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BOYD TO MAKE ANOTHER ACQUISITION
Cannery’s two Las Vegas casinos will be added to the Boyd portfolio by end of Q3

Sponsored by• NYX CEO Matt Davey and GVC CEO Kenny Alexander
• Ladbrokes Coral announcement pushed back
• Future of Betting Shops seminar report 
• Guest column: Kate Earl, Crown Melbourne
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Boyd Gaming, which holds partial ownership of the  
Borgata Hotel Casino & Spa, is to acquire the Las Vegas 
assets of Cannery Casino Resorts for $230m.

 Boyd currently owns and operates 22 gaming properties 
across eight US states, and will now acquire Cannery Casino 
Hotel in North Las Vegas and Eastside Cannery Casino and 
Hotel, located in the eastern area of the Las Vegas Valley. 

This will expand Boyd’s number of southern Nevada 
properties to 12 and follows last week’s announcement that  
it is to purchase the holding company of Aliante Casino 
Hotel and Spa for total net cash consideration of $380m.

It is estimated by Boyd that the Cannery assets will 
generate a combined $32m in EBITDA for its first full year of 
ownership, a multiple of 7.2 times EBITDA on the transaction. 

When combining the two casinos involved in the deal, 
Boyd will be acquiring 124,000 square feet in property space, 
500 hotel rooms, two entertainment venues, one seating 250 
and the other being 30,000 square feet, 10 restaurants,  
nine bars and a 14-screen movie theatre.

The deal is expected to complete in the third quarter 
of this year and is subject to approval from the Nevada 
Gaming Commission and the Federal Trade Commission.   
CONTINUED ON NEXT PAGE  
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Payment for the acquisition will be 
funded with cash in hand.

Keith Smith, Boyd president and CEO, 
commented on the deal: “Aliante and 
Cannery Casino will give us a strong 
foothold in North Las Vegas, one of the 
fastest-growing areas in the Las Vegas 
Valley. We will have unique synergy 
opportunities at Eastside Cannery, given 
its close proximity to Sam’s Town. Our 
southern Nevada assets have delivered  
the strongest revenue growth over the last 
two years, and this acquisition will broaden 
our portfolio in this promising market.”

Boyd owns 50% of Atlantic City market 
leader Borgata, with mGm Resorts 
International holding ownership of  
the remaining 50%.

Financial results for the three months 
ended 31 march were released by Boyd  
the day after the deal was announced, 
which showed gaming revenue of 
$462.6m, down from $464.8m.

KEY POINTS
• Boyd Gaming will buy the Las Vegas 
asset of Cannery Casino Resorts for $230m 

• The deal should complete in Q3 
• The announcement follows Boyd’s 
agreement to buy Aliante Casino Hotel 
and Spa for $380m

 UK SPORTS BeTTinG
FUTURE OF BETTING SHOPS 
SEMINAR: A TOUGH CROwD 
The industry faces questions on  
fOBT regulation among other topics 
The Future of Betting Shops seminar, held 
at the Palace of Westminster on Tuesday, 
was the second in a series of gambling 
seminars organised by the All Party 
Betting and Gaming Group (APBGG). 

While FOBTs and the possibility of 
heavier regulation of the machines 
were spoken of at length, other themes 
included a decline in independent 

betting shops, the proposed replacement 
of the Horserace Betting Levy and m&A.

The seminar began with speeches 
from each of the speakers – malcolm 
George, CEO of the Association of 
British Bookmakers, John Heaton, 
Chairman of Scotbet, and William Hill 
director of Group Regulatory Affairs 
Andrew Lyman. 

John White, Chief Executive of 
amusement industry trade body BACTA, 
asked not only if maximum stakes could 
be reduced but if a different type of 
machine could be offered altogether. 
Heaton pointed out that BACTA has 
been opposed to FOBTs for as long 
as they’ve been around as they are a 
competing product. He also argued  
that there is a misconception of how 
players play, they prefer to cover 
the board when playing roulette, 
so capping maximum stakes at £2 
wouldn’t make a difference for  
Scotbet’s customers.

Gambling Insider asked to what extent 
the panel agreed that the focus needs 
to change to data that could prove if 
FOBTs drive or can be linked to problem 
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gambling, in light of the UK Gambling 
Commission’s data showing that the 
problem gambling rate was 0.5% of 
gamblers for 2015. George said: “We’ve seen 
problem gambling levels flat-lining not just 
for three or four years but effectively for 
15-20 years, long before these machines 
were introduced. If we have not seen an 
increase in problem gambling rates over 
the period that these machines have been 
in place, then why restrict choice and 
drive individuals away from products and 
potentially away from betting shops?”

 finanCiaLS
GVC REPORTS SERIES  
OF INCREASES FOR 2015 
BwinParty deal contributes to growth 
GVC Holdings has announced it 
increased its net gaming revenue (NGR) 
by 10% to €248m for the full year 2015.

Clean EBITDA went up by 10% to a 
record €54.1m and profit before tax 
ascended 21% to €50m. Dividends rose 
to €0.56, making it a fifth consecutive 
year that NGR, clean EBITDA and 
dividend growth were reported.

The highlight of the year was the 
announcement in September that 
GVC was to acquire fellow operator 
BwinParty for 25p in cash plus 0.231 
new GVC shares per BwinParty share.

That deal completed in February  
and GVC provided a trading update for 
Q1 2016, showing that the PartyPoker 
brand achieved its first year-on-year 
quarterly growth in five years.

The effects of the deal are even 
clearer to see when looking at NGR 
per day for Q1 2016, which increased 
189% year-on-year to €1.02m.

 meRGeRS & aCQUiSiTiOnS
LADBROKES CORAL ANNOUNCEMENT 
PUSHED BACK BY THE CMA
The disposal of branches could  
be a reason for the delay   
The Competition and markets Authority 
(CmA) has delayed the publishing of its 
provisional findings on the proposed 
Ladbrokes Coral merger until mid-may.

mid-April was the initial time the 
operators expected the provisional findings 
to be published, while the final report is 

expected to be published in late June,  
with the statutory deadline being 24 June.

City Am had reported that the delay is 
possibly down to branch disposals, with 
both being instructed to dispose  
of between 300 and 500 shops.

The merger was fast-tracked to a phase 
2 investigation in January at the request  
of both Ladbrokes and Coral.

After the completion of its phase 1 
investigation, the CmA said that the 
merger “gives rise to a realistic prospect 
of a substantial lessening of competition 
in relation to the supply of fixed-odds 
betting products in LBOs in a large 
number of local areas where Ladbrokes 
and Coral overlap”.

THIS wEEK IN NUMBERS
The facts and figures that have caught our eye in the past seven days

number of licensees that could be 
permitted under the Lawful internet 

Gaming act Bill in michigan 

Purchase price of Gaming Partners 
international’s planned all-cash acquisition 

of dolphin Products Ltd.

Value of BetConstruct’s euro 2016  
Colossus football jackpot

number of additional workers atlantic 
City casinos are planning to hire in 2016 
according to matt Levinson, Chairman of 

the new Jersey Casino Control Commission

Settlement Gala Coral has agreed to 
forfeit after the UKGC ruled the company 
had failed to comply with amL and social 

responsibility process

William Hill’s total payout to punters if 
Leicester City fC win the Premier League 

Rise in Galaxy 
entertainment 

share price since the 
start of the year. an expected 

6% increase in Q1 earnings was 
confirmed this week

16%

Unibet Q1 year-on-year revenue  
increase, up to £122.4m

GGR of the italian online betting and 
gambling market for Q1 2016, a 21%  

year-on-year increase
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 inTeRVieW
“BwINPARTY DEAL IS PROVING 
A SUCCESS AS wE AwAIT NEw 
JERSEY’S LICENSING DECISION”
Kenny alexander spoke to Gambling 
Insider on the operator’s full year 2015 
results and Q1 2016 trading update

What do you think are the standout 
figures from these results?
I think the standout figures are 
from the BwinParty business, which 
has historically been declining. 
Since we’ve taken over, we’ve seen 
significant growth in it. Year-to-date, 
the BwinParty brands that we’ve 
acquired have grown by 11%. I think 
that will surprise a lot of people. 
Essentially, we’ve managed to return 
the business back to strong growth. 
PartyPoker, which has been well 
publicised as having fallen off a cliff 
over the last four or five years and 
was the Achilles’ heel for the previous 
management, we’ve managed to 
return it to quarterly growth for the 
first time in five years. All of the main 
brands in a business that has been 
declining over the last four years 
or so, we’ve managed to return to 
double-digit growth. Overall, that is 
probably the biggest highlight. 

What would you put the  
PartyPoker growth down to?
There is some new management  
in place and a new head running it.  

I think the main thing though is that 
the gaming brands within BwinParty 
are getting a lot more focus and 
attention than they have been given 
historically. I think it’s fair to say that 
the Bwin sportsbook business got a 
lot of the attention, priority and focus 
pre-acquisition. Under GVC, I’ve given 
all the gaming brands quite a lot of 
attention. PartyPoker, PartyCasino and 
FoxyBingo have been given far more 
focus and have been made more of 
a priority than they were in the past 
and they’ve got a few new heads 
running them. They have had some 
far more intensive marketing and CRm 
in particular. I must admit, when we 
acquired BwinParty, we said we would 
try to stabilise it. If somebody had 
said we could actually grow PartyPoker 
to the extent we have done in the  
first quarter, I would have been  
quite surprised. It’s a good start.

How do you see the BwinParty  
deal affecting your figures in  
the long term?
I think it will only affect things in 
a positive way. We acquired the 
business on 1 February, but we had 
been working quite closely with them 
in the months leading up to that. 
What we’ve found with BwinParty is 
that it’s fundamentally a very sound 
business with some very good people. 
It’s obviously had some troubled 
times in the last few years. That was 
essentially why it was put up for sale, 
but we are delighted with what we’ve 
found. There is still a lot of work to 
do, in terms of the product, customer 
journey and restructuring that needs 
to be finished, but I think it’s going  
to be a great deal for GVC.

You’ve mentioned the target of 
increasing the sports margin 
percentage. How do you plan  
to achieve that?
I’ve said for quite some time that the 
GVC trading team is as good a team 
you’ll find in the industry. Of all the 
things we do, and some things we 
do very well, other things we do ok 
and some we don’t do that great, 
but in terms of trading, I think we 

do it as well as anyone out there. 
We’ve already got into the BwinParty 
business and we’ve changed a few 
things about the way they’ve been 
trading. We’ve also changed some of  
the tools we’ve been using and some 
of their approach. I can tell you right 
now that the Bwin sportsbook margin 
percentage has increased by over 1% 
since we acquired the business. We’ve 
improved the trading function and  
that can have a material impact on  
the bottom line. If you can improve  
your margins by somewhere close to  
1% on the sort of volumes that Bwin 
have been doing in sports, then that  
can have quite an impact on the  
bottom line.

What is the latest you can tell  
me about GVC’s application for  
a licence to operate in New Jersey?
We’ve filled in all the forms. We expect 
to get a result in the next few months. 
We’ve done all we can and we await a 
decision on whether we get a licence or 
not. Personally, I’m very keen that we do 
get a licence, because I think it would give 
us some optionality in the US. We’ve done 
what we need to do and everybody has 
been interviewed. All the documentation 
has been done and we will now wait to 
hear their decision.

Moving forward, what do you see 
as being the biggest challenges to 
growing the business?
Regulation is always an issue within the 
business. The biggest challenge  
is for us to maintain and improve  
our product. We’ve got big plans for our 
product, particularly on the BwinParty 
side. We need to make sure we stay 
competitive with our competitors, 
some of which are very strong in 
product development. Year-to-date, 
in constant currency, GVC is up 18% 
and BwinParty is up 11%. I’m very 
confident we can continue with this sort 
of growth, particularly as we’ve only 
just started working on the BwinParty 
side. Once we get the product to where 
we think it should be on the customer 
journey, I think we will see even further 
improvements in the growth prospects 
of the business.
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 inTeRVieW
“wE wILL GROw FASTER THAN 
ANYONE ELSE IN THE MARKET”
NYX CEO matt davey spoke to 
Gambling Insider about the provider’s 
full year 2015 financial results

What do you think were the highlights  
of 2015 for NYX?
There are two things to look at here. 
Obviously, top-line growth is fantastic. 
The organic growth is the key here and 
to achieve greater than 30% year-on-
year organic growth while acquiring five 
businesses in the one calendar year is the 
tricky part. I’m very proud of my team for 
doing that. It’s quite distracting having to  
go through the m&A process while you 
try and keep a focus on the constant 
development of the product, deploying 
customers and getting those revenues 
working well. We’ve bought a couple of 
businesses that were turnaround businesses 
and were quite heavily loss making. The 
group have worked well to extract those 
costs. With Ongame, we have internally 
made the decision to sell off that asset, 
given that it’s not core to our European 
business. With the OpenBet acquisition, we 
will pick up a poker platform there. Turning 
to the Cryptologic and Chartwell business, 
that’s now profitable and we’ve achieved 
that in less than six months – that’s quite a 
credit to the team as well. The core focus is 
now on the acquisition of OpenBet. That’s 
not a cost-driven acquisition and is more 
of a strategic acquisition. We have all five 
major product groups now under the one 
umbrella – casino, bingo, poker, lottery 
and now sports betting. That gives us a 
great position with a diversified gaming 
product. It also brings on board a huge 
new clientele that NYX was previously 
underexposed to. There are 16 customers 
within OpenBet, so that’s the focus this 
year, but also maintaining the high growth 
rate, which is probably double what we’re 
seeing in the industry at the moment. 

What would you put the revenue and 
gross profit increases down to?
Three things: Firstly, we benefit from the 
growth of our customers as it stands. The 
online gaming industry itself has grown 
quite nicely and our customers are growing 
in line with that. Secondly, we have a great 
content development studio that produces 
new product, so as we deploy that, it drives 
top-line revenue growth. Historically, when 
we build a new game, we deploy it across 
five or six customers. Today, we can do 
that across 170 customers, so you get an 
incremental increase on revenue on the 
back of that. Thirdly, there’s the sign-up  
and deployment of new customers that  
we previously had zero exposure to. 

How would you explain the increase  
in net loss and how do you plan to  
reduce the net loss?
Two businesses we acquired were 
somewhat loss making. Ongame was losing 
CAD$2m a month when we bought it. We 
restructured that business and got losses 
to below CAD$1m a month. That still has 
quite a negative impact on the business 
and had a CAD$3m negative EBITDA 
impact on Q4. Cryptologic and Chartwell 
was losing about CAD$7m per annum 
when we bought it and we’ve successfully 
restructured that now, so that’s profitable 
and you’ll see that be a positive contributor 
in Q1 and moving forward. 

How will the OpenBet and Ongame  
deals affecting your future figures?
As we look at 2016, OpenBet will have 
a small contribution in Q2, but the full 
contribution of the combined business will 
be in Q3 and Q4. OpenBet itself is a highly 
profitable business and its EBITDA margin  
is close to 40%. That will clearly have a 
positive impact on our business. But 2017 
will be the year where you will see the full 
business with a clean year of operating 
together. We should extract a number of 
the revenue synergies by then as well.  
From our business, you should see a 
blended growth rate that we think will 
be north of 20% year-on-year. That high, 
reoccurring revenue should drive an 
expansion in our EBITDA margin as well. 
We’ll start to approach the 40% EBITDA 
margin that you see with online gaming 
B2B businesses.

What more can you tell me about  
the details of the Ongame deal?
We won’t put anything else out that we 
haven’t publically released at this point,  
but we’re selling it to an experienced 
operator and we’re very comfortable that 
they will do a good job with the company.
 
Moving forward, what financial  
targets have you set for the group?
We put forward guidance for 2016 on the 
core business. We did that back in Q3 last 
year. We haven’t reassessed that and we’re 
comfortable with the guidance that we  
put forward for the core business. As part 
of the acquisition, we released numbers for 
the OpenBet business and as part of that 
presentation you’ll see that we have north 
of CAD$207m revenue for the full year. 
We won’t release figures as a combined 
company until we own the business in  
Q2, but we haven’t recast those numbers. 

How do you see NYX financially  
stacking up against your competitors  
in the next few years?
We work with all our competitors in a co-
operative manner, where we cross-share 
product services, for instance. But if you  
look at the range of companies we 
compete with that are pure content-driven 
businesses, there are online-integrated 
businesses that have both platform and 
content, and then there are land-based 
businesses. If you look at that market, we 
are definitely one of the largest content 
providers in the market. In our view, we 
have one of the largest content portfolios. 
We’re probably in the top three or four 
pure online gaming suppliers today and 
then you’ve got the very large land-based 
manufacturers. If you consider the land-
based manufacturers, we would probably 
be in the top 10. I think you will see us 
grow at faster rates than the rest of our 
competition and the driver behind that 
is this enormous portfolio of content that 
we’ve got. While a lot of our competitors 
have grown in the last decade or so,  
we’ve only recently built our capability  
to deploy that content. That will drive  
our growth faster than the market rate  
and my view is that if you fast forward to 
five years from now, we should be one of 
the largest digital online gaming suppliers 
in the marketplace.
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 GUeST COLUmniST
“THE VALUE OF THE SELF-EXCLUSION 
PROCESS IS VITAL”

By Kate earl 
Responsible 
Gaming 
Psychologist, 
Crown 
Melbourne

A recent Gambling Insider article 
on self-exclusion, which included 
a number of comments made by 
“industry insiders” caught my 
attention. While I was interested to 
hear the views of the article’s various 
participants, there was little reference 
to the self-exclusion process itself.

The quality of the interaction 
around the self-exclusion process  
is fundamental to the success of  
self-exclusion. The emphasis placed 
upon the importance of “what 
happens next” is crucial.  

“The process is an important 
gateway to accessing a system 
of complementary services and 
community resources that are 
individually tailored” (Blaszczynski A, 
Ladouceur R., Nower L., International 
Gambling Studies Self-exclusion: 
A Proposed Gateway to Treatment 
model, Vol. 7, No. 1, 59–71, April 2007).

The point at which a person 
decides to self-exclude is a crisis and an 
opportunity. The situation of the crisis 
can create a state of open-mindedness 
in an individual for whom circular and 
entrenched thinking has become a 
habit. Because of this sudden breaking 
of a habitual routine, at this time 
an individual can finally be open to 

suggestion about “where to from 
here” and how to consolidate  
the positive step they have taken. 

At Crown melbourne the self-
exclusion process is facilitated by 
Responsible Gaming Liaison Officers 
(RGLOs), who are a dedicated workforce, 
specifically trained to interact with 
people who have problems with their 
gambling. Responsible gaming staff 
are available to process a self-exclusion 
at any time of the day or night. The 
Crown melbourne Responsible Gaming 
Support Centre is located a few metres 
from the gaming floor. It is carefully 
designed for the privacy and comfort of 
customers. As Gainsbury (Gainsbury S. 
2010, Self-exclusion: a comprehensive 
review of the evidence, report prepared 
for the Ontario Problem Gambling 
Research Centre, Guelph, Canada) notes: 
“Individuals may be deterred if they 
perceive the process as too difficult, 
complex or not private and respectful”. 

The self-exclusion interview is a vital 
opportunity to build rapport which 
should not be missed. In our facility it 
takes between 30 and 40 minutes. The 
RGLOs and the psychologists at Crown 
melbourne work in an integrated way to 
optimise the outcome for the customer. 
An interaction with a customer can 
assist in making a decision to take out 
self-exclusion or motivate them to 
attend a gambling counselling service 
for support or both.

Although resilience is often low 
by the time a customer presents for 
self-exclusion, motivational skills of 
responsible gaming staff can assist 
in engendering confidence about 
taking a course of action beyond 
self-exclusion. An individual needs 
to be given confidence that they 
can benefit from counselling; that 

counsellors will be understanding; 
that they will be safe and that a 
counsellor can help them to a more 
positive way of living more quickly 
than they would otherwise achieve 
by themselves. If rapport has been 
established during the self-exclusion 
interview an individual is more likely 
to act on a recommended referral.

Understandably, not all gaming 
facilities have access to the resources 
that we may have. Nevertheless, 
the value of an interaction with an 
understanding staff member and a 
sound relationship with local support 
services cannot be underestimated. 

Unfortunately, accessibility to good 
quality counselling is not available 
everywhere. However, Victoria,  
Australia is well serviced by government 
funded gambling counselling services, 
Gambler’s Help. They have a high 
calibre of expert staff in counselling 
and financial counselling for people 
with problematic gambling behaviours. 
They are our main point of referral and 
provide an essential source of support 
to people self-excluding from Crown 
melbourne and throughout Victoria.

Kate Earl is an expert in responsible 
gaming psychology. She has fulfilled the 
role of responsible gaming psychologist 
for Crown Melbourne since 2001 and 
forensic psychologist at Kate Earl and 
Associates since 1996

COminG SOOn: Keep an eye open for the summer  
sports-betting special of Gambling Insider, out next 
week. The potential impact of the UK leaving the eU, the 
Horserace Betting Levy saga and potential casinos in the 
eastern med are just some of the other issues being tackled
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featured as a guest 
columnist in GI Friday? Get  
in touch with your topic 
ideas and you could appear 
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editor@gamblinginsider.com


