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XypHan ong Tex n o Tex, KTo NpoM3BoAUT aBTOMaThl,
paboTaeT C HUMU, NONbL3YETCSH UX ycayramu

Lloporne yutarenn!

Pegaxyuonnas KOAOHKA HE ecmb KAHP UCKAIOUUMEADL-
Hblil, HO NO Cymu geAd OHA — MO JXKe npegucAoBue. A K
NpeguCAOBUI0 OMHOWEHUE U3BeCMHOe: NPUHSAMO Cl-
mame, 4MO OHO HABA3bIBAEM YUMAMEAND HYKJYIO €My
MOuKy 3peHusi U K MOMY JKe NpeXgeBpeMeHHO PACKPbIBA-
em unmpury cogepxxanus. HMcxogs u3s

amoro, pag wumameAel (kemamu, go- |

Dear readers!

Editors’ column doesn't present an excep-
tional genre; as a mater of fact, it's just a pref-
ace. The common attitude to prefaces is well-
known; they are usually considered to impose
some alien point of view on the reader, and,

in addition, discloses the intrigue

prematurely. Hence some readers

BOABHO MHOTOYUCAEHHbIl) npegnoyu-
maem 3HAKOMUMBCSL C NDeGUCAOBUEM |
nocae oCHOBHoro mexkcma. Hawu uu- |
mameAu BOAbHbl YCMAHABAUBAMb |
3Mmy oyepegHOCMb NO CBOEMY BKYCY, B
oboux nogxogax ecmb CBOSL AOTUKA.
Kax 66l mo Hu ObIA0, Mbl XOmeAl Obl
gamb HEKOMOpble KOMMEHMApUU K

cogep KaHUI0 HOMEpPA. 3aMemHoe Me-

| (rather numerous, by the way) prefer
' to read the foreword after the main
| text. Our readers may choose the
| sequence according to their own

taste, both the approaches have their

own logics.

In any case we'd like to give some
commentaries to the issue’s contents.

| Appreciable part of that is occupied

CImo B HeEM 34GHUMAIOmM Mamepudaabl,

C. P. IOpxaHosB,

| by materials devoted to the possibili-

Nsnarens

NOCBAWEHHbBlIE BOBMOKHOCIMAM pauyu-

ties of healthy nutrition based upon

S. R. Jurkhanov,

OHUABHOIO NUMAHUA C UCNOAb30BA-
HueM moproselx aBmomMamos. JKyp-
HAA yoKe HEOgHOKPAMHO 3amparuBada
amy npobiemy, Oygem oO6paujambCa K |
Hel u Bnpegb. Mbl nocuumaau HeoO-
XOgUMBIM ygeAumsb el NOBbIWEHHOoe
BHUMQHUE C yYemoM NOCAEGHUX CO- |
Opumull, pasprpaBWUXCA HA 3acega-
HUU MAK HA3blBAEMOI'0 MOCKOBCKOI'O
CmMygeHYeCcKoro «npaBpumeAbCmBa |

gybaepoB». Kak u3BecmHoO, BblCMY-

Publisher

use of vending machines. The maga-
zine has treated the problem more
than once and is going to preceed the
| line. We considered it necessary to
| pay additional attention to it because
of the latest events that happened
during the meeting of the so called

Moscow student “doubling govern-

ment". It is known that taking the
floor there Moscow mayor not only

strongly criticized the project of

nas mam, MOCKOBCKUUL M3 HE MOABKO Uu. J1. 3oros, school catering development, but has
PACKpUMUKOBAA NPOeKM pa3Bumus InasHbiit peaakTop also declared (in his usual categorical
1. L. Zotov,

WKOABHOTO NUMAHUS, HO U B CBOl-

Editor-in-chief

CMBEHHOU eMmy 0Oe3aneArsiyuoHHou |
MaHepe 3asBUA 0 becnepCnekKmuBHOCMU WKOABHOTO BEH-
gunra. K coxarenuio, NOXoxe, 4mo B MOCKOBCKOM PYKO-
Bogcmpe He HAQWAOCh Alogell, KOmopble OCMEAUAUCH Obl
BCMynums ¢ IPAGOHAUAALHUKOM B gucKyccuio. boree mo-
ro, pag pykopogumeAel genapmamMeHnmoB NocnewuA no-
ggepXamp ero, He cooOpPaA3yst CBOU BbICIMYNAEHUS C dAe-

MeHmMAapHOU Aorukol. Mo)XHO O6blA0 OBl nOXamMb NAeYaMU,

manner) that school vending has no
| future. Unfortunately it seems there
were no people among the Moscow governing
bodies who were brave enough to enter a dis-
cussion with the leader. Even more than that:
some top managers of the departments hurried
to support him without agreeing their state-
ments with elementary logics. Of course one

might shrug his shoulders recalling that some
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CChIAQACH HA MO, YMO pAg rpoMKux 3asBarenul IOpus Mu-
XaUA0BUYA OCMABAACA B NPOWAOM Oe3 nocaegcmBuil (Ha-
npumep, ero naccaxu Haciem moro, wmo « CeBacmonoab
Mbl HEe 0OmMgagum» ), ecAu Obl 3a 3acegaHueM He NOCAEJOBA-
AU OPIBbIBOGHL.

Bbriro ommeHeHO nocmaHOBAEHUE NPABUMEAbCMBA
MockBbl, npegycMampuBaBUlee YAyUlleHUe CucmeMbl go-
NOAHUMEABHOI'O NUMAHUSL WKOABHUKOB, MO NOBAEKAO 3d
coboll pacmopskeHue goropopa MeXxqgy genapmameHmom
nompe6pniika u 3AO «Aymometimug cepBucui». Mbl He
Oygem 3amparuBamp 0OPUGUHECKUX ACNEKMOB 5MOro —
He Hauw npoguab, HO cuumaeMm HeOOXOgUMbIM 0OCygumb
0O0CHOBAHHOCMb NPOGEMOHCMPUPOBAHHOTO BOAEBOTO
nogxoga, ero BO3MOXKHble NOCAeJCMBUS U UAbIMEePHAMUB-
Hble BapuaHmel. KOHeuHo, ouenb XomeAoch 0bl, 4moObl B
nepcnexkmuse BCe-Maku BO300AagaAl He 3MOUUU, a 3gpa-
Bblll CMbICA U B3BEWEHHOCMb.

B smom HOoMepe mbl npogoAKaeM NyOAUKAUUIO Mame-

puaaoB o6 opranu3auuU ABMOMAMU3UPOBAHHOU MOPTOB-

AU B pa3Bumblx cmparax. 1o HaueMy MHeHUlO, peub
gOAKHQ ugmu He O CAeNOM KONUPOBQHUU peuleRnull, Ko-
mopele Heu30eXHO YUUMBIBAIOM CAOKUBWUECS HAUUO-
HAABHbIE UAU PErtioHAAbHbIe MPAGUUul, d O PA3yMHOM
yueme MupOBOIro onslma, URGOpMayusa 0 KOmopoM NO3BO-
Afem Nno-HOBOMY B3TAAHYMb HA NPOUECCHl, Ugyujue B HA-
well cmpaHe. K makoro poga ungopmayuu omHOCUmMca u
NpuBOgUMAs B HOMepe Cmamucmuxkd Nno OpumaHCKoOMy
BEHJUHIY, XOMA OHA U HOCUM MeCmamu, KaK NPU3Haiom
cocmasumeAu 0630pa, NpomuBopevuBbll xapakmep. Aa
u poccusiHe, OblBaABWUE B NOcCAegHee BpeMsa B AHrauu,
nogmaepXgaom, 4no YeHkl Ha Koge, npuBegeHnble B 00-
30pe, CyujeCmBEeHHO 3GHUKEHBL.

H nocaegree. Ilpu nogromoBke K nyOAUKQUUU B npeghl-
gywieM HoMepe uHmepBbio B.A. Pakumckoro o noceuje-
Huu BbicmaBKu AVEX B meKkcm BKDAAUCH gBe OWUOKU!

1. Ha cmp. 45 B cmpokax 20 (pyc.) — 23 (anra.) crusy
Bmecmo Etna (Aromatique) caregyem uumamb BEVY 2
(Beautiful beverages);

2. Ha cmp. 47 B cmpoxkax 12-15 cBepxy Bmecmo Cimbali
caegyem wumams SGL.

B xoge becegrnt ¢pupma Cimbali ynomuHarack, HO no
gpyromy noBOgy — Q UMEHHO, B CBA3U C mMeM, YMO OHA
npuobpeaa 25 % axkyuti FAS.

Mpl npuHOCUM CBOU U3BUHEHUA yumameAsM u Baae-

puio ArekceeBuuy.
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loud proclamations of Yury Louzhkov had no
consequences in the past (foe example, his
declarations that “we shall not give away our
Sevastopol”), if only the meeting were not fol-
lowed by practical conclusions. A previous
Moscow government decree aimed at
improvement of supplementary school cater-
ing was annulled, entailing dissolution of a
contract between the department of con-
sumers’ market and Automated Services JSC.
We'll not treat the legal aspects of this, since
it's not our profile, but we consider it necces-
sary to discuss the validity of the arbitrary
approach, its possible consequences and
alternative versions. Of course we'd wish
strongly that a common sense and balanced
mind prevailed over emotions.

In this issue we proceed to publish materials
on organization of automatic vending in the
developed countries. In our opinion the ques-
tion is not to copy blindly the decisions basing
inevitably on national or regional traditions,
but to demonstrate a rational attitude towards
experience that allows a fresh look at the
processes in our country. Data on the British
vending statistics belongs to this kind of pub-
lications, though they are somelimes contra-
dictor, as the compilers admit. And some
Russians who visited Britain recently also con-
firm that the coffee prices cited in the review
are too low substantially.

And the last. During the preparation for
publication in the last issue of interview given
by Valery Rakitsky on his visit to AVEX trade-
fair, two errors slipped into the text:

1. At page 45, lines 20 (Rus.) — 23 (Engl.)
from the bottom, "Etna (Aromatique)” should
be changed for BEVY 2 (Beautiful beverages),

2. At page 47, lines 12 — 15 from the top,
“Cimbali” should be changed for SGL.

During the talks Cimbali was mentioned but
regarding the fact it bought 25% of FAS
stocks.

We present our apologies to the readers and

to Valery Alexeevich.
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Bce noporu Beayt
B Pum — Ha ®opym
OrnepaTopos.

European

Hegasno opranuzoBannniii EBponelickuii @o-
PYM onepamopos cofupaAcst Bo Bmopou pa3s B Pu-
Me 8 cenmabpsti. HezaBucumble onepamopbl BeH-
gunra uz Yeuwickoli pecnybauku, @panuuu, l'ep-
manuu, Umaauu, [Noabwiu, Mcnanuu u AHrauu
BCMpeuaAucs gas 06MeHd ONbIMOM U, B 4ACMHOC-
mu, o0cyxgeHnus nymell NOBbIWEHUS 9KOHOMUYe-
cKoll aghpekmuBHOCcmu cBoero duszHeca. CnoHco-
pamu u opranuzamopamu scmpeuu obiau CONFI-
DA (Mmaabanckaa Bengunr-accouyuayusi) u EVA.

IpegcegameabcmBoBaa Ha Popyme UMAAbsH-
ckull onepamop @ropaBanme AAAETPUHO, UAEH
Hcnoakoma CONFIDA. B noBecmky grA, cchopmu-
POBQHHYIO CaAMUMU onepa-
mopamu, BXOGUAU CAegyio-
ujue gokaagsl:

Pogxep Yuaramc (Beau-
kobpumanus): O BBIIogax,
Komoprle cyAum OusHecy
BHegpeHuUe cmaHgapma
ISO 14000;

IO0ep botie (Opanyus):
O npeumywecmnax ISO
9001:2000;

B. Cxpunbs (Mmaaus): O
cucmeMe KauecmBda
Confida;

Yezape Cnunearu (Mma-
Aus): O6 ycnexax u npobae-
Max pacuiupenusl accop-
mumeHmd MOBAPOB.

B yucao Bonpocos, komopble 3amem 00CyX)ga-
AUCBH B peKUMe KPYTAOTrO CIMOAQ, BXOGUAU MAKXKe
npobAeMbl 3GHAMOCMU, KQUeCmBA YCAYr U Ha-
gexxHocmu 000pygoBARHUAL.

Cregyrowull Popym 6ygem opraHu30BAH
@panyysckol BenguHnr-accouuayuetli NAVSA u
npotigem 12 anpeasa 2008 r. B I[lapuxe. Hcnan-
CKasi, FepMAHCKAA U NOAbCKAsL ACCOyuQuuu yxe
3QAABUAU O CBOeM OygyuieM yuacmudu.

ITo mamepuaram npecc-peausos om 02.08.2007
u 10.09.2007

i 1

Fioravante Allegrino (right)

KO®E B 3EPHAX
AMYIJIET Grand Espresso

1000 r

Vending Associatior

I

anHa bﬂa, JICTIOAHUTeAHEII AMIPERTOD
EBA u BBA (caeBa), ObopaBanTe AMErpHHO (cripaBa)
Catherine Piana, CEO, EVA & WVA (left),

Kocbe HaTypaﬂbeIﬁ Ansa ucnonb3oBaHna B TOProsbix aBToMaTax
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All roads lead
to Rome’s
Operators’ Forum

The recently set up European Operators’
Forum held its second meeting in Rome, Italy, on
8th September. Independent operators from
Czech Rep., France, Germany, Italy, Poland,
Spain and the UK exchanged success stories and
experience on iso-certification, cost-efficiency
and the range of products on offer. The event
was hosted and sponsored by Confida, the
Italian Vending Association, in cooperation with
the EVA.

The meeting was chaired by Mr. Fioravante
Allegrino, an Italian operator, member of the CON-
FIDA Executive Committee.

The agenda items set by
the operators themselves
included business bene-
fits of ISO 14000 (presen-
tation by Roger Williams
— UK), advantages of a
ISO 9001:2000 (presenta-
tion by Hubert Boyer —
FR), the Confida Quality
Scheme (presentation by
V. Scrigna — IT) and last
but not the least widening
of the offer in vending
(presentation by Cesare
Spinelli — IT).

Following these in-
depth presentations,
round table discussions
took place to share experience and best
practice including the following items:
employment, quality of service, equipment
reliability.

The next Operators’ Forum will be hosted by
NAVSA and will take place in Paris on 12 April 2008.
The Spanish, German and Polish Associations have
further confirmed their intention to support the up-
coming meetings.

Based on Press Releases from 02.08.2007 and
10.09.2007

299 py6.
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TepmuHanbl. BeHOMHT.
Knocku 2007

Ouepegras (Bmopasa no cuemy) cnEyuAAuU3UpPOBAH-
HAsl BLICMABKA NAGMEKHBIX U UHMOPMAYUOHHBLIX mep-
MUHQAOB, MOProOBbIX ABMOMAMOB U, B WUPOKOM CMbIC-
Ae, 06opygoBanus gas cghepbl aBMOMAMU3UPOBAHHOIO
camoOOCAYKUBQHUA 3ANAGHUPOBAHA HA 3-5 oKmMAOPA
2007 r. u 6ygem npoxogums B [laBuAaboHe N | KoMnaek-
ca «Kpokyc 3kcno». B samom rogy no cpaBHeHUIO C Bbl-
cmaskoll 2006 r. niowagh 3KCno3uyuu Bo3pacmem
smpoe (go 3 000 m?), d HuCAO0 KOMNAHUI-YYACMHUKOB —
npumepHO BgBoe. Ha KOHeu, aBrycma 4ucAo 3KCNOHEH-
moB 0blr0 cBblie 90 u npogoaxkaro pacmu. K momy xe
BBICIIABKA Npuodpesd cmamyc MeXgyHapogHoll, no-
CKOABKY Cpegu ee yudCmHUKOB — Komnaruu usz CIIA,
TI'epmanuu, Anrauu, Kanagwel, beaapycu, liseyuu, Ben-
rpuu, Ykpaunbl, @Ppanuuu, beavruu, Kopeu, Anonuu
(He cuumas, KoHevHo, Poccuu).

Takum 06pa3om, KoAuuecmBeHHble yCnexu HaAuyo,
macumab BbicmaBku Bneuamasiem. CogepiKameAb-
HYI0 CMOPOHY NPOTPAMMbl OUeHUBAMb HYXHO, pa3-
ymeemcs, no pedyabmamam meponpusmus. I'loka xe
aBQHCOM MOJKHO CK@3amb, 4YMO memMamuiecKu
CMPYKMypad 3KCNO3uyUuu HECKOABKO OmAUYAemcs om
Bengdxcno B mom cMblCAe, 4moO CyujeCmBEHHO No-
gpoOHee npegcmaBAfiem MePMUHAAbL U KUOCKU, 4eM
aBmomamspl NOo npogaxxe moBapos. Ha goato mopro-
BbIX GBMOMQMOB («B qUCMOM BUgE») NPUXOGUMCS
11-12 % »skcnosuyuu, HA NPOGYKUUIO «gBOUHOIO HA-
3HQ4EeHUs» (KOMNAEKMYIOWUe BPOge NAAMEXHbIX CU-
cmeMm, 5KPAHOB U m.g.) — 0KoAo 14-15 % . OcmaabHoe,
NOHAMHOE geAo, cOcCmaBAsiom (3a Boluemom CMU —
OKOAO 5% ) ycmpolcmBa gAsi NPOGAXU YCAYT U CUC-
meMbl HA UX OCHOBE.

B kaxoli-mo cmenenu smo, npasgd, KoMneHcupyem-
€A meM, WMo B MOM e KOMNAeKCe U B me JXe gHu Oygem
npoxogums BricmaBka ITHP, rge no mpaguyuu ywacm-
BYIOM HECKOAbKO BEHGUHIOBHIX KOMNAQHUU, A Maxkxe
¢upm-npouzBogumeaeli MOBAPOB U UHTDEGUEHMOB gAs
BeHgUHra. B ux wucao Bxogsam, Ranpumep, u3Becmuble
Hawum wumameasam Berngexkc, Bengopyc, Mucmepus,
Xyxmamaxu, Aama-@yg u Cimbali.

YAU C NPAHOCTSAMMU
LE ROYAL Chai tea

1000 r

BbiCTpOpacTBOPUMBII Yail C MOSIOKOM, MEIOM U CneLusmMu
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Self-Service
Exhibition’2007

EXHIBITIONS

Regular (second by number) specialized trade-
fair of payment and information terminals, vend-
ing machines and, in a wide sense, of equipment
for automatic self-service is planned for October
3-5, 2007, in Pavilion 1, Krocus Expo venue. This
year exposition area will grow thrice compared to

BbICTABKW

2006 fair, reaching 3000 sq. m, and the number of
exponents — about twice. For the end of August
the number of participating companies was more
than 90 and continued to grow. The exhibition
acquired international status, since the list of
exponents includes companies from USA,
Germany, Britain, Canada, Belarus, Sweden,
Hungary,
Japan (and of course Russia).

So the quantitative successes are evident, the

Ukraine, France, Belgium, Koreaq,

EXHIBITIONS

scale of the event is impressive. As for the con-
tents of the program, it should be evaluated by the
results. Before the event we can only state that its
subjects structure is somewhat different from that
of VendExpo in the sense the terminals and
kiosks are represented in much more detail than
the machines selling goods. The share of vending
machines in their primary sense is 11-12 % of the

BbICTABKW

exposition, of "double purpose” produce (compo-
nents like payment systems, monitors, etc.) —
about 14-15%. Mass media present 5%, and the
rest are devices for selling services and systems
based on them.

To a certain extent it seems to be compensated
by the fact that at the same venue and at the same
time PIR trade-fair will be held. The latter is tra-
ditionally participated by several vending com-

EXHIBITIONS

panies and also by manufacturers of goods and
ingredients for vending. Among them such well-
known to our readers companies as Vendex,
Vendorus, Mystery, Huhtamaki, Alma Food and
Cimbali are to be named.

It is very likely that this year the participants’
interest for SSE'2007 will also grow. If last year it

W
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235 pyb.
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Ecmb ocHOBaQHUS noAarambs, Ymo B 3MOM I'OGy §OA-
JKeH BO3pacmu u unmepec nocemumerel K BblCMABKe
TBK'2007. EcAu B npowAOM rogy ee nocemuau (OblAu
3aperucmpupoBanbl) 4523 nocemumeas u3 15 cmpan,
MO B 3MOM rogy OpraHu3amophbl BbICMABKU OKUgaiom,
umo ona npuBAevem nopsagka 10 000 npogeccuonaron
UHgyCmMpuu aBMOMamu3upOBAHHOU MOPTOBAU U CAMO-
obcayuBanusi. B smom ecmb pe3oH, NOCKOAbKY poc-
culickull u Bocmo4HoeBponelckull cermeHmbl MUpPOBO-
I'0 BEHJUHIA ABASAIOMCA €gBA AU He CaMbIMU GUHAMUYHO
pasuBaroujumucs. CorracHo oueHKam cneyuaAucmos,
B cepeqgune 2005 r. B EBponelickoll uacmu Poccuu
¢ynkyuonuposaro 10-12 mplc. BEHGUHTOBbIX ABMOMA-
MOB U OKOAO 42 mbiC. nAQMeEXXHbIX mepMuHaroB. Cerog-
HA B 75 peruonax Poccuu KoauuecmBo MOProBblX ABMO-
mamoB npeBbliaem 20 mblC., @ NAGMEXHbIX MEPMUHA-
A0B — 100 mpic. equnuy. CoomBemcmBeHHO, B Pocculi-
ckoli Degepayuu NOPAGKA NOAYMUAALUOHA 4€AOBEK CO-
Bepwalom eKegHeBHble NOKYNKU uepe3 aBmomamsl, d
0KOAO 250 mbiC. — MpPAH3AKYUU 4epe3 NAAMEKHblE
mepmuHaabl. [Ipegnoaaraemcs, umo K 2008 r. pblHOK
UHgyCcmpuu CaMoOOCAYKUBAHUS uMeem WAHChl Bbllimu
Ha npupocm 35 % B rog.

I'ge pocm — mam u npobaemst. I[losmomy yuacmnu-
Kam cekmopa ecmb umo obcygumsb. IIporpamma Bbl-
CMAaBKU npegycmampusaem nposegenue 3-4 okmabps
ompacAeBol KOHpepeHUyUuU, NOCBAWEHHOU aKmyab-
HBIM BONPOCAM, MEeKyW,eMy COCIOAHUIO U HANPABAEHU-
SAIM pas3Bumusi ompacAu. 3 okmaobps memoul KOHgpepeH-
yuu bygem « ABmomMamu3upOBAHHAsL MOPIOBAsL», OPTa-
HU3amMOpOM KOHeperyuu ABAsiemcst kKomnanus «lam-
6oanc». B cBoem obpawjenuu K 0ygyuuM yiaCmHUKAM,
pa3mew,eHHOM Ha calime BbICIMABKU, gUDPEKMOP KOM-
nanuu EBrenutl AlHUuUK BbICKA3AA, B 4ACMHOCIMU, CAe-
gyrowee:

«Onbpim pabomel popyma Ha uHmepHem-calime Ha-
weti komnanuu WWW.GUMBALLS.RU noka3swslBaem,
Ymo yacme BONPOCOB NO PA3BUMUIO U NEPCNEKMUBAM
BEHQUHI-O0U3Heca yXe gaBHO BhIXOgUM 3d PAMKU Jaxe
€amoro NONyAApHOro calima, gucKyccul NO BeHGUHIY
BBI3bIBAIOM NOCMOSAHHbIU UHMEpPEC, d HA PbIHKE OWy-
wjaemcst HexBamKad onepamuBHOl uHgopMayuu no as-
moMamu3upoBaHHOU moprosie. Aa u HaAM, Kak no-
cmaBwukam obopygoBaHus, ygobHee umemb geao C
IpamMomMbIMU, XOpoulo NpegcmaBAsaouUMU 6U3HeC Nno-
Kynameasamu.

CYBNIUMUPOBAHHbIN KODE
LE ROYAL Expresso

BbICTPOPaCcTBOPUMBIA KOhE C KNacCUYeCKUM BKYCOM 3CNpecco

500 r
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was attended (with registration) by 4523 visitors
from 15 countries, this year the organizers expect
it will attract about 10 thousand professionals
from the sector of automatic merchandizing and
self-service. The estimate is quite reasonable
since the Russian and East-European segments of
the world vending are very close to being the most
dynamically developing.

According to specialists’ estimates, by the
middle of 2005 10-12 thousand VM and about
42 thousand payment terminals functioned in
European part of Russia. Today in 75 regions
of Russian Federation the quantity of VMs
exceeds 20 thousand, and payment terminals
— 100 thousand units. Correspondingly, about
half a million people purchase from VMs daily,
and about 250 thousand make transactions by
means of payment terminals. It's supposed
that by 2008 the market of self-service indus-
try has chances to acquire a 35% annual
growth.

The growth brings problems. That's why there is
a lot to discus for the participants of the sector.
The program of the exhibition includes a branch
conference (October 3-4) devoted to actual prob-
lems, current condition and directions of devel-
opment of the branch.

“Automatic vending” will be the theme of con-
ference on October 3; the organizer of the confer-
“Gumballs”
director Evgeniy Yanchik addressed the following

ence 1Is company. The company's
words to the future participants on the exhibi-
tion's site:

“The experience of the forum on the web-site of
our company WWW.GUMBALLS.RU shows that a
number of questions on development and
prospects of vending business are already beyond
the scope of the most popular site, discussion on
vending cause constant interest, and a shortage
of operative information about automated mer-
chandizing is felt at the market. And to us being
suppliers of equipment it is more convenient to
deal with competent buyers conceiving the busi-
ness properly.

For this reason we have taken up organization
of reqular conferences which we plan to hold two
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Hmenno nosmomy mMbl B3AUCH 30 OPIAHU3AUUIO PeTy-
ASIDHBIX KOH(pepeHuull, Komopble NAGHUpPYeM NpOBO-
gumb gBaA pa3a B rog, BO BpeMs OMPACAEBbIX BbICIMABOK.

Mbl naaHUpYeM npegocmaBAsmb MPUOYHY pa3Aud-
HbIM YUQCMHUKAM 3MOr0 PbIHKA, NPUrAQWAA NPOU3BO-
gumeaell aBMOMAMOB U HANOAHUMeAelU, KOMNAHUU-
onepamopsl U gpyrux UHmepecHwlx rocmet, ¢ NnyoAu-
Kayuel MamepuaroB KOHpepeHyull Ha HaweMm calime,
B JKypHaAe «BeHguHI-OusHec» U, BO3MOXHO, B gpyrux
CMH.

Ansa IlepBoll KOHpeperuuu BONPOChl NOBECMKU GHA
Mbl BBIOpAAU caMU HA OCHOBE meM U BONPOCOB, HAUOO-
Aee BocmpeOOBAHHBIX noOCemumeAsiMu Hawero calimad.

B gaabnetimiem mpl xomeau Obl (hopmupoBamb no-
BEeCMKyY gHA KOH(epeHyul COBMECMHO C UX NOMeHUU-
QABHBIMU YYACMHUKAMU .

B nporpamme nepBoro gha Kongepenuyuu (12.00-
16.30) - obcyxgenue caegyrouux mem:

1. YBeauuenue npogax ¢ asmomama. Bzaumoomno-
WweHus ¢ apengogameAsamu. YBeAuueHue 4ucAd mopro-
BbIX MOYeK, co3ganue u 00CAYyXUBAHUE cemu aBmomd-
mos.

2. [JuBuAu30BaQHHAsA KOHKypeHUus. AuAepcmBO U
napmunepcmso.

3. HccaegoBanue pwlHKa. IIpe3enmauusi HOBbIX MO-
BapoB. MapKemuHr u npogBuxeHue.

4. OcoberHOCMU yuema u HAAOTOOOAOKEHUS B BEH-
guHre.

Pacnucanue ywumsiBaem BO3MOXXHOCMb BblCMYyNAE-
HuA ¢ gokaagamu u oocyxgenus coodbujenull.

B nporpamme Bmoporo gus (11.00-15.00) caegyrouwjas
memamuxa:

1. Bbibop onepauyuoHHOU cucmembl gAsl KUOCKOB U
moueK 0OCAYKUBAHUSL.

2. Opranu3auusi HOBbIX NAQMEXXHbIX CEPBUCOB HA
MEepPMUHAAAX CAMOOOCAYKUBAHUS.

3. M3menHenusa B OGHKOBCKOM 30QKOHOgameAbCmBe U
PbIHOK DAEKIMPOHHbIX NAQMEKHbIX CUCIEM.

4. Tepmonpunmepsl gass MOPrOBbIX MEPMUHAAOB U
KUOCKOB.

5. MobuAbHble NAQMEXHble MEPMUHAADL.

6. Bregpenue cemu nAame>XKHbIX MePMUHAAOB B OAHKe.

7. MupoBoU pblHOK pA3BUMUSI NAQMEKHbBIX CUCMEM U
cemetll MEPMUHAAOB CAMOOOCAYKUBAHUA.

Ilo oKoHuaHUU BbBICMABKU NpegnoAaraemcsi BblOo-
POUYHOe u3gaHue mpygoB KOH(pepeHyuu.

Cafe Fiesta

250 r

CYBNIMMUPOBAHHbIN KOOE
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times a year during the branch exhibitions. We
plan to give a tribune to various participants of
this market, inviting manufacturers of vending

EXHIBITIONS

machines and ingredients, operating companies
and other interesting visitors, with publication of
conferences’ proceedings on our site, in
“Vending Business” magazine and, probably, in
other mass-media.

This time we have chosen the subjects for the
agenda of our first conference ourselves on the
basis of the most demanded among the visitors of

our site themes and questions.

BbICTABKW

In the future we would like to form the agenda
of the conferences together with their potential
participants”.

The program of the first day of the conference
(12.00-16.30) contains discussion of the following
subjects:

1. Increasing of sales from a VM. Mutual rela-
tions with the lessors. Increasing of the number of

EXHIBITIONS

shops, creation and service of a network of VMs.

2. Civilized competition. Dealership and part-
nership.

3. Research of the market. Presentation of new
goods. Marketing and promotion.

4. Peculiarities of accounting and taxation in
vending.

The schedule reserves some time for discussion
of reports after their presentation.

In the program of the second day (11.00-15.00)
there are the following topics:

BbICTABKU

1. Choosing an operational system for kiosks
and points of service.

2. Organization of new payment services on
self-service terminals.

3. Changes in the bank legislation and the mar-
ket of electronic payment systems.

4. Thermo printers for terminals and kiosks.

5. Mobile payment terminals.

6. Introduction of a network of payment termi-

EXHIBITIONS

nals in banks.

7. The world market of development of pay-
ment systems and networks of self-service termi-
nals.

After the exhibition a selective edition of con-
ference's presentations is intended.
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Yem HakopmuT aBTOMAT?

C.B.TumMOweHKO, pyKOBOgumeAb I'Pynnbl KoMnanull
«Bengopyc» (Mocksa)

YgusumeabHO, HO BEHGUHI, He ycneB Bripacmu B Poc-
CUU gO 3HQUUMBIX NO MUPOBbLIM MepKaM Maculmabos,
CIMaA NOBOGOM Al CNOPOB U pasHoraacul. Ilepsas BoA-
Ha npemeH3ull BO3HUKAQ CO CIMOPOHbL HAAOTOBBIX OpIa-
HOB U KACAAQCh (BNpo4eM, U NPOgoAXaem KACambCsl)
BONPOCOB NPUMEHEHUs KOHMPOAbHO-KACCOBOU MeXxHU-
KU B MOProBblX ABMOMAMAX.

AonoanumeabHyilo ocmpomy npobieMe npugaroom
pasaAudus B yuemHblX CUCIMEMAX, NPUMEHAEeMbIX B paA3-
HBIX PETUOHAX, OMCYMCMBUE YeMKOIro 3aKOHOgAmeAb-
HOro onpegeAeHUsl NOHAMUS «MOPrOBbIll aBmMoOMam»,
omcymcmBue eqUHbIX YMBEP)XGeHHbIX popM omuem-
HOoCMu NoO UHKACCUpPyeMoU BBIPYYKE U, KOHEUHO JKe, B
gyxe npoucxogawux B obujecmse nepemeH, nogospe-
Hull B YKAOHEHUU Om yNAambl HAAOIOB.

Cepbe3nas pasbsiCHUMEAbHAsI padoma,
NPoOBOgUMQAsL KPYNHBIMU UTDOKAMU BEHGUH-
roBoro pelHKa u HauyuoraabHOU accouua-
yueti aBmMOMAmMuU3UpPOBAHHOU MOProBAU
(HAAT) nosBoasiem ¢ onpegeaeHHol goael
BepOoAMHOCIMU pAacCUumblBamb HA PA3yM-
HOCMb OPraHOB BAGCMU U BBIHECEHUE pe-
UleHUsl, - Komopoe gacm HOBBLLU NOAOXU-
MEeABHbIU UMNYABLC gASl pA3BUMUS OMPACAU.

Bnpouem, smA mema 3acayxuBaem
omgeAbHOU cmambU.

CoBceM HegaBHO BO3HUKAQ HOBAS yTPO3d
gAst Hawero 6usneca. Baacmu, B wacmnoc-
mu, MoCKOBCKoe npaBumeAbCmBoO, 03a00-
MUAUCh 3JOpPOBbEM HAQUIUX COTPAKJAH.
Bepnee, smy o3abouerHOCmb NPOSABASIOM
gOBOABHO 4ACMO, HO PAHEE OHA KACAAUACH QAKOTOABHOTO
PbIHKA, mabaka u umnopma u3 cmpaHd bauwxnero 3apy-
bexbs. Tenepr goura ouepegb go reHHOMOguUdUUUPO-
BAHHbIX NPOGYKMOB U pacm-¢pyga. EcmecmBeHHO, umo
3a6omumbcsa cmoum B NepBYI0 ouepegb O gemsix.

Kasanroch Obl, npuuem 3gech aBmMomMamu3upOBAHHAS
moprosasa? He cnewiume Bo3mMywambCs, YUHOBHUKU MO-
I'ym pyKoBOgCmMBOBAMbCA cBoel Aorukol. Ilpu obcyx-
geHuu NpoeKma YeAeBol NPOrpamMmbl pa3pumus WKOAb-
HOIo NUMAHUS HA 3ACegaHUU CIMOAUYHOIO NPABUMEAb-
cmsa 17 uioaa psag MOCKOBCKUX DYKOBogumeAel, BKAIO-
yas npegcegamean xomuccuu Mocropgymsl Tambsny
IlomaeBy, gairu NOHAMb, 4MO BCE CKAOHAEMCS K MOMY,
umoObl NPU3HAMb MOProBble ABMOMAMbl OCHOBHbBIM NO-
CMABUWUKOM BPEGHbIX NPOGJYKINOB B WKOAQX I. MOCKBBL.

AcHo, Ymo YUHOBHUKU B ouepegHOlU pa3 pewuiu He
paszbupambcs B cymu npofaeMbl U BMeCmo NPOBEPKU

VENDING BUSINESS, 2007/#4

Who's afraid
of vended food?

S. V. Timoshenko, Head of Vendorus Group
(Moscow)

Strange, but vending in Russia started to give rise
to disputes and disagreements before it grew to sub-
stantial scale (judging by the world standards). The
first wave of claims came from the tax agencies and
was pertinent (and still is) to the problems of appli-
cation of payment control to vending machines.

The problem becomes additionally acute by the
difference between accounting practices used in
different regions, absence of clear legal definition
of the very vending machine concept, absence of
the unitary and approved book keeping forms
used to register the receipts, and, of course, in
spirit of changes in the society, suspicious con-
cerning evasion from tax payment.

The serious explanatory work carried
out by the major players of the vending
market and by the National Vending
Association allows, with some probabil-
ity, to count upon some reasonable
decisions of the authorities giving a
new positive impulse to the develop-
ment of the branch.

Well, the topic deserves some separate
discussion. Quite recently a new threat for
the business has arisen. The authorities
including Moscow government got wor-
ried by the health of our fellow-citizens. To
be more correct, this profound concern has
been demonstrated a lot of times, but pre-
viously it has been directed to the alcohol
market, tobacco and import from the FSU
countries. Now came the turn of genetically-modified
products and fast food. And, naturally, the first folks to
be worried about are children. What has automatic
merchandizing to do with all this? Don't hurry with
indignation, the officials have a logic of their own.

During the discussion of the school catering
development program at the Moscow government
meeting on July 17, some of the city top man-
agers, including Tatyana Potyaeva, chairing the
city council science and education commission,
made it clear they are inclined to proclaim vend-
ing machines the principal supplier of dangerous
products in Moscow.

It is clear the clerks decided, as usual, not to
look into the essence of the problem, but, instead
of controlling the quality and the range of the
products, to do away with the equipment! Iron



KaquecmBd U dccopmuMeHmMd NPOgyKmoB coouparomcs
oopomrcsa c obopygopanuem! XKere3Has Aoruka: ecau B
KapMaHe KypmKu OORAPYXeH HAPKOMUuK, mo 3anpe-
mumb HAgo WBEUHYI0 NPOMbIWAEHHOCb. ..

Toprosble aBmomMamsl NPU3HAHbL 3A0M. Baageabubl
aBMOMAMOB, KAK, OKA3AAOCh, NpUyuaom gemet u B3poc-
ABIX K «NAOXOMY» pacm-pygy U 3apadamelBAOM KOAOC-
CcaabHble Oapplil HaA cAaboc-
msax Aogell U UX NPUBBIYKE K
HenpaBuAbHOU nuuie. [Touemy-
MO HUKMO He NOgyMaA, 4mo |
MOXKHO UCNOAb30BAMb MOM Xe |
UHCIMPYMEHM gAs NPOGWKU '
NOAe3HBIX NPOYJYKIMOB.

Moxxem, cmoum nocmom-
pemb Ha npoOieMy c gpyrou
CMOPOHbI?

Toprosblil aBmomam — 3mo yc-
MPOUCMBO, CO3GAHHOE gAA ygoO- |
cmBa Atogeti, npegocmasAsiowiee |
BO3MOXXHOCIb ObICMPO Kynumb
HeoOXoguMblll NPOgyKm, 6e3 ouepegeti U nomeph BPEMEHU.

A Bom YTO 3arpyxaemcs B apmomam u KAK ono
mam XpaQHUMCA — MOXKHO U HYXHO obcyxgams. Ilpu-
yeM cmoum, HuBepHoe, oOpamumb BHUMAHUE He MOAb-
KO HQ @BMOMAMbl, YCMAHOBAEHHblE B WKOAAX U gPYTuX
006pa30BamMeAbHbIX YUPEXJeHUAX U UX aCCOPMUMEHM,
HO U BOOOWe Ha aCCOpMUMEHM B ABMOMAMAX.

Cerogrna HQW onblUm ONepPUPOBAHUS ABMOMAMAamMu
gAsl CHEKOB, @ MUK>Ke ONbUM HAWUX NAPMHEePOB U3 PA3-
AUYHBIX peruoHoB PO (BaaguBocmok. Examepunoypr.
Kpacrnosapck, [Namuropck, CI10 u mHorue gpyrue) noka-
3blBaem, Ymo HQUOOABWUM YCnexoM y noxkynameael
NOAb3YIOMCS COHGBUYU U KPYACCAHbl, MUHEPAAbHASL BO-
ga u Hanumku Ha OCHOBE COKQ, d 3UMOU — WOKOAAG.

H3 ropsqux HanumMKoOB MHOrue Npegnovumarom Ko-
he ¢ MOAOKOM, KaNyduHO U ropadul WoOKoOAAg (KAKAo).
TpaguuuoHHble Al 3aPYOEeXHOr0 BEHQUHIA HYUNChl ¥
HAC MOXKe egsam, HO HE MAaK AKMUBHO.

Ecau skcmpanoAupoBamsb AOTUKy BAQcmell, Mo MOXHO
Boobwe BBeCmu 3anpem Ha NPpOgaxy, BBO3 U NPOU3BOg-
CMBO MAKUX NPOJYKMOB, KUK YUNChl U CHEKU, COgepKa-
ujue nuujeBble KPacumeAu U BKYCOBble qoOABKU, KOHpe-
mbl (caxap, MHOTro yraeBogos!), uwall (Kogpeuna Ooabwe,
ueM B Kogpe! ), kogpe (u max norssmuo — Hapkomuxk! ), msico
{(xup u xoaecmepun!), kapmogerbr (Kpaxmanr!), xred
{cnaowinkle yraeBoghl!), Bce KoHgumepcKue u3geaus
(MOKHO He NOACHAMD), KOADacy (Kup, cos, Kpacumeau!),
Bce KOHcepBhl (KoHcepBanmul!), u m.g. Dakmuuecku B
CNuCoOK nonagym Bce NPOgyKMbl KPOMe, Oblmb MOXKEMm, Ka-
nycmbl U CBEKAbl, BNPOYEM, OMHOCUMEABHO NOCAEegHEl
ecmb COMHeRHUsl — Bce-maKu OblBaem U CaxapHasi.

KaroueBotl omubkol nogxoga siBASlemMcs Hegosepue K
AIOGSIM U YBepEeHHOCHb, YMO CAMU OHU HE MOIym u He

750 r
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logic it is: if some drugs have been found in the
coat pocket, the clothing industry is to be prohib-
ited. Correspondingly the vending machines are
declared to be an evil. Their owners appeared to
accustom both kids and adults to “bad” fast food
and to earn enormous money exploiting people’s
weakness and their habits for wrong food.

But why it didn't come to
their minds that the same
instrument can be used to sell
wholesome food? Perhaps it's
worthwhile to look at the prob-
lem from another side.

A vending machine is a
device created for the people’s
comfort, making it possible to
buy the necessary product fast,
without queues and time loss.

What ought and must be dis-
cussed is WHAT is loaded into
the machine and HOW it is
stored there. Perhaps we should pay attention not
only to the machines installed in the schools, col-
leges and the like and their assortment, but also to
the range of vended goods in general.

Our current experience in snack machines
operation and the experience of our partners in
various regions of Russian Federation
(Vladivostok, Ekaterinburg, Krasnoyarsk,
Pyatigorsk, St.-Petersburg and many others)
shows that the most successfully bought are sand-
wiches, croissans, mineral water and juice based
beverages, and chocolate — in winter.

From the hot drinks many people prefer coffee
with milk, cappuccino and hot chocolate (cocoa).
The chips, traditional for vending abroad, are
also consumed here, but not so actively.

Extrapolating the officials’ logic, it would be
natural to ban selling, import and production of
such products as chips and snacks, containing
food colouring and flavouring substances, can-
dies (sugar and a lot of carbohydrates!), tea (con-
tains caffeine more than even coffee!), coffee
(absolutely clear, it's a drug!), meat (fat and cho-
lesterol!), potatoes (starch!), bread (full of carbo-
hydrates!), all the confectionary (clear without
explanation), sausages (fat, soya, colourings!), all
the preserved foods (preserving substances!), and
so on. Practically all the products are doomed to
appear in the list, perhaps, excluding the cab-
bages and the beet; as for the latter, there's a
doubt, since it can be a sugar-beet.

The basic error of the approach is distrust for
the people and firm confidence they are not able

154 pyb.
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JOAXHBL BLIOUpPAMb, KAK UM XUMb U 4MO UM ecmb. Yu-
HOBHUKU B Poccuu Bcerga cmpemuaucs pewiams 3a IPAK-
gaH, KaK UM JKUMb, NOYeMy-MO CHumas 0ObIMHOIO IPUK-
JQHUHA TAYNBIM U HECNOCOOHBIM NDUHUMAMb PEUEeRUSL.

Ecau ropopumb 0 gemsax, mo, 0€3yCAOBHO, OHU He
Bcerga Morym omAudums xopowee om gypHOro, U 4ac-
MO MO, 4MO UM KAKeIMCs BKYCHbIM, OJHOBPEMEHHO 51B-
Agemcs U BpegHbmM. Orpanuuumb gocmyn gemetl K
HEeNnoAe3HbIM NPOGYKMaM — 3Mo NPABUAbHOE pelllenue.

Ho npuuem 3gech moprobele aBMomMambl?

Mory ymBep;XKgamb, 110 Mbl NPOgaeM U 3KCNAYamupy-
eM 00OpygoBaRHuUe, Komopoe MOXKem Npogapams AI0Oble,
camble NoAe3Hble U NPABUAbHELE NPOGYKMbl U MOBAPAL.

Huumo ne mewaem pasmeujams B GBMOMAMAX CAAQ-
mbl B NOPUUOHHBIX YNAKOBKAX, TOMOBblE CYNbl U NUPOXK-
KU, torypm u MOAOKoO. Ilpakmuuecku Ao0ast BEHGUHI-MA-
WIUHA gAS CHOKOB OCHAWAeMCs oxAdgumerem ¢ Hacmpa-
uBaemoll memnepamypot, Ymo no3BoAsiem Nporpammu-
poBamb CPOK, NOCAE KOMOPOro moBap He Hygem npoga-
BAMbCA U, MAKUM 00pa30M, NPOCPOUEHHBLI NPOGYKM HU-
Korga He nonagem K peOeHKy uAu Bapocaomy. Kcmamu,
B omAudlue Om mpAguyuoH-
HoU cmoAOBOU, rge npogams BUe-
pawnHul 6opw, uAu Komaemy —
ne npooaema. Ilouemy Buepaui-
HAA KomAema U3 Kak Obl Mscd
cuumaemcst Horee NOAE3HBIM
NPOgyKmMoM, 4eM CBeXull C3H(-
BUY UAU NAKem MOAOKA U3 dBMO-
mama?

Moxem, cmoum pa3pabo-
mamb U pPeaAu3oBamb HACMOS-
Wyl NporpaMmy NO gONOAHU-
MEeAbHOMY NUMAHUIO B COYUAAD-
HO 3HQUUMbIX yupexxgenusax Poc-
cuu? Moxem, me unBecmuuuu,
Komopele nompeOyemcsi BAO-
JKumb B 000pygoBanue, ¢ AUXBOL
okynamcsi, Xxoms Obl 3 Cuem COKpQUeHUS 3apNAQM gAs
apmuu NPoBepSIoWUX nUWeOA0Ku?

Hacmosawas npobaeMa — B KOCHOCIMU HAWEro Mblul-
AEHUA U XeAQHUU B35Mb NOG KOHMPOAb BCeX U BCsl, He
goBepsis NPOpeCcCuoOHaAaM U CHUMAs, 1Mo YK 1ACMHUK
00s13ameAbHO 0OOMaHem.

Aasaiime co3gagum rocCMPyKmMypy UAU KOMUCCUIO,
Komopas npoBegem HACMOAWUU OMKpbIMblU meHgep
no BeIOOPY NOCMABUWUKA 0OOPYGJOBARUS, MOABKO OCHOB-
HBIM KpumepueM 3moro meHgepa cmoum cgeaams He
BEAUHUHY OMKAMa UAU HU3KYI0 CIouMocms 060pygoBa-
HUS U OOCAY>KUBAQHUS, 4O NO OnpegeAenuro He gacm
BO3MOXHOCIb HOPMAABHO OOCAYKUBAMb U KOHMPOAU-
poBamb napk 000PygoBanus U npuBegem K 04epegquomMy
pa3zouapoBanuio. AaBalime BbhlOepemM HECKOAbKUX NO-
CMABUWUKOB, NOG PA3HBlE NPOGYKMBL U 3aga4u, onpege-
AUM, KaKue moBapbl Mbl XOMUM NPEGAOK UMb AIOGSM.

HHlupoma accopmumenma 0OOPYgoBAHUSL NOPAXKA-
em. ToAbKO Hawa KOMNAQHUSA, HANpumep, npegaaraem
aBMOMambl gAsl COKOBbIX HANUMKOB C I'a30M U 0e3, MO-
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Kax ucnoab30BaTh MIKOABHBIE @BTOMATHL
How to use school vending machines

(and hence shouldn't) choose how to live and
what to eat. The Russian officials always aspired
to decide for the citizens how they are to live, con-
sidering an ordinary man to be a fool incapable to
make decisions.

As for the children, it is certain they are not
always capable to know good from bad, and often
the product they consider tasty is harmful.
Therefore to limit their access to unhealthy prod-
ucts would be a right decision.

But what are the vending machines to do with it?
am ready to claim the equipment we sell and operate
can vend most wholesome and healthy products and
goods. Nothing prevents from loadind the machines
with piece-packed salads, ready soups and pies,
yoghurt and milk. Practically every snach vending
machine can be equipped with a cooling unit allow-
ing to control the storage temperature and program
the time-limit for the product to be sold; making it
impossible for the overdue food to be bought (by the
way, unlike a traditional canteen where it's not a
problem to sell a yesterday's
borsch or a chop). Why this
yesterday's cutlet (supposed
to be made of meat) is con-
sidered to be healthier than
a fresh sandwich or a pack-
age of milk from a machine?
Maybe it's worthwhile to
develop and realize a real
problem on supplementary
feeding in socially impor-
tant enterprises in Russia?
Maybe the investments in
equipment will more than
i pay-off thanks to decreasing
salaries of the army control-
ling the catering?

The real problem is the inertness of our thinking
and the desire to control everybody and every-
thing, distrusting the professionals and being sure
a private business is always ready to deceive. Let
us create a state structure or a commission that will
conduct a real open tender to choose the equip-
ment supplier; the main criterion of the choice
must be not the size of the bribe ("recoil”, as it's
called in Russia) or the low price of the hardware
and its service; the latter will not allow to maintain
and control the equipment park normally — with
further disappointment. Let's choose several sup-
pliers for different products and tasks, defining
which goods we are going to suggest to the people.

Modern choice can really strike. Only our com-
pany suggests machines for fruit drinks with gas or
without it, for ice-cream and ready-frozen Iunches,
hot pies, sandwiches and pizzas, juice, milk and
dairy products, including yoghurts, milk cocktails,
cocoa and hot milk, tea, coffee and coffee drinks,




POXEHOro u romoBblX 3aMO-
POXeHHBIX 00egoB, Tropsiux
NUPOKKOB, CIHgBUYel U nuy-
Ubl, COKOB, MOAOKQ U MOAOU-
HblX NPOGYKMOB, BKAIOUQAs (0-
I'ypmal, MOAOUHblE KOKMeUAL,
KAKAO0 U ropaiee MOAOKO, 1all,
Koghe u Kogelinble HaQNUMKU,
@GPYKMOB U CyXophpyKmos,
OBOWHBIX U (PPYKMOBBIX NIO-
pe, caAamoB, NUPOXHBIX,
MBOPOKKOB...

Smo obopygoBaHue HegeweBO, HO OHO CMAOUAbHO
pabomaem rogamu U NnO3BOAslem He MAacKamb ¢ copoll B
PIOK3aKe UAU cyMouKke OymepOpogbl ¢ GOKMOPCKOU KOA-
oacoll B 30-rpagycryto xapy. Kak Bt gymaeme, umo
noAesHee gas 3gopoBba?

BaxHblll natoc aBmomMamos (ecmecmBEHHO, COBpe-
MEHHBIX U HegeuweBblx!) — BO3MOXHOCMbL NpUHUMAMb
onaamy C NOMOWbIO YUNOBBIX KApm, npuiemM He OQH-
KOBCKUX KpegumokK, @ Kapm, KOmopble OGHOBPEMEHHO
Morym Obumb u nponyckom. Ilpegcmasbme cefe, umo
CMygenm uAU UWKOAbHUK NO CBOEMY NPONYCKY OnAQ4U-
Baem nokynku B asmomame. Ilpu amom gas rHero ycma-
HOBAEHQ HeDOAbWAA CKUGKQ, U CIMYygeHMm MOXem Ky-
nume C3HGBUY He 3a 45 pybaell, a 3a 40. AobaBrenue
cpegcmB HA KApmy MOXXHO OpPraHU30BAMb PA3HLIMU
cnocobamu, KaK yepes3 camM aBMOMAM, MAK U B Kacce
yue6Horo 3aBegerus. Te, Kmo He uMeem Kapmal, moxe
MOIrym noKynams NPOGyKmMbl, HO 4yllb JOPOKe, ONAQ-
qUBAA NOKYNKY HAAUYHbIMU.

Euje ogun ouenb cywjecmBeHHbIU APIYMEHM B NOAb3Y
MOproBelX ABMOMQMOB B WKOAE — MO omcymcmsue
Heobxogumocmu gemsam Oerams U3 WKOAbL K KUOCKAM U
AQDBKAM, UHOIgaA 4epe3 gopory, 1Mo ABHO ONACHee No-
KynKu B apmomame gaxe CMOAb HEHABUCMHBIX B3POC-
AbM qunco! Ogra mos nogpyra pabomaem yuumenem
B UIKOAe, YV Hee KAdcC HeboAbwioli — 22 ueAoBeKd, HO
3MO MAAeHbKUe gemu, U OCmaBumhb UX OGHUX HEBO3-
MOJXHO gaXe HQ gecsimb MUHYM. A mym WKOAbHUK Oe-
JKUM OQUH HA yAuuy. 3amembme, 3a BCe MPABMbl U
npobAeMbl Oygem omaevudms UMEHHO YHUmeAb!

ABmomambpl C YUNCAMU U ra3upoBKOU U3 UIKOA U BY-
30B BBIFHAMb MOJXKHO, HO nepecmaHym AU gemu U
B3pOCAblE 3MO eCMb U NUMb?

Ha Mot B3rasg, ropa3go npogykKmuBHee MoOXem
cmamb guAAOr MEXGy BAQCIMbIO U OU3HEeCOM, npuiem
Mbl, Y4QCMHUKU BEHJUHIOBOT'O PIHKA, JOCMAMOYHO Op-
raHU30BAHHAsA ompacab, ecmb HAAT, komopas moraa
6kl B3samb Ha ce0s (pyHKYUU Begerus guaAora co cCmopo-
Hbl BEHUHTIOBOI'0 cooOWecmBa, mem OoAee, Wmo HA No-
Becmke gHs yKe cmoum paspabomka CmangapmoB gAast
pabombl BEHJUHIOBLIX KOMNAHUU. 9mom goKyMeHm Mor
Okl yyuecmb U BONPOChL, KACAOWUEC ACCOPMUMEHMHOU

YA C IUMOHHUKOM

fresh and dried fruit, vegetable and fruit purees,
salads, cakes, cheese-curds... The equipment is not
cheap, but it works stably for years and allows to
stop carrying in your rucksack or handbag a sand-
wich with sausage (especially in a 30?C heat!).
Which would be healthier, how do you think?

An important advantage of vending machines
(naturally, up-to-date and not cheap) is the possibil-
ity of payment with chip cards; I mean not so much
bank credit cards, as the cards combined with a
pass. Imagine a student paying his buys from a
vending machine using his pass. Here he has some
modest discounts; e.g. the student can buy a sand-
wich paying not 45 rubles, but 40. The money can be
added to the card in different ways, either using the
very machine or the cash-office of the school or the
college. Those who have no card can also buy the
products, using cash, but paying a little more.

One more substantial argument in favour of
vending in schools is that they make it unneces-
sary for the kids to run to the nearest kiosks and
shops, sometimes crossing the road, which is
much more dangerous than buying the chips
hated by the adults. A friend of mine is a school
teacher. Her class is rather small, 22 children, but
since they are small, it's quite impossible to let
them unattended even for ten minutes. And imag-
ine such a child is running to (or across) the
street! Alone! And, mind you, the teacher is
responsible for all injuries and problems!

Of course it's possible to throw all the machines
vending soda and chips out of the schools, but will
the children and the adults stop consuming them?

As for me, a dialogue between the authorities
and the business can be much more productive.
We, the participants of the vending market, are a
well organized sector, we have RNVA, which
could take the functions of representing the vend-
ing community in
such a dialogue,
especially as the
development of
standards for
vending compa-
nies stands now in
the agenda. Such a
standard might
take into account
the questions of
assortment policy
of the operating
companies, the
quality of their
work, and of course

140 py6.
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NOAUMUKU BeHGUHI'OBbIX ONepamoOpoB, KAYeCmBa UX pa-
oompl u, 0€3yCAOBHO, KAQUECMBA MeX aBMOMAMOB, KO-
mopble NPUBO3AMCcs U ycmanapausaomcest B PO. Bpems
geweBoro u cmaporo 000pPyqoBARUS yKe NPOULAO.
Kcmamu, Bonpockl kauecmBa UCROAb3YeMbIX NPOGYK-
MOB B BEHJUHTI€ yKe NOGHUMAAUCH Hd CIMPAHUUAX JKYPHA-
Ad, U KaCAromcsi OHU HE MOABKO CHEKOBOU (NOPUUOHHOU)
NPOgyKyuU, HO U MOI0, YMo ONEepamophbl 3achiNarom B OyH-
Kepbl CBOUX KOhe-aBmomamoB. B wacmHocmu, cmpemsch
CHU3UMb CcebecmouMoCmb KOHEYHOrO NPOgyKmd — Ha-
nuUMKaA B CMAKAHYUKE, NPegnpUHUMameAl 4acmo cmapa-
romcs Hatimu Hauboree geweBble UHrpequenmal. C Hamy-
PAUABHBIM 3€PDHOBBIM KOe Bce 0OoAee-MeHee NOHAMHO:
boabuie poOycmbl — Koghe ropue, HO CmouMocmb poOycmbl
3HQUUMEeABHO HWKe, ieM apabuKu, ga euje BAKHO, I'ge Bbl-
pawen koge. Hem geureBae mexHoAOIus 0OXKApKU u cmap-
uile obopygoBaHue, mem geweBie npogykm. [lonsmHo,
4Umo K KQUecmBEeHHOMY GPOMAMHOMY KOghe ¢ HOPMAALHOU
KPeMOBOU NEHKOU U HACBIUEHHBIM BKYCOM
MO, YMO NOAYHAemcs B CMAKAHYUKE Y MHO-
Tux «3KOHOMHbBIX» ONepamopoB, umeem
BecbMa omgaAeHHOe omuoweHue. B pe-
3yAbmame Koge u3 apmomama cuumaem-
€Al MHOTUMU NOKyNameAsiMu HU3KOKaqiecm-
BEHHbIM, U B CAy4ae geweBOoro NPOgyKma
OHU AOCOAKOMHO NPABBL.
bega B mom, umo npuywums Hawux Kau-
€HMOB K Kauecmsy Npu, ecmecmseHHO, 60-
Aee BBICOKOU yene Oygem cAOXHO. Tax BeH-
gunr-onepamop yousaem cam cebs. Iroxot
HANUMOK — HU3Kas cebecmoumMocms — HU3-
Kasl POBHUYHAA UeHA U HU3Kas mapxa. Ae-
Her Ha NEepCOHaA U HOBOe 0060opygoBaHue
Hem, HAAOT'U He NAAMAMCS (RPOCMO He C He-
1o). A BAacmsb nogo3pesaem B COKPhUNUSX
npuobwsiau. lpunasiau! A Bce nomomy, umo noXKareA geHer
HQ HOPMUABHBILL KOhe U COBPEMEHHbIU Koge-apmomam.
Ewe newaabHee cumyauus ¢ cyxum MoAoKoM. He cek-
pem, 4mo HeKOmopkle, CMPEMSCh ONAMb JKe K CHWKe-
HUIO UEHbl, UCNOAB3YIOM 3aAMEeRUMeAU CAUBOK — Cyxue
3abeauBamenu. Hem, B HUX Hem HUYero NAOXOro, MoAb-
Ko u MoAoKa Hem! Kcmamu, KOCBEHHO K 9mOMY NOGMAaA-
KuBaem u MAaMOXeHHOe 30KOHOgAMeAbCIBO, me, KMo
nocmasAsem Cyxue UHIpPequeHmbl GAs BEHGUHIA OMAUY-
HO 3HAOM CAOKHOCIMU C OQOPMACHUEM GOKYMEHMOB Hd
NpogyKmbl XUBOMHOro npoucxoxgenus. [losmomy nao-
Xue 3epHa NPeBpaualomcs B NAOXOU 3CNPecco, U BKyC
KOppeKmupyemcs « CAUBKAMU» 6€3 MOAOKA C PA3AUYHDL-
MU BKyCOBBIMU goOaBKaMu u apomamu3samopamu. Ilpu-
ueM BCe 5MO NOAYHUAemcsl 3HAUUMEABHO geuleBAe Hamy-
paarbHOro npogykmal! Pesdyabmam — npeneOpexumenn-
HOe OmHOWeHUe K BeHGUHI'Y B UeAOM U MHEHUE O MOM,
4Mo XOpOWero NPogyKma u3 aBMoMamd He NOAyUUMb.
Cumyayuro HeoOXO0guMO CPOUHO MEHAMb, eCAU HAC
BCe-MaKu BOAHyem KQueCmBO Hawel KU3HU, U Mbl
XOmuM, He Mmepsisi GUHAMUKU pA3BUMUSs, Npegaaramb
HQUUM NOKyNameAsiM BKyCHble U CBeXKUe NPOJYKMbL U3
KpACUBbLIX U COBpeMEeHHbIX BMOMAMOB.
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the quality of the machines imported and
installed in Russia. Time of cheap and old equip-
ment has passed.

The quality of the products used in vending
practice has been discussed in the magazine time
and again, and they concern not only snack
(piece) produce, but also the ingredients loaded
into the hoppers of coffee-machines. Sometimes
the operators try to lower the price-cost of the
drink seeking for the cheapest possible ingredi-
ents. The situation is more or less clear for the cof-
fee-beans: the bigger is robusta share, the more
bitter is the drink, the price of robusta is much
lower than that of arabica; and, additionally, it's
important where the coffee was grown. The cheap-
er is the roasting technology and the older is the
equipment, the cheaper is the product. But it's
clear that the liquid filling the cup in the machines
belonging to some “thrifty” operators has
nothing in common with full aroma and
taste of a quality coffee, especially having
a creamery foam above. As a result many
buyers consider coffee they get from a
vendind machine a low-quality one; and
in case of a cheap product they are
absolutely right. The problem is that to
accustom the clients to a quality coffee (of
course more expensive) will be rather dif-
ficult. In this way the vending operator
ruins himself. Poor drink — low price-cost
— low retail price and thin margin. No
money for staff and for new equipment,
the taxes are not paid (there's no source!).
And the authorities suspect you are hid-
ing the profit. Here you are! And the rea-
son is that one was not eager to spare his money
buying good coffee and a modern coffee-machine.

The situation with dry milk is still sadder. It's
no secret that some people wishing to lower the
prices use cream substitutes — the so called dry
whiteners having vegetable origin. No, they may
contain nothing bad — but there's no milk in
them! Operators are indirectly driven to this way
by the existing custom rules; those who supply dry
ingredients for vending, know the problems with
official drawing up the documents concerning the
products of animal origin. The result is that bad
beans are converted into bad espresso, the taste
of which is corrected with milkless “cream” with
various taste additives and flavourings. The price
falls, but the final result is the scornful attitude to
vending as a whole and the opinion it's impossi-
ble to have a good product vended.

The situation is to be changed urgently if we are
still worried by the quality of our life and if we want
to suggest our buyers savoury and fresh products
from nice-looking and modern vending machines
— and not to lose the dynamics of development.



CobbiTne
B 3epkane CMU

http://pln-pskov.ru/print.php?id=32666

3anpemump NPOGAKy 4YUNCOB, I'Q3UPOBAHHBIX HA-
NUMKOB U KAPAMeAU B UWKOAQX NAQHUDPYyem C HOBOTO
yuebnoro roga Mun3gpaBcoupa3Bumusl.

Huncel u AUMOHAYG He ABAAIOMCSA OCHOBHOU €gol B
WIKOAEe U He NPUHOCSAM NOAb3bl 3GOPOBbIO, PACCYGUAU
YUHOBHUKU.

3anpem B nepBylo ouepegb KOCHeMCs CAAgKoU BOgbhl,
B cocmaB Komopol BXOgam KpacumeAu, KOHCepBAHMDI,
Koeurn u amuHokucaombl. Cpegu HQNUMKOB, NOgAe-
KQUWUX USBAMUIO U3 WKOA, AUMOHAGHI, SHepremuyec-
Klue KOKmeUuAu u KBAac.

To xe camoe npousougem € NPOJYKIMAMU € BbICOKUM
cogepXXaHUeM COAU U HAMPUA — d 3MO0 NOMUMO YUNCOB
euje u OpewkKu, a MaKkxe ¢ KOHemamu U gpaxe, B KO-
MOpbIX COgepXamcs HamypaibHble Kpacumeau. IToka
Y MUHUCMEPCMBA Hem npemeH3ull K WOKOAAgHKEIM 0a-
moHnuuKam u 6ymep0opogam u3 aBmomMamosB.

http://mignews.com.ua/articles/263642.html

C makum npegaoxeHueM [UCKAIOUUMB YUNCbl, CAAGO-
Cmu u ra3upoOBAHHblE HANUMKU U3 WKOALHOTO MeHIO]
BRICMYNUAGQ 3aMecmumeAb DPyKOBOgUMeEAsl genapmd-
MeHma nompebumeAbCKOro pblHKA U ycayr Mocksnel Ba-
Aenmuna BapgoaromeeBa. — «BaameH Mmbl npegaaraem
cO6aAQHCUPOBAHHOE BUMAMUHU3UPOBAHHOE NUMAHUE,
— CKA3aAQ OHQ HA 30CegaHUU CIMyJeH1eCKOro Nnpasu-
meaAbcmBa gyoaepoB MOCKBbI.

C 1 cenmabdps HOBOro yuefHOIo rogd B MOCKOBCKUX
UIKOAQX NAQHUPYemCs BBeCmu 24-gHeBHOe MEHIO, B KO-
mopoe Bougym MOAbKO HAMYPAAbHblE NDOGYKMbL — €3
OuoAOruYeCcKU AKMUBHBIX goOaBOK, 6e3 'MO (renemu-
4eCKu MOgU@UUUPOBAHHblE OPIAHU3MbL), COKU Oe3 KOH-
cepBaHMOB u Kpacumeael. OHO Oygem paccuumaHo Ha
gBe BO3PACMHble IDYNIbl YIAUUXCSA B COOMBemCcmsuu
¢ SHepremuyieckumu 3ampamamu gemedu.

http://www.rian.ru/society/20070717/6910
3056-print.html

«CerogHst Mpl yXKe HQ1aAU CMAAKUBAMLCS C Npobae-
Mol oxxuperus y gemetl. CAagocmu KaK pa3s u BAUSIOM
HA nosiBAeHUe 3Mmoro 3a00AeBaHUA», — OMMeMmuAd 3d-
mecmumeAb npegcegamens komuccuu Mocropgymbl no
Hayke u obpazoBanuio Tamesina Ilomaesa.

o ee mHeRul0, MOProBrle ABMOMAMLl HEOOXOGUMO
yOpamb u3 CmOAUYHbIX WKOA. Kpome moro, IlomseBa
npegaoXKuAa BBecmu BeremapuaHCKOe NUMAaHue B
CIMOAUUHBIX UIKOAUX, NOCKOABKY MHOIUEe gemu COOAIO-
garom peAuruo3Hble NOCmal.

Event reflected
iIn mass media

Minzdravsotcrazvitiya (Ministry of Public
Health and Social Development) is going to for-
bid sale of chips, soda and caramel at schools
from new academic year. Officials have come to
the conclusion that chips and lemonade are not
the basic meal at school and are not good for
health.

The prohibition first of all will concern sweet
drinks which contain colourings, preservatives,
caffeine and amino acids. Among the drinks
which are to be forbidden are lemonades, power
cocktails and kvass.

The same will happen with products with a high
content of salt and sodium (including chips and
nuts), as well as sweets and dragees containing
natural colourings. So far the ministry does not
have claims to chocolate bars and sandwiches
from vending machines.

It was the proposal of Valentina
Varfolomeyeva, deputy head of department of
consumer market and services of Moscow, to
exclude chips, sweets and soda drinks from the
school menu. “Instead of these unhealthy prod-
ucts we offer balanced vitaminized food", she
said at Moscow students’ government of doublers
session.

Since this September it is planned to bring in
24-days’ menu at Moscow schools; the menu will
include only natural products — without biologi-
cally active additives and genetically modified
organisms, and juices without preservatives and
colourings. It will be intended for two age groups
of students in correspondence with their power
inputs.

«Today we already face the problem of children
obesity. Sweets also influence occurrence of this
disease», said Tatyana Potyaeva, vice-chairman
of the commission of Moscow City Council on sci-
ence and education.

In her opinion, vending machines are to be
removed from schools. Besides Potyaeva has sug-
gested to introduce a vegetarian menu at Moscow
schools as many children keep religious fasts.

VENDING BUSINESS, 2007/#4
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Hetn — Hawe Oyayuee. A
4YTO OHM OOJIKHbI €CThb B
HaCTOALLEM?

H. 3omos, O. Oransn (Vending Business)

«HeaoBeK ecmb mo, WMo OH ecm». Mbl NPUBLIKAU BOCPURU-
mamb 3my Gpasy KaK He1mo u3 00AGACIU BYABIAPHOTO Mamepu-
aAU3MA U, COOMBEMCMBEHHO, NPONYCKAmMb MUMO yuiel, He 3agy-
MBIBASICh, B KAKOU cmenenu Ha 3gOPOBbe U CYgbOy UeAOBEeKA BAU-
Aem cmpyKmypa u pe;xum ero numaniiss. OcobenHo 3mo BAUAHUE
CYyWleCmBEHHO gAsl (hopMUPYIOWEroCst gemCcKOro OpraHu3Ma.
Bom nouemy B Mupe He NpeKpawjaomcst GucKyccuu o mom, Ka-
KUM JOAXKHO Oblmb NUMAHUE pebeHKa BOoOUe U WKOAbHUKA — B
yacmHocmu. HoByro rpanb 2motl gucKyccull BbIIBUAO NOSIBAEHUE
B WKOAQX MOPIOBbIX BMOMAMOB. Y aBMOMAmMU4ecKoro npogas-
ua ecmb MAcca gOCMOUHCMB, HO eCMb NPU 3MOM U 0COOEeHHOC-
Mmu, Komopble NPUXOgUMCST YYUMbIBAMb OPIaHU3AMOpam BeH-
gUHIa, 0COOEHHO WKOABHOT0. X0mb Mbl U HA3BAAU UB-
momam npogasyoM, OH B KAKOM-INO CMbICAE
SABAAIEINCA ABMOMAMUYECKUM NPUAAB-

KOM, KOmOpbIU He Hecem omBem-
CMBEHHOCMU 3Q MO, YEM €I0 3arpy3UuAll.

Hcmopuuecku crokuaoch mak, umo nep-

Bble aBMOMAmMbl ObAU PACCHUMAHbL HA
peaAu3ay0 moBapoB, KOMOPbIE He SBAS-
HOMCS CKOPONOPMAWUMUCS, U He mpedyrom
0COOBIX YCAOBULL gASL CBOETO XPAHEHUS, U
B 3MOM ObAQ CBOSL AOI'UKA. B meueHue
MHOTUX Aem OCHOBHBLIMU NPOGYKMAMU,
KOmOpble NPOGABAAUCH Yepe3 aBMoMa-
mbl, ObIAU TA3UPOBAHHblE HANUMKU U
BCSIKOTO pOga CH3KOBASL NPOGYKUUAL
Cetiuac Hegocmamxu u mMoro, U gpyroro
obuweudpecmnnbl. I'azupoBanHble HaA-
NUIMKU U 3aKyCKU HU3KOU NUWEBOU UEH-
HoCcmu ~ egBa AU He OCHOBHOU UCMOYHUK AUWHUX KaAOpUl B gem-
CKOM DQUUOHE, NPUYUHA BO3HUKHOBEHUS U30bUNOYHOIO Beca U
oxupenus. Tax, B CILIA macuimadbl OKUPERUA YgBOUAUCH 3d NO-
CAegHUe gBa gecsamuAemus cpequ gemeu U ympouAuCh Cpegu 1nog-
POCIKOB, npu4eM psg uccregopameAeti NPSMo CBA3BIBAXOM MO C
pocmom NOmpeOAeHUS CAAGKUX TA3UPOBAHHBIX HANUMKOB.

Hexomopble ra3upoBaHHble HANUMKU MOTym Obimb B OYK-
BAABHOM CMBICAE CMEPMEAbHO ONACHbL GASL HeAOBEKd, nuuem
The Independent. Aeao B mom, umo cogepkawjuiicsi B HUX
konceppanm E211 (benzoam rampus) noBpexxgaem BAKHYIO
obracmb AHK B Mumoxorgpusx kremok. K maxum BsiBogam
npuuiea, npoBegsl cepui0 AAOOPAMOPHBLIX UCCAEgOBAHUL,
npogeccop MOAeKyASipHOU buoioruu u buomextoaoruu Ilu-
mep Ilaiinep u3 lledpdurgckoro ynusepcumema. E211, ko-
mopntil B 2000 r. BO3 06baBuAa 6€30NACHBIM COEGUHEHUEM,

FOPAYUN WLOKONAL
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Kids are our future. And
what should they eat at
present?

L. Zotov, O. Oganyan (Vending Business)

300POBOE NMATAHUNE

“We are what we eat”. We are used to apprehend
these words as something of the sphere of vulgar
materialism, and — correspondingly — to turn a deaf
ear to them. We usually don't ponder over this
phrase, while our diet influences our health and des-
tiny. This influence is particularly strong for chil-
dren’s forming organism. That's why the discussions
about children's diet in general and schoolchild-
ren's diet — in particular do not quit all around the
world. The appearance of vending machines at
schools revealed a new side of this discussion. An
automatic merchandiser has a lot of merits; still,
there are some features that should be taken into

consideration by vendors, especially at schools.
According to the history of vending
machines, the first machines were meant
for non-perishable products which do not
require special storage conditions. There was
some logics in it. Soda and snacks have
been the basic products vended by VMs
for many years. The demerits of the
both are well-known now. Soda and
low-nutrition snacks are the main
source of extra calories in children's
diet, they account for children’s excess
weight and obesity. In USA obesity rates
doubled among children and tripled
among teenagers during the last two
decades. A number of scientists think the
reason for this epidemical obesity is the
increased consumption of sweet soda drinks.

Some soda drinks can be deadly perilous to peo-
ple, The Independent writes. They contain E 211
preservative (natrium benzoate) which damages
an important area of DNA in cells’ mitochondrion.
It was Peter Piper, professor of molecular biology
and biotechnology from Sheffield University, who
came to this conclusion. E211 was declared safe
compound by WHO in 2000, it is widely used in
food industry of many countries. The preservative
had caused alarm before in connection with its
potential carcinogenic effect in case if the drink
contains E211 and vitamin C at the same time.

Too many children’'s diets do not meet the
nutritionists’ recommendations, being too high
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QKMUBHO UCNIOABL3YyeMCs NUWEBOU NPOMBIUAEHHOCMbIO MHO-
rux cmpaH. Panee KoncepBaHm yse Bbl3bIBAA HEKOMOPLLE
onaceHus B CBA3U C NOMEHUUAAbHLIM KAHUEPOTeHHbIM 3-
¢exmom, komopslll BO3HUKG@EM Npu HAAUHUU B TA3UPOBAH-
HOM HQnuMmMKe OGHOBPEMEeHHO KOHcepBanma u sumamuna C.

TI'umanue cauwikom 6OABWOrO HUCAQ gemell He coomBem-
CcmByem peKOMeHgauUuAM gUemoAOroB — B UX PAUUOHe Hegonyc-
MUMO BbICOKO€ KOAUYECIBO JKUPQ, CaxXapa, COAU U CAUULKOM Ma-
A0 (hpyKmMoB, oBowell U KpaxmaAucmsix yraerogos. I'lhoxo coa-
AQHCUPOBAHHAA GUemA, HAPAGY C NACCUBHBIM 00PA30M KU3HU, —
Bom (hakmopsl, HeCyujile OMmBemMCMBEHHOCMb 3d JeMCKYyI0 My4-
HOCMb, pPAcCnNpocmpaHeHue Komopoll npuHumMaem Macuimaobl
asnugemuu. OXKupeHue 3HAQUUMEABHO YBeAURUBAem PUcK pa3pu-
mus guabema BIMOPOro mund, cepgedHo-CoCyguCmblx 3a00AeBa-
Hutl, paka u gpyrux MsUKeAblX HegyroB.

Ilponaranga 3gopoBOro NUMAHUS Nbl-
maemcs goHecmu 5my UH@OPMAyUI go
nompebumenel, HO, B KOHUE KOHUOB,
B3POCAblE AOGU CaMU Hecym om-
BemMCMBEHHOCMb 3 CBOE 3§OPOBbE.
Hnoe gero — gemu. Y nux ropaigo
caabee pa3Bumo PAyUOHAABHOE HdA-
4aAO, U Kpumepuu OUeHKU eghl U Nu-
Mmbsl 4ACMO CBOgAMCs K mpuage:
«BKYCHO-KAQCCHO-NPUKOABHO», KoO-
HEYHO, UX BKyChl U CUMNAMUU HYX-
HO MPEeHUpOoBAmMb U BOCNUMBIBAMD,
HO NO BO3MOXHOCMU COOAA3HBL AYU-
we MUHUMU3upoBamb, mem 0OoAee,
Ymo CyweCmBYHWUM GBMOMAMAM
BCe DPABHO, KINO HAXOGUMCS nepeg
HUMU.

Ho Bepremcsa K ucmopuu BeHguHra. [lepBble aBmomamal,
YCIMAHOBAEHHbIE B UIKOAQX, HE OMAUYGAUCH OM « B3POCABIX»
HU Nno gopme, HU NO COgepXAaHUIo, U, eCnecmBeHHO, OHU
BHOCUAU CBOU NOCUABHbIU BKAQG B HECOQAQHCUPOBAHHOCIMD
gemcKoro nUMaHus. 9momy cnocooCmBOBAA He MOABKO dC-
CopmuMeHm NPOgyKmMoB, HO U JOCMYNHOCMb UX gAsl gemell
B Al0OOe BpeMsi npeOblBanHUs B uikore. Omcroga Xaro00bl po-
gumeaell HQ MO, YMO peOeHOK nNuMaemcs OGHUMU WOKOAQ]-
KaMU U quncamu, 3anuBas UX CAAgKoU ra3upoBKoll.

AarbHellwee MOXHO OblA0O NpegBUgemb. B psage pa3pumblx
CMpPaH HAUAaAaCh U CMAAQ HAOUpamp CUAY KAMNAHUS 3Q U3'b-
Amue asmomamos u3 wkoA. Hauboree pagukarbRyro nosu-
Uulo nog ee BosgelicmBUeM 3QHAAU BAQCIMHblE CIMPYKMYPbl
Bo @panyuu u ppankoasblunblx pationax beabruu, rge Booo-
uje sanpemuAu NPOgaxy NPOGyKMOB NUMAHUA HQ Meppumo-
puu WKOA NOCpegcmBOM MOPTOBbIX aBmomamoB. B Beauko-
opumarnuu, CLIA, AamBuu BBOgAMCS 3A4KOHONDOEKMbL, 3d-
npewarowjue MopropAo B WKOAQX YUNCAMU U CAAGKUMU I'a3u-
POBAHHBIMU Hanumxkamu. CIMOPOHHUKU 3anpema ymaepxga-
om, Ymo omcymcmaue aBmoMamoB, NPOGAoUUX « He3gopo-
ByIO» nuuly, nOMoXem OCMAHOBUMb HApAcmaioujie NOKa3da-
meAu gemckoro u30blmovYHOIo Beca U OKUPEeHUS.

CTAKAHbI
ANA TOPrOBbIX ABTOMATOB

KayecTBO, OYHKLMOHANBHOCTb, YHUBEPCANbHOCTD

Cetb Toprosbix asTomatoB ACCOPTW www.assorti.ru
Ten/dakc: (495) 221-8417 Ten: (495) 361-9238/9365
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in fat, sugar and salt, and too low in fruit, veg-
etables and starchy carbohydrates. A poorly
balanced diet combined with an inactive
lifestyle are the factors thought to be responsi-
ble for the rapid rise in childhood obesity prolif-
erating now in epidemic proportions. Being
obese significantly increases the risks of devel-
oping ‘Type 2' diabetes, heart diseases, cancer
and several other serious illnesses.

Healthy nutrition propagandists try to inform
consumers about the quality of products they
use, but after all adults are responsible for their
health themselves. Children nudtrition is quite
another matter. Their rational approach is much

weaker than that of the adults. To evalu-

ate food and drinks they usually con-
sider whether these are tasty — great
— cool. Of course, their preferences
should be cultivated, but it's better to
minimize temptations, even more so for the
machines there is no difference
whether the buyer is a child or an
adult person.

But let's come back to the history
of vending. The first machines estab-
lished at school did not differ from
the “adult” ones neither by their
shape nor by the contents, and of
course they made their contribution
to children's diet's imbalance. It was
not only the assortment of products
that contributed to this, but also
their availability at any time children were at
school. Here is the source of parents’ complaints
that their children eat only chocolates and chips
washing them down with sweet soda.

The subsequent events were easy to foresee.

A number of developed countries started to
carry on a campaign drive against vending
machines at schools. The most radical position
was taken by the governments of France and
Belgium's French-speaking areas where food
selling VMs were removed from schools. In
Great Britain, USA and Latvia bills prohibiting
chips and soda sale at school are introduced.
The prohibition supporters contend that the
absence of machines vending junk food will
help quitting the rising indices of children's
excess weight and obesity.

What could (and should) be done to this,
from our point of view? The easiest thing to do
would be to get rid of the machines. But this
would not solve a number of problems. The first
one: where could children eat and drink when

/b
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Ymo, no nHawemy MHEHUIO, MOXKHO (U HYXKHO) NnpomuBONo-
cmaBumMb MAKOMY pa3Bumuio coobunuil? ABmomamsal BblOpO-
cums, KoHewHo, HempygHo. Ho npu smom ocmaemcst psig Hepe-
weHHbIX npobaeM. [lepBasi: uem u KaK NOgKOpMumsb U HAnOumb
gemeti B Mo BpeMs, KOrga WKOAbHASL CIOAOBAS U Oyhem yKe He
pabomarom, a gemu B WKOAE elwje NPUCyMCmMBYIOmM — HA JONOA-
HUMEABHBIX 3GHAMUSX, B KDYXKKAX, CNOPMUBHbIX ceKyusax? Begb
pacmywjuti, @ 0COOEHHO 3arPy>KeHHbLU OPranHu3M cBoero mpeoy-
em. Bmopas: kak Obimb, ecAu pebeHKy Ha nepeMeHe X0uemcst
(Hy ouenb xouemcsa!) nonumpb uru crecmb KaKyro-HUOygb me-
AOUb, He nepebusas annemuma? A B Oygheme ouepegb, a cmap-
WeKAACCHUKU ommuparom marbiwel u m.g. Xygo-06egHo B WKO-
A€ agMUHUCIMPAyUA ewe MOXKem NPOKOHMPOAUPOBAMb MEHRIO,
a, gonycmum, HAg AGPbKAMU, KOMOpble CMOSIM HA YAUUE, OHd
BooOwe He BAacmHa. M umo, gemu He Haugym
cnocoba myga coerams? Y smoll cumyauyuu
ecmb euje OgUH ACneKm — NUMAHUe NePCOHAAA
u rocmeti WKOAbIL, mex e pogumeAell.

Koneuno, 6orbuiuncmBo nepeuuc-
AEHHbIX BblUule NPOOAeM CBA3AHbl HE C
OCHOBHBIM, d C ONOAHUMEALHbIM NU-
MmMQHUeM WKOAbHUKOB, HO UM npereope-
ramb moske He caegyem. M ecau mbl € Ba-
MU pewuM, 4mo OHO, 5O NUMAHuUe, Xe-
AameAbHO, Mo gaBatime o0Ccygum, 4mo
HY>KHO cgeAaamb, gadbl OHO WAO He BO
Bpeg, a HAa NOAb3Y, YMoObl OHO 1O BO3-
MOKHOCIMU He KOHKYPUPOBUAO C Mpa-
JUUUOHHBIM 00W,enumoM, a GONOAHAAO
ero.

Hmak, no nopagky.

1. Kameropuuecku HeAb3si gonyckamb
npucymcmausi B accopmuMeHme NPOgJyKMoB, B KOMOPbIX
BpegHble BewecmBa AUOO COGepKamcsi U3HAYAABLHO, AUOO
BO3HUKQIOM B npouecce xpaHerus. Iapanmom ux omcym-
CmMBUS, BUGUMO, JO/UKHO CAYXXKumb 3axkAtouenue Pocnompeo-
nagsopa. I'lopagok opopmrenus paspeuienus AubO, B CAyuae
Heobxogumocmu, KOHMPOABHbIX NPOBEPOK — 5MO OMeAbHAS
memMa, BLIXOgAWAA 3 PAMKU gaHHOU nybAukayuu. Pazymeem-
CA, NPU JKEeAQHUU MOXHO MHOroe 3anpemums, @ MHOT0€e — pas-
pewums. Kaaccuueckuil npumep — amo konuenocmu. Xopo-
WO U3BECMHO, YMO B COCMAB gbIMOB BXOGAM KAHUEPOI'eHbL.
Tem He MeHee, UmO-mo He CABIWHO, YmoObl B cBoel 3abome o
3gopoBbe nompebpumerell BAQCMHblE CMPYKMYPbl KUGAAUCH
3aKpbIBAMbL MAIA3UHbL, MOPIyOWUe KONUEeHbIM MSICOM UAU
pbloOoOll. Bnpouem, ecmb OGHO UCKAIOHEHUe: ucmopust C AQm-
BulicKUMU wnpomamu.

Kcmamu, ha Bce npogykmal, KOmopble NPOgaBAAUCH B NOCAE]-
Hee BpeMsi uepe3 aBMOMAMbl, YCMAHOBAEHHblE B MOCKOBCKUX
WKOAUX, UMEAOCh pazpewieHue mpex (!) Begomcms MOCKOBCKOTO
npasumeAbcmsa. Ymo re ybeperao om HauaAbLCMBEHHOTO I'HEeBd.

2. Heobxogumo noCmostHHO gymamb O NOBbULEHUU NPUBAEKA-
MeAbHOCIU U NUWEBOU UeHHOCMU NUWEBbIX MOBAPOB gAsL WIKOAb-
HOTO BEHQUHIA. 3gech mpeOylomcsi COBMeCmHble YMCMBEHHbIE

YAA NUMOHHBIN
LE ROYAL Lemon tea

1000 r

BbicTpopacTBOpUMbIN Yai ¢ apoMaToM NUMOHa

the school canteen is already closed, but the
children are still at school — at additional class-
es, hobby groups and sports sections? Growing
and adequately loaded body needs to be fed.
The second one: what to do if a child wants to
eat or drink something during the break, but
there's a queue at the canteen? At least the
school administration can control the menu of
the school canteen, but it can't reach for the
kiosks in the street. Certainly, the kids can run
there to buy anything they want. This situation
has one more aspect — nutrition of school per-
sonnel and the guests, parents for example.

Of course, most of the problems enumerated
above are connected with schoolchildren's

additional nutrition, but we shouldn’t neg-

lect it. And if we decide this additional
nutrition is advisable, let's discuss
what should be done to make it help-
ful. It shouldn't compete with traditional
catering — but supplement it.
Thus, in order.

1. It should be vigorously forbidden
to vend products containing harmful
substances or those becoming harm-
ful during the storage period. The
commission of Rospotrebnadzor's
(consumer goods control agency)
experts could obviously guarantee
the absence of such substances in the
vended products. The sequence of
legalization of the license and control
is special topic going beyond the scope of this
article. It's easy to prohibit or allow a lot of
things, for example — smoked food. It's well-
known that smokes contain carcinogens.
Nevertheless, the government does not close
shops selling smoked meat and fish. There is
one exception, however — Latvian sprats.

By the way, all the products sold at schools by
means of vending machines had licenses of
three (!) agencies of Moscow government.

2. It's necessary to think constantly of improv-
ing school-vending good's attractiveness and
nutritional value. The problem could be solved by
common efforts of dietitians, teachers, parents
and — of course — operating companies. Modern
technologies can guarantee long enough storage
periods of such products as fruits, vegetables,
dairy, sandwiches etc. Both requirements to
logistics system and prices increase in this case,
but it's necessary for our children's health, so
let's do it. Food industry workers will have a lot of
tasks to accomplish too.
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OBown - GpyKThI
Fruits and
vegetables 0.1%

ManoXxupHoe neyeHbe
U BbiNe4ka.

Low-fat cookies and
baked goods 0.7%

310POBOE

Opexm
Nuts, trail mix
0.6%

2%-e n uenbHoe A ManoxupHoe

MOJIOKa v e
i MOIOKO
2% and whole milk 2% /‘ Low-fat milk 1%

[ ®dpyKTOBLIE COKM " x Avernieckue

PP ra3svpoBaHHble HanMTKn
Fruit juice 4% I Diet S0da 3%

l |
ManosxupHble yurncel, @ ' Me4yeHbe U NUPOXXHbIE
KpeHAenu ¢ coJblio, Cookies
KpeKepbl, MIOCAN-6GaTOHYNKN : e and snack cakes 5%
Chips (low-fat), pretzelt, 0 .
Bopa Water 7%
crackers, granola bars 4%

)

NOD
(g B

(

Yuncsel n kpekepbl
Chips, crackers with cheese 12%

HEALTHY FO

Cnapoctmu Candy 17%

®dpykTOBbIE U AP.
nopcnauieHHble OHepro-
HanNUTKU TOHWUKMN
Fruit and other Sports
sweetened drinks 8%
drinks 13%

FasupoBaHHas
BOAA
Soda 21%

IMupamuga HArAAGHO NOKA3kIBAemM peaibHoe (YBbl!) cOomHouleHue PA3AUYHBIX NPOJYKIMOB
B CmpyKMype WKOABHOTO BEHJUHI.
The pyramid clearly shows the real (alas!) correlation of different products in school vending structure.
www.cspinet.org

300POBOE NUTAHUNE

YCUAUA gUEMOAOI'OB, Neqaroros, pogumeAel U, pa3yMeemcst, KoM- 3. We have no place to hide from explanatory
naxuu-onepamopd. CoBpeMeHHAst MeXHUKA U MEeXHOAOTUU N03Bo-  work with children who should be informed
AAIOM rapaHMuUpOBAIMb GOCIMAMOYHO GAUMEABHOE XPAHEeHUEe Ma- about the principles of healthy nutrition.
KUX NPOJYKMOB, KAK (hpyKMbl, OBOW, MOAOUHBIE NPOGYKMbL, pa3-  Information about products’ consumption char-
HOro poga 6ymepbpogbt u MHoroe gpyroe. IIpu 3moM HECKOABKO acteristics will be useful too. In this connection
Bo3pacmaiom mpeboBaHUS K cucmeme AOruCmuKU U UeHbl HA 000- the experience of our American colleagues is
PYgoBaHue — HO Yero He cgeaaeulb gas gemuuwlek. Yyms ne 3a0b1- interesting. There are programs conlrolling the
AU — npugemca nopabomams U NUUEBUKAM. assortment of products vended at schools in

3. Hukyga ne gembcsi om pa3wACHUMEAbHOU pabomsl ¢ gemb-  many states. Schools in California, Washington,
MU, KOMOPbIX, KOHEUHO JKe, HY?KHO uHgopmupoBams onpunyunax ~ Nevada, Georgia, Kentucky, Minnesota and
3goposoro numanus. He nomewaem u ungpopmauus o nompebu- Virginia take steps to fulfill the government's
MeAbCKUX CBOUCMBAX NPogyKmoB. B amom cmbicae unmepecen  instructions concerning providing schools with
ONbIM AMEPUKAHCKUX KoAAeTr. Bo muorux wmamax cywiecmsytom — VMs filled with healthy snacks and drinks.
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nporpammbl, KOHMPOAUPYIOWUE ACCOPMUMEHM NPOYGYKMOB B
MOPIOBBIX ABMOMAMAX, YCMAHOBAEHHbIX B wikoae. LlIkoast B Ka-
Augpopruu, Bawunrmone, Hesage, Axxopgrxuu, Kenmyxkku, Mun-
Hecome u Bupgrkunuu npuHumarom mepbl, YmoObl BLINOAHUMb
NpaBuMeAbCMBEHHbIE NPEGNUCAHUS NO 0OeCne eHU0 UKOA Mop-
TOBLIMU GBMOMAMAMU, 3aNOAHEHHLIMU 3gOPOBLIMU CHAKAMU U HA-
numkamu. Puuapg 'upgec, npe3ugenm HauyuonaabHot accouyua-
yuu asmomamuueckoli mopropau CILIIA, npu3Haa, 4mo orpoMHoe
KoAuuecmso gemell cmpagaem om OXKUpPeHust U myvyHocmu, no-
CAegHUe UCCAeJOBAHUA NOKA3bIBAOM, YN0 00AbLLE 9 MAH gemeU B
CILIA umerom u30bmouHbll Bec. [upgec 0O0bsIBUA KAMNAHUIO C
orogxemom $1 MAH, cymb KOmopoti B moM, 4mo npogaBaemble ue-
pe3 aBmoMambl NPOGyKmMbl Oygym NoMedeHbl UBemHbIMU 5Mmu-
Kemkamu, cogepkawjumu uHgopmayulo o nuweBol yeHHocmu
NPOGYKIMOB. 3eAeHble SMUKeMKU YKa3bIBAIOM HA 3gOPOBble NPO-
gyKmbl, KDACHbIE JKe — Ha Me, KOMOpPble GOAJKHb! yNOMpPeOASIMbCsl
pegko (quncsl um.n.). Euje ogrum BaKHbIM aCneKmom nporpammbl
SIBASIEMCs NPONAIAHga (husuieckol akmuBHocmuU. « Mbl moske po-
gumeAu, Mbl MAK Ke, KaK BCe 03a00UeHbl BCeEMU 9MUMU NPooAeMa-
mu», — 3aaBAsem I'upgec. MHorue u3 waros, npegnpuHsmbix Ac-
coyuayuel, makue, Hanpumep, KaK NPOgBWKeHUE 00e3KUPEHHOU
guemsl B COYeMaHUU € NOBbIUEHHOU (hu3uiecKoll akmuBHOCMbIO,
COOMBEMCMBYIOM HOBbIM GUEMUYECKUM DEKOMEeHJAuUsaMU, Bbl-
nyuwjeHHbIM DegeparbHbIM NPABUMEABCMBOM.

4. Ecmb u cnoco6bl orpanudenuss nompeoieHusl peOeHKoM
onpegeAeHHbIX NPogykmosB. OguH U3 MAaKux cnoco0OB OCHO-
BAH HA BHEgPEHUU B WKOAAX KAPMOUEK yHauuXcs, Komopble
Morym coBMew,ams (PyHKUUU ygoCMOBEpeHUA AUYHOCIU, NPO-
nycka, bubAuomeuHoro abonemenma, burema gasi npoe3ga Ha
mpaHcnopme U, 4mo B aQHHOM CAydae 0COOEHHO BAKHO, NAA-
Me>XHOIo Cpegemaa gas paciema ¢ apmomamamu. B uune kap-
MOYKU MOXem HAKANAUBAMLCS UHGOpMauus 0 MOM, CKOABKO
AIOOUMOE 4ago CAONAAO WOKOAQGOK 3d HegeAlo; d MOXKHO U
NpoCmMoO OrpaHUvumMb ero annemumsl — CKWKeM, Nporpamma
He No3BoAUm Kynums 0OAbWE OGHOTO OAMOHYUKA B eHb.

5. Ecmb u ewje 0guH MOMEHMmM, MAK CKaA3amb, MEPKAH-
muAbHOro cpoticmsa. Bo3amoxxno, cmoum nogymams 0 M-
MepuaAbHOU 3aUHMEePeCcOBAHHOCMU YUeOHbIX 3aBegeHull B
aBMOMaMuU3UpPOBAHHOU MOProBAe HA ux meppumopuu. Hs3-
BECMHO, WMO B AMEePUKAHCKUX WKOAAX 3MOm NOgxog peau-
3yemcs. Tax, no gaHHBIM AMepuUKAaHCKoOU accoyuayuu
WKOABHOI'O NUMQAHUS, WKOAbl Noc-Angxeareca 3apabambl-
BQIOM HA peaAu3ayuu ra3upOBAHHbBIX HANUMKOB 4epe3 aB-
momambst okoro $ 700 000 B rog, Hukaro — noumu $ 3 000
000. Heauuine gAst WIKOAbHBIX 010gKemoB, He MAK Au?

Ilpu nogromoBke cmambu UCNOAb30BAHbLl MAMEPUUAbL
calimos:

http://cspinet.org/new/200405111.html

http://www.gazeta.ru/science/2007/06/01_kz_1761918
.shtml?kz1761918

http://www.infozine.com/news/stories/op/storiesView/
sid/ 5341/
http://www.vendingsolutions.com/vending news.htm

YAWU NEPCUKOBBIN
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Richard M. Geerdes, president of the National
Automatic Merchandising Association, said
childhood obesity rates have skyrocketed in
recent years, with the latest research showing
more than 9 million children in the United
States are overweight. He announced a $1 mil-
lion campaign to place nutritional guideline
stickers in vending machines and promote
physical activity through after-school programs.
Vending foods will be labeled in selected
schools with colored stickers according to their
nutrition content. Green stickers will indicate
healthy choices, such as fat-free pretzels, and
red stickers will indicate foods that should be
consumed rarely, such as potato chips. « We're
parents too, we're just as concerned as they are
with the growing obesity rates,» Geerdes said.
Many of the steps being taken by the NAMA,
such as promoting a low-fat diet with increased
exercise, fall in line with the new dietary guide-
lines released by the Federal government.

4. There are also means to limit children's
consumption of certain products. One of them
is based on introduction of student's card in
schools. It can combine functions of identity
card, pass, library subscription, transport ticket
and — this is very important — means of paying
when buying from VM. The card’s chip can
compile information, e.qg. how many chocolates
has your child eaten during a week. It's also
possible to limit his appetite — the program
would not allow buying more than one choco-
late bar a day.

5. There is one more thing, let us call it a mer-
cantile one. Maybe it's reasonable to think of
financial advantages that schools could get
from commerce at their territory. This approach
is realized in American schools. According to
American School Nutrition Association, Los
Angeles schools' revenue from sales of sweet
soda from VMs is close to $700,000 per year and
in Chicago area it is very close to $3,000,000 a
year. It's something, ain't it?

Information from the following sites was used
when writing this article:

http://cspinet.org/new/200405111.html

http://www.gazeta.ru/sci-
ence/2007/06/01 kz_ 1761918.shtml?kz17619
18

http://www.infozine.com/news/stories/op/
storiesView/sid/ 5341/

http://www.vendingsolutions.com/vend-
ing_news.htm
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C) XenuocBeHO

Komnahnus “XeanocBeHA” npeAcTaBAsieT HAO POCCUICKOM
pbIHKe NPOAYKLMNIO NU3BECTHOrO UTAABSIHCKOTO NMpPOuU3BOAUTEAS
“GPE Vendors”.

GPE

Vendors

O npounssoautese

@ SBASIETCS U3BECTHBIM BPEHAOM B MUPE BEHAUHIA

¢ cyuwecteyeT 20 A€T HO BEHAMHTOBOM pPblHKe

¢ npowussoaut 6oree 5000 GBTOMATOB B FOA

4 OCYLLECTBASET MPOAQXKY CBOEW NPOAYKLMK B Boree yeM 50 cTpaH Mupa

DBX-300 DBX-400 DBX-800 DFD/3C DRX-25 DRX-30 DRX-40

O npoAykuuun
Astomarsl “GPE VVendors” oTamdaer:

¢ PEeBOAIOLMOHHAS CUCTEMA BPALLEHWS CIMPAAU C MHBEPCUEN (BO3BPATOM), HTO
obecneunBaeT becnepeboiHyto BblAQYY MPOAYKTOB be3 3acTpeBaHus (nateHT “GPE
System”)
Elevator (noabeMHbIN MexaHU3M), 0becneymBaloLLMii BOSMOXHOCTb MPOACKU XPYMKUX
TOBQPOB, HANPUMEP, HAMUTKOB B CTEKASHHOW Tape
CABTOMATUYECKAS! BAOKUPOBKA CHIMPAAU NMPU UCTEYEHUU CPOKA FOAHOCTU NPOAYKTA
HOASXHOCTb SAEKTPOHHBIX KOMMOHEHTOB
rpachruyeckuint Aucnaem
QHTUBAHAQALHbIA KOPMYC
NPUBAEKATEABHBI AU3ANH
O Hac
CoTpyAHM4Yas ¢ HAMH Bbl MoAyvaerTe:
4 KA4YeCTBEHHble TOProBble ABTOMATHI MO HU3KUM LIEHAM
@ BbICOKW YPOBEHb FAPAHTUAHOTO OBCAYXXMBAHMS

@ r1MbKyIO CUCTEMY CKMAOK
Tea./Pakc: +7 495 981-16-53 +7 495 981-16-54
E-mail: heliosvend@heliosvend.ru
www.heliosvend.ru
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BputaHCKnn BEHOWHI

K BricmaBke Avex 2007 (cm. xypraa Ne3, cmp. 42-47)
bpumaHcKkas BeHguHr-accoyuayusi AVA Bwinycmuaa
cmamucmuueckull o63op ompacau Census 2006, onupa-
wulca Ha gaHHble, OMPAXAOUjUe cCumyauyulo Ha KOHey,
2005 r. K smomy MOMenmy napK moproBblX ABMOMAMOB B
Beaukobpumanuu gocmur 523351 equnruubl, B omy cma-
MUCMUKY BXOgAm MOAbKO MAQWUHbL, peaiusyrowjue Ha-
numKu u npogykmsel numanus. B gaabnetiwem AVA naa-
Hupyem yckopumb cOOp u 00pabomky gaHHbIX C MeM,
umo6bl Census 2007 ¢ gannbimu 2006 r. Bbluea B cBem
y)e B Hosiope 2007 T.

B xauecmBe katoueBblx umoroB omuemnoro roga AVA
0c000 aKyeHmupyem cAegyrowue MOMeHmbl!

* 3a CKPOMHBIM TOGOBbLIM NPUPOCMOM OOWEro 1ucAd
asmomamos B 0,9 % ckpbiBaemcs camblil Bhicokul ¢ 2001
I NpUpOCM YUCAQ MAQWUH Al CHEKOB U gpyrotl npogyk-
moBoll npogyKyuU, cpegu KOmophlX BegywuMu sIBASIIOM-
CSl MQWUHBL € 3aCMEeKAeHHbIM (hacagom (npupocm 6,2 %
B rog).

* AHaAOruYHbBIM 00PA30M 3a CpegHeB3BeWeHHbIM Npu-
pocmom 0,4 % B cekmope (pacOBAHHbIX HANUMKOB (OAH-
KU, KOpoOKu, OymbIAKU) CKpblBAemcsi MACCUPOBAHHOE
BblmeCcHeHue OAHOK OymbIAKaMU.

* B ueAom ceKmMop HANUMKOB MOJKHO OXApakmepuso-
Bamp KaK ropsvyull (Bo BCex CMbICAQX). 3gech HAbOAIOgQ-
emcs nepexog om MAQWuH gAsl PeaAU3ayuU ropsiiux u Xo-
AOGHBIX HQNUMKOB K MAQUWUHAM, CNeyuaAu3upOBAHHbIM
nog ropsauee. 3gech HauboAee OblCmMPOo pacmem cermeHm
HACMOAbHBIX KOpelHblx aBmomamos (9 % B rog!) na 3ep-
HOBOM Koge.

«Ilo-KpynHoMy» cmpyKmypa NapkKa MOpProBblX dB-
MoMamoB BbIIASigum cAegyrouum oo6pa3om (Ha KOHeY

2005 r.):

’g

rOPAYUNA LUOKONAL
LE ROYAL Choco Red

1000 r

CopepxaHue kakao-nopowka He meHee 15 %

Cetb Toprosbix aBTomatoB ACCOPTU www.assorti.ru
Ten/dakc: (495) 221-8417 Ten: (495) 361-9238/9365

British Vending

Before the opening of AVEX 2007 (see #3,
pp 42-47) the British vending association AVA

MNMPOBJIEMbl OTPACIIN

issued a statistics review of the sector Census
2006 basing upon the data for end / 2005. At
this moment UK vending machine park
reached the number of 523351 units, including
only the machines for selling drinks and food.
In future AVA plans to accelerate data collec-
tion and proceeding to make it possible for
Census 2007 with 2006 data to be issued by
November 2007.

As the key results (“star turns”) of the year

PROBLEMS OF THE BRANCH

AVA stresses the following points especially:

* The modest overall growth of the total
number of VM (0.9 % ) doesn't do justice to the
4.4 % growth in the snack / food sector (the
greatest recorded since 2001); leading among
them are glass fronted merchandisers (6.2 %
growth a year).

* In the same way the 0.4 % average

increase in the can / carton / bottle sector can

MPOBJIEMbI OTPACIIA

literally be described as hot with a strong
move from hot & cold machines to hot only.
The principle growth here has come from the
table top freshbrew segment characterized by
amazing 9 %.

Today (end 2005) the main items of British
VM park present the following picture:

The relative share of different VM types
changed in the last five years insignificantly;
the decrease in absolute and relative number
is mostly observed for in-cup machines (share

dropped from 20 to 16.2 % ). Within the above-

A
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é Tun aBTOMara Konuyectso asromatos, | lpupocr 3aroa, mentioned segments the following tendencies
wr. % %
2 TpagnUMOHHbIE MalLNHBI are observed:
o ONA NPUrOTOBNEHUS U 230 344 44 1 2,2
'5 peann3aunmn HarnnTkos
ey MawmHb! Ans o VM number Annual growth,
e NPUrOTOBNEHUS HAMUTKOB 84 930 16,2 -6 Machine type units % %
E «B Haulke» (in cup) Traditional beverage \
E ABTOMATbI ANt NPOAAXKM 05 869 18.3 0.4 machines 230 344 44,1 2,2 |
o) (hacoBaHHbIX HANUTKOB Tnoup beverage \
o CH3KOBbIE U NPOAYKTOBLIE 112 208 214 44 machines 84930 16.2 6 |
= aBTOMaThbl \
Bcero 523 351 100 0,9 Can / carton / bottles 95 869 18,3 0.4 |
Snack / food 112208 21,4 44 “
CoomHoweHUe pa3AUYHBIX BUGOB (BMOMAMOB NpU Total 523351 100 08
2mMoM 3a nAmb Aem U3MEHUAOCh HE3HAUUMEABHO; HAUDO- |
; : : ¢
& Aee ouymumo (B aOCOAIOMHBIX U OMHOCUMEAbHbIX Yug- * The instant machines are constantly giv- |
= . . X 5 ;
é pax) COKpauweHue goau MawuH “lIl Cup” (C 20 go ]6, 2 %). ng way to fTeSth'eW, their ratio has Changed |
ﬁ Brympu nepeuucAeHHbIX Bbllle CErMeHmMoB HAOAI0ga- from 1:1 to 1:2 in the five years. ‘
T i |
~ I0MCs cAegylowue meHgeHyul: The share of free (for the user) coffee
L
o . : 8 :
n CmabuabHO pacmem goAst ABMOMAMOB HA 36PHOBOM machines tends to grow; in OCS segment it
= :
L KOoghe N0 CPpABHEHUIO C PACMBOPUMBIM, 3d 5 Aém COOMHO- reaches one third.
o ;
o
o 3 : : :
* CmabuabHO pacmem goAs Koghe-Maulut, IKCAYamu- points of sale, the less is there share in the ‘
pytowuxcs B 6eCnAamHoM gAsi NOAb30BAMeAell pexume; total quantity. |
B 0(bUCHOM cermenme oHa gocmuraem ogHotli mpemu! Among the traditional beverages POS
0
* Kak npaBuno, ueMm G6oaee goxogHbl MOYKU NPOJWK, meM the greatest share (25 %) belongs to the
- MeHbWULL NPOUEHM OHU COCMABASION OM OOWEIo KOAUYECINBA. points selling about 2000 cups per months.
= . ; i y
3 Cpegu mouek Npogaxx HANUMKOB « MPAGUULOHHOTO» Two thirds of in-cup machines sell up to
<
o o .
E NpuromoBAeHUs CaMblli 60AbWON npouenm (~ 25 % ) npu- 500 cpm.
g XOgUMCsl HA §OAIO MOYEK, pearusytouux nopsagka 2000 Among the beverages the most sold is
. s 0, . 0, .
= uawek B mecsy. ABe mpemu mawun in cup” peaiusyrom coffee (50 — 60 %); then comes tea (15 %),
Ta)
about 10 % are given by chocolate and cold
Q go 500 uawek B mecsy, % g 7
= . drinks
Cpegu HANUMKOB NO YUCAY NPOGWK npeodragaem :
Kogpe (50-60 % ); samem ugem uaii (~ 15 % ); npumepro no Within VM park the share of used (not
10 % gaiom WoKOAQG U XOAOGHbIE HANUMKU. new) machines stays quite noticeable and
* 3amemHblii nPOUEHM Om NAPKA ABMOMAMOB NPOGOA- continues to grow: for local operators it
T - i
0,
= JKAIOM COCMABASIMb NOGePKAHHble MAWUHD], NPUIEM UX reached 45 %, for national scale operators it is
< o .
& gOASl He yMeHbWAemcst, d pacmem: y AOKAAbHbLX ONepamo- 38 %. The number of machines 7 years or more
I e s
- poOB oHa gocmuraa 45 %, y onepamopoB HAUUOHAABHOI'O old fluctuates within 10 — 18 %.
: : ,‘
o) macumada — 38 % . Ilpu smom KoAuuecmBo MAwuH BO3- Averagely typical structure ol operating
()] .
s pacma 7 Aem u 6oaee Korebremcs B npegeaax 10-18 %. company staff looks as follows:
= Rout 54.3 %
@ * B cpegHeM KagpoBasi CMPyKMypd KOMNAHUU-onepa- i G0
@) i : f
= MOpa BHIAAGUM CAEGYIOWUM 0GPA3OM: Administration and other — 17.4 %

BAHUNIbHbIN KAMYYUHO MPEMUYM
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LE ROYAL Vanilla Cappuccino Premium
MpemunanbHas CMeCb C BbICOKUM COAEepXaHuem kode
500 r
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Aunelinbill nepconar — 54,3 %

AgmunucmpamuBhbill nepcorar — 17,4 %

Ipogaxu u mapkemunr — 8,5 %

Hrxenepnbili nepconar — 19,8 % (B mom uucae cne-
yuaAuCmbl N0 MOHMAXy u nHairagke 1,6 %, peMoOHmMHUKU
17,1 %, npouue 1,1 %)

Ilpouenm pabomaroujux HENOAHKLU pabouull geHb He-
BEeAUK (5 % ).

* Hecmomps Ra pacnpocmpaHeHHoe MHEHUe, UeHa Koge,
PeaAl3yeMoro iepe3 aBmoMambl, HEBLICOKA U COCMABAsiem
qawe Bcero okoao 20 nencos (~ 10 py6.) na padouux mec-
max; BHe padoqux mecm Aexxum B guanaione 20-40 neHcosB.

* B cekmope (paCOBAHHBIX HANUMKOB 00beM NPOGWK He-
CKOABKO BO3POC B CBA3U C pOCMOM NPOYJAX HA OGUH ABMO-
mam. boabwunrcmso (mpu uemsepmu) ynakoBOK npogaemcsi
no yeHe 55-60 nencoB. OKOAO NOAOBUHBI ABMOMAMOB peau-
3yrom go 500 ynaxkoBoK B Mecsiy, okoAo 20 % — cebiwie 1500.

* Ilapx aBmoMamoB gAs peaAu3quuu WMmMy4HbIX NPogo-
BOABCIMBEHHbIX MOBAPOB, BKAKOUAS CHEKU, pacmem ObiCm-
pee, ueM gAs NPOgaKU HANUMKOB (B CPegHeM NO CMPAHE B
1,3 pasa 6picmpee) — B OCHOBHOM 30 CHem MQUIUH C OCIEK-
AeHHbIM (pacagom. ITpu 23mom Koruuecmso padbomaroujux aB-
MOoMaMOB NO NPOJAKe HANUMKOB NPEBOCXOgUM HUCAO CHI-
KOBbIX makxxe npumepro Ha 30 % . Hauboaree pacnpocmpa-
HeHo becnaamHoe npegocmaBAeHUe GBMOMAMOB Onepamo-
pam. Cmpykmypa NapKa BRIIAAGUM CAEGYIOWUM 00pA30M:

* « Tenabix» CH3KOBbIX MawuH — 90 438 (B mom uucae ¢
ocmexaeHueMm — 82 188)

* C oxaaxgenuem — 21 770 (B mom uucae 940 c raybo-
Kol 3amopo3kol)

* Becero B cermenme B 2005 1. 6110 3ageticmBoBaHo 112
208 aBmomamoB (npupocm no cpaBHernui ¢ 2004 r. co-
cmaBua 4,4 %, gasa MauuH ¢ ocmekrenueM — 6,2 % )

* ABe mpemu peaausyemou NPOGyKUuUU COCMABUAU KOHGU-
mepcKue U3geAusi, OCMaAbHOe — NPeuMyu,eCmMBEHHO CHIKU B
naxkemax. O0beM NPOGWXK B pacieme Ha CPEGHION CHIKOBYIO

MQUWUHY COCIMABUA OKOAO 70 (h)yHMOB CIMEPAUHTOB B HEGEAIO.

CAXAP O BEHOAUHT A
ACCOPTHU

KO(heiHbIX TOProBbIX aBTOMaTOB

BbicTpopacTBOpUMbIH caxap Afns BCEX TUMOB

CeTb Toprosbix asTomatoB ACCOPTU www.assorti.ru
Ten/dakc: (495) 221-8417 Ten: (495) 361-9238/9365

Sales and marketing — 8.5 %

Engineers — 19.8 % (including installation
engineers 1.6 %, emergency 17. 1 %, other
1,1%)

Part time labor share is rather small (5 % ).

MPOBJIEMbI OTPACIN

* Despite the widely distributed opinion, the
price of coffee sold by VM is usually not high
— about 20 p (10 roubles) a cup at the work-
places; outside them the price lies usually
within 20-40 pp.

* In the can / carton segment selling has
somewhat grown up because of growing sell-
ing per a machine. Most (about three quarters)
of packings are sold for 55 — 60 pences. About
half the machines sell up to 500 packs per
months, ab. 20 % — more than 1500.

PROBLEMS OF THE BRANCH

* Park of food selling machines (including
snacks) tends to grow faster than of bever-
age machines (over the country 1.3 times
faster) — mainly thanks to glass front mer-
chandisers. Still the number of beverage
vending machines is 30 % larger than of
snack ones.

The most frequently met is VM free loan to
the operators. The structure of food machines

park looks as follows:

Wz

MPOBJIEMbI OTPACIIA

Warm” snack machines number is 90
438 (including 82 188 glass fronted)

* Refrigerated machines — 21 770 (includ-
ing 940 deep frozen)

* Total number of VM in the segment was
112 208 (growth compared to 2004 4.4 %, for
glass fronted machines 6.2 % )

* Two thirds of the products sold referred to
confectionaries, the rest — mainly bag snacks.

Average selling per a snack machine

PROBLEMS OF THE BRANCH

amounted to about 70 pounds a week.

49 pyo.
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[lopa 3penocTu

Cpegu wupoKO u3BeCMHbIX CNeyudAuc-
mam BeHgUHIOBbIX KomMnanul MockBbl oco-
boe mecmo 3aqHuMaem rpynna KomnaHnut
«Benga» (B 2003 rogy — nosBUAQCL HOBAS
BemBb B paszpumuu 6u3neca — «Cmangapm
Iatoc»). B npowiarom Mbl HE pa3 3amparuBd-
AU pAa3AUYHblE CMOPOHbl gesimeAbHOCMU
amoll KOMNAaHuu (cM., Hanpumep, «Benguhnr
B asponopmy «AomogegoBo», 2004/ #4), pa-
bomarowiell yKe OKOAO gecsimu Aem U npe-
BpamuBwelcs, O Cymu geAd, B XOAGUHT.

OgHnako uyeAoCmHOro npegcmaBAeHUsl O
gesimeAbHOCMU KOMNAHUU 3MU NYOAUKAUUU
He gaBaAu. Mbl nocuumanu, 4mo gecsamuae-
mue pabombl KOMNQHUU HA NONpuuje BeH-
guHIra — Xxopowull NoBOg, 4moObl Bcmpe-
MuUmbCsi C ee Heu3MEHHbIM T'eHepUAbHbIM
gupekmopom, AnHgpeem Kum, komopblii co-
TAQCUACSL omBemumb HA PAG BONPOCOB.

— Angpeli @egopoBut, mak umo, pawel
KOMNAHUU y>XKe « CMYKHYAO» gecsimb?

— Aa, B mae smoro roga. [omoB npunambp
no3gpaBAeHUs, XOmsi U HeCKOAbKO 3ano-
3gaBuiue.

— U uem Bcmpemuau roouaeti?

— CouyobsizamearbcmB, Kak ObLAO HEKOTgd
NPUHAMO, Mbl CNeUYUAAbHO Ha cebs He Opa-
Au. Ho o gocmurnymom ompanopmoBamb
romosBbl, cnpauluBaiime — omaeuy.

— B uem raaBHOe HanpaBAeHUe gesimeAb-
Hocmu KomMnaxuu?

— Ilpesxxge Bcero mbl — KOMNAHUs-ONepPda-
mop, Komopas yCmaHaBAUBaem U 00CAyXKU-
Baem mMOpProBble GBMOMambl NO NPOgaKe
ropsiiux U NpoxAdgumeAbHbIX HANUMKOB U
CH3KOBOU npogykuuu B MockBe, MockoB-
CcKol obAacmu, a maxkxe B gpyrux peruoHax.

— AaBalime crnauara o MocKBe u okpecm-
nocmsax. I'ge 3gech pabomaem KoMnanus?

— 3a nocaegnue 2-3 roga Mbl CyuieCmBeHHO
pacwupuiu 30Hy geticmBus. Cerogna Hawiu
MOYKU NPOGWK MOXKHO BCmMpemumb B A9PO-
nopmax «/AomogegoBo» u «BHyKOBO», Kpyn-
HbIX MOProBblx UeHmpax «Cnopmmacmepy,
runepmapkemax «/\epya Mepaen» u psige 3a-
BOGOB U KOMbuHamos, B mom uucae M>KK, mo-
A04HOM KoMOuHame « OCmaHKUHCKUU», MCO-
KoMOuHame «MaraxoBCcKuil», goMax KyAbmy-
pbl U omgblxd, (humHec-uyenmpax, AegoBblX U
CNOpMUBHBIX §BOPUAX, KUHOocmygusx («Mo-
cpurbm» u «Megua-Cumur), 6uzHec-ueHm-
pax, Car0Hax comoBOU CBs3U «bemanuHk»,
MPDOO I'AU, aBMOCaroHaX U gPYTUX yupexge-
HUSIX U NPegnpuAmusAx — BCEro He ynoMHUmb.

— A BHe smux npegeaoB?

— OmKpblAOChL gouepHee npegnpusmue B

VENDING BUSINESS, 2007/#4

Ka3axcmane, rge B cpegrux yueOHbIX 3aBe-
geHusax ycmaHoBAeHO Ooaree 170 aBmoma-
mMOoB no npogaxe wmyuHoro mosapa. I[1po-
eKm ycnewHo pa3BuBaemcs.

— A umo npegaaraeme kKauenmam?

— Hamu 3axkatouenbl napmuepcKue COIAd-
uleHusl C MAKuUMU NOCMABUJUKAMU NPOGYK-
MOB NUMAHUA U HANUMKOB, KAK
«Hecmae», «Baaeo», «[llencu-
Ko», «Bumm-buab-Aanu», «Ko-
ka-Koaa», «Mapc» u gpyrue.
Mbl ucnoab3yeM MOAbLKO NpO-
¢eccuoHarbHble UHIDegueH-
mel, CNeYUaAbHO pas3paboman-
Hble gAsl MOProOBbIX (BMOMAQ-
mMoB, npeumMyuwecmBeHHO Hda-
MypPAAbHOE Chlpbe Oe3 xumuuie-
CKUX gOOABOK U T'€HHO-MOgUu-
uyUPOBAHHbLIX UCMOYHUKOB.
He 0yqgy 3arpyxamb uwumame-
Aell NOAHbIM NepevdHeM, CKWKY
MOABKO, YMO OgHOTO WOKOAQgd
u usgeAull u3 Hero boiree ge-
camKka HauMeHoBaHul. B ac-
copmumenme makxe Oymep-
OpOgbl, MOAOUHASL NPOGYKYUA, Cynbl, KQUU U
niope 6bICMPOro NPUromMOBA€HUS, COKU, MOP-
Cbl, NOAMOPA gecsimKd HAUMEeHOBAHUU X0A0g-
HbIX HANUMKOB, gBA gecsimKa ropsuux (koge,
UI0KOAQQ, Yau), Bbineukd, COOCMBEHHO CHIKUL.

— A yem, Kpome cobcmBEeHHO ABMOMaMU-
3UPOBAHHOU MOPTOBAU Bbl 3aHUMAemech?

— l'og Hazag mMbl OMKPLIAU NOgpa3geAenue
IO NPogake MOProBblX ABMOMAMOB, A celiac
ugym pabomsml N0 CO3gaHUI0 yHeOHOro yeHmpa.

— Kcmamu, 06 asBmomamax. Ha Kakyio
MexXHUKY Bbl OpuenHmupyemech?

— Mbl HeceM omBemcmBeHHOCMb 3a Oecne-
pebolinyto pabomy aBmomamos, 6e3 Komopolu
HEeBO3MOKHO KQUeCMBEHHOe OKA3QHUE YCAYT.
Hmenno nosmomy mbl npegbsaBisieM gocma-
MOYHO BbICOKUE MpPeOOBAHUA KaK K 000pygo-
BQHUIO, MAK U K 3aKPENAEeHHbIM 32 HUM MexXHU-
KaMm, obecnequBarowjuM UCNPABHOCMb U HUC-
momy. 3a npoweguue rogbl Mbl UCNLUNAAU B
pabome MHOIo pa3AUMHOrO 0OOPYJOBAHUSL.
CneuyuarbHO omMmeuy, umo pabomanu Kak Ha
HOBbIX ABIMOMAMAX, MAK U HA NPOCAYKUBWUX
He oguH rog. MHoroe 3aBucum om moro, B Ka-
KUX pyKax onu Haxogamcs. [Ipuxogume — Ha-
yuum, noMoKkeM nogoopama.

— Cnacubo 3a ungopmayiro, Angpeti ego-
poBuu. Keaaem ycnexoB. Kak Bac natumu B
cAyuae Heobxogumocmu?

— Y nac umeemcs catim B Unmeprneme —
www.standartplus.com

OVe

A.®D. Kum, re
000 «l
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Among the vending companies in
Moscow, widely known by the experts, a
special place is occupied by Standart Plus
company (before 2003 — Venda Co.).
Previously we treated different aspects of
the company’s activities more than once
(see, for

example, "“Vending at
Domodedovo  airport”,
2004/ #3). During its 10
years of existence, the com-
pany has turned into a real
holding, and the time has
come to get a more integral
view of it. Therefore we
decided the tenth anniver-
sary is just an ideal cause
to meet Andrey Kim, the
company's CEO, and ask
him some questions, to
which he conceded.
— Andrey Fedorovich,
is the company really 10

: H'qn‘;’:e'(mp years old?
0, Venda — Yes, and the birth-

day struck last May. I am
ready to accept your congratulations,
though somewhat late.

— What deeds of yours marked the
jubilee?

— Well, we hadn't pledged ourselves
to perform something extraordinary to
mark it (as it used to be in the socialist
past), but we are ready to report about
what we have achieved. You are wel-
come to ask.

— What is the main direction of the
company's activities?

— Firstly, we are an operating compa-
ny that installs and takes care of vend-
ing machines for selling hot and cold
drinks, cigarettes, snacks in Moscow
and Moscow region, as well as in some
other regions.

— Let us first speak about Moscow
and its surroundings. Where do you
work here?

— During the last 2-3 years we sub-

' stantially widened the zone of our activ-
ities. Today our points of sale may be
met at Domodedovo and Vnukovo air-
ports, large shopping centres
(Sportmaster) and hypermarkets (Leroy
Merlin, MEGA-Auchan), trade complex
Savyolovsky, some production facilities
processing milk and meat, points of
rest, fitness centres, ice and sport are-

1da

Age of maturity

nas, film studios, business centres,
mobile communications salons, road
police offices, car shops and other busi-
ness and production enterprises — it's
not quite easy to enumerate all.

— And what's beyond the above-
named region?

— We opened a subsidiary company in
Kazakhstan, where more than 170
machines for selling piece goods have been
installed at schools and colleges. Now the
project is developing successfully.

— What do you propose to your
clients?

— We have partnership agreements
with such suppliers of food and drinks, as
Nestle, Valeo, PepsiCo, Wimm-Bil-Dann,
Coca-Cola, Mars and others. We use only
professional ingredients developed spe-
cially for use in vending machines, based
mainly at natural raw materials with no
chemical and genetically modified addi-
tives. Without overloading the readers
with the full list, I'll state that it contains
more than a dozen titles of chocolate arti-
cles. There are also sandwiches, dairy
products, soups, porridges and purees,
juices, about 15 cold drinks, even more
hot beverages (coffee, chocolate, and tea),
pastries, biscuits, all kinds of snacks.

— And what are you engaged in
besides operational vending?

— A year ago we opened a VM sales
department, now we are working to cre-
ate a training cenlre.

— Now back to the machines. What
kind of equipment do you prefer?

— We feel responsibility for a trouble-
free running of our machines, which is
absolutely necessary for high-grade
service. That is why we impose stringent
requirements for both the equipment
and the technical staff maintaining it
and providing its orderly and clean. We
have tested quite a lot of different
equipment. Let me stress that we have
an experience in operating both the new
machines and those that served quite a
lot. Very much depends upon the hands
of those who maintain them. Come and
we'll teach you and show how to choose.

— Thanks for the information and
best wishes. How could people get in
contact with you if necessary?

— We have a web site of our own:
www.standartplus.com

MU0 dUPMBbI

MU0 GUPMBI FACING THE COMPANY

FACING THE COMPANY
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3epHOBOW Unu
PACTBOPUMBIA?

Nestle Foodservices npoBeaa CpaBHUMEAbHOE UCCAE-
goBaHUe (paKMOPOB, BAUSIIOUUX HA UCNOAB30BAHUE PA3-
AUYHBIX BUGOB KOghe B mOpropblx aBmomamax. B meue-
Hue wecmu MecsiueB CONOCMABASIAACH paboma ycma-
HOBAEHHBIX B PA3HOOOPA3HbIX Aucmax 20 aBmoMamosB
Ha pacmBopumoMm npogykme u 20 — Ha 3epHoBoM. [lo
muenuto Nestle, pe3yrbmambl CBUGEMEAbCMBYOM O Ka-
yecCmBEeHHOM U KOAUYeCMmBEeHHOM NPeBOCXOgCmBe nep-
BoU rpynnbl, nNpuiemM OCHOBHbIM API'yMeHMOM sIBASIeMCsl
pe3Koe COKpauweHue 9KCNAyamayuOHHbIX (B CpegHEM gO
16 % ) u cymmapHbIX 3ampam, a B pe-
3yAbmame — noBbluleHue NPuOblAb-
HOCMU, Npu MOM, 4mo UeHd nopyuu
000UX HANUMKOB — OgHA U MA Xe.

Tenepb no nopagky.

Mawuna na pacmBopumom Koghe
geuleBAe, NOMOMY 4MO OHA Npouje.
3ampamel BpeMeHU HA nepe3arpys-
Ky apmomama U, COOmBemcmBeHHO,
pacxogbl HQ onepamopa COKpauwa-
omcsi Ha 33 %. YnpoweHHbllU go-
cmyn K Mecmam 0OCAy>KUBAHUS, OM-
cymcmBue HeobOxogumocmu npo-
qucmku (uabmpa npuBogam K mo-
MY, 4mo B CpegHeM OguH BU3UM CO-
Kpauwjaemcsa Ha § muHym.

Ha 57 % cokpawaromcsa pacxoghl
Ha mexobcayxuBanue. H3-3a 6oree
npocmol KOHCMPYKUUU Beposm-
HOCcmb HeucnpaBHocmel U uacmoma noceuwjeHust pe-
MOHMHUKAMU NAgaom BgBOE.

Kpome smux ¢pakmopoB, KomnaHusi ommeuaem, 4mo
npuromoBAeHUe YauwKu Hanumka cokpaujaemcst ¢ 30
CeKyH( (B cayuae 3epHoBoro koge) go 10. Kauenm mo-
JKem Hauamb NUMb KOpe HeMegaeHHO, He O0ACh owna-
pumbCs: pacmBOpuUMbLl KOge Bblgaemcsa npu memne-
pamype 75?C, m.e. na 10?C Huxe, ueM 3epHOBOU.

Ymo kacaemcs BKyCOBbIX XApaKmepucmuk, mo, no
muenur Nestle, nanumxku Nescafe ooaragarom BbICOKUM
U cCmadOuUAbHBLIM KAQUeCmMBOM, d ACCOpMUMeHm npegad-
raemcs Ha AI0OOU BKycC. YmBepxgaemcs, wmo 6Aaroga-
Pl CKA3QHHOMY Bbllle, NPU CyWeCmBYyou,eM HA UCNAH-
CKOM DblHKE BEHQUHIQ GOMUHUPOBAHUU 3€PHOBbIX Md-
WUH HabAlogaemcs onpegeAeHHbll CBUT B NOAL3Y « UH-
CMAHMHBIX» Cpegu npousBogumeael MAWUH, onepa-
mopoB u nompeoumeaelu.

ITo mamepuaaram xyprnara Hostel Vending,
2007, Ne37

VENDING BUSINESS, 2007/#4

Roasted or instant?

Nestle Foodservices carried out compara-
tive investigation of the factors influencing
application of different kinds of coffee to
vending machines. During 6 months efficien-
cy of based in a number of sites 20 instant cof-
fee machines was compared to that of 20 bean
machines. According to Nestle experts opin-
ion, the results prove both qualitatively and
quantitatively superiority of the first group;
the main argument here is steep reduction of
service costs (16 % average)
and the total costs, result-
ing in improved profitabili-
ty ( the per-dose prices of
both the coffees being simi-
Ilar).

Now in more details:

The instant machine is
cheaper, since it's simpler.

The time needed to reload
the machine and conse-
quently operator cost is 33 %
less. Better internal accessi-
bility, no need to clean the
filter decrease the visit dura-
tion by 8 minutes average.

The technical assistance
cost is reduced by 57 %. The
simpler design failures (and
hence visits) frequency falls twice.

In addition to these factors, the company
marks that the time needed to serve a cup of
coffee drops from 30 seconds (bean coffee)
down to 10. The consumers coffee consumption
may be immediate without burn risk, since the
instant's serving temperature is 75?C, whereas
bean coffee is 10?C hotter.

As for the taste, according to Nestle, the
assortment of Nescafe drinks is adapted for all
tastes, and the quality is stable.

It is stated that because of all mentioned
above, despite the observed today domination
of roast coffee machines in Spain, there exists
some definite trend in favour of the instant
machines among manufacturers, operators and
consumers.

Based on Hostel Vending magazine,
2007, #37
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MEXAYHAPOAHbIA ®OPYM NPOAOBOJIbCTBEHHOW
UHAYCTPUU U TOPIrOBJIN

UFIR-2008

BTOPAS MEXOYHAPOOHASA
CNEUMNAJIMSNPOBAHHASA BbICTABKA

BEHAWHI-OKCIO

MEXAYHAPOO4HASA
CNELMAIIMSUPOBAHHAS BbICTABKA

MWP PA3BJIEYEHUN

e ToproBbie aBTOMaTbl U UHFPEANEHTbI

¢ MMnareXHbie TEpPMUHANDI

e BaHKkOMaThbI

* UIHdopmaumnoHHbie, UHTEPHET- KNOCKU

¢ [lnarexHbie CUCTEMbI

e Komnnekryiowme anis aBToMmatos
U TEpMUHANOB

* UrpoBbie aBTOMaThbl

e PasBnekaresibHblie, My3blKaJibHble
aBTOMaTbI

e OGopynoBaHue ons passneKaTesibHbiX
3aBefeHMn

e Komnnekryiowume s UrpoBbixX
aBTOMAaTOB

MecTo nposeneHus:

MEXAYHAPOHbIA BbICTABOYHbIA LIEHTP
BpoBapcko# npocrnekT, 15

Kues, YkpauHa

leHepansbHbiit UHGOPMALMOHHBINA CIOHCOP UHdopmaumnoHHbIi cnoHcop

NAAC ShEsssy
XK Y P HADN KIoSKa AU

I'Io BOMPOCaM y4acTus aﬁpammu.
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Bctpeya ¢ NAMA

(ITpogorxenue. Hauaro cm. #3-2007)

B npegrnligyujem HOMepe Mbl coOOWaAAU O CeMUHape
«Bcmpeua ¢ NAMA», opranusosaHHom komnaruell "As-
mo6ap"” B Cankm-ITemep6ypre. B coomspemcmBuu ¢ gam-
HBIM ODewaHueM pacckakem o Hem boree NogpoOHO.

Beau cemunap npezugenm NAMA, npogeccop, gok-
mop 3KoHomuueckux Hayk Puuapg I'upgec ((pomo caeBa)
u ee Buue-npezugeHm, npogeccop Asn Membnioc, Komo-
pble NOCMAPAAUCh gamb YUACMHUKAM CeMUHApd pekKo-
MeHgauuu, KaK OpraHu30Bamp CBOU OU3HeEC makK, Ymoobl,
YgOBAemBOPsIsL KAUEHMOB, OH OCIMABAACS. NPUOBIAbHbIM.

B cBsa3u ¢ pacmywell mengenyuel K nepexogy Ha 06e3-
HQAUYHBlE  cucmeMmbl | ’
pacuema (gebumusrle u
KpegumHble Kapmbl),
Begyujue roBOpuAU O
mMOM, KaK Ayqule npous-
BOgUmMb 3MYy 3dMeny,
umo BooOwe Algu gy-
mawom o0 O0e3HAAUYHOM
pacueme. [lo gannbim
NAMA, okoro 15% no-
Kynameael yxe uc-
noab3yrom 6eCcKOH-
MmaKmHble cucmeMbl
pacuema, HO OOAbUIUH-
CMBO NPOGOAXKAEM PACCHUMbIBAMbCS NPUBBIYHBIMU KAP-
mamu (55 % ) u HaruuHbMU (30 % ).

Ilo mHenulo Begywux, NpaBUAbHOE MECMO JAsl nepe-
X0ga Ha 6e3HAAUYHYIO cucmeMy paciema — Mo aBmo-
mambl, ¥ KOmOpblX T0OgoBOU 00beM NPOGaX COCMABASL-
em 0koAo $5 mbic. Ha HOBy1I0 cucmeMy onaamsal HyKHO
nepeBogumb BCe MAWUHbl MOYKU; B NPOMUBHOM CAY-
yage nokynameab, KOMOPOMY Y€ NpuWlAOCh BblMQ-
wump CBOU OYMAXXHUK gASt MOro, 4mo0Obl pacnAQmumb-
CA 3a CHYK, BPAG AU CMAHem ONAQUUBAMb I'd3UPOBKY
Kapmodu.

AMepuKanybl 3aHUMAOM OGHO U3 NepBblX MeCcm B MU-
pe no nompebAenulo Koge Ha gywy Haceaenust. B yupesx-
geHusAX U Ha Npegnpusimusx y3akoHeHbl 1-2 nepepbiBa
Ha Kogpe 3a pabouull geHb. AOASL aMEPUKAHCKUX nompe-
bumeaell, nbloWUX Koge e;KegHeBHO (57 % B3POCAOro HaA-

CYBNIUMUPOBAHHbIA KODE
LE ROYAL Prima Karra

BbicTpopacTBOpUMbIiA KOhe ¢ XOpoLo cbanaHCMpOBaHHLIM BKYCOM

500 r

Cetb TOprosbix asTomatoB ACCOPTW www.assorti.ru
Ten/dakc: (495) 221-8417 Ten: (495) 361-9238/9365

471 py®.

Meeting with NAMA

(Continuation. See the beginning in

#3-2007)

In previous issue we wrote about a seminar
«Meeting with NAMA», organized by
«Autobar» company in St.-Petersburg.
According to the promise we have given, in this
issue we'll give a more detailed information
about it.

The speakers of the seminar were president
of NAMA, professor, doctor of economics
Richard Geerdes (left photo) and its vice-presi-
dent, professor Dan Mathews. They tried to
give the par-
ticipants use-
ful recommen-
dations how
to organize
the business
so that it sat-
isfies cus-
tomers and
remains prof-
itable.

In connec-
tion with the
growing ten-
dency of transition to non-cash payment sys-
tems (debit and credit cards) the speakers dis-
cussed how it is better to organize this transi-
tion, what people think of the non-cash pay-
ment systems. According to NAMA sources
about 15 % of buyers already use contactless
payment systems, but the majority continues
to pay using habitual cards (55 %) and cash
(30 % ).

According to the speakers’ words, a proper
place for transition to non-cash payment sys-
tems are VMs with individual sales volume
about $5 thousand per year. It is better to
equip all the machines of a given point with
new payment system, otherwise the buyer who
had already pulled out his wallet to pay for a

NPOPECCUOHAJNBHBIE

WHTPEOUEHTDI




ceAeNHUsl), NPeBbICUAQ HUCAO meX, Kmo ynompeOAsiem
npoxaagumeAbHble Hanumku (51 % ).

Ipogorxaem cmpeMumeAbHO pacmu YUCAO PeryAsp-
HO ynompebasioujux Koge npegcmasumereti maaguiero
nokoaAeHus. Macwumabbl nompebA€HUs YBEAUHUAUChL B
pexkopgHble cpoku: B 2003 r. Kogpe nuau 16 % Morogbix
Atogell B Bo3pacme om 18 go 24 Aem, B 2006 r. ux Koauue-
cmBo gocmurao 31 %, a B 2007 r. — yxe 37 % . B cmapwiux
BO3PACMHBIX KAMETOPUAX JOASL eXXKegHEBHO nompeOAslo-
wux xoge cpegu Aogeu om 40 go 59 rem cocmaBuara
61%, a cpegu auy cmapuie 60 — 74 %.

Hebe3binmepecHo o3HakoMumbCs ¢ 0030pom amepu-
KQHCKOTO PbIHKA BEHJUHIA, NPEGCMABAEHHbLIM HA CEMU-
Hape. B AMepuke yCmaHOBAEHO 7 MAH MAWUH, rOgoBoU
006beM NPOGWK KOMOPbIX B COBOKYNHOCMU COCMABAsIEM
$44 mapg. Bcero B Amepuke om 6 go 8 mbic. onepamop-
CKUX KOMNQHUU, gOAs KOMOPbIX, B 3ABUCUMOCMU OMm Io-
goBOro o06beMa Npogax, pacnpegeaAsiemcs CAeqyrouum
obpa3zom:

Menee $1man—75%
$1—4,9man — 18%
$5—9,9MAH — 4%
$10 MAH — 3%

CmpyKmypa mecm yCIMaHOBKU:
28 % — npegnpusimus
27 % — yupexgeHnus
21 % — moprosbsle npegnpusamust u
obujecmBeHHble Mecmd

Foaee

11% — obpa3oBameabHble yupexXgeHus

4% — MeguuuHCKUe yupeKgeHUs

9% — npouue

Cmpyxmypa npogax:

10% — ropsinue nanumku

54 % — XOAOgHBle HANUMKU

27 % — ega, BKAIOUQA CHIKU

9% — npouue moBapbl

Euwje ogroti memou 6blAG NPABUALHAS OPIraHU3AUUA pa-

6ombl KOMNaHuu. mo BblcmynAeHue OblLAO, B NepBYlO
ouepegb, OPUEHMUPOBAHO HA pYKOBogumeAel Komna-
Hul, Kem SIBASAUCh MHOTUE U3 yUQCMHUKOB CeMUHapd.
Peubr wra 0 mom, Kaxk Obimb XOpOULUM AUGEPOM, KAK BeC-
mu CBOIO KOMAHJY K HaMeueHHOU UyeAu. Y Xxopowero Au-
gepa Bcerga ecmsp ICHO€ NOHUMAHUE UeAl, YemKoe Buge-
Hue Oygywero cpoeti komnanuu. OH goAKeH ybequmbCs
B MOM, 4moO cCmMPyKmMypa opraHu3auyuu coompemcmayem
ee OCHOBROU ueau. PykoBogumeAab goAKeH ymemb goHe-
cmu 3my yeAb go CBOUX COMPYGHUKOB. [Ipu 5mom Ba’xHo,
umo0Obl nocaegHue OblAU ofecneueHbl BceM Heobxogu-

KO®E B 3EPHAX
PAULIG ARABICA
100 % Apabuka

1000 r

ARABICAE
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snack is hardly expected to pay for a soda with
a card.

Americans hold one of the first places in the
world in coffee consumption per head. In offices
and at enterprises 1-2 coffee-breaks during a
working day are legalized. The share of the
American consumers drinking coffee every day
(57 % of the adult population) has exceeded
the number of those who consume soft drinks
(51 %).

Coffee drinking among younger con-
sumers continued to soar in 2007, reaching
a new record of 37% among 18 to 24 year
olds, up from 31 9% in 2006 and 16 % in 2003.
Daily coffee consumption among 40 to 59
year olds and those 60+ also increased to
record levels in 2007 at 61% and 74 %,
respectively.

It's interesting to acquaint with the review of
the American vending market presented on a
seminar. There are 6,000 — 8,000 operating
companies and 7,000,000 machines on location
in America, their annual sales comprise $44 bil-
lion. The share of operating companies,
depending on annual sales volume, is the fol-
lowing:

Less than $1 million annual sales — 75 %

$1 million — 4.9 million annual sales — 18 %

$5 million — 9.9 million annual sales — 4 %

More than $10 million annual sales — 3 %

Location Mix

28 % Manufacturing premises

27 % Office

21 % Retail/Public

11% Education

4% Health Care

9% Other

Sales Mix

10% Hot Beverages

54 % Cold Beverages

20% Snacks

7% Food

9% Other Products

One more topic of the seminar was a prop-
er organization of the company's work. It was
addressed, first of all, to the leaders of com-
panies who prevailed at the seminar. What is
to be a good leader? A Good Leader has a

. DISCOVER REAL COFF
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MbIM A MOro, 41mo0sl KQUeCMBEeHHO BbINOAHSMb CBOIO
patomy. Xopouiull pykopogumeAs gaem CBOUM COMPY(q-
HUKaM cBoOogy gelicmBull — OH He 3AHUMAEMCs « MUKPO-
ynpaBAeHUeM», SBAAemCA gAst CBOUX COMPYGHUKOB He
MOABKO O00ccoM, HO u napmuepoM. CompygHUKU CKAOH-
Hbl YBAXQMb PYKOBOGUMEAS, KOMOPbIU Noggepxusaem
ux, 0COOeHHO NOCAe MOro, KaK OHU ONYCMUAU OWUOKY.
XBaaumb 3a XOpOWoO NPOGEAQHNHYH0 pabomy Ayuuie nyo-
AUYHO, KpUMUKOBQMb — B YACMHOM nopsgke. HyxHO
yMemp cmpoums goBepumeAbHble OMHOWEeHUs CO CBOU-
MU compygHUKAMU, o0wambCsi C HUMU, 3dgaBamb KAK
MOXHO O00AbWE BONPOCOB U BhICAYULUBAMb OMBEMMbI.

Ecmb cmbicA nopyuamsb A0gam pabomy, ¢ KOomopou
OHU CNPABAAIOMCA Ayille BCero, 4mo Nno3BoAsiem um gy-
Mams, YMO OHU YCNeuwHbl, d 3MO, B CBOIO 0uepegh, NOBbl-
waem ux MmomuBayuto. Xopowull Augep cregyem npaBu-
Ay UKII:

1. Hemko cmaBumsb Ueab

2. Konmpoauposams pabomy

3. IIpuHumamp MOABLKO Camoe Ayuiiee

Baxknble pewlenuss UHOrga NPUXOgumcs NPUHU-
mMamb, pACnOAQrds Npu 3mMoM OrPAHUYEHHOU UHDOp-
mayuet. YmoObl BbUKUMB, HYXHO Oblmb OBICMPBLIM,
TufKUM, petlumeAbHbIM, MBOPYECKU NOGXOgUMb K NO-
CIMAaBAeHHBIM Nepeg moool 3agauam U He 60AmbCs pu-
CKOBQMb.

ABEHOOMIP

clear vision or goal for the company's future,
he is able to make the team see, share and
adopt the goal. A good leader provides
resources for the team to get the job done
and makes sure the organization structure
meets its mission. A good leader gives
employees freedom to act, he does not micro-
manage. He is a partner with a boss of his
employees. It's necessary to let people do
what they do best and put them in position to
succeed. Employees respect a boss who
stands behind them, especially after they
have made a mistake. Work to build 2-way
trust, always. Compliment in public, criticize
in private. Communication is a two-way
street. Learn to write, speak and listen well.
It is necessary to communicate with the
employees, to ask a lot of questions and to
listen to their answers.
A good leader follows the EIA concept:

1. Expectations are clearly set

2. Inspects the work

3. Accepts only the best

Sometimes big decisions have to be made

with little information.You need to be fast, flex-
ible, creative and willing to take risks.

TOPT0BEE ABTOMATL! - IVIATEATILE CHCTEMG!
ANTHBARTATGELE SAMET! K MPHCTOCOBTERIL

HoBbie v nopepannbie asromarsia ciia  CHCTEME! EEROMACHOCTH BE}WEN*I

121351 Mocksa, yn.Monoporeapgaeickas 58,
Ten/cakc (495) 641 1952, Ten. (495) 749 5583
info@vendomir.ru

www.vendomir.ru
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B LLTaTax
mob4aT wokonag

Illokorag npogoixaem 3QHUMAMb BUGHOE MECMO
cpegu aMepuKkaHCKOU CH3KoBoU npogykuyuu. Ob6bem
npogax uiokoraga B CLIA cocmasua B 2006 1. okoAO 6
mapg USD, cpegnegyuwieBoe nompebieHue 5moro npo-
gykma — boaee 5 kr B rog. Ha goato mak Ha3blBaeMblX
OPraQHUYeCKUX COpMOB WOKOAQGA NPUXOGUMCS BCero
70, 8 man USD, no 3amo sma goas
— camas obicmpopacmywas (49 %
B rog). AAsi npou3BogcmBa oOpra-
HUYeCKOTO UlOKOAQga UCNOAb3Y-
wmcst 600bl KAKAO, BblpAWEHHbLE
0e3 NpuMeHeHUsA NecmuyugoB U
repOuyugoB, a makxe cepmuu-
UUPOBAHHBIU CAXap, MACAO, PpPYyK-
mbl u opexu. Kpynuble npousBogu-
meAUu NPOSIBUAU UHMepeC K MmeH-
genyuu, npuobpems npaBa HA OPEHgbl OPIAHUYECKOIO
wokoAraga: B Mae 2005 smo cgeaara Cadbury
Schweppes (6peng Green&Black's), B okmsbpe 2006 —
Hershey (6peng Dagoba).

New York Times / Hostel Vending

They like chocolate
in the States

Chocolate occupies a prominent place
among American snack produce. Its sales
totaled about $6 bln in 2006, an average
American consuming about 12 pounds per
year. The fraction of the so called organic
kinds is still rather small ($70.8 min), but the
value is growing rapidly
(49% per year). Organic
chocolate is made of
cocoa grown without pes-
ticides and herbicides, of
certified organic sugar,
essential oils, fruits, and
nuts. Big-name companies
the
trend, acquiring organic
chocolate brands: in May 2005, Cadbury
Schweppes Plc acquired the Green&Black's

are responding to

brand, and Hershey Co. bought Dagoba in
October 2006.
New York Times / Hostel Vending

MexgynapogHasa BbICINABKA MOProBoro 060pygoBanus, cucmeM apmomMamu3ayul, BU3yaibHOTO MEPYAHGali3uHra u
mexHu4eckoro ochawenus mara3unoB SHOP DESIGN RUSSIA
Mocxksa, LIBK « 9KCITOL]EHTP» 18 - 21 cenmabps 2007 roga

HTOIOBAA HHOOPMAILJUA

Opranu3amopsl:

«3kcno-Ilapk BricmaBounnie IIpoekmbl» u «Mecce Aroc-
ceabgopg MockBa»

Ilpu noggepxxe:

MuRucmepcmBa 3KOHOMUYECKOIO pas3Bumusi U MOProBAU
P®, MockoBckoli moproBo-npoMblUIAEHHOU NAAGMEL,

EBponetickoro uncmumyma moprosau EHI (Tepmanus),
Mexgynapogroll Boicmasku EUROSHOP (F'epmanus),

Poccuiickoro omgeaenus MexgyHapogHolU accoyuauuu
mapkemuHra B pumetire POPAI

Poccutickoro Cosema Toproswix LlenmpoB

Ilpu yuacmuu:

Aenapmamenma nompebumeAbCKOTO PbIHKA U ycAyr I1pa-
Bumeabcmsa Mocksbt (Poccus)

Hmoru B uyugpax:

1. BaperucmpupoBaau cBoe yuacmue 112 3xcnoHenmos u3
12 cmpan: Ascmpuu, beaopyccuu, I'epmanuu, Hcnanuu,
Hmanauu, Kumas, Poccuu, CroBernuu, CIIA, Typyuu, Ykpau-
Hbl, HBetiyapuu.

2. Dxcno3uyus BblcmaBKU 3ansiaa 6oree 4.000 kB.M.

3. BricmaBKy nocemuAau 6oaee 15 mpicsiu cneyuaAucmos us3
P® u cmpan 6auXXHEro u gaibHero 3apyoexbsi.

Ha BricmaBKe OblAU npegCcmaBAEHbl CAegyIoujle pPA3geAbl:

Marasunocmpoenue (60% om obuwell niowagu); XOA0-

guabHoe obopygoBanue (9% ); P.O.S. MapkemuHr, BU3yaAb-
HBLU Mepuangali3unr (18 % ); cBem u mexHOAOIuu OCBew,eHus
(5% ); cucmembt aBmomamu3ayuu u cucmeMsl 6e3onacrHocmu
B moprosae (8% ).

Bricmaska SHOP DESIGN RUSSIA exerogro cobupaem Ha
Kpacnoti Ilpeche xpynHellulux UrDOKOB DPbIHKA gAsl EMOH-
cmpayuu ompacAeBblX HOBUHOK U BO3MOXHOCMel B gu3aliHe
u 060pygoBaHUU MAra3uHoB. B amom rogy opranu3amopos U
nocemumeaell 0COOEHHO NOPAGOBAA BbICOKUU YPOBEHb
opopmaeHuss cmengoB. Aunaombl 3a Ayquwutll gu3aiH 3KCno-
3uyuu noAyuuau: 1 mecmo - komnanusa IndexEventus, 2 mec-
mo - komnaHus Red Line, 3-e mecmo — komnanus Heroyuanm
(Bce - Poccus). B pazgeae Cucmemrl aBmomamu3sayuu. Kom-
MyHUKaQuuu u uH@opmayuonHusle mexnororuu. Cucmemsl be3-
ONACHOCIMU KpoMe gpyTruX yiacmBOBAAU KOMNAHUU YHUKYM U
HImpux-M.

B mpemuil pas npowea @ecmusBars POP/POS Pexaambl
2007 «BestPoints!», komopsili BkAlouaA B cebs Hayuorarb-
HbLU KOHKYPC Ha Ayuwutl gucnaell u MexxgyHapogHyio KOHgpe-
peRryulo no npobAemam pa3Bumus U UCNOAb30BAHUS CPEgCMB
BU3YGABHBIX KOMMYyHUKauull B Mecmax npogax. @ecmusanrb
npoBoguacs Poccutickum omgeaenuem accouyuauyuu POPAI
COBMECMHO € KoMnarnuamu « Ixkcno-Ilapk BricmaBouHkle npo-
exmpl» u «Mecce Arwocceabgopgp MockBar.. Obragamerem
GRAND PRIX ¢pecmuars cmara komnanus VIRTU.
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HAUMOHAJIbHAA
ACCOLMALNA
NPOM3BOAMTEJIEM
KODE FNC

OcHoBaHa B 1927 roay ans
3aLUnTbl Y NOAAEPXKKN
KOSTYMOUINCKNX pepMepPOB.

IN ASSOCIATIONS

B smom rogy ucnoansemcs 80 rem HayuoHaAb-

B ACCOUMALINAX

HOU accoyuayuu KOAyMOulicKux npou3pogumeaell
xogpe (FNC).

FNC ob6begunsiem 500.000 korymbuiickux ¢pep-
MepoB, BhIpAWUBANOWUX KOge, U nepepabomuu-
KoB. Accoyuauusa rapanmupyem npou3Bogumensim
u pepmMepam «HeCMHYIO0 YeHY», @ He PEIHOYHYIO, KO-
mopas Moxem Oblmb Kamacmpoguiecku HU3KoU.

AonorHumeAbHble GOXOghl, NOAYUEHHblE B Nepu-
0g BBICOKUX MUPOBBIX UE€H HaA KOge, NO3BO-

AAIOmM Accoquaquu COXpAHAMb MUHUMAADb-

IN ASSOCIATIONS

HBLU YpOBeHb UeH B nepuog ux obuiero na-
genusi. B nauase 90-x sma cucmema Kom-
NeHCuUpoBaAa hepmepam nomepu HA CyMMY
1,5 mapg. goarapos.

Apyrum cnocobom Bo3BpaujeHust npudbl-
Au FNC B o6bwecmBO U NoBblUWEHUS KA4eC-
mBA JXU3HU MUAAUOHOB AlOgel ABASEMCS
agpecHast nporpamma CmpoumeAbCmBd
WKOA, gopor u OOAbHUU,

AAs noAywenus npasa pazmewamb AOro-

B ACCOLIMALIMAX

mun Cafe de Colombia Ha ynakoBke npo-
u3BpogumeAab 0053aH NPOXOgUMb EKEKBAD-
MAAbHBIU KOHMPOAb KQUeCmBa NPOU3BOgCMBA.

Ilokynameau koge c¢ aoromunom Cafe de
Colombia, nomuMo 0CO3HQHUA CBOell NPUHAGAEX-
HOCIMU K agpecHol noggepyXKe HEAEerkoro mpyga
Koaymbulickux (hepMepoB, NOAYUaIOmM HEMAAOBAXK-
HYIO BBIFOgy B Buge yBepeHHOoCmU B MOM, 1IN0 KO-
e gelicmBumeabHO BbICOKOTO KQUeCcmBd U Bblpd-
weH B Korymbuu.

IN ASSOCIATIONS
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Café de Colombia

THE JUAN VAIDEZ® LOGO

THE NATIONAL
FEDERATION
OF COFFEE
GROWERS

Founded in 1927 to build

the prosperity of the Colombian

coffee farmers.

This year the National Federation of
Colombian Coffee Growers (FNC) cele-
brates its 80th anniversary.

The FNC unites 500 000 Colombia's cof-
fee farmers. The Federation makes sure
that producers and growers are paid a fair
price, not just the market one, which can
fall catastrophically low. Extra revenue
generated when the world prices are high
is accumulated to maintain a min-
imum price when they drop. In the
early 1990's this system served to
compensate the farmers’' $1.5 bil-
lion shortfall.

Investment to improve the infra-
structure — e.g. schools, roads and
health centers — is one way the
FENC channels profits back into the
community and enhances the qual-
ity of life for millions of people.

To obtain the right to use the
logo Cafe de Colombia the produc-
er is subjected to quarterly quality
control.

The buyers of a coffee with the Cafe de
Colombia logo besides understanding their
belonging to the direct monetary pay back
to the Colombian Cafeteros for their toil also
have their own benefit as an assurance that
the coffee has high quality and Colombia
origin.



Bce Bbhiwienepeuucaennsie geticmsusa Accoyua-
yuu MOXKHO 0XApaKmepu3oBamb OGHUM €eMKUM No-
HAMuUeM — «4eCMHAsl MOPTOBAS».

Ilpogaxu moBapoB, rapanmupyroouue cnpa-
BegAuBble YCAOBUSA (Asl (hepMepOB B pA3BUBQIO-
WUXCs CMPAHAX, YBEAUYUAUCH 3Q NOCAeGHUE mpU
roga boaree uem B gBa pa3a. IlpumenumeAbHO K
FNC pocm 06bem0B npogax cBugemeAbCmBYyem
0 goBepuu nompebumeiell He MOAbLKO K MApKe
Accouuayuu, HO u Ko BKycy. Ilepsriii kogpe FNC
nosiBuacs 80 rem Hazag. CerogHsi npo-
gykuua ¢ aoromunom Cafe de Colombia
npogaemcs B 17 cmpanax 452 komnanus-
MU U omBeuaem MeXgyHAPOGHbIM CMAH-
gapmam «uecmnol moprosau». [lpumep-
HO ¢ cepegunbl 1990-x ona u3dBecmHa U B
Poccuu.C smoro roga B uucao nocmas-
UJUKOB KOghe gasi BeHGUHTA C AOTOMUNOM
Cafe de Colombia na poccuiickull pplHOK
BouwleA KpynHelwull eBponeuckul npo-
u3BogumeAb UHI'DEJUEHMOB gamcKas
Komnanus EBporpan. DKCKAIO3UBHBIM qU-
cmpubbIOMOPOM UHTPEgUEHMOB
Eurogran B Poccuu u CHI aBasaemcs
cemb MOProBbX aBmomMamoB «Accopmu»
(www.assorti.ru).

Menegxep «Accopmu» no mapkemunry I'aru-
Ha 3aMaHOBA NOgmMBEPGUAQ, MO KOMNAHUA
npegaaraem Ha pocculickull pplHOK CyOAUMUPO-
BaHHbll Koge mapku Cafe Fiesta" us 1009%
Apabuku, BrlpaujeHHOU B KOAyMOultickux Kopgu-
Abepax.

Pegakyusa XypHaira noggepxusaem KOMNAHUU,
cAegyloujue HOBbIM gAsl HAC NPUHUUNAM «YecmHOoU
moproeau», u xeaaem FNC rHeomcmynHo caego-
Bamb NPOBO3rAquIeHHbIM 80 Aem momy Hasag Iy-
M@HHBIM NPUHUUNAM «... 3aWUMbl U NOGgepKKU
npousBogumeAael xoge».

02471\

Federacion Nacional de
Cafeteros de Colombia

All above mentioned actions taken by the
FNC could be named by one capacious
word combination- “fair trade”.

Sales of goods that promise a better deal

IN ASSOCIATIONS

for farmers in developing countries have
more than doubled in the last three years.
Rising sales figures show that the public not
only trust the FNC mark but trust their taste
too. The first FNC labeled coffee appeared
80 years ago. Now products carrying the
mark Cafe de Colombia are sold in
17 countries through 452 compa-
nies and meet internationally rec-

ognized standards of fair trade.

B ACCOUMALINSAX

Starting from the middle nineties,
it is well-known in Russia.

This year a large Danish vend-
ing ingredients producer Eurogran
has become one of the companies
providing Russian customers with
Cafe de Colombia labeled prod-
ucts. The Eurogran ingredients
exclusive distributor in Russia and
CIS is the vending chain “Assorti”

IN ASSOCIATIONS

(www.assorti.ru).

“Assorti” marketing manager Mrs.
Galina Zamanova confirmed that the com-
pany suggests to the Russian market FNC
labeled freeze dried instant coffee "“Cafe
Fiesta” made of 100% Arabica beans
grown in the Colombian Cordilleras.

The “Vending Business" editorial board
encourages the companies leading the
way with this new "“fair trade” offer and

B ACCOUMALINAX

wish NFC to follow up persistantly the
declared 80 years ago humane principles
of " ... building the prosperity of the coffee
farmers”.

IN ASSOCIATIONS
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Kynioponpuemtuku CashCode (ana BeHguxra)
MouxeTonpuemuuku NRI.

% Toprosbie aBToMaTtbl pupmel Crane MS

merchanising systems” | | CashCode

A Crane Co. Compan ACrane Co. Company A Crane Co. Company

Komnanus «<Mmnopt-TpelianHr» BbINOHAET NOCTaBKY U CEPBUCHOE 06CTYXUBaHUE
TOProOBbIX aBTOMATOB M NNATEXHbIX CUCTEM BhILLIE NEPEYUCTIEHHBIX TPON3BOAUTENEN.

TenecpoH: +7 495 361-96-74 e-mail: info@import-trading.ru www.import-trading.ru

YBaxaemnbie gambl u rocnoga!

Hmero wecmb npuraacums Bac Ha nepBylo npogecCuoOHAAbHYIO BblCMABKY GBMOMAMU3UPOBAUH-
noll moprosau B Ykpaune. VENDING 3kcno Ykpauna 2007 — 5mo nepBas Hauld BbICMABKA, NOCBS-
WeHHAS UCKAIOYUMEABHO 9MoU memamukxe. 3a NoCAegHUe NAamb Aell YKPAUHCKUU BEHGUHT NPOUleA
6oabwioll nyms. Korga st nposoguaa B 2002 r. nepBy10 B YKpauHe MeXgyHAPOGHYIO KOH(EPeH U0
N0 BEHGUHIY, NPUXOGUAOCh OO'BACHAMb, WMO CAOBO 30 — He pyrameAbHOe, U yoexxgamb CKenmu-
KOB, umo om0os He Oygem om mex, KMo He noboumcs «omgamb aBmomamy cBou genbru». Cerog-
HSl B CMPAHe HA HEeCKOABKO NOPAGKOB NOBLICUACS YPOBEHb gOBepus K ABMOMAmMu3upOBAHHOU MOpP-
TOBAe, pacmem ee NONYASAPHOCMb (U moBapoobopom), pabomarom HAlJUOHAAbHblE NPOU3BOgUMe-
AU @BMOMAQMOB. YKPAQUHA — OIPOMHBIU PbIHOK gAsl BeHguHT-ungycmpuu. Ha npecc-kongepenuuu
B JeHb OMKPbUMUS BbICMABKU Bbl no3HakomMumech C AHAAU30M PhIHKA, gAHHBIMU 1O ero eMKOoCcmu,
guHAMUKe U nepcnekmuBaM pa3Bumusl.

Opranu3amopsl U y4aCmHUKU BbICIABKU geAalom BCe BO3MOJXKHOe, YmoObl OHA OblLAQ MAKCU-
MAABLHO NPOGYKMUBHA U UHMeEPEeCHA gAS BCeX, KIMO MAaK UAU UHAYe CBA3AH C BEHgUHI-OU3HEeCOM.

’Kgem Bac B Kuese ¢ 13 no 16 Hoabps.

C 6oabwiuM YBGKeHUEM K pOCCUliCKUM KOAAeraM, C Hagexgoli Ha gOArocpoiHoe U
NAOGOMBOPHOE COMPYgHU4ECMEBO,

Mapuna ABophuxk,

«YKpAQUHCKAs HAUUOHAABLHAA ACCOUUAUUA ABMOMAMU3UPOBAHHOU MOProBAUY»



13-16

HOSBPSA

MEXOYHAPOOHAA
CNEUUMAMNU3IUNPOBAHHAR

BEeHgUH2
YrpauHa

007

cheyquanusuposaHHanAa
MATEXHBIE TEPMUHAJTbI
MY3bIKANbHBIE ABTOMATbI R gRoIunun
ﬁcglgpngmal MOHETOMPUEMHUKY MTATEXCHBIX
NHOOPMALIMOHHBIE KOCKM TEPMUHAJOB
WNHTEPHET-KWOCKN
ABTOMATBI 10 POJAXE GUNETOB

KOMMNAEKTYIOLLNE 1
NPOrPAMMHOE OBECMEYEHUE

= KOQENHBLIE ABTOMATbI
KO®E N NUHTPEQUNEHTI
TOPrOBbIE ABTOMATbI:
CHIKOBbIE, BAHOYHBIE,

[U1A PO3NUBA HANNTKOB 1 AP.

P

MecTo nposepnenns - BbICTABOYHbIN LEHTP

;,KMEBBKCHOHHABA

Ykpauna, r. Kues, yn. Caniotnas, 2-b, cr. m. “Huskn®

Esponeiickoi BeHaUHIoBo#n Accounaumm

A

KontaktHble Tenedonbi: Ten./dakc: (38 044) 490-6203, 494-4254, e-mail: vend@kmkya.kiev.ua
http://www.kmkya.kiev.ua

leHepanbHbii
opraHusarop:
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Y10 Takoe Jofemar?

IToruna HexkpacoBa, ren. gupexmop OOO
«C3Ben» (Mocksa)

Hcnanckass mawuHocmpoumeAbHAsi KOMNAHUS
Jofemar — oguH u3 kpynHeliiux eBponeucKkux npo-
uszBogumeAell MOProBblX ABMOMAMOB — O NOCAe]-
Hero BpeMeHUu OblAQ He CAUWKOM NONyAsipHa B Poc-
cuu. T.e. cneyuaaucmbl, KOHEYHO, 3HAAU ee HA3BdA-
HUe, HO, NPABJa, KOAEOAAUCh, KAK NPABUABHO €ro
npousnocums. ITosmomy cpa3sy xe BHECy ICHOCMb:
COTAQCHO UCNAHCKUM NPABUAQM umeHnust, Oykse J co-
omBemcmayem 3BYK «X», Xoms 3a pybexxamu Hcna-
HUU yYacmo npuxogumcsi CMAAKUBAmMbCsi C
TAAABCKUM «JK» U QHIAUUCKUM «goK». HMcnanybl k
3MOMYy NPUBBIKAU U, TOBOPSl NO-QHTAUUCKU, camu
NOGAQXKUBAXOMCA NOG AHIAOCAKCOB.

Ilpogykyusa komnanus napy pas3 NOABASIAACH B HA-
well cmpaHne HA BbICMABKAX, HO Cepbe3HO ee Npo-
gBUXKeHUeM, HACKOALKO HAM U3BECMHO, HUKMO U3
poCCuliCKuUX guAepoB go Cux nop He 3aHUMAaAcst. I1o
Kpatlinel mepe, pekaamy usgeAut ¢ mapkou Jofemar
y HAc Mbl He BCMpeuaAu U pewuAl BOCNOAHUMb
smom UH@GOPMAYUOHHbIU npobea, mem OoAee, 4mo
«CaBen» sBAslemcs 0huyuarbHbIM guaepoM « Xoge-
mapa». Xeaanue 3mo OKOHUAMEALHO OKPENAO Noc-
A€ Mmoro, Kak HaM NpegocmaBUAQCL BO3MOKHOCMb
nocemums NPOU3BOJCMBO KOMNAHUU B ABrycme
2007 r. Ecau npocymmupoBamsb AUYHble BneyamaAae-
HUA U UH(OPpMAUUIO, NOAYYEHHYIO0 U3 omgeAd mMap-
KemuUuHrda, mo BblpUCOBBIBAEMC A CAEGYIOU,as Kapmu-
Ha. [IIma6-kBapmupa u 3aBOg KOMNAHUU HAXOgAM-
cs B HeboabwoM ropogke Ilepaabma (o6racmpb Ha-
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What is Jofemar?

Ipu BBe3Ae Ha TeppuTOpHi0. CAeBa — aBTOD CTAThH,
ClpaBa — ee 3aMeCTHTEAb

At the entrance to the premises. The author is at the left,
her deputy — at the right

Polina Nekrasova, CEO “Seven” Co. (Moscow)

Spanish Jofemar company is one of the largest
European manufacturers of vending machines. It
has not been too popular in Russia so far. Certainly,
the experts knew its name, but hesitated how to pro-
nounce it correctly. Therefore I'll make it clear at
once: according to the Spanish rules of reading, let-
ter J gives sound [kh] though out of Spain it is often
pronounced as Gallic [3] and English [d3]. The
Spanish have got used to it and, speaking English,
adopt themselves to Anglo-Saxons.

The company’s produce appeared in our country
few times at exhibitions, but as far as we know, nei-
ther of Russian dealers has promoted it seriously. At
least, we did not see any ads of products by Jofemar

in our country, so we decided to fill up this informa-




TR
ellonaneaes

CynepaHTuBaHAaABHOE HCIIOAHEHKe, Superantivandal enclosure

Bappa), B 400 km om Bapceaonkl (kemamu, B HaBap-
pe JXe KBapmupyem ABHUWHUU KOHKypeHm «Xo-
¢pemapa» — Azkoyen). IThowagp, 3anHumaemast KOM-
naHuel B [lepaarbme, — 30 mbic. KB. M. HucAeHHOCMb
nepcoHara — 240 uweaoBek, komopble mpygamcs B 11
omgeAax (genapmameHmax): mpu — agMmuHucmpa-
MUBHO-yNPABAEHUECKUE, omgeAa
uccaegoBanull u pa3pabdomox (c
nogpaszgeAenusiMu IAeKmpoHU-
KU, nporpamMHoOro obecneueHust
U KOHCMPYKMOPCKO-MeXaHuuvec-
KuM);, mexomgeAa (skcnayamauu-
OHHble CAYXKObl); AOTUCIMUKU, UH-
¢gopmayuu, npou3BogcmBeHHbLU;
MApKemuHra, NPpogak;, KOHMpOAs
Kauecmsa.

Komnanus 3anHumaem o4eHb cepbe3Hble no3uluu
HQ MUPOBOM DBIHKE BEHJUHTOBOTO 0OODPYGOBAHUAL.
Ona umeem ¢uauanet B CIIA, BeaukobpumaHnuu u
®panyuu, a B 51 cmpane — 0puyuarbHBIX GUAEPOB.

Ha cerognawnul geHb cmpykmypa npogykuuu
KOMNQHUU BKAIOUaem B ce0st 7 AUHUU BEHGUHI'OBbIX

aBMOMAMOB, 2 AUHUU NAAMEXXHBIX cucmem, 2 AUHUU

tional gap, especially since Seven is the official deal-
er of Jofemar.

This intention got firm after we were afforded an
opportunity to visit the company's plant in August,
2007. Summarizing personal impressions and the
information of marketing department gives the fol-

lowing picture. The headquarters

and the plant of the company are
situated in a small town Peralta
(Navarra province) in 400 km
from Barcelona (by the way,
Jofemar's long-standing com-
petitor Azkoyen is quartering
there too). The company occupies
a territory of 30 thousand m? in
Peralta. The number of employ-
ees is 240. They work in 11
departments: three — administrative and manageri-
al; R&D (with subdivisions of electronics, software
and master mechanics); engineering department
(operational services); logistics, information,; func-
tional; marketing; sales; quality control.

The company takes up a very serious position at
the world market of vending equipment. It has affili-

Tepputopuss AOCTaTOYHO BEAHKd, YTOOHI
IIePCOHAA €3AMA TI0 HeW Ha Beaocumepax. The
site is large enough for the staff to use cycles to
Cross it.
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aBMOMAMOB NO NPOJAXXe Cura-
pem, HO CerogHs nepBoe Mecmo
3qHUMdem aBmomam no npo-
gaxe CHYKOBOU Npogykyuu
Vision. Ha yauyax ucnauHckux
TropogoB MOXHO 4aCmo BCcmpe-
mumps aBMOMAM NO NPOgaKe
mopoxeHoro Iceplus. INpakmu-
Yecku BCSl NPOGYKUUsl KOMINA-
HUU BbLINYCKAemMcsi B GHMUBAH-
JAAbHOM UCNOAHEHUU, NPO pAag
usgeAul (Hanpumep, aBmomam
no npogaxxe npoxAqagumeib-
HbIX HanumkoB Arctics) cneuu-
GABLHO OrOBODEHO, uYmo OHU
NPEgHA3HAYEeHbl gAsl IKCNIAYA-
mauuu Ha yAuye, 4mo geaaem
ux 0cof0 NPuBAEKAMEALHBIMU
gAA pOCCUUCKOTO PBIHKA. AyMQAIO, UMO YCNEX JKgem B
Poccuu u apmomambl gAsi npogaXu ropsiet eghl
Gourmet.

HackoAbKo U3BeCmMHO, y BEeHGUHTOBbIX ONlepamo-
POB NONYASPHbL U nAameXHble cucmembl Jofemar, B
mom uucae MoHemonpuemMHuku J2000, kyntoponpu-
emnuxu BT10 u cucmembt cuumsiBaHust Kapm J130.

Komnanus gocmamovHO X0powo 3apeKoOMeHgo-
BaAra cebs, umoObl NOCMOAHHO COMPYGHUYAMB C
BeCbM U3BECIMHbIMU MUPOBBIMU U €BpONelcKuMu
bpengamu (RHanpumep, Danone). 3aKa3uukoB npu-
BAEKQlOM He MOAbKO nompebumeabCcKue CBoUcmBad
NPogyKyuu, HO U NYHKMYAAbHOe COOAlOgeHue KOM-
naHuel CPOKOB NOCMABKU U FOMOBHOCMb ee (npu
gocmamouHO KPYNHbIX napmusx) pabomams NoO
cneyuaAbHbIM 3aKa3am. Tak, gast KDYIIHOU UMAAbsiH-
ckoli mabayHol komnaHuu Romeo 6blaa paspabo-
MQAHA CNeyuaAbHAs MOgeAb ABMOMAMA NO NPOGaKe

curapein.

Coopounblii 11ex. Assembly department.
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ated companies in USA, Great
Britain and France and official
dealers in 51 countlries.

Today the structure of the
company's produce includes 7
lines of vending machines, 2
lines of payment systems, 2
lines of cigarette machines,
but the first place takes snack
selling Vision machine. In the
streets of Spanish cities one
can often see Iceplus ice-
cream selling machine.
Practically all the produce of
the company is manufactured
in antivandal enclosure; a
number of products (for exam-
ple, Arctics — a VM selling soft
drinks) are intended for operation in the street,
this makes them especially attractive to the
Russian market. In my opinion, Gourmet vending
machines selling hot meals will be a great success
in Russia.

As far as we know, Jofemar's payment systems
including J2000 coin-acceptors, BT10 banknote-
acceptors and J130 card reader systems are in vend-
ing operators’ good graces.

The company has proved itself well enough to
cooperate with well-known world and European
brands constantly (for example, Danone).

Not only the consumer properties of the produce
attract customers, but also punctual fulfillment of
delivery terms and the readiness of the company (if
the party is big) to work under special orders. E.g., a
special model of cigarette vending machine has
been developed for a big Italian tobacco company
Romeo.

A) dofemar

CepBHUCHBIE CAYKOB — B IOAHOM TOTOBHOCTH.
Service is at fool readiness.



Bbinrpan cebe omapa

H3 wmama
M>sHn pacnpo-
cmpaHsiemcs Ho-
Basi Moga: urpo-
Basi cucmemda
muna «KpaH»
(Bpoge mex, Ka-
KUMU gemu Bbl-
yXKuBamom geue-
Bble UrpywkKu B
obuwecmBeHHbLX
Mecmax) ucnoAb-

3yemcst gasi mo-

ro, YmoObl NONLIMAMbCS BLIAOBUMDb U3 AKBAPUYMA
... Aobcmepa. AAsi 5moro MexaHu3m KpaHa ¢ Kynio-
ponpueMHUKOM COoYemaAu € XOpOoWUM aKBapuy-
MOM (C oxAaXKgeHueMm, Ouoguibmpayuel u m.q.;
oMapbl, NOKA He NOUMAHbL, NOAy1UAom CBOU paqul
KopM). B umore noayuuaach urpoBas MAawuHa
Maine Lobster Game, rge MOXXHO nonklmamsb CYdcC-
mbsa 3a gBa goarapa. Ecau B bGape, rge Bce smo
¢yHKUUuOHUpYem, ecCmb BO3MOXHOCMb, MO gOObIUY
MOJKHO cBapumb U ynompebumb, noumu «He om-
X0gsi om Kacchl». M3 npuBogumblx yugp no rogo-
Boll npu6bbiau ($10 000) u cpoky okynaemocmu (10
MecsiyeB) MOXHO cgeAamb BblBOJ, 4MO MAULUHA
cmoum okoA0 $8000. [oBopsim, WMo B ygauHblX Me-
cmax goxog Opymmo moxem cocmasasmb $2000 B
HegeAw u boabwe.

www.lobstergame.com

Win yourself a lobster

A new fashion spreads from the State of Maine: a
crane game system (like those used by kids who fish
toys in public places) is used to try and catch a lob-
ster in an aquarium. For this purpose the crane-and-
claw system is coupled with a bill acceptor and a
good aquarium (equipped with chilling, biofiltration,
etc.; the lobsters are fed with their crayfish food). This
resulted in a gaming machine called Maine Lobster
game, where one may try one's luck for, say, two
bucks. If it's possible at the bar or the restaurant
where it all functions, it is possible to boil and con-
sume the catch at the spot. From the values of esti-
mated annual profit ($10000) and the pay-off time
(10 months) one can deduce the price of the machine
is about $8000. It is stated that at good points the

gross profit can amount to $2000 and even more

www.lobstergame.com
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BpasnnbCkux LWKOJSIbHMKOB OyayT
NonTb Kode

Bpasuabckasa KogellHas accoyuayus NPUHAAQ pewenue OnAa-
mumb WKOAbHBIU 3aBMPAK 1 MAH MaAeHbKUX OpA3UAbUEB U gO-
NOAHUMDb €ro YawKol Koge, 1moObl OHU Ayqlle YHUAUCh. ITo 00b-
SABA@HHOMY NAQHY, KWKgasa 00KApOUHAA KO(HeUHbIX 3epeH JOAXK-
Ha no3abomumbcsi KAK MUHUMYM 0 500 WKOAbHUKAX, npegocma-
BUB UM OecnaamHbll 3aBMPAK U3 Koghe, MOAOKA U XAeDa.

«Aemu nbiom B WKoOAe caagkue Hanumxku. [louemy Obl He noga-
Bamb UM BMeCmO 3Mmoro koge, umobbl OHU ObiAu OOoAee BHUMQ-
MeAbHBIMU U COCPegomMo4eHHbIMU?», roBOpum npogeccop Aapcu
Auma, HayuHblll KOHCYAbBIMAHM 5MOI0 NPOEKMA, HA eKerogHou
KOH@epenyuu accoyuayuu, npoxogaujel Ha cepepe bpaszuauu.
Ipogpeccop Agpuana @apax u3 ynusepcumema Puo-ge-XKaneli-
PO maxke noggep KuBaem ugero nogaBams Koghe gemsim, yBepsis,
umo B HeM CoOgep Kumcsi MeHbllle 2 NPOoueHMOoB KogheuHa u 4umo OH
nomoraem CHU3umb PUCK 3a00A€BAHUS PAKOM, CepgedHO-COCYygU-
cmbIMU 3a60A€BAHUAMU, AAKOTOAU3ZMOM U genpeccuell.

Bpa3uaus ¢ Haceaenuem B 185 MAH — KpynreUwul B Mupe no-
mpebumean koge nocae CLIA. B 6pa3uirbCcKuX peruoHax, Bhlpa-
WuBaOUUX Koghe, gemu HAUUHAOM NUMb ero ¢ pAHHero BO3pac-
ma, maxk 4mo HOBAA Uges He Bbl3BaAQ npomecma B obujecmase.

The Brazilian schoolchildren will be
offered coffee

The Brazilian coffee association has made a decision to pay for
school lunches of 1 mn small Brazilians and to add a cup of coffee
to their breakfast so that they study better. Under the declared
plan, every coffee grains roastery is to take care of at least 500
schoolchildren supplying them with a free breakfast from coffee,
milk and bread. «Children drink sweet drinks at school. Why not
to offer them coffee instead — they will be more attentive and con-
centrated», professor Darsi Lima, the scientific adviser of this
project said at annual conference of the association which took
place in the north of Brazil. Professor Adriana Farah from Rio de
Janeiro University supports the idea and claims that coffee con-
tains less than 2% caffeine and helps to reduce risk of cancer,
heart diseases, alcoholism and depressions.

Brasilia with its 185 mn population is one of the biggest con-
sumers of coffee in the world (after USA). In Brazilian coffee-grow-
ing areas children get used to drinking it from very early age; this
is the reason why the new idea didn't evoke protest in the society.
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BbIFrOOHbIN
BU3HEC

Unu kak co3paaTtb
uenyro coronabopartopuio
Ha nnowaau 1kB.m!



[MoxBanbHOE CNOBO
«Bucrte»

Kypraa yxe HEOGHOKpamHO nyOAUKOBAA Mame-
puaasl o gesameabHocmu kKomnanuu S.M Coin u ee
npogykyuu. Cerogns HaM XxomeAoch Obl 0Opamumsp
ocoboe BHUMaHuUe yumameAael Ha KogelHblll aBmo-
mam Vista, Ha Komopbll KOMNAHUS geaaem NepBo-
OuepegHylO CMABKY HA BHEWHUX PbIHKAX, BKAOUAS
pocculickui. K mo-
My Xe, Ha Mol
B3raAsg, ucmopus
samoro apmomamd
XxapakmepHa gAsl
KoMNaHUU.

MawuHna O0pAC
3agyMaHAQ KAK QAb-
mepHaQmMuBa uma-
AbsiHcKolU Colibri,
nonyaspHoii B EB- |
pone, ga u 3a ee 4
npegearamu. KoHKY-
penm cepbe3HblU,
nosmomy npexge,
yeM BbIXOgUMb 3Q
pyoex, bblaa npogeAaHa 6oAbWAs paboma, BKAIO-
YaBUWIAsi UHMEHCUBHYIO JKCNAYAMAUUIXO ONbIMHOU
napmuu B Kopee, Kumae u Poccuu. Ilo pe3yrbma-
mam ucnblmMaHul B KOHCMPYKYUXO apmomama OblA
BHECeH psg U3MeHeHUl, Komopble CyujeCmBEeHHO
YAYUWUAU NepBOHAUAAbHblE XApAKmMepucmuku. B
umore Mbl UMeeM CerogHsi COBDeMEeHHYI0 MAWURy
eBponeutckoro guaaiiHd, gOBOAbHO KCMIAKMHYIO
(1600 x 492 x 658 mm) u Aerkylo (88 kr), paccuuman-
HYI0O HG NPUromoBA€HUe U peaAu3quyulo geBsamu
pasHoBugHOCmel ropsuux HANUMKOB U PACMBOPU-
MbIX UHIPegueHmMOB, gASl 4ero MAWUuHa OCHAWeEHd
wecmbplo OyHKepamu. 3anac cmakaH4ukoB no 180
MA — 230 wmyk. ABmomam Moxxem pabomamb AUOO
HQ 3anace BOghbl (CMAHgApMHAs KAHUCMPA eMKOC-

mbio 30 A), Aubo npucoeguHsamMbCA (Uepe3 puabmp)

Praising of «Vista»

The magazine has already published materials
about the activity of S.M Coin company and its
produce. Today we would like to pay our read-
ers’ special attention to Vista coffee-machine.
The company stakes on it at foreign markets,
including Russian. Besides, in my opinion, the
history of this
machine is char-
acteristic for the
company.

The machine
was conceived as
alternative to
Italian Colibri
popular in Europe
and beyond its
bounds. The com-
petitor is quite
serious, that's why

before entering

Poman Xa6ucos, rnasa npeactasutenscrea S.M Coin (Mocksa) Lhe foreign mar-
Roman Habisov, head of S.M Coin (Moscow) representation kets a great work

including intensive operation of the experimen-
tal batch in Korea, China and Russia was done.
According to the results of the tests a number of
changes which have essentially improved the ini-
tial characteristics of the machine had been
brought into its design. As a result today we have
a modern machine of European design, compact
enough (1600 x 492 x 658 mm) and light (88 kg),
calculated for preparation and realization of
nine versions of hot drinks and instant compo-
nents for what the machine is equipped by six
containers. The stock of 180 ml cups is 230 units.
The machine can work either on a stock of water
(a standard canister containing 30 1) or joined
(through a filter) to a waterpipe. It can be

equipped by coin- and banknote-acceptors capa-

VENDING BUSINESS, 2007/#4 *

EQUIPMENT

OBOPYOBAHUE EQUIPMENT OBOPYOBAHMUE

EQUIPMENT

OBOPYJOBAHUE

41



42

K BogonpoBogy. Mawura MoxXem KOMNAEKMOBAMb-
€1 Kyniopo- u MOHemonpueMHUKAMU, COCOOHLIMU
pasauvamse Baaromy 30 cmpaH, uMeemcs (yHKuus
Bblgauu cgauu moHemamu. OOHoBAeHHas Vista
(SMC-180 FTB) cmoum npumepHO B NOAMOpPA pa3d
MeHbUle CBOUX 3ANAGHbIX AHAAOIOB.

ObcmosameabHaa gopadOMKa MQUIUHbL CPA3Y JXKe
gaaa NoAOKUMeAbHblE Pe3yAbLMAMbl. Y)Ke B meue-
Hue nepBoro roga npogax (c aema 2006 no remo
2007 rr.) B Poccuio 6bir0 BBe3eno 1180 aBmomamoB
Vista, uz xomopsix 1050 npuxogumcsa Ha MOgepHU-
3UPOBAHHYI MOgeAb, YUMo COCMABASlem NPUMEPHO
OgHY cegbMyr0 Bcero umnopma. Takum oopasom, 3da
ucmexkwul rog Vista okaszarach camoli npogasae-
Mot B Poccuu mogeanto! B amom ecmsb u 6oAbuIaA 3a-
CAYra qucmpuObiOmopoB, cpequ KOMOPLIX S XomeAa
Obl 0cOO0 ommemumsb Komnanuu «Aekopanm», «Ba-
Aeo» u «[IpumaBeng».

Hakonaennbslll onelm no3BoAsiem cgeAamb CAe-
gyroujue waru: komnanusa S.M Coin omkpbsiBaem
cBou npegcmaBumeabcmBa B Kanage, Ykpauhe,
beaapycu, @panyuu, Loarapuu. OgHOBpEeMeHHO
ugem paboma no paspabomke U COBEPUIEHCMBO-
BQHUIO U gPYTUX MogeAell aBMoMamoB, B Komopou
NPpUHUMAOM yuacmue He MOAbKO KopelicKue U Ku-
matickue, HO u pocculickue cneyuaaucmsl. [Ilo-
caegrue pabomaiom B OCHOBHOM B SA€KMPOHHOU
cpepe (Ali-Tu u myabmumegua cucmeMmbl, meaeme-
mpus).

Ouenb HageeMCsl, 1Mo NAOGbl MAKOTO COMPYGHU-
YecmBa He 3acmaBam cefs GOATO Xgamb.

Xomea 6bl BOCNOAB30BAMbLCA CAyuaeMm u obpa-
mump BHUMAQHUE HAUWUX HBIHEWHUX U NOMeHUUdAb-
HbIX KAUEHMOB HA BAXKHOCMb I'PAMOMHOI0 nogbopa
UHrpegueHmoB. B npomuBHOM cAyuae gaxe BbICO-
Kue mexHuuecKue Xapaxkmepucmuku aBmomamd
Morym He ofecnequms BbICOKOTO KQUecmBQ Hanum-
kxa. A Kax Bbl nonumaeme, o kauecmse aBmomama
nompedumeAb cygum npexge BCEro No Kaiecmsy
HaNUMKA.

Ilo smomy noBogy cuumaio UyeaecooOpaA3HbIM
npucAyumlambsCsa K apmopumemnomy MHeHuto Baae-

pusa Paxumckoro, Bo3raasasiiouiero pupmy «Bareor,
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ble to distin-
guish curren-
cy of 30 coun-
tries; there is
also a func-
tii on of
change deliv-
ery by coins.
Updated
Vista (SMC-
180 FTB)
costs approx-
imately one
and a half
times less
than its west-

ern ana-

logues.
S e h
detailed

upgrade of the
machine has
brought posi-
tive results at
Within
the first year of

once.

sales (since

summer 2006 till summer 2007) 1180 Vista machines
have been imported to Russia 1050 of them is the
modernized model; this makes about one seventh of
all the imported machines. Thus, according to the
last year's results, Vista turned out to be the model
most sold in Russia! This is a great service of the
company's distributors among which I would like to
note especially Lecorant, Valeo and Primavend com-
panies.

The saved up experience allows to take the fol-
lowing steps: S.M Coin company opens representa-
tions in Canada, Ukraine, Belarus, France,
Bulgaria. At the same time work on development
and modernization of the other models of machines
is done. Not only Korean and Chinese, but also

Russian experts take part in this job. The least work



ubu cneyuaAucmal umerom 60AbwWol onkim pabdomal
C NpogecCcCuoHAAbHbBIMU UHIDegueHmamMu gAsi BeH-
gunra. Kcmamu, no pedyabmamam ucnblimanuti un-
JKeHepbl CePBUCHOU CAYXObl « Baaeo» gaau BbICOKYIO
OUEHKY MexXHUYeCKUM XapaKmepucmuKkam aBmomda-
ma Vista u Bbipabomaau psag pekomengayutl no ero
ycoBepuleHCMBOBAHUIO u 2kcnayamauyuu. Ilpume-
HUMEAbHO K UHIpegueHmam s5mu peKoMeHgauuu
BBIIAAGAM CAegylowum 0o6pa3om:

1. 2KearameabHO umems Bce UHTpeguenmbl 0om 0g-
HOro npou3BOogumMeAs, Ymo rapaHmupyem ux copme-
cmumocmb. Hanpumep, cyxue CAUBKU GOAXKHBL
Oblmb COBMECMUMBL C KOhe N0 KUCAOMHOCMU, MaK
KQK 3MO0 BAUSiem HA UX PACMBOPUMOCMb.

2. Kogpe neobxogumo ucnoAb30Bamb MOALKO CY0-
AUMUPOBAHHbIU.

3. Caxap HYy>XHO UCNOAb30BAmMb MOALKO npogec-
CUOHQAAbHBIU BEHGUHTOBbIU, NOCKOALKY OH rapanmu-
POBAHHO pacmBopsiemcs 6e3 0cagka.

4. K Bb1OOpY ropsiuero ulokoaaga Heobxogumo no-
golimu 0COOEHHO Mmu,ameAbHO, MAK KAK B MEHIO
Vista namp u3 geBamMu HANUMKOB NPUromaBAUBA-
10MCS € ero UCNOAb30BAHUEM.

5. KanyuuHo B Buge romoBOro UHrpeguenma ume-
em CMbICA NPUMEHAMb MOAbKO C YAYUW eHHbIMU NEeH-
KooOpasyrowumu CBOUCMBAMU.

B 3axkarouenue ne mory omkazams cebe B YgOBOAb-
CmMBUU NPOYUMUPOBAMb HAWUX JUAEPOB U gucmpu-
OblOoMOpPoOB (mem 6oaee, umo Mol onblm OOWeHUus C
HUMU CBUgemeAbCmByem: OHU MOTYMm rOBOpUmMb He
MOABKO NpusmMHble Bewu):

- IIpowro HemHOruM 60A€ee gByX Aem, U Mbl C ygo-
BOAbLCMBUEM omMedaeM mom (paxkm, 4mo MAUlUHbL
S. M Coin yBepeHHO 3aHUMAlOmM OGHO U3 AUGUPYIO-
wux noAoxeHnul no npogaxam. Bce 3akonomepHo:
NPABUABHOE U KayeCmBEHHOe NpegaoXKeHue (A
PbIHKQ, UgeaAbHOe couemaHue UeHbl U KauecmBd
aBMOMAMOB gaem BO3MOXHOCMb B3simMb OblcMPbL,
yBepeHHbIll cmapm HAYUHANWUM U yBeAudumb
cemb meM, KO yXKe uMeem apmomambl. [Tocmosn-
Hasi MOgepHU3ayus NO3BOAsem Bce Ayuule agan-
mupoBambCsa K U3MEHAUWUMCA mpebOBAHUAM

DbIHKA.

mainly in electronic sphere (I-T and multimedia sys-
tems, telemetry).

We hope very much that fruits of such cooperation
will not keep waiting for long.

I'd like to take advantage and pay attention of
our present and potential clients to the impor-
tance of competent selection of components.
Otherwise even high technical characteristics of
the machine would not provide high quality
drinks. And as you understand, the consumer
judges the quality of the machine first of all by the
quality of drinks.

On this occasion I consider it expedient to listen
to Valery Rakitsky's (head of “Valeo" firm) author-
itative opinion. His experts have a wide experience
of work with professional components for vending.
By the way, according to the results of tests, the
service engineers of “Valeo" have given Vista
good characteristics. They have developed a num-
ber of recommendations on its improvement and
operation.

With reference to components these recommenda-
tions look as follows:

1. It is desirable to have all the components from
one manufacturer. This guarantees their compatibil-
ity. For example, dry cream should be compatible to
coffee on acidity as this influences their solubility.

2. It's necessary to use only sublimated coffee.

3. You should use only professional sugar for
vending as it is dissolved without settling.

4. It is necessary to choose hot chocolate especial-
ly carefully as in Vista's menu five of nine drinks are
prepared with its use.

5. It is reasonable to use only cappuccino with
improved foaming.

In conclusion I can not decline the pleasure to
quote our dealers and distributors (as my experience
of dialogue with them testifies: they can tell not only
pleasant things):

— A little more than two years have passed, and
we can say with pleasure that S.M Coin machines
confidently take one of the leading positions on

sales. It's natural: correct and qualitative offer for
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Maxcum EBniomun, ren. gupekmop OOO «IOM
Beng», Examepun6ypr.

- Hawa xomnarusi He nepsblll rog pabomaem B
chepe BEHQUHI-YCAYT U NPUBBIKAG NPUHUMAMb
MOABKO TPaMomHble U 06gyMaHnble peuieHus. Au-
HaMU4HO pasBusBarowytoca komnanui S. M Coin mbl
BEIOpAAU 30 KOMNemeHMHbIU NOgXog K geAy u pas-
YMHO€ COOmHOWeHUe YeHbl U Kauecmasd.

Anexceii EBcmadgbes, ren. gupekmop OOO «Ben-
gunr-Koge», Mockaa.

- 3a rog npou3owAo 3 cyuieCmBeHHbIX U3MeEHe-
HUA: oM pecmaiAUHra go u3MeHeHUsl KOHCMPYK-
muBa u 3Aekmporuku. K gocmouncmsam 0OHOB-
A€HHOU MQWUHbl OMHO-
CAMCA, B 4ACMHOCMU, HO-
BAsi cucmemd MUKCEPOB,
BO3MOXHOCMb YCMAHOB-
KU A000ro muna MOHemo-
u  KynwoponpuémHUKOB,
HOAUYUE 3UMHero pesxumd
(Boga B bake He 3amep3a-
em), ycoBepuleHCMBOBAH-
Has

cucmema Bblgadu

CMAKAHYUKOB, BO3MOX-
rHocmb ycmaHoBKU GSM
MOQgyAsl, BO3MOXHOCMb
pasmeweHus B apmomame
ycmpolcmB Bhlgauu ue-
KOB (mepMmonpuHmepoB U
m.n.), camo3anyck asmo-
mama npu BO30OHOBAe-
HUU nogawu 3Hepruu noc-
Ae CKauka UAU OmKAloue-
HUA, BO3MOXHOCHIb YCIMAHOBKU YCMPOUCMBA GAS
CHAMUA UHGOpMAUUU aBMOMamuiecku (uepes
USB).

Ha Bricmaske China Vending Show 2007 pykoBo-
gumeau komnanul u3 I'oamanguu, IlIseyuu, H3pau-
A, Anonuu, OPI, Mmaiuu npoBeau C pPyKOBOQ-
cmBoM ¢pupmbl S.M Coin neperoBopbl U OCIMABUAU
CBOU NOAOKUMEAbHbIE OM3bIBbL.

Oxer Anmunuyx, ren. gupekmop OOO «IIpuma-
BeHg», Mockaa

VENDING BUSINESS, 2007/#4

the market, an ideal combination of price and qual-
ity of the machine enables the beginners to take
fast confident start and to increase the network
those who already have VMs. Constant moderniza-
tion allows to adapt better to the changing require-
ments of the market.

Maxim Evlutin, “UM Vend" CEO, Ekaterinburg.

— Our company has been working in the
sphere of vending-services for many years and
our rule is to take only competent and consid-
ered decisions. We have chosen the dynamical-
ly developing S.M Coin company for its compe-
tent approach to business and reasonable cor-
relation of the price and
the quality.

Alexey Evstafyev,
“Vending-Coffee” CEO,
Moscow.

— There were three
essential changes dur-
ing one year: from
restyling to modification
of constructive and elec-
tronics. New system of
mixers, possibility of
installation of coin- and
banknote-acceptors of
any type, thermo print-
ers, GSM module, self-
start of the machine at
renewal of energy sub-
mission after jump or
switching-off, a winter
mode (water in a canister does not freeze),
advanced system of cups delivery — all these
features are among the advantages of the
updated machine.

At China Vending Show 2007 heads of compa-
nies from Holland, Sweden, Israel, Japan,
Germany, Italy carried on negotiations with S.M
Coin's management and have given their
favourable comments.

Oleg Antipchuk, «Primavend» CEO, Moscow.



JTiogm oTpacnu

Hngopmauusn o Atogsax moxem Oblmb UHOTGA
He MeHee NOAE3HQ, eM O (pupMax, B KOMOPhIX
OHU cAyKam. Hlcxogs us smoro, XypHAA HAqU-
Haem nyOAUKOBamb Kpamkue ouorpacgpuuec-
Kue CNpaBKU O MeX, KOro MHorue 3Haiom AU4HO
UAU NOHACABIUWKE.

CerogHa 3mo r-H [lakBuc, Komoporo MHOTrue
pocculickue CReyuaAucmbsl BEHJUHIA 3HAAU O
NOCAegHero BPeMeHU KAK BOCMOYHOeBponel-
ckoro npegcmasumenst Komnarnuu Necta.

Maapmern (uau Mapmus,
KGK ero NPUBbIKAU HA3bIBAMb
mHorue B Poccuu) Xengpuk Ila-
KBUC poguacs 8 gekabps 1961 r.
B T. Turb (Hugepaangei).

ITocare okonuarus cpegrell
WKOAbL U CAYXObl B apmuu
paboman B psAage KDYNHbIX €B-
poneuckux u aMepukaHCKUX
XUMUYECKUX KOMNAHUU AQKO-
KpQCco4YHOro npoguas, Hauu-
Has C MexXHUKa-Aabopanma u
KOHUUS KOHCYABIMAHMOM IO
KOAOPUCIMUKE U NDUMEHERUI
KPQCOK B NPOMBIUAEHHBIX U
OpumoBbIX ycaoBuAXx. Heko-
mopoe BpeMs COBMEWAA pa-
bomy ¢ yuebou B Ym-
pPexXmcKoM YyHUBepcumeme.
ITo cayxeOGHBIM geaam MHOTO
nymewecmsOBdA, NOCEWds
Anrauro, Umaauro, FOAP, a
nosgHee — I'epmanulo, beabruio, CKAGHGUHAB-
CKUe CMPAHHL

C 1985 r. nocmossHHO npoXxuBaem U
pabomaem B MUmaauu, rge xenuicsa B 1991 r.

B Bengunr npuwea B 1998 r., korga Zanussi
Vending uckaaa skcnopm-menegxepa no
HIsetiyapuu, I'oaranguu u Bocmounoti EBpo-
ne. CoxpaHsar BepHOCIMb (pupme U nocae ee
npeobpasosanus B Necta Vending Solutions u
ee causnus ¢ komnanuel Wittenborg.

CKpomMHO cuumaem pe3yAbmambl CBoel pa-
6ombl B OAKHOCIMU 5KCNOpM-MeHegxepa Nno
BocmouHoti EBpone «Henaoxumu».

B 2007 r. nepewiea Ha pabdomy B KOMNAHUIO
FAS International B go/xHOCIMU gupekmopa no
npogaxam B CeBepHrol, Llenmpaarhotl u Boc-
mounot EBpone. 3a Hekomopoe Bpemsi go 5mo-
IO KOMNQHUA YCUAUAQ BHUMQHUE K ABMOMQ-
mam gAs NPUromoBAeHUSA U NPOGOXKU Hanum-
KOB B PO3AUB («KOeUHbIX» ).

People of vending

Maarten Pakvis has been well-known to the vending
community as a representative of Necta. In 2007 he has
joined FAS International. Today M. Pakvis is FAS's sales
director (North, Central and East Europe). We thought it
would be interesting to our readers to learn the biogra-
phy of a person who has achieved so much.

Maarten Hendrik Pakvis was born in Tiel, the
Netherlands on December 8, 1961. In the early eighties
after finishing high school and military service M. Pakvis
started to work with a major paint company where he was
educated as a technician (laboratory).
In the evening hours after work he stud-
ied in Utrecht.

Following this first experience
Maarten joined an American company
in Maastricht and worked in the labora-
tory for development of colour mixing
systems, which at that time where intro-
duced in Western Europe.

Maarten started to travel abroad
(England, Italy and South Africa) where
he assisted paint companies with the
introduction and development of their
in-house colour systems.

In 1985 Mr. Pakvis accepted a job in
Italy in a company producing colour
cards (booklets, folders, complete sys-
tems “colour sampling” showing
colours for decorative, house or auto-
motive) for the paint industry.

This was Mr. Pakvis's second work-
ing experience in Italy and this time it
turned out that he stayed to live in this country. His
new function was “customer support” and "job coordi-
nator” for international key accounts from Holland,
England, Germany, Belgium, and Scandinavia (all the
major paint industries are in these countries). Here in
Italy Maarten met his future wife and they got married
in 1991.

In 1998 he decided to change his job and started to
work in vending business. Zanussi Vending were look-
ing for an export manager for Switzerland, Holland
and East Europe and Mr. Pakvis thought that the time
was right to move and join a bigger company with
more opportunities. Then Zanussi became Necia
Vending Solutions and merged with Wittenborg, we all
know the story.

After working as an export manager in East Europe
from 1998 until the beginning of this year the results of
Mr. Pakvis's work are not bad at all; the company has
important shares in many countries. Joining FAS
International this year is a new adventure.
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BHMMaHUIO pOCCUMNCKUX peknaMmopaTtenen

1. CToMMOCTh pa3MeleHns PEKAAMHBIX MaTepuaaos, (6e3 yuera HAC).

* Ha BHYymMpPEHHUX cmpanuuax

IMowags Cmoumocmp, * IJenmpaabHbll pa3zBopom
PEKAAMHOIO py6 (2 cmp. A4) — 56 000
MOogyAs * 1-a BRymp. cmp. A4 — 29000
1/1 (A4) 16000 * Ha obroxkax:
1/2 9000 1-a cmp. — 35000
1/4 5300 2-1, 3-1 cmp. — 28 000
1/8 2800 4-5 cmp. — 31 500

» Ilpu nyboaukauyusx npegycmompeHda rubKas cucmemda CKUgox.
Yrenam HAAT npegocmaBasiemcst GONOAHUMEAbHAS! CKUGKA — 5 %.

« Ecauy Bac nem romoBoro pekramMHoro Mogyas, Bl moxxeme 3axkaszamsp ero y nac. Cmoumocms paszpabom-
KU MOGYAA 3aBUCUM O0M CAOXKHOCMU, HO, KAK NPABUAO, Haxogumcsi B npegeaax 3500 — 5000 py6. (3a noro-
cy popmama A4).

2. TexHnyecKkue TpeOGOBaHUSI K IIPEAOCTABASIEMBIM AASI IYOAUKAIUU MaTepuasaM.

« Tlogaua mamepuaroB B pegaxkyuio oCyuj,eCmBAsiemcst He NO3gHee, YeM 3a MeCAU, goO BblXOga coomsBem-
CMBYHOWEro Homepa.

+ Texcmoou mamepuaa npunumaemcs B Word (doc, rtf), Excel, txt.

« HManocmpayuu, ¢gomorpaguu — B srekmponHomM Buge (CMYK, paspewenue nHe Huxe 300 dpi);
gonycmumo npegocmaBAeHUe KaueCMBEHHbIX (hOMOomneuamkoB U CAQUGOB.

* Makempl peKAGMbl NPUHUMAIOMCSL B CA€GYIOWUX NPOrpammax:

Photoshop 5.0—9.0. @aiiant B popmame TIFF, CMYK, 300 dpi (gast BHecenust KOppeKmypbl B PEKAAMY
pegakuyuel — ¢atirbl B popmame PSD, caou «He CKAeeHbl»).

Corel Draw 9.0—13.0, Illustrator 7.0—12.0 (o6s13ameabHoe coxpanerue nog sepcuto 9.0). BekmopHsble
u300paxenus goAKHbL Oblmb nepeBegenkl B KpuBble (Curve).

Quark Xpress 3.0—7.0 (Collect ¢ npurosxeHHbIMU Wpugmamu).

+ Mamepuaar npurumaemcst Ha HocumeAasix: guckemsl 3,5"', CD-R, CD-RW, DVD.

« @opmam cmpanuuypl: go obpesza — 215x300; oo6pesnotl — 205x290 mm, noroca Habopa — 169x239. Texcm
u u300paxKenust romoBOro (CBEpCMAHHOT0) PEKAAMHOIO MamepuaAd goAXXHb omcmynams om 0Ope3HOro
¢gopmama He menee 10 MM C KaKgol CMOPOHDL.

« Qopmambl Mogyaeli, menbuiux A4

1/2 — 169x115,5 mm; 82,5x239 mm.
1/4 — 82,56x115,5 mm; 169x56,4 mm.
1/8 — 82,5x56,4 mm.

* K pekaaMHbIM MOGYAAM 30KA34UK NPegocmasBAsiem aHAAOTOBYHo upemonpo0y. [Ipu omcymcmsuu yBemo-

npoobl U3gameAbCMBO He HeCem OMBeMmMCMBEeHHOCMU 3a HeMO4YHOCMb UBemonepegauu.

B HOMepe ynoMsIHYThI (DUPMBI U OPEHABI:

AVA — 4 EVA — 4,35 NAVSA —- 4

Azkoyen — 37 FAS International — 45 Necta — 45

Cadbury — 31 FNC — 32, 33 Nescafe — 26

Cimbali — 5 Goldengame — 40 Nestle — 26

Coges — 2 GPE — 20 S. M Coin — 41-44

CONFIDA — 4 Hershey — 31 Seven — 36-38

Danone — 38 ICS—1,3 Zanussi Vending — 45
Eurogran — 4-7, 9, 11, 15-19, 21- Jofemar — 36-38 Arma-Oyg — 5

23,28, 29, 33 NAMA — 28-29 Accopmu —4-7, 9, 11, 15-19, 21-
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Attention of foreign advertisers

1. Price of ads publishment, euros (VAT included)

« Inner pages

Ad module areaq, Price, € » Central opening
1/1 (A4) 540 (2 A4 pages) — 1900
1/2 300 « Fly leaf (1st inner page A4) — 830
174 180 » Cover pages:
1/8 95 Ist page — 1000
2nd and 3d — 800
4th — 900

» There is a flexible discount system

+ NVA members are granted an addititional 5 % discount

+ If you do not possess a ready ad module, you may order it here. The price of the new design depends on
its complexity, but usually lies within E 150 (for A4 page).

2. Technical requirements to the materials submitted for publication.
« The materials to be published are to be submitted to the editors not later than a month before the planned
publication.
» Texts are to be submitted in Word (doc, rtf), Excel, txt.
» Pictures and photos are to be submitted in electronic version (CMYK, resolution not lower than 300 dpi).
Submission of high quality photoprints and slides is possible.
+ Ad modules are to be submitted in the following modes:
Photoshop 5.0-9.0. TIFF, CMYK files, 300 dpi. To make editorial corrections possible, please use PSD
files, the layers «not fused».
Corel Draw 9.0-13.0, Hlustrator 8.0-12.0 (must be saved for 9.0 version). Vector pictures are to be
transferred into curves.
Quark Xpress 3.0-7.0 (Collect with prints enclosed)
» Page size: before cutting 215x300 mm, after cutting 205x290 mm, composition (type) surface 169x239 mm.
The ready text and the images are to be spaced from the after?cutting size not less 10 mm at each side.
» Module sizes less than A4:
1/2— 169x115.5 mm; 82.5x239 mm
1/4 — 82.5x115.5 mm, 169x56.4 mm .
1/8 — 82.5x56.4 mm.
« It is highly advisable to submit an analog color?print sample. Without the latter the editors are not
amenable for the exactness of color reproduction.

23,28, 29, 33
Aymomelimug cepucu3s -— 2

Hmnopm-mpetigunr — 34 IIpumaseng — 44

Ucma — 14 Cmangapm Ilhtoc — 24, 25

Baareo — 1, 3, 42
Benga — 24, 25
Bengekc — 5
Bengunr-Koge — 44
Bengomup — 30
Bengopyc — 5
Beng3dxcno — 5
I'amboarc — 6

Kuesckas mexxgynapogras
KOHMPAKmMoBas apMapka — 35
KUEBSKCIIOIAA3A — 35
Kpokyc Dxcno — 5

NAekopaHm — 42

Mucmepust — 5

HAAT - 11

ImipP -5

TBK — 5-7

Tposn — 27
@opmmpelig — 14
XeauocBeng — 20
Xyxmamaku — 5
IOM Beng — 44
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Hngpopmauuonno-anarumuveckul
U PEKAQMHbLU KYPHAA

e

H3sgaemcsa ¢ mapma 2004 r.
Mockaa

Yuypepureab:
3A0 «Oneprompanckomniekm»

N3pateasn:
C. P. IOpxanos

I'raBHBI pepaKTOp:
H. A. 3omos

3aMeCcTHTEAb TAGBHOTO PeAaKTopa:
O.IO. Oransn

PepaKIMoOHHBIN COBET:
O. I1. BoakoB

A. @. Kum

A. E. Kpbiros

M. 10. Aynun

A. B. Maiicos

E. B. [loaywuna

B. A. Paxumckuii

E. IO. Alnuuk

Appec pepakiuu:
Poccus, 127422, Mocksaq,
yA. Kocmsakosa, 12, ogpuc 50-51

Tea./dakc:  (495) 610-2130
Tea.: (495) 913-4118

E-mail: editor@vendingbusiness.ru
editor-vending@mail.ru

www.vendingbusiness.ru

MakeT, XyA0XKeCcTBeHHOe
o¢opMAEHHE, KOMIIBIOTEPHAS
Bepctka: 000 «AoMupa IMpunm»
E. A. BopoHosa

Omneuamano B OO0 «AoMupa [punm»
Tupax: 1500 2K3. ) \///,,‘4},’,,,

OTBETCTBEHHOCTH 3a COAEPIKaHIe
peKAaM 1 00'bSIBACHHI HECET
PEKAAMOAATEAD.

IIpu mepeneyaTKe CChIAKA Ha N3AAHUE
obsg3areAbHa.

© 3A0 «JHeproTpaHCKOMIIAEKT»
3aperucmpupopan Munucmepcmsom PO
no geaam nexvamdu,

MmeAepaguoBewqruA U CPegemB MACCOBbIX
KOMMyRUKauuil

12 peBpans 2004 r.

CBuAeTeABCTBO 0 peructpamuun CMU
TIMNe 77-17388
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ABTOMATbI ANS TOPrOBAMN, YCNYT, PA3BJIEYEHUA

INepsrit B Poccum uHpOpPManmnon-
HO-aHAAUTHUUYECKNY M peKAaMHBIHI
SKYpHAA, CIEeIUaAM3UPYIOWUNACS Ha
BOIIPOCAX OPTAHU3aluU TOPIOBAH, yC-
AYT U Pa3BA€UEHUH C UCHOAB30BAHUEM
ABTOMATHYECKUX YCTPOUCTB.

Copep>KUT aHAAU3 PBIHKa, 0030p TeKY-
[IIUX COOBITUM ¥ HOBOCTEM BHYTPH CTPAHBI
1 3a pyOe>KoM, BKAIOYAst HOBUHKH 000pY-
AOBaHUS, TEXHOAOIMHM U WHI'DEAUEHTOB,
TOBAPOB, YCAYT, (DUPM 1 AFOAEH OTPACAK.

BeixopnT 6 pas B rop, (IO YeTHBIM
Mecsnam). Tupax 1 500 3k3.

7KypHaa pacnpocTpaHsieTcs B 60Ab-
IHUHCTBe pernoHoB Poccun, B YKpau-
He U Ap. pecniyOankax ObiuI. CoBert-
ckoro Coro3a, a Takke pspe cTpal Es-
pocorosa u Kopee.

3A0 « DHeprompanCcKOMNAEKM »
HHH/KIII 7726063807/ 772601001
p/c 40702810900100000831

B OAO « MUnEB» r. Mocksa

BUK 044525600

K/ 30101810300000000600

Kog no OKOHX 71500

Kog no OKIIO 26119069

Ilpu nokynke B pegakuuu 150
C gocmasxkoli B PO 185
C gocmaskoll B beaopyccuto,

Y3bekucman, cmonuro 210
C gocmaBKoU B gp. CmpaHkl 230

The first Russian info-ads & analyt-
ical magazine specialized at the
problems of trade, service and enter-
tainment based on automatic
devices.

Contains market analysis, review
of the current events and the news at
home and abroad, including novel-
ties in equipment, technologies,
ingredients, goods, services and the
people of the sector.

Issued bimonthly (even months).
Circulation 1500 copies.

Distributed in most of the regions
of Russia, in the Ukraine and in other
FSU republics, as well as in some EU
countries and Korea.

Energotranscomplect JSC

Legal address:

113326, Russia, Moscow, Soumskoy

proyezd, 21, 1-4

Intermediary bank: DEUTSCHE

BANK AG,

FRANKFURT AM MAIN

SWIFT: DEUTDEFF

Benebank: SAMPO PANK,
TALLINN, ESTONIA

SWIFT: FOREEE2X

Beneficiary: IBAN:

EE893300333443690003

GEOWIDE TRADING CORP.

10 AK COURT, CALEDON STREET,

SOMERSET WEST 7130,

SOUTH AFRICA

Bought at the editorial office 150

Sent within Russia 185
Sent to Belarus,

Uzbekistan, Estonia 210
Sent to other countries 230



MPODPECCUNOHAIJIbHbLIE UHITPEOAUEHTDBI AJ1A4 TOPITOBbIX ABTOMATOB

The X ingredient @

Ics

KO®E

cy6nMMUpOBaHHbIN (6bICTPOPaCcTBOPUMBIi),
3EpHOBOW,
MOJIOTbIN

KAMY4YNHO

K/TaCCUYECKUA, BaHWITbHbIN, KapaMerb,
aMapeTTo, IeCHON Opex, poM, TUpaMucy,
KMaccuka—3KCTpa, aMapeTTo—3KCTpa,
ppaHLYy3CKM BaHUNbHbIN, N1ATTS MaYMaTO

Vanilla

Cyrnbl N
CJINBKN N TOMIMWHI BYJ1bOHbI
CyXue CIvBKM, KYPWHBIN,
CyXue C/MBKM CO CTabUNLHOM NEHKOM, MACHOM,
MOSIO4HbINA Kamy4MHO TOMMUHT, Kappu

bebida blanca rica

rorPaA4nn
LLOKOJIALA YAU
KNaccu4eckui, JIMMOHHbI, MEPCUKOBbINA,
CJINBOYHbBIN, aneNbCUHOBbLIA, MATHbIN,
cnagKui, 3pA-rpei, YepHbIil HECTaKuNA,
6enbin YepHblii MENTIKONIMCTOBOM
XONOAHbLIE Vammrm—ry  CTAKAHYUK PA3MELLMBATE/b
HAMMUTKUAN NIIACTUKOBbLIUN MIACTUKOBbLIA
e & : '
Yaii co BKycOM nMM?Ha, 150 mn, 70 MM, kop./6en. \
Hepeuia, Moo HE 150 M, 70 MM, Gexc./6en. N\
) KOKTElNb CO BKYCOM 150 mMn, 70 MM, Ben.
KyGHUKM, BaHUK, 3 150 MM, 70 MM, kop./6en. pudn.

6aHaHa, kode 180 mn, 73 mm, kop./6en.

- 105 MM, npo3pavHbIit

129110, Poccus, Mockea, npocnekt Mwupa, fom 69, odpuc 441 « Tenedon/dpakc (495) 681-34-67

TenedoHsl otaena npogax: (495) 585-44-50, 585-88-27, 585-88-49 * E-mail: valeo@valeofirm.ru
www.valeofirm.ru « www.ics-vending.com * www.veriplast-export.com * www.gerhardt-automaten.de




VENDING INNOYADGR

- HomnaHuuna Seven nomMmorseT Bam

MocTPOUTb CETb C
MHHOBAaLMOHHbBIMM TOPIroBbIMU
aBTomatamm, obecrieynt
NonHoLeHHoe TeXHNYecKoe
conpoBoHigeHme ¢ ob6y4yeHneMm
Baluero nepcoHana,
nporectTupyert pabory
aBTOMAaToB Ha BalunX
npoRyKTax U NpPenJIoHUT
OrpOMHbIA acCOPpTUMEHT
HanoJsiHuTesnen fJA aBTomara
Sopamatic.

www.sevenitd.ru
Ten.: +7 (495) 229-62-22




