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Your Rhode Island Lottery

Consumers have always responded well to predictability.  They like to know what to expect
from their Retailers.  Keeping this in mind, a strategy to maximize performance with merchandizing
standards would be ideal for our Lottery sales.  However, enforcing presentational standards for
Lottery Retailers presents several obstacles.  There are great differences in the atmosphere and interi-
or setup of each Lottery Retailer, making conformity difficult.  

As you know, Retailers range from restaurants and bars, to convenience stores and supermar-
kets.  There is no way to make Lottery presentation uniformed in all of these locations, but easy-to-
follow guidelines could make a difference in consumer recognition statewide.  Customer service,
clerk performance, point of sale signage and game display are all points that can be isolated and
focused on by every Retailer.

Customer service and clerk performance are closely linked.  Retail staff needs to be patient
with customers.  Taking the time to explain new games one on one with the customer would not only
save time in future transactions, but help build lasting relationships.  In order to do this, the clerks
themselves need to be properly trained and competent in Lottery play and payout procedures.  

Suggestive selling during the introduction of new games and high jackpots will increase
awareness and revenue.  It is beneficial for Retailers to pay out all winners up to $599.  This way
players become accustom to a standard payout, and many times return the winning in revenue to the
Retailer.

All promotional material at the point of sale should be uncluttered and up to date.  The mate-
rial must be visible to the customer.  It is important that when the point of sale material sparks inter-
est that the base games are in stock and displayed.  If at all possible, instant tickets, brochures, and
bet slips should be in plain sight at each point of purchase.

All of these suggestions make the Lottery experience as hassle free as possible for the cus-
tomer.  The easier the transaction is, the more likely you are to have a satisfied customer with repeat
business.

Simple consistencies in point of sale material, game display, customer service and Lottery-
aware clerks can make a significant difference in your sales.  The predictability that entices customers
is not achieved in our industry through ascetic conformity, but with a uniformed goal to catering to
the best of the Retailer’s ability to its patrons.  This strategy creates a common objective that can be
maximized by every Lottery Retailer.

Increase Lottery Sales and Your Profit



YOUR RHODE ISLAND LOTTERY: Benefiting All Rhode Islanders Since 1974

From Lottery Headquarters ...
... to you.

Gerald S. Aubin

Dear Retailers:

The month of June is always packed with
excitement and anticipation of summer festivals,
vacations, and holiday celebration; it is no differ-
ent here at the Lottery.  Tourism should be strong,
a new Keno Promotion is set to launch June 1st,
and we ended May with a hot streak of Rhode
Island PowerBall® winners.

With tourism booming in Rhode Island
this time of year, suggestive selling is all the more
important.  Visitors come to our sate willing to
spend; however, many are not familiar with our
Lottery products, but it is worth spending the
extra time to introduce and explain all available
games.  The state benefits in many ways from
tourism, but these months are your chance to get a
piece of the pie.  

The excitement continues this month with
the introduction of our Keno 6-Pack Sundown pro-
motion.  There has been a great deal of planning
and graphic design that went into developing this
new twist on a familiar give away.  The saturation
of point of sale material in your locations should
set the stage, but we need your help to maximize
its potential.  

We ended the past month with a buzz of
enthusiasm surrounding each PowerBall® draw-
ing.  This lucky streak has been covered by local
television and radio news broadcasts.  In the
month of May alone, Rhode Island Retailers have
sold (3) $200,000, (1) $20,000, and (3) $10,000
winning PowerBall® tickets.  That is over a mil-
lion dollars in large subsidiary prizes paid out
locally.  Hopefully we continue to ride this wave
through the summer months.

With the influx of tourists, a new Keno
promotion, and this PowerBall® streak, there is
plenty to capitalize on this month.  I encourage
you all to take the initiative and stress these selling
points in your locations.  A proactive Retailer is
one of the best complements to the Lottery busi-
ness, insuring a mutually beneficial, lasting rela-
tionship. 

All month long, Keno Retailers will play a vital role in intro-
ducing and endorsing the Lottery's new 6-Pack Sundown promotion.
Every evening during the month of June from 5-8pm, players will
receive a FREE Four Spot Keno Quick Pick for each $5.00 wager on
a single playslip.  It is important to remind customers that cancella-
tions are not permitted for this promotion and the addition of the
Keno Plus option may result in a $10.00 wager.  Lottery representa-
tives will be visiting all Keno Retailers to prep your locations with a
slew of signage.    

Never before has this much point-of-sale material been used to
support a Keno promotion in Rhode Island.  The monitor signs,
posters, terminal wobblers, and table toppers will hopefully catch
customers' attention with their sharp
graphics and catchy tagline.  In
addition to the saturation in quanti-
ty, you will notice the uniformity of
all the signage.  This combination
should strengthen the message and
drive it home to the players.

The Lottery provided all of
the point-of-sale material but with-
out your support, this campaign
cannot succeed.  With your sugges-
tive selling and informed staff, this
month has the potential to signifi-
cantly raise Keno sales, along with
your commissions.

JUNE PPROMOTION FFOR KKENOJUNE PPROMOTION FFOR KKENO
RETAILERSRETAILERS

Last Day To Cash
These Instant Tickets

Last Day To
Game Name              Redeem Tickets

240    Golden 7’s                   June 3, 2006

242    Treasure Chest             July 12, 2006
235    Wild Fire 5’s                July 18, 2006
254    Xtra Fat Cat                 July 19, 2006
234    $5 Winter Series           July 19, 2005
216    Lucky Charm Bingo     July 21, 2006
221    Cash Fever                   July 22, 2006
201    Winter Action               July 25, 2006
411    Stack Em’ July 25, 2006

422    Wild, Wild Winnings     Aug 05, 2006
236    Lucky X 12                  Aug 16, 2006
428    Double Moolah             Aug 23, 2006

Games end at 11:59 p.m. on posted date.
The list of Instant Ticket game end dates is

available on-line at www.RILOT.com.


