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Product Life Cycle

A Text Book Marketing Question.
Should we:

e Harvest
e Discontinue

e Rejuvenate!!!!



Rejuvenate

We chose to rejuvenate!

e Rejuvenation Objectives were as
follows:
— Stem decline and grow sales 15 — 20%
— Increase profit by 6 — 10%
— Achieve Sell Through > 80%



Best Practices

e Vertical Orientation

e Large font (== 14 points)

e Extra Play area

e Add more top prize categories
e Standard logo treatment

e Ratchet payout strategy



Additional Enhancements

e Increased payout with focus on
chatter prizes.

e Added 3 more CALLER’S CARD
Numbers

e [ncreased ticket size
e Switched to card stock
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Game 1 Results

e Bingo Night (First Product)

e Sales $2.4 Million in 8 weeks
representing an increase of 32%
versus baseline.

e Profit increased 3290.
e Sell Thru 91%




Category Results

Year 1

e $3 Bingo sales $22 Million (+ 52%
INncrease).

e Profit up $2.1 Million (+39%)
e Sell Thru 91%

e NO apparent cannibalization on
Extended Play Category.




Learning

e Look closely at any “Dogs” In your
portfolio and find ways to transform
them into “Cash Cows” or “Rising
Stars™?

e Don’t hesitate to look to your
neighbors for “Best Practices”.

e Change Is Good!
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