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THE STADIUM 

Confidential Instructions for the Team 

You are the majority owner of the Newtown Thunderchickens football team.  When you 
purchased the team ten years ago, it came with a lease to play your home games at the Newtown 
Coliseum.  Fortunately, the lease expires in two years, at which time you are free to move the 
team.  One thing is for sure: you are not going to keep your team in the crumbling, decrepit 
Coliseum a day longer than necessary.   

Your preference is to build a beautiful new state-of-the-art stadium in Newtown and keep the 
team there.  There are several up-and-coming cities without a professional football team that are 
dying to get one, however, and – if the past is any predictor – several of them are likely to either 
offer to build you a new stadium or to provide a substantial subsidy toward the construction of 
one.  It would be a particularly good time now to test the waters with other cities in light of the 
outstanding season the Thunderchickens had this year and the team’s excellent prospects for 
performing just as well or better next season.  That’s why you’ve decided now is the time to push 
forward and see if you can garner enough support in Newtown to make building a new stadium 
here viable.  If so, you’re ready to make a long term commitment to the city.  If not, you’re 
prepared to go elsewhere.  

Why is a new stadium important?  Part of the issue is aesthetics and prestige.  About half of 
the teams in the United Football League play their games in stunning new facilities, while you’re 
stuck in the one of the worst places to watch a game on the planet.  But mostly, this is a business 
issue.  Because of the popularity of professional football, all of your games are sell-outs, even in 
the old Coliseum.  But ticket sales are just a small part of the revenue potential of professional 
sports.  The Coliseum has no luxury boxes, where big corporate sponsors will pay hundreds of 
dollars per seat to watch a game in elegant, temperature-controlled surroundings; no facilities for 
selling gourmet food at outrageous markups; and the lucrative parking concessions nearby 
belong to the real estate moguls who own the parking garages in the neighborhood.  Any and all 
of these amenities would mean a better return on your investment in the team, and this is 
especially so if you can get help with the financing.   

You’ve analyzed all of the main issues up for negotiation and assigned points to each 
possible resolution.  If you are able to get approval from at least four of the other stakeholders on 
a deal that gives you at least 100 points worth of value, you’re willing to proceed with 
construction, although, of course, you hope to get a far better deal than that.   If you can’t get 100 
points, you are not willing to move forward.  You’ll say goodbye to Newtown and take the best 
deal you can negotiate elsewhere.   

One big issue that you will need to confront is whether the taxpayers will subsidize the 
construction of a new stadium.  There are two feasible ways to get the taxpayers to help with the 
financing: a local sales tax could be used to finance stadium bonds, or an increase in the excise 
tax on residential and business utility consumption could be used for the same purpose.  Of these 
two methods, the sales tax would raise somewhat more money, so that would be your preferred 
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option if put to the choice.  (The sales tax is worth 70 points, and the utility tax is worth 50 
points.)  If you can get an agreement that includes both taxes (100 points), that alone would 
make the new stadium viable (barely) from your perspective, regardless of the outcome of the 
other issues.  An agreement that includes no taxes could be financially viable, but only if you can 
negotiate an extremely favorable set of terms on the other issues.   

You expect that the City will oppose taxes – that’s been its official position for years – 
although public interest in the Thunderchickens might help you here: the mayor certainly 
wouldn’t want to be known as the person who lost the team, especially if you win the Super 
Bowl next year.  It is hard to predict the preferences of the other stakeholders.  The Chamber of 
Commerce generally dislikes taxes, but, on the other hand, its members presumably want a new 
stadium. The Local, the FOE, and the League are even harder to gauge.   

In addition to financial support, the location and design of the stadium are quite important to 
its projected profitability.  Urban, “downtown” stadiums are all the rage these days, but the cost 
of the land would be high enough to offset much or all of the benefit from a tax subsidy. 
Consequently, the potential downtown location is worth zero points to you.  Property values are 
much lower in the outlying areas, so the suburban site under consideration is worth 45 points. 
Building in the marshlands (75 points) would have two benefits.  First, land there is the cheapest 
of any of the locations.  Second, there would be no restaurants or other food vendors nearby to 
compete with the range of dining options you would provide at the stadium.  This means more 
revenue for you, of course.   

Winning approval for the marshlands site is not going to be easy, however.  The 
environmentalists will probably find an endangered banana slug living there and fight you tooth 
and nail.  And the Chamber of Commerce probably wouldn’t be happy because there are no local 
businesses nearby to benefit from spillover foot traffic on game days.   

In terms of the stadium design itself, the main issue is luxury boxes.  The number of luxury 
boxes available has a substantial affect on the stadium’s overall profitability: you can lease the 
boxes, you can charge premium prices for every seat inside the boxes, and you can serve 
premium quality food inside the boxes.  And you can charge outrageous prices on all three 
elements because businesses love to entertain their clients at professional football games and 
many see the expenses as good tax write-offs.  A new stadium with no luxury boxes (0 points) 
would be downright embarrassing for you as the team’s owner, as well as economically absurd. 
No one builds a new stadium without luxury boxes.  A few boxes would be slightly better (20 
points), and the average number of boxes for new stadiums would be better still (40 points). 
What you would really love, however, is to set a new standard by building a stadium with more 
luxury boxes than any other in the league (60 points).   

Hopefully this issue won’t be as contentious as some of the others are bound to be.  The 
Chamber of Commerce should be absolutely salivating over luxury boxes, and the suits at the 
League office will no doubt want to sit in them too.  And you don’t anticipate that any of the 
constituencies should be too opposed to the idea. 
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Fans are going to need to get to a new stadium of course, so stadium negotiations always 
need to include the issue of transportation connections.  As far as you are concerned, however, 
the provision of public transportation just means reduced revenues for you.  Wherever the new 
stadium is located, you will build your own parking garages, and the more private cars drive to 
the games, the more money you will make.  This benefit is particularly valuable because, while 
you have to share ticket revenue with other teams in the league, there is no revenue sharing 
agreement concerning parking concessions.  Thus, an agreement that provides for no increased 
public transportation is worth 50 points to you.  Increased bus service, a new light rail line 
(Newtown currently doesn’t have one) or a subway line extension (Newtown has a subway but it 
doesn’t go near any of the stadium sites), are all worth 0 points.  The fans will figure out a way 
to get the games.  They always do.  

On this issue, you are almost certainly going to face opposition from the Local, because new 
transportation projects mean jobs.  The FOE will probably be an obstacle as well given all the 
press about global warming these days, and the City might see the possibility of obtaining federal 
matching funds by undertaking new transit policies.  

The last issue is Super Bowls, the carrot that the League perennially dangles to entice its 
owners and cities to build beautiful new stadiums that will enhance its image.  Hosting the Super 
Bowl is nice – you get to show off your city and your stadium to the other owners, and you get a 
large block of tickets for your season ticket holders, which makes them very happy.  It also 
brings in some parking and concession revenue.  But the Super Bowl is only a single event that 
lasts one afternoon, so you need to be sure not to overvalue the opportunity.  Zero Super Bowls 
would be worth zero points, one would be worth 10 points, two would be worth 15 points, and 
three would be worth 20 points.   

More than likely, everyone at the table other than the League will want as many Super Bowls 
as possible.  Let them fight it out with the League, which is always tight-fisted with this scarce 
resource.     

When the time for the negotiation expires, there are two possible outcomes here.  (1) You 
have in hand the support of at least four of the other negotiators for an agreement that will 
generate 100 points or more for you, in which case the stadium project will move forward (of 
course, you’d like to see the adoption of a proposal that provides you with as many points as 
possible), or (2) you do not have the support of at least four other negotiators for a plan that 
meets your minimum needs, in which case the negotiations will be dead and you will begin to 
approach other cities about relocating your franchise.  You would prefer outcome #1, of course. 
To achieve it, you will have to think very carefully about the best way to convince at least four 
other stakeholders to support a plan that serves your interests.   

Summary of issue analysis for the Team:  

This table summarizes the issues, the options for each issue, and the points that each option is 
worth to you.  Remember that your reservation value is 100 points.  This means that you should 
not agree to support any deal package that would provide you with fewer than 100 points, and 
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that you may, at your discretion, agree to support a package that would provide you with 100 
points or more.  

Issue  Options Points 

Taxes A) None  0 
B) Sales tax  70 
C) Utility tax  50 
D) Sales + utility 100 

Luxury Boxes A) None 0 
B) Few 20 
C) Average  40 
D) Many  60 

Location A) Downtown  0 
B) Suburbs  45 
C) Marshlands  75 

Transportation A) None 50 
B) Buses  0 
C) Light rail  0 
D) Subway  0 

Super Bowls A) 0 0 
B) 1 10 
C) 2 15 
D) 3 20 




