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Synopsis

What are the sources of revenue of football
clubs? What do social media and new platforms
have anything to do with football club
revenue? Take a closer look at how football
clubs manages their sources of revenue and
how new media plays an important partin
this.

Dr. Wit: Today we are with Dr. Narain
Chutijirawong to discuss further on top 20-
30 football clubs with the highest revenue.
Last time, Dr. Narain shared with us top
30 football clubs with the highest income.
We know that the revenue of these football
clubs comes from 3 sources. Today we will
dig down a little more on how to manage
the revenue especially in the digital world.
So Dr., what are the key findings for this
football money league report?

Dr. Narain: First of all, as | have shared with
you, the income of the football clubs come
from 3 things: Number one, it is from Match
Day, Ticket fees and Entrance fee. Two,
Broadcasting rights and three Commercial.
And our suggestions to the football clubs is
that you need to look at commercial

revenue and Match Day revenue. These are
controllable revenue.

Dr. Wit: Because Broadcasting rights is
uncontrollable

Dr. Narain: You can do nothing about it.
liis fixed. All you can do is you just need to
have a good match.

Dr. Wit: Okay, play good for more people to
go see the game.

Dr. Narain: If your performance is good,
the revenue will follow, other things as well.
But Match Day and Commercial are things
that football clubs can control. Match Day
is a little difficult to control though because
the stadium is fixed and expanding it is not
easy.

Dr. Wit: It is a construction.

Dr. Narain: High investment as well and
takes a lot of time too. But the controllable
and do not take a long time is commercial.
And as of today, there are platforms where
you can commercialize or capitalize them.

Don't forget that football club is also a brand
which can be leveraged or made use of.

You have the content. Football players are
celebrities. So you can create your content by
interviewing the players or you may have
‘behind the locker room’ show, things like
this. You can create content via traditional
media but today we also have new media,
mobile applications, and platforms.

Dr. Wit: YouTube Channel

Dr. Narain: Yes. Netflix even. Things like
this. There are so many platforms you can
play with. Liverpool has YouTube Channel.
There are many new channels to earn mon-
ey. The second one Deloitte recommends to
football clubs which many football clubs are
already doing it is Internationalization. Go
outside your country to promote your team.
By doing this, football clubs obtain more
fans. New generations of fans today, Gen Y,
Gen Z, they did not think the same way as
the older generations. Younger gens tend to
follow players than football clubs.

Dr. Wit: Interesting. Let's talk about followers.
Let's say Instagram, both football clubs

and players they all have their IG account.
Are the number of followers of the FC and
players going in the same direction?

Dr. Narain: One really interesting thing is
the football players these days can manage
their social media very well. Barcelona, the
football club has more than 80 million
Instagram followers but Messi has more
than 140 million |G followers. A lot more
than the club. So we can see that players are
the magnet. So if you are a football club you
need to make the most of what you have.
Another impressive team that is quite good
at managing social media is Real Madrid.
Real Madrid has the most followers among
the football clubs.

Dr. Wit: How many followers?
Dr. Narain: Around 100 million followers.
| don’t remember the exact number, 110

million, | think.

Dr. Wit: | never knew that Real Madrid have
huge followers.

Dr. Narain: Yes. This is what we see. You



have this much followers, 400 million fans
following you, you have to utilize it. Whether to
analyze customer data; what is the pattern,
tickets buying preference, etc. We can analyze
these things. And then create marketing
campaigns, will there be a loyalty program?
Buy one get one free? You can play with these
data.

Dr. Wit: You talked about new generations
fan base that they do not have the same
way of thinking like older gens. What is the
difference?

Dr. Narain: Younger generations follow
players, perhaps more than the club. If the
players they follow move to another team,
they move too. But in our generations, we
tend to follow football club. We do not stick
to the players. So the football clubs need

to manage this well. If you have a magnet
players, what will you do to keep the player
with you? And how do you leverage the data
that most benefit you club?

Dr. Wit: Any other interesting remarks?

Dr. Narain: Now we are looking into 2020
forecast. We think there will be more teams
that will cross the $800 million euros wall
and we believe Real Madrid will achieve
that.

Dr. Wit: Why 800 million euros is such a big
line?

Dr. Narain: No one has ever reached 800.
It has been 700 for many years. This year is
the first 800 despite the global economy.

Dr. Wit: That means there will be many
teams with over 800 million euros, not just
Barcelona.

Dr. Narain: That is what we believe. We
think there will be 3-4 teams that will cross
over 800. Nowadays football club is very
good at managing their revenues. They
know what the channels are. If they have a

good plan, we believe they can do it. And
actually the top 5 teams are already good at
this so it would not be a surprise if they can
do it.

Dr. Wit: Is it a matter of emotional
management?

Dr. Narain: In a way. At Deloitte we have
what we call Crisis Management consulting
that we provide for the football clubs.

Dr. Wit: Football clubs also have crisis?

Dr. Narain: Yes, they do. And when there is
a crisis, you need to think how to
communicate to the public? How to control
or minimize damage? How to recover you
reputation and credibility? What to say?

Who will say it? You have to plan all of these.

You cannot improvise.

Dr. Wit: Ok, back to Paris Saint-Germain.
You said that PSG is the team that blur the
line between sport and lifestyle. Any other
example of how football team can boots
emotions and create commercial value?

Dr. Narain: Barcelona is a great example of
how to manage commercial revenue. They
have many ways in managing their revenues;
Applications, Communication, Merchandizing,
etc. The team is always trying to find new
sponsorship or partnership and not just

a logo on the football shirt but in other
dimensions too. For example, new media

as we called it ‘FAANG' - Facebook, Apple,
Amazon, Netflix and Google. These are
new platforms that you can leverage or play
with. The top 5 teams can do quite good
already.

Dr. Wit: Ok. Now what advice would Deloitte
give to teams in other sports?

Dr. Narain: Before we go to other sports.
We need to look at the big picture of the
industry first. So if we talk about US, there
are many famous leagues. The most popular

one is NFL. Of all viewers, NFL owes 40-50%
of the annual viewers. Advertising during
the Super Bowl cost millions of dollars. So
you need to look at the characteristic of the
league you are in. What are your primary
incomes? What are your buckets of income?
What is controllable, what is not? Those first,
then develop the strategies. Will you need
technology? Will you go international?

Dr. Wit: Create exposure.

Dr. Narain: Exactly. The team must think
like a company. How to expand your business
to other countries. This needs strategy planning.

Dr. Wit: You mentioned using new plat-
forms to communicate. How do these new
platforms help create marketing values?

Dr. Narain: It helps you reach out to more
people. These media are multidimension-
al. There are both on-pitch and off-pitch.
People who watch the match in the stadium,
they can also use digital social media. You
may have match replay in some mobile
application. You can create exclusive
content, even when the team is playing. You
might create exclusive content for subscribers
only, say interview of the players, etc. You
can play with the content, leverage it,
capitalize it. Second screen, whether itis a
table or a mobile, is a channel for capitalizing
your content.

Dr. Wit: We already have the ‘emotions’. We
already have fan base. We can expand fan
base and be able to reach to them through
various media. Football is not just the 90
minutes of the game but outside the game
including these exclusive contents.

Dr. Narain: Exactly. We also recommend
User Base Content. Fans can also send or
share content back to the football club to
create a communication between the fans
and the club. It makes the fans feel good.
They will feel like they talk to a person not a

football club. And this will create a connection
with the fans and the club and will also
make them stay loyal longer.

Dr. Wit: Very well said. When we follow

IG of football clubs, many of them follow
us back. That make us feel like we are a
part of the team. Thank you Dr. Narain for
today’s conversation. We have learned a lot
about Football revenue or “Football Money
League”. Thank you so much.
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