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The rules have changed:
Malta’s new Gaming Act




James Scicluna and Robert Zammit, of
WH Partners, identify the key changes
brought about by Malta’s new gaming act

alta has just gone through a facelift of
Mits gaming and gambling regulations. Its
stated objective is to retain its role as the leading
jurisdiction worldwide for online gambling and
to create opportunities for the gaming (non-
gambling) industry. Malta’s new gaming act (“act”)
came into force on 1 August 2018, together with a
series of regulations which have changed the way
things are done.

Although Malta’s former regulatory framework
was somewhat of a reference point for other ju-
risdictions seeking to regulate the online gam-
bling market, improvement was needed to cater for
evolving technologies and business models.

The change from an outcome-based approach to
an objective-based one is also most welcome. The
act itself is built on principles which apply across
the whole spectrum of the gaming and gambling
industries, covering all verticals and all channels of
delivery - from land-based to online and beyond.

The grandparenting over of licences issued
under the former Remote Gaming Regulations
seems to have gone smoothly, with the MGA put-
ting in extra hours to ensure that operators were
aware of changes and how this will affect them on
a day-to-day basis. Experience to date suggests that
the act has been generally well-received.

Remote gambling - simplified licence classes

The most apparent change was the simplifica-
tion of the licence classes. We saw a move away
from the system where an operator was required
to obtain multiple licences to offer similar prod-
ucts provided from different software providers.
Now Malta has a two-category licence system: (a) a
business to business (B2B) critical supply licence
and (b) a business to consumer licence (B2C). Op-
erators holding Class 4 licences had their licenc-
es grandparented over to a B2B licence, and those
holding Class 1, Class 2 and Class 3 licences had
all of their licences grandparented over to a single
B2C licence, unless they opted to have certain
“old” licences converted into separate B2C licenc-
es under the new act.

The change was aimed at reducing bureaucracy
and time-to-market when launching products of a
similar nature and risk profile. It has also brought
about a crackdown by the MGA on operators offer-

ing products licensed outside the EEA via a domain
offering MGA licensed products. The message is
clear: there is no excuse for an operator to seek to
offer products licensed outside the EEA via chan-
nels of distribution used for products licensed in
Malta or elsewhere in the EEA.

New products, if they are supplied by third par-
ties holding a B2B licence or otherwise licensed in
the EEA, can now be launched by a Malta B2C op-
erator with extreme ease. Instead of having to wait
for months to obtain a new licence to offer a prod-
uct which is similar in nature and risk to the ones
already offered, operators can now plug-and-play
such products to their system and offer them to
their customers following a mere notification to the
MGA.

The change was aimed at reducing
bureaucracy and time-to-market when
launching products of a similar nature
and risk profile

MGA approval is still required when launching
verticals which are new to the operator. However,
the MGA will limit its review to the gap and, in par-
ticular, to the technology and whether it meets the
player protection standards required under the act,
rather than delve into corporate due diligence every
time a new product is launched.

The same principle applies to B2B provid-
ers. When launching new games under the same
gaming system and/or the same random number
generator, no approval is required, while the launch
of new verticals will require prior MGA approval.

Longer licence term and “group” licences
The term of MGA licences has been lengthened to
10 years from five years.

Group licences are now also available. The act
refers to them as Corporate Group Licences. Opera-
tors can now split their markets or products (and
therefore their risk) in different group companies
but benefit from the same MGA licence. If the com-
panies are at least 90% owned by the same owner,
they are considered to form part of the same group
for this purpose. Furthermore, a company which
provides a critical supply solely to its group can
also fall under a corporate group licence and will
not require a B2B licence.
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Material supply licence

The act introduces the possibility for persons sup-
plying certain services to MGA licensees to obtain
a “material supply licence”. The material supply li-
cence is optional. However, for the holder, the ad-
vantage of this type of licence is that a B2C licen-
see that wants to use its services will not need to go
through any approval process to commence the re-
lationship. The relationship is plug and play once
commercial terms have been agreed.

Operating from Malta under licences from other

EEA regulators

Malta companies which are not licensed by the MGA
but are licensed in another EEA jurisdiction and pro-
vide gambling services from Malta must now obtain
a “recognition certificate” from the MGA. This is a
new requirement intended to give the MGA visibil-
ity of those companies which are licensed by anoth-
er EEA authority and therefore outside of its control
but operating within the jurisdiction.

Akey official is no longer required

The act does away with the role of the key official,
who was formerly the main point of contact between
the licensee and the MGA. Licensees are no longer
required by law to have a director who is a resident

in Malta. However, licensees are now required to
identify the group of persons responsible for the
core management of the business. These persons
need not be resident in Malta (certain functions may
also be outsourced), but they must be readily avail-
able in Malta should the MGA require to see them.
Each of them must also satisfy the MGA’s fitness and
properness tests. There is some debate as to what
“readily available” means. Licensees should take
advice on this point.

New tax rates and contributions

Change comes at a price. In late December 2017, the
MGA published the new tax rates and monthly con-
tributions licensees must now pay. These have ap-
plied as of 1 January 2018.

Operators already licensed by the MGA continued
to pay under the old tax regime until August 2018,
after which a settlement mechanism kicked in under
which adjustments were made of tax paid under the
old tax system versus tax due under the new system
from 1 January 2018 onwards.

The novelty is that a monthly tax of 5% on gross
gaming revenue generated from Malta has been in-
troduced across the board. In addition, operators
are to pay monthly contributions depending on
the products provided, with minimum and maxi-



mum yearly contributions. The operators who have
mostly been affected are those offering remote
casino games, as the new system moved from the
flat monthly tax towards a percentage on the gross
gaming revenue. It is yet to be seen how this change
will affect small operators in the long run consider-
ing also the increasing regulatory expenses to tap
into markets which have become regulated.

B2B operators have also seen a change to their
dues to government. Whereas under the former
Remote Gaming Regulations, Class 4 operators paid
a monthly tax of €4,660 and an annual licence fee
of €8,500, under the Gaming Licence Fees Regu-
lations B2B operators must only pay an annual li-
cence fee which has been increased to a minimum
of €25,000 and a maximum of €35,000 depending on
the volume generated under the licence. A decrease
of contributions of around 50%. Clearly a move to
incentivise the technology side of the business.

Start-ups

Another initiative in the Directive on Start-Up Under-
takings, introduced under the act, is the exemption
for start-up B2C operators from paying the monthly
compliance contributions. A qualifying B2C start-up
is exempt for its first year of operations from paying
monthly compliance contributions.

The new law tries to improve transparency,
effectiveness and efficiency and confirm Malta
as the leading jurisdiction worldwide for
online gambling

Our views

It is our view that Malta’s new gaming act has im-
proved the rules of the game, bringing a stronger,
streamlined licensing process, a horizontal regu-
latory approach and a framework that responds to
the ever changing technological evolution. Clarify-
ing concepts which were not defined under the pre-
vious legislation, introducing a stricter, yet simpli-
fied and less bureaucratic supervision process and a
risk-based regulation, the new law tries to improve
transparency, effectiveness and efficiency and con-
firm Malta as the leading jurisdiction worldwide for
online gambling. That being said, there are some
areas of the law and regulations which are still open
to interpretation and we think that the first year or
so following the roll out of the act is a crucial period
within which the industry should work with the
MGA to obtain the clarifications required. Licensees
and licence applicants should seek advice especially
on areas which are subject to interpretation. ¢
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Your business heeds a data
backup strategy, yesterday

Dale Schembri
@ Product marketing
executive

¢ BMIT

Dale Schembriis part

of BMIT's marketing
team, havingjoinedin
early 2016 after having
previously workedina
marketing agency setup.
He's anavid technophile
witha particular interest
inmarketing automation
and synergising
productivity tools.

Dale Schembri, of BMIT, highlights the
importance of businesses having backup
strategies

fyou run a company that relies upon constant
I access to its data, the phrase ‘it’s better to be
safe than sorry’ ought to be more than a cliché to
you. It should be a mantra. There are few things
in business as frustrating, or as costly, as losing
valuable information.

Not only does one have to deal with the reputa-
tional risk that comes with losing data, but there is
also the financial cost of having to recover it. These
costs and the feeling of frustration are magnified
by the knowledge that such an incident could have
been avoided had adequate precautions been taken.

Even if you believe your business doesn’t rely on
large stacks of data, the principle still applies, be-
cause all businesses generate data in some form or
another. This data could include major components
of your business, such as product information and
specifications, design and production plans, or
employee and customer information. Losing such
data can prove undeniably costly; this also applies
to seemingly minor things, such as email, contact
lists, and individual folders containing forms and
other documentation.

Data losses occur in several ways. There are phys-
ical causes, including hardware failure, and tech-
nical issues, such as corrupted files. Then there
are more malicious causes like a virus or malware,
and research has shown that small and medium-
sized businesses make up the majority of targets
for cyber-attacks. More common than all of these is
the human error: it is not unheard of that employ-
ees have accidentally deleted a file or two. It could
happen to anyone and at any time.

Therefore, having a form of contingency for these
situations, a backup plan if you will, is vital for
business owners who want to avoid having their op-

erations come to a grinding halt. Thankfully, there
are several options open to you, such as creating an
internal backup system or outsourcing backup to
an IT services provider such as BMIT. Whatever you
choose to do, you should make sure that your plan
incorporates specific characteristics.

One of the first things to consider is frequen-
cy. How often should you back up data? Generally,
the more frequently you back up, the better. If your
business neither handles large amounts of data nor
relies specifically on that data for its day-to-day op-
erations, then a weekly backup may be sufficient.

A company is asking for trouble if
it backs up all its data in a single
location

Dale Schembri | BMIT

However, if you can manage them, daily backups
are always recommended. This is a ‘better safe than
sorry’ situation after all. The safest option would
be to back up as often as possible so that if worst
comes to worst, yow’ll only have to make up for a
day’s lost work and not an entire week.

Automation is also a critical quality that should
be integrated into any backup system. One of the
primary factors you're trying to avoid is data loss
caused by human error, such as inadvertently delet-
ing files. Putting the backup system in the hands
of a person, therefore, seems counterproductive.
With an automated system, there is no risk of some-
one forgetting to perform the backup due to other
tasks. Automating the process provides additional
reliability and safety.

It is no good just being safe; your information
needs to be secure too. If you keep sensitive data
and customer details on your backup, you want to
make sure that they are protected. Adding layers
of security truly is vital. That is where outsourcing
your backup to a service provider can go beyond the



capabilities of an internal backup system. Backups
can also be protected by high-grade encryption and
are far harder to compromise than any other con-
ventional systems.

Another effective backup solution is to distrib-

ute your backups across multiple sites. By spreading
your backups across several physical centres, in dif-
ferent locations, you mitigate the risk of losing your
date due to natural disasters. A company is asking
for trouble if it backs up all its data in a single loca-
tion. Should a disaster strike at that location, the
company is back at square one, without data, as if
it had never backed it up in the first place. Spread it
around, and you give yourself a much better chance
of recovering everything when needed.

Frequency comes into play again, but this time in
the form of frequent checks that the system is work-

ing. It’s not enough just assuming that everything is
fine, you have to be sure. Regular inspections of the
backup data are needed to ensure that recovery is
possible when needed.

Last but not least, you need to consider costs
again. Having an effective plan is supposed to help
you mitigate the cost of losing your data. By out-
sourcing your backup operations to a dedicated ser-
vice provider, yow’ll not only receive expert advice,
but you’ll also find a more cost-effective solution
that offers increased capabilities and security meas-
ures that go beyond what most organisations can
achieve by setting up their own internal systems.

Act today before it’s too late. Don’t get yourself -
and your business - in a frustrating and expensive
situation that could have easily been avoided with a
suitable backup plan. &
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@ Senior manager for
financial services and
blockchain
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Nicholas Warren,a

senior manager for
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CSB Group, provides
guidance on Malta's
blockchain legislative
frameworksin the field
of ICOs and crypto
exchanges. Working
inclose collaboration
with the authoritiesand
key stakeholders, he
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wishing to establisha
presence and provide
blockchain technology
solutions.

Featuring: CSB Group

Improving a strong
egaming jurisdiction

Roger Strickland and Nicholas Warren,
of CSB Group, define the virtues of the
new Malta Gaming Authority licensing
regime and provide an update on recent
blockchain developments

he new Malta Gaming Authority licensing
T regime has finally landed, with a host of new
operators seeking to get licensed in probably the
world’s largest egaming jurisdiction. A cacophony
of old acts and ordinances have been replaced by
a gaming act that addresses conflicts of laws and,
importantly, technology convergence and games
neutral forms of licensing activities. Truth be told,
Malta is leading the way yet again with an effective
framework of well-thought-out regulations and
processes that clearly narrow the gap between law
and technology.

With technology developing faster than we are ca-
pable of adapting to, it was crucial for any new reg-
ulations not to be prescriptive but to offer a good
amount of flexibility. The reform has been long
coming with Malta primarily interested in enhanc-
ing the current regulatory regime, enhancing the
good regulatory practices in force and at the same
time ensuring the least possible disruptions. Mal-
ta’s proactive approach in regulatory matters has led
it to become the destination of choice for the large
majority of serious egaming operators. Since Malta
enacted its egaming regulations in 2004, the indus-
try has grown from strength to strength becoming
the EU’s first member state to enact sector-specific
remote gaming legislation.

Malta’s own gaming authority has managed to
evolve and respond to market needs to provide a
new regulatory framework, which is second to none.
Home to over 500 licences and just under 15,000
remote gaming employees, the industry is now con-
tributing to over 15% of Malta’s gross domestic

product with direct and indirect expenditure run-
ning to more than €1bn.

One of the main changes which has come into
play with the new act is the categorisation of opera-
tors. The previous class system has been replaced
with a simple B2B and B2C model which encompass-
es different gaming verticals for the B2C’s now re-
ferred to as Types (1-4). Unlike in the previous regu-
lations, A B2C operator does not need to get a new
licence for every new platform but can instead plug
and play with the large variety of licensed B2Bs set-
ting up on the island. This has eliminated duplica-
tion of requirements and simplified regulatory bur-
dens to focus on what is strictly necessary while
adopting a risk-based approach.

The revamp of the regulations will
ensure the sustainability of the
industry in years to come and will
provide opportunities for further
growth, regulatory focus and embrace
innovation across multiple fronts

Another main thrust that the new act has brought
about are incentives for the continued growth of the
B2B market. One incentive for this segment is a con-
siderable reduction in gaming tax. Gaming tax for
B2Bs has in fact been replaced with an annual li-
cence fee based on annual revenues and with a maxi-
mum of €35,000 a year from a previous total gaming
tax of around €60,000. This reduction in fees and the
fact that Malta B2B operators can on-board a wider
variety of B2C clients is definitely a game changer.

One of the main virtues of the act is the changes
regarding the key official. This role has now been
segmented into different functions (that require
MGA approval) to ensure direct scrutiny and target-
ed supervisory controls on behalf of the authority.



This move can be closely associated to the UKGC’s
PML holders and which undoubtedly raises the bar
for those individuals with responsibility within a
gaming operation.

Other thrusts of the new act include a morato-
rium on licence fees payable by start-ups subject to
certain criteria being met, the duration of a licence
being extended to 10 years from the current five, the
revamping of the player protection and responsible
gaming measures, the concept of administration to
protect operations in distress, automated and facili-
tated reporting obligations with an online tool for
submitting new applications and monthly reports,
and decreasing unnecessary regulatory burdens.

The new act will also usher in the ‘Mutual Recog-
nition Principle’ whereby the authority will recog-
nise equivalent gaming licences issued by other ju-
risdictions. This recognition is not automatic but
rather subject to operators notifying the authority
with their gaming operation and thus enabling the
authority to maintain adequate controls over same.

The introduction of a ‘Corporate Licence’ is also a
key change in the new act. A corporate licence would
enable an operator with a global structure to have
its Maltese entity and its other subsidiaries under
the same licence in order to be able to offer servic-
es within the group. Thus, if a licence is issued for a
corporate group the approved members of the group
would be jointly and severally considered as the li-
censee.

The revamp of the regulations will ensure the sus-
tainability of the industry in years to come and will
provide opportunities for further growth, regulato-
ry focus and most importantly embrace innovation
across multiple fronts. Positioning for Malta is now
key to attracting more operators to its shores. Malta
offers ‘lifestyle’, ease of connection to most EU capi-
tals, financial incentives to both firms and individu-
als working within regulated frameworks as well as a
thriving financial services sector that keeps support-
ing the industry with intelligent, sustainable and
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innovative incentives for growth. The availability of
large workspaces and the telecommunications de-
velopments on Malta have also set the scene for very
large operators relocating hundreds of personnel to
the island.

Nicholas Warren about Blockchain developments
CSB is closely following and monitoring the devel-
opments in Maltese legislation including the rules
and regulations which are being issued for consul-
tation by the Malta Financial Services Authority.

It is also participating in a number of conferences
and seminars and have recently appointed a person
from industry within the group in order to assist cli-
ents in being able to better understand the require-
ments under the Maltese laws as well as obtain the
necessary licences in order to operate as a crypto
exchange, ICOs and other blockchain related busi-
ness. CSB is also looking at the possibility of becom-
ing a VFA Agent, which would authorise it to repre-
sent clients who are seeking to launch their ICOs
from Malta.

Our industry expert has spoken on a number of
different panels and issued publications both in the
local and international sphere on what is happening
locally. The company is also considering the imple-
mentation of a blockchain based compliance system
in order to be in a position to undertake and moni-
tor compliance on an ongoing basis in a world which
is full of complexities and intricacies.

Setting up an online gaming operation

Obtaining an online gaming licence in Malta in-
volves a rigorous application process. Applicants
need to submit detailed information and docu-
mentation relating to their proposed operations for
review and scrutiny. Relying on someone reliable
and respected in this area is a must. As a top consul-
tancy firm, CSB Group has the necessary knowledge
about all the legal and regulatory requirements thus
ensuring a smooth application process while ena-
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bling the operator to make sound decisions about
the business set-up.

In addition to support throughout the licensing
process, as a leading corporate services provider,
CSB Group offers its clients a spectrum of special-
ised business and commercial services that guaran-
tee a complete turnkey solution to clients wishing to
set up or relocate their business to Malta. Areas of
services covered are: company incorporation servic-
es including setting up of bank accounts; account-
ing and back-office support; tax; regulatory and
compliance advice; work permits; and blockchain
and cryptocurrency services.

Setting up an online gaming operation in Malta
may also mean that operators will need to recruit
a team of professionals. Through its brand Vacan-
cyCentre, the Group is uniquely able to assist with
effective recruitment solutions which are essential
for operators to feel confident that their future team
will contribute to their business’ success.

Operating a business from a prime location is also
key. Regus Malta and Malta Sotheby’s International
Realty are franchises operated by the Group that offer
fully managed ready-to-use office space and proper-
ty for sales and letting respectively. Regus Malta op-
erate two business centres, strategically located in
Swatar and St. Julians. Both centres are finished to
high standards offering fully serviced office spaces,

virtual offices and co-working spaces. Office ameni-
ties are set up and ready to use, with WiFi, reception-
ist, kitchen and cleaning included. Gaming operators
that choose this hassle-free solution need only walk-
in, plug-in their device and start working instantly.

Malta’s proactive approach in
regulatory matters has led it to become
the destination of choice for the large
majority of serious egaming operators

Operators looking to relocate to their own com-
mercial property can find the necessary support
from Malta Sotheby’s International Realty’s profes-
sionals who will provide assistance and consultancy.
When taking such a decision, operators need to have
the right source of information regarding investment
opportunities, property market knowledge and the
best selection of commercial property that can meet
the gaming operator’s needs and expectations.

Working with CSB Group will give peace of mind to
operators that all business needs are met to the high-
est standards in the shortest time possible. Not only
will the operator save time and money, but it will give
their business a competitive edge and a solid founda-
tion that ensures return on investment. ¢
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Malta: the obvious choice

Mark Attard
® CEO
@ BDO Malta

Mark Attardis the
CEOatBDO Malta
andis responsible for
the development of
business strategies
whichareinline with
shortandlongterm
objectives of the firm.
He overseesall
operations and
business activities to
ensure they produce
the desired results
which are consistent
withthe overall strategy.
Mark is responsible for
making high-quality
investment decisions
whichareinline withthe
firm's growth strategy.

Mark Attard, of BDO, outlines their
approach to working with their clients,
along with the virtues of Maltaas an
egaming jurisdiction

EGR Intel: Whatis BDO's approach to the gamingindustry
—how do youdifferentiate your offering for your clients?
Mark Attard (MA): Our tried and tested process flow
ensures that our clients can effectively apply for, and
obtain, a licence within the shortest time frame.

At BDO Malta, clients interact directly with our
Remote Gaming Desk - a team of multi-disciplinary
professionals equipped with the necessary techni-
cal knowledge to understand business models of B2B
and B2C gaming operators, and how to guide these
operators through regulatory matters that apply to
such licensable activities. Companies operating in
the gaming industry typically have complex cross-
border structures. We excel in assisting clients navi-
gate tax laws and regulation changes related to par-
ticular operations within the gaming sphere.

Over the years, we have gained in-depth experience
and knowledge in what is required to ensure that the
process runs smoothly during the three main stages
of a remote gaming business: pre-licencing, applica-
tion period and post-licencing statutory obligations.

Being an active player within this industry, we are
lucky to be able to draw feedback from our extensive
client base, which in turn helps us to continuously
refine our offering in line with our customers’ expec-
tations.

In-house technical competencies range from cor-
porate services, including taxation, accounting,
audit, legal, risk & compliance, licensing and advi-
sory; to complex advisory such as: analysis and due
diligence for acquisitions, debt restructurings, inter-
national tax planning, strategic planning, IT controls
and environment reviews.

Managing different professionals - lawyers, tax
advisors, auditors, IT advisors and others — may
sometimes prove challenging in terms of time
frames and coordination. So we built our own busi-

ness process to provide a seamless and integrated
workflow, focusing on a project team drawing on dif-
ferent professional skills available under one roof.
Our clients are very satisfied with the benefits of the
BDO integrated approach to relocating a business to
Malta and the short time frames for obtaining the
necessary licences.

To ensure even higher degrees of efficiency, we
have dedicated Remote Gaming Desk coordinators,
whose sole objective is to deliver an exceptional ser-
vice to our gaming clients.

EGR Intel: What are the advantages of Malta's legal frame-
work for gaming companies, and what new legislative
framework cameinto force in2018?

MA: Over the last decade, egaming in Malta has flour-
ished. Apart from creating a global reputation as a
jurisdiction of excellence, the industry also employs
thousands of local and foreign workers while contrib-
uting to around 12% of Malta’s GDP. As a result, it has
significantly incentivised the Maltese government

to create an innovative regulatory framework that
sustains the regulatory and compliance obligations
while driving Malta’s competitive edge further ahead.

There are many reasons why Malta has been the ju-
risdiction of choice for hundreds of gaming operators
and service providers. It mainly remains a leading
jurisdiction due to its robust regulatory framework,
awell-structured and highly responsive regulator, an
attractive fiscal regime, fast company and bank ac-
count opening processes, highly skilled workforce.
Furthermore, the high value attached to the seal of
approval from the Malta Gaming Authority is synony-
mous with compliance, legitimacy and trust.

This, combined with the fact that the new Malta
Gaming Act officially came into force on 1 August,
means that not only is the country even more attrac-
tive for operators, but it offers an even better level of
protection for businesses and consumers.

The current gaming act provides for a simplified
licensing procedure while still ensuring that the pro-
cess is stringent and fully compliant with legal re-
quirements; there are now just two licences available
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with the option of adding bolt-on licences for differ-
ent game types. The taxation regulations regarding
proceeds from gaming have also been altered to pro-
vide more flexibility for operators. This new struc-
ture is particularly attractive to B2Bs, who will ben-
efit from significant fiscal incentives. A lot of effort
has also been put into the clarification and catego-
risation of game types, as well as a shift away from

a prescriptive approach to a more objective one. The
MGA has also taken steps to tighten compliance and
to bolster rules around responsible gaming and fair
advertising; in short, all of the previous regulations
have been improved, updated, tightened, and where
needed, simplified and streamlined.

EGR Intel: How are you assisting clientsin transferring tothe
new framework?

MA:New or existing businesses transitioning to the
new licence regime in Malta will find the process very
straightforward.

Since the coming into force of the new Malta
Gaming Act, we have received considerable requests
from new and existing operators seeking compliance
with the new requirements. We advise prospective
and current clients on what necessary steps need to
be taken, we take care of all of the paperwork, and we
deal with the necessary authorities to ensure that no
stone is left unturned. From licensing and categorisa-
tion matters to tax, company law, accounting needs,
and ongoing maintenance of the licence, our team of
professionals are able to ensure that the process is as
swift and effective as possible.

EGR Intel: What further services do you provide to your
clients?

MA:With over 40 years of practice in Malta, we have
learnt to take the time and make an effort to under-
stand our clients’ business models as a first step. Our
partners and staff are specialists in their fields and
have a proactive, flexible approach to helping clients
to overcome the challenges they face.

Through our own professional expertise and by
working directly with businesses, we've developed a
unique insight into what makes a business success-
ful. It’s this insight that makes us true business advi-
sors, rather than mere financial consultants.

We offer specialist expertise in most aspects of
company management, including corporate services,
taxation, accounting, legal, auditing, administration
and our recently set up service lines, blockchain and
fintech advisory and technology advisory. Our clients
are serviced by a multi-disciplinary team, organised

into eight support units: audit and assurance, corpo-
rate services, legal, risk & compliance, business out-
sourcing and accounting, tax consultancy and com-
pliance, client relationship management, technology
advisory and fintech.

EGR Intel: Whereis the gamingindustry headedin 2018
and beyond?

MA: Evidently, the impact and growth of the inter-
net has bolstered the remote gaming industry and
helped turn gambling into a casual past time. With
the ever increasing proliferation of mobile devices,
an online casino is now always at our fingertips or

in our pockets. In the coming years, gaming compa-
nies will undoubtedly leverage this to continue max-
imising their profits. We are also witnessing develop-
ments in the social casino scene, where several start-
up gaming companies have invested heavily to weave
elements of social platforms and live TV into a casino
environment.

We are really eager to see how the industry is going
to develop over the next decade, especially with the
fintech, crypto and blockchain revolution knocking
on our doors.

Blockchain technology has been slowly but surely
tiptoeing into our modern day lives, and today its
presence can be felt like never before. Certain indus-
tries have connected very early with blockchain tech-
nology and cryptocurrencies on a deeper level than
others, and gambling is one such industry. I think
that the blockchain sector offers a lot of possibili-
ties for evolution within the egaming sector and I am
keen to see where collaborations between key play-
ers in each sector will take us. Even from a regulatory
and legal standpoint, a lot remains unanswered and
watching this innovative technology grow, in much
the same way that the egaming industry did, is going
to be something really special. Malta has done a fan-
tastic job at becoming the world leader in providing a
regulatory framework for DLT related platforms and
blockchain-enabled structures.

In terms of BDO, I expect to witness exponential
growth as our portfolio of local and international
egaming and blockchain clients continues to expand.
Through our dedication to excellence and our com-
mitment to providing the best legal and corporate so-
lutions, we anticipate that we will have the opportuni-
ty to assist with some truly ground-breaking projects
and ventures.

These are exciting times for BDO in Malta and we
look forward to assisting more clients develop their
success stories out of Malta. ¢
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For the past 40 years, BDO Malta has acted as auditors, tax advisers and consultants for
numerous Maltese and international companies, including online gaming companies. We
have extensive knowledge in managing the remote gaming licence application process on
behalf of our clients and accordingly assist with all of the information and documentation
required by the Malta Gaming Authority. BDO Malta currently also assists clients in
blockchain, virtual currencies and DLT related areas.

Call us on +356 2131 3060 or email us on info@bdo.com.mt

Audit | Tax | Outsourcing | Advisory

www.bdo.com.mt

BDO is the brand name for the BDO network and for each of the BDO Member Firms. © 2018 BDO. All rights reserved.
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