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By Linda and Bill Corrie

Before the Beginning
Back in the 90’s we owned our 
two hobby stores and attended 
GTS back when everyone 
called it GAMA and there 
would be no confusion about 
it.  Our first encounter with 
GAMA was in New Orleans and 
it was magnificent. At the 
show we saw games and ideas 
that would not be produced or 
available for months. We were 
able to talk with retailers who 
had been in the business for 
years and learn from them. We 
could talk to manufacturers 
and learn what their plans 
were. In fact, we were 
at a meeting where 
Wizards of the Coast’s 
Peter Atkinson was 
telling a number of 
retailers how Wizards 
would never circumvent 
the game store and go to 
the mass market. It was 
an interesting time of 
exchange and sharing. 

In preparing for this GTS we 
decided to offer a 
solicitation pack 
outlining what 
HinterWelt will 
offer in 2003, our 
overall approach 
and the web 
support we offer. 
In addition, we 
contacted a 
number of 
fulfillment houses to set up 

meetings. We met with good 
responses on that part. When 
we tried the same with 
distributors we were usually 
directed to the fulfillment 
houses. We were not surprised 
and the folks at the 
distributors were very helpful. 
The entire convention would 
last from Monday thru 
Thursday but we would only be 
able to stay until Wednesday. 
Finally, we loaded all our gear 
and headed out to Las Vegas. 

The Beginning
We arrived Sunday fairly late 
and checked into the Orleans.  
The sound of slot machines 

ringing 
out and 
the smell 
of stale 
cigarette 
smoke 
spoke to 
the 
nature of 

the venue.  
Still, we got to our room and 
found a very pleasant place 

with all the 
amenities. 

After a 
typical 
night’s sleep 
in a hotel 
room and 
the 
mandatory 
coffee to 

wake up we hit the 

convention. The registration 
goes quickly and then we 
wait…and so do a lot of other 
people.  The time difference 
between Minnesota and 
Nevada makes it seem two 
hours later than it really was. 
We walk down the halls looking 
for people to energize about 

our products and see a number 
of people waiting just like us. 
We wander over to the lounge 
and to meet up with some 
fellow GTS attendees. We 
meet a retailer, Ray Scott from 
House of Armand and chat 
about his store, computers, 
and our game. 

We decide to go on the tour of 
the facilities for next year.  As 
we walked through the casino 
it became apparent that the 
facilities would be much 
farther from the rooms than 
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this year but there would be 
slide walks! Yes, those fun 
things usually reserved for the 

airport. Much of the facility 
was under construction but we 
were still able to get a feel for 
where things would flow. 

There was talk of increased 
expense but also of increased 
service. Space would no longer 
be at a premium and GTS 
would have room to grow. 

We were 
assured 
that the ice 
rink would 
be covered 
and you 
would not 
be able to 
feel the 
cold.  We 
hope this is 
so but ice is 
ice. The 

plan is to use the rink as an 

exhibition area, the lounge 
would be in a balcony above 
allowing people to observe the 
hall as the convention went 
on. The tour went through the 
meeting rooms, both large and 
small, and they have the 
promise to handle some of the 
larger seminars 
without 
overcrowding. In 
addition, the 
meeting rooms 
are very close to 
the exhibition 
area. All in all, 
the Orleans is 
putting together 
an impressive 
area.

Seminars
The comments on seminars and 
our own experience ranged 
from less than a waste of time 
to must see for any one in this 
industry. Yes, quite a range and 
I will try and represent the 
reasons behind the evaluation 
as best as possible. 

The first seminar we went to 
was about show marketing. 
This was to be how one would 
market their product or store 
at a convention. However, the 
speaker talked to us about how 
to put together a convention 
and how it would benefit us to 
do so. About 15 minutes in he 
was reminded what the 
seminar was supposed to be 
about, apologized and changed 
directions.  This was one of the 
low points. We talked to one 
retailer who felt that there 
should be more retailer 
programming, programming 
during exhibition hours and 
seminars for staff. In general, 
the seminars could have 
benefited from stronger 
outlining. In fact the ones that 
were the most useful were the 
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best outlined. That was the 
bad, now I will talk about the 
good.

Later on Monday, Linda and I 
attended two extraordinary 
seminars, one on why games 
fail and one on fulfillment 
houses.  Chris Watson and Mark 
Simmons put on the “Why 
products do not move” seminar 
and had some very candid 
discussion. This is what I loved 
about the old GTS, a give and 
take as issues were hashed 
out. At one point, slightly off 
topic, a question was asked 
about GAMA’s support of 
marketing research as 
professional organizations in 
other industries provide. Mark 
was on the spot and told us 
about the 
retailer 
questionnaires 
at GTS this year 
and consumer 
surveys which 
would be 
distributed for 
Origins. All 
would be made 
available to 
GAMA members 
ASAP. On 

subject, discussion about 
the three (some would call 
it four) tier system for 
distribution of games and 
what criteria each tier 
looks for was vital. Some 
of this was new but most 
of it was confirmation, 
from the source in many 

cases, about what we had 

learned before hand. 

The fulfillment house seminar 
was conducted by a panel. 
Aldo Ghiozzi of Impressions, 
Adam Williams and Jim Fallone 
of Osseum, and George 
Vasilakos from Eden Studios 
representing Excelsior.  All of 
these companies have 
different approaches, both in 
business and style. It was quite 
surprising to us how different 
they were. More than just the 
seminar, when we went around 
to the exhibition halls the next 

day each of these companies 
had their own booth and were 
representing their clients in 
very different ways. 

Impressions had an end cap 
where their clients ringed a 
thin table along the aisle. They 
each had a game and were 
talking to retailers at a 
ferocious rate. Across the aisle 
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was Osseum and their clients. 
They had a narrow but deep 
booth that allowed you to step 

out of the flow of bodies and 
talk over a game with the 
designers. Tundra, who was not 
on the panel, represented 
their clients much like 
Excelsior.  Allowing space for 
product and for those who 
could not make it, 
Woody Eblom 
represented their 
products. Thom 
Talamini of 
Exelsior had space 
for his clients at 
his booth but as 
space opened up 
around him they 
moved into those 
areas.   At the 
beginning of the 
exhibition he had 
clients in his 
booth and by the 
time we left they 
had their own.

We also attended the Game 
Industry Forum meeting and 
participated in a live forum.  It 

reminded 
me of those 
good old 
days of 
interaction 
at GAMA.  
That is not 
to say it 
does not 
happen now 
but you 
could get to 
the heart of 
a lot of 

issues when you have an 
orderly debate which you can 
not do in an all out brawl or a 
presentation. However, as a 
manufacturer, we felt a bit like 
outsiders. I cannot speak to 
the way the few other 
manufacturers felt. That said, 

it was one of the most 
emotionally honest debates I 
saw at GTS.

We also attended some of the 
more official awards 
ceremonies and found them 
lively and entertaining. 
Whenever a product was 
nominated a whoop or 
applause from the area where 
the company was seated would 
identify them for all.

The final seminar we attended 
was on printing terms.  This 
was one of those well 
delivered but not well 
presented discussions. The 
entire seminar could have 
benefited from a power point 
presentation but made up for 
it with hand outs as valuable as 
gold. From Transcontinental 
printing we received a hand 
out with different paper types. 
All in all, the seminars were 

good. One bad 
one, two 
medium ones, 
and two that 
were terrific.  
I am not sure 
if the 
segregation 
into retailer 
seminars and 
manufacturing 
seminars was 
necessary for 
space or just 
as a subject 
matter 
concession, 
but the best 

seminars had a few 
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retailers sneaking into it and 
giving their opinion. I think 
most seminars would be self 
filtering but benefit from a mix 
of retailers, distributors and 
manufacturers.

Meetings
We met with close to 20 
retailers on a meaningful one 
on one manner. We talked with 
a number of others recounting 
our past retailer days and 
talking about what their needs 
from HinterWelt, as a 
manufacturer, would be. When 
we discussed our game, 
directly after our pitch, they 
asked what play was like. We 
would walk them through the 
play and the most common 
response was cool. We would 
hand over one of our 
solicitation packs and when 
they saw what we were coming 
out with they would say cooler. 
The retailers above, Mark from 
Sundance in Shelby Twp, MI 
(his wife, Susan, had just run 
off to check 
on WizKids 
presentation) 
on the left 
and Carlos 
from Goblin 
Trading 
Company 
from 
Cleveland 
Ohio on the 
right.

We also met 
with all the 
major 

distributors at the convention 
and the resounding answer was 
to go and talk with the 
fulfillment houses.  We met 
with four fulfillment houses, 
all of whom were very helpful 
and downright friendly.  We 
gave them the pitch, walked 
through our solicitation pack, 
explained our business plan 
and laid out our online 
support.  We did not get 
turned down outright and 
agreed to meet with Woody 
from Tundra after the show (he 
is just down the road from us).

The most important thing we 
walked away from the 
meetings with was several 
objective opinions on our 
products, not by play-testers, 
but by independent un-swayed 
industry professionals 
including retailers, 
distributors, sales people, 
other manufacturers and many 
other professionals.

Worth it?
In the end we spent a little 
over $1000 U.S.D. to attend 
GTS 2003 for three days. That 
includes entrance fees, hotel, 
flights and transportation. I do 
not know that you can put a 
price on the emotional high 
that a manufacturer receives 
from talking to a retailer who 
is interested in working with 
you. More so when you have a 
product that interests them 
and that you can see that they 
are connecting the product 
with the people in their store 
that would buy it. Couple that 
with the great people you 
meet and make friends with. I 
would like to think we made a 
few friends this week but more 
importantly we laid the 
groundwork for our business to 
grow. This does not mean that 
they said yes or always told us 
how great our games were cut 
that they were honest and 
helpful. That is a rare enough 
thing in this world to make it 

worth mentioning. On the 
more material side, we have 
introduced our products to 
the first wave of people in 
this industry. We may not be 
picked up by a distributor or 
a fulfillment house but this is 
the first and vital step to 
accomplishing our goals. 

In the end, every attendee 
must evaluate for 
themselves whether the 
investment of time and 
money is worth it.  For us, it 
was worth every penny.Origin Nominations at GTS



Special Thanks

We want to thank Anye Sellers 
from Diet Evil Games and 
Michael Cox from A2 Press for 
letting us display our flyers on 
their table space.

Linda And Bill Corrie are 
HinterWelt Enterprises, LLC. 
HinterWelt is a small self-
publisher of Tales of Gaea, 
Nebuleon, and Alternate Earth. 
Hinterwelt also hosts the 
Character Generator and 
Storage vault.
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