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HAPPY NEW YEAR TO ALL!



nothing would get done and our 
industry would be a ship without a 
rudder.

If you would like to help your
industry then I encourage to get 
involved and offer some feedback, it’s 
your industry too!

In the new year we expect to have 
more members benefits. On that 
note, myself and the NAMOA board 
hope you had a great Christmas and 
look forward to fuller cashboxes in 
2018.  

Happy new year to all!

Tony Argery
NAMOA President
AMOAQ President

Greetings all,

Happy New Year to all members,

With every year that goes past, they 
seem to get faster and its hard to 
believe Christmas and new year has 
come around again so quickly after a 
very different year with regards to 
products.

As the year has gone by I remember 
reporting that some amusement 
centres have had good periods 
throughout the year, whilst others 
have not. One thing I am sure of is 
Amusement centres have alot of 
different redemption games to help 
lift takings but the poor street 
operator seems to be left high and 
dry.

Self-redemption games like Key 
Master have all but dried up with 
nothing yet to replace these types of 
games in the market however, 
Chocolate cranes still do ok and a 
push to the win every time cranes 
seem to be trading ok from all 
members I spoken to throughout the 
year. 

I must stress that excellent quality 
stock, seems to be the key in raising 
your cash box, whilst consumers 
walking away satisfied is also very 
important. The thinking outside the 
box now with operators trying all 
kind of games in their locations, 
from hitting games like Wacky Gator 
to card systems to all help raise your 
cash boxes, so be open to trying 
something different. 

In my experience you have to try 
different things to keep ahead of the 
game with customers now having 
more access to other games at home. 
The old Video games really are dead, 
nothing in the horizon ahead from 
the several trips I took overseas this 
year, but the remakes like 4 player 
Turtles game and a DC Justice 
league may have a place, only time 
will tell with these games. I did 
spend some time around the
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Australia this year and saw many 
amusement machine locations. One 
thing I noticed they all have in 
common is, many locations have old 
machines in them.

My advice to members is to either 
start reinvesting in your runs with 
new equipment or if things are tight, 
simply take them out and recondition 
your machines to near new. You will 
be surprised how a simple refresh 
can provide any old machines cash 
box with than better expected 
returns. I know I have tried this and it 
worked for me. Gee, I still have an 
old Drill-o-matic on location and still 
rolls along but I keep it a nice tidy 
looking state and not run down as I 
have seen with many older machines 
around Australia. We as an industry 
must raise our operating standards. 
The good old days are long gone 
where anything took money.

On another note, Thanks to all the 
members feedback and positive 
comments on the new Collector this 
year and the new self help
educational modules on NAMOA 
website. This important feedback 
helps guide your board members 
decisions and directions. I would 
also like to thank all those
individuals who have made it
possible for all members to enjoy. 

There has been a lot of work done in 
2017 to get it up to a higher standard 
level we have all wanted to establish.

The new NAMOA modules on the 
website are there to help member 
operators move their business 
forward with information and 
experienced based knowledge 
generously provided by many people 
in our industry.

On a personal note, I wish to thank 
the board (National & States) for 
their support over the past year. 
Without good people helping our 
industry become more professional, 
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Welcome to this first edition 
of The Collector magazine for 
2018.

Please let me introduce myself to 
those of you that don’t already know 
me. My name is Edward Partridge 
and I was the Advertising Editor and 
Game Reviewer for this publication 
1999-2000.

The board has now asked me to 
succeed the long serving Glennis 
Corley to be in charge and edit this 
important feature of your
membership of
NAMOA - “The Collector”.

It is my pleasure to take on this 
challenge as I am now a paid
financial member of the
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organisation as well as the editor of 
this publication.

For the past 21 years I have been 
involved in the industry as a Pinball 
and Arcade Video Game
repairperson for
www.pinball.com.au as well as 
operating games myself during this 
period. This means that I have an 
insight into what is important to 
both operators and players in this 
(since the late '80's) challenging 
time for the industry. In addition to 
editing content for “The Collector”
I also intend to contribute within 
my area of expertise by providing 
unbiased reviews of the latest 
arcade games, in particular new 
pinball machine releases.

Please do not hesitate to contact 
me with ideas and feedback as I am 
here to help you, the operator,
maximise your productivity and 
profits.
May 2018 be a happy and
prosperous year for you all and may 
your cash boxes be full to
overflowing!

Edward Partridge
All Pinball.
Email: ed@pinball.com.au
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DAVE & BUSTER’S
HONOLULU

Dave and Buster’s Visit
By Edward Partridge

Earlier this year, “The Collector” had 
the opportunity to visit Dave and 
Buster's location in Honolulu.

Dave and Buster's is a chain of 
arcade/restaurant/bar thought the 
United States. In the 1970s, Buster 
opened a restaurant known for its 
tasty food and friendly service.

A few doors down, Dave opened an 
arcade with fun and games for 
adults. The two young entrepreneurs 
noticed people rotating between 
their establishments, and an idea 
started to form: What if they put both 
under one roof? With Dave's name 
first, because he won a coin toss, 
they opened the first Dave & Buster's 
in December of 1982. Since then, 
more than 70 stores have opened 
across the United States.

The D&B experience mixes great 
food and drinks with the latest in 

arcade game entertainment.

They also operate as a Sports Bar, a 
great place to watch NFL, NBA and 
MLB games. Unfortunately they have 
a “no pinball” policy due to service 
issues so that is a disappointment to 
start with. Upon entry I made my way 
to the bar, where there was a great 
selection of cocktails and other 
drinks along with an extensive menu 
of bar food and other treats. I made 
myself comfortable watching sports 
on the big screens while I waited for 
my friends to arrive.  After they 
turned up a few drinks later I was in 
the mood to check out the games
on offer.

Grown ups are the focus here. Minors 
must be accompanied by someone 
age 25+ due to their wide selection of 
alcoholic drinks.  D&B's precede the 

“Barcade” revolution by about 30 
years so craft beer is not a focus. 

The games in store operate not by 
coins or tokens but by a swipe card 
system to encourage extended play of 
games to increase customer
spending. However on my visit I found 
this to be problematic as often the 
card reader on games either did not 
work at all or needed 10 or more 
swipes to activate.

Games of interest to me included 
Flappy Bird and Ghostbusters Arcade 
game which is a Dave & Buster's 
exclusive. Now that the Barcade 
revolution has begun in Australia 
local operators could do well to 
follow the Dave and Buster’s example 
(minus the swipe cards!)

DAVE & BUSTER’S VISIT

SUMMER EDITION
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Stern Star Wars Pinall

Star Wars would have to be one of 
the most sought after themes in all 
of coin op.  From the classic Atari 
cockpit video game through to the 
final pinball game produced by 
Williams Pinball 2000 “Episode 1” 
game manufacturers have always 
been eager to jump on the
bandwagon of this popular culture 
icon. With the new movies now being 
made it was no surprise for Stern to 
make a Star Wars pinball game, but 
the fact they based it on the initial 
trilogy shows the lack of confidence 
in the franchise now it has been 
taken over by Disney.  It also speaks 
to the fact that the people buying 
this game are of the age to be fans of 
the initial movies and not always 
lovers of the follow up trilogies.

Placed in the hands of Senior Game 
designer at Stern, “The King of Flow” 
Steve Richie expectations for this 
game were high. Reviews have been 
mixed, personally I like the game but 
must admit I am a Star Wars fan. The 
version of the game that I tested was 
the Premium which features wire 
form rather than plastic ramps on 
the Pro version. The new Stern LCD 
display is put to great use playing 
clips from the early movies and 
objectives are based on famous 
scenes from the films.

Stern Guardians of the Galaxy

The first thing that is apparent about 
the latest game by Stern Pinball is 
the cluttered nature of the playfield. 
Every inch of space is taken up,  it's a 
fan layout where each possible area 
is filled by a shot. The other thing to 
strike you is it is the most colourful 
game since Batman '66, done by the 
same artist. This licensed game is 
based on the first movie of the 
franchise and will appeal to younger 
players. It is also the first Stern game 
in memory to feature disruptive 
magnets under the playfield. It is an 
attractive game well suited for home 
use but unsure if it has the appeal to 
be a consistent earner on location.
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The flagship Sega franchise of 
Daytona has had a re-boot.

After debuting in 1994 with a second 
version released in 1998 this latest 
release is well overdue. The new 
arcade racer features a 47” HD LED 
monitor and recreates the original 
games' three tracks and brings them 
in to the modern day.

The game also features three brand 
new tracks including a recreation of 
the newly renovated Daytona
International Speedway. An
integrated camera captures each 
player’s face and displays the live 
camera feed to other racers as they 
approach or pass on the track.

A 27” video billboard marquee tops 
the games, and helps draw in 
spectators. Lit from top to bottom 
Daytona even has a moulded under 
seat engine. There have been some 
problems with the software on this 
game, at the latest IAAPA show an 
update was done on the floor to fix 
some problems in the game so it 
would be a case of buyer beware 
with this one.

SUMMER EDITION

DAYTONA
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WE WANT YOU!
If you are in the amusement machine
industry and you want:

✔ effective business support
✔ timely industry representation
✔ the right advice for your business
�
Then this is the most important information
you'll read all year.
�

WHY?
�
Because being a member of NAMOA means you
WON'T BE GOING IT ALONE IN YOUR BUSINESS.
�
�NAMOA is the leading association in the Amusement 
Machine Industry

SO HERE'S THE BOTTOM LINE
WITH NAMOA MEMBERSHIP
You receive 12 months membership, regular industry 
update emails, quarterly Collector newsletter with the 
latest industry information, access to business
education and compliance modules, technical support 
information, staff development programs, association 
events and more

You get all of this for only $295...

Don't go it alone, learn from those who have
been there before you.

IN FACT, HERE'S JUST THE 
TIP OF THE ICEBERG OF 
WHAT YOU GET...
• improve your business skills and grow your business
• helping you to avoid the pitfalls and get the right advice at the 
 right time
• providing technical information 
• provide you with solutions for the day to day challenges in this 
 industry
• safeguarding your business future with industry
 representation
• know that you have taken a step towards having the best 
 support on your side, for your industry
• knowing that you are doing what the business needs you to do
• learning from your peers and sharing experiences that benefit 
 everybody

HERE'S HOW TO JOIN
So go ahead and click the link now and you'll be on your way to 
enjoying all the benefits we've talked about here and more! 
Let's get started right now!

TO JOIN GO TO WWW.NAMOA.COM.AU
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Now that its 2018 it’s a timely 
reminder to stay vigilant for 
Cyber attacks are up by 23% in 
2017: report Australians are failing 
to take basic cybersecurity
precautions, despite big rises in 
cybercrime and targeted attacks, 
according to two new studies. 

The average number of cyber attacks 
per month increased by 23 percent in 
2017, compared with the previous 
year, according to anti-malware 
provider Malwarebytes. And another 
report by security vendor Bitdefender 
has found that many Australians are 
failing to protect themselves from 
cyber threats.

Ransomware was a major part of the 
growth in cyber attacks, with the 
Malwarebytes study reporting 
ransomware detections for January to 
October 2017 up by 62 percent on the 
whole of 2016. The number of
detections jumped from 90,351 in 
January 2017 to 333,871 in October.

Business-targeted cybercrime is 
increasing at an even greater rate, 
almost doubling since last year, 
according to Malwarebytes.

“Businesses must also heighten their 
awareness of cybercrime, taking a 
realistic view towards the likelihood of 
attack,” the company advised in its 
new report The new mafia: gangs and 
vigilantes.

“The vast impacts of these attacks 
mean that cybercrime must be
elevated from a tech issue to a

business-critical consideration.”

Unlike ransomware, which is
immediately obvious, some types of 
business-focused cybercrime can go 
undetected for extended periods.

The Malwarebytes report quotes PwC 
global lead for threat intelligence and 
incident response Kris McConkey as 
saying “In a lot of cases [of IP theft] 
the affected organisation might not 
even know that they’ve had an issue, 
because all they’ve lost effectively is a 
copy of their design documentation 
and engineering plans and things. 
Actually, the real impact is then felt 
two, three, four, five years later when 
their competitor comes to market with 
something that’s designed on top of 
their research investment, which could 
be billions of dollars.”

Such attacks may be state sponsored, 
McConkey observed: “If for example 
it’s a foreign government seeking to 
support its local aviation industry, to 
disrupt aeroplane manufacturers' 
stranglehold on the narrow body 
aircraft market for example, they 
might be very interested in stealing a 
lot of their plans and blueprints for 
how the leading narrow body aircraft 
actually work, so they can feed that to 
their local competitors so they can 
bring a competing aircraft to the local 
market first, and then the
international market.”

Malwarebytes CEO Marcin Kleczynski 
added: “CEOs will soon have little 
choice but to elevate cybercrime from 
a technology issue to a
business-critical consideration.

The most damaging cyberattacks to 
businesses are the ones that go 
undetected for long stretches of time. 
In spite of high-profile occurrences 
over the last year, this report shows 
that many business executives may 
still have some knowledge gaps to 
fill.”

continured over ..

PROTECT
YOUR
BUSINESS!
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Why are Australians failing to 
take basic cybersecurity
precautions?

Many Australians are failing to protect 
themselves from cyber threats, but 
that’s not necessarily due to lack to 
awareness, according to the
Bitdefender survey of just over 1000 
Australians. Half of the respondents 
said they knew someone who was the 
victim of an attack, and on average 
they thought they had a 38 percent 
chance of being hacked.

However, the survey, which was
conducted by Decibel Research, also 
found that:

• 43% of respondents actively   
 avoid installing device, application 
 and platform upgrades

• 61% don't have security software 
 installed on at least one of their 
 devices

• 54% don't use different passwords 
 for their online accounts

• 37% don't have a passcode 
 on their phone.

"Through a connected device hackers 
can find your physical address, your 
emails, and access financial and 
medical information," said
Bitdefender senior e-threat analyst 
Bogdan Botezatu.

“Any sensitive information you hold 
from friends and family will be 
exposed also. With the average 
Australian home using more than 13 
smart devices currently - a number set 
to explode in the years ahead - it's 
paramount we protect these devices 
because in 2017 and beyond a thief no 
longer has to physically break into 
your house to steal from you.”

And that, we would suggest, also 
applies to small and mid-sized 
businesses.

Another problem is that younger 
people appear to be more blasé about 
cyber security: 72 percent of
Generation X and 65-plus respondents 
thought it is important (we're a little 
surprised it was that low), but only 57 
percent of Generation Y agreed.

Botezatu suggested that could be the 
result of Gen Y having grown up with 
digital technology, and hearing of 
many threats that never materialised.

'Very large' fake invoice
campaign detected

A security provider is warning of a 
large-scale attack of malicious emails 
purporting to be from multiple brands.
Local email security provider 
Mailguard says a “very large” 
campaign of fake emails is posing as 
Quickbooks invoices from multiple 
brands.

The fake emails are reportedly from:
• Allcraft Cabinet Works
• Asian Wok
• Becton Property Group Limited
• Brilliance Developments
• BO Group
• Burger Martine Dr.
• Catering Now
• CT Corporate Living
• Dexus Property Group
• Fence Factory
• FKP Property Group
• J N Mousellis Civil Contractors

“We need to address this situation 
rapidly because digital natives will be 
increasingly responsible for society’s 
overall cyber protection,” he said.

“The Australian government should be 
applauded for the steps that it is 
taking to shore up internet and cyber 
security at a national level.
Investments in the Cyber Security
Cooperative Research Centre [and] 
the Mandatory Data Breach
Notifications are both prime
examples. However, security starts at 
home and although it’s clear most 
Australians do understand the risks 
and importance of internet security, 
the simple fact 37 percent of
respondents don't have a passcode on 
their phone tells us there is a lot of 
work to do.

“To safeguard their online security, 
Australians need to understand any 
endpoint is an access point to their 
personal information and needs to be 
secured. Responding to threats 
doesn't necessarily require investment 
with many devices and applications 
already having measures built in. 
Ensuring these are switched on and 
upgraded will go a long way to stifling 
the attempts to steal our personal 
information.”

• Jimmy Choo
• Lms Lawyers Services
• McInnes Management
• McKinnon Cabinetmakers
• Mitchell Brandtman
• Mutual Property Consultant
• Native Design Workshop
• OneLeap Finance
• Oxfam Shop
• Pearce-Higgins Simon
• Posh Opp Shoppe
• Red Earth Developments Australia Pty Ltd
• Resolution Propety Group Pty Ltd
• Rocdon Development Pty Ltd
• Silk Homes
• The Hopkins Group
• Tijac Pty Ltd

What they have in common, 
according to MailGuard, is a 
reference to invoice number 

INV-0601 and a link to a
compromised SharePoint account 

that downloads malware to the 
victim's computer.

So keep your eyes open, and avoid the 
temptation to peek at what might be 
someone else's invoice. And if you 
haven't already done so, consider an 
external mail filtering service.
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Over the years, a lot of people 
have asked me how I went 
from being a pretty successful, 
40 odd year old builder to a 30 
odd year stint in the coin-op 
amusement industry as opera-
tor, manufacturer, distributor 
and International magazine 
editor and publisher.

The simple answer to that is……fun 
and excitement!   I loved it and had a 
ball, but of course, there’s more to it 
than that.

For a start, building houses, shops, 
units, etc, can be boring.  Starting a 
job and later looking at the finished 
product is great, but all the stuff in 
between is mostly boring.  I was 
never bored one day in my time in the 
amusement industry.

In 1978 I built and had a financial 
interest in a commercial building in 
Engadine consisting of 3 shops and a 
6000 odd square foot second floor. 
The plan was to get tenants in on 
good leases and sell for a nice profit.  
The shops went fast, but there was 
no interest in the second floor.  The 
other investors would not put any 
more money into the project to 
develop the second floor, so to tidy 

up what was becoming a bit messy, I 
leased the space myself with the 
intention splitting it up into 8 fully 
fitted Doctor's suites. 

Great idea, I would have made a mint, 
but Sutherland Council were such a 
pain in the butt over approval of the 
Development Application, I did my 
lolly at a meeting with them, gave the 
Town Planner a nice old serve and 
walked out.  

Not a very clever move at all, as no 
matter what I did with my 6000 
square feet which was costing me 
goodly, I would need Council
approval.  Then, after seeing an 
article in the local paper where the 
Council wanted to crack down on 
Pinball machines in cafes, I thought if 
I have to go to Court to get develop-
ment approval, I may as well do it 
with something that would upset 
them. So I submitted a new
application for a Leisure Centre.  It 
was also a money thing, the cost of 
building Doctor's suites was getting 
out of reach with me paying a heap of 
dead money in rent to the new 
owners of the building. 

The application for what the Council 
called a ‘Pinball Parlour’ was quickly 
refused, we went straight to the 
special Court that handles these 
things where my Lawyer smacked 

their collective butts soundly. The only 
thing Council won was noise
restriction to a certain decibel level. 
So the Engadine Family Leisure Centre 
was born and little did I know then, 
that I would not start another building 
job till I built my man cave in 
Queensland 27 years later when I was 
nearly 70.

We had an opening party on the Friday 
night before our Saturday opening 
which was supposed to be for friends 
(who mostly thought I was a mental 
case) and those who had helped me 
put it together, but somehow the 
Council President and a couple of his 
hanger-ons turned up, looking for a 
pat on the head and a free drink.  In a 
very merry or possibly a half pissed 
state by then, I thanked them for 
nothing as I emptied them back out 
the door.  Of course it would come 
back to bite me on the butt, but what 
the Hell, it was worth it to see them 
back out on the footpath, trying to 
work out what had just happened.

We had 24 Pinballs, 3 Space Invaders, 
18 other (pretty crappy) videos, 4 Pool 
tables, Air Hockey, 2 Cranes, Juke Box, 
a 9 hole Putt Putt a few other novelties 
and small 30 seat café.   It was a pretty 
good set up for 1979, but nowhere 
near enough for the more than 300 
kids that stormed in when we opened.  
It was absolute bedlam and I thought, 
‘What the bloody Hell have I got myself 
into now?’

First in the door was a 14 year old 
Darren Crealy, who most in the 

industry would know as a Sydney 
operator for the past 25 odd years. A 

couple of hours later, the same Darren 
Crealy was the first kid to be chucked 

out! 

That first day was insane, but I was 
already hooked, I loved it. We’d started 
the weekend with what I thought was 
an optimistic $1000 in 20 cent coins, 
but were running out after 6 or 7 hours 
and had to start emptying machines to 
keep up with demand.  The 3 Taito 
Space Invader machines had to keep 
being emptied for other reasons, the 
coins kept filling right up the chute till 
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they couldn’t accept any more. 
The Pinballs were dinging their song, 
the Juke Box never stopped as 
parents sat happily in the café 
watching their kids enjoy themselves. 
Come Monday, I did the count and 
was amazed to find we’d taken over 
$16000 dollars, an average of around 
$650 an hour for the 24 hours we 
were open. (20 cent play)  Needless 
to say, we never matched those sort 
of figures again, but it was a fantas-
tic weekend and the Centre kept 
taking good money for the 2 years 
odd that I operated it.

Along the way I had to make some 
changes to keep takings at the high 
level,  I chucked the Putt Putt and 
replaced it with a Slot Car track, had 
to sack the original operator when he 
got very slack on service calls (I only 
owned a few machines and the Pool 
Tables) and replaced him with 
Leisure & Allied.  Helping cart in and 
set up the LAI machines was a young 
Juan Uribe, who had just started 
work for the company as a sort of 
roustabout. Full credit to him for 
working his way to the top over the 
following years.

The Council, meanwhile, were after 
my butt and constantly parked across 
the road in a sound van, trying to 
ping me for being a decibel over the 
allowable limit. No chance, we had 
big windows facing the street and the 
kids would tell me the minute they 
lobbed, I’d turn down the Juke box, 
and turn it up as soon as they left.  
Boy, didn’t those kids love that Juke 
Box.

In the early days of the Leisure 
Centre, a couple of techs convinced 
me they could make Space Invader 
games for a maximum of $1200 each 
if they were built in quantity, as the 
going price at the time was over 
$3000, I liked the idea and set them 
up in a factory in Alexandria to build 
a first run of 50 machines.
Remember, this was 1979, video 
games were taking big money for the 
first time. Space Invaders had lifted 
games like Star Wars to high takings 
while even crappy games like Block 
Out could take 3 or 4 hundred a 

week.   But no one really had a clue 
how long a video game would keep 
taking.  A lot of dopes thought Space 
Invaders would last for years.  I was 
one of them, but I soon got painfully 
educated.

My two geniuses blew through the 
first 50 grand of big 1979 dollars in 
record time and had chewed up 
another 20 odd before they had a 
board that worked.  It took them 
around nine months to produce a 
working copy of a Taito SI board.  You 
could ask why I kept funding them 
and my only answer would be that in 
those days I was as thick as a brick.  
Money was coming too easy and I had 
little respect for it.

But to top the whole debacle off, 
three days after they completed the 
first machine, Galaxian hit the 
market, followed quickly by Moon 
Patrol and the mighty 
Pacman…….all in brilliant colour.  
Three days!

After sacking the geniuses in
Alexandria, I stood and surveyed a 
lifeless factory with 50 half
completed machines with black and 
white monitors in them, looking 
almost as dumb as I knew I had been. 
They were basically worthless. The 
saying wasn’t in vogue then, but shit 
happened in those days just like it 
happens today..

Fortunately, I’ve never let money 
things worry me too much unless I 
had none, and I’ve always been 
resilient.  I’m a firm disciple of  ‘Carpe 
Diem’ (Live for the Day) that keeps 
me believing the day will be a good 
one, so I started going down to the 
factory to sort out what I could do.  I 
didn’t have a clue what I was doing, 
but was interested in seeing how it 
all worked.  I eventually learned how 
to build video game machines by 
blowing them up.  I destroyed 6 or 7 
before I really got the hang of it.  And 
was zapped in the guts countless 
times carrying the rotten black and 
white monitors around.  Then out of 
the blue, Michael Oakley, a real 
genius,  walked in the door and I 
didn’t let him out till a year or two 

later, after we built a stack of Pacman 
and other colour machines.  Mike and I 
went our separate ways when the 
Alexandria lease ran out in the early 
80’s but he remains my mate wherever 
he is and is still the smartest man I 
have ever known, even counting his 
occasional snort.

Mike opened MB Digital around 1981.  
I asked what the ‘Digital’ was all about 
and he simply said. ‘It’s the future 
Jacko’.  This was several years before 
the Internet went public, years before 
PC’s , the Mac, or Windows, and even 
more years before the word “digital” 
was broadly known. Apple had gone 
public and their shares were $6 dollars 
something while today they are over 
$700.  Microsoft shares were even less 
from memory.  Mike was thinking 
digital before digital knew it was 
digital.

Anyway, as I spent more time at the 
factory, the Leisure Centre suffered 
and I basically had to make a choice, 
operator or manufacturer.  With my 
increased interest in manufacturing 
and the council still giving me a hard 
time I accepted an offer of $23000 for 
the remaining years (and 5 year 
option) of my lease from Chinese gents 
who wanted it for a restaurant that is 
still there to this day, and went for the 
manufacturing.

Darren Crealy had left school by this 
and came to work for me, together 
with a few other bods now and then, 
we built hundreds of cabinets and 
machines and had more fun doing it 
than should have been allowed.
.
 When Draw Pokers hit the scene, we 
got into them and I seemed to attract 
every ‘bad guy’ on the planet.  We 
made hundreds s of Draw Pokers for 
Angelo Duross, who was shot dead at a 
Lewisham  bus stop.  Les Jones, who 
reportedly had people ‘offed’ for 
upsetting him, George Pakis, who 
allegedly had his wife shot dead when 
she gave him up to the Tax people, 
Lennie McPherson, who beat people 
up for a living, et, etc, et.  According to 
the Police, our customers were the 
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‘Who’s Who’ of the Sydney crime 
world, but I found them to be good 
blokes and the best customers I ever 
had.   You had to be straight with 
them, but they never complained, 
always asked about my family and if I 
wanted a hand with anything, 
honoured agreements made, regard-
less of changing circumstances, and 
paid on the dot in cash, with a smile.   
Sunny days!!

If you could cop old Angelo’s dog, 
Sasha, who had more fleas than a 
flea farm jumping all over her, a trip 
up to the old Britons brewery on 
Taveners Hill could be very
rewarding,  I had to go up there to get 
paid and I would toddle down to 
Angelo’s desk, he would ask me how 
much after we talked for a while, 
open a drawer pull out wads of cash 
in $1000 flats, count off the number 
and pass it to me.  

After we were finished business, he 
and Sasha (and 1.76 million fleas) 
would walk to the door with me.  
Most times, he would put his arm 
around my shoulders, ask me how 
the wife was, and then pull out what 
wad he had in his pocket, hand it to 
me and say, “Buy her something 
nice”.  Amounts ranged from $2000 
to one time it was $6000 when he 
looked at the money in his hand and 
said, “Why don’t you take her on a 
holiday.”  And there was no way of 
refusing him.  Like I said, sunny days!

Angelo said to me once, “Jack, you 
should get into operating them (Draw 
Pokers)

“No way Ange” I replied “If Lennie 
Mac didn’t beat the crap out of me, 
Les would probably have me offed”

Angelo laughed his head off, but he 
knew I was probably right.

I can do silly things now and then, 
but I wasn’t silly enough to go out on 
the street and compete with those 
guys.  I subsequently never operated 
a single Draw Poker game. I was 
quite happy making them.
 

The legalisation of Draw Poker in 
NSW put a huge dent in our honey 
pot, so I took up a contract for the 
first 100 legal machines for Olympic 
Gaming.  Was funny to see legal and 
what were now, illegal machines, 
being built side by side, as we were 
finishing off a Les Jones order of 3 
five piece carousels.

There was a lot more going on in the 
80’s than I could possibly write here, 
they were fun and exciting times and 
you never knew what would happen.  
Briefly, I got blissed one night after 
an Association meeting in 1983 and 
said I would start a magazine so 
there would be something other than 
Malcolm's propaganda rag, Leisure 
Line.   Once again, I didn’t have a clue 
of what I was doing, but I’d opened 
my big mouth and had to deliver.  No 
one who saw the first dreadful issue 
of Cash Box Australia could possibly 
foresee it becoming the 84 page, full 
colour, international magazine that it 
did a few years later.

I also got hit with the first defama-
tion claims from Malcolm Steinberg 
around 1986, I think. Defamation can 
be serious shit, but the defamation 
process is almost comical.  Before a 
case gets to trial, the parties involved 
have to go through a preliminary 
hearing process where each count is 
argued and decided if it can go to 
trial. The Judge told every self 
defender that turned up, that only 
one in forty odd cases went to trial.  
Most counts of defamation the high 
priced lawyers lodge get chucked out 
but it’s a numbers game and they 
only need one good one to get a trial.  
The preliminary hearings in NSW 
were held each second Thursday 
where each case got around half an 
hour.  Lawyers and those defending 
themselves had to be in the court at 
10am and wait till they were called 
up.  It was a slow process and as it 
was predominantly the same people 
there every sitting, after a few 
sittings it was like being at a gather-
ing of a large dysfunctional family.  

Anyway, apart from learning what it 
was all about, the most memorable 
thing from that first case was when 

the Judge asked me in a louder voice 
than normal

“Do you have your hearing aid turned 
up Mr  Rodios?”

The question came because everyone 
in the joint mumbled. I was defending 
myself and not really knowing what I 
was doing, I had lodged 150 odd lines 
of defence of which they only dealt 
with 3 or 4 at a sitting. Not having a 
clue what they were mumbling about 
most of the time, I had got a hearing 
aid so I could hear what was going on.
“No, Your Honour” say I.
“May I ask why?” he asks, very politely.
“I don’t have it anymore sir, the cat ate it.”
To which he laughed and said, “Well 
we will adjourn this one for now, but 
better you get a new hearing aid Mr 
Rodios……….and possibly a new cat.”

Interesting to note that all three 
defamation court judges I faced, Who 
all told those defending themselves at 
their first sitting that they were 
basically stupid for doing so, had a 
sense of humour, particularly shown 
with we ‘stupid ones’. They always 
started off all businesslike, but once 
the stern, judicial face was turned into 
a smile, the court was a different 
place.  I remember one time, a bloke 
didn’t hear his name called out and the 
Judge looked around and said in a 
louder voice, 

“Lets get on with it, where’s my 
favourite idiot?”

Three blokes stood up, to go down to 
the bar and the court erupted into 

laughter.

The result of that case was an apology, 
I think.  I know it didn’t cost me any 
dollars,

And while this was going on,  I had a 
Sales Tax bloke called Brian Gibson 
giving me heaps.  At the time,  we were 
pulling the guts out of old machines 
and putting them in new cabinets.  I 
was paying Sales Tax on the cabinets, 
but after going through the books, he 
claimed I should be paying it on the 
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whole machine and that on his
reckoning, I owed them $250,000 
odd.

For 12 months, he haunted (and 
hunted) me, bowling into the factory 
unannounced whenever he felt like 
it, but the clown couldn’t handle 
noise or dust, so when we woke to 
this, I organised Darren to start the 
Router or saw, or both, and make as 
much noise as he could. The 
machines would scream, the dust 
would fly, and out the door Mr Gibson 
would go.

When we finally got a ruling and beat 
him on the Sales Tax thing, he 
switched to Income Tax. But couldn’t 
get me for that either.  His last throw 
of the dice was demanding a meeting 
with me and my accountant, telling 
me to take my cheque book.
Wondering what he was up to now, I 
toddled along.  At the meeting he 
claimed I owed them $1800 odd in 
sales tax on new stuff I had sold, and 
he wanted settlement there and then 
to tidy the whole thing up.  It was an 
easy out for me after him starting at 
$250,000, but every one in that room 
knew it was imported stuff I had sold 
and Sales Tax had been paid on entry. 
So I said “No way! Jose” and really 
upset him. Long story short, we 
argued until eventually he came 
down to $543.00,  and my accountant 
broke and said, ‘ For Gods sake, pay 
him Jack’, telling me later that 
Gibson had to take a cheque back to 
the office somehow or he would be 
forever on my back.

In 1988, some South Australian 
people, who had recently bought the 
biggest operation in that state, and 
led by a bloke called Rod Rose 
approached me to join them in a new 
distributing company. The deal was, I 
put in my business for 25% and they 
put in $1.5 million for the other 75%.  
I was to be Managing Director. My gut 
instinct said ‘No!’, and I rarely went 
against it, Their plans for the compa-
ny were great, but I knew these 
things never went to script, and was 
wary. 

They persisted however and eventu-

ally,  as things were a bit quiet at the 
time I went along with it,  I wasn’t all 
that keen on the SA people, but I was 
very keen on the opportunity. They 
were not very happy when I pulled 
the magazine and our street
operation out of the deal at the last 
minute, but they copped it.  I sold my 
half of the operation to Darren 
(Crealy) on the ‘drip’ and kept the 
magazine for myself,  The others out 
voted me on name and called the 
company, Rage On.

Most memorable thing from that 
sorry episode was me chasing the 
little Sega turd called Momiyana up 
the aisle at the Japanese show when 
he shafted us on a handshake deal 
and gave the game we had agreed to 
buy 100 pieces of to Malcolm.

“You rotten little son of a bitch, 
where’s this honourable business 
dealings shit you guys preach?’  I 
yelled at him. He copped that, but 
when I called him a slimy little piece 
of shit, he got a tad upset and had his 
heavies chuck me off the Sega stand.  
I can’t remember the name of the 
game, but I can remember laughing 
when it turned out to be a flop.

Back in Sydney after a US trip with 
Rod Rose, it came to light that the 
$1.5 million we were spending was 
all borrowed and with this and big 
salaries gong to basically non 
participants, there was really only 
one way the company could 
go…..down.   And down it did go, 
around 12 months later with the SA 
mob scrambling back home, leaving 
the mess behind.   Bunch of assholes, 
but more fool me for going against 
my pretty good gut instincts in the 
first place.

I probably sound like I was a dead set 
dumbo in this deal, but in the initial 
stages` formation of the company, 
set up of finances, Legal stuff,, etc, I 
was flat out finding premises, moving 
the guts of my factory to the bigger 
one, buying new machinery and 
office stuff, employing people, and 
everything else in setting up a new 
business.  I took my eye off the ball 
and had to cop the consequences.

The bankruptcy was ugly, The finance 
company suits stormed the place, but 
as I was not a signatory to the money 
borrowed, I took little notice of them 
until they told me the bank account 
was frozen and employees would not 
be paid.  This was on a Thursday, with 
wages due the next day.   As the suits 
left, one told me they would be back 
on Monday and wanted to see all the 
employees except the accountant 
gone by then so they could take 
inventory.  

I thought them toddling off like that 
and leaving the place with us was a bit 
odd. Only one of them had venture 
down to the factory for a minute or 
two, but what the Hell, stuff them, I 
had employees to pay.

We’d just taken delivery of 4 or 5 Atari 
Hard Drivin’ games and after the two 
South Australians that were there, 
headed for the airport, I rang two 
operator mates offered them a great 
deal if they paid cash and picked up 
before midday Friday and sold two of 
the Atari games for $15000 each. They 
were pretty hot and were selling at 
over $20K at the time) 

Cash in hand the next day I told the 
employees their fate, paid them in full 
with holiday pay, and split up what was 
left of $29.5K between them as 
bonuses.  A couple of caterers turned 
up on cue with $500 worth of booze 
and tucker and we had a nice little 
party, going late into the night.   

On the Saturday, (I was a bit dusty) 
another operator mate rang, wanting 
in on the Hard Drivin' game deal (the 
coin-op grape vine was quick)  I was 
about to refuse when the devil inside 
me told me I was an idiot, so I sold him 
one for $14K as long as he picked it up 
before 3pm, which he did.  Early on the 
Monday I told Joe the accountant what 
I had done, told him he ‘knew nothing’ 
about any Hard Drivin' games, and 
gave him $4K severance pay for when 
he got the flick.

Later that morning five suits rolled up, 
three stayed up in the offices with Joe 
and two came down to the factory, 
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which was a nice old mess from our 
party.  The South Australians were 
long gone.
“What the hell happened here?”, one 
of them asked
“We had a break up party” I
responded
“Who paid for that?”
”I guess you guys did” say I before 
telling him I had sold machines to get 
money to pay the employees off.

“Don’t you know that’s a crime?   You 
were told the employees were not to 
be paid” he yelled.

“No, I was told that the Bank account 
was frozen so employees would not 
be paid.  No one told me I couldn’t 
sell machines to get money to pay 
them” I replied.

“Where is Rose?”

Adelaide, I think, him and his mate 
scarpered to the airport just after you 
guys left on Thursday.”  I reply.

Almost apoplectic, he bounded up 
the stairs and brought down the 
other clowns, who collectively went 
off their heads and seemed
determined to put me in jail. 

Then they started arguing amongst 
themselves for not securing the 
premises on Thursday, and went back 
upstairs. You know, I never heard 
another word about those Hard 
Drivin’ games…… and I’d bet a 
million bucks, their boss never heard 
a word about them either.

Any way once Rage On was tidied up. 
I opened a factory in Kirrawee, where 
we built cabinets and a few 
machines, but my heart wasn’t in it.  
The industry was changing and the 
way I saw it, Redemption games were 
the go.  I sold the Kirrawee factory 
and set up offices to concentrate on 
the magazine and see what I could do 
about Redemption games.

In 1992, I set up a showing of Kyle 
Hodgets's Video Redemption games 
in a Chicago Hotel, inviting the 
manufacturers that I thought may be 
interested.  Kyle is as good a 

programmer as you would find 
anywhere n the world, he’s hopeless 
with money, and comes over as a bit 
of a dick in other ways, but none of us 
are perfect and I like him.  

We shipped the games over and went 
to Chicago, once the centre of the 
coin-o’ world.   It was a very
successful trip as Kyle sold Mouse 
Attack and a couple of other games 
to ICE Inc and I made some valuable 
connections. Kyle offered me a cut of 
his earn, which I declined and he 
stayed on in the US.   A few days after 
I got home, a Bank draft for $10,000 
turned up from Kyle, who had
probably, already blown the rest of 
his first $50,00 payment in the casinos.   
These are things you never forget.

Then in March 1993, my biggest punt 
ever, came to life with the birth of 
Cash Box International.  Deciding to 
do it in January, I planned to launch 
the new magazine at the AMOA 
Show, held in Chicago that year and 
because I hated to admit that with 
our small staff, just Jane, Sidah and 
myself, that I had bitten off more than 
I could chew  and I can be a stubborn 
dick at times, I stuck to that launch 
date regardless of how far we were 
falling behind.

When those involved in printing, 
freight, and all the other things 
related to the project, realised I was 
in deep shit, costs went crazy, quotes 
given were refigured, one to nearly 
double the original, when I missed 
my dates.  I got ripped off by
everyone (and the bloody horses they 
rode in on) and the only one I could 
blame was the dickhead I looked at in 
the mirror. On final accounting, the 
production and launch of Cash Box 
International cost me $308,000,over 
a $100K   more than I’d budgeted, 
and the actual finished magazine 
way the worst we ever published.  
Wrong paper, poor binding, etc, etc.   
But the launch went well, I love 
Chicago and what a great time we had.

The 6 or 7 years I published Cash Box 
International were probably the best 
years of my life.  I didn’t make any 
money out of it or even recoup the 

initial 300K, but I travelled hundreds 
of thousands of miles around the 
world, met and became mates with 
some amazing people.   

I have a brother in law that constantly 
preaches ‘there are no friends in 
business’.  That crap irks me
something horrid.   The average person 
in business spends over a third of their 
lives working at it.  What a miserable 
life it would be with no friends you 
could share a talk or a laugh with.

Christine Butterworth of Intergame is 
a great friend of mine, a real mate, and 
we were basically head to head 
competitors for years. Her partner, 
David Snook, and Eddie Adlum of 
Replay also.  I could rattle off 40 or 50 
good friends I made in business and I 
consider myself rich to be able to do it.

Then we come to race, a lot of people 
tell me I’m a racist, mainly when I call 
a blackfella a blackfella.  I grew up 
with blackfellas in the Riverena, we 
played, fought, laughed and cried 
together like all kids. When we got into 
our teens we formed stronger
relationships. and/or friendships that 
lasted lifetimes with my last old 
blackfella mate dying just a couple of 
months ago.  Then there’s my little 
black mate Ago the Ghana God in New 
York, who is blacker than a blackfella.   
Jaoa in Brazil is a Muslim, who reckons 
he’s my brother.  Once again, I could 
rattle off many, many more, of many 
colours, creeds and nationalities, but 
what the Hell, I know what I am and 
what I’m not, and to Hell with Political 
Correctness.  

Great industry, great people,
wonderful years.

Jack Rodios



Contact: admin@namoa.com.au 
Facebook: NAMOAGROUP

DEFAMATION
CASE

SUMMER EDITION

MALCOLM'S BIG DEFAMATION 
CASE

When Malcolm sued me for
defamation last time, I’d been 
careless and he had a good case. 
David Hankin very generously offered 
to help with costs for a Lawyer.  Now,  
my eldest daughter is a very
successful Lawyer and I love her 
dearly, but in general, I don’t like 
lawyers one little bit.

However, David made an
appointment with reportedly the best 
defamation QC in Sydney and I went 
along with him to the QC’s plush 
offices in the Sydney CBD. From the 
minute I saw this fat ponce and felt 
his clammy, limp wristed hand, I 
knew this was not going to go well. 
This bloke couldn’t even look you in 
the eye when shaking your hand.  
However, as Hankin was paying, I 
sucked it up and sat down while the 
ponce brushed through the
paperwork.

Then, he laid back in his chair and 
delivered his verdict……….to the 
bloody ceiling. I was filthy, and when 
he calmly said he could probably win, 
but it would cost. I think it was 
$250K, while still talking to the 
ceiling, I stood up and headed for the 
door.   Outside David had a bit of a go 
at me and reiterated that the bloke 
we’d just seen was the best.  ‘Not in 
my book” say I.

I know this sounds very
unappreciative of me with someone 
wanting to help, but even if the 
Lawyer had been a top bloke and 
genuinely the best, I would never 
have let David Hankin or anyone else 
pay big money for something I had 
brought on myself.  Besides, if the 
Law hadn’t changed, I was pretty 
sure I knew how to get one of the 
genuinely best defamation lawyers in 
Sydney…..for free!

You see, I bought a couple of Law 
books for my first time in Defamation 
Court (cost me $700) and found that 
there were about a dozen lines of 
defence for each count you wanted to 
defend.  I pored over them for hours 
trying to determine which line suited 

each count, but couldn’t make head 
nor tail of it all.  When I finally got 
pissed off with trying to be a Lawyer, I 
thought, stuff it, let them sort it out, 
and listed all lines of defence for 
each count,  typed it out and toddled 
into the city to lodge it.  To my 
surprise, it was accepted and though 
I didn’t know it then, I had stumbled 
onto the key to using the stupid 
Australian defamation laws that 
totally ignore truth to my advantage.

Don’t think for a minute I was taking 
this new case lightly, I knew I had 
gone a bit too far in a couple of 
magazine articles and as I said 
earlier, Malcolm had a good case.    
This one was pretty heavy shit.  
Malcolm would get the magazine and 
probably my house if he won, but my 
main concern at this particular time 
was if the defamation Laws had 
changed since my last visit to the 
Court,   When I found nothing had 
changed, I lodged a defence of 
around 2 or 3 hundred lines, it could 
have been more, I forget the actual 
number, but whatever it was, there 
were 10 or 12 lines of defence for 
every count against me.

On the first of many Thursday 
mornings in Court, Malcolm's QC, a 
real poncy prick called Springfellow 
(something like that) looked down his 
nose at me like I was a bug to be 

swatted,  while his offsider just sat 
down and ignored me.  Then the ponce 
immediately started winging to the 
judge about the length of my defence.  
The judge listened (he’d already told 
me I was an idiot for defending myself, 
and I was a bit toey at this point as he 
had the power to throw my defence 
out) asked me if I was sure I wanted to 
argue every line of defence.  I said I 
did, the QC bloke snarled at me and 
started whinging again till the judge 
told him to get on with it.  He wasn’t a 
very happy little Vegemite, but I was as 
happy as the legendary ‘Larry’.

Thus was the way it went over the next 
4 months or so, 3, 4, maybe 5 some-
times, lines every second Thursday.  In 
that period we got through 3 and a bit 
counts and 40 odd lines of defence.  
We hadn’t got to the heavy stuff and 
the Judge had chucked the three 
counts out. Springfellow was whinging 
more than ever, the sick side of me was 
enjoying it immensely.  I think I only 
actually argued 8 or 10 lines of 
defence completely, myself, as most 
times, one of the smartest
defamation Lawyer in Sydney, the 
Judge, would butt in, correct me and 
end up arguing the line for me.  He 
was a good bloke, with a great sense of 
humour, and I don’t think he liked the 
ponce either.  He pulled me into gear a 
few times when I got too cocky, but 
you expect that from your Lawyer.
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There were times I’d say something 
stupid, and as the ponce snickered 
and smirked, the Judge would say, “I 
think what Mr Rodios means is……” 
and he’d argue his own point for me.  
We rarely lost those lines.  It was as 
funny as all Hell to watch Malcolm's 
QC squirm during these exchanges as 
everyone in the court (always full)  
knew he didn’t have the ticker to 
complain about the Judge to the 
Judge.

How this case ended is hard to 
believe.  My strategy, for what it was, 
was to piss the opposition right off 
(I’ve always been pretty good at that)  
by dragging every line of defence out 
as long as I could, and hope Malcolm 
got sick of paying high priced 
lawyers.  I found early that if I called 
the ponce just Springfellow, instead 
of Mr Springfellow, he would give me 
a fithy look, and often lose where he 
was at in his argument. and whenev-
er he was making a legal point I 
would ask, “Why is that? And either 
he or the Judge basically had to 
explain it, slowing things up even 
more.  Mr Springfellow didn’t like me 
one little bit, but the judge only had a 
go at me once for doing it and as I 
was expecting it, I had an answer for 
him.

“I’m really sorry Your Honour (for 
butting into the QC’s point and 
asking why) but as you know, I can’t 
afford a Mr Springfellow, and my butt 
is on the line here”.
He just looked at me for possibly 30 
seconds that seemed like an hour in 
the then now silent Court and I was 
sure he had my number. Then he said, 
“That it is Mr Rodios, that it is.
Continue please Mr Springfellow”.  
He never admonished me again for 
butting in, but I was careful not to 
overdo it.

At the rate we were going, and as 
long as I didn’t piss the Judge off, I 
was good for a couple of years in the 
preliminary hearings. Plenty of time 
to shuffle my assets around, in case 
Malcolm kept the case going and 
eventually won.

Springfellow, or whatever his name 
was, was whinging again, and 
mentioning his clients costs, when 

the Judge said, ‘Enough
Mr Springfellow, you have made the 
same complaints at every sitting of 
this case, and I understand your 
client's concern, but as I have told 
you every time, Mr Rodios has the 
right to argue his defence in full.

‘But Your Honour…….”

‘No buts, if Mr Rodios agrees, and you 
agree, there is a way to expedite this 
case” said the judge.

Springfellow brightened up
considerably at this, but I wasn’t too 
happy about expediting anything.  I 
had to hear it out though, and would 
need a good reason to not agree if I 
wanted to keep the Judge as my 
Lawyer.

“I suggest Mr Springfellow, that you 
write an abbreviated defence for Mr 
Rodios, submit it to me for review and 
if I am comfortable with it, and Mr 
Rodios agrees, we will continue with 
that shorter defence”  the Judge said 
with stern face, but smiling eyes.

As the gobsmacked ponce tried to get 
his thoughts together, the Judge 
turned to me.

“What say you Mr Rodios?  He asked

Not completely sure I’d heard him 
right, I mumbled “I don’t think I could 
bring myself to trust Mr Springfellow, 
Your Honour”

“You don’t have to trust him Mr 
Rodios, you have to trust me”

“If that’s the case, I’m one hundred 
percent for it Your Honour”  I replied, 
now sure that I’d heard it right and 
sucking up a bit.

And that was basically that, the 
ponce whinged and spluttered a bit, 
probably knew he was out of a job, as 
there was no way Malcolm Steinberg 
would pay him to write my defence or 
for another 2 or 3 years of his fees.

A week or two later, the Queensland 
Show was on and I was walking to the 
coffee shop at Royal Pines, when I 
felt a hand on my shoulder and the 
familiar voice of my old mate 

Malcolm, said “I think we should talk 
Jack”

We talked over coffee, he openly 
admitted the legal fees were costing 
him a small fortune. He laughed a bit, 
chastised me a few times,  as is 
Malcolm's way, and though I was 
tempted to be a mug and play hard 
ball, I thought , ‘What the Hell, the fun 
is over and no matter what goes down 
here, I had won, He knew that too, so I 
was quite happy to give a little.  I think 
we settled for 2 or 3 pages of advertis-
ing, which cost me nothing and helped 
fill the magazine.   A good deal is 
when everyone gets something, and 
though he wasn’t anywhere near as 
happy as me, I think he was pretty 
happy it was over.

Hard to believe, I know, But that’s how 
it went down, and I have to tell you 

something else you may not believe.  I 
like Malcolm, and respect him for 
what he’s achieved, always have.

No matter what the circumstances 
were with us, he was always the 
perfect gentleman. I don’t know where 
he is now or how he’s going, but I hope 
all is good. 

In closing this episode, I have to say 
that this was never a case of me being 
smart, if I was smart, I would never 
have got into it.  There was a fair bit of 
luck involved.  I was particularly lucky 
that Malcolm had sued me previously, 
as I had stumbled on the multiple 
defence caper by accident in the 
earlier case, I’d had experience of the 
judges in that Court helping me and 
others who defended themselves as 
we had to sit in the Court and wait till 
we got called up for our half hour.  I 
knew the stats that only one in forty 
odd NSW defamation cases got 
through the tiresome preliminary 
hearings to actually get to a trial, I 
know how to piss the right people off 
and how poncy lawyers react to  those 
who defend themselves.   And after 
tangling with Malcolm for a lot of 
years, I had a good knowledge of my 
adversary.

They were interesting days.
Jack Rodios
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I SHARED AN HOTEL ROOM 
WITH JACK RODIOS

The first time I met Jack Rodios 
would be in the late-1970s, I guess. 
I had persuaded my bosses at Coin 
Slot that we really needed to find 
out about the Aussie industry. In 
reality I had met a gal from Perth 
somewhere along the line and was 
interested in chasing ‘tail’. You 
know how it is when you are 
young…..

So this ‘work’ trip took me to the 
Gold Coast where NAMOA was 
running a small trade show in a 
very opulent tower block 
resort….the older elements in the 
industry may be able to put a name 
to that. The work to cover the show 
and what was in it, took very little 
time, as the games that were there 
I'd already seen at an MOA show in 
the US.

What I needed was a background 
piece on the Aussie industry, it's 
demographics and if possible some 
stats. I was directed to Jack….he 
knew everything that was needed 
and he was ready, willing and able 
to assist. We sat down and he 
talked, and talked and I furiously 
took notes.

After that I met Jack on many 
occasions, usually at one of the big 
American shows, MOA – which may 
have become AMOA by that time – 
or IAAPA, or perhaps even the very 
early AAMA shows. Too many 
initials. He would always be 
running around whippet-like, 
looking at what was new and 
recording it for his new magazine, 
Cashbox International. 

I don't know all the dates involved 
in these reminiscences and Jacko 
remains as garrulous and reluctant 
to talk about himself as ever. 

But I do remember that his
somewhat abrasive style was 
perhaps a little to much 
to-the-point and perhaps too 
transparently honest for some 
delicate sensibilities in the trade in 

Australia. He started to run his own 
little trade show when the NAMOA 
event eroded into nothing. He 
called it a ‘No Crap Show’. Not sure 
exactly what that meant although it 
suggested he was going to person-
ally vet every exhibit to make sure 
that it was of a standard…..risky for 
a show organizer.

I remember when he set up
Cashbox International I asked him 
whether it would be “as good as 
InterGame.” “Better”, he replied 
with a grin. I even contributed a few 
pieces to its editorial column from 
time to time, simply out of
admiration for Jack's style. 

The most outstanding memory was 
going to a small trade show in 
India, New Delhi. We arrived at the 
front desk of this very, very posh 
hotel and were met by a young lady 
in a sari who told us that every 
room was packed out, including 
ours. A gent arrived in manager's 
garb and in response to our
combined fury he told us that some 
potentate had arrived from 
up-country with a bigger-than-ex-
pected entourage and he'd taken 
an entire floor, effectively bumping 
loads of other guests. 

We still played hell and threatened 
to go and turf out the nabob from 

his rooms ourselves. The
manager-type said all he had left 
was “the vice-president's suite”. 

We paused…….”It'll do for a 
night,”we answered almost togeth-

er. So that was how we got into 
this huge, multi-room suite full of 
opulent furniture and effectively I 

could always say thereafter
“I shared a room with Jack 

Rodios.”

Needless to say the next morning 
we trooped back down to the front 
desk and told the duty manager 
that as we had settled in that room 
and established ourselves, 
unpacked etc. then we would 
reluctantly be prepared to stay 
there for the rest of our visit. To our 
amazement, he was almost
grateful!

It was sad that Jack’s
uncompromising attitude led him 
occasionally into problems…..the 
failure of his shows and of his 
magazine. The truth is probably that 
the Australian industry was never 
really of a size to justify a separate 
show nor a trade magazine. Either 
would always struggle. Jack was in 
reality a big character in a
comparatively tight environment.

He was always scrupulously honest 
and desperately outspoken. We once 
asked him to cover for us an AGE 
show, the poker machine show. It 
was a disaster. He was savage to the 
entire concept of pokies, the 
people-in-suits behind them and the 
impact on Australian society. I had to 
go out the following year to cover 
the show and repair fences with the 
organisers. In fact, the AGE
organiser today is Ross Ferrar as it 
was then and he and I have become 
very good friends.

But that was Jack. He was a kind of 
lovable rogue; the salt of the earth 
when you befriend him and intensely 
loyal. Jack was….is….what one 
euphemistically call an ‘'Occer’. I am 
not really sure what an 'Occer is, but 
it sounds as though it might fit. 
Jack's declining health in recent 
times has been an issue that has 
suppressed his presence and his 
gritty humour. But although these 
days our contact is very occasional 
and through emails, I and my
business partner Christine
Butterworth, retain a stout fondness 
for Jack and considerable respect for 
his knowledge and his honesty.

He had a role in the growth of the 
Australian industry. If there was an 
Aussie Hall of Fame for the
amusement business Down Under, 
then Jack, for all the ruffled feathers 
he caused, would certainly deserve a 
place. 

David Snook - InterGame. 
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IAAPA VIBES ALL POSITIVE

All of the stats have been rolled out so 
many times: nine miles of aisles, 
1,000 exhibitors, 31,000 through the 
doors….what is really important, of 
course, is whether anyone has any 
money to spend – to put it right to the 
bottom line.

And it appears that the upward and 
ebullient atmosphere at the IAAPA 
trade show of the past two years, is 
further enhanced. The Orange County 
Convention Center in Orlando is the 
ideal setting in that it not only 
embodies all the necessaries for a big 
American trade show, but it is at the 
very epicenter of the theme parks 
business…..

…And FECs too, and that includes our 
very own coin-operated games 
business, that forms no small portion 
of this giant exposition. 

Uncannily, the same adjectives are 
coming out from talking to totally 
separate people, all very knowledgeable 
industry people in their own right. 
‘Sophisticated,’ ‘management 
systems’, ‘investing’….we canvassed 
just three big names and they all used 

all three descriptions of the way things 
are in the business right now. 

Joe Coppola at ICE: “The prospects 
look very good for the industry over 
the next six-to-eight months; very 
strong. All of the big companies are 
still growing and expanding – the 
‘national accounts’ like Main Event, 
Player 1 and Chuck E Cheese – are 
growing and expanding.

“Everyone I talk to these days says 
the same thing: it is a good business 

to be in. Operators now are
more sophisticated; they use

management tools to help them run 
their business professionally and 

they are prepared to invest. The days 
of the ‘mom and pop’ operation

are over.”

John McKenzie at BANDAI NAMCO: 
“The market is buoyant. Over the past 
few years operators have become more 
sophisticated; they are tackling 
cashless, using forms of reporting to 
analyse their business, reviewing the 
best games and investing accordingly. 
They are more in tune with what is in 
the market in new technologies and 
are prepared to spend. 

“The players are looking for out-of-home 
entertainment and the global economy is 
good; plus there has been very good 
product over the past two or three years.”

Paul Williams at Sega: “The whole 
industry has become more sophisticated 
and operators are utilising the data they 
are capturing through new back office 
systems to plan their businesses profes-
sionally. The products coming into the 
market are good and these factors are 
combining to encourage people to 
spend.”

Whether the visitors to IAAPA were 
spending will become evident over the 
next few weeks as sales forces chase 
contacts made on the show floor, but the 
atmosphere, it has to be said, was very 
positive. 

Virtual reality was back, as expected, 
with a few faces gone from last year and 
a few new ones coming in. We also had a 
surprise or two; the Atari logo was back 
on the floor of a US amusement machine 
show, as the remains of that old and 
great company tied up with Chinese 
manufacturer Unis to bring in a kind of 
cocktail table-style Pong game.

Continued over ...
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James Gorman of Pacific Industries International, Joe Coppola of ICE and Australian supplier Bruce Colborne of Amusement Machine Distributors in Sydney.
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There were no fewer than three 
pinball manufacturers a few stands 
away from one-another; and it is years 
since we saw so many exponents of 
that art at a show. 

Redemption games dominated the 
coin-op sector, expectedly, with 
plenty of bigger, taller, examples of 
the genre, pandering to the current 
tastes for the more spectacular in 
merchandising, cranes and tickets. 
But there were plaudits handed out 
for new video product too, with the 
coveted Brass Ring Award being 
celebrated on more than one booth. 

Bigger, brighter, brasher were 
descriptions of nearly everything from 
the Triotech-Falgas unlikely tie-up for 
a kiddie ride, to the entire ‘block’ of 
snow-themed midway games
specially developed by Bobs Space 
Racers for major Saudi operator Al 
Hokair. 

The essential add-ons to FECs beyond 
coin-op also had its introductions 
with QubicaAMF launching its biggest 
display ever to highlight an entirely 
new full-scale bowling venture, Hyper 
Bowl and a total overhaul of it’s 
Highway 66 mini-bowling all at the 
same time. 

Miss America put in a glamorous 
appearance for the morning of day 
two on the stand of Apple Industries 
and its Face Place photo booth 
company, just about upstaging 
everyone else at the show. Every night 
was party night for one company or 
another – sometimes several
simultaneously and by the afternoon 
of the fourth and final day, the show 
floor was a ghost-town….everyone 
had gone home exhausted.

SUMMER EDITION

Gene Brogowski (centre) of ICE with friends 
and distributor Nabil Kassim (left) and Yuhanis 
Nawasreh from Warehouse of Games, Dubai.

The Elaut management team, left to right, 

Helga Verstraeten, her brother Eric (right) 

and centre international sales manager 

Stefaan Vaerewyck.

An old name re-emerges; 
Atari’s logo dominated a 
stand adjacent to Unis on 
the show floor, bringing 
back a new version of the 
old Pong game.

The major Saudi Arabian
operator Al Hokair had a full-scale team in 
Orlando for IAAPA. Heading it was Majed Al 
Hokair (red jacket).

Senior management 
at the Al Othaim 

Group from Saudi 
Arabia in town for 

the show, Wouter van 
Wemmel (left) and 
Mohammad Attia.
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Harry Williams, famed pinball 
designer and founder of the 
Williams Manufacturing (a major 
player in the electromechanical 
pinball era), produced a lot of games 
over his long-lived career, for a variety 
of companies he owned, worked for, 
or contracted with. One small, and 
poorly understood, instance of this 
involves Bally Manufacturing Corpo-
ration.

Harry did a few game designs for 
Bally in the 1930s, but all his efforts 
predated the foundation of Williams 
Manufacturing (and flipper pinball in 
general), except for two traditional 
pinball games. The first was 
Firecracker, which Bally released in 
February 1971 (production: 2,800 
units). The second, on Firecracker’s 
heels, was Skyrocket, released in May 
1971 (production: 545 units).

That was it.

Harry had games produced later on, 
mostly by Williams and Stern Elec-

tronics, but never again by Bally. 
Why?

It should be noted upfront I have no 
confirmed answer here, and multiple 

factors may have been in play.
However, based off historical records, I 
believe the issue fundamentally comes 
down to the friendship between Harry 
Williams and Sam Stern.

First, some context is required
regarding the relationship between 
Sam Stern and Harry Williams, as they 
have a long history together.

Sam Stern went to Harry Williams in 
1947 and purchased 49% of Williams 
Manufacturing from Harry. Sam and 
Harry became friends, and Harry 
continued designing at Williams 
throughout the 1950s while Sam 
focused more on the business aspects 
of running the company.

Sam then arranged for a buy-out of 
Williams in 1959 (Harry took cash for 
his share of the company, while Sam 
took stock in Consolidated Sun Ray, 
the purchaser). Harry left at this point 
and formed Southland Engineering 
while Sam became president of 
Williams (versus his role as vice 
president during the 1950s). Williams 
became independent from
Consolidated Sun Ray in 1961 (Sam 
Stern owned it at this point), and 
eventually (in 1964) was acquired by 

Seeburg (of jukebox fame; Sam Stern 
accepted Seeburg stock in exchange for 
ownership).

According to Williams pinball designer 
Steve Kordek, Sam Stern felt
embarrassed about aspects of buying 
Harry out in 1959 (Kordek indicated it 
was regarding the amount of money). 
Sam allowed Harry to continue to 
develop pinball designs as an external 
contractor and submit them for possible 
production by Williams. Kordek had no 
interest in building Harry’s designs (he 
did recall using one of them, however). 
Kordek was brought to Williams as Harry 
was departing the company, and Kordek 
(being an established designer in his 
own right from his time at Genco and a 
brief stint with Bally) had ideas for 
games. Kordek did not see the point in 
building Harry’s designs when he could 
build his own. Kordek did save Harry’s 
designs over the years, resulting in a 
treasure-trove of playfield design 
content available due to those
preservation efforts and the work of 
Duncan Brown to obtain them.

So, Sam Stern had a long-running 
interest in allowing Harry to provide 
designs for the company he was running 
(though, as the records indicate, he did 
not mandate Kordek actually
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THE CURIOUS CASE
OF HARRY WILLIAMS
& BALLY

Firecracker was the first traditional pinball machine Bally produced with a Harry Williams design Picture: David Peck



manufacture those designs). This is 
where I believe the Bally angle fits in, 
as Sam, ever so briefly, worked for 
Bally.

As noted above, Seeburg acquired 
Williams in 1964. Sam Stern’s 
contract with Seeburg ran until 1969, 
and due to Bally’s activities and 
growth Sam decided to join the 
company (Kordek indicated Sam was 
fired from Williams, so the departure 
may have been less voluntary than 
some biographical summaries 
suggest). Sam filled an executive vice 
president slot, and stayed with Bally 
for a year. He returned to Seeburg 
(and thus Williams) in 1970, and 
stayed there until 1976.
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Looking back above, one is probably 
noticing that Firecracker and
Skyrocket were manufactured after 
Sam Stern left Bally (as both games 
were produced in early 1971).
However, as the Internet Pinball 
Database (IPDB) details reveal, the 
project dates were when Sam appeared 
to still be present at Bally (Firecracker 
has a project date of July 27, 1970, and 
Skyrocket right after with a project 
date of August 3, 1970). Given Sam’s 
interest in accepting designs from 

Harry while running Williams, and the 
syncing of these production timelines 
with Sam’s short tenure at Bally, it 
makes sense to think that Sam was 
able to get a couple of Harry’s designs 
into the production pipeline (and as 
we’ve seen numerous times in pinball, 
it is not atypical to see manufacturing 
of a game happen after those involved 
with the project have moved on from 
the manufacturing company). It would 
also explain why it did not happen 
again after that point (as Sam’s return 
to Williams meant he was no longer at 
Bally to push for Harry’s designs).

I reached out to Duncan Brown 
(mentioned earlier regarding his 
preservation efforts in the Harry 
designs Kordek saved but never used 
at Williams), inquiring about Harry and 
his Bally pinball designs. Brown 
indicated that while these Bally pins 
do predate what he considers the 
official lost playfield designs, 
Firecracker is actually included in the 
collection, and originally had the 
name Scramble. Brown did a compari-
son and confirmed the design is 
indeed identical to Bally’s Firecracker, 
which raises interesting questions as 
to why Kordek had them.

I listed designs, plural, because while 
Brown did not find Skyrocket amongst 
the documentation, he did find two 
other interesting examples. There is a 
Harry design for a game called Samoa, 

which Brown noted is highly similar 
(but not perfectly identical) to Bally’s 
1971 Sea Ray, which is credited as a 
Ted Zale design at IPDB. Note that, 
much like Skyrocket and Firecracker, 
while Sea Ray was produced in 1971 
its project date is September 30, 1970. 
Another game, Bally’s 1973 Bali-Hi, 
matches another Harry design with 
just slight differences (same name in 
the design as well). Bali-Hi’s project 
date? September 14, 1970 (and like 
Sea Ray, IPDB credits to Zale).

Brown’s playfield records indicate 
Harry worked on all these designs in 
June 1970, and that they were Bally 
templates (so Harry did intend these 
games to be made by Bally, not 
Williams). The IPDB project dates in 
1970 confirm official acceptance by 
Bally of the designs.

Additional Harry/Sam activity lends 
credence to this theory. Harry had 
more games produced by Williams, but 
only after Sam Stern returned. Sam 
Stern left Williams again in 1976 when 
he started up Stern Electronics. As 
fans of those games know, Harry 
Williams had numerous designs 
produced by Stern Electronics
(providing yet another link between 
the two).

So, while it is a bit curious to see a 
couple pinball games from the early 
1970s out of Bally with Harry Williams 
given design credit, it appears his 
friendship with Sam Stern was the 
driving force behind why it happened. 
All this is just circumstantial. I did not 
find any historical record or interview 
that specifically addressed the formal 
reasoning Bally had to run with Harry’s 
designs.

Nonetheless, it is an interesting 
pinball tidbit, and given what the 
pinball community knows about the 
relationship between Harry Williams 
and Sam Stern, I think there is enough 
convergence on the project dates and 
Sam’s employment with Bally to 
suggest it to be the primary factor for 
this interesting fluke of pinball design 
history.
Dennis Kriesel

Skyrocket was the second, and final, traditional 
pinball machine Bally produced with a Harry 

Williams design
Picture: Kory Hankin

The playfield 
design of 

Firecracker 
(originally 

Scramble) by 
Harry Williams, 

from Steve 
Kordek’s 

collection
Scan: Duncan 

Brown
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HOYTS
I.T. LEVERAGE

Signs long-term deal with 
Optus for network services. 

The Hoyts Group has tapped Optus to 
provide a range of networks services 
under a five-year agreement that, 
according to Optus, will “allow Hoyts 
to leverage all that the Internet of 
Things has to offer.”

Optus says it will provide Hoyts with a 
managed services platform built on 
the Optus Evolve suite that will 
“improve connectivity and data 
security throughout the Hoyts 
network, including its 48 cinemas, 
regional offices and VMO’s [digital 
advertising firm Val Morgan 
Outdoor’s] thousands of digital 
signage assets.”

Optus Business Managing Director 
John Paitaridis said: “Hoyts now 
boasts modern, automated systems 
which improve the company’s
productivity and the customer
experience – from improving ticket 

transactions to the seamless
management and distribution of 
digital content throughout their 
network.”

Optus says it has provided a real-time, 
cloud-hosted platform that includes:

• Evolve IP VPN to ensure seamless 
 and secure connectivity across 
 Hoyts’ multiple locations

• Evolve Internet and Voice to enable 
 seamless communication and 
 collaboration across the company

• Evolve WIP VPN Plus (mobile) to 
 provide back-up connectivity 
 solutions across all cinema venues

• Cisco’s Jasper management 
 platform to help Hoyts manage the 
 multiple assets running across its 
 network as a collective portfolio

• Machine-to-machine SIMs to allow 
 Hoyts to seamlessly manage and 
 update digital signage and
 additional communications
 infrastructure.

Optus Evolve is an umbrella term of 
numerous Optus business networking 

services. The branding was introduced 
back in 2007 when it was billed as “a 
next generation IP network that places 
Optus at the forefront of converged 
network solutions,” and that would 
“change the way Australian businesses 
communicate.”

Optus said it had been “built from the 
ground up [and] features a new simple, 
modular, end-to-end IP network with 
streamlined backend processes and 
greater bandwidths than previously 
available,” and would “allow Optus 
customers to replace legacy networks 
with a single, easy-to-manage network 
platform [that] delivers outstanding 
business efficiencies, including faster 
data speeds and simpler network
management.”

Since then Optus has made numerous 
announcements of specific services 
carrying the Evolve brand.

Report from www.iothub.com.au
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TAP-AND-GO
CONVENIENCE

The Commonwealth Bank and 
Invoice2Go offer new services 
that will allow any business to 
easily accept payments. 

Competition to get small businesses 
using tap-and-go services to accept 
payments is heating up with
simultaneous announcement of a new 
services from the Commonwealth 
Bank and Invoice2Go.

The new CommBank service will 
enable its business customers to 
accept tap-and-go payments via their 
phone, while Invoice2Go will enable 
businesses to do the same via a small 
PayPal device.

CommBank’s smartphone 
service

Commonwealth Bank has partnered 
with Mastercard, IDEMIA (formerly 
OT-Morpho) and Samsung Electronics 
to enable Australian small businesses 
with a CommBank account to accept 
payments from Mastercard account 
holders of up to $100 by having 
customers tap their contactless card 
or mobile wallet against the business’ 
Samsung phone.

CommBank is using the Mobeewave 
service that enables people to accept 
money in person via their smart-
phones. Mobeewave will provide a 
white label service to CommBank 
using IDEMIA’s digital enablement 
platform, allowing CommBank 
customers to accept Mastercard 
transactions on some Samsung 
devices from the second half of 2018.

The facility will use the Samsung 
KNOX platform, and IDEMIA’s
embedded secure element (eSE) 
PEARL.

Mark Garvie, Asia Pacific managing 
director for financial institutions at 
IDEMIA, said the service would be the 
first offering of its kind in the world.

“The rise of mobile payment solutions 
in the fintech market has the potential 
to seriously disrupt existing payment 
methods and this will be one of the 
channels through which that
disruption will flow,” he said.

It will also make CommBank the first 
financial services institution in 
Australia to offer the Mobeewave 
SoftPOS service.

Invoice2go’s PayPal service

Meanwhile Invoice2go – the basic 
cloud and mobile accounting app that 
provides fast, simple invoicing for 
small businesses – has launched 
tap-and go-payments “for Australia’s 
smallest businesses” in conjunction 
with PayPal.

Unlike the CommBank service, which 
will not be available for at least six 
months, it is available now. It can also 
accept payments up to $12,500 and 
works with MasterCard, Visa and Amex 
cards.

Invoice2go has made the PayPal Here 
card reader, which costs $49 from 
PayPal, compatible with its online 
system. The company says businesses, 
regardless of size, will be able to accept 
swipe, insert, or tap-and-go card 
payments, wherever they are, and get 
paid instantly.

Michael Ramsey, head of product at 
Invoice2go said: “Now plumbers, 
florists, dog-walkers and accountants 
alike can have the same opportunities, 
and look just as professional as the 
biggest retailers.”

Invoice2Go is also promising to add new 
features that will enable users to send 
invoices directly to customers via a 
number of messaging apps, including 
Whatsapp, iMessage, Android Messages 
and Facebook Messenger.

It says its customers, globally are now 
sending $2 billion worth of invoices 
through the app, including $400 million 
in Australia.
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PROTECT YOUR BUSINESS!

Site/location Agreement
Books.
(50 duplicate Agreements in a pad)

COST: $22.00
(Includes GST and Postage)

New Members receive a
COMPLIMENTARY Book. To
save wastage, it has to be
requested).

Delivery Dockets
Delivery Dockets are used for
Record of Ownership. Title and
Commercials Terms.

Book is A5 - 50 pages in duplicate
Introductory Delivery Docket Book
$9.90 (includes GST, Postage and
Handling)

Additional Delivery Docket Books -

Special Price
$16.50 (includes GST, postage
and Handling)

To order - please e-mail
admin@namoa.com.au
(Prices may change without notice)

REDEMPTION STICKERS

A lot of discussion has been had 
regarding the quality/price of prizes 
that are on offer in Prize Redemption 
games and the feedback from 
customers is that young children are 
‘seduced’ into playing some 
redemption games that have major
prizes of Playstation’s, mobile 
phones. IPods etc.

NAMOA has re-designed new 
stickers which are reversed printed 
and attached to the inside glass of 
Prize Redemption games, according 
to the value of the
prize.

G Maximum Prize Value $20.00
PG Maximum Prize Value $50.00
M Maximum Prize Value $100.00
MA Maximum Prize Value $200.00

Members are entitled to 20 free 
stickers, but you must apply for 
them. Please advise the combina-
tion you require. Additional stickers 
can be purchased by members at 
$1.10 each, which includes
GST, postage and handling.

To order your Stickers please 
contact Juanita Keegan.
admin@namoa.com.au

ADVERTISING RATES
COLOUR in JPEG format

FULL PAGE $220.00
HALF PAGE $165.00
QUARTER PAGE $110.00
PREFERRED SUPPLIER
ADVERTISING $88.00
per financial year.

This includes:
The Collector and the Web Site.
(The above Prices include the GST).
Rates may change without notice.

Deadlines
28 February, 31 May
31 August, 30 November

To order - please e-mail
admin@namoa.com.au

Contact: admin@namoa.com.au 
Facebook: NAMOAGROUP

SUPPLIES
DIRECTORY

VIDEO GAME MACHINE 
LABELS

Labels are not available from
NAMOA. Go to the
Government Web Site

Machine Labels can be downloaded
from www.oflc.gov.au
(Classification Markings)

SUMMER EDITION



Members - is your business included 
in these listings? If not - you are 
missing out on other members 
knowing what your business offers!

Your listing is also placed on the 
NAMOA web site as well as here in 
the printed Collector. Cost to you is 
$80 plus GST for 1 year on the web, 
including 4 Collector listings. PRO 
RATA for the remaining issues this 
year. Advertising rates may change 
without notice.

Email Juanita:
admin@namoa.com.au
with your paragraph and your 
advertisement will be in the next 
Issue and go straight onto the web 
site. (in Microsoft Word, please)

Not a Member? Join Now and take 
advantage of this listing directory.

ALLSTAR are the #1 independent 
distributor of POP VINYL toys in 
Australia. We offer individual or 
assorted mix. Ideal for Crane or any 
machine. Check the website for 
details, specialise in FEC prizes like 
Monopoly, Superhero items and Pop 
Culture related.

www.allstarbrands.com.au

Fun wheels offer BERG pedal Go 
Karts for fun outdoor toys from 5-99 
see website for details, ideal for 
major prizes for FEC or machine 
operators. Check website for details 
or call.

www.funwheels.com.au
Rob Parsons - 0419 606776

A.M.D. SYDNEY
Amusement Machine Distributors. 
Australian Distributors for Stern 
Pinball, Incredible Technologies, LAI 
Games, ICE, Sam Billiards,
Benchmark, UNIS & Betsons.
Full range: new and used machines, 
service and spare parts available.

Ph: 02 9700 9600.
Fax: 02 9669 1266.
www.amdcoinop.com
E: bcolbourne@amdcoinop.com

AMUSINC
Importers of:

- Quality Crane/Skill Testers
- Prize Redemption Machines
- Spare Parts
- Licenced Plush Toys
- New Containers Always Arriving
- Representing Manufacturers from 
- China, Korea, Taiwan and USA
- Global Importers.

Give us a call for your needs.

Todd McDougall 0400 993 393
www.amusinc.com.au
E: coin_net@hotmail.com

BILLIARD IMPORTS PTY LTD

Suppliers since 1981 of English 
cloth, Essex Straight Six Coin 
Mechs, K.P. balls, Hustler, Cuetec 
and Club cues, Italian slate, light 
fringes and accessories.

Ph: 07 3343 5022
Fax: 07 3349 9620
E: sales@billiardimports.com.au

ANDO’S AMUSEMENTS 
(AUST)P/L

Sales- various types of Second Hand 
of coin operated amusements, 
including Kiddy Rides.

Ph: Larry 0416 177 077
Fax: 07 4779 8672
E: andosam1@bigpond.com

CASHFLOW ENTERTAINMENT P/L

Designed to meet global market 
expectations with CNC manufacturing. 
Australian designed and
manufactured PCB’s and Software. 
Cutting edge 3G SMS communication 
systems. Producing a range of 
Cranes, Redemption, Ticket and 
Sports games. Balancing High 
quality with Low prices.

Ph: 0432 323 333
E: admin@cashflowgames.com.au
www.cashflowgames.com.au

COIN OP SOLUTIONS

Exclusive distributor for Wu Mar 
Harng/Paokai Electronic. Australian 
Designed Cranes – A crane for every 
Location. Toy Soldier, Maxi Claw, 
Win Every time, Cool Age Chocolate 
and Movie Stars. Glass All-round, 
LCD Screens, security bars, bill 
acceptors and many more options.

2 Year warranty on boards and 
motors. Now available – plush mixes 
20cm, 25cm, 30cm and 40cm

Mark Robins - 0433 118 477
Ph: 03 9555 1409
E: mark@coinopsolutions.com
www.coinopsolutions.com

Contact: admin@namoa.com.au 
Facebook: NAMOAGROUP

SUPPLIERS &
CONTACTS

SUMMER EDITION



FLAMINGO RECORDS

Current audio and video CDs for your 
sited or home juke boxes. Brand new 
and used 7” vinyl records; lamps and 
stylii/needles for all makes and 
models of vinyl record juke boxes.

Phone Erwin for a quote for your 
monthly CD and VCD orders. Video CD 
programs available for rental.

Ph: 0418 127 514 or 03 6234 1300
E:flamrecs@bigpond.net.au

HUNTER LEISURE

Hunter Leisure supply toys suitable 
for crane & redemption machines.

Ph: 03 9287 9888
Contact: Sonia Rhind
E: soniar@hunterleisure.com.au
or cathyd@hunterleisure.com.au
www.hunterleisure.com.au

MICRO SYSTEM CONTROLS P/LTD

Designers and Suppliers of:
Australian Design Award winning
Microcoin QL, Microcoin SP,
GBA Note Acceptors

For sales and service enquiries, 
please contact Robert Bird.

Ph:03 9646 6446
Fax: 03 9646 6447
E: sales@microcoin.com
W: www.microcoin.com

PENNY JUNCTION AUST. P/L

We are Australia’s largest bulk 
vending wholesaler of all gumball 
products, capsuled toys (25mm to 
93mm), rubber bouncing balls
(27mm to 50mm) and mixed bulk 
toys for stackers and similar 
machines.

We are able to service everywhere in 
Australia and our pricing will not be 
beaten.

Ph: Geoff Guthrie 03 9318 1047
Unit 1/1 Caulson Close
Maribyrnong Victoria 3032
E: pennyjunction@bigpond.com
www.pennyjunction.com.au

REFLEX GAMES

Suppliers of coin-operated arcade 
equipment and associated products, 
including simulators, redemption 
equipment, cabinets, software, 
pinballs, jukeboxes and kiddie rides.

Register your surplus equipment on 
our consignment listing.

Steve has been distributing
amusement equipment since 1977, 
so for experienced advice,
competitive prices from a supplier 
who does not operate in competition 
with his customers, give him a call.

Steve Patan (03) 9016 6961
Fax: (03) 9016 6961 or
Ph: 0414 660 069
E: reflexgames@bigpond.com
www.reflexgames.com.au

Contact: admin@namoa.com.au 
Facebook: NAMOAGROUP

SUPPLIERS &
CONTACTS

media

Need help with your
website, advertising

or print media?

Check out our
services today at

www.fidgetmedia.com.au
Call: 0431 114 977

LIKE TO PUT
YOUR

BUSINESS
HERE?

JOIN NAMOA TODAY!
E: admin@namoa.com.au

SUMMER EDITION



RIDE ON ENTERTAINMENT

Cars, Planes, Train 
 “you name it-We have it in stock”
1940’s rides starting from $500 sold 
as is” Hundreds of models to choose 
from in our Sydney and Melbourne 
warehouses.

Licensed character rides available. 
For assistance please contact
Office: 03 9890 7577
E: louise@rideon.com.au
www.rideon.com.au

SHADFORTH INSURANCE 
BROKERS

Insurance Brokers approved by 
NAMOA.

Fully underwritten by an Australian 
Insurer. Exclusive facility available 
to NAMOA members.

Unique insurance solutions on a 
policy developed in consultation 
with your Association.

Contact either Darren or Rebecca
Darren Reilly - 07 3031 1622
Mobile 0418 751 986
E: Darren.reilly@sfg.com.au
Rebecca Higgs 07 3031 1625
Or Mobile 0418 751 986
E: Rebecca.higgs@sfg.com.au

THOMPSON BILLIARDS

Manufacturers of Coin Tables and 
Home Tables, as well as accessories.
35 years manufacturing experience 
in the industry.

Shipping nationally from the Gold 
Coast, Qld.

Phone: 07 5537 6922
Fax: 07 5529 1022
E: admin@thompsonbilliardtables.com.au

ZAX AMUSEMENTS

Australia’s largest for Distribution, 
Technical Repairs, Spare Parts and 
Consultation.

Housed in an all new purpose built 
facility at 265 Ingles Street, Port 
Melbourne, Victoria 3207.

P: 03 9676 9190.
Fax: 03 9676 9290
Zak Athanasiadis
E: sales@zax.com.au
www.zax.com.au

NAMOA STATE
REPRESENTATIVES

NEW SOUTH WALES
James Melides - 0412 070 690
E: james.melides@anare.com.au
Ron Mroz – 0425 709 032
E: rmroz@kingpinbowling.com.au

VICTORIA
Zak Athanasiadis – 03 9676 9190
E: zak@zax.com.au

Steve Kimmins – 0409 345 684
E: stevekimmins@bigpond.com

QUEENSLAND
Tony Argery (NAMOA President) 
Mobile: 0418 988 988:
E: tony@funhouse.com.au

Ray McGowan – 0432 323 333
E: ray@cashflowgames.com.au

NORTHERN TERRITORY
No nominations received

SOUTH AUSTRALIA
Robert Westwood – 0403 053 611�
E: robertwestwood@hotmail.com

WESTERN AUSTRALIA
Joanne Cox - 0452 418 164
E: planetamusements@gmail.com

TASMANIA
No nomination received

ACT
Nick Vasiliou – 0413 930 750
E: nick@happydays.net.au

DISCLAIMER
1. All expressions of opinion are published on the basis that they 
are not to be regarded as expressing the official opinion of the 
publisher unless expressly stated.
2. The publisher accepts no responsibility whatsoever for the 
accuracy of any of the opinions or information or advertisements 
contained in this publication and readers should rely on their own 
enquiries in making decisions concerning their own interests. In 
particular, no responsibility is accepted for the quality of goods or 
services supplied by advertisers or for the accuracy of materials 
submitted for reproduction. To the extent permitted by law, the 
publishers, their employees, agents and contractors exclude all 
liability (including liability and negligence) to any person for any 
loss, damage, cost or expense incurred or arising as a result of 
material appearing in this publication.

Contact: admin@namoa.com.au 
Facebook: NAMOAGROUP

SUPPLIERS &
CONTACTS

THOMPSON
BILLIARD TABLES

LIKE TO PUT
YOUR

BUSINESS
HERE?

JOIN NAMOA TODAY!
E: admin@namoa.com.au
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Contact: admin@namoa.com.au 
Facebook: NAMOAGROUP

NAMOA is Australia’s Premiere 
Amusement Industry Association

www.namoa.com.au 


