
©2019 GT Advertising LLC. All rights reserved. 

 
 
 
 

Conversations w/Tino 
 

Guests Danny Gutierrez & Bob Brooker 
 GM, Cliff Castle Resort 

 GM, BlueWater Resort and Casino 

 

Airdate Monday, May 13, 2019 
 

 
   

 

 

 

 

 

 

 

 



190513_CwTino_071-Gutierrez/Brooker Page 2 of 29 
 

Tino Magnatta: Hello and welcome to another episode of GT Radio. Tonight I've got some really 
great guys, we've got a duo team here today that basically spent a lot of time in 
Vegas. They've got a lot of stories, and they're great guys, great GMs, and a lot 
of wisdom. Welcome to the show, Bob Brooker and Danny Gutierrez. How you 
doing, guys? 

Bob Brooker: Great, thank you for inviting us. 

Danny Gutierrez: Good. Good, I'm doing good. 

Tino Magnatta: Good, good, good. Good, so you guys are both true Vegas guys. How was it? 
First of all, tell me how you guys met. 

Bob Brooker: Well- 

Danny Gutierrez: Well, high school. 

Bob Brooker: That's it. 

Danny Gutierrez: We went to high school. 

Bob Brooker: Western High School. 

Danny Gutierrez: Western High School, and then after we graduated, we both went to UNLV, 
which before that it was Nevada Southern University. Then after college we 
both went to work for two different national CPA firms. After five years of that 
we hooked up in Vegas again on the Las Vegas Strip. 

Tino Magnatta: That's great. 

Danny Gutierrez: So we go back a lot of years. 

Bob Brooker: That's right, a long, long time. 

Tino Magnatta: Yeah, yeah. Good old friends. Bob, what was Vegas like back then? 

Bob Brooker: Well you know, Vegas was a small town when I first got there. I moved there as 
a sophomore in high school, in the middle of the sophomore year, and there 
was probably about 100,000 people in Vegas. I remember every time I went out 
and walked around the area, I actually had some friends near Western High 
School, I'd start walking up there and the cops would pull you over and check 
your ID all the time to make sure you weren't a troubled person. So they had 
really tight controls, but- 

Tino Magnatta: Danny, you come from ... you're like second generation, right?  
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Danny Gutierrez: Yeah, my family moved to Las Vegas in 1951, so I was only a few years old back 
then. So I remember Vegas in the early 50s, I remember when there was only 
24,000 people in Vegas. The Strip in between the casinos was desert. Downtown 
Vegas, on Fremont Street, there used to be houses. Maybe like on 4th and 5th 
Street, people still lived with their homes on Fremont Street.  

Tino Magnatta: Wow.  

Bob Brooker: Then every Friday- 

Tino Magnatta: There can't be homes on Fremont Street.  

Danny Gutierrez: Yeah. It was a cowboy town back then.  

Bob Brooker: That's true.  

Tino Magnatta: Wow. What were you saying Bob? Every Friday night?  

Bob Brooker: Every Friday and Saturday night you cruised Fremont Street. That was the big 
thing to do in those days, just drove back and forth, and then the Union Pacific 
Railroad was at the end where the Plaza Hotel is. You could go through there 
and turn around, and just start driving back. You went all the way up to the Blue 
Onion and turned around and went back again.  

Tino Magnatta: Wow. That's what people did, they just cruised right?  

Bob Brooker: Yep, just like ...  

Tino Magnatta: Now you guys were- 

Danny Gutierrez: They were riding [inaudible 00:03:42]. If you weren't riding a horse- 

Tino Magnatta: Oh, they would ride horses too?  

Danny Gutierrez: Oh yeah. Like I said, it was a cowboy town.  

Tino Magnatta: Wow.  

Danny Gutierrez: El Dorado Rodeo back in the 50s- 

Bob Brooker: Oh yeah. 

Danny Gutierrez: All the casinos on the Strip would have floats. They had a three day parade, 
Friday, Saturday and Sunday, and Sunday was the [inaudible 00:04:03] parade. 
There wasn't one casino in the 50s that didn't have a fantastic float, and of 
course horses.  
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Bob Brooker: That's true.  

Tino Magnatta: Wow.  

Bob Brooker: In fact, I just heard they started up the Heldorado parade again this year, they 
just had it last weekend.  

Danny Gutierrez: Yep, they brought it back.  

Tino Magnatta: That's great. Tell me a little bit guys, because you guys were in the CPA, and I 
know that you're both CPAs. I know that there was some funny stuff going on 
with the mob and everything. You guys had some experience with that, share 
those stories with us.  

Danny Gutierrez: Well, I got- 

Bob Brooker: You gonna go first Danny, go first.  

Danny Gutierrez: Yeah. I got hired out of Seidman & Seidman's CPA firm after five years, and I 
went to work for the Argent Corp., which owned four hotels; Hacienda, the 
Fremont, the Stardust. Bob, what was the other one? Marina?  

Bob Brooker: Marina.  

Danny Gutierrez: Yeah, so I worked at the Stardust in the 70s, mid 70s, and that's when we first 
put the first race and sports book in, the first casino to have it. It was exciting. I 
remember when I used to audit the casinos in the early 70s. My area of 
expertise was casino internal control, and so I used to take table game inventory 
in the pit and do the cage count. I was just fascinated with the action in the 
casino. I loved the action. After five years with a CPA firm I just broke into the 
business.  

Tino Magnatta: Wow, and how did that happen?  

Danny Gutierrez: Well, like I said, I got hired by Argent Corp after five years with the CPA firm. I 
was an assistant controller, and after I learned how to close books for 30 closes, 
then I became a Controller, Finance Officer, and there was no turning back. 
Then I got into Indian gaming and held the title of GM, so the background was 
from Vegas.  

Tino Magnatta: Got it. What kind of stuff was going ... because I know that it was either you 
Danny, or Bob, you actually quit a job because there was some stuff going on in 
the cage, right?  

Bob Brooker: I quit a job when I was working at the Marina. I started off, like I said, I started 
off with Cooper [inaudible 00:06:43] in LA when I graduated, and stayed there 
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for three years. Then I went over to ... I moved back to Vegas and went to work 
for Laventhol & Horwath. I was there for a couple years. 

 Leo Lewis, he was an old time Las Vegas guy that was general manager of the 
Flamingo. He was my neighbor and he convinced me to get into gaming. So I 
started my first gaming job with Argent Corporation too. Leo told me it was a 
brand new young company and I should join them, so I started off as the 
internal auditor over at the Hacienda for Argent. Then they promoted me to 
Controller of the Marina when it was just opening.  

 I started looking at the numbers and table games were not holding anything, the 
slots weren't holding anything, and I started checking on some stuff and realized 
that they were stealing. I went to the proper people, the gentleman's name was 
Frank Mooney who was the CFO of Argent, and told him what I thought was 
going on. He told me to keep my mouth shut pretty much, and I told him, well I 
was gonna resign. He told me it would probably be a good idea. That I was too 
straight for the industry.  

Tino Magnatta: But that was going on quite a bit- 

Bob Brooker: Then I went to work for the Gaming Control Board.  

Tino Magnatta: You went to work for the Gaming Control Board.  

Bob Brooker: Yeah, I went to work for the Gaming Control- 

Tino Magnatta: You went the other way, right? 

Bob Brooker: -Board, and we started checking on them.  

Tino Magnatta: That's funny. Danny, did you have any weird experiences like that back in the 
day?  

Danny Gutierrez: Yeah, I got to work for Allen Glick and Frank Rosenthal. Allen was just the 
owner, but Frank was running the operations, so after two and a half years I 
resigned. There was just a constant mirage from the Feds and from the Gaming 
Authorities on the property, the way Frank ran it. So when I resigned there I 
became a Controller of the Aladdin Hotel, so I went from the frying pan into the 
fire at the Aladdin. 

 Back in those days if you didn't like the way some of the things were going, or it 
didn't look right, you resigned. There was a whole crop of CPAs that just moved 
from hotel to hotel because if you see something, you best leave. You don't 
want to be caught up in that stuff.  

Tino Magnatta: Right, right. 
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Danny Gutierrez: Very crudy times. 

Tino Magnatta: You just move on, right?  

Danny Gutierrez: Just move on.  

Tino Magnatta: You just move on, yeah, and do your thing.  

Danny Gutierrez: Yep.  

Tino Magnatta: So you were both on this ... Now you guys got in the business on the financial 
end, so Danny tell me, how did you get into the actual casino business? You 
know, what was the transition for you from CPA, financial, to the actual casino?  

Danny Gutierrez: Well I used to come back at night, because the cage answered to me, the front 
desk, the cashiers answered to me, the restaurant cashiers. We're 24 hours 
operation, so that was a good reason for me to come back at seven or eight 
o'clock at night. Gradually the executives, you know the owner or the casino 
manager, baccarat manager, cage manager, they would see me there at night 
and it was unusual for an account to be there. Well, I kept showing up, and 
before you know it I earned their trust. I would give them reports from the cage 
on airfare. We used to pay airfare to customers all over the country, just by 
them showing their receipt we paid the cage.  

 I remember I made a list of airfare people, because it was a lot of money. I 
showed it to the casino manager and probably a quarter of those people 
shouldn't have got airfare, so that was my in with the group. In fact, I got to go 
on market collection trips with casino. You know, so it was tough to break into 
the casino end as an accountant back in the 70s, late 80s. I made that transition 
and that's when I really learned about the casino. The slots, table games, racing 
sports book.  

Tino Magnatta: All that stuff. 

Danny Gutierrez: That was a good thing. 

Tino Magnatta: All the stuff. 

Bob Brooker: Yeah. 

Tino Magnatta: Yeah. Bob, how about you? What was the transition for you?  

Bob Brooker: Well I, like I said before, when I left the Marina I went to work for the Nevada 
Gaming Control Board, and I stayed there for about maybe two years. Then a 
new owner was taking over the Marina and they were looking for a CFO. Some 
people that were doing the investigation with gaming recommended me, so 
they hired me back as the CFO of the Marina.  
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 The general manager there had an opportunity when the Aladdin filed 
bankruptcy. They put him as the trustee to run the Aladdin and he wanted me 
to go over with him. I went over there, and it was all mob invested. They were in 
deep trouble, hadn't been paying any payroll taxes. So I told the GM, "Hey, let's 
get the heck out of here and go back to Marina." He said, "No, I'm staying with 
it." So I said, "Well, I'm going back." When I went back the owners, they were 
new owners, they asked me take over and become the general manager. That's 
how I broke in as a GM.  

Tino Magnatta: That's wild.  

Bob Brooker: Part of it good luck, yeah. 

Tino Magnatta: Yeah, yeah, right. So just falling into it. Danny, what was your ... when you got 
into Native gaming what was your first gig in Native gaming? 

Danny Gutierrez: I was doing some work for ... I think it was Laventhol & Horwath CPA firm. They 
had the most gaming clients in Nevada, and then subsequently they became 
Piercy, Bowler & Taylor. Well I did some consulting work for them, and they sent 
me off to the Sisseton Wahpeton tribe in Watertown, South Dakota. I ended up 
working for that tribe for about seven months, and that was my first exposure 
to Indian gaming. Unreal.  

Tino Magnatta: How did you find that?  

Danny Gutierrez: It was exciting. Pardon? Oh no, the CPA firm- 

Tino Magnatta: How did you find that? 

Danny Gutierrez: -needed somebody ... A CPA firm I was doing consulting work, Piercy, Bowler & 
Taylor, and so they needed help on the finance side up there, so they sent me 
up there. After a couple of weeks I went on their payroll, and so it was quite an 
experience because that casino just opened up maybe a year and a half, two 
years. It was so new. A lot of money there because it was in Midwest, but on the 
accounting side, financial side, it was just a mess. So that was my job, a 
bookkeeper, an accountant, but I liked it. It was exciting, long hours, six or seven 
days a week, but I liked the challenge.  

Tino Magnatta: Bob, how about you? How did you find the gig in [crosstalk 00:14:39]? Where 
was that? 

Bob Brooker: I was in Cripple Creek, Colorado. It was 10,000 feet and I was freezing to death. I 
decided it was time to get out of there, so I resigned, and I took like six months 
off. Then I thought, well I better start doing something. The only jobs that were 
out there really were tribal gaming, and so I applied at several of them. They all 
say, "Well you don't have any tribal gaming experience." So I finally applied at 
Taos Mountain Casino, which was a really small little casino in Taos, New 
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Mexico. They hired me, so I stayed there for about a little over a year. It was so 
small they didn't want to spend on the property. That's what they originally told 
me, that they were gonna build a new property, but they had no intention of 
doing it so I left there.  

 I moved on to Ute Mountain Casino, which was a lot larger property. So that's 
how I got into it, and I sort of became a turnaround that [inaudible 00:15:49] in 
most of the properties because most of them I got into were it deep trouble. So 
I just went in and started cleaning them up, and we placed an elite 
management. It was sort of, a lot of fun. 

Tino Magnatta: Guys, and Danny let me ask you, what does it take to be a GM in this business 
and to be a really good one?  

Danny Gutierrez: Well I'll tell you what, with all my experience since the 70s it made me ... you 
know right now a lot of the young executives are diversified. They're not 
diversified. They may come out of marketing or food & beverage, and before 
you know it they may be a GM. For me as a GM I always believed in promoting 
from within, so once you start promoting from within you need to know the 
various departments, whether it be marketing, food & beverage, the cage, the 
pit, the slots. So, with all my experience I got to mentor a lot of young 
executives. 

 Native American team members that had potential, but they'd only been in one 
place, so with my background I could teach them. It didn't make any difference 
what department they were working. Some of the places you had to bring from 
outside, and even they would start mentoring the Native American team 
member. My background helped as a GM, you know. It's not really one thing I 
haven't seen in any of the departments. 

Tino Magnatta: Got it. Bob, what do you think? 

Bob Brooker: That's one thing, Danny hit it right on the head, that's one thing when we 
started up in the business you didn't just select one area. You had to diversify. 
Especially in the financial end you had to know every position, know everything 
that was going on and analyze it financially and for internal controls also. So you 
got to know every department and every position, and that way you could train 
the people. That's really helped me out too, so Danny hit it right on the head.  

 I think one of the things that you really need to know, and I know Danny's 
brought this up before, is you really have to have passion in this industry and be 
willing ... He always says passion, I say patience. You've got to be patient and be 
willing to spend the time and the energy, and learn everything and work long 
hours if you want to be successful in this business. It's not a nine to five job.  

Tino Magnatta: Yeah, its more like a 20 hour a day job, right? 
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Bob Brooker: At least 10 to 12, yeah. 

Tino Magnatta: 10 to 12, for sure. 

Bob Brooker: Yep.  

Tino Magnatta: Danny, what advice would you give younger people coming up into the 
business? 

Danny Gutierrez: Learn as ... You know, a casino has so many different departments. You know, 
hotel, GSA, food & beverage, backend of the kitchen. If you're coming up the 
ranks, then you need to go and work some of those departments and learn 
them because it may be after five to 10 years you're ready to be a GM, Assistant 
GM, and you need to know those departments. It's just not gaming, you know. 
In fact, a lot of the casinos now are making a lot of money in the non-gaming 
department. You might have a bowling alley, arcade, there's so many things, 
retail shops. You need to know everything about those departments.  

 So for the young ones, learn it and then hopefully you have a good mentor that 
will teach you more, but you've got to have that background. A little knowledge 
of every department. That's what I would say to the young people coming up.  

Tino Magnatta: Got it. You've got to put your fingers in everything.  

Danny Gutierrez: Yes, you have to. 

Tino Magnatta: Bob? 

Bob Brooker: And get as much education as you can. There're all kinds of seminars and 
training that all these various companies put on. Whenever you can go to a 
training seminar, go to them and learn everything you can at the seminars. Then 
go back and observe, like Danny said, and get into each area and learn what it's 
all about. Know ... we're both accountants, but you've got to know the numbers. 
The numbers tell the story, so it's really important to understand the financial 
end of the business. In my opinion it's one of the top areas you need to know. 
It's helped me out tremendously.  

Danny Gutierrez: The other thing is that they need to take their time and be patient. You know, 
you need to be patient to learn a lot about this business. Some executives think 
they can be a GM in three or four years. No, you need time to learn everything. 
Be patient. I mean, there's so much to learn. Then one day you'll know when 
you're ready to run an operation and you'll be ready.  

Tino Magnatta: Danny and Bob ... Actually Bob- 

Bob Brooker: [crosstalk 00:21:50] when you go into it. Yeah.  
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Tino Magnatta: No, no, go ahead. When you go into it? 

Bob Brooker: Oh, because that way when you get the opportunity to take over a position you 
know what you're doing, and you don't fail, you know? So maybe like Danny 
said, some of these people are young and they think they know everything. 
They try to jump into these positions, and they just fail because they really don't 
understand exactly what's going on.  

Tino Magnatta: You've both seen a lot of gaming over the years, what are some of the 
fundamentals that people need to know? Bob? 

Bob Brooker: Well you know right now, the biggest thing right now is sot machines, so you 
need to understand the whole concept of a slot machine. Everybody thinks that 
a slot machine is just a thing you pull the handle on, but there're all kinds of 
various items. You can have machines that are high frequency, low pay. You can 
have machines that are high pay, low frequency. So you need to know how the 
mathematics of even a slot machine works. You know, table games, there're all 
kinds of new table games coming out with all these side bets. So it's important 
to understand all that, and know how all that works, and know what the 
customer wants. 

 I'm a firm believer in focus groups. Get to know your customers and find out 
what they're looking for, because it makes no difference what you as an 
individual likes if it's what your customers want. Make sure you give it them.  

Tino Magnatta: Danny? 

Danny Gutierrez: On the slots side Bob is right. You know, probably 95, at least 95% of your 
revenue in Indian Gaming comes out of the slots' area. When I started in my 
career, after probably five years, six years in the business, I got to work for Si 
Redd of IGT, the owner, and Stan Fulton, Fortune Coin, probably around '77 
when video poker and blackjack was coming out.  

 So I got in at the ground floor on that technology, and I remember back in the 
old days a PAR sheet, you know you had to do the PAR sheet mathematically. 
Maybe it'd be a page, two pages at the most. Now a PAR sheet is as thick as a 
book, so in this business you have to change with the times and change rapidly. 
We had the background back in the day, and it was a lot easier. Now, man, it is 
just unreal the documentation from one slot machine.  

Tino Magnatta: Yeah it's a lot more complicated now, right?  

Danny Gutierrez: Yep. 

Bob Brooker: Well definitely.  

Danny Gutierrez: You know, that's why you've got to have a real good slot director.  



190513_CwTino_071-Gutierrez/Brooker Page 11 of 29 
 

Tino Magnatta: Right, that's the key, right? One of the keys?  

Danny Gutierrez: Yep. You know, I know what I want out of a machine, and so he knows how to 
get me there.  

Bob Brooker: That's for sure, you've got to know ... 

Tino Magnatta: Go ahead, Bob.  

Bob Brooker: I was gonna say, you've got to have a slot director that knows, understands the 
numbers and knows how to do analysis, because like I said before, slot 
machines are your money maker. You need to know what your competition's 
been doing. The machines right now, the technology is changing so rapidly that 
you need to have somebody whose gonna stay up on it and know exactly what's 
going on.  

Danny Gutierrez: Yeah, I worked with Bob at Ute Mountain- 

Tino Magnatta: Like you said Danny-  

Danny Gutierrez: Yeah, go ahead.  

Tino Magnatta: Go ahead. No, no, Ute Mountain? 

Danny Gutierrez: Yeah, I worked with Bob at Ute Mountain, I was his CFO, and we had a heck of a 
slot director. He knew the numbers backwards and forwards. I never seen so 
many schedules that he would make to analyze it. He drove us nuts. Now over 
here at Cliff Castle Casino I have a [inaudible 00:26:10] that works for me. Boy, 
he is so analytical, and I think he's got more schedules than the guy at Ute 
Mountain, Bob.  

Bob Brooker: Really? 

Danny Gutierrez: Yeah, and the executives that we have in our slot department, they've been in 
this business almost as long as Bob and I've been in. They're senior- 

Bob Brooker: Oh wow.  

Danny Gutierrez: Yeah, they're senior veterans and it pays off. I mean, it seems like the older we 
get the more marketable we are.  

Bob Brooker: Yep. 

Danny Gutierrez: Which I kind of like that. 

Tino Magnatta: Right. Well yeah, it's the wisdom and experience. You know, I've got to tell you 
guys, you guys are very personable people, so having been in the business for so 
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long, you kind of get to understand that you really have to be that way in this 
business, right? Very personable?  

Danny Gutierrez: Oh yeah. I learned customer service- 

Bob Brooker: Yep, you've got- 

Danny Gutierrez: My old bosses, they didn't have college degrees, they were all in the casino 
business in Stuebenville, Ohio, Florida, Cuba, but they knew customer service. 
That was the key. Whether you'd been to restaurant, hotel, in the pit, customer 
service was key back in the day. So I still carry that with me. I know Bob does.  

Bob Brooker: Yep, customer service, that's one of the few things you have. You know, I mean 
even if your place isn't in the best of shape, if you're treating your customers 
with care and making sure they're happy and enjoying themselves, they're 
gonna keep coming back.  

Tino Magnatta: Guys, what do you think, because we know what's going on in the United States 
right now? This explosion is happening. It feels like the Renaissance, you know? 
When the Native casinos went from bingo hall to casinos, it feels like that again 
all over, except that now they're going from casinos to resorts. Bob, what do 
you see? Do you see any red flags in the future?  

Bob Brooker: Well there could be. I'll tell you what I see. I see the properties, especially in the 
Indian country, that diversify and get more into the amenities of a property, the 
non-casino amenities like spas and shops, I think they're going to be the 
successful properties. The properties that ... A lot of tribal gaming, they just try 
to have a small little casino, and they don't grow. You know, I think gradually 
they're gonna fade out. I just don't think they're going to be able to stay 
competitive with the very large properties.  

 People are looking for a destination, they want to go in and spend a weekend, 
or three or four days. You really don't have to leave the property that much 
because the property offers everything they could possibly want. So I just think 
that's the future. The Indian casinos that just try to stay small and not really 
expand, I don't think they're gonna be around in the future.  

Tino Magnatta: Danny? 

Danny Gutierrez: Well, my casino's probably 90 miles from Phoenix, and there are some nice 
resorts down there. We're in a rural area, and so for me it's know my customer, 
get all the data I can on our customers, know who to reward, how to reward 
them. I mean, that's the difference here. I'm never gonna be a big time resort 
like in Phoenix with our own property, but the more I know about my customers 
the more I can service them and take care of them, make them happy. They'll 
come up from Phoenix and stay over here. It's a little cooler in the summer. In 
the winter they come up here, they go to Flagstaff, which is only 40 minutes 
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from us, and go skiing. So, for us, with all that competition down there, we can 
compete as long as we know our customers, know what they want, and take 
care of them.  

Tino Magnatta: Yeah, you've definitely got to know your customers. Do you guys see any red 
flags in terms of with the technology moving so quickly, or sports betting being 
legalized? Is there any threats to Native gaming? Bob? 

Bob Brooker: You know, I don't think there's that many real strong threats. You know most 
Native American properties, like Danny said before, are in rural areas, and 
people that live within the vicinity of the property are gonna go to them. 
They're not ... They may go to Vegas once or twice a year, or a big city and 
gamble, but most of them just want to stay close to home.  

 One of the things that I learned at Blue Water, where I'm at right now, is the 
people are very, very local. We have ... you know in the summer months we get 
all the boaters out here, and in the winter months we get the snow birds, but 
our main business that we hold onto is the local people. I don't think they're 
gonna disappear. I think the one trick we have to work on is the millennials, as 
they start getting a little older, figure out what they want and make sure we 
take care of them.  

Tino Magnatta: Got it. Danny?  

Danny Gutierrez: Well for us, the bulk of my clientele are over 50. They're not millennials. They 
still like ... They're not into that social gaming that's really come aboard now, 
like in Vegas. For the rural areas it'll probably take another five or six years 
before we start really changing. I mean, you can't change out the slot machines 
that we have now, because our customer base is different. If you're in a 
metropolitan area, you better be up to the new change. Everything's changing 
so fast, see, and then the gaming equipment that you have to buy to meet those 
new changes. For us it's a little slower. It'll catch up to us, but it'll be a few years 
down the road.  

Tino Magnatta: Bob, tell me, you guys are good friends, but tell me what you see in Danny, the 
qualities that are a friend that you'd like to have? You know, what are some of 
those qualities?  

Bob Brooker: I think one of the biggest qualities is Danny is very honest and he's very straight-
forward. He tells you the way it is, and I respect somebody like that. Like I said, 
over the years when we got to know each other, we'd talk on and off all the 
time, and I can ask him questions. He's not afraid to give me his opinion and his 
answer, and so I respect a guy like that. That's what I like about him.  

Tino Magnatta: Danny? 
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Danny Gutierrez: Bob? Bob's got integrity. You know, we came out of CPA firms, national firms, so 
they instilled that in us.  

Tino Magnatta: Right, it was part of it. It's like being on the gaming commission, right?  

Danny Gutierrez: Oh yeah. 

Tino Magnatta: You've got to shoot straight, because you're handling all the accounts. So yeah, I 
see what you're saying. That makes sense.  

Danny Gutierrez: So, yeah, and I had a chance to work for Bob as his CFO for over a year and it 
was a pleasure. I mean, I know exactly his thinking, his background, and so all he 
had to ... If he's thinking of an idea, okay, I know what I had to do. I mean I could 
read Bob because we've been in this business so long I knew exactly where he 
wanted to go. I made sure he had all the info that he needed to get there.  

Tino Magnatta: Right, so you guys worked as a team almost? You guys were in each other's 
heads a little bit, right?  

Danny Gutierrez: Oh yeah. 

Bob Brooker: Absolutely.  

Danny Gutierrez: Yep. Especially when we had to do budgets. We'd split it up. I did half, he did 
half.  

Bob Brooker: Yep.  

Danny Gutierrez: I think we did it in two days. Huh, Bob?  

Bob Brooker: Yeah, we did, a little over two days.  

Tino Magnatta: You'd split up the budget? 

Bob Brooker: Yep. 

Danny Gutierrez: Yep. 

Tino Magnatta: Wow, that's great. 

Danny Gutierrez: Yeah, but it's just like you can't ... you know, the experience. We're going into 
six decades of this business, Bob and I, and just the experience. We can do a lot 
of things that maybe some young ... you know, with less experience, it will take 
them a week or two to do. Some of this stuff we can crank out in a couple of 
days and it'll be pretty good. Sometimes you're under the gun. 

Tino Magnatta: Yes, yes.  
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Bob Brooker: Yep.  

Danny Gutierrez: You know, when you're under the gun- 

Tino Magnatta: Yeah, you're under the gun and you've got to pump it out.  

Danny Gutierrez: You've got to pump it up, but it has to be accurate.  

Bob Brooker: Yep. 

Tino Magnatta: Yeah. 

Danny Gutierrez: Yeah.  

Bob Brooker: That was a nice thing about Danny, when he did work for me it was like, "Hey, 
I've got this concept I'm looking at", or "I want to do this, what are you 
thinking?" He'd go sit down, whip out numbers, and come back and say, "Here's 
what I think we can do." You know it made sense, or the ROI on this isn't gonna 
make any sense, and "I think we ought to forget about it." You know what, I 
didn't even question him on it, it was like, "Okay, if that's what you're telling me, 
let's move on." 

Tino Magnatta: Great stuff.  

Bob Brooker: Yep.  

Tino Magnatta: Should we take some calls guys? This has been great.  

Bob Brooker: Sure.  

Tino Magnatta: Let's take some calls, yeah. This is Tino Magnatta, do you have a question for 
Danny or Bob?  

Speaker 4: Yes, Tino. This is Harriet Tessana, from Temecula, how are you gentlemen?  

Danny Gutierrez: Good.  

Bob Brooker: We're doing good.  

Speaker 4: Danny and Bob, it was wonderful listening to you. I have the same question for 
both of you. The question is, if there was anything, any process, any system, any 
way of doing business that you did back in the good old days, that you would 
love to bring back today, what would that be?  

Bob Brooker: Go ahead Danny.  
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Danny Gutierrez: Well I'll tell you, for me, this is Danny speaking, for me, working with the casino 
in Vegas we used to issue a lot of markers. That's credit to the customers. 

Speaker 4: Right. 

Danny Gutierrez: God, we'd issue so much credit and action. They'd take a marker out for 50,000, 
60,000, and then they'd go play it. Indian gaming, we don't have markers, so for 
me I miss that kind of action.  

Speaker 4: Okay. 

Danny Gutierrez: You know, a lot of money. 

Speaker 4: Sure.  

Danny Gutierrez: But, I'll tell you what, you've got to have deep pockets to carry those markers 
for a casino, see.  

Speaker 4: Sure, sure. 

Danny Gutierrez: I think we're better off without markers. You know, cash basis.  

Speaker 4: Okay, and what about you Bob?  

Bob Brooker: Well, you know, Danny hit it right on the head. It's the action, you know? Most 
of the tribal casinos, their table limits are pretty low. I remember being around 
games where we're stuck $100,000, or $50,000, and I'd come running into the 
casino and start watching to see what was going on. End up winning it back in 
the end, so the games were exciting. I remember one night my mentor was 
[inaudible 00:38:30] over at Caesar's and we were having coffee one afternoon. 
He gets a call and they tell him that the craps table stuck a million dollars.   

Speaker 4: Wow.  

Tino Magnatta: Wow.  

Bob Brooker: So he says I need to go out and check it out. So I went out there, some guy was 
just lucky, and I talked to him a few days later and said, "Well, how bad did you 
get hit?" He said, "Oh, I lost it all."  

Speaker 4: Oh, wow.  

Tino Magnatta: Yep. 

Speaker 4: That's amazing.  

Bob Brooker: Yep.  
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Speaker 4: Tino, may I ask one more question? 

Tino Magnatta: Sure, of course.  

Speaker 4: Gentleman, as well you spoke a little bit about customer service in the good old 
days, do you think customer service was better back then, or has it improved in 
today's world?  

Danny Gutierrez: Well for me customer service in Las Vegas on the Strip, it better be good 
because if you didn't treat them good they walk across the street to the Desert 
Inn, or go to the Sands.  

Speaker 4: Mm-hmm (affirmative).  

Danny Gutierrez: I mean, the casinos were right ... I mean, they grew so fast that they were right 
next to each other. 

Speaker 4: Sure.  

Danny Gutierrez: So, you know, the customer had other options to go down the street and take 
their money with them. So customer service was key, whether it be in the 
restaurant, hotel, you know, our credit and cage manager was good with the 
customers. That's how you kept your customers from going to the other casinos. 
Back then you had the Tropicana, the Dune, and they were all famous casinos. If 
you wanted to keep them you better give them good customer service.  

 Here, I stress customer service. If they want to go to the other casino, they've 
got to go probably 40 miles, 50 miles, 60 miles away, or 100.  

Speaker 4: Sure, sure.  

Danny Gutierrez: But it's still very important.  

Speaker 4: 100%. Bob, how do you feel? 

Bob Brooker: You know, I think the old days of customer service was a lot different than it is 
today, but in the old days you had a lot of comps. If a customer was upset you 
gave them a comp. If he was winning you took care of him. If you had a big 
player you put them up in a nice suite and give them gourmet food. I mean, it 
was all about customer service.  

 Today we're sort of limited. I mean, yeah we do all the training at our property 
here, and we stress customer service, but a lot of times you just don't have the 
amenities like you did in the old days. Especially when we worked on the Strip. I 
mean we could give them anything they wanted, depending on the amount of 
play the customer had. It's just different, you know?  



190513_CwTino_071-Gutierrez/Brooker Page 18 of 29 
 

Speaker 4: Right. Wonderful. Well, thank you very much. You guys are very entertaining, 
and again, thank you Tino. Have a wonderful evening gentlemen.  

Tino Magnatta: Thank you so much. Have a great evening. Thank you. 

Speaker 4: You too.  

Bob Brooker: Thanks.  

Tino Magnatta: Good questions. All right, this is Tino Magnatta, do you have a question for 
Danny or Bob? Or both? 

Vince Manfredi: Hey. Hi, it's Vince Manfredi, how are you?  

Tino Magnatta: Hey, Vince. How are you? 

Bob Brooker: It's the almighty Vince Manfredi. That's an old name from the past.  

Vince Manfredi: I don't have six decades though like you guys. I thought I was good at four 
decades, but we'll talk about that another time.  

Bob Brooker: Danny, do you remember Vince? 

Danny Gutierrez: I think so. I think I just- 

Tino Magnatta: Now you used to work for ... Vince, you used to work for Bob, right?  

Vince Manfredi: I worked for Bob in the early 80s, I was a sales manager for the hotel 
department. Not for any reason having to do with the work, but I left the 
property and moved out of Las Vegas for a while. I enjoyed Marina, and I loved 
working with Bob. He was the youngest GM on the Strip, if I'm not mistaken.  

Tino Magnatta: Wow.  

Bob Brooker: That is true.  

Tino Magnatta: How old were you Bob?  

Vince Manfredi: Yeah.  

Tino Magnatta: How old were you Bob? 

Bob Brooker: When I took over I was 28 years old.  

Tino Magnatta: Oh my God. Danny, how old were you when you became GM? 

Danny Gutierrez: I got GM when I was in Indian gaming in the 90s, but I'd been a Finance Officer- 
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Tino Magnatta: Okay, so it was later.  

Danny Gutierrez: Oh yeah. I've been CFO, Director of Finance, Controller, Comptroller.  

Tino Magnatta: Right, right, right. The youngest GM on the Strip, wow, that's pretty young. 
Vince, what question did you have? 

Vince Manfredi: I have a question regarding I think both Bob and Danny mentioned that knowing 
the customer and providing what they want, especially as it relates to service, is 
critical, especially as it relates to service. It's critical, especially when you don't 
have the amenities of a full-service billion dollar resort. Knowing the customer is 
important, so would you share with us, both of you, what methods do you use 
to better understand your customers, and how often?  

Danny Gutierrez: Well we just started with surveys a short time ago. That's a good way to find out 
what your customers want. We do a lot of promotions, we get feedback, we 
measure the promotions on our customer base, card and play. In this day and 
age, in fact, we hooked up with an outside marketing firm to help us with all this 
data. To make sure that our promotions are the right promotions, that we're 
not rewarding people that shouldn't be rewarded. This whole gaming has 
changed in that respect.  

 In the old days you knew your customer. You didn't need to have them online or 
in a club to see what kind of action they had. You knew the customer, you saw 
them play. Now it's everybody joins the club, you need statistics, and you can 
have hundreds of thousands of customers on your database. There's so much 
information that we have to farm it out, and they help us narrow this 
information down so we can make the right decisions.  

Vince Manfredi: I appreciate that, thanks. Bob, what do you think?  

Bob Brooker: For me Vince, I agree with Danny on the surveys. We do a lot of focus groups 
and we try to do them about every three to four months. We also have our 
casino host on the floor talking to the customers. Personally I like to try to spend 
... it's not always available, but I like to try to spend 40 to 50% of my time on a 
casino floor just personally talking to the customers. You know, sort of picking 
their brains as to what they want, and whether we're doing things right, and 
what we need to do to improve them. So far it's been pretty successful.  

Vince Manfredi: Now that's great.  

Bob Brooker: Especially when I take over trouble property that are hurting, you know?  

Vince Manfredi: Right.  

Danny Gutierrez: You know, that's key. I spent probably at least 60 to 70% of my time on the 
gaming floor, or back in the backend of the property. That way I could see that 
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we do give good customer service. That I don't have lines at the cage, or the 
restaurant. Then I come up and do what I have to do in the office, and then I run 
back downstairs. Many times I would come back at night so I could see how 
we're treating our customers. Sometimes GMs will just stay in the office eight 
hours a day, 10 hours a day. I split my time.  

 So there's more time, like Bob said- 

Vince Manfredi: Management by walking- 

Danny Gutierrez: -spent on the floor.  

Vince Manfredi: Absolutely. Management by walking around.  

Bob Brooker: Yep.  

Vince Manfredi: I have one more comment, and I think to some extent this has been addressed, 
but maybe you can give me a detail or a nugget. Just as an example, I work for 
IGT. I was with IGT for over a decade and now I consult with IGT and their 
customers. It's all on the systems side. In 1990, I was at Excalibur. When we 
opened we didn't even have a system, we had no way of understanding what 
anybody's gaming behavior was back then. The changes have been rapid, and I 
think monumental. I mean obviously we all deal with a lot of data now, but is 
there anything else that's changed from 1980 to today that you see as a 
significant and substantial change? Maybe technically, or what do you think is 
the biggest change?  

Danny Gutierrez: Well, the slot machines, when I was in the business it was table games. Table 
games were key. Now slot machines is key. It reversed itself. Table games are 
coming back, but slots is the focus. I remember when it was the opposite. That's 
the big change right there, for me.  

Vince Manfredi: Now that's interesting. I think that's a very valid point. How about you Bob, 
what do you think? 

Bob Brooker: Slot machines have taken over the industry, but you know one of the things I 
find interesting with table games now is a lot of them are going electronic. In 
some of the properties, especially if you go on the Strip you'll see maybe 20 or 
30 electronic table games. We tried them in Indian country at a couple places 
and they didn't really work. There're all kinds of new technology out there as far 
as doing mystery jackpots on all your slot machines. More ideas, I call them 
promotions or whatever, to make the casino floor exciting and to get the 
customer more involved.  

Vince Manfredi: I agree. Hey guys, thank you so much. It's nice to talk to you again, Bob.  

Bob Brooker: Yeah, you too Vince.  
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Vince Manfredi: Okay.  

Bob Brooker: Hopefully I see you around- 

Tino Magnatta: Thanks Vince, appreciate it.  

Bob Brooker: [crosstalk 00:49:16].  

Vince Manfredi: All right. Take care guys.  

Danny Gutierrez: Thank you.  

Tino Magnatta: Bye-bye. Blast from the past, hey Bob?  

Bob Brooker: Yeah.  

Tino Magnatta: Yeah. 

Bob Brooker: I ran into him a couple times throughout my years at different shows. He was a 
very young man when he was working for me, even younger than I was.  

Tino Magnatta: Yeah, yeah. Hello this Tino Magnatta, do you have a question for Danny and 
Bob? 

Nick: Hey Tino, Nick Boston here, how you guys doing?  

Tino Magnatta: Good Nick, how are you? 

Nick: Great, great. So one thing I had that I wanted to ask, kind of sidebar, is how do 
you guys keep yourselves fresh in the industry? You talk really highly of your 
memories in Vegas, and now you're in travel casinos. I just, I'm headed into the 
second half of my career, about 20 years behind you guys, so that's what I'm 
curious about.  

Danny Gutierrez: I've been going to a lot of conferences lately. I went to the World Gaming 
Surveillance so I can keep focused on what's happening in surveillance. I went to 
a GM conference, CPA conferences. There's so much change. Everything's 
changing so fast in all areas, that's how I keep on top of it.  

Bob Brooker: Pretty much that's the way I do too. I try to go to any seminar that relates to 
gaming. I go to them. Every gaming magazine that's out there I go through them 
and try to read as much of the article as pertains to the property I'm at. Just 
really try to stay up. There's some webinars that come up every once in a while, 
I attend some of those. You know, I just constantly searching for more 
knowledge, and try to stay on top of everything.  
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Danny Gutierrez: You know where that background came from? Bob and I, when we were young 
in the CPA firm, we had to read. You had to make time to read the Journal of 
Accountancy, and I'll never forget. After that, we get so many magazines, 
gaming magazines, just flip through it and there's always one article in each 
magazine every month, that I will read, and that keeps me on top of things. But 
you can't read everything, you can't go to all the seminars. You'll see something 
that'll hits you, that is good for your property, and you read up on it. 

Bob Brooker: Yep. And every magazine that I find, by the way, there's always something about 
customer service and I always read those. Look for new ideas and new concepts. 
It maybe something I haven't thought of. I definitely read those.  

Nick: Thanks guys, that's actually really informative. I like that. I do have another 
question. I know you guys talked about affinities for some of your slot managers 
you had in the past, are you guys, just on the general rule, do you favor lower 
hold rates, tighter free play, or something else?  

Bob Brooker: Personally I favor high frequency, low pay. Based on the focus groups I've done, 
and a couple of the seminars I attended, because I've asked that question, 
because I've had some disagreements with different slot directors. My 
customers tell me they don't expect to walk away from the casino a winner 
most of the time, but they want to win a whole bunch of small jackpots so they 
can play for hours and enjoy themselves.  

Danny Gutierrez: I agree with Bob.  

Tino Magnatta: Frequency, I guess frequency is the name of the game.  

Danny Gutierrez: [crosstalk 00:53:15], you have to be careful with free play. 

Bob Brooker: Free play on the other hand isn't really free, number one. It'll cost you. We do 
quite a bit of free play, but it's really got to be controlled. Instead of giving away 
cash we do a lot of free play promotions. I find our customers, a lot of them do 
like to have the cash in their hand, even though I know they're gonna put it back 
in the machines, so just beware of free play.  

Danny Gutierrez: That's true.  

Nick: Thanks guys.  

Tino Magnatta: Great, thank you Nick. Appreciate it. Hello, this is Tino Magnatta, do you have a 
question for Danny or Bob? Or both? 

Speaker 7: Yeah, this is actually for both. The first one is, did either of you ever feel fear for 
your personal safety after working for Argent?  

Danny Gutierrez: Not me.  
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Bob Brooker: Not afterwards. I did at one point in time when we did this analysis. They were 
buying some chicken, and when I was at the Hacienda and we found out that 
what we were paying was almost two dollars more a pound then some of the 
other Strip properties. So I brought it to the GM, and the GM brought it to 
corporate, Argent's corporate offices. When we came back we were told who 
knew about it, and it was just myself and the GM. We were told to destroy all 
documents and to keep our mouth shut if we knew what was good for us. So I 
ripped everything up, threw it away, and burned it. That's the only time I was 
really ever afraid.  

Danny Gutierrez: I had an experience collecting markers in Canada, in Montreal, and that got kind 
of hairy. Being in a different country, trying to collect money, bring it back.  

Bob Brooker: Yeah.  

Danny Gutierrez: But that's the excitement in this business, you know?  

Bob Brooker: You never know what's gonna happen from day to day, that's for sure. 

Danny Gutierrez: Right. Then you find yourself in a tight situation and boy you've got to think on 
the fly.  

Bob Brooker: Yep. When I ran the- 

Danny Gutierrez: An actual chicken.  

Bob Brooker: One quick story, when I ran the Marina the union did a walkout on us, and it 
was an illegal walkout, so we had a big union fight. For about a month every 
weekend on Friday and Saturday the union would picket around my house. 
Luckily I lived in a cul-de-sac, but I had cop cars all over the place and police 
helicopters flying over my house. So it was a little scary.  

Tino Magnatta: Yeah, it sounds a little scary, that's for sure.  

Bob Brooker: It was also [crosstalk 00:56:27]. 

Tino Magnatta: All right, thank you so much Mark, appreciate it.  

Speaker 7: No problem.  

Tino Magnatta: Thank you. All right, good questions. This is Tino Magnatta, do you have a 
question for Danny or Bob? Hello? 

Speaker 8: Hey, good evening gentlemen. Can you hear me?  

Tino Magnatta: Yes we can, how are you tonight?  
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Speaker 8: Awesome, wonderful. Quick question, since the baby boomers are slowly 
leaving the market and the newer generation don't really have a lot of money, 
what's the next four to seven generations look like? It's quite interesting to try 
to follow this, and to learn that they're really changing and shifting the food & 
beverage scene, but not really participating in the gaming aspect.  

Danny Gutierrez: Well, I'll tell you what, I'm in the twilight of my careers. I think by the time all 
this changes I won't have to worry about it, because it is changing.  

Bob Brooker: Good answer, Danny.  

Danny Gutierrez: Yeah, and to be honest with you, I'm not looking forward for that kind of 
change, because it's so different from what I've been used to all these years. 
That's part of the change, and you have to change with the times. Like I said, I'm 
glad I just have a few years left and then I'll say goodbye to the business. I'll let 
the next guy worry about it.  

Bob Brooker: Yep, I'm in the same boat. But, you know, I do think the millennials right now 
they don't have any money to do anything, and gradually they're out partying, 
because that's what ... you know, when I was young that's what I did. Gradually 
I'll think they'll get into more table games, especially black jack, than slot 
machines because it's more of a social event and they can sit at the tables and 
talk to other people. So I think that's a trend that may go that route, and table 
games may get back to be a bigger revenue producer than it used to be.  

Speaker 8: I see, so it could be like fashion. Before you know it we're all gonna be in 
polyester shirts and bell bottoms then, correct? 

Bob Brooker: Well the way the industries change, you know, you never know. The styles come 
back, so after you buy all these straight leg pants than they're gonna switch 
them over again so you have to buy all new.  

Speaker 8: That's great. Always wonderful listening to you all, thank you for you 
knowledge.  

Tino Magnatta: Thank you so much, have a great night. That was a good question.  

Bob Brooker: Yeah. 

Tino Magnatta: I like your guys answer. Yeah, it's not gonna be my problem. I'm not looking 
forward to that.  

Bob Brooker: And he's right, you know what. 

Tino Magnatta: Yeah. 

Bob Brooker: We're the- 
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Tino Magnatta: You don't want to deal with that. You've got to reinvent yourself.  

Bob Brooker: -[crosstalk 00:59:22] man. We're out of here in a few years. 

Danny Gutierrez: Yep. 

Tino Magnatta: Yeah, it's been a while, hey guys? God, talk about- 

Danny Gutierrez: What a ride.  

Tino Magnatta: What a ride, and what a business. 

Bob Brooker: It has been a ride. It's been a lot of fun too.  

Tino Magnatta: Yeah. Hello, this is Tino Magnatta, do you have a question for Danny or Bob, or 
both?  

Speaker 9: Good evening gentleman, Michael Blazo from Catalyst Marketing, how are you?  

Tino Magnatta: Good.  

Bob Brooker: All right.  

Danny Gutierrez: Oh, how you doing?  

Speaker 9: Good. So a question for both of you, and you guys have touched about this 
earlier in the interview talking about gaining some breadth of experience early 
on in the industry. I think like a lot of industries or sports games, people get very 
focused on one thing. If you're a pitcher, you're a pitcher. If you're a catcher, 
you're a catcher. So on and so forth, but even in the casino industry folks get ... 
you know, I'm a marketing analyst, that's the only direction and that's my career 
path.  

 What do you think we can do as an industry that can help promote? Especially 
some folks that are coming up, that are younger in the industry, to get them 
some sideways movement, and get them some more experience in some 
different areas? So that they have greater growth potential for later in their 
careers? 

Danny Gutierrez: Well that'll come out of HR. Training, programs for ... In fact, Bob had an MOD 
program, not a program, but the MOD department. When I came back to Cliff 
Castle I set that up, Manager on Duty. So I had some tribal members that the 
minimum requirement would be you had to be a supervisor. We interviewed 
quite a few team members, and so when they got this position they get a 
chance to learn all the departments, handle problems, especially with our 
customers, and it exposes them to the restaurant, to the hotel, to the casino, 
player's club, security. I found that was a good way to get some of your team 
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members who have potential to learn about the functions of the other 
departments. How to handle some of those problems. 

 The director still run the departments, but they can't be here 24 hours a day. 

Bob Brooker: Yeah, that program has worked very well for me. Another area for people that 
want to diversify, UNLV has some great management courses. I recommend 
anybody that can, especially their casino management, if you can get a chance 
to go through some of their seminars. Their classes are outstanding. Especially 
one on slot machines, it's called Slot Analysis, it's an extremely great program to 
learn. It can teach you all about the mathematics of slot machines, so just check 
out the different classes that they have, it's very helpful.  

Speaker 9: Awesome, awesome. Well one more follow-up for Danny. Danny, what do you 
think is harder, year end closing and financing, or staying on a bull for eight 
seconds?  

Danny Gutierrez: Oh, probably closing.  

Speaker 9: You might be the only person in the world that can compare the two.  

Danny Gutierrez: Yeah, thank you. Yeah, I wasn't always a casino executive. 

Tino Magnatta: That's right. All the major bull riders now are Brazilian.  

Danny Gutierrez: Oh yeah.  

Tino Magnatta: All Brazilian. 

Danny Gutierrez: Yep.  

Tino Magnatta: It's pretty wild.  

Danny Gutierrez: But the USA is coming back.  

Tino Magnatta: Yeah, they're coming back.  

Danny Gutierrez: Yeah, it runs in cycles.  

Tino Magnatta: Thanks Mike, thanks Mike. Let's go take another call here. This will be our last 
call guys. We ran over, there's so many people here.  

 Hello, this is Tino Magnatta, do you have a question for Danny and Bob?  

Speaker 10: Yeah, Aloha Tino. Mike Hanuei, how's it going?  

Tino Magnatta: Good. How are you Mike?  
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Speaker 10: Good, good. Hey, great show guys. I always love to hear the breadth of 
experience that you guys have. It's fantastic, especially when you talk about the 
evolution of how the business is going. Let me ask a question though, when we 
talk about, and I think Danny made a good point, it's the next guy. What are you 
doing to kind of recognize those ... I know Mike said it, but I'm talking more 
about the session planning and really giving that next diamond in the rough the 
opportunity to polish themselves up?  

Danny Gutierrez: Well, on their side they've got to make that commitment first. They don't 
understand the long hours that it takes. They can give that commitment, you 
know, even when you feel sick you've got to come to work. If they can get past 
that, okay then you start working with that. Sometimes you'll get young people 
that want to move up and they have the hardest time getting to work. Oh if they 
don't feel good, they've got a headache, they go home. You cannot do that.  

 Once you get into the executive management position you have to be a leader. 
You have people that are reliant on you. They want that leadership. They know 
what to do, but they always want a leader up there. So, you're team, to have an 
effective team everybody has to have that same passion. So sometimes the 
young executive that's moving up, the pressure's too much, they get flustered. 
You know, it's really hard to handle some of this stuff. If you want to run 
departments, okay, but if you're a GM and you running the whole operation, 
you get a lot thrown at you.  

 As they move around, a lot of them will weed themselves out because to them, 
nah, it's not worth it. Those that can cut it, there's potential. You identify it, and 
then you help them as much as you can to be successful in this business.  

Speaker 10: So very true.  

Bob Brooker: Yeah, Danny's absolutely correct. A lot of the young generation coming up, they 
don't want to put in the long, long hours. Like Danny mentioned earlier, you 
come back. You work Friday, put in your eight hours, and then you go home for 
a couple hours, and you come back, and you put in another four hours. You 
come in on Saturday night to see what's going on, and you spend many hours 
there on a Saturday. You've got to have that total commitment. If you're not 
really committed, you're not gonna make it in this business.  

Tino Magnatta: Yeah, that's true. Michael?  

Speaker 10: No, hey, I agree with that wholeheartedly. I imagine over the years you guys 
have got a great list of pet peeves, what's something that you guys just ... you 
know, the people that work for you know, hey, these are things that are really ... 
They're based in business fundamentals, but what's a pet peeve of yours that 
has just been worth it over the years?  
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Danny Gutierrez: You know for me, this is Danny speaking, I really don't have any pet peeves. I 
mean, you're dealing with so many different managers, directors, supervisors 
that they all have something that ... You know, you just have to be patient and 
work with everybody. Really, nothing really bothers me what they do, or what 
they ask. No, I don't have any pet peeves.  

Bob Brooker: You know one thing with me that drives me crazy is when I see my employees 
chewing gum on the gaming floor. Especially when they're talking to the 
customer, it just drives me crazy. I consider what I was always told. Actually 
when I worked in the old days for the mob they always told me, if somebody's 
chewing gum and talking to you it's like being insulted. They don't have enough 
respect to look at you and speak normal, so I preach that to all my employees. 
Don't chew gum when you're working with the public.  

Tino Magnatta: No chewing gum, yep, that's for sure.  

Speaker 10: Definitely words of wisdom, yeah. Definitely, for sure. Hey guys, I appreciate 
your time. Thank you so much. Great show. 

Bob Brooker: Yep.  

Tino Magnatta: Thank you Mike, take care. Well guys that was wonderful. The time just flew by 
and we went about 10 minutes over. It's 6:40. We don't usually do that. I think 
that's a first for us, but we had a lot of callers, a lot of interest in the show, and I 
thank you both for being on. You're just two great guys, and great wealth of 
knowledge.  

Bob Brooker: All right, it's been a lot of fun. 

Danny Gutierrez: No, I enjoyed sharing that time with you.  

Bob Brooker: Yep, I appreciate it. Take care Danny.  

Tino Magnatta: Yep, and we're gonna- 

Danny Gutierrez: You too Bob. I'll see you down the [crosstalk 01:09:01].  

Tino Magnatta: We'll have you both back on too. Thanks so much guys, have a good night.  

Danny Gutierrez: Good night Tino. 

Bob Brooker: All right, good night Tino. Bye. 

Tino Magnatta: Bye bye.  

Danny Gutierrez: Bye bye.  
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Tino Magnatta: Wow, 60 years accumulative casino knowledge dating back to the mob days, it's 
pretty incredible stuff. The Sands and all those great hotels, the Desert Inn. 
Thursday, May 19th, Mike Savino, Resorts World New York. Man, Mike's got 
some stories too, but his are more surrounding around the frequency of his 
player, the competition he has in New York, and he's just a great, fun guy. And a 
Pizon too, kind of guy. Remember, everybody's got a story to tell, you just have 
to have time to listen. Have a good night everybody and we'll see you on 
Thursday. Ciao.  

 


