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Making a
itch for
aseball

coverage

N porting Solutions, the B2B soft-
S | ware and data services division
ofthe Sporting Index Group, has
significantly extendedits cover-
age of baseballforthe 2012 MLB season.US
sports are particularly popular with Sporting
Solutions’ growing list of partners and ap-
proximately 45 MLB matches willbe cov-
ered in play each week. Sporting Solutions
will be providing fixed-odds prices for 25
markets on these baseball gamesinreal
time together withupdated scores and
othermatchfacts.

The extended range of markets on offer
will vary from match odds to handicap bet-
tingtototal match andteamruns,aswellas
individual inningsruns and innings winner.
Ronnie Whelan, business development di-
rector of Sporting Solutions, commented:

“The demand for US sports continues to
grow, and many more punters are now bet-
tingin-play onthese sports. As we did with
the startof the NFL, NBA and NHL seasons,
we have significantly extended our baseball
coverage and we expect this to prove very
popularwith our existing and prospective
partners.”

Sporting Solutionsis already firmly estab-
lished asa provider of trading services tothe
global sports betting industry, covering the
fullbetting lifecycle including event cre-
ation, pre-match and in-play pricing, and re-
sulting. Itenables bookmakersto outsource
and automate in-play pricing on 22 sports
and its US sports coverage -whichalsoin-
cludes basketball (college and major
league), American football (college and
major league) andice hockey - is extensive.

Betting BusinessApril 2012
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The future of

Play in rugby markets

rading experts Sporting Solutions

hasextendeditsrugbyleague coverage
t0 20+ gamespermonth withninein-play
markets on SuperLeague, Challenge Cup,
NRL, Tri-Nations and international match-
es. Themarkets on offerrange fromthe gen-
eral (match oddsand handicaps) to
under/overtotal points, total tries, next try
tobe converted andnextteamioscoreatry.
Ronnie Whelan, director of business devel-
opment at Sporting Solutions, conunented:
“The Rugby League element of ourservice

sports betting

Simon Trim, managing director of Sporting Solutions, the B2B arm of the Sporting
Index Group, looks at how the sports betting market is undergoing fundamental upheaval

a wholesale B2B supplier of pricing and trading
services five years ago, we have continually
looked to the analogous world of financial markets to
help us predict what might be around the corner in our
world of sports betting.
In the past 15 years computing power has increased
some 600-fold, a technological revolution that shows no
sign of abating. This has had a fundamental impact on

E VER SINCE WE SET up Sporting Solutions as

require automated systems designed specifically for the job.

As a B2B supplier, Sporting Solutions has invested heavily in

technology in order to:

. Access ever increasing numbers of data feeds.

. Design and build increasingly sophisticated
quantitative models that can price larger numbers of
markets, faster and more accurately.

Rebuild our core trading and pricing systems to be able
to cope with the higher data volumes.

undel‘SCOl'eS Om‘uniqueposiﬁon i“ the mar- Simon Trim, both consumers and business - something that is well
began his career illustrated by looking at some equity trading statistics, By Its very nature, sports betting is subject to periods of
ket" WeprOVide Ompmethh ahigh at William Hill During the 1960s, just under 17 billion shares were intense activity followed by dramatically quieter spells. We

quality outsourcepricing propositionona
sport thatis simply notavailable from any
othersource. Wetrade allthe bigmatches
around the clock-whether from the North-
emorSouthern Hemispheres-soweare
supplying our ownproprietary prices
rather thanrecyclingthe work of others.”

before moving to

Index in 1998 and,
after a numt
of trading roles,
was ma ling
director in 6
ame managing
f Sporting
in
October 2011

traded on the New York Stock Exchange, That amount
was surpassed in just four average trading days in
September 2011. Similarly, it is estimated that within
the next couple of years less than 50% of the total
amount of shares that are traded will be done through an
exchange venue. Operators are looking to trade amongst
themselves as the exchange becomes less liquid.

A similar explosive change is occurring in sports
betting with the rapid expansion of in-play coverage. In
a fiercely competitive market, every sportsbook worth its
salt is increasing the depth and breadth of its live menu,
This is having knock-on operational impacts, with a
number of trends becoming firmly established. For many
sports betting operators saddled with legacy systems,
these trends also present a number of challenges.

Trend 1: Automation everywhere
When betting was all
pre-match, punters and

have spent a great deal of time and effort building our
platforms to be able to handle these peak loads in a quick
and cost-effective manner.

The result is that our automated in-play service now enables
sportsbooks to outsource in-play pricing on up to 22 sports,
providing the potential to quickly expand their menu at a
fraction of the cost of building the product themselves in-
house. This is particularly the case where they lack trading
resources, skills or budgets to offer certain sports in-play.
We have now extended the automation theme into our next
generation of cloud-based trading tools. Our new global
trading platform, which houses a complete lifecycle of
services for creating markets, pricing, trading and results
for any sports event, has generated considerable excitement
in the industry. It not only reduces the cost of operating a
trading floor, it also relieves the pressure on core trading
systems because computational load is shifted to the cloud.

EEEE 1H0d3H ONILL3E S1HOdS

e n e In a fiercely competitive

o e o wene o UAYKEL, every sportsbook
‘ “worth its salt is increasing

things have changed.
5 e o ks v the depth and breadth
of its live menu”

of fixtures and markets traded
in play, together with a continual
drive to reduce the latency of
price updates, and deliver prices
to customers as fast as possible,
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that allows clients to calculate a number of different
pre-match special odds types based on predefined
input parameters such as 1-X-2 and total odds.

More than 1,500 scouts worldwide

Betradar’s live betting services can be tailored for
all types of businesses - from small retail outlets to
large online operations. Live odds services enable
bookmakers to offer in-running betting on their
websites without the need for a large in-house live
trading team. For the operators that run their live
trading in-house, Betradar's live scouting service
provides an interface or data feed that allows them
to trade almost any major live event in the world.
To achieve this, a network of more than 1,500 scouts
worldwide has been constructed, giving Betradar the
ability to be present at a fantastic range of sporting
events. We operate with a worldwide gathering
system, which is based on its unique, fully automated
data extraction and supervision technology,
combined with a complex scouting and video signal
monitoring system. Betradar's scouting services offers
a sophisticated security system. The unique Scout
Management platform is a professional tool designed
to organise all the live scout activities from around
the world. The platform includes a wide-ranging
validation system and a comprehensive training
centre for scouts, subject to a complex and important
quality control centre, utilising live support, audio
logs, statistics, scout ratings and a fraud detection
solution.

Full service providing the highest security standards

Since customers rely on these services to operate
a valuable part of their business, it is extremely
important to provide the highest security standards.
Up to four people are involved in the administration

and complex market monitoring. Betradar employs
more than 100 people alone for live betting services
to provide clients with the best quality. In these
challenging times, bookmakers need to increase their
efficiency by automating processes in a cost effective
manner. Betradar’s services meet these needs and help
to optimise the profit of each customer. Furthermore,
bettors are becoming increasingly demanding and
expect entertainment from betting sites, which Betradar
provides via its suite of content solutions.

New content solutions for the exciting sports year 2012
With the Olympics and UEFA EURO 2012 just around
the corner, the demand for comprehensive and user-
friendly content solutions is also rising. Therefore,
Betradar has launched two new event powered live
score solutions for these great sport events: first the
Olympics Live Score Solution and additionally the
new EURO 2012 Live Centre Soccer.

The Olympics Live Score Solution has evolved
through close cooperation between Betradar and
Press Association, the host National News Agency
for the London 2012 Olympic Games. Merging the
extensive content available from Press Association's
powerful API, along with Betradar's development and
sports knowledge, the two companies are offering an
all-encompassing and standalone live score solution
detailing all Olympic events and results. The fully
branded and customisable Flash solution is available
in more than 30 languages and covers all the 26 sports
of the Olympic Games including the full schedule of
events, start times, live results and full medal tables. It
enables bookmakers to display Olympic specific odds
to the end user within the solution, as well as integrate
all the news, images and videos around the games.

The fully branded and customisable EURO 2012 Live
Centre Soccer serves users with an entertaining and

and supervision of one match. An auto tr
check is standardised from the live scout in the stadium
to the live football operator. A match supervisor is
in constant communication with the scout, the odds
administrator and the customer. Finally Betradar’s in-
house developed technology provides an extremely
fast and accurate data transmission to the clients, as
well as 24/7 support

Betradar’s Live Odds service via XML feeds is an
automated odds service for direct end customer use.
Betradar administrates the complete match including
odds updates, market closing and re-opening, as well
as bet clearance. Customers can adapt Live Odds during
the match with a real-time odds adjustment tool. Thanks
to this full service, the customer can focus entirely on
risk management and profit optimisation. Betradar’s
Live Odds are proven to generate profit margins above
market average and are calculated using three factors:
mathematical modelling, live trader information

newly ig match-c y solution covering
all the exciting matches of the UEFA Euro 2012. The
product is available as a Flash version as well as an
HTML version. Squad, player, referee and manager
statistics, tournament overviews, venue information,
historical facts and records are added values to this
new event powered Live Centre Soccer edition. The
HTML version of Betradar's EURO 2012 Live Centre
Soccer enables bookmakers to display tournament
specific odds to the end user within the solution as
well as integrate news, social media and even live
streams of the matches, Furthermore, it enables their
customers to follow all the on-pitch action via icons
and overlays, including exact positional data of match
events such as goals, goal kicks, shots on goal, shots off
goal, blocked shots and corners. This new development
is also available as a product in its own right; the new
Live Match Tracker can easily be integrated into any
existing live score solution from Betradar.

WWW.EGRMAGAZINE.COM
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JOB IN FOCUS Simon Trim, 41, MD of Sporting Solutions since October. Prior to that, Sporting Index’s

mdingdmmﬁm%ﬂbeﬁomtbenh&doffoo&aﬂ

»»Career background?
Started in the betting
industry with William Hill as
a shop manager before |
moved to Ladbrokes Sporting
Spreads in 1996. I was hired
by Bill Eacott [father of the
Racing Post reporter Paul]
and then joined Sporting
Index in 1998. Sporting
Solutions is a subsidiary.

}rHow did your role
change in becoming MD of
Sporting Solutions?
Sporting Solutions provides
the product to Sporting Index
as well as other sportsbooks.
I have always been closely
related to the product side of
the business, so in many
respects it is a natural
transition, We've worked hard
at bringing in a team who are
the best in the trading and
technical marketplace, and
that has allowed me to spend
a bit more time on the
strategic development of
Sporting Solutions.

| »¥What did you think of
ICE? I loved it; it 1s always
good to see a few old faces. It
was a bit of a whirlwind as |
was in back-to-back meetings
all three days, but that's a
sign of how much interest

there is in Sporting Solutions
right now. It will be interesting
to see how the show evolves
next year at ExCel.

»PWhat is Sporting
Solutions’ strategy? The
Sporting Index Group hasa
strong trading heritage and
we were pioneering in-play
betting long before Betfair or
bet365 were around, We have
always invested heavily in our
trading team and that,
combined with the
technology and algorithmic
models we have developed
over the years, putusina
market-leading position, both
as a spread betting company
and as a B2B provider.

»»And your key customers?
We supply operators around
the world, including William
Hill, Sky Bet, Centrebet and
Blue Square.

Cloud Calculation Engines, or
C’E, which provides
sportsbooks with access to
our industry-leading pricing
models. it is supplied through
a single point of integration,
so sportsbooks can give their
traders the best pricing tools
available. It also enables
sportsbooks to dramatically
reduce operating costs
through the elimination of
data centre, hardware and
system maintenance costs.,
»PHow has in-play impacted
on the trading floor?
In-play betting continues to
rise at an exponential rate.
However, it is not cheap or
easy to do well. Bet365 are
widely acknowledged as the
leading player, but they invest
huge sums in both staff and
technology. Smaller
sportsbooks can’t compete
with that, 50 an outsourced

PrEveryone, : : i

including you, in-play trading proposi-

seems to be s tion is the

talking about R perfect solution.

the ‘dolud’? : R N »»What's your

Yes, we launche 9% yg. favouritesport?

a new product RS T Football

range called \ »»Best sporting

e moment? Brian
Gayle’s own

/ goal for

Sheffield United against
Leeds in 1992. Effectively it
won Leeds the league and
Man United went into their
26th year without a title.
Unthinkable now.

»»And favourite racetrack?
Sandown, especially on a
summer evening.

PPWho's your hero?
Speaking as a bookmaker,
Andy Carroll!

FrWhat's your greatest
achievement? Leveraging
the inherent pricing and
trading skills of Sporting
Index and creating a
best-of-breed B2B
proposition from it.

b¥Best piece of advice? Be
honest with yourself and
understand what you're good
at. You can teach turkeys to
climb trees but squirrels will
always be better.

brAny long-term bet
suggestions? The obvious
focus is Euro 2012. In that
respect you can do worse
than look for teams with
home advantage, and Poland
and Ukraine are both big
prices, However, the best
outsider is Croatia. They've
got a tough group, but every
chance if they get through it.

Racing Post31%t January 2012
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Sporting Solutions
believes it's time for
bookmakers to get their
heads in the clouds and
| experience its latest
| software as a service.

| porting Solutions, the software
| and data services division of
the Sporting Index Group, is
| launching anew suite of cloud-
based trading tools whichitbelieves are set
torevolutionise the way sportsbooks gen-
erate their prices.

The new productrange, known as Cloud
Calculation Engines or C2E, provides
sportsbooks with access to Sporting Solu-
tions’ pricing models for bothin-play and
pre-match pricing. C2E is offered alongside
the existing Sporting Solutions Directin-
play price feed service. Both products are
supplied through asingle point of integra-
tion. Sportsbhooks can therefore give their
traders the best pricing tools available, en-
abling them to set their own prices via C2E
orreceive automated prices directfrom
Sporting Solutions.

C2E has beendesigned to enable sports-
books to dramatically reduce operating
costs through the elimination of significant
data centre, hardware and system mainte-
nance costs. Witha simple internetcon-
nectionitis possible toaccess the C?E
service and trade any game from any com-
modity desktop or laptop computer.

Delivered as acloud-based ‘Software as
aService’,C2Eis available ondemand. This
highly flexible and efficient approach
means that sportsbooks can offer any com-
bination of sport, event coverage and mar-
ketavailability. Sporting Solutions’ partners
therefore have complete flexibility to offer
the product menuthat their customer base
demands, and balance costs accordingly.

Simon Trim, managing director of Sport-
ing Solutions, said: “Sportsbooks have al-

ways been soimpressed with our models,
and our level of pricing sophistication, that
we have beenasked onmany occasions to
provide access to them.

“C2E makes this possible - sportsbook
operators can now give theirtraders the
best pricing tools available, and whether
they want our fixed odds prices, or trade
their own, we have a cloud-based solution
to caterfor everytrading floor's needs. We
genuinely believe that this will revolutionise
the way global operators generate their
sportsbook prices. Developed by traders
fortraders, C?E takes sports tradinginto
the cloud computing era.”

The firm said that C2E offers a significant
number of technical and operational

4l
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benefits to sportsbook operators, includ-
ing:

¢ Enhanced price quality and range of in-
play markets produced by best of breed
pricing models;

¢ Largerange of markets thatcanbe cus-
tomised forindividual sportsbooks;

¢ Fully customisable functionality pro-
vides complete partner control over event
and market coverage, as well as trading re-
quirements such as margin and trading
rules management;

¢ Ability to generate extrarevenue from
keener pricing and optimal overround ap-
plication;

* Accessedviaastandardinternetcon-
nection. Rapid to deploy and scalable on

|

Bringing cloud computing within reach

SIMON TRIM: ‘CZE TAKES
SPORTS TRADING INTO THE
CLOUD COMPUTING ERA'

demand;

¢ Supports multi-jurisdictional trading. A
single trader, trading from a single model,
can produce differentprices for differentju-
risdictional websites onthe same market;
* Removes expensive computationally
system load as price calculations orcom-
putedinthe cloud;

 Eradicates expensive data centre and
physical hardware costs;

¢ Supportand maintenance costsare re-
moved and headcount canbereduced as
manual administrationis eliminated;

« Provides very cost effective DR cover;
« Performance resilience and highavail-
able up-time via multiple versions of the
system being available simultaneously.

Betting BusinessJan 2012
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Sporting Solutions launches
cloud-based pricing models
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\ews in Brief

Sporting
Solutions enters
the cloud
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»»Sporting’s new cloud

SPORTING SOLUTIONS, the
software and data services division
of Sporting Index, is launching a
new suite of ‘cloud-based’ trading
tools, known as Cloud Calculation
Engines, which are offered along-
side existing Sporting Solutions’
direct in-play price feed service.

Both products are supplied
through a single point of
integration, enabling traders to
set their own prices or receive
automated prices direct from
Sporting Solutions.

Racing Post
January 1& 2012
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IN-PLAY HEADS TO THE CLOUD

@ Sporting Solutions unveils its new Cloud Calculation Engine
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TECHNICAL

The Silver Line

in the Cloud

Ewan Silver, the CTO of Sporting Solutions, the B2B sportsbetting software and data service
division of the Sporting Index Group, explains how his company has fully embraced the power
of the cloud to deliver its entire product offering.

We've been closely following the cloud
computing trend over the past year,
and there appears to be some weight
behind the suggestion that it is game
changer for businesses. Would you agree
with that sentiment?
Cloud computing is undoubtedly one of the ‘hottest
areas in technology at the moment. It has a number
of benefits, but one of the most important s the ability
to access servers on demand. In the past, companies
had to buy large servers and data centres which are
very expensive and labour intensive. Data centres also
tend to have slow and expensive failover solutions
whereas a properly designed cloud platform provides
very cost effective business continuity.

Cloud computing allows servers to be rented by
the hour and this ‘on demand’ service is going to
shape the way companies work in the future. By

way of an example, at Sporting Solutions we invest

heavily in both product and technical development,
and operating on a cloud platform is a huge

asset. It provides incredibly rapid turnaround

both technically and from a product perspective
and means that if something is working well we
can quickly apply it to other areas. Alternatively,

if something isn' as effective or doesn't work as

expected, we can quickly and easily change direction.

What are the challenges in migrating your
di f kto a cloud-based model?

The main challenge is psychological. Historically

‘reliable’ systems were built in the server
infrastructure layer and large sums of money
were spent buying ‘reliable’ and, therefore,
expensive servers that were ‘guaranteed' to never
fail. However, they do fail, eventually. When that
happens you are in a real mess. You find that it

is difficult to boot up new servers without long

purchase lead times because they are expensive.
People find that changing system configurations is
long and painful and so they avoid doing it.
Building a cloud system is different because
starting up a new server infrastructure is so much
faster. It is literally just a few API calls and then
machines will be available to the underlying
platform within a few minutes. This results in
using a much larger number of servers, each
individually smaller in size and capacity, and
moving almost all of the reliability logic out of
the infrastructure layer and into the software
layer. A failure of one of the servers is no longer a
catastrophic event because it only has a small piece
of the overall load and the software platform is
designed to route around failed servers. Ultimately,
adopting cloud technologies requires a change in
the way you design and run your development and

operations teams.
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