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Matt is a former Air Force pilot, he’s a father of three, and started a vending machine 
side hustle that ultimately become SchoolSpiritVending.com. Over the last 8 years, 
Matt’s company has sold 32 million stickers, established more than 2000 locations, and 
helped raise $4 million for schools across the country. 

 

http://www.sidehustlenation.com/vending


Where Did the Vending Machine Business Idea Come From? 

Matt started his first side hustle out of necessity. Even though he was doing well at his 
corporate job, some decisions at the company put him in the position of needing extra 
cash to make ends meet. 

The first side hustle he tried was collecting cans. Then he started selling used books 
online out of his garage which was going pretty well. But it was after he read Robert 
Kiyosaki’s book Rich Dad Poor Dad that Matt become aware of what passive income 
was and how to start earning passively, which is a lot more attractive than trading time 
for dollars. 

Matt bought a candy and gumball machine for $36 from eBay and drove across town to 
pick it up. After knocking on the doors of a few businesses he found a home for the 
machine in a local karate studio. This small gumball machine was the beginning of his 
vending machines business. 

Matt sourced his product for the machine from Sam’s Club and loaded it up. There 
should have been enough gum in there to last 6-8 weeks, but curiosity got the better of 
Matt and he returned to the machine a couple of weeks later. To his surprise and 
delight, it was full of quarters. After 6 weeks he had made enough money to cover the 
cost of the machine. He went back to the guy who sold it to him and bought another, 
repeated the process and bought another, and so on. 

Pitching and Revenue Sharing 

Matt had to ask around 20 businesses to secure a spot for that first gumball machine. 
This is a lesson in not giving up and Matt sums it up best when he says, “every no took 
me one step closer to a yes.” He knew there were machines already in the area, which 
meant businesses were receptive to them, and more importantly that people are 
spending money in them. 

His pitch got a lot better over time too. His first machines were in partnership with a 
charity with a cut of the revenue going directly to the charity. Matt would explain this 
when pitching the machine to a business. If you are trying to secure space for a larger 
vending machine, it’s normal practice to offer a revenue share with the business that is 
hosting the machine. 

The average revenue for a small gumball machine is around $12-20 per month. So it’s a 
numbers game from there if you’re planning to start using these types of vending 
machines as a side hustle. They are a lot easier to start with than the larger vending 
machines and with no electrical parts you don’t need to be an engineer. 

Matt made the distinction between “bulk vending” and “main line vending,” which are the 
candy bar and soda machines with the electronic keypads. He said those machines are 
much more expensive to buy, require more maintenance (more moving parts), and 
require more time to re-stock because they don’t hold very much inventory at one time. 



Moving on to Sticker and Toy Vending Machines 

Vending machines are not good for just candy and gumballs. Stickers, temporary 
tattoos, and toys are popular in vending machines too. All of these fall under the 
category of bulk vending, and Matt has machines offering all of the above. 

Sticker machines are just behind gumballs in regards to profit margins and are great to 
get started with. They have some advantages over the machines that dispense small 
toys too. Stickers do not take up much space in transit, so it’s quicker and cheaper to do 
a round filling up a route of sticker machines. Stickers are also quicker to bring to 
market, so you can order in product of the latest trends and have them in machines in a 
matter of weeks, instead of a matter of months (if sourcing toys from China). 

Advantages of Creating Own Stock 

Matt started out with off-the-shelf stock for his machines but soon moved on to 
designing and producing his own products. There is a higher markup in producing your 
own stock, along with an increased risk. He started selling custom designs for the 
schools his machines were in and this started selling really well. 

Matt tests a lot of his products by putting some in select machines and seeing how well 
they sell. He also secured licenses with large brands like NFL, Star Wars, and Minions. 
A tip here is to focus on “evergreen” products, which reduces the risk of holding dead 
stock and means you can reintroduce the products to machines at a later date. The 
school mascot stickers are a good example of a product that is likely to sell just as well 
next year as this year. 

Franchising as a Means for Expansion 

Matt had a goal to develop a business that services schools for a long time and wanted 
to use a model that could achieve this quickly, without being in sole control himself. To 
do this he decided to franchise his business model. After 7 and a half years licensing 
and distributing his business things had started to stagnate. After a conversation with a 
business coach Matt decided franchising would allow his business to reach areas of the 
country otherwise not obtainable. As a result his team has grown 50% in the last 6 
months and is on track to grow over 100% this calendar year. 

Where the average franchise costs around $125k in the US (think McDonald’s, Subway, 
SportClips, etc.), Matt sells his franchise packages for $17-23k depending on the size of 
the area you want to work with. There are also ongoing royalties on revenue to pay as a 
franchisee, making this is a lucrative passive income model as was Matt’s first 
motivation when entering this business. 

At What Point Can You Go Full-Time 

Matt left his day job and went full-time when he had about 75 machines up and running. 
It took around 3.5 - 4 years to build his business up to this size. His franchise model 



allows franchisees to scale up a lot quicker and Matt says there are plenty of 
opportunities out there for people to get started with vending machines. 

Matt’s #1 Tip for Side Hustle Nation: 

‘’Get started today.” 

More Info: 

 http://www.sidehustlenation.com/vending 

 http://ssvbusiness.com/sidehustlenation 
 

Until next time! 

-Nick 
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