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PR s 
• GAMBLING UPSET-

The South Carolina Supreme Court ruled on Monday, 
Jan. 23, that only card-themed gambling machines (i.e., 
poker and blackjack) are legal to operate in the state. 
Since the court gave no grace period, that meant all 
other types of gambling equipment (cherry games, 
keno, video bingo, 8-liners) became instantly unlawful to 
operate. Leading tradesters estimate such non-card 
machines comprise 80% of South Carolina's gambling 
market. Sources indicate the ruling proceeded from a 
case filed by law enforcement against a single operating 
company; the attorneys for the state operator associa
tion were not allowed to address the court. The private 
defendant can file for reconsideration , but no appeal is 
possible. One distributor said operators would be forced 
to replace the gray area games with legally-acceptable 
card-themed games. Apparently, the court felt the gray 
area games lacked sufficient skill factors. 

• NANI TESTING-

AMOA's National Amusement Network, Inc. has 
ironed out final bugs in the technical program for its net
worked games. Next step is testing, and NANI has 
placed 25 games with half a dozen or so Kansas opera
tors, as expected. NANI President Craig Johnson wil l 
attempt to place another 25 units with Ohio operators 
during a Feb. 9 meeting in that state. Buckeye state ops 
like the basic idea behind NANI , but (as OCMA prexy 
Mike Zappa explains inside this issue) some are a bit 
skittish about spending $4,000 for a network-capable 
version of NBA Jam. In other NANI news, the organiza
tion is 90% of the way to completing an "operators' 
handbook," telling how to use the system. Finally, NANI 
is working toward getting a full-time executive director. 

• 'MORTAL KOMBAT Ill' -

Williams/Bally-Midway has been providing sneak pre
views of Mortal Kombat Ill (sound and graphics) to play
ers over the CompuServe network since late 1994. Now 
Midway is further whetting players' appetites for the 
game with a major spread in January's issue of the play
ers' magazine, Electronic Gaming Monthly. The publica
tion claims the coin-op version will hit Chicago test sites 
in April, followed by general release in May (coinciding 
with theatrical release of the "Mortal Kombat" movie). 
EGM also claims that "you can expect the home version 

to follow sometime in October or November to cash in 
on the all-important holiday season." 

We checked with the factory's Roger Sharpe, who 
said the coin-op MK/II was still under development at 
presstime, but it could possibly even ship to the trade 
before May. No firm home release date has been set, 
Roger said, but he confirmed MK/II would probably be 
part of the '95 Christmas home game push. (At any rate, 
sounds like we'll see the coin-op version at the ACME 
Show.) Roger denied reports that MK/II will be pro
grammed differently for different regions of the country. 
He also scotched rumors that MK/II would contain 
"cross-over" characters from Killer Instinct, Midway's 
current hit. 

• APPOINTMENTS -

AAMA has reportedly hired Indianapolis operator 
Mike Smythe as the new executive director for its 
National Dart Assn. Mike is an AMOA board member 
and has served as president of the Indianapolis operator 
association ... Scott Schroeder has been promoted to 
the post of director of marketing at Valley Recreation 
Products, according to an announcement by sales & 
marketing VP Doug Blair. Schroeder joined the pool and 
dart maker in February of 1991 as a sales rep , and 
moved up through international sales and product man
agement, becoming marketing manager in May of 1993. 

• HONG KONG EXPO -

AAMA and the IAAPA reached an agreement in prin
ciple to cosponsor the Asian Amusement Expo, to take 
place at Hong Kong's Convention & Exhibition Centre 
from June 7 -8. This show made its debut last year with 
AAMA as sole sponsor. "The union of these two associ
ations should result in a bigger, stronger and bolder 
Asian Amusement Expo, perhaps nearly triple in size to 
our first one," said Mark Struhs, chairman of AAMA's 
foreign business development committee. 

• SEGA NOTES -

Following its national launch in November, sales of 
Sega of America lnc. 's Genesis 32X arcade upgrade 
adapter have reached nearly 500 ,000 units, rising 
beyond the company's initial selling projections. 
"Genesis 32X is the first 32-bit upgrade adapter for the 
16-bit Genesis system that delivers arcade-quality 
graphics, power and speed for about $150," said the 
firm ... By the way, the system operator for Sega's 
address on CompuServe says the company may start 
attending more trade shows, but having a smaller pres
ence at each show. 

• DOLLAR COINS -

Republicans aren't wasting any time getting dollar 
coin legislation in the hopper. Rep. Kolbe introduced 
HR.534, the dollar coin act of 1995, on Jan. 17. With 
backing from the savings-oriented Republican majority 
on Capitol Hi ll , dollar coins could finally arrive this year, 
insiders say. 
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best location videos best video sonware 
MODEUMANUFACTURER RATING DIST. MODEUMANUFACTURER RATING DIST. 

.... 1 KILLER INSTINCT {Midway) (2) 9.48 47% .... 1 SAMURAI SHODOWN II+ (S] (SNK) (3) 8.33 59% 

.... 2 PHOTO PLAY (New Image Tech.) (1) 8.29 6% .... 2 RAIDEN DX M (Fabtek) (4) 8.21 12% 

3 LETHAL II: GUN FIGHTERS (Konami) (10) 8.09 30% .... 3 GAL'S PANIC 2 M (Kaneko) (14) 7.67 5% 

4 FINAL LAP 3* (Namco) (14) 7.89 8% .... 4 BUST-A-MOVE [S] (faito/Neo• Geo) (1) 7.36 12% 

5 UNDER FIRE (f aito) (7) 7.88 7% 5 RAIDEN II M (Fabtek) (1 3) 7.22 48% 

6 REVOLUTION X (Midway) (8) 7.81 46% .... 6 DARKSTALKERS [H] (Capcom) (5) 7.19 55% 

7 VIRTUA FIGHTER* (Sega) (13) 7.73 44% .... 7 KING OF FIGHTERS '94 [S] (SNK) (5) 7.02 37% 

.... 8 MEGA TOUCH II+ (Merit) (2) 7.65 23% 8 ALIEN VS. PREDATOR [HJ (Capcom) (7) 6.92 43% 

.... 9 SOLITAIRE CHALLENGE (Dynamo) (7) 7.65 17% .... 9 SUPER SIDEKICKS 2 [SJ (SNK) (9) 6.91 19% 

10 MORTAL KOMBAT II (Midway) (14) 7.47 92% 10 DUNGEONS & DRAGONS [H] (Cap.) (10) 6.83 42% 

+ indicates game was produced in b o th dedica ted & software forms .... 11 AERO FIGHTERS 2 [SJ (SNK) (6) 6.68 35% 
* indicates game was also produced in deluxe form .... 12 TWIN EAGLE II M (Seta) (8) 6.67 11 % 

best deluxe videos .... 13 STREET SLAM [SJ (D.E./Neo• Geo) (3) 6.55 18% 

{sitdowns, cockpits, arcade attractions) .... 14 SAMURAI SHODOWN [SJ (SNK) (1 9) 6.53 62% 

1 DAYTONA USA (Sega) (9) 9.45 32% 15 WORLD RALLY [HJ (Atari) (17) 6.43 31 % 

.... 2 GRUIS 'N USA* (Midway) (4) 9.40 39% 16 GAL'S PANIC M (Kaneko) (12) 6.21 12% 

3 RIDGE RACERS (Namco) (1 3) 9.00 12% .... 17 BATILETOADS [H] (Electronic Arts) (2) 6.16 17% 

.... 4 T-MEK (Atari) (6) 8.92 13% 18 SUPER STREET FIGHTER II [H] (Cap.) (14) 6.13 61 % 

5 OUTRUNNERS (Sega) (26) 8.40 20% 19 RAIDEN [HJ (Fabtek) (51) 6.07 41% 

6 SUZUKA II 8 HOURS (Namco) (11) 8.24 17% 20 AERO FIGHTERS M (McO'River) (26) 6.07 36% 

7 SUZUKA 8 HOURS (Namco) (26) 8.15 13% [HJ horizontal [VJ vertical [Sf system [R] retrofit 

8 AIR COMBAT (Namco) (11) 8.14 7% IOP Pinball 9 STADIUM CROSS (Sega) (22) 8.13 8% 

1 0 LUCKY & WILD (Namco) (16) 7.77 13% .... 1 ROAD SHOW (Williams) (2) 8.71 24% 

+ indica tes gam e was produced in bo th dedicated & so ftware forms .... 2 SHAO ATIAO (Premier) (1) 8.22 10% 

* indicates game was also produced in up right form 3 STAR TREK (Williams) (12) 8.02 57% 

best new games 4 ADDAMS FAMILY (Bally) (35) 8.00 80% 

.... 5 MAVERICK (Sega) (2) 8.00 15% 
COPS [deluxe] (Atari) 

6 WORLD CUP SOCCER (Midway) (8) 7.94 35% 
VIRTUA COP [upright] (Sega) .... 7 FREDDY/NIGHTMARE (Premier) (4) 7.78 31% 
POINT BLANK [upright] (Namco) 

8 GUNS N' ROSES (Data East) (6) 7.29 32% 

.... 9 WORLD CHALLENGE SOCCER (Prem.) (1) 7.25 5% 

10 RESCUE 911 (Premier) (9) 7.21 22% 

.... available brand new at certain distributors; number following brand shows months on chart including this one. 

RATING: Operators were mailed "ballot sheets" listing games in active operation in U.S. locations and game centers and asked to "rate" the earning 

DIST.: 

performance of each on the "1 to 10" measure: 10 for "power-house earnings," 9 for "excellent,' 8 for "very good game," 7 for "good game," 6 for "decent game, " 5 for "just 
average," 4 for "below average, " etc. The written votes were tallied up and divided by the actual number of times the specific game was rated. Hence, the decimal points. 
The percentage of the surveyed arcade and street location operators who have the item on location. 
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allev boWlers RATING PAYOUT shooting games RATING PAYOUT 

... 1 SKEE BALL (Skee-Ball) 6.91 L+ 1 COSMO GANG (Data East) 6.06 M-

... 2 STRIKER (Design Plus) 6.33 M ... 2 BIG MOUTH II (Meltec) 6.00 M 

... 3 SMART BALL (Smart) 5.50 L+ ... 3 LAZER-TRON (LazerT ran) 5.60 M 

... 4 LIGHTNING (Skee-Ball) 5.43 L+ ... 4 KNOCKDOWN (Meltec) 5.39 M 

5 SUPER BALL (Skee-Ball) 5.33 L+ ... 5 BOOMBALL (Meltec) 5.08 M-

ball toss sponsgames ... 1 MAGIC MR. X (Amer. Sammy) 5.67 M ... 1 SUPER SHOT DELUXE (N.S.G.) 8.86 M-... 2 SIMPLE SIMON (Amer. Sammy) 5.56 M ... 2 TWO MINUTE DRILL (Taito) 7.67 M ... 3 FLINTSTONE'S BEDROCK (LazerTron) 5.33 M 
3 SUPER SHOT (N.S.G.) 7.38 L+ ... 4 DUMP THE UMP (Doyle) 5.25 M-

Tie FULL COURT FRENZV (l.C.E.) 7.00 M ... 5 AWESOME TOSS 'EM (LazerTron) 5.25 M 
... Tie RAZZLE DAZZLE (Doyle) 7.00 L 

kiddie games ... 6 UBQB (N.S.G.) 6.50 L+ 

7 AROUND THE WORLD (U.E.T.) 6.27 M-... 1 Ll'L HOOP SHOT (Doyle) 6.00 M- ... 8 HOOP SHOT (Doyle) 6.21 L+ ... 2 BIG BERTHA (Smart) 5.78 M ... 9 FULL COURT FRENZY II (l.C.E.) 6.14 L+ 
3 BOZO BASKETBALL (Design Plus) 5.73 M ... 10 SHOOT TO WIN II (Smart) 6.00 L+ 

.,.. Tie HIGH TOPS (National Sports Games) 5.67 M 

Tie LIPPY THE CLOWN (Data East) 5.67 M token roll games 
novelties ... 1 DINOSCORE (Planet Earth) 9.44 H 

... 2 SUPER BANK-IT II (LazerTron) 9.33 H 
1 SONIC BLASTMAN (Taito) 8.00 L ... 3 ROLL FOR GOLD (Benchmark) 9.00 H-
2 HOP-A-TIC-TAC (Data East) 7.39 H- ... 4 SUPER WHEEL-EM-IN (Bromley) 8.77 H ... 3 POP-A-TIC-TAC (Coastal) 6.77 M+ ... 5 PIRATE'S GOLD (LazerTron) 8.70 M+ 
4 BODY MATCH (Coin Concepts) 6.38 M ... 6 WHEEL-EM-IN (Bromley) 8.38 H ... 5 ROBO BOP (Coastal) 5.75 M ... 7 FLINGSHOT (Planet Earth) 8.13 M+ 

pushers ... 8 SONIC THE HEDGEHOG (Sega) 8.00 H-

... 1 JUNGLE JIVE (Coastal) 9.45 H 
9 SUPER BANK-IT (Capcom) 7.75 H-

... 2 HOLLYWOOD (Coastal) 9.30 H 
... 10 ROCK-N-BOWL (Bromley) 7.63 H-

... 3 KLONDIKE (Betson) 7.88 H- video redemption ... 4 WEDGES/LEDGES (Wedges/Ledges) 7.00 H-

... 5 ROCK N ROLL (Betson) 6.00 H ... 1 THE DEALER (Coin Concepts) 8.00 H-

... 2 POP-A-BALL (Coastal) 6.83 M 

roll downs ... 3 DOUBLE CHEESE (Midway) 6.60 H 

... 1 LITE-A-LINE (Seidel) 7.50 M+ 

... 2 SPIN-TO-WIN (LazerTron) 7.13 M+ whackers 

... 3 JUNGLE RAMA (LazerTron) 6.00 M 1 WACKY GATOR (Data East) 7.52 M 

... 4 POKERINO (Seidel) 5.57 M+ ... 2 RIBBIT RAGIN' (LazerTron) 7.25 M 

... 5 CLOWN ROLLDOWN (Bay-Tek) 5.50 M 3 CRACKY CRAB (Namco) 6.64 M-

PAYOUT: ratio of tickets won to total coin/token drop. When + or - appears after L (low), M (medium) or H (high), the average reported payout is slightly above or below. 
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0 N T H E 

OVER 
"Bank-vaulting" into the token roll re

demption business, the gamesmiths at ICE 
have "deposited" one beautiful new reaction 
console onto the fun center market. Called 
Cyclone, it's a solid adaptation of Tecmo's 
Japanese capsule game for today's "quick 
ticket" enthusiasts. 

Celebrating the joys of Cyclone test col
lections on our cover at the "Buffalo Savings 
Bank" are (from left): Greg Kania (sales), John 
Callahan (R&D), ICE prexy Ralph Coppola, 
his partner and VP Jack Willert, and Gene 
Browgowski (also sales). Cyclone's spinning 
now. Check her out first chance. 

RePlay Magazine, February 1995, Volume XX, No. 5, 
RePlay Magazine is published monthly by RePlay 
Publishing, Inc., P.O. Box 2550, Woodland Hills, CA 
91365. Subscription rates per year (all mailed by 
Priority Mail): United States ... U.S. $60.00 Canada and 
Mexico ... U.S. $80.00 (Canadian currency ... $100.00). 
All other foreign countries $200.00 per year (Air Mail), 
$75.00 Steamer Mail (Surface). Please address sub
scription applications to RePlay, P.O. Box 2550, 
Woodland Hills, CA 91365. Copyright 1994 under the 
Universal Copyright Convention. All rights reserved. 
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EDITORIAL 
In the last three months or so, a growing number of industry 

leaders have (at last) publicly admitted that, yes, we are in 
tough times ... one of those historic turning points that makes 

or breaks members of the trade. SoCal distributor John Ridgway 
wrote in the latest "Betson Bullet" newsletter: "As the coin-op 
machine business continues to evolve towards a state of stabili
ty, you can't help but observe that we have been marching to 
this tune since the latter part of 1993. I remember reading an 
article in RePlay Magazine that suggested that our industry goes 
through seven-year cycles. We have a slow but steady upswing, 
a peak period of a couple of years or so, and then things seem to 
fall down for a year or so ... It sure is coming true." 

T hat recurring cycle was originally suggested in our pages 
several years ago by Tom Petit (he's now with Acclaim). 
Tom stands by this idea today, too. The question is, 

exactly where are we in that cycle now? Sometimes it pays to be 
a contrarian. When "everybody" is finally convinced things are 
in bad shape, maybe that's when unexpected signs of recovery 
pop up. After the crash of 1982-4, the trade entered 1985 with a 
gloomy outlook. But 1985 turned out to be a year of happy sur
prises. Atari electrified players with Gauntlet. Sega invented a 
new class of simulators with Hang-On. Data East was the first 
company to have the top three games on our chart (all martial 
arts themed). 

D oes today's industry show early stirrings of recovery and 
rebirth? With caution, we say yes. Namco, Acclaim and 
several others are making a commitment to affordable 

yet hi-tech product for the street operator. NANI has met its 
share of obstacles, but has the right vision and is making good, 
steady progress. Dart and jukebox makers are getting ready to 
join the multimedia revolution. Leagues are stronger than ever. 
Arcades have welcomed every new trend. Street operators have 
shown discipline and commitment. Distributors, far from com
placent, are challenging themselves to rethink their role and 
boost internal performance. And many clear-thinking observers 
truly expect to get dollar coins. 1995 could be what football 
coaches call a "rebuilding" year. Let's get on with it! 
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coin acceptor puts the power of sheer 
science to work for your business. Vend 
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retrofit all types of vending equipment. 
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acceptance can increase your profit and 
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O f all the "secrets of life" that 
have been shared over the years, 

I like this one best: "Dance as if no
body's watching, love as if you'll nev
er be hurt, and work as if you don't 
need the money." That last part has 
my interest right now because we're 
hearing a lot of complaining about 
soft collections. While I hope things 
improve for those looking for im
provement, I'd still like to remind 
evezyone that there's more to this in
dustry than the quarters in the cash 
can. There's a romance, even a pas
sion, that some people in the busi

ness have about their jobs which bridges economic slumps ... that 
knits the good days with the bad days into a way of life that usual
ly ends up with the statement "this business has been pretty good 
tome." 

I haven't looked into any statistics, but I'll bet fewer people in this 
industry retire at Social Security time than those in other indus

tries do. You'll hear lots of reasons why veteran opemtors stay on 
the job "longer than they have to," but the real reason is they like 
the business. Simple as that. It is, after all, mther "different" than 
most of the jobs their neighbors go to each day. Boredom, for ex
ample, is not an occupational hazard in the coin opemting croft. 

V es, there are other emotions this business can get boiling 
1 (anger, frustration, even jealousy, come to mind). That's to be 
expected in a competitive business where dealing with bar owners, 
paying equipment bills and pushing trucks through snow frays the 
nerves. But there are also little victories to be celebmted along the 
way and the priceless feeling at day's end that you "did something 
useful" between the time you got up and the time you hit the sack. 

Entertaining people in a bar, in a bowling alley or along the con
course of a shopping mall is important. The amusement 

machine opemtor's services are so much a part of our culture 
today that they're taken for granted by the public. So, if you 're one 
of the lucky ones with a bit of "passion" for the business, I hope 
you can keep that feeling alive for a long time to come. It's a gift 
that money can't buy. 
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TRADE LEADERS SEE TOUGH MARKO FRANK ASH 

Most Japanese video game compa
nies have projected a rocky bottom line 
for the fiscal 1994-95 year-end (see 
January RePlay). Japan's numbers are 
finding a disturbing echo in America's 
coin-op market, according to assess
ments made by respected members of 
the trade. A broad spectrum of industry 
leaders at all levels agree: we're in a 
shakeout period, with machine sales 
down, earnings down (especially for 
standard video), an oversupply of 
mediocre product, and unworkable 
price/earnings ratios for some of the 
hottest games. Two years ago, a smash
hit video could sell 25,000 units in the 
U.S.; today, leading video factories 
hope to move 7,000 units of their next 
big success. Where smash-hit redemp
tion games used to have 5,000 unit 
runs, some now often top out at just 
several hundred. Distributors say many 
smaller operators are in trouble and 
buying less; some ops and distributors 
alike are having debt problems. Top 
arcade chiefs say too many FECs and 
fun centers are chasing too few enter
tainment dollars - and draining traffic 
from many traditional locations. 

The good news is, no one expects a 
crash of 1982-4 proportions, when 
trade grosses plummeted by one-third 
and the operator population was deci
mated. Lots of today's tradesters 
learned solid lessons from the '83 bust 
and are in a far better position to sur
vive, with lower overhead and better 
business practices. The better (and big
ger) street operators say they are doing 
just fine with leagues, music, and other 
staples . A growing number of ops even 
say their earnings hit bottom in late '94 
and could be starting to rebound, now 

RePlay Magazine 

that they have gone "back to basics." 
For more detail on these trends, get 

the word from the horse's mouth. This 
month's RePlay brings you in-depth 
interviews with Namco America's 
Kevin Hayes; NSM America's John 
Margold; Brady Distributing's Jon 
Brady; Champions Arcades' Frank 
Ash and Tom McAuliffe; and street 
operator Mike Zappa (president of the 
Ohio Coin Machine Assn.). Also, don't 

•S AMUSEMENT 

miss this 
month's col
umn by Frank 
Seninsky, titled 
"Is 1995 Just 
1983 All Over 
Again? Yes and 
No." Interviews 
begin on page 
58. 

NO DOWN 128/o IN FINAL 
QUARTER OF '94 

Williams/Bally-Midway dominated U.S. dis
tributor sales and AMOA game awards last year 
(again), but the Chicago-based machine manufactur
er still reported its amusement income was 12% 
lower for the final quarter of '94, compared to the same 
period the previous year. Considering Williams' leader
ship position, the numbers show just how tough the U.S. 
coin-op market really is these days. Income from their 
amusement game divisions dropped from $93. 7 million in 
fourth-quarter 1993, to $82.1 million for 1994's final quar
ter. WMS cited "lower pinball sales; a loss from home video 
games sales; and higher expenses for the continuing cost of 

MIKE ZAPPA 

expanding the company's business into casino gaming products and 
interactive networked video games for use on multipurpose home com
puters." (Williams is getting ready to release Mortal Kombat II and other 
arcade titles on disc for desktop personal computers.) 

The parent firm, WMS Industries, Inc., took an even bigger hit company
wide. Overall revenue was up , but consolidated net income (including a net 
loss in their hotel and casino business) was down to $6.1 million for the 
quarter ending Dec. 31, 1994. That compares to $10.1 million earned compa
ny-wide during the same period last year, a decrease of roughly 40%. 
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CAPCOMBOWS 
'X-MEN' AT 
COMPE 111 IVE PRICE 

Capcom's X-Men will be previewed to distributors, 
probably at a Feb. 8-9 meeting in Chicago, followed by 
its Monday, Feb. 13 release in both kit and dedicated 
format, said coin-op division VP Frank Ballouz. As 
early as mid-January, the game was already getting 
lots of positive hype and buzz from video fans on the 

FRANK BALLOUZ 
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CompuServe com
puter network. (In a 
unique promo, 
Capcom flooded the 
"Video Game 
Publisher's Forum" 
with graphics pre
views.) "Judging by 
reaction to this 
gan1e, we will see 
where the market 
is," Frank told 
RePlay. "By today's 
standards X-Men is 
priced very aggres
sively to distribu
tors." (He's right 
about that.) 

ROWE VACATING WHIPPANY 
ARER NEARLY 50 YEARS 

Back in 1946, Rowe moved its 
vending manufacturing headquarters 
to a former munitions plant on Troy 
Hills Rd. in rural Whippany, NJ. In 
recent years, however, the company 
has been transfering its production 
and administrative HQ to Texas (they 
have vending plants in both Rockwall 
and Greenville). Now the second shoe 
has dropped as the once-bustling fac
tory will be shuttered completely. 

Whippany has been down to a 
skeleton staff of eight people, three 
being key sales & marketing vets Jerry JERRY GORDON 

Gordon, Joel Friedman and Carol 
Ganek. Only these three will 
remain with the company after 
the final closure (which could be 
this month) and will work from 
their individual homes until an 
office can be arranged. Rowe/ 
Whippany's regular phone num
ber will still be in use until fur
ther word, and business will be 
conducted as usual. Both Gordon 
& Friedman, by the way, have 
offices in both Texas and in 
Grand Rapids (where the juke
boxes are built) for use when 

JOEL FRIEDMAN traveling. 

ASSOCIATIONS ADVANCE! NEWS 
FROM AMOA, IFECA & UMA 

AMOA, the Amusement 
& Music Operators Assn., 
has contracted Washington 
lobbyist Wayne Valis and 
his firm to spearhead a 
major effort to pass dollar 
coin legislation in the new 
Congress. "Chances for pas
sage in this political climate 
are excellent," said AMOA 
prexy Tami Norberg
Paulsen. She's right: dollar 
coins are mentioned in 
some favorite Republican 
legislation which is part of 
that majority party's 
"Contract with America" 
election platform. "But," 
Tami added, "we felt some
thing more was needed than 
was done in the past," 
hence the Valis contract... 
IFECA, the International 
Family Fun Center Assn., 
may now be reached on the 
Internet. Their E-mail 
address is IFECA@aol.com. 
For now it's basically an 
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electronic bulletin board, 
but IFECA plans to add 
forums , educational semi
nars and informal chat ses
sions to the online service. 
Their monthly in-house 
newsletter will also be 
available for downloading ... 
AAMA, the American 
Amusement Machine Assn., 
says on Jan. 13 its board rat
ified the leadership's recom
mendation to offer non-vot
ing "associate member" sta
tus to companies in allied 
industries and international 
coin-op manufacturers, dis
tributors and suppliers. 
"The increasing overlap of 
coin-op and other forms of 
entertainment means that 
AAMA should seek closer 
communication and cooper
ation with members of these 
related markets," said 
AAMA prexy Steve 
Koenigsberg. 
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Shodown I I has proven to be the 

number one o r nwnber two earning video game in 

vi rt ua 11 y every location across the nation. 

At an investment of $ 5 Q Q • Q Q or less 

Samurai Shodown II is out earning games cost ing 

4 to 40 times more! 
Consider this , instead of investing $5 , 000 . 00 in that 
new dedicated video game , invest the same amount of 

dollars in 1 0 Samurai Shodown II cartridges . 

This way you are certain to 

satisfy ten locations , not only one . 

Wouldn ' t you rather have 10 great games 
earning for you vs . only one? 

It's your business ... You do the math. 

l~l 11 #ft II] SNK SNK CORPORATION OF AMERICA 
20603 EARL STREET 
TORRANCE, CALIFORNIA 90503 
TEL (310) 371-7100 FAX (310) 371 -0969 
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'TEKKEN' Will BE A KIT, 
SAYS NAMCO AMERICA ... z: . Namco's new texture-mapped fighting game 
offers cutting-edge graphics and technology, as 

promised. Last fall, the company also 
promised to make the price 
"street friendly" and to 
achieve that, they're market
ing it "primarily as a kit, " 
said N-A prexy Kevin 
Hayes. The game bowed 
last month in dedicated 
format, but by the time 
this issue arrives in your 
mailbox, the kit will be 
on the market. True, it's 
not one of those $1,000 
kits of yesteryear, but 
it does offer hi-tech at 
a few hundred dol
lars under some 

competing new 
kits (and 
thou
sands of 

bucks less 
than com-

parable tech
nology in dedicat
ed units). For more 
game info and a 
story about 
Namco's January 
promotion of 
Tekken, see our 
story beginning on 
page 41. 

LONDON SHOW OFFERS 
''SNEAK PEEK'' AT NEW VIDS 

Our colleagues at 
Amusement Business 
Europe gave us a sneak 
preview of new videos 
which were slated to 
appear at London's 
Amusement Trades Expo 
International (Jan. 24-26). 
In the Sega booth: Rally 
Championship, a driving 
simulator with their 
upgraded Model 3 com
puter graphics board for 
even better visuals than 
last year's stunning 
Daytona USA. "A shock 
generation system mirrors 
tJ1e movement of the car, 
delivering bumps and 
knocks through the play
ers sea t," said ABE. In tJie 
Jaleco booth: a "reason
ably priced" sitdown dri-

ver called Super Circuit 
Red Zone (uprights may 
follow, said ABE). Game
play is based on Tokyo 
highways; the title is for 
Jaleco's 32-bit system. In 
the Kaneko booth: Jackie 
Chan, a licensed fighting 
game featuring digitized 
graphics of the martial 
arts B-movie star. Kaneko 
told ABE this gan1e would 
"be an obvious alternative 
to the more-expensive 
fighting games available at 
the moment." Kaneko also 
was to show a dedicated 
racing sequel called Mil
lie Miglia 2. Up to four 
cabinets can be linked. 
We hope to have a full 
report on A TEI next issue. 

am ·11ou.s our THE RED 
CARPEr' FOR OPERATORS 

The American Coin Machine Exhibit takes place 
March 23-25 in Reno, Nevada and may top 100,000 sq. 
ft. of exhibit space. As of early January, organizers said 
space sales were up 11 % over the same time last year. 
"Early indications are that ACME '95 will be the largest 
show ever," said show sponsor AAMA. In a continuing 
campaign to attract operators to the show, ACME will 
also include innovative and exciting new programs like 
Randy Fromm's "TechFest" (a special exhibit area for 
techs and service personnel); the ACME Coupon Book 
(discount coupons from exhibitors, good for purchases 
made at the show); and a Treasure Hunt where ops get 
daily "treasure hunt cards" that qualify them to win 
valuable daily prize drawings. For more info about 
ACME, see our story on page 35. 

BENCHMARK'S NEAT TWEAK: 
A GAMBLING ROLLDOWN 

Benchmark 
Entertainment 

has done the 
unusual. 
They've 

"tweaked" 
their hand
some token 

roll down 
game, Golden 
Goose, into a 

gambling 
piece for the 

U.K., Belgian, 
Japanese and 

American 
Indian mar

kets. The 
metal

in/metal-out 
version has 

been shown at 
some overseas 

trade shows, 
where 

Benchmark 
says it won a 

solid recep
tion. 

Naturally, 

-
======= 

their mainstay still sits in pure ticket redemption for those of 
us who get our kicks that way. See story on page 125. 
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"GET SMART" 
IN REDEMPTION 

TOSS EM 

FEED 
BIG BERTHArM 



YOUR TICKET 
TO SUCCESS 

YOUR TICKET 
TO SUCCESS SMART 

REDEMPTION CENTERTM 
PATENT PENDING 



ORIENTAL 
TRADING 

TOPS 
A MILLION! 

Redemption merchan
dise suppliers Oriental 
Trading Co. (Omaha, Neb.) 
have built a new 110,000 sq. 
ft. facility to their plant for 
administration and com
mercial sales functions. 
This brings their total 
amount of "elbow room" to 
over one million sq. ft., 
including warehouse space. 
OTC said "phenomenal 
sales and growth" required 
the addition, which is 
"expected to help us main
tain our high standards for 
service, product availability 
and on-time delivery." You 

can reach Oriental Trading 
Co.'s commercial (redemp-

"NEW IMAGE" vns FOUND 
'TRYMAGIC" DESIGN HOUSE 

Tom Nicholas and Howard Smoyer have started up 
a game design organization they've named TryMagic. 
The two New Image Technologies veterans left the 
Telford, Pa. firm to devote their energies to the develop
ment of game ideas for license to outside vidgame man
ufacturers. Their immediate concentration will be 

designing games for 
bar room videos 
(e.g., sports). Smoyer 
told RePlay the 
design duo is "very 
close to concluding 
our first licensing 
deal with one of the 
industry's video 
manufacturers. In 
fact, there's a 99.9% 
chance it'l be on dis
play at the Reno 
ACME show." 

Besides bar 
videos, TryMagic 
will also try its hand 
at programs for both 

HOWARD SMOYER the gaming and 
redemption fields. 

"The drawing board here is full of concepts," Smoyer 
declared. Before their tenure at NIT, both Tom and 
Howie spent around 15 and 10 years, respectively, at 
Merit Industries. Tom was a prime designer of Pit Boss 
and many subsequent machines. While at New Image 
(where he was a principal), he created Street Games 
(their popular countertop) while also helping them into 
touchscreen play. 

At present, Howie works from his home in Lakeville, 
Minn. and Tom from his in Warrenton, Pa. To contact, 
use telephone 6132/435-7790 or fax 612-435-3137. 

I tion) division by dialing 
402/596-1200 or 800/228-

NEW ADDRESSES 
Rock-Ola Mfg. has moved 

service, sales and warehouse 
functions from its old Chicago 
facility into a big new place in 
Rosemont. Address is Rock
Ola Mfg./ Antique Apparatus 
Co., 5233 No. Pearl St., 
Rosemont, IL 60018. Phone is 
708/928-2121; fax is 708-928-
2128 ... G-Tel, citing 40% sales 
growth of desktop payphones 
in 1994, has moved to larger 
quarters at 16840 Clay Rd., 
#113, Houston, TX 77084-
4067. Phones are the same 
(800/884-4835 

8884 (the fax is: 800/228-
1002). 

94086. Phone is 408/524-
8900; fax is 408-524-8909 ... 
Alpha-Omega Amusements & 
Sales has moved to 12 Elkins 
Rd., E. Brunswick, NJ 08816; 
9089/254-3773. Fax is 908-
254-6223. 

or 713/550-
5592) ... T&M 
Distributors are 
consolidating 
their two offices 
(Birch St. in Wil
limantic; Conn. 
Mills Ave. in 
Danielson) to a 
larger and more 
efficient facility. 
They're now 
located at 560 
Main St., 
Willimantic, CT 
06226. Phone is 
800/648-2636 or 
203/456-4231... 
Romstar, Inc. 
has moved to 
475-R Oakmead 
Pkwy., 
Sunnyvale, CA 

EMT & BALLY GAMING 
EXPAND SERVICE 

Starting Jan. 1, 1995, EMT America is 
offering a 24-month warranty from the ship
ping date of its kiddie rides on the motor, 
transmission (gear box) and electronic mod
ule. Sales manager Alicia Sadoff says this is 
"a big plus for kiddie ride operators. Our 
rides were first to be tested and approved by 
the ETL. With this new two-year warranty, 
we're once again at the market forefront." 

Bally Gaming has launched a 24-hour ser
vice program, enabling customers to speak 
directly to key service personnel all day and 
every day, including weekends. All calls to 
their toll-free 1-800-HOT-LINE are only for 
service and are patched thru to one of five 
techs who are always on call. Based in Las 
Vegas, Bally Gaming builds slots and VLTs. 
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ASIA HOSTS NEW VENTURES. .. 
AND A COPY OF SCANDAL 

Konami and Sega are 
making a splash in China 
and Taiwan with new man
ufacturing plants, while 

Nintendo is making waves with a law
suit against a leading "respectable" 
Korean electronics giant. Here are 
details: last March, Konami Ltd. (Tokyo) 
opened Konami Taiwan Ltd. in Taipei. 
Now, Osaka's Game Machine Magazine 
reveals that the video game company 
established a subsidiary in Seoul, Korea 
this past December (30% of the capital 
came from locals). Then in January, they 
will set up a Resident Representatives 
Office in Peking, China. It's a long-term 
investment; Konami will sell both coin
op and home videos in China eventually 
but can't do so right away. Both Korea 
and China are showing higher economic 
growth than Japan, economists say. 

Sega Enterprises Ltd. Uapan) plans to 
move production of upgraded home 

vidgame machines to Taiwan or 
Southeast Asia in 1995, according to the 
Wall Street Journal (Dec. 23, 1994). 
Why? Sega expects the Japanese yen to 
keep gaining strength against the U.S. 
dollar. The move will help keep prices 
down in the American market. 

Nintendo has long done business 
with Samsung, a leading Korean maker 
of computer components and consumer 
electronics. Now they're suing Samsung 
for counterfeiting! Nintendo of America 
chairman Howard Lincoln said 
Samsung made vital chips with sound 
and graphics of Nintendo's flagship 
1994-5 game, Donkey Kong Country, for 
counterfeit artists who have sold them 
throughout Asia, Europe and the 
Americas. The copies sell for about half 
the list price of the genuine article, and 
Lincoln said they cost Nintendo "mil
lions." Suit was filed mid-January in 
U.S. District Court in Seattle. 

VIRGIN, SONY TO ENTER COIN-OP ARENA 
Their PR firm is keeping mum, but Virgin, a leading home video game firm, is planning to 

set up a coin-op division according to industry insiders. Word is, they've got a headhunter in 
Northern California going over resumes of industry execs ... Sony Computer Entertainment has 
opened an office in Foster City, Calif. to manage U.S. business for its forthcoming home game 

system, called PlayStation. Reliable sources say Sony 
also has plans to open a coin-op division ... Meantime, 

Electronic Gaming Monthly claims Nintendo's Ultra 
64 home system is running into development prob

lems (i.e., unacceptably high prices for key computer 
chips). EGM hints this glitch could could seriously 

delay Ultra 64 or even result in scrapping cur-
rent design plans in favor of some alternative 

like a CD-ROM based system. Midway's Killer 
Instinct is (was?) supposed to be the first game for Ultra 
64 this fall. However, Nintendo says Ultra 64 is still "on 
track and on target. " 

MORE FOREIGN "PARKS 
SHOWS" TO COME 

A 1995 Indonesian Leisure Industry 
Conference will be held April 25-26 at 
the Shangri-La Hotel in Jakarta. Besides 
dealing with water parks, theme parks, 
etc. the confab will explore family enter
tainment centers in an opening day sem
inar. For more info, fax them by dialing 
011-6221-521-3423 ... Come Oct. 25-28, 
the Leisure, Sports and Pool Fair runs in 

Cologne, Germany. They are 
seeking more exhibitors 
and expect over 23,000 
showgoers to attend. 
For more data, fax them 
by dialing 011-49-221-
821-2574. 
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Mm MAY 
SHOW 
(SOME> PITY 

Four initials (MlTI) have 
struck fear into more than 
one game manufacturer 
seeking to export his wares 
into Japan. This Ministry of 
International Trade and 
Industry has required all 
companies to submit at least 
two machines for testing 
under Japan's "Electrical 
Appliances Control Law" 
and then wait about a half 
year for results. This has 
applied to dedicated videos 
as well as everything else. 
We said "has applied" be
cause Game Machine Maga
zine (Osaka) reports MlTI 
plans to abolish all approval 
tests. In fact, from July of 
1995 on, their coin-op game 
approval tests are likely to 
become unnecessary (all 
except kiddie rides). 

"In the future , every 
product will be permitted to 
be imported and sold, pro
viding it satisfies the re
quirements of the Interna
tional Electricity Standard 
Conference," said the maga
zine. "In the case of prod
ucts listed by UL of the 
USA, since they do not nec
essarily satisfy the IEC stan
dards, they will be exam
ined separately." In any 
event, it appears less "red 

tape and delay" will 
be suffered by 
firms trying to 

export 
games to 'A )op@. 

y 
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Former Capcom senior VP and 13-year 
tradevet Joe Morici has landed at home video 
software maker GameTek, Inc., where he'll 
serve as senior VP of sales and marketing. The 
firm praised Joe's key roles in Capcom's rapid 
rise, in forming the Interactive Digital Software 
Association, and creation of a rating system for 
home games. 

Ward Pemberton has joined the engineering 
department of Sega Pinball as a game designer. 
His prior posts include many years with Bally 
Mfg. and Williams Electronics, where his 
touch was evident in the design of many hit 
pins; and most recently at GameStar where he 
helped with their first redemption title. 

Gail Rubin has joined American Laser 
Games full-time as director of public relations. 
She's been working free-lance with ALG the 
last three years; before that she worked for two 
major communications firms and ran big, suc
cessful PR campaigns for everybody from HBO 
to bestselling businessman/author Tom Peters 
and the Smithsonian Instutition! She started 
her career as TV producer for C-SPAN, the TV 
channel of the U.S. Congress. 

Niki Arakelian, VP of Pennsy operations 
for Mondial Distributing, resigned his position 
as of Jan. 7 to pursue other interests in the trade. 
Niki, who ran Mondial's Philly and Pittsburgh 
offices since they were purchased from Active 
Amuse. in 1990, said he was grateful for the op
portunity and was "ready for new challenges in 
the industry." Mondial EVP Tony Yula praised 
Niki's "hard work and commitment," saying: 
"He has done an excellent job serving Mondial 
and its customers, and we will miss his dedica
tion and expertise. All of us at Mondial wish 
him the best of luck in the future." 

Polly Reber is the new CEO for the Mich
igan Coin Machine Operators Assn. and the 
Michigan Distributors and Vendors Assn. 
She's got big shoes to fill, since her prede
cessor Candy Super was such a dynamic 
exec. But the boards of both organizations 
are backing her, so good luck and welcome! 

Frank Sebastyan is the first South 
Australian elected president of the 
NAMOA, Australia's National Amusement 
Machine Operators Assn. Ltd. The popular 
trade vet has been a street operator, distrib
utor and an innovative fun center manager. 

years as prexy of the South Aussie AMOA. 
Congratulations! 

Dennis Ohryn has been named executive 
deputy chairman for Virtuality Group Plc. The 
30-year veteran of hi-tech management will 
oversee U.S. and Japanese business develop
ment, including partnerships with IBM, Atari 
and Sega. At the same firm, 20-year interna
tional finance and operations vet Ray Ticer is 
their new finance director. 

Scott Anderson has joined Putt-Putt Golf as 
their new national franchise director. He'll 
develop franchises across the USA and over
seas, help new and prospective franchisees get 
going, and help existing franchisees with 
development and remodeling, as well as over
see the operation of existing franchise loca
tions. Rusty Long is the firm's new operations 
manager, where he'll oversee day-to-day run
ning of 10 company-owned sites in the South, 
Southwest and Midwest. He'll also help plan 
overall operational strategy. 

Bally Gaming has announced several new 
appointments. John Garner has been promot
ed to VP of Finance. 
Steve Sutherland is 
now aboard as VP of 
sales, while Mike 
Farnham is the new 
director of sales. 
George Levine is 
back on their sales 
staff in Southern 
Nevada. Deron 
Hunsberger has 
joined their Northern 
Nevada sales force. 

JOHN GARNER 

Last summer, Frank stepped down after 23 MIKE FARNHAM GEORGE LEVINE 
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ON YOUR MARK 
BY MARCUS WEBB 
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Johnny Carson used to hate CB radio, 
and it's not surprising. The chatter 
over Citizens Band channels was often 

an ugly parody of his own special brand 
of entertainment (i.e., talk). Where Car
son was urbane and witty, CB offered 
complete freedom for the crude and even 
gross. Coin-op professionals might get a 
slightly similar feeling from browsing 
through the public E-mail from video 
game fans. Tap into the "Sega Forum" on 
CompuServe, or visit the E-mail address
es of Capcom, Nintendo, etc. and you'll 
learn what many of your players are 

SURFING THE 'NO 
thinking and 
feeling. It's some
times funny, 
sometimes irritat
ing, but often fas-
cinating. 

The first thing 
you notice is that "sysops" ("system op
erators") are in-house employees who 
run these services for e·ach manufacturer. 
Sysops are not above shamelessly hyping 
the company's own products. "I just 
spent two hours playing Thunder Zap 
Fighter and boy is it cool," raves the sys
op, talking about his employer's new 
game. "Run out to the arcade and try it 
ASAP!" Okay, that's good for operators, 
distributors and (of course) the particular 
manufacturer. Sometimes the sysop also 
puts down the new coin-op video from a 
competing factory. "If you ask me," says 
the sysop, "Thunder Zap Fighter really 
wipes the floor with Slam Shooter" (i.e., 
the competition's new coin-op video 
title). "Personally I don't care about poly
gon graphics," sniffs the sysop. "They are 
slow and blocky. Give me fast computer 
animation every time!" Not by coinci
dence, if the sysop's company makes 
games with texture-mapped polygon gra
phics, his tastes probably run in the op
posite direction. 

The players themselves are rabidly 
interested in every tiny development of 
coin-op and home video alike, seeing 
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them as a single form of entertainment. 
Players beg sysops for information on 
new products, suggest "dream packages" 
for hardware and software, etc. Lately 
some players also registered quite a few 
complaints about new arcade games that 
charge one-dollar play. What nerve! And, 
hey (say the players), I've even heard ar
cade owners are trying to get a dollar 
coin, so they can all charge these outra
geous prices! The vending industry must 
be the bad guys behind this, right? The 
sysop sympathizes and apologetically ex
plains how the U.S. Congress could save 
money with dollar coins. No mention of 
the fact that the sysop's employer is also 
lobbying hard to get dollar coins into cir
culation! 

If you don't tune into the E-mail dia
log, are you missing anything vital? From 
what I've seen, there's not much informa
tion on these player-oriented services 
that is terribly relevant to the day-to-day 
business of operating, distributing or 
manufacturing coin machines. Not yet, 
anyway. Some tradesters may be interest
ed that Sega's sysop "would bet the 
house" that when Sega's new 32-bit 
home system (Saturn) ships, it will prob
ably include a home game version of Vir
tua Fighter 2. Other trade members will 
be pleased that Capcom flooded its E
mail address with tons of graphics from 
X-Men, hoping to spark player inter
est...and coin-drop ... and, of course, sales. 
(Pull-through marketing lives!) 

Of more interest, probably, is the fact 
that the International Family Entertain
ment Center Assn. has just gone on-line 
with its own E-mail address and will 
offer operator-oriented services (see News 
Digest). Of course, Star*Tech Journal has 
run a computer bulletin board for years; 
publisher Jim Calore recently expanded 
his electronic offerings. I wouldn't be sur
prised if AMOA and/or AAMA were to 
go on-line this year or next (state execs 
asked AMOA for this two years ago). The 
times, they are a-changin'! 
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Shocks for the British coin machine 
industry could wipe many thou
sands of machines out of the market, 

unless the trade association can persuade 
Chancellor of the Exchequer Kenneth 
Clarke not to impose proposed new 
taxes. 

In his annual Budget speech, when he 
traditionally informs the country how he 
proposes to "balance the books" in the 
forthcoming year's taxes, Mr. Clarke 
shocked the industry with news that he 
is to tax video games, redemption mach
ines and pinball. 

Theimmedi-

GAME TAX 
THREATENS UK 

COINBIZ 

ate conclusion 
was that Bri
tain's 100,000 
video games 
could be deci
mated by as 
muchas40% 
and the 30,000 
pinball games 

BY CHRISTINE BUTTERWORTH 

Once again, we present 
"I.etter from Europe," 
brought to us by 
Christine Butterworth 
and her colleagues at 
InterGame, a new 
UK-based monthly. 
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could be cut by 
one-third. Mr Clarke proposes to bring in 
the new tax in November this year, 
which gives the industry several months 
in which to build up a case. The conclu
sion that Mr. Clarke will raise around 
$90 million in extra revenues from the 
taxes is immediately being contested by 
BACT A, the trade association, which 
suggests that this will be wiped out by 
the resulting downturn in value added 
tax because so many machines will be 
scrapped, and by extra unemployment 
benefit for those thrown out of work by 
the measures. 

The chancellor wants to bring in an 
annual tax of $375 on each machine. But 
when the small print was examined after 
the Budget speech, it was found that this 
is intended to be applied to every player 
position. So if a game is dedicated video 
with four joysticks, it attracts an annual 
tax of $1,500. 

Higher amounts are being imposed on 
certain types of redemption machines 
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and on Britain's 200,000 low-level slots 
and 40,000 jackpot slots, but some kind 
of relief was subsequently offered for 
those machines by the news that they 
could be used in horserace betting shops. 
The news that tokens will also be taken 
out of the slots business also pleases the 
industry. 

FRANCE 
A draft law on safety, adopted by the 

French Senate forbids the operation of 
gumball machines. The decision appears 
to have been taken by the government, 
since Mr. Nicholas Sarkozy, the minister 
of finance, considered it to be secure dur
ing his recent Budget speech. During the 
Budget debate, an article authorizing the 
state to extend its taxes to a new type of 
lottery (the Booster) run by Francaise de 
Jeux was adopted. Many French coin 
machine operators feel that the recent 
seizure of gum machines by police, and 
media attacks on operators of the mach
ines had been planned to create a favor
able atmosphere for the adoption of the 
Francaise des Jeux lottery. 

AUSTRIA 
The first European Laser Shooting 

Cup, held by the Federation ofEuropean 
Compact Sports in Gmunden, Austria, 
was organized by the Austrian distribu
tor ofNSM Lowen, Fun World Electro
nik. Teams from Austria, Germany, Cro
atia, Slovenia and Switzerland compet
ed, as Croatia took the honors with three 
individual titles and the team prize. 

GREECE 
Gerry Robinson's Greek coin machine 

exhibition is to be held on April 28-30 in 
Athens, and will run alongside the Med 
Park theme park show in a separate but 
adjacent hall. The exhibition is to be 
called AGB Greece and will have 35 
stands available in the first year. 
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• FAMILY LEISURE 

Ill London-based Family Leisure has 
D. announced the resignation of Alan 
0 Rawlinson, joint managing director, 
It after 20 years' service in the compa
::> ny. Joint managing director Michael 
Ill Green will now take on the sole re
:E sponsibility for all the company's 
0 functions. 

a:: 
LL. 
a:: 
Ill 
I
I
Ill 
.J 

SPAIN 

Recreativos Franco of Madrid has 
agreed to a license deal with UK 
A WP producer Barcrest to build the 
Barcrest Escalera Tobogan game. The 
machine has sold 5,000 units so far 
and Franco is now licensed to build 
and sell up to 5,000 more using the 
same design but utilizing its own soft-
ware. 

CZECH REPUBLIC 

The Czech authorities have pro
posed new coin machine laws due 

ST. 
PATRICK'S 

DAY 
CRANE 
PACKS 

Available Now! 

for discussion with interested parties 
prior to enactment from January 1, 
1996. The proposals are for new defi
nitions of the terms "operating" and 
"gambling machine," and there are 
also ideas on different levels of stakes 
depending on the location. The cur
rent stake-level will probably remain 
for restaurants and pubs, but in casi
nos the maximum stake will changed 
to five crowns in recognition of "a 
higher standard of gambling environ
ment." Discussion over the definition 
of "casino" is likely, as most of the 
interested parties disagree. The new 
regulations will also give powers to 
the police to seize machines suspect
ed of being used illegally, before full 
investigation is carried out. 

PAN-EUROPE 

The European Federation of Coin 
Machine Associations (Euromat) has 
signalled a considerable success in 
defending the interests of one of its 

Call Todav! Easter Pr~-Packs 
J Also Available!! 

$11c!u'!.1:,!!. 
1-800-396-8888 

10660 Kinghurst Drive • Houston, TX 77099 
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members' organizations. The Norwe
gian NOAF had complained that the 
Norwegian government planned to 
introduce a new lottery, which 
would give the Red Cross a monop
oly of coin-operated games in that 
country. Euromat promised to take 
legal action against the Norwegian 
government in the European Court of 
Justice claiming infringement of EU 
legislation restricting freedom of 
establishment, and notified the EFT A 
Surveillance Committee in Brussels 
of the events taking place. As a result 
of letters sent to the legal committee 
of the Norwegian parliament, a de
bate expected to decide in favor of the 
Red Cross was postponed until fur
ther notice by the Justice Committee 
in Oslo. 

UK 

A test case in the County Court in 
the UK ruled against an arcade owner 
prosecuted for "trading up" prizes in 
crane and pusher machines. The im
plications are that operators of over 
10,000 similar machines in the UK 
must take care in how they allow 
prizes for wins on the machines. HB 
Leisure of North Wales had been pro
secuted for giving merchandise prizes 
exchangeable for points, which could 
be collected towards higher standard 
prizes available from a redemption 
desk. The company denied the 
charges, and was supported by the 
trade association BACT A, but the 
judge ruled against the company's 
legal arguments. Though HB Leisure 
changed its plea to guilty, because it 
was an agreed test case the company 
was given an absolute discharge. 

HOLLAND 

Fair Play Centres of Holland has a 
new flagship center opening at the 
end of January. The company, which 
is a subsidiary of Janshen and Hahn
raths, is opening the center at Almere, 
near Amsterdam. It will be the largest 
arcade ever produced by Fair Play, 
covering 1,200 square meters and 
containing between 130 and 140 
machines. The Almere center will be 
named the Forum Romanum and J-H 
plan to make it the most lavish of 
their 24-center chain. 

• 
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ACME '95 heads for Reno, 

Nevada in March with 

new products and pro

grams designed to get 

operators out of the cold 

and into the gold 

I y making Reno, Nevada the 
site for its annual gathering in 
1988 , the American Coin 
Machine Exposition made 

history by becoming the first major 
coin-op show to venture west of the 
Mississippi River. And it was an 
instant hit: Western operators were 
thrilled, attendance soared, and mov
ing trade shows to different sites 
across the USA became standard 
practice. 

Now it's 1995 and ACME will 
return to "The Biggest Little City in 
the World," March 23-25. This year, 
the show moves to the Reno/Sparks 
Convention Center, and organizers 
are expecting a good turnout, with 
exhibit space sales up 11 % over last 
year. But ACME '95 promises to have 
a whole lot more in store for opera
tors, including a blockbuster seminar 
program, field trips and continual 
opportunities to meet others in the 
business. 

"The ACME Show Committee has 
made operators their number one pri
ority in planning this year's event," 
said chairman Bill Cravens (and 
AAMA vice-president). "We've made 
an all-out effort to develop operator 
oriented programs that will attract 
more operators to ACME in Reno." 

One of the new programs this year 
is Randy Fromm's TechFest, a special 
exhibit area that will feature a series 
of displays, lectures and presenta-
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tions aimed at technicians and coin
op service personnel. It's all headed 
by renowned tech wizard Randy 
Fromm, and includes a video training 
center, a "Job Shop" employment 
center, technician certification pro
gram information and more! 

Other enticements at ACME in
clude a Coupon Book program that 
allows operators to make substantial 
savings on purchases made at the 
show by redeeming discount cou
pons offered by exhibitors. ACME 
will also organize a Treasure Hunt for 
visiting tradesters, where they will 
receive special cards qualifying them 
to win valuable prizes at drawings 
held each day of the show. 

Then there are those events that 
everyone has come expect from a 
leading trade show. The seminars 
plan to be bigger and better than ever 
at ACME ' 95 , with topics ranging 
from the many aspects of redemption 
to league promotion, music merchan
dising and other means of maximiz
ing profitability. Last year's popular 
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Redemption Field Trip also makes an 
encore, this time visiting some of 
Reno's premier amusement centers. 

Of course, there's a slew of social 
events to keep everyone busy when 
they're not on the show floor. Open
ing night, March 23 , features the 
annual Operator's Cocktail Party at 
the Reno Hilton (free admission for 
ops). The following night will see the 
annual Appreciation Dinner, featur
ing a salute to industry vet Jerry 
Gordon of Rowe International (paid 
admission covers dinner, dancing 
and entertainment). If that wasn't 
enough, there's always the usual net
work of corporate bashes, and who 
can forget the city itself, with its own 
special brand of glitzy entertainment. 

ACME '95 is sponsored and pro
duced by the American Amusement 
Machine Association (AAMA). For 
more information, contact the show 
management at William T. Glasgow, 
Inc., 16066 South Park Ave., South 
Holland, IL 60473-1500; 708/333-
9292 or fax 708-333-4086. 
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Performance 
Package 
Video game motherboard sys

tems are hardly a new concept. 
Basically, they allow operators a 

simple, low-cost means of adding 
new titles in the form of easily 
exchangeable software. Some, like 
Capcom's CPS System, require opera
tors to install a new "B board" to a 
permanent "A board" or mother
board. Others, like SNK's Neo-Geo, 
let operators install a cartridge. In 
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TAITO' S 32- BIT 

CYBERSCORE 

SYSTEM GIVES 

OPERATORS 

AN EASY, 

AFFORDABLE 

PLATFORM 

FOR BRINGING 

NEW VIDGAME 

TITLES TO 

THE I R 

LOCATI ONS 

today's bar
gain-hungry 
video market, 
such systems 
are enjoying a 
comeback of 
sorts. A num
ber of manu
facturers have 
announced 
that they will 
introduce 
their own ad
vanced game 

systems for the coin-op market this 
year. 
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One of the first out of the gate is 
Taito America. Its new Cyberscore 
System, shown at last year's AMOA 
show, is cartridge-based. The unit is 
now available as a dedicated piece 
and as a kit that comes with all the 
necessary hardware to convert an 
ordinary game cabinet. This 32-bit 
system makes it easy for operators to 
change games by installing a new 
ROM cartridge within the mother
board PCB. The high memory capaci
ty produces vivid graphic images, 
while a 16-bit sound-dedicated CPU 
takes hi-fi stereo sound to new 
heights. 

The Cyberscore Sys tem is 
JAMMA-compatible and also features 
a four-challenger/16-button joystick 
configuration for flexibility through-
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NEON AIRE SPECIFICATIONS 
103" x 50" ... . ....... . ... ..... . 450 lbs. 

an x 127 cm . ... .. .. ... ... 250 kg. 
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Bubble Symphony 
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out a number of game applications . 
Yet Taito points out that the system's 
greatest advantage is its price. Real
izing that other systems will be out 
shortly, the company said it is deter-

mined to 
keep Cy
berscore 
competi
tive, with 
re as on 
a b 1 y -
priced soft
ware and a 
buy -back 
option for 
old car 

tridges. Units now being sold include 
one software title. 

Currently, four interchangeable 
games are available. Global Champ
ion is a no-holds-barred fighting game 
with martial arts champions from 
around the world. Darius m is a col

orful sci -fi 
shoot-em-up 
with outra
geous fish
like charac
ters. Th e 
fun and ad
dictive 
Bubble 
Symphony 
is a chal-

lenging adven
ture game packed with cute charac
ters. Hat Tri.ck Hero '94 puts one to 
four players in the middle of a fast
paced international soccer tourna
ment. 

Realizing that any high-tech sys
tem is only as good as the games that 
are offered, the company has already 
made plans to bring at least nine ex
citing titles to market this year. With 

an extensive game 
develop
m e n t 
b a ck -
gro und , 
T a i t o 
should 
h ave no 
prob lem 
exploring 
fresh and 
innovation 

new directions in gameplay. 
For more information on the Cy

berscore System, contact your nearest 
authorized Taito America distributor . 

• 
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PINBAlL 
A MONSTER 

Everyone knows the story of the 
Doctor that created a monster . . . 
the monster forced the Doctor to 
create a suitable mate . . . for the 
first time, the rest of the story can 
be told: It seems the Monster 
grew weary of his mate and made 
the Doctor return to his laboratory 
to create something that would 
keep him entertained ... 
Sega Pinball is proud to present 
his latest creation ... 

MARY SHELLEY'S 
FRANKENSTEIN™ 
THE PINBALL! 



ou won't believe your 
s. With 192 x 64 

, our visual display 
ts have never looked 

.A 

dot matrix display. 
(Our HDHQ is over 
75% larger than 
our competitors). 

is, the 
ving 
painter 
tist 

ch 

er 

pref face! He'll surprise 
you with his lifelike move
ments! But don't worry, he 

won't hurt you! He likes 
his new Pinball Machine! 

Turbo 
Bumpers

A staple of a pin
ball playfield, with 

four Turbo 
Bumpers the action 

never stops! Our 
new software 

ensures our pops 
will have lighting 

response and 
power long after 

the first coin drop! 

Player 
selectable 

music
Choose either 

the movie sound 
track or Edgar 

Winter ' s Rock n ' 
Roll classic , 

Frankenstein! 

----KENSTEIN ••• 
L BURY THE COMPETITION. 



Players can choose from Tekken 's eight distinctive characters. 

Tekken On Tour 
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NAMCO AMERICA TAKES ITS 

NEWEST VIDEO FIGHTER TO 

THE FRONT LINES ON A 

12-CITY PROMOTIONAL 

BLITZ ACROSS THE 

U .S . AND CANADA 

Namco America has hit the 
ground running with the re
lease of Tekken, an all-new 

video fighter that the company has 
price-targeted towards street opera
tors. Soon after announcing im
mediate availability in dedicated 

form (a kit version is now avail
able), Namco's sales 
and marketing team 
took their show on the 
road, hosting over a 

dozen "Sneak Preview" 
parties and tournaments 

at arcades throughout North 
America to introduce the new 
game directly to players. 

Working closely with local dis
tributors and the host amusement 
centers, Namco began promoting 
the tour weeks before the events 
took place. Then for three days 
during the busy Holiday week, 
company reps premiered the game, 
ran tournaments and handed out 

prizes at locations in 12 cities in the 
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U.S. and Canada. The player turnout 
was terrific. According to the organiz
ers, each tourny drew 30-60 partici
pants, depending on the location and 
weather conditions, and attracted 
some of the best game players in the 
area. 

All of the contestants received 
posters and t-shirts for participating. 
Prizes were awarded for the first
through fourth-place winners, rang
ing from Sony Discman CD walk
mans to Electronic Gaming Monthly 
magazine subscriptions to gameroom 
tokens and coupons. 

"These were the first Tekkens to 
arrive on location, providing an even 
plane for all participants," said mar
keting director Lucinda Bender. 
"Players were enthusiastic about the 
incredible graphics, sounds and inno
vative controls. Even though the 
game was only on location a few 
hours prior to the parties, in many 
cases players had started to figure out 
some of the scores of special moves 
Tekken has to offer." 

Based on Namco's high-perfor
mance System 11 hardware, Tekken 
features impressively realistic graph
ics generated by 3D textured poly
gons with Gourand shading. This 
low-cost system was the result of a 
combined effort by Namco and Sony 
to develop high-tech yet affordable 
coin-op games utilizing the graphics 
driver board from Sony's soon-to-be
released PlayStation. The company 
said Tekken will be the first products 
aimed at answering operator pleas for 
quality games at reasonable prices. 

"These types of graphics were only 
available in the over-$5,000 price 
point in the past," said VP of Sales 
and Marketing Frank Consentino. 
"What we have been able to do here is 
open up a higher level of technology 
to a much wider range of operators." 

Other features include a new con
trol function algorithm that gives 
players direct control over realistic 
fighting movements. To kick with 
your right leg, you use the right kick 
button; to punch with your right arm, 
you use the right punch button; and 
so on. New tactics and rules also sep
arate Tekken from other five- and six
button fighting games. One or two 
players can choose from eight distinc
tive characters, each with their own 
special martial arts moves. 

Namco also created an attractive 
new cabinet to go with the new game, 
complete with ergonomically de-

Page 41 



Page42 

signed controls and a 27-inch moni
tor. It's also kit ready and the monitor 
can be turned to a horizontal or verti
cal position depending on future con
version layouts. 

For more information on Tekken, 
including Namco's tournament pack
age and related items, contact your 
local distributor or a Namco sales rep 
at 708/238-2248. + 

Realistic graphics and intricate fighting moves combine to create an captivating gameplaying 
experience. 

Namco sales manager Dave Swafford congratulates first-place winner Gus Diamantopoulos at the 
Ontario, Canada tourny. That 's New Way Sales' VP Paul Janda on left. 

Frank Consentino, VP of Sales & Marketing, 
delivers second-place prize to Chris Cruz of 
Chicago. 
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From I to r: Bill Clark of BCA, assistant Shelby 
of Zones amusement center, and the Tekken 
tournament winners in Seattle. 
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A Technical 
Knockout 

SEGA COMES OUT SWINGING W ITH 

'VIRTUA FIGHTER 2 ', 

A WORTHY SUCCESSOR 

TO THEIR CHAMPI ON 

VIDEO FIGHTER 

Sega Enterprises introduces an 
exciting new contender in the heavy
weight battle for the fighting game 
crown: Virtua Fighter 2 steps up into 
the coin-op ring with all the strength, 
speed and style needed to go the dis
tance. 

This much-anticipated follow-up 
to the stunning hit video, Virtua 
Fighter, began shipping as a dedicat-
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ed unit in January. Upgrading the 
incredible computer generated graph
ics that knocked out players in the 
first round, VF2 (as its most avid fans 
have coined it) adds all-new fighting 
arenas, two new fighting characters, 
and 500 new moves. 

Sega's new Model 2 Hardware 
System provides the muscle to kick 
out an incredible 300,000 polygons-
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per-second of pure simulation. The 
characters' realistic kicks and punch
es, utilizing authentic martial arts 
moves, had already won over legions 
of fans when the first game appeared. 
With the sequel's advanced technolo
gy, game developers promise 
unequalled on-screen images and 
even more "hyper-realistic" motions. 

"Virtua Fighter 2 is definitely dif-
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TM 
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.../ COMPATIBLE WITH ALL WINDOWS 

COMPATIBLE NETWORKS 

.../ COMPLETE FINANCIAL INFORMATION, 
INCLUDING ROI 

.../ DETAILED INFORMATION FROM PAST 
YEARS 

.../ DESIGNED BY PROFESSIONALS IN THE 
COIN-OP INDUSTRY SINCE 1975 

.../ FLEXIBLE MULTILEVEL SECURITY 

.../ AUTOMATED PROCESSING OF HAND
WRITTEN FORMS BY FAX OR SCANNER 

.../ HAND-HELD COMPUTERS FOR COLLECTION 
AND SERVICE 

.../ INTERFACE FOR AUTOMATED METER 
INFORMATION 

.../ CONTAINS ALL USEFUL FEATURES OF 
SIMILAR PRODUCTS 

Some Features May Require Optional Hardware & Software 

For Information Call Premier Data Corporation TM 

800 720-DATA 
Or VISIT OUR BOOTH, "1339", AT THE ACME 95 EXPOSITION TO SEE FOR YOURSELF!!! 



• ferent from Virtua Fighter in the 
motions of the characters, far surpass

N ing the level of its predecessor," said 
0:: the game's development producer, 
Ill Yu Suzuki. "This is because the CG 
... board has been upgraded, employing 
X the same model used in Daytona 
C> USA. The representation capacity has ii: been enhanced from 30 to 60 frames 

per second, thus allowing more 
<( motions to be reproduced. Also, the 
::J texture-mapped characters and back... 
~ ~LAYFAIR® 

SHUFFLEBOARD 
DELIVERY & SETUP 
AVAILABLE IN 
SOME MIDWESTERN 
STATES. 

ground, comprised of polygons, are 
further enhanced." 

Players can choose from up to 10 
characters, each using a special type 
of martial arts technique, and have 
them pitted against an opponent 
within a 3D fighting platform. These 
platforms and backgrounds are com
pletely new for VF2. In one match
up, a sultry purple sky illuminated by 
lightning and thunder is the back
drop for a platform reminiscent of the 

Dimensions -
Playing surface: 

20' 8" long x 20" wide 
Cabinet: 22' long x 27 " wide 

FEATURES-

• 3" Solid Maple Playing Surface 
with Silk·Screened Graphics. 

• Microprocessor Controlled. 
• Over·Under Cash Box Doors. 
• Available Without Coln Doors For 

Tlme Rental Play or Home Use. 
• Barrier Control Available. 
• Available In Sizes: 1DV. ', 13V. ', 16' & 18'. 

fPLAYFAIR SHUFFLEBOARD co., INC. 7021 BLUFFTON ROAD 

STAR BILLIARD SUPPLY 
FORT WAYNE, IN 46809-2705 

1-800-541-3743 
FAX: 219-747-0470 

IMPRESSMENT PLUS, INC. 
6217 Factory Road • Crystal Lake, Illinois 60014 

(815) 455-2031 
ALL TRADE-UPS 24" AND UP 

10 PRE-PACKS 
TO CHOOSE FROM 

EASTER PREPACKS 
READY-TO-GO! 

Crane Pre-Packs: 1-800-274-2031 
I VJS4' I • F'J\ v 815 455 2074 *REG. & JUMBO . , . . .nA: - - *SAME DAY DELIVERY 

WE PAY FULL FREIGHT ON ORDERS OF $500 OR MORE! 
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Parthenon. In another, a stone arena 
set in a green, foggy valley looks like 
a mystical temple. Probably the most 
captivating background, however, is a 
wooden raft that glides smoothly 
down a mountain lined river, moving 
the fighters underneath big stone 
bridges. 

Characters are controlled by an 
eight-way joystick and three buttons 
(kicks, punches and defense moves). 
Most of the commands are the same 
as in the original, but the total range 
of movement has increased substan
tially. As Mr. Suzuki explained: "In 
Virtua Fighter, players had more than 
700 patterns for motion. With Virtua 
Fighter 2, even more patterns -
approximately 1,200 - are incorpo
rated. New defense techniques are 
available to evade an opponent's 
attack, enhancing the realism of the 
game." 

Also added to the new game are 
two new characters, both of which 
continue the Virtua Fighter tradition 
of giving characters expertise in dif
ferent "schools" of fighting styles. 
One new character uses "Suiken," a 
technique using drunken-like 
motions popular in kung-fu movies. 
The other uses "Toroken," which 
borrows from the Chinese Kenpo 
style of combat. 

Like the original, VF2 incorporates 
an instant replay mode, which occurs 
after a player has executed a devastat
ing sequence of maneuvers against an 
opponent, giving a rotational repeat 
view of your finishing move after the 
knockout. Of course, these perspec
tives are further enhanced by the 
improved graphics. 

Virtua Fighter 2 is already drawing 
raves from players across the country. 
For more information, contact your 
nearest Sega distributor. + 
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OWN YOUR OWN PHOTO BOOTH 

Find out what 
Smart Operators 

in over 400 
locations 

already know! 

The Instant Memories 
Photo Booth is an 

exciting attraction 

because people love 

Polaroid photos! 

The Instant Memories 
Photo Booth creates the 

impulse for people 

to capture those special 

moments. Teens with their best 

friends ... couples on their first 
date ... second date ... anniversary! 

Moms and Dads with their young 

children! And let's not forget 

people just being people! 

The Instant Memories Photo Booth will give 

you years and years of performance 

and profits. Operating your own 
Instant Memories Photo Booth is now a 

reality! To order call your Capcom 

Distributor or Capcom at 

I ll!:fd !1~1tI1J 

New 
Low 
Price 

$3995 

Provide your customer with uncommon excitement 
with these unique features: 

• Choice of 6 Exciting Graphic Themes 

• Fun Voice Instructions 

• Vends a large format 3" x 4" Color Photo -

Instantly! 

• Bill Acceptor/ Stacker 
• Small Size: 56"W x 32"D x 72" H, 12.4 SQ.FT. 

• Weight: 550 LBS. 

Special Options: 
• Portability 

• Custom Exterior Graphics 

• Interior Photo Backgrounds 

• Extra Security 

A product of Capcom. Licensed by Polaroid Corporation owner of the registered trademark "Polaroid." 



Dynamic 
Dynamo! 

TEXAS MANUFACTURER 

SCORES EXPORT AWARD; 

ALSO SH I PS 1 ,OOOTH VL T 

TO MONTANA 

On the auspices of U.S. Secretary 
of Commerce Ron Brown, Dynamo, 
Ltd. has been awarded the President's 
"E" Award for excellence in export
ing. The award was presented to the 
Richland Hills, TX company's presi
dent and founder Bill Rickett by U.S. 
congressman Joe Barton. 

Dynamo was one of a select group 
of American companies to score the 
honor, created by the President's 
Office back in 1961 to recognize orga
nizations for their competitive 
achievements in world markets (and 
the attendant benefits to the U.S. 
economy). 

Dynamo's mainstay products are 
pool tables, air hockey machines and 
table soccers. In addition, the organi
zation manufacturers video hardware 
systems, video games (e.g. Solitaire) 
and cabinetry. They also produce 
video poker and keno terminals and 
recently shipped their 1,000th such 
machine into Montana (they are also 
licensed to market gaming products 
in Louisiana). The company expects 
to increase its strength in the gaming 
business after it's recent acquisition 
of gaming software and hardware 
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With the help of the U.S. Color Guard, Dynamo, Ltd. founder Bill Rickett (pictured at center) and 
U.S. Congressman Joe Barton prepare to fly the President's "E" Award flag over Dynamo's 
Richland Hills, Texas headquarters for the first time. 

from Merit Industries. 
Dynamo , which now exports 

amusement products to some 35 for
eign countries, was founded in 1973 
and presently enjoys annual sales in 
excess of $30 million. Since 1991, in 
fact, the firm says it has scored dou
ble-digit increases each year in both 
domestic and export sales. 
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"This award is a fantastic tribute to 
all of us at Dynamo," said Bill Rickett. 
Commented Congressman Barton: 
"Dynamo's record of increasing 
exports is tremendous. The company 
is one American firm that is leading 
the way toward U.S. prosperity and is 
a prime example that America will 
flourish in world competition." 

Workers at Dynamo's Texas plant (at 
left) put the finishing touches on some 
High Country video keno machines 
before shipment to Montana. Dynamo 
recently shipped its 1,CXXlth terminal to the 
Big sky State (a video poker). Also 
licensed to produce video gaming devices 
for Louisiana, Dynamo recently acquired 
gaming software and hardware from Merit 
Industries, which strengthens plans to 
expand into additional legal-gaming 
states. In Montana, Dynamo's gaming 
machines are available exclusively from 
Fleetwood Distributing in Billings. 
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Planet Earth Entertainment 
3111 N. Kenwood, Bldg. #3 
Burbank, CA 91505 
PH: (818) 295-2855 
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AV, 
CARUMBA! 

James hold court in 
Mexico Qty 

Back on Nov. 17th, when the J:>eso was a peso, James 
Industries' Mexico City distribution outlet hosted a 
super open house for south-of-the-border operators. 

Said James exec Johnny Blouin, with tongue in cheek: "It 
was such a huge success, I guess everybody got so excited 
that the government decided to devalue the peso." 

December's devaluation will no doubt negatively affect 
the price of imports into Mexico with the resulting "price 
increase" to that market's operators. At the November par
ty, however, things were all rosas, with lots of current 
amusement product on display and factory reps there to 
tout their respective virtues. 

Johnny Blouin, flanke by Premier's L.J. Green and Smart's Larry Berke, 
joked that the open house was so successful, the Mexican government 
"celebrated" by devaluing the peso. 

From left: Lou Velasco, Reggie (Skee-Ball) Moultrie and Coastal's Sal 
Mirando enjoy the James trade bash. 

Mr. and Mrs. Enrique Garcia del Rio join Wico's Louie Rummenigge and 
James' Gabriela Alvarez for a snapshot. 

Ballteam shot of James Industries' Mexico City sales support technicians. 
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Built-in 
Progressive Jackpot 

100°/o Reliable . .. 
No Moving 
Parts 

Innovative Concepts in Entertainment Inc. 
I 50 I Kensington Avenue 
Buffalo, New York I 4215 
Phone 1-7 I 6-833-0481 
Fax 1-716-833-1342 

CAPTURE THE STREAKING LIGHT. 
WIN THE JACKPOT! 

'·· 
I , -. 

Dazzling Neon 
Lights & Graphics 

l , 2 or 3 Player 
Game 

Skill Redemption 
Game/Ticket 
Programmable 

Great as 
Centerpiece OR 
Wall Game 

0ackpot 
Scoreboard at 
Each Station 

SPECS: 
52"L x 46"W x 48"H 
460 lbs. Crated 

• • 



JAMES 
SOIRH 
OPENS 

CASA 
no es pico en Puerto Rico 

December 9th was a big day for 
James Industries South as over 
300 trade people and guests 

converged on the dealership's 
Carolina (San Juan) facilities for their 
second open house (casa?) in Puerto 
Rico. 

Besides enjoying the big turnout, 
James South pre:xy Aldo Andreu also 
enjoys notifying one and all that the 
company's been appointed a 
Bally/Williams distributor for the 
Caribbean region, plus various 
Central and South American coun
tries. 

Besides inspecting the various 
machines on display (often manned 
by a factory rep), operators appreciat
ed the food and drink provided by 
James South. Some off-island visitors 

Above, NSM VP John Margold (left) with 
James South president Aldo Andreu at the 
Solid Gold phonograph during the dealer
ship's opener December 9. 

James Industries supremo Jimmy Roberts 
(left) relaxes at dinner with Taito heavy Yoshi 
Nakanishi during the Puerto Rican affair. 

who flew in for the gala also sampled 
some of Puerto Rico's extra-curricular 
activities (golf, sightseeing, etc.). Was 
another solid affair in the Jimmy 
Roberts fashion. 

Joining Aldo, Sega Pinball's Gary Stern (right) 
pumped his Maverick pinball during the Dec. 9 
trade gathering in Puerto Rico. 

Harold (James) Bernos & Mike Martinez flank Williams' Rachel Davies at 
the party (they now rep Williams/Bally Midway in the Caribbean). 

James' John Blouin, Coastal's Sal Mirando & Namco's Tom Siemieniec 
by the latter's Ridge Racer simulator. 
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INNOVATORS IN REDEMPTION! 

©@@m©cscg ®GJ~@B'" 
NEW FROM LAZER·TRON 

Get on board wit h one of the most popular cartoons of all time! 
Kids wi ll have a Yabba-Dabba-Doo™ time playing with the 
lovable Flintstone characters in this exciting two-player ball 
toss game. The faster and more accurately you throw your 
balls in your bucket, the faster Fred and Barney move up the 
track. For even more fun, you can make the other player run 
backward by tossing their balls in the middle bucket. The 

graph ics will make you feel like you are taking a journey 
to Bedrock™ with the whole Flintstones clan! 

Lazer-Tron created the color recognition device (CRD) 
which al lows The Flintstones game to determine the 
color of the balls thrown into the targets. This 
technology allows the players to sharpen their acuracy, 
speed and hand-to-eye coordination ski lls which adds a 
whole new dimension to ball throwing games. 

THE FLINTSTONES FEATURES: 
The Flintstones Bedrock Games™ is brought to 
you by Lazer-Tron, creators of the following hit 
games: Ribbit Racin™, Spin-To-Win™, Aftershock™, 
Jungle Rama™, Shake, Rattle & RolfM, 

0 Linkable game for 2, 4, 
6 or more players! 

0 Super sound and 
graphics! 

0 Size: 43"W x 72"D x 87"T 

0 Weight 500 Lbs. 

0 Color recognition 
technology 

0 UL listed 
Super Bank-It lfM and Wild Thing™. 
Experience the difference! 

0 Completely operator 
adjustable! 

Call Lazer-Tron today for the LA' 7 /':'D_TDnlll 
distributor nearest you. £J ff' I .. Ulll LAZER-TRON 

4430 Willow Road 
Pleasanton, CA 94588 
Phone: (510)460-0873 
Fax: (510) 460-0365 

Patents Pending L IGHT YEARS AHEAD,! 
© 1994 Hanna-Barbera Productions, Inc. 
All Rights Reserved. I 



S P E C I A L 

Sega Pinball pulls back the covers on their newest 
monster pingame, the frightfully fun 

Mary Shelley's Frankenstein 

Toiling for days and nights at their facility in Melrose Park, 
Ill., Sega Pinball's brilliant young design team is determined to 
breath life into their newest and boldest creation. With their 
characteristic enthusiasm, the "mads" put the last few state-of
the-art pieces in place and throw the switch. Lights. Sound 
effects. Flippers. It's alive. Alive! 

The first game exclusively produced under the Sega name, 
Mmy Shelley's Frankenstein brings the classic horror story to the 
pinball playfield. Based on the most recent cinematic telling by 
Kevin Branaugh, starring Robert DeNiro as The Creature, Frank 
(as he's affectionately known by the Sega Pinball team) sets out to 
captivate pinball and horror-movie fans alike with its atmospheric 
recreation of elements from the fihn. 

"By selecting such classic themes," said Sega Pinball president 
Gary Stern, "we ensure a much broader based name recognition. If 

someone asked you to play a monster pinball, you aren't likely 
to get too excited. But if that same person said 'let's go play 

Frankenstein pinball,' you're likely to become much more 
curious because to you, Frankenstein means some

thing." 

February 1995 

However, Stem pointed out that getting players 
initially interested in a game is only half the 

challenge. "A Classic title will only get play
ers to put in their first 50 cents," he 

said. "After 

TEIN 
IJND! 

ReP/ay Magazine 





• .J 
ct 
u 
Ill 
D. 
(I) 

... 
x 
CJ -.J ... 
0 
D. 
(I) 

e · . . 
. 

that, it's up to the game designers to 
create a pinball playing experience 
players want to repeat. We think 
Frankenstein will get those repeat 
plays!" 

VAN BROOK © 

To accomplish this, Frankenstein 
sweeps the player through a sensa
tional gameplaying experience, fea
turing triple flippers, four turbo 
bumpers, orbit shots and multiple 
ramps. In the center of the playfield, a 
motorized version of The Creature 
watches over all of the action. "It's 
the perfect balance of challenge and 
reward," said Joe Kamink.ow, execu
tive vice president of design. "It will 
keep players coming back for more." 

Phone (606) 231-7100 • FAX (606) 231-7108 

~J l~CmRYR™ 

MINI HOCKEY 
W:30" 
H: 37" 
L: 51" 

WEIGHT: 168LB 

THE BIG NAME 
IN JAPANESE REDEMPTION 

WE ARE THE EXCLUSIVE 
DISTRIBUTOR FOR KOMAYA PRODUCTS 
ALL OVER THE WORLD. 

PLEASE CONT ACT: 

1 O - 23 Koda 2, Ikeda • Osaka 563, Japan 
Phone: 81-727-54-2535 Fax: 81-727-54-2522 
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Design team leader Joe Kaminkow 

The game also utilizes the latest 
BSMT2000 digital stereo sound. 
Players can select from the movie 
soundtrack or Edgar Winter's rock 
classic "Frankenstein." 

And for more dazzle, designers 
made full use of recent breakthroughs 
in display technology software. "It 
has allowed us to produce breathtak
ing display events that have never 
been seen on a pinball machine be
fore," Kaminkow said. "Incorporating 
this new technology with our wide 
screen IIDHQ display sets a new 
standard for pinball technology." 

All of this is presented in a stun
ning visual package courtesy of Paul 
Faris, the playfield and backglass 
artist whose name is synonymous 
with classic pinball art. "Faris has 
done some of the greatest pinball art 
ever produced, including our own 
Phantom of the Opera," Kaminkow 
added. "His work for Frank shows 
why he's widely regarded as the best 
pinball artist there is." 

Mary Shelley's Frankenstein is 
available now. To find out more, stop 
by your Sega Pinball distributor. + 
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• A Game Played Against Time 
• Player Rolls Balls Until Time Expires 
• 100% Skill Amusement Fun 
• Realistic Sound Effects 
• Complete Graphics Package 
• Digital Time Display 
• Mechanical Odometer 
• Progressive Bonus Option 



OF 
RePla~· interriens sh outstanding members of the industry to 
get insights into where we are today, and where we ·re going 

his 1 month, RePlayproudly brings you a special group of 
in-depth interviews with some of the leading voices 
in the amusement machine industry. If you want to 

understand what's happening in the business today ... and 
what's likely to happen tomorrow ... look no further. These 
five interviews cover just about every aspect of coin-op. 
Reading them is sure to provide plenty of food for thought, 
for every member of the trade! 

To get a complete picture, we decided to interview one 
video game manufacturer, one jukebox manufacturer, one 
distributor, one arcade operation, and one street operator. In 
each case, we requested a chat with an outstanding repre
sentative of the breed ... and we got them. 

Kevin Hayes is president of Namco America, the U.S. 
subsidiary of Japan-based Namco Ltd. which has been a 
leader in video games all the way back to Pac Man, their 
worldwide smash hit. Namco is still a leader today. Ridge 
Racer was the very first driving simulator to employ tex
ture-mapping graphics; Ace Driving took honors for "Most 
Innovative Coin-Op Product" at the last IAAP A Show. 

As for Kevin himself, this 16-year industry veteran is 
well known for his super-quick mind, keen analytic talent 
and insight, and good-natured, unflappable calm under 
any circumstances. He bluntly calls today's industry 
"weak" and predicts another "shakeout" year, but also 
believes street operators and the trade overall have a strong 
future ahead of them. 

John Margold is vice president of sales and marketing at 
NSM America, the U.S. subsidiary of the German jukebox 
manufacturer. As in the old A vis car rental ads, NSM has 
long billed itself as "number two, but we try harder." New 
technology is NSM's long suit, with their CD changer being 
used in other industries (and NSM itself doing contract 
manufacturing for some ultra-demanding clients, back in 
Europe). 

John, a 20-year trade vet, combines personal charm with 
vast industry expertise and unyielding drive and determi
nation. John frankly forecasts a major multimedia threat to 
jukebox manufacturers and operators alike, and outlines 
steps we can take to remain competitive. 

Jon Brady is president and CEO of Brady Distributing, a 
"mega distributor" that is now launching into its second 
half-century in business. With branch offices in several 
Southern states, Brady represents just about every line you 
ever heard of, plus several you may not have heard of, and 

provides sec
ond-to-none service and consultation to operators, arcades, 
FECs and the like in the U.S. and overseas. 

Jon Brady grew up in the business and his friendly, smil
ing manner goes with an unusually broad, confident view 
of the industry. He declares total optimism that good distrib
utors can survive, and thrive on, all the changes in technolo
gy and marketing. 

Frank Ash and Tom McAuliffe are the men behind the 
Champions arcade chain. It includes 14 stores in six states 
from coast to coast. With a big emphasis on redemption 
these days, Champions is in a mode of "cautious expan
sion." It's run ultra-professionally, with all functions on 
computers and plenty of attention paid to marketing, pro
motion, and sound business management techniques. 

Frank is a bluff, hearty, outgoing fellow with strong opin
ions and deep knowledge stemming from his lifetime roots in 
the trade. Tom is a quieter but intense presence who's equally 
fast with a smile or a savvy one-line summary of a complex 
idea or situation. Frank and Tom see too many arcades and 
too many video games of not enough quality, and say the cur
rent downturn is - regrettably- exactly what's needed to 
wake up the factories and trim excess ballast. 

Mike Zappa is a living definition of street operations at 
their best. His dad and brother work with him in Lorain 
Music Company, a long-established family business which 
mixes tradition with aggressive expansion and moderniza
tion. Lorain Music is built on classic elements like leagues, 
CD music, and active commitment to a strong trade group 
(Mike's president of the Ohio Coin Machine Assn.); yet 
Lorain Music also keeps on top of the latest trends, from 
computers to NANI. 

A down-to-earth fellow, Mike takes obvious pleasure and 
satisfaction from the firm's ongoing success and health. He 
says professional street operators are in fine shape these 
days, and he is extremely confident about their future. He 
does wish factories would lower their prices, though! 

So, what follows are five of the most respected people in 
the industry, presenting their own thoughts in their own 
words. You'll notice some of the questions are identical in 
all five interviews; that lets you compare the different 
answers and contrasting perspectives most directly. We'll 
let readers draw their own conclusions from the interviews 
themselves; but this much is clear: as long as men like this 
are leading the amusement machine business, our future is 
assured! 



Kevin Hayes is Presi
dent of Namco America 
Inc. (San Jose, Calif) and 
also president of Namco 
Cybertainment Inc. 
(based in the Chicago 
area, it's America's larg
est single arcade chain). 
After working as a CPA 
for Price Waterhouse, he 
entered the industzy in 
1978, coming aboard 
Atari Ireland as con
troller. He initially 
planned to stay for just a 
couple of years, but -

like so many other tra.de members - he got hooked. "The 
business took off and I liked it," Kevin recalled. "I found a 
home." 

He became Atari Ireland's managing director in 1979, 
running the plant till 1984 when he moved to Atari in 
California. There, Kevin served variously as chief financial 
officer, VP of manufacturing, and finally took charge of all 
Atari operations. In the latter post, he helped in Atari's 
acquisition of the Bmrel of Fun arcade chain and startup 
of Atari operations. 

In July 1990, Atari split from it sister company, Namco, 
which received the operations unit. As a result, Kevin 
moved over to Namco as a vice president. He played a role 
in the rebirth of their in-house game manufacturing in the 
USA (Namco titles had previously been licensed to Atari). 
He was heavily involved in Namco's 1992 purchase of the 
Aladdin's Castle Inc. arcade chain, and assumed his cur
rent responsibilities in 1994. 

REPLAY: We understand Namco is marking an impor
tant anniversary this year. Are any celebrations or obser
vances planned? 

KEVIN: 1995 is Namco's 40th anniversary. As is well
known, the company was founded in 1955 when Mr. Nak
amura installed two kiddie rides on top of a Yokohama 

department store. There are no special cele
brations planned, but Namco does have a pro
gram underway called Navi21, which stands 
for "Namco Vision 21." It's basically aimed at 
getting input from younger staff and manage
ment, proposals about what direction Namco 
should go in the 21st century. That's been 
done this year deliberately - a very "Naka

mura" touch, that! 

REPLAY: Namco's 1994-5 mid-term fiscal results (thru 
Sept. 1994) were recently released. Although worldwide 
net income was down due to issuing convertible bonds, 
gross revenue was up 15% and Namco seems to be ach
ieving steady growth. Mat accounts for this success in 
today's tough business climate? 

KEVIN: I think perhaps some other manufacturers have 
suffered more because they have higher proportion of their 
business in home video games. We've been less exposed to 
the downturn in the consumer side of the business. Namco 
is primarily involved in R&D and operations; these are our 

Magic Edge centers feature full-motion, interactive simulators like the 
one above. 
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two crucial businesses. Basically, Namco's theory is that 
it's devoting management resources to R&D for the future, 
and to operations for the present. 

REPLAY: Is there some principle or synergy which helps 
Namco integrate its manufacturing!R&D side with its 
operations side? 

KEVIN: Our operations help us ensure that we remain 
very much in touch with our customers. We can then feed 
information from them into our R&D efforts in a very 
seamless way, and that helps result in products that play
ers want and enjoy. That's particularly true for the Japan
ese part of our operations; we haven't perfected that 
process yet in the U.S. but are making progress. 

REPLAY: Namco has an "export ratio" of 8.4%. Does 
that mean 8.4% of Namco's coin-op game sales happen 
outside of Japan? 

KEVIN: That export ratio figure relates to overseas sales as 
a portion of total revenues, including worldwide opera
tions and other income. 
Overseas sales, including 
sales in Europe, account for 
just under 30% of Namco's 
total coin-op sales. 

REPLAY: Are U.S. sales 
about where you've target
ed, or are you looking for 
greater market penetration? 

exit the coin-op side, and it's no secret there's been attri
tion among some of the smaller operators. But what 
about distributors? The closing of some weaker distribu
tors is always being predicted, but none of them ever 
seems to actually fall off the tree. 

KEVIN: I think this time some distributors will "fall off the 
tree." They did before, in the last shakeout. Up until recent
ly, there's really been no sign of major, industry-wide debt 
problems since the 1982-85 period. But now I think we're 
starting to see a re-emergence of that. Fortunately, Namco 
America has not had this problem. However, I want to say 
again that it won't be as catastrophic as last time. One rea
son is because a lot of players are still around from the last 
shakeout, and they learned lessons from that experience! 

REPLAY: Both the coin-op and consumer video game 
markets seem to be in trouble. What's the relationship 
between these two sets of problems? 

KEVIN: It's interesting historically to look back and see 
there was a simultaneous shakeout of both markets last 

time. Personally I feel there's 
a certain amount of oversup
ply and a feeling of jadedness 
by our customers, primarily 
toward video games. That 
crosses the lines of consumer 
and coin-op markets, and 
they feed off each other. From 
an economic viewpoint, of 
course, most manufacturers 
are involved in both markets 
and so there's an impact from 
that. Again, this situation is 
less true for Namco. 

KEVIN: We're reasonably 
happy with our sales. We've 
primarily been targeted at the 
hi-end market, and we want 
to become active in low-end 
to middle-priced market seg
ments as well. We're starting 
to do that; the evidence is our 
new game Tekken which 
will be followed by a series of 
hi-tech, low-priced games. 

REPLAY: We'd like your 
candid assessment of the 

Kevin Hayes (I) with Namco Cybertainment's David Bishop at the 
grand opening of the Magic Edge center in Mt. View, Calif. 

REPLAY: Namco's Ace 
Driver won the award for 
most innovative coin-op 
game at the 1994 IAAPA 
Show, and quite a few 
Ridge Racers went to parks 
and veiy large fun centers. 
How important are these 
upscale sites to Namco's 

"state of the indusby'' today. Sales and earnings seem 
down across the board; many say we've entered anoth
er 1982-type period. Do you agree? 

KEVIN: The first person I heard raise the 1982 analogy was 
(Texas distributor) John Gatens. I believe it to a certain ex
tent: there is a shakeout taking place; the state of the indus
try is weak. I think that's undeniable. In my view, today's 
downturn is not as severe as the 1982-85 period, but it's 
the first significant shakeout since that period. 

REPLAY: Do you foresee a shakeout of factories, distrib
utors or operators? 

KEVIN: I think we've already seen that to some extent and 
it's not over yet. We're probably 12 months away from the 
end of the shakeout. 

REPLAY: We've seen some video manufacturers quietly 

U.S. customer base today? 

KEVIN: Obviously that type of site is very important to 
Namco, because our product line has been oriented to 
large, hi-tech games that these places buy. In last few years, 
that business has been extremely important to Namco and 
it continues to be. 

REPLAY: What's your comment on the growing strength 
of shows like Fun Expo, JAAP A, etc ... and the belief by 
some manufacturers that street operators are either 
dying or irrelevant? 

KEVIN: I don't believe that. Street operators will continue 
to be a vital part of the coin-op market. Yes, there has been 
a shakeout and it will continue. Of course the street seg
ment will change; maybe there will be fewer of them, and 
the survivors will be more professional and better capital
ized. But it's interesting to me that we at Namco are finally 
coming out with a range of products that will be very well 
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targeted to street operators. And we're seeing new entries 
like Electronic Arts, Acclaim, and possibly others, which 
also say they'll target street operators. I believe the market 
will continue to have different levels; we want to be active 
in all those levels. So it's a period of change for the manu
facturing segment as well as the operating segment. 

REPLAY: What about the feeling by many operators 
that they can barely earn back the price of some new 
videos, before those games are released to the home? 
Some manufacturers constantly recommend that opera
tors buy big and buy early, then sell while the game is 
still hot. But although the earning life of these games 
may suddenly end when the game is released to the 
home, these same manufacturers get mad if operators 
sell the games "too" early. 

KEVIN: Low-end games do tend to have a relatively short 
life cycle. However, to combat this situation, Namco is 
now coming out with sophisticated, hi-tech games like 
Tekk.en, using less expensive hardware. 

REPLAY: Yes, the new generation of coin-op games 
from several manufacturers are designed to have some 
key elements in common 
with home systems, and 
will be translated to the 
home more easily ... and in 
some cases, perhaps even 
more quickly, than in the 
past So you're saying oper
ators can still make money 
from new video games -
both the pricey and the 
bargain types - if they are 

. operated properly. But 
''proper operating" today is 
different than it was a cou
ple of years ago. 

in an ironic way, the situation has been the reverse of what 
it "should" be. The U.S. operator, who typically is forced 
to charge lower play prices, needs lower game prices; yet 
it's the other way around! Japan has the high play price 
and the lower game cost. 

REPLAY: Any other new or upcoming Namco coin-op 
products you're especially excited about? 

KEVIN: At ACME, you'll see the first Namco America
developed coin-op video game. It's based on a licensed 
property which is an interesting mixture of Japanese and 
U.S. content and appeal. This game will ship in April. But 
again, our strategy is to be active at the high and low-end 
segments of the market, with a range of games like Ace 
Driver and Tekken. We will also increase our redemption 
game output, primarily developed at Namco America. 

REPLAY: Namco's texture-mapped graphics have been 
achieved thru a strategic alliance with defense contrac
tor Evans & Sutherland. Is Namco pursuing other 
advanced technologies, and if so, from what sources? 

KEVIN: Actually, our texture-mapped graphics have been 
developed completely by 
Namco. So far none of our 
products have used tech
nology from Evans & Suth
erland. We are pursuing var
ious other advanced tech
nologies. As mentioned, for 
our low-end games we're 
using the graphics driver 
board from the Sony Play
Station, which is a consum
er product, for our Namco 
System 11 board set. This 
will be our low-cost plat
form for the future. 

KEVIN: Yes, you must re
cognize that the deprecia
tion time for video games is 
even shorter. You can cope 
with that in different ways. 

Namco topper Masaya Nakamura, flanked by Kevin Hayes and Frank 
Consentino, holds the "Best Coin-operated Game" award given to Ace 
Driver at the recent IAAPA show. 

REPLAY: Is similar tech
nology becoming more 
widely available for other 
coin-op finns today? If so, 

"Buy early and sell early" is still a good strategy, but the 
selling point may arrive sooner than it used to. Another 
factor which impacts all this, is that the U.S. has a funda
mental problem with price per play. Today's high-end 
games can be difficult to pay for, especially when you're 
only charging 25 or even 50 cents per play. In Japan, for 
example, the average arcade's gross revenue is three times 
that of the U.S. This is primarily a function of price per 
play. Japanese arcades charge the equivalent of a dollar in 
most cases ... up to four times the play-price for the exact 
same game in America. 

REPLAY: As a manufacturer, you're addressing this by 
offering hi-tech at lower prices, such as your new 
Tekken. What's the release date for the kit version? 

KEVIN: Tekken debuted in January as a whole game, but 
by the time your readers see this interview, it will be avail
able as a kit. Our primary emphasis is selling it as a kit. In 
Japan, most games are sold as kits - in fact almost all 
"low-end" games are sold that way, right from the start. So 

what's Namco doing to 
keep ahead of coin-op competitors? 

KEVIN: It's absolutely true that this level of technology is 
becoming more available. To keep ahead, we continue to 
stress R&D for the future. We're developing new technolo
gies to keep ahead. 

REPLAY: Six or seven of your competitors have an
nounced plans to release coin-op video systems at 32-bit 
strength or greater. What impact do you expect this to 
have on coin-op? 

KEVIN: I don't expect them to be systems in the sense of 
SNK's Neo-Geo cabinet. I think they're more low-cost 
hardware platforms, possibly similar to what Capcom did 
with their CPS system. Namco won't be in the $300-500 
software cartridge business, and I'm not aware of any other 
manufacturers who plan to do this, either. The Sony Play
Station will come out as a consumer product late this year 
in the USA. We're already shipping product which grows 
from that. 
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REPLAY: And of course, players are being promised 
that the new home game systems from Sony, Nintendo, 
Atari, Sega, etc. will exactly duplicate arcade game
play. Has the industry reached a point where coin-op 
games basically cannot maintain a technological lead 
over home games? 

KEVIN: The truth is, at some low-end parts of the market, 
the gap between the home and the arcade has gotten 
tighter. But overall, I believe coin-op can maintain a lead, 
absolutely. For example, we're not just using Sony's graph
ics driver board; we're also adding other things to make the 
arcade version of our games more powerful. Also, we'll 
continue making high-end games that use different tech
nologies which are not available yet for the home market. 

REPLAY: The Namco/Sony tie-in is an interesting part
nership. Mat is nature of this relationship? 

KEVIN: The tie-in is that Namco was the original licensee 
for Sony PlayStation software in Japan. Namco is using 
Sony's graphics driver board for its coin-up games and 
Namco is very close to Sony. In fact, when other coin-op 
manufacturers come to Sony asking to use their board for 
coin-op games, Sony refers them to Namco. So we're in 
discussions with a number 
of people in that area. 

REPLAY: That makes for a 
complex set of relation
ships, when you're doing 
business with another com
pany at one level yet com
peting with them on anoth
er level. 

KEVIN: There are pros and cons. Today you can rent 
games from Blockbuster, so game channels on TV would 
just be an easier method of accomplishing the same end. 
We see some benefits to TV game channels, such as making 
coin-op games more socially acceptable across the board. 
That's an industry truism, but there's something to it. 

REPLAY: Mat's Namco's reaction to NANI? 

KEVIN: We've got the manufacturing specs which lay out 
the requirements for building a network-compatible game. 
We're studying this and would like to participate in NANI 
when we have a product we think suits it. We're not ready 
to do anything along this line immediately, but we do sup
port NANI and think it's a progressive development. 

REPLAY: Might Namco ever create its own coin-op 
vidgame network? 

KEVIN: We have no plans to do that at this point, that I am 
aware of. 

REPLAY: Let's talk about one of last year's big contro
versies, video game ratings. Is Namco using the parental 
advisoiy warnings which were suggested by AAMA? 

KEVIN: Our position is that 
we will support AAMA's 
stance on this. At this point 
the AAMA recommenda
tion is obviously an interim 
system. We haven't imple
mented this system on any 
of our games currently, but 
we're looking to do it in the 
future. 

REPLAY: On the opera
tions side, has Namco had 
any negative feedback 

KEVIN: Yes, but as we see in 
the newspapers daily, busi
ness today is a world of stra
tegic alliances - sometimes 
among very unlikely part
ners! Our industry reflects 
that reality. 

Namco engineers and manufacturing staff revising Ace Driver OL..X. for from parents, civic authori
the American market. ties, etc. to violent games 

REPLAY: Is the arcade release of a video game basical
ly a test market phase for home games these days? Or, is 
coin-op still a viable market on its own terms? 

KEVIN: I think the video-movie analogy is useful. They are 
separate businesses with a synergy between them. Do we 
consider coin-op a viable market in its own terms? 
Absolutely! 

REPLAY: The Sega Channel is soon to be joined by an 
Acclaim channel, a possible WMS/Viacom channel, and 
many other multimedia competitors. Will Namco pmtic
ipate in any of these? 

KEVIN: I'd have to say simply that we're studying the situ
ation. We'd like to participate, and we plan to take part in 
any and all successful game delivery systems. This is going 
to be a viable way of doing business in the future, and 
we'll be involved. 

REPLAY: Is Namco worried about impact of all this on 
operators? 

in its arcades? 

KEVIN: We've had it on some of the fighting games we've 
operated in the past. It's a part of doing business, not a very 
large problem. My sense is that it's largely gone away at 
this point. 

REPLAY: Namco opened its first Magic Edge center in 
Northern California the late summer of 1994. Magic 
Edge is a dedicated "location based entertainment'' site 
with heavily themed sets, costumed attendants, and 
linked, moving-cockpit simulators. Mat are the results 
so far? 

REPLAY: That Magic Edge site has been open since late 
August and is very successful. The players are different -
it's an "arcade for yuppies" and draws an older crowd. 
There's a lot of hard-core repeat business; we've had lots of 
players go through several hundred times already. Perhaps 
10% is traditional arcade-type traffic; the rest is business 
that otherwise wouldn't be there. 

REPLAY: Mat are your market plans for further Magic 
Edge centers? 
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KEVIN: We do plan to build more centers. We're not ready 
to announce any yet, but remember it's an independent cor
poration of which Namco is a shareholder. Magic Edge has 
signed deals with an Australian company called Village 9 
to open new sites in Australia and Singapore in 1995. 

REPLAY: Miafs the future for location-bused entertain
ment as a whole like Magic Edge, Block Party, and 
Sony's planned multi-use centers? 

KEVIN: This type of site will be part of the business. 
They'll co-exist alongside traditional arcades, pocket parks 
and street operations. It's just another part of the business 
that attracts a different market segment. 

REPLAY: Some of these LBE's (and Namco's Wonder 
Eggs, if we recall correctly) are using prepaid value 
cards instead of coins or tokens. How far do you expect 
this trend to go? Is it part of the future for regular 
arcades and street locations? 

KEVIN: Two years ago, we ran a one-year test of prepaid 
cards in a Chicago-area arcade. We didn't regard this par
ticular test as successful, but 
we certainly think there's a 
future for a value card sys
tem, and we'll try it again. 
Kids liked it, gravitated 
toward it, used it easily and 
thought it was cool. But 
adults didn't get the concept 
or buy into it, perhaps 
because they're more casual 
players. Sometimes it's very 
hard to eliminate external 
factors in these tests, but we 
spent a good bit of time and 
money and found it didn't 
produce significant extra 
revenues or controls. But 
we're not giving up and will 
redo this in the near future. As you know, prepaid cards 
have been very successful in public transportation systems 
in the U.S., and with phone cards in Europe and Japan. So 
there's no reason why they shouldn't work for arcades. 

REPLAY: Miat is the picture on Namco's arcades and 
theme park operations in Japan and Europe these days? 

KEVIN: Revenues for Namco's operations in Japan 
declined earlier than in the U.S. We've been reversing that 
in the last few months and the total number of Namco 
arcades in Japan has been growing. In Europe, I was 
involved in the startup of Namco's operations; now Mike 
Nevin and John Bollom run it. We're due to open two large 
European arcades this year, one in central London and one 
in a very large shopping center. We'll grow that business 
quite rapidly over the next few years. 

REPLAY: Since Namco is America's largest arcade 
operator, we'll ask you the question that other people 
are constantly asking us. How many arcades are there 
inthe USA? 

KEVIN: (smiles) I hate that question! I always say 5,000 but 
that's only a guess ... and of course it depends on the defini-

tion. One of my major frustrations with our business, in 
fact, is the lack of hard statistics in the U.S. market. For 
instance, AAMA finally discontinued their quarterly sales 
index because manufacturers just weren't supporting it. 
Europe and Asia have many more facts to work with. 

REPLAY: How did Namco's own U.S. arcades peifonn 
in 1994? 

KEVIN: Let's just say 1994 wasn't one of our banner years. 
It was a difficult year for our U.S. arcades, due primarily I 
think to the absence of low-cost, good games. A secondary 
reason relates to the general player sense of jadedness 
about our product, which I mentioned earlier. Our 
redemption business has held up quite well; the problem 
we've experienced over the last 12-15 months is lower rev
enues on video games. And I think that's been the case for 
most other arcades as well. 

REPLAY: If the problem is a dearth of hits, can we say 
at least that's a solvable problem? 

KEVIN: I believe so. I'm still very optimistic about the 
business. We haven't gone 
through an adjustment peri
od in 10 years and now 
we're having one. The en
trance of new manufactur
ers, and the infusion of low
cost hi-tech, will help from 
this year onwards. 

REPLAY: Namco an
nounced it would consoli
date its Cyberstations and 
Aladdin's Castle sites into 
a single entity. Is that con
solidation complete? 

KEVIN: It's 99% complete. 
It entailed renaming this 

division (from "Namco Operations, Inc." to "Namco 
Cybertainment, Inc.") and moving all our operating per
sonnel from San Jose and Atlanta to a consolidated central 
office near Chicago. We will let existing Aladdin's Castle 
stores continue to operate under that name for the life of 
their contracts, both for the sake of continuity and savings. 
But new stores will open under the name Cyber Station. 

REPLAY: The two divisions - NOI and Aladdin's Castle 
- always had different styles, machine makeup, man
agement approaches and appearances, so what policy 
implications did the consolidation have? 

KEVIN: The new management team is a blend of the old 
Aladdin's Castle and the old Namco groups. I think it's 
true to say Namco is bringing changes to the Aladdin's 
management style, and bringing Mr. Nakamura's philoso
phies to the business. 

REPLAY: Other major U.S. arcade operations are feel
ing the heat of competing with Namco; so - how many 
arcades and/or FECs can the U.S. market profitably sup
port? 

KEVIN: Oaughs) Well, we're feeling the heat of competing 
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with the other major U.S. arcade operations as well! I think 
there has been some overbuilding of FECs in the U.S. mar
ket, and there is a shakeout occurring currently. The total 
number of FECs may not get smaller, but some new en
trants have come in quickly and made mistakes about their 
site or design. As a result, quite a few of these places are 
being sold to operators who are more experienced, better 
capitalized, and - most important - more professional. 

REPLAY: Since you're also ''feeling the heat'' of competi
tion, what is Namco's market strotegy to win best arcade 
locations as other national chains expand their reach? 

KEVIN: The old cliche is that "retail is detail" - which 
means, of course, that a host of small issues add up to cor
rect business decisions. I don't believe we have access to 
anything that others don't have access to. We've assembled 
a good team and are simply putting our philosophy and 
experience to work. I personally believe in a blended man
agement that combines experience, vision, and intuition 
with an overlay of modern business analysis skills. 

REPLAY: Namco's arcade director, David Bishop, once 
said a determined, professional local arcade can some
times beat a national chain outlet by offering better 
equipment and service. Do you agree? 

KEVIN: Who am I to disagree with David? But I will say a 
determined, professional local arcade can beat a national 
chain outlet - not just sometimes, but always. By defini
tion, a determined professional is a good operator. When 
someone is running his own, local business on a day-to
day, hands-on basis, and when he has his own money on 

the line, it's hard for us to compete on a national basis with 
that level of dedication. We've seen that many times. 

REPLAY: Now we'll ask you to look into your ciystal 
ball a bit. What kind of industry do you think we're 
going to become in the next couple of years? 

KEVIN: I think it will be more a segmented market and 
inevitably, more professional. At the high end you'll have 
location-based entertainment like Magic Edge, and you'll 
have FECs continuing - although their growth may be 
leveling off. You'll see a continued shrinkage of the num
ber of video games in street operations. But the games 
which are on the street will be more profitable. 

REPLAY: So how do we get there from here? What does 
the industry need most, in order to continue growing and 
improving? 

KEVIN: The U.S. industry needs higher price per play, 
good games, and continuing development of higher tech
nologies. I think it's really simple. It's easy to say, but hard 
to implement! 

REPLAY: Any other thoughts you would like to share? 

KEVIN: I love the business despite all the current difficul
ties. I'm optimistic for the future. We had a tough 1994 and 
1995 won't be easy, but in the medium term, things look 
bright to me. 

REPLAY: Thank you, Kevin, for your time and your 
thoughts! 
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Lorain Music Co. (Lor
ain, Ohio) was founded 
in 1946 by a fellow 
named Mario Cipolla. 
He ran this small music 
and game route for 
many years, building it 
to five counties. Around 
1970, Richard Zappa 
took over the business 
and began a program of 
even greater expansion . 
He also brought his sons 
into the business. 

"My brother and I got involved early," recalls Michael 
A. Zappa. "We cleaned machines after school, working on 
vacations and during the summer beginning around 1975. 
Eventually I moved up to working the truck - all the fun 
stuff! In 1980, the year I graduated from Wellington High 
School, we had a route position open when a guy retired. 
So I took that job while attending Lorain Community Col
lege. I ran that route for eight years. We expanded again in 
1988 and bought another route, opening a new office in 
Crestline to accommodate this. I became geneml manager 
at that time. We're still a close family opemtion." 

Today Mike's brother manages the Amherst office and 
their father is still president of the ovemll company. Lorain 
Music (with 32 employees) now covers 22 counties in Ohio 
with music and games, full-line vending, and some 
arcades. The heart of their route is the great American tav
ern, along with other street locations like restaurants, 
lounges, and bowling alleys. Mike Zappa, himself n ow 
mmried and the father of three school-age children, is well 
known to Midwest opemtors as president of the Ohio Coin 
Machine Assn. - one of the industry's most active and re
spected state associations. "This industiy demands long 
hours and takes up a lot of weekends," Mike said, "but my 
family is very supportive. I sure can 't complain on that 
end!" 

REPLAY: Mike, what's distinctive about Lorain Music? 
What do you do best? 

MIKE: We pride ourselves on hands-on rap
port with our locations. My dad, my brother 
and I are constantly out there dealing with our 
customers on a one-on-one basis. If there's a 
problem, our customers know where to go. 
My league coordinator helps me with sales, 
for example, but I still do 90% of the contacts 
just because I want that rapport. I want our 

customers to feel comfortable about calling me directly so 
we can handle any problems together, before they get too 
big. As for what we do best, I'm very proud of the quality 
of our service. For that I give credit to our hardworking ser
vice staff. 

REPLAY: How's businessforyourcompanythese days? 

MIKE: Business is actually pretty good. 1994 was a good 
year. You always want more, but I don't look a gift horse in 
the mouth! In terms of bottom-line numbers, we were 
close to being flat...maybe up just a little bit. The last cou
ple of years, our leagues have really grown phenomenally 
and that's where our real income is. The video market just 
isn't there. 

REPLAY: Are you buying more or less equipment than, 
say, 18 months ago? 

MIKE: We're buying more darts and pool tables to support 
our league expansion. We're buying less video out of nec
essity. We still get the hit videos for bowling alleys and 
larger video stops that we have to satisfy. But again, years 
ago video was the mainstay along with pool. Today that's 
completely changed and we don't buy a lot of videos like 
we used to. 

REPLAY: Are you rotating more or less? 
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MIKE: We do rotate constantly - mainly the videos. 
You're competing with the home market, so the longevity 
of the equipment is not there. Staple equipment like music 
and pool doesn't have to be rotated nearly as much. 

REPLAY: Are you hiring or firing staff? 

MIKE: Our staff is growing. Finding quality people is 
tough. We basically work through word of mouth with 
present employees, or the newspapers. We have a training 
program in place to break 'em in slow. We don't want to 
scare them right off the bat! The problem is, there are so 
many types of machines out there that a technician has to 
repair - and some are up to 20 years old! Some of these 
new fellows come back shaking their heads, wondering 
what they have got themselves into. It's not like fixing 
copying machines, where there is basically only a single 
technology to master. But they adjust and get the basics 
down, and then they're fine. 

REPLAY: Have you added or dropped any locations this 
year? 

MIKE: We are adding new locations as new places are 
built. Jn some areas the economy is expanding. That helps 
keep everything stable where you're diversified enough to 
offset the cities and counties which have a depressed situa
tion. Here in the Midwest, the steel industry is down so 

Lorain is hurting, for example. But a lot of manufacturing 
is picking up; the tool and die industry is doing well; and 
as a result we've had an influx of big discount retail super
stores and restaurants. Everything has it's day and every
thing goes through cycles. The ones that are down will 
come back eventually. 

REPLAY: How are other operotors in Ohio faring? 

MIKE: Most other operators are staying status quo. They 
haven't cut back on staff or locations; they're going with 
what they have. We're all basically the same type of opera
tion. We did buy an operator out in 1992; he left the busi
ness to pursue other interests. That's been our biggest re
cent expansion. 

REPLAY: Did any new operotors come to your area this 
year? Mo are they, and what kind of business are they 
doing? 

MIKE: We've had some FECs come in, but not any new 
street operators. The FEC owners are people who come 
from outside our industry. They have opened places in 
larger cities like Cleveland and Columbus. Our territory, 
for the most part, does not include the big cities, so FECs 
haven't had much competitive impact on us. Also, some of 
the operators actually work with FECs and they're happy 
about the arrangement. 
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REPLAY: Were many routes bought or sold in your state 
last year? 

MIKE: A few routes were sold, but not in alarming 
amounts. A few small route operators got out of the busi
ness. But I think that's typical of any business: you either 
have to get bigger, or leave. There's just so much volume. 
Fifteen years ago, 50 to 100 stops made you a nice living. 
Today, with the income and cost of equipment and wages, 
you have to operate on a wider scale to maximize your 
buying power and spread out the overhead. You have to 
expand, get new routes to build, so you can find new 
sources of money. 

REPLAY: We've heard that 
traffic is generally down 
these days in traditional lo
cations, and some opera
tors have even lost their 
highest-earning spots 
(which closed down). Does 
your area have this prob
lem? 

MIKE: DWI is definitely a 
factor in our taverns. It's 
been tough. Traffic is defini
tely down due to that, 
which is why offering 
leagues and service helps us 
maximize the situation. 
You've got to get everything 
out of the customers while 
they're there, because you 
don't know when they're 
coming back! 

REPLAY: Is Lorain Music 
computerized? 

MIKE: Oh, yes, we have 
four computers that handle 
different divisions and func
tions of our operating busi
ness. The office staff uses a 
mainframe for accounting Michael A. Zappa, OCMA 
and business management. 
That mainframe computer also runs the route management 
software for rotations and so on. Our leagues are run on a 
different computer; and we have a service computer that 
we use to keep track of service, parts and we can even do 
some customized chips and other technical functions. A 
fourth computer runs our CD library. As new CDs are 
bought, they are assigned a number and we post their lo
cations and keep track of where each of our nearly 6,000 
CDs are located. That computer also is used to manage all 
of our jukeboxes. Seven or eight of our employees work on 
the computers and I use one myself. We didn't go out and 
buy all of these at once, you understand! Each department 
got its own computer as we gradually upgraded our sys
tem. 

REPLAY: How many operators in Ohio use computer-

ized route management? 

MIKE: I'd guess around 35% of them. Many of OCMA 
board members I deal with, are computerized; but some of 
the smaller operators around the state are not. I would say 
use of computers has picked up in the last few years. 

REPLAY: Let's talk about NANI, the National 
Amusement Network which is being launched by 
AMOA. What's your reaction to this idea? AMOA has 
tried to recruit some Ohio operators for a statewide mar
ket test. 

MIKE: I think NANI is an excellent program, with an ex

that's the name of the game! 

cellent philosophy behind 
it. But I don't understand 
why it's taken so long, and it 
bothers me that we're talk
ing about using NBA Jam for 
the test. We've had some re
gional meetings and as a 
whole, Ohio operators are 
skeptical of spending $4,400 
on a four-year-old game 
with the complete NANI 
package. As you know, at 
present NANI can't retrofit 
any old games. If they could 
put the NANI package in a 
brand new game, it would 
go over great, but operators 
are reluctant now. I definite
ly think video games need 
something like that, to re
vive this part of the market. 
Locations I've talked to are 
enthusiastic about NANI, 
too. As for the technical as
pect, I feel comfortable that 
we can handle that. I'm a lit
tle concerned about NANI 
getting access to so much in
formation about my busi
ness and locations, but for 
every pro there's a con. 
NANI definitely has a pot-
ential to make money and 

REPLAY: Are you concerned about new multimedia 
like the Sega Channel, NI'N Communications, and so 
on? 

MIKE: We don't have the Sega Channel here, but we do 
have some sports bars with that trivia network. It hasn't 
really had an impact yet, but I am worried that this type of 
technology could be a threat in the future. The Bell compa
nies have been working on this for years and the threat is 
constant. We try to monitor these developments so we 
know what to expect. 

REPLAY: Gambling is another threat for some opera
tors, and a blessing to others. Does Ohio have problems 
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with gray area pokers, Indian gaming, riverboats or 
land-bused casinos? 

MlKE: We don't have a serious gray-area gaming problem. 
They're out there, but Ohio is conservative and it's not a sit
uation where you can't get a location unless you put in a 
gray machine. Indian gaming really hasn't been an issue for 
Ohio. Within the last year, riverboat gaming and land-based 
casinos have become a hot issue. The legislature just passed 
a law to permit off-track betting and there will be betting 
parlors this year. Riverboats are still being debated and 
they're expected to try to put some form of statewide casino 
referendum on the ballot this year. I don't know what will 
transpire, but we're keeping an eye on the situation. 

REPLAY: What position is the Ohio Coin Machine Assn. 
taking on all this? 

MlKE: OCMA is not taking an active position on this yet. If 
it's going to become a reality 
we want to be part of it. 
We've been pursuing a VLT 
law and our proposal just 
came out in the "Tavern 
News " trade n ewspaper; 
we're trying to recruit tavern 
backing for this. Ohio had a 
gaming committee to study 
different forms of gambling 
in the state; we released this 
proposal to them also. 
Everybody's trying to add 
something to the mix! But 
since Ohio is a conservative 
state, our governor has said 
over and over that he won't 
sign any new legislation 
regarding gambling. Still, 
that could change overnight 
because many factors affect 
these decisions. Frank Sagola, service manager 

REPLAY: Lefs tum now to the classic tavern piece: the 
jukebox. How is your music route doing? 

MlKE: It's doing really good. We we able to raise prices 
with CD music to three for a dollar. We had some location 
resistance early on, but people realize the technology 
makes the equipment cost more. Nobody likes to spend 
more money, but they understand they have to pay for 
state-of-the-art equipment and top-quality sound. 

REPLAY: How much of your route is CD, and how much 
is45 vinyl? 

MlKE: About 40% of our jukeboxes are CD. We have a 
program to keep building our CD music. The older vinyl 
machines are mostly sold to homes; a few are traded in. 
Some locations, for whatever reason, just can't handle CD 
jukeboxes - mainly because of the minimums. 

REPLAY: How do you program jukeboxes - via locu
tion requests, music charts, or one-stop advice? 

MlKE: When we set up a CD box, we leave the initial pro
gramming strictly up to the location. They are there 24 
hours a day, and they know what the people want to hear. 
It's foolish for me to push certain music at them, even if it's 
the top hit of the month. This system works very well for us 
on the first setup. We maintain them with charts and Hot 
Hit compilations, which have helped a lot. You do have to 
wait a while for a hit song to appear on a compilation disc, 
but most location owners are willing to wait for that instead 
of making us spend the money to buy an entire brand-new 
CD for one hit song. If they ask for a certain disc, they're up 
on their music and they generally know if there's five good 
songs that are worth spending the money on. 

REPLAY: Do you mostly stick with one brand of phono
graph? 

MlKE: No, we spread it around a little bit. This lets us offer 
a choice to the locations - say, a wall mount, or various 

styles of floor models. They 
all have strong and weak 
points and you adapt to that. 
The location likes to have a 
choice. If you go in with one 
box, it's not as appealing. All 
the brands we use are reli
able and maintenance is 
really not a problem. 

REPLAY: Is musical com
petition a serious factor -
live bands, DJ's, MTV, 
karaoke? 

MlKE: They are all a factor, 
but if I had to pick the most 
detrimental, it's MTV. That's 
available 24 hours a day; it's 
right there; and if you can 
hear it for free, why should 
you get up and put a dollar 
in the jukebox? We ask loca

tions to tum it offl Most of them do, but you always have a 
few that don't. Our pricing structure on CDs includes min
imums, so they know MTV can cut into their pockets. That 
makes them more apt to tum it off. 

REPLAY: Do you place any nostalgia style jukes? 

MlKE: Yes, probably at least one out of 20 of our jukeboxes 
are nostalgia units. Some accounts request them, such as a 
'50s bar or some old-style restaurants. They're more expen
sive to buy, so we get a minimum that makes it profitable 
for us. My position as owner of the company is that I can 
sit down with the owner of the location and he's a busi
nessman too; I make sure all the cards are on the table and 
he understands what's involved. After you explain it to 
them, some locations decide it's more money than they 
thought and are willing to take something else. It's de
finitely a two-way street and both parties have to be happy. 

REPLAY: You said pool and darts are ve.ry important to 
your route. 
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MlKE: Leagues are our biggest profit center. We have over 
200 teams in darts and it's probably close to that in pool. 
These are people who play every week in our league pro
gram. Our players travel around to different locations on 
our route, so many location owners benefit from the pro
gram. 

REPLAY: What accounts for the popularity of your pool 
and dart leagues? 

MlKE: The leagues are participation sports; pool and darts 
are physical and interactive. You get friends and groups of 
people who enjoy the same sport, and video games just 
can't offer that right now. Leagues are close to home, af
fordable, and they offer social entertainment. In our indus
try, I don't care if you're selling shoes or peddling peanuts, 
you have to market your service and product in order to 
survive. Our industry is entertainment, which means we 
have to sell leagues. Once you get it going, you're off and 
running. Fifteen years ago, 
you could put in a video and 
jukebox and simply come 
back and collect the money. 
Times have changed! 

REPLAY: What play prices 
do you charge for league 
equipment? 

MIKE: Right now our pool 
tables are set at 50 cents; 
darts are 50 to 75 cents de
pending on the type of game 
that's played. Longer games 
like Cricket cost more. 

REPLAY: What's making 
your leagues grow so fast? 

MIKE: Good management! 
We put a lot of effort into our Annette Long, secretary 

port IFP A, the International Flipper Pinball Assn. They 
claimed IFP A was not resulting in more pinball sales, but I 
wonder: how do you take the temperature of something 
that new? I think IFPA's executive director Doug Young 
was working his fanny off to get IFP A going, and they just 
pulled the plug. That sent me a message: if they're not will
ing to promote their own product, what are we doing with 
it? 

REPLAY: What was your answer? 

MlKE: Customer service. You've got a certain percentage 
of people who like pinball, and we offer leagues for their 
benefit. Let's face it, the price of pinball today is high and 
without league support, they don't earn very well. We 
mainly have them in taverns, set on 50 cents and three for 
a dollar, and our pinball leagues run there. One good thing 
about pinball is that taking the larger number of moving 
parts into consideration, it's not the maintenance headache 

it was in the past. The facto
ries have done a nice job 
and come a long way with 
their R&D. Pinball prices, 
plus fear of high mainte
nance, has probably affected 
sales to other operators, but 
I don't think those fears are 
really justified today. Also, 
pinball has more rotation 
life, because they don't hit 
the home market. You can 
get the full millage out of it, 
as opposed to a hit fighting 
game like Mortal Kombat. 
With ' some hit videos, 
you've no sooner got it, than 
it goes to the home. How 
much profit can you get out 
of that? Pinballs give you a 
longer earnings life. 

leagues and take a lot of --------------------- REPLAY: You mentioned 
pride in them. You get out of it, what you put into it. Our video, which as recently as the late 1980s earned 65% of 
coordinators do a very good job of staying on top of things, eveiy dollar for the average operator. How important is 
answering questions, and promoting the leagues. Players video to your route today? 
like it because it's fun and affordable, another sport like 
bowling and golf that they can enjoy. 

REPLAY: How many tables or dart games do you gener
ally set per location? 

MlKE: The number depends on demand. We typically run 
one machine per two teams, as a rule of thumb. So as the 
number of teams in each location goes up, so does the 
amount of equipment in that location. 

REPLAY: Do you run pinballs? 

MlKE: I'm very involved with pinball and pinball leagues. 
Shaffer Services, the operating company that's associated 
with Shaffer Distributing, got us into this. We ran our first 
pinball league last year and we're trying to promote this as 
well. I was a little upset that the manufacturers didn't sup-

MIKE: Video probably doesn't bring in any more than 
30% of every dollar our company earns. Of all our mach
ines on location, probably a little more than 30% are vid
eo. The dollar generated by video isn't as good as it used to 
be. Video may work fine for arcades and gamerooms, but 
that's a totally different market than we have on the street. 
An arcade may bring in a $20,000 Virtua Racer and nat
urally the coin drop will be good, but you can't go into a 
typical tavern with that kind of piece and make it. You 
have two different clienteles in street locations and 
arcades. 

REPLAY: So, what types of videos have been your best 
peeformers? 

MlKE: Basically the standup racing games are usually real 
good, and fighting games are good. The standard uprights 
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are considerably cheaper than the sitdown versions. Some 
of the sports and trivia games are very popular; we need 
more of that. 

REPLAY: What's your reaction to today's machine 
prices, where top hits range from $5,000 to $20,000? 

MIKE: For the most part the Killer Instincts and Virtua 
Fighters are not only too expensive for taverns, they're also 
too difficult for typical tavern customers to play. We have 
placed some of the more expensive fighting games in 
bowling alleys in the winter, or campgrounds in the sum
mer, and they can be profitable there because of the type of 
traffic in those locations. Movie theaters also pull a certain 
type of traffic where these games do well. 

REPLAY: What's the secret of successful video operation 
on your route? 

MIKE: We make a point of 
knowing what kind of player 
is in each location , and 
matching the proper equip
ment to that customer. 

REPLAY: What is the best 
play pricing you can get on 
hit games, and how long 
can you keep it at that level 
before reducing play pric
ing? 

MIKE: Basically, the new 
videos of the last year have 
gone out at 50 cents a play. 
We try to keep them there 
for good, and rotate them 
around. We don't have a set 
policy of dropping the price 
to a quarter after six months. 
Sometimes you get into situ- Victor Haines, League Coordinator 

that we value their business. I'm happy to talk to anybody 
about whatever they want. I always say, "You might not 
like what you hear ... but you 're going to hear the truth! " Lo
cations usually appreciate frankness, and after we thrash it 
out, everybody knows where they stand and there is mutu
al respect. 

REPLAY: Do you have a fairly standard buying policy 
- that is, a set budget and regular schedule to acquire 
new product? 

l\1IKE: We try to establish a set budget, yes. Typically fall is 
our biggest video and pinball game buying season, when 
the bowling alleys and other markets open. Throughout 
the year we're buying phonographs and running leagues, 
so we're constantly adding tables and darts. 

REPLAY: Have you had any problems with locations, 
parents, etc. reacting negatively to violent video games? 

l\1IKE: No, not really at all. 

REPLAY: Are you involved 
in redemption? 

MIKE: We're looking at it 
now. We're working with 
one of our bowling alleys 
which is interested in this 
concept. My question is , 
will we be able to control it? 
We would own the equip
ment, but the location could 
make or break us. If they 
don't have somebody tend
ing the counter like they 
should, or marketing the 
equipment properly, that 
has a big impact on redemp
tion earnings. 

ations where you have to re- ---------------------
REPLAY: What do you 

hope will happen to improve the business? 
duce the price - competing with another operator or with 
the home release of that title. 

REPLAY: Do you get location requests for certain 
games? 

l\1IKE: Yes. Players ask the location for certain games, or 
more likely the location owner has been to a big FEC and 
played a game he thinks is hot. They typically make a re
quest and we level with them about the cost. We have 
enough rapport to say, "We can do that, but we'll have to 
work out a deal that is good for both of us." If it becomes 
something they "have to have," you sit down and explain 
the facts so that everybody knows going in what's neces
sary to succeed. If they want to go forward, fine; and if they 
pass on it, that's also fine. Again, I find that having that 
personnel rapport really works. I try to keep the lines of 
communications open. Some locations look at themselves 
as being small and unimportant. I don't see it that way. Ob
viously an operator can't survive on one location, but each 
one is an important piece of the pie, and we let them know 

l\1IKE: You're always hoping for a hit machine to come 
along, but the cost of the equipment is a big issue for us. I 
understand the requirements of research and develop
ment, but I just can't understand the prices of some of the 
equipment today. Five thousand dollars for an upright vid
eo is a lot of quarters! Maybe the manufacturers can't con
trol their costs, but I recently saw an article where an oper
ator compared our industry to the automobile business. 
The car makers almost priced themselves out of the market 
in the early 1980s, and the same thing is happening when 
you're talking $5,000 for a video game. When you tell an 
establishment, "I can get this, but you've got to guarantee 
the following amount of money on a regular basis," that 
doesn't always go over so well. The longevity of a video 
game is nil; even constant rotation and a better com
mission structure don't always solve the problem. I think 
manufacturers could have twice the sales volume if their 
prices were more reasonable. 
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REPLAY: What's the most important thing you've 
learned about the business in the last two years? 

MIKE: We try to be a "one stop shop," doing whatever we 
can for the location with the tools of our industry. Last 
year, for example, we added an alarm security program for 
our locations. This is something many of our locations 
would prefer not do for themselves, due mainly to the ex
pense. We do the installation, financing and technical 
maintenance. Locations are happy because they feel more 
secure. I had one account 
where the owner slept there at 
night for five years; he would 
never even take a vacation! He 
now has peace of mind and can 
enjoy a life beyond the busi
ness. 

REPLAY: Obviously you're a 
big believer in operator as
sociations. What's the best 
thing OCMA has done for 
you? 

MIKE: We have one of the most 
active state operator associa
tions in the country. Our mem
bers are a super group, and our 
staff does a lot of great work. Michael Zappa 
Obviously it shows in the suc-
cess of OCMA. We feel fortu-

showing operators they need to be involved. 

REPLAY: What's your take on the overoll health of the 
industry? We're hearing a lot of trade members compar
ing today's market to the crash of 1982. 

MIKE: I'm an optimist about the industry and I don't see 
us in trouble overall. We have pitfalls like every business, 
but on the whole we're progressing with new technology 
and higher quality equipment. Don't get me wrong, I don't 

say that quality justifies the 
price! But the reliability is 
good. I don't look at us as going 
into a crash type of market, es
pecially if we can get NANI 
going. 

REPLAY: What's your f eeling 
about overall relationships 
between manufacturers, dis
tributors and operators these 
days? 

MIKE: On the technical side, 
w e're getting great support 
from our distributors and man
ufacturers . We always have 
good success getting a problem 
solved. The price of equipment 
is too high, and I don't think 
they are hearing our feelings on 

that. Maybe they can't control it, but nate to have the association; it has cov
ered almost every aspect of the busi- "I find that having 
ness. OCMA looks out for our interests 
with programs for lobbying and legisla
tive support, leagues, health benefits, 
education, our annual state expo, and 
we just started a co-op discount record 
buying program. They offer so much 
support to the operator that it's a very 
instrumental organization. Our indus
try is changing every day, and OCMA 
helps us keep up with all that, without 
a doubt. No single operator could do all 
the things that staff does. Our executive 
director, Paul Corey, is a former school
teacher and he 's not afraid to take 
charge and let operators know they 
must be active. 

that personnel 

it's definitely a major issue and they 
need to accommodate it somehow. It 
won't be easy, but must be dealt with. 

REPLAY: Recently OCMA held a ser
ies of regional meetings around the 
state. What did you learn when you 
talked to Ohio's operators? 

rapport really works. 

I try to keep the lines 

of communications 

open. Some locations 

look at themselves as 

being small and 

unimportant. I don 't 

see it that way. " 

REPLAY: Maybe some of the new 32-
bit videos will have a lower price; 
let's hope so anyway. To wrap this 
up, Mike, how are you feeling about 
your industry overoll these days? 

MIKE: It's a people business, and you 
have to love doing it to deal with the 
hours and the other challenges. I do en
joy it, and I am looking forward to 
more growth. The unique character of 
our industry is that it's a family orient
ed business. Most operators have been 
around for a while. Lorain Music Com-
pany is a third-generation business and 
that's something to be proud of. Not a 
lot of other businesses out there can 

MIKE: We did this because when you go to them, in their 
backyard, you have better participation. We learned what 
the operators of Ohio are feeling right now about important 
issues like gambling, NANI, and others. It gives us a better 
direction for OCMA and helps us promote our programs 
like leagues. Ohio is the biggest pool charter holder in the 
nation, by the way. We're looking at 60 tables for our state 
tournament this year. So I think we've done a good job of 

say that. My dad gave me an opportunity to enter the busi
ness, and my family has made sacrifices to help us con
tinue to grow and succeed. So my main goal is to be able to 
pass it on to my kids, so they'll be able to pick up where I 
left off ... to give them something to carry on, and look for
ward to. What else do you have in life but your family? I've 
been privileged to have that. 

REPLAY: We've been privileged to have your insights 
into the business. Thank you for this interview, Mike! + 
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REPLAY: Brady Distri
buting reached its Gold
en Anniversary last 
December. Congratula
tions! Could you please 
give us a brief oveIView 
of the company's histo
iy? 

JON: Our distributing 
company was actually 
founded on Dec. 7 of 
1944 in Charlotte by my 
dad, C.B. Brady. Prior to 

that, he had owned a 
route operation in Durham, which he started during the 
Depression in 1931. It was a fairly extensive route for that 
time. He sold his route and bought a distributing company. 
When we moved to Charlotte I was three years old! The 
only product we sold was Wurlitzer music; we handled 
that line until they closed in the mid-1970s. We added 
pool tables in the '50s and added a couple of vending lines 
in the '60s. We didn't get into the game business until 
1967, starting with pinballs, because they became legal in 
North Carolina that year. Previously pins and all other 
coin-operated devices that registered a score had been ille
gal under a broadly-written gambling statute left over from 
the 1920s. We expanded our business tremendously with 
the video game surge. And, we'll actually celebrate our 
50th anniversary on the weekend of April 7-8. 

REPLAY: Please give a brief account of your own 
career. 

JON: I came to work in 1963 after graduating from the 
University of North Carolina, Chapel Hill. Prior to that I 
had worked at the company during summer vacations. 
Once I joined full-time, I worked in the repair shops for a 
couple of years, then went on the road as a salesman for 
about three years. In 1970 or so, I returned to the office, 
working inside sales and assuming management responsi
bilities. Today I'm running the company; my dad semi-

retired in the early '80s and he died three 
years ago. 

REPLAY: Can you tell us about the key 
team members at Brody, and describe your 
facilities? 

JON: I'm president and CEO, of course, and 
Blair Norris is our VP and GM. Larry Cooke is VP and 
CFO. My son Jon Jr. is VP of sales and operations. We have 
a total staff of 155 in four offices, with 95 of them located 
in our home office in Charlotte where we have a facility of 
84,000 sq. ft. That breaks down to 40,000 sq. ft. of ware
house and storage; 7 ,000 is showrooms; 20,000 ft. is parts 
and shops; approximately 17,000 for offices and adminis
tration. 

REPLAY: Brady also has branches in other Southern 
states. 

JON: Yes, we have branches in Memphis, Orlando and 
Miami ranging from 20-30,000 sq. ft. They're basically the 
same type of facility, in terms of having a full range of 
warehouse, service, parts and administration, that we have 
in Charlotte. It's typical of most distributors except on a 
smaller scale. They've worked well and we continue to be 
pleased with them. We bought the Orlando operations 
from Bob Haim six years ago; a Chattanooga, Tenn. office 
was opened at about that same time. Just over two years 
ago we purchased Memphis from Rowe and merged our 
Chattanooga branch with it. Shortly before that we pur
chased Rowe Columbia and merged that with our Char
lotte operation. 

Left to right: Jon P. Brady, Steve Sprinkle, vending sales manager, Blair 
Norris, Larry Cooke, Jon W. Brady 
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When It comes to Route-Management Software, 

DoN'T SHORT 

CHANGE YOURSELF. 

Some people want you to change 
your route-management software, but 
to them, change means nickel-and
diming you to death. Do you really 
think you'll get ev-
erything you need to 
run your business 
for a ridiculously low 
price? Lets face it, 
you get what you pay 
for. 

Our newest re
lease, Silent Part
ner 14, is the most 
powerful software 
program available 
for the amusement 
& vending industry. It gen-
erates full financial figures and mana
gerial data, enabling you to deter
mine your current financial situa
tion as well as future projections. 
It offers full-line vending reports, 
including inventory control, brand 
analysis, profit margin and spoilage. 
And Silent Partner 14 now includes 
these three powerful modules: Re-

demption Manager, Service Calls 
Monitor and CD Inventory. 

At Silent Partner we're the proven 
software for the amusement & vend-

ing industry. With more 
than 1100 users 
worldwide, we've 
proven ourselves 
to our customers 
by ten years of con
stant refinement 
and timely up
grades to help you 
run your business 
the best way pos
sible. That's why 
more than 20 of-
ficers of the AM 0 I 

are current users of Silent Partner. 
For answers to questions concern

ing Silent Partner 14 , call {800} 
480-3441 or write to us at the ad
dress below. 

When it comes to route-manage
ment software, Silent Partner 14 is 
the best. So don't be misled by people 
offering you mere "change." 

Silent Partner,Inc. 
2509 Country Club Drive • Springfield, Illinois 62704 

l 800 480 344 
217-787-4232 • FAX 217-787-4293 



REPLAY: We'd like your candid assessment of the "state 
of the indusliy" today. Sales and earnings seem down 
across the board; many say we've entered another 1982-
type period. Do you agree? 

JON: Some of the people who say that, I believe, tend to be 
operators of arcades and game rooms. When we talk to our 
customers who operate regionally in malls, some tell us 
collections are flat to slightly up; others say they're down 
significantly. Overall, we are cautiously optimistic about 
the longevity of game rooms. Obviously they've incurred 
competition from FECs and that's had an impact. But 
across the board we see the industry as relatively healthy. I 
think operators who have been careful with their purchas
es, and the ones who promote, are holding on and doing 
reasonably well. 

REPLAY: So you don't expect a shakeout of factories, 
distributors, or operotors? 

JON: I don't see any significant shakeout coming. We had 
a major shakeout in the '80s and we've had a rebound 
since then. The shakeout process has been gradual and 
will continue, but I don't see that as unusual in a mature 
industry- which this one is. 

REPLAY: How would you describe the overoll business 
health of your street operotor customers these days? 

JON: I see the street operator 
having to change. Operators 
who are continuing to thrive, 
continue to balance the loca
tions they serve according to 
market changes. They are 
getting into leagues and 
more promotions. They are 
operating game rooms, 
sometimes on a commission 
basis. Others are owning 
their own game rooms. 

REPLAY: Are lots of routes 
for sale in your territory? 
Are some operators cutting back, making their route 
more of a sideline? 

JON: I see some consolidation, but again, in the last couple 
of years there has been nothing like the massive shakeout 
of the early '80s. Those marginal operators have certainly 
diminished: the "sideline" operators, moonlighters and 
passive investment partners are gone. 

REPLAY: So the people who've made it this far, are in 
pretty good shape? 

JON: Yes, there's no question about it in my mind. 

REPLAY: How are Brody's sales these days? Is payment 
slow, on time, etc? How many sales are financed, and 
what is Brody's role here? 

JON: Our sales have increased every year since 1982, 
which was our bottom-out year. Obviously some of that is 
a result of our growth into new territories. It's not the case 
with us that we have more financing and slower pay-

ments, but that may be because of internal reasons. In 
addition, our customer base is very professional. We have 
high credit and finance standards. Both are tighter than 
they used to be, and in fact we're financing less now as a 
percentage of sales than we ever have. I'm talking about 
the traditional industry financing where distributors guar
antee payment. Many distributors, including ourselves, 
were too lenient in the past. That creates problems for 
everybody: for us, the operator and his competitors. We've 
become more responsible about that. We frankly had no 
alternative. As my dad used to say, it was one of those 
lessons that you really learn well, because you feel it in 
your pocketbook! 

REPLAY: Let's talk about those street operotors who are 
holding their own, or even getting stronger. What are 
they doing right? 

JON: The street operators who are getting stronger, are 
working harder, paying attention to shifts and changes in 
the business - such as the diminishment of the bar busi
ness - then taking what's left, and going back to basics. 
They're getting involved with leagues and tournaments. 
They are computerizing to achieve better control over their 
finances and equipment. And they're being much, much 
more careful and selective in what they buy ... as they 
should be. It's the counterpart to the distributor's being 
more careful about extending credit. In the long run, it's 

not in our interest to sell the 
operator more equipment 
than he needs. It's a joint 
effort to strike the proper 
balance, and the better oper
ators are doing their part to 
help in this. It's across the 
board. Operators realize 
that, in order to survive, 
they must make these 
changes. 

REPLAY: How healthy are 
traditional types of loca
tions these days? You men
tioned the decline in bars, 

but what about pizza places, truck stops, bowling alleys 
and the like? 

JON: I think everybody knows the tavern business has 
declined with higher drinking ages and tighter enforce
ment of DWI, plus the greater health-consciousness of 
younger people. We don't see that changing. The bars that 
are left, for the most part, are doing fairly well and some 
are doing great if they've shifted to different formats -
such as sports bars, which are doing very well with amuse
ments. Truck stops and bowling alleys have always done 
well and this is continuing. Pizzerias have proliferated. 
They are not stellar locations for coin-op equipment, but 
the major chains continue to be good, consistent earners 
for music and video. And that's all the operator really 
needs. 

REPLAY: Any particular markets, niches, or product 
categories doing especially well at the moment? 

JON: Redemption is a mixed bag: it goes well into larger 
environments and that's still doing well and growing. 
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Larger simulators have been very, very successful - not 
across the board, but several have done amazingly well. 
I'm very encouraged to see the unbelievable improvements 
and increases in technology that come with the simulators, 
but higher prices come in tandem with that. If you had 
proposed these prices two or three years ago, we would 
have said "That will never work." But the technology has 
provided such a popular, enjoyable format, that the game 
can command higher price per play. And, just as impor
tant or maybe more importantly, the operator is going out 
and raising play-prices and negotiating better commis
sions. This is really encouraging to me. 

REPLAY: Please tell us more about that. 

JON: Sometimes we talk about improved location splits till 
we're blue in the face, but it took the more expensive, pop
ular games to make that change actually happen. 
Operators have seen it's possible to get good ROI on 
advanced equipment, even in street locations - such as 
ride-on simulators in sports bars. I think this is one of the 
most significant things which happened in 1994 and we 
hope it casts a favorable light for the future. Many opera
tors have come to me, individually, and told me they have 
gotten better commissions even where their contracts 
could have precluded anything better than a 50-50 split. 
They simply went to the location and said, "I know what 
our contract calls for, but this is a $17,000 game and it 
must go in a special category." The locations agreed and 
were very pleased with the additional income and foot 
traffic they received. All this creates more excitement. 

REPLAY: What kind of sales do you anticipate this year? 

Coin-Op/ 
Home 

Pool Tables 

GREAT AMERICAN BILLIARDS 

800/831-2011 
Fax: 401-463-6673 

JON: At this juncture, the first of the year, we don't see 
anything in the near future that looks like a blockbuster. 
We're expecting a good year, and we expect the encourag
ing trends of 1994 to carry through into 1995. The impetus 
that carries us over always boils down to two or three 
mega-hits. We think the manufacturers will come up with 
those hits again this year. And we think operators will 
place that equipment in locations on a profitable basis. 

REPLAY: New blood has been entering the industry, 
including a recent flood of FECs and some big new 
"location based entertainment" centers. How big is this 
trend, and do you expect it to continue? 

JON: FECs have been a tremendous and wonderful addi
tion to our business. We find several customers who own 
their own FECs - some are smaller, some are much larger 
- and not only do they own them outright, but in other 
cases our customers operate equipment. We see the num
ber of new, startup FECs diminishing in the next few 
years, but each passing year builds the base for updating. 
That already came into play in 1994, with FECs which 
were established in other year. Obviously you will reach a 
saturation point someday .. . and in this region, we could be 
there now for new FECs. 

REPLAY: What can you tell us about your experience at 
IA.AP A Expo and other shows that go beyond the usual 
coin-op constituency? 

JON: In 1994 we happened to be an exhibitor at the Parks 
Show, primarily because it happened to be in Miami, 
where we have an office. We thought it was a very good 
show and we always attend it. We do a lot of business 
with parks and this particular year, we made a lot of inter
national contacts. Being in South Florida, we've always 
done a lot of overseas business and the '94 IAAP A was 
tremendous from that aspect alone. 

REPLAY: How would you characterize the role of distri
bution in coin-op today? Is the nature of relationships 
with f actories and/or operators changing? 

JON: I don't think the role has changed a whole lot. We're 
still the conduit between manufacturer and operator. It's 
our function to warehouse the merchandise, provide to 
customers on a timely basis, provide service and parts 
backup, and play the very important role of advisor. Most 
distributors I know take a long-term interest in their cus
tomers' profitability and consistency, and this promotes a 
partnership type of relationship. That's how we look at it, 
and we hope our customers do, too. We hope we do a 
good job of it. Beyond that, distributors still provide financ
ing where needed and justified, and provide sales efforts to 
their market - which we know and know well. It's a 
tremendous amount of information flow between our 
office and our customers. Your publications are very help
ful but nothing can replace eyeball to eyeball contact with 
our customers. 

REPLAY: We've heard the number of national accounts 
and/or direct sales by factories to locations is dramati
cally up. We've also heard about more competition 
among distributors who cross-ship, revenue sharing 
between factories and operators, "strategic relation
ships" of various kinds, possible threats from hi-tech, 
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factories going direct, "national accounts," etc. Some 
distributors remember that in the old days, the marriage 
of factory and distributor used to be "forever'' and now 
it's not. The people you deal with at each company are 
different eveiy time you tum around, too. All this makes 
some distributors nervous. 

JON: I've been around for 32 years and I think we tend to 
forget how big the business really is today, compared to 
what it used to be decades ago. Yes, it may have been a bit 
larger during the first video explosion. But when you take 
redemption, darts, etc. into account, I think we're as big 

- today as ever. Change comes with that. Manufacturers 
change their philosophy, strategy and even their owner
ship - for instance, we have publicly-owned companies 
now. We do see inconsistencies in policy and procedures 
at all levels, and that can make one apprehensive and ner
vous. But on balance, we feel there's never been a more 
important role or larger role for the distributor. That's not 
to say you won't have overlap in territories, but more oper
ators overlap today as well. The scale is so much larger. 

REPLAY: So you're veiy comfortable with the industry 
as it exists today- you see no cause for alann. 

JON: None at all! No single distributor can handle all the 
business in the world. I agree that our industry is very dif
ferent, much larger, and the product is more expensive 
and sophisticated, than it used to be. That's put a little 
more pressure on us to beef up our technical staff and abil
ities ... but we've done it, and I think the manufacturers find 
that they really need us to provide that service on a local 

and regional basis. When you look at the number of elec
tronic units we repair each year, whether they're boards or 
bill validators or any other component, it's absolutely stag
gering. And that's all part of it. As for national accounts, 
even some of the manufacturers who are doing it would 
like to see distributors involved. Maybe our business will 
evolve toward the vending industry's type of arrangement, 
where distributors handle service and sales for the national 
accounts. That's a viable concept that has been discussed 
at times. 

REPLAY: Manufacturers have put tremendous efforts 
into establishing and expanding overseas markets. How 
important are overseas sales to Brody? 

JON: We've been selling overseas for years - to Europe, 
Asia, and Latin America. It's not a consistent business, but 
we pursue it, enjoy it and appreciate it. Certainly in 
Europe, we haven't done anything of great significance in 
the last year or two. Currency issues are important in this 
arena, and the weaker dollar has had an impact on foreign 
sales. So I would say international sales are part of our 
business, but not a vastly significant part. We do pay atten
tion to it, promote it, and follow through. 

REPLAY: Have you seen any impact from NAFI'Ayet? 

JON: No, nothing definitive yet. I can say this: overseas 
markets aren't just dumping grounds for used equipment 
anymore. The world market is very sophisticated today 
and the demand for product in other countries is not that 
different from demand here. Let's face it, the U.S. is still 
the largest coin-op market and you do develop some used 
inventory. The market for used equipment comes and 
goes, and it varies widely according to each individual 
product and market. 

REPLAY: Have Brody or its customers been affected by 
the controversy over violence in video games? 

JON: Fortunately, we've had almost no problem from this 
issue. Operators have been very sensitive to certain types 
of locations which may have a problem with controversial 
or possibly inappropriate equipment. They have done a 
very good job of self-monitoring. I'm not saying we should 
ignore the issue, but the good news is you can have good 
video games without the violence. We've proven that. 

REPLAY: Let's tum to the subject of multimedia. What's 
your reaction to NANI, the networking project of 
AMOA? 

JON: I'm glad to see a segment of our industry getting 
involved in the information superhighway. It's not going 
away, and we need to investigate the possibilities of using 
this vehicle. I take my hat off to AMOA for attempting to 
delve into this and see what programs can be successful. 

REPLAY: NANI President Craig Johnson says network
capable games will be sold through distribution "unless 
distribution decides to block the program entirely." 
Some distribs seem worried about their proposed role in 
this. 

JON: Maybe I'm over-optimistic, but I'm not concerned 
about multimedia bypassing distribution. Our industry 
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needs to get involved in this! Ignoring technology won't 
make it go away. 

REPLAY: Certain video manufacturers are also plan
ning to create NANI-type networks. Have you been told 
anything about the role of distribution in such systems? 

JON: I have not really heard anything from the manufac
turers about any plans they may have along those lines. 

REPLAY: Another new factor in the business these days 
is the spread of legalized gambling. Miat impact have 
Brody and its customers felt from state lotteries, river
boats, and Indian casinos? 

JON: We do a lot of business in South Carolina, since our 
home office is right on the borderline of the two states. 
Poker machines are legal there and licensed by the state. 
We actively sell VL T product there. Eventually the state 
will go to some type of centralized computer; that's man
dated by law. It's supposed to happen as of June 1, 1995 
and that will probably be pushed back. We're not partici
pating in riverboats and casinos, al-
though we're very active doing amuse-

"The street 

JON: That can be answered in one word: communication! 
I see an ongoing need to improve our communication, not 
only internally with our staff, but to the operator. That's 
our primary goal and objective for 1995. Internally, we will 
use more memos and voice mail - it sounds bland, but 
with today's fast-paced business and the size of our staff, it 
works! As for getting the word back from operators to the 
staff, we have done that with call reports from our sales 
people. These reports give information from phone calls 
and face-to-face meetings, and we have ideas to improve 
on that with the computer. We really have used our com
puters a lot with a telemarketing software package; we'll 
continue to update and improve that system. 

REPLAY: You have been an active and dedicated mem
ber of AAMA. Miat's your own personal role in the 
organization today? How do you assess AAMA's peifor
mance these days? 

JON: I was on the board and was very active for a number 
of years. I think AAMA does a fantastic job in terms of pro
moting interest in our industry. One of their primary 

efforts has been international marketing 
and that's a big plus. Earlier I think they 
were viewed primarily as a copyright 
infringement watchdog and that re-

ment sales in Mississippi, Arkansas 
and Louisiana through our Memphis 
office. Operators in some states like 
Mississippi and Tennessee have defi
nitely felt an impact from gambling on 
Indian reservations. I haven't heard too 
much negative from Florida's Indian 
gaming. 

operators who are 
mains an important function, but today 
their functions go far beyond that. From 
promotions, to dollar coins, to trade 
shows, they provide an essential ongo
ing effort. 

getti.ng stronger, are 

REPLAY: Is there a guiding business 
philosophy at Brody Distributing? 

working harder, 

paying attention to 

shifts and changes in 

REPLAY: Turning toward the indus
tiy as a whole, what factors are need
ed to strengthen the market? 

JON: At Brady, the customer is king 
and we always strive to provide our 
customer - the operator - with what 
he needs on a consistent basis. This 
philosophy has worked for us from 
day one. We remain very sensitive to 
the operator's needs. We consistently 
emphasize the importance of team
work within our organization to pro
vide the operator with what he needs 
and to fulfill his requests. Quite often, 

the business - such JON: I feel the successful companies in 
the future will invest heavily in R&D. 
The hits which have been developed in 
recent years, prove that consistent R&D 
pays off. We all know it's expensive, 
but the cash box has shown that's what 
is needed. It's up to manufacturers to 
make that commitment and take the 
risk. Hopefully the risk-reward ratio 

as the diminishment 

of the bar business -

then taking what's 

left, and going back 

to basics. " 

the operator communicates with our 
support people on a daily basis and they carry the message 
and provide the service and sales. Again, what we con
stantly emphasize that our staff must provide a team effort 
at the distribution level. Every operator is treated with a 
cordial, polite and efficient manner across the board. 

REPLAY: Miat is Brody's strongest competitive edge? 

JON: That gets back to the question we just discussed! 
We've been in the marketplace for 50 years, so we've been 
well-established, and over the years we have developed a 
tremendous infrastructure to handle the operators' needs 
in terms of parts, widespread delivery systems, you name 
it. We've developed a reputation over the years of consis
tently and constantly fine-tuning the services we provide. 

REPLAY: Miat are Brody's goals for improving peifor
mance? 

will continue to be in balance. I believe 
companies which don't make that com
mitment, won't survive. In tandem 
with that, operators must continue to 

support good product, even if it's more expensive. A 
meaningful percentage of operators have proven they can 
do that. It may mean altering some traditional ways of 
doing business, but it can be done! 

REPLAY: Jon, as you said you've been actively involved 
in this industiy for 32 years, so you must like it. Miat do 
you enjoy most about coin-op? 

JON: (Smiles) One of the things I really like most about it, 
is the constant changes - in technology, in product, in the 
marketplace. Obviously it's part of the entertainment 
industry and it's fun and challenging. Running a business, 
setting goals and creating plans and structures to achieve 
those goals goes with it. But the changing entertainment 
aspect is the most fun part of the business. 

REPLAY: Thanks, Jon, for your time and your thoughts. 
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Frank Ash jokes that 
he's been in the amuse
ment machine business 
"every one of my 54 
years, since I was born 
into it. " His father Joe 
Ash started Philadel
phia 's Active Amuse
m ent Distributors in 
1937. Frank attended 
Penn State and served 
two years as a Navy offi
cer, then joined his dad's 
business as a VP in 
1964. That year, Active 
also purchased two Phil
ly arcades. Frank and 
his father continued 
building their arca de 
business; they had six by 
the time the dealership 
was sold in 1985. Frank 
retained ownership of 
the arcades and recruit
ed Tom McAuliffe to the 
cause in 1986. 

Tom marked his 20th 
coin-op anny in Septem
ber of 1994. He started 

as VP of Time Out (with 10 arcades) in 1974 and worked 
there for 13 years, helping build the chain to 100 stores ... 
and doing business with Frank's distributorship. When 
Sega acquired the Time Out chain in 1986, Tom decided 
to join Frank in creating the Champions arcade out of 
Philadelphia. 

Today, Champions comprises 14 stores in six states on 
both coasts (Southern Mmyland, Delaware, Pennsylvania, 
Ohio, Virginia and Washington State). It retains a "family 
business" flavor, too. Frank's wife Sharon runs the 
redemption merchandising program and creates the com
pany newsletter, while son Eric Ash joined the firm a year 
ago and is a regional manager supervising fo ur 

Champions centers. Tom 's brother George, 
also formerly with Time Out, is today VP & 
GM of Edison Bros. Mall Entertainment 
{which bought the Sega Time Out and Space 
Port chains). 

REPLAY: What's distinctive about your firm? 
What do you do best? 

FRANK: We do many things well, but we pride ourselves 
on two especially. First, customer service. Many people 
talk about it, but few really do anything. We're very atten
tive to the fact that the people who come in and play our 
machines, are the ones who make our business successful. 
We make sure our employees greet all our customers, at
tend to their needs and are very receptive to customers at 
redemption counter especially. That's where you make 
close personal contact. We give them ample time to make 
selections and help them with prize selections. 

The other area we do very well is redemption itself, a 
vital part of the business today which occupies more and 
more of the industry's attention. We work hard to present 
prizes in the best possible light. Our showcases market the 
merchandise to the hilt; there's no empty space. You find 
attractive, current, quality goods that people want. We 
have the supply lines and we make sure we get the hit pro
ducts early. We feel it's like the hit syndrome of video 
games: whatever prizes are currently the rage, that really 
drives the popularity of redemption games. Prizes dictate 
earnings more than the games themselves. That's the most 
important factor, giving the player something to shoot for. 

TOM: Because we're small, we try to use the advantages of 
size and flexibility ... being able to swing quickly with mar
ket changes in leasing, planning, zoning, building, or pop
ular trends and fads. Frank and I make the key decisions, 
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and we don't have to run through layers of bureaucracy 
and politics. We go along with the newest movie or what
ever is hot, and we do it early. Our size gives us that abili
ty. Coming from a bigger company, I know it's not always 
possible in that context: too many meetings, not enough 
action! 

REPLAY: How's business for Champions? 

FRANK: It's getting better, with caution. 1994 was what 
we like to think of as "a horrendous year that's behind us." 
In our last 1994 company newsletter, I said there were 
many reasons for this - terrible East coast weather that 
iced us out the first three months; a beautiful fall that en
couraged people to go outside; added competition like 
FECs; a proliferation of too many games on location chas
ing too little business -the whole 1982 syndrome. It's just 
like 1982, in fact: how many operating businesses can we 
support, without hurting the guys who were originally 
there? In 1982 it was doctors and dentists putting video 
games in their waiting rooms; today it's big arcades, Dis
covery Zone-type places, pocket parks and FECs. 

REPLAY: But you see rea
son for "cautious opti
mism'7 

FRANK: Yes, we had two 
wonderful holiday weeks. It 
flattened out again the first 
week of January, but we ex
pected that and hope the 
overall earnings trend will 
continue to improve. 

TOM: Today our industry is 
influenced as much by the 
shopping and retail business 
environment, as it is by amusements. Overbuilding of 
malls and strip centers has reduced mall traffic. If you're in 
a mall - and if you don't kid yourself that you're a desti
nation stop - then you depend on general traffic. When 
it's down, your income is down too. 

REPLAY: If you see today as similar to the 1982-84 per
iod, do you expect a shakeout of factories, distributors, 
and operators? 

FRANK: I remain very close to many of the industry's dis
tributors, and I think you've already had a shakeout of dis
tributors to a great extent over the last three or four years. A 
lot of them disappeared, either through consolidation or 
whatever. The Betsons and Mondials have expanded into 
new regions. The shakeout has hit the small, independent 
distributor who finds it difficult to compete with these 
mega-distributors in this weak marketplace. So in some 
parts of country we see distributors folding up a bit. 

As for manufacturers, we expect consolidation or disap
pearing factories. Again, how many can the market sup
port? Only the ones who make the hits - but even hits are 
problems if they come too fast, one on top of the other. The 
market is dwindling. Can the factories stay in business 
under today's market conditions? That's the question. 

From what I hear, the street operator is finding it very 
difficult to survive. He can't afford the new, higher-priced 
equipment, but the older equipment is not being played 
much. Where will he get the income to pay his bills and 
have profit left? So we see consolidation here too: larger 
operators, especially in big cities, are buying up smaller 
operators at reduced, bargain-basement prices. By the way, 
this again makes it difficult for the distributor who must 
deal with a few large guys; he can't make same margins as 
when he dealt with many smaller operators. 

REPLAY: You said there has been an overbuilding of 
arcades. How many arcades or FECs (in total) do you 
think there are in the USA? 

FRANK: If you define arcades and FECs as places whose 
primary income is from games, there used to be a number 
thrown around when it was just mall and major street ar
cades, of 1,000. We're guessing it's double that today, at a 
minimum. That does not include soft play places, minia
ture golf courses, bowling alleys, pizza parlors or the like 
with attached game rooms. 

REPLAY: How many fun 
centers can the US market 
support before it becomes 
overcrowded? 

FRANK: I think we reached 
that point a while ago. The 
answer is, no more of the 
same variety can be ab
sorbed. More will make con
ditions worse. We operate as 
well as anybody else, and 
we're feeling the pressure. 
What's happened is FECs 
have opened close to the 

large regional malls, capitalizing on the mall's business. 
They come in with many more entertainment attractions; 
they have longer hours and much lower rents and over
heads. They can do a lot to hurt our business - to hurt 
everybody's business - and they have. We've experienced 
this ourselves, when a major entertainment place opened 
within a few miles of us and our income dropped 20% for 
a few months. It came back, but we would have been bet
ter off without them. Discovery Zone, Block Party, laser tag 
operations, and others are all competing for the same dol
lar. They have deeper pockets and they can absorb a hit 
more easily in the short term. 

REPLAY: So you are definitely feeling the heat of com
peting with big national chains? 

TOM: That's easy to answer. We always have, we always 
will, and we hope they feel our heat too! 

REPLAY: What is Champions' market strategy to win 
the best arcade locations as other national chains 
expand their reach? 

FRANK: We're doing a couple of things today. First, we 
watch and wait a bit. When you get singed by conditions 
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and competition, you don't jump in as readily. We're being 
extra-selective about possible new sites, looking for deals 
that make economic sense. Rents got out of hand. Anytime 
you have 20 people competing for one spot in a mall, the 
developer tries to get whatever he can. We just stopped 
that sort of competing. Our bottom line means we can't af
ford to pay anything like what we did, back when things 
were expanding and exploding. Years ago, rents were not a 
downside exposure. Today, rents, lease holds and equip
ment costs add up to a number that make it impossible to 
take large risks anymore. You can lose substantial dollars if 
you don't watch out. 

TOM: The definition of the "best" locations has changed 
in our minds, too. The glory days really ended in 1982 
when there were very few people in the arcade business. 
At that time, a mistake might cost you some potential fu
ture income, but it usually did not take existing dollars 
from your pocket. Today, a mistake can hurt you much 
worse. Malls are not always the best spots for arcades. Rent 
and taxes can make them unprofitable. We have reoriented 
our thinking about what the 
best locations are. We share 
many things with our com
petitors, but market strategy 
is not one of them! 

REPLAY: How has this situ
ation affected your mach
ine purchases? Are you 
buying more or less than, 
say, 18 months ago? 

FRANK: More. The reason 
is because I think the games 
are better today than 18 
months ago. They're also 
more expensive, so "more" 
means not only more games, 
but also more dollars ex
pended. This causes a problem: the cost of equipment has 
risen without a corresponding rise in earnings. Does the 
means justify the end? Are we spending too much, given 
today's collections? This is a really difficult thing to con
trol. We find in many cases, the top five games in a game
room with 45 games, earn one-third to 40% of the room's 
total income. So when we get into the hit syndrome, are 
you just replacing dollars with more dollars out of pocket? 
We're not sure. We know we have to spend a certain 
amount to keep collections up, but nobody really knows 
how much is enough, and how much is unnecessary or 
detrimental. In my distributing days, I used to counsel my 
arcade customers that they had to replace a certain mini
mum percentage of what they earned last year. If a game
room earned $300,000 then I said the owner should spend 
at least 15% - say $45,000 - on new games. Today, with 
one hit coming out after another, this is harder. Killer 
Instinct was the last big hit and just when we started get
ting our costs back on it, we see reports that tell us Virtua 
Fighter 2 is doing even better. How much can we spend, 
and still make our investment pay for itself? 

TOM: Each new game seems to step on the tail of the pre-

ceding title, whose paint is hardly dry! So yes, we're buy
ing more, but we're concerned about it...and we wonder if 
it's really paying any dividends. We're in a perpetual 
search for the "point of diminishing returns." 

REPLAY: Is the tenn "arcade" a dirty word today? l1lhat 
tenn do you use, to charocterize your stores? 

TOM: I think "arcade" has finally become almost a nostal
gic term. Once, when we were refurbishing our best store, 
we had a record week when the place looked like hell 
with no carpet and a torn-up, grubby interior! If that's the 
image people have of "arcades" - and it is - then today, 
most stores are not really arcades any more. They are fami
ly amusement centers with attractive presentation and a 
certain glamor. We characterize our stores as family 
amusement centers. 

FRANK: It's not that arcade is a dirty word, but the other 
phrase has more appeal. A key to this is that redemption 
appeals to every family member if you offer the right 

prizes. "Family entertain
ment center" just has a bet
ter ring to it; people respond 
to it without thinking of the 
old arcades - which was 
primarily video and young 
adolescent males. 

REPLAY: In general, are 
malls and other landlords, 
city councils , parent 
groups, and zoning author
ities more receptive to new 
fun centers these days? 

TOM: In malls, in particu
lar, arcade acceptance is 
greater. If a mall has a secu
rity problem of its own, they 

might hesitate about bringing in an arcade, for fear it could 
make the problem worse. (I think we've shown the reverse 
is true.) Mostly, though, malls, city councils, and com
munity groups are still skeptical but they will check your 
track record and you can win full acceptance. It's a heck of 
a lot better than it was in the 1980s. 

FRANK: Yes, Tom has had much experience with appear
ing before zoning boards and he's very good at it. If you 
back up what you preach with action, the best referrals are 
from places where you're already doing business at the 
time. We get letters from landlords which we show tooth
er sites and expand our business. Malls today not only de
pend on entertainment, but want to make sure we offer 
family appeal. Malls are hurting, as we all know, and en
tertainment is one way to help bring people back and en
courage them to stay longer. 

REPLAY: Do you rotate equipment much between your 
arcades? 

TOM: Constantly! A related question is, do you have to 
move redemption games around? Maybe half as much, but 

Page94 February 1995 ReP/ay Magazine 



we do move it around. Most of our customers in malls and 
neighborhood situations are repeat customers. We move 
equipment inside stores, and between stores. 

FRANK: The only exceptions are the hits. We have to have 
them in 90% of our stores, so we don't move them because 
every location already has them. And if it's a real hit, it will 
continue earning in that spot for a good long time. 

REPLAY: Have you added or dropped any arcade sites 
this year? 

TOM: We added three and dropped one - it was actually 
our first one and we were very fond of it, but collections 
had declined over the years. With more and more empha
sis on redemption, your customer base changes from ado
lescent males to the entire family. That meant we needed 
to move that arcade to a better, brighter, more accessible, 
family-friendly location inside a certain mall. However, we 
were unable to convince the mall to let us move. Since we 
couldn't get what we needed, and the mall wanted to im
pose additional conditions that were not good for us, we 
opted out. We're here to make money! But it's indicative of 
the competition in this business that two other chains 
were ready to step in and meet those conditions. We say, 
more power to them. 

FRANK: Our principals 
could see that a small outfit 
might be right, not to be at 
the mercy of our developers. 
We must earn a profit or we 
can't support our employ
ees. In the two arcades we 
opened last year, we foc
used on lower rent angle -
not necessarily a regional 
mall. We're looking to re
duce expenses like rent 
overhead and reduce the 
competition. Maybe we'll 
put an new store into a region where we won't see a large 
FEC opening. Sometimes smaller is better. 

REPLAY: How's your competition faring? 

FRANK: It seems they're doing a few percentage points 
worse than we are. 

TOM: But as a caveat, we always point out that we're a 
small sample, although geographically dispersed. So we 
may not be the best judge of another, larger, arcade chain's 
performance. 

REPLAY: Were many arcades bought or sold in your 
state last year? 

FRANK: I've heard of several for sale, probably at unrealis
tic prices, and that's why they're not selling. There are too 
many for the area and things are backing up. We used to 
have almost a monopoly on large amusement centers in 
this area; in the last year we have six new competitors ... 
some within a mile and a half1 Obviously it's too much for 
the market, it's spreading out the player base, and not add
ing to the player base. Since the market won't support this 
expansion, we feel some of these places will wash out as 

the years go by. They'll either have to sell at a good price, 
or go out ofbusiness. 

REPLAY: Let's talk about NANI, the National Amuse
ment Network that is being launched by AMOA. What's 
your reaction to this idea? 

TOM: NANI still has much development and explanation 
to do about what it means to an arcade chain. The idea is 
good; it's an inevitable part of the whole telecommunica
tions expansion. Trying to shy away or stick your head in 
the sand could be fatal. So we're trying to look ahead and 
see how we could use it. We could really make use of 
head-to-head competition between our arcades in different 
states, and I'm a little disappointed that this feature won't 
be available from NANI right away. But I understand 
you've got to crawl before you walk. We also hope to be 
able to receive games by downloading; I think that's in
evitable too and I hope it means lower prices. But I'm wor
ried it may also mean arcades lose even more of what dis
tinguishes them from the home. What makes arcades stand 
out is substance and style of playing games and atmos
phere. We're barely keeping up with the home today, 
thanks to our superior joysticks and better steering wheels, 
our redemption prizes, and other unique elements. 

FRANK: Game rooms have 
a big plus going for them, in 
terms of socialization and 
competition. When I was a 
kid, we used to congregate 
around the corner store's 
pinball and pool table 
because we wanted to be 
with our friends. You still 
can't get that in the home. 
We believe NANI's tech
nology could have strong 
possibilities for making ar
cades even more attractive. 

REPLAY: Are you concerned about new multimedia 
like the Sega Channel, NTN Communications, etc? 

FRANK: Manufacturers will always pursue any venture 
where they can make the most money. We can only hope 
there is always a place for people to go where they can 
congregate and enjoy each other's company. We have to 
hope the factories will continue offering equipment that 
encourages that. But yes, we do feel a certain amount of 
concern that some companies may focus on the consumer, 
home side of the business so much, that it causes us a pro
blem ... and that's why I'm in love with redemption at this 
tim. I e. 

TOM: Everything has its cycle. The yuppies of the 1980s, 
who were eating out every night and driving two imported 
cars, are now parents ... and they have put the stress on 
home entertainment. When their kids get older, the malls 
will come back and so will our business. 

REPLAY: How important is video to your route? 

TOM: Video is still king, but it couldn't carry us all by it
self. Driving simulators and fighting games seem to be the 
only ones that make money. 
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REfLAY: Okay, so what's your reaction to today's 
machine prices? 

FRANK: Today's prices are high and hard to swallow with 
$5,000 to $20,000 machines. How many and how fast can 
you absorb them? It's pretty unrealistic for video manufac
turers to expect the market to absorb them as fast as they're 
putting them out. The street operator has revolted and is 
almost 100% a "kit man. " Even arcades like ours can't 
afford to buy every hit that comes along- especially not 
when they're thematically so similar to the previous hit. 
Our strategy is to buy top, top hits and stay current with 
kits and conversions. 

TOM: We're not above selling out of a game when it is just 
past its peak, using intelligence we gather about what's 
coming down the market. We recently blew out two games 
early, a very hyped fighter and a very hyped driver, to buy 
the successor games from the same companies that earned 
even more strongly. 

FRANK: You have to be creative, not afraid to move and 
be flexible. A strongly earning piece like Out Rwmermight 
be traded in quickly, in favor of a newer, similar game that 
will earn even better. Just because factories have a high
earning game, they think distributors should sell the heck 
out of it, with no understanding of what the rest of the 
market is dictating ... for instance, if there's an even higher
earning piece coming along, or if you have reason to sus
pect the game's earnings may fall off suddenly. 

TOM: Another issue is that you may need the hits only 

when the kids are out of school - during vacations and 
holidays. The rest of the time, a high-priced hit may not 
justify its cost. 

FRANK: We covered our locations with a major dedicated 
game last summer. Three months later, there was a close
out. That meant the value of our equipment depreciated 
50% in three months' time. We can't afford that, and of 
course there was no used market. This is why you have to 
be cautious. 

REPLAY: What is the best play pricing you can get on hit 
games, and how long can you keep it at that level before 
reducing play pricing? 

TOM: Except for outstanding games like Daytona USA, 
which commanded dollar play, 50 cents is probably the 
most you can expect, and 90 days is probably the average 
or standard time when you need to reduce that. You adjust 
prices based partly on seasonality, of course, and might 
hold the higher price longer if it's a holiday time. But in 
general, prices must come down to keep up player interest. 
Pricing isn't just coin drop; game time and difficulty set
tings must be studied by your in-house experts so players 
can get the most out of each game. People don't want the 
game to be too easy, nor so hard it can never be mastered. 
You have to set it just right, balancing all of these factors ; 
otherwise you're giving away more than just pricing. 

FRANK: Some true hits can keep the price up much 
longer than three months. Daytona was one of the indus
try's true exceptions, which not only maintained a $1 per 
play price, but increased overall income in our stores. Nov
elty of gameplay and presentation achieved this ... but there 
aren't many games like that around. 

TOM: In my experience of current events, although the 
purchase price of equipment has increased geometrically, 
on average I think virtually everywhere our customers' 
pressure and competition with other stores is pushing play 
price in the wrong direction. We have pressure to reduce 
prices, when cost of equipment and overhead are much 
higher, so play pricing should be higher. If you pay $40 or 
$50 bucks for a CD-ROM disc, you won't pay $1 for the 
average coin-op version of a fighting game. Those will be 
continuing areas of pressure. 

REPLAY: With video so problematic, how heavily are 
you involved in redemption? 

FRANK: We're very, very heavily involved in redemption. 
It's one of our main focuses and has picked up the slack 
from lower video earnings and from the whole financial 
situation. Redemption is a difficult business: it takes more 
people, more attention, more procedures. On the other 
hand, they haven't been able to duplicate this on home TV 
screens! Typically, the average Champions arcade allo
cates 40% of its space to redemption, plus counters which 
could make it close to half the total space. Typically the 
number of games is not that high a percentage; they are 
larger games and take more space than video. As we said 
earlier, we do rotate redemption games amongst locations, 
but not as often as videos, and we don't add as many new 
redemption titles. That's one advantage of redemption. 
The difficulty is that you spend at least 20% of the gross 
from premium games on prizes, instead of new equip-
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ment. The cost of tickets, employees, management, ship
ping and bookkeeping may make it more like 25 % . 

REPLAY: lVhat's your approach to prize merchandise? 

FRANK: We have beautiful counter space with the most 
current prizes and the latest hit items. We also have staple 
prizes - radios, TVs, housewares, porcelain, collectibles, 
bikes, and so on. We used to keep a catalog on the counter 
with even more expensive prizes, so players could save 
tickets for a certain prize and we'd order it when they got 
close. We also encourage players to go for larger prizes and 
save their tickets, so they have a reason to come back. The 
key to the redemption business is that it has brought in 
new players, helping us sustain our income levels. Sharon 
Ash is an outstanding merchandise buyer, by the way. She 
deals with 25 or 30 suppliers, although we do most of our 
business with a dozen or so. 

TOM: Sharon's got to attend merchandise shows, gift 
shows, and do all kinds of market 
research because our customers cover 

REPLAY: So, do you believe the new simulation centers 
and multi-use sites like Blockbuster Block Party, the 
mini-theme parks, and others have a future in the USA? 

FRANK: It can work in certain isolated markets, but there 
are not that many places in this country that can support 
these operations. Meantime, they can hurt everybody to 
some extent. Long term, it can be a plus if we all learn the 
lesson of what works and what doesn't. 

REPLAY: lVhat steps have you taken recently to make 
your business more competitive? 

TOM: We are becoming more professional businessmen. 
We can't sit back and let the games be played by them
selves, and simply count the quarters. We work hard to in
crease our top line and reduce overhead. Games are not 
the only source for entertainment experience anymore; 
people have many choices and we have to ensure that they 

choose us through marketing, custom
er service, and creating an appealing, 
inviting atmosphere. 

the entire demographic spectrum. 
We're always adding and dropping 
suppliers as we enter new areas and 
look for the right prices, delivery, and 
so on. We also pay attention to the 
movies and have themed merchandise 
- Batman was good, Dick Tracy was 
bad. We had merchandise for both. 
This sounds unique to us, but we game 
operators are learning to be good retail-

"Redemption is a 

difficult business: it 

takes more people, 

more attention, more 

procedures. On the 

ers. other hand, they 

haven't been able to 
FRANK: We'd like to have a "Power 
Ranger" before the stores have it. This 
gives our players an incentive to come 
in and play for that particular prize. 
This has happened in the past. If mer-

duplicate this on home 

FRANK: We have streamlined our 
costs. We watch the employees' hourly 
wages, and try to reduce manpower 
without neglecting the stores. We strive 
to polish our customer service and en
courage people to return. We watch 
our expenditures as much as possible 
with careful budgeting, tracking our 
cash flow, and all that paperwork. If 
we're ever on a roll again, we'll be bet
ter business people for that. We're also 
emphasizing our strengths: giving re
demption tickets with change for high
er denomination bills; and marketing 
with many contests and newsletter 
promotions. 

1V screens!" 

chandise is bad, you have to get out of 
it early. If we had a choice, we'd go 
back to 1974 and avoid this entire 
headache, but we don't have a choice and 
so we pay very close attention to our prize inventory. 
Selecting the proper items can't be done on a computer 
yet! 

REPLAY: Have you found yourself competing with at
tractions like virtual reality, multiple linked simulators, 
and the like? 

TOM: We've seen virtual reality in some FECs, but we 
haven't seen them in dedicated centers. They're exciting, 
but expensive to own and operate. Putting them in the 
same category as FECs and pocket parks, they all look 
good their first year. But unless they have a heavy volume 
of transient traffic, I don't see them as a long-term success 
because there's no mechanism to change the attraction 
often enough to appeal to their repeat customers. The 
break-even operating cost may be lower per foot than a 
mall arcade, but they have to sustain high levels of income 
to make money year after year. Constantly chasing new 
technology is not cheap! 

-Frank Ash 

REPLAY: lVhat's your feeling about 
overall relationships between manu

facturers, distributors and operators these days? 

FRANK: Distributors understand our problems. Factories 
only want to hear about their own problems. They don't 
want to hear that we may not be able to make money with 
the world's greatest hit, under certain conditions. The only 
thing they seem to understand, the only time they listen, is 
when we don't buy. Then they listen to the market and get 
more realistic about what they produce and how they 
price it. 

REPLAY: lVhat do you hope will happen to improve 
business? 

FRANK: We hope the weather will improve! We also look 
for a fallout of the non-professionals who are not doing 
business the right way and who hurt all of us with over
saturation. We're hoping this "better economy" we've been 
told about for the last 18 months, will really filter down to 
low-priced entertainment. I also hope the new equipment 
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will become more fairly priced. I have a sneaking suspi
cion that the correct price for last year's fighting game was 
somewhere between the original asking price and the 
eventual close-out price. 

TOM: If that had happened, we would have made more 
profit from it and had more money to spend on the next 
game. 

REPLAY: What's the most important thing you've 
lea.med about the business over the last two years? 

FRANK: One of the big lessons is to be careful in expan
sion. You never know who you're competing with, or will 
be competing with. If you're looking at a potential site, you 
must ask yourself: "What would happen if X opened two 
miles away? Can I afford that much less business, and still 
earn a profit?" The other lesson is that change is inevitable. 
That's true of many things, and specifical-

we didn't have it. 

TOM: But we still feel we were right. Our predictions 
came to pass: the politicians beat the issue to death, and 
they beat us up in the process. No differentiation was 
made between home and coin-op. AAMA president Steve 
Koenigsberg spent many thankless hours, sitting in front of 
Congressional committees. Other trade members spent 
many hours, trying to come up with guidelines. It's not 
over yet, because quite a few state legislatures around the 
country have bills pending that deal with "violent" video 
games - and those bills almost all mention taxes! We 
were not approaching this issue from a moral basis, but 
simply as good citizens with the common sense that says 
"don't let children play with matches." We could also see 
that violence was going to hurt the business we've all built. 
But we got far more complaints about not having violent 
games, than praise for taking a stand on principle. 

ly true of our industry in the last two ~··········· years. You must be prepared to change 
REPLAY: Are you satisfied with the 
industry's response to this problem so 
far? your thinking and procedures, or you'll 

be left behind. New factors pop up 
every week, so you must keep your ear 
to the ground and know how to react 

"Games are not 

the only source for FRANK: The issue is what's good for 
our business, and the industry? Unless 
we put some reforms into practice, our 
industry can still suffer serious fallout 
from violence in our games. So far, the 
industry's response has been very min
imal - "We're thinking about ratings 
so we can label these games and con
tinue to use violence." If we put age-re
stricted games with special labels into a 
certain section of an arcade, how will 
that look? Will it even work to keep 
younger kids from seeing objectionable 
content? Nobody knows. We have to 
hope that cycles of public taste may 
change eventually, to where other 
kinds of entertainment are more pop
ular. Our industry could really use 
some fresh ideas, something else be
sides another martial-arts rehash. 

- and that's not easy! entertainment 

TOM: McDonald's, when they were 
founded, never served breakfast and 
never expected to serve chicken. But as 
people became more health-conscious, 
the market changed. McDonald's saw 
themselves with facilities in place, but 
the cars were driving past without 
stopping. So they changed their menu, 
which they never expected to do. The 
point is, you can't dismiss any idea out 
of hand. I've never failed to learn some
thing from every person I've talked to 
in this industry. 

experience anymore; 

people have many 

choices and we have to 

ensure that they choose 

us through marketing, 

customer seIVice, and 

creating an appealing, 

inviting atmosphere." 

-Tom McAuliffe 
REPLAY: Champions was one of the 
first - and most prominent - to 
speak out on the issue of violence in 
video games. m 1992, you announced ''we refuse to buy 
and use these controversial games." How was that 
received? 

FRANK: I think we made a wonderful stand for Tom and 
Frank, but it didn't mean a hill of beans for the rest of the 
country. We tried to organize our efforts without risking 
antitrust suits. We felt our industry was offering a very 
poor image to the public. With all our industry's other pro
blems, having blood and guts displayed to such a degree 
that we got negative editorials all over the country, was the 
wrong way to go. We expressed our displeasure by not 
buying certain games. A game with body blows like Street 
Fighter was acceptable; a game with blood and dismem
berment like Mortal Kombat was not. We made that stand 
and got lots of sympathy, but nobody followed us with any 
action. We turned out to the be the only ones who made 
this stand, and it probably hurt us financially. Some peo
ple requested certain violent games and walked out when 

TOM: Our industry has been taking steps to deal with the 
criticism and the symptoms, rather than trying to solve the 
underlying problem. Although there haven't been any 
super-objectionable games lately, that could be because in 
the newer games, the worst gore doesn't happen until the 
later stages of gameplay. It also seems that manufacturers 
haven't really thought seriously about cleaning up game 
content. We're glad we took a stand against violence, be
cause it raised the industry's general awareness level about 
this problem. But taking this stand didn't have much other 
impact that we could see. 

REPLAY: It did remind some of us that certain things 
are actually more important than just making money
a revolutionmy thought, these days. It also confirmed 
what we akeady knew: that Champions is a classy op
eration run by two fine men. Thanks, gentlemen, for 
your time and your thoughts! • 
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John Margold has just 
entered his 21st year in 
coin-op. He originally 
ki.cked off his career as a 
jukebox salesman for 
Rowe's Dedham, Mass. 
office, where counts 
himself lucky to have 
had teachers like Mar
shall Caras and Chuck 
Arnold. "Chuck made 
me work in the ware
house and parts depart
ment," John recalled. "I 

wasn't crazy about it at the time, but later came to appreci
ate that he'd given me a useful and diverse distributing 
background." That knowledge came in handy when John 
managed Bally Banner's distributing office in Philadel
phia. "I cut my teeth in distributing and that makes me a 
little unusual for a factory rep at this level," John observed. 
"Worki.ng closely with operators gives you a perspective 
that never leaves you. " 

John's success in Philadelphia led Bally to put him in 
charge of its flagship Midwest Distributing office near Chi
cago. When that branch was sold to Frank Gummo in mid-
1980s, John went back East...this time to Betson, where 
triple cranes were booming and other redemption product 
soon followed. His main task was worki.ng with Betson 's na
tional distribution network. In August of '92 he retumed to 
Chicago, this time joining NSM America. As VP of sales 
and marketing, he leads their music and ki.ddie ride divi
sions covering the Americas, north and south. "I started 
with jukeboxes and now I'm back with jukeboxes," John re
flected, "although it's a very different music market today!" 

REPLAY: John, what kind of year did NSM have in 1994? 

JOHN: Our floor model sales in 1994 were not as strong as we 
would have likOO, but our wall-mount jukeOOx sales were excellent 
And, our kiddie ride sales fur the EMf division were OOt:ter than 
anticipatoo. So to sum up, rd say it was a gcxxl ya:ir, but not up sig
nifu:antly fium the previous. This W<Nl't any Slllprire to us, sinrn the 

L 

primal.y jukeOOx locations have alrmdy 003n moot:ly 
mnvertoo. to m jukeOOxes. Now we're just starting to 
soo replarament sales. 

REPLAY: Is NSM's sales!mw'ket share in 
the U.S. trending up? 

JOHN: Our market share didn't grow much in 
'94, not significantly anyway. But this wasn't a surprise to 
us, either. Our concentration in 1994 wasn't on growing 
sales or market share. Instead, we concentrated primarily 
on two things: first and foremost, '94 was a year of restruc
turing and expanding our support mechanism: service, 
parts, field training and the like. As you know, we grew 
very fast in the last several years. So many operators 
climbed on the NSM train that we had to beef up the 
engine that pulls it. The worst thing we could do would be 
grow like we did and not support all the operators' equip
ment in the field. So we made the decision to invest most 
of our resources into increasing our service department, 
more parts stocking, more trained technicians, and we 
held more service schools in more cities than ever before 
- about 60. Frankly we expect to continue that emphasis 
in 1995. 

REPLAY: We'd like your candid assessment of the "state 
of the industry'' today. Sales and earnings seem down 
across the board; many say we've entered another 1982-
type period. Do you agree? 

JOHN: It's a bit difficult for me to assess state of the indus
try from NSM's perspective, because of the dramatic 
growth we've experienced in recent times with our juke
boxes. If the industry has been entering a severe downturn, 
we haven't felt it. Despite our greater emphasis on support 
systems in 1994 and our lesser emphasis on sales, we had 
a good year. Again, frankly not great, but good. In relation 
to the kiddie ride business, ever since we introduced the 
EMT product line to the U.S. market, sales have done 
nothing but grow. 

Now let me address your question from an industry
wide perspective. Are we in a 1982-type downturn? I 
know from talking to our distributors and other manufac
turers that things have been quite slow on most coin-op 
product fronts. But from what I see, the "back to basics" 
philosophy is stronger than ever among street operators. 
Jukebox sales, like pool table sales and dart sales, are doing 
well in relation to video and pinball. I personally believe 
what the coin-op industry is seeing, is a period of change 
and the upset that typically goes with change. Technology 
is changing everything these days. It's getting harder and 
harder to dazzle the consumer with coin-op product, when 
they have access to so much right in their own homes. 
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Pricing is another factor. Manufacturers must adjust 
their selling price to reflect rising costs. But operators can't 
easily adjust their selling price. A U.S. dollar coin will help 
a great deal. Also I believe a lot of operators are holding 
back right now. They are stalling their purchases as long as 
they can do so, to see what they will come of all this tech
nology. If we as an industry - we call ourselves "coin
op," but we should probably call it the "entertainment in
dustry" - if we are suffering, then we're not following the 
trends in the rest of the country. Newspapers talk constant
ly about a strong economy; in the Chicago area unemploy
ment is down to 5.4%. My personal opinion is that we're 
on the verge of entering a very strong period- it's not here 
yet, but it's coming. Technology can do phenomenal 
things for jukeboxes. Manufacturers who are willing to em
brace it, as we are, will soon be dazzling the public. But 
this period is probably 12 to 24 months down the road. 
Only the financially healthy 
and smart companies will 
have the resources and 
patience to survive. 

REPLAY: Do you foresee a 
shakeout of factories, dis
tributors, and/or operators? 

JOHN: Yes, that I do. But let 
me confine my comments to 
jukeboxes and kiddie rides. 
Kiddie rides have experi
enced superb growth in re
cent times, fueled by the 
trend toward FECs and also 
by children's interest in all 
things interactive. That's 
why our rides have interac
tive features like gas pedals 
and horns that do things. 
That's why a number of kid
die ride manufacturers at 
trade shows have gone from 
a handful few years ago, to 
at least two dozen today . 
When the FEC boom is over, 
I think the number of ride 
companies will go back to
ward six. 

The jukebox industry is 
undergoing dramatic change 
as well. I honestly feel some of the current jukebox manu
facturers will drop off in the next two to five years. Tech
nology is so rapidly changing the way we record, store, 
transmit and reproduce music, that those manufacturers 
whose equipment is inflexible .. those who haven't invested 
in research and new system design ... will shortly find 
themselves with totally outmoded products. I can tell you 
for a fact, NSM's earnings from jukebox sales - despite 
the high level of units out the door - are undoubtedly the 
lowest in the industry. That's because every penny is being 
invested into R&D and has been for several years. 

REPLAY: What business philosophy guides NSM, and 
what sort of big-picture market strategy is set by the par
ent company? 

JOHN: NSM does not think in the short term. Coming from 

U.S. business environments, it was difficult for me to adjust 
my thinking when I came to NSM. I was used to the philo
sophy of "Get the sale today, don't worry about tomorrow." 
NSM is in the jukebox business to be profitable, I should 
make that clear! But the philosophy is long-term. The more 
profitable we can make the operators, the more profitable 
we will be. So my number-one mandate is to make sure 
NSM operators are profitable ... and stay that way. That 
means you don't hide things from them, and you don't try 
to get them to buy a product they don't need. What you 
must do, is support them in the field as best you can. 

The big picture is this: operating jukeboxes is changing. 
NSM is not only going to be part of the change, we're on 
the front lines of the change. NSM operators will shortly 
have earning opportunities like they've never had before. 
But they'll have to be willing to change as well. We strong
ly believe operators will have go beyond saying "I'm an 

operator and would like to 
put a machine in your loca
tion," to "I'm an amusement 
consultant and would like 
to help you sell more beer 
and get p eople to stay 
longer." 

Back in the 1980s when 
ms were coming, NSM had 
a choice: we could modify 
our 45 changer to handle 
CDs, or start from the 
ground up to develop new 
changer ... which of course 
we did. At first operators 
balked and the sales depart
ment went berserk. It looked 
more like a microwave oven 
than a jukebox, and it re
quired operators to learn 
something new and buy all 
new parts. So we paid for 
this decision in immediate 
sales: they didn't come as 
quick as they could have, or 
should have. But now the 
progressive operators have 
embraced us. So the big-pic
ture, long-term strategy 
seems to work. 

REPLAY: NSM's music line 
now includes what products? 

JOHN: Our line includes the Solid Gold floor model, the 
Nostalgia Gold, plus a hideaway unit for back room instal
lation with wall selectors - although this is used mostly 
by distributors and large operators as a test fixture for their 
shops. And we have three wall-mount jukeboxes: the Per
former Wall, the Old Fashion Wizard, and the Firebird II. 
We also have a full line of accessories, of course, including 
our new Black Thunder speakers. 

REPLAY: What sort of reaction have you had to Solid 
Gold? Are any modifications to this unit planned for 1995? 

JOHN: Sold Gold sales have been average - not spectacu
lar and not poor. As I said earlier, our emphasis in 1994 
has not been on units out the door, or we could have per-
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haps sold a few more. Solid Gold is larger than our previ
ous model, and has high-up animation, so theoretically it's 
more eye-catching and has a greater presence. Of course, 
we're always looking at new models and updates, and I've 
seen close to 100 drawings and probably six or eight proto
types in the past six months. So we will be building a new 
floor model, but I haven't got a release date. We anticipate 
it will be sometime in 1995. 

REPLAY: Is another "Gold" machine in the works? 

JOHN: If you mean, will we make Solid Gold into a series 
as we did with the "Performer" series, the answer is no. 

REPLAY: On the subject of music software, how many 
operators have switched to CD? How many are still run
ning vinyl? 

JOHN: I'd roughly estimate about half the jukeboxes on 
route are CD now, perhaps a bit less than half. By the end 
of 1995 I hope to be able to say 60% . 

REPLAY: Since CD jukeboxes 
have been widely available for 
about five years now, that repre
sents a 10% infiltration of the total 
jukebox market each year ... not too 
bad! 

JOHN: No, it isn't. Keep in mind 
that in one-third of locations, if the 
jukebox wasn't already there and 
paid for, they wouldn't put one in. 
Some jukeboxes earn $14 a week; 
some are location-owned. If you 
said, "How many CD jukeboxes are 
on viable, decent locations on oper
ators' routes?" then I'd guess around 
20% of the 250,000 American juke
boxes are not in viable location. 
That would mean 60% to 65% of 
the decent stops have CD, and all 
the good operators do. 

believe the only time a CD jukebox won't justify its cost, is 
when the location traffic simply isn't there. Sherlock 
Holmes once told Watson, "You can't make bricks without 
clay." Even a great product needs customer traffic. 

REPLAY: What's the availability of hits on 45ipm today? 

JOHN: It seems to be spotty. Spanish music, for example, 
is tough to get on 45. This is probably why CD jukeboxes 
have sold very well in that market. Top 40 music is also 
"off and on" available on 45. However, a good percentage 
of country music is still being released on vinyl. For any 
further or more elaborate answer, I'd refer you to the ex
perts at the one-stops. 

REPLAY: Many operators claim vinyl sounds just as 
good as CD in a tavern environment. True? 

JOHN: The answer is yes, CD and 45 music can sound just 
as good in a noisy tavern environment...or at least, they 

sound so similar to human ears, it's 
not worth quibbling about. But if, 
after making a $5 ,000 investment in 
a new CD jukebox and a bunch of 
new CDs, the operator buys a $40 
pair of speakers ... or even worse, 
hooks up this new jukebox to the 
existing wiring and sound system 
which he first installed in the loca
tion in 1963 ... the CD jukebox might 
sound even worse than a 45 
machine! That's because that great 
CD capability is filtered through 
those terrible speakers. We're only 
as strong as our weakest link; sound 
systems are the same. That's why 
NSM commissioned Pyle Industries 
to build a great private label speaker 
for us , the one we call the Black 
Thunder. We've been marketing it 
about a year through our distributor 
network, and it really makes a dif
ference. 

REPLAY: As you know, many 
operators still dislike buying an 
entire CD album for one or two _J_oh_n_M_a_rg_o_ld ___________ _ 

REPLAY: How long a future does 
CD have? What's likely to replace 
it, in the music stores? 

popular songs. How does the high
er expense work out, as against the higher play pricing 
that CD can achieve? 

JOHN: First I think the compilation CD companies have 
done an excellent job in providing a base for popular songs 
on a single CD. I'd estimate the average CD jukebox has at 
least 20% compilation albums. If you add greatest hits al
bums, it probably jumps to 40%. Second, I believe most 
operators would tell you that the ability to increase average 
price per play has, in itself, offset the additional cost of 
CDs. Third, the additional plays that a CD jukebox can get, 
further offset the cost of CDs. And fourth, the CD jukeboxes 
of today can do much more to enhance earnings. They can 
fade out exceptionally long-playing songs after a predeter
mined amount of time; they can also play about 30 min
utes more music per day in a location, because of the re
duced delay time between selections. So that's another rea
son CD jukeboxes have further offset the software costs. I 

JOHN: First, I'm going to bifurcate your terminology. Digi
tal technology - that is, reducing reducing sounds, pic
tures, text, whatever, to simple numeric digits - is here to 
stay for an indefinite period of time. No one I've talked to 
in the technology field can imagine coming up with any
thing nearly as efficient or flexible. In fact, little effort is 
being made to replace digital technology. Digits are to in
formation, like atoms are to physical matter. CDs, as you 
know, are just a medium for storing these digits in an effi
cient fashion .... in a way that can be sold as music, then tak
en home and decoded on a CD player. 

Next, let me make it perfectly clear that neither NSM, 
nor any other jukebox manufacturer, has any control over 
what the music industry does. The entire jukebox industry 
isn't even a respectable-sized pimple on the music indus
try's behind. So I'm saying the very best thing a jukebox 
manufacturer can do, is to be flexible. When the music dog 
wags its tail, we can swing with it. And that's NSM's entire 
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emphasis on the development of new product: flexibility. 
What's the future for the CD medium, the CD format? 

We don't know. And we have no control over it. I suspect 
it will be with us for some time, even when a new format 
is introduced. So many CD home players are now in the 
field, they represent a significant market to music produc
ers. Also, CD players are now so cheap, compared to when 
they were first introduced, that even if new formats are of
fered, the CD players will still have a position on the home 
stereo rack. 

The technological step that is now being taken, that 
could potentially have the most effect on digital media, is 
compression. I won't get technical here, but it is possible to 
condense a song's worth of digits down to a mere fraction 
of what is currently being used as space .... perhaps as much 
as ten times less space. The compressed CD of the future 
might old close to 1,000 minutes' worth of information. 
Again, I go back to stressing flexibility: the NSM changer 
has individual trays which can be re-
designed and switched out in minutes, 

Today, home stereo systems are all components: you 
can add, change, upgrade, whatever you want to do when
ever you want to do it. That's almost an exact parallel to 
the jukebox at NSM. Years ago, everything about a jukebox 
was integral, big, bulky and bolted in. Wires ran every 
which way. Not anymore! Now the jukebox is totally com
ponentized. If one tray doesn't work for a new type of CD 
format, change it. You say the magazine that holds 50 CDs 
doesn't fit in this new format? Change those! The key is 
flexibility. 

REPLAY: Tom Petty broke a new single on the computer 
modem infonnation networks last faH. Was this just a 
publicity stunt, or does it have more serious implications 
for the future of the music (and jukebox) business? 

JOHN: I can't say whether it was a publicity stunt or not; I 
have no inside knowledge. But to us at NSM, it was just 

another example of how rapidly and 
pervasively technology is affecting the 
music industry. if this new CD technology of compres

sion comes to fruition. "There's some truth in 
REPLAY: Several years ago, Steve 
Devlin and Emery Kerlez wrote in Re
Play that major communication fems 
like 3M are encroaching on the juke
box business by placing sophisticated 
music systems into upscale taverns. 
How serious is this threat, and how far 
along is it in U.S. locations today? 

REPLAY: Lefs talk about download
ing music. This is already happening 
in Japan with karaoke, and a couple 
of workable (but expensive) systems 
have been demonstroted here in the 
States, with major jukebox manufac
turers showing serious interest in this 
technology. What is NSM's posture on 
aHthis? 

the assertion that 

some operators don't 

buy unless they have 

to. But I think we 

need to work on 

operators and 
JOHN: The threat to the coin-op indus
try by current outsiders is serous -
very serious. The 3M music systems 
are just one example, and there are 
many others. The message to all of us, 
manufacturers and operators alike, is 
very simple: either we provide the best 
services possible, or someone else will. 
Either we make the new technology 
work for our locations, or someone else 
will. Either we change, or we're out. 
That we believe. 

JOHN: First lets look at the background 
of those kinds of systems. Almost any 
kind of information can be reduced to 
digits, and it can be put into almost any 
format. It can be transmitted across 
phone lines, or cable, or satellite. I 
could actually give you a big long 
number of ones and zeros over the 
phone to you, orally, and if you had 
the time, you could decode it. This 
technology is not "tomorrow" technol
ogy; it's going on right now. The medi-

distributors to incite 

enthusiasm, to 

develop product that 

earns well and 

therefore the operator 

wants to buy it." 
The biggest threat to NSM's existing 

market share, it's possible, may not be 
our direct competitors. It could be these 

"outsiders." For starters, background music systems and 
pay-for-play jukebox systems are quickly becoming the 
same thing. Our jukeboxes can automatically switch to 
background music under certain circumstances, or per a 
predetermined time schedule which can be programmed 
by the operator. Or it can happen by simply pushing a but
ton on a wireless remote. So it's a question of who is en
croaching upon whom? Modern background music sys
tems can now get their music from a satellite dish, in digits. 

um which this information ends up on 
could be CD, computer hard drive, or a computer diskette; 
and it could be encoded magnetically or optically. Or there 
can be no storage medium at all, which would be similar 
to live television broadcasts ... such as a real-time picture
phone transmission where nothing is recorded, but data -
in the form of sounds and images - is encoded, transmit
ted and decoded. 

I've already alluded to how NSM is posturing itself. 
We're staying at the forefront of technology as it applies to 
location entertainment. We're totally aware of what's going 
on, and have been developing and testing ideas right 
along. We're building our products today, in a way that's 
consistent with everything we've learned. Our jukeboxes 
won't be readily outmoded. Look at the home stereo prod
uct of 20 years ago, and compare it to what they sell today. 
Home stereos used to be big wooden consoles that looked 
like a piece of living room furniture. You couldn't add a 
tape player or change the tuner or amplifier or turntables. 
All the components were integral. That's how jukebox's 
used to be. 

So what I'm saying is that the operators will have to be
come more versatile and more capable in the services he 
provides. The days of putting a piece of stand-alone hard
ware in the corner bar are coming to an end. Operators of 
the future will be coming into locations with a book of en
tertainment services under their arm. Different services 
will cost different amounts. They may even be collected 
differently: some from patrons' coins and bills, and some 
from monthly location payments. We at NSM are well 
aware of this threat and firmly intend to offer operators the 
tools to remain competitive. 
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REPLAY: RCA is selling many of its new pizza-sized sat
ellite dishes for DDS (direct digital satellite) 1V seIVice. 
Will this type of technology be employed as an alternate 
means of delivering payjor-play music? How soon? 

JOHN: The top official of the Federal Trade Commission, 
Lee Hunt, has recently announced at a consumer show 
that "TV is about to be reinvented." Newspapers are now 
reporting that "digital TV is coming and over the next 15 
years it may profoundly change U.S. life." So the technolo
gy that we've been talking about in this interview is well
established. Some call it digital TV, some call it hi-defini
tion or hi-resolution TV. And yes, music can be transmit
ted and received in virtually the same way. Digitalization 
is the key. 

At NSM, we've been studying the use 
of cables and use of satellites. Right 

other kinds of entertainment available. And the tavern 
owners need to compete with this. But the big key is, tav
ern owners have to be better promoters and businessmen 
than ever before. Most patrons aren't out to simply drink 
themselves silly. They're out to have a good time, and the 
laws are such that having a good time cannot include dri
ving home with more than just a few drinks. That doesn't 
mean people can't go to the tavern play a game of nine
ball, can't shoot darts, or can't meet with their friends. 

Promotion is the key to an operator's and a barroom 
owner's true success. NSM operators will shortly have 
what I believe is a big edge: our parent company, NSM 
Aktiengesellschaft, in conjunction with American agen
cies, has developed a new operator support program called 
"M.U.S.l.C." It stands for "Music in Cooperation" and it's a 

whole host of things designed to 
increase tavern and jukebox business. 

now, there's one major inhibitor to 
using these systems for pay-for-play 
entertainment: price. No matter how 
you transmit digitized information, you 
have to have a vehicle. Positions on 
overhead satellites are very expensive. 
Fiberoptic cable still isn't in every lo
cation. 

"We're staying at the 

forefront of 

The program includes in-bar promo
tions like posters, banners, and table 
tents, all designed to bring more traffic 
into NSM jukebox locations. These 
aren't self-serving or amateurish pro
mos, either. They are powerful, profes
sionally produced, attention-getters. 
NSM can help the operator help his 
customer, the tavern owner, build traf
fic with promotions. We're hoping 
we'll be ready to introduce this con
cept at the ACME show. Taverns that 
build business with leagues have an 
advantage over those who do not. 
We're working on new ways to give a 
tavern owner the advantage. 

And there's another problem: the 
amount of time it takes to transmit in
formation. Sending the printed word or 
text doesn't take much time at all. 
Sound takes longer to transmit; pictures 
take even longer. Color pictures take 
the longest of all. It's like the disk on 
your computer: you can cram an enor
mous amount of words on one, but if 
you try to put pictures on one , it's 
much harder. 

REPLAY: There 's something called 
The Jukebox Network in a major Flo
rida cable 1V market. As we under
stand it, people use their home tele
phone to order "music videos on de
mand" which are then played on 
their cable Tv. How successful is this 
seIVice, and what implications does it 
have for commercial locations? 

JOHN: First, the concept you're refer
ring to is being tested in a number of 
cable markets around the country right 

technology as it 

applies to location 

entertainment. We're 

totally aware of 

what's going on, and 

have been developing 

and testing ideas 

right along. We're 

building our products 

today, in a way that's 

consistent with 

everything we've 

learned. Our 

jukeboxes won't be 

readily outmoded. 

REPLAY: Do you attend the Night
club and Bar Expo? 

JOHN: In the past, we attended and 
typically had one of our jukeboxes in 
the AAMA booth. However, many 
owners try to purchase coin-op equip
ment at these shows and we are strong
ly against this. Frankly, I'm tired of 
showing our jukebox at these shows 
and spending three days trying to con
vince the owner that he shouldn't buy 
one. Location owners should be inter
ested in what they can do to improve 
their food and beverage sales. A small 
percentage increase in beverage sales 

now. It's been in test for well over two years, and from 
what I know, it is successful from a mechanical stand
point. Cost is a major inhibitor, as mentioned earlier. Ima
gine one position on a cable, just like a current cable TV 
program, that's being broadcast to tens of thousands of 
homes. This cable would be devoted to just music videos. 
Unfortunately, it's devoted to them whether you order any 
music or not. So they still have a lot of software work to 
do, but the hardware exists. 

will overshadow almost anything they could receive from 
cashboxes. That's part of the reason NSM developed the 
new M.U.S.l.C. program, to help NSM operators strength
en their location allegiance by enhancing overall tavern 
sales. In 1995, our efforts will be toward helping the opera
tors build strong relationships with locations, rather than 
displaying our products at location shows. 

REPLAY: Don't many location owners complain about 
coin machine operators at these shows? 

REPLAY: The tavern remains the top location of Amer
ica's street operators. liVhat is the state of the tavern 
business today? 

JOHN: All considered, I believe it's healthy. Yes, drinking 
laws have affected the business. And yes, there are many 

JOHN: Yes. They say things like, "The guy never changes 
my records. Why should he get $200 a week from it? The 
money's there because of my location, my customers and 
my rent. He's living off me. I call for service and it takes 
him hours to get there. If I had the keys, I could take care of 
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it right away." Of course, the question is, how's he going to 
take care of it if he's not trained and doesn't have a tech? I 
could be dead wrong, but maybe if we didn't expose the 
product to location owners, they wouldn't say: "Hey I can 
get that myself. What do I need Joe's Vending for?" 

REPLAY: You said operators are holding back on pur
chases. Some manufacturers say operators refuse to buy 
any equipment - not just jukeboxes - unless they are 
absolutely forced to, and location shows create pull
through demand. 

JOHN: There's some truth in the assertion that some opera
tors don't buy unless they have to. But I think we need to 
work on operators and distributors to incite enthusiasm, to 
develop product that earns well and therefore the operator 
wants to buy it. I view "pull-through selling" as a last resort. 
I won't rule it out, but in 1995 that's not our approach. 

REPLAY: Do you advocate the philosophy of "get 'em in 
the jukebox habit while they're young"? How can the in
dustiy do this? 

JOHN: I think the best area for that is the pizzerias. Unlike 
other types of fast food, after you've ordered your pizza 
you have to wait 15 to 20 minutes. Listening to music 
makes that time go by pleasantly. So I think operators are 
doing a good job of this. 

REPLAY: Jn addition to the obvious taverns and pizze
rias, what other sorts of locations are popular for juke
boxes these days? 

JOHN: Tough question! We're fortunate to have this wall
mount jukebox which takes up so little space. It really 
makes a statement in an establishment, as well as being a 
jukebox. It's very hi-tech looking. Our estimates are that 

over 1/3 of wall jukeboxes installed are 
in locations that had never had a jukeREPLAY: We've been told only 300 

jukebox operators subscribe to 
Billboard. Obviously, the rest aren't 
reading that magazine's music 
charts! Most jukebox operators ap
parently program their machines 
based on customer requests or one
stop recommendations. How well 
does this system work? 

"The message to all of 
box, or at least not during the last five 
years. These are taverns, but they're 
taverns that lacked space for a floor 
model. Also, the flexibility that every 
brand of new jukebox now has -
background music functions - have 
given operators an opportunity to put 
jukeboxes into formerly non-jukebox 
locations. Another reason I think we're 

us, manufacturers 

and operators alike, 

JOHN: This is an important issue. I 
hadn't heard the 300 operator sub
scriber figure before, but as fine a publi
cation is Billboard is, it's not the only 
place operators find music charts. Your 
own publication has them, plus often 
the local papers - especially the 
Sunday editions - have entertainment 
sections that list hit music. I think 
many large, good jukebox operators 
have one person on their staff in charge 
of music. This person is usually tuned 
in, and not just because it's their job. 
Usually it's a music lover who ends up 
with that job. True, many operators 
don't spend the time they should ana
lyzing a proper mix for jukeboxes. We 
have tested our Dataprint, an informa-

is ve.zy simple: either 

we provide the best 
1, getting some locations back is not due 

to any effort on our part, but because 
disk jockeys and bands have their own 
problems: they're expensive, and they 
have the hassles of more personnel to 
deal with. So, even thm.igh this doesn't 
add new categories - it's still taverns 
- it's still adding new potential loca
tions. 

services possible, or 

someone else will. 

Either we make the 

new technology work 

for our locations, or 

someone else will. REPLAY: Do you see any "growth 
market" for jukeboxes in certain 
types of locations? 

Either we change, or 

we're out. That we 

believe." 

tion gathering tool, and helped operators 
program their routes. We know that with better program
ming, most operators could earn more money than they 
are currently earning. I consider it sad to think they're leav
ing money on the table. 

REPLAY: There seems to be a big gap between the kids 
who buy most of the new music, and the jukebox pat
rons who prefer a lot of oldies. How long will this gap 
continue? Are new music buyers beginning to patronize 
jukebox locations yet? 

JOHN: There's always going to be a "music preference 
gap" between new music buyers and jukebox patrons. The 
majority of popular music buyers are under the age of tav
ern-goers. My 15-year-old daughter buys more CDs than I 
do. Only after age 25 to 30 do you see people seeking en
tertainment in jukebox-type locations. Younger kids typi
cally go to lounges that have live music. 

JOHN: There's one other type of up
and-coming location that could accom
modate jukeboxes very well: coffee 
houses. What started out as a phenom
enon in Seattle is starting to spread. 

Whenever I travel, I look through the local Yellow Pages 
and read the local papers to see what's going on. Terms 
like "cappuccino" and "mocha latte" are used in general 
conversation today; 10 years ago they would have been 
laughed at. Earlier, we talked about how DWI laws harm 
us, but human beings are still a social species. To rub el
bows, to talk politics and sports, or whatever, is important 
to people. Coffee houses give people a chance to get to
gether without worrying about a breathalyzer test. 

REPLAY: Can non-standard jukebox products (i.e., nos
talgia-style machines, etc.) help operators broaden their 
location base? 

JOHN: Yes, decoration is important in a number of loca
tions ... often more important than the jukebox revenue. Op
erators should take advantage of this and set up the right 
financial arrangements. Nostalgia jukeboxes models cost 
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quite a bit more, and operators should seek minimums of 
$50 a week and split the rest, or cut the deal in some way 
that assures they'll have $100 a week coming in. Some 
people do 70%; some say $50 up front. But if you don't get 
that kind of split, you're just paying for the location's am
biance. Sometimes there are extenuating circumstances, 
like a pool table doing $250 a week, so you bring in the 
nostalgia jukebox rather than lose the location. The idea of 
these financial strategies are included 

some songs you want to pay for. One of NANI's require
ments is a bar-code reader, so if the handwriting isn't on 
the wall about what operators intend to do, then I must be 
misreading the signals! 

in the new M.U.S.I.C. support program 
we've developed. Our package for op
erators includes actual contracts and 
financial worksheets. 

REPLAY: What about using nostal
gia-style jukes to get business in nicer 
restaurants and McDonald's? 

JOHN: Those nicer locations usually 
aren't good-earning locations. Much as 
a jukebox manufacturer would like to 
see a McDonald's type location em
brace us, thus far the collections I've 
seen in such places have been fair to 
poor. Mostly poor. 

REPLAY: We're hearing more about 
ATM cards, credit cards and debit 
cards in the vending and theme park 
industries, and some arcade opera
tors have even experimented with 
such systems. Do you foresee elec
tronic payment systems for jukebox
es? 

JOHN: I think that's a great concept. 
Yes, I foresee electronic payment, and 
not just paying for songs that someone 
wants to play, but for all kinds of pro
motions and contests. First, we've got 
to define the difference between credit 
cards and debit cards. Bank cards and 
credit cards automatically deduce 
money from a patron's bank account, 
or automatically charge money to his 
credit line. But a debit card is pur
chased and worth a set amount at the 
time of purchase. Then, it is reduced in 
value until it's depleted, when it is 
either thrown away or recharged. It's 
similar to the old bus passes that the 
driver would punch until you had 
used up all your fare. 

Now, the bank or credit card 
requires a communications system. 
Costs include phone lines and transac-
tion fees. But with a debit card, it's an 

REPLAY: What are NSM America's responsibilities for 
sales in Canada, Latin America and any overseas mar
kets? How are sales in those markets coming along? 

"We all struggled for 

a time when 

computers came 

about. Some of us 

resisted like hell. But 

now we're an entirely 

different kind of 

business world 

because of them. 

Operators will shortly 

see many new 

opportunities before 

them. They 

(operators) can either 

educate themselves 

and seize those 

opportunities that fit 

their operations, or 

else they can 

continue on the path 

of "business as 

usual." I believe those 

who elect the latter 

will fall by the 

wayside." 

JOHN: We have responsibility for all of 
North and South America. Canada has 
been excellent for us. Their dollar coin 
has helped the Canadian operator, but 
of course the rate of exchange between 
the U.S. and Canada has made it dif
ficult for them, too. Canada is a mature 
market, like the U.S. I believe we're the 
number-one jukebox in Canada, but I 
don't think that market is continuing to 
grow. 

Mexico is also excellent for NSM. 
But the recent devaluation of the peso, 
and all the upsets surrounding it, will 
hurt us - just temporarily, we hope. 
South America holds excellent poten
tial for us, and we're just now seeing 
some substantial sales from our efforts 
over the past years. We are currently 
attending trade shows in South 
America, setting up distributors , 
putting on service schools, and general
ly laying groundwork for a good sup
port system. We expect this will be a 
major market for us in time to come. 

REPLAY: What's your comment on 
the growing strength of shows like 
Fun Expo, IA.APA, etc.? 

JOHN: These shows have no effect on 
our jukebox business, so I'll put on my 
"kiddie ride hat" to answer that ques
tion. I'm very happy to see this trend 
and believe it reflects the growth of var
ious types of FECs. We have a booth at 
most of these shows for our EMT rides, 
and they've helped us build U.S. sales 
quickly. Our rides are "high-end" prod
ucts with wonderful interactiveness 
and great player appeal, built to stan
dards that exceed any previous rides. 
But quality costs more. We need to dis
play the product; people must see it in 
action in order to justify the invest
ment. 

entirely different story. They're issued in set amounts, say 
$10. The card is swiped through a reader on a jukebox, 
selections are made, and the appropriate number of credits 
are deducted. I think this has tremendous promotional 
potential. Can you imagine locations handing out debit 
cards, with one or two credits of value on each card, as 
part of a Happy Hour special? It's hard for somebody to eat 
one potato chip, and it's hard to play just one song. Once 
you start searching through the titles, you'll probably find 

REPLAY: A lot of our conversation 
has been about changes in markets, technology and the 
business world. What kind of industry do you think 
we're going to become in the next couple of years? 

JOHN: I'll return to my "jukebox hat" and say I believe the 
hardware, that is the actual equipment we're actually put
ting in locations, will become less and less important. This 
is heresy from a manufacturer, I know! But the software 
and systems behind the hardware will become more and 
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more important. I believe operators will become more "en
tertainment providers" with a whole host of services they 
can provide, and will be backed up by manufacturers like 
NSM with everything they need to sell and install those 
services. 

REPLAY: Okay, NSM is doing its part to move coin-op in 
that direction. What else does the industiy need most, in 
order to continue growing and improving? 

JOHN: Probably the most important factor is willingness of 
operators to change and invest whatever effort it takes on 
their part to educate themselves. We all struggled for a 
time when computers came about. Some of us resisted like 
hell. But now we're an entirely differ-
ent kind of business world because of 

JOHN: There would be one location somewhere in the 
country, or in the world for that matter, that would have all 
the music available to man digitized and stored. Every lo
cation would have a communicating terminal, consisting 
of a title selection screen and a way to collect. That could 
be cash, cards (see previous answer) or both. The local ter
minal would also be equipped with a digital decoding de
vice and the necessary amplifiers and speakers. Nothing 
more is needed! 

REPLAY: No software would be stored at the location? 

JOHN: It wouldn't be absolutely necessary, no. The local 
terminal could communicate with the master via satellite, 

cable , or whatever. Patrons would 
make their selection to this "master 
jukebox in the sky," and it would send them. Operators will shortly see many 

new opportunities before them. They 
can either educate themselves and 
seize those opportunities that fit their 
operations, or else they can continue 
on the path of "business as usual. " I 
believe those who elect the latter will 
fall by the wayside. 

"Everything I've said down the digits for presentation in that 
location. In this scenario, it would all 
be on-line and in real-time. The 
hookup with the master jukebox 
would have to allow for continuous 
communication ... not very practical. A 
more realistic scenario would be a ter
minal that contained at least some digi
tized music , say the most popular 
songs, right on site. It could store that 
music in any number of ways. This 
way, it could handle a lot of the song 
requests without tying up com
munication lines. Another more realis-

REPLAY: Any other points or issues 
you would like to raise? 

JOHN: Build your location relation
ships before it is too late. The threat 
from giants outside our industry is real. 
Operators must fight this threat by 
becoming entrenched. Bring excellent 
equipment to the location and keep it 
well maintained. Be certain that your 
contract doesn 't state "jukebox" ; 
instead it should refer to "pay-for-play 
entertainment." 

REPLAY: One final question, John, 
and it may combine all the elements 
we have discussed so far in this inter
view into a single topic. Recently, an 
Australian operator and one-stop 
owner named hwin Boot made some 
startling predictions in his monthly 
newsletter. He said in a few years, 
locations may have "terminals" 
instead of jukeboxes ... computer sta-
tions which are wired into some cen-
tral computer that digitally stores just 

is being done in one 

way or another right 

now, technologically 

speaking. It's with 

these kinds of 

possibilities in mind 

that we at NSM are 

building our 

jukeboxes today, so 

we can look operators 

in the eye and say: 

"Yes, you can buy an 

NSMjukeboxtoday 

with confidence that 

you'll see it serve you 

well for a decade or 

longer to come." 

tic scenario would also have some 
memory available at the terminal, to at 
least temporarily store music that was 
sent from the master jukebox so the 
digits could be sent down to the termi
nal in a burst, and not tie up communi
cations lines. 

REPLAY: Where would the operotor 
come in? 

JOHN: This master jukebox we're talk
ing about could also be located at an 
operator's shop, just serving his own 
terminals at his own locations. Other 
operators would have their own master 
jukeboxes. Regardless , the system 
would automatically determine popu
larity and offer music accordingly. It 
could bill the location for its use of 

about eve.ry recorded track in the music industzy. He 
said you could walk up to this terminal and select, not 
just Tom Jones singing "What's New Pussycat," but 
order up a specific recording of the live peifonnance in 
Las Vegas on Oct. 12, 1964, and get it. hwin is a ve.ry 
smart guy who closely tracks all the music trends, so 
what's your reaction to his prediction? 

background music, or other tasks that might be provided. 
Essentially, it would do all the accounting and other 
administrative tasks. 

Is it possible? Absolutely. Everything I've said is being 
done in one way or another right now, technologically 
speaking. It's with these kinds of possibilities in mind that 
we at NSM are building our jukeboxes today, so we can 
look operators in the eye and say: "Yes, you can buy an 
NSM jukebox today with confidence that you'll see it serve 
you well for a decade or longer to come." 

JOHN: The writer is referring to what we at NSM call a 
"master jukebox in the sky" concept. This type of system is 
quite possible with the forthcoming technology ... and 
you're right, it's right along the lines we've been talking 
about. 

REPLAY: How would it work? 

REPLAY: The possibilities are mind-boggling. We'll look 
forward to continuing to reporl on the technological rev
olution and how it impacts the jukebox business! Thank 
you, John, for your time and your thoughts. + 
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PIZZERIAS 
HOLD THEIR OWN 

able to 
weather the 

• economic 
ups and 
downs, pizza 
locations off er 

a stable income for operators, along with opportunities for new concepts 

Amainstay for many 
route operators , pizza 
places - whether part 

of a huge national chain or 
one of many independent 
establishments - have always 
fared better than other types of 
locations during tough times. 
Pizza and entertainment seem 
to go hand in hand, and while 
the growth of U.S. pizza loca
tions appears to have leveled 
off, the potential for higher 
cash box returns is still out 
there. 

"Amusement machines are a very 
important business extension which 
tends to be good for pizza locations," 
said Pizza Today magazine owner 
and publisher Gerry Durnell. 
"Obviously, delivery-oriented places 
like Domino's are not candidates for 
placing machines. But for the high
traffic , service oriented locations, 
relationships with operators work 
very well." 

In fact, one of the strongest trends 
in recent years has been a combina
tion of pizza restaurant with enter
tainmen t, such as the well-estab
lished Chuck E. Cheese and Hull
winkle's family resta ants. "Now, 
the family entertainment center is a 
hot new concept,' Durnell added. 
"This is actually a hybrid of of the 
two into a single entity, and we see 
this universally happening in a num
ber of places. " 

For the domestic pizza industry in 
general though, growth has stabilized 
over the last few years. According to 
Pizza Today, there are currently just 
under 60,000 pizza restaurants in the 
USA. Half of these are independent
ly-owned, while the rest are chains 
(three or more stores) and franchises. 
(If there's any major building of new 
pizza stores these days, it's happen
ing overseas - especially in Asia -
just as it is for coin-op game sales and 
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brand new arcade operations.) Mean
time, American pizzerias appear to 
have reached a saturation point and 
stopped expanding, with en ough 
business out there to support existing 
locations nicely. "Overall, the pizza 
business remains strong,'' Durnell 
said. "It's analogous to other m.aus
tries that managed to stay in business 
during the depression: movie theaters 
and dougqnut shops. · the last 
two recessions, pizza places did very 
well." 

Some operators, however, tell us 
that while the pizza business itself 
may be keeping food sales up, cash 
box collections are down - or a 
least, ethin to write home about. 
Boston-area op David JaCkson (Action 
Jackson Amusements) senv.ices both 
national hain restaurants and a 
number of independen ts . He said 
business from pizza places is, at best, 
stable. "The chains are not breaking 
any records, but they're holding their 
own," he reported. "However, the lit
tle guys, the mom-and-pops, are 
down." 

Traditionally, Jackson explained, 
pizza parlors have not been the top 
earners on his route. Equipment 
varies from store to store. One chain 
insists on a combo jukebox plus two 
videos; another wants a nostalgia juke 
in their stores; and some restaurants 
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have gamerooms. "Pizza 
places are ideal locations for a 
good mix of equipment, but 
they don't necessarily deserve 
the best stuff I have," he said. 

"The pizza market has be
come so saturated, especially 
around here," Jackson added. 
"Boston is often referred to as 
the 'Ice Cream Capitol' , but 
pizza has to be right behind. 
Sure, you're going to have 
highs and lows, but overall, I'd 
have to say business is going 
to stay the same." 

Pizza maven Durnell agrees that 
the market today has become saturat
ed. "But this is good for operators," 
he asserted, "because i will force 
people in the · dustry to look into 
othe conce ts for im rov;ing busi
ness." 

'A good e amp e of this creative 
tliinking som what parallels recent 
m ves by tli e co·n-op industry: 
putting pizza cm he information 
superhigHway. Last summer, Pizza 
Hut announced the formation of the 
"PizzaNet ," a pilot program that 
enables computer users, for the first 
time, to electronically order pizza 
delivery from their local Pizza Hut 
restaurant via the worldwide Internet. 
The PizzaNet was launched in Santa 
Cruz, Calif., and the company may 
take the program nationwide this 
year. 

Of course, home delivery doesn't 
put money in coin machines, but this 
does show that the pizza industry is 
hungry for new ways to improve cus
tomer service and promote its prod
uct. Many operators and restaurant 
managers have probably not begun to 
realize the full potential of this mutu
ally beneficial relationship. "I believe 
vendors who are looking forward to 
1995 with a lot of anticipation will be 
well justified," Durnell remarked. 
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MOVIE ADVENTURE R I DE 

FROM IWERKS 

ENTERTAINMENT ARRIVES 

AT UPSCALE ARCADES LIKE 

ENCHANTED CASTLE 

Redemption pro Skip Doyle said it 
years ago: the coin-op arcade industry 
and the theme park business are con
verging. Latest evidence of this trend 
toward "arcades as indoor theme 
parks" (complete with rides) is the 
placement of a movie/ride attraction 
in a couple of very upscale American 
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arcades. Discovery Zone's Enchanted 
Castle (Lombard, Ill.) debuted "The 
Rage" last fall - it's a simulator the
ater using the "Transporter Six" seat 
system from California-based lwerks 
Entertainment. 

Or to put it another way, what 
kind of arcade attraction can com
mand $4 per person? Enchanted 
Castle has basically installed a movie 
theater with a group of four-person, 
moving chair platforms. The chairs 
pitch and roll (and thump and bump) 
in six degrees via hydraulics. Chair 
motion is synchronized to the on-
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• screen events of computer animated 
Ill movies provided by lwerks. Multi-

channel sound and laserdisc projec
~ tion enhanced the experience. 
(I) Enchanted Castle's theater seats 20 
ct people (i.e., it contains five pods that 
U hold four people apiece). 

Iwerks currently has 27 short ani
Q mated ride/films in the can. We saw 
Ill one of these films at a similar theater 
... at Blockbuster's Block Party FEC in 
Z New Mexico; titled "Dino Island," the 
ct five-minute film gave the impression 
::c 
u 
z 
Ill 
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that you were looking out of the front 
window of a futuristic tank as it rum
bled over a Jurassic Park type envi
ronment, dodging dinosaurs and 
slamming over rough terrain. It was 
certainly a physically intense experi
ence - maybe too intense for chil
dren or anyone with disabilities or 
just a bad back. (Blockbuster execs 
said they may ask Iwerks to modify 
their approach, moving toward 
longer films with stronger characters 
and plots; i.e. more emphasis on 
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emotion and less on shock effects.) 
Enchanted Castle's use of an 

lwerks simulator theater was accom
plished under an agreement between 
lwerks and Blockbuster Enter
tainment, which owns both Block 
Party and the Discovery Zone chain. 
lwerks, by the way, is a distinguished 
name in motion picture history, going 
all the way back to a fellow named 
Ub Iwerks who did animated special 
effects for Disney many decades ago. 
lwerks Entertainment, sited in 
Burbank, today calls itself "the world 
leader in ride simulation theaters." 
They have created film ride attrac
tions for major theme parks from Six 
Flags to the Mall of America. 
Recently, Iwerks acquired Omni 
Films, Inc. which helps them keep 
up their $27 million film library. 

"The addition of The Rage further 
establishes the Enchanted Castle as 
the premier family destination center 
in the Chicago region," stated Iwerks 
CEO Stan Kinsey. He called The Rage 
"a one-of-a-kind entertainment expe
rience in an affordable and easy-to
get-to, year-round location." For his 
part, Enchanted Castle VP Harold 
Skripsky called The Rage "a cutting
edge attraction ... [that] advances us to 
the level of a major theme park in a 
local market." (Memo to Skip Doyle: 
this is your cue to say, "See, I told 
you so.") 

By the way, Enchanted Castle is 
upgrading in other ways, too. They 
recently remodeled their 625-seat 
restaurant. Their 45,000-sq.-ft. enter
tainment center includes laser tag, 
bumper cars, a multi-level maze, 
bowling, miniature golf, 250 coin-op 
games, karaoke, animated robots, and 
more. The 12-year-old site has under
gone continual expansion since 1989. 
In 1993, Castle owners Gary Isner and 
Howard Skripsy received the 
Enterpreneurial Success Award from 
the U.S. Small Business Admin
istration, as well as similar awards at 
the national, state and regional levels. 
Enchanted Castle joined the Dis
covery Zone chain of indoor chil
dren's play grounds on Dec. 1, 1993; 
Blockbuster Entertainment Corp. 
became DZ's majority shareholder 
last September. 

Enchanted Castle is located at 
1103 So. Main St., Lombard Pines 
Plaza, Lombard, IL 60148. Phone is 
708/953-7866. • 
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I N T E R F A C E 

calling on route operators to ask: 

HOW'S BUSINESS? 
Dick Wilson 
C.B. Toots 
Round Rock, Texas 

We just finished up our 
best year ever. This was be
cause I made some changes 
in the way we were doing 
business. We had some small 
accounts, the kind that could 
have been here one day, gone 
the next. And we had an op
portunity to pick up some 
chain accounts, so we took 
the machines from the smaller 

accounts and put them in the chains. We handle 
CD jukeboxes, videos, pins, but no darts or 
redemption. Yeah, business was good last year, 
but it darn sure wasn't because there was good 
new equipment out there. In fact, we actually 
bought less equipment than the year before -
it's just too expensive. So we stuck with the 
machines we had, rotated more and bought 
used equipment. 

Skip Dykes 
Bayou State Video 
Leesville, Louisiana 

Business has been pretty 
slow , especially since they 
closed the nearby Air Force 
base and downsized Fort Polk 
(west-central Louisiana). Na
turally, the amusement end of 
the business is down. Our 
route consists mostly of music 
and pool tables, along with 
about a dozen video games. 
We also have video poker, but 

we've even seen a levelling off of that. The hard
est thing we are facing now is getting a return on 
our investment. We're in a very rural area and a 
lot of our business is not centrally located. A lot 
of these small places will ask us, "what's this vir
tual reality" and so on. But if you put a $6,000 
machine in a place like that, you're just never 
going to get your money back. 
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Albert Poulin 
Poulin's Amusements 
Winslow, Maine 

I've been in business 32 
years and until about three 
years ago business was really 
good, up about seven or eight 
percent every year. Now it 
seems like everybody is get
ting out. I'm here to stay 
though; most of my machines 
are paid for and I've managed 
to pick up a few more loca
tions. In fact, business has 

even improved a little over the last couple 
months. I'm still spending money I don't have, 
but the bank's been good to me, and if the 
economy can still keep going I think we'll be all 
right. We've kept the company diverse, with kid
die rides, pool tables, video games, even a few 
cranes, and have always been willing to travel for 
new accounts. Those guys that think they can 
keep all their accounts within 30 miles aren't 
going to make it. One of the things that would 
help us would be the dollar coin. For 30 some 
odd years, games have been run on that same 
quarter. We'd like to be able to start getting a lit 
tle more for a little less. 

Dave Swearington 
Blackhawk Music Co. 
Sterling, Illinois 

Our business has been 
doing great. We have a strong 
dart league base and that's 
been very helpful. Right now. 
we're running quite a few dart 
leagues, and have been doing 
tournaments and dart poker 
runs for about seven or eight 
years now. Pinball play has 
also been doing very well for 
us. Our company has bought 

more pinball machines in the last two years than 
we've ever had, and we're putting them in 
places that we've never put them before. We're 
now putting bill validators on all our games, and 
we're even starting to put them on dart mach
ines. Income has increased 30-40% ever since 
we starting putting validators in. We've always 
been big believers in raising price per play; if the 
manufacturer suggests a certain amount, then 
we don't back off. They've done their homework 
and we listen to them. 
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Tony Vina 
Vina Amusement 
Salt Lake City, utah 

We're a true street opera
tor with more than half of our 
business in pool and jukebox
es, and it's been good . A little 
while ago, we raised the price 
on our pool tables from 50 to 
75 cents, and this has helped 
a lot. In fact, we've started a 
trend in our whole area, with 
every other operator raising 
their tables to 75 cents. As far 

I know, no one has gone back down. Another 
thing that's helped is our change to CD juke
boxes, which was completed last year. Service 
is down, play is up and the locations are happy. 
Part of the "secret" is combining a good speak
er system with the jukebox; you can't just rely 
on standard equipment, you have to upgrade 
everything. We also support tournaments and 
leagues in pool and darts, and even support 
independent leagues. Even though they are 
competitors, they still bring people in and it's 
good for business in our other machines. Overall 
though, we've been really conservative in 
watching what we purchase. 
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Pat Conroy 
Crown Amusements 
Lawrence, Kansas 

It's levelled off in the last 
couple of years. I mostly take 
care of bars in my area, and 
there we've seen video just 
drop to nothing, although soli 
taire and trivia games are 
doing well. With pinballs, our 
experience is that it's more 
difficult to pay for them with 
what's coming in. So we've 
had to change our focus, and 

rely more on service - on being out there and 
taking care of the existing machines - than on 
new equipment. We have to tell the locations 
that it's difficult to buy right now. It's not just us; 
every time I go out I don't see as much new 
equipment out there as I used to. I hope the 
industry is going to respond. It seems most of 
the new equipment is being made and sold now 
for locations that own their own equipment, and 
not for guys like us. What would really help is if 
they could bring the prices down a little, but I 
guess everyone says that. Of course, we'll still 
be buying new equipment, but I think in some 
cases the 50% split we've been using with loca
tions will have to change. 
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S T 0 R Y 

"CYCLONF' 
FROM BUFFALO 
TAKES WINGS 

AS l.C.E. 
lAUNCHES HOT 
mm ROLLER 

RePla.y Magazine 

Cyclone 

T he hottest thing in frigid Buffalo 
these days isn't the belly stove at 
Red Button's fabled "winter 

home." It's a brand new token roll re
demption piece now in production at 
the Innovative Concepts in Entertain
ment (ICE) plant on Kensington Ave. 
Called Cyclone, this beauty seems to 
have it all (just like Boggie and Ba
call). 

ICE's president Ralph Coppola 
was one of the amusement industry's 
gamesmiths who looked upon the 
rise of token action games with 
mixed emotions ... until he saw a Tec
mo capsule game from Japan whose 
adaptability to the token roll market 
was, in his opinion, a natural. As 
you'll see further along, test location 
players quite agree. 

"It's important to know that the 
Tecmo game we licensed and then 
modeled ours after is also making 
huge money in Japan," Coppola stat
ed. "It's a capsule game ... a 'win or 
lose' item I thought ICE could fine
tune using our electronic design and 
cabinet facilities to come up a piece 
that would be even better as a ticket 
redemption game. Guess what? I was 
right!" 
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The result is ICE's new Cyclone ... a 
gorgeous redemption console accom
modating from one to three players 
that demands speedy hand-eye skills 
and compounds all with a progres
sive jackpot that really puts the sizzle 
on the steak. Game play is pretty sim
ple, really quick and apparently 
rather addictive. If you will refer to 
the photo, we'll give our best shot to a 
description: 

There are three play stations. One 
person can play alone, but when two 
or three are playing at the same time, 
they're all in competition for the jack
pot (a scoreboard showing the pro
gressive pot's growing ticket throw is 
in front of each). 

You play by dropping a token (or 
coin) into the slot on the door. The 
whole playfield is ringed with tiny 
lightbulbs which pop on and off in a 
clockwise fashion to effect a traveling 
light band that circles the table in a 
incredible 1.6 seconds or so. 

Two small neon arches are posi
tioned in front of each player, and are 
always lit When the token drops, a 
big "storm-stopper" button in front of 
the arches starts to flash. When the 
player thinks he can "capture" the 
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ICE president Ralph Coppola (1) and VP Jack 
Willert join their prehistoric buddies at The 
Flintstones kiddie "pinball. " On the market 
since August, the game is still in production 
and is one of the prettiest ICE ever built. 

Hungry, Hungry Hippos is a classic kiddie 
console that continues its success story even 
today at the ICE plant. 

traveling light (bulb) between those 
arches, he slams the button. But, he's 
gotta be quick. 

Normally, players stop the lighted 
bulb on one side of their arches or the 
other, which vend tickets depending 
on how much the game operator 
wishes to award (there are 26 bulbs in 
each player's territory besides the 
ones in the jackpot zone ... 13 before, 
13 after. .. which win different 
amounts of tickets). 

Obviously, the big thrill comes 
when you stop the light in the arches 
and win the accumulated jackpot. 
Jackpot values can start at 100 tickets, 
with additional tickets added each 
time players drop another token. It's 
important to note that all ticket 
throw-settings are operator-adjustable. 

When Cyclone is jackpotted, the 
whole process starts again. In it's most 
basic description, the game is a reac
tion-testing "theater" with a head-to
head competitive element in the form 
of the winner-take-all jackpot. But, re-
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Full Court Frenzy /I remains a popular update 
of ICE's original basketball cage which itself 
continues to knock down nice collections out 
in the field. 

member that players can win tickets 
even if they get close to the arches, 
and also that a solo player finds it 
challenging all by him or herself. 

Besides the play-station arches, 
decorative neon lights in center-field 
are color coordinated to each player's 
position. In combination with the 
"substantial" cabinet design, the 
whole presentation is quite impres
sive (the game can be placed near a 
wall or out in the open, island fash
ion). 

Regarding the operator's cost, Cop
pola said "we priced it so everyone 
can buy it, not just the huge arcades. 
It's priced competitively with the sin
gle players, and it's got three Deltron
ics ticket units. We're looking for 
quantities," he declared. 

TEST REPORTS 

ICE is well known for producing 
superior equipment ... games with 
structural and mechanical durability 
as well as play appeal. Cyclone fills 
the ICE criteria, and then some, as test 
collections assert: 

They tested the piece is five game 
centers, four of which have Planet 
Earth's Dinoscore (which many oper
ators have cited as their number one 
gross earner). In each of those loca
tions, Coppola said Cyclone out
earned the PEI piece. "And, I'd like to 
state that Dinoscore collections were 
also impressive. 

"After four weeks at one test site," 
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he continued, "Cyclone was the num
ber one earner every week, beating 
Wheel-Em-In and Home Run Hitter 
hands down. At a mall location, it's 
been averaging $475 a week, but then 
in one four day period there, it did 
over $1,200 and we were told it out
earned Daytona! 

"At another mall, it's averaged 
over $510 a week, which marked the 
highest redemption game there for 
over a year," Coppola continued. 
"Then in a family center with a good 
mix of redemption equipment on the 
floor, Cyclone took in nearly 13,000 
tokens in the first two weeks and out
earned Dinoscore in its first full week 
by over 3 to 1 margin. One more fig
ure bearing mention is a $790 figure I 
got in last week. We're rolling!" he 
declared. 

The addition of the Cyclone token 
roll to the ICE product stable further 
rounds out the factory's lineup in re
demption. They continue producing 
their Hungry, Hungry Hippos "wack
er-styled" console, The Flintstones 
kiddie redemption "pinball," the Full 
Court Frenzy II basketball cage for 
grownups and for half-pints, their 
brand new Mini Dunxx. 

In pure sports games, ICE contin
ues to make and sell the Super Chexx 
(hockey) and Super Kixx (soccer) ta
bles. The big Putting Challenge golf 
attraction is also still being built, 
though in more modest numbers 
compared to its 1992-1993 window. 

BACKGROUND 

Sports actually put ICE on the 
map when it entered the game mak
ing business back in 1982 with their 
original Chexx Hockey table. Found
ed by partners Coppola and Jack Wil
lert, the company produced around 
7,000 Chexx tables and thereby, re
paid its original investors. 

Their original (and still reining) 
R&D chief John Callahan has put his 
creative talents to their whole string 
of games, from Chexx through to C)r
clone. Among other things, Callahan 
builds prototypes and pre-production 
game models. Much credit for the de
pendability of ICE products go to him 
and of course to Willert who oversees 
all equipment production. Willert is 
this factory's "Mr. Inside." 

Coppola, on the other hand, is 
ICE's "Mr. Outside," piloting market
ing and sales in addition to attending 
to administrative duties as their presi
dent. After a dozen years attending 
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Mini Dunxx is ICE's recent update of their 
Half-Pint Frenzy kiddie basketball cage. Good 
looking, the machine adds to the overall ap
pearance of a game center besides being a 
profit center unto itself. 

-

Super Kixx, after many years on the ICE pro
duction line, is still an active product in their 
stable of fine products. 

trade shows, distributor affairs and 
overseas trade functions, Coppola is 
familiar to many operators today. 
Curiously, Ralph Coppola earned a 
law degree from the University of 
Buffalo but has never practiced that 
craft for a living. He says, "coin-op is 
what I do." 

He and his associates do quite a bit 
of coin-op these days. For example, 
their game plan is to introduce three 
new pieces to the industry each year 
(following Cyclone, they intend to 
bow additional new product at the 
Reno ACME). 

Foreign sales are very important to 
today's ICE. In fact, Coppola said the 
last quarter of 1994 found nearly half 
of all product sales coming from off
shore customers. "We work very hard 

ReP/ay Magazine 

Super Chexx is the still-active successor to 
ICE's seminal sports game. 

in the foreign market," he advised, 
"and we're steadily increasing the 
number of countries we ship to. That 
helps tremendously to smooth out 
sales over the year," he advised. 

Obviously, a lot of ICE product is 
stable and long-running, like their 
basketball cages. "We brought Full 
Court Frenzy onto the scene in Dec
ember of 1992," Coppola said. "Most 
in the industry told us the basketball 
game business was history by then. 
But, our original and then our model 
II actually rejuvenated the basketball 
business big time! 

"With nearly 3,000 games pro
duced and sold and still going very 
strong, we proved that any sector of 
the business can be brought to life if 
the game is different enough ... new 
enough by way of features. reliability 
and money-making ability. There are 
many fun centers whose earnings re
ports still show Full Courts at number 
one," he declared. 

ICE followed with Half Pint 
Frenzy and recently with its update 
Mini Dunxx for the kiddie game mar
ket. The Flintstones came out this 
past August. This kiddie pinball 
table, said Coppola, was met with 
"great success. It maintains steady if 
not huge production today and \>\rill 
remain a staple in our portfolio of 
games," he advised. 

"It was probably our best looking 
design before we built Cyclone. If it 
has a negative to it, The Flintstones 
offers too much 'play value' at a time 
when kids seem to be looking for that 
quick hit in the big ticket machines. It 
was with that knowledge that Cy
clone was brought to market," said 
the man who once looked upon such 
games with a critical eye, but who 
now sits foresquare with others in 
this "fast lane" of redemption ma
chinery. + 
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0 PER AT 0 RS & 

"Can't somebody tell me in plain 
English how to pick out a computer for 
my business?" Yes, somebody can - and 
Will McHemy does just that with the fol
lowing article, which first appeared in the 
November, 1987 issue of RePlay. Any 
opemtor who's thinking of computerizing 
his route (and if you haven't done it yet, 
you should be thinking about) will find 
this essay a simple but invaluable tool. 

Economic conditions are tough today 
in many segments of the coin-operated 
amusement industry. Operators face stiff 
competition and low profit margins. To 

offset these prob

NICE 'N' EASY 
lems, the serious 
operator seeks 
every possible ad
vantage that can 

BY WILL MCHENRY 
A VETERAN 

COMPUTER SOFT

WAR E D E V E LOPE R 

WHO HAS D E V E LOPED 

OVER 1,000 

PROGRAMS FOR MORE 

THAN 30 INDUSTRIES, 

INCLUDING COIN-OP 
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help him build a 
successful and profitable business. One 
such advantage is computerization. 
Micro-computers can help smaller opera
tors to compete more successfully with 
larger operators. And they can help larger 
operators make the most efficient use of 
their resources. 

What is a microcomputer? It's a com
puter that can fit on your desk, instead of 
taking up your whole office. But don't be 
fooled: Today's computers may be small, 
but they are sophisticated and powerful. 
In a matter of seconds, a properly pro
grammed computer can perform a whole 
slew of important bookkeeping and ac
counting tasks that would take dozens -
or even hundreds - of man-hours, if 
done by human computation. 

Before you rush out and buy a comput
er and a route-managing software pro
gram, though , it's a good idea to know 
what to look for ... and what to avoid. In 
this article, I'll try and point out some 
benefits and drawbacks of various uses of 
computers. Keeping these points in mind 
will help you make a more intelligent 
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decision whenever you decide to buy or 
upgrade a computer system for your busi
ness. 

WHAT DO YOU NEED? 
People who are thinking of computer

izing their businesses always think first of 
computerizing their accounting operation, 
because that's the most easily understood 
business function. This is a mistake. Ac
counting is important, yes, but it's not the 
most important operation in your busi
ness. Businesses live or die through mak
ing sales, generating cash flow and creat
ing profits from those sales. So instead of 
making a good accounting program your 
highest priority, ask yourself this ques
tion: "What business function can I com
puterize that will support my sales efforts, 
and increase my cash flow and profits?" 

In fact, I suggest that before you begin 
shopping for a computer, you do a pre
liminary evaluation. It should include the 
following: 1. Make a list of the functions 
that you feel you will want to computer
ize. 2. Prioritize your functions into what 
you feel is the easiest to put on your com
puter. 3. List those functions that generate 
sales and reduce expenses (i.e. , move
ment of machines to more profitable loca
tions, removal of machines with continu
al service problems). 4. List the functions 
that could make your employees more ef
fective without adding any staff. 5. 
Finally, try to decide what you could do 
to make your business more efficient. 
(This last item is always the hardest part 
and usually requires help from an outside 
expert - such as your accountant or a 
business consultant - who can see things 
you overlook because of your closeness to 
the business.) 

This preliminary evaluation will re
quire a week or less of your time. It's well 
worth spending the time to do it. Be sure 
to consult your staff in these initial proce-
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dures, too. They're sure to 
have some good ideas 
that will yield additional 
benefits to your business. 

GOING 

SHOPPING 

After you've deter
mined what you need, it's 
time to see what's avail
able on the market that 
would meet your needs. 
(Too many people do it 

the other way around; they buy a 
computer system based on what it 
can do, without first deciding what 
they need it to do.) When you start 
shopping around, you'll probably dis
cover that there is not a system avail
able that will satisfy every single one 
of your business needs. You may 
have to rethink some of your proce
dures, but you should be able to satis
fy most of your needs with the com
puter hardware and software avail-

Rising Waters™ 
New thrills and Profits! 

Risine WatersT"' 2 Units @ 
It bubbles. it gurgles. 

it sparkles and it thrills! 
We're the first name in water games 

and our new Rising Waters™ 
is a winner. 

Call us for all your 
Family Fun Center needs. 

We have Modular Redemption 
Centers™, redemptions systems. 

cash control systems and 
complete facilities design services. 

Bob's SPace Racers. Inc. 
427 15th Street 

Daytona Beach, Florida 32117 
PH: 904-677-0761 

FAX: 904-677-0794 

Since 1970 IC> Bob's Space Racers, 1994 
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able in the marketplace. 
Important warning! Do not, I re

peat do not, try to develop your own 
computer program or let a consultant 
talk you into developing a computer 
program! Developing a program is 
both time-consuming and very 
expensive. If you're trying to improve 
your business management, you 
don't need the additional headaches 
that go with developing a computer 
program. 

MAKING YOUR CHOICE 

After surveying the available prod
ucts, the first step in actual purchas
ing is to select the computer software 
package. That's right, you should 
select your software before you 
decide what hardware to buy! Call, 
write or review articles on computer 
companies that have software within 
your industry. Once you find the soft
ware, then look at the hardware with 
the company that has developed the 
software you have selected. They will 
know what hardware system best 
supports their software functions. 
Since they want you to be a happy 
and successful customer, they will do 
much of the work of selecting proper 
hardware for you. 

SETUP AND USE OF 
YOUR SYSTEM 

Once you've selected software and 
hardware, taken them home and 
turned on the power, it's time to gath
er, record and verify data from your 
route. Take your time and do it right 
the first time ... otherwise, you'll never 
be satisfied with the results and even
tually will have to do the whole, labo
rious job over again someday. 

When you've finished entering 
data, you'll immediately start seeing 
positive results from your efforts. 
You'll have information at your fin
gertips in minutes that would have 
taken weeks to gather without a com
puter. And this information will help 
you make better business decisions at 
every level of your operation, from 
purchasing new equipment, to mov
ing existing equipment, to selling old 
equipment. 

But this doesn't mean all your pro
blems are solved and that from now 
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on, the computer will provide you 
with a perfect picture of conditions 
on your route, without any further 
effort from you. They have a saying in 
the computer field: "Garbage in, gar
bage out." That means your computer 
is no better than the data you enter 
into it. Is the information correct? Is it 
timely? If you're careless about 
inputting information, or if you enter 
data two or three weeks after it be
came available, you've only com
pounded your business problems. 
(Like they say, "To err is human; to 
really foul things up requires a com
puter.") Only one problem is worse 
than working with old and inaccurate 
information, and that is working with 
lots of old and inaccurate informa
tion. Be careful with your initial 
setup procedures. Sight-check the 
information coming into your com
puter as well as the information com
ing out of it. Then make your deci
sions accordingly. 

AN EXCELLENT TOOL 

I'm sure that every operator in the 
vending and amusement industry 
could benefit from wise and carefully 
computerization of his business. If 
the computer supplies you with 
proper answers to your questions, 
you can make better decisions and 
your business can improve rapidly. 
Sales will increase because you're 
spending less time on paperwork and 
more time working with accounts 
and finding new, better locations. 
Profitability of old machines will also 
increase, because you'll learn where 
to put them to generate more cash 
flow. Service calls will decrease 
because you 'll recognize which 
machines are broken or down too 
often, and which machines don't 
return enough dollars from the ser
vice "investment." 

Many amusement operators are 
unaccustomed to having computers 
on their desks ... but remember, you've 
had computers on your route, inside 
your games, for years. Shouldn't your 
office be as smart as the machines 
you run? It's time for all operators to 
learn how to use computers to in
crease income, as well as to recognize 
and solve problems. + 
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Benchmark Takes Goose Onto 
the Offshore Gaming Circuit 

Benchmark Entertainment's 
Golden Goose token roll ticket 
redemption game has been adapted 
to perform as a skill gaming device in 
selected foreign markets. In England, 
for example, an A WP (amusement 
with prizes) version was on display at 
the A TEI show at the Direct Machine 
Distributors, Ltd. exhibit. Over at 
Crompton's booth , however, the 
amusement-only, ticket-out Golden 
Goose, and its Roll for Gold predeces
sor, were shown (see photo at right). 

Benchmarks' president Arnold 
Kaminkow advised that the A WP 
version with digital display shown by 
Direct Machines has a slot-styled 
hopper for metal in/metal out play. 
U.K. players will be limited to a max
imum of 3 pounds payout. It's formal 
name is Golden Goose Super 7 
Digital Hopper. 

Besides this single-coin U.K. ver
sion, Benchmark has also adapted the 
Digital-styled Goose in a three-coin 
model for use in Belgium, Japan and 
in Indian casinos. A printed "pay 
table" is shown on each game show
ing 3-number combinations players 
will roll coins for. In game play, 
Golden Goose has a rotating wheel 
with numbers which players try to 
intersect with their coins. 

Kaminkow's recent trade show 
schedule took him to both the A TEI 
in London and the IMA in Germany. 
This month, he heads to Tokyo for 
the AOU show where the Golden 
Goose Super 7 Digital metal in/metal 
out version will again be displayed. 

This gaming adaptation of a ticket 
redemption game is rather unique. Of 
course, the factory's mainstay contin
ues to be in the pure-amusement 
arena. They have coast-to-coast dis
tributor representation in the U.S. 
and Canada and a number of offshore 
companies selling their amusements, 
including Belgium Amusement (An 
twerp; which may also offer the gam
ing model), Whimsey Co. Ltd. (Hong 
Kong) , Bondeal Sales (out of Hong 
Kong for the Philippines), Koh Bong 
Sin Co. (Singapore), Pan Asia 
Amusement (Taiwan) and, as men-
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tioned , the Crompton's Leisure 
Machines people in England. 

On the patent front, Kaminkow 
has advised that effective Jan. 31 , 
1995, their patent pending on Roll for 
Gold and Golden Goose will be 
issued by the U.S. Patent Office as 

patent #538347. "This patent covers 
the rolldown play of coins and balls 
for interactive skill play on both Roll 
for Gold and Golden Goose in all its 
configurations, and future Bench
mark games that will incorporate the 
play design of this patent," he said. 

The ticket redemption Golden Goose shown here is being adapted for certain foreign markets and 
will sport a digital number display plus coin hopper. 
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TOURNAMENT 
N E W S 

A.L.G. TESTS F-AST DRAW 
SHOWDOWNTOURNEYAT 
COUNTRYIWESJ&RN CLUB 

Albuquer
que, NM's 
American 

Laser Games 
has success
fully tested a 
tournament 
program 
using their 
Fast Drow 
Showdown 
fast draw 
video games. 

American Laser Games personnel 
surround Fast Draw Showdown 
tournament winner Mark Ramsey 
(shirtless) at Midnight Rodeo in 
Albuquerque. (Back row, I to r) 
Stan Jarocki, Missy Lipe, fast draw 
record holder Wes Flowers, Gwen 
Martin, Jim Jarocki; (seated I to r) 
Gail Rubin, Anita Jacquez, Karen 
Maloof. The finals took place on 
December 1, 1994. 

The eight-week tournament culminated 
in a finals competition in December 
which brought together the top weekly 
winners from the eight-week competition 
for a showdown to win $500 plus all the 
weekly entry fees for a total of $954.00. 

In the Fast Drow Showdown tourna
ment, contestants tried to get the quickest 
time possible out of the number of draws 
allowed, working from 60 showdown sce
narios with filmed gunslingers. 
Participants won $100 each week, and the 
grand prize was $500 plus all entry fees 
for the entire tournament. The tourna-

SUPPORTS FUND 

The Justin Cowboy Crisis Fund got a financial 
boost at a PRCA Cowboy Christmas event when 
A.L.G. joined with U.S . Tobacco to donate 
$1,000. 

A.L.G. set up a Fast Draw Showdown at U.S. 
Tobacco's Copenhagen Skoal display (the event 
took place at Cashman Field House in Las Vegas). 
Booth visitors had the chance to try their quick
draw skills against the game's 60 gunfighters. 

Two other Fast Draw Showdowns were on site 
at the Pro Rodeo cowboy Assn. convention at the 
Las Vegas Sahara Dec. 7-9. All proceeds collect
ed from the games there were also donated to the 
Cowboy Fund. 
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ment entry fee was 
$2 per entry, and par
ticipants entered as 
many times as they 
wished. 

The Dec. 1 finals 
winner was Mark 
Ramsey, who won 
with a fast draw time 
of .25, one-fourth of a 
second. Ramsey, who 
is attending the 
University of New 
Mexico in the phar
macy and pre-med 
program, said he'll 
use his winnings to 
pay for spring semes-
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ter tuition. Ramsey beat Ruben Chavez by 
only one-hundredth of a second. 

The fastest overall time for the finals 
competition was a score of .20, made by 
Luis Brito in the quarter-finals. He was 
awarded a bonus $100 for being the 
fastest in the finals. The other competing 
finalists were Glenn Hunter, Jason 
Norman and Alex Hansley. 

The tournament was held in coopera
tion with Midnight Rodeo, a Country
Westem nightclub in Albuquerque, NM, 
which draws customers on Thursday 
nights with a regular slate of contests.In 
addition to a line dancing event, they 
hold a mechanical calf-roping contest for 
real and wanna-be cowboys. The slate 
was rounded out with the two-month 
tournament on the A.L.G. game. 

"Fast Drow Showdown is a game that 
gets players hooked, and we learned that 
they get especially interested when there's 
$100 or more to be won for playing," said 
Stan Jarocki, VP of marketing and sales at 
A.L.G. "By working closely with an 
appropriate venue, operators can use this 
tournament program to bump up interest 
and game play," he added. 

Wes Flowers, the well-known A.L.G. 
cowboy who holds three world records in 
fast draw, was in Albuquerque to preside 
over the finals. Flowers was a consultant 
to A.L.G. during the design and filming of 
the game's graphics and he presents the 
most difficult challenge in the game. His 
time to beat in Fast Drow Showdown is 
about one-third of a second. 

While the regular tournament can be 
held with no alteration of the game's pro
gramming, a repeating configuration of 
scenarios was used in the finals to pro
vide a level playing field for all finalists. 
For information on how to set up a Fast 
Drow Showdown tournament, contact Jim 
Jarocki at (505)880-1718. 

ReP/ay Magazine 



To make mone1 the first thing 
a jukebox has to do is 
catch the eye. 

NSM presents 

The Eye-Catcher 
The new Performer-Wall™ 

A complete 100-CD jukebox that hangs on 
a wall. 

A jukebox that catches patrons eyes. Entices 
locations that wouldn't normally consider a 
jukebox. And provides its operators with a host 
of money-making features like no other. 

But, most importantly, The Performer Wall's 
HyperBeam™ system can handle just about 
anything advancing CD technology comes up 
with. And CD technology changes are now all 
but guaranteed to happen. 

See The Performer-Wall and the entire 
Performer Series™ of "eye-catchers" from 
NSM at your nearest NSM Distributor. Find out 
why more operators across the world are 
switching to NSM HyperBeam jukeboxes than 
ever before. 

For more information & the name of the Distributor 
nearest you, contact .. . 

NSM 
The Perfonnance Machine™ 

1158 Tower Lane 
Bensenville, IL 60106 
(708) 860-5100 FAX 5144 

C Copyright 1993, NSM Companies • Bingen, Germany & Bensenville, Illinois 

'" Performer-Wall, Performer-Grand II, Performer-Classic, The Performer Series, The 
Performance Machine and HyperBeam are trademarl<s of NSM Companies • Bingen, Germany 
& Bensenville, Illinois. 

. w £SV 1echnology 
Now with ne Systems\ 

HyperBeam 
• Real 1ime Clock\ 

• Even a laster CO changer\ I 
· up externa . . r1 ces lor hooking 

• Built-in lf1te a d music 1 
backgroun 
• Much. much more\ 



At the awards ceremony in a Pelikaani arcade (from left) are: Pelika's Tapio Marttila, 3rd place winner Reijo Kanerva, Mika {the Champ) Makela, 
Pelika's Kaj Ekblad, 2nd place winner Marko Ylonen and Pelika's Jarmo Sulkama. 

FINNS AND PINNS 
FINLAND FINDS ITS 

FLIPPER KING 

Meet Mika Makela, winner of 
the Pelika operation's 1994 
Open House Flipper Champ

ionship and, as such, the first-ever 
"pinball champion of Finland." 

Pelika, the amusement division of 
the Finnish Raha organization, ran 
elimination bouts at their Pelikaani 
arcades in eight different cities during 
November and December. 

Makela fought to become one of 
the sixteen finalists who went on to 
the four hour finals on the Bally Cor
vette pinball. By winning, he scored a 
trip for two to the ATEI show in Lon
don and a handsome trophy donated 
by Nova Apparate (the big German 
distributorship). 

The Pelika tournament was co
sponsored by Coca Cola, Nova and 
Haribo. We're hoping it becomes an 
annual event. 

Mika Makela's slipping skills won him a trip for two to the ATEI show in 
London and a trophy from Nova. 
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TOURNAMENT 
HIGHLIGHTS 

PAMMA HITS 

BULLSEYE 

Spearheaded 
by the Pennsyl
vania Amusement 
Music Machine 
Association 
(PAMMA) board 
of directors, the 
First Annual 

PAMMA Dart Tournament took place Nov. 4-6 at the 
Days Inn in Butler, Pa. The event was held to raise funds 
for the state association from proceeds of the registra
tion and coin drop. Lou Manolios (PNL Vending , Pitts
burg), current PAMMA prexy Bob Mills (Arachnid) and 
Lou Larson (Betson Pittsburg Dist.) - the "dart guru's 
of the Keystone State" - were charged with conducted 
the three-day event. The more than 1,000 dart shooters 
that registered for the event were challenged to throw 
darts against others of equal proficiency based on their 
individual league statistics. The tournament was partially 
subsidized financially in part by dart operating compa
nies of Pennsylvania, and each dart operator was asked 
to send a check to supplement the prize monies, as well 
as their league coordinator to help with the running of 
things. Pictured on top are the third-place finishers in 
Mixed Triples B (from left) : Terry Ziner, Kristen Shipley 
and Rob Halsaver. It was a resoundingly successful 
debut event, and PAMMA wished to thank all the oper
ating companies that made it possible. 

TEXAS TORNADO 

Tornado Table Soccer is gathering up force for its 
1995 Tour, which culminates in the annual World 
Championships held in Dallas from Aug. 30 through 
Sept.4. One of the first big events of Spring is the 
$35,000 Hall of Fame Classic at the Houston Hobby Air
port Hilton, Feb. 17-19. Prizes will be handed out to top 
finishers in 20 competitive categories. If your' re interest
ed in attending the Houston event, call 713/645-3000. 

MERIT DARTS 

Merit Industries 8th World Series of Darts got already 
underway in January with their first tournament in Jack
sonville, Fla, hosted by Vic Martin of Top Flight Indus
tries. In February, the series moves to Knoxville, Tenn. 
with Precision Darts, and then in March, returns to Min
nesota and Theisen Vending . April will be a busy month 
with events on the east coast of Florida and Honolulu; 
Hawaii . Spokane, Wash ., and Mesa, Ariz. are also tenta
tive sites for Spring. For more information, contact Mer
it 's Bob Wiles or Kim Morgan at 215/639-4700. 

APA BILLIARD CHAMPS 

The American Poolplayers Association (APA) held 
their first U.S. Amateur Championship at Jullian 's Billiard 
Club in Cleveland, Ohio, Nov. 5-6. Seventy-two com
petitors - 70 men and two women from 22 states -
took part to determine who would be the country's best 
amateur pool player. After a grueling comeback in the 
semi-finals, Ron Park, an APA member from Charlotte, 
N.C., captured the title. "The U.S. Amateur Champion
ship provided good competition and runner-up Joseph 
Rossman gave me a hard run for the money," said Ron. 
The winner and runner-up both received two VIP passes 
for all Pro Billiard Tour sanctioned events through Nov
ember 1995 and paid entry, travel and lodging to the 
Pro Tour's U.S. Open. The APA. the Professional Bil 
liards Tour and the Men's Professional Billiards Assn . 
(MPBA) comprise what is known as The Alliance, which 
was designed to unify the sport of billiards, both profes
sional and amateur, and implement official rules, formats 
and handicap systems. 

CAROLINA BULLSHOOTER 

Arachnid sponsored a $7,000 BullShooter qualifier in 
Washington, N.C. on Nov. 11-13. Operators ' Distributor 
and Taker Music were co-sponsors. Area players com
peted in eight main event with the hope of qualifying for 
the BullShooter Finals, which will be held Memorial Day 
weekend. Elana Bridge (Pittsburg, Pa.) and Jody Wand
scher (Lowisburg) qualified in Women's Doubles, while 
in Men's Doubles, it was Darryell and Darron Strickland 
(Opelika, Ala.). Elana also took first in Women 's Singles, 
and Vic While won Men's Singles. Mixed Triples winners 
were Gerald Ray (Rolesville), Beth Castleberry (Raleigh) 
and Allen Smith (Wake Forest). Gerald and Allen were 
also on top in Open Doubles Cricket. 

BULLSHOOTER TO NEW YORK 

Rochester was the site for the New York Qualifying 
Regional along the BullShooter Tour. Sponsored by Ar
achnid and Mondial Distributing, the event took place on 
Nov. 18-20. Many well-known players in attendance, 
some from as far away as Canada and Florida, made 
the competition tough and fun to watch. In Women 's 
Doubles, Kathy Karpowich (Freeland, Pa.) and Connie 
Sroka (Sellersville, Pa.) took top honors. Kathy also won 
Women's Singles, then teamed up with Joe Haganey 
(Hazelton, Pa.) to take first in Mixed Cricket. Joe then 
went on to team up with Michael Abboud (Conyngham, 
Pa.) and come out on top in Cricket Doubles; Joe fur
ther the prestigious Pro Singles title to his list of wins. 
Congratulations to all! For more information on Region
als in your area, or the BullShooter 10 Finals, call Arach
nid at 800/435-8319 (or in Ill., 815/654-0212) . 
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FRANK TALK 
BY FRANK SENINSKY 

I find myself agreeing with the growing 
number of trade members who say, 
"Yes, 1995 is very much like 1983." In 

the original coin-op industry crash of 12 
years ago, the market was saturated with 
too many poor video titles. The industry 
was crowded with many inexperienced 
quick-buck artists (anyone with a few 
dollars could become an "operator"), 
who were then forced out. Gallup did a 
study for Atari, showing that overall in
dustry earnings fell from $7 billion in 
1981, to $4.25 billion or so in 1983 and 
'84. Factories also had a sudden and 

equally dramat

IS 1995 JUST 1983 
All OVER AGAIN? 

ic slump in 
sales. 

But good, 
smart operators 
didn't suffer as 
much as the in
dustry as a 
whole. Reve
nues dropped, 
but you could 
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YES AND NO 
still run a prof

itable business. That's still true today. 
Revenues, the number of operators, the 
number of players, and the number of 
viable locations, are all falling ... and will 
continue to fall. But a disciplined opera
tor can survive by "going where the 
money is." 

To me, saying that 1995 is similar to 
1983 means we'll have a shortage of good 
equipment. Average revenues per current 
locations will continue to decline. The 
number of video games in gamerooms 
will decline. Many of the "traditional" 
street operators will be history. (Obvious
ly, diversified operators are successful 
and will continue to be, but those who 
depend mostly on video are finished, as I 
see it, unless they find new, profitable 
locations for their products.) 

In 1983 and '84, good products were 
still available and you could still run 
your business. You simply had to be sel
ective and use good judgment about lo-
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cations and business practice. Operators 
who did this survived nicely the first 
time around; for them it wasn't a big 
crash. It was simply a point in time when 
the craziness stopped and people 
stopped throwing money at any old 
machine. 

I think the industry's current troubles 
are due mostly to the decline of the tradi
tional video game and the decline of tra
ditional video locations. We've already 
had a revenue drop and making it up 
cannot be done with smart buying and 
asset management alone. It cannot be 
done in the same old locations. We have 
to make a transition, or actually several 
transitions, in how we do business. But it 
can be done! 

At Alpha-Omega Amusements, we're 
working very, very hard to obtain the 
cream accounts or the top locations. We 
compete with the big boys to land those, 
and make the transition from video to re
demption. This has been our program for 
the last five years. It's hard to turn an 
ocean liner around 180 degrees, especial
ly against the tides, but we're making 
steady progress. Like everyone else, 
we've had a sharp decline in the percent
age of our total income from video in our 
college gamerooms and other video street 
stops. 

Only a handful of games really gener
ate any money: Sega's Daytona, Virtua 
Cop and Virtua Fighter 2; for example. 
We also had a good run with Midway's 
Killer Instinct. I hear good things about 
Capcom's X-Men and there are some 
good Neo-Geo upgrades on the market 
like Samurai Shodown II and a few oth
ers. That's not many titles. 

Trouble is, these few great games are 
not enough to sustain the players still on 
location who spend money to enjoy this 
type of entertainment. There aren't many 
video players left. But what's more trou
bling, is that when we buy some of to
day's hits, even though they are among 
the greatest games in the history of our 
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You'll Strike It Ililm] with This Treasure 

INNOVATORS IN REDEMPTION! 
Pirate's Gold™ is brought to you by Lazer-Tron, creators of 
the following hit games: Ribbit Racin r~ Spin-To-Win r~ 

Aftershock r~ Jungle Rama r~ Shake, Rattle & Roll r~ 
Super Bank-It II ™, Wild ThingrM and Flintstones~ 
Experience the difference! 

NEW FROM 

LAZER-TRON 

Players will scurry to find the keys and unlock the riches held in the 
treasure chest of Pirate 's Goldr~ Players use their skills to try and 
guide their coins through pins into target holes on this fast paced 

coin-drop game. Players win tickets for each target they hit 
and if they hit all 6 targets they win the jackpot. 

PLAYTILL YOUWIN! 
5~~!31~-- Pirates Gold features a unique play till you 

win style which insures that every player is 
a winner. If the player's coin does not go 
into one of the targets, or the 
treasure chest, 
the coin will be 

-~ ... J returned to 
---~::.:=.;.==...~==?;;!~ the player to 

be played 

Treasure chest jackpot 

PIRATE,S GOLD FEATURES: 
o Fully operator adjustable 
o Outstanding pirate 

sound effects! 
o Progressive bonus jackpots 

o UL listed 

o Size: 251!4"W x 22"0 x 61 "T 
o Quality construction 
o Weight 250 lbs. 
o Made with pride in the U.S.A. 

Call Lazer-Tron today for the 
distributor nearest you. LAZER-TRON 
Patented and Patents Pending LIGHT YEARS AHEAD ,! 

LAZER-TRON 
4430 Willow Road 
Pleasanton, CA 94588 
Phone: (510) 460-0873 
Fax: (510) 460-0365 

© 1994 Hanna-Barbera Productions, Inc. 
All Rights Reserved. 



industry, they just shift money from 
one coin mech to another, without in
creasing our location gross. 

Many former players have aban
doned coin-op for home video games. 
Others have abandoned coin-op and 
home games for other forms of enter
tainment. There's no money out there 
to make it work, even if you could 
afford to blanket every location with 
Daytona! Pumping high-profile titles 
into your locations is just a temporary 
fix, because you would have incurred 
long-term debt, in exchange for 
income which is not permanent. 

Today most family entertainment 
centers (FECs) have a much different 
crowd who are playing redemption 
games. (And the sitdown simulators.) 
But on the whole, FECs are new loca
tions and attract new players. The 
winning strategy, as said above, is to 
"go where the money is." In the past, 
this column has discussed how 
redemption lets younger kids and 
adults enjoy interacting with each 
other as they play games together. 
These games are the ones which 
make money for us in today's FECs. 

Few centers today can attract teens 
as well as families; you almost have 
to be in the 50,000 sq. ft. range with 
unique attractions and lots of expen
sive video games to succeed with that 
crowd. There are very few of these 
types of locations around. In most of 
our family or children's centers, non
redemption is a shrinking part of the 
mix; 75 to 80% of the equipment is 
redemption! As stated before, sit
down driving games remain viable 
and still earn money in FECs or just 
about anywhere else that kids go. But 
again, there are not that many loca
tions which meet these requirements. 

When people talk about video, 

they usually mean traditional 200 FECs dropping out every year, 
uprights and kits. To me, that catego- while 200 new ones come in! More 
ry is already a dinosaur and few of similar to the 1980s quick-buck artists 
these will be a factor in the future. I are today's smaller FECs and chil-
think few factories will even make dren's soft-play centers which make 
these a couple of years from now. If money for a while, then crash and 
the upright video category remains burn as soon as competition moves 
on location at all in the future, it will in, or their attraction (soft play) gets 
be a multi-service terminal with ad- stale. 
vertising and games _ _ , If we have 5,000 opera-
downloaded to the lo- ---1 ;.._, ~ -. tors left in business today, 
cation! Networked t'rrP- 1 (~ \ that number will keep 
games ":'ith NANI- ~ .I, )~) I shrinking - in fact, it 
type cabmets have a !:, '.. \ -- wouldn't surprise me if 
future, but other ser- tb ~ ~ ~~j we had just 2,500 viable 
vices like advertising , ~t ~- . ~ operators in a few years. 
and couponing will {"'j The big, leading street 
be the big-income ,,(_ J..... operators will survive, 
generators here. Even ,-0----- ');( because they have come 
banking could be done \ \ I to dominate their markets 
on NANI terminals. ~ . ____,/, with steady-earning, staple 

But that's the future. \. - products like pool, darts and 
For now, let's go back ~ r2_ , . jukeboxes. But when 
to our comparison of c1!JrfJ they look to make a pur-
1983 and 1995. The ~,' chase, they often buy 
crash of 12 years ago other routes - not vid-
was partly caused by ' · eo games! Consolida-
ignorant outsiders who tion has become the 
tried to be operators. They ere- name of the game, in 
ated too much competition. this industry as in so 
Today, we also have too many others. 
much competition (in the So I think we're 
form of a new wave of not leveled out yet. We're still 
FECs) , but it's from more- heading down and it's impossi-
professional businessmen who have ble to say where the bottom is. I don't 
earned their capital in other indus- see anything that will turn us around, 
tries. They often run good, profes- either. What new technology is ready 
sional FECs as joint ventures. But to excite the players or bring them 
there's only so much room for so back? Who is devoting the money to 
many of these centers. We may have our industry that will help us achieve 
800 or 900 of them in the USA today, this in the near future? We haven't 
with 200 or 300 new ones opening seen anything at trade shows in a 
every year. The top locations will long time that fills this bill. Virtual 
win ... and believe me, the competition reality isn't even close to being a 
is fierce with each FEC topping the "saviour" for the industry. Since I 
next in extravagance. We could see don't see any factor that will stop the 

slide, I must conclude that it will 

Take Your Best Shot! 
keep going. 

The only good strategy I see, then, 
is trying to move out of the shrinking 
segments and move into the more 
popular venues. As the old adage 
says, "put your games where the peo
ple are." We can't wait for the next 
cycle of product development, be
cause we have not even been given a 
preview of the next application of 
technology which will excite players. 
Most of the R&D and dramatic ad
vances are happening in the home 
market! Redemption is where I'm 
putting my emphasis today. It's "new 
money" and that's what we all need. 

GAMUIME SHUFFLEBOARD 
(Formerly Dynamo Home Products) 

Gametime has taken the best in 
Shuffleboard and made it 
better! We've added an 
improved scoring system 
and pin-gate to make this 
table perlect for any location. 
And, it's offered in six lengths -
12', 14', 16', 18 ', 20' and 22 ' . • Poly-resin cooled playing surface 

• Fine furniture finish 
• Revolutionary scoring system WE REFINISH ALL BRANDS OF SHUFFLEBOARDS 

CALL US FOR DETAILS 
(817) 284-3499 

FAX (817) 595· 1506 
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• Optional light kit 

GAMUIME 
7100 N. Burns• North Richland Hills, TX 76118 
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TECHNICAL TIPS 
BY RANDY FR 0 MM 

Hantarex monitors are (in my opinion) 
unbeatable when it comes to picture 
quality. However, they are a bit 

quirky when it comes to troubleshooting. 
This troubleshooting flowchart will lead 
you to the cause of most of the failures 
you're likely to encounter. But be 
warned: The flowchart will sometimes 
take a roundabout approach to locating 
the defective component. Specifically, 
there are two common failures to look 
for. Knowing about these can help speed
up your troubleshooting time by jumping 
over some of the steps on the chart. 

There is a special circuit in the Han
tarex power supply called an over cur
rent protection circuit (OCP). The OCP 
uses a transistor (1R22) to detect a short 
circuit on the + 130 VDC supply. When 

TROUBLESHOOTING 
THE HANTAREX 

MTC9000 

the emitter of 
TR22 is ground
ed by a short on 
the output of the 
power supply, 
TR22 is turned 
on. This in turn 
removes the base 
voltage of TRl 9 
(TR19 and TR20 
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form a darlington circuit that make up 
the series-pass regulator.) When the base 
voltage of TR19 is removed, the regulator 
circuit is effectively shut down. This pro
tects the regulator from damage due to 
the short circuit. 

Unfortunately, there is a side-effect to 
the operation of the OCP circuit that can 
be somewhat confusing if you don't 
know what to look for. Monitors of all 
types and from all manufacturers exhibit 
many common failures. Two of the most 
common are bad high-voltage units and 
shorted horizontal output transistors. In 
just about every other type of monitor, 
this failure will blow the fuse but in the 
Hantarex MTC 9000, it activates the 
OCP. The fuse generally does not blow 
unless the power supply voltage regula
tor circuit is also shorted! 
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Additionally, there is a large, high
wattage resistor (R105 330 ohms, 30 
watts) that is connected in parallel with 
the series-pass regulator transistor. This 
"shunt" resistor is used to carry some of 
the power supply current so the regulator 
transistor doesn't have to work so hard. 
It's kind of a "helping hand" resistor. 
When the OCP shuts down the regulator 
circuit (due to the short), current from the 
unregulated power supply (at approxi
mately +145 volts DC) passes through 
R105 and through the shorted transistor 
to ground. This 30 watt resistor is now 
dissipating over 60 watts of power! Get 
out the white bread Mama, 'cause you 
can make toast on this thing! 

If you have a Hantarex MTC 9000 
with a super-heated R105, chances are 
overwhelmingly good that you have a 
bad high-voltage unit (also known as the 
flyback transformer or E.H.T. trans
former). Hantarex does not manufacture 
their own high-voltage units and, unfor
tunately, they got a bad batch of units 
from the manufacturer. A bad flyback 
transformer will often look melted, swol
len or cracked, but not always. 

The good news is that you may pur
chase replacement HV units directly 
from Hantarex (Hantarex part number 
28026030.) The new units have been 
working just fine. Be sure to test the hori
zontal output transistor (TR15) as well 
because the bad HV unit may have dam
aged the transistor. The transistor also 
may be ordered from Hantarex. 

The point here is (referring to the 
flowchart) that if the B+ measures low, 
the chart directs you to first check the 
voltage regulator circuit. If the parts test 
good, the flowchart then directs you to 
the horizontal output transistor and/or 
the flyback transformer. But...if the volt
age is low and R105 gets hot, the flyback 
and/or horizontal output transistor is 
probably bad and should be checked first 
(before you test the regulator compo
nents) to save time. 
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Is t he picture I NO 
perfectly stable? 1--.Q~'-----.Q~i---i 

Is the 
picture too 

small? 

,...._,.__,.....,Start 
NO Blank here 

.... A----=-iscreen7 

Shortad horizontal outputtranais1Dr 
TR15. Test with the diode check or 
ohmssettingc:tyourmeter. Groundthe 

Shortad diodes 019 - 022 
This is rare but can be caused by 
operating the monitor without an 
isolation transfolmer. Also, try un
plugging the degaussing coil. 
SaTietimes it will rub on the fra'ne 
and short circuit 

YfS NO I YES black meter lead to the chassis aid 
~ touch the red lead to the center leg or 

I Test I mea tab (collector) ct the tralsistor. 
w ' ~ ~Y-o_u_h_a_ve_a_ve_rti_"_ca......,I 

,, 

I BLOWN;:- Openorhighresistrceisgood. Shorted 
fuse F 1 when bad. Test with po.var all 

ok 

deflection problem. A W YES 
Test for +20 VOC at ' Is the ~ 
!Cl, pin H. YES picture 

1 shrunken - · . 
'W 0 volts 20VDC like this? 

Bad high voltage unit 

Check R94, D1S j OKI -or-
collapsed B Turn up the screen con- (llyback transformer) 

trot. Do you see just a Eianine for aa::ks or 
Check the regulated white screen (raster?) melted areas. This has 

monts PCB ls connected. horizontal 
SUbslltuto IC1 . line? 

powwsupply(B+)atthe with diagonal white been a common failure 
SP•aonnecllonofrals- OKI llnes running through in this monitor. IMoko sure tho romOte odjust-1 to a 

Chock C9, C14, C15, RAS, C57. '-------..---' 

INO 
tor R106. Thafs the large, 1----·1>1 the picture llke this? C36 shortad. This cap 

Does it look like the picture is :Jl watt, ceramic resistor - NO shouldcheck"open"with 
doingthehula7 Thesidesofthe ~ ,.. thal'smouriedontheleft 1 ~~M• 
screen may be moving in and out YES • side of the left bracket. tt ·-...---..-. 
with a slow wave moving up or ----Ir~ should be +1:Jl voe. i 
down the screen. llote: If resistor Is hot, ~ '6-n.-. 
'-----....-N-0---------~ fl)t>ackis probably bed. YES I Is the CRT ~ 

CheckTR1B, Z02, I heater glowin NO OplnCRTtwar 

ls the picture rolling from top to bottom 1 (can't lock vertical ~ Too high R97. ~ clrcull. 
hold.) Is the picture shifting left and right? (can't lock horizon- or +1•1D+17'VDC) Check.R216on 
tal hold.) or both at the same time? zero Unsolder either end of diode neckPCB. Look 
Is there a severe, horizontal "tear" at the top of the picture? ..=:;., ~ 010. This disables the high for bad solder 

I YES • voltageshuldown circuit Fir•/ Still no joints on .high '*' Check the voltage the monitlOr up 1g1in. / picture i \dtage unit 
You have a sync problem. Makesurethatthecompos- at the SP3 end of 
lte, negative sync from the game PCB Is connected to Rl05 . It should Monitor I / ~--------'--------. 
pln6only. Donotjumperplns5&6aslscommonly(•nd be around +145 works! .J, 7'o/ Youhllwahorlzonlllclllllctlonf.tlln. BetOle 
mistakenly) done. Teat translators TR10 - 13. Check voe. ~ ~~V~o~lta.,._g_e.L....., yougoanyfllther, visuatfinspectlhechassisforbad 
capacitors C17 -20 and C22. Substitute IC2 t regulltor solderjoiris(especial'farooollhehighYDlagelrli) 

'---------------;::::=====....:l.:o..:.:w:..L~ I 0 voe failure. andhameaadcsillhePCB. 

Too Much 
color? NO 

Filter capacitor C53 
may be bad. This is 

~.=.'J:..da.!' not too common . 

TestTR19, 
TR20, TR21, 
TR22, Z03. 

J. Looks OK to me! 

A 0 voe I MMSUre the voltage at 

Missing a color? -+---i;c---i left or 1a dark on Verify by connecting 
left aide. replacement capacitor 

R99 may be 
open. Look for 
cracks or bad sol
der joints in the 
area. 

Replace C34. :::: I the meta1 tab or TR1s 
I~--~ I 'f+130to+170VDC 

Blue Green Red 

TR1,2,3 Tiu.AS TR7,8,9 Main PCB 
TR203 TR202 TR201 Neck PCB 

Change in parallel. Electrolytic capacitor failure. 
capacitor C205. This is the most common prob- ReplaceC34. TestTR14. TestR74.Substitute • H Is tne picture ~ES lem of all. It's best to replace IC2. L.ookforbadconnectionsonTH1. lfal 

· distorted or all electrolytic capacitors at 
curved? this time. else fails, can Randy Fronm for helpl ~ 

......__ __ __, Hantarex MTC9000 Flowchart©l{l/95byRandyFromm n 
,, +145 UDC 

IJllRIQJLllTID 

1211 UAC 
lllPUT 

2A Dll DZI 

DtO 470•/IOO 

LOU UOLTAGE 0C lllPUT 
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ANTI-RIPPLE CIRCUIT 
As long as we're looking at the vol

tage regulator circuit, let's look at an
other unique feature of the MTC9000 
power supply. This monitor uses a 
special circuit in the power supply 
that transforms the + 130 VDC regula
tor circuit into an "anti-ripple" circuit 
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in the event that the 120 volt AC in
put drops below the point where the 
regulator circuit works properly. The 
circuit is simple and requires the ad
dition of just two components, resis
tor R118 (1.5K) and capacitor C56 (1 
microfarad, 160 VDC.) 

These components serve to couple 
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any undesirable AC that may appear 
at the output of the voltage regulator 
circuit back into the "error amplifier" 
(transistor TR21 and zener diode 
ZD3.) The error amplifier circuit sens
es the drop in output voltage caused 
by the AC ripple and boosts the out
put voltage of the regulator circuit 
back up to + 130 VDC to compensate 
for it. 

The anti-ripple circuit also will 
compensate for a defective primary 
filter capacitor (C53) that may not be 
functioning at 100% efficiency. If a 
bad filter capacitor allows some rip
ple into the unregulated power sup
ply, the anti-ripple circuit will clean
up the output and prevent the moni
tor from displaying a picture that 
looks as if it is doing the Hula! 

WHEN IN DOUBT, 
REPLACE C34 

The other common failure that 
sometimes confounds technicians is 
failure of capacitor C34. Here's a brief 
look at this capacitor: What it does 
and what happens when it fails! 

The main power supply in the 
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MTC9000 monitor is + 130 volts DC. 
The really hip and cool technicians 
refer to this as the B+. The B+ powers 
the horizontal deflection circuit; by 
far the most powerful circuit in the 
monitor. The switching action of the 
horizontal output transistor (and its 
associated circuitry) generates a sub
stantial amount of electrical "noise." 
This noise (also known as "EMI" or 
"electromagnetic interference") takes 
the form of voltage spikes that can 
easily reach 160 volts or more. Unless 
we do something to stop them, these 
voltage spikes will travel along the B+ 
line to the other circuits in the moni
tor. 

This is where capacitor C34 comes 
in. It is the chore of this capacitor to 
filter out the voltage spikes and pre
vent them from affecting the rest of 
the monitor circuits. A capacitor does 
this by absorbing the high-frequency 
spikes and shorting them to ground. 
A capacitor with this function is also 
known as a bypass capacitor. 

When this capacitor fails, the 

symptom can be very confusing be
cause the spikes affect the regulator 
circuit. Remember how the regulator 
uses an anti-ripple circuit? This cir
cuit will couple the spike back into 
the error amplifier in the voltage regu
lator circuit. This has the effect of 
shutting down the voltage regulator 
during the spike time. The confusing 
effect is that the B+ seems more or 
less normal when measured with a 
digital multimeter and yet the moni
tor does not fire up with a picture. 
You may even see a normal glow 
when a small neon lamp is held next 
to the flyback. I would venture to 
guess that many good flyback trans
formers have been replaced only to 
find that the flyback itself was actual
ly good and that the problem actually 
lay with C34. 

Failure of C34 can also allow the 
spike to activate the monitor's X-ray 
protection circuit. This shuts down 
the entire horizontal deflection cir
cuit, killing the high voltage as well 
and making the monitor appear com-

TOP HITS OF JAPAN 
from Game Machine Magazine, February 1, 1995 

TOP 25 VIDEO COCKTAILS 

Model (manufacturer) 
1 Virtua Fighter 2 (Sega) 
2 Samurai Shodown II (SNK) 
3 Virtua Fighter (Sega) 
4 Super Real Mahjong PV (SetaNisco) 
5 Tekken (Namco) 
6 Bubble Symphony (Taito) 
7 Crazy Cross (Konami) 
8 The King of Fighters '94 (SNK) 
9 Quiz 365 (Nakanihon) 

10 HatTrick Hero '95 (Taito) 
11 Gunbird (Psykyo/Jaleco) 
12 Super Real Mahjong P. IV (Seta) 
13 Puyo Puyo 2 (Compile/Sega) 
14 Super St. Fighter II Turbo (Capcom) 
15 Dragonball Z2 - S.S. (Banpresto) 
16 Great Sluggers '94 (Namco) 
17 Raiden DX (Seibu) 
18 V Goal Soccer (Tecmo) 
19 Space Invaders DX (Taito) 
20 Darius Ill (Taito) 
21 Raiden II (Seibu) 
22 Mahjong Prof'I "Kiwame" (Athena) 
23 Run & Gun (Konami) 
24 V-Shoot (Namco) 
25 Shanghai Ill (Sun) 
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TOP 15 UPRIGHTS & COCKPITS 

Model (manufacturer) 
1 Virtua Fighter 2 [deluxe] (Sega) 
2 Ace Driver [deluxe] (Namco) 
3 Ridge Racer 2 [twin] (Namco) 
4 Sports Fishing (Sega) 
5 Virtua Cop (Sega) 
6 Point Blank (Namco) 
7 Daytona USA [twin] (Sega) 
8 Quiz Doremifa Grand Prix (Konami) 
9 Ridge Racer 2 [std.Ide!.] (Namco) 

1 O Wing War [twin] (Sega) 
11 Virtua Fighter [deluxe] (Sega) 
12 Daytona USA [deluxe] (Sega) 
13 Desert Tank (Sega) 
14 Final Lap R [standard] (Namco) 
15 Out Runners (Sega) 

TOP 5 FLIPPERS 

Model (manufacturer) 
1 Demolition Man (Williams) 
2 World Challenge Soccer (Premier) 
3 Star Trek: The Next Gen. (Williams) 
4 Royal Rumble (Data East) 
5 Jurassic Park (Data East) 
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pletely dead. There may be a momen
tary squealing sound when the moni
tor is first energized but it only lasts a 
fraction of a second before the X-ray 
protection circuit activates and shuts 
down the monitor. 

Another symptom of this capacitor 
going bad can be a black or dark area 
on the screen. This generally takes 
the form of a ragged, unstable vertical 
bar that appears at the left edge of the 
screen. It is not necessary to use the 
exact same value as a replacement. 
C34 can be replaced with a 47uf or 
100uf capacitor with a voltage rating 
of 160 volts or higher. 

If you want to learn more about 
monitor repair, you will want to at
tend this year's ACME show. It will 
be held in Reno, Nevada. The dates 
are March 23-25, 1995. This years' 
ACME show is going to include an 
exciting new program geared express
ly for technicians and other coin-op 
service personnel. TechFest at ACME 
'95 will present a stimulating new 
program of lectures, presentations, 
demonstrations, displays, PCB repair 
tools and supplies, an employment 
"Job Shop", multiple video theatres 
presenting non-stop tech training 
films (in English and Spanish too!) 
and much more! I will be there de
monstrating monitor troubleshooting 
techniques as well. 

A WARNING: There will be so 
much to see and learn at TechFest 
that you will not be able to attend all 
the exciting lectures and demonstra
tions, and see the entire ACME show 
as well. (Hmmm ... do I smell a sequel 
coming up? Son of TechFest?) Mr. 
Operator - If you've been waiting for 
the right time to bring your service 
staff to a trade show, this is it! 

For more information about 
ACME, contact William T. Glasgow 
and Associates at 708/333-9292. Ask 
them to send you information about 
TechFest at ACME '95 and tell 'em 
Randy Fromm sent you. It doesn't 
cost any extra to attend the TechFest 
and you can come away with a great 
deal of technical training and infor
mation in just three days. 

As usual, if you have any ques
tions or comments I can be reached 
at: Randy Fromm's Arcade School, 
1944 Falmouth Dr., El Cajon, CA 
92020-2827; 619/593-6131 or fax 619-
593-6132; internet randyfromm@del
phi.com or internet YMNP18A@pro
digy.com. 

See you at the Arcade School! + 
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TOP-SELLING 45S & CDS AT KEY ONE-STOPS AS OF JANUARY 20, 1995 

a. 
= a. 

m 
ol 
= 

1. BLIND MAN, Aerosmith, Geffen 19377 
2. YOU DON'T KNOW HOW IT FEELS, Tom Petty, Warner Bros. 18030 
3. GET OVER IT, Eagles, Geffen 19376 
4. ALL I WANNA DO, Sheryl Crow, A&M 0702 
5. TREMOR CHRIST/SPIN THE BLACK CIRCLE, Pearl Jam, Epic 77771 
6. HOUSE OF LOVE, Amy Grant w/ Vince Gill, A&M 0802 
7. TAKE A BOW, Madonna, Warner Bros 18000 
8. SYMPATHY FOR THE DEVIL, Guns N' Roses, Geffen 19381 
9. DANCE NAKED, John Mellencamp, Mercury 856346 

1 O. WHEN WE DANCE, Sting, A&M 0846 

1. Ml VIDA LOCA, Pam Tillis, Arista 12759 
2. GOIN' THROUGH THE BIG D, Mark Chesnutt, Decca 54941 
3. TILL YOU LOVE ME, Reba McEntire, MCA 54888 
4. /'LL NEVER FORGIVE MY HEART, Brooks & Dunn, Arista 12779 
5. HERE I AM, Patty Loveless, Epic 77734 
6. PICKUP MAN, Joe Diffe, Epic 77715 
7. YOU AND ONLY YOU, John Berry, Liberty 18137 
8. YOU CAN'T MAKE A HEART LOVE SOMEBODY, G. Strait, MCA 54964 
9. LITTLE HOUSE, Doug Stone, Epic 77716 

10. THE FIRST STEP, Tracy Byrd, MCA 54945 

1. CAN I STAY WITH YOU, Karyn White, Warner Bros. 18007 * 2. ON BENDED KNEE, Boyz II Men, Motown 860244 * 3. THE SWEETEST DAYS, Vanessa Williams, Mercury 851110 * 4. DON'T SAY GOODBYE GIRL, Tevin Campbell, Warner Bros. 18254 * 5. ALWAYS & FOREVER, Luther Vandross, Epic 77735 
6. U WILL KNOW, B. M. U., Mercury 856200 * 7. SPACE, Prince, Warner Bros. 18012 * 8. /'LL MAKE LOVE TO YOU, Boyz II Men, Motown 2257 * 9. ENDLESS LOVE, Luther Vandross & Mariah Carey, Columbia 77629 * 10. MELODY OF LOVE, Donna Summer, Mercury 856357 

1. THE HITS, Garth Brooks, Liberty 29689 
2. TUESDAY NIGHT MUSIC CLUB, Sheryl Crow, A&M 0126 
3. VITALOGY, Pearl Jam, Epic 66900 
4. HELL FREEZES OVER, Eagles, Geffen 24725 
5. GHEA TEST HITS, Bob Seger & The Silver Bullet Band, Capitol 30334 
6. DOOKIE, Green Day, Warner Bros. 45529 
7. YES I AM, Melissa Etheridge, Island 848660 
8. THE TRACTORS, The Tractors, Arista 18728 
9. II, Boyz II Men, Motown 0323 

10. THE ICON IS LOVE, Barry White, A&M 540115 
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POP PICK HITS 
MELODY OF LOVE 
Donna Summer - Mercury 856357 

BANG AND BLAME 
R.E.M. - Warner Bros. 17994 

DOU PARTS 
Hole - Getten 19379 

COUNTRY PICK HITS 
TENDER WHEN I WANT TO BE 
Mary Chapin Carpenter - Columbia 77780 

I CAN BRING HER BACK 
Ken Me/Ions - Epic 77764 

R & B PICK HITS 

* = significant crossover activity 
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Kiddie ride controller board 
from Eletech 

Eletech Electronics' 
kiddie-ride controller 
board model DM2020-4 is 
the second in a series of 
controller boards designed 
specifically for coin-op kid
die rides and other 
amusement rides. 

Built with Eletech's 
"QuickVoice" technology, 
the DM2020-4 features 

four digitally sampled 
songs played in rotation; 
15-amp on-board timer; 
three timer settings; multi
ple coin selections, from 
one to eight coins per 
play; two fire-button 
sound effects; coin meter 
output for revenue track
ing; and a 3-watt speaker 
output with volume con
trol. All of this in a 4" x 
5.56" footprint. 

For information on their 
entire line of music and 
sound effect systems, 
contact Eletech Electron
ics, 16019 Kaplan Ave., 
Industry, CA 917 44; 818/ 
333-6394 

New kiddie ride from Carousel 

A horse is a horse, of 
course, of course. Unless 
that horse is Muffin the 
Talking Horse, the newest 
kiddie ride from Carousel. 

While taking children on 

a fun ride, Muffin 
tells them a story 
along the way. He 
also entertains 
kids by singing a 
song, with back
ground instrumen
tals courtesy of 
the Veach Boys. 

Muffin is just 
the latest member 
of Carousel 's fine 

line of rugged and attrac
tive rides. For more infor
mation, contact an autho
rized distributor or call 
Carousel at 800/325-
3353. 

SUPER SHOVEL from Zamperla 
The Super Shovel is the 

latest interactive kiddie 
ride from Zamperla. Kids 
can actually control a real
istic simulation of powerful 
earth-moving equipment. 

The Super Shovel has 
levers that controls the hy
draulic movement of the 
shovel arm. Authentic 
sound effects enhance the 
experience. The seat is 

Two new games 
from Coin 
Concepts 

Coin Concepts went 
back down to the board
walk for inspiration on their 
two new ticket-dispensing 
wheel games. 

Triple Play is a fash
ioned after the popular 
Pick 3 type lottery games. 
Players enter their three 
favorite numbers, then 
attempt to skillfully stop 
the wheels on the selected 
numbers. Triple Play fea
tures great sounds, ad
justable awards, and a 
one- to five-coin multiple 
jackpot that allows players 
to win a possible 1,000 
tickets. 

Over the Rainbow is a 
more flamboyant game, 

wide enough for adults, so 
the whole family can enjoy 
the ride. The unit weighs 
approximately 210 lbs. 

Zamperla believes that 
interactive kiddie rides are 
the "wave of the future." 
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with gambling-inspired 
graphics. Looking more 
like a slot machine, the 
game is designed to at
tract adult players. Players 
spin the wheels and skill 
them to a stop on a win
ning combination of easily 
recognizable symbols. 
Tickets are awarded 
based on the combination 
of symbols. 

For more information 
on Triple Play and Over 
the Rainbow, contact your 
local distributor, or call 
Coin Concepts, Inc. at 
800/462-COIN or 908/ 
390-9009. 

But they also produce an 
quality line of traditional 
rides, such as dinosaurs, 
sportscars and animals. 
For more information, call 
David Martin at 800/888-
8878. 
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• Effective Government Relations 

• Industry's #1 Trade Show 

• Jukebox Promotions 

• Hesch Scholarships 

• Educational Seminars 

• Increased Industry Professionalism 

• Notre Dame Program for 
Continuing Education 

• Annual Membership Directory & other 
Invaluable Communication Tools 

• AMOA National Dart & International 
Flipper Pinball Associations ••• 
Increased Income Through Organized 
League Play 

• And Much More ••• 

The Amusement & Music Operators Association 

Discover 
The Many 
Benefits 
of AMOA 
Membership 

We're 
working for 
a better 
industry! 

Be A Leader In Your State and At The National Level! Support/Join Your State Association and AMOA! 

,------------------------~ -----------, 

I Please send me information on: D AMOA membership D Becoming an AMOA director I 
I I I Please type or print I 
I Name: Company: I 
I I 
I I 
I Address: City/State/Zip: I 
I I 
: Phone: ( Fax: ( : 

I Return to: Jill Mateja, AMOA, 401 North Michigan Ave., Chicago, IL 60611 -4267 - 312.245.1021 or FAX 31 2.245.1085 I 
L-------------------------------------~ 



New touch monitor from MicroTouch 
The TruePoint Kiosk 

Touch Monitor from 
Micro Touch is targeted at 
the fast-growing kiosk 
market. The open-frame 
touch monitor directly 
addresses the need for an 
easy-to-integrate, low
cost, touch monitor for 
public computer-based 
kiosks. 

The new monitor com
bines a 20-inch NTSC dis
play, capable at running 
SVGA graphics, with a 
MicroTouch capacitive 
touchscreen, and comes 
mounted in an open metal 

frame instead of enclosed 
in a plastic housing. This 
unique mounting makes it 
easier to integrate the dis
play into a kiosk housing. 
In addition, the company 
says their 20-inch touch 
monitor with fully-integrat
ed touch sensor sells for 
half the cost of a typical 
touch monitor of the same 
size. 

For more information, 
contact MicroTouch Sys
tems, Inc., 300 Griffin 
Park, Methuen, MA 
01844; 508/659-9000. 

date the floss 
pan), so it can be 
easily added to 
existing opera
tions. 

The machine 
can produce two 
1 -oz. servings of 
cotton candy per 
minute. It's avail
able in export 
voltage and 
stainless steel 
finish. New cotton-candy 

machine from Gold Medal 
For more 

information on 
the Econo-Floss 

or any other cotton candy 
product, contact John 
Evans, Jr. at Gold Medal 
Products Co. , 2001 

Econo-Floss is Gold 
Medal Products newest 
economical floss machine 
that operates on 1 20 
volts, so it can be plugged 
in almost anywhere. And, 
it occupies an area of only 
26" x 26" (to accommo-

Dalton Ave., Cincinnati, 
OH 45214; 800/543-0862 
or 513/381-1313. 

TOURNAMENT 
C A L E N D A R 

FEBRUARY 10-12 
Volunteer Open (Merit World Series of Darts), 
Knoxville, Tenn. For information, call Ron Johnson 
at 615/579-1655. 

FEBRUARY 17-19 
Tornado's Hall of Fame Classic (table soccer), 
Houston Hobby Airport Hilton, Houston, Texas. For 
information, call 713/645-3000. 

FEBRUARY 24-26 
Kansas Klassic (darts), Wichita, Kan. For informa
tion, call Mark Blum at 316/263-6181. 

MARCH 17-19 
Minnesota Classic (Merit World Series of Darts), 
Ham Lake, Minn. For information, call Mike Tait at 
612/827-5588. 

MARCH 31-APRIL 2 
Empire State Championship (darts), Albany, N.Y. 
For information, call 518/272-5776 or 518/274-
4875. 

APRIL 7-9 
Sunshine Classic (Merit World Series of Darts), Port 
St. Lucie, Fla. For information, call Bob Castoro at 
407/871-1033. 

APRIL 21-23 
Aloha Classic (Merit World Series of Darts), Hono
lulu, Hawaii. For information, call Louis Santiago at 
808/487-7980. 

MAY26-27 
Tornado's Master's Open (table soccer), Atlanta 
Airport Hilton, Atlanta, Ga. For information, call 
404/767 -9000. 

MAY 26-JUNE 3 
VNEA's 15th Anniversary International Champion
ships (pool), Riviera Hotel & Casino, Las Vegas, 
Nev. For information, call Gregg Elliot at 800/544-
1346. 

JUNE 23-25 
VNEA's 5th Anniversary International Junior Champ
ionships (pool), Mayo Civic Center, Rochester, Minn. 
For information, call Gregg Elliot at 800/544-1346. 

JUNE 30-JUL Y 3 
Tornado's $50,000 National Championships (table 
soccer), San Francisco Airport Hilton, San Fran
cisco, Calif. For information, call 415/589-0770. 

AUGUST 30-SEPTEMBER 4 
Tornado's World Championship (table soccer) 
Dallas/Ft. Worth Airport Hyatt Regency, Dallas, 
Texas. For information, call 214/453-1234. 
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COMPETITIVE VIDEO GAME PARTS 

CZ 

Video Chassis 
* * Black Matrix tube 
* * High resolution chassis 
* * 90-260 V Free voltage 
* * Built-in switching power 

Insulation transformer is 
not needed. 

Switching power supply 
* * Overload protection 

compatibility 
* * Short circuit protection 
* * Built-in EMI line filter 
* * High efficiency, low cost, 

high quality 
* * Built-in digital 

EAGO COMPANY LTD 
5F, NO. 120 , SEC. 2, AN-HO RD. TAIPEI, TAIWAN, R.O.C. 
TEL: 886-2-7368785-6 FAX: 886-2-733 1005 



THE C 0 IN BIZ 

NORTHEAST 

BELAM 
BASH
Long Island
based R.H. 
Belam held 
an out
standing 
post-AMOA 
bash, but 
unfortunate
ly the pho
tos got hung 
up in the 
mail.Well 

better late than never. Pictured above (from left): R.H . Bel
am's Vic, Marc and Bob Haim are able to take a minute to 
pose for nice family snapshot. Showing area ops the newest 
coin machines certainly kept them busy, but luckily they had 
some help from factory reps such as Art Warner of Coin 
Concepts, Pete Walton of Smart Industries, and Jim Belt of 
American Laser Games. 

NEW ADDITIONS - Not only is kiddie ride maker Falgas 
USA opening a new office in New Jersey, they will also add a 
new member to their sales team Larry Kohler. Larry is not 
new to coin-op, however, having previously worked for the 
Discovery Zone. The address for the New Jersey office is 
1810 Boardwalk, North Wildwood, NJ 08260; phone is 609/ 
523-9184. Falgas will still keep its main office in Miami , Fla. 

JIM CHANEY, formerly of Tekbilt , just signed on as the new 
vice presidenVsales manager over at The Component Fac
tory (TCF) in Norristown, Pa. TCF prexy E. Xaviar Bridgetti 
said you can give Jim a call at 800/517-7711 and say hello! 

MIDWEST 

STUART ENTERTAINMENT, INC. has acquired the as
sets of the Reliable Corp. of America, Inc., a Muskegon 
Heights, Mich.-based manufacturer of bingo paper and ink 
markers, and distributor of other products related to the 
gaming and fund-raising industry. Reliable had sales of ap
proximately $6.8 million in 1994. The acquisition gives the 
Council Bluffs, Iowa-based Stuart Entertainment, which is 
already a leading manufacturer and distributor of bingo, lot
tery and gaming products, even greater opportunities for 
expansion. 

HOME SALES AWARD - Tornado Table Soccer's Mick 

White delighted the guys at Ft. Worth Billiard Supply with a 
plaque citing them as the company's Home Products Retail
er of the Year. From left above: Ernest Rios and Al Trujillo of 
the store, Mick White from Tornado. 

' SOUTHWEST 

DECISION CLOSE - As some California operators know, 
their brother Dave Jackson (Western Telcon/ Pachinko Pal
ace) is spearheading a suit against the State Lottery to get 
the latter's keno games off location (and out of competition 
with amusement routes). Dave lost the first round "on a tech
nicality," but has appealed and expects a decision shortly. 
What's at issue? Basically, whether the operation of keno is 
or is not a violation of California law, even if the State Lottery 
itself is running it. Dave's got solid ammunition behind his 
position (including a helpful U.S. case that just denied slot 
rights to Indians). Stay tuned. 

HOWDY, JUKEBOX OPS! - If it's authentic Western 
music you're searching for, contact HorseFeathers Music out 
in Topanga, Calif., where Dan Altchuler's got 
over 500 titles featuring both vintage and con
temporary "cowboy" artists from 
Bob Wills, Roy Rogers and Patsy 
Montana, to Liz Masterson and 
Riders in the Sky. Dan says he's got 
the largest catalog of Western CDs and cas
settes, and wants to do more business with 
juke operators. Contact: HorseFeathers, P.O. 
Box 1331 , Topanga, CA 90290; their combo 
phone/fax is 310/455-2151. 
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INTERNATIONAL 

LEISURE
BASE, a new 
leisure-industry 
trade directory 
that is distrib
uted on a floppy 
disc, won the 
Best New Pro
ducts award in 
the leisure facili
ties manage
ment class at 

the recent Leisure Industry Week show in Birmingham, Eng
land. "LIW has been terrific ," said Mike Coker, director of Lei
sureBase lnt'I. "The reception we got and the amount of 
business done on the stand was astonishing." For more in
formation on LeisureBase, give Mike a call at 44-932-
560430. 

JOYEUX NOEL - Montreal 's Laniel Automatic distributors 
hosted nearly 30 of their execs & employees to a Christmas 
sitdown dinner Dec. 23 at the well-known La Mere Michel 
Restaurant up thataway. Jean Coutu thanked everybody for 
the year about to close. 

STREET FIGHTER TIE-IN - No that's not Jean-Claude 
Van Damme. That's Wayne Fromm of Video Invasion, stand
ing in front of the huge banner that's part of the promotion 
for the recently released "Street Fighter" movie at Wayne's 
Toronto arcade. Video Invasion customers were treated to 
hundreds of movie posters, t-shirts and double movie pass
es just by being spotted player playing one of the many 
Street Fighter video games. The tickets were for a special 
screening of the film held two days before its Dec. 23 
release. • 

LATINO Jukebox T~ 30 
FOR MONTH ENDING DECE BER 1994 

COMPILED FOR COMPACT DISC 
JUKEBOX OPERATORS 

TITLE ARTIST 

1 GRACIAS MUJER BANDA MACHOS 

2 EN CONCIERTO LOS TEMERARIOS 

INOLVIDABLES LOS TIRANOS DEL NORTE 

5 AYERYHOY ANA GABRIEL 

3 JACARANlOSA BANDA ZETA 

MERINDO LOS INVASORES 

9 LOS DOS PLEBES LOS TIGRES DEL NORTE 

RECORDAHDO A LOS PANCHOS 

6 EL PRINCIPE RAMON AYALA, JR. 

16 REALES HITS BANDA MACHOS 

No. 1 
SUPER EXITOS SONORA DINAMITA 

SWING LATINO BANDA BLANCA 

3 IMP ARABLE SONORA DINAMITA 

9 Y SIGUE LA FIESTA SONORA DINAMITA 

THE BEST GRUPO NICHE 

8 CLASICOS DE LA PROVINCIA CARLOS VIVES 

USTED SE QUEDA AQUL WILFRIDO VARGAS 

RMM MEGA MIX VARIOUS ARTISTS 

LO NUEVO & LO MEJOR JERRY RIVERA 

El MERENGUE SE BAILA PEGAO SERGIO VARGAS 

1 
No. 1 

AMOR PROHIBIDO 

3 TE CONQUIST ARE 

5 VIDA 

9 THEBEST 

2 SEGUNDO ROMANCE 

ROMANCE 

6 SUPER EXITOS 

EL CAMINO DEL ALMA 

7 ENAMORATE 

CARINO DE MIS CARINOS 

LOS FUGITIVOS 

ANA GABRIEL 

LUIS MIGUEL 

LUIS MIGUEL 

SAMPLING BY THE LATIN JUKEBOX, G. GROVE, CA. BASED 
ON ACTUAL JUKEBOX PLAY REQUESTS. TOORDEICAl.l 1-eol).lA'JW.CO 
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SU M T w TH F SA 

1 2 3 4 

5 6 7 8 9 10 11 

12 13 14 15 16 17 18 

19 20 21 22 23 24 25 
- 1 9 9 4 - 26 37 28 

FEBRUARY 
8-12: Taiwan Amusement Exhibition (TAE '95), CETRA 
Exhibition Hall , Taipei, Taiwan. For more information, con
tact Creative Int' I PR Consulting at 886-2-7 46-6860. 

22-23: AOU Show, Makuhari Messe, Chiba, Tokyo, 
Japan. For information, contact Mr. K. Kirtani at 81-3-
3253-5671 . 

MARCH 
7-8: AmEx '95 (Ireland) trade show, Green Isle Hotel, 
Dublin. For details, contact Susan Feery, MD Associates, 
at 353-45-21190. 

1 5-17: Asia Pacific FEC Conference, Pan Pacific Hotel, 
Singapore. For more information, contact AIC Conferen
ces at 65-222-8550. 

16-19: ENADA Primavera, Rimini Trade Fair Centre, 
Italy. For information, contact KMS at 44-323-44-2747. 

23-25: ACME '95, Reno Convention Center, Reno, 
Nev. For more information, contact William T. Glasgow, 
Inc. at 708/333-9292. 

APRIL 
20-22: NAMA Western Convention and Trade Show, 
Reno/Sparks Convention Center, Reno, Nev. For more 
information, contact the NAMA at 312/346-0370. 

20-22: Florida Amusement Machine Assn . Annual 
Trade Show, Orlando International Airport Hyatt, Orlando, 
Fla. For more information, contact the FAMA at 800/638-
2646. 

MAY 
20-23: AMONAAMA Government Affairs Conference, 
Washington D.C. For information, contact the AMOA at 
800/937-2662. 

JUNE 
7-8: Asian Amusement Expo, Hong Kong Convention & 
Exhibition Centre, Wanchai , Hong Kong. For more infor
mation, contact William T, Glasgow, Inc. at 708/333-
9292. 

JULY 
1 9-20: EXIME, Exhibimex, Mexico City, Mexico. For 
more information, contact William T. Glasgow, Inc. at 
708/333-9292. 

21-22: Pennsylvania Amusement and Music Machine 
Assn. Annual Convention & Show, Seven Springs Resort, 
Champion, Pa. For more information, contact the 
PAMMA at 800/521-7778 (in Pa. only) or 717 /232-5322. 

27-29: Billiard Congress of America lnt'I Trade Expo, 
The Sands Expo & Convention Center, Las Vegas, Nev. 
For more information, contact Frank Zdy at 619/278-
3877. 

AUGUST 
24-26: SALEX (South American) show, Sao Paulo, 
Brazil. For information, contact World 's Fair Ltd . at 44-61-
624-3687. 

SEPTEMBER 
21-23: AMOA Expo '95, New Orleans Convention 
Center, New Orleans, La. For information contact the 
AMOA at 800/937-2662. 

OCTOBER 
7-1 o: lnt'I Family Fun Center & Miniature Golf Show 
(Fun Expo '95) , Orange County Convention Center, 
Orlando, Fla. For more information, call the Fun Expo at 
914/993-9200. 

NOVEMBER 
1 5-1 8: International Assn. of Amusement Parks and 
Attractions ?7th Annual Convention & Trade Show, New 
Orleans Convention Center, New Orleans, La. For infor
mation, contact the IAAPA at 703/836-4800. 

Page 144 February 1995 ReP!ay Magazine 



A COMPENDIUM OF USED EQUIPMENT ADS & OTHER ITEMS OF INTEREST TO THE COIN INDUSTRY 
A number of video game manufacturers have been successful In enforcing their copyrights and trademarks In the U.S. courts against those who supply 
or use unlawful copies. Readers are warned of the risks Involved when copies of video games are purchased from sources other than the manufacturer 
or one of its authorized distributors. We can offer no assurance that a video game or printed circuit board set purchased from all the sources of such are 
legitimate. ReP/ay asks Its readers to write us regarding any complaints about a product or service advertised In this magazine. 

HANDS-ON 1RAtNtNQ 
~R~f'W'~ 

Reno, Nevada 
March 27th - 31st 

Join me for this five day program. It's a practical, hands-on repair class that's designed for 
operators, route mechanics and shop service techs who are looking for a quick and painless 

·.. way to slash downtime by making a dramatic improvement in their repair skills. 

You'll get the most out of the class if you already have a bit of experience working with 
games. I don't waste valuable classroom time covering simple things like joysticks, 

Randy Fromm buttons or coin mechanisms. However, you do NOT need any previous electronics 
training. The main thrusts of the class are: How to use a digital multimeter to test circuits and components, step-by-step 
amusement game troubleshooting, power supply repair and monitor repair. 

You'll be amazed how interesting and easy it is to fix games. You'll learn to perform repairs down to the 
component level and you'll work on monitors and power supplies during the "hands-on" portions of the class. 
This is NOT an advanced class that will be over your head. This class teaches you to quickly identify the problem 
in a game, repair it and get on to your next location or repair assignment. Call today for your FREE info pack! 

ReP!ay Magazine 

for a FREE inf ormo
tion package coll 

800.'f8'f .9892 
When the computer 
asks for your code, 

press INFO ('f636) ··••· 

February 1995 

You can attend Randy Fromm's Arcade School 
without taking a week off the route. This video
tape series covers each subject as presented 
during the live class. All you miss are Randy's 
famous "hands-on" labs! 

Videotape Training Package Deal - $550.00 

Page 145 



AUTHORIZED PARTS AND 
SERVICE CENTER 

Tai to Sega 
Konami Fun Merchants 
SNK Elaut 
Namco Rowe 
Merit APC 
Atari 
Crompton 

Dixie Narco/Ardac 
American Laser Games 

Government closure of market for the 
Province of Quebec in Canada. 

Bally I.C.E. 
Midway Arachid 
Williams Skeeball 
Capcom 

* 30 Day warranty on repaired items * 
*Average repair cost under $100 * 

For fast and reliable service contact 
BETSON ENTERPRISES 

303 Paterson Plank Road 
Carlstadt, NJ 07072-2307 

Available at LOW DISCOUNT PRICES 
starling at $350.00 U.S.. 

LARGE QUANTITY OF SA.llE STYLE USED 
& SLIGHTLY USED EQUIP.llENT: 

• 8-line 
•Poker 
• Countertops 

•Uprights 
• Quarter Horse 
• etc. 

800-524-2343 ,, 201-438-1300 Fax in your inquiries immediately for quick 
reply. First come, first served basis. 

Quebec Canada Fax: 514-433-8828 

BUYERS' BULLETIN AD ORDER 
BUYERS' BULLETIN CLASSIFIED ADS are discounted from "up 
front" display ads. This is where you can showcase your used equipment, 
parts, employment opportunities, etc. to the coin-operated amusement 
and music trade. 

WE HAVE ART FACILITIES to turn your raw copy & layout sketch 
into an attractive advertisement. Send us some words, a rough sketch 
and the size you would like. We'll do the rest. 

RATES ARE: $24 per column inch. There are 3 columns per page, 10" 
in each column. Multiply depth of ad x # of columns wide x $24 for net 
cost. Minimum size: 1 column x 1" ($24) 

COMMON SIZES AND RATES 
Full-page .................................... $695 
2/3-page ................................... . $480 
1/2-page .. .................................. . $360 
1/3-page ... ................................ .. $240 
1/4-page ................................... .. $180 
1/6-page ..................................... $120 
Other sizes ................... $24/col. inch. 

COMPLETE THIS FORM and send it with your layout sketch and payment to: REPLAY MAGAZINE, P.O. 
Box 2550, Woodland Hills, California 91365, Attention: Barry Zweben. Or, call: (818) 347-3820 (ask for Barry) or 
Fax: 818-347-2112 (Monday - Friday 9 A.M. - 5 P.M. Pacific Time). 

Company Name--------------------------------

Your Name _________________ _ Phone: ___________ _ 

Street ___________________ _ Fax: ___________ _ 

r City, State & Zip Code-----------------------------
1 
I 
I 

Payment of$ ______ is enclosed for _____ (# of) insertions. 

·--------------------------------------------------------------
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FACTORY DISTRIBUTORS FOR: 
DEDICATED GAMES: 
SEGA: Virtua Fighter II, Virtua Cop 
SEU PINBAll: Frankenstein 
TAITO: Operation Wolf 3, Cybercore System 
DATA UST: Locked & Loaded, Tattoo Assassins 
PREMIER: Shaq Attaq 
IONAMI: Lethal Enforcers II 
MERIT: Megatouch Countertops, 

Scorpion Darts 
ARACHNID: Galaxy Darts 
DYNAMO: Solitare Challenge 

Call for all vour 
games & redemption 

needs!!! 

REDEMPTION EQUIPMENT: 
American Sammy, Bromley, 

Data East, Coin Concepts, Lazer Tron, 
Bob's Space Racers, Skee Ball, 

Seidel, Meltec, Planet Earth, Smart, 
Taito, Bay-Tek, Sega, l.C.E 

.... and others! 

CONVERSION KITS: 
CAPCOM: X-Men, 
AMERICAN SAMMY: Krazy Bowl 
FAITEK: Raiden DX 
DATA EAST: Street Slam (for SNK) 
TAITO: Bust-a-Moves (for SNK) 

CONVERSIONS FOR HOLLYWOOD CRANES: 
Converts crane claw to pick up POGS or 

CANDY. Installs in minutes. No tools needed! 
Only$59.95 

NEW! 
Fresh Air Popcorn 

Machines NOW Available! 

WE HAVE A SMALL INVENTORY OF: 
SNK: Neo-Geo Hardware & Software 

ATARI: Primal Rage 
NAMCO: Tekken 

WE PROUDLY REPRESENT: 
ROCl-OWANTIQUE APPARATUS 

PIONEER CD JUKEBOXES 
DYNAMO POOL TABLES. CABINOS & AIR HOCKEY 

RENO GAME SALES, INC. 

ReP/ay Magazine 

4750 Longley Lane, #105 • Reno, Nevada 89502 

Ph: (102) 829-2080 
or Fax us at: 102-829-2083 

February 1995 

• 
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LOXTRONIX 
"The people that design with the operator in mind." 

(818) 347-9849 
PHONE OR FAX 24-HOURS 

4523 Cezanne Ave. • Woodland Hills, CA 91364 

THE ULTIMATE 
DOOR HASP 

r __ L ____________________________ , 
'I 
I 
I 
I 
I 
I 
I 

~ , 

I 
' I ., 

I 

·: 
I 
I 
I 
I 
I 
I 
I 

r-------------------------~~-~ 
The Ultimate Door Hasp: open, without padlock. -----"'---'--

Loxtronix has made available a superior door hasp 
that is extremely easy to install. No holes needed 
to be drilled in your brand new game. 
No alignment is necessary, works with existing door frame 
holes and on-location installation is super-quick. Made of 
quality 3/16" steel Heat-treated #5 aircraft bolts and mach
ined reinforced hinge. For protection against bolt cutters, 
lock shackles are totally enclosed. Usage of economical 
locks is an added benefit. Package includes steel rear back 
support plates for added strength. 

only 
S24.95 

black 
or 

S39.95 
mirror 

chromed 

PCB PROTECTOR 
from $70.00 Basic Unit 

to $85.00 for Basic 
Unit with non-breakable 
Lexan cover. It's "vandal 
proof". 

Sleep good tonight knowing your new super expensive Killer Instinct 
board will still be there tomorrow. 

The PCB PROTECTOR was designed to fit all PCB' s and will 
fit into all gaming machines. It makes removal of your main PCB and 
Sound Board virtually impossible without your key. 
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NeW Revitalize your New 

CHERRY .MASTERS 
to include: 

Watermelon, All Fruit, and 
7 Bonuses and Re-spin feature 

only $25 buy (6) $20 

1-800-966-987~ 

l•&•l'l•• ••••••••••••••ml Quarterhorse PCB's & Disks 
also: 

Super Derby PCB's 

Price Reasonable! 

Spt· t· ialit~ Li~hlin~ Supplin., 
To lht· ( ; ;1111i11~ liuhl\lr~ 

fo1· 
'.\l.\'.\lL\( Tl ;1u:Hs. Ol'ER\TOl{S 

LO< " ,\TIO~S 
• 12V, 24V, llOV Chase 

Lighting Systems 
• Programmable 

Ugbtln& 
Controllen 

• Bnlbs All Kinds 
lncludln& Miniatures • Relays 

Direct Importen - Manuracturers 
Free 1994 Catalog 

1-800.248-0076 

BUY (5) BOXES 
OF PLUSH, 

GET 250 TOYS 
FREE!!! 

BEST MFG. CO. 
1-800-962-4486 

(414) 541-5051 

ReP/ay Magazine 



DISTAi EIUTI NG 
EXPC>AT SALES DIVISIC>N 

AMERICA'S N0.1 EXPORT DISTRIBUTOR 
THIS LIST REPRESENTS A SAMPLE OF PRODUCTS OFFERED 

VIDEOS PINBALL 
NAMCO = Tekken 
NAMCO = Ace Driver 

DATA EAST= Tattoo Assassins 
SEGA = Virtua Cop 
SEGA = Pacific Highway 
SEGA = Daytona Twin 
SEGA = Virtua Fighter II 

BALLY = Corvette 
SEGA = Frankenstein 

PREMIER = Shaq Attaq 
WILLIAMS = Dirty Harry 

BALLY = The Shadow 

REDEMPTION 
BROMLEY =Turf Champ 

COIN CONCEPTS = Home Run Hitter 
LAZERTRON = Pogger 

WILLIAMS = Cruisin' USA 
WILLIAMS= Killer Instinct 

SEGA = Sonic the Hedgehog 
QUICKSILVER = Hollywood Stars 

• SE HABLA ESPANOL • 
Call or fax for a complete listing 

DEITH DISTRIBUTING INC. 
MEMBER OF 

AAMA 

ReP/ay Magazine 

84 Mineola Ave. • Roslyn Heights, N .Y. 11577-1248 

Ph: 516-621-1234 
Fax: 516-621-1238 
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8-Line Boards & Kits 
Plexi, Harness, Buttons 

I>BV, Power Supply 

DISCOUNT PRICING! 

* 1-800-966-987 3 * 

ICE - PUTTING CHALLENGE 
FOR SALE 

Excellent condition ...... $1400 
Free shipping anywhere in Coninental US 

610/489-1556 • Fax: 610-489-6798 

BIRMINGHAM 
"ENI »INCU;; 

- Established in 1931 -

SUPER COUNTERTOPS WINTER SPECIALS! 
U.S. GAMES BAR BRAINS ... $549 & up 

MERIT MEGA 30 PUSHBUTTON W/SOLITARE & RUN 21...$799 
Merit Run 21/Solitare Kit - In Stock! 

Racin' Force - NEW! upright driving game .. . $2,799 

NEW & USED KIT SPECIALS 
Eagle Shot Golf ...................... ......................... $999 Dark Stalkers ............................................... $1449 
Krazy Bowl .............. ......................................... 999 Dungeons & Dragons ...................................... 1399 
Survival Arts ..................................................... 299 Street Fighter 11 ................................................. 699 
Blackout ............................... .. ......................... 299 Super Street Fighter 11 ..................................... 1099 
Lord of Gun (New) ............................................. 799 Gate of Doom ................................................... 199 
Dark Stalker "B" -kit .......................................... 799 

eve PARTS SUPER SPECIALS 
English Mark Dart Home Board . ... .... . $12.50 Rowe T-Handle Pop Out ........... $10.50 ea. 

. . ... .. . ........ ... .... . $10.99 lots of 5 Rowe Door Support for Jukebox ........... 1.89 
Wooden Foosball Handles . ... . . ... 5.00 set of 8 Rowe Infrared Remote Vol. Cont. . ...... . . . 195 
Pool Ball Sets .. .. ............. 25.99 lot of 4 Rowe Hand Held Paging Kit. .. .. ........ 62. 72 
12 Amp Power Supplies .... . .... . 26.99 lot of 3 ESD Push Chutes . . ....... ..... 19.95 lot of 3 

FREE FREIGHT FOR ORDERS OVER $250.00 

USED NEO-GEO CARTS. 
Art of Fighting II ............................................. $150 
Art of Fighting ........ .......................................... 100 
Baseball Stars II .............................................. .200 
Burning Fight ................................................... 100 
Cyberlip ................. ............................................ 50 
Fatal Fury .................................... .. .................. 100 
Fatal Fury Special ............................................ 175 
Football Frenzy ................................................ 199 
Gururin· (New) .................................................. 250 
Mutation Nation ................................................. 99 
Samurai Shodown ............ ................................ 250 
Sengoku ..................................................... ..... 199 
Top Hunter ...................................................... 199 
World Heroes ..................................................... 99 
World Heroes 2 ................................................ 200 
World Heroes Jet ............................................. 225 
Street Slam (New) ............................................. Call 
SAMURAI SHODOWN II (NEW) ................. CALL 

NEW & USED JUKEBOXES 
Rock-Ola 490-2 ............................................. $799 
CD-100 Fully Updated .................................... 3199 
CD-1 OOA ....................................................... 3399 
CD-1 OOB ....................................................... 3599 
CD-1 DOC ...................................................... 3799 
CD-1 DOD ......................................................... Call 
CD-51 .............................................. ............. 2999 
R-86 ... .. ... ........................ .. .... ......................... 549 
R-91 ............................................................... 999 
R-91 Combo ................................................... 1699 
R-92 .................................................. ........... 11 99 
R-92 Combo .... .. .................. .......................... 1899 
R-93 Combo .................................................. 2099 

GENERAL OFFICE: 
540 Second Ave. N. • Birmingham, AL 35204 

(205) 324-7526 
SE WADS: 1-800-238-8363 

SPECIAL PACKAGE DEAL: $4000 
(6) Seidel 21 Rolldowns 

(1) Seidel Tic-Tac-Toe Rolldown 
All games w/ticket • All reconditioned! 

USED DART SPECIALS 
AAA 6000 ........ . ..... ...................... .. ...................... $599 
AAA Super 6 + II w/new target .................................... 899 
AAA Super 6 + II w/new target & top monitor .............. 999 
AAA Super 6 + II Coors w/nfNI tgt. & top mon ............ 1099 
AAA Galaxy ........................................................... 1799 
Merit Premier Pubtime ................................................ 799 
Merit Pubtime .......... ...................... ................... .. .. 799 
Merit Pubtime 2 + 2 ................................................. 1199 
Valley Cougar Dart non-fold down .............................. 1299 

NEW & USED PINBALLS 
Maverick (New) .............................................. Special Price 
Freddy Krueger (New) ................................. Special Price 
Shaq Attaq .................................................................. Call 
Guns N' Roses ............................................................ Call 
Batman ... ....... ......... ... .................................. .. .... $1599 
Gladiators (New) .. .. .. . .. .. .. .. .. .. .. .. .. . .. ........... 1699 
Jurrassic Park .......................................................... 1 799 
Dr. Who.... .. ............................................... 1899 
Playboy ...................................................................... 899 
Rocky & Bullwinkle... ..................... .. ...................... 1799 
Last Action Hero ....................................................... 2199 
Hook .................................................................. 1599 
TMNT ..................................................................... 979 
Pool Sharks ................................................................ 999 
Star Wars .. .. .. .. .. .. .... .. .. .. .. .. .. .. .. . ............. 1699 
Lethal Weapon 3 ...................................................... 1599 
Simpsons ................................................................... 899 

FLORIDA DIVISION: 
4542 L.B. Mcleod Rd. • Orlando, FL 32811 

(407) 425-1505 
FLORIDA WA TIS: 1-800-330-1233 

National Watts Line: 1-800-288-7635 • Fax: 205-322-6639 
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BFFC USED GAMES 
REDEMPTION 

Wac~ Gator . ..... .... $3795 
Zookeeper . . . . . . . . . . . . . 3995 
Full Court Frenzy II ... . . .. 3200 
Bozo Basketball .... .. . .. 2000 

VIDEO COMPLETE 
GAMES 

Mortal Kombat II ........ $2195 
Roadblaster (u/r) .. .. . .. .. . 500 
SF Turbo 19" .... . ... ... . 400 
NBA Jam ded. Tourn . . .... 2500 
Martial Champion 25" ..... 1095 
Turbo Super SF II 33" ..... 2295 
Super SF II 25''. . ....... . 1295 
Dynamo Cab. 25" (1 yr.) .... 595 

Whirlwind Pinball . .. ... . $1295 

Bill Acceptor (1 yr. old) ... $1395 
Kiddie Ride Corvette .... .. 1095 
Klopp Coin Counter . . ... ... 150 

CALL NOW 
(707) 745-8405 

KIDDIE RIDE 
SOUND SYSTEMS, 

GAMES AND 
ELECTRONICS 

KIDDIE RIDE SOUND BOARDS 
1 Sound System ........................ $45.00 
1 Sound, 1 Button ...................... 49.00 
1 Sound, 2 Button ...................... 49.00 
VSl 10 Controller ....................... 99.00 
VS210 Controller ..................... 125.00 

KIDDIE RIDE ACCESSORIES 
Flasher 1 (1 Channel) ............ $20.00 
Flahser 4 (4 Channel) .............. 39.00 
Display Boards ............................. 22.00 
12 Watt Speaker ............................ 3. 75 
2 Watt Spea.ker ............................... 2.50 

Quantity Discounts Available! 

JM ELECTRONICS 
CUSTOM DESIGNED SOUND 

SYSTEMS, 
GAMES & CONTR.OLLER.S 

For more i73formation or catalqg call· 
JM ELECfRONICS 

970 Sunshine Lane,Ste. E, AltamQTl/e, FL 32714 

Ph: ( 407) 862-3363 
Fax: 407-862-0373 

ReP/ay Magazine 



ORLD 
We buy used P. C. Boards 

Please contact us 

We would like to BUY original 
working PC Boards 
NAMCO (original used P.C. boards) 
KONAMI (original used P.C. boards) 
SEGA (original used P.C. boards) 
TAITO (original used P.C. boards) 
IREM (original used P.C. boards) 
CAPCOM (original used P.C. boards) 
JALECO, DATAEAST, TOA etc. 

C1'll\ 
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LUCKY EGGS = GOOD MONEY/ 

•Reconditioned Chicken and Flintstone Animated Egg Vendors with Warranty 
- Like Newt 

• Prize-Filled Egg Capsules with Same Day Shipping - Phone for Quote. 

TOLL FREE 
800-344-7467 

FAX (417) 358-1849 

1942 N-1-Bd./Marq.) .......................... $75 
Aero Fighters N-2-Kit) ......................... 345 
Black Tiger (H-1-Bd./Marq.) ................... 45 
Cabal (H-2-Bd./Marq.) .. .................... .... .45 
Cadash (H-2-Bd./Marq.) ........................ 75 
Caliber .50 (H-2-Bd./Marq.) .................. .45 
Champion Baseball (H-2-Bd./Marq.) ....... 50 
Choplifter (H-1-Bd./Marq.) ..................... 45 
Combatribes (H-2/3-Bd.Marq.) ............... 35 
Commando N-1-Bd./Marq.) ................... 30 
Daioh N-2-Kit) .. .................... ............. .495 
DJ Boy (H-2-Bd./Marq.) ......................... 90 
Double Dragon (H-2-Bd./Marq.) ............. .40 
Dungeons & Dragons (H-4-Kit) ............. 895 
Empire City (H-1-Bd./Marq.) ................... 95 
Fighters History (H-2-Bd./Marq.) ........... 175 
Fire Trap N-1-Bd./Marq.) ...................... .75 
Ghosts 'N Goblins (H-1-Bd./Marq.) ...... ... 30 
Gold Medalist (H-2/4-Bd./Marq.) .... ...... 125 
Golden Plxe (H-2-Bd./Marq.) ................. ;.75 
Gondomania N-2-Bd./Marq.) ................ .40 
Guerrilla Wars N-2-Bd./Marq.) ............... 50 
Heavy Barrel N-2-Bd./Marq.) .......... ....... 30 
Iron Horse (H-Bd./Marq.) ....................... .45 
Kid Niki (H-1-Bd./Marq.) ....................... .40 
Mortal Kombat (H-2-Kit) ....................... 445 
Mortal Kombat II (H-2-Kit) .. ................ 1195 

Mr. Do! N-1-Bd./Marq.) ....................... $45 
Ms. Pac-Man N-1-Bd.) ........................ 195 
NBA Jam (H-4-Kit) ........ ....................... 795 
Neo-Geo 1-Slot (H-2-Kit) ............ .... ...... 595 
Search & Rescue N-2-Bd./Marq.) .......... 60 
Silkworm (H-2-Bd./Marq.) ........ .............. 50 
Sky Soldiers N-2-Bd./Marq.) ................. . 75 
Slam Masters (H-4-Bd./Marq.) ............. 175 
Smash TV (H-2-Bd./Marq.) .... .......... ....... 95 
Street Fighter (H-2-Bd./Marq.) ............ .... 95 
Street Fighter II (H-2-Bd./Marq.) ...... ....... 95 
Street Fighter II: C.E. (H-2-Kit) .............. 185 
Super Rider N-1-Bd./Marq.) .................. 50 
Survival Arts (H-2-Kit) ............ ........ ...... 395 
Tao Taido (H-2-Bd./Marq.) ................... 125 
TMNT (H-4-Bd./Marq.) ........................... 75 
Ten Yard Fight (H-2-Bd./Marq.) .............. 45 
Tiger Heli N-1-Bd./Marq.) ... ...... ............. 50 
Vigilante (H-1-Bd./Marq.) ...................... .40 
Vulgus N-2-Bd./Marq.) .......................... 60 
Warriors of Fate (H-3-Kit) ..................... 395 
World Series (H-2-Bd./Marq.) ................. 60 
Wrestle Wars N-2-Bd./Marq.) ............ .... 60 
WWF Superstars (H-2-Bd./Marq.) .. ......... 35 
X-Men (H-4-Kit) ................................... 495 

NEO-GEO CARTS. 
Samurai Shodown ........ $375 
Kint of Fighters '94 ........ 245 
Super Sidekicks 2 ......... 195 
top Hunter ............... 175 
Baseball Stars II. .......... 125 
Samurai Shodown .......... 50 

COIN-OPERATED 
ENTERTAINMENT 
(707) 538-COIN 

NEO-GEO 
CARTRIDGES 

3 Count Bout (H-2-Cartridge) ............... $60 
Art of Fighting (H-2-Cartridge) ................ 15 
Baseball Stars (H-2-Cartridge) ................ 35 
Burning Fight (H-2-Cartridge) ................. 30 
Fatal Fury (H-2-Cartridge) ...................... 20 
Fatal Fury Special (H-2-Cartridge) ........... 95 
Ghost Pilot (H-2-Cartridge) ..................... 75 
Gururin (H-2-Cartridge) ............. ........... 150 
Last Resort (H-2-Cartridge) .................... 95 
Samurai Shodown (H-2-Cartridge) .......... 50 
Sengoku (H-2-Cartridge) ........................ 30 
World Heroes (H-2-Cartridge) ................. 15 

CABINRS-•• 211··&33~1 

TheUtlrlMliWE. 
VIDEO GAME AlARM 

ca11 r9r1hfii1 /. · 
CONVERSION SUPPl.IES . 

AtariControlRanels; ............... $40 . 
Williams ControFpanels .......... ..40 ··· 
Dynamo Confrof Panels •.......... .45 
JalTima Hames.s;"~ ..... ; ......... ,;m .. lj / 
G.loss Black Spr~ypainf ...... :~1 ;95 .• 

(818) 504-0440 • (800) 766-3166 • Fax: (818) 504-1153 
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~~\ 1-800-737-7647 4>,.. 

~~t\~i2 8 
\~to •hot -line games 

Cherry 
Angel 

Treasure 
lsland'94 

Exciting: 3 bonus 
pools to enhence Cherry 
Master game 

Available: Complete 

boards and sub-board kits for 
converting CM, CB3 and W4; 
19" & 13" plexi 

4 bonus features: 
Key, Bel.1., Bar 
and Coin Fever 

The best income of 
8-Iine games ever I 

American Alpha, Inc. 
45 Stouts Lane, Suite 8, Monmouth Junction, NJ 08852 

Tel: (800)737-7647 & (908)438-0420 Fax: (908)438-0424 
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MONDIAL INTERNATIONAL CORP. 
Tel: (914) 738-7411 
Fax:914-738-7521 

USED EQUIPMENT SPECIALS: 
Valley 7' pool table ........................... $1,095 
Full Court Frenzy ............................. 1,595 
Lucky and Wild ............................... 3,595 
Virtua Twin .................................. 8,495 
Suzuka II .................................... 8,495 
Mortal II ..................................... 1,595 
Funhouse pin ................................ 1, 195 

Se habla espanol, Nous parlons francais 

To our Puerto Rican customers: Please call our branch 
office for more efficient service: 

21 O Eleanor Roosevelt Ave., Hato Rey, PR 00918 

(809) 250-7136 •fax: 809-250-6729 

Now Available ... 

PACH IS LO 
SKILL STOP MACHINES 

• Token-playing machine with lights 
music and skill stops. 

• Includes 500 tokens. 
• Fully reconditioned. 
• Great family entertainment -

FOR AMUSEMENT ONLY - Not a 
gambling deivce .. token payout. 

• Direct from Japan 's Ginza Parlors 
in Tokyo. 

SALE PRICED 
- at only
$299.00 

Ii 

REPUBLIC INDUSTRIES 
11440 N. Central Expressway • Dallas, TX 75243 

(214) 368-1359 or fax: 214-692-0914 
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FOR SALE 
10,000 sq. ft. Arcade/Billiards 

next to UA 6 Theatre and 
Circuit City. Send replys to: 

(.-Dept. DB 
P.O. Box 2550 

Woodland Hills. CA 91365 

CONTROL PANELS 
2 or 4 PLAYER 

USE YOUR OLD GAMFS TO GENERA1E $$$ 
Plywood box and 314" panel 

Continuous hinge, box and panel covered with 
horizontal grade laminate 

ci.._ __ r 
Control Panels fit Williams, Data East, Atari, 

Midway, Taito and more or 
~ve us the game's inside width. 

Just$155.00 ea:li (lll}' 4orm<W"e $145.00w) 

SUPERIOR WOODCRAFI'ING 
&CABINETS 

(414) 727-5506 

Kiddie Ride 

9ound & Control 

Model: DM2020-4 

D Rich, digitized sound of kiddie 
songs, carrousel music or your own 
sound (send us your tape) . 

D Four different songs played in 
rotation (or just one song for less) 

D Two fire-button sounds 
D Coin meter and 1 SA timer output 
D Multiple coin selections 
D Small size and easy installation 
D Many other models available 

Eletech Electronics, Inc. 
16019 Kaplan Ave, lndustJy, CA 91 744 
(818) 333-6394 Fax: (818) 333-6494 
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THE GAME THAT'S SWEEPING THE NATION 

CRANES: 
3 CRANE-PACKAGED 

ASSORTMENTS 

CANDY CRANES: 
OVER 30 BULK 
ASSORTMENTS 

AVAILABLE 

REDEMPTION 
PLAYCAPS - 4 COLOR AND FOIL DESIGNS • 

OYER 30 DIFFERENT 
ASSORTMENTS AVAILABLE! 
NEW ASSORTMENTS WEEKLY. 

SLAMMERS - PLASTIC & METALS 
(INCLUDING BRASS) 

STARTER KITS - INCLUDES 25 PLAYCAPS, 
I ·DOUBLEFAr SLAMMER AND 
INSTRUCTIONS IN CONTAINER 

CONTAINERS - 1-0.z., 4.0.z., 6-o.z. 

GAME BOARDS - POCKET & REGULAR SIZES 

RETAIL DISPLAY BOXES AVAILABLE 

~~z s1 ,,.lie. 
, -800-992-2388 

LOCAL DISTRIBUTORS WANTED - CALL FOR INFORMATION 



\ 

General Amusement Corporation 
800/423-4669 fax: 818-222-5620 

FOR CREATIVE FUN CENTER SOLUTIONS, 
CHOOSE SPIRIT DESIGN GROUP 

COMPLETE CONSULTING SERVICES 
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• NATIONAL & INTERNATIONAL PROJECTS • MANAGEMENT 

• SPACE PLANNING • ECONOMIC STUDIES 

• INTERIOR DESIGN • CUSTOM LIGHTING 

• GAME PLACEMENT • IMPACT GRAPHICS 

• ARCHITECruRE • COLOR RENDERINGS 

SPIRIT DESIGN GROUP 
A DIVISION OF CENTURY 8c DISTRIBUTING CO. 

13458 5. WESTERN AVE. • GARDENA, CA 90249 

PHONE: 310/532-2351 FAX: 31 0-532-2355 

NBA Jam Tournament 
Primal Rage 33" 
Ridge Racer 2 
Steel Talons. 
Super Sonic Blastman 
Terminator II 

February 1995 

BEST BUYS! 
KITS: 

Arch Rivals . . . ...... . ......... $30 
Double Play . .... .. ....... .. . .. 30 
High Impact ... . .... . . .. ...... 100 
Mortal Kombat ...... . .. . . .... . 325 
NBA Jam ....... . ........ . ... 550 
Super High Impact . ... ... .. .... 150 
Top Gunner . ................... 30 

NEO-GEO: 
World Heroes I .. . ... . ...... . .. $1 O 
World Heroes II ...... .. ......... 20 

BOARDS - $20 ea.: 
Crime Fighters, Devastators, Double 
Dragon II, lkari Warriors, Kick Start, 
Main Event, Mat Mania, Sidearms 

CABINETS: 
(ALL COMPLETE-FORMICA BODIES) 
13" Countertop .... . .. . ...... $200 
19" 2-Player .................. 150 
25" 2-Player .................. 350 
25" 4-Player .................. 400 

MISC. 
Used plastic 25¢ coin mechs. $2.50 EA. 
Rowe DBA .......... . ......... 75 

with stacker ..... . ..... ... ... 1 00 
Rock-Ola 475 Hideaway 

w/boxes & parts . .. . ........ .. 100 

PARK VENDING CO. 
(516) 239-3100 
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MICKR.~!~!~!P.~!13~§, INC. 
GALAXY 

dart machines 
Patented Arachnid 

Super Spider With Square 
Entry Holes And Thin Ribs 

Displays Top 10 Location 
Players 

Displays Team & Individual 
Names During League Play 

FROM ARACHNID 

• u IDGH SECURITY 

:z METAL CABINETS 

- CASH CODE DBA's ... Accepts $1,$5,$10, $20 us 

" :z LONE STAR DRAW - Texas Redemption Game 

a: ::a WHITE,ROUND TOP 
CABINETS 

II- Available With Hopper u (for Florida Redemption) 
Or Printer c:c ..... SA-20's :::» Services Provided For 

:z The SA-20 
Hardware And Software c:c Can Now Be Updated 'Ibo. 

:& f 13" MINI CABINETSI 
0 
a: After Hours Technical Support 

u (615) 862-9224 

1-800-764-4276 

7' Pool Table 
Includes - 4 Pool Sticks, Ball Rack, 

And Belgian Balls 

1-800-764-4276 

'PJGAMES 
MAJOR POKER * 5CardDraw * Major Fever Grune 

MAGICAL ODDS 

* Special Color Odds 
Joker Fever 

MAGICAL TONIC 
Special Color Odds 

Num.ber Fever 

KITS AVAILABLE FOR ALL GAMES 
INCLUDE 

• PLEXI • HARNESS • BOARD • 
• BUTI'ONS •MANUAL• 

WING GAMES 
Skill Chance {W-7) • Bonus Chance (W-8) 
Lucky Gold (W-10) * Lucky Star {W-11) 
Lucky Bingo * Lucky Girl * Lucky 75 

MICRO MANUFACTURING INC. 
535 Old Nashville Hwy. La Vergne, TN 37086 

(615) 793-5510 Fax: (615) 793-5512 
1-800-277-6136 - I 1-~-::E NEW19" Delivery Now Available! 

SIT DOWN CABINET 

UNIVERSAL 
VIDEO GAME 

CABINET 
25• Monitor, Jamma Harness 
2 or 4 Player Control Panels 

Kit Ready 

GRIPPIT crane 
Adjustable 

Length Of Play 
Level Of Difficulty 

Price Per Play 

Optional 
Sound, Lighting, And OBA 

Micro's exclusive a: TURBO POKER -II n 
9" & 13" :a 

COUNTERTOP 0 UNITS 
available for all of 

51: our games 

:I> 
CHERRY POKER :z 8-lin.e Game 

& c: Poker Game .., 
ALLIN ONE 

:I> 
TICKET n 

PRINTERS ..... 
These ~rinters meet c: redemption regulations :a in many states. -z SIGMA 
Enterprises i:) .... 

All Of Our 8-Line 
Boards Are Covered -:z Under Sigma Patent 

#34,244 n -For amusement only. Not for sale or use in States or Municipalities where prohibited by law. 



High Performance, Security 
and Reliability From 

Kevin Sharp Enterprises. 
Authorized Distributor of Mars Dollar-Bill Acceptors 

Mars Electronics International 

GL5 Series Bill Acceptors 
...,_ Heightened Security 

...,_ Superior Performance 

...,_ Fast Bill Transport ,, 
Kevin Sltarp 
E N T E R p R I s E s I I N C. 
264 River Rock Blvd. , Suite B, Murfreesboro, TN 37129 

Mars Electronics International 

VFM55 Bill Acceptors 
...,_ Programmable 

...,_ Lighted Bezel 

...,_ Built-in Diagnostics 

1-800-6g4-3779 
(615) 895-9099 

Fax: (615) 895-9184 
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1111...-.. 1 • . 
IN• 

[] 3-D Graphics 
[] Digitized Sound Effects 
[] Installs Into Standard 8-Line Harness 
[] User Friendly Setup System 
[] Built In On-Screen Progressive 
[] Support For External Progressive 
[] Built In Printer Capabilities 

11The Last Game Board You'll Ever Need!11 

Built In Multi-Game Capability 
For Future Games 

POKER * PULL-TAB * BLACKJACK 
BINGO* KENO* SOLITAIRE 

Available In 13" or 19" Wood And Metal 
Cabinets Or As A Kit 

CALL USAT 

1 ·800·6·CSlfil~ 
FOR MORE DETAILS 
Distributor ln'luiries Welcome 

Kevin Sharp Enterprises, Inc. 
Proudly Made 
In The U.S.A 

264 River Rock Blvd. 
Suite B 
Murfreesboro, TN 37129 
1-800-624-3779 Fax: (615) 895-9184 
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WANTED TO BUY 
Pinball Machines 
Any condition - any quality 40's - 90's 

Warehouse cleanouts NY, NJ, PA, CT, MA 

John: 914/386-9932 

8-Line Boards & Kits 
Pkxi, Harness, Buttons 

DBV, Power Supply 

DISCOUNT PRICING! 

* 1-800-966-98 7 3 * 

11111r Bill/Debit Reader 
Cle11i11 Cards /C;-;:;). 
nM11uma ~Products" 

Keep It Clean! 

,.,,.,.0 \ ............... >11m1a11111 

BAY COIN DISTRIBUTORS, INC. 
132-10 Jamaica Ave. • Richmond Hill, New York 11418 

OFFICE & SALES: (718) 291-5757-8-9 I PARTS & SERVICE: (718) 526-8383 I FAX: 718-739-3805 

Welcome Ex ort Customers ... Se Habla Es anol 

UPRIGHTS: 
Dark Stalker (special price!) 

Cruisn' USA, Killer Instinct 
Primal Rage, Revolution X 

Virtua Fighting 
Mortal Kombat I & II 

NBA Jam I & II 
Operation Wolf, Terminator II 

Neo Geo 2 & 4-Slots 
Run&Gun 

KITS: 
Dark Stalker 

(complete & update kit) 

Aliens Vs. Predators 
(complete & update kit) 

Double Eagle Golf, Krazy Bowl 
l 000 Mile Rally 

SNK • Aero Fighter 2 cart. 
SNK • King of Fighters Cart. 

Large Selection of $50 PCB's 

Used New Image Street Game C'top .. $1095 
Used Grayhound Basketball w /DBA ...... 595 

MUSIC: 
ROCK-OLA BLOWOUT!!! 

* 4000 Trilogy • $2495 * 
*5000-X • $2695 * 

Pioneer CJV-55 (2-pl.) ................. $2495 
Used Rowe CD-100 ....................... 2895 
Used Rowe AMi Combo Be 
Vinyl Jukeboxes ........................... Call 
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PINBALLS: 
Road House ................................. New 
Freddy Krueger ........................... New 
Maverick ..................................... New 
Corvette ....................................... New 
Guns 'N Roses .............................. New 
Rescue 911 ...................... New & Used 
Star Trek ....................................... Call 
Addams Family ........................ $2195 
Tales from the Crypt ................... 2195 
Twilight Zone .............................. 1895 
Creature from Lagoon ................ 1995 
Jurassic Park ............................... 2095 
Terminator II ............................... 1795 
Fish Tales .................................... 1595 
Que Ball Wizard .......................... 1595 
Star Wars ..................................... 1595 
Getaway ..................................... 1395 
Lethal Weapon III ....................... 1395 
Checkpoint ................................... 995 

"BRAND NEW" 
Cabinet with 
25" Monitor, 

Sliding Draw. 
JAMMA Harness 

and Power Supply! 

USED SITDOWNS 
& DELUXE VIDEOS: 

New Daytona Twin sftl ................. Call 
Lucky & Wild ................ ... ............ $3995 
Outrunners ..................... ....... ........ 8995 
Race Drivin' Cockpit.. .................... 3595 
Ridge Racer single 33· ................... Call 
Star Blade .......... ............ ................ 2695 
Moto Frenzy(rtde-0n) ............. .. ...... .. 2895 
X-Men (6-Pl.) ................................. 1995 
Line of Fire ........ ... ....... ........ ... .. ...... 1995 
Virtua Racing ..... ........................... 7 495 

We have 
"BRAND NEW" 

top earning 
SMART 

Candy Cranes 

PCB's 
Primal Rage ........... ...... ............... ...... ..... Call 
Dark Stalkers ....... .... .......... ......... ..... ...... Call 
Alien Vs. Pred.ator ...................... ............ 995 
Super Street Fighter II: Turbo .. .. ............. 995 
Super Street Fighter II: Turbo B-Bd ........ . 495 
Punisher ....... ................................... ....... 395 

1-------------1 Cadillacs & Dinosaurs ............................ 295 
New & Used POOL TABL&C>, AIR HOCKEYS Mortal Kombat II .... .............................. 1195 

SHUFFLE ALLEYS Mortal Kombat 1... .................................. 350 
NBAJam .......................... .... .................. 795 
Run & Gun ........................................... 1095 

We have Lethal Enforcer w /guns ......................... 995 
SNK Samurai Shodown Cent ......... .... .... 150 
Art of Fighting .... ...................................... 75 
MANY MORE AVAILABLE ................... CAll 
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Q LI R LIT y NEW PRODUCT INFORMRTIO TEKB~LT ~nc 

''T70'' 
CURRENCY COUNTER SIMPLE to USE 

Completely 
Automatic 

Saves Time 

Counts in ''Batches" 
00,20,25,50or100) 

for Immediate Wrapping 

Be More Accurate 

Auto Start and Stop 

LED and Photo Sensor 
Counting Devices 

3 Digit Display 
Counts to 999 

- --

..... _ .. .---

Call NOW for 
SPECIAL 

Introductory Off er 
Counts 1000 Bills per Minute 
Complete Error Detection 

RePlay Magazine 

BiLT inc: 
. QUALITY PRODUCTS 

QUALITY SERVICE 

Huntingdon Valley Industrial Center 
3983 Mann Road 

Huntingdon Valley, PA 19006 
215-322-3232 *Fax 215-322-3238 

800-666-7776 
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BETSON 
PACIFIC 

T 
"HARNESSES OF QUALITY" 
Amusement and Industrial 

5660 Knott Ave. LOUISE 1S HARNESS 
Buena Park, CA 90621 

Ph: (714)228-7500 
Parts: 1-800-824-6596 

Fax: 714-228-7515 
Other offices: S. San Francisco: (415) 952-4220 

Phoenix: (602) 233-0190 

CALL US FOR ALL YOUR COIN-OP 
NEEDS INCLUDING PARTS, 

SERI/ICE, NEW & RECONDITIONED 
EQUIPMENT, PINALLS, 
lllDEO & REDEMPTION! 

DIRECT FACTORY DISTRIBUTOR FOR: 

SHOP, INC. 

• JAMMA HARNESSES 
• 8-LINE HARNESSES 
• CUSTOM HARNESSES 

CALL US! 
LOUISE1S HARNESS 

SHOP, INC. 
100 Spring St.• Tuscumbia, AL 35674 

1-800-365-1941 
Atari, American Laser Games, American Sammy, Automatic 
Products (AZ), Bob's Space Racers, Bromley, Bulldog, Bundra, 
Capcom, Coastal, Coin Concepts, Crompton, Data East, Doyle , 
Dynamo, Grand Products, l.C.E., Jaleco, Just Kiddie Rides, Konami, 
LazerTron, Meltec, Merit, Namco, Premier/Gottlieb, Romstar, Royal 
Vendors, Rowe Music & Vending, Sega, Skee-Ball, Smart, SNK, 
Stella, Taito, U.S. Games, Wedges/Ledges, New Image Tech., 

(205)381-6639 • FAX: 205-381-6180 
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Prices subject to change without notice 

Duns - 62-628-6702 

. .. . . ~ ks* 
. . . ·- , .. /. ,. • lk * NovehY *Scales *§nae . 

*Redemption* lmpu~ ::with the proven vers~tility of ~o~~o;~ys 
You' ll increase yo~r pr~~~~s and impulse machines ~ve::s~ from your 

productt; ~\~y~~d vt~ese versatile mabclhint ~rpa;e t~ese features and 
to stay pro I a omical and dura e . o 

. et are econ 
locations, Y . ulse units 
call Mayon~ltodayd. uct capabilities •Sound ~n tahl~:~nds of locations 

a Versah e pro d a Proven in . bl 
• Mad~ in USA and ~uarantee • Custom designs ava1la e 
• 1 rouble free opera hon 

For color brochures call: 899-2488 
(800) 345-1183 (818) 
Fax! (818) 899-0152 
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BlLT inc QUALITY PRODUCTS 
QUALITY SERVICE 

CALL FOR GREAT PRICES! 
ALL OF OUR PARTS AVAILABLE FOR IMMEDIATE EXPORT! 

Quantity Prices Available 

TEKBILT Monitors Are Manufactured With 
Grade "A" Tubes ... Grade "A" Electronics! 

19" HORIZONTAL MONITOR 

ALSO AVAILABLE 
WITH UNIVERSAL 
MOUNTING 

HOR. #70152 
UNIV. #70150 

13"HORIZONTAL 
#70100 

BlLT inc: 
SE HABLA ESPANOL 

ReP/ay Magazine February 1995 

9" HORIZONTAL 
#70104 

Huntingdon Valley Industrial Center 
3983 Mann Road 

Huntingdon Valley, PA 19006 

(215) 322-3232 • (Fax) 215-322-3238 

1-800-666-7776 
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Model 5860 Pre-paid 
Debit Card System 

Now with Patron 
Redemption Points/ 

For use with ••• 

"Priority #I-Quality and Customer Satisfaction" 

North American Sain: XCP Inc., 213 W. Wesley St., Suite 106, 
Wheaton, Illinois USA 60187 Tel: 708-752-4153 Fax: 708-752-4159 
M1mutacturtng: XCP Inc., 40 Elm Streat, Dryden, New York USA, 13053-9624 
Tel: 607-844-9143 Fax: 607-844-8031 
EnglMertng: XCP Inc., 7212 US Highway 19, New Port Richey, Florida USA 34652 
Tel: 813-841-6630 Fax: 813-84&-3640 
Europe: VendaCard Europe Ltd., 618 Oxford St. Daventry, 
Northamptonshire NN11 4 AD England Tel: 44-327-310533 Fax: 44-327-310532 

EAS 11'1 
ONE-PERSON POOL TABLE LIFT 

CONVENIENTLY STORES UNDER TABLE 

+ 3" Lift + Heavy Duty 5" Casters 
+ Reduce Injury Claims + Reduce Service Calls 
+Use With Pool Tables, Air Hockey, Foosball, etc. 
+ UPS Shipping Weight 56 pounds 

Order Yours Today! 
800-521-6372 ~fDY:i'?{C;~/Ul 
218-741-6075 -= LnJ LJ /,f;~LJlj 
Made in the USA 

VIDEO GAMES • PINBALL MACHINES • JUKE BOXES • DARTS 
KIDDIE RIDES• POOL TABLES• REDEMPTION GAMES 

RADCLIFF/FT. KNOX, KENTUCKY 
SATURDAY, FEBRUARY 25, 1995-11:00 AM 

LOCATION: Redmar Plaza Shopping Center off 31 west to Redmar Blvd. Held at the auction warehouse. 
•TERMS: FULL PAYMENT DAY OF AUCTION - CASH, CASHIERS CHECK, or COMPANY CHECK w/BANK LETTER of CREDIT. 
•EQUIPMENT: MAY BE CHECKED IN FRIDAY FROM 12:00 NOON TIL 10:00 PM or SATURDAY FROM 8:00AMTIL10:00 AM. 

~ATIO'.\"\VIT>E A'\1l!SFl\1F.'.'VT 
AIJ< TIO:-IEERS 

Call: "1-B00-624-"1782 I 
JIM BRAMBLETT 

Auctioneer 
CURTIS HARDIN 

Amusement Specialist 

OFFICE: 502-769-1655 •FAX: 502-765-2238 •NIGHTS: 502-737-4328 
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PLATINUM PLUS 
1SAMP 

POWER SUPPLY 

RED L.E.D. LIGHT WILL TURN GREEN 
WHEN +5 VOLT IS SET PROPERLY I 

FEATURING 

* +5V ... 15Amp 
* + 12 V ... 3 Amp 
* -5 V ... 1 Amp 

* Computer Quality - Low Noise 
* Dual AC inputs 115/230 AC 

(selectable) 
* COMPLETE overload protection 
* Short Circuit protection 
* Built-in EMI line filter 
* 1 00°/o Burn-in tested 
* Slim Line, Compact, Light Weight 
* 1 Year Warranty 

©1991 

ReP/ay Magazine 

BILT inc 
Quality Products 

Quality Service 

1 Full Year Warranty 

Stk. No. 30920 - U.S.A. 15 Amp Power Supply 
Dimensions: 7" x 4 1/4" x 1 15/!6" 

Weight: 1 .84 Lbs. 
Patent Pending 

Huntingdon Valley Industrial Center 
3983 Mann Road 

Huntingdon Valley, PA 19006 
(215) 322-3232 (FAX) 215-322-3238 

1-800-666-7 7 7 6 
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~ 
Slate mover 

& Covering Tabl e 

The Ultimate 
Pool Table Mover inc 
Reid Sales President 

412 Cottage St . 
Delphi , IN 46923 

317 564·4838 
1 ·800·925·9275 

~ American Lock Company 
MODEL 2000 
AS LOW AS $ 17.97 I 
SHOWN WITH 825 HASP J :::;-

5/8" CAMLOCK 
AS LOW AS $ 3.01 
7/8" CAMLOCK 
AS LOW AS $ 3.22 
1-1 /8" CAMLOCK 
AS LOW AS $ 3.43 

HASPS 
825 AS LOW AS $ 4.95 
875 AS LOW AS $ 3.39 
885 AS LOW AS $ 3.57 
525 AS LOW AS $ 4.53 
535 AS LOW AS $ 4.53 

INNER CYLINDER LOCK 
MODEL 8300 
AS LOW AS $ 5.39 

SHROUDED PADLOCK 
MODEL 5300 
AS LOW AS $ 18.93 
MODEL 5360 
AS LOW AS $ 22.05 

·SEND US A KEY - WE CAN KEY ANY 
PADLOCK OR CAMLOCK TO YOUR# -

PATT CORPORATION 

SERIES HIO 
AS LOW AS $ 13.17 

-
SECURITY BAR HASPS 
4-I / 2" AS LOW AS $ 1.27 ~ 
12" AS LOW AS $ 2.45 
16" AS LOW AS $ 2.69 0 
24" AS LOW AS $ 3.98 

~ " 
:zi~;::g~~l l::l a 
NO.SASLOWAS $7.17 =-' ,, .... 
NO. 7 AS LOW AS $ 4. 13 =£ ··"···"· 

SERIES 700 
AS LOW AS $ 14.54 
SERIES 702 
AS LOW AS $ 13.34 

· 99% OF ALL AMERICAN ORDERS ARE 
SHIPPED WITHIN 24 HOURS · 

800-621-4418 
1335 S MICHIGAN AVE CHICAGO IL 60605 312-939-7616 

THIS MONTH p 
JCJl.LEI IHll'J'IHcr ;J6ff c 
llO&TAI. ICOllBAT Z4S 
6/VPEI OFF &OAD 99 
Plr Jl'lOBrEI 69 B llAOIC SWO&D 99 
CllHTJP/UU; ff 0 
Ill' AC/£ IHV AD/£&8 J:9S 
&O.BOT&OH J::U A 
DUJ£1t1DEI J:SO 

B Br.AJIOAT/£ J::U 
PACK.AN J:9S D If& PACK.AN Z4S 
..... ,.,.,., JUrs······ s 
-J£srl.UJ£sr J:SO 

C&P DltlTRlBUTlNG 
TJU.1 .2%9-U6-%%38 

~ FAX: 2J:9-:U .. J:.LU E8 

• EPROMS * 

4Meg • 9.9s 
2Meg W' 4.9s 
1Meg • 4.so 
27S12 E 2.7s 
272S6 

~ 
1.9s 

27128 ., 1.2s 
2764 0 1.6s 
2732 .. 1.6s 
2S32 t 2.7s 
2716 • 1 • .1s 

,,11oae .219·.ZS6-1138 
Faz .219·.ZS6-1144 

STANDALONE 
PKOGKAMMBK 

( 2732 • 27COBO J $29S 

CANDY CRANE OPERATORS 
8¢ A.L.D. SERVICES, INC. 8¢ 

PRESENTS 
8¢ Creative Hard Goods Variety Pack 8¢ 

1440 pieces per bag of interesting attractive items to mix in with your candy! 

1-800-111-5814. COD MC Visa 

I 
I 
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10,000 + Coin Capacity Hopper 

$1,$S ,$10 ,$20 

d I Sho'llfln Vfll•h Mo e TB2000 Op•lonal Pede•••• 

Low Cost High Performance 
Three Level "Run Away" Protection High Security $1-20 Bill Acceptor 

Solid State Electronics - Diagnostic LED's Asahi Seiko Dispensing Hopper 
IN/OUT /EMPTY Meters - Manual Run Switch 600 coins/minute - Double Coin Count Sensors 

TOKEN OPERATION - Dispense 1-20 per Dollar Instant Stop Device - Thermal Protection 
H - 30" X W - 14" X D 15" Weight 68.5 lbs 16 Gauge Wrapped and Welded Steel 

RePlay Magazine 

Three (3) Point Locking System 

TB021022 

Huntingdon Valley Industrial Center 
3983 Mann Rd., Huntingdon Valley, PA 19006 

215-322-3232 * Fax 215-322-3238 

"'1-800-666-7776 
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$OPERATORS WANTED$ 
"fo install games al top locations 

\\rite TODAY li>r locations in 
your area . 

RcPlay, Dept. AG 
I'< > 1\1 >:\ 2"i"i1 I 

\\ tH>dL!tH.I I !ill-.. l:. \ lJl5(1') 

PIONEER JUKEBOXES 
Automatic volume 

control now available 
as retrofit. 

WEST KEYS ELECTRONICS 
Call Jon: 1·800·969·5841 
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WANT TO BUY 
Mortal Kombat ..... . $200 
Mortal Kombat II ...... 925 
Nba Jam ..... ... ... 375 

GAME MASTERS 
(504) 924-6111 

FOR SALE 
COASTAL 

Pop-a-Ball (1) . . ... . $995 

COIN CONCEPTS 
Bouncing Bandit (7) . . 995 

METRO AMUSEMENT 
(503) 665-1847 

February 1995 

LI-LIFT™ 
Pool Table Mover 

800-526-0080 

UKitecl 
RectNUon Equ/p,,,.n4 Inc. 

EXPERIENCED COIN-OP 
SALESMAN WANTED 

IMMEDIATELY 
Please send your resume 

and salary history to: 

* RePlay, Dept Bl 
P.O.Box 2550 

Woodland Hills, CA 91365 

- responses will be forwarded -

KIJ)PE 
Coin Counters 

Wrappers, Sorters 

•Sales 
• Parts 
• Factory 

Service 
Made In The U.S.A. 

Fast Service - Call For Details 

CALL (813) 855-6789 
KLOPP INTERNATIONAL. INC. 

225 Dunbar Court - Oldsmar, FL 34677 

ReP!ay Magazine 



BILL ACCEPTORS! BILL ACCEPTORS! 
TEKBILT IS A GOLD LEVEL DISTRIBUTOR 

FOR: 

MARS 
ELECTRONICS 
INTERNATIONAL 

GL 5 
BILL ACCEPTORS 

FACTORY AUTHORIZED SERVICE CENTER 

HIGH SECURITY 
HIGH PERFORMANCE 

$1, $5, $10, $20 
ACCEPTANCE 

COMPLETE INSTALLATION 
KITS INCLUDED 

UP STACKER 

DOWN STACKER 

STACKERLESS 

ALL MODELS AVAILABLE FROM STOCK 
VFM2, VFM3, VFM4, VFM5 & GL5 

ONE-DAY TURNAROUND SERVICE 

3983 MANN ROAD 

HUNTINGDON VALLEY, PA 19006 

215-322-3232 •FAX 215-322-3238 

1-800-666-7776 
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~' SKY ROCKET \~ 
"f AMUSEMENTS ~ 

presents 

AUCTION • AUCTION • AUCTION 
SATURDAY FEBRUARY 18, 1995 

Large supply of coin operated amusement 
equipment featuring many late model 

pinballs and videos 

OPEN9:30AM 
AUCTION TIME 10:30 AM 

Consignments accepted until 6:00 PM 
Friday Feb. 17, 1995 

4900 FERNLEE, ROYAL OAK, MI 48073 
• 

CAil.JOHN BENO FOR TERMS AT: 
(810) 435-0200 or Fax: 810-435-8576 

Regular hours Monday-Friday 9:30 AM - 5:30 PM 
Saturday 10 AM - 2 PM 

l\RGIDI Profitable 
turn-key operation in 

Dallas Texas suburban strip 
center. Features 76 video and 
redemption games including: 

Killer Instinct, Primal Rage 33", 
Virtual Racing Twin, Revolution X, 

5 Skee Ball lanes, etc. 

Will sell for asset value. $150,000 
cash by February 28 . 

Call Steve at: 

211J'385· 1099 

Enhance Your Redemption Locations ... 
New Printer Interface System 

11 Providing The Most Advanced Features And Ease Of Use11 

[] Advanced User- Configuration System 
- Validation Numbers 
- En ter Location Name, Address, City, etc. .. 
- Multiple User Information Fields 
- Information Can Be User Modified 

[] Dual Copy Printer For Accurate Reports 
- Duplicate copy for your records 
- Dual colo r print. 

[] Works With Wide Range Of Equipment 
- Eight-lines, Pokers, etc .... 
- SkeeBalls, Redemption Games 

[) Accounting Capabilities 
- Retains Cash-Flow Values 
- Audit Printout Feature 
- Last Ticket(s) Printed Feature 

[) Reliable Operation 
- Simple Interface To Equipment 
- Single Power Supply 

CALL 
(615) 890-1354 

For I nformafion 

GRAFX GAMING INTERNATIONAL 
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M & P AMUSEMENT 
658 West Market St. • York, PA 1 7 404 

(717) 848-1846 • FAX: 717-854-6801 
ASK for PHIL or TERRY or MIKE 

I $100 PRE-PAYS FREIGHT ON ANY GAME IN CONTINENTAL USA I 

SUPER SPECIALS: 
Arm Wrestling (Jaleco) .................... $4750 
Coin Scan Coin Counter ....................... 295 
Lethal Enforcer .................................. 1550 
Mortal Kombat I (kit) ............................ 295 
Mortal Kombat I (ded.) ......................... 795 
Mortal Kombat II (ded.) ...................... 1595 
NBA Jam ............................................ 1250 
NBA Jam: Tourn ................................. 1595 
Revolution X ....................................... 2495 
Rowe MC-25 Changer .......................... 995 
Rowe MC-35 Changer Kit: 

Power Supply, CPU .......................... ... 395 
Rowe CD-100 ..................................... 3195 
Suzuka 8 Hours .................................. 7500 
Time Traveler ....................................... 695 
Valley 3.5 x 7 Cougar Pool ................. 1295 

PINBALLS: 
Addams Family ............................ .............. $1995 
Big Gun ................................ ... ...... ................ 695 
Banzai Run ... ............ .. ................................... 895 
Creature From Black Lagoon ......................... 1750 
Cyclone ......................................................... 895 
Demolition Man ........................................... 2695 
Dracula ....................................................... 1650 
Earthshaker ................................................... 995 
Eight Ball Champ .......................................... .495 
Elvira ........................................................... 1195 
F-14 ............................................................. 595 
Fun House ......... .......................................... 1195 
Game Show ................................................... 895 
Gladiator (new pre.) ...................................... 1750 
Indy Jones ................................................... 2000 
Jokerz ... ........................................................ 695 
Judge Dredd ...... .......................................... 1750 
Jurassic Park ............................................... 1895 
Lethal Weapon .............. ........... .................... 1195 
Millionaire ............................ ....... ............. .... .. 595 
Mousin' Around ............................................. 895 
Pinbot ........................................................... 595 
Police Force ................................................... 895 
Pool Sharks ................................................... 895 
Road Kings ................................................... .495 
Roller Games ................................................. 795 
Space Shuttle ............................................... .495 
Space Station ................................................ 895 
Star Trek (Data East) .................................... 1395 
Star Trek (N.G.) ............................................ 2650 
Star Wars .................................................... 1550 
Street Fighter II ............................................ 1250 
Super Mario Bros ......................................... 1095 
Taxi ............................................................... 695 
Terminator Pin ............................................. 1650 
Twilight Zone ............................................... 1650 
Whirlwind ...................................................... 995 
World Cup Soccer ........................................ 2795 

ReP/ay Magazine 

DEDICATED P .C. BOARDS 
W/ USED ACCESSORIES: 

Martial Champion ......................... .............. $195 
Mortal Kombat I ............................................. 395 
Quarterback ............ .. .............. ......... .... ......... 100 
Rim Rockin' B-Ball .................. ...... . ............. 100 
Time Killers ................................................... 195 

SITDOWN GAMES: 
Afterburner ................................................ $2995 
B.O.T.S.S ..... ..... .................... ........... ........... 2395 
Cisco Heat ................................................... 3995 
Cybersled (NEW!) ......................................... 5995 
Final Lap I ................................................... 3295 
Galaxy Force ................................................ 2995 
G-Loc .......................................................... 3495 
Hard Drivin ' CP ............................................ 2995 
Race Drivin' CP ............................................ 3495 
Rad Mobile .................................................. 4495 
Steel Talons ................................................. 3295 
Super Hang-On ............................................ 1695 
Super Monaco GP ........................................ 3995 
ThunderBlade ............................................ .. 1200 
Turbo Outrun ............................................... 3995 
Virtua Racing Deluxe .................................... 8500 
Virtua Racing ............................................... 7795 
Virtua Twin w/monitor ............................... 15,500 

VIDEOS: 
720° ........................................................... $395 
APB ...... ..... ........................... ...... .................. 395 
Afterburner (u/r) ............................................. 395 
Assault .... ...................................................... 395 
Beast Busters .............................................. 1295 
Big Run ....................................................... 1395 
Capcom Bowl ........... ........... .... ...................... 395 
Championship Sprint ...................................... 395 
Chase H.Q ................................................... 1295 
Clutch Hitter ..... ................................... ..... ..... 395 
Continental Circuit. ......................................... 795 
Cyberball ....................................................... 395 
Final Fight ..................................................... 395 
Gate of Doom ................................................ 395 
Golden Axe .................................................... 395 
Hang On ........................................................ 595 
Heavyweight Champ ....................................... 395 
High Impact ................................................... 395 
Mortal Kombat I (ded.) .................................... 795 
Mortal Kombat 2 (ded.) ................................. 1595 
NBA Jam ................................................... 1295 
Operation Wolf ........ .. ..................................... 395 
Out Run ..... .................................................. 1195 
Paperboy ..................................... .... .............. 395 
Pole Position II .... .. ......................................... 395 
Power Drift .................................................. 1195 
Roadblaster ...................... .. ........................... 395 
Street Fighter II .............................................. 395 
Super Off Road w/Trak Pak ............................. 750 
Super Sprint .................................................. 395 

February 1995 

Team Quarterback ....................................... $550 
Terminator Gun ............................................ 1795 
Tetris ............................................................ 395 
Time Traveler ................................................ 895 
Toobin' ....................... .. ................................. 395 
U.S. Classic ................................................... 395 
Virtua Fighter ............................................... 1995 

VIDEOS IN 25" CAB. OED. 
Captain America .......................................... $795 
Captain Commando ....................................... 795 
Carrier Air Wing ................. ........................... 695 
G.I. Joe ............................ ............................. 795 
High Impact ................................................... 695 
Meres ........................................................... 795 
Moonwalker ........... .... .................................... 695 
Mortal Kombat 1 ............................................. 795 
Mortal Kombat II ....... ................................... 1595 
NBA Jam ..................................................... 1295 
NBA Jam: Tourn .......................................... 1595 
Off Road ........................................................ 795 
Pit Fighter ...................................................... 795 
Simpsons ...................................................... 795 
Smash TV ...................................................... 695 
Street Fighter II: Turbo .................................... 795 
Techbowl 2 TV Game ..................................... 395 
Time Killers ................................................... 795 
TMNT ............................................................ 795 

REDEMPTION 
EQUIPMENT SPECIALS: 

After Shock ............... .. ............................... $3295 
Big Mouth ................................................. ... 2500 
Bozo Basketball ........................................... 1995 
Cosmo Gang ................................................ 2500 
Cracky Crab ................................................. 4250 
Crane SMS Single .......................................... 795 
Flip-to-Win w/redemption ..... .. ...................... 4500 
Full Court Frenzy w/TV ................................. 1995 
Hoop Shot Basketball .................................... .700 
Jumbo Crane ................................................. 895 
Knock Down (like new) ................................. 2250 
Merlin's Magic (6-PI.) ................................ 12,500 
New York, New York ..................................... 3500 
Pop-A-Ball ................................................... 2500 
Roosta Shoota ............................................. 2500 
Skee Ball 13' Model H .................................. 1595 
SMS Poker Roll .............................................. 995 
Spin Out ........................................ .............. 1995 
Two Minute Drill ....................... .................... 2895 
UB QB ......................................................... 1595 
Wacky Gator ........................................ .. ...... 4250 
Watch Crane (Betson) ................................... 5100 

WANTED: 
Big Choice Triple Crane, 

Carousel Chance, Majestic Bumper Cars 
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C11EAT WE$TE11N :Ne. 
T!JADJNC FD&T 

480 Shelley St. Suite E 
Springfield, OR 97477 
(503) 726-1813 FAX (503) 726-7413 
Toll Free (800) 466-2424 

NEO GEO 
Samurai Shodown 1 $49 
Samurai Shodown 2 call 
Street Hoops call 
1 Slot Board $425 
Bust A Move GREAT! 
Aggr . Dark Kombat $179 
World Heros 2 $65 
World Heros 2 Jet $85 

Boards and Kits 
Aerofighters 1 $279 
Mortal Com bat $375 
Mortal Kombat 2 $1195 
Super Street Fighter $495 

;;;;;;;;;;;;;;;;;;:;;;:;:;;;:;;:;;;:;:;;;:;;:;:;;;;;;;:;:;:;:;; 

XMen 
Gun Bird 
Super X $399 
Street Fighter 2 $59 
SF Champion $75 
SF Champ Hyper $129 
In the Hunt $399 
World Rally $795 
Great 1000 Mi le $895 
Twin Eagle 2 $695 
Raiden $399 
Sunset Riders $449 
NBA Jam $695 
FINAL LAP 3 KIT $779 

PINBALLS Twilight Zone 

REDEMPTION Big Bertha (Smart) 
Pop-a- Ball (Coastal) 
2- Wheel 'em In (Bromley) 
Dino Rally 
Super Rock 'n Bowl (Bromley) 
Turf Champ 
Cops & Robbers II 

VIDEO U/R Cisco Heat (Jaleco) 
Off Road (Leland) 
Raiden 19" (Fabtek) 
Sunset Riders (Konami) 
Super High Impact (Leland) 

FUNLAND (7o3~ -133.- 3~~! 
fax: j 08- U3-.)2.) I 
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3 (jit11tt COIN MACHINE CONSIGNMENT 
•JUKEBOXES 
•VIDEOS 
•BINGOS AUCTIONS 

•FLIPPERS 
•PINBALLS 

• POOL TABLES 
•POKERS 

• KIDDIE RIDES 
•CRANES 
•MUCH MORE 

(over 1200 games last auction!) 

KNOllVILLE, TENNEIEEE 
SAT., MARCH •, 1995 at 10:00 a.ID. 
Knoxville Convention Center 
525 Henley St.• Ph: 615/544-5371 
*MOTEL RESERVATIONS -World's Fair Holiday Inn, (615) 522-2800 

* Mention A.G.S. for $62.00 rate! 
TN Lic.#1623 

GREENVILLE, SOUTH CAROLINA 
SAT., APRIL I, 1995 at 10:00 a.m. 
Palmetto Expo Center - Exposition Ave.• Ph: 803/233-2562 

DIRECTIONS from Charlotte, NC and Atlanta, GA: 
From 1-85, take 1-385 North to Greenville. Take the South Pleasantburg Dr. exit. Turn left at the second 
traffic light, by Krispy Kreme, onto Tower Dr. The Palmetto Expo center will appear on your left before 
you reach the Greenville Municipal Airport. 

*MOTEL RESERVATIONS - Phoenix Motel (across street from Expo) 
Ph: (803) 233-4651 

* Mention Auction Game Sales for $50.00 rate! 

CHECK IN: Friday 4p.m - 10p.m. or Saturday Ba.m. - 10a.m. 

- Auctioneer - Johnny King - SCAL#2262 -

KNOXVILLE, TENNESSEE 
SAT., MAY &, 1995 at 10:00 a.m. 
Knoxville Convention Center 

• TERMS: Full payment day of auction - Cash. Cashier's Check or Company Check with bank letter of guarantee (no exceptions). 
• EQUIPMENT MAY BE CHECKED IN: Friday -- Noon until 9p.m. or Saturday -- 8a.m. until toa.m. 
• SALES TAX: Applicable state and local sales tax must be collected unless you provide a current copy of your sales and use tax permit. 
• CONSIGNMENTS LIMITED. PLEASE CALL TO CONFIRM CONSIGNMENTS. 

for BXPOR,1 information please call! 

AUCTION GAME SALES 
Rick Parsons, Owner 6: Auctioneer 

TO BE ADDED TO OUR MAILING LIST, CALL TOLL FREE: / ~8 ()(1 .. /j/j / .. (J66(J 
FAX: 615-685-1126 
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BILL CHANGERS FOR SALE 
Si.par SpoeialJs! New & Reconditioned 

Rowe • Hamilton • Standard 

HAMILTON 

PRICES 
TOO 
LOW 
TO 

PRINT! 
STANDARD 

1-800-338· 7031 

HAMILTON 

$1, $5, 
$10, & $20 

Acceptance 

"We Service" 

STANDARD 

398 Commercial St., San Jose, CA 95112 

Used P.C.B.'s: 
Krazy Bowl (kit) ........................... $695 
S.F. II Hyper fighter ..... ...... .............. 149 
Golden Axe II ........... . ............. . ... 475 
Tank Force .... ............ .... ..... .. .... 125 
Slam Master ... ... . ........ ....... . ....... 168 
Final Fight . . .... . .......... . . .... ......... 140 
Snow Bros. . ...... ...... ... . ... . ... ..... .. 99 

Neo-Geo Cartridges: 
Samurai Shodown ........... ..... ..... .. $85.00 
Karnov's Revenge ................... . .... .. 125 
Super Sidekicks 2 . . . . .. . ... ...... ......... 215 
World Heroes 2 Jet. ........................ 145 
Spin Master . .. .... .. ....... .. ..... . ... . ... 95 
3 Count Bout . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 45 
View Point .............................. . . 35 
Super Spy . .. .. .. .. ....... ...... . .. ....... 20 
Street Hoop . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 295 
Gururin ..... .. . . ......................... 125 

New Era Video Inc. 
(Canada) 

Ph. (416) 730-1808 
fax: 416-730-9046 

• LA SLOT MACHINE COMPANY, The ORIGINAL importers of Pachi-Slo machines, will 
BEAT any competitor's price on comparable machines currently on the market. 

From 
s115.oo ea. 

• We offer the LARGEST inventory, lowest price and best service in the industry. 
• All our machines are fully cleaned and tested, with NEW lock mechanisms and trans

formers. All machines come with a 30 day limited warranty. Ask our competitors if they 
warranty their machines. 
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• We offer service after the sale and are capable of repairing all major machine compo
nents (including the main computer board). Our competitors can't do that! 

BUY FROM THE ORIGINATORS, NOT THE IMITATORS! 

~c ooo~j 1 
I I~ 

I I -

DEALERS: Call now for the BEST PRICES IN THE INDUSTRY! 

LA Slot Machine Co111pany 
Worldwide Gaming Equipment Distributors 

2663 Manhattan Beach Blvd. 
Redondo Beach, CA 90278 

(310) 297-2600 • fax: 310-297-2609 
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4500 West Dickens Ave. • Chicago, IL 80639 Ph: (312) 276 5005 • Fax: 312-276-9752 

~CLOSEOUT COUNTRY 
All of these items are closeouts, or low budget specials. Enough said. 

CASH & CARRY. CALL MAC. We accept VISA/MASTERCARD 

NEW KITS: 
American Sammy Survival Arts ............. .. ..... ........ ............... $295 

Skill Master Crane ....... ................ ........................... not complete 
Smartball 13' .................................. ........................ 1795 

American Sammy Krazy Bowl .......................... .. ................. . 995 
American Sammy Eagle Shot Golf ........ ... ....... ... ................... 995 VIDEOS: 
Atari World Rally ... .... .... ... ... ...... ... .. ....... ........... ......... .. ... .. .. . 1095 Atari Race Drivin' Sitdown ........... .............. ......... .... .. ........ $2795 
Capcom Slam Master ............. ....... .... ... ... ........ .... ................ 195 Atari Steel Talons .. ..... ........... ...... ............... ... ............ .. ..... .. 2995 
Capcom Super Street Fighter 11 .••. . .•.•... . .•• . .. •. .• . . . ...•. . •. . •. . ... .. . 995 Atari Space Lords ........ ...... ....... ..... .. ........... ..... .................... 995 
D.E. Fighter's History Dyn. Neo-Geo ........ ............................ 295 Atari Klax .............. ... ....... ... ..... ...... .. ............. ........ .. ......... .... 150 
D.E. Street Slam for Neo-Geo ...................... ... .. ... .. .. ............ Call American Technos Wrestlefest 25". . ........................... 295 
Electronic Arts Battletoads .......................................... ........ 395 Bally Mortal Kombat II 25" .... ............. ...... .................. ..... ... 1995 
Namco Knuckleheads ....... .. ................................................. 195 Bally NBA Jam Tournament 25" ......................................... 1995 
Namco Numan Athletics .............................................. ........ 395 Bally Galaga Cocktail ................................................... ... .... 595 
Namco Great Sluggers .... .... .. .. .................... ... ....... .... .......... 995 Bally Rampage ........................................ ......... .. ......... ... ... ... 250 
SNK Neo-Geo World Heroes Jet .......................................... 175 Capcom Willow..... . . ... .. ..... ........ ... ... ...... .. .. ............. 295 
Neo-Geo 1-Slot Board .. .. ...... .............................................. .495 Capcom Street Fighter II Turbo 25" ........ ... .. .... ...... .. .. ......... 1500 
SNK Top Hunter Neo-Geo ................................................... 295 Data East Fighter's History ............. ............. .. .... .... .. .. ..... .... 1200 
SNK Samurai Shodown II Neo-Geo .... ...... ... .... ...... ......... ... .. . Call Data East Captain America Vs. Duel. .... ... ................. ............ 595 
Valley Ernie Retro (C.O.D. or Cash Only) ......... .. ..... ... ... ........... 1 O Grand Products Slickshot ...................... ..... ........... .......... .. .. 595 

Kaneko B-Rap Boys ............................................................ 200 

DEDICATED - NEW: Leland Alley Master ..... .. ...... .. ... ........................... .... .. ...... ..... 195 

American Laser Crime Patrol 25" ...... .. .. ...... ..................... $2995 
American Laser 50" Crime Patrol. .......... ......... ...... ........ ........ Call 
American Laser - Like New - Fast Draw ....... ... ... .. .. .... .. ..... 4500 
Atari T-Mek Sitdown ... ....... .. .... .. .. .. ....... .. .. .. .. .. ........... .. .. ... ... . Call 
Konami Polygonet Commander ............... .... .. ...... .. ....... ..... 1495 
Konami Lethal Enforcer II - Gunfighter ... .. ..... .. .. ..... ... .... ...... 2995 
Konami Racin' Force Upright... .. .... .. ..... .. ...... .. ............. .... .. .. . Call 
Konami Racin' Force Sitdown .................... ...... ... .. ............. 7995 
Namco Cybersled - New & Like New ........... ...................... 5200 
SNK Samurai Shodown 11 .. .. . .• . .... •• . .••...••..•..•. . .• .. ••. . •• .. •. . •• .. ••. Call 
Taito Operation Wolf 3 ....... .. .... ... ... ....... ...... ... ... .. .. ..... .. ......... Call 

Namco Knuckleheads .......... ................................................ 295 
Nintendo Vs. Duel Baseball .. .. .. .. .... .. ......... .... ........ .... ...... ..... 195 
Romstar Arkanoid: Revenge of Doh ........ .... .. ........... .. ..... ... .. 150 
SNK Mechanized Attack 2-Player .. .. ........ .... .... ... .... ......... ... .495 
Sega Holoseum .............. .. ... .. .. ...... .. ............ ........... ......... .... 295 
Strata Time Killers .......... ...... .. ......................... ..... .... .. ...... .. .. 595 
Sega Virtua Racing Twin ............. ...... ................................. . 7995 
Sega Outrun Upright Mini ..... .. ........... ... ............... ... ..... ......... 595 
Taito Operation Wolf ........... ................................... ............... 300 
WMS Total Carnage .... .... .......... ........... ........... .. .... ........... .... 300 
Atari Pit Fighter 25" .. ..... .. .. ... ........ .... ..................... ............... 595 
Atari Road Blasters Upright ... ..... ... ..... ..... .......... .. .......... ..... .. 395 

PINBALLS: 
Premier Silver Slugger .. ... ...... ... ......... .............. ... ...... .. ........ $700 
Premier Freddy's Nightmare .. .... .. ...... .. ...... ... ........ .. .. .... ... .. ... Call 
Premier Hotshots Pinball ... .. ................................. .... ............ 750 

- Used Pins Available 

ALG Mad Dog McCree 25" ...... ...................... ....... .. .. ......... 2995 
American Sammy DJ Boy ......... ..... ................... .... .. .. ........... 200 
Bally Arch Rivals ........................................................ ... ........ 295 
Bally Spy Hunter Sitdown .... ............................................... .. 350 
Capcom Meres 25" ......... .... ... .... .. .. .... ... .... ........................... 595 
Capcom Buster Bros ...... ... ... ... .. .. ... ..... ..... ..... ..... ...... ..... ... ... 595 

REDEMPTION: 
Bay-Tek Clown Rolldown .. .... ... ... .. .. ............. ........... ......... $1295 
Betson Big Choice Triple Crane .. ..................... ... ... ..... ...... .... Call 
Bromley Neck 'N Neck .. ... ......................... ......................... 2200 
Capcom Bank-It. ................. ... ..................... ............. .......... 2300 
Coastal Noah's Ark - Redemption ....... ................................. Call 
Coin Concepts Luigi 's Corner ............ ... ... .. ... ........... . ........ 2500 
Coin Concepts Froggy .. .. .... ................................... ........... ... Call 
Coin Concepts Bouncing Bue New .... ...... ............. .......... .. . 9000 
Doyle Jr. Hoopshot 2-Player ...... .. ... ..... ......... ........................ 800 
Fielder's Choice Rolldown ......... ......................................... 1500 

Data East Captain America 25" .. .......................................... 695 
Konami Lethal Enforcers .............. ... ............ ......... ... .... .. .. ... 1595 
Konami Bucky O'Hare 25" ............... ..... .................. ... ... ....... 500 
Leland Pigout 25" ...... ... .. ........ ................. ...... .. .... ... .. ...... ... .DUD 
Leland Viper .. .... .............. ......... ... .... ...... ........... ...... ........ .. ... . 200 
Leland All-American Football ........... ..... ................... ... .......... 150 
Nintendo Mario Bros . .. ......... ........... .. .. ........... ... ........... ..... .... 50 
Sega Golden Axe 2 .... .. .... .. .. .. ..................... .. ... ........... ... ...... 295 
Sega Clutch Hitter w/OBA.. .. .................. ... ......... 795 
Sega Time Traveler ........... ...... ..... ......... .... ..................... .. ... 1200 
Smart Super Pro Quarterback ........ .. ............ ........ .... ....... . 1500 

Grand Products Dynobop ... .. ................. ...... ... .. .. .. ..... ......... 395 
ICE Hungry Hippo ................. .......... ..... .... .. .. ...... ... .... . ..... ... Call MISCELLANEOUS: 
Namco Cracky Crab - Redemption .. ......... ......... ........ ........ . Call ICE Kixx Demo Model ...... .... .. .................. ........ ..... ...... ... .. $1 500 
Namco Godzilla Wars Jr. - Redemption ............. .. .. .............. Call ICE Putting Challenge w/OBA ............................................ 1095 
P & P Bozo's Grand Prize Game ............. ..... .. .. .. .... .. ... ....... 1500 Rowe BC-1 Changer ... .. ... ....... .... .. ..... ..... ......... ... .. .. ............ .495 
Romstar Goofy Hoops - Redemption .......... ... .... .... .. ... ... ...... Call Rowe BC-25 Changer ............................ .. ........... ....... .......... 995 
Skee Ball 13' .... .. ....... ... ... ............ ..... ... ................... .. ............ 800 Rowe R-90 6-CD Combo Phonograph ............. .......... .. .... . 1095 
Skee Ball 10' .... ............. .. ...... ...... ........... .. ...... ............... .... ... 900 Rowe R-91 6-CD Combo Phonograph ............. ................. 1095 
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MUSIC 
OPERATORS 

SERVICE 
EST. 1972 

"SERVICE IS IN OUR NAME" 

I I 

~ ; J=EBURG 

t 11 ! I : I I : I ~ I I 11 ~: ~: 
I I 

I ~ I I I 

COMPLETE SERVICE FACILITY 
FACTORY TRAINED TECHNICIANS 

MODERN TEST EQUIPMENT 45's and Compact Discs with pre
printed Title Strips guaranteed. 

Ask about our Spanish 45s & CDs 
• QUALITY SERVICE • LOW COST • 

WHOLESALE PRICES with FAST 
DELIVERY!! Call us today, you'll be 
glad you did! 

Authorized Dealer for Wurlitzer 
Jukeboxes and MTX speakers 

National California 
8001354-5853 7141879-1771 

SCD Series SMC & STD Series 
Sony Players MPU Units 

Amplifiers Amplifiers 
Power Supplies DCC's 

CPU Boards Ardac DBV's 
Ardac DBV's Mechanisms 

1-800-531-1230 
WESTERN RESERVE GAMES, INC. 

21651 Tungsten Rd. •Euclid, Ohio 44117 

GREAT EQUIPMENT FOR A OPERATOR JUST STARTING OUT 

PLUS MANY MORE PLEASE CALL FOR PRICES 
NO REASONABLE OFFER REFUSED!!!!! 

ASK FOR ROY (8363) 

1-800-800-VEND 
OHIO VENDING MACHINE, INC. 
198 COOK COURT • ELYRIA, OHIO 44035 1-800-362-0324 
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WHOLESALE GAMES, INC. 
Shelbyville, Tennessee 37160 

Toll free: 1-800-526-4723 

PARTIAL LIST OF 
USED EQUIPMENT 
• NBA Jams/NBA Tourn. 

Edition [dedicated) 

• Mortal Kombat I & II 
[dedicated) 

• Lethal Enforcers 
• Pistol Poker pinball 

[like new) 

· • Merit Riviera Poker (13" & 19") 

• NSM Performer Classic CD 
• Slick Shot PoolNideo game 
• Relief Pitcher 25" 
• Final Lap Ill - upright 
• Pool Tables all makes & models 
• Steel Gunner 
• Used Pokers/8-Lines ... & much more!!! 

NEW EQUIPMENT 
8-Lines, 
Pokers, 

Cooper Pool Tables, 
Valley, Rowe, 

NSM, Seeburg, 
Merit, Tornado, 

Dynamo, 
Killer Instinct (Midway) •Treasure Chest Candy Crane 

Tekken (Namco) •Road Show (Wms.J 

Attention: OPERATORS 
We will not sell to locations!! 
· Dur most important policy · 

Cherry Master 

FREE Delivery ... Call for Details! 
· Warranty an all games · 

with dba & ticket dispenser 
- starting at $1,395 -

(upright or countertop) 

WHOLESALE GAMES, INC. 
B Ph: 615-685-0505 • Fax: 615-685-0144. 
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Special Notice: 
PURCHASE YOUR USED EQUIPMENT 
FROM NEW ORLEANS NOVLETY CO. 

Over 60 years in business! 
International reputation for selling 
the finest in used videos, flippers & 
amusement games available any
where! Each game is beautifully 
refinished by experts and is like 
new. All games are factory models. 
- absolutely no copies. 

GET ON OUR MAILING LIST FOR 
PRICE BULLETINS OR CALL CELIE 

FOR OUR LATEST PRICE LIST. 

NEW ORLEANS NOVELTY CO., INC. 
3030 N. Arnoult Rd .. Metairie, LA 70002 

1504) 888-3500 
Fax: 504-888-3506 

All Type Pool And Juke Box Supplies 

ONE YEAR ADVANCE REPLACEMENT 
PARTS ON ALL POKER GAMES 

WE FINANCE 
Super Cherry Master - Cherry Bonus Ill 

Magical Odds - Magical Tonic - Two-In-One (Poker & Cherry) 
Cal Omega - 8 Dorado - Treasure Islands 

All Wing and Dyna Boards - Counter Top's and Stand Up 
All with JCM & Wells Gardner Monitors 

(Fax) 
918-622-8501 
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1150 INDUS1RIAL PL, #110, DIXON CA 95620 

COMPLETE FACTORY KITS 
AU_ KITS CONTAIN: Legal P.C. Board, Marquee, Overlay, Wire Harness, Stick, Buttons & Instructions! 

Primal Rage (Newly Released as a Kit!) ........................... Call 
Dark Stalkers (2 Pl., Capcom's Latest 6-Button Hit) ... Closeout! 
Great 1000 Mlle Rally (VY/Steering Wheel & Gas PedaO .... Call 
Raiden DX (2-PI., with Continuous Rapid Fire) ................ Call 
Mortal Kombat II (Hottest New Kit for 1994) .............. $1295 
NBA Jam (PC & Marquee) ..... $450 Tourn.Edition ...... 1295 
Wor1d Rally (Includes: Steering Wheel, Shifter & Pedal) 1095 
Gal's Panic 2 (Vertical Digitized Mociels Strip to the Buff) .. 1050 
Raiden II (2 Pl., Excellent Sequel for Vertical Monitor) .... 995 
Krazy Bowl (Newest Bowling Action) .............................. 795 
Eagle Shot Golf (Excellent for Bars or Taverns) .............. 795 
Twin Eagle II (2 Pl., Digitized Helicopter Rescue) ............ 695 
Blood Stonn (2-PI., Exciting New Fighting Challenge) ... 675 
C.O.W. Boys of Moo Mesa (2-4 Pl., Shoot-Em-Up ) ..... 595 
Peek-a-Boo (R-Rated Strip-Tease Style Arkanoids) ... ..495 
Cool Pool (Strip-Tease Pool Tavern Piece) ...................... 495 
Sunset Riders (2-4 Pl., Wild West Top Earner) ............ .. .495 
Nine Ball Shootout (Excellent New Pool Game!) ......... ..495 
Tetris (2-PI., Finest Novelty Piece Ever!) .......................... .495 
Mortal Kombat (2 Pl., #1 Hit, Full Kit) .............................. 450 
Capcom Bowling (Excellent Tavern Piece w/Trackball) .450 
Aero Fighters (2-PI., Excellent Airplane Shoot 'em Up) .. 395 
Big Event Golf (Excellent Bar Piece) ................................ 350 
Varth: Operation Thundstonn (2-PI., Flying Action) ....... 350 
Super St. Fighter Turbo (''B" Kit with Exchange) ........... 350 
Time Killers (2 Pl., Warriors Battle to the Death) ............. 325 
Total Carnage (2-PI., Cartoon-Style War Games) .......... 325 
Captain Commando (2-4 Pl.,Top Capcom Piece) ......... 295 

Earth Defense Force (2 Pl., Full New Space Kit) .......... $295 
Arkanoid (For Cocktail Table) .............................. ............. 295 
Martial Champion (2 Pl.10 Fighters w/all New Moves). 295 
Fighters History (2-PI. Plugs into St. Fighter 6 Button ) .275 
Vendetta (2-4 Pl., Super Street Brawling Action) ............ 250 
U.S. Classic (Top-Notch Golf Kit w/Trackball) ................. 250 
High Impact (2-4 Pl., Bone Crushing Football Action) ... 195 
MVP (2 Pl.) or Major League (Baseball Action) .............. 195 
Slam Masters (2-3-4 Pl., Top Wrestling Adventure) ....... 195 
Simpsons (2-4 Pl., America's Favorite Cartoon) ............ 195 
Karate Blazers (2-4 Pl.) or Ninja Kids (2-4 Pl.)) .............. 175 
Street Fighter II: Champion Edition (Full Kit) ................... 175 
Relief Pitcher (2 Pl., New Factory Baseball Kit) .............. 175 
Klruc (2- Pl., Excellent Puzzle Novelty Piece) ......................... 175 
Arch Rivals (2-PI. Superb Basketball Brawl) ................... 150 
Team Quarterback (Vertical Football Action) .................. 150 
Defender, Stargate, Joust or Robotron Kits ............. Cheap! 
Nintendo PlayChoice 10 & Vs. UniSystem Software .Cheap! 
Ms. Pac-Man Table, Upright Kit or PCB ..... Makes Money! 

Neo-Geo (1 or 2 Slot w/One Free Cartridge) ....... Reduced 
Samuari Shodown II, Bust-A-Move, King of Fighters ........ Call! 
Super Side Kicks 2 ... Call! Aero Ftrs. 2 .... $250 W.H. II Jet....$125 
Gururin (Like Tetris) .............. 150 Samurai Shodown .............. 50 

I We Will Meet or Beat Any Price!! I 
I EXPERT VIDEO GAME REPAIRS! I 

COMPLETE LOCATION READY GAMES (Shopped Out) 
# 

Mortal Kombat II (2 Pl., Ded. w/25" Monitor) ......... $1850 
NBA Jam (4-PI., Dedicated w/ 25" Monitor) ............ . 1395 
Nine Ball Shootout {Dedicated; Brand New!) ........... 1195 
Mortal Kombat I (Dedicated w/25" Monitor) .......... .... 895 
(2) Neo-Geo 1-Slots in Nintendo Dual Monitor Cabs. . .895 
Super Off Road (3-PI., Dedicated w/25" Monitor) ...... 795 

FREE WITH ORDER OF 3 KITS: 
Samurai Shodown Cartridge or 1 additional Kit (Call for list) 

Ms. Pac or Centipede or Millipede Tables ............ $595 
Badlands (w/2 Steering Wheels & Gas Pedal) ............ 495 
Pole Position II (w/Wheel, Shifter & Pedal) ................. 495 
Numerous 9" & 13" Color Poker/Trivia C'Tops ... 395-695 
Buggy Challenge or Speed Buggy or APB .............. 395 
Sente Stocker (w/Sterring Wheel, Gearshift & Pedal) .295 

Call Toll Free: 
Se' Habla 
Espanol! 

FREE NEW CATALOG 1-800-44-Hot-Kits • (1-800-444-6854) 
JUST PRINTED! Ph: (916) 678-5189 •Fax: (916) 678-1313 

1--CA_I_J_, F_O_R_O_UR_FRE __ E_C_O_NVE __ RS_l_O_N_KIT __ l ::::::,~f1l:;11I BUY• SELL• TRADE [•:iH~] 
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MONUDO COIN COUNTER 
DISTRIBUTE-0 EXCLUSIVELY BY MONDIAL! 

• Electric or Manual 

• 220V or 110V 

•Only 10 lbs 

•Counts up to 1800 
coins per minute 

• High quality 
construction 

• Engineered to our 
exacting standards 

• Adjustable to any 
size coin ·or token 

MONDIAL INTERNATIONAL CORP. 
661 Hillside Rd. • P.O Box 889 •Pelham Manor, NY 10803 

PHONE FAX 

(914) 738-7411 (914) 738-7521 
- SE HABLA ESPANOL -

Alpha-Omega Sales, Inc. 

N~M 
MU~IC BOXE~ 

• Performer Grand 
•Wizard 
• Firebird II 
•Performer 

Classic 
•Silver Sky 
•Galaxy 

M08TMODEU 
IN8TOCUt 
• Sales • Service 
• Parts •Technical Support 

UOLUMBIA. VENDING 
8EBTIUE 

• ·~00•282•2.f9.f 

VIDEO GAMES VIDEO GAMES 
Afterburner s/d ................... $2799 Primal Rage (ded.) ......... ..... $2699 

_, .~. Your independent source for all your coin-op needs. Cisco Heat s/d (twin) ............. 2799 Raiden II. .............................. 1599 
....;~ From individual equipment sales to full set-ups... Cisco Heat std (deluxe) .......... 3699 Revolution X .... ..................... 3199 
~ -, ALPHA OMEGA is your answer. Cybersled (s/d) ..................... 5999 Super St. Ftr. II: Turbo (ded.) ... 2999 

\\~ / Representing most manufacturers in equipment, Double Axle s/d .... .......... ...... 2999 Terminator II M ......... ... ........ 1899 
\'•·::! f money handling, tickets and token sales. M"I R 11 3() Drivers' Edge s/d .. ................ 2999 1000 1 e a y ..... ...... ......... 2799 

~~·~f Call: Rich, Ken or Frank "The Crank" Grand Prix Star s/d .............. .4499 Under Fire .. ....... ......... .......... 2299 
i~ (908) 254-3773 • Fax: 908-254-6223 Great Slugger ... .... .. ................ 999 Virtua Fighter ........................ 3299 

12 Elkins Road •East Brunswick, NJ 08816 Hard Drivin' s/d ... ................. 2599 PINBALLS 
FINANCING AVAILABLE! Lucky & Wild std .. ................ 3799 Addams Family ................... $2299 

REDEMPTION NEW REDEMPTION Mato Frenzy s/d (twin) ......... .. 3199 Corvette ............................... 2799 
SUPER SPECIALS Chuckles the Clown Mota Frenzy s/d (deluxe) ....... 2799 Cue Ball Wizard .................... 1599 
Animal Land ..................... $2499 Dinoscore Outrun s/d (Std.) ... ................ 2999 Dr. Who ...................... ......... 1499 
Bank-lt. ............................... 1899 Home Run Hitter Outrun s/d (deluxe) ... ...... ...... 3999 Gladiator .............................. 1499 
Batter Up (Doyle) ................ 3499 R Mi~i Dhun~ Race Drivin' s/d .... ................ 3399 Flintstones (Wms.) ................ 2799 
Big Bertha ........................... 2399 a~~~~/R e . ~ge Racing Hero s/d .... .................. 799 Freddy Krueger ...... .... ........... 2399 
Bozo Basketball (1-PI.) ....... 1699 R~ll ~or~~~ Rad Mobile s/d .................... .4799 Judge Dredd ..... ... .......... ... ... 1599 
Chase the Ral.nbow 999 S IL Ridge Racer s/d .... ......... .... 10,799 Jurassic Park ... .... ......... .. ...... 1699 

··············· kee-Ball ightning 
Circus Hi-Rise 8' ................. 2499 Smart Candy Crane Ridge Racer s/d (twin) .... .... 14,799 Last Action Hero ... ...... ..... ..... 1799 
Fiddle Stix ........................... 2299 Speed Ball Rally Road Riot s/d ............ ... ...... ... 3299 Maverick .. .... ........... ...... .... ... 2899 
Ken & Barbi Water Race ..... 8899 Wheel 'em In Steel Talons s/d .................... 2299 Rescue 911 ...... .. ..... .. ........... 1899 
Kids Adventure Dome ........• 3899 RECONDITIONED Virtua Racing s/d .................. 8199 Road Show ............ ... .... .......... Call 
Rock 'n Bowl .....................• 3299 Full Court Frenzy ................. $2799 Hard Yardage (ded.) ..... ......... 1499 Star Trek Next Generation ..... 2899 
Shoot-Out (Meltec) ............. 1699 Pitch Hitter ................ ......... .. 2999 Lethal Enforcer .. ..... .............. 2099 Street Fighter 11 .... .. ....... .. ..... ... 999 
Sidewinder ......................... 2999 Pop-a-Ball .... ... .. ................... 2299 Lethal Enforcer 11 ... .. .... .......... 2799 Super Mario Bros ....... .... ........ . 999 
Super Pro Quarterback ....... 1599 ~owe ~~-~§ MC ................... 1~~~ Mortal Kombat (ded.) .......... ... . 899 Tommy ... .... ......................... 1999 
Tin Can Alley (Bob's S Rac) ... 3999 S~wel s·- ······· ··················2999 Mortal Kombat II (ded.) ........ .. 2599 Terminator 11 .............. .. ......... 1799 

imp e tmon ·· ·· · ····· ············· NBA J (d d ) 1299 T Turbo Pusher ...................... 3499 Skee-Toss ..... ....................... 1299 am e · ···················· wilightZone .. ......... .. ........... 1399 
UBQB .................................. 2999 Troll ... ........... ..... .................. 2499 NBA Jam: Tourn. Ed. (ded.) ... 1799 World Challenge Soccer .... .... 1799 

ALL GAMES ARE GUARANTEED. CALL FOR COMPLETE LIST. EXPORTERS & DOMESTIC SALES. 
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NOTICE: Games of Tennessee is not 
associated with Middle Tennessee Games 

or Brian Riddle in any way. 

The sweet Deals are at 
Games of Tennessee 

1-800-456-6882 
February Special! 

Cherry Angel PC Board ...... $295 

authorized distributor 
for: 

:@ EE BURG 

I .. l I fl M A l I 0 ll .t. L • I 1111 C 

. . ·~ 

."POl C, !ILVER· 
r • ' • • ~ ' < • I 

6 Attractive cabinet styles 
light walnut or 

ReP/ay Magazine 

dark mahogany 

GAMES OF TENNESSEE 
1220 West Jackson St. Shelbyville, TN 37160 

(615) 684-0100 
1-800-456-6882 
Fax:615-685-0144 

We do not sell to locations! 
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usw GRIYHOUND Rm Mffll 
Single Cranes 

• Shopped and location 
ready 

•With Bill Acceptor 
• 90 Day Warranty 

sgoo.1 
cauCUSIC 

at 
1-800-833-4667 

We accept Visa, Mastercard & American Express 

PINBALLS 
LIMITED SUPPLY - ORDER NOW 

Eight Ball Champ ........ . $495 Jokerz ................. .... .. ... $895 
Bad Girls .... ................... .495 Phantom of Opera ....... .. 995 
Comet ............................ 595 Pinbot ......... .... .... ...... ..... 695 
Cyclone ......................... 895 Playboy 35 ..... .. .............. 995 
Diamond Lady ... ........... . 695 Police Force ....... ........... 795 
Diner ............. .. ... .. ....... 1195 Pool Sharks ............ .... .... 995 
Dr. Dude ........... ........... 1095 Robocop (pin) ............ .. . 895 
Earthshaker .... ... ........ .. 1195 Rollergames ................. .. 795 
Elvira .... .... ...... ..... ........ 1395 Simpsons ....... ..... ... ... ..... 895 
Game Show ............... .... 895 Taxi .......... ........... .......... 795 

ARACHNID DARTS 
Model 6300 - Super Six Plus 2 

Location Ready- $775.00 

NSM "FIRE" (Wall-Mount) ........ . ........ $2495 
NSM "GALAXY" ......................... 2495 

POKERS AND 8 LINERS 
Complete Games - starting at@ $300.00 

KIDDIE RIDES 
CALL FOR IJST OF CHOICE RIDES LEFJ' FROM 

LAST MONI11S AD 

~··············· ···· ·· ········· ······························ 
STANSFIELD VENDING, INC. 

P 0. Box 157 • La Crosse, WI 54601 

CALL MAX: (608) 782-7181 

THE MOST PROFESSIONAL DEVELOPER OF VIDEO GAME BOARDS 

DIAMOND BINGO 
• 5 CARDS GAME RULE. 
• AUTO-HOLD CARD. 
• xi , x2, x3 MULTIPLE FOR BONUS. 
•SPECIAL PRIZE FOR FLUSH. 
•DOUBLE UP AVAILABLE. 

GOODLUCK II P.K. 
• TURTLE & POKER INTERCHANGEABLE. 
• 2 TYPES OF DOUBLE UP FOR CHOICE. 
• SPECIAL BONUS 1000-5000. 
•RAISE BET AVAILABLE IN MAIN GAME. 
• 2nd CHANCE TO CHANGE CARD. 
• 777 BINGO REEL TO WIN MORE BONUS. 

* CHASSIS *POWER SUPPLIES *PARTS * PCB's * CARTRIDGES *FRUIT GAME * 

~ 
CVE 
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LUlnTER mnonESS CLEARAnCE 
LARGEST SELECTION OF 

REDEMPTION EQUIPMENT 
After Shock (Used) ... ..... .. ... ..... .. .. ... .. .. .. . $3495 
Awesome Toss-Em (New) ........... .. ............. Call 
Awesome Loop or Rat (Used) .................. .. . 850 
Bay-Tek Rolldowns .. .. .. ..... .. .................... 2200 
Big Bertha ................................................. Call 
Bouncing Bandits (Used) .. ... .. ................... 1895 
Circus Hi-Rise 1 O' or 8' .. .... ....................... Call 
Crazy Clown (Like New) .... ....................... 2895 
Dealer's Choice ............ .. ........ ... .. ...... ....... 500 
Dinoscore (New & Used) ..... .... ................... Call 
Dinoworld (New) .. .... .. ...... .... .. .... .. .............. Call 
Fling shot (New) .. ..... ....... ..... ..... ..... ....... Special 
High Tension ..... ..... ....... ...... .... ..... ...... .... 1 095 
Home Run Hitter (New) .............................. Call 
Jungle Jive (1 or 2 Player) .......................... Call 
Mr. Magic X (New) .. ................................... Call 
Pirates Gold .... .. ... ...... .... .. ......................... Call 
The Wave ..................... .. .......................... Call 
Poker Rolls SMS .. .. .. ... .. .............. .. .. .. ........ 750 
Pop-a-Balls .......................... ....... ........... 2195 
Pop-a-Slot. ............................................. 2795 
Ribbit Racin ' (New) ................................. ... Call 
Skee Balls .............. .. ... .. ... .. ... ..... .. .. 1250 & up 
Spin-to-Win ..... ..... ...... .... ...... ....... ....... .... .. Call 
Super Rock 'N Bowl ...... ....... ... .. ... .... ..... .... . Call 
Wacky Gator (Used) .. ..... ... .... ... .. ............ .. 3995 
Wheel 'em In (New) ........ ....... ..... ... ............ Call 

SMART CANDY CRANES ... CALL 
Excellent Money Makers 

CRANES 
Betsons (w/DBA) ...................... .. ....... .. . $1 300 
Grayhounds ...... .. .... .. .. .. ....... ....... .. ... 800 & up 

AMERICAN LASER 
GAMES 

Drug Wars 33" . .. .... . .......... $5300 
Bounty Hunter 50" . ... ... . . .. . . .. .. 6000 
Drug Wars 25" ....... . .... .. . . ... 3800 
Mad Dog I ...... . .•... . ..•. ... ... 4800 
Mad Dog II 33" . ... . ... .. . . .. .... . 5800 
Fast Draw . ......... . .. . ....... SPEC;IAL 

NOVELTY 
Bull Pen (Doyle) .......... .. ...... .... ... .. ...... ... $2000 
Grayhound Basketball .. .. .......................... .700 
Love Tester .... .. .... .... .... .... .. .. .. .................. 7 50 
Strength Tester .................. ....... ................ 750 
UBQB (Like New) ....... .... ........ .. ............... 2395 

We have Merit & 
New Image Touchscreens 

Call for Pricing! 

ARCADE GAMES 
Primal Rage (25") ........... ... ......................... $2795 
Primal Rage (33") ............................................ Call 
Virtua Fighter .................. ..... .... .... ................. 2895 
Lethal Enforcer .. ........ ............................ ....... 1995 
X-Men (4-Pl.) ..... .. ......................................... 1200 
X-Men (6-PI.) .. ........ ... ........... ........................ 1995 
Arm Champs ............................................... .4895 
Sonic Blastman ............................................ .4895 
Morta l Kombat II (ded.) ................................. 1900 
Mortal Kombat (ded.) ....... .. ............................ 1100 
NBA Jam ...................................................... 1700 
Dark Stalkers (25") .......................................... Call 
Run & Gun (4-Pl.) .......................................... 2400 
Terminator 2 (Gun) ......................... ..... ... .. .... 1795 

SITDOWN & DELUXE 
Race Drivin ' (SID) ....................................... $2400 
Hard Drivin' (SID) ..... .................. ... .. ............. 2400 
Cisco Heat (SID) ........................................... 3200 
Stadium Cross ............................................. 7995 
Virtua Racing ............................................... 7500 
Steel Talons .................. ... ...... ...................... 2300 
Hang On Deluxe ............ ............................... 2000 
Out Runners ................................................. 7995 
Star Blade ........ ....... ..... .... ..... ...... .... ... .......... 2400 
T-Mek ............................................................ Call 

PIONEER CD JUKES 
(Recondtioned) 

CJ-V55 .. ......................................................... Call 
CJ-V99 .... ....................................................... Call 

We are Now 
FACTORY AUTHORIZED 

PIONEER JUKEBOX 
Service Center 

Call for service prices 
on CD changers 

PINBALLS 
Shaq Attaq (Awesome Pin) ..... . . . .... New 
Addams Family .................. $2300 
Freddy Elm St. ....... . ...... . ..... 2600 
Indiana Jones .......... .. ... ..... 2100 
Judge Dredd ........ . .. . .. ....... 1995 
Dr. Who ........ ... .. ... . . ....... 1495 
Rescue 911 ..................... . 1995 
Star Trek NG ..... . .... .. . ..... ... 3000 
Wipeout. ...... .. ...... .... .... . . 1895 

VIDEO GAME CLEARANCE 
No Reasonable Offer Refused! 

Arkanoid, Assault, Quarterback, 
Super Off Road, Strike Force, Vendetta, Rampart, 

Arch Rivals, Slam Master, Gloe, High Impact, 
Street Fighter II, Smash TV, WrestleFest, 

Tecmo Bowl, US Classic, Captain America 

CALL FOR COMPLETE LIST 
OF BARGAINS 

From the Weenie Ride Co. comes the "WHIP" 
I 

lUElnER DISTRIBUTlnG CO. 
409 North Warwick Ave. • Baltimore, Maryland 21223 

1-800-4WEINER {493-4637) Phone: (410) 233-2600 FAX: 410-233-2602 
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THE BEST PRICES in 
Animatronic theme theatres 
& characters custom built to 

suit your business. 

SPECIAL OFFER ON USED SHOWS! 

MEC 
195 Cochise Drive • Sedona • Arizona 86351 
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Phone: (602) 994-0617 
Fax: 602-284-0550 
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BEST CO. 
1-800-306-GAME 

1642 Piedmont Highway• Piedmont, S.C. 29673 

Phone: (803> 422-0250 or 1-800-306-4263 • Fax: 803 422-8903 

Grayhound 
Five in One 

Super Poker, 
Turbo II 

& 
Cal Omega 

AVAILABLE! 

Single 
Progressive 

Units 
$395.00 

Pot '0 
Silver 

Pushers 
Call for Price! 

ReP/ay Magazine 

CHERRY GAMES 
with 

19" Monitor 
HSV 300 

STARTING AT: 

$1,095 

Call Todav! 
Quantitv Pricing 

AVAILABLE! 

HAVING PROBLEMS WITH 
YOUR CHERRY MASTER? 
We have the "Quick Fix" 

CALL FOR DETAILS! 

KITS 
Super Cherry Master, 

Cherry Master, 
Magical Odds, 
Magical Tonic, 

All-Wing Boards, 
Turbo II 

... and many more! 

Try Our 
T-Kit Master 

with 
Deltronic Head 
LED Readout 

CABINETS 
UPRIGHT 
SITO OWN 

DISTRIBUTORS OF: 

MINI 
COUNTERTOP 

February 1995 

Mars Dollar Bill Acceptors, 
Wells-Gardner Monitors, 
Grayhound Dyna Games, 

JCM, CBV and HSV 
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WE STOCK OVER 500 PCBS 
FROM THE OLDEST TO THE NEWEST 

CALL US FOR IMMEDIATE SIDPMENT! 

SAMURAI SHOWDOWN II 
Aero Fighter II Cartridge 
Alien vs Predator 
Dark Stalker 
Dungeons & Dragons 
King of Fighters 94 
Mortal Kombat Kit 
Mortal Kombat II Kit 
NBA Jam 
NBA Jam II Kit 
Neo Geo 1 Slot Kit 

CALL 
275. 

1150. 
1195. 
1095. 
300. 
495. 

1395. 
795. 

1495. 
495. 

Neo Geo 2 Slot Kit 795. 
Raiden II pcb 995. 
Raiden DX Call 
Samurai Showdown 100. 
Street Fighter II pcb 50. 
Street Fighter II CE pcb 125. 
Street Slam 375. 
Super Side Kicks II 250. 
Super Street Fighter II Kit 595. 
Turbo Super Street Fighter 995. 
World Heroes II Jet 175. 

Challenge Us To Meet or Beat Any 
Legitimate Advertised Price! 
{::all For CompleteiriveritoryEistings 

~ltetdl~~~m~&,~f~illtu1e: 
········•••J••·······································································•< .~•lQJ·~~~·~p~~~······················································· ·.. . 
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U.S. CURRENCY SCALE 
Why hand count, when you can 

Weigh It ... Accurately. 

•Small - roughly the size of a checkbook 

•Inexpensive compared to large 

mechanical + cumbersome cash counter. 

•Durable + warranted 

•One touch calibration 

•Also weighs gold, postage, spices 

and drugs (/egan. =-== 

Must see to believe. 
Call & Order Now! (510) 835-0192 

LOW COST • HIGH RETURN 
DESK TOP COIN PHONES 

BEST WHOLESALE PRICES IN THE US ... 
WE WILL NOT BE UNDERSOLD! 

FORGET THE REST, CALL THE BEST! 

G-TEL 

ReP!ay Magazine 



Us Amusement 
Auction~ 

The Nation's Leading Auctioneers Of: 
Video Games • Pinball Machines 
Juke Boxes • Kiddie Rides • Darts 
Pool Tu.bles • Redemption Games 

GAMES AT AUCTION NATIONWIDE 
February 

March 

April 

May 

June 

September 

October 

November 

December 

4 
Houston, TX 

Ft Bend County Fairgrounds, Bldg. 
'C Hwy 36, 9/10 mile South of 
Hwy 59 Rosenberg) 
Cellular: 317-432-7626 
Reorder Tone Dial: 502-551-1866 

4 
Colum6us, OH 

Buckeye Building 
Ohio State Fair&?runds 
17th Street & · Avenue 
Cellular: 614-271-7626 
Reorder Tone Dial: 502-551-1866 

Columlus, OH 
LatOO!e Building 
Ohio State Fair&?runds 
17th Street & · Avenue 
Cellular: 614-271-7626 
Reorder Tone Dial: 502-551-1866 

6 
Clementon, NJ 

(East of Philadelphia) Route 30 Man 
1-295, Exit 29 to Route 30 East 
6 miles to Route 30 Man on right 
Auction Day Telephone: 

609-435-2700 

3 
Indianapolis, IN 

Our Land Pavilion 
Indiana State Fairgrounds 
Cellular: 317-432-7626 
Reorder Tone Dial: 502-551-1866 

9 
Columbus, OH 

7 
Clementon, NJ 

4 
Columbus, OH 

2 
Clementon, NJ 

25 
Tampa, FL 

Aorida State Fairgrounds 
Sptrial Evenrs Building. Hwy 301 
Off Interstate 4 
Cellular: 813-623-7626 
Rrorder Tone Dial: 502-551-1866 

11 
Indianapolis, IN 

Our Land Pavilion 
Indiana State Fairgrounds 
Cellular: 317-432-7626 
Rrorder Tone Dial: 502-551-1866 

8 
Tampa, FL 

Aorida State Fairgrounds 
Sptrial Events Building. Hwy 301 
Off Interstate 4 
Cellular: 813-623-7626 
Rrorder Tone Dial: 502-551-1866 

Columb~s, OH 
Rhodes Bui!ding 
Ohio State Fair~unds 
17th Street & · Avenue 
Cellular: 614-271-7626 
RrorderTone Dial: 502-551-1866 

10 
Denver, co 

(Brighton) Adams County Regional 
Park Complex, 124th Avenue, 1 mile 
west of U.S. 85, 4 miles eastofl-25 

16 
Des Moines, IA 

8 thru 10 
FUN Expo 

Orlando, FL 

18 
Indianapolis, IN 

9 
Columbus, OH 

IN 1995! 
18 r-----23--thnizs _____ 

Clementon, NJ : ACME 'Ii'ade Show (East of Philadelphia) Route 30 Man : Reno, Nevada 1-295, Exit 29 to Route 30 East 
6 miles to Route 30 Man on right • Not An Auction • 
Auction Day Telephone: ' Visit Us At Our Booth 60'l-435-2700 

---------------------------------

Louisifile, KY 
2;2 

Des Momes, IA 
. 29. 

Indianapolis, IN 
s:,~a00~~:,'f~~3~u:a'~~vd Iowa State Fairgrounds Our Land Pavilion 
k'J., across from GE ~iance Park. Take University and East 30th Street Indiana State Fairgrounds 
Bardstown Rd. to Bu Bypas.'1.6 miles Cellular: 317-432-7626 
~.~Q;rc.rcr:.r ~=) Tum Reorder Tone Dial: 502-551-1866 
CeUular: 502-551-1866 

21thru23 30 AMOA !IX/JO '95 
New Orleans, LA Indianapolis, IN 

14 21 28 
Denver, CO Tampa, FL Pinball Expo '95 

Chicago, IL 

For further information contact: 
Auctioneer: Bill Hughes Sales Manager: Jeff Schwartz 
P.O. Box 4819 Louisville, Kentucky 40204 502-456-1600 
Phone: 502-451-6241 24 hr. Fax: 502-897 -7771 

Terms & Conditions 

Acceptable Payment - cash, cashiers Check, Travelers Check, Personal or 
Company Check with Irrevocable Bank Letter of Guarantee, Visa, MasterCard or 
Discover. 
4% Bl{Yers Premium 
4% J)fscountfor pqyments in cash, Cashiers Check, Travelers Check, 
Personal or CompaJ'lY Check with /"evocable Bank Letter qf Guarantee. 
Applicable state and local sales truces must be collected unless you provide a 
current copy of your Sales & Use Tax Permit. 

Auction Information 

• All auctions begin at 10 am local time. 
• To consign games for sale: bring to 

the Auction site on the Friday before 
the auction between 9 am and 9 pm. 

• Inspection: day of sale 9-10 am. 
• Removal of all equipment by 

midnight day of sale. 

• Please, no cigarette machines or candy 
machines older than two years. 

• Phone numbers listed for 
auctions are for Friday and 
Saturday only. 

•Contact Ric Stephen 812-333-9939 
for special hotel rates. 



COIN-OP 
INSURANCE 

NATIONAL 
KIDDIE RIDE 
ASSOCIATION 

© 

For a quote call 

1-800-677-6572 

BELITA II 
PORTABLE 

COIN 
COUNTER 

ELECTRIC 
OR MANUAL 

230V or 110V 

• Automatic Stop 
• Lightweight (only 

10 lbs.) 
• Counts all sizes of 

coins or tokens 
5¢-10¢-25¢-50¢,etc. 

• Bag holder included 

• Inexpensive 
• Counts up to 1500 coins 

per minute. 
• Long lasting - requires 

very little maintenance. 
• Very useful - very 

convenient in all locations 

Write otFax for prices, details, catalogs. 

R. D. Belam Company, Ine. 
One Fulton Avenue 

Hempstead, New York 11550 

Fax: 516-486-0957 Tel: 516-292-2670 

WAREHOUSE ol 
VENDING ttHd GAMES 

12060 Lackland • St. Louis, MO 63146 

DELUXE VIDEOS: REDEMPTION: 
Steel Talons (2-pl. -s/d) ............ .. . ..... $3, 195 Wacky Gators . .................... ... .. . $3,295 
Road Riot (2-pl. -s/d) ...... . . .. ............ 3,595 Cracky Crab ..... .......... . .... .... .. ... 4,295 
Race Drivin' (1-pl. -s/d) ...... ... .. .. ...... .. 3, 195 
Primal Rage (25" ded.) .. ....... . .. ......... 3,295 
Cisco Heat (2-pl. -s/d) ..... .. . ..... .. ....... 2,995 
Galaxy Force II (1 -pl. -s/d) ......... .. ..... . .. 2,695 
Afterburner (1 -pl. -s/d) ... .. ... ... . . ..... . .. 2, 195 
GP Rider (ride-on) ... .. ......... . .... . .... . 2,795 
Outrunners (2-pl. -s/d) .. .. .. . .............. 8,495 
Virtua Racing (deluxe) ............. ........ 10,495 

Big Mouth ............ .. .. ......... .. ... 2,695 
Double Cross . . . ....... ....... ..... . . . ... 1,895 
Wacky Wheels .. . . .......... . ............ 1,695 
Bank-It ....... .... . .. ... .. . ............. 2,095 
Circus Hi-Rise . ... . ........... .......... . . 1, 195 
Mini Skee-Ball ... ... .. ..... . ......... ... . .. 995 
Barnyard Babies ...... . . ..... .. . . .. . .. . .. . 2, 195 

Double Axle (2-pl. -s/d) .. .. . . ............... 3,495 Froggy . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2 ,495 
Mortal Kombat 2 (33" showcase) . . . . .. . ........ 2,795 Quarterback Challenge .... ... .... . .. ... .... 1,295 

CHANGERS: 
Standard SC-102 ......... ............... $1,595 Dixie Narco A9025 .... ......... .... ... .. . $1, 195 
Standard SC-5 .................... .. . ... . 1,395 Ardac C8000 ............... . ....... . . .. . . 795 

6tA88 RleA, 81A11y or D1t1A1to ph: 314/469-6767 • fax: 314-469-2153 
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IM ONEX® 

U.S. MODELS 
AVAILABLE FOR THE 
FOLLOWING 
CONFIGURATIONS: 

• UNDERSIZE TOKEN 

• QUARTER AND 
UNDERSIZE TOKEN 

• QUARTER ONLY 

• QUARTER AND 
OVERSIZE TOKEN 

• OVERSIZE TOKENS 

• FOREIGN COINS 
AVAILABLE - CALL 
FOR DETAILS 

ADAPTS TO A VARIETY OF MACHINES: 

Coin Validating Equipment 

TIRED OF COIN RELATED SERVICE CALLS? 

INTRODUCING OUR NEWEST COIN ACCEPTOR 

FOR THE ARCADE AND VIDEO GAME INDUSTRY 

THAT PROCESSES BENT OR DAMAGED COINS 

WITHOUT ELECTRONICS OR CRADLES 

e SIGNIFICANTLY REDUCE 
SERVICE CALLS AND 
MACHINE DOWNTIME. 

e MAINTENANCE NOT 
REQUIRED WITH IMONEX 
ACCEPTORS. SAVE THE 
TIME AND MONEY SPENT 
SWAPPING OUT, THEN 
REPAIRING AND CLEANING 
ROCKERS AND CRADLES. 

e REPLACES MECHANICAL 
COIN ACCEPTOR. 

e INCREASE REVENUE BY 
REDUCING MACHINE 
DOWNTIME! 

e REDUCE CUSTOMER 
COMPLAINTS AND 
VANDALISM. 

e RELIABLE • NO MOVING 
PARTS OR ELECTRICAL 
REQUIREMENTS. 

·ARCADE AND VIDEO GAMES 
·PINBALL 

·CAR WASHES, 
• KIDDIE RIDES CONTACT IMONEX 

OR YOUR 
DISTRIBUTOR 

AND MORE 

FOR EXCEPTIONAL SAVINGS 

ON SERVICE AND 

EQUIPMENT DOWNTIME 

CALL 
1-800-446-2719 

THANK YOU FOR YOUR BUSINESS 

ReP/ay Magazine February 1995 

P.O. BOX519 
KATY, TX n492-0519 
PH. (713) 391-4704 
FAX (713) 391-4239 

0 1994, IMONEX SERVICES, INC. 
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t]-ii:'il'il 
The BEST VALUE lin 

che linduscryt 
P505 - 10 AMP 
P515 - 15 AMP 
P507- 7 AMP 

(New slim size for countertop) 

(908) 874-4072 
Fax: 908-874-5274 

RARITAN COMPUTER, INC. 
10-1 ILENE COURT, BELLE MEAD, NJ 08502 

0 I 0 

I I 0 

0 I 0 

GENIE 
MODEL: HT·14 

PROGRAMS 
2732 • 27C080 

EPROMS 
PROGRAMMING TIMES 

(IN SECONDS) 

81.ANK CH!CK o~ 0.11 "1.:1 RA 

PROGRAM ::llA 7.. •~.e :11•.o 
VEIUF'Y 0 -" '·' ll-0 ,._. 7A , ...., 

LENGTH: 6--5116" (16 CM) 
WIDTHt ~5116" {11 CM) 
HEIGHT1 2-3116" (5.5 CM) 
WEIGHT• 14 OUNCES (397 G) 
POWER: 2 a 9V BAT. OR AC ADAPTOR 

G. T.M. DISTRIBUTORS 
All Kinds of Cherry 

Programs! 
• 

All Sizes & Types of 
Cabinets for Video 
& 8-Line Games 

• 
FREE Delivery Available 

Page 190 

• 
Call: 

414/151·0654 

P.O. Box 257 •Greenville, Wisconsin 54942 

Complete Cherrv Games: 
All sizes of Wells-Gardner monitors, any type DBV's, 150 watt computer grade 
power supply. Prices vary according to type of circuit board and equipment you 
desire in your game. 

Dollar Bill Acceptors: 
Mars VFM-5, Mars VFM-GL5, JCM Black Stallion, HSV-300. 

Circuit Boards: 
All Wing Boards, 2-in-1 (Poker, Cherry Master), Magical Odds, Dynasty, CB 1-11-111 , 

Cherry Master, Super Cherry Masters, Treasure Island '94, all other Cherry Boards. 

Used Equipment Available: 
Poker, pool tables, pinballs and juke boxes. Full warranty on all new equipment. 

Gall for prices: 
If you need a piece of equipment and I can 't help you, I'll put you in touch with 
someone who can. I appreciate your business, Rudy Aguirre. 

February 1995 ReP!ay Magazine 



Available in Base Mount Frame or 
Face Mount Frame Design 

19'' Monitor 
MODEL # M51 DD 

14", 24" and 25" 
Also Available! 

""New Replacement Chassis For Qnic Monitors" 
Call for Details.' 



MIDDLE TENNESSEE GAMES INC. 
Shelbyville, TN 

1-800-848-0236 
Low Overhead - Low Prices 

CALL US FOR ALL YOUR 

8-LINE NEEDS! 
* UNBELIEVABLE PRICES * 

WE ALSO CAN HELP YOU WITH: 
New & used videos, PCB's, bill acceptors, 
monitors & any fruit game-related parts. 

' 
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CALL FOR PRICES 

FREE delivery to 
many states 

BILLY KING • BRIAN RIDDLE 

THE 

BILL COLLECTOR® SYSTEMS 

SERIES 1575 
1standard Features 
· • Accepts and stacks $1 and/or $5 bills (Mars VFM3) 

• Dual pricing capability 

• 3 meter accounting system 

• $50 capacity, self-replenishing, quarter change payout system 
1 

• Pricing to $15.75 

; • LED display shows bills and quarters inserted 

· · • Systems for National, Rowe and Automatic Products 
cigarette machines 

• Quick and simple installation 

TOTAL PRICE: $995 

Also Available: "NO CHANGE RETURNED" kits for 
National, Rowe and Automatic Products cigarette machines. 

CALL 1-800-344-6795 or 412-863-1300 

(Fax 412-864-4114) 

Designed and Manufactured by: 

Revenco Corporation 

February 1995 ReP/ay Magazine 



CGI MANUFACTURING & DISTRIBUTING 
se \-\a.b\3. 
Es pa.no\ 

Ul CALIFORNIA GAMES, INC. CO.> 
1235 E. Francis, Ontario, CA 91761 Se Habta 

Espanol 

(909) 930-5828 
Fax: 909-629-4090 

BEST BUY THIS MONTH! - NeoGeo 1-Slot/includes Aero Fighter 2 ••• $599.00 

25" VIDEOS GAMES 
(Shopped Out} 

25" DARK STALKER ............... $1495 
25" ALIEN VS. PREDATOR .. .... .. 1495 
25" NBA JAM .......................... 1295 
25" LORD OF GUN .................. 1495 
25" SUNSET RIDER .................. 1095 
25" RAIDEN .......... .................. 1095 
25" DUNGEONS & DRAGONS ... 1450 
25" WORLD RALLY .. .... ...... ...... 1595 

BRAND NEW 33" 
NEOGEO "Turbo" 

only $1,774 
(choice of colors) 

33" COMPLETE VIDEO 
GAMES (NEW) 

33" MORTAL KOMBAT 11. ........ .. CALL 
33" DARK STALKERA .. .. ........ $2145 
33" DUNGEONS & DRAGONS ... 2145 
33" ALIEN VS. PREDATOR ........ 2395 
33" NEO GEO/AERO FIGHTER 21945 
33" BLOOD BROS ................... 1595 
33" RAIDEN ............................ 1645 
33" X-MEN II .......................... CALL 
33" ARMORED WARRIORS ....... CALL 

52% DISCOUNT ON SHIPPING 
ANYWHERE IN THE UNITED STATES 

CALL FOR PCB & KIT PRICES! 
After you have called 
everyone else, call us! 

Turbo Cabinets in 
13"' 19"' 27"' 33" & 38" 

COMPLETE 25" TURBO 
SYSTEM CABINET SPECIALS 

$895.00 ~ 
THE ABSOLUTE 

BRIGHTEST COLOR 
& BEST PICTURE 

AROUND!!! 
New 4-Player 
Cabinet • $995 
Available in: 

Red, Black, Blue, Gray 
1 YR. PARTS & LABOR 

AFTER YOU'VE TRIED THE OTHER 
CABINETS, GET A REAL CABINET! 

BUYA CGl-TURBO TODAY/I 

The "CG/ TURBO" Cabinet 

WATCH THIS 
AD!! 

New type of equipment 
coming soon for the 

street location 
operator 

$ $ $ $ $ $ $ 

NEO GEO SYSTEMS 
1-SLOT ............. .. .. ..... .. .... ..... .. $400 
2-SLOT KIT ......... .......... .. .......... 695 
4-SLOT .... .... .......... ........... .. ...... 799 

W/GRAPHICS ADD .. .... .. .... .. 30.00 

COMBO DEALS 
1-SLOT /SAMURAI SHODOWN II CALL 
1-SLOT/BUST-A-MOVE/ 

PUZZLE BOBBLE ....... ............ CALL 
1-SLOT I AERO FIGHTER 2 ........... 599 

NEO GEO CARTRIDGES 
BUST-A-MOVE/PUZZLE BOBBLE ......... CALL 
SAMURAI SHODOWN II ............... $WOW 
SAMURAI SHOD OWN ............ ........ $100 
KING OF FIGHTERS '94 .................... 275 
AERO FIGHTERS 2 ..... ...................... 255 
SUPER SIDE KICKS II ....................... 245 
TOP HUNTER .................................. 245 
WINDJAMMER .............................. .. 195 
WORLD HEROES JET.. ............... ... ... 170 
KARNOVS REVENGE .. ... ...... ........ ..... 150 
TOP PLAYERS GOLF ........................ 140 
SPIN MASTER ...... ............................ 130 
RIDING HERO .................................. 130 
PUZZLED ........................................ 130 
SUPER SIDE KICKS I .............. .... ...... 130 
NINJA COMMANDO ........................... 45 
BURNING FIGHT ................................ 45 
NINJA COMBAT ................................. 45 
CROSSED SWORD ............................. 45 
CYBERLIP ... .. .................. .... .... ..... ..... 45 
NAM 75 ... .. ........ ...... ... .. .................... 45 
EIGHTMAN ... ....... .............................. 45 
ART OF FIGHTING ...... .... .......... ... ....... 45 

CGI-TlJRBO SYSTEM CABINETS FATAL FURY ...................................... 45 
CGl-25 25" 2-PLAYER ......................... $895 FATAL FURY 2 ......... .......................... 45 
CGl-25 25" DELUXE ............................... 995 MUTATION NATION .. .......... ... ............ 45 

WE TAKE TRADE-INS ~~:~~~ ~~'.'. ~~~~~~Ar~l~~fr::::: : : ::: ~~~~ 3 COUNT BOUT.. ......... ...................... 45 
Why not trade in your old CGl-CT 25" COCKTAIL TABLE ................. 795 I NEW & USED PINBAU.S 

pinballs and PCB's? CGl-MC 25" MINI CABINET ...... ............... 850 
We have financing for you! CGl-BT 13" BAR TOP ............................. 595 SEl.l • SERVICE • TRADE 

ALL PRICES ARE SUBJECT TO CHANGE AND AVAILABILITY 
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SPECIAL 
ONLY 

$199.00 
each 

Don't let the Phone 
Co. get all the $ .25 
in your location ... 
just try one or two 
Phones & compare 
them to your other 
investment at that 
location. 

THIS PHONE IS FOR 
LOCAL CALLS ONLY 

• 
VIDEO COVERS Heavy Duty 

PINBAU. COVERS Heavy Duty 
JUKEBOX COVERS Heavy Duty 

OVER 11,000 SOLD! 
INe Have the Right Cover For You! 
ONE OF THE MOST DEPENDABLE COVERS 

EVER, TRY ONE & YOU WILL BE SOLD 
Was Now 

Video Moving Cover-Heavy Duty ...... $1-0i ...... $60.00 
Pinball Moving Cover-Heavy Duty .... ~ ...... $60.00 
Jukebox Moving Cover-Heavy Duty .$1-0i ...... $60.00 

TRY ONE DOZEN IN YOUR CRANE $1.50 EACH 
V.C.R. Cartoon Tapes 50 for $70.00 

ALL OF OUR COVERS ARE MADE OUT OF HEAVY 
DUTY VINYL. .. LIKE VINYL TOPS ON CARS 

IF YOU NEED GOOD REDEMPTION ITEMS PLEASE CALL 
US! Example, MICRO COOKWARE SET, 

TRY 
ONE 
DOZ. 

IN 
YOUR 

REMOTE CONTROL CARS & more,...._ __ _ 

To call about our products 
(513) 783-2036 

COPE PRODUCTS 
CRANE 45 Orchard Circle 

OR 
GIVE 
YOUR 

CUSTOMER 
APAIR 

• Blanchester, OH 45107 • 
BLUE BLOCKER SUNGLASSES AS SEEN ON 

TV FOR $50.00 A PAIR - $16.00 A DOZEN 

NEW KIDDIE RIDES 
MADE IN TIIE U.S.A. 

Solid State Engineering • Lightweight • Durable 
Weatherproof• American made replacement parts 
Universal base for all rides • High-security coinbox 

Heat-treated strips for construction 

SPACE SAVER RIDES 
These newly designed small rides still offer 
solid state sound and mechanics, heat-treated 
steel strips on coin post, and American made 
replaq:ment parts. Yet, the scaled-down size 
(Little Foot truck 26 x 44 inches, Carousel 
Horse 18 x 36 inches) saves you money as well 
as space. 

HYDRO BOAT 
This all new speed boat will be a favorite of all 
water-loving children! It has the same solid 
state sound and mechanics, and high security 
features of our other rides. It is available in 
eye-catching yellow, blue, or red. 

Kiddie Amusements 
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P.O. Box 939 •Florence, MS 39073 

601-845-7501 • 800-647-6460 

February 1995 

NeW Revitalize your New 

CHERRY MASTERS 
to include: 

Watermelon, All Fruit, and 
7 Bonuses and Re-spin feature 

only $25 buy (6) $20 

1-800-966-9873 

AMERICAN EXPRESS MONITOR MASTERCARD, VISA 

GET-WELL KITS 
SAVES TIME AND MONEY 

ON MONITOR REPAIRS 
Monitor repair kits take care of picture warping, blacking 
out, smearing, low brightness and brightness problems, 
poor regulation, jail bars, vertical shrinking, etc. Call for 
FREE technical help with your monitor problems. All kits 
come with instruction and are easy to install. 

* WICO DISTRIBUTES GET-WELL KITS* 
• KIT #101: For Electrohome G07-CBO 19" color 
monttor. 17 parts - $7.95 ea. WICO #36-0243 

•KIT #102: For Electrohome G07-FBO 13" color 
monttor. 16 parts - $7.95 ea. 

• KIT #201: For Wells-Gardner K4600 series color 
monitor. 15 parts - $6.95 ea. WICO #36-0244 

• KIT #202: For Wells-Gardner K4900 series color 
monttor. 16 parts - $7.95 ea. WICO #36-0248 

• KIT #203: For Wells-Gardner K4800 series color 
monttor. 16 parts - $7.95 ea. 

• KIT #206: For Wells-Gardner 19K6100 Color 't:{ 

Monttor. Includes caps, resistors, diodes & 6 power 
transistors. 30 parts - $14.95 ea. 

• KIT #204: For Wells-Gardner 13", 19" & 25" K7000 
series color monitor. 15 parts- $6.95ea. WIC0#36-0249 

• KIT #301: For Nintendo Sanyo 19" color monitor. 
16 parts - $6.95 ea. WICO #36-0245 

• KIT #302: For Nintendo Sharp 19" color monitor. 
24 parts - $8.95 ea. 

• KIT #401: For Atari Disco 19" color monitor. 
18 parts - $6.95 ea. 

• KIT #701: For Matsushita color monitor. 
Model #TM 202G. 17 parts - $6.95 ea. 

• KIT #801: For Hantarex color monitor. 
Model #MTC-900. 21 parts - $7.95 ea. 

• KIT #802: For Hantarex color monttor. 
Model #MTC-9000. 18 parts - $7.95 ea. 

• KIT #91 O: Nintendo Sanyo color video inversion kit. 
Convert Nintendo cabinets with non-Nintendo game 
boards. 15 parts - $4.95 ea. 

• KIT #920: For Pac-Man, Ms. Pac-Man logic boards. 
Eliminates hum bar in picture. 4 parts - $6.95 ea. 
DISCOUNTI Buy ten kits and take $1.00 off each kit. 
Money back guarantee. We pay S & H! 
Wells-Gardner 25" 7000 Series Chassis (new) .. $119.95 
Electrohome G07-CBO Replace. Chassis (new) ..... 94.95 
Electrohome Flyback A29951-B ........................... 39.95 
Electrohome with Coil C30380-A ............................ 8.25 
15 A Power Supply (1-yr. warranty) ...................... 27.95 
2SC3039 ................. $1.39 STA 3123 .................. 6.26 
2SD870 .................... .4.49 STA 30130 ................ 5.29 
2SD1398 ..... 3.97 2N3712 ............ ......... 1.95 
2501138 ................... 1.39 2N3792 ..................... 1.95 

ZANEN ElECTRONICS 
(806) 193-6331 

Fax:806-793-9136 
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HNATPl~lsoAY {t~ P/Jo<n<d Jale& 
VALE ____ _ I ff_ __ 

llnil/J~/ 1-800-535-8981 

HAPpy 
VALENTINES DAY 
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TOMMY 
GATES 
$1,000 

* KLOPP 
COIN 

COUNTERS 
$675 

ReP/ay Magazine 

Phone: 

335 Hill Ave. • Nashville, Tennessee 37210 

(615)256-7748 •FAX: 615-256-7523 

{5/Jowvf, <!Jn{y ~· 
Magical Tonic . .. . ... . . . .... . . ... . . . $875 
Magical Odds .. .. .. . . . ............ .. 675 
Super Cherry Master . . .. ... . .. .. . . . . . 425 
Cherry Master '92 . .. . . . ... • . . . ...... 450 
Cherry Master . . . ..... . . .. . . . . .... . . 135 
Cherry Bonus Ill w/satellite . .. . ... . ..... 185 
Cherry Bonus Ill w/o satellite . . .. .. ... . . 235 
Cherry Bonus II .. .... . . . . .. . . . . . .. . . 225 
Cherry Bonus . .. . . .... . ...... . .... . . 200 
Cherry Delight .. ... ....... . ... . . .. . . 135 
Cherry Angel ..... .. . . . . . ......... . . 250 
Lucky 8 (W-4) ..... . . .. . . . . . .. . . . .. . 250 
Fever Chance (W-6) .. .... . .. . . . .. .. .. 225 
Skill Chance (W-7) . . . ..... .. . .. .... . . 400 
Bonus Chance (W-8) ... .. . . . .. . . . .. . . 425 
Lucky Gold (W-10) . ............ . . .. . . 300 
Lucky Star (W-11 ) .... .. . ... . . . . . .. .. 575 
Lucky Bells (W-15) .. ... . . . ... . ... ... . 695 
Lucky Bank (W-17) . . . . . . . . .. . . ... . .. 700 
Lucky 21 . . . . . ....... . ... . . . ... .. .. 675 
Lucky 74 . . . . . . . ... . . .. . . . . .. . . .. . . 575 
Lucky 75 . ........•.... . . ..... ..... 700 
Lucky 90 . . . ... ..... .. .. .. . . . . . . . . . 450 
Lucky Girl .. . . .. . ......... . ..... . .. . 695 
Lucky Bingo ...... . ... . ...... . ...... 575 
Bingo Carnival .. . . .... . .. . . .. .. . . ... 375 
Super Line Bingo .. .. . . . .... . . • . . ... . 225 
Super 97 . . .. . . . . ... . .. . . ... . . . .. . . 275 
Super Cup . .... . . . . . • . . . . ... . . . .. .. 400 
Victor 5 . ... . . .... . . . . .... . . .. . ... . 400 

f51Jilt~~· 
Mars VFM-4 ... . . .. ...... . . .. . ..... $325 
Mars VFM-5 .. .. . . . . . .. .. . . . . . . ... . . 340 
Mars GL-5 . .. . . . . .. ... . .. . . . . .. . . . . 399 
Mars VFM-4 w/upstacker . . . .. ... . .... . 399 
Mars VFM-5 w/stacker ..... . . . . . . .. ... 440 
CBV $1-5-10-20-50-100 .. . .. • . . . .. . . . 299 
JCM ... .. ...... . . . . . . . . .. .. ....... 260 
DBV-35 . . . . .... . ... .. . . . . . . . . .. . .. 299 
Cash Code "Amazing" ..... . ... . . . . . . . 250 
HSV-300 . .. ..... .. ... ... ... . . . .... 189 

Reconditioned PCB's 
starting at $75.00 
Call ... Call ... Call 

F-16 . ..... . .. .. .. . . . ...... .. . . . . . $200 
F-99 . . . ... . ..• . .... . . ........ . . .. . 200 
Double 8 . . . . .. .. . ... . . .. . . . .. . . ... 300 
Dream 9 . . . . .... . . . . ... . . . . . . . . . ... 350 
Treasure Island ... . ... ....... .. ... . . 400 
Treasure Island 94 .. . . . . . . • .. • ..•.. . . 425 
Jolly Line . ...... . . . .. . . ........ . ... 350 
Jumbo . ... . .. .. . .. .. .. . . .. . .. . . .. . 300 
Champion .... .. . .. . ... . . ... .. . .. . . 350 
Dynasty ..... . .......... . .. . . . . .... 650 
Aladdin . ... . .. .. ...... . ...... . . . .. 275 
Eldorado . .. . .. . . . .. .. . . ..... . . . ... 295 
Happy Jackie .. ............ . . . . . ... . 300 
Pulltab . . . ..... . . . ... .. . . .. . . .... .. 450 
Poker/21 .. ... ........... . .. . . ... . . 300 
2-in-1 Pokermaster .. ... . .... . . . ..... 265 
3-in-1 /Blackjack, Cherry Master 

Joker Poker ..... . .... . .... . .. ... .. 250 
Riveria . . .. . . . . . . . . .. . . ...... . .... . 875 
Foxtronic . . ...... . ... .. . . . .. . ... ... 450 
Turbo Poker II ..... . . . . . . . . . . . . .. .. . 475 
G.T.I. Joker Poker ... ...... . ...... . . . 450 
905 Pixel . .. . .. .......... .. . . . . .... 650 
905 Double Up . .. • . . . . . . . •. . • ... . . . 650 
903 Double Up .... . .. . ........ . . ... 550 
SMS Draw 80 . . . . . .... . . . . . . . .. . .. 1025 
Super Max . . ... . . . . . . . . . . .. . . .. ... . 750 
Top Draw . . ........... . ... . . .... . .. 450 
Grayhound 5-in-1 . ... . . . ......... .. .. 4 7 5 
Grayhound Super . . . . . . . . . .. . . .... .. . 475 

~&,~ .. 
Ticket Dispensers & Yogi . . . . . . .. . . . . . $325 
Ticket Printers & Interface . .. . . . . ... . .. 795 
19" Wells Gardner Monitor . . . . .... . . . . . 235 
13" Wells Gardner Monitor . . . .. .. . .. ... 225 
19" Sharp Monitors .. ... . . . . . . .. ..... 195 
13" Sharp Monitors . . . .. .. . . . . . .. . . .. 185 
15 AMP Power Supply . ........ . .... 32.95 
150 Watt Computer Power Supply ... . . 44.00 
Wiring Harness & Buttons .. . . . .. ..... 65.00 
Plexis . . . ... . . . ... . . ... ... .. .. . . . 25.00 
Progressive Kits .. .. . . . .. .. . .. . .. ... . 325 
Empty Cabinets .. .... ... . .. . .... . . . . 225 

New & Used Pool Tables . . . . ..• . . . . . . . Call 
New & Used Jukeboxes ... . . . . . . . . .. .. Call 

New Lucky B Lines AU NEW SUPER CHERRY USED IGT DRAW 80 
w/HSV-300 

1-3 ... $1, 135, 4-6 ... $1,050 
7 and Up .... $995.00 

All Parts Brand New! 

BLINE GAMES 
W/$1-20 & Ticket Disp. -$1,395 

MASTER w/Gash Code OBA-
$1,475 

New Lucky 8 Unes w/HSV-
300 or Ticket Printer 

Interface $1850 

NEW 19" GAMES W/HSV-300 

(no DBA) $800 
(with OBA) $950 

NEW FOXTRONIC POKERS 
w/HSV-300 $1,875 each. 

NEW DRAW BO POKERS 
W/HSV-300$1,950.00 ea. 

Cherry Master PCB ........ $135.00 
Cherry Master Kit.. ......... 215.00 

Riviera Hi-Score 
$1,895.00 

USED RIVIERA POKERS 
w/$1-$20 ... $1,200 

February 1995 
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-ADD 10 CD'S -
KEEP ALL 200 

RECORDS 
ii\' hl'J'£',/(JI' 

R89-90-91-92-93-94 

CD COMBO KIT 
10 Disc CD player added to your jukebox 

KIT INCLUDES: 
Sony CDPC 910 CD player/8 times oversampling 

Call or Fax: 

* 
!\ITS PH ICED trna IT 

nm S,\l.\LL .\CCOl \TS 

C&:C Games 
800-551-KITS • 219-238-4028 

C8P DIB'J'JUBUTINO 
TEL: .Z.19-.ZS6-.IU8 
FAX: .Z.19-.ZS6-.l.144 

Simple Conversion on Location in 20 Minutes 

RED BARON BOARD EXCHANGE 
6540 W. Central • Toledo, Ohio 43617 When you think of buying or selling a video game printed 

1 8 0 0 3 31 3 7 6 6 circuit board ... Think of the R.ED BAR.ON BOAR.D 
• • • EXCHANGE. We offer the largest selection of video game 

boards at the best prices! If the board you need is not listed, 
V AUD IN ALL 50 STATES. MEXICO & CANADA please call to see if it has become available. Our inventory 

FAX: 419-841-6484 changes daily. Please ask about our mailing list. 

SPECIALS: GENERAL TITLES: 
Slam Master New Kit. ...... Call Battle Shark ..................... $200 
Neo Geo Carts ................... Call Bomberman ....................... 200 
Neo Geo Kits ..................... Call 
Punisher .......................... $425 
Air Hockey (update) ......... 695 
Blood Storm ...................... 795 
Rampart New kit .............. 145 
Champ. 9-Ball Shootout ... 995 
Final Lap 3 (twin-s/d) ..... 4000 
Hard Yardage .................... 795 
Galaxy Force deluxe ....... 2495 
Neck 'N Neck .................... Call 

Cadillacs & Dinos .............. 475 
Captain Commando ........... 395 
Combatribes ........................ . 50 
Crime City .......................... 145 
Crime Fighter ....................... 35 
Daioh ... ....... ..................... ... 495 
Double Dragon ..................... 50 
Dungeons & Dragons ....... 1045 
Dynamite Duke .................... 95 

Pairs - (3 versions) ............ 795 Eswat .................................... 75 
1000 Mile Rally ................ Call 
Dark Stalkers ................... Call 
Gal's Panic 2 ................... 1125 
Krazy Bowl ........................ 995 
Mortal Kombat .................. 425 

Fighter & Attacker ............. 295 
Fighter's History ................ 225 
Fighting Fantasy ............ ...... 95 
Fixeight ................... ........... 325 

Raiden 11 ............................ 975 G.I. Joe .......... .................. .... 295 

Please call for complete list of boards, kits & redempion games! 
CONSIGNMENTS ACCEPTED: REFERENCES AVAILABLE! 

PUZZLE GAMES: 
Arkanoid w/sensor ................. $185 Pac-Mania .......... ............ ... ...... $295 
Columns 1... ......... ...................... 285 
Columns 2 ................................. 225 
Cosmo Gang the Puzzle .............. 95 
Flashpoint ...... .................. ..... .... 230 

Revenge of Doh w/sensor ......... 195 
Stack Columns .... ...... ..... ......... .. 335 
Tetris (Segal ......... .. ........... ...... .. 195 

CABINETS: 
~::i~15;Ii~~~ ~.?~:: :: :::::::: :: :::: :: ::::: : :::::: ::::: ::: :::: : : :: ::::::::: :: ::::::: ::: :::: ::: :::: ::::~~~~ 

QUANTITY DISCOUNTS AVAILABLE! 
FREE INSTALLATION ON MOST GAMES!!! 

Gladiator ............................ $50 Operation Wolf ............ .... $225 
Gun Force ..... ..................... 145 P.O.W ................................... 25 
Insector x ................. ............ 95 Power Instinct ...... .. ........... 375 
Karate Blazer (4-Player) ...... 95 Rastan .................. ... ........ .. .. . 45 
Karate Champ ................. ..... 45 
Karate Tournament ........... 245 

Rail Chase ............ ....... ...... .495 
Raiden ..... ........................... 395 

King of Dragons ................. 440 Rolling Thunder II... .......... 325 
Knights of the Round ........ 325 Spiderman .......... ....... ........ 225 
Kung Fu Master ................. .. 45 Sunset Riders ...... .............. .475 
Legend of Tonma .......... ..... 245 
Macross ......................... ..... 325 

Super Pinball Action ......... 275 
Task Force ...... .......... ....... .. 145 

Macross 2 ....... .................... 295 
Main Event .... ...................... 25 
Meres ...... ...................... ....... 95 
Millipede ... .. .. ...................... 95 
1942 .... .. .. ... ..................... .. ... 95 

The Deep ......... .............. ..... 145 
Truxton ..................... ......... 180 
Truxton II... .... .. .. .. ......... ..... 300 
Vigilante .. ....... ... .......... ... ..... 25 

Nebulous Ray .................... 495 Wizard Fire ................... ..... 195 
Night Stalker. .................... . 125 Xexex .................. ....... .. .. .. .. 325 
Omega Fighter .................... .45 Xenophobe ........................... 95 

SPORTS GAMES: 
Ameri Darts . ....... ....... $95 
Big Event Golf . .. ... ... . . . . 200 
Champion Wrestler . ... . . .... 45 
Golden Tee Golf ..... .... . . 695 
Golfing Greats . . . . .. . •..... 350 
Hit the Ice ..........••.... 200 
Numan Athletics ... . . . ..... 395 
Paddle Mania ... . .... . .. .... 25 
Perfect Billiards ....... ..... 145 

Pound for Pound .... . . .... $145 
Quick Shot ................. 95 
Skins . ... . .. . .. .. .. . . . .. . Call 
Squash . ... . . . .. . ... . . . ... 250 
Super High Impact ......... 295 
U.S. Classic .... . .. ... .. ... 185 
Ultimate Tennis . .. .. ....... 595 
V-Ball. ... . . ..... . ......... 45 
WrestleFest ...... . .... . .. . 145 

DRIVING BOARDS: 
Afterburner .. ........ ....... ... ... ... ... $325 S.C.l. ........ .. .... .... .. ......... ..... ..... . $495 
Chequered Flag .................. ....... 495 World Rally .... .... ... .. ...... ..... ....... 845 
Continental Circuit ........ ...... ..... 475 World Rally (kit) .... .... ....... ...... 1025 

We ship C.O.D. We also accept VISA, MASTERCARD & A.E. (please add 4%) 
30-day warranty on all boards. • Repair service available. • 'lrade-ins welcome. 
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Tired Of Losing Money? 

UARTE 
5499-1 Murfreesboro Rd., La Vergne, TN 37086 Ph: (615) 355-9681 Fax: (615)355-0213 

Toll Free 1-800-955-9681 

WE TRADE FOR ANYTHING 
PINS*VIDEO*JUKEBOXES 

"ll\TE ~VE 

KIDDIE RIDES 
POOL TABLES 
FOOS BALLS 
DRAWSO's 
PINBALLS 
PUSHERS 
OMEGAS 
CRANES 
VIDEOS 
DARTS 
MERIT & GTI's 

SINGLE GAIVIE 
PROGRESSIVE BONUS 
Give New Life To Any Video Game 

COMPLETE GAMES 
STARTING AT 

$1095.00 

KIT READY 
GAMES 

$699.00 

ALL 
CABINET 

SIZES AND 
STYLES 

AVAILABLE 

ADVANCED 
REPLACEMENT 

WARRANTY 

FLEXIBLE • EASY TO INST ALL • BONUS POINTS AWARDED ON SCREEN 

SUPER 
CHERRY MASTER 

CHERRY 
ANGEL 

SKILL 
CHANCE 

~VIDEO GAIVIES~ 
MORTAL COMBAT 

MAGICAL 
ODDS 

TECHNICAL ASSISTANCE AND QUANTITY DISCOUNTS 
ARE ALWAYS AVAILABLE 

*ASK ABOUT OUR FREE DELIVERY PROGRAM* 

1-800-955-9681 1-800-955-9681 



I ,,;:;: ACTIONMATICLTD 
,;-;. P.O. Box 326 
~ ---_ _ Chatham, Ontario 

\~~: ,:-- N7M 5K4 

',:, ~ 
TAI.KING VENDOR® 
Record• In 3 languages 
7 - English 5 • French 5 • Spanish 

Venda 
1.3" Capsules or Large Gum 
1" Items 
Small Bulk Items 
Coinage Size - Up to 1.25" (32 mm) 
M11ehlne Size - Height 25" (63.5 cm), 
Wldlh a• (20.3 cm), Depth a· (20.3 cm) 
Cuatom Sound• • Can have your own record 
made to say anything for 5 seconds. Up to 4 
different sayings on each side. 

Talking Vendor (Reg) Trade Mark 
Canada No. 266520 
U.S.A. No. 1221 491 

0 Your ~~;~:::u;~ 
(Mixed Colored Tops with Clear Bottoms) 

Filled or Empty 

9 
~ 

Rings In Holders 
Bulk or AaMmbled 

•Mixes 
• ln-Capsul&-ltems 
• Rings A Holders • Bulk A Assembled 

Small Empty Egga 
6 Colours - Red, 

2.3" Round 
ClaarCe119ule 
Bolh Halves Same 

Blue,GrMn,Yellow, Whlt.e, Gold 8 
EB .... 

2.3" EMPTY CAPSULES 

Cenadlan Diet. for Beaver Vendora 
Fu (519) 351·7304 ~: (519) 351·2111 

SLAMMERS, MILK CAPS ••• Low Prices - Big Variety! 
1-800-265-VEND 

REDEMPTION TICKETS 
TICKET SIZE 2 x 1 5/32 .010 TAG 

·1····0Nit g 
COUPON * 

•••••••••• v.> 

SKEE-BALL """ 0 
0 

"' ... 
ONE COUPON = CD 

***** """ &FIVE g 
POINTS §l 

***** v.> 0 INDIAN ... TICXET Q 0 INOIANATICICET 0 Q INOIANA TICICIET 0 

STOCK TICKETS AS SHOWN ABOVE 
UNDER 300,000 ...... . $1.25M STOCK TICKETS AVAILABLE NEXTDAY 
OVER 300,000 ... ..... .. $1 .00M 

CUSTOM PRINTED 
160,000 to 480,000 ....... $1.60M 
480,000 to 1,000,000 .... $1.1 OM 
1,000,000 or More ..... $1.00M 

ALL PRICES PER 1000 
FREE FRONT SIDE PRINTING!!! 

Add $28.00 for Printing 2 Sides 
Packed 60,000 Per Case 

Case Weight 38 Lbs. 
8 Colors Available: Gray-Pink-Red-Blue-Green-Yellow-Orange-White 

MUNCIE NOVELTY CO. 
ORDER P.O. Box 823 Muncie, IN 47308 FAX 
TODAY! Ph. 800-428-8640 Nationwide 317-288-3434 

Muncie Novelty Co. Exclusive Sales Agent for Indiana Ticket Co. 

Manufacturers of Quality Tickets for Over 50 Years 
(Roll Tickets Al s o A va il a ble ) 
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Microtech Leasing, Inc., Tampa, Fl. 

FOR SALE 
(2) Pool Tables - 3112 x 7 Valley ZD5 

(used 6 months) . .. $1,300 ea. 

(1) Basketball - Ice Full Court Frenzy 
(excellent condition) ... $2,600 

Call: (813) 238-8805 
ask for Mike 

2+2 DAm w/SCORPION 
$900.00 

Pubtime Deluxe Cricket 
Darts ••• $425 

Quantity Pricing Available! 

MERIT VLT's ... Call for Pricing! 
Valley League Machine 

(turnkey package) ... $2,500 

AMUSEMENT 
DEVICES, INC. 

E Menasha, WI Ill] 
Call Kurt or Rollie: 

(414) 122-1932 

* EPROMS * l 
4 Meg • 9e9S 
2 Meg w 4.9s 
1 Meg e 4.so 
27S12 E 2.7s 
272S6 1.9s :K 
27128 JJ 1.2s 
2764 0 1.6s 
2732 .. 1.6s 
2S.32 t 2.7s 
2716 • 1.3s 

phone .219·.2.S-6-1138 
Fai .219·.2S6-1144 

STANDALONB 
PBOGBAMMBB 

( 2732 - 27COBO J $29S 
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HAVING THE 1-BET BEATING PROBLEM 
WITH YOUR CHERRY GAMES??? 

IF NOT, YOU WILL ... 

WE HAVE A SIMPLE CHIP CHANGE 
SOLUTION! 

CALL: 

1-800-659-1999 
SOUTHLAND DISTRIBUTING 

1611 Castle Hayne Rd.• Wilmington, NC 28401 

FEBRUARY SPECIALS! 
New Factory Kits USED PCB'S 

available 
NEO-GEO 

PRODUCTS 
Primal Rage ...................................... $1595 
Tekken .................................................. Call 
Battletoads .......................................... .495 
Lethal Enforcer ................................... 1195 
1000 Mile Rally ............................. Closeout 
Relief Pitcher (Atari Best Baseball Game) .150 

Bowl-A-Rama ... $99.00 
Capcom Bowling 

Update Kit 

Dark Stalker, NBA Jams, 
Mortal Kombat, Mortal Kombat II 
Alien Vs. Predators, Bloodstorm, 
Blood Warrior, Capcom Bowling, 
Power Instinct, Snow Bros. I & II, 
Time Killers, Numan Athletics, 

Super Street Fighters, 
NFL Hard Yardage, Knuckleheads, 

Toki, Fighters History 
MANY MANY MORE ••• CALLI 

One-Slot PCB ................................ $400 ea. 
Samurai Shodown II ............................. Call 
Samurai Shodown ................................ 100 
King of Fighter '94 ................................ 300 
Gururin .................................................. 150 
World Heroes II Jet ............................... 150 
Art of Fighting 11 .................................... 100 
Karnov's Revenge ................................. 175 
Spinmasters ......................................... 150 
Top Hunter ............................................ 150 
Aero Fighter 11 ....................................... 250 
Super Side Kicks 2 ............................... 195 

WE NEED TO PURCHASE ••• 
Spiderman, Metamorphic Force, Night Slashers, Simpsons, Violent Storm, 

Undercover Cops, Daioh, In the Hunt, Monster Maulers, Mystic Warriors, Snow Bros., 
Zero Team, Knucklebash, B Rap Boys, Arabian Fight, Arabian Magic, Golden Axe 2. 

20423 State Road #7, Suite 6242 • Boca Raton, Florida 33498 

Please call or Fax: (407) 852-0590 
Atenci6n 0 eradores De Mexico 

Ya esta a sus ordenes nuestra nueva oficina en Juarez, Mexico 
Llamen y pregunten por Fernando Sanchez 

Telefono: 91-16-147219 •Fax: 91-16-140710 
Tenemos todo lo que necesitan para sus Video .Juegos. Llamen Ahora! 
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HOLLYWOOD CRANE PARTS 
Claw Coils * Motors * P.C. Boards 

Harnesses * Relays 
Many More Parts Also! 

* DYNASTY ENTERTAINMENT * 
(814) 696-9192 
Fax: 814-696-9154 

CRANE ""l";l-~;f""'-RCHANDISE 

Iowa legal 8 Line Game!! 
Inspected and approved by 

the Iowa Department of 
Inspections & Appeals and 
the Iowa Supreme Court. 

Incredible Earnings! 
Available with Mars or JCM DBA's 

with or without stackers. 
New cabinet design. 

MID-CITY DISTRIBUTING 
317N16th St. 

Omaha, NE 68102 
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Rated #1 in the 
Vending Industry 

- RELIABLE - REPUTABLE -
- REFERENCES -

THIS MONTH p 
JCJLLIUI INSTINCT 369S c 
JIO&TAL JCOJIBAT Zff 
lllUPIUI OFF &OA.D 99 
PIT FlGBrlUI 69 B JIAGIC SWO&D 99 
C~PJE.DJE. ff 0 
llPACJE. INVA.DIUIS .I.ff 
&O.llOT&ON .l.:U A 
DJUIJE.NDIUI .I.SO 

B STA&GATJE. .l.:U 
PACJIAN .I.ff D JI& PACJIAN Zff 
'''''NJE.W IClrS'' '' '' s 
WJIJE.SJ'J.JUIJE.sr .I.SO 

CUP DlBTRlBUTlNG 
TBLI .ZZ9-U6-ZZ38 

~ FAX: 2.l.9-:U6".l..l.44 e:J 

SUPER 
SPECIALS!!! 

Champ. Street Fighter II: 
Hyper Fighting PCB ............ $129 

Capcom Street Fighter II: 
Marquis ................................. 12 

Capcom Factory Street Fighter II: 
Tubo Hyper Fighting Chips ...... 49 

Neo Geo Cartridges 
Buy & Sell .............. .. from 15. 00 

Pinballs - Buy & Sell 
Large Inventory .................... Call 

Used PCB's under .. .75 

FAMILY AMUSEMENT CORP. 
se Habla 876 N Vermont Ave. 
fspanol Los Angeles, CA 90029 

(213) 660-8180 
Fax:213·660·8976 
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fi Sweetheart 
Of fi (/jeal 

Pinballs (used) 
Batman ............................................ $1,295 
Cue Ball Wizard ............................... 1,475 
Funhouse ........................................... 1,295 
Gameshow ........................................... 87 5 
Getaway ............................................ 1,395 
Gladiators ......................................... 1,400 
Guns-N-Roses ................................... 2,595 
Hurricane ......................................... 1,375 
Jurassic Park .................................... 1,795 
Rescue 911 ........................................ 2,000 
Slugfest .............................................. 1,295 
Star Wars .......................................... 1,295 
Streetfighter II ................................. 1,350 
Tales From The Crypt ..................... 2,050 
The Machine ..................................... 1,150 
Tee'd Off Golf ................................... 1,675 
Tommy .............................................. 1,995 
1\vilight Zone ................................... 1,950 
Wipe Out .......................................... 1, 795 
WWF Royal Rumble ....................... 1,850 

Largest Inventory of 
Used Equipment in 

America 
including 

Pinballs, Pool Tables 
Videos (U/R's & S/D's) 
Jukes & Redemption 

Equipment of All Kinds 

AUCTI N FEB. 24TH 1 . 95 
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ReP/ay Magazine 

Exit 
71 I-20 East 

FRYE ROAD 

•••AUCTION••• 
Sharpe Music Co. 
6182 N. Main St. 

5-Mile 
Service Station 

S.C.C.O.A. SHOW 
FEB. 24th, 25th & 26th, 1995 

atthe 
Sheraton Hotel 

and Convention Center 
2100 Bush River Road 

(On I-20), Columbia, SC 

AUCTION 
GREEN COIN MACHINES 
13th ANNUAL AUCTION 
Friday, Feb. 24th-10 a.m. 

Sharpe Music Co. 
6182 N. Main Street 

February 1995 Page 201 



DARTS: 
Pubtime Premiere Solo Challenge with Scorpion Stinger 
Matrix ....... ......... .. ........ .. .. ... .... .. .. ................................... $1,095 

KITS: 
V-Ball, Choplitter, Kung Fun, Rastan, Time Soldier, Main Event, 

Silkworm, Thundercross, Heavy Barrel, Ninja Gaiden, Golden 
Axe, Rush 'N Attack, Double Dribble .. .... .. .. .... .... ......... $29.00 

Indoor Soccer, Final Round, Cabal, Renegade, Commando, 
Double Dragon, Black Tiger, Gunsmoke, Bloody Wolf, WWF 
Superstars, Rough Ranger, Rampart .... .. .. .. ... .... .. .. ........ 35.00 

Bad Dudes, Altered Beast, Black Tiger, Robocop, lkari Ill, 
Guerrilla Wars, Legendary Wings ...... .......... ......... .. ....... . 45.00 

Arkanoid, Shinobi, Mat Mania, Twin Cobra, St. Fighter 11 ••• 55.00 
Thundercross, Devastator ......... ............................... ... .. .. 65.00 
Samurai Shodown (Neo), Superman, Sky Shark .... .. .... .... 75.00 
Final Fight, Rim Rockin' Basketball, Super Dodgeball, Buster 

Brothers ........... ............ ..... ..... .. .. .. .. ...................... ....... .. 85.00 
Street Fighter II: Champ. Ed ...... ......... .. .. .... .. ... ... ..... .... .. .. 99.00 
Time Killer, WWF WrestlFest ........................ .. ... ... ......... . 129.00 
Truxton, High Impact, Pole Position ........ .... ... .... .... .. .... .. 150.00 
Street Fighter II: Champ. Ed . ... ... ................................. .. 175.00 
Mortal Kombat .. .... .... .. .. .. .. .... .. ... ..... ..................... ......... 395.00 
Mortal Kombat II .............. ............... .. ...... .................... 1, 195.00 

(Minimum order $100) 

PHO NOS: 
Rowe R-82, R-83, R-84, R-85 ......................................... .. Call 
Rowe Rl-5 ............ .................... .. ....................... ...... .... $399.00 
NSM CD-100 Firebird .......................... ..... ................. . 2,495.00 
Wurlitzer, Seeburg (several older models) ......... ................. .. Call 

TOP MUSIC COMPANY 
3656 Govemme11t Blvd. • Mobile. AL 36693 

(205) 661-2020 

BUYERS' BULLETIN AD ORDER 
BUYERS' BULLETIN CLASSIFIED ADS are discounted from "up 
front" display ads. This is where you can showcase your used equipment, 
parts, employment opportunities, etc. to the coin-operated amusement 
and music trade. 

WE HAVE ART FACILITIES to turn your raw copy & layout sketch 
into an attractive advertisement. Send us some words, a rough sketch 
and the size you would like. We 'll do the rest. 

RATES ARE: $24 per column inch. There are 3 columns per page, 10" 
in each column. Multiply depth of ad x # of columns wide x $24 for net 
cost. Minimum size: 1 column x 1" ($24) 

COMMON SIZES AND RATES 
Full-page·-········· ...................... . .. $695 
2/3-page ___ ... _ ............................ . $480 
1/2-page .. ......................... ---·······$360 
1/3-page .... ............................. .... $240 
1/4-page ..................................... $180 
1/6-page ............. ................ . ....... $120 
Other sizes .................. . $24/col. inch. 

--------------------------------------------------------------
COMPLETE THIS FORM and send it with your layout sketch and payment to : REPLAY MAGAZINE, P.O. 
Box 2550, Woodland Hills, California 91365, Attention: Barry Zweben. Or, call : (818) 347-3820 (ask for Barry) or 
Fax: 818-347-2112 (Monday - Friday 9 AM. - 5 P. M. Pacific Time). 

Your Name ___________________ _ 

Street ______________________ _ Fax: _________ ____ _ 

City, State & Zip Code ------ --------------------------

Payment of $ ______ is enclosed for ______ (# of) insertions. 
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$OPERATORS WANTED$ 
'Ii> install games at top locations 

\\rite TODAY f(>r locations in 

'our area. 

RcPlay, Dept. AG 
l ' < l l\<l:\ ~ ')')1 I 

\\'" idL111d l l i ll~. < :.\ '! l .~<1-" 

LOXTRONIX 
'The people that design with the operator in mind." 

(818) 347-9849 
PHONE OR FAX 2,._.HOURS 

4523 Cezanne Ave. • Woodland Hills, CA 91364 

THE ULTIMATE 
DOOR HASP 

n 

Loxtronlx has made available a superior door hasp 
that is extremely easy 10 install. No hole• needed 
to be drilled In your brand new game. 
No alignm.ent is necessary, works with existing door frame 
holes and on-location ins1allation is super-quick. Made of 
quality 3/16" steel Heat-treated #5 aircraft bolts and mach
ined reinforced hinge. For protection against bolt cuners, 
lock shackles arc totally enclosed. Usage of economical 
locks is an added benefit. Package includes steel rear back 
suppon pla1es for added strength. 

only 
124.95 

black 
or 

139.95 
mirror 

chromed 

8-Linc Boards & Kits 
Pkxi, Harness, Buttons 

DBV, Power Supply 

DISCOUNT PRICING! 

* 1-800-966-98 7 3 * 

PCB & HEADER: 
Mortal Kombat ..... .... .... ......... $395 
Mortal Kombat II .......... ....... ... 1095 < ±t6 ThoE"'"'"""m""''"'"'uyo•Am•"'"·'""· '" 

" 7M l e-.1jr>Q Oor1terionolEnr..n r 

Call JIM at: 

(510} 820-2977 

ROUTE TECHNICIAN 
*WANTED:* 
Houston, Texas 

Immediate opening. Must have 
route and bench experience with 
knowledge of CD/vinyl juke 
boxes, pinball , pool and video. 

Call 24 hour answering service: 

1-800-952-0227 

I 

I 

SUPER 
SPECIALS 

Neo-Geo Cartridges: 
Aero Fighters 2 ...... ... $250 
3 Count Bout ............ 50 
Fatal Fury Special ........ . 75 
World Heroes Jet ......... 75 
King of Fighters '94 . ..... 175 

Pinballs - (good selection on 
hand) 
Buy & Sell ..... ... . ... . . Call 

CASH PAID 
For Used Videos, 

Pins & Cranes 
Call for Quote 

VIDCO 
Redding - California 

Ph: 916/244-3258 
Fax:916-244-0648 

BEST EQUIPMENT • BEST SELECTION • BEST PRICES 

FEBRUARY 18 FULLERTON CALIFORNIA 
2116 E. Walnut, Ave. #A, Fullerton, CA 

FEBRUARY 25 SAN DIEGO CALIFORNIA 
UAW Hall #506, 2266 San Diego Ave. Old Town San Diego 

CONSIGNMENTS WANTED FOR EACH AUCTION 
TO CONSIGN GAMES FOR SALE, Bring to Auction Site Friday before the Sale from 10 AM - 9 PM. All Auctions are on 

Saturday and begin at 10 AM Local Time with Inspection from 8 AM -10 AM. 
Lie# A2609, 3% Surcharge for Visa & M/C. Payment in Full Day of Sale. 10% Premium to Hammer Price. 

TERMS: Cash, Cashiers Check, Company Check with Current Bank Letter of Guarantee. Industry Related Seller's Permits 
Required for Non-Taxable Purchases. All Equipment Must Be Removed by 10 PM the Day of the Sale. NO EXCEPTIONS. 

CALL OUR 24 HOUR HOTLINE$ TO BE ADDED TO OUR NATIONAL MAILING LIST 
CALIFORNIA 714-535-5353 l'll·!I TEXAS 214-497-1677 I VISA" I 
FLORIDA 813-273-8155 

IF YOU WOULD LIKE TO SELL YOUR USED EQUIPMENT OR COMPLETE ARCADE OPERATION, CALL ONE OF OUR 
REPRESENTATIVE FOR A FREE CONFIDENTIAL I NO OBLIGATION CONSULTATION. 
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I INDEX OF ADVERTISERS I 
ACME Convention '95 .... ......... .... Pg. 55 Fun Center Software .. .. .. '. ...... ...... Pg. 42 Planet Earth Entertainment.. .. Pg. 49, 87 

AMOA ............ .. ...... .. ........... ........... 139 Fun Merchants ........... . Toss-in-Flyer, 97 Play-by-Play ............ ... ........ .. ... .. ... .. 121 

American Laser Games ...... ........... .. 135 Fuuki Co., Ltd ....... .. ............. ........ .. 114 Playfair Shuffleboard Co .................... 46 

Amusements Plus .. .... ........ Toss-in-flyer Gametime ............ .......... ...... ..... ..... 132 Plush-4-Play ........ .... ...... .. .............. 112 

Arachnid ....... ..... ...... .. .. ........ ............ 79 Great American Billiards .... .... .. ... .. .... 84 Premier Data corp ... .. ..... .... .... .... .... . .45 

Atari ....... ..... .... ..... .... ... ... cover #4, 101 Hoffman & Hoffman .. ... .. ........ ....... .. 119 Premier Technology ................ . cover #2 
Bally Midway .... ...... .. .... .. ... .. .... cover #3 1.C.E. ... ................. ..... ..... .......... .. ..... 51 Rock-Ola/Antique Apparatus .... ........ . 75 
Baton Lock & Hardware .. ... .. .. ......... 116 Imagination Leisure ......... : ................ 37 

Rowe International .. .. ............ 16, 71, 96 
Benchmark Entertainment ...... .. .. .... .... .. 43 lmonex .................... .... .... ........... ..... 11 

Bob's Space Racers .... ... ... ............. 122 Impressment Plus ........... ...... .. .. .. ..... .46 

Bromley ....... .. .... .... ... ... ............... 89-90 Jaleco ......... .... .......... .. ..... .............. . 61 

Capcom U.S.A .. ...... ..... ... .. .... ........ 7, 47 Just Kiddie Rides ................. . 27, 29, 31 

SNK ...... .. .............. .. ... .. .. .. .... 14, 17, 63 

Sega .... ...... ..... ............... .. ....... ... ... ... 13 

Sega Pinball ..... ...... .. ...... .. .. .... .... 39-40 

Cashcode .. ... .... ... ..... ...... ... ....... ... .. 105 LazerTron ....................... ..... ... .. 53, 131 Silent Partner .... .. ....... .... .. ..... .. ......... 81 

Coastal Amusements .. .. .. ....... ........... 57 Henry W.T. Mali ............... ...... ... .. ...... 86 Smart lndustries .... .... ...... 9, 19-22, 109 

Coin ConneXion .. ...... .. ... ... .... ............ 67 Merit Industries .......... ... ....... .. .......... 93 Star Track, Inc ..... .... ... .. .... ..... .. .... ..... 72 

Data East, lnc ... ...... .... .. .... ... ... .......... 69 Micro Manufacturing ...... ..... ... .... ...... 34 Success Plush ...... .... ............ .......... .. 32 

Deltronic Labs .... ...... ... ... ...... ............ 68 NSM-America ............... .... ....... 33, 127 U.S. Games .. .. ...... .. .. ..... .... ..... .......... 25 

Eago Co. Ltd . ........ ... ... .... .... .... ....... 141 Namco ............. ...... ... .. .. .. .. ... ... .. .. .. .4-5 Valley Recreation Products ... .... ......... 83 

Fillmore .......... ..... .. .... ......... ........... .. 56 National Ticket Co . .. ............... ........ .. 65 Van Brook of Lexington ............ .. . 56, 85 

ASK FOR THE PUCK STOPS HERE BY NAME 
The Original Air Hockey Safety Shield 

• PRACTICALLY ENDS TABLE-SIDE 
INJURIES AND PROPERTY DAMAGE 

• INCREASED PLAYER APPEAL! 

• INSTAUS IN 15 MINUTES WITH 
ONLY A SCREWDRIVER 

• INCREASE REVENUE ... DECREASE LOST 
PUCKS AND DOWNTIME COST. 

• IMAGINATION LEISURE •.. 
DYNAMO • US BIWARDS 

1 OOO's IN USE IN THE USA, UK, JAPAN, 
KOREA, CANADA, MEXICO, 

SOUTH AMERICA AND AUSTRALIA ... 
EVERYWHERE QUALITY IS APPRECIATED! 

* CURRENTLY IN USE AT THESE 
FINE RECREATIONAL ARC'.ADES: 

Spaceballs Arcade - Bend, OR 
Gino's Pizza - Huntington, VA 

Kid Zone -Sterling, IL 

* SUPERIOR PROTECTION FOR RECREATIONAL GAMES * 
*Quality crafted without compromises for tournament use. 
* Angled shields deflect pucks back down to the play top. 
*Shields angled toward center of game reduce escape area. 
*Shields extend 9"above play top. 
*Ask about our lifetime warranty. I "HALF-SETS" AVAILABLE TOO! I 

* Made from virtually indestructible space age material. 
* Ask your distributor for the recreational shields by name 

or call direct. 
*When your customers' safety and your liability are at 

stake ... specify the superior product. 

PLASTITECH PRODUCTS, INC. 
P.O. Box 2387, Longview, TX 75608 

(903) 757-0543 FAX: 903-758-8898 1-800-933-0145 
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