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Take hold of your dreams, and
achieve Financial FREEDOM through

your very own Vending Machine
Businss

#|. ARE VENDING MACHINES PROFITABLE?

Yes! You can expect to make $500 a month per
machine. We'll show you how to increase profits per
location. You need a high traffic location. A minimum
amount of people is at least 75. Ideally you want 100

or more. Just do the math. Typically, we shoot for $1
profit per item we sell. That means you want to sell
500 items per month. That is 25 items per day.

If you expect out of the 125 people that work there they buy from the machine 25 people to buy
one item every week. However, typically, you won’'t have everyone be a vending customer. But
that’'s okay because most of the time when a person buys from a machine they buy a snack and
drink. So let’s run that scenario. Let’'s assume only half the people at that location buy from your
machine. 75 people x 2 items per purchase = 150 items, which is basically 30 items per day. So,
that even exceeds your goal. Anyway, it is your job to figure out ways to increase sales at your
location. | will teach you how in our course!
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#2. HOW MUCH DOES A VENDING MACHINE COST?

Vending machines typically cost $2,000 to $5,900
depending on type, refurbished, used or New. Expect to
also pay for a payment processing system, that takes
care of credit card payments for the credit card reader.
That can be sometimes a small % plus a transaction fee.
Some have only a % and no transaction fee. We'll go in
depth of this more in the course. We'll also go more in
depth of where to buy them and the different types. It's
important to know all the nuances of the technology. Our
course will teach you that, so it's not necessary to pay all
this money up front before having this information.

#3. WHAT ARE GOOD VENDING MACHINE LOCATIONS? AND, HOW DO YOU GET THEM?

| am giving you a two for one here. Ha! So, the quick answer is a place that a lot of people walk by.
We actually prefer repeat customers, so we focus on offices and places where people work.
Hotels, Sports Clubs, Golf Clubs are often public but not a place where someone gets their daily
snack or fix. It's why we prefer companies that have break rooms or common areas.

This also leads me to reveal one very important words of wisdom that people fall into all the time.

| have seen this A LOT. Don't buy or invest in paying up front for machines until you have secured a
location.

We recommend growing organically. Another way to say that is naturally, by not forcing the
situation or getting ahead of ourselves. Often one small decision that seems harmless can send
you down a bad direction or hole that is very difficult to recover from. One example is buying too
many machines before you even have a location. Or spending all this money on your business
infrastructure before you even have a customer.
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