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the stadium. Rosselli explains, “Donors can transfer
it; they can sell it on the secondary market; there’s so
many features associated with it that make it attrac-
tive to donors.”

The new endowment program will not be a ma-
jor adjustment from the annual price points that most
donors are currently used to paying. The traditional
ESR model allows fans to pay the team or the univer-
sity upfront or with financing from a financial institu-
tion. The only distinction with Cal is the university
has chosen to be its own bank and will handle all fi-

nancing itself. Stadium Capi-

“The endgame of
this whole thing
is Cal is going to
raise $250
million from the
program and

tal has set up three options for
Cal donors- pay upfront, pay
over five years, or pay over 30
years. “The program doesn’t
put our donors too far beyond
what they are used to contrib-
uting when you use the an-
nual formula over a period of
30 years. If they go with the
30 year commitment, we've
mirrored the donation levels

after 30 years they

will end up with an

endowment thatis
close to $1

basically to what they’re do-
ing now;” adds Rosselli. And
while the commitment is for
up to 30 years, the ownership
license is for up to 50 years,

Stadium Capital
Financing Group

billion.” which means potentially pos-
) ) sessing 20 years of free ameni-
Rich Magld ' ties on the back end.

Stadium Capital and

Cal are also working with the

university’s young alumni as a

way to develop the next gener-
ation of donors. Those alums,
who have graduated within the past ten years, will be
offered less expensive payment plans with scaled back
amenities until they become more established profes-
sionally. An additional benefit to all donors is that a
majority of the ESP purchase is considered a charitable
contribution, which is tax-deductible. The remaining
portion would not be tax-deductible because it would
be for value received. An appraisal is currently being
conducted to determine those percentages.

Fees paid to Stadium Capital are success
based and always based on a percentage of the capital
raised by the university. Built into the service fee is a
license fee to use Stadium Capital’s proprietary meth-
odology information and the following other ser-

O

Because Cal is a public institution, the
California Board of Regents must approve the ESP.
Preliminary reviews were planned for November
with final approval coming some time next spring.
Cal is taking soft commitments and letters of intent
throughout the remainder of the football season to
demonstrate to the Board that the project has tremen-
dous interest and support, but will not sign contracts
without Board approval. Cal does not expect a short-
age of early commitments. In fact, they need to es-
tablish a priority point system for their donor honor
roll, because more people are interested than seats
are available. The 3,000 seats involved with the ESP
means Cal only has to convince around 800 people to
buy into it, assuming most people buy three or four
seats. “We will have to manage the rollout in terms of
a priority basis, because the demand is exceeding the
inventory,” says Rosselli.

Stadium Capital Financing Group has cre-
ated a turnkey service to assist professional teams and
universities in generating a tremendous amount of
capital in a relatively short period of time. At the uni-
versity level, the incorporation of an endowment pro-
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duces a winning solu-
tion for the school and
its donors as evidenced
by the University of
Berkeley.
By relinquishing only

California,

a minuscule percent-
age of its seats, Cal has
secured financial sta-
bility and greatly en-
hanced the value of its
athletic ~ department.
And the demand is ex-
ceeding the inventory-
a clear indication that
the program works.
The Equity Seat Rights
program is highly sem-
inal and a harbinger to
how other universities
will look to fund their
athletic  operations.
As Dave Rosselli por-
tends, “I feel confident
about the program’s
We've taken
SO many precautions

success.

“We’ve taken so
many precautions
and investigated
so many different
angles to do our

due diligence. But|
do think that once
we launchit, it will
sweep across the
countryin colle-
giate athletics.”
Dave Rosselli,
University of
California,
Berkeley

vices: financial analysis, sports marketing, customer and investigated so many different angles to do our

surveys/focus groups, marketing brochures and other due diligence. But I'do think that once we launch it, it
sales collateral pieces, and legal/accounting templates will sweep across the country in collegiate athletics.”
for contracts.
For further information, please contact Bill
Dorsey at ALSD or review Stadium Capital’s website:

www.seatrights.com.
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