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In New Jersey, fifth in the nation in total per capita sales at 
$6.10, the New Jersey Lottery and Northstar New Jersey 
Lottery Group (Northstar NJ) have been working together 
over the past year to build a player-centric plan to grow the 
Lottery from a nearly $3 billion brand to a nearly $4 billion 
brand by FY 2018. The plan, which is being implemented 
with the full support and commitment of the entire Lottery 
staff, includes enhancing brand equity, evolving the instant 
category with exciting new game families and revamped 
prize structures, and energizing the draw game portfolio 
with the addition of new multistate games (CASH4LIFE and 
MONOPOLY MILLIONAIRES’ CLUB™, for example) and 
enhancements to existing games. 

Hand in hand with these major sales drivers, lifting sales 
in high-performing lotteries requires a retail optimization 
program focused on the player and executed with relentless 
precision and an eye to detail in every retail location. 

FOCUS ON THE PLAYER
To grow sales in New Jersey, Northstar NJ (whose respon-
sibilities include sales, marketing, product development, 
retail optimization/recruitment, retailer relations and 
communications, and player education functions of the 
Lottery) has implemented a retail optimization program 
focused on five major areas.

1. Quality Expansion of the Retailer Network
Expanding the Lottery’s reach by adding quality retailers 
to the network is a priority in New Jersey as it is in 
most jurisdictions. With more retailers, the Lottery can 
realize sales across a larger demographic, increase the 
engagement of lapsed and light players, and improve 
Lottery acceptance and awareness. In New Jersey, the goal 
is to add enough quality retailers to reduce the number of 
people per retailer from 1:1,360 to 1:1,239 by FY 2015.

Armed with a complement of newly created recruitment 
tools and retailer-facing materials, Northstar NJ’s team of 
Business Development Associates (BDAs) hit the streets 
to sign up independent retailers across the state. After 10 
months, the retailer network has grown by more than 430 
retailers.

Simultaneous efforts to recruit one of New Jersey’s most 
profitable and visible chains, Wawa, required creating 

STANDING STILL IS NOT AN OPTION 
GROWING RETAIL SALES IN A MATURE LOTTERY

Growing sales, especially same-store sales, in a mature, high-performing lottery 

can be a challenge. GTECH’s expansive suite of capabilities in this area has 

evolved based on experiences and lessons learned with three lottery 

management contracts in the U.S. GTECH has developed a comprehensive retail 

optimization program to boost the sales and revenue of even high-performing 

lotteries, leveraging more consumer, retailer, and player insights.
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a customized solution to meet the retailer’s very specific 
requirements, and concluded successfully in November 
2013, with all 235 Wawa locations selling lottery products 
by early 2014 (see the August issue of PGRI). Wawa stores 
have generated nearly $23 million in New Jersey Lottery 
sales since the initial rollout of stores in October 2014. 

2. Sales Call Optimization
One way to increase same store sales is to optimize sales 
representatives’ effectiveness in the field. In New Jersey, 

the retailer-to-representative 

ratio on average is less than 1:125, and LSRs 
and BDAs undergo GTECH’s intensive, two-week Sales 
Certification Program training upon hiring. The certification 
program covers Lottery history, products, sales and 
marketing strategies and includes a complete set of sales 
and recruitment tools, a measurement component, and 
practical field experience such as “clerking for a day.”

The entire organization has a singular laser focus, with 
LSRs and retailers being kept informed and up-to-date 
through consistent and timely communications driven by a 
monthly newsletter and a publication that answers retailer 
questions (“We’re Listening to You”). 

Sales Call Stratification
Another important element of sales call optimization in 
New Jersey was to stratify the sales call cycle. The objective 
of this sales call stratification is to: 

 › Find retailers that have higher sales growth potential 
using predictive sales modeling.

 › Ensure Customer First service with a quality, effective 
sales call to every retailer in the network focused on 
actionable sales data.

Using a statistical analysis of data variables – actual 
sales data as well as population size and growth rates, 
housing characteristics, presence of other lottery retailers, 
propensity to play lottery products, etc. – combined with 
LSR input, all established retailers (those selling for 26 
weeks or longer) were prioritized by their sales potential. 
Sales call frequency was established for each category:

Top Performers: Retailers that account for the top 20% of 
sales; visited bi-weekly.

High Potential: Retailers whose predicted sales are higher 
than actual sales and higher than regional thresholds; 
visited weekly.

Maintain: Retailers whose sales match their predicted 
sales and are doing fine as is; visited bi-weekly.

Bottom Performers: Retailers in the bottom 10% of sales 
with little potential for improvement; visited monthly but 
called bi-weekly by instant ticket specialists.

Retailer classifications and call cycles will be reviewed at 
least annually.

3. Draw Game Optimization
A consistent calendar of player promotions and retailer and 
clerk incentives helps to revitalize sales of established draw 
games and introduce new games and game enhancements. 
In New Jersey, in addition to player favorites like Red Ball 
and Green Ball, new player promotions are being piloted 
to measure sales impact. These include enhanced payout 
structures and “buy one get one” promotions such as Free 
Ticket Fridays and “Nth” transaction free plays.

High Jackpot Strategy
Although New Jersey is #1 in the U.S. in total multistate 
game sales per capita ($0.94), GTECH and Northstar NJ 
saw an opportunity to increase these game sales during 
high jackpots. A high jackpot trigger strategy has been 
executed that includes:

 › Terminal messages
 › Streamlined digital (ESMM) jackpot awareness show
 › TV and radio advertising
 › Digital banners 
 › Billboards
 › Promotions team and mascots at promotional events

Win for Life Family – OUR BEST SELLERS$5 $2,500 Win for Life
01183

$2 $1,000 Win for Life 
01182

$1 $500 Win for Life
01181

1 $20 Diamond Spectacular
01167

2 $20 20X Cash
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1 $10 $150 Million Cash Spectacular 01204
2 $10 $100 Million Spectacular* 01134
3 $10 Massive Money Bingo

01193
4 $10 10X Cash 3rd Edition

01162
5 $10 Quarter Million Crossword 01195
1 $5 $2,500 Win for Life

01183
2 $5 Super Crossword

01189
3 $5 New Jersey Hold’em Poker 01192
4 $5 Gold Bar Bingo

01159
5 $5 Championship Poker
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6 $5 5X Cash
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4 $3 Cash Lines
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5 $3 Bingo Boxes

01179
1 $2 $1,000 Win for Life
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2 $2 Love to Win
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3 $2 Snow Me the Money
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4 $2 Big Money Spectacular 01188
5 $2 Classic Bingo

01148
6 $2 Ruby Red 7s
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1 $1 $500 Win for Life

01181
2 $1 3x Cash

01191
3 $1 Triple Tripler

01178
*Sell out now to make room for $150 Million Cash Spectacular 

  and new Win for Life family   
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Games You Should Carry

Need Assistance?
Retailer Hotline: 800 545-4321Instant Ticket Ordering: 888 434-5050New Jersey Lottery Customer Service: 

(in-state) 800 222-0996 – (out of state) 609-599-5800
Results and Jackpot: NJLottery.net

RETAILERfocus

Here’s to a Happy and Successful 2014 
with the New Jersey Lottery!Gaming should be fun; it should also be responsible. We’ve 

made that commitment, and we appreciate the effort 
you make to ensure responsible gambling. If one of your 
customers or someone you know has a gambling problem, 
please encourage them to call 1-800-GAMBLER.®

Responsible Gaming

Happy New Powerball!

Director‘s Message:  Working Together for a  Happy and Successful 2014
Spectacular Sales Drivers 

Powerball with Power Play Enhancements  

Retailer Incentives Roundup   

Powerball Ultimate Tailgate Party Promotion 

 Best Practice Tips

Powerball® 

with Power Play® gets even better. Details 
inside 

Holiday Shipping: Order Early to Ensure 
Adequate Inventory UPS ground does not pick up or deliver on New Year’s Eve or New Year’s Day. Order early to ensure adequate inventory.

Order by 2:00 p.m. Receive ShipmentFriday, 12/27 Monday, 12/30Monday, 12/30 Thursday, 1/2Tuesday, 12/31 Friday, 1/3

Coming in 

January: 

Partial Pack 

Returns! Loaded with winners! Month-long media support! 

Italian Peoples Bakery & Deli, TrentonSince it was founded in 1936, Italian Peoples Bakery has been renowned in the 

Trenton area for its bread, cakes, pastries and sandwiches. But a huge portion of 

its business – 40%-50%, according to co-owner Matthew Guagliando – comes 

from New Jersey Lottery sales. What makes them so successful? Matt attributes 

their fantastic results to several factors: carrying lots of instant games, including 

multiple facings of best-selling games; great customer service; and promoting 

winner awareness. “I hang tickets from the back wall so everyone can see 

them,” says Matt.
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Carry as many games as you can – three or four facings of the top 
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 › Social media
 › Public relations 
 › Game shirts/stickers
 › Trial-driving buy one, get one coupons 
 › Leveraging corporate in-store announcements and 

social media push messages 
 › Unwavering execution of basics at retail, including 

jackpots posted around the store, cross-promotion with 
other games, winner awareness, and always-filled instant 
ticket bins.

4. Instant Ticket Optimization
With 48% of Lottery retailers carrying 33 or more facings 
(21% have 48+), growing instant ticket sales in New 
Jersey is not simply a question of adding more games. 
Instead, Northstar New Jersey’s instant game sales retail 
optimization program focuses on:  

Product visibility optimization: 
 › Replacing “black box” dispensers with clear plastic 

dispensers and towers. 
 › Piloting strategies to optimize effectiveness of  

in-counter displays, including menu boards and  
menu mats.

 › Focusing on achieving new game penetration within  
the first five days after launch.

Product mix optimization: Instituting a monthly  
plan-o-gram to make sure stores carry all the top  

sellers, especially in locations that sell instants only  
via vending machines. 

Inventory management: Allowing partial pack returns to: 

 › Make bins available for more saleable tickets.
 › Overcome retailer resistance to carrying and activating 

new games.
 › Avoid diminishing brand relevance through outdated, 

low-selling product. 
These initiatives have contributed to the realization of 
record-breaking instant sales: six of the top 10 settlement 
weeks in New Jersey Lottery history (including #1) have 
been achieved in FY 2014.

5. Performance-Based Retailer & Clerk Incentive Programs
Rewarding retailers and their staff for following revenue-
generating marketing best practices can be an effective 
motivator and sales driver. To drive growth of both instant 
and draw games, Northstar NJ offers retailers the 
opportunity to earn incentive dollars if they achieve specific 
sales goals customized by location. Other retailer incentives, 
such as rewards for activating, settling, and properly 
displaying specific instant games, have also been effective.

Sales associates play a critical role in promoting a lottery’s 
product lines and communicating 
information about games to the retailers’ 
customers. Realizing that motivating 
and engaging retail staff can directly 
affect lottery sales, Northstar NJ has 
implemented a variety of  clerk incentive 
promotions in New Jersey, including ask 
for the sale; sell, sign and win boards; and 

“Nth” voucher initiatives, where every 
“Nth” ticket of the draw game sold statewide produces a 
voucher for the selling clerk.

Relentless Execution
By developing, implementing, and believing in their retail 
optimization plan, and through relentless execution of the 
basics at retail, Northstar NJ and the New Jersey Lottery 
continue to build a foundation for same store sales growth 
in the coming years. 

We have established an individual sales goal for each retailer, 
based upon a careful analysis of your own recent sales 
performance. If you meet this goal, you will receive an additional 
5% (10% total) commission on all instant ticket sales over your 
total base instant ticket sales.

Look for a letter with your individual incentive goals to arrive in 
the mail, along with a special incentive tracking sheet to help you 
mark your progress. Your Lottery Sales Representative will also 
have your goals, and you can track your progress at 
http://bit.ly/RGMuBn.

Halfway through May, month-to-date instant settlements are up 
9% over the same period last year, and with the summer months 
approaching, we plan to continue this trend. We are committed 
to delivering exciting new instant games to drive traffic to your 
store to help you achieve, and then exceed, your goals. We ask 
that you help by embracing best practice sales drivers.

The Top 2 ways to exceed your goals are:
1. Ask for the sale! Ask every customer 18 years or older to 

purchase a lottery product.

2. Carry and display all the new and top-selling instant games, 
on the counter right at the point of purchase.

Double Commission 
Instant Ticket Incentive 
Spring 2014

Double your 
instant sales 

commission to

10% 

GGGGG-BBBBBB-TTT

During the 5 weeks from May 22, 2014, to June 25, 2014, 
you have the opportunity to earn an additional 5% 
commission on instant ticket sales.

Over $21 million in 
prizes paid through 
May 15, 2014

Still top sellers! 
$2 million weekly 
(10 week average )

$10 games average 23% 
of instant sales each  
week (10 week average)

New games attract  
new players

Tower Base: 

4 3/4” W x 8 1/2” D

Bonus 

If your Win for Life 

tower is full at every 

LSR visit during the 

incentive period, you 

will be awarded an 

extra $20 at the end of 

the promotion – over 

$130,000 available 

statewide!

Sell Early 

Earn More 

Earn More 

Money 

Performance-Based 

Retailer Incentives 

Fall 2013

Win for Life Retailer CASH Incentive 

Cash Prizes Totaling $300,000

820 prizes of $100-$1,000 

Win up to three times and up to $1,370! 

How to Qualify 

1. Merchandise all three Win for Life Family of Games in the Lottery-provided tower dispenser  

near the point-of-sale; and 

2. Settle two packs each of $1 Win $500 a Week for Life (game #01181) $2 Win $1,000 

a Week for Life (game #01182), and $5 Win $2,500 a Week for Life (game #01183), 

during each month of the incentive period. 

Once qualified, you will automatically receive one entry into the qualified month’s drawing for 

each pack of Win for Life tickets settled, including the six qualifying packs as defined in 2, above.

 > Payout 64% 

(most $1 games 

around 55%)  

 > Over $3.9 million 

in $4-$100 prizes

 > Each pack contains 

at least $139 

in prizes 
– guaranteed!

Drawing Date Prize Number of Winners Total Prizes per Drawing

October $100 500
$50,000

November $250 200
$50,000

December
$500 100

$70,000

$1,000 20

Total
820

$170,000

 > Now win $1,000  

a week for life 

on a $2 ticket! 

 > Over $6.8 million 

in $10-$200 prizes

 > More than 15,000 

prizes of $100

 > Payout 71% 

(most $5 games 

around 65%)

 > Over $19.5 million 

in $20-$500 prizes

 > 2 out of 3 packs 

have a $50 or  

better prize

September 23–September 29: Halloween Raffle 

Double Your Commission Incentive

Earn double commission – that’s $1 per ticket! – for each Raffle ticket sold during 

the first week of sales for the Halloween Raffle incentive.

Don’t Wait, Activate!

Activate and display all new games launched 
March – June by close of business Friday of each 
game launch week to earn $25 in monthly bonus 
commission each month in incentive period.

PLUS Settle new and top-selling games for 
the chance to win up to $2,000 more!

How to Qualify  

Bonus Commission

Activate at least 1 pack of each new* instant game by close of business 
Friday of the game launch week for the months of March, April, May, 
and June 2014 to receive $25 bonus commission each month achieved 
– up to $100 bonus commission for the incentive period. There are no 
partial bonus awards: you must activate at least 1 pack of each new 
game launched to qualify.

Bonus Award Drawings

Once you qualify for the monthly bonus commission, each pack settled 
of the following new* and top-selling** games will give you an entry 
into the monthly drawing to receive a bonus award up to $500 per 
month, up to $2,000 in bonus awards in all. The more packs you 
settle, the more chances to win each month!

Instant Games 
Retailer Incentive 
Spring 2014
Earn up to $100 in Bonus Commission PLUS Win up to $2,000!

*New games = Game launched in the month of each drawing 
Qualifying games for each month (March – June) will be listed 
in the Retailer Focus for that month. See reverse side for details.

**Top-selling games = These 5 top sellers:
 3 $20 $2,000,000 Mega Cash (#01211)

 3 $10 $150 Million Cash Spectacular (#01204)

 3 $5 $2,500 a Week Win for Life (#01183)

 3 $2 $1,000 a Week Win for Life (#01182)

 3 $1 $500 a Week Win for Life (#01181)

For each pack settled of the above games that month, you will receive  
1 entry into that month’s qualified monthly drawing. Each retail location 
can win in each month qualified but can win only one award per month 
(e.g., in March drawing a retailer may be awarded $500, $200, or $100). 
Chains with multiple locations can win at each location.

Bonus Award Monthly Drawings

Month Number of Awards
$500 $200 $100 Total

March 2 10 20 $5,000

April 2 10 20 $5,000

May 2 10 20 $5,000

June 2 10 20 $5,000

Retailer Incentive Sell-in Sheets


