
Texas Lottery Commission 
Lottery Operations and Services RFP 

Evaluation Scoring Matrix Documentation 

Vendor Name: SCIENTIFIC GAMES 
Evaluator Name: ~ 

Date I 
Pre QualificatIOn Time 
A. MandatOtY Pre-Proponl Confentnce and Non-DtsclOsure StI*"8nt 

A.1 
The Proposer attended one of the mandatory pre-proposal conferences 
and submitted a si ned non-disclosure statement. 

e. CM'P a'and P r'. Commitment Submls.lon 
The Proposer submitted the Cost Proposal and Proposer's Commitment 

e.1 in the manner as prescribed and by the deadline provided in Section 2 01 
the RFP. 

C. T.chnlcal Propoul, Bid BondIPropouI Surety and protntlUtlgation 
Bond SubmlHlon 

The Proposer submitted the Technical Proposal, Bid Bond/Proposal 
C.1 Surety and ProtesVLiugation Bond in the manner as prescribed and by the 

deadline Provided in Section 2 of the RFP 

Round 1 Minimum Qualification ReqUirements 
A. Flnancla' Statu. ofthe , 
11.1 

The Proposer is financially viable and Office of the Controller has Pass/Fail 
validated the financial status of the Proposer. 

e. Hisioftcal Under\lU,b:ed Buslnes_ HUB 
Whether the Proposer performed the good faith effort requited by the Pass/Fail 

8 .1 
HUB subcOntracting plan. 
"HUB Subcontracing Plan 
"Mandatory HSP Wmshop 

The RFP references are intended as a guide for Proposers in preparing responses to this RFP, bul do nol 

RFP MaXimum 
Round 2 Technica l Scoring Reference Available 

POints 
2.1 Past Perfo""lInc.. The usf of the P set's sl rformSflC9 In 5 .. 
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RFP Maximum 
Round 2 Technical Scoring R f Available 

e ere nee POints 

2.U 

2.1.2 

Contract performance issues, which include, but are not limited to: 
--contract terminations 
--sanctions l liquidaled damages / goods or services in lieu of sanctions/lOs 
--significant or material audit findings or compliance issues 
--disciplinary action for substandard work or unethical practices 
--pending/past litigation 
--gaming license status 

Reference checks alld site visits (to include site visits to other lotteries if 
applicable) 

4.2.5(a), (b), 
(c), (d), (e), 

(Q. (,) 

4.4 and 222 

440 

,,, 

CON ID ENTIAUn CLAIMED 

NOT ElEASED 

§SS2 110 

Total Pomts 

2.2. 1 

i 

1 ~,'~::~:~::;;:t~~Lottery Liaison and any other staff who will have oversight II operations for the Texas l ottery account. 

, 
I who will provide 

I I Managers, Corporate/Chain 
Business DevelopmentJRecruitment Manager, 

i and any other staff who will provide sales or marketing 
, direction or recommendations for the Texas lottery account 

1111612010 

DOCUMENT REDACTED BY TlC - 12-5-10 

Vendor: SCIENTIFIC GAMES 

SCIENTIFIC GAMES 

No contract terminations, no audit findings , no disciplinary action for substandard work or unethical practices, no gaming 
license denied/revoked. Variety of litigation reported. 

Current vendor for instant ticket manufacturing, has extensive experience with agency regarding 
operational practices, requirements and l Os. 

Oral presentations highlighted both corporate and Texas team staff. 1015 Corporate site visit-loran Wiel (sp) chairman and 
Michael Chambrello; presentation tone interesting. Presentation by Steve Beason excellent. Old not really h ighlight value 
adds (e.g , license property, research, I). Corporate level depth of staff is very good. Outlined transition plan, 
staffing to be 60% from GTECH, 10% SGI and 30% new hires. Operation philosophy is managing to service levels, hiring 
and developing right staff and continuous improvement. Hardware 
demonstration and equipment has mixed reviews. Retailer terminal is good; small footprint terminal in development stage to 
be piloled March 2011 ; 

(large device) for sales staff, wireless, but not real 
time. National Response Center tour very good 1016 Customer Site-PA discussion of Texas transition, 
C , retailer network monitoring ) was excellent. instant ticket predictive ordering system (100 
demographic coefficients), warehouse automation tour was good, training presentation. Retailer visit-gas station with self 
service instant ticket machine (nol new model). Texas Team presentation (T. Molica via conference call)-round table 
discussion left questions regarding strength of sales force conversion as well as staff comment from John O. Reference 
checks-Arkansas (instants only), DC (warehouse-very positive), Georgia (warehouse-very positive), Indiana (online 
conversion underway-positive), North Dakota, Oklahoma, Pennsylvania. 

John Osenenko, extensive experience (19 years Europe, Asia, GM for Florida, GTECH manager for 11 years); No 
Assistant GM: Direct reports include Scott Ross (Instant Ticket Services), D avid Douglas (Technology), Tony Molica 
Sales/Marketin and John B ers Securi . Steve Beason' Jim Kenned 

Steve Beason, extremely knowledgeable on technology side; David Douglas, Deputy Director Technology, current 
corporate technology officer (23 years experience, including implementation of GTECH DCA); Jonathan Ng, Software 
Manager (25 years experience); Mike Skibel, Data Center Operations Manager (12 years experience, Ops Manager in 
Mass ' Allen Ross Communications Mana er 17 ears ex erience includin GTECH 
Dan Gholson, Technical Services Manager (17 years experience): Donna Marshall, Call Center Manager (11 years 
experience, primarily Continental air1ines); Kyle Tolkacevic, Field Services Manager (22 years experience) 

Tony Molica, Deputy Director Sales & MarKeting, extensive industry experience (limited exposure to review team); Kelly 
Douglas, Director of Sales (11 years experience in Missouri and Florida) (no exposure during visits) ; All DSMs identified: 
Christian Ross, Marketing Director (extensive experience in industry, including game development, appears well qualified, 
good exposure); Burbank Hemdon, New Business Development (5 years experience, no exposure during visits) ; Ron 
Miguel, Promotions Manager (23 years experience): Brooke Greene, Retail Execution Manager (experience in large 
grocery chains). Rich Fedyniak, Corporate Chain Accounts Manager (23 years experience in marketing); Jason Durbin, 
Instant Product Specialist (10 years experience on Florida account); liz Dimmick, Online Product Specialist (marketing 
mana er for Tri-Stale 

Page 2 



Vendoc SCIENTIFIC GAMES 

RFP 
Ma~lmum 

Round 2 Techmcal Scormg 
Reference 

Available SC IENTIFIC GAMES 
Pomts 

2.2.5 Warehouse and Distribution - Warehouse Manager. 4.3.2(e) 80 Scott Ross, Deputy Director Instant Ticket Services (extensive warehouse and start-up e~perience-29 years); Jeremy 
Swanson, Warehouse Manager (6 years e~perience, Georgia warehouse manager); William Nugent, Inside Sales Manager 
Penn Inside Sales team} 

2.2.6 Transition Team Project Manager and key personnel assigned to the 4.3.2{f) 120 Dan Grace, Project Manager (1~rears experience, well qualified, CPMP): Cory Bonogofsky, Sr. Project Manager (6 years 
transition and implementation of the Te~as lotterv account. exoerience well aualified, CPMP 

2.2.7 Organizational structure for Te~as lottery account, which includes position 4 .3.1: 4.3.5 120 Organization chart includes total staff; from oral presentation-plan is to hire 60% from GTEC H, 10% SGI existing staff 
titles and number of positions and staffing schedule for unfilled positions and 4.3.6 and 30% new: 5% incentive offer for existing GTECH employees: Hired months before go-live: DSMs 4 months: lSRs 2 
and dates when key management will be available months: Field Service/Call Center 3-6 months: warehouse 1 month; Data Center and Sales/Marketing 6-9 months 

Total Po ints 

23 ~ali . The robable uali of the offered s or services. 2 600 
2.3. 1 ACCOl JNT M ANAC.UU:NT ANI) AIlM INISTRATION 130 

2.3.1.1 Account management; Service level monitoring: Service management. 6.2 through ... Account management process defined: Realtime service level monitoring through multiple and sample 
which inCludes incident and problem management, capacity management 6.5 reports provided: Multiole tools for monitoring and managing incidents (5 severity levels)" 
and performance management: Compliance review. ): LallY Potts and company wide compliance oversight by Board of Directors, 3 compliance staff 

for Te~as account: ITIL standards 
2.3.1.2 Facilities support services, which includes all facilities and equipment to 6.6 20 

support the Texas Lottery account. 
CONF DENTIALITY LAIMED -

National Service Center to be relocated to Texas which will include the call center, terminal maintenance center and system 
NOT ElEASED delivery center 
6'" 10 

2.3.1.3 Business continuity and disaster recovery capabilities which includes 6.7 32 Provided draft Business Continuity Plans for all facilities : "ch 
primary site system recovery. system 

: backup plan for instant ticket delivery-other national courier services (agreements already in place) . 

2.3.1.4 Training activities which includes training on Lottery Gaming System, 6.8 32 Retailer Training-extensive e~perience in China (65k retailers/17k sales representatives): classroom training simultaneously 
various reta iler training requirements and LSR training. in 10 districts over 14 weeks (240 different classes). no more than 55 mile distance to training location: scheduling via 

CONFI ENTIALITY LAIMED 
newsletter, postcards, and phone calls: ); 

NOT R 
SGI employees receive extensive training as Retailer Care Specialists. 

LEASED and Lotte!) . Extensive LSR training which 
§552 . 10 inCludes equipment, sales, new products, general development and certification as Retailer Care Specialist. 

2.3_2 I ,OlTt:K\' GAM ING SYST EM 7BO 
On-LIne Games 47 

2.3.2.1 On-Line game development which includes demonstrated experience and 7.2.1 21 Game development includes four key activities: evaluation of product mi~. creation of new product model including design 
success in On-Line game development, research and implementation afld game options, research game model with qualitative testing and recommendation of final game; experience in 

providing new games and game changes/enhancements (117 as of 5110): game implementation strategies include TV, 
radio, in-store and exterior POS, web strategy, player promotions and retailer incentives: extensive proprietary and licensed 
games catalog included in baseline offer; Onl ine/Instant Specialists on Te~as Team 

2.3.2 .2 On-Line game controls which includes development and monitoring of On 7.2.2 12 Meets all requirements: comprehensive section. 
Line came control features. 

2.3.2.3 Drawings whi~=;~ludes the Lottery Gaming System's capability to meet 7.2.3 14 Meels all requi rements: states drawing process can be completed in less than 15 minutes 
the Te~as Lotte s drawina re uirements. 

Instant TIcket Game Mana ement 47 

11 /16/2010 Page 3 
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RFP Maximum 
Round 2 Technical SCOring Available 

Reference POints 

2.3.2.4 Lottery Gaming System's capability to support the volume. scope, 
development and management of the Texas Lottery's Instant Ticket 
operations, which includes the ability to inquire, track and monitor pack 
activity both globally and at the Retailer level, and monitor game "","I"~ I 
levels and order statuses. 

I L.J.L.t:i i n:s' i ii, I I 
On~line and Instanl TIcket claims, validations and payments, an~ ;heck. 
writing software and hardware for use at Texas Lottery headquarters and 

,T.,,, Lo"~ C"'m c, 
I 2 .3.2.7 LO"~Ge~I,g , II I fO," """''' m"hod (eo' 

.tOek "ri~ti"' ::: ' )to the "",k 

1 23.28 
I I i includes retailer ~~~=:ance and license 

processing, inventory management, accounting and access 
00,1<01. 

I 232 9 Lotte~ Geml,g ',~~:~'O p,o,lde "",. "CO" 

~ :~~~~. Geml'g 
; detect and report fraudulent 

i : and meet data exchange requirements. 

I ' .OL' 'o~"'. ' , ,p<eye' 

fuIT:;f---c~,~,!",,, , '., ''''ye, 
registration programs lor Informational, promotional and d~~~b9~"'the,;,g 
purposes, and milll order subscription seIVlOOS whiGtHAcIude&-­

IraAsaslisA l:iaAfil'A9, prile pa)elll aM age 'erifisalieA fealtlres 
Including the of all subscription orders, age verification 

n" . en' f ""'" •. 
"",/em. ' V",do, 

C",'g',eo' , I "" I ,"'" , 
~o"'~ I I I ,I ",' 

, ""0. ,,' '''01,. d eo 
"'he I 

; f'om Ihe I ,the lot"", 

contro!_~~~t~~ '~1 " I "' 
10 foo" 

11 11612010 
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7.3 

7.4 

7.4 

7.5 

7.5 

' " 
I.' .• 

7.7 

7.8 

7.10 

47 

J7 

10 

33 

14 

42 

78 

8 

35 

35 

Vendor: SCIENTIFIC GAMES 

SCIENTIFIC GAMES 

OR#11 (tickets restored to production system-response was "usually" restored to a test system). Multiple CSP 
contracts which are customized to include instant ticket production, warehouseJdelivery, instant ticket management system 
and other related services; contract in numerous states induding Florida and Massachusetts, as well as China and Italy. 
Through tickets tracked from print to destruction: multiple security controls including reports of questionable 
retailer activity; multiple options for ordering which include retailer sales terminal, tel-sell (inside sales), initial allocation and 

redictive orderi09 . 

Supports automated tax documentation; annuity payment tracking and reporting; 
security features. 

. _ .. .;heck printers with multiple 

Passed Battelle benchmark tests. Meets requirements. Ability to accept online submission of license application/renewal via 
SGI Retai lers Corner website, includes ability to accept licensefrenewal fee through secure payment gateway 

Transaction 

CONFIDENTIALITY CLAIM ED 

NOT RELEASED 

''''''0 
-

Passed Battelle benchmark tests. Near 24 hour processing; transactions time stamp to nearest second: no single point 01 
failures in system or networK; mulbple reports used to detect fraud based on system eventsJtrends; data exchange through 

Configuring and executing promotions is flexible; provides ability to run simultaneous promotions; promotion parameters 
entered uSino software code; ROI analvsis is 000. 
Meets all requirements, Currently handles second chance drawings in Texas, Very robust system and includeS access to all 
second chance and promotional games provided by MOl; 

Meets all requirements. NASPL best practices and NASPL certification for QA 

Meets all requirements. Addressed TAC 202 requirement. World Lottery Association security certification reviews and 
reCertification process 

RRfII 3 (EFT process not addressed), Meets requirements. Automated balancing at every checkpoint 
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RFP Maximum 
Round 2 Technical Scoring R f Avallabl~ 

e ~renc~ Pomts 

2.3.2.16 

23.2.17 

2.32.18 

i include the ability of the Lottery Gaming 
reports as well as the abil ity of Texas 

Systems reports using user·friendly 

i :, 'Which i I . ~ ~~~,~~ 

7.9 47 

7.11 47 
capability to inquire and log bcket prize inqUiries from all sales 

~in~~~~; including Pllayer activated, and communication of winning, non-

I I I ;"~,.,;;~=i==~; .. ,, ~1=====~b' 
diversity of options for deployment in support of current and future Texas 
Lottery retail venues. 

col' Fl[lE NTIAllItv CLAI M ED 

RELEASED 

'" ~~ 

SCIENTIFIC GAMES 

Information Redacted 
§SS2.101/466.022/SS2.139 

Vendor: SCIENTIFIC GAMES 

Passed 8attelle benchmal1o: tests. Lottery in Motion allows content to be sent, displayed and managed; will provide TLC 
with dedicated staff trained in developing and maintaining content; Retailer's Corner website to manage accounting 
statements; standard protocol link between central system and 80S. 

Passed Battelle benchmal1o: tests. DR# 7 (no mid-range terminal for implementation) Retailer terminal-WAVE "smallest 
footprint including printer and barcode reader", surface acoustic or resistive wave touch screen, wireless barcode reader, 
can support up to 8 ticket checkers per terminal ; 
self service terminal is PlayCentral, touch screen (for instant tickets also), 24 instant games-base offering includes avg 20 
bins. 4 bin increase is at additional cost, ticket checker with credit feature; handheld terminal and belt clip printer; player 
transaction display Of 19" or 22" LCD panel: 

f~::f~~~~'~~~~~ili~;~'~~'~j ;;;;~;;~;j;'~ m"~': ":OK~f=~ ((~: '''=i===~~''~ Uses UPC code on onlinelinslant tickets which can be scanned at retailer point of sale like any other product Did not office i address abil ilv to interact with 90S. 
sa~plel iI lmanual ~n~.. i i il 7.12 14 Meets all requirements. 
such as includin;~i~i~~' manual within the Retailer i 

",dlo, 7.12.1 

7122 
i . which includes a preventative maintenance 

schedule and procedures for resolution of chronic problems 

8toffi09 Ie,," 10' , , I , '''''tioo 01 ,to' 7.12.2 

12 

12 

12 

Retailer Care Specialists ) to wol1o: directly with retailers responsible for coordinating the communication, training, delivery, 
installation, activation, relocation, and removal activities; detailed processes outlined for installation, relocation and removal 
of equi men!. 

field automation/dispatching system based on SLA's; Service Max: training program 
(teaches skills lor positive interaction with retailers) for FSTs and field support staN: TLC staff can access terminal 
maintenance reports through or alternative approach is 
tiered based on transaction volume-platinum, gOld, bronze (9O-day, 180-da)', 365-day); Chronic retailers will monitored 
weeklv or until resolved. 

Manager field services technicians ant depot staff in zones. 

':;;'~;~~~~~~i~~~~~~~~~~~~~~~~~::~::::~::::~~'~ 1 

All equipmenVsystems are remotely monitored; Raven Web-site visit preview of terminal netwol1o: grid. 

~ I ( . 1;$ 60 Two distinct call centers: field service holline and Inside Sales Center; Help Desk Institute certified; all SGI employees 
diverse Retailer base: ensure timely, professional, courteous and trained on inside sales best practices: for language matched support reps: 

tf~,~8"lem~' iii I " I 7.12.2 
; , ; identification of 
; I II 

accurate response to all calls ; achieve required performance levels; and 

plan for handling chronic problems. COl ~ F I ID EINTIAlIl1lf CLAIMED 

NO' RELEASED ,. 

1111 612010 

DOCUMENT REDACTED 9Y TlC - 12-5-10 

to be 
backup call center (clarification letter says Alpharetta call center to be moved to Texas); staff includes 1 manager, 1 
Supervisor, call center leads. operators, dispatch and retailer care specialists; broadcast messages to retailers of 
problems (good); manages chronic calls by sending automatic notices for follow up. 
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Vendor: SCIENTIFIC GAMES 

RFP 
Maximum 

Round 2 Technical Scoring 
Reference Available SCIENTIFIC GAMES 

POints 
2.3.2.26 Innovative solutions to enhance inventory order and distribution beyond 7.13 12 

the noted requirements of the RFP. CO FIDENTIALI Y CLAIMED LSR chat 

NO RELEASED program allows each ISR to contact an LSR on the day the lSR will be calling his reta iler; ride along program-the ISR rides 

§5 2.110 with an LSR to meet retailers face to face; ISRs contact retailers that ha ... e J: 
lacemen!. 

2.3.2.27 Staffing and management 01 the ticket inventory and supply management 7.13 43 Organization char nanager, ,upervisors and ,ales reps; I t for language 
functions to support the Texas lottery's diverse Retailer base matched support reps; expedited orders through predictive ordering system, it can also identify fast selling retailers that 
Procedures to process special, out of cycle, express, expedited or eed inventory sooner than their call schedule; next day delivery for emergency orders; ticket orders sent to warehouse 
emergency orders. same day. 

2.3.2.28 Ability to allow Retailers to order at anytime through an automated 7.13 23 Through SciTrak. retailers can order instant tickets using an interactive voice response system; all orders through the 
system, rather than ordering in response to a telemarketing cali, which system are reviewed by an ISR prior to being processed; overlapping orders (predictive order and IVR order are reviewed 
includes the ability to manage and place proper controls on this ordering together so no duplicate orders are placed); retailer limits ensure order amounts do not exceed set threshold 
process. 

Communications Network " 2.3.2.29 Communications network, which includes information and diagrams to 7.14 47 Passed Battelle benchmark tests. Proposed network is 
support the performance capabilities of the Lottery Gaming System and 
the Texas Lottery. -

2.3.3 SAlESANIl MARKKrlNG 91. 
Sales "'ana ement and Business D&V& ment and Markedn 182 

2.3.3.1 Route sales component to support Retailer locations. 8.2 18 Clarification # 32. Critical growth area the proposed $2.5M R&D investment plan deSigned to encompass. Will support 
current initiati"'e and look at feasibililV of future initiatives 

2.3.3.2 Sales management staff responsible for identifying new selling and 8.2 73 Tony Molica-Deputy Director of Sales (25 years experience); Burbank Herndon-New Business Development (5 years 
business development opportunities. experience); Rich Fedyniak-Corporate, Chain, Key ACCOl.Jnts (23 years experience); Jeff Sinacort-Corporate Business 

Development (non-dedicated); Kelly Douglas-Sales Director (11 years experience); District Sales Manager-10 (all 
ro sed): l SRs-140. 

2.3.3.3 Marketing staff responsible for identifying new product and marketing 8.3 55 Christian Ross- Marketing Director (17 years experience); Jason Durbin-Instant Product Specialist (10 years experience); 
strategies Liz Dimmick-Online Product Specialist (21 years experience); Brooke Greene-Retail Execution Manager (previous 

experience in grocery chain); Ron Miguel-Promotions Manager (23 years experience); Pam Lee, l eslie Badge, Charles 
Boykin. Jennifer Welshons and Jim Kennedy-corporate mar1leting support. Strong staffing profile. 

2.3.3.'1 Sales and marketing organization structure to support and optimize 8 .2 and 8.3 36 Extensi ... e corporate, chain and key account activities to include marketing programs. training, communication and 
Lottery sales. customized reports; sales improvement program for low selling retailers; $2.5 million annual research allotment to enhance 

revenue (site visit-no real idea lor use) , l SR bi-weekly meetings using :: 

," retailer meetings to include open annual retailer forum conducted in each sales district: thorough 
situation analysis for each Texas lottery product; licensedfproprietary products included in base price; extensive analysis 
and proposal for online Qame chanQes. 

Lotte Sales R resentativ&s 136 
2.3.3 .5 LSR organization structure and how it will support lottery Retailers across 8A 82 lSR Ratio is , proposed' l SRs; average visits per day; will hire bi-lingual l SRs; customized sales 

the entire geographic and population diversity of the State of Texas, representative training program in retailer execution best practices for all LSRs and LMRs. No discussion on sales force 
which includes the proposed staff to Retailer ratio for the provision of operated in other US jurisdictions (info pro ... ided in clarification letter). 
Lottery Sales Representative activities 

2.3.3.6 Incentive plan for LSRs 8A 27 Incentives based on ability to meet statewide sales goal, l SR individual sales goal and lSR marketing goal (promotions); 
incentive will be 10% of 08 .... e<luall divided to the three aoals and measured Quarterl .... 

2.3.3.7 Sales services customized to strategically optimize sales performance. 8A 27 
CO FIDENTIALI CLAIMED software for LSRlLMR (site visit preview of I 'used by 13 lotteries but not customized to Texas); will identify 

retailers for imoroved sales oerformance'lSRs will oerfOl"m retailer-ta-retailer oack transfers. 

11/1612010 §5S2.110 Page 6 
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Vendor: SCIENTIFIC GAMES 

RFP 
Maximum 

Round 2 Technical Scoring 
R..,fer.."",;.., 

Available SC IENTIFIC GAMES 
POints 

;v;;n .. 
1 23.38 U 8.4.1 27 

1 2.3.3 .• Moo;[" oodm~o~,_, _"." 8.4.1 27 Performance monitored through completion of checklists in QrderPad software; ride alongs by supervisors/managers; 
, . annual oerformance evaluations. 
I "i,it< '00' """''' '00 , , 0A.1 " CONFIDENTIAUTY CLAIMED 

NOT RELEASED 

~:~~11i 
§SS2.110 

1, ·33.11 ,optimi" ~, i i 642 36 WAVE terminal used to change pack status; partial packs returned to warehouse for reconciliation, full packs used by LSRs 

, i" , i U for retailer-to-retailer transfers. 
U il !r p~c~ I :~~~:~~:. 642 37 WAVE terminal used to reassign t icket stock; will issue receipts to retailers documenting transaction 

il I , methods for carrying out 
and th~ .~,::~~ .. and control measures that will be put in place and how 

,,"m "'''d~ , . 
Information Redacted 

i 
~ 

I Meets re uirements. End of arne accountin throo h 

S;'~: 
i , '0"00' ood OO-LiM " i"" 8.5 Promotions application through ; will provide access to promotions catalog that now contains over 450 online 

romotions- create Texas specific promotions catalQ!:l; will perform ROlon prospective promotions 

12.33 .14 I programs for I ~l:n~fi~hi~h i 8.5 45 Strong retai ler incentive program includes incentives for all types of retailers. from chains to mom and pops to grocery 
should be initiated and Ihe I of such programs in i i i stores, and for all levels of the retailer network, including clerl\.s. managers, owners. and the corporate level; info provided 
revenue to the State from the sale of Texas l ottery Products. on marlleting based incentive program. 

~ e'oo, " * Will wol1l with TLC to identify and then support all promotions; w ill provide all equipment; offered in base price is. 

s p~~r~m tea~. ~o ~:a':~ated and trained ~o ~:~~i'Z:~~C: 8.6 32 Ron Miguel-Promotions Manager (23 years experience); promotions coordinators to be hired; responsible for 
, , coord inaUng and supporting promotional events and tracking POS; will be trained like LSRslLMRs. 

~, , ",,' '0 ,"pport , 8.7 " Good response. Playstation, instant ticket dispensers and neon sign with scrolling LED; will provide top 20% of retailers 
i . ii sforall ' additional POS floor mats window si na e and counter wra lSI. 

i , , ",00,. !hot i" ,'ho R.~iI" 8.7 32 WAVE terminals transmit messagE ; can support mu~iple signs displaying multiple jackpot games within 

introduct~~~~ 
, s for new games a~~ new game 8.8 43 CONFIDENTIALITY CLAIMED , research methods utilized to develop. 

NOT RELEASED gather. analyze and report data. of sales data and approximately 15k ticket images; 
information Redacted §SS2.110 

§S52.101/466.022/S52.139 
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RFP Maximum 
Round 2 Technica l Scoring Available 

Reference POints 

2.3.3 .20 Methods utilized to obtain and use geographic and psychographic 
information for making business recommendation to the Texas Lottery. 

, 0"' 

~;;~~ respo:d to requests for specialized sales analySIS, 

""~ ~ l '''~"'tic"to,''" 
2.3.4.2 

".4, ~"'d' i i 
includes any automated functions 

, t,,~", Tick .. , 

l p"o, which 

8.8 

0 .0 

00 

9.2 

9.2 

9.2 

9.3 

22 

34 

34 

36 

2.345 i i "~~~~~ti~-T:!"-r--'''~ 
i i proof of signed delivery receipts from individual 

2.3.4 .6 . I i.~~':.~~ i Ii 
Retailers, which Includes the process used to ;;~ventlnslant Ticket 
Manufacturer omitted packs or other defective packs from being shipped 

~ 2.3.4.7 , ~. an~ ). :n.o.ni~o~i 
optimum inventory levels are maintained at each Retailer 

""~ t 

2.34.9 

, timit 

1111612010 

l t ,,~", Tick~" th" ". io . t · "Lo" 
il or "In Transit" status longer than the 

DOCUMENT REDACTED BY TLC - 12-5-10 

., 

.. , 
9.31 26 

9.3.1 26 

Information Redacted 
§ 552.1 01/ 466.022/552 .139 Vendor. SCIENTIFIC GAMES 

SCIENTIFIC GAMES 

Good response. software used for geo-demographic and psychographic data 

Cameron Garrett-Research Associate (2 years experience); Jason Durbin-Instant Product Specialist; liz Dimmick-Online 
Product Specialist; Corporate research from Jennifer Welshons. Arnbika Jack, Leslie Badger. Pam Lee, Rhonda Gillen, Jeff 
Martineck Bev ODie and K Ie Rocers. 
Cameron Garrett-Research Associate, only Texas based staff; Corporate assistance from Christopher Allen, Jennifer 
Hunter, Amanda Saferin and Eric Mitchell. 

CONFIDENTIALITY CLAIMED 
-

NOT RELEASED ------------------------1 

"" '" , 
, . •. ,.. . , . _ _ •.• "" . . .... •• _. Org Chart: Scott Ross·Deputy Director Instant Ticket Services (29 years 
experience); Jeremy Swanson-Warehouse Manager (6 years experience): Warehouse Supervisor, Warehouse Leads 
Warehouse Clerk~ md Ticket Relurn Specialists all to be filled 

SciTrak predictive ordering system should proactively manage inventory to avoid low levels, but when required will work as 
needed to meet demand: national and local couriers to be used to support geographically remote areas 

integrated Tel-Sell module interfaces with ltii rd party software tracking systems for package delivery status after 
shipping 

Game files loaded ir . as automated packing system processes orders. any pack not included in Itle game file is 
nagged for removal; retailer manifest and shipping label automatically generated based on scan of a single pack of tickets: 
new game/promotional flyers inserted at end of packing process; all orders are physically inspected for damaged packs. 

Predictive ordering system based on live redemptions (and other factors) : LSRs notified by ISRs of retailers with low 
inventory so they can provide packs if necessary. 

All pack status chanoes tracked through . upon return to warehouse packs are 

. to identify packs in certain statuses for extended periods of time; LSRs to provide retailers 
notice of packs ......•. _ . ¥ • • ¥ ,_, _ _ , warehouse staff perform physical audit 

- -
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RFP MaXimum 
Round 2 Technical Scoring Available 

Reference POints 

2.3.4.11 and/or procedures for the destruction of tickets, On-Line , 

meet Te)(3s l ottery 

i 
returned to and stored at the Central 

process, 
information 
Te)(3s lottery 

a) Project Management; 

recovery, 

b) Business Change Management; 
c) Issue Management 
d) Risk Management and Mitigation; and 

i 
iii i 

processes. 

from 

i , 

current 

," 

Terminals and associated system sales equipmenl, Point-of-Sale 
materials, On-Line play slips, promotional merchandise, playstations, 
signage and other materials, as required. Quality control procedures 
i , 

11 /1612010 

DOCUMENT REDACTED BY TlC - 12-5-10 

9.4 42 

10.4 

Information Redacted 
§552.101/466.D22/552.139 

SCIENTIFIC GAMES 

Vendor. SCIENTIFIC GAMES 

Note-TlC must be present to verify. 

pas will be controlled and managed using same warehouse security requirements. 

All promotional items and pas will be tracked in SGl's inventory management system; will interface with TlC's financial 
s stem 

Robust system that can track all inventory: all goods stored in secured area; will conduct physk:al inventory and provide 
re orts. 

Robust and highly automated sorting system. 

Ticket status tracked at all times through k; return stock area is 

Fully addressed. Thorough and comprehensive acceptance testing process. 

Meets requirements 
CONFIDENTIALITY CLAIMED 
NOT RELEASED 

M .... '~ ",,,,, 'irements. Provided outline of implementation. release management and installation tracking system ( 

; last 3 conversions successful (Maryland, Pennsylvania and Connecticut); four tie red management model: 
good management and project rollout structure: very thorough and complete section. 

Meets all requirements; thoroughly addressed. 

SG' 
Ih. 

~M~'~"~'G'~'~"i~'.~m~'~ol~,;. 

CONFIDENTIALITY CLAIM ED 
NOT RELEASED 
§552.110 
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RFP Maximum 
Round 2 Technical Sconnq Available 

2.' 
2.4.1 

2.4.2 

2.4.3 

iii 
accomplished tor the construction, equipment delivery, software 
programming, installation, testing, user training, data conversion, and 

i i 
Lottery or Replacement 

i reporting, handover 

Ex erlenee. The experi9llce of the Proposer in providing the 
Past 10 years of experience providing the services as specified in the RFP 
for encaaements of comoarable com lexitv and scale. 
PreviOUS lottery experience or other relevant experience providing similar 
services as speci fied in the RFP to governmental or private entities 

Previous experience in transition activities between vendors when providing 
similar services, in scope and siZe, as specified in the RFP . 

TECHNICAL SCORING SUMMARY 

Reference 

~uested 
4.2.1 and 

4.2.4 
4 .2.2 and 

4.2.4 

4.2.3 and 
4.2.4 

Past Perlonnance. The Quafity of the Proposers past performance in 
Personnel. The qualifications of the P set's rsonne/. 
Qua/ffr. The orobable uali of the offered s or services. 
Ex rienee. The experienC9 of the Proposer in providing the requested 

Total Possible Points 

COST SCORING SUMMARY 

The following formula will be used in scoring cost proposals: 

POints 

550 
275 

165 

110 

Total POints 

550 
BOO 

2600 
550 

4,500 

Total Possible Points I 500 

TOTAL POINTS AWARDED 

1111612010 

DOCUMENT REDACTED BY TlC· 12·5-10 

Vendor: SCIENTIFIC GAMES 

SCIENTIFIC GAMES 

Clarification-confirmed can meet the implementation date of 9/1111 . 

Meets all requirements 

Pennsylvania 8,700 devices; Oklahoma; Indiana; Iowa; Colorado; Sales force dientified in clarification letter for Oklahoma 
18 sales reps) ·and Delaware (3 sales reps) 

Presence in 50 countries; 13 of 45 US lotteries for online; CSP Florida 13500 retailers. Georgia. South Carolina, 
Tennessee, Arkansas; China 55k terminals, 31 provinces, 17k LSRs; Italy full service 50k retailers; large sales force trained 
in China. 
Transition between vendors includes: Spain and Iceland in 2005, Puerto Rico 2004, Colorado 2003 (2 9O·day delays). 
Recent transition between le!lacy systems Pennsylvania. Maryland. Connecticut, Indiana. 
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