S2M boosts revenues and
simplifies stadium event management

with CMS smart card technology

S2M Group is a China focused
sports and lifestyle marketing
company founded in 1999. S2M
focuses on consultancy and
representation, events and acti-
vation, hospitality, sponsorship
and sports facility management.

Program Impact

*1600+ cards, ¥450K+ processed
*450+ VIP guests tracked

*13.8% residual
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Challenge
For the 3rd Annual Shanghai Sevens Rugby Tournament the S2M

Group (52M) moved the competition from a sports club to a region-
al sports stadium. While the previous facility partner handled pay-
ment and vendor management, the stadium did not. As workload
grew for the larger event, S2M looked to outside partners for assis-
tance. “When expanding S2M events to larger sites, our goal is to
develop an exciting schedule that will fill the seats with happy spec-
tators, comfortable VIPs, and satisfied sponsors” says Mark Thom-
as, Managing Director of the S2M Group. “l wanted senior S2M staff
free to focus on how to improve the Shanghai Sevens experience,
not on the labor intensive process of accounting and data collection.”

Solution

S2M relied on CMS to grow into the new location and prepare for a
four-fold increase in attendees. “The CMS system accurately con-
trols finance and operations data while being simpler and clean-
er than cash/coupon schemes” says Mark. Payment card activa-
tion, recharge, purchases, refunds, and reporting all run on wireless
and portable point-of-sale (POS) terminals. Software was quickly
configured for Shanghai Sevens rules covering general admission,
sponsored VIPsandhospitality tent guests. Aseventsrely ontemporary
employees with minimal training, easy-to-use terminals are critical to
reducing shrinkage and improving operations. For the two-day event
merchants picked up their terminals in the morning and were up and
runninginnotime. Customersreceivedreceipts for every transactionto
keep track of their spending and card balances. Mark continued, “CMS
Terminals save table space and come at a lower cost than
employing cashiers. The card system helps vendors focus on making
spectators happy by keeping drinks cold, food warm, and lines short.”

Results

Smart card payments proved fast and efficient - rather than man-
age handfuls of flimsy coupons, customers could tap-and-go
with purchases in hand. As rush periods emerged, extra termi-
nals and staff were sent out to eliminate queues. Mark added
“Validating merchant coupons to settle accounts can take a week,
the process is time consuming and error-prone. CMS gave us daily
summaries and a detailed report summarizing operations, profit, and
pay-outs one day after the event.” For future events, S2M and CMS will
unify tickets and payment together. As Mark summarized, “When
we add-up residual in our pockets, card design sponsorship oppor-
tunities, savings from cutting-out paper tickets and insightful data
delivered automatically - the CMS system more than pays for itself.”

Headguarters:

100 Anxi Road 2F
Shanghai, 200050, China
PhoneBB-21-3253-3877

For more infomation, pleaze visit
www.cms.sh.ocn
or contact us at salesd@cmsshcn

207 CHE. S iz a value-added ressller of Blue Bamboo POS technology.
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