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Sports and Event Management

Scenario: You will be creating a new major league football/baseball team to compete with the other teams in the class for a new spot in the league. At the end of the season, you will present your team to the commissioner, so that s/he can decide who will remain in the league. There are several steps involved to complete this assignment. All work must be authentic. Do not copy and paste from the Internet. All components must be in complete sentences. ALL work must be typed. 
Roles & Responsibilities: 

Each week, all team members will perform a self-evaluation as well as evaluate each team member. The teams should strive to improve each week so that they have a cohesive team who works well together. Review the following responsibilities to decide which role suits your strengths. You do not have to complete all of the duties by yourself, but in the end, you are responsible for them.
1. Project Manager

a. Develops, implements and evaluates the project plan to ensure the project plan is not deviated from project goals
b. Delegates tasks among team members

c. Determines and manages the overall branding strategy of the team
d. Participates in the player draft

e. Decides on the financing for the team/stadium, including private vs. public, licensing agreements, and corporate sponsorships

f. Develops the executive presentation used to persuade the commissioner to keep the franchise within the league

g. Creates the final portfolio used in the executive presentation 
h. Consistently evaluates self on all duties

i. Assists employees with all duties

j. Mediator when conflicts occur between team members

k. Motivates employees to stay focused on the task and to succeed

2. Facility Manager

a. Using the information collected by the Marketing Information Manager, plans the location of the stadium within the selected city

b. Assists the project manager on the financing for the stadium

c. Designs the stadium and all of its components, including the exterior and interior design (parking, environmental issues, restrooms, security, first aid, concessions, field maintenance, etc.)

d. Manages the retail store and all of its responsibilities
3. Director of Promotions & Advertising
a. Creates the promotional plan, including setting the promotional budget, while assessing the target market’s needs
b. Develops the promotional calendar

c. Designs the tickets

d. Determines the retail/gift shop merchandising, as well as designs the merchandise 

e. Designs the opening night promotional event and develops an event plan
f. Assists players in acquiring endorsement deals

4. Public Relations & Marketing Information Manager
a. Conducts market research, maintains and analyzes data in a database, including player stats and customer data

b. Develops a customer profile of the target market

c. Based on the acquired information, determines the city location of the team

d. Works closely with the Promotional Director in developing the promotional mix, specifically directed towards the target market 
e. Creates a media mailing list 

f. Develops a media kit for the team
g. Creates a community event

Project Management
Develop a project plan with deliverables, time lines, and team member responsibilities. Include all due dates for each deliverable. If you do not meet a deadline, you will be required to explain why you did not succeed and what you will do to fix the problem.
PRODUCT PLANNING – Market Research & Economics

1. Target Market 







DUE – ________________ 
a. Before researching a location for your franchise, create a target market statement. Include gender, race, age, income level/bracket, occupation, geographic location. You may also include any secondary markets.
b. Database Marketing

i. Develop a database to keep track of your customers.

2. Market Research - City






DUE – ________________
a. Using a map of the United States, label all the current major league football/baseball teams. If needed, you may create a legend. 5 points
b. Select a city that you believe would make a good location for your new major league team.  15 points
i. Describe the weather patterns during the baseball (April – October) or football (September – January) season.
ii. Describe the following demographic and economic factors of the city, state:
(1) Population (Broken down into gender and age)
(2) Average income

(3) Average age

(4) Primary professions/industries

(5) Chamber of Commerce mailing address and email address

(6) Local Media – list the names and forms of local media

(7) Crime statistics

iii. List all sports teams (professional and amateur) located in the state. If there is currently a professional football team in the city you selected, explain why you think the city can support more than one team. Explain if and why a professional sports/football team has ever failed or been located in that city. 
5 points
iv. Provide a 1 page map of the city/area. Include major highways or routes that customers will take to get to your location. 10 points
v. Describe other forms of entertainment/attractions in the area, including historical sites, amusement parks, arenas, annual events, etc. List some of the major hotels and restaurants in the area. 10 points
vi. List at least 5 corporations located in the city or region that could be integral to the support of a professional sports team. List corporate sponsors already involved with other teams in the region. 
10 points
vii. In summary, explain why you selected the city for your sports franchise. 10 points
(1) Reflect on your target market statement and then look at the research you have for your selected city. Is this a good choice based on your statement?

(2) Describe the types of revenue that the franchise could bring to the area. 

(3) Describe any costs associated with the locating the franchise in your selected city.

(4) If you select a city/state that currently has a major league team, you must be prepared to explain and justify having another team located in the same city/state.

c. THERE WILL ONLY BE ONE NEW FRANCHISE PER CITY – if two teams select the same city, the team that best researches and explains their choice will get the city.
d. After you have selected your city, create a brochure to promote the city to attract a future professional sports franchise. 15 points
Market Research – Players





DUE – _______________    
1. You will have an initial salary cap of $75 million/year. Conduct research on possible players. The minimum numbers of players you need to research for each position is listed below. You want to research as many as possible so you have a back up plan during the draft. This needs to be typed with your team name and franchise owners.

a. Football

i. Quarterback

ii. Kicker

iii. Running Back

iv. Wide Receiver

v. Tight End

vi. Defense Team 

b. Baseball

i. Pitcher

ii. Catcher

iii. First baseman

iv. Second baseman

v. Shortstop

vi. Third Baseman

vii. Outfielders

viii. Designated Hitter

2. For each player, you need to find the following information:

a. Name & Position

b. Team

c. Necessary statistics (Ex: football - , baseball – ERA, RBI, etc.)
d. Salary

e. Rank (Your ranking for the draft)

f. Example

i. Michael Vick
(1) Position-Quarterback 
(2) Team-Atlanta Falcons
(3) Statistic

(4) Current Salary - $13 Million (2005)
(5) Rank - 1st Quarterback
3. After the draft, you will have a total of:

a. Football

i. Quarterback - 1

ii. Kicker - 1

iii. Running Back

iv. Wide Receiver

v. Tight End

vi. Defense Team - 1

b. Baseball

i. Pitcher

ii. Catcher

iii. First baseman

iv. Second baseman

v. Shortstop

vi. Third Baseman

vii. Outfielders

viii. Designated Hitter

4. After the draft, you will create a database for your players, positions, stats, and point earnings. Throughout the season, you will update the database with points and trades. You will be responsible for analyzing the player point earnings and determining trades to be made. You will be required to make at least 1 trade per week. All trades must be typed in business letter format and addressed to the commissioner, __________________. All correspondence must be on franchise letterhead.
5. The draft will be held on _______________. Each franchise will select one member of the team to participate in the draft to select their players. All other group members will watch the draft.
6. This draft is worth a Daily grade of 100 points.

PRODUCT PLANNING - BRANDING
1. Adding a new franchise to the league is an example of a product line extension. Remember the steps to New Product Development. The first step is always to generate ideas then screen. Do not eliminate before brainstorming.

2. Franchise Name – DUE ______________________________  
3. Players and Positions

a. Draft Sheet (from the draft)
b. Franchise Players – include name, head shot, current team, & position
c. A copy of all trade letters must be included (total of 7).

4. Team Colors – one page that shows your color names with a color swatch and explanation for you choice
5. Team Logo – one page image of your logo and explanation

a. Cool websites – www.logoyes.com, www.aaa-logo.com 

6. Mascot

a. one page, color image/drawing

b. Name and explanation for the mascot
7. Team Uniforms There are a variety of websites that you can use to get ideas or a basic concept and then modify in Photoshop. Don’t forget about HyperSnap. Great website - www.donalleson.com
a. Practice, Home, Away

b. Cheerleader Uniform – home and away (football only)
c. Cap

i. Each member of your team will design a cap. The team will then vote on the best cap for your franchise. All samples will be turned in for a grade.
8. Franchise Stationery - Publisher is a great software application for this.

a. Business Cards – one for each member of the group

i. Should include: name, title, franchise name, logo, contact info

b. Letterhead – includes logo, franchise name, address, phone, fax, email or website
i. All correspondence to the chairwoman must be on franchise letterhead using correct business letter format.

9. Pennant - Create a pennant which represents your team. You must include the team name and logo while using the team colors.
10. Develop a SWOT Analysis for your team. Internal -Analyze your team’s strengths and weaknesses. External - Assess your opportunities and threats.
You can use the following layout to sketch your team uniforms.
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FACILITY MANAGEMENT DECISIONS
1. Stadium – see Stadium Design Considerations
a. Stadium Design – Must meet the needs of your target market, market segments, special needs groups, your staff and your team. Decide if the stadium will have other uses.
i. Outside of stadium – visual representation, name of stadium must be visible on the outside
1. Design must be modified from the original picture
ii. Inside of stadium – visual representation
1. Capacity of stadium
2. Include the locations of restrooms, security offices, concessions, exits and all other stadium facilities and amenities. 
3. Explain the environmental impact that the facility will have on its location as well as meeting all zoning requirements. Write a report stating your rationale for the design, going into as much detail as possible.
iii. Plan the upkeep of the grounds on the inside as well as the outside. How much security will be needed and how shall it be provided? Also, discuss the placement of your concessions. This is the type of report that could be used to persuade a financial company to back your plan or deny it. You will need to make an overhead drawing as well, which should include seating arrangements. This drawing could be used in the Distribution section of the project to determine your ticketing strategy.

iv. Helpful websites:
1. http://www.bjghw.gov.cn/forNationalStadium/indexeng.asp   
2. http://beta.collectingchannel.com/?page=welcome/stadiums 
b. Location 

i. Using a map of your city, select a location for your stadium. Include the map in your portfolio with the location visibly labeled. 
c. Financing 
i. Present the approximate cost of the stadium, and discuss the details of how the stadium is to be financed. Include how much is private investment money, how much is put up by the owners, and how much is provided by the city, town, region, or state where the facility will be located.
ii. Name of stadium 
1. Discuss how the stadium should be named. Consider introducing sponsorship deals relating to corporate naming of stadiums and arenas. 
iii. Sponsorships

1. Corporate sponsorship is a necessity. Determine how you will use sponsors, if not used as title sponsors.
iv. Product Licensing – see Product Licensing Process

1. Identify a licensing partner (ex: Nike) and create the licensing agreement between the company and your franchise.

2. Security

a. Discuss security issues, disabled access, first aid stations, and any other important considerations such facilities management. What other events could be held at the stadium in order to generate more revenue?
b. Brainstorm the issues of indoor and outdoor security. Determine how many people to hire and at what cost for each game. Consider special events and any other possible reasons for additional security. Explain the need for disaster plans to cover tornadoes, fires, riots, and any other emergency situation that may occur. Devise an evacuation plan in case of an emergency. 

c. How many security guards will you need to hire and what will be the actual cost per average game and per year? Remember to plan for security in the parking lots and outside of the complex. Plan for additional security for special events and possibly for rival team games. Remember that the team will need its own security along with the patrons. Explain how you will appropriate and budget the personnel. Create your written plan.

d. You will need to present an actual business plan with real numbers.

e. Great websites - www.ballparks.com and www.stadianet.com
3. Concessions

a. Food and Beverage

i. Brainstorm a list of possible food/beverage concessions for your stadium. (Ex: McDonalds, Applebee’s, Pepsi, Hard Rock Café)

1. Find each vendor’s logo and give and explanation for your selections

2. List possible concession sponsorship deals

3. Consider possible relationships among vendors. (Ex: Pepsi and KFC are owned by the same company, so you may not have the option to serve Coca-Cola as a beverage).

ii. Determine how many restaurants, vendors locations, etc. that you will have in your stadium.

iii. Discuss who will operate the concessions and how you will deal with profit splits. 
4. Tickets – Distribution
a. Determine your sales policies. Create a report that includes refunds, rain dates, customer dissatisfaction, types of payment accepted, advanced sales, etc. 

b. Discuss sales strategies. Create a written report that goes into detail on group sales, corporate sales, season tickets, pre-season sales, etc. 

c. Discuss your pricing strategy to fit your target market. Ticket sales must be based on operation costs. A written statement will be provided to defend their decisions. Calculations for their break even point must be included.

d. Design

i. Design a ticket for your fantasy team. All elements should be included such as lettering, colors, and graphics. Include a seating chart with pricing information. Great website – www.admitoneproducts.com
5. Retail store/gift shop for your stadium 

a. Storefront – visual representation

i. sign, marquee, building, doors, lighting, windows

b. Store Layout - Bird’s Eye View with all elements labeled

i. selling space, customer space, personnel space, merchandising space

c. Store Interior – description/explanation of all interior elements

i. Color, fixtures, walls, floors, lighting, etc.

ii. Visual representation of all interior elements

d. Interior Displays 

i. Design one example of an interior display

ii. Explanation/reason for merchandise used in displays

iii. Develop a product line for your team merchandise. Identify at least 10 products you will sell.

iv. Design two prototypes from your product line (Does not include cap or pennant)

The Product Planning – Management Decision Making section is worth a Project grade of __________________________. This section should be completed by ___________________. 
STADIUM DESIGN CONSIDERATIONS

PRE-BUILD

Financing the Stadium

Single-use vs. Multi-use (more than one sports team or company uses it)

Type of stadium: retractable dome vs. traditional dome vs. open-air facility

EXTERIOR PHYSICAL DESIGN

Parking

Environmental Issues (Water usage, Waste Disposal, Recycling issues, etc.)

Safety Issues: Earthquake / Hurricane / Tornado / Fire / Flooding – relevant to your area
INTERIOR PHYSICAL DESIGN

Field Layout 

Concessions

First Aid Stations

Ticket Offices

Amenities

Entertainment Areas

Shopping

Restaurants

Special Services: ATM Machines

Audio and Video Services

Scoreboard

Restrooms

Security Offices

Management Offices

Corporate Sponsorship

Locker Rooms

Landscaping and Custodial Offices

Storage Facilities

ADA (Americans with Disabilities Act) Requirements
Field Maintenance (Drainage Issues, etc.)

COSTS

What will it cost? 

Who will pay for it? (Local government, State government, team owner)

How will it be paid for? (Bonds, tax breaks, cash, combination?)

PRODUCT LICENSING PROCESS

Step 1: Property Establishment 


Select a product to be licensed.

Step 2: Appointing an Agent (if necessary)

  

Determine who in the organization will be negotiating the licensing agreement.


Step 3: Search for Manufacturers



When selecting the actual manufacturer, consider:




Financial Stability




Manufacturing Process




Distribution




Perceived Value of Goods




Product Line Extension

Step 4: Making the Deal–Shown below is a simplified example of a deal for key chains:

Property: The organization which will be licensed. This could be the entire Major League Baseball organization, the NFL, individual major league teams, or individual athletes. For this lesson, the property should be the students’ fantasy team.

Product: This is the product that will carry the licensed logo, team name, athlete likeness, etc. Examples are video games, key chains, sweatshirts, etc.

Term: The length of the license agreement. This sets forth the beginning and ending dates of the agreement.

 


Example: 
Two years, commencing Jan. 1, 1999




 

Terminating Dec. 31, 2001

Royalty Rate: This determines the percentage of gross sales the licensee pays to the licensor. Common terms are between 5% and 15%.

Reporting: Determines the frequency with which the licensee has to report sales figures to the licensor, and pay the licensor. An example of this would be monthly or quarterly. 

Exclusivity: Determines whether or not the product and property will be an exclusive item.

Guarantee: This optional item would be a guaranteed up-front fee that the licensee would pay to the licensor in addition to ongoing royalties. An example would be a guaranteed annual payment of $100,000.00. 

Marketing Data: This determines the schedule for production; the specifications of the product, the amount produced, the marketing of the product, etc. For example, licensee agrees to produce 50,000 key chains and have them in retail stores by April 1st, 2001.

Insurance: Sets forth limits on licensor liability against product claims, etc. Common terms are $1 million (just in case any one is injured due to the key chain)

Step 5:

Quality Control
Step 6:

Working With Retailers

Step 7:

Promotions 

Step 8:

Evaluation: Implications for your organization
PROMOTION – Promotional Plan
1. Player Program

a. Create a program for fans to purchase at the stadium. You must include all players, managers, and any other important information found in a program. As you make trades, you will need to update the program to reflect changes.

2. Player Cards

a. Each member of your group must create a player card for a player of their choice.

3. Promotional Plan - Create a promotional plan that your franchise will utilize. Follow the steps for creating a promotional plan. 
a. Target market considerations

b. Setting promotional objectives

c. Determining the promotional budget

d. Developing the promotional mix

i. Create a promotional calendar (12 month calendar from end of prior season through end of current season. i.e. October 1 – Sep 30 for Baseball, March 1 – Feb 28 for Football
ii. You must include the following in your promotional budget

iii. Advertising
1. Print, Broadcast, Online, Specialty
iv. Sales Promotions 
1. Develop a ticket package
2. One other sales promotion

v. Publicity and Public Relations
1. Create a press kit for a player of your choice.

2. Develop a community event in which the team can participate

ADVERTISING INFORMATION

NEWSPAPER

Strong Points

· Large readership, high level of reader involvement


· Circulation is known, you can target geographical areas

· Cost is low

· Timely – deadlines can be as short as 24 to 48 hours

Weak Points

· Wasted circulation

· Cheap paper quality

· Poor reproduction of pictures

· Short life (daily)

MAGAZINES
Strong Points

· Reaches a large audience

· Select audience because of magazine readership

· Higher print quality

· Long life 

Weak Points

· Higher cost

· Less regional appeal to advertisers

· Longer lead time to place ads

DIRECT MAIL

Strong Points

· Advertisers are highly selective as to who receives mailing

· Timing is flexible

· Wide choice of formatting

· Ability to create mailing lists with past users

Weak Points

· Customer list can be dated, causing wasted circulation

· Mailing costs are high

· Waste factor – junk mail is discarded without being read


E-MAIL

Strong Points

· Gets your message across to a large amount of people for minimal cost

· Costs of mailing lists are very inexpensive

· Ability to create E-Mailing lists with past users

· Timing is flexible

· Wide choice of formatting

Weak Points

· Some people find junk e-mail annoying

· People without computers are excluded

OUTDOOR

Strong Points

· Appeals to wide audience

· Relatively inexpensive

· Permits repetition of message 24 hours a day

· Geographically located to target audience

Weak Points

· Message must be relatively short

· The makeup of the audience is unknown

· Many people consider billboards a traffic hazard as well as unsightly

RADIO

Strong Points

· Advertiser can  select its audience

· More flexible than print – the message change be easily changed

· Radio is a mobile medium and can be taken anywhere

Weak Points

· Short life span

· Listeners can become distracted due to lack of visuals

· Several stations compete for the same audience causing audience fragmentation

· People change stations, listen to tapes and CDs

· Poor messages may annoy people

TELEVISION
Strong Points

· TV can pull together all of the elements needed to produce a creative message

· People are more inclined to believe what they see happen rather to read about it

· Ad comes directly  into viewers homes and seems more personal, therefore more effective

· Message can be adapted to take advantage of holidays, seasonal changes, special events, etc.

· Features and benefits can be demonstrated

· Ad is in color

Weak Points

· Highest cost due to production and time

· The audience size is not assured

· Many viewers see commercials as a nuisance

· Channel switching during commercials

· Message may not meet the product market
Poorly handled ads may annoy viewers

PROMOTION – Opening Night Event 
Develop an opening night promotional event.
1. Development of the idea

Decide with your group who will be your target market. Identify the possible target markets for selected events and determine their value and feasibility of the event on your community. Remember to give your audience something new and exciting. 

· Write an outline of your ideas. 
· The next step is to evaluate your ideas to narrow down your choices. 

· Prepare a written statement for your choice in detail, explaining why you came to this decision. You must be able to explain the objectives of the event.

2. Planning the event

· List and explain the organizational process of the event. Go into painful detail at this point. The list should be in chronological order.

· Illustrate job duties using an organizational chart to include job descriptions and develop a work plan.

To simplify the process, you may want to determine the event date, and work backwards in your planning. This is most often how it is done in "real life"!

3. Execution and evaluation of the event

Since your event was so well planned, the execution should be a breeze. 

· Give a written statement of the step-by-step implementation of each aspect of the event.

· Remember all personnel that will be working that day.

· Include the employees schedules.

· Include job duties.

Analyze the effects of the event on your target market and determine the indicators of its success or failure. Evaluate which activities should be retained, modified, or eliminated. Develop follow-up activities that would have the ability to build off of this event.
PROMOTION - Publicity and Public Relations

1. Public Relations 
a. Write two letters to the media. Letters should be done on team letterhead. The first must be an invitation for involvement in some type of event. Give details on the event and explain its purpose. The second should be a letter to a specialist columnist. Since your team is new, use this media opportunity to introduce your team and players. 
b. Media Kit – Create a media kit to introduce your team which includes an introduction letter on letterhead, a team picture, some player biographies, a press release, a schedule, team stats, a logo sheet and picture of the uniform and information on the mascot. Another consideration may be a short air spot in case someone wishes to mention them on-air.

a. Create a mailing list of local media. It should include local media, including not only the obvious ones, but smaller forms of media as well. 

b. Possible examples - espn.go.com or cbs.sportsline.com 

PROMOTION – Sponsorships & Endorsements
1. Sponsorships

a. Obtain a sponsor for your franchise. A written statement should be provided explaining the relevance of the sponsor to the fantasy team. Reasons should be given why a specific sponsor was chosen and why they should sponsor the team.
b. Determine an event or product that your franchise can sponsor. Explain your choice and explain how the team will be involved in the sponsorship.
c. Create a print advertisement for the event or product

MAJOR AREAS TO CONSIDER FOR SPONSORSHIP
Transportation

Parking

Accommodations

During the event

Printing

Food Services

Emergency Services

Legal Services

Signage

Security Services

Financial Services

Graphic Art Services

Photography Services

Temporary Services

Specific Sponsorship Opportunities

Names on trophies

Mentioned in news release

Formal recap/evaluation

Cover all legal issues

Number of tickets

Parking passes

Program/press guide/team publication ads

Scorecard ads

Scoreboard and PA exposure

Program editorial coverage/official thank-you’s

Publicity

Promotional vehicles (on-site)

Stadium nights

Team milestones – 100th TD, player of the game, etc.

Unique gimmick opportunity

Contests or sweepstakes

On premises pre and post game parties

Player appearances/clinics

Stadium Club memberships, skyboxes, etc.

2. Player Endorsements

a. Select a product for one of your players to endorse. Provide an explanation for the match up

b. Include an advertising example for the endorsement.

Your final portfolio will be divided into 4 main sections: Product Planning, Sports Management Decisions, Distribution, and Promotion. The portfolio must be in the order listed below. All items that are in color must be printed in color for the FINAL portfolio. The Final Portfolio is part of your performance final grade for the course.  ALL WORK/DESIGNS MUST BE AUTHENTIC AND ORIGINAL.
	Portfolio Criteria
	Possible Points
	Points Earned

	Title Page – franchise name, group members, project manager 
	
	

	Professionalism - Binder, protectors, dividers, table of contents, typed (12 pt.) 
	
	

	Product Planning – Market Research and Economics
	
	

	One page essay introducing your franchise to a prospective buyer (Executive Summary)
	
	

	Target Market
	
	

	City Market Research
	
	

	Player Market Research
	
	

	Product Planning - Branding
	
	

	Team/Franchise Name – 1 page & explanation
	
	

	Players and Positions – names, picture, position, team
	
	

	Team Colors – swatches
	
	

	Team Logo – 1 page color design, explanation
	
	

	Mascot – 1 page color design, explanation
	
	

	Uniforms – color designs
	
	

	Stationery – letterhead & business card for each member
	
	

	Product Planning - Sports Management Decisions
	
	

	Stadium
	
	

	Security
	
	

	Food/Beverage Concessions
	
	

	Product Licensing
	
	

	Player Cards
	
	

	Player Program
	
	

	Retail Store/Gift Shop
	
	

	Distribution – Ticket Sales
	
	

	Tickets
	
	

	Promotion – Promotional Plans & Advertising
	
	

	Promotional Plan
	
	

	· Advertising
	
	

	· Publicity and Public Relations
	
	

	· Sales Promotions
	
	

	Event Planning
	
	

	Sponsorships
	
	

	Endorsements
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