The GGH MOROWITZ

Quarterly
Strategic & Financial Perspectives for
Gaming Executives & Investors

Premier Issue  March 2018

INTRODUCTION

G

GH Morowitz has long been a believer in keeping our thoughts to ourselves. We made a
strategic decision several years ago to keep much of our analysis, perspectives, and opinions
out of the public realm and share them instead with select people and institutions – namely
our clients. As 2018 heads into full swing, we have decided we can no longer sit on the

sidelines. Rather, we believe these are transformational times where diverse perspectives and voices need to
help shape the broader discussion, and the more voices the better. In this regard, we have decided to reinitiate the former Morowitz Quarterly and will be releasing several provocative thought pieces throughout the
coming year. Our goal is to get people thinking – about the times, about their businesses, about the global
economic and geopolitical environment; about opportunities and threats that we will all be grappling with
over the next several years, and to be a voice that stands out among a chorus of opinions.
While change has always been inevitable, never has there been an onslaught of change as exists today.
Ride-sharing apps and self-driving cars threaten to upend or destroy entire established iconic industries
such as taxi medallions and Henry Ford’s beloved automobile. Computers are performing an increasing
amount of previously human functions, including gauging human emotion. Some organizations and/or
individuals are embracing this global change and seeking to harness it to propel us into the next century of
discovery and innovation. Others believe taking a more protectionist or isolationist approach to defending
old-line industries will preserve jobs. The winner is yet to be determined, however, the forces of change are
compelling.
Since the end of World War II there has been a certain “orderliness” to global affairs. Even during the
Cold War, there was a “free world” and everyone else. The U.S. and its allies made the rules, economies
interacted, and industrialization paved the way to prosperity. The U.S. led the way with a rule-of-law
based system and intertwining treaties, trade zones, and relationships and entry into this system was the
path to the betterment for many countries. Changes in our global economy and trade, balance of power,
and global leadership have changed all of that. Even governments and politicians are harnessing the power
of technology and social media (i.e. tweeting, hacking, bots, etc.) to break norms and effect regime change
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in the most advanced economies.
On an individual level, the unrelenting pace of technological

In this Issue:
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change has created a level of uncertainty that clouds every human
being’s thinking and planning. A path to a better life through a college degree is no longer assured. Corporate America has downsized,
right-sized and automated its way to prosperity, but at the expense of
job creation and wage growth. Middle management has dwindled,
and technology and globalization continue to uproot entire industries. The future is anything but assured.The gaming industry is not
immune from these trends. Despite its status as a highly-regulated
industry with significant barriers to entry, similar forces that impact
every other part of society are rearing their heads in gaming. Technological forces are disrupting the traditional gaming experience, regula-

Big Data & Analytics for Casinos
– In a World of Artificial Intelligence What Will Humans Do?
By: Cory H. Morowitz

tory changes such as legal proliferation of internet gaming and sports
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betting continue to threaten to disrupt “brick and mortar” casinos.
Continued proliferation and globalization of casinos threatens domestic markets. Demographic shifts, aging consumers, the rise of millennials, and changing tastes and conventions all challenge traditional
approaches to operating and marketing casinos.
It is with this backdrop, we at GGH Morowitz are pleased to
relaunch the GGH Morowitz Quarterly to frame these questions;
poke, prod and challenge convention; analyze the data and trends;
and hopefully draw some helpful conclusions – even if we ruffle a few

Valuation - Where Are We
Along the “Curve”?
By: Michael S. Kim & Cory H. Morowitz

feathers along the way.
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Big Data & Analytics for Casinos – In a World of
Artificial Intelligence, What Will Humans Do?
By: Cory H. Morowitz

S

ince the ancient Babylonians toyed with the concept of “zero,” humans have used
data for decision making. Innovations in computing, database architecture, and
machine learning now make it possible to find patterns in data that mere humans
could not hope to do without a super computer only a few years ago. Bayesian
statistics have come to the mainstream, introducing the notion that probability and statistical inference can be used to improve upon past knowledge as new information comes to
light. The probabilistic secrets of the universe underlying quantum mechanics can now be
applied to data in all forms and as every bit of data, from location, to purchasing, to time
and service interaction is tracked, the ability to predict and proscribe the future will become
available to every organization.
So how does one differentiate themselves or their customer experience in a world where
everyone, knows everything and where a machine is interpreting everything for you? And
does being omniscient really provide an advantage? Sometimes, ignorance is bliss. Our take
on big data analysis as a management tool is as follows:
	Know your customer. All humans are biased. The works of Kahneman and
Tversky famously proved this and were immortalized through two vastly different
medium – a Nobel Prize and a Michael Lewis book. Understanding and harnessing
human bias and behavior to influence customer experiences, marketing offers, and
key service interactions will be vital to unlocking knowledge inherent in data. Pattern
analysis, group dynamics, crowd behavior, and similar macro trends must be analyzed
alongside individual patterns to create efficiencies and more important, emotional
connections between customer and casino. Mass customization, a concept 20 years
ago and a reality today is hard to pull off in a highly consumer facing business.
	Hire a data scientist. Bayesian models and statistics are now the rage. Data analytics and simulation can be harnessed to make inferences about the future and predict
behavior or consumer choices but you will need smart people to interpret this data.
Bayes theorem: P(A\B)=(P(B\A)P(A))/(P(B)) where A and B are events and P(B)≠0
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	Make the data visual, actionable and accessible. Automation of human
decision making is a wonderful goal, but there will still be a need for humans to interpret and act on data – especially in customer facing enterprises like casinos or integrated resorts. While armies of Ph.D.’s can model and interpret data, the key will be
visualizing this data and transforming its analysis into easy-to-understand and interactive “dashboards” that provide management and employees with key information that
is essential and actionable and timely alerts that are predictive (vs backwards looking)
and can be deployed in real (or near real) time to increase the value of information
across your organization. Every department should have a customized dashboard
that disseminates vital information from top to bottom and makes it easily accessible
without the need for complex “SuperUsers.” With today’s technology, people who require certain data should be able to seamlessly access what they need at their fingertips
without having to hunt for it, request multiple reports, or wait for analysts to produce
laborious spreadsheets.
	Remember, there are still humans involved. Automating customer interactions and employee processes is great in concept, but in a customer facing environment, there is still need for human intervention and interaction. Understanding your
service concept and customer experience goals will go a long way toward effectively
leveraging data in real time to harness automation. For example, a slots-only casino
catering to mid-level customers who want convenience and ease of use can use technology to automate W-2 processing and actually limit interactions. Using data and
information to understand which customers are deserving of human interaction and
which are not can allow for the customization of these interactions. Most importantly, understand and incorporate your own service concept. For example, a Four
Seasons hotel should limit the level of data and process automation that is customer
facing, even if it is a powerful engine behind the scenes. Customer expectations at a
high-end hotel or casino require subjective judgement (the art vs science of service)
and a “personal touch.” There is no automated substitute for empathy and proactively
serving guests. Some employees get it and some don’t and no amount of data or real
time processes can solve that.


Be Cost effective.

Harnessing big data is a “holy grail” and proper implementation and integration of multiple technologies can cost millions often with results that
are less than effective to implement. Smaller, single-unit entities should seek cost-efficient alternatives to harnessing data collection/mining and decision-making. This
can be accomplished through utilizing software as service (SaaS) models and adopting
one-off technologies easier and more efficient to use vs large complex data solutions.

	Machine learning and natural language processing are changing
everything. Harnessing the power of millions of transactions on several different
platforms is now possible through machine learning. Using these tools to predict
customer behavior, make tactical and strategic changes, measure results and repeat
the process will bring significant efficiencies to the gaming industry. We are applying
these technologies to a number of data sets/clients. The key is to harness technologies
with the optimal mix of human intervention (i.e. creating experiences for customers
that are not purely data driven, but combine with a casino operator’s service concept,
physical assets and team members) to deliver an experience that optimizes customer
engagement.
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Valuation - Where Are We Along the Curve?
By: Michael S. Kim & Cory H. Morowitz

A

s we write this, the markets continue their unrelenting roll – even despite recent pullbacks or
“adjustments.” As the markets experienced a historic drop in early February some are wondering if we are experiencing a simple market correction or if something bigger is afoot.
In August 2007 we stood in a lecture hall at the Wharton School of the University of Pennsylvania. We had organized a continuing education program for gaming executives and as part of the program, we brought in some Wall Street folks to get their view on the future of gaming, financing projects,
and the role of capital formation. The discussion was illuminating. Remember, these were still the “go
go” times for gaming – just before the Credit Crisis and
the Great Recession. Billions of dollars had flowed into
this sector and massive new development projects such
as CityCenter, Cosmopolitan, Fontainebleau, and Revel,
to name just a few, were underway in Las Vegas and New
Jersey. Valuations of Las Vegas Strip land were soaring and
operators were paying record prices for individual casinos
and casino companies. Despite all this exuberance, the
bankers were there to tell us a slightly different story. Even
though this was a full year before the economic meltdown,
there were cracks forming in the foundations and signs
were ominous. Debt markets were starting to seize-up and
the message was there was no liquidity or appetite for new
projects. While this was just a discussion about the gaming industry, the handwriting was on the wall and things
were about to change in a big way that few could have
predicted. We all know by now many of the reasons for the financial meltdown which followed in 2008.
Runaway leverage, excess liquidity, financial engineering, and so on and so forth.
Surely the world and investors learned their lessons and this could not happen again – at least not in our
lifetimes. Lessons about excessive risk and leverage were now internalized and financial discipline would
rule the day going forward – both in gaming and beyond. Fast forward to today. Ten years of unfettered
quantitative easing, negative real interest rates, and monetary stimulus of historic dimensions is finally
catching up to reality. The stock market is in the ninth year of a historic bull market (or as some might say
6
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the 12th inning of a 9-inning ball game) – the turmoil of 2008 and 2009 seem to be all but a distant memory. Valuations appear frothy, in equities, real estate, bonds and even a previously unknown “commodity”
called Bitcoin. Central banks around the world are wrestling with how best to unwind their unprecedented balance sheets, tighten monetary policy to head-off impending inflation, and guide the heated world
economy to that elusive “soft landing.”
So this all begs the critical questions - Should we be worried? Are valuations sustainable? Where are we
along the “curve”?
Let’s look specifically at the gaming industry. Recent metrics support a frothy market, fueled in part by
expanding trading multiples across the sector, relative paucity of high-quality acquisition opportunities in
limited license jurisdictions available to an increasingly deep pool of buyers, and a new breed of financial
engineering led by real estate investment trusts (REITs) who recently discovered casino cash flow – that
magic elixir. M&A transactions of late customarily now command double-digit multiples – are these valuations justified or sustainable?
In order to answer this question, we first look at the recent rise in public company trading multiples.
Our analysis reveals that on a weighted average basis since ~12/31/14, Total Enterprise Value / EBITDA (1
yr forward) rose from 9.3x to 13.5x through 1/30/18 – nearly 38% in just 3 years.

Source: Wells Fargo Securities & GGH Morowitz analysis

While this rapid increase in valuation multiples mirrors, to some degree, the overall rise in broader equity
markets, the bottom-line remains these elevated public multiples need to be supported by similar prospects
for expected growth across the entire industry in order for such valuations to be sustainable.
Next, we analyze our proprietary database of casino M&A/valuation multiples dating back to the early
1990s. We break down these multiples into four distinct periods:


The “Pre-Bubble” period from 1994 to 2004



The “Bubble Era” of 2004 to 2007



The “Hangover Era” of 2008 to 2013, and



The current “New Era” of 2014 through today.

This first thing we note is there are two distinct types of transactions, especially when looking at single
asset transactions. Las Vegas casinos have consistently traded at decidedly different multiples (i.e. pre-
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miums) vs. non-Las Vegas casinos. What is notable for the “New Era” is that multiples have increased
above historical averages – in some cases approaching levels not seen since the “Bubble Era” of 2004-2007.
However, single asset multiples in Las Vegas remain well below that of the “Bubble Era,” providing some
comfort that M&A multiples while rising rapidly are still today more a measure of fundamentals than
“pure” speculation.

HISTORICAL GAMING VALUATION MULTIPLES BY TIME PERIOD & TYPE
Private
Company

Public
Company

Multi

Single

Single - Las
Vegas

Single non LV

Date Segment

Target

1994-2003
1994-2003
1994-2003
1994-2003

Mean
Median
Min
Max

8.2
6.8
5.4
14.9

8.9
8.8
5.5
13.0

6.0
5.6
5.0
7.2

6.0
5.8
1.3
10.6

7.9
8.0
4.6
10.6

5.3
5.4
1.3
7.4

2004-2007
2004-2007
2004-2007
2004-2007

Mean
Median
Min
Max

8.8
8.8
8.8
8.8

12.5
11.8
8.5
19.7

7.7
7.7
6.2
9.1

11.2
9.3
4.4
23.3

17.7
17.8
12.5
23.3

8.7
8.5
4.4
13.6

2008-2013
2008-2013
2008-2013
2008-2013

Mean
Median
Min
Max

7.8
4.0
3.5
20.2

7.3
7.3
6.8
7.7

5.9
6.1
4.0
7.3

7.5
7.5
0.4
15.4

9.6
10.7
2.9
15.4

6.9
7.4
0.4
9.6

2014-2016
2014-2016
2014-2016
2014-2016

Mean
Median
Min
Max

7.2
7.2
7.2
7.2

9.9
9.9
8.0
11.8

12.3
12.3
7.0
17.6

9.4
8.8
5.9
17.3

9.9
9.5
8.8
11.4

9.2
8.4
5.9
17.3

All
All
All
All

Mean
Median
Min
Max

8.0
6.8
3.5
20.2

9.9
9.2
5.5
19.7

7.2
6.9
4.0
17.6

8.5
7.9
0.4
23.3

11.8
10.7
2.9
23.3

7.3
7.4
0.4
17.3

Source: GGH Morowitz transaction database and analysis

Our analysis of historical M&A transactions also indicates single asset transactions outside of Las Vegas are nearing the upper end of the valuation curve. The question is whether these high valuations are
sustainable. Valuations set through an M&A transaction process are normally good indicators of current
value. Willing buyers and sellers arrive at “fair market” prices via mutual consent and negotiation. But is
this still the case when financial engineering vs. pure fundamentals power transactions and/or when a public company or strategic buyer incorporate a sizeable “strategic premium” relative to the rest of the market?
This is an interesting and timeless question. While financial engineering (i.e. via an OpCo/PropCo structure) can “unlock” value in a casino transaction, there remain considerable questions as to whether and
how such structures will hold up over the longer term – through tough economic cycles and major market
dislocations or asset transformations – and whether future cash flows of a gaming enterprise can continuously increase to support the required rent and capital needs of the business.
Finally, we look at recent trends in leverage for the gaming sector which along with cost-of-capital tends
to fuel M&A activity as well as overall valuations. According to our analysis, the median Leverage Multiple (Debt/EBITDA) for gaming companies increased to 5.5x at 12/31/17 –the highest level over the
8
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last two years – after bottoming at 4.5x at 12/31/16. While leverage multiples remain below peak levels
achieved by the sector following the depths of the Great Recession, this increased leverage fueled by still
relatively historically low borrowing rates continues to provide a catalyst fueling overall M&A activity and
valuations.

Source: Wells Fargo Securities & GGH Morowitz analysis

Maintaining these elevated valuations will require continued robust economic and demographic fundamentals, an optimal mix of efficient capital spending, stable regulatory and tax environment, lack of
market disruption, and continuous pipeline of innovative new gaming products and experiences that will
extend the life of an underlying gaming investment. Also, in evaluating gaming valuation multiples and
the underlying nature and quality of cash flows, operators and investors alike (including REITs) will be
well-served to recognize the fact that casino companies and assets are increasingly a mix of non-gaming
(vs. casino) revenue and departmental profit which, while may command a premium multiple in today’s
markets, have also proven to be more volatile and closely-correlated to economic downturns. This overall
mix of gaming vs. non-gaming value needs to be carefully analyzed as a focal point of risk assessment going
forward.
While it is impossible to predict exactly where we are along the overall curve for the sector – much like
it is fruitless to call a stock market top or bottom – fundamentals and analytics would suggest that we are
rapidly approaching a peak (assuming of course a parabolic vs exponential curve) which will hopefully be
followed by more of a plateau (i.e. “soft” landing) vs. steep descent downward. Regardless, while economic
cycles and their corresponding impact on valuation are inevitable, the need for operators and investors to
anticipate this and take proactive measures to mitigate this impact well in advance of a downturn never
fades.
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Valuation’s Companion – How to Assess and Manage Risk
Using Statistical Tools to Gain Insight Into Risk and UncertaintyBest Practices in Analyzing Capital Projects
By: John M. Rynkiewicz & Cory H. Morowitz
This article is a reprint from Morowitz Quarterly, Q3, 2008 Volume III, Issue III. It was first published in 2008, almost ten years ago. the underlying concepts, however, are as important today
and remain a valuable tool for quantifying and managing risk.

A

s we look toward the future, we update our thinking on risk and uncertainty. Traditionally, the
analysis of capital projects comes with an attempt to quantify the high, low, and mid-points of
a range of potential outcomes for a project. While a noble undertaking, the ranges presented
(if presented at all) are typically too narrow to truly quantify the risks associated with a project.
Most analysis is based on backward looking data of which there is plenty. In much of this data, gaming
revenues and cash flows have very little volatility.

The Folly of Single Point Estimates
Single point estimates are just that – an estimate of one single point on a distribution of several possible
outcomes. In the best feasibility study or financial projection, revenues are based on several assumptions of
market penetration, future competition, consumer budgets, management performance, etc. In reality, several things will change over the life of a project and the impact of those changes on the projections should
and must be quantified as much as possible.

How Do You Get to High, Low, and Base Case?
We very rarely see high, low, and base case feasibility studies or market projections, but when we do,
those ranges are usually very tight. This is a result of human nature. What consultant or CFO would
want to get up in front of his client or the financial community and present a range so wide that it reduces
the credibility of the financial projection? Behavioral research has shown that forecasters normally present
biased ranges so as not to call question onto their base projections.
This results in an under appreciation of the risks that could lead to the failure of a project and possibly
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a mis-pricing of the capital costs of a project. We saw this over the last several years with low risk spreads
and inordinately low costs of capital applied to the capitalization of gaming projects. Those capital providers who financed some of the recent gaming private equity transactions would surely agree.

Measuring & Managing Risk& Uncertainty for a Capital Project - A Case Study
The case study presented here is a highly simplified model in which we attempt to quantify the net present value of a small potential casino project. The assumptions are as follows:


The initial cost of the project is $200 million



The casino will have 1,500 slots projected to generate $230 win per day per unit in year 1 with
growth of 2% annually



Non-gaming revenues are estimated at 12% of gaming revenues



The property’s EBITDA margin is assumed to be 25%



Assumptions are also made with regard to depreciation, reinvestment requirements and income taxes



At the end of year 5 a terminal value of 7 times EBITDA and a discount rate of 12% are utilized to
compute the estimated net present value of the projec
Based on these assumptions, the NPV of the project is calculated as a single point estimate as follows:
Year 0

Year 1

Year 2

Year 3

Year 4

Year 5

$ 128,443,500
15,413,220
143,856,720
$ 35,964,180
$ (20,000,000)
$ 15,964,180
$ (6,385,672)
$ 9,578,508
$ 20,000,000
$ (4,315,702)
$ 25,262,806
1.25

$ 131,012,370
15,721,484
146,733,854
$ 36,683,464
$ (20,000,000)
$ 16,683,464
$ (6,673,385)
$ 10,010,078
$ 20,000,000
$ (5,869,354)
$ 24,140,724
1.40

$ 133,632,617
16,035,914
149,668,531
$ 37,417,133
$ (20,000,000)
$ 17,417,133
$ (6,966,853)
$ 10,450,280
$ 20,000,000
$ (5,986,741)
$ 24,463,538
1.57

$ 136,305,270
16,356,632
152,661,902
$ 38,165,476
$ (20,000,000)
$ 18,165,476
$ (7,266,190)
$ 10,899,285
$ 20,000,000
$ (6,106,476)
$ 267,158,329
$ 291,951,138
1.76

REVENUE
Gaming
Other
Gross Revenues
EBITDA
Depreciation
Net Income Before Taxes
Taxes
Net Income
Add Back Depreciation
Less Investment
Terminal Value
Cash Flow
Present Value Factor

$ 125,925,000
15,111,000
141,036,000
$ 35,259,000
$ (20,000,000)
$ 15,259,000
$ (6,103,600)
$ 9,155,400
$ 20,000,000
$(200,000,000) $ (2,820,720)
$(200,000,000) $ 26,334,680
1.00
1.12

Discounted Cash Flows

$(200,000,000) $ 23,513,107 $ 20,139,355 $ 17,182,890 $ 15,547,021 $ 165,660,916

NPV

$ 42,043,289

As noted above, the weakness in a single point estimate is that we are relying on a single set of assumptions. If any of the assumptions should prove faulty, the conclusions from the analysis would be faulty as
well. In this case we assume a positive NPV of $42 million which would lead a developer to undertake the
project.
The model and its conclusions can be enhanced by sensitizing the various inputs. This can be done via
running thousands of trials or simulations of the model utilizing different values for each of the assumptions. For simplicity we introduce the following new methodology for the assumptions related to this
project:

We utilize a triangular distribution to surround our base case or “most likely” assumptions for win
per day per unit, non-gaming revenues, and EBITDA margin with least likely and highest likely
values.
VI, 2018
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Win per day per unit
Non-gaming Revenues as % of Gaming Revenue
EBITDA Margin as % of Gaming Revenues

$

Least

210 $
10.0%
20.0%

Most Likely
Highest
230 $
260
12.0%
13.5%
25.0%
28.0%



A uniform distribution was used to simulate an EBITDA multiple to be assigned to the project in
year 5. The result is an equal probability of multiples ranging from 6 to 10 times EBITDA to estimate the project’s terminal value.



Assuming that the property has the gaming floor capacity and regulatory approval to add 500 slot
machines, we apply a binomial distribution to this expansion option in Year 4. The binomial distribution assigns a 50% probability to a scenario whereby the market can absorb the addition of 500
slot machines.

We use a risk analysis software tool to run 10,000 simulations of our original model presented previously. The simulations incorporate the distributions or range of values we assigned to the various assumptions. This approach presents a much more insightful and valuable result than the single point estimate of
NPV presented above.

Method 1 - Single Point Estimate

NPR $42,043,289
Method 2 – Simulation
Trials
Mean
Median
Std Deviation
Minimum
Maximum

10,000
$ 76,250,077
$ 71,128,674
$ 54,877,133
$ (38,457,399)
$ 245,536,754

The simulated results indicate a mean NPV of $76.2 million, but also a range between ($38.5) million
and $245.5 million. These results reflect the range of assumptions to the model including win per day
per unit, EBITDA margin, terminal value, and the 500-unit expansion option. Additionally, based on the
histogram of results presented below, we estimate that there is almost a 7% chance that this project will fail
(result in negative NPV).
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Conclusion
Simulation of a model’s assumptions to quantify the risks associated with a given project yields more
valuable insight than a single point estimate or even a high, low, and mid-point forecast. The results of a
simulation such as the one presented here quantify the tails of the distribution of outcomes, particularly
the most negative outcomes on the extreme left side of the tail. Even when the typical high and low-end
ranges are presented in an analysis, these ranges do not reach as far as the extreme tails of a simulation.
The risks associated with these tails at least have to be considered and not dismissed as often they were in
the past. In this analysis we have quantified the probability of a failed project (negative NPV) at 7%. In
today’s environment, most capital providers would be unhappy with that sort of risk profile and absent the
ability to hedge against such an outcome, this project may be put off until a later date.
Thus far in this analysis we have dealt with what we consider to be the quantifiable outcomes of this
project. The keys to this analysis are a thorough understanding of the statistical distribution around each
assumption to the model. With enough analysis, these distributions can be quantified. However, there
are limitations to this analysis and the events of the last few months should make this apparent. There is a
significant difference between risk and uncertainty. Risks are those things that can generally be quantified
and we have done so in this analysis. Uncertainties are those events that are unknown to us at the time of
the analysis. For example, when planners were considering the development of several new casinos in Las
Vegas back in the early 2000s, the possibility of a meltdown in the credit markets and the resulting impacts
on consumer behavior were unknown and extremely difficult to model.
As we build models for future development we must not only use the statistical tools available to quantify and understand the risks inherent in a project, but we must also take pains to understand the potential
multitude of future macroeconomic environments and how those environments can impact on a casino’s
potential cash flows and terminal value. Only then can casino owners build in the capital and operational
flexibility that would allow them to respond to the unknown environments of the future.
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About GGH Morowitz
GGH Morowitz led by its Co-Managing Partners – Cory Morowitz and Michael Kim – is
a leading private gaming and hospitality industry-focused consulting and merchant advisory
boutique with offices in New York, Las Vegas,
Atlantic City, Denver and Philadelphia. GGH
Morowitz is dedicated to providing its clients in
the core global gaming, hospitality and real estate
sectors with an experienced and highly-focused
industry knowledge-based advisory platform
committed to assisting clients achieve their broad
financial and strategic objectives.
Our growing network of affiliated professionals
have collectively over 100+ years of extensive and
diverse industry-knowledge based general consulting, market assessment and project feasibility,
operational and marketing assessment, business
optimization, risk assessment, construction
monitoring, management and facilities re-positioning, property/asset management, transaction
valuation and advisory (including CVA and
real estate opinions of value), regulatory advisory, capital markets/corporate finance, M&A/
strategic advisory, and buy-side and merchant
investing experience and expertise. Our wide
range of clients have included public and private
gaming companies; banks and other financial
institutions; trustees, receivers and special ser-

14

The GGH Morowitz Quarterly

VI, 2018

vicers; institutional investors (including private
equity and hedge funds); Native American tribes/
nations; governments, municipalities and regulatory bodies; real estate developers and investors;
private high net worth individuals and family
offices; and global investors (including foreign
overseas investors and sovereign wealth funds).
More recently, our affiliates utilized their
extensive industry knowledge and expertise to
opportunistically acquire and successfully turnaround the Sparks Nugget Casino Resort located
in Reno/Sparks, Nevada – a 1,400 room integrated casino resort property. We recently launched
M2G Analytics, a separate data analytics and SaaS
provider in partnership with our technology partner, to help casinos visualize and manage their
data to make optimal decisions involving customer sentiment, host and player management,
marketing and promotional spend, labor deployment, capital expenditures and other important
facets of casino operations. GGH Morowitz in
partnership with various affiliates has also been
active in the AML/BSA/Title 31 compliance and
general risk assessment arena. These diverse capabilities contribute to GGH Morowitz’s unique
and global knowledge of trends impacting our
sector and clients.

For more information please contact us at:
160 S Pitney Road, Suite 4
Galloway NJ 08205

299 Park Avenue, 6th Floor
New York NY 10171

Cory H. Morowitz
Co-Managing Partner

Michael S. Kim
Co-Managing Partner

GGH Morowitz
609-226-9426

GGH Morowitz
917-509-2975

cory@morowitzgaming.com

michael.kim@gghsp.com
www.gghsp.com

M2G Analytics is a specialized business intelligence, data analytics and visualization SaaS provider and is a collaboration of GGH Morowitz, a leading
global gaming industry consultancy & advisor, and Magnifact, a leader in data
visualization, AI, and machine learning solutions.
M2G Analytics recently launched MoodAnalyzer®, a patent-pending, natural-language, processing-based customer sentiment and social media business intelligence solution. MoodAnalyzer® is powered by Magnifact and
captures casinos’ customer/player sentiments across their entire operations, from the gaming floor to resort/retail
to F&B and entertainment venues. It provides management with a comprehensive view & actionable intelligence/
analytics to monitor, measure, and respond to customer feedback in real-time.
Similar to CDA (Casino Database Analytics), M2G’s sister AI platform, which supports the host & player development side of the business, MoodAnalyzer® also incorporates machine learning to provide predictive information
regarding casinos’ customer behavior.
MoodAnalyzer® is a registered service mark of Magnifact, LLC used under a license agreement, and there is currently a patent pending for the MoodAnalyzer® platform.
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