[Editor’s Note: This month marks the
beginning of another special series fiom
RePlay, a follow-up to last year’s 40
Under 40 Operator Interface series. We
will be hearing regularly from industry
veterans on why they are still committed to
the amusement game indusiry. We decided
to start, appropriately, with the industry's
man for all seasons, regular RePlay
columnist, operator, distributor and con-
sultant Frank Seninsky, a former president
of both AMOA and [ALEL]

am motivated on a daily basis by the

concept that life is a continuous game

(some say challenge) with an every-
day “buy-in" to continue. [ love to get up
carly and enjoy three things: a quict shared
by only a few other people in the industry
(I know several, and we sometimes call
each other), a hot cup of coffee to sip as 1
start to organize the day ahead and a de-
tailed plan of action regarding what items
on my to-do list [ have the best chance to
accomplish.

I am involved in several companies and
must choose which one makes the most
sense to devote my time to on any given
day. T also invest my time daily in working
with IALEI and other associations, as well
as writing any one of the six to eight mag-
azine articles that [ pen each month. 1 also
make it a point to spend at least an hour
every day on the phone prospecting for
new business, and then there’s returning
dozens of emails and calls from people
who write or call for help (I encourage
people to email questions because playing
telephone tag drives me absolutely nuts).

I continue to do this because it is a pas-
sion. It is never-ending but has a way of
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“] Continue Because It Is A Passion and Still Fun”

keeping me totally calm...well mostly. Of
course, there are times when [ get to vent
to release stress, but 1 look at that as just a
part of the game too. The satisfaction of
accomplishment in knowing that [ play by
the rules and can still be successful keeps
me coming
back for
more.

[ never fail
to plan and
never plan to
fail. Of
course, there
are setbacks
(sometimes as
a result of

great moves e e
by competi- in life.

tors or others .
e Frank Seninsky

game as well)

both in life and in business. I view set-
backs as taking one step back to decide
what direction and in which dimension of
business we really need to move forward.
In engineering graduate school, we studied
up to eight dimensions at once, and there
1s a theory that there are even more when
you take into consideration changes in
mass and time overlaps. So you can see
running a business is pretty simple, com-
paratively speaking. Being able to think on
several levels at once is often helpful but
can also be time consuming.

I believe in the products and services
we provide absolutely 100%. That is a
must for one to be passionate about what
they do in life. My primary goal is to help
educate people so that they can be more
successful in this industry and in life. [
have always given anyone who wants to
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know the best answers [ have to any ques-
tion they ask. I hold nothing back. I truly
believe that the more people who are suc-
cessful and can raise the bar of our indus-
try, the better for us all, including my com-
pany and our employees. Each time a
manufacturer produces
a poor product, a dis-
tributor sells it, an oper-
ator operates it and the
public plays it just adds
negatives to our indus-
try. The same can be
said of an FEC or busi-
ness that invests and
borrows money without
a solid plan or proper
capitalization or proper -
training. When they
open, show a poor
product or service to
the public, default to
their lender and close their doors, a huge
shock wave goes through the financial
community, it makes it harder for any of
us currently in the industry, not to mention
those trying to come in, to borrow money.
‘We have set up our consulting, sales
and operating companies to be totally in-
dependent and have no formal ties to any
manufacturers or suppliers. We buy only
the games that are the workhorses. If they
perform for us, then T know I can recom-
mend them to others. There are many
times that a client will disagree on prod-
ucts and services. I take it as my duty to
give them the pros and cons of any and
every business decision. They make the fi-
nal decision, and then we move forward. It
only takes most clients one or at most two
times to override AEM and suffer the con-
sequences, to realize that we are giving
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out of Florida. Even our man-
ufacturers can’t sell out and re-
tire to Florida. Take Al Kress
‘ ‘ of Benchmark, for example.
’ He sold his game distributor-
ship and routes in New
costs less.

York/New Jersey, headed to
Amusemem Entertainment Management, LLC is a worldwide amusement indus-
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that Benchmark has grown in-
to a powerhouse and has pro-
duced a long list of games that
have generated a lot of money
for many operators.

Yes, I am in a position to
just walk away, but I can’t
leave my partners and employ-
ees because I love working
with them. We are all now A-
plus people, capable of multi-
tasking and filling in for each
other. Since we are all dys-
functional in some way, we
actually seem to enjoy coming
to work and being with each
other, Twenty-five years ago,
my brother and partner at the
time offered to buy me out or
take 50% of the company. I
decided to buy him out rather
than split the company and
then have to view my own
brother’s company as compe-
tition. If you know me well,
you know that I would never

SELECTION, SOURCING & RESALE SERVICES
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Florida, and then started this
small company (with Ron
Halliburton) named Bench-
mark to keep himself active. It
is a blessing to our industry

try consultant specializing in the feasibility, design, layout and operation of

Family Entertainment Centers and Leisure-Based Entertainment venues. We offer 2

full complement of services including performance evaluations, project feasibility

studies, currency controls systems, game and attraction selection, staff training and

development of operating procedures.

OPERATION & PERFORMANCE LAYOUT

Our services are aimed at increasing the efficiency and effectiveness of entertain-
ment center operations through proactive selection of equipment, attention to
detail and high levels of staff training. Your account will be given personal attention _
by one of the company's principal owners whose half century of amusement indus- ha“? signed a e
try knowledge will place your project on the road to success. but just shook his hand and

To learn more about AEM, contact Frank Seninsky at Fseninsky@aol.com or welcomed him to the game.
Jerry Merola at ProfitWizz@aol.com. To walk away from the in-
dustry is not an option. I am
involved at every level and
know just about everyone in
the industry (even those who
are not members of any na-
tional or state association). My
next goal is to write a book on
this industry and get it onto the
New York Times bestseller list.
There are plenty of great sto-
ries to tell that the public
 would just find incredible,

I’m still here because there
are many challenges and op-
portunities ahead in this indus-
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FACILITY REVITALIZATION
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12 Elkins Road, East Brunswick, N] 08816
(732) 2543773

www.AmusementEntertainmentManagement.com
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FACILITY DESIGN & LAYOUT
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