CASE ST UDY

SASKATCHEWAN ROUGHRIDERS

The New Plan to Boost Ticket Sales & Improve Retention

THE TEAM:
The Canadian Football League’s (CFL) Saskatchewan Roughriders and the ticket operations and sales team that supports
them made up the task force responsible for the MVP Program.

THE CHALLENGE:
COVID-19 created an unprecedented financial challenge for sports
leagues and franchises, especially in the CFL, where 50% of the
revenue comes from ticket sales.
One of the Roughriders’ goals for the 2021 season was to help bring
financial stability to the Club and create a product with incentives
to keep season ticket members committed to the 2021 season and
future seasons. Since moving to a new stadium in 2017, season ticket
members make up 70% of the stadium capacity of 33,350 and up to
80% of all ticket sales, but the team has experienced a churn rate as
high as 15% the past few seasons.

THE PLAY:
The task force researched several subscription models and other multiyear season ticket products from different leagues and teams. The
Roughriders used data from their SSB data warehouse that includes
Ticketing (Archtics), e-Marketing (Mailchimp), Rewards (SKIDATA), and
Retail (Erply) to create fan profiles and criteria for segments they could use
as targets for the new product. In addition to first-party data, they used
extensive psychographic research conducted in 2019 to refine the product.
The final product is the MVP Plan. The MVP Plan is a 3-year season
ticket plan where the fan locks in their seat commitments for three years
and receives perks, including an annual gift during the duration of their
commitment. The commitment requires a non-refundable deposit for each
seat and a signed contract with an individually tailored payment plan for
each season.

THE FINAL PRODUCT
IS THE MVP PLAN.
THE MVP PLAN IS A 3-YEAR
SEASON TICKET PLAN WHERE
THE FAN LOCKS IN THEIR SEAT
COMMITMENTS FOR THREE
YEARS AND RECEIVES PERKS,
INCLUDING AN ANNUAL GIFT
DURING THE DURATION OF
THEIR COMMITMENT.
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THE WIN:
The MVP Plan is targeted towards the Roughriders longest-tenured
fans, who account for roughly 30% of the season ticket member
base and seniority of 6+ years on average.
Since the launch in December 2020, the plan has exceeded
the target key performance indicators (KPIs) and currently
stands at:

135%
133%
124%
116%

TO THE GOAL
OF ACCOUNTS
TO THE GOAL OF
TICKET SALES
TO THE GOAL OF PREMIUM
TICKETS NET REVENUE
TO THE GOAL OF
NET REVENUE

•

135% to the goal of accounts

•

133% to the goal of ticket sales

•

124% to the goal of premium tickets net revenue

•

116% to the goal of net revenue

WHAT’S NEXT:

•

46% of new season ticket holders for 2021
committed to the plan

The task force continues to onboard season
ticket holders and will soon reach 7,900 seats
sold through 2023. The Roughriders will launch
the new version of the MVP Program in 2022
based on lessons learned from 2021 and include
the vision of a perpetual program for the future.

With the MVP Plan, the Club has also already sold 23% of
the stadium through 2023. All of this success was accomplished
without any paid advertising or outbound sales.
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