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The City of Peterborough and the Peterborough Petes are 
enjoying an ever-growing relationship, and by implementing 
some  new initiatives, each group will have an opportunity to 
achieve long-standing goals.

The following proposal outlines how the partners can work 
to improve the current contract to bring the relationship more 
in line with other municipality-team models. An overview of 
the Petes’ and other teams’ revenue and expense positions is 
outlined, which will shed light on opportunities to change the 
agreement as it stands. 

Doing so will give the Petes the tools needed to compete 
with other OHL teams, and will help maintain their important 
place in the rich cultural fabric of Peterborough. 

The groups will work closely to generate more ticket sales, 
sponsorship, food and beverage, and merchandise revenue, 
and attract more marquee events to Peterborough. 

There is also an opportunity proposed for the Petes to take 
more responsibility in the PMC sales and service ecosystem by 
assuming control of the box office - an important step in help-
ing Peterborough become a top destination for tourists and 
young professionals. 

Executive Summary
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The Petes are proud members of the Peterborough com-
munity, and work diligently to help make the city a better 
place to live, work, and play.

In the 2015/16 season alone, the Petes 
supported over 200 local charities, not-
for-profit groups, schools, service clubs, 
and more with donations or fundraising 
support totalling over $260,0001. The team 
works with over 125 local businesses who seek out a partner-
ship,  which helps promote the area’s economy (Appendix A).

The support goes well beyond dollars and cents, though. 
With one of the largest fanbases (live and digital) in Peter-
borough, the Petes are proud to leverage their connections to 
positively impact the community by actively promoting the 
many great initiatives.

In addition, Petes players, coaches, and staff are strong 
role models for local students. Last year, the team delivered 
Partners in Education seminars, including messages about 
positive mental and physical health, anti-bullying, goal set-
ting, and leadership, to 22 schools and 5,900 students (Appen-
dix B). 

The team is proud to accommodate nearly every commu-
nity request for donations, publicity, or other support.

In the Community
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The Petes are an internationally renowned junior hockey 
franchise, helping Peterborough earn a worldwide reputation 
as “the hockey factory.”

Players and coaches such as Roger Neilson, Scotty Bow-
man, Bob Gainey, Steve Yzerman, Chris Pronger, and over 
150 others have gone one to represent Peterborough in the 
NHL. More importantly, all 750+ Petes alumni who called Pe-
terborough home2 have graduated with the skills to positively 
impact their communities. In the last three years, seven Petes 
have been drafted to the NHL3.

Having brought nine league 
championships, a national champion-
ship, and dozens of individual awards 
to Peterborough, the Petes have and 
will continue to be one of the most 
competitive and exciting teams in the 
Ontario Hockey League.

From playing in front of thousands of fans, to smaller 
rinks and ponds, the Petes are also committed to growing mi-
nor hockey. Petes players encourage character and skill devel-
opment to over 400 minor hockey players every year through 
the Petes Mentorship Program, a partnership wit the PHA 
and PMHC. 

On the Ice
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Having just completed their 60th OHL season, the Petes 
are proud to call Peterborough home and are well known as 
the oldest continuously operating team in the league. 

Amateur and professional teams cannot function without 
a strong, supportive relationship with their municipal lead-
ers. The Petes and City of Peterborough have enjoyed such a 
relationship, but the rapid evolution of the sport industry is 
threatening the way organizations do business, and as a result, 
the ever-imporant City/Team partnership must adapt. 

In the past year alone, two OHL teams 
(10% of the league) have relocated as a result 
of partnerships that haven’t kept up with the 
demands of the industry. The Belleville Bulls 
and Plymouth Whalers vacated their commu-
nities prior to the 2015/16 season.

No organization is immune. Renowned teams in strong 
markets including Erie, Mississauga, Sarnia, and Brampton 
have all seen major changes to ownership or city, with ineq-
uitable support from their host communities always cited as a 
debilitating issue (Appendix C).

Only by implementing a strong strategic plan and boast-
ing a competitive municipal deal will a team survive in the 
present and future economies. 

pality
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The following pages outline specifics of the relationships 
that other Ontario Hockey League teams are currently entered 
into with their host municipality. The first team analyzed is 
the Petes, with each successive listing comparing the hypoth-
esized revenues (based only on specifics of the partnerships, 
disregarding other revenue/expenses).

The list details that follow are not meant to suggest that 
all relationships should be the same, or that the Petes should 
receive the same deal as other teams. Instead, the hope is to 
generate a discussion and move in a direction that is most 
beneficial to both the Petes, the City of Peterborough, and 
most importantly: the members of this community.

Team names have been omitted out of respect for confi-
dentiality. Some organizations that have not been included are 
the London Knights (no information available), the Flint Fire-
birds and Ottawa 67’s (own their own arenas), the Kingston 
Frontenacs (owner treats team unlike a normal business), and 
the Mississauga Steelheads (pay nothing to the City as part of 
effort to bring junior hockey back).

Each deal is broken down based on common elements 
including shared advertising revenues, building and score-
clock rental, staff, parking, seat licences, and other revenues/
expenses.

 
continued 



8

tes
advertising 
 50% of sharable 

$223,000

tickets
$1,109,000 - (10% of tickets + $1 CRF - 

Seat licence fee)

$776,100

ARENA STAFF
$4,400/game

($171,600)

Concessions
0%

$0

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence
0% seat & suite

$0

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$827,500

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Two
advertising 

80% of sharable

$357,000

tickets
$1,109,000 - 5% of tickets

$1,058,550

ARENA STAFF
$1,500/game

($58,500)

Concessions
30%

$300,000

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence 
50% of suites

$122,000

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,779,050

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Three
advertising 
 50% of sharable 

$223,000

tickets
$1,109,000 - (10% + $1.70CRF)

$870,600

ARENA STAFF
$2000

($78,000)

Concessions
10% of gross

$100,000

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence 
0%

$0

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,115,600

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Four
advertising 

 100% of sharable 

$446,000

tickets
1,109,000 - (10% + $1 crf + 50% seat)

$996,600

ARENA STAFF
$1,350/game

($52,650)

Concessions
50% of net

$250,000

naming rights
0%

$0

parking
0% rev - $0

($0)

suite licence 
50% suite

$122,000

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,761,950

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Five
advertising 

 100% of sharable 

$446,000

tickets
$1,109,00 - $1.00/ticket + 50% seat

$1,107,500

ARENA STAFF
$500/game

($19,500)

Concessions
7% of gross

$70,000

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence 
100%

$244,000

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,848,000

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Six
advertising 

 100% of sharable 

$446,000

tickets
$1,109,000 - ($1k + $200 clock/gm)

$1,062,200

ARENA STAFF
$500/game

($19,500)

Concessions
0%

$0

naming rights
100%

$0 (*undisclosed $)

parking
0% rev - $0 

($0)

suite licence 
0%

$0

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,488,700

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Seven
advertising 
 95% of sharable 

$424,000

tickets
$1,109,000 - 10% + 100% seats

$1,145,100

ARENA STAFF
$1,500/game

($58,500)

Concessions
30% of gross

$300,000

naming rights
50%

$0 (*undisclosed $)

parking
0% rev - $0 

($0)

suite licence 
0%

$0

office rental
$0

$0

pouring sales

60%

$0 (*undisclosed $)

PROJECTED revenue
$1,810,600

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Eight
advertising 
 95% of sharable 

$424,000

tickets
$1,109,000 - $100,000 + 100% seat

$1,156,000

ARENA STAFF
$500/game

$19,500

Concessions
100%

$1,000,000

naming rights
50%

$0 (*undisclosed $)

parking
0% rev - $0 

($0)

suite licence 
100%

$224,000

office rental
$20,000

($20,000)

pouring sales

0%

$0

PROJECTED revenue
$2,823,500

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Nine
advertising 

 100% of sharable 

$446,000

tickets
$1,109,000 - ($1,500/game + 0.25/ticket + 50% suite)

$1,105,750

ARENA STAFF
$1,900/game

($74,100)

Concessions
25% of gross

$250,000

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence 
50%

$122,000

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,851,650

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Ten
advertising 
 80% of sharable 

$357,000

tickets
$1,109,000 - $900,000 + 100% seat

$356,000

ARENA STAFF
$500/game

($19,500)

Concessions
100%

$1,000,000

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence 
100%

$244,000

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$1,937,500

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Team Eleven
advertising 

 100% of sharable 

$446,000

tickets
$1,109,000 - $80,000 + 100% seat

$1,176,000

ARENA STAFF
$500/game

($19,500)

Concessions
100%

$1,000,000

naming rights
0%

$0

parking
0% rev - $0 

($0)

suite licence 
100%

$244,000

office rental
$0

$0

pouring sales

0%

$0

PROJECTED revenue
$2,846,500

(BASED ON PETES’ 2014/15 & 2015/16 FIGURES)
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Profit Comparison
Team two
$1,779,950

peterborough petes
$827,500

(all figures BASED ON PETES’ 2014/15 & 2015/16 data)

Team three
$1,115,600

Team four
$1,761,950

Team five
$1,848,000

Team six
$1,488,700

Team seven
$1,810,600

Team eight
$2,823,500

Team nine
$1,851,650

Team ten
$1,937,500

Team eleven
$2,846,500
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Historical Comparison

2008/09*
$39,000

2015/16
$130,000

PETES EDUCATION
FUND

PLAYER GAS        
ALLOWANCE

2002/03
$38,610

2015/16
$81,400

*Education fund expense data not available for 2002/03. Earliest available data is 2008/09.

This historical comparison is a simple snapshot of the typical expense 
increases experienced since the current lease agreement was negotiated. 
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continued                

summary

PLAYER WORKOUT 
EXPENSES

2002/03
$0

2015/16
$28,000

‘02-03/’08-09

$77,610
2015/16

$239,400
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As the Canadian sport landscape changes, so too must the 
Petes and the City of Peterborough. Fortunately, there are sev-
eral actionable items that will serve to not only increase rev-
enues for both groups, but also have a measurable impact on 
job creation, tourism, standard of living, and educated residen-
cy figures in the Peterborough community. 

In the pages that follow, a proposal will be introduced that 
sees the Petes assume responsibility of the Peterborough Me-
morial Centre box office. 

This shift would have several benefits, including the fol-
lowing: increased ticket revenues, increased merchandise, ad-
vertising, and food & beverage sales, compensation savings 
for the City, increased employment rate, injection of educated 
residents from outside of the City, improved hockey team per-
formance, expanded partnerships with local educational insti-
tutions, facility upgrades, improved working relationships be-
tween arena tenants, and much more. 

The details proposed are just a framework of a plan that 
will allow the Petes and the City to both move into a position 
of profitability, breathing new life into the community and pre-
venting potential, unwanted team changes. 

Expanding the Partnership
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A modern Box Office, like any business in a competitive 
market, cannot afford to sit quiet and wait for customers. In-
stead, a strategic, proactive, and relentless approach is needed 
to service customers positively and increase revenue. 

The Peterborough Petes propose to assume responsibility 
of the PMC Box Office, with the subsequent plan to initiate an 
industry-leading ticket sales, service, and administration de-
partment.

There are four key components of this plan, which will 
serve to generate sufficient revenue as to allow the City to com-
fortably provide office space and infrastructure to the Petes.

The Box Office

Staffing
hire hungry, well-educated, 

sport industry profession-
als

synergy
combine sales efforts for 
all PMC events to enhance  

relationships

training
offer onging training and 

support for all staff

administration
streamline the costs of run-
ning an effective box office 

and sales department
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The model starts with hiring great staff who are keen to 
work in the sport industry. There are an abundance of sport 
management degree and diploma programs in Ontario, includ-
ing locally (Fleming, Durham, etc.), which has created an ex-
cess supply of future sport industry leaders.

This supply of qualified leaders will allow the Petes to at-
tract young professionals to move to, or stay in, Peterborough 
with very competitive compensation packages.

These full-time staff members will be hired with an em-
phasis on customer service and sales expertise specific to the 
sport and entertainment industry. The Petes will be solely re-
sponsible for all Box Office staff compensation, training, and 
administrative support. 

Director, Ticket sales
Oversees training, administration, sales strategy, 
service, and cross-departmental communication

Manager, ticket admin
manages day-to-day admin of ticket sales 

department, focusing on finance, data-
base admin, and training/development

Sales 
Consultant

inside and outside 
ticket sales, service, 

and admin. 

Sales 
Consultant

inside and outside 
ticket sales, service, 

and admin. 

Staffing

Sales 
Consultant

inside and outside 
ticket sales, service, 

and admin. 
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Successful organizations do not just hire great people, they 
work diligently to provide them with the most effective train-
ing.

Training programs will be offered on a continual basis, 
with staff encouraged to be active, lifelong learners. Ongoing 
training will be offered not only to sales staff, but all Petes and 
City of Peterborough employees and volunteers, which will 
create a lasting service culture. 

The following topics are a sample of the training program:

Training

Relationship
building

customer 
service

client 
retention

Database
management

industry
evolution

consultative 
selling

collaborative 
negotiation

business
ethics
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The Petes will continue to use the current CRM (Audi-
enceView) as they build a stronger customer service model 
through the Box Office.

The Petes’ Director of Ticket Sales will work closely with 
the City of Peterborough’s Facility Manager and other senior 
staff to ensure fluid communication as the Petes Sales Team 
works to shatter sales targets for all PMC events. The City will 
no longer pay a Petes marketing position expense, as in year’s 
past.

The City will allow for the use of existing Box Office in-
frastructure, which will create an opportunity for the Petes to 
move their business operations department to that space. The 
Petes currently operate in one of the smallest office footprints 
in the league. 

This movement will open up a large area in the current Pe-
tes Office, which will be retrofitted to serve as a players lounge/
video room. The close proximity of the players lounge to the 
hockey operations staff will encourage improved performance 
and accountability for the team. 

By re-allocating staff to more suitable work environments, 
productivity will increase and the goal of creating greater reve-
nue for the City and the Petes will be even easier to achieve. 

Administration
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As the Petes take on a larger role in the sales & service el-
ements of the Peterborough entertainment landscape, several 
partnerships will see major growth. 

The Petes and Peterborough Lakers lacrosse team will en-
joy greater communication and will have the opportunity to 
play on eachother’s strengths.

Local high schools, colleges, and universities will see 
greater opportuities for student and faculty engagement with 
the Petes, who already work closely with each unique group. 
Student research, Internships, volunteer opportunities, and 
applied projects will benefit all parties, while post-secondary 
students and staff will enjoy a greater connection to their new 
City, making them prone to stay.

The Petes will also apply the service mentality to working 
directly and indirectly with other important groups, such as 
the Peterborough Figure Skating Club, promoters, talent, and 
agents, the Agricultural Society, and other tenants and guests. 

Most importantly, with a new deal, the City of Peterbor-
ough and the Petes will have the tools in place to maximize 
revenue and exposure internally, while catalyzing improve-
ments in quality of life, employment rates, and more.

Synergy
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There are several other benefits and factors to consider 
with a new relationship, including the following: 

Other Factors

Suite sales
with a highly qualified new 

sales team in place, the 
petes can manage all suite 

sales & marketing

Comp Tickets
By eliminating “comp” ticket 
restrictions, more oppor-
tunities will be available 
for creative marketing

usher protocal
the facility manager will 

have full support to imple-
ment new usher protocal 

to improve service

advertising revenue
the Petes will manage the 

full spectrum of advertising 
at the PMC, with a more compet-

itive revenue model in place

food & beverage
sharing food & beverage 

revenue will create oppor-
tunities for further promo-

tion and support

box office compensation
The city will save substantial 

expenses as the Petes will as-
sume responsibility for hiring, 

training & compensating box 
office staff

facility staff
As experts in the field, the 

city should continue to 
manage the facility staff at 

the PMC

Facility manager
an emphasis should con-

tinue to be on booking more 
major events to increase 

all sales streams
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Timeline
New financial arrangements should be implemented im-

mediately to coincide as closely as possible with (and retroac-
tive to) the Petes’ 2016/17 fiscal year, which began on July 1, 
2016. 

Transfer of the Box Office can occur in a step-by-step ba-
sis, which will ensure all administrative processes can be han-
dled properly and with ease. 

More timeline points will be confirmed as full details of 
new arrangements are made, with the City closely involved in 
the important process. 

January 1, 2017
Post new positions to 
sport management & 
other career sites.

February 15, 2017
Make hiring decisiions for 

new sales department 
roles.

March 22, 2017
Begin transfer and 

training of new box of-
fice staff

May 1, 2017
Transfer completion 
and beginning of full-
time sales strategy
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With the opportunity to implement the proposed changes, 
there has never been a more exciting time to be in Peterbor-
ough, as the Petes are poised to build one of the most dynamic 
sports and entertainment brands in Ontario.

 It is imperative, though, to have the City of Peterborough’s 
full support in achieving the goals of increased revenue in all 
areas, attracting more people to live, work, and play in the 
Electric City, and helping revitalize one of the most storied or-
ganizations in the entertainment industry. 

The details of this proposal are by no means set in stone, 
but instead should be viewed as a launching point for a nec-
essary conversation about the future of junior hockey in this 
city.

The Petes strongly believe that they, and the City of Peter-
borough, can grow their relationship to a level that is envied by 
municipalities and teams across the province. 

Conclusion
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Appendix A
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Appendix B



33

Appendix C
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Recent OHL Team Movement & Ownership Changes

Belleville Bulls (2015) - http://www.thehockeynews.com/
blog/who-takes-the-blame-for-the-death-of-the-belleville-bulls/

Plymouth Whalers (2015) - https://ca.sports.yahoo.com/
blogs/jrhockey-buzzing-the-net/ohl-approves-sale--move-of-
plymouth-whalers-to-flint-203203758.html

Erie Otters (2015) - http://www.sportsnet.ca/hockey/juniors/
erie-otters-to-be-sold-for-7-225m-at-auction/ 

Sarnia Sting (2015) - http://www.theobserver.ca/2015/01/22/
sarnia-sting-sold-to-darian-hatcher-and-david-legwand 

Brampton Battalion (2012) - http://www.torontosun.
com/2012/11/19/brampton-battalion-move-to-north-bay-ap-
proved 

Mississauga/Niagara (2007) - http://www.theglobeand-
mail.com/sports/st-michaels-majors-move-to-mississauga/arti-
cle1086441/

Appendix D
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