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Good Morning Commissioners



It is my pleasure, as the new Project Manager for Renew, to highlight for you, where we are at with this project. 



Again, some general background for Renew: 

Renew Project Commenced in August 2009 with the objective to develop a 3 year business strategy for the lottery. 

The Strategy was signed off at the May 2010 Commission meeting and the Lottery published and implemented its 2010-2013 Business Plan.






RENEW Project Status

The Key Projects:
— Retailer & Sales Support (aka “Retail’)
— Scratchers End to End
— Draw & Jackpot Games
— Marketing (Advertising, Promotions & Player Communications)
— Digital Communications and Public Website

— Business Optimization — Market Response Analytics
(ROI)
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We are currently in the implementation phase, of which, there are six key Projects.  They are:

Retailer & Sales Support (aka “Retail”) – review all aspects of retailer support

Scratchers End to End – reviewed the Scratchers game development process

Draw & Jackpot Games – analyzed our draw game portfolio and identified opportunities for growth

Marketing (Advertising, Promotions & Player Communications) – review efficiencies to reach an optimal communication plan

Digital Communications and Public Website – identify growth opportunities in the digital world 

Business Optimization – Market response Analytics



Today we would like to give you an update on the progress on these key initiatives. 



Background if needed

Reviewing all aspects of retailer support to establish a business model and service levels commensurate with business performance to ensure the selection of the best retailers and the most effective use of our sales teams 

Reviewing the Scratchers game development process and implementing a number of initiatives to realize the full potential of this product line including improving Scratchers distribution to meet player demand; efficient use of prize funds and managing as an end-to-end business operation to foster a performance management culture.

 Analyzing our existing draw games and identifying games for management consideration to include reviewing opportunities presented by our Hot Spot game

Making the best use of our marketing budget by becoming effective at testing and measuring marketing concepts and creating an optimal marketing plan that ensures that consumer marketing and advertising budgets support sales driving strategies; and

Fully leveraging the opportunities presented in today’s digital world by implementing and continually expanding a new Online Marketing Program








RENeW Retailer and Sales Support

Initiatives in Progress
» Retailer Sales Building Program
e Finalize 1st Qtr. incentive program by mid-April
o Ex%ell
» Identified four key components and established baseline
* Pilot Visitation — maximize retailer services
e Scratchers Inventory & Distribution
 Maximize efficiencies in the distribution of our games
* Reuvitalize process for operational continuity & efficiencies
* Retail Network Optimization
» Build efficient retailer distribution points and equipment
e Retail Communications
* Provide message continuity to our retailers
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For the Retailer & Sales Support the following initiatives‘ are in Progress 

Retailer Sales Building Program

We are finalizing an incentive program in mid-April for 1st Qtr. execution

Ex$ell

We identified four key components (full facings, activate key games, maximize facing of $5 games, increase external POS exposure at retail).  These were completed to establish a baseline.

We developed a new charter for pilot visitation– to maximize our retailer services through a retailer segmentation plan

The field is adapting the use of netbooks and blackberry tethering

Scratchers Inventory & Distribution (SID) 

There is a key success component for this area, we are in the close out phase and findings from that project identified the need to create two new charters:

Evaluate our efficiencies in the distribution of our games based on the potential growth of Scratchers ( – HPP, advertising focus, and Ex$ell)

Reviewing our SIMC Pilot which will revitalize our existing operational processes for continuity & efficiencies 

Retail Network Optimization

New Project. We are developing a Charter to evaluate our retailer distribution base and address equipment placement to maximize sales performance

Retail Communications

New Project. We are developing a Charter to address message continuity that is more efficient to our retailers






REn%w Scratchers E2E

Initiatives in Progress

* Pre-Launch Research
 FY 11/12 Product Strategy and Plan

Celebrating 25 Years
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We have two Initiatives in progress for this area

Thanks to the completion of this Renew work stream, we are applying key learning's from this work stream in terms of conducting pre-launch research 

we are continuing with ways to understand the wants and needs of our players prior to the games being released through player research.  

In fact, we completed testing game concepts that created our Set for Life game and redesigned our Family series game category with more appealing prize levels.  We are also on pace finalizing the $10 game design and started research on ways to expand our $5 game category with new concepts and features. 

We will utilize findings from these studies to develop the Scratchers Product Plan for FY 11/12.  






REI'I. Draw & Jackpot Games

caboltery

Initiatives in Progress
 Proposed Modifications to Hot Spot
 Improvements for SLP

Celebrating 25 Years
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For our Draw & Jackpot Games are

We have completed two Renew work streams and identified next steps for these initiatives: 



For the proposed modifications for Hot Spot

We are looking to modify the current game to have all 10 Spots + Bullseye for every Spot

Add new features now to “refresh” the game in 4-5 months

You will hear more about  these changes to Hot Spot in a subsequent item on todays agenda

For possible improvements to SuperLOTTO Plus 

We will conduct a brainstorming session with our ad agencies to generate ideas to Re-position and differentiate the game: basically leveraging the CA theme and affinity that Californians have for SLP

We need to regain “top of mind” awareness for this game through Lottery owned devices

And finally, develop “value added” programs such as 2nd chance draw features and programs that offer purchase incentives

�

Future Initiatives (will discuss if asked)

Investigate future Hot Spot Research, Game Development, and Recruitment Opportunities

Investigating retailer wait staff incentive programs

Increase social tradestyle numbers by 25% (approx 350 new locations)

Focus on A,B,C accounts – generates 85% of overall HS sales

Develop geo-targeted recruitment plan – based on social tradestyles in under-penetrated areas. 



Investigating Jackpot Game Research and Development

$2 Powerball Game - The industry is continuing to discuss options for a true national lottery game.  One of the options is a $2 Powerball game.  Currently, we support the concept of a $2 Powerball game.  Our research indicates that a $2 Powerball game will result in a significant net increase in sales when compared to doing nothing or introducing a $1 Powerball game.


REI’I%W Marketing Communications

Initiatives in Progress
— Marketing Communications Processes
— Hispanic Market Advertising Services RFP
— FY 2011/12 Advertising Plan

Celebrating 25 Years
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For Marketing Communications: 

We have a work stream that addressed our Marketing Communications Processes –this documented our current Marketing practices in terms of how we develop communications for our games.  

We identified over 80 detail process mappings and combined these into just 40 key mappings

We will prioritize and break down these mappings into two categories: 

more complex maps that involves many other divisions or external agencies which will need further review (like Implementation of our Advertising Campaign and 

simpler mappings that can be reviewed and completed by the project manager (like website content changes) can be done more quickly



We are also in the procurement process with our Hispanic Market Advertising Services RFP as we speak

And for the 2011/12 Advertising Plan, this will be part of our Marketing Plan that will be presented in an upcoming commission meeting.  




REI’I%W Digital Communications and PWS

Initiatives in Progress

«Creation of a Digital Marketing Communications
Department

sImplement new web site directives

Celebrating 25 Years
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Initiatives in Progress



However, we are on pace to launch a new public website this summer.

The completion of  our longer term projects might delay our ability to deliver some PWS programs due to resources and the state hiring freeze.

Staff is currently in the process of prioritizing which PWS sales building programs can be completed with existing resources. 
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RENEW  Bysiness Optimization

Initiative in Progress
Market Response Analytics (ROI)

Celebrating 25 Years
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And finally, one of the key initiatives under Business Optimization is developing a Market Response Analytics (or ROI) for our media buys. 

We are refining the model and the target is to have the final model by May 2011..
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