKAMU HA 30BMPAKAX U
KOH(pepeHuusx).

Hixoart, ocobenHno B yuebHble 3aBegenusi NPOGAEHHOTO
gHSA, YUCAO KOMOPKIX Bo3pacmaem,

Baxnas sagaua Rawero cekmopa - gorecmu go apxu-
MeKMmopoB, OCOOEHHO meX, KMo 3aHuMaemcs paspadom-
KOU NPOMBIWAEHHbBIX NPegnpuAmMuUll, my MblCAb, YN0 MOpP-
roBble QBMOMAMBl VXK€ CMAAU HEOMBbEMAEMOU 4daCmbio
Hawel XU3HU U UX npucymcmaue Heobxogumo yuumbl-
Bamb NPpU NPOEKMUPOBAHUU HOBBIX COOpyXeHul uAu pe-
KOHCMPYKUUU CYyWeCmBYIOWUX - NPUYeM KeAameAbHO C
Camoro HaA4aAd.

Hageemcs, umo B peweHnuu nepeuucAeHHblX 3agay 3d-
MEeMmHYI0 NOMOoWb CMOXKem oxazamb BhicmaBka Eu'Vend,
HQ OMKphIMUU KOMOpPOU Mbl C BAMU CErogHs Npucym-
cmByeM.

BeicTynaenne Ha nmpecc-KOH(pepeHIUY, MOCBSIUIeH-
HOI OTKpBITUIO BbicTaBKU Eu'Vend 15 ceHTabps
2005 ropa.

(60AbHUUBL,

GeldKarte readers (for German chipcards) are
also becoming more widespread as a result of
joint initiatives of banks, public transport com-
panies and vending machine operators in vari-
ous major cities in Germany.

Payments ai some vending machines can
now be made via mobile phones; coffee is
ordered by a simple phone call and paid for via
the telephone bill.

Bottled and point-of-use water coolers are
found in more and more companies, offices and
households. The number of these devices is
estimated at around 130,000, of which some
6,500 are point-of-use water coolers - and this
number Is rising.

Vending machines are also being more fre-
quently used for non-food products, from ciga-
rettes to phone cards, pre-paid items, maga-
zines and books. At one hospital, tests are cur-
rently being carried out with machines for dis-
pensing conserved blood.

Machines that dispense consumable and
safety materials ranging from sanding disks to
protective goggles are generating huge inlerest
in factories, where they save on time-consum-
ing magazine management.

As a consequence of our market study on
consumers’ attitudes towards vending, the
vending sector is increasingly focusing on sup-
plying food and drink machines to:

Care facilities (hospitals, rehab clinics and
residential care homes).

Hotels (to replace costly mini-bars, to pro-
vide guests with body-care products, and - in
the form of table-top machines - to provide hot
drinks at breakfast and conferences).

Schools, especially the growing number of
all-day schools.

An important concern within our sector is to
communicate to architects - and in particular
to planners of commercial premises - that vend-
ing machines are today an integral part of our
lives, and that they should be included in the
plans for new buildings, or the conversion of
existing ones, right from the beginning.

Incidentally, this is also the reason behind the
special show at Eu'Vend, which will offer you a
whole host of new ideas on how vending machines
can be incorporated into various premises.

Speach at the press conference opening
Eu'Vend trade-fair, September 15, 2005.
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Axrekc HeB3opumk, BerepaH MaAoro ousueca (Mockgsa)

Yacrs 1.

B gannoll cmamee peub notigem B NepBYyIO ode-
pegb 0 MeXaHUu4eCcKuX MoproBulX ABMOMamax, Xxoms
nog CAOBOM "BEHQUHI" NOHUMAIOMCs A0Oble ycm-
policmBa, moprytoujue moBapom 3d MOHemb»bl, Kynio-
pbl U gpyrue NAamesxHble cpegemad.

KoauuecmBo Bengunr-onepamopoB B Poccuu u
cmpanax CHI pacmem ¢ KaKgbiM rogom. mom
Ou3Hec Habupaem o6opombl KAK NO KOAUUECMBY
YCMAHOBAEHHBIX ABMOMAMOB, MAK U NO JeHexX-
HbIM NOMOKAM, Npoxogawum uepe3 Hux. Ho B Poc-
cuu, Kax oOblYHO, gO CUX NOp Hem YémKO Derad-
MEeHmMUPyWUX GOKYMEHMOB (3a4KOHOgUMEAbHbIX
QKMOB) NO HAAOTOOOAOKEHUIO JOXOGOB, NNOAyUae-
MbIX O NPOGAX Yepe3 mopropule apmomamsl. Ha
BCe 3anpochkl npegnpuHumMamenrell B HAAOTOBblE
OpraHbl ommyga NOCMyNarOm Aullb OMNUCKU-
PA3bACHEHUA B HECKOABKO NpegAOXeHuUU om 4qu-
HOBHUKOB H€ CAMOI0O BBICOKOI'O DUHIQ (HeyXeAu
OQUH 4YeAOBeK BOM MAK Aerko MoXxem peuiamb
npobaemel yeaoli ompacau?!): moprosble apmoma-
mbl - 3MO PA3HOCHAA (KAK AOMOYHUK-KOPOOeluHUK
B KoHUe XIX Beka?) uau pa3Bo3Has (KAK MAUWUHBL
C oBowaMu Ha phlHKe?) moproeas. CmpaHHAsA
anarorus. Tak u xouemcs nocmaBumb psigom C aB-
moaaskot apmomam "FOxanun-16" (cm.¢pomo),
moprytoujull KXKBaukol no 2 pyb., u nokazamks ma-
KOMY YUHOBHUKY.

Coraacno nucbMy MuHuUcmepcmsa (PUHAHCOB
P® om 01.03.2005 Ne 03-06-05-05/17, noghucan-
HOMY 3aMmecmumeAem gupekmopa genapmamenma
HGAOIrOBOU U MAMOXEHHO-MmApu@Hol noAumuku
Munguna PO A.HM. MBanmeeBbiM, MOProBulil aB-
momam B Poccuu - "nepegBusknoe cpegcmso pas-
BO3HOU U PA3HOCHOU MOPIroBAU HECMAUUOHAPHOU
moprosou cemu. [Tosmomy noaaraem, 1mo HAAOTO-

naameAbWUKU, ocywecmBAAOWUE PO3HUYHYIO
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MOPTOBAK uepe3 MOpProBble (BMOMAMbl (KeBd-
meAbHoU pe3uHkKu) ucuucasrom EHBA ¢ ucnoab3o-
BaHUeM (pu3uueckoro nokazameas 6a3oBol goxog-
HOCMUu - moprosoe Mmecmo”. 3arAsinyB B HAAOI'OBblE
gokymenmsl, yumaem, umo ¢ [ ausapsa 2005 r. 6aso-
BAsL GOXOGHOCMb MOPIrOBOro MeCmda onpegeAaemcs
B 9000 py6. CoomBemcmsenno EHBA B 15% co-
cmasum ¢ 3mou cymmst 1350 py6. Aymaro, umo smo
meuma AOOro onepamopd, CHUMUmMb C KAXGOro
asmomama no 9000 py6. B mecsau, npogasdsa no
4 500 wm. wapukoB X)XeBameAbHOU pe3uHku (150
wm. B geHb). [lokaxume mHe Mecmo, rge MOXHO
CHUMQmMb MaKue goxoghl C OGHOTO0 ABMOMAMA €XKe-
MeCA4HOo, U sl Bac ombaarogapio!

Ha npaxkmuke nopmol cuumaemcs BbIPYUKA B
500-1500 py6. B mecsay ¢ ogHoro asmomama. Pas-
ymMeemcs, ecmb Mecmd YCIMGHOBKU, I'ge 5mom no-
Ka3ameAb U BblUle, HO 3MO - UCKAIOUeNue U3 npda-
BUA, K MOMY e BBIPYyUKA - 3M0 goxog 6pymmo,
KOMOpOro He0O6Xogumo NOKPbUNb:

a) cmoumocmsb moBapa,

0) apenghHylo naamy 3d Mecmo,

B) HQAOIU, KOMOPBIE Bbl YKe YNAGMUAU, NOKYyNAs
MOBAP ONIMOM,

r) npubbiAb BEHGUHI-ONnepamopda.

Om Bcex smux nokazameAel KaK pa3 u 3apucum,
CKOABKO BpeMeHUu nompefyemca gasi OKynaeMocmu
moprosoro apmomama. 1o MHEHU}0 HUAOTOBUKOB
HeoOXogumo goOaBumb ewé NyRKM () B pasmepe
1350,0 pyo6. B mecsiy. Kak HempygHO coobpasums,
BEepOsIMHOCMb OKYNUMb PAcxogel B 2MOM CAy4de
NPAKMU4ecKu paBHA HYyAw. Kcmamu, AeIrko oue-
HUMmMb, KAKAsi GOAXKHA OblMb NPOXOGUMOCMb § MeCMd
YCMaHOBKU.

YuumpiBas, umo XBAuKa He sIBASleMmCs MOBAPOM
nepsou HeobXoguMocmu, a NOKyNameAu y BeHgOpPOB
B OCHOBHOM (Jemu, HA NPAaKmuke XBA4YKY B ABMOMA-
me nokynaiom npumepHo 3-5 % nomeHyuarbHbIX NO-

£ . B ]

ITo Hamemy 3aKOHOAAQTEABCTBY 3TH 00'bEKThI PABHOLIEHHBI 0 6a30BOM AOXOAHOCTH.
HNHTepecHO: KAKOI AOTUKOM PYKOBOACTBYIOTCS 3apyOe>XHbIe KOAAETH?
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xynameael, npowegquiux pagom ¢ aBmomMamom. 3mo
03HQY@em, WMo MUMO UBMOMAMA JOAXKHbI NPOXO-
gump 3-5 mbiC. 4eA0BeK B genb uau 90-150 muic. ue-
AOBEK B MeCAU. A 3M0, KaK HU KPpymu, HACeAerue
npuAUYHOro no pasmepam ropoga! Bpag au natigém-
€A MHOTO Mecm ¢ MakKoul NPoXoguMoCmblO NOKyNa-
meaet. I'ge xe B MaKkom CAyddae AOruka omeyecnBeH-
HBIX YUHOBHUKOBY?

Obpamumcs K 3apy0eXHOMY ONbLUMY NO HAAOT000-
AOXERUI BEeHGUHIa. Hanpumep, K amepukaHCKOMY,
rge HaAOroobAOKXeHue NOCMPOEHO NO NPUHYUNY CY-
nepmapkema - Bbl Oepéme mosap ¢ NOAOK CaMocmo-
AMEAbHO, a CAy)Oa 6e30nacHOCmMu MAra3uHd CAe-
gum, 4moObl Bbl ero 0053ameAbHO ONAQMUAU B KAC-
ce. MHoOro Au cayuaeB BOpOBCMBA B CynepMapke-
max? Equruybl, max KaK Alogu B OCHOBHOU MAcce ue-
CmHO onaquuBaom mosap. Tak u ¢ HAAOramu: HAAO-
TONAQMEeAbWUKU CAMOCMOAMEAbHO YKA3bIBAIOM
CBOl gOXOg € ABMOMUMOB U ONAQUUBQXOM HAAOT C
obopoma.

YmoObt He ObIMb FOAOCAOBHbIMU, HUXKE NPUBOGUM -
CsL UH(POPMAYUA, NPEGHASHAYEHHAS JASl BAQJEAbUEB
U onepamopoB ABMOMAMOB, 3APerucmpupoOBAHHbLX
B wwmame Koaopago (CIIIA). Aannble akmyaabHbl HA
2003 rog u B COKpAQW,eHHOM BUJe BbITAAGAM CAEGYIO-
wum 06paszom.
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H3 npouyumupoBaHHOro gokymMenma BUGHO,
Ymo aMepPUKAHCKOMY HAAOTONAGMEAbWUKY go-
CmMAamo4HO AErko noAyiumb BCe Heo0XxoguMmble
¢opmbl U mabAuUbl gAs OMUEMHOCIMU NO §OXO-
gam u HaAoram, nocemus caum Omgeaa goxo-
gOB OKpyrd, B KOMOPOM OH 3aperucmpupoOBaH.
KoncyAbmauuu y HAAOTOBOU CAYXKObl MOJKHO NO~

Ayuams no meae@oRry, a Bce HeoOXogumblie §o-
KyMeHmbl OMNPABASME U NOAYYQMb NO noume.
Bugumo, amepuKaHCKOe 3aKOHOGameAbCMBO Ue-
Hum Bpems cBoux Ou3HecmeHoB (Time Is
Money!).

TogBogs umoru neppoll wacmu, BblpA3uM B me-
3ucHoU (hopme yCAOBUA HAAOTOOOAOXKEHUSL BEHJUHNT -
onepamopoB U BAAGeAbUEB MOProBblX ABMOMAMOB B
CIIA:

v Bengunr-onepamopbl BBNAQUUBQIOM HAAOTU
wmama u MecmHble, KOmOopble B CyMMe He npe-
Bhlwiaom 7% € BHIPYUYKU, U om4émHOCmb cga-
1om pa3 B KBAPpMAA (noxoxxe HA HaWy "ynpo-
WEHKY");

v Haaor ¢ o6opoma BHINAQUUBAIOM MOABLKO Me, KIMO
HenocpegcmBeHHO CHUMQEem BbIPYUKY C aBMOMQ-
mos;

v EcAu BeHGOp sABAsSleMCsi BAAGEAbUEM MOPTOBbIX
aBMOMAMOB, HO CAM AUYHO He CHUMA€EM BbIDYUKY,
mo OH YyNAQUUBAEMm HAAOI NOAb30BAHUA, A HE HA-
Aor ¢ obopoma,

v EcAu BeHgOp (Hanpumep, guAep) onmom npo-
gaém moBapbl BAQGEAbUAM MOPrOBbIX (ABMO-
MamoB (a OHU yXe O0ygym 3anOAHAMb 3MUMU
moBapamu CBOU aBMOMAmbkl), MO HAAOT € 000-
poma He npeBniwaem 2,25%, a ecau obopom
MaAeHbKUl, mo ero Boodbuje ocB0O0gAm om HaA-
AOTOB;

v 3a npaBo 3aHUMAMbCA BEHGUHIOM B medeHue 2
Aem BEHgOPY HAgO ONAQMUMb KOMMEePUECKYIO AU-
ueHsuto B pasmepe 450 py6., a umobbl emy ObAO
He HAKAQGHO, MO OH UX BbINAQUUBQEM B mevenue
noAyroga;

v Ha cemb asmomamos u3 100 equHuy amepuKaH-
CKull BeHgop nokynaem CMukepoB HA 285 pyo.
(npuMepHO makKue JKe CMUKepbl y HAC KAEAMm
eXerogHo Ha KaccoBble annapamsl, HO B 10 pa3
gopoxe);

v EcAu ueHa Ha urpywky B aBmomame Menplue 4
py6., mo Bengop BoOOUje He NAQMUM HUKAKUX HA-
AOTOB;

v [lpu BhiICMaBAGHUU ABMOMAMOB HA (PECMUBAAAX
U ApMAPKAX, gASWUXCs MeHee 6 gHel, HAAOT C
obopoma He BbINAQUUBAEMCH,

v/ Awo0ble popmbl GOKyMEHMOB (KBUMAHYul, 3asB-
A€HUuU, mabAuy gasa pacuéma) gocmynHbl Oec-
NAQMHO Ha caume Aenapmamenmda GOXOgoB OK-

pyra.

Xomeaoch 6bl, umobbl mpyx)xenuku u3z Mungpuna
BHUMQMEAbHO U3YYUAU 3aPYOEKHbLIL ONbIM HAAOTO-
00A0KeHUs BeHGUHIA, 'PAMOMHO NPUMEHUB €TI0 B
Hauwel cmpane. Torga OypHOe pa3sumue 3moro o6us-
Heca U BbICOKUE NOCMYNAEHUA B FOCYGApCMBEHHYHO
Ka3Hy obecneveHsl.

TIpoAOAIKeHIEe CAGAYET.
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Cerognsi B I'epmaHuu umeemcsi OKOAO
477 000 moprosbix asmomamos ([Ipum.
peg.: cp. gannwle M.Maypepa, cmp. 21), B
KOMOphIX nompedbumeAu MOrym NOKynamb
NPOGOBOALCMBEHHbIC MOBAPbl, HANUMKLY,
caagocmu U CH9KU. DMO HUCAO CKAQGhIBA-
emcs u3 178 000 BenguHr-MQuuH gAst npo-
gaKU XOAOGHBIX HANUMKOB, 215 000 - gasi
ropsuux Hanumkos, 43 500 - gas KOHgu-
MmepCcKuX U CHIKOBBIX usgeaull, 26 500 - gas
NpogoBOALCMBEHHLIX moBapos, 11 000 -
gAsL OGHOBPEMEHHOU NPOgaXU CHIKOB U
Hanumkos u 3 000 - gas mopoxenoro. 'o-
goBol 0bopom npogaxu yepes aBmoma-
mbt egbl U HANUMKOB COCMABASIEN OKOAO 1,
75 mapg eBpo. Co BpeMeHeM BbISICHUAOCK,
4O ABMOMAMHAA MOPIOBASL NPegoCmaB-
Aflem ugeaAbHble BO3MOXHOCMU §ASL UC-
NOAL30BAHUA KpegUIMHbIX KApm, B CBA3U C

yeMm ecmecmBeHHO TOBOPUMb O OOABUIOM NOMEHUUOAe Uuc-
NOAb30BAHUSL 3g€Ch "IAEKMPOHHDBIX DYMUKHUKOB".
BoabwiuHCcmBo mopropeix apmomamos (npumepro 90 %)
YCIMAHABAUBQEMCcs B QUPMAX U opraHusayusx, oopasys "Kop-
nopamushsil ppirok”, Ocmaabnble 10 % npuxogamcs Ha 00-
ulecmBeHHble MeCmd, m.e. a3pONOpPmMbl, BOK3AAbL, YHUBED-
CaAbHble MAI'Q3UHbl U MOProBple yenmpnl. B I'epmanuu na-
cyumaeiBaemcs 0koAo 800 KomMnaHUl-oNepamopoB, KOmopble
3QHUMAIOMCSA IKCnAyamayuel apmomamos. Hpimewnsis 2Ko-
HOMUYeCKas cumyauusi BAUsem U HAQ BeHQUHI-UHGYCMPUIO,
YMmoO NPpUBOgUM K Cephe3HOU KOHKypeHUUU MEXJy Onepamo-
pamu. 3mo 3acmapAsiem onepamopoB UCKAMb HOBble 0OAAC-
mu HaA pblHKe, YmoObl yBeAuuums CBOU 060pom u npubblAb.

Takoe noaoKenue MoXem cywecm-
BEHHO BAUSIMb HA BblOOp cnocoba
naameXxa npu NOKynke mOBAPOB
yepes aBMOMAMbL.

Kakue cnocobbl naamexa npu
3MUX NOKYNKax Cyu,ecmBylom ce-
rognsa? Koneuno, 3gech npeobaa-
gaem HaAuuHbIU pacuem. Bcero
15% aBmomamoB gAsi npogaxu
HQNUMKOB U egbl 000OpPygOBAHbL
cucmemamu OE3HAAUYHOTO nAame-
ka. B 3aBucumocmu om mecma yc-
MAHOBKU MOProBOro aBmMoMamd,
Mbl pa3AuvYaeM MAakK Ha3blBAeMble
3aKpblMble CUCMEMbl gASl KOpPNo-
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HopGepTt MoHCceH,
depeparbHas acconyanys
HeMEeLKHX IPOU3BOAUTE-
A€l TOProBhIX aBTOMAaToB
(BDV)

Norbert Monssen, Federal
Association of the German
Vending Machines
Industry (BDV)
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In Germany, there are about
477,000 vending machines in
which the consumers can buy
food, drinks, sweets and snacks.
This number consists of 178,000
vending machines for cold drinks,
215,000 vending machines for hot
drinks, 43,500 vending machines
for sweets and snacks and 26,500
for food

and 11,000 combined vending
machines (snacks and drinks) and
3,000 vending machines for ice-
cream. The total turnover from
sales in vending machines for
food and drinks is about 1.75 bil-
lion Euros a year. As time goes by,
the area of vending machines
turned out to be ideal for the use

of credit cards, and thus the segment of vend-
ing machines naturally offers great potential
for the use of "electronic wallets”. A majority
of vending machines (approximately 90% ) is
placed inside companies or institutions, thus
making the "company market". The remain-
ing 10 % stands in public places, e.g. airports,
stations or department stores and shopping
centres. In Germany there are about 800 com-
panies (operators) who deal with operation of
vending machines. The current economic sit-
uation has had an impact on the vending
indusltry as well, which results in fierce com-

petition among the operators. This
makes the operators of vending
machines enter new areas of the
market in order to increase their
turnovers and profits. This may play
an important role when choosing a
way of payment for goods from
vending machines.

What are the ways of payment for
goods from vending machines these
days? Cash payment dominates the
vending industry. At present, only
about 15% of all drinks and food
vending machines are equipped
with cashless payment systems.



pPamMUBHOrO DbIHKQ, T'ge UCNOAb3YIOMCsS MArHUMHblIE KAp-

MOYKU, KOHMAKMHble U DeCKOHMAKMHbIE KApMmbl U Yunamu

u gpyrue Bapuauuu HQ memy YunoB, U OMKphlmble cucme-

Mbl gAsl 0OUleCMBEHHOIO PbIHKA, I'ge UCNOAb3yemCs HAAUY-

HOCMb, KpeguMHblE KAPMbL, A CErOGHS U MOOUAbHbIE MeAe-

¢oRbl. Bribop KoRKpemHuoro cnocoba onaamal 3aBucum om

Mecma yCMAHOBKU ABMOMAMd, d makxe om mpeboBanuil u

noxeAqnul nokynameaeu. B cAyude KOpnopamuBHOTO PblH-

Ka peulernue o (hopme naamexa 0ObIMHO NPUHUMAEmCcs: py-

KOBOGCMBOM KOMNAHUU BMecCme C NPegcmaBumeAsmu nep-

coHara. Koneuno, onepamopy npuxogumcsi yiumsiBamb,

KaKue naameskHble cpegecmBsa npeobiagarom y nokyname-

Ael.

Ilo cpaBreruio ¢ aBmomamamu, OCHAUEHHBIMU MOALKO
MOHemMONpUeMHUKAMU, NPUMeHeHUe KpeqgumHblX Kapm Cy-
AUIM Psig NPeuMywecms:

e Hem neobxogumocmu OKPYIASiMb YEHbl, COBCEM HEeO00S3a-
meAbHO, Ymo0bl OHU KOHYAAUCH Ha yugpy "5" (camas ma-
AEHbKAA MOHEMA, UCNOAb3YEMUA B MOPrOBbIX ABMOMA-
max - 5 eBpouenmos). CoomBemcmBeHHO CKOAb YTOGHO
MaAoe U3MeHeHnue cebecmoumocmu Moxem Oblmb He-
MegAeHHO OmpPAXXeHo B jeHe Npogykmd.

e Omcymcmsylom cneyuguieckue 3ampamal, CBS3AHHbIE
¢ pabomol ¢ HAAUYHOCMbI. Dmu 3ampampl Y4UumhlBa-
om, Hanpumep, 3arpy3Ky aBMOMAMOB MOHemMamu gas
BHINAQMBl CHAiu, COPMUPOBKY U NOgcuem MOHEmHOU
BBIPYUKU U NEPEBO3KY HAAUYHOCMU.

e Toproble aBMoOMamMbl, rge ONAQMA NPOU3BOGUMCS C Kpeqgum-
HOU Kapmbl, He NpegcmaBAsiem UHmepecd gis rpabumenet.

e BO3MOXHOCIbL PACNAGMUMbCSA KpeqgumHoll Kapmol no-
3BoAsiem yBeAudumb 060pom, NOCKOALKY ¥ NOMEHUUAAD-
HOTO NOKynameAs Bcerga nog pykou "meaous” u oH serye
pewaemcs Ha UMNYALCHYIO NOKYNKY.

e 3ampambl HQ SKCNAYQMAUUIO Kapm-pugepa (ycmpoticmso
gASl YMeHUA KpegUIMHbIX KAPM) HWKe, 4eM MOHemo- UAU Ky-
nIoponpueMHUKa. [Ipu yene noKynku HuUXe 5 eBpo 3ampa-
mbl HQ De3HAAUYHbIe paciembl COCmaBAsiom Bcero 1%, umo
MeHbluE, 4eM NPU MAQHUNYASIUUSIX C HAAUYHOCIMbIO.

e OmcymcmByem PUCK npuemMd geuweBblX UHOCMPAHHbIX
MOHem, @ MaKxe (harbUUBOK.

e B [epMaHuUu HUCAO MEX, KMO NOAB3YEMCS KPpequmMHbIMU
Kapmamu, pozpacmaem. Kapmbl cmaHOBamcsi Bce boree
NONYAAPHBIMU, OCOOEHHO Y MoAOgexXUu. Bnegpenue aBmo-
MamoB ¢ Kapm-
pugepamu coom-
Bemcmayem 3mou
meHgeHyuu, U no-

Kynameau  BOC-

npuHuUMAloOm ma-

KUue MAWUHbl KaK

COBpEMEHHbIE,

e Kpegumnubie kap- |
mbl - Beuwlb Oe3-

OnacHas, onaamda

rapanmupyemcs

onepamopamu.

e Onepamopam He
npuxogumcs.  He-

According to the location of the vending
machine, we distinguish closed systems for
the company market (magnetic cards, contact
and contactless chip cards and other ways of
chip media) and open systems for the public
market (cash, credit cards and nowadays a
mobile phone, too). Selection of the particular
way of payment depends on the location of
the vending machine, the requirements and
the wishes of the customer. In the area of the
company market, the management together
with representatives of the employees usually
make a decision about the form of payment.
The operator of the vending machines must,
of course, take into consideration the preva-
lence of certain means of payment among the
customers. Unlike vending machines for
coins only, the use of a credit card offers its
users a number of advantages:

e The prices do not have to be rounded, they
do not have to end with the figures 5 or 0,
since the smallest coin used in vending
machines is a five-cent coin. Therefore, a
small increase in costs can be immediately
reflected in the price of the product.

e There are no costs for manipulation with
cash. These costs consist of, for example,
filling of the vending machines with coins
that serve as change, counting and separa-
tion of coins and transport of the cash.

e Vending machines equipped with a reader
of credit card do not attract thieves.

e The credit card enables increase in
turnover, since the customers have always
their change ready and are open to a much
more spontaneous purchase.

e The costs for the reader of credit cards are
higher than the costs for the reader of coins
or banknotes. At the sale price of fewer
than 5 Euros, the costs for the cashless
transactions are only 1 cent, which Is less
than the costs for manipulation with cash.

e There is no risk of misuse of worthless for-
eign coins or modified or fake coins.

e /n Germany, the number of people using
credit cards is increasing. The credit cards
are becoming much more popular with espe-
cially young people. A vending machine
equipped with a reader of credit cards fol-
low this trend and the customers perceive
such a vending machine as modern.

e Credit cards are safe. The payment is guar-
anteed by the operators.

e The operators do not have to invest in read-
ers and particular cards necessary for oper-
ation in closed systems.

All these advantages are evaluated posi-
tively by the German Vending Association

VENDING BUSINESS, 2005/#6

31



CmMu pacxogbl N0 BHEGPEHUIO PUJEPOB U CNeUUAAbHBIX Kapm,

KOMopble HeoOXOguMbl gAst paOOMbl B 3AKPLIMbIX CUCMEMAX.

TI'epmanckas Bengunr-accoyuayus - BDV- B3Becuaa smu
npeumMyulecmsda U NOAOKUMEAbHO uX ouenuAd. Haauunkle
naamexu Oygym nNONyAsipHbl B (BMOMAMU3UPOBAHHOU
moprosae u B 6ygyuiem, Ho KpegumHhble Kapmbl Oygym cma-
HoBuUmbCA Bce boaee npuBbluHbiMU. OcobeHHO nocae 2007
A roga, Korga BCMynum B CUAY HOBbLU 3GKOH O 3qujume HeCo-
BepuleHHOAeMHUX, U apmomam Oygem npogasams curape-
mbl MOABKO NOCAe NPOBEPKU BO3pacma nokynameas. Bepo-
o SAIMHee BCero, 4mo ungopmMayusa o Bo3pacme Oygem 3aKAQ-
gblBAMBLCA B HUN KAPMbl, U UCNOAB30BAHUE NOCAEgHEU GAA
NOKynok uepe3 asmomam Oygem pacuiupambcs. A Kak
Oblmb ¢ gpyrumu naamesxkHbimu cucmemamu? Hcnoab3osa-
HUe KpegumHbIX Kapm gAst NOKYNOK Yepe3 aBmomMam moBa-
pa, ubsi CMOUMOCHb HE NpeBblluaem equHUlbl, He CAUWKOM
YgOOHO, NOCKOABKY KOMUCCUOHHBLU COOP 3Q UCNOAB30BAHUE
KpegumHoU Kapmbl CAUWKOM BEeAUK gAs makot cymmbl. Og-
HUM U3 UHMEPECHbIX peweHull B 9MOM CAyuae CIMAHOBUMCSA
MoOuAbHBIL merepoH. ComoBas meAepoHUS OUeHb Nony-
AAPHQ Y MOAOGEXU U MOXem B Oygyw,eM npeBpamumsCs B
OQUH U3 BApuUAHMOB naamexHbix cucmem. Cerogus nokd
OIrpAHUNUBAIOUUM (PAKMOPOM ABASEMCS HEGgOCMAMO1HOe
KoauuecmBo mogyAel GSM, HeobXoguMblX gAs nepegayu
ganHbix. A noka urenst BDV cuumaiom, wmo uucao aBmo-
MamoOB gAsL NPOGWKU egbl U HANUMKOB NO KPeguUIMHbIM Kap-
mam 6ygem BO3pacmams.

Xypnaa "Gastronom. Vending&Caffe"
(TTIpara)

- the BDV. Cash payments in vending
machines will still be popular in the future,
but credit cards will become more and more
usual. Especially in 2007 when a new law
on the protection of minors will be in force
and cigarettes from vending machines will
be given out only after the age of the cus-
tomer was verified. Most likely, the age will
be recorded in the chip card and its use for
purchases from vending machines thus
increases.

And how aboul other payment systems?

The use of credit cards in vending
machines when the price does not exceed 1
is hardly convenient since the commissions
for using credit cards are high for such an
amount. The use of the mobile phone is one
of the possibilities. Mobile phones are very
popular with young people and could
become an open payment system of the
future. Nowadays, there is still a lack of
necessary GSM modules that would enable
data transmissions. Members of the BDV
think, due to the above stated reasons, that
the number of drinks and food vending
machines equipped with a reader of credit
cards will grow.

Courtesy of "Gastronom. Vending&Caffe"
Magazine (Prague)

| TOPIoBJis KE3 NMPOLABLIOB

Agmomamel 015 Mpu2omoeneHust u rnpodaxu 20psaYUX HarumKoe8 U UHeper UeHmbl! 011 HUX
Asmomamsi Onsi npodaxu NpoxnadumernsHbIX Harumkos

i Asmomambi 0r1st Mpodaxu WmyvHbIX Mmoeapos
lapanmus, cepsuc, obyyeHue
~ [TnamexHbie cucmems!

112250, Mockea, KpacHoxazapmeHHbitl npoesd, 0.1, oghuc 602,
Ten. 361-9557, 361-9799, ¢paxc 361-9924
www.formtrade.ru, e-mail:info@formtrade.ru
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Ecau B 3amepsau, wat Bac corpeem. Ecau Bam
CAUWKOM JKapko - oH Bac ocmygum. Ecau Bam rpy-
cmHo - oH Bac B36ogpum. Ecau Bbt B3BBOAHOBAHB!L -
ycnokoum.

Ilpeganue raacum, umo uat ObIA OMKPHIM KU-
matickum umnepamopom llen Hynem B 2737 1. go
H.2. Ha npuBaae BO Bpemsa nymewecmsBus uUMne-
pamop omgblXdA Nog OOABWUM gepeBoOM (KaK OKa-
30A0CH - HQUHBIM) U KUNAMuUA cebe BOgYy gAs nu-
mbs. HeCKOABKO AucmbeB ¢ gepeBa ynaAu B KUns-
mok. OmBegaB omBap, umMnepamop OOHAPYXKUA,
umo Hacmolu AucCmbeB obAQgaem OCBEXAWUMU
u bogpawumu csolucmsamu. Tak nosBuaca Hal
KAK HAQNUMOK.

B gaabretiuem oka3zaroch, wmo cBo-

uMu ocBeXxarwumu u dogpawumu
cBolicmBamu ual 00sa3aQH cogeprauie-
MYCAL B HEM meuRy (KogeuHny), npuiem
0OBIYHO B Hae CogepXumcs NPuUMepHO
BgBO€ MeHbUle KO(euHa, ueMm B Koge.
Ho, Boobuie-mo, mbl yeHuUM uai u 3d
ero cnocobrHoCmMb CHUMAMb HANPSUKe-
HUe, paccaadumbcs.

PACTBOPUMBIN YAH, nogo6no
pacmBOpuUMOMY Koge, ygoOHbIU B npu-
MEHEeHUU NPOgYyKm, 3aHuUMaloujuli cpoe
Mecmo B cucmeme NPUromoBA€HUS HA-
NUMKOB 0AQrogapst NOCMOAHCIMBY CBOUX CBOUCMB U
cnocobHocmu xparumbcs. PacmBopumbit uail ro-
MOBUMCA U3 AUCHIOBOIO; KOHEYHbI NPOGYKMm MO-
JKem pacmBopsimbCs B ropsvell Boge, u morga ero
UCNOAB3YIOM gAA NPUrOMOBAEHUS IOPAYero Hanum-
Ka (Hanpumep, B MOProBom asmomame), AubO OH MO-
XKem Oblmb pacmBOPUM B XOAOGHOU Boge. PacmBo-
pumble qqu o0Aagaiom BceMUu CBOUCMBAMU AUCIMO-
BBIX, HO NPU MOM 00AQgQOm npeumMyu,ecmaamu Aer-
KO pacmBOpuUMOro nNOPoOuKd.
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If you are cold, tea will warm you. If you are
too heated, it will cool you. If you are
depressed, it will cheer you. If you are excited,
it will calm you.

Tea was discoverec, so the story goes, by the
Chinese Emperor Shen Nung in 2737 B.C. Whilst tak-
ing a break from trave and resting under a tree, he
was boiling his drinking water and leaves from the
tree - a large tea plan. - few into the boiling water.
The emperor found the resulting brew refreshing and

invigorating, and the
beverage lea was
born. Tea contains
theine (cafeine) and
gives tea its refresh-

ing and reviving
properties, bul we
also drink lea to

relax and reduce
stress. In general tea

contains half as
much caffeine as
coffee.

SOLUBLE SOLUTIONS

Soluble tea, like soluble coffee, is a con-
venience product that has a definite place
in beverage preparation due to its consis-

tency and stability. Soluble tea starts with leaf tea
and is manufactured to be either hot-water-soluble
for drinking hot, as in vending machine applications,
or cold-water-soluble. Soluble teas have all the char-
acteristics of leaf teas with the convenience of a pow-
der format.

Together with Valeo our goal is lo serve the per-
fect cup. Besides the goal to make drinks that are
appreciated by the consumer, ICS also focuses on



Kaxk mbl yxe ommevaau, Hauwa copme-
cmuas ¢ "Baareo"” yeab - npuromoBumb
gAs Bac wawky ugeaabHOro Ranumkd. B
mo e BpeMsi Mbl CMPeMUMCs K MOMY,
umo6bbl He MOALKO NopagoBame nhompe-
fumeaAss, HO U C€03¢gamb NRPOGYKMBL,
ygoBAemBopawwue onpegeaeHHbIM
mexHuueckum mpeboBanuam. OHu
JOAXHbBL XOpPOWO U BOCRPOU3BOGUMO
go3upoBambCsa, d MAKXKE TAPAHMUPO-
Bamb onepamopy NOCmMOsIHCMBO
cBolicmB. Ymo xe Kacaemcsa nompedu-
meAsi, mo OH BNPABe oXugamhb Oom CBO-
ero uas Awdumoro apomama u BKycCQ,
rge Obl U KOrga Obl K HEMY HU NPUWAO
JKeaaHue.

YepHbIH paCTBOPUMBIN Yyai

Jmom HANUMOK ABASEMCS HENOGCAQUEHHbIM
UEUAOHCKUM YaeM, KOmopblll MOXXHO numb B abCo-
AIOMHO A0OOe BpeMa. Pekomengyemas go3upoBKa -
4 r na 120 ma ropsuelt Boghl.

Yau ¢ ppyKTOBBIM apoOMaTOM

K nauboaree nonyasapHbIM Bugam pacmBOpPUMOTO
4yas OMHOCAMCS AUMOHHBIU U NePCUKOBbIU. AUMOH-
HbL YAl nPeKpacHo OCBeXXaem, a gAst NePCUKOBOIO
XapakmepeH NPeAecmHBbIl apomMam U AE€rKas cAd-
gocmb. Arst 060uUX Ayuule BCEro go3uposka B 12 Ha
120 ma ropsiueti Bogbl.

Yait Earl Grey

B Baweti uawke camoe Mecmo uaro ¢ 3mum mpagu-
uuonnbm apomamom. Earl Grey - nacmosujas kaaccu-
Ka C AeTKUM U OCBEXXQIOUWUM BKYCOM U OGHOBPEMEHHO
HOBUHKQ B KOAAEKUuu pacmpopumbix uaeB ICS. Hc-
MOYHUKOM ero apoMama AABASIOMCS MAK HA3bIBAEMbIE
Oepramommpie aneAbCuHbl, U3 KOXKYPbl KOMOPbIX IKC-
mparupyrom Oepramomuoe 3¢upHoe macro. CBoum
HA3BQHUEM MU GNeAbCUHbI, Bbipawjusaemble B Mima-
Auu, 06a3aHbl ropogy bepramo. Pekomengyemas goau-
POBKa 3moro 4as - 8 r na 120 ma ropsiueti BOgbL.

O Hamux napTHepax

ICS npegnowumaem pabomamb C MaKuMu Xe,
KQK OH, NpOpecCuoHaAaMU - SHMY3Uuacmamu BeH-
guHra. Mel 3HaGeM, 4mo CeKpemom NPOYHOro u gau-
MEeAbHOIO ycnexa ABASemcs NpegaHHocmb obwemy
geaAy, Bblcokasa pabomocnocoOHOCMb U KEAqHUEe
yuumbCca gpyr 'y gpyra. B smom cMblCA€ Mbl MOJKEM
NOAOKUMbBCA HA MOCKOBCKY0 pupmy Valeo - nauie-
o NPegaHHOro KOMNAHLOHA U CneyuaAucma no pac-
maopumbim uasam. Ecau Bol xomume 6oabule y3Hamb
0 Hawux npogykmax, oopamumech, NOXAAylicmd, K
Valeo uau 3arasnume na catimbsl www.valeofirm.ru
uAu www.ics-vending.com.

the technical

aspects of the prod-

uct, to make sure

products have con-

3 stant gram throw

and provide conti-

nuity to the opera-

tor. For the con-

sumer we focus on

flavour and aroma,

to serve you the

loveliest tea, wher-

ever you want and

as often as you like

- it. Lovely flavours
fill your cup.

Black instant tea

This instant tea is an unsweetened Ceylon tea that

can be drunk at any time of day. Recommended gram
throw is 4 g to 120 ml.

Fruit flavoured teas.

Lemon and peach tea are two successful flavours
within the range of instant teas. The lemon tea is
refreshing and the peach tea has a lovely scent and
a subtle sweelness. Both products are served best
with a gram throw of 12 g per 120 ml of hot water.

Earl Grey tea

Fill your teacup with the flavoursome legacy of the
Earl Grey instant tea. Earl Grey is a true classic with
a light and refreshing taste and new to the ICS
instant tea range.

The bergamot orange is the flavouring that is used
in Earl Grey tea. The oil of bergamot is extracted
from the peel of the bergamot orange, cultivated in
Italy and named after the Italian town Bergamo. This
tea has a recommended dosage of 8 g to 120 ml of
hot water.

Partnership

ICS likes to work together with enthusiastic pro-
fessionals in the vending industry. We know that
long term success lies in mutual commitment, out-
standing performance and the willingness to learn
from each other. Valeo in Moscow is our dedicated
supplier and specialist in instant tea. Do you want to
know more about the range of products, please con-
tact Valeo or look at www.valeofirm.ru or www.ics-
vending.com
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Esposizione Internazionale Distribuzione Automatica
International Vending Exhibition

MesxxayHapoaAHas BbICTaBKa 10 aBTOMaTU3UPOBaHHOM Toprosae Venditalia
MIPOBOAMTCS Y>Ke B IATHIN pa3, B 3TOT pa3s - ¢ 29 MapTa to 1 anpeas 2006 r.
B MUAQHCKOM BhICTaBOYHOM Komnaekce Fiera Milano City.

IIpearioAaraeTcst CAeAymomias
Te€MaTUKa BbICTaBKU:

1. ABmomambl gAst TOPAYUX U XOAOGHBIX
HaNuUMKOB

2. ABmomambl gAsl NPOGOBOALCMBEHHBIX
moBapoB

3. ABmomambl gAA
moBapoB

4. IloayaBmomamuueckue

U MeXqHU4eCcKUue MQUIUHBL

5. ABmomampbl gast HQNUMKOB

NPOMbBIWAEHHBLX

€ KancroAbHOU 3arpyskou

6. Bogsanble KyAepbl

7. Hnrpeguenmbl gAsi NPUromoBAEHUS
HQNUIMKOB

8. KoHgumepcKue u3dgeaus u CHIKU

9. OgHopa30Bble U3geAusi (CMAKAHBL,
NAAOUKU U m.g.)

10. Tlhamesxnble cucmembl

11. Cucmembni bOe3onacHocmu,
meAeMempuu, MegulHble ycmpolUcmada,
opopmreHUE, MAPKUPOBKA

12. BcnomorameabHoe 0O00pygoBaHUE

13. Komnonenmsl, 3anuacmu, aKCeCCcyapbl
14. Cneuogexga

15. Komnanuu-onepamopsl, onmoaskle
NOCMABU}UKU, CEPBUCHblE CMPYKMYPhbl

16. Tlpogeccuonarbhble accouuayuu,
ompacAeBble U3GaHUsL.

Venditalia 2004 npoxoanaa B I'enye,
U ee XapaKTepY 30BaAU CAeAyIoliue
napaMeTpsbl:

Yncao pupM-y4aCTHUKOB:
Bcero 255
Hmanpsanc.cux 204

ITromaab CTEHAOB, KB.M:
Bcero 10 179
HUmanbsanckux ¢pupm 9400
Yucao nocemumeaeu:
Bcero 14 0CJ
HUmanrbsnues 990
I1o wucay nocemumenet sricmaska 2004 r.
npeB3owAa npegblgywyto (2002 r.) na 45%,
HO, BUGQUMO, Npakmuiecku Uciepnaid BO3-
MOJKHOCIMU I'eHY33CKOro KoMnaekca. B ceasu
¢ smuM MmarbsiHCaA BEHGUHI-ACCOUUayus
Confida npunsara pewenue nposogums Bbl-
cmasky Venditalia 2096 B Muaane. 1o coo0-
WeHU0 OpPraHu3aIOpOB, KPOME YBEAUUEH-
HbIX naowagel, Y4aCMHUKOB U rocmel Bbl-
CIMAaBKU )Xgem psij HOBOBBegeHul, Bpoge
BUPMYAABHOU 3KCT D3UyuU NPOgoAKUMEAL-
HOCmbIO B gBA I'OG(, YAEKIMPOHRBIX CNPABOY-
HbIX KUOCKOB C CEHCOPHbIM YIIPABAEHUEM, KO-
mopble, KAK CKA304HbIU KAYOOK, npuBegym
npsMo K HYXKHOMY “IMEHJy UAU gaXe 5KCNo-
HaQmy, U m.g.

AOIOAHUTEABHYIO MH(POPMAIIHIO O BbICTaBKe MO>KHO HaliTh Ha caiiTe www.venditalia.com
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Onbera BypbsiHa, xypHan "Bnacte geHer”,
okTa6pb 2005, (Ne58); Kues

Bo Bpemena, korga marasunbl "npuraBounoro”
muna aKMuBHO BBIMECHSIOMCA cynep-, runep- u mu-
HUMApKemamu, Adpeundst (hopmMa moproBau MAakxKe
HQUUH@Eem BbIMUPQMb, NOCMENEeHHO ycmynds Mec-
Mo MOpProBbhIM ABMOMAMAM.

CoBpemeHHble MOProBble ABMOMAMbl U3 XEAe3-
HbIX KOPOOOK € NDUMUMUBHbIM qU3QUHOM NpeBpa-
MUAUCHE B KPACOYHBlE BUMPUHbL, MOPIYVIOWUE HE
MOABKO BOGOIL € CUPONOM, d BCEM, UM MOABKO MOX-
HO: OM WOKOAQGHBIX OAMOHYUKOB U KO(e gO GUCKOB,
UBEMmMOB U KOAOMOTro Abgd. Takue aBmomamsbl - BeH-
gopbl - He mpeOyrom npucymcmsus npogasua U
ofecneuuBaiom npsimoe o0wWeHue ¢ KAUEeHIMOM, 4mo
CyAUmM NOCAEGgHEMY onpegeAeHnsle OAard.

Hcmopusi BO3RUKHOBEHUS MOPTrOBbIX ABMOMAMOB
yXxogum CBOUMU KOPHAMU B UrOpHbLU Ousnec. B 20-e
rogut npowaoro Beka B CLIIA u Beaukobpumanuu no-
ABUAACH Macca "ogHOPYKux 6angumos”. Hu ¢ Bblur-
pblwiell, HU ¢ geHeXXHOU MACChl, nonagarowel B aB-
momMambl, HOGAOTU He NAQMUAUChH, NOMOMY BCKOPe
amom 6u3Hec OblA 3anpeuleH, d UMeWUuecs aBmo-
Mambl CPOHHO NepegeAdHbl B MAQWUHbL, npogarowue
JKeBAIMEABHYIO pe3uHKy. TeM He MeHee, cerogHsi npu-
3HAHHBIM AUGEPOM B 00AQCMU BEHGUHTA - MOPrOBAU
C noMoOwbl0 aBMOMAmMOB - sBAsemcs He HoBbill
CBem, a Anonus, rge ¢ NOMOWbI0 ABMOMAMOB OCY-
wecmaasgemcst 0koao 60 % Bcex npogax. B fnonuu
OQUH aBmMoMam Npuxogumcs B cpegrem Ha 20 yeno-
Bek, B CLIA - na 40, Bo ®panyuu - ua 100. B Ykpau-
He 3ma yugpa 3HA1UmMeAbHO BhllUE.

"YkpauncKul pblHOK BEHGUHIQ UMeem KOAOCCAAb-
HbL NOMEHYUAA - gOCMAMOYHO BCROMHUML MO KO-

Olga Bouryana, "Viast deneg” ( "Money Power”)
magazine, Oct.2005 (#58), Kyev

At the time, when the "counter type” shops are
actively forced out by syper-, hyper- and minimar-
kets, the "stall” type of retail is also dying out, gradu-
ally giving its place to vending machines.

Modern vending machines have turned from prim-
itively designed iron boxes into colorful show-cases,
selling not only soda and syrup, but practically any-
thing you want: from chocolate bars and coffee to
disks, flowers and chipped ice. Such machines, the
vendors, need no salesman to be present and coun-
teract with the buyer directly, promising the latter
some advantages.

The history of vending machines had its roots
within the gaming business. During the twenties,
a lot of "one-handed bandits" emerged in US and
UK. No taxes were pa d from either from the win-
nings, or from the cash getting into the machine;
therefore the business was prohibited soon, and
the existing machines were altered urgently to
sell chewing gum. Nevertheless, today the
acknowledged leadership in vending (automated
trade) belongs not to the New World, but to
Japan, where the vending machines perform
about 60 % of sellings. In this country the average
number of inhabitants per one VM is 20, in the
USA - 40, in France - 100. In the Ukraine the num-
ber is much higher.

"The Ukrainian vending market has a colossal
potential - it's enough to recollect the number of
automats, present in 1970-1980, - says Alexey



AUYeCmMBO aBMOMAmMOB, Komopoe 0bA0 B 1970-80-x
rogax, - pacckaswiBaem Anekcei Illymak, mapke-
moaor 3asoga "Tomak". - Ho cerogus BeHGOpOB B
Hawel cmpaHe O4eHb MAAO - Ha [0 mbic. 4eA0BeK
npuxogumcs OguH apmomam. Bnpouem, no nawum
nporuo3am, B camom Oawxatwem 6ygyuiem HQ PhlH-
Ke BEeHGUHI'0OBOIo 000pyqgoOBAHUS JOAXKEH NPOU3Ol-
mu B3pbiB”.

Panbwe raaBubiM akmopoMm, mopmo3UBUIUM
pazpumue B YKpQUHE BeHQUHI'OBOTO OU3HECA, ABASA-
Aack HeycmotiuusBocmb genexHol cucmembl. Ewe B
1950-x rogax coemckoe pykoBogcmao, BReYQMAUB-
WUCh NpeumMyw,ecmBamMu MOproBAU Yepe3 aBmoma-
mbl, pewluro nepenpogurupoBams 3aBog "Topr-
maw', paHee npou3BoguBwWUll BECOBOE U O3UPYIO-
uiee 0060pygoBaHue, HA NPOU3BOGCMBO MOPTOBbIX
asmomamos. C mex nop npegnpusimue exemMecsiiHo
BbINYCKAAO OKOAO gBYX MblCsi1 aBmomamoB. OgHAKO
B CBA3U € UCHYE3HOBEHUEM NPUBbIYHOU MOHemHOU
0asbl u nocaegyrouiell uH@AAYuel apmomamuuec-
Kasi MOProBAsi nomMepsAAd aKMyarbHOCMb. Bo3pox-
geHue BeHGUHI'OBOTO PbIHKA HAYAAOCH AUlb C BBE-
genuem rpusHbl. Mimenno morga, B 1996 r., 3aBog
"Toprmaw"”, nepeumenopannblli B "Tomax", BHOBb
HA4aA BbINYCK MOProBblX ABMOMAMOB, NEPBbIM ge-
A0M npegroXuB KueBCcKOMYy MEMPONOAUMERY ABMO-
Mambl PA3MEHA eHEXXHbIX KyNiop HA KEeMmOHbL.

B 1997 r. Ha pBIHKE BEHGUHIG NOSABUAUCH NepBble
gucmpubbI0MOopkl, NPOgaioWue UHOCMPAHHblE MOp-
roseie 0/y-asmomamsl. M ecau nonauary smo 6biau
camble pa3HOOOPA3HbIE MQUIUHBL - OM BEHJOPOB, NPO-
JaIOWUX XEeBAMEAbHYIO PDE3UHKY, JO Ia3eMHbIX aBMO-
MQMOB, MO BCKOPEe BbUACHUAOCh, Ym0 Hauboree npu-
OBIBHBIMU ABAAIOMCA KOeUnble annapamal.

PenmabeabHOCMb MOProBuvIX ABMOMAMOB NO NPO-
u3BOgCcmBY Koghe u3-3a BbICOKOU HAUEHKU Moxxem
gocmurams 300 % . OXuBA€HUIO HA PbIHKE HEMAAO
nocnocodCmMBOBAA NPUXOG GBYX KOMEUHbIX I'uran-
moB - Kraft Foods Ukraine u Nestle, komopbie obec-
NEevYuBalom AbBUHYIO §OAIO 000poma YKPAUuHCKOTO
PbIHKQ BEHQUHIQ U NO cerogHsawHul genn. [lpu
3MOM CXeMbl padombl GBYX KOMNAHUU KAPGUHAABHO
omaudaromcs: ecau Nestle, cneyuaiusupyrowancs
HO pPACMBOPUMOM Kogpe, 3aKynaem BeHJUHIOBOE
0b60pygoBaHue y UHOCMPAHHBIX NOCMABWUKOB U 3d-
meM cgaem ero B ApeHJy yKPaUuHCKUM ONEPAmMOpaM,
mo Kraft Foods Ukraine, npegaaras nompebumeasnm
HamypaAbHbIU KO(he, npegocmapAsiem NpaBo 3aKyn-
Ku 000pygoBaHUA CaAMUM npegnpuHumameasm. B
pesyabmame maxkol noaumuku Nestle 3anumaem
OKOAO 70 % pblHKQ, uMesi B CBOEM pPACNOPsSUKeHUU
OKOAO 2,5 mbIC. BeHGUHIOBbIX (BMOMAMOB, NpUYem

Shumak, marketologist of "Tomak" factory. - But
today our counitry possesses rather a small quantity
of vendors - one machine per 10 thousand people.
Though according to our estimations, the nearest
future will be marked by an explosion at the market
of vending equipment".

The main factor hampering the development of
vending business in the Ukraine was the unstable
money system. As early, as in the 1950-s the soviet
leadership, impressed by the advantages of vending,
decided to retarget the "Torgmash” factory, that had
been manufacturing scales and dosing equipment, to
vending machines production. From that time on the
plant was producing about two thousand vendors per
month. Later, with the loss of the habitual coin sys-
tem and the inflation that followed, vending lost its
attractiveness. The renaissance of the market started
from introduction of the grivna. It was at this
moment, 1996, that "Torgmash" factory, renamed
into "Tomak" restarted vending machines produc-
tion; the first step was to propose to Kiev subway the
new machines changing money into tokens.

In 1997 the first distributors selling foreign-made
second-hand vendors appeared. At first there were
very diverse machines, sending anything from gum
to newspapers; but, rather soon, it became clear that
the most profitable machines were the coffee ones.

The profitability of the machines making and
selling coffee can reach 300 % thanks to the high
extra charge. The market entered the revival stage
thanks, to a great degree, to arrival of two coffee
giants - Kraft Foods Ukraine and Nestle, who
have been providing the lion's share of the
Ukrainian vending market turnover. The business
schemes of the two companies differ radically:
Nestle, specializing at instant coffee, buys the
vending equipment from foreign suppliers and
leases it to Ukrainian operators, while Kraft Foods
Ukraine, proposing its natural coffee, lends the
right to buy the equipment to its customers. As a
result of the policy Nestle occupies about 70 % of
the market, having at its disposal ab.2.5 thousand
vendors, importing 94% of all the coffee
machines.

As for the rest kinds of vendors, their presence
in the Ukraine is nearly negligible, though during



94 % Bcex KoelHbIX MAQWUH 3aBO3UMCST UMEHHO Ye-
pe3 3my KOMNAHUIO.

Ymo kacaemcsi 0CMAaAbHbIX BUGOB MOPTrOBIX ABMO-
MamoB, MO UX NPpUCymcmaue B YKpQuHe NOoKd 4mo
Kpaliie He3HAUUIMEeAbHO, XOMSsl B NOCAegHUE HECKOAL-
KO Aem HeKomopble onepamophl, Hanpumep, "Kpuc-
taa ITAK"™ u Saletech, nauaiu cneuuasrusupoBamscs
Ha NPogasKe uepe3 aBmomMambl KAQpmoueK npegonad-
4eHHOoU MOOUALHOU cBs3u. He ocmatromcest 6e3 BHuma-
HUS U BEHGOPH! NO NPOGMKe WMyHHbIX MOBAPOB.

"MupoBasi cmamucmuka CcBuUgemeAbCmByem,
umo Hauboree NPUOBIALHLIMU SBASIIOMCSA ABMOMA-
mbl NO NPOga)Ke ropsadux HANUMKOB U mMabauHbIX
usgeaul, - ropopum raasa npasienus 3AO Saletech
BareHTmHa MeABHHK. - A NOCKOABKY NpogaBamb
yepe3 apmomambl mabaunble U3geAusi B YKpauHe
3anpeuweno, mo nocae "kopemamoB” Hauboree npu-
ObIALHBIMU CHUMAIOMCS BEHGOPbl CO CHIKAMU U NPO-
XAagumeAbHbBIMU HAnumkKamu'.

Kcmamu, o nocaegrux. M3-3a omcymcmBus Kpyn-
HbIX UHBECMOpOB obopombl "NpoxidgumesbHOro”
cermMenma yKpauHCKOro BEHgUHIOBOTO PhIHKA HECO-
NnoCcmMaBuUMbl C €r0 NOMEHYUAAbLHBIMU BO3MOXXHOC-
mamu. Ecau, k npumepy, B CLIIA gors HQNUMKOB B
obuem oObemMe NpogaxK Yepes BeHgophl gocmuraem
50% (B ocnosuom, cmapanusamu kKomnanuti Coca-
Cola u PepsiCo), mo ykpauHCKkue npou3Bogumeau
uHBeCcmupoBamb B 3my ceepy He cnewam. Kpyn-
Hie 3asogrt ("O60oA0HB", "CAaByTHY" ) ecau u npo-
gaiom CBOK NPOGYKUUK 4epe3 aBmoMambl, mo
CAUWKOM MEAKUMU NAPMUSIMU U, CKOPEE, NPECAEGYS
MAPKEmMUHIoBble UAU peKAaMHble yeau. IlpaBga, B
CBOE BpeMst Npou3BOguUmMeAsiMu OblAl NPEegnpPUHsNbl
caabble nONbUMKU 3QBO€BAMbL 3MOmM CerMmeHm: K
npumepy, "OGOAOHB" NHIMAACS 4epe3 MOPTroBble AB-
momambl PeEAAU30BbIBAMb HANUMOK "XKuBuuk”; no-
xoxull npoexm ObA marxe y "POCHMHKU", OgHAKO
BCe 3mU NONbIMKU OKA3AAUCH MAAOYCNREUIHBIMU.

Henpocmas cumyauyus caoXuaachk maxke ¢ ra-
3eMHbIMU MOProBbIMU ABMOMAMAMU U3-30 UX Md-
Aol penmabeabHocmu. "Te MQuUHbL, KOMOPbIE Nbl-
maAuck BHEgpUMb B NPOWAOM rogy, He OblAlL agan-
MupoOBAHbl K HAUWUM YCAOBUSIM, - FOBOPUM GUPEK-
mop komnanuu "Kpucraa TTIAK" Aaekcaupap Topo-
MyK. - A npumMeHsaeMblll cnocob BblgaAuu NPECChl,
MATKO rOBOPsi, He COOMBEMCMBOBAA NOCMABAEHHOU
ueAu, nosmomy apmomambl pabomaau oueHb HeHd-
gexxHo. Bmopoll nonkimku eule HUKMO He GeAdA.
Cetivac mbl pabomaeM Hag NOBhIWEHUEM peHMA-
beabHOCMU 3MOro Gu3Heca, OGHAKO HA MO nompe-
Oyemcs BpeMs. 3amo OMHOCUMEALHO gOPOrue Xyp-
HOABL U Npouue nepuoguyeckue U3gaHUsi MOXHO
npogasamsp yxe Cerogus’.

Xomsi, ecAu Bepumb MUPOBOU CMAMUCMUKE, KAK
Obl BEHGUHI'OBKII OU3HEC HU PA3BUBAACS, KOeUHnbll
cerMeHm npu A0OGbIX pPACKAQGAX OCMAHEmMCs HA
nepBoM mMecme no BocmpeHoBAHHOCTIU.

ITIpopoaxeHEE CAGAYET

the last years some operators, for example, Crystal
PAK and Saletech, started to concentrate on
vending card for prepaid mobile communications.
The vendors for selling piece-goods have not been
neglected as well.

"The world statistics witnesses, that the most
profitable are the vendors for selling hot bever-
ages and tobacco goods, - says Valentina Melnik,
the Saletech head of the board. - And since it is
prohibited in the Ukraine to sell tobacco goods
through the vendors, the second profitable
machines after the "coffeemats” are the vendors of
snacks and cold beverages”.

Now about the latter. Because of the lack of
large investors, the turnover of the "cold" segment
of the Ukrainian vending marke!l is incomparable
with its potential. If, for example, in the USA the
share of the drinks in the total volume of vending
trade amounts to 50% (mainly thanks to Coca-
Cola and PepsiCo companies), then the Ukrainian
producers do not hurry to invest in the sector. The
large factories ("Obolon" and "Slavoutich") are
selling their produce through vendors, but in very
small batches, and they are following here mainly
marketing and advertising aims. Some time ago
the producers made some weak attempts to con-
quer the segment; for examples "Obolon" tried and
send their "Zhivchik" drink through the vendors; a
resembling project has been undertaken also by
"Rossinka", but all those attempts turned out to be
unsuccessful.

Because of low prof.tability of the machines sell-
ing news papers, the situation their was not sim-
ple. "The machines we tried to introduce last year,
were nol adapted to our conditions, says
"Crystal PAK" director Alexander Goroshchuk. -
The technology used to give out the papers did not
correspond fto the aim, to say the least of it, and
the machines were very unreliable. The second
attempt has not been made yet. Now we are work-
ing to raise the profitability of the business, but
the process needs some time. As for more expen-
sive magazines and other periodicals, they can be
sold even today".

But of course, if we trust world statistics, at any
scenario of vending development, the coffee segment
will always be the first being required.

To be continued
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Buraauit Mumins,
PYKOBOAWUTEAb CEPBUCHOM
CAYXObI, I'pynna
BeHpopyc (Mocksa)

CHamue @gaQHHBIX CMAMUCMUKU
BBEI3BIBAEM 'y NOAR30BameAel aBmo-
MaMHbIX MOProBuX cemel psag npood-
AeM. Bo-nepBrix, 5mo - HecorAacoBan-
HOCMb PA3AUYHBIX MUNOB 000pygo-
BaHus Mexgy coboll. Bo Bmophix,
npou3BogumeAl aBMOMAMOB OMHO-
cumeabHO HegaBHO CMAHGAPMU3U-
POBAAU NPOMOKOAbl 0OMeHA GaHHbI-
MU MEeXJy UBMOMAMOM U UEeHMPOM
obpabomku unpopmayuu: EVA-DTS
gAf eBponeuckux npouzpogumeneli u
DEX/UCS gas amepuxkaHCKux (He
caegyem nymampb € NPOMOKOAAMU
MDB/ICP, EXECUTIVE u gp.).

Y mHorux noabzopameaell BEHGUH-
roBOro 000pygoBaHUs BOZHUKAEM Ny-
MaHU¥a ¢ NpomoKoAamu oOMeRa
ganubiMu. Ymobbl BHECMU ACHOCMb,
npoBeqgy Kpamxul 5KCKypC Nno pas-
AUYHBIM NDOMOKOAAM.

ITpoTOKOABI OOMEHa AQHHBIMU
e Executive - Protocol A (MEI

Protocol A specification

Executive). boia pazpaboman Mars

Electronics International (MEI) B

Hauare 1980 roga gaa B3aumogeti-

CMBUSl 3AEKMPOHHBIX KOMNOHEH-

MOB MOPTrOBbIX ABMOMAMOB. Yn-

paBAeHUE npoueccamu nNPoOgax

Npou3BOJUAOCH 4epe3 MOHemon-

PUEMHUKU, U UEeHbl MOTAU Xpa-

HUMbCSA B MOHEMONPUeMHUKe UAU

B mawune. Yepe3 rog npomokoa

pacnpocmpaHuA U HaQ ycmpoUucmsd

“ VENDING BUSINESS, 2005/#6

besgenesxHbx npogax. Cneuyugu-
Kaquusa onpegeasem coequHUMEAb-
HblEe DA3BEMbl MEXJY KOMILOHEH-
mamu, saekmponumaHue ~24 B.
Ha ocnoBe Executive B ['epmanuu
OblA pazpabomaH npomokoA BDV.,

BDV (gas HemeukoroBopawux
cmpan). [Ipomoxkoa Executive Obia
gONoOAHeH cneyugpuxayuel, npeg-
ycmampuBarouell equnblll pa3bem
gASL SAEKMPONUMAHUA U KOMMYHU-
Kaquuld, U NOAyYUA HA3BAHUE

BDVO0O1.
MDB/ICP {Multi-Drop
Bus/Internal Communication

Protocol). Pazpaboman komnanueu
CoinCo B Hauare 1990 roga gas
Coca-Cola ¢ yeabio ygewieBums
MOHemonpPUEeMHUK C Bblgauel cga-
qu u nepeHecmu ynpaBAsiOwue
¢dyHKUUU U3 MOHEeNpueMHUKd B
KoHmpoaiep asmomama. Aopabo-
man NAMA B 1994 r. ¢ ueablo nog-
gepKKu UCNOAb30BAHUS NOGOOHBIM
obpaszom OQHKHOMONPUEMHUKOB U
cucmeM OezgeHexHOU onaAamal.

Eponelickan accoyuayus
EVMMA (Eupean Vending
Machine Manufacturers

Assotiation) ogobpuaa u pacwuupu-
Aa  npoexkm, Ha3BaB ero ICP
(Internal Communications
Protocol). ICP B OCHOBROM ugen-
muyieH MDB; nHekomopkie omAuqus
Kacaomes cucmem 0Oe3geHeXHOU
onaamnbl. B 1998 rogy MDB u ICP
OblAU COBMEUleHbl U PedAUu30BaHbl
xak MDB/ICP Bepcus 1. [Ipomokoa
noggepxan NAMA, EVMMA u
EVA u ucnoabsyemcs 6oabwiun-
cmBOM npouspogumeaeili mopro-
BbIX dBMOMQIMOB.

e MEI Micromech Specification
ITepBORAUAABLHO ONpegeAsiA CBA3b
MeXgy MOHemonpueMHOU 4acmbio
apmomama u cucmemol Bblgauu
cgauu, HO nomom ObLA pacuiipenr
gASL YNpABA€HUA PABAUYHBIMU 1AC-
mamu asmomama. Onpegeasem
npouecc 06MeHa uepes NOCAegoBa-
meabHBI uHmMepgelic uHpopma-
yueti nAamesxHOU cucmembl U aB-
momama, a uepe3 uepe3 NAPUA-
A€AbHbIU uHmepgelic - apmomama
u cucmembsl Bblgau cgavu. Paspa-
boman gas cucmembl ¢ 3 mybamu
MOHem, HO Moxem OblMb PAcCUlu-
pen npousBogumeaem u gas 4 myo.
NAMA onybaukoBara cneyuguka-
Uui0 NPOMOKOAQ € GONOAHeHUAMU
gaa cucmeM 6e3geHeKHbX ONAQM.
Cneuyughukayusa npegycmampusa-
em 12-konmakmublll pazvem u 110
B arexmponumanus uAu  15-KOH-
maxkmAreltl passem u 24 B gas nog-
gepXKu 4 my0 gas BRlgauu Cgauu.

¢ CCTALK. Euje oguH npOmMOKoOA 00-
MeHa uHgopmayuel mexgy nepu-
epulinbiMu ycmpoucmsamu mop-
rosoro asmomama. Ilpegycmampu-
Baem 0OMeH No mpem pu3uvecKum
AUHUAM - NUMARUE, JAQHHBIe U 3eM-
Asl - co ckopocmbio 9600 6og. Ycm-
policmBa O0OMeHUBQIOMCA MeXgy
coboll B agpecHOM NpocmpaHCcmBe,
ucnoAb3ya obwyio ungopmayuon-
Rnyio wunry. IIpomoKoA saBAasemcs
balim-opueHMupPOBAHHLIM U Npeg-
noaaraem nogkaroueHue go 254 e-
gombix ycmpotcms. OmHocumces K
COBOKynHOCIU "omkpbimbix"
CmaHgapmoB u He mpedyem HUKA-
KUX onaam uAu perucmpauyut gas
UCNOAL30BAHUA.



e EVA-DTS (European Vending
Association Data Transter
Standard)). Cmangapm onpegeasi-
em noAsi KOHMPOAbHbBIX (UHHBIX U
JaHHBIX YNPABAEHUS, 4 MAKXe op-
Mam nepegayiu GaHHbIX Om ABMO-
Mama UAU OMGeAbHbIX €r0 KOMNo-
HEHm K ueHmpy oo0pabomku u KOR-
mpoas uH@opmauuu u 06pamHo.

e EVA-EMP (Energy Measurement
Protocol). Onpegeasem ¢opmy u
Memog usMmepeHusi nompebieHus
IAEKMPOIHEPrul MOProBbIMU (B-
momamaml.

e EVA-CVS (Cashless Vending
Specification). I[Npomokoa peraa-
MeHnmupyem BCe Npouecchl, CBS-
3QHHbIE C UCNOAL30BAHUEM CUCMeM
0Oe3geHeKHbIX ONAGM.

Ymobbt CHAMb CMAMUCMUYECKYIO
UH(hbOpMAUUIO U3 MOPrOBOrO0 ABMOMA-
ma, NoggepXuBaiOWero NpPomoKOA
EVA-DTS u umerowiero coompemcmsy-
WUl KOMMYHUKQUUOHHbLIL NOpMAA
{¢pusuueckuil nopm, obecnequBaroujuil
00MeH gaHHBMU B npomokoie EVA-
DTS), gocmamouno ycmanoBumb HQ
aBmoMame CuuMbIBAMeAb (PAUW-Kapm
uau asui-karouel (nanpumep, GENIUS
System FS - npoussogumerb OTR, uau
OSCAR - npousogumerr FAGE, uau
J100 - npoussogumens Jofemar uau gp.);
BCIMABUB B CHUUMbIBAMEAL CREYUAAb-
Hblll PASUL-KAIOY, MOKHO NPOU3BOGUMb
NepeKkquKy ¢aHHbIX CMAMUCIMUKU U3
namamu KOHMPOoAAepA apmomMama (gas
MDB npomokoada, a gra EXECUTIVE -
U3 namAmMu MOHEMONPUEMHUKJ) BO
drswi-namame Karoua. CuumblBameau
(hASW-Kapm MOTym peaAu30BbIBAIME He-
CKOABKO (hyHKuul:

- obecnevenue 0e3geHeXHBIX NPO-
gax,

- CHYUMKIBQHUE CMAMucCmMuiecKux
JQHHBIX,

- nepenporpamMmupoBaHUe BHymM-
PEeHHUX HaCmpoekK apmomama.

Cmoumocmpb CHUMBIBAMeAs: KOAeD-
Aemcs B npegeaax 120-180 espo, cmou-
Mocmb (PASW-KAIOUA GA HAKONAEHUS
gaHHblX cmamucmuxu - 60-70 espo. Ec-
AU BBl PEWUAU BbiCmpoums cOOp uH-
¢opmayuu no BrIIEONUCAHHOU CXeMme,
HY)KHO npuobpecmu unmepdelic gaa
CHUMABIBAHUA UHPOpMAUUU U3 namamu
(hAsuI-Kapmel B NAMAMb KOMNbOMepa
u nporpammy no uHMepnNpemayuu ciu-
MAHHBIX GaHHbIX (450 - 500 eBpo).

AAst moproBelx aBMOMamOB, He
noggep xusaroujux npomoxkoa EVA-

DTS, aBmomamu3upoBaHHOe cHAmMue
cmamucmuyeckoll uHgopmayuu ume-
em psg npobrem. B amom cayuae npo-
u3BOgUMeAU UBMOMAMOB UCNOAB3Y-
om coOcmBeHHblEe NPOMOKOAbL 0OMe-
HO GQHHBIMU U, COOMBEMCMBEHHO,
npegaaraim {(a 4acmo HU4ero He
npegaaraiom) cobcmBeHHOe 060py-
gOBQHUE gASl CHUMBIBAHUA U XpaHe-
HUA gQHHBIX CMAMUCMUKU, KOmopoe
COrAQCyemcst MOALKO ¢ aBMoMamamul
Om gaHHOTO NPOU3BOGUMEASL.

OgHAaKO Ha OOAbULUHCMBE ABMOMA-
moB umeemcs nopm RS-232 gaa npo-
IpaMMUPOBARUA (BMOMAMA U BbIBO-
ga cmamucmuveckKux (QHHBIX HQ
npurRmep ¢ NOCA€GOBAMEAbHbIM UH-
mepgpeticom. AanHble, BbHBOgUMbIE
aBMOMAMOM gAsl nevamu, NPeqgcmas-
Asom coboll NOCAEGOBAMEAbHOCHb
ASCII-cumBOAOB, pa3geAeHHbIX HA
cmpoku cumBoaamu 10 <CR> u 15
<LF>. [lomox ungopmayuu nepega-
emcs N0 CMAQHGAPMHOMY NDOMOKOAY
ASCII - smo npomokoa cuMnAeKkcHot
nepegauu HenakemuposaxHol ASCII-
uHgopmayuu nocpegcmsom 8-Oum-
HbIX gaHHBIX, | cmonoBslli 6bum, 0e3
NpoBepKU 4emHoCmu, Ha CKopocmu
9600 6um/cex. 3agaua npuema maxo-
IO BUgA UHGpoOpMauuu HQ KOMNbIOMep
peulaemcs OueHb NPOcmo - gocma-
MOYHO CKQUamb UAU HQNUCAmMb mep-
MUHQABHYIO NPOIrpaMMmy, Komopas
cuumaem uHMOPMAUUIO U3 ABMOMA-
ma u 3qnuwem meKCmoOBbIl ¢alir co
cmamucmuyeckuMu  gaHHbimu. C
¢aliramu maxoro Buga Aerko pado-
mamp, MOXKHO npocMmompems ¢aiin B
"pegaxmope”, MOXHO ero pacneud-
mamp HQ npurmepe, AUOO UCNOAb30-
Bamb KAK (palian UCXOGHBIX (AHHbIX
gAas OyXraamepckux nporpaMm munda
I1C u m.n. EguHcmBeHHOE HeEygoO-
CcmBo - Heobxogumocmb BO3UMb C CO-
60ti omHOCUMEeAbHO IrPOMO3gKuil HO-
ymOyK, KOmopblll MOXHO NOBpequmb
B NNOAEBBIX YCAOBUAX, NAIOC GOATAA 3Q-
rpyska cucmemsl, bamapeu morym
cecmb B camblll Henogxogauull Mo-
menm. Haw onbum noxasbiBaem, umo
amy npodiemMy MOXHO pewums € no-
MOWbI0 HEGOPOroro (DO3HUUHAA UeHd
$160 - $190 B inmepHeme) unxenep-
HoOro Kaabkyaamopa HP-49G. Ilpeg-
BUXY uumameAbckull ckencuc. Ioue-
MYy KaabKyrsmop, a He Palm uau
Pocket PC? Ha umo MOXHO omBe-
mump BONPOCOM HA BONpPOC: A Bbl
cMmoxeme 3anporpamMmMupoBamb

Palm? Tem Goree, s ne Bcmpeuaa "Ha-
AQGOHHUKA" ¢ NOAHOUEHHbIM NOPMOM
RS-232.

Texnudeckue
HP-49G
OnepaTuBHasA NamsTsh -1.5 M6
O rsm-namars - 1.5 Mo
Aucnaen - KK, MOHOXpOM,

8 cmpok x 22 cumBoAa

COM-nopt - RS-232 (kabeab npuaa-
raemcs)

KoAnyecTBO BCTPOEHHBIX (PYHKUHM
- 2300

KoaAnyecTBO KAaBHI - 51

IMurauue - 3 6amapeu AAA (cayxoba -

go roga)

XdPAKTEPpUCTUKN

HP-49G siBAsiemcst MOWHbBIM BbIYUC-
AUMEAbHbIM NPUOOPOM, NO3BOAAIOUUM
Npou3BOgUMb BbIYUCAEHUS PA3BAUHHOU
CAOJKHOCIMU, B MOM YUCAe padomanib €
mMampuuamu, NOAUHOMAaMU, Mamemda-
muyeckumMu yHKUUAMU, NPOU3BOGUMb
arredbpauveckue, BeKIMOPHbLIe BhIUUCAE-
HUS;, HaAuvUe rpaguueckoro gucnaes
nO3BoAsiem pucoBamb rpa@uKl pa3auy-
HbIX (PyHKUULL, TuCmMOrpammbl npoyec-
COB UAU CIMAMUCMUYeCKUe quarpammyt.
Hmeem HecKOABKO pexxumoB pabomel -
arrebpaudeckull, rpaguueckull, pegax-
mop nocmpoeHUss MAmMeMaMuU4eCcKux
yHKUUl, MeKCmOBbIl pegakmop.
Bcmpoennsni i
matimep
Asfem  omCAeXu-
BAMb  MEKyWyio
gamy u Bpems U
UCNoAb30BAMb
BpDEMEeHHble (DYHK-
uuu B BbIYUCAEHU- . -
sx. [Iporpammupo-
Bamb  KAABKYAA- < 7o e TeT
mop MOXKHO HQ , "
a3bike RPL (LISP), - o
AuU60 HA A3BIKAX e
HU3KOTO  yPOBHA b
(SysRPL), Aubo na
accemdrepe MASD. Texcm nporpammibl
MOXXHO BBOGUMb HENOCPEeJCMBEHHO C
KAQBUQMYPbl U 3ameM COXPAHAMb B
Gdaiin prsw-namamu KQABKyAAMOPA.
Bcmpoennbtil patiroBelll MeregiKep no-
3BOASieM 3QNUCHIBAMbB, YJaAmb, nepe-
UMEHOBBIBAMb, PegaxmupoBamp @aii-
Abl, @ MAKKE CO3gaBamsp U ygarsmp HO-
Bble (haliroBble gupekmopuu.

ITo co6cmBeHHOMY ONbUMY CKAXY,
4mo Ha NpaKmuke ygoOHee Hanucamsp
NPOrpaMmy Ha KOMNblomepe, a 3amem

no3BoO-
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nepexkauamp €e U3 KoMINbHomepda B
KAQABKYASIMOP NOCPegCMBOM CUHXDO-
Hu3auuu uyepe3 Kabeab. Takxe Bbl
MOJXeme BOCNOAb30BAMbLCS Cpeg-
cmBamu pa3padomxu u OMAagKu npo-
IpaMMm, NPegcmaBAeHHbIMU HA cal-
max "Aro0umeneli KAAbKYASUMOPOB'.

AAf CUHXPOHU3QUUU KAABKYAS-
mopa ¢ KOMNbIOMepOM HYXXHO Nog-
coeguHUmMb KabeAb U3 KOMNAEKMA
NOCMAaBKU, HA KAABKYASLMOPE Bbl-
3Bampb nporpammy "Server” u Ha
KOMnblomepe 3anycmumb NPOrpam-
My KOMMYHUKQUUu "PC
Connectivity Kit", komopass B KOM-
nAeKm He BXOgum, HO ee MOKHO
ckauamb u3z www.hp.com. Iloab30-
BameAbCcKull unmepgelic nporpam-
Mbl CUHXPOHU3QUUU GOCMAMOYHO
npocm - OKHO NPOrpaMmbl paszoumo
HA @¢Be uacmu, B BepxHel uacmu
omobpaxaromcs (alirbl KOMNbIO-
mepa, B HuxHel - palinbl, 3aNUCaH-
Hble B KaAabkyaamope. Ilporpamma
noggepsxupaem mexHoaroruro OLE,
no3moMy OCMAMOYHO BblgeAumb
HY)KHBle (DQUAbl B OKHE KUABKYAS-
mopa u nepemaujumb UX B OKHO
KOoMNblomepa u Raobopom.

RPL - nporpaMMmupoBaHue

Brympu kaabkyrsmopa BCcmpPOeH
unmepnpemamop a3blka RPL, noamo-
MY Bbl MOJKeme HenocpegcmBeHHO C
KAQBUQMYPHl BBOgUMbL MeEKCm Npo-
rpamMMbl U NPOU3BOGUIML €€ BbINOAHE-
Hue 0e3 gonOAHUMEABHOU KOMNUASA-
yuu. Ecau nporpamma o6beMHAs, mo
u3-3a MEAKOro pasmepa gucnaes
meKcm nPorpamMMmbl BOCNPUHUMAEMCS
yulepbHO; nosmomy ygobHee Hanu-
camb MEKCM NPOrpammbl HA KOMNbIO-
mepe (Hanpumep, B pegaxkmope
WordPad), a 3amem, cCuHXpOHU30BAB
KoMnbiomep U KAAbKYASMOP,
yamb HQ NOCAegrull (alia ¢ Bawell
nporpammoti, a BCMPOEHHKLU pegak-
mop KAABKyAAMOPd UCNOAb30BAMb

CKd-

gAsL BHECEHUS MEAKUX U3MeHeHull B
nporpammy. A3blK nporpamMmupoBda-
Rnua RPL gocmamouHo npocm, BCe ero
nepeuucaenst B "Pocket
Guide" - MaAeHbKAS KHUKKA U3 KOM-
naekma nocmasku. EguHcmBeHnHbil
Hegocmamox - Hem NOAHOUEHHOTO
onucaHus cuHmaxcuca s3vika. ITIpo-
6eAr MOKHO BOCNOAHUMB, BOCNOAB30-
BaBwUCh calimom "Arobumenell Karb-
Kyassmopos” www.hpcalc.org, omkyga
MOJKHO CKQUQImMb MHOIO ONucarul u

KOMQHGbl

UCXOJHUKOB MEKCINOB NPOrpamm.
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PaccMOTpUM HECKOABKO IIpUMe-

poB ncnoan3oBaHus RPL - komaHA.
"MENU" { { RECEIVE 1 } { EXIT 2} } 1 CLLCD
CHOOSE DROP 'SEL' STO

AQHRAA KOMAHGA BBI3bIBAEM HA K-
PQaH MeHIO C 2-MA CMPOKaMU BrlOopa

' RECEIVE '

VEXIT :

I

u opmupyem 3anOMUHQHUE Bbl-
OpanHol cmpoku B nepemenHol SEL.
Paccmompum paznble nymu BbiNOAHE-
HUA NPOrpamMmbl B 3QBUCUMOCIMU Om
3HaueHUs nepemennoud SEL: npu Bbl-
6ope cmpoku "RECEIVE" SEL=1 u
BblNOAHsIeMCA OAOK Onepamopos -
BLOCK!, a npu Bhibope cmoxku "EXIT"
SEL=2 u BbinoAnsemcs OAOK onepa-
mopos - BLOCK2 :

CASE

SEL 1=
THEN
BLOCK1
END

SEL2=
THEN
BLOCK?2
END

END

Hruyuaarusayus COM-nopma

npou3BOGuUMCA KOMAHGOU :

9600 BAUD 0 PARITY OPENIO

YcmanoBum nepemenHylo Rstr kax
nycmyio cmpokKy u gobaBum K Hel
cmpoky u3 0ygepa BBoga (pasmep 0y-
¢epa 255 6aiim) :

" 'Rstr’ STO

Rstr BUFLEN DROP SRECV DROP + 'Rstr’
STOP

Ecau Bbl Xomume BblBeCmu HA K-
PQH 3HQUEHUe CMPUHTOBOU nepeMeH-
Holl Rstr, hanpumep, Ha 2-0ll cmpoke
gucnaes, mo Habepume KOMAHGY :

Rstr 2 DISP

IIpu BbiBOge HUCAEHHOU nepemen-
HOU HQ 3KPAH ee HYXXHO npeodpa3o-
BamMb K CMPUHIOBOMY muny, Hanpu-
mep nepemeHnHyro Numb omo6pa-

3ums Ha 3-ell cmpoke gucnaes :
Numb \->STR 3 DISP

H nocaegnuil npumep - grsa om-
npasku u3 COM-nopma cmpuHropotu
nepemeHHol Rstr, mak, umobbl OHa
3aKaH1UBAAACh cumBoaamu <CR> u
<LF>, Hy>KHO UCNOAb30BAMb KOMUH-
gy:

Rstr 13 CHR + 10 CHR + XMIT DROP

Kak BugHO u3 npumepoB, MOXKHO
AErkKo cocmapumb MEKCm nporpam-
Mbl NO CHUMBIBAHUIO clnamucmuye-
CKUX gaHHBIX u3 asmomama. [lpu
HQNUCQHUU NpOrpaMmbl COBEMYIO

cgeaamb ABMOMAMU1ECKOE NPUCBO-
eHue uMeHu ¢aliaa co cmamucmu-
Koll, Hanpumep, NpPucCBOUMb UMA
¢atiry AO01, 3amem npoBepumsp gu-
pekmopuio HOME ra npegmem Ha-
XoxgeHusa B Hell (patira ¢ MAKUM Xe
uMeHeM, ecAu @aliax ¢ makuMm ume-
HeM O0OHQpPyXeH, MmO NpucBoOumb
gpyroe ums, Hanpumep, A002 u Bbl-
NOAHUMB NpPOBEPKy gupeKmopuu
HOME croBa u m.g. Ygooro Hauu-
Hamp umsa ¢paira ¢ 6ykset "A"; no-
CKOAbKY NPU CUHXPOHU3AUUU KAAb-
KyAAmMoOpa ¢ KOMNBHOMEPOM BCe
¢dalabl B OKHE NPOrpamMMbl CUHXPO-
HU3QUUU ynoOpAgoOduBQOMCS NO AA-
¢aBumy, mo Bce paliabl ¢ UMEHAMU
"A.." oKaXymcs HaBepXy KAmaAord,
u Bam meHnbuwie npugemca npube-
ramp K CKPOAAUHIY KQMAAOTd.
INpusegy npumep ¢aiira cramoll
cmamucmuKu U3 OgHOro Kogellnoro
aBmomMama npu NOMOUlU KAAbLKYAS-

mopa HP-49G :
%%HP: T(1)A(R)F(.);
"3.022 1.112005

AZKOYEN 'VENETO'

NUMBER MACHINE: 00013010

2005/11/01  15:01:33
SELECTIONS
TOTAL OF SOLD UNITS: 1564
TOTAL OF SOLD MONEY: 23826.00
TOTAL MONEY IN CASH: 19670.00
TOTAL MONEY IN GIVERS: 456.00
MONEY 1O GIVERS: 4612.00
MONEY GIVEN AS CHANGE: 0.00
CHANGES NOT GIVEN: 0.00
EXTRACTED MONEY MANUALLY: 0.00
SELECTIONS
1D Price Qty Money
ESPRESSO  15.00 178 2430.00
B.ESPRESSO 15.00 105 1470.00
KOFE+MILK 15.00 74 1065.00
B.KOFE+MILK 20.00 137 2055.00
CAPUCHINO 25.00 258 6150.00
CHOKOLAD  15.00 122 1800.00



CHOKO+MILK  20.00 49 980.00

TEA+MILK  10.00 3 30.00

TEA 05.00 237 1140.00

MILK 10.00 49 490.00

AMERIKANO 18.00 165 2970.00

B.AMERIKANO 20.00 54 1080.00

KOFE LATTE 15.00 76 1140.00

B.KOFE LATT 18.00 57 1026.00

SPARE 05.00 0 0000.00

SPARE 05.00 0 0000.00

SPARE 05.00 0 0000.00

SPARE 05.00 0 0000.00
PRESELECTIONS

D Price Qty  Money

NO SUGAR 00.00 48 0000.00
MORE SUGAR 00.00 356 0000.00

LESS SUGAR  00.00 87 0000.00

IlepBrle gBe cmpoku alirq crene-
pupoBanbl Karbkyasmopom. [lepsas -

MEeXHOAOTU4eCKds gAsl KAALKYAMOPA.
Bo Bmopot cmpoke nporpamma 3anu-
ChlB@em meKyujee Bpemsa u gamy.
Smo cgeaano u3-3a moro, umo MHO-
rue onepamophl ACHAMCA yCMAHABAU-
BQmMb gamy U Bpems Ha MOProBOM 4B-
momame, AubO ABMOMAMbl He UMeom
BCMPOEHHBIX MAllMepoB;, nosmomy,
3anucklBas B ¢alla gamy u BpeMs u3
maliMepa KAAbKYASIMOpPQ, Mbl MOKEM
Obrlmb yBEepeHbl B KOPPEKMHOCMU ga-
mMbl U BpeMeHU CHAMUA cmamucmuyie-
CcKolU uHgopmauuu.

U3 Briliecka3aHHOIO MOXKHO cge-
Aamb BbIBOg O MHOIOIDAHHOCMU NpU-
MeHeHUsl IPaguiecKoro KAAbKyAsamo-
pa HP-49G. Mnorue mexnoaoruuec-
Kue ycmpoUcmBa U arperamsl uMerom
nopm RS-232 gaa obOujeHus ¢ BHew-
HUM MupoM. AAst CBA3U € maxumu yc-
mpoucmsBamu HY>XHA HeboAbWas no
pazmepam KopoOOUKd, BKAOUQOULAA B
ceos:

e [locaegosameabhblll nopm RS-232

e Dadw-namamp (KerameabHO O0Ab-
uioro oovema)

e BHympeHHION NPOTrpaMmy npuema
gAaHHBIX U UX nepBuiHol obpabom-
Ku
TIporpammy u Kabeab CUHXpPOHU3Q-
yuu ¢ KOMNbIOMEPOM

e [Ipocmoli NOAB30BAMEAbCKUU UH-
mepdgeiic, nosporsrowuli pado-
mamb  HEeKBAAUQUUUPOBAHHOMY
NepCOHAAY.

Bcem BhilenepequcAeHHbIM mpe-
60BaHUAM BCEUEAO YgoBAemMBOpsem
urxeHepublll kaabkyrsmop HP-49G.
IpegBuxy BONPOC NO NOBOGY NOCAEG-
Hero nyHkma: Kak MOXHO gocmudb
npocmoro NOAb30BAMEALCKOTO UH-
mepgelica, Korga Ha KOPNyce KAAbKY-
asmopa 51 xaaBuwa? Mbl Hanucaau
nporpammy NO CHAMUIO CIAMUCIMUKU
u3 MOProBhLiX ABMOMAMOB, NOAB30BA-
meAbckull unmepgelic komopou co-
cmoum u3 mpex KAQBUW (BKA. KAABKY-
ASLMOP, BBIKA. KUALKYAAMOD, CHAMb
cmamucmuky) u MEeHIO Ha 3KPaHe gu-
cnaest. T1oCKOALKY KAABKYASLIMOD UMe-

em NPO3PAUHYIO 3GUUMHYI0 NAGCMU~

KOBYIO KPhIUWKY, MO B Hell MOKHO npo-
CBepAUmMb ompBepcmus, wmoObl OHU -
COBNAGAAU C HYKHBIMU KAQBUWIAML, U
morga Bal NepCOHAA NOAyHUm §oO-
cmyn moAbko K unmepgelicy npo-
IpamMmbl, a4 He KO BCeM (PYHKUUAM yn-
PUBAECHUA KAALKYAAIMOPOM,

Bawu Bonpocsl, pekomMeHgauuu u
goONOAHEHUS! N0 JAHHOMY MAMepudAy
npuckeaaiime HA tech@vendorus.ru

H

- w - — -

pochle OTB ™ )
a CJIO)K“- e - 'llr‘0¢ -~

[

MoCKOBCKasi KOMMaHMa npurnawlaet
Ha paboTy ONepaTopoOB TOProBbIX
aBTOMATOB.

Ob6pawarbes no TenedoHy
8-926-189-81-69
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-
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ABTOMA 1 1 .
Venson ¥ ¥ s10:

® CONMAHOCTb, HAAEKRUCTL, TPARULMM;
< Ny4ilies COOTHOLIGHN® LieHa/kauecTBo;
® yHUKATbHbIE PYHKUMN.

@b.';"ﬁ: tv 2

e iOmeL ¥ . 7

7 nem Ha pbiHke!

ochuyuansHbili dunep CamcyHz 2apaHmupyem:
® PeuiltHyw idpaH i 18 Mecsues;
® BECb CreKTp TOProBbIX aBTOMaToB CamCyHr;
® camble HU3KUE LieHbl, U MHoroe Apyroe!

(3 A -
r.Mock s, 2-ast YepHu . -3ckas A.6.

788-7339, 256-15. 5, /.5-6_D1
e-niail: infu@avioniattoiy.ru
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AsTOp: Tapac Yurapur
H3paTean: 3enuna C.B.
Opea, 2005.

Tupax - 5 000 5k3.
O061BeMm - 128 cmp.

IpegcmaBasiemas KHUrd - BMOPAs, BRlUEGas HA POCCUUCKOM PbIH-
Ke 3a NOCAegHUE gBA roga Ha memy BeHyuHra. Ileppol ObLaa KHUIQ
Anexcangpa Bapannuka "Topropble asmomamsl - BEHQUHT 6e3 cekpe-
moB" (2004). B xnure Tapaca HurapuHa memamuka noAydiaem
garbHelulee pa3Bpumue U KOHKpemu3ayuio. ABmop - CompygHUuK Moc-
xKoBckol komnanuu "Famboac” Hauboree "0gpoOHO onucklBaem OGHO
u3 HANPABAEHU(l BEHQUHIA - MeXQHUYEeC cueé MOPIoBble (BMOMQMbL.
OgHaKo cogepxanue KHuru wupe.
B nell pacckasbiBaemcs 06 o6ujux npobAeMax coppemMeHHol apmo-
MamHOU MOProBAlU, BUgax ABMOMAMOB, 3KOHOMuUKe BeHguHra. Om-
gEABbHBIE TAABbl NOCBAWEHbl MOMY, KAK 3APOGUACA U DA3BUBAEMCA
amom Ou3Hec, NPUYUHAM ero NONYAAPHOCMU, OCOOeHHOCMAM PA3BU-
mus B Poccuu, owubkam u gocmuXeRuAM UHOCMPAHHBIX U POCCUUCKUX OU3HECMEeHOB. ABMOp geAumcs
onbmoM pabombl ¢ MOProByIMU ABMOMAMAMU, CINAPAEMCs pa3Besmb npeqgyoexgenus, CBA3AHHbIe C
BEHGUHIOM, OUeHUBaem ero nepcnekmusbl B Poccuu u cmpanax bAuXXHero 3apybesxpsi.

KHxura y>xe 8 npoapake. OpopMuTs 3aKa3 Ha IOKYIIKY MOKHO Ha caiT 2 www.gumballs.ru.

usgameAab-
ckoro goma "lNanopama” - 3mo npogeccuonarbHbLU
112-cmparuyHblll XYPHAA GASL CREYUAAUCIMOB
B OPraHU3AUUOHHOU, MAp.eMUHroBoU U (huHAHCO-
| BO-X035UCMBEHHOU chepix gesmeAbHOCMU Npeg-
| npusmutl uHgycmpuu rocmenpuumcmsa. Cpegu
ero pyopux - sce, umo unmepecyem pabOMmMHUKOB
x rocmuHU4YHOU ompacau: paboma ¢ NepCoHAAOM,
UHGOPMAUUOHHbBlE MEeXHOAOI'UU, HOBUHKU 00O0pY-

gOBQHUs, MOBAPKL, YCAYIU U MHOTOE gpyroe,
B pabome nag xyprcaom npurumaroom yudc-
mue npenogaBameau Cankm-Ilemepbyprckot
. aKkagemMuu cepBuca u 3K IHOMUKU, MOCKOBCKOTo
! “ UHCcmumyma mypu3mad U TrocmenpuuMcmsa,
p Bricwieti wlkOAbL 9KOHOM. KU, 4 MAKXKE MeHegXe-
- pbl, yNpapAsoujue rocr uHuUl, MApPKemoAOIru u
‘ . gpyrue cneyuaAucmel UHgycmpuu rocmenpuum-
cmBa. JKypHaA BBIXOg 'Mm eXeMeCsauHOo, pac-
npocmpaHsemcs MmMoAb.<O no nognucke. Bcs
i ungopmauus 0 nognucke HA Hawem calme:

www.gosdel.panor.ru
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127422, Mockaa, yA. Kocmsakosa, g. 12. ogpuc 50. m/: (095) 610-21-30, 913-41-18.
E-mail: editor@vendingbusiness.ru, editor-vending@mail.ru, www.vendingbusiness.ru

BAAHK-3AKA3
Ha pazmewenue MOgyALHOU pekaambl B XKypHare « Vending business. ABmoMambl gAsSt MOPIOBAU, YCAYI, pasBAedeHuil» - Ha 2006 r.

{cocmasrme rpagux ceoux nybAukayull, nocmasus 3HAK X B coomsemcmsytowiell siuetike, U omnpusbme OAQHK B PGAKUUIo).

2006

deBparb| ampeAb MIOHb | aBr'yCT | OKTSI0pB | AeKaOphb

A4 —
450 eBpo
1/2 A4 —
250 eBpo
174 A4 —
150 eBpo
1/8 A4 —

80 eBpo

[pu nybAaukayuu B mpex Homepax u boree — ckugka go 20 % . Cmoumocms pasmeuieHus peKAGMHOU cmambu —
gorosopHaa. CImoumMocms pasmeuleHus pekaambl gana 6es yuema HAC.

Hassanue ¢pupmst (opranusayuu)
Teaecpon/ paxc: ( ) E-mail:
Konmaxkmmuoe auyo (PHO)

3A0 « OHeprompaHCKOMNAEKM »

HHH/KIII 7726063807/ 772601001 [1pu nokynke B pegaxkyuu 150
p/c 40702810900100000831 B OAO « MHnb» r. MockBa C gocmaskoti B PO 185
BUK 044525600 C gocmaskotl B beaopyccuio,

k/c 30101810300000000600 Y3bexkucmarn, OcmoHuI0 210
Kog no OKOHX 71500 C gocmaskol B gp. cmpansl 230

Kog no OKIIO 26119069
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1. CtonMOCTh pa3MellleHUsI peKAaMHBIX MaTepruaAoB (0e3 yuera
HAC)

Onaama B pybasix, no Kypcy b P na genbs onaamal.
« Ha BHympeHnHux cmparHUuax

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

+ Ha obroxkax:
1-s1 o6r0xKa — 1000 eBpo,
uenmpaibHbll pazsopom — 1600 eBpo,
2-1, 3-1, u pop3say, (cmp.3) — 800 eBpo.
4-a 00A0KKa — 900 eBpo.

« I'lpu nybaukauuax npegycmompeHa ruOkas cucmemd CKUgoK.

» Ecau y Bac nem romoBoro pekAamHOro Mogyas, Bet moxxeme 3a-
Kazamp ero y Hac. Cmoumocmpb pa3pabomku MOGyAs 3aBUCUM Om
CAOKHOCIMU, HO, KUK NPABUAO, Haxogumcsa B npegeaax 100-150 espo
(3a norocy popmama A4).

2. Texumyeckue TpeOOBAHUS K IPEAOCTABASIEMBIM AAS ITYOAN-
Kall¥ MaTepuaAaM.

+ Ilogaua mamepuarOB B peGAKUUI0 OCYW,eCMBAAECMCA HE NO3GHEe,
yeMm 3a Mecsu, go BbIXOGA COOMBEMCMBYIOUET0 HoMepd.

+ Texcmosoti mamepuais npunumaemcst B Word (rtf), Excel.

« Maniocmpayuu, pomorpaguu — B srekmporHom Buge (CMYK,
paspewienue He HWKe 300 dpi); gonycmumo npegocmaBA€HUE Kaye-
CMBEHHbIX (POMOOMNEeUaMmKOB U CAQUGOB.

« Maxkembl peKAGMbl NDUHUMAIOMCS B CAEGYHOWUX NPOTPAMMAX.

Photoshop 5.0—7.0. @atiabt B popmame TIFF, CMYK, 300 dpi.
(A5 BHeCeHUs KOpPEKMYPbl B PeKAAMY pegakyuet — patirbl B pop-
mame PSD, caou «He caumbl»).

Corel Draw 9.0—11.0, lllustrator 8.0—10.0 {06s3ameAbHOE COXPa-
HeHue nog Bepcuto 8.0). BexmopHble u300pKeRua gOAKHbBL Oblmb
nepepegensl B Kpuskble (Curve).

Quark Xpress 4.1.—5.0 ( Collect ¢ npuarokenHbiMU wipugpmamu).

+ Mamepuaa npunumaemcs Ha HocumeAsx: guckemsl 3,9, CD-R.

« @opmam cmpanuubl: go obpeza — 215x300; obpeznoii —
205x290 mm, noaroca nadopa — 169x239. Tekcm u uzoOpwxreHus
IOMOBOTO {CBEPCMAHHOT0) PEKAAMHOTO MAMePUaAd GOAXKHbLI OMCMYy-
nams om 00pe3Horo hopmama He MeHee S MM C KWKGoU CIMOPOHMbL.

+ @opmam mogyAs:

1/2 — 169x115,5 mm; 82,5x239 mm.

1/4 — 82,5x115,5 mm; 169x56,4.

1/8 — 82,5x56,4 mm.

» K pekramHbIM MOGYAAM 3AKA3YUK NPEegoCcmanaAsiem AHAAOTOBYIO
usemonpo6y. [Ipu omcymcmsuu yBemonpo6bl U3gameAbCMBO He He-
cem omBemMCMBEHHOCMb 3A MOYHYIO UBemonepeqgauyy.
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(B ckobKkax ykaszaHbl HoMepa cTpaHul)

Apmomammopr (45)
Arenmcmpo pazsumus
nompeéumeAbCKoro
pbirka (11)

Areq) Kogpe Hati (15)
Anep Tpeiig (15)
Apxuneaar 3cnpecco (1)
Banaeo, @upma (16, 17, 18,
19, 33-35)

Bengexkc (17, 18)
Bengunr Py (15, 18)
Bengunr-Lienmp (15)
Bengopyc (O6a. 11, 15, 18,
42, 45)

T'amboac (O6a. I, 46)
Axycmacmep (

Ooa. 1V, 15)

Wmanako (15)
Hmarmoobu (15)
Kpucman Iaxk (39-40)
Mecce Arocceabgoph
Mocksa (11)

Mucmepus Bengunr
Mawuns (15, 17-19)
HAAT (1, 3-10, 12)
HauuoHnaabnas
Bengunrosas xopnopauus
(Vend Land) (O6a. I, 19)
O60oAr0nb, 30807 (40)
Ilanopama,
usgameabckuii gom (46)
Tpokcuma (13)
Tpogeccuonarbble
MOProBble ABMOMAMBL
(19)

Pocunka (40)
Poccutickuli copem
moprosuix uenmpos (11)
Pyc-Bengunr (16)
Pycmop-Hmnexc (16)
Canmoc (19)
Cubo-pengunr (19)
CaaBymuy, 3aBog (40}
Tomaxk (39)

Okcno-Tlapk
BricmaBouHble npoeKmbl
(11)

Okcnouenmp, 3A0 (11)
BkcnpeccnpogcepBuc
(OI1C), rpynna komnarutl
{16, 18)

@opmmpeltig (20, 32)

Adimac (16)
AG FOODS (16)
AlmaFood (O6a. 1, 15)

AlmaPack (15)
AMFood (O6a. [}
Azkoyen (O6a. 1, 15, 18}
BDV (Fepmanckaa
BeHQUHr-accoyuayus) (21,
23, 30-32)

Beaver (O0a. IIT)
Bianchi (O6A. 1)
CashCode (O0A. [)
Coca-Cola (40-42)
CoinCo {O0a. 1, 16, 42)
Confida {36}

Dallmayr (23)
Eurogran (O6a. 1)

Euro Handelsinstitut
GbmH (Ooa. II)
Euroshop (Oba. 11}
EVA (42, 43)

EVMMA (42)

Fas Int. (O0a. I, 15)
Ferrero (23)

GPE (O6a. 1)

ICS Int. (O6A. 1, 16, 33-35)
ICT (O6a. 1, 16)

ITE LLC Moscow (41)
JCM (16)

K.Com (Korea Coin
Mechatronics Co, Ltd.)
(O6A. IV)

Kraft Foods (23, 39}
Kraft Foods Ukraine {39)
Luigi Lavazza (16)
MARS (16)
Masterfoods (23)
NAMA (42)

Necta (O0a. 1, 16, 17, 18,
19)

Nestle (20, 23)

NRI (O6n. 1, 16)
PALOMBINI (15)
PepsiCo (40}
POPAI-Poccus (11}
Rheavendors (20)
Ristora (16)

RPC (O06a. 1, 16}
SAECO (16)

Saletech (39-40)
Samsung (16}

Sara Lee (23)

Unilever (16)

Vendin (15)

Venditalia Servizi S.n.l.
(37)

Vendo (20)

Veriplast Int (16)



2

! "
' — .__. .
. o e i e
. o | to
~. A .. — L
ARt AN A i ML WY G R - ~ - . ) R ﬂ.. ‘n~
‘ 8- 1 Ju
s sl , .
RO - i co ORI [ e
ey DA
oo T L i
. . C e ; |
% ; [ T
- i, P
iy § PR ;
- - 4 ,‘ ; o
¢ m? w

KOOPAMHATDIS

it

E

e




Siealig ]

T PanZat? o ' N
n, -
i ' . F I ! i~ t—] |t
1 ; ~
l:,, o f l cozoqot €000
[ ] R0
i L
| EN

e

“ - i
» %2%0 ' II

'




