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Editor’s Note: In the next few issues 
of The RINKSIDER, redemption game 
professional Jim Chapman will share the 
many aspects of what it takes to create a 
great redemption counter and how fol-
lowing those tips can help you make more 
money and provide a better experience for 
your customers. Please visit www.rink-
sider.com to see photos of Jim’s redemption 
counters and read tips from Jim that you 
can use today.

I am often asked what makes a redemp-
tion counter good? What can I do to 
make mine better? 

Over the next few articles, I promise 
you will learn a few things that you can 
immediately put into use in your counter.

The goal is to make your redemption 
counter WOW your customers!!! If you 
have the “WOW” effect your customers 
will keep coming back to your location 
time and time again. You will also see that 
your games will make at least twice to 
three times the revenue that they are mak-
ing now, I guarantee it!! I know those are 
bold words but I have done this in the past 
with my own counters and I have helped 
many other operators do the same. 

For this article let me share a few 
things about setting up your counter and 
then I will go into a simple way to main-
tain it. 

To start, set up your counter so it 
always looks full. A full counter excites 
your customers. The kids see so many 
great prizes that they can’t wait to play 
your games to win a bunch of tickets. A 
great redemption counter also shows your 
customers the level of customer service 
they can expect from you and your staff. 
When your customers know their children 
(and they themselves) can win great prizes, 

they will spend more money. The phrase I 
use is: the better the prizes, the fuller my 
cashboxes!!!  

In setting up your counter use similar 
trays to the white trays you find at Wal-
Mart. They measure 4” x 6”. They work 
great, are easy to keep filled and are very 
inexpensive. 

Keep like prize value items together. 
Depending on the size of your counter run 
four or five trays at the various ticket 
values (10, 20, 30, 50, 70, 90). Now set 
up your next values at 120, 150, 170, 200. 
Find two items at each level (maybe three). 

Not all of these items will fit into the white 
baskets so be creative on how you display 
these items. Please note: if you have the 
room you can easily go with more items at 
any and all levels. 

This same idea goes for your back 
wall, where you display your larger items. 
Keep like ticket value items together as 
it is easier for your customers to make a 
decision on what they want to spend their 
tickets. 

Remember also to split up your 
larger value prizes somewhat equally 
among boys and girls. So many times 
people forget to have a solid selection of 
prizes for girls. 

And don’t forget about prizes for 
the adults to win. Many people think 
I am crazy, but you must remember the 
parents of today were brought up on Pac 
Mac, Galaga, Astroids and Pong. Please 
trust me, the adults will play your games 
for prizes they want to win. (Go to www.
rinksider.com to view pictures of the prizes 
I offer for my adult customers and other 
examples of great redemption counters.)

One key factor in putting your 
counter together is to make sure it is 
bright. Use lighting to you your advantage 
to show off the great prizes you have at 
all levels. Shine a big spotlight on your 
bicycles, your large sport picture frames, 
and the other great prizes that ensure your 
customers are saving their tickets. You 
want your customers to see what you are 
offering from as far away as possible. 
Remember, Nordstroms…Target…Macy’s 
and all the other great retailers have very 
bright displays. Keep in mind that your 
redemption counter is in essence a retail 
store for your customer to buy prizes with 
the tickets they win from your games!!

Maintaining your counter

Keeping your counter full is vital to 
making as much money as possible from 
your games. When you get down to the last 
few items of a particular product, or your 
order had not arrived yet, pull the prize and 
replace it with a new item (or back up item 
as I call them). You can even double up on 
another item until your shipment comes in. 
Your counter never wants to look like you 
are going out of business. Keep it full!!!

How do you keep your counter look-
ing full all the time? The best and most 
simple way is to inventory your items 
when you are having your first cup of cof-
fee Monday morning. It is quiet and there 
is no one around to bother you. It will take 
two or three weeks to get use to this routine 
but it works perfectly. This is what I use 
and I rarely run out of any item. 

It takes me about 25 minutes at the 
most to gather my inventory. 

I then put down a list of items I 
need to buy and then order them right 
then, or if I get interrupted I order on Tues-
day morning with my first cup of coffee. 
By ordering on Monday or Tuesday you 
will receive all your products by Thursday 
or Friday at the latest. This keeps you full 
and ready to go for the end of the week 
and weekend when you make 80% of 
your income. I know this sounds simple 
because it is. 

Jim Chapman has been in the coin 
operated amusement industry for over 25 
years, including manufacturing amuse-
ment games and co-managing four FEC’s. 
Jim shares his knowledge thru seminars 
and personal location visits. You can con-
tact Jim at jimmychaps@aol.com or (800) 
224-1717 (Ext. 726).

Redemption counter check up: Is yours 
the best it can be?

An organized and well-stocked redemption and novelty counter, such as this one at one of Jim Chapman's FECs, can be 
a huge profit-maker.

Rinksider_MAY_JUN_12.indd   25 4/16/12   2:24:34 AM


