
entities. What rel evant experi en ce does th e candidate 
agency have working in these environments: 

~ee Structu~e : Und,erstanding how an agency charges for 
Its services IS very Important and sho uld be clarified as 
early in the selection process as possible. To o often, acri­
mony occurs when the issue of fee structu re is not fully 
clarified up front. 

References: Ask each candidate to pr ovide a list of past 
and current clients who can provid e references. 

The Timetable: Describe th e tim etable that the casino 
will follow in the selecti on proc ess. Be sure to give th e 
candidate agencies a minimum of four weeks to properly 
answer an RFI. Also, pr ovide ample time for the tribal 
leadership and casin o leadersh ip to review all cand i­
dates. Then state the dat e th at selected candidates will 
be invited to make a formal pre sentati on . It is important 
that the casin o show the same respe ct for time that it will 
demand from the age ncy, 

The Review Process 
Once a RFI has bee n issued , it is incum bent upon both tribal 

and casino leadership to eva lua te each agency for its specific 

capabilitie s. To identify the best candidates, leadership must fi 
as.k the qu estion: "Where does it hurt the most?" What asp cts 

of mark eting and adverti sing need the most attention ? D o 
th e casi no need ' help in mana ginb g its database marketi us 

~ 

campaigns? Is the advertising unin spired? Are relationships with 
~h e sur rounding co mmunit ies stra ined? Only by understan d­
1I1g the most relevant needs can the tribe and casino manaze­
m ent identify those agencies that can help it ach ieve it 
mark eting objectives. 

After lead ership has narrowed the field of candidates to no 
more th an five, they then invite those candidate agencies to 

make a formal agency to both tribal leadership and casino 
management. 

The decision to cha nge an agency should not be taken 
lightly. The costs assoc ia ted with this change are siznificant as 
are the ,d isrup t io ns to on going marketing pro~rams. By 
de~elop1l1 g a f~rm al pro cess th at involves tribal leadership, 
casino lead ership and pr op erty marketing, the casino stand s 
th e best chance of findin g the agency that wi II best meet its 
business need s. + 

Andrew Klebanotu is Prin cipal of Klebanotu Consulting. 
H e can be reached at (702) 547-2225 or by ema il at 
Klebanow@att.net. 
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