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Because instinct isn’t everything 

Most sports team selections, as well as business decisions, aren’t made on 
‘gut instinct’ anymore. Instead, many leaders rely on evidence-based insights.

It helps that teams have access to more data than in the past—a trend that is 
only expected to continue. Just as important, teams are able to use a wealth 
of tools and technologies to make sense of all this data. 

The potential result? The ability to select the best possible team, using criteria 
that may never have even been considered before. 

Why it matters now
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Stay ahead of the game

In some parts of the business world, leaders are only just now realizing the 
true power of analytics—and many cite the progress made by sports teams  
as the spark that ignited their interest. 

Putting data-driven insights at the heart of decision-making can make an 
important difference in performance. Today, it’s an important part of how 
decisions are made. 

In sports, it pays to stay a step ahead of the competition. Analytics is one of 
the most important new tools for getting there—and staying there. 

Why sports analytics?
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Make smarter decisions
Instincts are important in sports—but they may not be enough to make the 
right calls consistently. Supplement your instinct with evidence rooted in data.

Answer tougher questions
Data-based insights often open the door to questions no one ever thought  
to ask. That can be a recipe for startling new insights. 

Generate new ideas
When more people have expanded access to more insights, new ideas  
tend to emerge. 
 

The benefits
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Set a clear goal 
What does success with analytics really look like? Have a clear vision of the 
outcome you seek—along with a solid plan for getting there. 

Ask the right questions
What questions are your team’s managers asking today? Which ones should 
they be asking? Do you have access to the right data? 

Pursue a culture of analytics
On a sports team, analytics shouldn’t just be a tool for managers. The 
insights that come from analytics have wide relevance to everyone in the 
organization, from the management to the players. Make sure those insights 
don’t stop at the coaches’ doors. 

Challenge the accepted wisdom
The cycle of analysis, challenge, and change backed by data-driven insights 
will test previously held assumptions and can open the door to new ideas.

 

What to do now
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Game on

If you’re reading this, there’s a good chance that you already have some 
analytics capabilities in place. We can help identify gaps and take your 
analytics to the next level—along with your game. 

Here’s where to get started. 

David Blackwell
Partner, Deloitte UK
Lead for Sports Analytics, Deloitte Analytics 
dblackwell@deloitte.co.uk

Dan Jones
Partner, Deloitte UK
Lead Partner, Sports Business Group
danjones@deloitte.co.uk

Time’s up

mailto:dblackwell%40deloitte.co.uk?subject=
mailto:danjones%40deloitte.co.uk?subject=


 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, a UK private company limited by 
guarantee, and its network of member firms, each of which is a legally separate and independent entity. 
Please see www.deloitte.com/about for a detailed description of the legal structure of Deloitte Touche 
Tohmatsu Limited and its member firms.  
 
Deloitte provides audit, tax, consulting, and financial advisory services to public and private clients spanning 
multiple industries. With a globally connected network of member firms in more than 150 countries, Deloitte 
brings world-class capabilities and high-quality service to clients, delivering the insights they need to address 
their most complex business challenges. Deloitte’s more than 200,000 professionals are committed to 
becoming the standard of excellence. 
 
This publication contains general information only, and none of Deloitte Touche Tohmatsu Limited, its member 
firms, or their related entities (collectively, the “Deloitte Network”) is, by means of this publication, rendering 
professional advice or services. Before making any decision or taking any action that may affect your finances  
or your business, you should consult a qualified professional adviser. No entity in the Deloitte Network shall be 
responsible for any loss whatsoever sustained by any person who relies on this publication.  
 
© 2013. For more information, contact Deloitte Touche Tohmatsu Limited. 


