Chapter 3

Assignment: Download these pages from the website. Type in your answers. Print out your work and turn in by classtime (2pm) Wed, 2-19-03. In your answers, be sure to quote or cite from your reading whenever possible. Points available: 10
Date(2-18-03) & Time of day(e.g., 11:30pm) you began working on this assignment:
1. When can you collect information from fans? As a marketing manager, what do you want to do with the information once you get it?

2. Why is it important to develop close relationships with your organization’s IT employees? Can you be market-oriented without the IT employees? 
3. With respect to Table 3.2, what kinds of businesses might be likely to want to sponsor the team? With what demographics are these businesses likely to have high overlap?

4. What does Table 3.2 reveal about who the team is not attracting? What might they do to increase attendance within these segments? From a CRM perspective, what actions might you take to:

a. Generate new fans

b. Enlarge attendance and purchases of current fans

c. Maintain current fan loyalty and identification

5. Why do you think price sensitive, socially motivated, promotion prone and/or variety-seekers are less likely to be frequent attendees of sporting events? Rate yourself on a 1-10 scale for each of these with respect to attending Baylor basketball games.
6. Assume that you are working for your university’s athletic department or a local professional sports team. What kinds of events or promotions and what kinds of sponsors would want to target price sensitive, socially motivated, promotion prone or variety-seekers? 

7. From the team’s perspective, why is it important to gather information about fans that are price sensitive, socially motivated, promotion prone, or variety-seekers?

8. How could CRM effectively target promotions at individuals that are price sensitive, socially motivated, promotion prone, or variety-seekers?

9. Why are sports organizations interested in how fans gather information regarding the game or event?

10. How could CRM effectively communicate with fans based on customer data regarding information sources?

11. Why are sponsors interested in how often typical fans attend, watch or listen to games? Who in the world is Joyce Julius?
12. Why is it important to the team to pay attention to loyal season ticket holders? What can sports organizations do to maintain current fans?
13. How can CRM help to effectively manage problems such as unused tickets?
14. Compare the Rangers, Mavs & Spurs sites:

http://texas.rangers.mlb.com/NASApp/mlb/tex/schedule/tex_schedule_promotions.jsp  & mainpage http://texas.rangers.mlb.com/ 

http://www.nba.com/mavericks/tickets/tickets_index.html  & mainpage: http://www.nba.com/mavericks/ 
http://www.nba.com/spurs/tickets/ & mainpage www.nba.com/spurs 
a. Evaluate how well they build awareness for upcoming events and event sponsors. 
b. Pick an event or game on the schedule. What should the team & sponsor be interested in measuring? How should they follow the sponsorship planning model?

15. Why is it important to build fans’ knowledge of the sport, the team, and the players? 
a. Why should even highly successful teams with sellout crowds be concerned with enhancing fans’ knowledge? 
b. Why should minor league programs focused around entertainment be concerned with enhancing fans’ knowledge?
16. Select a team or event that most people have developed relatively negative or weakly-held attitudes toward the sport, the team, and/or its players. Assume that you are the marketing director for the team or event. How could you reposition the team or its players to enhance fan attitudes?

17. You haven’t been able to get a new job, so you are still the marketing manager for the team or event you selected in #16. What kind of sales promotions would you design to target low, medium, and high frequency fans?

18. How do fans evaluate the experience they have at a sporting event? With what do they compare the experience? What should the organization do with dissatisfied fans?
Date(2-19-03) & Time of day (e.g., 1:30am) you finished working on this assignment:
