
By Paul Tash
Georgia Amusement Journal

Georgia Lottery Corp. officials provided a wide
range of usable information and operational review
during the Georgia Amusement and Music Operators
Association (GAMOA) membership meeting Feb. 22
in McDonough.

Mike Parham, vice president of GLC's COAM Di-
vision, reviewed a number of operational issues for
GAMOA members.

"It's an important time of year," he said. 
He urged operators to keep COAMs (coin-operated

amusement machines) connected to the state's Central
Accounting System through their site controllers and
keep the equipment powered up at all times.

"Nobody's getting money" if the equipment isn't
communicating with the CAS, he said, adding that a
Location License Holder (LLH) that doesn't keep ma-
chines connected faces a citation.

Parham reminded LLHs to keep site controllers
and related equipment "in good condition." He said
machine areas in some locations are dirty and not at-
tractive for players. 

"We don't want you to lose your customers," he
said, and added that "quality of locations" plays a role
in attracting players.

In other reminders, Parham said:
• Promotional material advertising "Vegas-style

games" is illegal;

Auction for Class B master license is May 3

Show draws thousands
in the amusement industry

The Georgia Lottery Corporation will hold an auction
of one COAM Class B master license on May 3 at 10:30
a.m. at the Georgia Lottery Corp. headquarters, 250
Williams St. in downtown Atlanta, in the auditorium lo-
cated on the street level of the building.  

Prospective bidders with questions or inquiries related
to the auction may submit them to GLC by March 27 at 4
p.m. via email to COAMReporting@galottery.org and in-
clude “Auction Questions” in the subject line. Questions
sent by fax or communicated via telephone will not ac-
cepted. 

Bidders submitting a question or inquiry must identify
themselves. GLC will publish answers to questions timely
received at www.gacoam.com (under the “Documents”
submenu and then under the “Communications” heading)
on or before March 29. GLC responses to questions will
not identify the person or entity that asked the questions. 

Pre-qualification is required to participate in the auc-
tion. To be considered for qualification as a bidder at the
auction, a person or entity must submit the following:

• COAM Pre-Qualification Auction Participation
See AUCTION Page 5

VR becomingVR becoming
reality - P12reality - P12

AMUSEMENT EXPO attendees play a game of Tomb Raider last month in Vegas.

GLC officials
provide info
on COAMs
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EXPO!
By Paul Tash

Georgia Amusement Journal
The ninth annual Amusement Expo re-

turned to its roots in Las Vegas at the
Westgate Resort & Casino Feb. 27-March
1 and drew thousands of enthusiastic buy-
ers and sellers in the amusement industry.

“The show was engaging (and) ener-
gizing," outgoing AMOA President Rick

LaFleur said. "You could see it in the en-
gagement of the attendees on the show
floor as well as the educational segments.”  

The industry's two trade groups, the
American Amusement Machine Associa-
tion (AAMA) and the Amusement &
Music Operators Association (AMOA),
joined forces in 2009 to create the

See EXPO Page 10See GAMOA Page 8
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— REPORTING DATES  —
May 1:          The COAM licensing application (www.gacoam.com)
                     is open for the 2019 licensing period (07/01/2018 ‐
                     06/30/2019) for the following: 
                  - Master Class A ‐ NEW and RENEWAL
                     - Master Class B ‐ RENEWAL
                   - Location Class A ‐ NEW and RENEWAL
                  - Location Class B ‐ NEW and RENEWAL
                  - Manufacturers & Distributors - NEW/RENEWAL
Sept. 28:      Deadline to submit a RENEWAL Location Class A 
                     and Class B License, Master Class A and Class B 
                     license and Manufacturer and Distributor license. 
                     If a holder of a 2018 COAM license fails to renew 
                     its license or its license application is not 
                     approved on or before this date, the person or 
                     entity will no longer be allowed to operate COAMs.

— MEETINGS/OTHER —
March 28:     COAM Advisory Board, Atlanta, GLC office
April 26:       GAMOA meeting, McDonough, Moose Lodge
May 2:          Retailer seminar, Marietta, VFW Post 2681
May 3:          Class B master license auction, Atlanta, GLC office

COAM calendar

Promotion, expansion can help all
By Shawn Fellows
GAMOA President

Georgia’s lottery ranks
among the highest performers
in the country when it comes to
sales and when it comes to re-
turns to the taxpayers. Our in-
dustry can help take it to the
next level with simple steps
taken in conjunction with our
state partners.

Despite the strong manage-
ment of the Georgia Lottery
Corp. through the years – con-
tinuing to this day in the capa-
ble hands of new director
Gretchen Corbin – it faces on-
going pressure from legislators
to produce ever more revenue.
Even as the lottery hits record
new returns each year, the de-
mands placed on the HOPE
scholarship and Pre-K pro-
grams outpace the revenue
growth.

When lottery-funded educa-
tion funds faced bankruptcy in
2011, during the depths of the
Great Recession, the General
Assembly and Gov. Nathan
Deal enacted reforms that un-
coupled the amount of the
scholarship from the cost of tu-
ition. The new system simply di-
vided the amount of money
available by the number of stu-
dents who qualified. This put
the program on a financially
sustainable course. That’s the

upside. The downside is that
HOPE covers less and less of
tuition. In the first year of the re-
formed system, HOPE covered
more than 80 percent of tuition.
Now it’s down below 70 percent
– with further declines on the

horizon.
State leaders are looking for

solutions. Some legislators are
pushing bills that would require
the Georgia Lottery by law to re-
turn a certain percentage of rev-
enues back to education
programs. The problem, as we
all well know, is that requires
smaller payouts and fewer win-
ners. What we also know is that
players are highly attuned to
payouts. If they get fewer win-
ners, they take their money

elsewhere. Other states have
tried this to devastating effect.
Even after reversing course and
increasing payouts, it takes
years to recover the original
customer base.

It’s a risk we’d rather not

take, and luckily, we don’t have
to. Our industry, we believe, can
help provide solutions.

The Georgia Lottery does a
great job of maximizing returns
on its traditional products, but
coam is a “new product” for the
lottery that holds large potential.
Our products and games offer
fertile field for the lottery to sig-
nificantly increase revenues for
the lottery overall at a time
when there’s limited growth po-
tential for other lottery offerings.

Since the coam industry be-
came a lottery partner, the state
has focused on developing and
enforcing its regulatory regime.
That was a necessary phase
that laid the groundwork for
great results, and it’s paying off
already. As I’ve mentioned in
previous columns, the coam in-
dustry contributes about $50
million a year now to the HOPE
and Pre-K funds – that’s a huge
investment in education that
wouldn’t be there without our
businesses. That’s a success
worthy of praise, but we know
we can do even more.

It’s now time for the next
phase: promotion and expan-
sion in coordination with the
Georgia Lottery. There are op-
portunities in front of us that
could provide solutions that are
a win-win-win for the Lottery,
legislators and Georgia families
who are paying more and more
out of pocket for tuition costs.

Come back next month
when I’ll discuss ideas for how
we can “promote and expand” –
and feel free to give your sug-
gestions, too.

Shawn Fellows is president
of GAMOA.

GAMOA's mission: “To
Promote and Serve Georgia’s
Coin Operated Amusement
and Music Industry.”

There are oppor-
tunities before

us that are a win-
win-win for the
Lottery, legislators
and Georgia fami-
lies ....

Shawn Fellows
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AMOA kicks off 70th anniversary party
Lori Schneider

AMOA Executive Director
During the recent

AAMA/AMOA Amusement Expo
International, AMOA officially
kicked off its year-long celebra-
tion having officially reached its
70th anniversary of represent-
ing the amusement industry in
late January.

“What a great atmosphere
for celebration,” stated outgoing
AMOA President Rick LaFleur.
“The show was engaging, ener-
gizing and with clear opportu-
nity. You could see it in the
engagement of the attendees
on the show floor as well as the
educational segments.”  

LaFleur presided over Expo
festivities before handing off the
top AMOA post to Jim Marsh at
the closing of the event on
March 1.

Official 70th anniversary fes-
tivities kicked off on the eve of
Amusement Expo Interna-
tional’s education day at the an-
nual AMOA Presidents’ dinner
where attendees heard from
both incoming and outgoing
presidents and a special tribute
was featured honoring all presi-
dents having served throughout
AMOA’s 70-year history. The
AMOA Parade of Presidents
tribute was also featured at the
AMOA Annual Membership

Meeting on Thursday morning,
March 1. The association was
honored to have 15 AMOA past
presidents take part in last
week’s festivities.

Current AMOA President

Jim Marsh added, “70 years is a
milestone to be celebrated, and
being a second generation
AMOA president makes it even
more special.”  

Marsh’s father, Al, served as
AMOA president in 1986.

Embarking on his one-year
term, Marsh admits he’s ener-
gized by the amount of positive
engagement at the recently
concluded event. 

“When you take into consid-
eration 41 percent of the in-
crease in buyer attendance was

comprised of full-line operators,
it says a great deal about
today’s operator wanting to en-
gage and evolve," he said. “The
FEC operator community repre-
sented a notable increase as

well. Small-footprint FECs iden-
tify with the operator commu-
nity, being entrepreneurs and
small business owners, we
have a lot in common.”

Other highlights of the 70th
celebration included distribution
of AMOA 70th anniversary lapel
pins, a commemorative gift for
annual meeting attendees. in
addition, a special AMOA Heart
and Soul Reception was held
on Feb. 28 after the show to
recognize industry representa-
tives who have given their time

and talent on the AMOA board
over the years. The three-day
celebration concluded on the af-
ternoon of March 1 with the cut-
ting of a 70th birthday cake at
AMOA’s booth.

It was great to have so many
members stop by the booth to
say hello throughout the show.
While many of the conversa-
tions focused on AMOA’s mem-
ber programs or a status update
on the account-closure issue,
what stood out most in the con-
versations I had with operators
was that they noticed suppliers
on the show floor working dili-
gently to address the small foot-
print FEC. Whether it’s stored
value card systems or cashless,
it’s obvious this will continue to
evolve and expand.

AMOA looks forward to tak-
ing its 70th anniversary celebra-
tion on the road throughout
2018. 

We’re 70 and still going
strong thanks to our members
andour volunteer leaders.

About the AMOA: Since
1948, AMOA has been a voice
of, and advocate for, those indi-
viduals and companies en-
gaged in the currency-activated
amusement, vending, music
and family entertainment equip-
ment business.

AMOA looks for-
ward to taking

its 70th anniversary
celebration on the
road throughout
2018.

Lori Schneider

Auction
from Page 1

Form (Exhibit A);
• COAM Class B Master Li-

cense Auction Deposit Letter (Ex-
hibit B); 

• And a $100,000 deposit (Cer-
tified Funds or Cashier’s Check
payable to the Georgia Lottery Cor-
poration - COAM) 

The prequalification form, let-
ter and check must be delivered or
mailed to the GLC headquarters
(250 Williams St., Suite 3000, At-
lanta GA, 30303, Attention:
Camille Stokes) by April 5 at 4
p.m. EST. Any incomplete pre-
qualification information or pre-
qualification information received
late may not be considered, at the
discretion of GLC. 

A winning bid is not transfer-
able to any other bidder or party
other than the person or entity. A
winning bid is subject to verifica-
tion. 

Proceeds go the Georgia’s
HOPE Scholarship and Pre-K pro-
grams.
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GAMOA
from Page 1

• LLHs are required to have
their licenses available on-site;

• Master License Holders
(MLH) should attempt some "trou-
ble-shooting" on their own before
calling Intralot, the company that
oversees operation of COAMs for
the GLC;

• The dates for the year's
COAM Advisory Board meetings
have changed. They now are
scheduled for March 28, June 26
and Sept. 26. beginning at 10 a.m.
in the GLC headquarters in down-
town Atlanta;

• The internet portal for In-
tralot, accessed through the COAM
website (www.gacoam.com) after
registering with a username and
password, is useful for licensees to
review useful information, includ-
ing performance reports;

• Licensees should provide Lot-
tery with accurate contact informa-
tion for "somebody who can
answer questions;" 

• And the Lottery will launch a
"refresh" of the COAM website
(www.gacoam.com) July 1.

Parham also said the 2019 li-
censing period opens May 1 and
runs through June 30. Starting July
1, a $1,000 late fee will be assessed
to all licensees who did not renew
in the May 1-June 30 window. The
last day to renew is Sept. 28 – li-

censees who have not renewed by
then will not be allowed to operate
COAMs.

Finally, Parham said GLC is
looking for suggestions from li-
censees to improve COAM opera-
tions.

"We are always looking to im-
prove customer service," he said. 

Operations issues
Julie Barker, an attorney for

the Lottery's COAM Division, and
Chris Boncek, senior operations
specialist for the division, dis-
cussed other issues for GAMOA
members.

Barker reminded MLHs that
they must purchase "major compo-

nents" from a manufacturer or dis-
tributor licensed in the state of
Georgia. Those components in-
clude, but are not limited to, cabi-
nets, monitors, bill acceptors,
motherboards, game boards, soft-
ware, locks and meters. 

A list of approved and licensed
manufacturers and distributors is
available online at
www.gacoam.com. Some entities
not specifically listed may still be
approved as an affiliate of a li-
censed manufacturer or distributor,
Boncek said. If master licensees
have a question on a supplier, they
can contact his office and "we'll
verify" those entities, he said.

Barker also reviewed the cur-
rent "change-of-master process"
that location licensees must follow,
including the nine-month rule.

"COAM law significantly lim-
its the ability for locations to
change master licensees," she said.

In change-of-ownership cases
where COAMs are currently in the
location, the nine-month rule gives
locations a choice to either accept
"assignment" of the previous mas-
ter and keep the machines, or wait
nine months and then choose their
own master, but forfeit the right to
have the COAMs for those nine
months. 

The nine-month period starts
from the date of decommission of
the machines to the date of the
new application, Boncek said. For
questions on the nine-month rule,
licensees can email Barker
(jbarker@galottery.org) or Boncek
(cboncek@galottery.org). The
email should include the applica-
tion number and location address.

Barker added that master li-
censees can release location li-

censees from their obligations,
when both sides agree to it,
through a non-dispute certification.

Barker also reminded GAMOA
members that locations "can't be
solely in the business of COAMs."

"They should be a viable con-
venience store," she said.

Gross retail receipts are re-
quired each month from locations
by the Lottery showing appropriate
revenue from other sources, she
said.

In addition, Barker said the
Lottery is still working with the in-
dustry to develop "enhanced" ma-
chine and operations standards to
move the industry forward. The
COAM 13.4 regulations are in the
early development stage, she said,
with only an outline developed so
far to generate discussion. 

The Lottery has not set any tar-
get date for the new regulations.

Banilla, AXES join up
In other action, Banilla Games

and Progressive Gaming Solutions
announced that Banilla is now the
exclusive provider of the AXES
card system, sold by Progressive.
The two companies sponsored the
Feb. 22 GAMOA membership
meeting.

"We're very excited about this
partnership," said Mikael Lefebvre,
chief revenue officer for AXES.
"Thank you for your support." 

Roscoe Holmes, president of
Progressive Gaming Solutions, said
the fact that Banilla "chose to do a
joint-venture with AXES" is a win
for both companies, licensees and
players. Seminars will be held to
train people on the use of the
AXES card system, he added. 

Banilla's Kevin Morse said the
game developer is looking forward
to the new relationship with AXES
and the benefits it will provide cus-
tomers.

Morse also said the Banilla's
new Fusion 2 machine that recently
debuted in the Georgia market is
doing well.

"The numbers look really
good," he said.

The Fusion 2 designers "really
stepped it up" with "new features,"
he said.

He also invited licensees to
visit Banilla's Greenville, N.C., fa-
cility to see for themselves the
"passion and creativity" that drives
the production of its exclusive
games.

The next GAMOA membership
meeting is April 26 in McDonough.

Paul Tash photo

COAM ATTORNEY Julie Barker answers a question during the
GAMOA membership meeting Feb. 22, while Chris Boncek, senior
operations specialist, looks on.
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Expo
from Page 1

AAMA-AMOA Amusement Expo,
which debuted in Las Vegas in
2010. This year's Expo highlighted
the emerging virtual reality com-
ponent as part of its education
lineup and for its exhibitor audi-
ence.

Expo Education Day was Feb.

Millennials and the workplace

By Paul Tash
Georgia Amusement Journal
Everybody is talking about mil-

lennials, and we all better listen,
cuz there are 80 million of 'em out
there.

That's one of the messages de-
livered by "generational humorist"
Meagan Johnson, who gave the
keynote address for the
AAMA/AMOA Amusement Expo
in Las Vegas last month.

Millennials, those born from
1981 and 2002, represent the
largest generational population in
America, and a growing percentage
of the workforce. Companies, then,
need to know how to work with
them to get the most out of them,
Johnson said.

Johnson's presentation, titled
"Zap the (generation) Gap," started
with her separating the audience
into their generational groups.
Generation Xers, those preceding
the millennials, are those born from
1965 to 1980 and comprise the
smallest generational group in
America at 50 million. The famous

baby boomers, with
nearly 77 million across
the country, are those
born from 1946 to 1964.
And the traditional gen-
eration, or "Greatest
Generation," are those
born from 1909 to 1945.

Johnson asked each
group to characterize the
other groups in single-
word descriptions.

For example, baby
boomers in the group
described millennials as
"entitled" and "rude"
with bad attitudes and
poor communications
skills, while the millen-
nials described baby
boomers as "primitive,"
"dusty" and set in their
ways.

See any generation
gap there? 

Each generation
bases expectations on "generational
signposts," Johnson said. For exam-
ple, technological advances, partic-
ularly the way society
communicates now (anybody have
a mobile phone?) shape the millen-
nials' expectations. 

"Millennials want to challenge
the status quo and make a differ-
ence in the workplace," she said.
"(Businesses) need to trust the

skills millennials bring to the work-
place."

Their skills center on technol-
ogy, of course. Johnson said 84 per-
cent of them use social media
(Facebook, Twitter, Instagram,
etc.), "not just as a toy, but as a
tool."

Events such as the Vietnam War
and a global recession were genera-
tional signposts that helped shape

Payments going mobile, presenter says

Employers need
to blend talents
of generations,
humorist says

baby boomers. Baby boomers de-
veloped a work ethic working jobs,
such as paper routes, at a young
age, learning time- and money-
management skills, and customer
service. 

With so many generations in
the workplace today, a great op-
portunity exists for employers to
blend and engage the talents of
each, she said. 

"We need to find ways to suc-
cessfully connect," she said. 

Who is Meagan Johnson?
After working several years in

a sales environment, Johnson be-
came discouraged when she expe-
rienced the negative perceptions
about Generation X. A Gen Xer
herself, she began to research com-
panies to better understand how
multiple generations could work
together and be successful. 

She and her dad, professional
speaker Larry Johnson, are co-au-
thors of the best-selling book:
“Generations, Inc.: From Boomers
to Linksters, Managing the Fric-
tion Between Generations at
Work.” 

For the 20 years, Johnson has
entertained and educated thou-
sands of audience members, and
she has been written about and
been quoted extensively on a vari-
ety of generational topics. 

27, and featured dozens of indus-
try-related seminars. The Georgia
Amusement Journal covered sev-
eral of the seminars for its readers.
Look for those stories on this page
and the next two. 

The exhibits opened for two
days, Feb. 28 and March 1, while
the All-Industry Gala Reception
took place the night of Feb. 28. 

Next year's Expo will return to
Las Vegas.

By Paul Tash
Georgia Amusement Journal
By the end of this year over a

third of the world's population will
own a smart phone. And they'll be
using those phones more and more
in the coming years to pay for
nearly everything – even groceries,
gas and amusement games, accord-
ing to Leanna Price, who presented
a seminar called Payment Trends
during the Amusement Expo Feb.
27 in Las Vegas.

Price, from Heartland Micro-
Payments, discussed the evolution
of payment from cash to card to
mobile. As everybody in the retail
world is experiencing, the use of
cash as payment has declined sig-
nificantly, usually being replaced
by credit or debit cards. 

Price said that debit-card use
has overtaken credit cards as the
top payment choice currently, but
mobile-payment is on the rise as
the retail economy moves toward

"unattended" payment. Unattended
payment, Price said, means "the
merchant doesn't have to do any-
thing to receive money" – the
transaction is left entirely up to the
consumer, and their smart phone.

Generation Z, the youngsters
born after 2002, will really drive
the mobile-payment revolution,
Price said, because these
"screenagers" will have grown up
using smart phones (Apple intro-
duced the first iPhone in 2007).

"They want mobile," Price
said. "They want immediacy."

And they really want their
phone. A recent survey found that
28 percent of Gen Zs would give
up friends and money before they'd
give up their smart phone, Price
said.

Mobile commerce is already up
40 percent from this time last year,
she said. Apple Pay owns 90 per-
cent of the global mobile volume,
she said, adding that 50 percent of

retailers can take Apple Pay,
though not all who can actually do.

The Starbuck app is one of the
best examples of successful mobile
payment, Price said. The coffee
company drinks in about 40 per-
cent of its dollar volume through
mobile payment, she said.

"It's easy. It's convenient."
The Gen Zs also will push a

trend toward peer-to-peer payment
through such apps as Alipay, she
said. The use of biometrics, prima-
rily face and finger recognition and
authentication, is also gathering
steam, she said, adding security
features that PINs and passwords
just can't match.

"Shifting consumer prefer-
ences" will keep payment methods
evolving with technology. In the
end, it's the "customer experience"
that's important.

"There are so many options,"
Price said. "Let consumers tell us
what they want." 

MEAGAN JOHNSON discusses the finer
points of the generation gaps during a
seminar Feb. 27 during the Amusement
Expo’s Education Day.

Paul Tash photo
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By Paul Tash
Georgia Amusement Journal
Learning to successfully "turn

cashiers into sales people" and un-
dertake "strategic remodels" high-
lighted an Amusement Expo
seminar last month in Las Vegas.

Rick Barsness, founder of the
Incredible Pizza Co. based in
Springfield, MO., told a small but
engaged audience Feb. 27 that he
was there "to help your business
make more money."

Turning cashiers into sales peo-
ple involves commissioning the

cashiers, primarily to sell three-
tiered "eat and play packages."

Paying clerks a commission in-
centivizes them to push the profit-
heavy packages at the point of sale,
he said. His stores have software
that "measures and motivates"
clerks, who also are in competition
with each other, he said, with high-
est sellers rewarded even more.

"I tell you, everybody loves it,"
he said.

He also said "strategic remod-
els" can "drive sales and profits," as
well.

Remodels help FECs build
more steady traffic to help stave off
the competition. Remodels, if mar-
keted correctly using social media,
"create excitement" for the reopen-
ing and beyond, he said.

Barsness has remodeled several
of his stores, including his flagship
facility in Springfield. In addition
to replacing floors and painting
throughout, he added a go-cart
track, trampoline park, mini-bowl-
ing lanes, and a new "Lost in
Space" ride.

"Give customers a new reason

to come see you," he said. "Make
the most of (your) stores." 

The results of commissioning
cashiers and strategic remodels
have been a boon to Barsness'
stores. He reported a 69 percent re-
turn-on-investment in just three
years.

The eat-and-play packages are
"really a good deal," he said. 

And he advised FEC owners "to
go big" on remodels.

"Look to make money with
what you have," he said. "Exhaust
every (space) you have."

Prepare for threats, Vegas cop advises

Commissions, remodels bump company profits

By Paul Tash
Georgia Amusement Journal

Since 2006, the United States suffers an ac-
tive-shooter event every 2.9 months, said Officer
Charles Huff, of the Las Vegas Police Depart-
ment.

The Las Vegas police department had to deal
with the deadliest – last October's assault by a
high-stakes gambler at a concert outside the
Mandalay Bay hotel that left 58 dead and over
800 wounded.

Huff, a member of the M.A.C.T.A.C. (Multi
Assault Counter Terrorism Action Capabilities)
training section, presented a seminar during the
Amusement Expo in Las Vegas to help managers

of family entertainment centers (FEC) and other
small businesses assess risk at their facilities, im-
plement steps to minimize threats, and develop
response protocols in such situations.

He highlighted the "Run, Hide, Fight" re-
sponse people should follow in an active-shooter
experience – run if you can, hide if you cannot
run, and fight if all else fails. He played a video
produced by the U.S. Department of Homeland
Security that highlighted "Run, Hide, Fight" sce-
narios (available on YouTube). 

"We all have an expiration date," Huff said.
"How do you want to be remembered?"

He urged those in attendance "to have a
plan," including an exit plan for customers and

employees. Businesses, he said, should prepare
Go Bags they can provide first responders that
contain maps of the location, keys to all rooms,
and a list of hazardous storage.

Training is available for active-shooter drills
in most cities, he said, and he advised businesses
"to get to know your cops" and ask them to tour
your facility.

In active-shooter events, people under siege
should do everything they can to cooperate with
law enforcement, whose primary job is to "stop
the shooter," Huff said. 

"Listen to what they are saying and asking,"
he said.

PLAYERS GET behind the wheel and experience an
amazing racing adventure, above, on Sega sit-down

games at the Amusement Expo Feb. 28 in Las Vegas.
Above right, buyers peruse a large selection of prize mer-
chandise at the Cardinal Distributing booth. Right, players

test the very latest pinball machines from Stern.

Paul Tash photos
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VR becoming reality, expert says
By Paul Tash

Georgia Amusement Journal
Brent Bushnell said he "grew

up a nerd, surrounded by nerds,"
but that upbringing has helped him
become a star in the virtual reality
world.

Bushnell is the chief executive
officer of Two Bit Circus, a Los
Angeles-based experiential enter-
tainment company. He gave the
keynote address for the virtual re-

ality track at
the Amuse-
ment Expo
Feb. 27 in
Las Vegas.

Two Bit
Circus has
captured ac-
tion sports
content in
360 video
for brands

like the NFL, NBA, Indy and the
Olympics for use in VR activations
at the Super Bowl, All Star games
and in retail. The company regu-
larly serves as immersive enter-

AMUSEMENT EXPO attendees test drive a virtual reality ride Feb.
28 in Las Vegas.

tainment partners for brands and
location-based facilities.

Bushnell said the no. 1 enter-
tainment trend for younger con-
sumers is "experiences over stuff."
Young people want, and are will-
ing to pay for, experience-based
entertainment, such as escape
rooms and immersive theaters.

"Retail is changing," Bushnell
said. 

Consumers more and more are
looking for health and wellness ac-
tivities, and are more likely to mix
education with entertainment.
They also are more willing to en-
gage in interactive activities, and
want to "increase immersion" with
movies, video games, even books. 

Immersive theaters can provide
"meaningful experiences," he said.
For example, he said, a company
turned a food bank into an immer-
sive theater where participants ac-
tually worked in a food bank "and
learned about homelessness."

"That's so cool," he said. "The
power is so amazing."

He said virtual reality technol-

ogy can provide businesses with
amazing training opportunities
through visualization. In addition,
"applied VR" can help people suf-
fering from chronic pain and pro-
vide treatment for those suffering
from ADHD (attention deficit hy-
peractivity disorder).

Virtual reality technology, he
added, can provide enormous edu-
cational opportunities, as well.
Bushnell said Palace Games in San
Francisco provides VR games
where players also "are learning
about the history of the United
States," he said.

"There's learning baked into
it."

With virtual reality becoming
... well, more of a reality in our
lives, the world will need more and
more businesses and employees to
support it.

Bushnell quoted a recent U.S.
Department of Labor forecast that
said 65 percent of current school-
children will be employed "in jobs
that don't exist yet." He is an advo-
cate of STEAM education – the
traditional STEM majors (Science,
Technology, Engineering and

Math) plus Art. His company has
launched the STEAM Carnival in
Los Angeles, a showcase of high-
tech entertainment and workshops
"to inspire invention." 

The challenge for VR advo-
cates currently is to turn immer-
sion into a scalable model that
makes financial sense for the aver-
age out-of-home entertainment
business, such as family entertain-
ment centers, to provide. His com-
pany is currently building a
network of micro amusement
parks, a kind of "reimagined ar-
cade," he said.

Other concerns hindering busi-
ness-model VR entertainment in-
clude player nausea, hygiene
maintenance, and equipment dura-
bility, 

Lack of VR content is a prob-
lem, too, he said. 

"We're in such an early phase,"
he said. "We need 10 times more
content. We need more manufac-
turers to green-light funding for
content development."

The good news, he said, is that
the "hardware is there, and it
works."

BUSHNELL

Paul Tash photo
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Just $5 per line

1-406-491-0100
paul@tashcommunications.com

GAJ CLASSIFIED ADS

Southern Gaming Solutions offers
FREE Advance Technical Training Cer-
tification on IGT machines, card sys-
tem, and JCM bill validators. Register
today and improve your skill set. 
Contact us at 678-695-7685 or at
orders@southerngamingsolutions.net.

ATTENTION, CLASS A BUSINESSES!
Looking to sell excess inventory of
pool tables and accessories, juke boxes,
or Class A games? Advertise here in the
Journal classifieds and turn them into
money! Call 406-491-0100 or email us
at paul@tashcommunications.com.

Need good help right now? Advertise
here in the Journal classifieds to find
that perfect employee. People reading
the Journal are already familiar with the
COAM industry and/or convenience
stores. Call 406-491-0100 or email us
at paul@tashcommunications.com.Experienced technicians wanted!

In search of a dependable technician
looking for a permanent position with a
GA COAM distributor.  Must be a ded-
icated team player, customer service
oriented, have trouble shooting skills,
maintain confidentiality, and work effi-
ciently. Full-time positions available.
IGT Certification, IGT Intelligen Card
System, and JCM training provided.
Email resumes and references to:
orders@southerngamingsolutions.net

Class B License for sale
Don’t miss out on a chance of a life-
time! A great investment opportunity.
Don’t waste time, start making money
now. Serious inquiries reply to
sptvgaming55@gmail.com.

TECH TRAINING HELP WANTED HELP WANTED

LICENSE FOR SALE

Readers of the Journal are in the retail
business and likely will have the equip-
ment you’re looking for, from pool ta-
bles and bar stools to refrigerator units
and retail shelves. Call 406-491-0100
or email the Georgia Amusement Jour-
nal at paul@tashcommunications.com.

WANTED TO BUY

Is it time to sell?
Established operator looking to buy
Class A amusement route with employ-
ees in Georgia. There is no preference
on the size of your route operation. All
communications will be confidential
with non disclosure agreement. Serious
inquires reply to Vemcogyrl@aol.com

BUSINESS FOR SALE?

EQUIPMENT FOR SALE
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