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DAVID BAAZOV ENDS BID TO ACQUIRE AMAYA
Baazov is no longer seeking to acquire Amaya as shareholders demand a higher bid
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David Baazov, Amaya’s founder and former CEO, has ended his 
efforts to buy back the company, following a difficult initial bid. 

Baazov had previously proposed buying out other 
shareholders of Amaya Inc. for CAD $24 per share, making  
the deal worth a total of CAD $6.7bn including debt. 

However, Baazov recently announced that he had ended  
talks to buy Amaya because shareholders were demanding  
too high a price for the parent company of PokerStars. 

Baazov made it clear that his decision to abandon his bid 
was “not an easy one”: “It became evident that the share price 
premium demanded by certain shareholders exceeded the 
price at which my investors and I would be willing to complete 
a transaction. After consulting with my advisors, I determined 
that the best course of action for me and Amaya would be for 
me to end my attempt to purchase the company.”

Baazov’s bid to buy the company was complicated by the 
Dubai based company KBC Aldini Capital Ltd., which denied 
any involvement in the deal. After making a second bid  
for the company, shareholders expressed that they were 
not impressed by his offer and one shareholder, Jason Ader, 
expressed his belief that the company should refrain from  
any future affiliations with Baazov. The CEO of SpringOwl  
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FROM FRONT PAGE 
also accused Baazov’s offer as  
lacking transparency.

However, Baazov maintains that his 
most recent bid to acquire Amaya was an 
“unconditional, fully financed offer” and 
that he’d “retained a full suite of advisors, 
arranged committed financing, and 
engaged in constructive negotiations  
with Amaya’s board of directors.” 

Although his bid to take over the 
company failed, Baazov still holds a 
considerable stake in the company 
(around 17%). Baazov is still confronted 
with issues from Quebec’s securities 
regulator regarding his trading practices, 
which forced him to step down from his 
position as CEO of Amaya earlier this year.

According to Bloomberg, Amaya’s 
market value plummeted to its lowest 
position this month: C$2.66bn.    

KEY POINTS
• Baazov abandons attempts to acquire 
Amaya, refusing to offer a higher bid 
than CAD $6.7bn
• Shareholders claimed the bid was  
too low and lacked transparency. 

• Baazov still holds a considerable  
17% stake in the company.

 LEGAL AND REGULATORY
TABCORP FOUND GUILTY OF  
DISPLAYING ILLEGAL ADVERTISEMENTS
Australian operator charged with 
breaking gambling advertisement  
laws in New South Wales
Australian betting operator Tabcorp  
has been found guilty of illegally  
luring consumers to open new 
betting accounts. 

In August 2015, the betting operator 
promoted an offer giving bonus bets  
and other rewards as inducements for 
signing up. 

The company was brought to court  
as it is illegal for bookmakers to publish 
ads in New South Wales to tempt 
residents with incentives to gamble  
or open betting accounts. 

Tabcorp denied the charges, but was 
found guilty on all three counts at the 
Downing Centre Local Court in Sydney 
and will face sentencing in February. 

The Tabcorp case comes after a series 
of recent prosecutions against a number 

of other major brands, such as Bet365, 
Ladbrokes and Unibet.

 FINANCIAL 
PAYSAFE LAUNCHES £100M  
SHARE BUYBACK PROGRAMME
UK-based payments services company 
enters into buyback programme 
following severe price share decline  
Paysafe Group has confirmed that it 
intends to begin an inaugural share 
buyback programme of up to £100m.

The buyback programme follows the 
company’s share price decline, falling  
by as much as 34% last Tuesday, after  
a document tied the group’s operations 
to illegal gambling in China. 

Paysafe believes its current share 
price “significantly undervalues” the 
performance of the business to date, 
as well as its future prospects, and the 
initiative could boost this. 

The maximum number of shares the 
firm will be able to purchase under the 
new programme will be 48,110,871 
ordinary shares. 

The 12-month programme, subject to 
the buyback approval resolution being 
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approved at the company’s next  
Annual General Meeting, will be 
undertaken using a phased approach.

To facilitate the first phase of the 
programme, Paysafe has entered into 
an agreement with BMO Capital Markets 
to carry out on-market purchases of its 
ordinary shares.

Chief Executive of Paysafe, Joel 
Leonof says: “The programme, and 
our track record of significant cash 
conversion, enables us to capitalise  
on current market opportunities 
without compromising our pursuit of 
bold M&A with a strong strategic fit.”

 LEGAL AND REGULATORY 
PHIL IVEY TO REPAY $10.1M  
AFTER LOSING COURT CASE
Poker star loses another court  
case to defend his winnings  
against US casino operator 
Phil Ivey will repay the total sum  
of $10.1m to Atlantic City’s Borgata 
Casino and Hotel after a court ruling. 

This follows a series of legal 
difficulties for the poker star, after a 
London appellate court refused his 

appeal against Crockfords, who held 
his $12m winnings on suspicion of 
cheating during a game of baccarat. 

A court in New Jersey have now 
ruled that Ivey must repay the $9.6m 
winnings of a mini-baccarat session, 
plus the $504,000 which Ivey won with 
his winnings during a game of craps. 

“By using cards they caused to be 
maneuvered in order to identify their 
value only to them, Ivey and Sun 
adjusted the odds of baccarat in their 
favour,” US District Judge Noel Hillman 
said in his ruling. “This is in complete 
contravention of the fundamental 
purpose of legalised gambling.” 

Ivey has not yet commented on 
whether he will appeal the court’s 
decision.

US CASINOS
ICAHN MAY SELL TRUMP TAJ MAHAL
The Atlantic City casino may soon  
be up for sale as legislators prevent 
Carl Icahn from reopening.
Carl Icahn is allegedly discussing  
the possibility of selling Trump Taj 
Mahal with fellow casino operators.

The investor had failed to agree  
a new contract with the local union  
and closed the 26-year-old casino in 
October, hoping this would force  
the union to accept lower wages.

However, the state Assembly has 
recently voted 60-17 to pass a  
bill that suspends the gaming license  
of any casino owner who shuts down a 
casino after January 2016 for five years, 
unless the owner decides to negotiate 
with the casino worker’s union. 

This removed any chance Icahn  
might have had to reopen the casino 
with non-union workers, and just 24 
hours after the bill was passed, rumours 
of talks to sell the casino began to arise. 

Icahn brought Trump Taj Mahal 
out of bankruptcy in 2015 after 
acquiring the casino in February. 
Since then, the investor has allegedly 
lost approximately $200m on his 
investment.

If Icahn is able to sell the Taj  
Mahal, it would sidestep the  
proposed bill and allow a new  
owner to reopen the casino with  
non-union workers.

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

20,000

Proposed maximum bet on  
Cole’s poker machines

Total cost of new 
Okada Manila  
casino resort

Number of Filipinos expected to be hired 
by Kazuo Okada’s upcoming Manila resort 

and casino in the next two years

Amount won by a BetVictor customer  
from a 20-fold football accumulator

Expected cost to transform Cole’s poker 
machines to lower maximum bets

Number of gaming licences  
Ainsworth Game Technology  

holds in North America

Total fine charged to Camelot for a 
fraudulent prize claim and payout

    

Novomatic’s shares in Casino Austria

17.2%
Amount paid by Senjō Group 

for GVC’s Kalixa Group

$1 230

 £3mn

AU$3bn

£223,000 

$2.4bn
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 GUEST COLUMNIST
THE DECLINE OF EMAIL MARKETING

By Aaron Craine
eGaming Account 
Manager Isle of 
Man Post Office

You’ve probably already read about the 
evolution of direct mail over the past 
decade, but what about the decline 
of email marketing? Yes, it sounds 
crazy, but before you think I’ve gone 
mad, let’s look at the evidence.

A new report from the DMA –The 
Consumer Email Tracker 2016 – suggests 
there are almost 19 million ghost 
email accounts in the UK, abandoned 
because people are sick of the volume of 
promotional emails they are receiving, 
most of them spam. This equates to 
45% of all UK consumers having at 
least one abandoned email account. 

According to Print Week, Millennials are 
the most likely consumer group to abandon 
an email account, with 58% saying they 
had done so, while 68% of all consumers 
said that most of the promotional emails 
they received were of no interest to 
them, and 84% said that at least half of 
their emails were neither relevant nor 
interesting. This is a big challenge for 
i-gaming businesses, for whom Millennials 
represent a major potential revenue stream.

So what does this have to do with direct 
mail? Well, two things. Firstly, it goes a 
long way to explaining the enhanced 
perception of DM and its growth as a highly 
targeted and personalised marketing 
channel, particularly among Millennials. 
Secondly, it reinforces the ineffectiveness 
of scattergun campaigns across all media. 
With so many gambling brands out there 
competing for attention, complacency 

is simply not an option if you want to 
drive new sign-ups or retentions. 

I’m not saying that email marketing is 
dead, far from it, but as with direct mail 
it needs to be done well. If anything, the 
cheaper unit cost and relative “novelty” 
value of email marketing over the past 
decade has left it behind the curve in terms 
of targeting and personalisation. Could it 
be, dare I say it, that email marketers can 
learn from their colleagues in direct mail?

As ever, the reality is somewhere in 
between. Yes, direct mail has rediscovered 
its mojo thanks to better data analysis, 
enhanced targeting techniques and 
improved personalisation, but it will 
always work best as part of a targeted 
multi-channel campaign incorporating 
both online and offline elements.

The problem with email marketing is that, 
because it is such a simple tool, marketers 
tend to take a “one size fits all” approach. 
Whereas all direct mail campaigns take 
time to setup and plan, a promotional email 
can be pulled together and distributed 
with just a few clicks, so the advantages 
of targeting and personalisation may 
not be obvious to the marketer. In fact, 
with so many different player types (new, 
retained, active, inactive, etc) before you 
even get into demographics and playing 
habits, it’s vital that iGaming brands 
treat every customer as an individual.

The same basic rules hold true 
for all direct marketing and they 
are relatively straightforward:
• Collect as much data as possible on 
your customers and analyse it ruthlessly.
• Always take the time to target the right 
messages and offer to the right audience.
• Don’t assume that recipients will read your 
mailer – Give them an incentive to do so.
• Personalisation is more than just a name 
at the top of the mailer. It should run right 
through the design, copy and incentive.

• Ensure the response mechanism is 
simple and intuitive. If you make it 
fun and interactive too, all the better, 
just don’t over-complicate things.
• Learn from the outcomes of your 
campaign. Monitor and analyse response 
rates, successful incentives, etc.

I-gaming companies now use a mix of 
email marketing and direct mail within 
their promotional campaigns and with 
so much legislation and best practice 
guidance to work your way through, 
both gambling and advertising-related, 
it’s vital that all marketing channels 
deliver to their maximum potential, so 
take the time to get the basics right. 

Of course, some of the challenges 
facing email marketing professionals 
are unique to their channel, such as the 
need to avoid spam filters and the sheer 
volume of mailers they need to compete 
with, but the core factors are very similar 
to direct mail and lessons learnt on 
one can often be applied to both.

The lesson of this research is that 
you need to think smart with email 
marketing, just as you do with direct 
mail. Just because the unit cost of the 
mailer is much lower does not mean 
this will reflect in the response rate and 
ROI. In fact, the takeup from promotional 
emails is, at best, 10% of that from a postal 
mailer, so it’s worth taking the time to 
target each customer more effectively.

Aaron Craine is eGaming account 
manager at Isle of Man Post Office 
and has worked at the business since 
2013. During this time Aaron has been 
responsible for managing and developing 
the businesses’ international eGaming 
client base and assisting in the delivery 
of clients bespoke direct mail campaigns 
for the complete player lifecycle
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OUT NOW: Look out for the November issue of  
Gambling Insider, which is out now. We ask many of the 
most influential leaders in gaming to tell us the trends, 
technologies, innovations and regulations that will have  
the biggest impact on the gaming industry in 2017


