











Afternoon “How To” Workshops

#1 “How To” Assessment On: Senior
Executive and Employee Involvement in

the Marketing Plan

Workshop Leader: Toby O’Brien, Vice President of Marketing
& Client Services, Raving Consulting

Assessment Goal: Is your marketing department getting the
support it needs to be successful? Are you involving management
and frontline employees in planning and implementation?

Are you encouraging participation to maximize buy-in? Or,

are you going it alone and wondering why everybody thinks
that marketing is just a bunch of fluff that creates more work
theyre being forced to do on the floor? Workshop participants
will develop tools to assess the involvement of other casino
departments in the marketing process and motivational tactics
that get them out of their silos and into a cooperative marketing
spirit.

#2 “How To” Assessment On: Advertising

Workshop Leader: Steve Forsythe, CEO, Raving Advertising
powered by FFE/adventas

Assessment Goal: Where and how are you spending your
advertising budget, and what type of impact is it having on
your casino? Are you reaching the customers you want to reach?
Steve will walk you through the evaluation process considering
measurement, content, type and frequency for your television,
radio, print, billboard and image/brand advertising,

#3 “How To” Assessment On: Your Service

Standards in the REAL World
Workshop Leader: Steve Browne, President, Raving Service

Assessment Goal: This assessment will be about developing
technical specifications for your service standards — specifications
that can be measured, assessed, scored and evaluated (coached)
with employees in moment-of-truth interactions. Bring your
current service standards to the workshop and have them
configured into behaviors that meet, exceed or fall below your
customer’s expectations. Steve will use real-life research data to
build a measurable service standards program for your casino.

#4 “How To” Assessment On: Players

Clubs and Direct Mail

Workshop Leader: Ron Aller, Senior Consultant, Raving
Consulting Company

Assessment Goal: Is your players club working efficiently? s

it providing the kind of benefits your customers want? Does it
operate in a user-friendly fashion? Is it tiered or not tiered? Are
the offers right? Are your customers adequately rewarded —
spending too much or too little, over or under rewarded? Do you
get input from players? Are you running the right reports? Lots
of important questions to ask, and Ron will take you through
step-by-step how you can go back to your casino and assess how
successful your players club is z2oday.

#5 “How To” Assessment On:

Entertainment

Workshop Leader: Kell Houston, Vice President, Talent Buyer’s
Network

Assessment Goal: What is the true definition of a successful
entertainment program? The opinions and preferences of your
tribal council are certainly important, but it should be based on the
overall purpose of your program. Is it intended to be a profit center?
Is your entertainment an extension of a great campaign to brand
the casino? Kell will go over the critical components every casino
should look at when evaluating their entertainment program.

#6 “How To” Assessment On: Writing
Gaming Copy

Workshop Leader: Nicole Barker, President, Raving Writing
powered by Barker Enterprises, Inc.

Assessment Goal: Concerned about the effectiveness of your
gaming copy? We'll talk turkey about what you can do to further
your relationship with your players and elicit greater response.
Word choice, format, active openers and effective calls to action
will all be discussed. You'll also wrestle with how the message
changes using different marketing vehicles: advertising, public
relations, direct mail, e-mail, text and Web. The focus will be on
improving your player communications, especially your direct-
marketing messages. Go home with a working checklist to help
you critically assess whether your next mailer is tender and juicy or

dry and stale.



Best Speakers. Best Topics.
Straight Talk.

Your information:

Attendee Title

To qualify for Group or Corporate rates, all registrations must arrive together.
If you need to register more than once attendee please photocopy this form and submit as a group.

Conference Registration Page

To register online go to www.ravingconsulting.com

Email

Company

Address City

State Zip

Telephone Extension

Fax

Registration fees per person:
BY SEP 15

IGM CONFERENCE Single Registration Rate $1099 ea.
IGM CONFERENCE Group Rate (5 or more people from same company) $999 ea.
Promotion or Special Discount Code

To qualify for the Group rate, all registrations and payment must arrive together. If registering
more than one person, photocopy this form and use multiple sheets.

On or After
SEP 15 QUANTITY

$1199 ea.
$999 ea.

GRAND TOTAL:

TOTAL

Select three of our “How To” Workshops

O 2. Advertising 0O 5. Entertainment

O 3. Your Service Standards in the REAL World O 6. Writing Gaming Copy

O 1. Senior Executive and Employee Involvement in the Marketing Plan [ 4. Players Clubs and Direct Mail

Special Events:
O Please sign me up for the Back-of-the-House-Tour on Thursday
O Yes, I'll be attending the Beach Bonfire on Friday.

Payment: How will you be paying? (All payments due before conference date)

O Check/Money Order (made payable to Raving Consulting Company), Check #

O Please bill me on purchase order number

O Credit Card O Visa 0O MC Number Exp. Date

3 Digit Security Code

Name on Credit Card Cardholder Signature

Cardholder Address (if different than above)

Please submit payment information to:

Raving Consulting Company

475 Hill Street Suite G. Reno. 89501 Need more information? Contact us at conferences@ravingconsulting.com,

thebest@ravingconsulting.com

775-329-7864 or fax us at 775-329-4947. As soon as we receive your registration form, you will receive a
confirmation via email & snail mail. Cancellations must be received in writing no later than 14 days in advance of

(775) 329-7864 Fax: (775) 329-4947 the event and are subject to a $100 processing fee. Less than 14 days - registration fees are non-refundable.






