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ICT solutions for Big Sports Events – Executive summary 
 

Background 
During the last 5 months we have conducted a  Case research thesis examining the ICT solutions 
at FIS Nordic World Ski Championships 2015 in Falun. The focus of the study was to determine if 
there was a possibility to create a scalable business model for ICT solutions within the Big Sports 
Event segment. We conducted 16 interviews with 7 stakeholder groups as well as Ericsson 
together with a 2-day observation during the event in order to create a holistic data background 
for the study. 
 

Case insights – Falun 2015 
The first key insight from the case is that the stakeholder structure within Big Sports Events is 
highly complex with a number of interconnected actors divided into three tiers based on their 
geographical spread. The 3rd, international, tier aggregates the needs of the stakeholders in the 
2nd, national, tier and 1st, local, tier and are able to exert a lot of influence over the other actors. 
Additionally, the broadcasting and commercial rights to the event are centralized in the 3rd tier, 
creating a structure with dominant actors. 
 
Furthermore, there are three distinct ICT needs within the studied case; Audience-directed digital 
solutions, Security solutions and, Volunteer solutions. While the needs are separate, there exists a 
value in integration these needs into one solution since there is indications that there might be 
complementing functionalities between the solutions. However, reaching a scalable business 
model is complicated by 4 factors: 

o Low willingness to pay – Within all stakeholder groups there is limited financial 
resources, decreasing potential revenues.  

o Heterogeneous demand structure – All stakeholders have differing needs, 
complicating scalability of a solution. 

o Centralized rights structure – Which makes it difficult to access broadcasting 
and commercial rights, due to the controlling power of certain actors.  

o Strong broadcasters – With significant interest in keeping certain rights, and 
significant willingness to fight off any challenge. 

 

While this complicates transferability of solutions, possible mitigations could be:  
o A Modular service offering – which would enable matching modules to 

willingness to pay, cheap customization to heterogeneous needs, and a possibility to 
remove modules dependent on broadcasting rights availability 

o Targeting 3rd Tier and the international organization – which would 
increase the long-term perspective and willingness to pay, aggregate the 
heterogeneous demands and increase chance to obtain rights before sale. 

 

Conclusions 
• The target customer of a scalable business model should be the international organization in 

the 3rd tier of the stakeholder structure 
• The value proposition of a scalable business model should be a platform with a modular 

offering with basic modules and accessories within each basic module 
• The revenue model of a scalable business model should be in the form of an initial payment 

for platform access followed by additional payments for purchase of standardized modules 
and accessories 

 

Beyond skiing? 
• Challenges to export business model to other sports, due to stronger centralization, less 

geographical dispersion and more powerful broadcasters 
• Current trends might increase opportunities in future: 

o Vertical integration – International sports organizations and broadcasters 
integrate vertically into channel ownership and sports content ownership 

o Audience-created content – End-users producing and distributing content, 
which might change the power structure and generate new ICT demands 


