
 

 

In SBJ’s 10/13/20 College Sports Newsletter: 

LEARFIELD IMG COLLEGE DIVISION REINVENTED 

• The ticketing and seating business within Learfield IMG College has 

used the last eight months of the pandemic to reinvent itself as more of 

a data collection and analysis business that’s playing a role in donations 

and development -- not just selling tickets. When I caught up with Jake 

Bye, the Exec VP who oversees ticket and seat solutions, he described 

the evolution as a long-term goal that became more pressing during the 

pandemic when there weren’t any tickets to sell. 

• The ticket and seat division has helped its clients save $3.6 million in 

ticket revenue by converting what would have been refunds into 

donations for the athletic departments. That came from fans who 

originally asked for a refund on 2020 season tickets, but after outreach 

from Learfield IMG College ticketing, those fans agreed to use that 

money toward a university gift or roll over that money toward a 2021 

ticket purchase. 

• Learfield IMG College, which merged seating and ticketing from two 

businesses to one last year, has added nine data analysts that conduct 

research through fan surveys, pricing studies and sales activity. Bye: “In 

a strange way, I’m grateful for the opportunity to reinvent ourselves over 

that last eight months. Ticketing has changed dramatically and selling 



season tickets is harder than ever. Things like group tickets, creative 

pricing, deep studies into the secondary market … We’ve been able to 

dig into more.” 

• More observations from Bye: 

o “There was an expectation that there’d be all this pent-up demand 

to buy tickets. What people are finding is that it’s going to be an 

even greater challenge than we anticipated.” 

o “When you take away all of the pregame activities, the band, all of 

the tribal aspects of college sports, and dial it down to just 

football, people are saying that they’ll buy a ticket when they can 

have the full experience, not just the game itself. That’s been a 

huge learning.” 

o Ticket and seat solutions is in the process of restructuring many of 

its school deals. The old model had Learfield IMG College getting 

paid on new ticket sales. Newer deals are what Bye called a “one-

team concept where the partnership is based on all ticket 

revenue, so there’s no delineation between us and them. We’re 

still focused on outbound sales, but also retention and customer 

service.” 

 


