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Abstract 

Persson, Christer. 2000. The Olympic Host Selection Process. Doctor's dissertation. 

The f ina l decision as regards which city w i l l host the Summer and Winter Olympics is 
taken by the members of the International Olympic Committee (IOC) in a secret ballot 

procedure. The voting IOC members come f r o m as many as 77 different nations. Due to the 
secrecy of the ballot procedure, i t is not possible to ascertain how the individual nationalities 

have previously evaluated different issues and, using this knowledge, to adapt future 
proposals to obtain the support o f the majority of the voters. This means that the complex 

picture of multicultural-influenced preferences must be recognized in another way before i t is 
possible to design a bid that w i l l coincide wi th the preferences of the majority of the IOC 
members. 

The success of a city's bid depends partly on the bid components chosen and partly on the 

quality of them. W i t h 'bid components' this thesis means the bid messages and the 
messengers who communicate them, the other actors of the process and the channels 
circulating the information. I f the IOC members do not consider certain bid components 

influential to their bid selection the quality of these components w i l l play a secondary role. I f , 

on the other hand, one selects the bid components that the IOC members consider important 
to their choice, the quality of them matters. This thesis deals wi th how to make this choice of 
bid components. 

A great majority of the IOC members make their bid choices in the interest of the IOC and 
not for other purposes. I t should thus be possible to w i n a majority of the IOC members' votes 
by offering them a bid that best meets the IOC's goal. In general terms this is done by offering 

'Attractive Olympic Games', and by bestowing 'Independence', 'Expansion', and 'Prestige' 
on the IOC. 

The studies showed that a majority of the IOC members considered the fol lowing seven 
bid messages to be determinants when positively differentiating a particular bid f rom the 

others: Olympic Village, Transportation, Sports/arenas, Finances, Telecommunications, 
Information Technology and Media Center. 

Fifteen bid components (17%) were evaluated differently by the IOC members due to their 
cultural and demographic differences. No b id messenger had any great impact on the majority 
of the IOC members in their bid choices. 

The areas of application for the model of study in this thesis could be further enlarged by 

applying its general features to bidding processes of a similar nature, e.g. complicated export 
sales and political initiatives in the international arena. 

A manual for processing an Olympic host candidacy is provided. 

Keywords: Bid , decision, f i t , marketing, mega-event, multicultural, Olympic. 
Author's address: inventor@mail.op.se 
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Abstract 
Persson, Christer. 2000. The Olympic Host Selection Process. Doctor's dissertation. 

The f inal decision as regards which city w i l l host the Summer and Winter Olympics is 
taken by the members o f the International Olympic Committee (IOC) in a secret ballot 

procedure. The voting IOC members come f rom as many as 77 different nations. Due to the 

secrecy of the ballot procedure, i t is not possible to ascertain how the individual nationalities 
have previously evaluated different issues and, using this knowledge, to adapt future 

proposals to obtain the support of the majority of the voters. This means that the complex 
picture of multicultural-influenced preferences must be recognized in another way before i t is 

possible to design a bid that w i l l coincide with the preferences of the majority of the IOC 

members. 
The success of a city's bid depends partly on the bid components chosen and partly on the 

quality of them. Wi th 'bid components' this thesis means the bid messages and the 
messengers who communicate them, the other actors of the process and the channels 
circulating the information. I f the IOC members consider certain bid components to be 
irrelevant to their bid selection, the quality of these components w i l l have no value. I f , on the 
other hand, one selects bid components that the IOC members consider important to their 

choice, the quality w i l l have a bearing, and w i l l contribute towards success. This thesis deals 

wi th how to make this choice of bid components. 
The level of compatibility between the views of the bidders and the IOC members with 

regard to the composition of the bids ranged between 11 and 34%. The most successful 
bidding cities offered bids that best coincided wi th the IOC members' views. This indicates 
that the better f i t between the bidder's and the IOC members' perception of the bid 

components, the greater the chance the bid has of winning. 
A great majority of the IOC members make their bid choices in the interest of the IOC and 

not for other purposes. I t should thus be possible to win a majority of the IOC members' votes 

by offering them a bid that best meets the IOC's goal. In general terms this is done by offering 
'Attractive Olympic Games', and by bestowing 'Independence', 'Expansion', and 'Prestige' 

on the IOC. 
The studies showed that a majority of the IOC members considered the fol lowing seven 

bid messages to be determinants when positively differentiating a particular bid f rom the 
others: Olympic Village, Transportation, Sports/arenas, Finances, Telecommunications, 

Information Technology and Media Center. 
Fifteen bid components (17%) were evaluated differently by the IOC members due to their 

cultural and demographic differences. No bid messenger had any great impact on the majority 

of the IOC members in their bid choices. 
The areas o f application for the model of study in this thesis could be further enlarged by 

applying its general features to bidding processes of a similar nature, e.g. complicated export 

sales and political initiatives in the international arena. 

A manual for processing an Olympic host candidacy is provided. 
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The Olympic Host Selection Process 

Introduction 

On the evening o f Tuesday, 24 t h November 1998, the President o f the International 

Olympic Committee (IOC), H.E. Juan Antonio Samaranch, had every reason to be satisfied. 

Earlier in the day, he had attended the opening ceremony o f the 8 t h European Sports Forum in 
Salzburg, Austria. On the fol lowing Wednesday, he would be admitted to the San Fernando 

Royal Academy of Fine Arts in Madrid, where he would receive a medal from H R H King 
Juan Carlos I acknowledging him as an academician o f San Fernando (IOC, 1998a, b). 

On this fine evening, the IOC President could concede, wi th satisfaction, that he was the 
leader o f the most international organization in the world, wi th national Olympic committees 

from more countries than any other organization including the United Nations. However, it 
had not always been that way. Under his 20 years o f leadership, the IOC had been 

transformed from a poor organization, which had to beg cities to host the costly Olympic 
Games, to a wealthy, prestigious host selector that could pick and choose among the many 
eager bidding cities. Heads o f states, intellectual leaders, top athletes and professional 

marketers now stood in awe o f the IOC members to solicit support for their candidate cities 
and their bids. The prestige o f the IOC and its president was now at such a level that, 

wherever the IOC President went, he was given almost the same reception as a head o f state. 

The IOC also displayed a splendid ambition: "The goal o f the Olympic Movement is to 
contribute to building a peaceful and better world by educating youth through sport practized 
without discrimination o f any kind and in the Olympic spirit, which requires mutual 

understanding wi th a spirit o f friendship, solidarity and fair play." (IOC, 1995). This glorious 

picture o f the IOC had now only seven hours left to glow. 
On the other side o f the Atlantic sat Chris Vanocur, a journalist from the T V channel 

K T V X Channel 4 in Salt Lake City, w i th a letter in his hand that would threaten the IOC and 
its reputation. I t was an unsigned draft, which was said to be written by the Senior Vice 

President David R. Johnson of the Salt Lake Olympic Organizing Committee (SLOC). 
Johnson had previously been the Vice President o f Salt Lake City's bid committee for the 

2002 Olympic Winter Games. The letter was dated 17 September 1996, i.e. more than a year 
after Salt Lake City had been chosen to host the said Games. I n the letter, Sonia Essomba, the 
daughter o f the IOC member in Cameroon was informed that, due to budget restructuring, it 

would be "dif f icul t to continue the scholarship program wi th you. The enclosed check for 

$10,114.99 w i l l have to be our last payment for tuition". 
Vanocur had obtained the letter a few days earlier. He had been in contact wi th the SLOC 

but had not received any confirmation o f the letter. Would he need another day to check its 

authenticity? I t was now Tuesday afternoon in Salt Lake City, and Thanksgiving holiday 
began on Thursday. Most people would then be o f f work over the whole weekend, and any 

reaction to a statement during Wednesday would not come until the fol lowing Monday. This 
would mean a risk o f the news having time to cool off . Vanocur decided to publish the letter 

on the evening's 10 o'clock news (personal communication, Nov. 20, 2000). 
The news was received wi th dismay within the SLOC, but an attempt was made outwardly 

to belittle its importance. Officials o f the SLOC started to question the legitimacy o f the letter. 
The b id committee chairman of Salt Lake City, Frank Joklik, then called it "humanitarian 

aid", and the IOC Executive Board member Marc Hodler considered i t to be "bribes" 
(Gorrell, 1998a). The whole matter exploded when Hodler publicly stated that there was 

massive corruption within the IOC wi th regard to the allocation o f the Olympic Games 

(Gorrell, 1998b). 
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Four commissions o f inquiry were appointed to investigate whether Salt Lake City had 
improperly influenced the IOC members to vote for them, and to identify which o f the IOC 

members had accepted unauthorized privileges. The IOC carried out an investigation. The 

United States Department o f Justice, wi th the help o f the Federal Bureau o f Investigation, 
F B I , also undertook an investigation. The Ethics Review Board o f SLOC made a third 

investigation, and the United States National Olympic Committee carried out a fourth 
investigation under the leadership o f the U.S. Senator George Mitchel l . 

The first findings o f the IOC's investigation showed that twenty IOC members had 
received over US$ 440,000 in the form of unauthorized gifts and other privileges (IOC, 

1999). Four IOC members resigned, six members were expelled, and nine received warnings. 
The twentieth member was the President, who got o f f without a reprimand. Instead, he would 

be humiliated at a hearing in Washington on the 15 December 1999 in front o f the House 
Commerce Subcommittee on Oversight and Investigation. The American congressmen, 

sportsmen and reform experts questioned whether the IOC could be entrusted wi th 
implementing new reforms when i t had previously not cared about following wi th its own 
rules and regulations. 

The panel's chairman, Fred Upton, said, "The record is riddled wi th evidence o f over a 

decade's worth o f blatant abuse, which was ignored by those who consistently, arrogantly, 
unbelievably turned a blind eye to the ugly truth. . . This information has been on your 

doorstep for a long time. But until now, nothing was done. That stretches our confidence in 
you." 

Samaranch answered, "Yes, there were rumors - but never proof. So wi th limited 
knowledge, we took limited action". But Upton questioned whether Samaranch had not had 

first-hand knowledge o f exorbitant gif t-giving for years as his own wi fe had accepted a trip to 
Atlanta that cost $12,000, including funding for a shopping trip and a private fashion show. 
Joe Barton, a Republican from Texas, said he also had a wife , "but when she goes shopping I 

pay for i t . " Barton suggested that Samaranch should resign (Davidson, 1999). 

Salt Lake City's bid was considered by many, and among others the IOC Executive Board 
member Marc Hodler, to be the best offer for a Winter Games in Olympic history, which is 

why i t most probably would have won on technical merit alone (Gorrell, 1998c). This thesis 

w i l l show how an honest bid for the Olympic Games should be formulated and communicated 
in order to meet the preferences o f the majority o f the b id selecting IOC members. This does 
not imply that a bid o f this kind w i l l automatically be awarded the honor to host the 

Olympics. Activities occur behind the scenes and may influence certain IOC members to 
choose other bids. 

Formulation of the Problem 

The Olympic host selection process resembles, in several ways, a common purchase/sale 
business-to-business (B2B) transaction o f products. The sellers are the bid organizations o f 

the host candidate cities. The purchaser is the organization o f the IOC. The product is the 

hosting o f an Olympic Games, which includes sporting and cultural events during a period o f 
16 to 17 days under world-wide TV-coverage. The evaluators o f the bids are the Evaluation 

Commission o f the IOC. The bid selectors are the individual active members o f the IOC. 
Their final decision is made in secret without any possibility o f the public knowing how the 

individual bid selector has voted. However, there is one vital difference. People o f only one or 
just a few different nationalities make the bid selection i n a common B2B export sale. The 

IOC members who participate in the host election for the Olympics come from around 77 
countries. Figure 1 shows how the Olympic host election differs from some other decision-
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makings w i th respect to the number o f nationalities participating and to whether or not the 

individual decision-making is open to the public. 

Number of nationalities 
of the decision-makers 

i 

200~ 
United Nations (188) 

Rotary International (160) 

100-

International Olympic Committee (77) 

European Union (15) 
Parliaments (varying -) 

I A A F (26), FIFA (24) 
International Ski Federation (17) 
B2B (a small number) 

The decisions of the individual 
voters are open to the public 

The decisions of the individual 
voters are confidential to the public 

Figure 1: Decision-makings according to the number o f 

different nationalities and the secrecy of voting. 

The organizations on the lef t o f Figure 1 make their decisions by open ballot. When 

submitting a bid to these organizations, i t is possible to ascertain how the individual 

nationalities have previously evaluated different issues and, using this knowledge, to adapt 
future proposals to obtain the support o f the majority o f the voters. These include the General 
Assembly o f the United Nations comprising 188 nationalities, the Rotary International 
Convention wi th representatives from 160 nations, and the European Union's Parliament, 

Commission and Council wi th delegates from 15 countries. The number o f different 

nationalities among the members o f parliaments varies from country to country. 
The first four organizations on the right o f Figure 1 make their decisions by secret ballot. 

This means that the bid preferences o f the individual voters are not exposed. A t the top is the 
IOC. The voting IOC members for the 2002 Olympic Winter Games represented 77 different 

nations. The Council o f the International Amateur Athletic Federation ( I A A F ) comprises 26 
nationalities. This council selects the host for the World Championships in athletics (track and 
f ie ld sports). The members o f the Executive Committee o f the International Football 
Federation (FIFA) represent 24 nationalities and select the host for the Wor ld Cup Finals in 

3 



football (soccer). The International Ski Federation Council, consisting o f 17 nationalities, 
selects the host for the World Championships in skiing. Corporate decisions i n Business-to-
Business transactions are taken in different ways but the common denominator is that the 

decisions o f the individual decision-makers are confidential to the public. Representatives 
from one or only a few different nationalities make these B2B decisions. 

I t has not been possible to find any other decision process than the Olympic host election 
where the final decision is made in secret by so many different nationalities. The complex 

picture o f all these multicultural-influenced preferences must be recognized before i t is 
possible to design a bid that w i l l coincide with the preferences o f the majority o f the IOC 
members. This study is aimed at compiling this information. 

Bidding constitutes a communication process. A general communication model consists o f 
a message, a communicator, a channel and a receiver (Nowak, Carlman & Wärneryd, 1966). 

Wi th in the Olympic Host selection process this communication model comprises the IOC 
members and four types o f bid components: messages, two types o f communicators 
(messengers and other actors) and channels (Part 3). 

The bid messages describe how the total organization o f the Olympic Winter Games is 

planned. The messengers communicate these messages to the recipient IOC members and the 
'other actors' in the process. Different channels circulate the messages within the bid process. 
In the fol lowing 'b id components' is used as an all-embracing term for the messages, 
messengers, other actors and channels. 

In analyzing the bid components, T. H i l l ' s (1993) model has been adopted. H i l l states that 

when a customer evaluates a bid, he/she first checks whether the offer includes certain basic 
requirements, which he calls 'qualifiers'. The customer w i l l make the final choice only among 
the bids that include these qualifiers. According to H i l l , there may also be 'order-losing 

qualifiers'. I f these requirements are not included in the bid, the customer w i l l immediately 

reject the offer. In order to w i n a bid contest, the b id package must also include an offer that 

positively differentiates that particular bid from others, and provides the decision-maker wi th 
rational support for his/her choice. H i l l refers to offers fu l f i l l i ng these criteria as 'order-

winners'. Hill 's terminology applies to the marketing activities o f manufacturing companies. 
Order-winners for manufacturing companies may be product qualities such as brand name, 

packaging, design, price, quality, speed of delivery, and after-sales service. The product 
offered in this study is characterized by much more complex qualities. This means that H i l l ' s 

model w i l l be applied to a wider domain than was originally intended, which motivates the 
renaming o f Hill 's terms 'order-losing qualifier' and 'order winner' to 'bid-loser' and 'bid-
winner' for the purposes of this study. 

Objective of the thesis 

When competing to host the Olympic Games, a candidate city w i l l submit a written offer to 

the International Olympic Committee (IOC), where it w i l l describe how the city plans to 

organize the event. This offer w i l l then be communicated to the individual members o f the 
IOC in an attempt to convince them to vote for this particular bid. The success o f a bid 
depends partly on the b id components used, and partly on their quality. 

I t should be obvious that i f the IOC members are not interested in what is on offer, the 
quality o f these bid components w i l l play a secondary role. I t is rather like taking part in a 

race, and running in the wrong direction. One can never w i n however fast one runs. I f , on the 

other hand, one offers the bid components that the majority o f the IOC members consider 
important to their choice, there should be a greater chance o f winning. 
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The merits of most bid components are contingent on the candidate city, i.e. the different 

cities have different prerequisites to offer a high level of quality. However, i f the candidates 
were informed which bid components to concentrate their development funds on, i t would be 

possible to improve the quality of at least some of them. Thus, choosing the right bid 
components is a decisive factor in winning the Olympic host selection contest. This thesis 

deals with how to make this choice. 
The average bidding costs for a finalist in the biding for a Summer Olympics exceed 

US$15 mil l ion and a Winter Olympics US$5 mil l ion . I f this thesis can provide a city with 

sound information about the optimal time to bid and how this bid should be properly designed 

and communicated, a lot of money and a great deal o f voluntary work would probably be 

saved. In order to achieve this goal the objectives of the thesis are 
• to make a list of the bid components used during the process, 
• to grade the impact of these bid components on the bid selections of IOC members, 

• to identify the b id components that were graded differently by segments of the IOC 

and 
• to design a model of a bid that complies wi th the perceptions of the IOC members. 

Methods 

The IOC members' preferences of the bid components could, according to Hofstede (1984, 
pp.17-18), be deduced by observing the behaviors of the IOC members. These behaviors can 

either be expressed in words or in deeds, and they can either be 'provoked', i.e. stimulated by 
the researcher, or 'natural', i.e. take place regardless of the activity of the researcher. 

Hofstede's picturing of the four available strategies is presented in Table 5. 

Table 5: Four strategies to be chosen at a triangulation study (Hofstede) 

words 

Cell 1 
interviews 
questionnaires 
projective tests 

Cell 2 
content analysis 
of speeches 

discussions 

documents 

Cell 3 
laboratory 

deeds experiments 
f ie ld experiments 

Cell 4 

direct observation 
use of available 

descriptive statistics 

provoked natural 

The strategies in Cell 1 record verbal behavior in order to predict other verbal but also non
verbal behavior. They are the most frequently used since they are easiest to carry out. The 

validity of the prediction outcomes f rom these strategies is assumed without further proof, as 
'face validity ' . In order to make a ' r igid test' the outcome of a research according to Cell 1 
must be compared to predicted data. This is not possible to do in this case since no previous 

research has produced such data. According to Hofstede, this situation is often the case. 

The next best solution is to use more than one approach by measuring the same thing f r o m 
different informants, so called 'triangulation'. Hofstede then suggested the use of the studies 
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of Cell 1 in combination wi th at least one of those of Cell 2, 3 or 4. This thesis makes use of 

two informants in Cell 1, two in Cell 2 and one in Cell 4 as presented in Figure 3. 

Cell 1 
Survey 1 
questionnaire to bid leaders 

Cell 1 
Survey 2 
questionnaire to IOC members 

Cell 4 
Participant-observation 
of the selection process 

The bid components' 
influence on the 
IOC members' 
bid choices 

Cell 2 
Archive 1 study 
of previous host elections 

Cell 2 
Archive 2 study 
of the final presentations 

Figure 3: Approaches f r o m different angles by collecting data f r o m multiple sources 

Mult iple sources of evidence provide multiple measures of the same phenomenon. This 
method of improving the conclusions of a study is in line wi th Y i n , Bateman & Moore (1983), 

who showed that case studies using multiple sources of evidence, two or more, were rated 

wi th an overall higher quality than those relying on single sources of information. The most 
important advantage of using multiple sources of evidence is their development of converging 

lines of inquiry (Yin , 1994, p.92). 
The impact on the receiver of a message depends on more than its verbal formulation. The 

characteristics of the messenger also contribute towards i t . Mehrabian's (1981) studies of the 

receiver's perception of the differential importance of verbal vs. non-verbal cues showed that 
the total impact of the communications of feelings and attitudes (i.e. like-dislike) consisted of 

only 7% verbal feeling and 93% non-verbal feeling f r o m the messenger's behavior. Other 
authors have confirmed the impact value of verbal communication to be less significant than 

non-verbal in other types of communication situations. This thesis w i l l explore the 

significance of the impact on the IOC members f r o m the messengers, other actors and 

channels. 
Kotler (1976, p.77) stated that "culture is the most fundamental determinant of a person's 

wants". I t determines how people f rom different cultures evaluate different factors. Hofstede 
(1984) held that this mental programming is expressed in different values that prevail among 
people f rom different countries. The IOC is a multinational and, hence, a multicultural 
organization. This means that they may not evaluate all the b id components according to the 

same standards. 
However, culture is an ocean of influences. Through empirical observation, Hofstede 

found and put forward four main dimensions along which dominant systems in 40 countries 
could be ranked, and which affected human thinking in predictable ways. Hofstede's four 

dimensions are Power Distance, Uncertainty Avoidance, Individualism and Masculinity. 
High index scores of the Power Distance Index pertain to cultures where less powerful 

members of institutions and organizations within a country expect and accept that power is 

distributed unequally. 
The Uncertain Avoidance Index shows the extent to which the members of a culture feel 

threatened by uncertain or unknown situations. 
High index scores o f the Individualism Index pertain to societies in which the ties between 

individuals are loose and everyone is expected to look after himself and his immediate family. 
Low index pertains to societies in which people f rom birth are integrated into strong, cohesive 
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groups, which throughout a person's lifetime continue to protect them in exchange for 
unquestioning loyalty. 

High index of the Masculinity Index pertains to societies in which social gender roles are 

clearly distinct, i.e. men are supposed to be assertive, tough, and focused on material success, 

whereas women are supposed to be more modest, tender, and concerned with the quality of 
l i fe . Low index pertains to societies in which social gender roles overlap. 

Segments of IOC members may be formed by using Hofstede's indices, other national 
groups and different demographic characteristics. By testing the IOC members' preferences 
on the bid components, those graded differently by these segments w i l l be identified. 

Research Design 

Five studies were made in order to examine how a bid to host the Olympic Winter Games 

should be formulated and communicated to best comply wi th the perception of the majority of 
IOC members. The case chosen for the study was the host selection process for the 2002 

Olympic Winter Games on the grounds that the author had unique access to the entire process, 
being the leader for the Swedish Candidate City, Östersund. In this capacity, he was able to 
participate for 18 months in the bid process up to the f inal election. This position gave him 
access to the actors involved. The f ive studies were: 

Participant-observation studies were made by taking part as a bid worker in the bid 

processes for the 1994 and 1998 Olympic Winter Games and as bid committee president for 
the Swedish candidate city for the 2002 Winter Games. These positions gave the author 

access to the actors and most meetings of the selection processes. This made i t possible to 
record the mechanisms of the process, and the used bid components of messages, messengers, 

other actors and channels throughout two years' ful l - t ime observation of three processes 
(Parts 2 and 3). 

Archive 1. In order to identify possible trends in the way the host elections were executed, 

an archive study was made of the elections of all the Olympic cities f rom the beginning of the 
modern Olympic Games in 1896 to 2000, and of all the Olympic Winter Games f rom 1944 to 

2002. (Before 1944, there were no host contests for the Olympic Winter Games.) 
Furthermore, i t examined reports f r om broadcasting organizations (Part 3). 

Archive 2. The bid committees' compiled views about which bid messages they believed 

influenced the IOC members' b id choices, were examined by studying the video recordings of 
their f inal presentations to the IOC members. These presentations were made a couple of 
hours before the election (Part 4). 

Survey 1 was carried out in order to obtain the bidders' views of all the bid components. I t 

was executed as a mailed questionnaire to one leading person of each o f the four finalist bid 

committees. The survey was made three years after the host election for the 2002 Olympic 
Winter Games (Part 4). 

Survey 2. In order to obtain the IOC members' views on the bid components, 

questionnaires according to Appendix A were mailed to the available 84 of the 89 IOC 

members who had delivered approved votes in the host election examined. The survey was 
made three years after the election (Part 5). 

In order to test the validity of the answers f rom the bid leaders and the IOC members a 
comparison of the results of all the f ive previous studies was made (Part 6). 

A summary of these studies is presented in Table 4. 
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Table 4: Summary of the objectives, selected research strategies, and results of the studies 

Part 2: A Background to the 2002 Olympic Host Selection Process 

Objective: Introduction and pilot studies. 

Study strategy: Archive and participant-observation studies. 

Results: A first view of the selection process was obtained. 
Some bid components were identified. 

Publishing: Published in The Tourist Review, November 2000, issue 3/2000. 

Part 3: The Process of Host Selection for the 2002 Olympic Winter Games 

Objective 1: To establish an overview of the host selection process for the 2002 
Olympic Winter Games. To identify the bid components of the 
process. To evaluate some components' influence on the IOC 
members' bid choices. 

Study strategy: Participant observation for 18 months 

Objective 2: To identify and evaluate some bid components' 
influence on the IOC members' bid choices . 

Study strategy: Archive 1 study of all bid elections for the 1896-2000 
Olympic Games and the 1944-2002 Olympic Winter Games. 

Results: The structure of the bid process was established. 90 bid components 
were identified of which 50 were messages, 15 messengers, 17 other 
actors (of which one also was a messenger) and 9 channels. 
The values of the influence on the IOC members' bid 
choices were indicated for some of these components. 

Part 4: How Salt Lake City and its rival bidders campaigned for the 
2002 Olympic Winter Games 

Objective 1: To identify the bid committees' evaluations of the bid messages' 
influence on the IOC members' bid choices. 

Study strategy: Archive 2 study of videos from the finalist bid committees' final 
presentations. 

Results: The bid committees' views of the importance of the different messages' 
influence on the IOC members' bid choices were identified. 

Objective 2: To identify the views of four bid committee representatives about all 
identified bid components' influence on the IOC members' bid choices. 

Study strategy: Survey 1 in the form of a mailed questionnaire to one representative 
each of the four finalist bid committees. 

Results: The bid leaders' views of the importance of all bid components' 
influence on the IOC members' choice were recorded. 

Publishing: Published in Event Management, Vol 6(2), 2000. 
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Part 5: The International Olympic Committee and Site Decisions: 
The Case of the 2002 Winter Olympics 

Objective: To find the IOC members' evaluations of all bid components' 
influence on their bid choices for the 2002 Olympic Winter 
Games. 

Study strategy: Survey 2 in the form of a mailed questionnaire to 84 IOC 
members who voted for the host for the 2002 Olympic Winter 
Games 

Results: The study identified the IOC members views of how the 90 
bid components influenced their bid choices. 

Publishing: Published in Event Management, Vol 6(3), 2000 

Part 6: The Olympic Games Site Decision 

Objective: To examine i f a better f i t between the bidder's and the IOC 
members' perceptions of the bid components implies a greater 
chance for the bid to win. 

Study strategy: Comparison of the bidders' and the IOC members' views of the bid 
components displayed by the studies presented in parts 4 and 5. 

Results: A l l bidders showed poor fits (11-34%) with the IOC members' 
perceptions. However, the study states: "The better f i t between the 
bidder's and the IOC members' perceptions of the bid offers, the 
greater the chance the bid has of winning '. 

Publishing: Accepted for publication in Tourism Management 

The two preparatory pilot studies, and the studies in Parts 3-6 extended over a period o f 12 

years, and were made during 7 years full-time work. They started in 1987, and ended wi th the 

analyses and documentation during 1999-2000. Figure 2 shows at which points o f time the 

five smdies in Parts 3-5 were executed, and the time periods over which they extended. 

Execution of the studies 

Periods studied 

1  
9109 

year month 

Participant 
observation 

-+-
Archive 2 Archive 1 

-I (-

9401 

1 I I 
9501 9506 9601 

Survey 1 
Survey 2 

1 I I 
9712 9802 9902 

iS'JS 

Figure 2: Timetable o f the five smdies o f the thesis 
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Literature review 

I t is wel l known that the IOC members are the decision-makers o f the Olympic bid 

selection, but it is not clear when or how they make this decision. Are their f inal bid choices 
made as individual decisions or as group consensus before the election? Which decision

making style is used, autocratic, persuasive/paternalistic, consultative or democratic? 
(Tannenbaum & Schmidt, 1958). Furthermore, the selection o f an Olympic city may not only 

involve a manifold decision-making processes at both individual and group level, but may 
also be influenced by a myriad o f external factors. The complexity o f studying this decision

making process may be helped by the general views o f authors about individual and group 
decision-makings and their processes. 

Individual Decision-making 

The individual decision-making has been defined by Ofstad (1961, p.15), Churchman 

(1968, p.17), Fishburn (1964, p.2), Axelrod (1976, p.41), Mintzberg, Raisinghani and Théorét 
(1976), Kahneman and Tversky (1979, 1984), Harrison (1987, p.25), Montgomery (1989), 
Huber (1989), and Konsynski and Stohr (1992, p.30). These authors suggested that some or 

all o f the fol lowing five parameters have to be present when making a decision: 
1. A motivation to choose, 2. A relation to reference points (or anchors), 3. Evaluation 

(judgment, deliberation), 4. A t least two alternatives (strategies), 5. A commitment to action. 

Fishburn's definition o f the individual decision can in many ways be seen as the most 

comprehensive definition o f i t : 
(Decision-making is) finding a strategy for action the 

expected relative value of which is at least as great as the 

expected relative value of any other strategy. 

Individual Decision-making Process 

There is a plethora o f models suggested for the Individual Decision-making Process by e.g. 

Eilon (1969), Mintzberg, Raisinghani and Théorét (1976), Gallhofer and Saris (1989), Huber 
(1989), and Konsynski and Stohr (1992). Kovacs (1990, pp.24-25) summarized a number o f 

models o f the decision-making process made by Heirs and Pehrson, M c K a l l and Wheeler, and 
Janis and Archer. Furthermore, Gore, Murray and Richardson (1992, p.10) presented several 

different models o f the decision-making process made by Bridge, Gill igan and Neale, Gordon 
and Pressman, Harrison, H i l l , Janis, Neale and Murray, Schrenk, Simon, and Witte. However, 

nearly all o f the stages proposed in the respective models o f the theorists are essentially 
incorporated in the general parameters o f the fol lowing eight primary phases: 

1. Problem recognition, 2. Information input, 3. Development o f alternatives, 4. Choice 

Criteria, 5. Evaluation o f alternatives, 6. Choice, 7. Implementation, 8. Feedback. 
The host selection is not a new problem wi th in the IOC. The IOC knows fu l ly we l l that 

every four years (and, since the selection o f the 1994 host, every two years) i t must choose an 

organizer for either the Summer Olympics or the Winter Olympics. This has been going on 

since 1894 for the Summer Olympics and since 1926 for the Winter Olympics. This means 
that the phase 'Problem recognition' has already been acknowledged, and the 'Motivat ion to 
choose one alternative' is forever present. 

The phase 'Development o f alternatives' is not, at present, a problem for the IOC, as cities 
apply voluntarily and are many in number. Furthermore, the IOC only considers those cities 

that have applied voluntarily. 
The requirements o f the Games are under constant change. T V networks have, for instance, 

changed the view o f how to run a sports competition, and which sports should be included in 
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the Olympic program to attract a large T V audience. The rapid increase in the number o f 
participating athletes has also changed the requirements o f the Games. The phases 'Choice 

criteria' and 'Evaluation o f alternatives' thus need to be evaluated in this study. 
The final election is made by individual decisions and should constitute the 'Choice' 

phase. The 'Implementation' phase takes place during the seven years that fol low the host 
election until the realization o f the Olympic Games. Thereafter, the 'Feedback' phase w i l l be 
carried out. 

The selected model for this study w i l l , thus, include the fol lowing components o f the 
proposed Individual Decision-Making Process: 

1. Information input, 2. Choice criteria, 3. Evaluation o f alternatives, 4. Choice, 
5. Implementation, 6. Feed back. 

Let us now examine what makes group decision-making processes relevant at the Olympic 
host selection. 

Group Decision 

There is a wor ld o f difference between making an individual decision and making a group 
decision. The social interaction between members o f a group makes group decision-making 

much more complex than individual decision-making. The unique chemistry o f social 
interaction can distil l the best that each member has to offer. A different chemistry can stop 

the reaction. Group decision-making means loss o f time and effort on problems that would be 
better handled by individuals. This leads small group behavior to dr i f t from the group to the 

individual as the levels o f analysis. These are some o f the views on group decisions made by 
Davis and Hinsz (1982), Brandstätter (1982), Sheppard and Davis (1982, pp.97-98), and 
Hirokawa and Poole (1996, p.3). 

Hare (1976, pp.4-5) contends that for a collection o f individuals to be considered a group, 
there must be some interaction. Hare (1982, p.32) also defines a small group as one where 

face-to-face interaction is possible between the members o f the group. Such a group can be 
made up o f any number from two to twenty members. 

In dealing wi th group strategy, Yetton and Bortger (1982) exemplified the viabili ty o f a 
best-member strategy. This strategy was based on the idea that the group w i l l adopt the 

solution proposed by the most knowledgeable group member as regards that particular 
problem. 

Gist, Locke and Taylor (1987) underline that ability appears to be a critical consideration 

in effective group decision-making and is often determined by such factors as technical 
knowledge, corporate memory, or knowledge about specific jobs. 

'Polarization' is when a person finds that his position on an important issue differs from 
that o f the other members o f a group, and anticipates that this position w i l l incur then-

disapproval. In order to avoid this unpleasant situation the person abandons his position and 
shifts towards the consensus (Burnstein, 1982). 

'Groupthink' is a mode o f thought in which the desire for unanimity overrides the realistic 

appraisal o f other courses o f action. This collective push for consensus within the group 
results in a number o f extreme solutions being produced. In 1972, Janis developed the concept 

o f Groupthink from his analysis o f case smdies dealing wi th "historical fiascoes", e.g. the Bay 

o f Pigs invasion. As Janis notes, such fiascoes are often the product o f group decisions (Janis 
and Mann, 1977, p. 132). 

Sheth (1973) suggests that a generic model best explains the dynamics o f the joint 
decision. The adoption o f a generic model shows that the differences among the buyer's 
expectations from the sellers' views are caused by five factors: 

• the background o f the individuals concerned 
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• the sources o f information used by the individuals concerned 

• active searching 
• perceptual distortion 

• satisfaction wi th past purchases. 
Also Kel ly (1991, p.38) claims that a person's processes are psychologically channeled by 

the ways in which he anticipates events. This means that the decision-maker's background 
and view o f l ife primarily determine his/her decision-making. 

By comparing the statements in the said literature on group decisions with the case in this 
thesis, the fol lowing conclusions can be drawn: 

I t would be d i f f icul t to claim that an IOC session, often wi th over a 100 participants, is the 
gathering o f a small group according to Hare's criterion. However, these sessions always take 

place at a single hotel over a period o f days and, consequently, offer good opportunities for 
face-to-face interactions between the IOC members. Instead, Hare's definition would be 

more suitable as a criterion when applied to the IOC Executive Board, the various 

commissions and small factions within the ranks o f the IOC. The various continental groups, 
which are sometimes formed wi th in the IOC (amongst European, Central and South African, 
South American etc. members), are perfect examples o f Hare's small group. 

In order to achieve the objectives o f this thesis, Sheth's model points to the need to learn 
the background o f each nationality among the IOC members who may vote and, on the basis 

o f that knowledge, infer how they would react to different parts o f the bids. Considering the 
great number o f nationalities, this indirect means o f obtaining the views o f the IOC members 

is probably too time consuming. I t also raises several questions about the validity and 
reliability o f the method, since the relation between a person's cultural background and 

his/her preferences wi th regard to an Olympic bid is not fu l ly apparent. That is why the author 
have chosen a more coherent method o f first identifying the b id components used at a 

particular Olympic host selection process and then examining the preferences o f the IOC 
members w i th regard to them. This more direct research method also incorporate Sheth's 

remaining four factors wi th regard to the buyers' expectations: the sources o f information 

used, active searching, perceptual distortion, and satisfaction wi th past purchases. 

Contexts of decision-making 

Some contexts that influence the individual's deliberations are the character o f the 

information delivered, conscious and subconscious decision-making (Simon, 1976, p . l ) , and 
the use o f decision rules (Gallhofer & Saris, 1989). Another influential factor on decision

making is whether the decision-maker w i l l decide according to what he/she considers the best 
choice for him/her personally or for the organization he/she represents. This latter component 
is sometimes referred to as the rationality o f a choice, however rationality can be defined in 

many different ways as shown by authors like Weber (1964, p.16), Churchman (1968, p.102), 
von Neumann and Morgenstern (1953, pp.8-9), Ei lon (1969), Montgomery (1989), and 

Bonoma and Zaltman (1978). 
A simation could wel l arise where the individual decision-maker feels that he/she is acting 

rationally by deviating f rom the normative decision process o f the organization he/she 

belongs to. Conversely, the organization in question interprets such behavior as irrational. 

Thus, one could wel l argue that questions o f rationality may be questions o f perspectives. 
Instead o f talking about rational and irrational decision-making, i t would then be more 

meaningful to ask: whose objectives are the decisions aimed to reach? Is it the objective o f the 
decision-maker personally or o f the organization he/she is to decide for? This choice o f 

objective may very much depend on the decision-maker's freedom to choose. 
Freedom of choice in this context can, according to Eilon (1969), be defined as the 

moment when "an individual has two or more alternative courses o f action available to him, 
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and when there is no external compulsion to choose a particular alternative". Bonoma (1982) 

and Ofstad (1961, pp.305-306) feel that freedom o f choice is susceptible to external coercion. 
The latter equates power wi th freedom and argues that the ability to resist external pressure 
allows for freedom o f choice. Bearing this in mind, the fol lowing amended version o f Eilon's 
definition o f freedom o f choice w i l l be adopted in this smdy: 

Freedom of choice exists when an individual has two or more courses 

of action available to him/her, and he/she has the power to resist external 

compulsions to choose a particular alternative. 

In compliance wi th Eilon's (1969) definitions o f freedom o f choice, there was total 
freedom wi th regard to the f inal election o f host cities by most IOC members. The fact that 
the final election was carried out as an individual decision-making process by secret ballot 

only served to validate Elion's understanding o f freedom o f choice. W i t h no IOC member 

susceptible to undue pressure or punishment when casting his/her f inal vote, the only f law in 
the IOC system was that i f a city failed to receive a single vote, everybody would know that 

an IOC member had not voted for his/her own country's candidate. By studying how 
restrictions in freedom o f choice affect decision-makers, it may be possible to track whom 
w i l l influence whom in the Olympic host selection process. 

Hallén & Johansson (1985) state that cultural aff ini ty is a stable variable. When applied to 
the business world, they concluded that the higher the level o f cultural aff ini ty existing 

between two business parties, the more the supplier w i l l tend to adapt his/her offer to the 
customer. The Olympic host selection process shows a very complex picture o f multicultural 

influenced preferences, secretly exposed. I f the bid committees manage their marketing work 
without knowing the bid preferences o f all nationalities involved, there is a great risk that the 

views o f the bid committees and the views o f the host selecting IOC members w i l l show little 
compatibility wi th regard to the bid offers. 

Social choice theory deals wi th how to make decisions in group in good order. I t makes 
use o f advanced mathematics, and deals wi th fundamental democracy problems. A social 

choice often leads to a f inal decision that is not a jo int decision but merely an individual 
decision. I n order to choose one alternative, a voting procedure usually has to take place. 

Choosing one o f two alternatives is simple as it is left to a majority decision. However, Berg 
(1993, pp.7-8, 150) concluded that the absence o f a best rule o f decision wi th three or more 

alternatives leaves the f ie ld open to manipulation and strategic voting. Given a certain profile 
o f preferences o f the voters, it is possible to prove that any voting method can be manipulated. 
Berg stated that the selection o f the host city for the Olympic Games is made by secret ballot 

voting using Thomas Hare's single transferable vote method o f a step by step elimination o f 
alternatives. 

Also Ar row (1963, pp.1-3, 6) asked i f i t was, after all , possible to transform individual 
desires to a collective taste. He held that it was not that easy just to vote about the whole 
issue, because the selected voting procedure can result i n a majority decision that is contrary 

to the desire o f the majority. Arrow's conclusion is that there is no method o f voting which 
w i l l remove the paradox o f voting. Some suggested methods may lead to surprising and 
sometimes absurd results. 

Mega-events 

Most academic research on the so called 'mega-events' deals w i th their impact on the 

tourism and economy o f the host countries. Brunet (1993) and de Moragas & Botella (1995), 
for example, have explored the economic consequences o f the 1992 Olympic Games in 
Barcelona. Spilling (1994 and 1997) has studied the long-term post-event implications o f the 
1994 Olympic Winter Games in Lillehammer. Getz (1999) has explored strategies for tourism 
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destinations while Larsson-Mossberg (1999) has suggested techniques to evaluate changes in 
destination image perceptions resulting from mega-events. Andersson (1999) has proposed a 

model for the economic trickle down effects o f mega-events. 

Bidding and election of hosts 

Only four academic smdies were found in the field o f bidding and the election o f the hosts 

for mega-events. 
Widlund and Lyberg (1991) summarized the election results and protocol notes from the 

elections for the Olympic Games from 1896 to 1998. They observed that the presidents o f the 
International Olympic Committee (IOC) had a decisive influence on several host selections. 

Pressure from the founder and president o f the IOC, Baron Pierre de Coubertin, determined 
the outcome o f the Games in 1908 and 1920 when competing candidates withdrew their 
candidacies at the request o f de Coubertin. In 1924, there was, in fact, no normal voting 

procedure; de Coubertin, "wanted" the Games to be organized in Paris for the 30th 
anniversary o f the foundation o f the IOC in Paris. Furthermore, he promised Paris' major 
competitor, Amsterdam, the Olympics in 1928, i f Paris could have the Games i n 1924. The 
president got what he wanted. A t the election for the 1928 Games, there was no voting 

between the two candidates, as the only proposition made by the IOC President to the IOC 

members was; "Shall Amsterdam be awarded the Games in 1928? Yes or no?" The second 

candidate city, Los Angeles, was not even mentioned. 
C.Hi l l (1996) described the experience o f the British candidacies, Birmingham and 

Manchester, during their bidding for the 1992 and the 1996 Olympic Games. Birmingham 

emphasized the importance o f national and local support, excellent sports facilities, security, 
transport and accommodation for the athletes and other participants. I t also believed that the 

representatives o f the National Olympic Committees and the International Federations 
influenced the IOC members in their b id choices, and spent both money and time on 

providing them wi th information. I t was concluded that the British Government's stand 
against sport sanctions towards apartheid in South Af r i ca was a disadvantage to Birmingham. 

Birmingham ended up as fifth o f the six bidding cities wi th only eight o f the total 85 votes. 

Manchester's bid committee promised to leave a legacy o f venues to meet the growing 
need o f the population. The committee was convinced that the technical parts o f a bid would 

not w i n votes, but could lose them. The Manchester bid committee considered i t important to 
make the close acquaintance o f the voting IOC members, and persuaded them to visit the city. 

Princess Anne's (an IOC member) leadership was considered crucial i f the bid was to 
succeed. H i l l stated that the security o f the Games was a very important bid offer, and that the 

police command center was a strong sales argument wi th IOC members. Manchester used the 
Prime Minister as a messenger o f its bid to the IOC President. A t the host election, 

Manchester received, at most, 11 o f the 86 votes, and ended up in fifth place o f the six 

bidding cities. 
Keller (1999) stated that the winning o f an Olympic host contest depends on more than just 

the quality o f the candidate cities. Geographical and political factors often play a crucial role. 

He also held that it was a definite advantage for the success o f a bid, i f the state and the 

private sector co-operated. Other determining factors in a competitive candidature are, 
according to Keller, a sound financial footing and the support o f the local population. He also 

advised bid cities to use well-known personalities from the world o f sports and politics as bid 

messengers. 
Hil ler (1999) described the strategy employed by Cape Town in its bid for the 2004 

Olympic Games as one o f the most innovative, by describing the Olympic Games as a vehicle 
for human development. The overall idea was that the implementation o f the Games, and the 

post-use o f the new arenas and infrastructure should improve the quality o f l i f e for people. 
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However, this socio-political message was not sufficient to convince the majority o f IOC 

members to vote for Cape Town. The two large, "commercialized" cities o f the developed 
world, Athens and Rome, were given preference over Cape Town. 

Three IOC members have made some anecdotal statements regarding the Olympic bid 
process; the IOC President Juan Antonio Samaranch, Richard W. Pound, and Un-yong K i m . 

Samaranch expressed his concerns about the composition o f the bidders' organizations in 

Mil ler ' s book Olympic Revolution (1992). Samaranch stated: "One o f the problems wi th 
bidding cities is that sometimes i t is too much o f a private enterprise, without the f u l l 

coordination o f local government". In an editorial Samaranch (1997) furthermore argued for 

more women in the Olympic movement. He "called on the components o f the Olympic 
Family to make every effort to f i l l 10% o f the posts in their legislative and executive bodies 

wi th women by the year 2000, and 20% by 2005". In the preface to Kim's book (1999), 
Samaranch acknowledged the election o f Seoul as the host for the 1988 Summer Olympics as 

being a wise and prudent decision by the IOC " i n spite o f all odds", and praised it as "a new 
hope for peace". 

The Canadian IOC member Richard W. Pound (1994) is the president o f the ' IOC 
Commission o f new sources o f financing'. He is one o f the leading men behind the 

remarkable creation o f the IOC's economic prosperity, and was, at the time, earmarked for the 
IOC presidency the day Samaranch retired. 

Pound commented on the bidding competition for the 1988 Olympic Games between the 
Japanese city o f Nagoya and the Korean city o f Seoul. The Japanese bid committee was 
suspected o f having planted a question about Seoul's economic planning to be asked during 

the final presentation for the IOC members. According to Pound, it was clear that the question 
was asked to embarrass the Koreans rather than to promote the Japanese bid. This was not 

appreciated by the IOC members, and was devastating for the Nagoya bid. 
The Koreans had three major problems. Technically, a state o f war existed on the Korean 

peninsula, and the artificial boundary between the opposing regimes was only thirty miles 

f rom Seoul. The second problem was the political instability within the Republic o f Korea. 
The change o f governments had not been made in an orderly manner for years, but through a 
series o f coups. Only months before the election o f the host for the 1988 Olympic Games in 

Baden-Baden in 1981, president Park Chung Hee was assassinated. This made i t d i f f icul t to 
believe that the new regime would survive long enough to deliver the Games in 1988. The 

third problem was that Japan had political relations w i th all socialist countries represented by 
IOC members. Korea had none. 

The IOC member Un-yong K i m is also the President o f the General Association o f the 

International Sports Federation, which is, nowadays, a very important organization to the 

IOC. He is one o f Samaranch's close friends, and has, at times, been considered a possible 
successor. 

K i m (1999) made several comments regarding the bidding for 1988 Olympic Games. He 
saw i t as an advantage that the government, through a decision by the President o f Korea, 

initiated the Seoul bid. This made it possible to concentrate all efforts i n manpower, 
resources, preparations and funding. K i m , too, feared that Korea's lack o f diplomatic relations 

wi th socialist countries would deter socialist IOC members from voting for Seoul. 

Five Korean air stewardesses and three 'Miss Koreas' staffed the exhibition o f the Seoul 
bid in connection wi th the election. K i m considered them graceful, attractive and enthusiastic 
promoters for Korea. The major concerns regarding the Korean bid were said to be the long 

distance from the rest o f the world, and the lack o f organizational experience o f mega-events 
in the sporting world. On top o f this, Seoul had no facilities. However, these factors did not 
prevent Seoul from being elected at the first host election chaired by the new IOC President, 
Samaranch. 
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The journalists Simson & Jennings (1992) and Jennings (1996) gave a sensational account 
of the Olympic Movement and its shortcomings. They maintain that certain elections wi th 
regard to Olympic host cities and leaders o f international sports associations have been 

conducted by the late owner and CEO o f Adidas and ISL (International Sports and Leisure), 

Horst Dassler, and by the IOC President himself. Dassler's strong influence was said to be 
based on his, and his top management's, talents to transform the IOC and poor international 

sports federations into attractive investment objects for business corporations. In order to 
acquire control o f these international sports bodies, Dassler needed reliable persons to lead 

them. Dassler was said to have raised the funds and placed his people where they would have 

the impact he desired. 
Two successful bid presidents have described their campaigns. King (1991) related the 

inside story o f the bidding for the Calgary Olympics. McGeoch and the journalist Korporaal 
(1995) chronicled the winning campaign for the 2000 Olympic Games in Sydney. 

King tried to build up personal relationships wi th the IOC members and sports federations 
following the advice o f the president o f Adidas, Horst Dassler. K ing also took the advantage 
o f being introduced to the IOC members by Dassler and Hasine Hamouda, who was the editor 

o f Adida's publication Champion Afrique, Afr ica 's equivalent o f Sports Illustrated. King 
recognized this help to be crucial i n Africa. King listened to the IOC members and took the 

advice o f a Japanese IOC member to heart: "You must do only two things: first, you must 
have the support o f the people; and second, you must have no problems". 

The Sydney bid committee offered free transport, not only for the athletes, but also for 
their equipment and horses. McGeoch considered this to be an important component in 

Sydney's bid. McGeoch also valued the performance o f the Olympic Village, and the fact that 
there was only one village. McGeoch considered friendship wi th the IOC members to be the 

best way to w i n their votes. He also believed in the strong influence o f the IOC President. 
The bid president Lars Eggertz and his co-author Stig Hedlund (1987) revealed the 

circumstances behind Falun's two unsuccessful campaigns for the Winter Olympics. Falun's 

strategy focused on convincing the IOC members o f Sweden's great sporting tradition and 
sporting results. The two authors expressed a conviction, after their f inal loss, that the IOC 

members had carefully considered the b id offers' economical implications for the Olympic 
movement. They also maintained that the winning city Albertville had had an enormous 

advantage by being led by the famous gold-medallist alpine skier Jean-Claude K i l l y . 
The journalist Ola Mat t i Mathisen (1990) made a short review o f Lillehammer's two bids, 

and stated that two o f Lillehammer's most important b id messages were its environmental 

care and Norway's great support to underdeveloped countries. 

The influence of social factors 

Four academic smdies from the industrial wor ld have stressed the importance o f social 
factors in bid preferences. 

Harding (1966) reminds the reader that corporate decision-makers remain human after they 
enter office. "They respond to 'image'; they buy from companies to which they feel 'close'; 

they favor suppliers who show them respect and personal consideration and who do extra 

favors ' for them'; they 'overreact' to real or imagined slights, tending to reject companies 

which fa i l to respond to bingo cards, or delay in submitting requested bids." 
Webster and Wind (1972, p.18) support Harding's conclusion and note that organizations 

do not make decisions, individuals do. They also contend that organizations do not act. Only 

individuals can define problems, decide, and act. Individuals are motivated by goals for 

personal gain and achievement. 
Bonoma and Zaltman (1978) remarked that they have consistently found that the major 

factors influencing the industrial purchasing decision are social ones, not rational economic 
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ones. Friendship and reputable factors are the two most often cited by experienced managers. 

Samli, Greval & Mathur (1988) hold that nations have different beliefs and values. In 
certain countries bribery is a way of l ife, whereas in others i t is illegal. 

Results 

The five smdies aimed 

• to make a list o f the bid components used during the process, 

• to grade the impact o f these bid components on the bid selections o f the IOC members, 
• to identify the bid components that were graded differently by segments of the IOC 

and 

• to design a model for a bid that complies w i th the perceptions o f the IOC members. 

The findings o f these smdies, including references to sections in this thesis where more 
detailed explanation can be found, are presented below. 

Ninety bid components were identified (Part 3). They consisted o f 50 messages, 15 
messengers, 17 other actors (of which one also was a messenger) and 9 channels. Some o f the 

messages were aimed at explaining how the bidder intended to execute the Olympic Games, 
while others just attempted to gain the vote o f the IOC members. The messengers performed 

the acmal marketing work o f the bidder. They delivered the bid messages either directly to the 
IOC members, by other actors, or through the channels. The 'other actors' influenced the 
process without acting as the bidders' messengers or being channels. Most o f them came f rom 

the IOC or were connected to the Olympic movement in some other way. I t was possible for 
the bidders to influence these 'other actors' but not to control them. A l l ninety bid 

components are presented in Appendix A in Part 1. They were used in the questionnaire to the 
IOC members and to the bid leaders in order to obtain their views about how important the 
b id components were to the IOC members' b id decisions. 

It was shown that the 39 responding IOC members presumably represented all 84 potential 
respondents as regards age, athletic level, the proposed set o f geographical areas and 

GDP/capita, and that the 26 respondents, whose countries were included in Hofstede's 
country based value indices, represented all 45 IOC members f rom the countries in those 
indices. However, higher educated IOC members answered the questionnaire to a greater 
extent than IOC members w i th a lower level o f education (Part 5). 

The Salt Lake City case revealed that 2 1 % o f the voting IOC members had accepted 

unauthorized gifts. This proportion o f the IOC members is supported by the fact that 26% o f 
the responding IOC members stated that i t was not important to their decisions that the 

bidders followed the rules. These findings indicate that at least the remaining part (74-79%) 
o f the IOC members might make their bid choices in the interest o f the IOC and not for 

personal gain. I t should then be possible to w i n a majority o f the IOC members' votes by 
offering them an honest bid that best meets IOC's objectives. This statement is supported by 
the fact that all b id components considered 'very important' by a majority o f the IOC 

members in Table 2 support at least one o f the four operators in Table 1 that lead to IOC's 
objectives (Parts 3 and 5). 
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Table 1: The IOC objective operators 

Independence 

Expansion 

Prestige 
Attractive Olympic Games 

Messages that support the Independence operator bring political independence and 

financial resources to the IOC. B i d offers that support the communication o f the Olympic 
message over the wor ld contribute to the Expansion o f the Olympic Movement. Some 

messages bring Prestige to the IOC or can be formulated in that way. Messages that support 
an Attractive Olympic Games contribute towards a fair, safe and spectacular execution o f the 

Games as wel l as satisfying the well-being o f all o f its visitors and viewers in general, and 

athletes in particular. 
More specifically, the bids should include the three 'Qualifier ' messages in order to be 

accepted for further evaluation; 'Legal aspects' (rights and obligations o f the host city), 
'Guarantees' (governmental guarantees wi th regard to finances and obligations), and 'Single-

nation bid ' (a l l sports events must be organized wi th in one country) (Part 4). 
The best way o f winning an Olympic host bid contest is not simply to use bid components 

that individually are considered 'very important' by the greatest number o f IOC members. 
Most importantly, the bid must attract a majority o f IOC members. This means that a wel l -

composed bid must include a specific set o f b id components that are considered 'very 

important' by the members o f the same majority group in the IOC. These bid components are 
called bid-winners. Table 2 contains the seven bid-winners and another 12 very important bid 

components (Part 5). A l l o f them are bid messages, except two; 'Visits to the bid ci ty ' is a 
channel, and 'Evaluation Commission' comes under 'other actors'. No messenger was 

considered 'very important' by a majority o f the IOC members. Five o f these nineteen bid 
offers were evaluated differently by the IOC members due to their cultural and demographic 

differences (Part 5). 

Table 2: The bid components graded 'very important' by a majority 

o f the respondents  

Bid-winners Others 

Olympic Village Support for the bid 

Transportation Visits to the bid city 

Sports/arena Sports organization 

Finances Security 

Telecommunications 1 B i d city characteristics 2 

Information technology National, regional characteristics 3 

Media center Care o f the athletes 4 

Compact Games 
Accommodation 

Evaluation Commission 
Program o f the Games 

Medical and health service 5 

Notes: 
1 Probably evaluated higher by IOC members from Argentina, Belgium, Brazil, Chile, 

Colombia, France, Greece, India, Mexico, Pakistan, Peru, Philippines, Portugal, 

Spain, Taiwan, Thailand, Turkey, Venezuela, and Yugoslavia. 
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2 Probably evaluated higher by top athletic IOC members 
3 Probably evaluated higher by younger IOC members 
4 Probably evaluated higher by IOC members from Argentina, Austria, Belgium, 

Brazil, Chile, Colombia, France, Greece, Israel, Italy, Japan, Mexico, Pakistan, Peru, 

Portugal, Spain, Taiwan, Turkey, Venezuela, and Yugoslavia 
5 Probably evaluated higher by IOC members from Belgium, Brazil, Chile, Colombia, 

France, Greece, India, Mexico, Pakistan, Peru, Philippines, Portugal, Spain, Taiwan, 

Thailand, Turkey, Venezuela, and Yugoslavia (Part 5). 

The bid offer 'Fair distribution o f Games' is more important than its ranked position in 
Appendix B in Part 1. The Archive 1 Smdy found that 64% o f the Olympic Winter Games 

between 1944 and 2002 were awarded i n set order to the continents North America - Asia -

Europe as long as there were host candidates from these continents. It also showed that 92% 
o f the Olympic Games between 1896 and 2000 were awarded in set order to the continents 

Oceania - North America - Europe - Asia - Latin America as long as there were host 

candidates from these continents (Part 3). 
Surprisingly among the lowest ranked messages were according to the IOC members: 

"The quality o f the IOC hotel ' , 'The b id country had won many Olympic medals', 'Selection 
o f a Summer Olympic city affected the ensuing Winter City choice' and 'Many previous bid 
applications from the bid ci ty ' . During the participant-observation smdy these messages were 

considered very important by several actors (Appendix B , Part 1). 

A l l the bid components are listed i n the order o f influence which they had on the IOC 

members' b id choice in Appendix B, Part 1. 

The smdy showed that the congruence between the views o f the bidders and the views of 

the IOC members wi th regards to the composition o f the bids was between 11 and 34%. The 
bid city Sion, which performed better than its technical qualities motivated, and shared second 
place at the bid election, offered a b id that best coincided wi th the IOC members' views. This 

suggests that an honest and well-performed bid would contribute to success at the bid 
election, although this alone would not guarantee victory. The winner, Salt Lake City, was 

recorded as having the second-most compatible bid. This indicates that a good f i t between the 
bidder's and the IOC members' perceptions o f the bid offers increases the chance the bid has 

o f winning (Part 6). 

Validity and Reliability 

Y i n (1994, p.34) states that multiple sources o f information increase the construct validity. 
I n this smdy, data are collected from five sources. 

The external validity o f the respondents' answers was tested using two methods. In the first 
method, f ive questions were asked about personal privileges, some of which must have been 
di f f icul t to answer honestly. These questions were: 'How important to your b id selection was 

• The quality o f the IOC hotel during the Games 
• Financial support o f the Olympic Movement 

• Subsidies to underdeveloped countries 
• The bid committee's care o f you during the bid process 
• Following IOC's marketing rules for bid committees. 

Had the respondents conceded the importance o f the first four statements and 
acknowledged the unimportance o f the f i f t h , they may have feared suspicion o f having 
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accepted personal privileges. On the other hand, should the respondents have answered 

accordingly, it would be reasonable to assume that they had answered the questionnaire 

honestly. Analogous questions were put to the bid leaders. 
The second method to test the external validity o f the IOC members' answers was to 

compare their answers with the outcome o f the host election. I f the IOC members' answers 
were more consistent with the bids o f the successful cities than wi th the non-successful, i t 

would be fair to assume that the IOC members have answered honestly. 

The smdies showed that the two most successful bidders presented bids that were most 

compatible wi th the views o f the IOC members' answers. Furthermore, a large proportion o f 

the responding IOC members admitted that they had been influenced by personal and 

economic incentives, and that fol lowing the IOC's bidding rules was not important to many of 

them. This compatibility and these frank statements underline the validity o f the IOC 

members' answers i n the survey (Parts 6 and 5). 
The author's participation i n the selection process implied that he shared the same codes o f 

information as the respondents o f the surveys. A l l parties knew, for instance, that the question 
' H o w important to your decision was Compact Games?' referred to a b id offer that showed 
short transportation time and distance between the competition arenas, the Olympic Village, 
the Media Center and the Media Village. This common knowledge was supported by the fact 

that no respondent asked what the author meant by any o f the questions in the questionnaire. 
The validity o f the IOC members' answers, and the statement that they represented all the 

voting IOC members, were strengthened by two combined facts. 26% o f the responding IOC 
members answered that it was not important to their decisions that the bidders fol lowed the 

bidding rules, while the Salt Lake City case revealed that almost the same proportion (21%) 

o f the voting IOC members had accepted unauthorized gifts. 
The external validity o f the answers from Salt Lake City's bid leader was strengthened by 

its actions. Three o f the four IOC members who were graded 'very influential ' were also 
given forbidden gifts and privileges. The fourth IOC member was Marc Hodler, the IOC 

member who was assigned to supervise honest bidding. He was not given any forbidden gifts. 

Furthermore, the questionnaire to the bid leaders included three more IOC members. 
However, Salt Lake City's respondent did not consider any o f them 'very influential ' , and did 

not give them any forbidden privileges either (Part 4). 

There are obviously several facts to support the validity and reliability o f the data, however 

one can never be totally sure o f their relevance. I t would for instance have been 

understandable i f some o f the IOC members had answered more in accordance w i t h what was 

expected o f them as members o f the International Olympic Committee, instead o f what they 

really believed or voted. 

I f some o f the IOC members did not answer according to their beliefs, their answers were 

misleading, in which case one can only hope that these respondents were so few in number 

that their answers did not damage the overall findings. 

I f , on the other hand, the IOC members only voted contrary to their answers, they w i l l have 

answered truthfully. This means that their votes only depended on special circumstances that 

may vary between specific Olympic host elections. 

Could the data be interpreted in any other way? Well , there were indications that the host 
selections at previous occasions have taken place on a complete different arena than the one 

here studied. Such an alternative arena could comprise the head offices o f the IOC President, 
o f the powerful U.S. T V networks and o f the Adidas and ISL companies. I f a future host 
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selection w i l l take place on such an alternative arena, a bid city has to approach these bodies 

wi th a bid that is compatible wi th their special preferences (Part 5). 

Conclusions 

There are two types o f conclusions to be made from the five smdies o f this thesis: 
Scientific ones emanating from the analysis o f the research data, and practical ones obtained 

from the practical experience as a president o f a bid city. 

The scientific conclusions 

From the scientific point o f view, i t is possible to conclude that the smdies have shown a 
possible extension to the domain o f T. H i l l ' s (1993) order-winner model. I t has been 
applicable in the selection o f very complex bids and in identifying order-winners, not only 

among product quality messages but also among their messengers, other actors and channels 

(Parts 4 and 5). 
The IOC members acknowledged little influence by the bid messengers. This is surprising, 

and not in line wi th the findings o f Bonoma and Zaltman (1978), Harding (1966) or 

Mehrabian (1981) and his fel low authors o f body language research. They all found that the 
non-verbal bid messages have much greater impact on decision-makers than the verbal ones. 

A n explanation for this discrepancy may be that the messengers in this actual bid process did 
not influence the IOC members in any particular direction. Another explanation is that the 

IOC members really relied more on (or pretended to rely on) the content o f the bid package 

than on the positions, actions and body language o f the 'delivery boys' (Part 5). 
The smdies supported T. H i l l ' s standpoint that the methodology for identifying criteria that 

are shared by both the seller and the buyer is iterative in nature ( H i l l , T. 1993, p.40). I t was 
shown that the result o f the host election probably modified the bidders' views regarding the 

IOC members' b id component preferences. Salt Lake City overrated and Quebec underrated 

all the bid components that were surveyed after the election (Part 6). Furthermore, two 
bidders enhanced their exposure o f the bid message 'Telecommunication' after having read 
the Evaluation Commission report. Smdies also showed that the bidders considered 

information given to them by individual IOC members (Part 4). 
The smdy showed that 68% o f the IOC members were influenced by the performance o f 

the previous Olympics, and 14% of them considered it very important to their bid choices to 
remedy bad experiences from previous Games. Furthermore, Salt Lake City's forbidden gifts 
to 19 voting IOC members might also have modified some IOC members' preferences (Parts 

1 and 3; IOC, 1999). 

Despite this iterative process, there was poor congruence between the bidders' and the IOC 
members' views o f how the bid components influenced the IOC members in their bid choices. 
This indicates that no bid committee had examined the different views o f the IOC members in 

preparation o f their campaigns. They might have believed that the experience gained from the 

previous bids would be enough, and that, when they had insufficient knowledge in a particular 
area, general marketing skills could be applied or trained guesses used. This was wrong, and 
supports T. H i l l ' s (1993, p.33) statement, that markets today are typif ied by difference, not 

similarity, and that general marketing statements "are not only inaccurate but also 

misleading". 
The smdy supports the common statement in marketing research and the second hypothesis 

o f this smdy: 'The better the fit between the manager's and the customer's perceptions, the 
better the sales performance o f the selling firm w i l l be' (Hörte & Ylinenpää, 1997). 
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How do the views o f other authors relate to the results o f this thesis? 

Widlund and Lyberg observed the strong influence o f IOC presidents on the IOC 

members' host selections. This was supported by the participant-observation study in Part 3. 
The IOC President Juan Antonio Samaranch's country Spain applied for the 1992 Summer 

Olympics in the city o f Barcelona. One member declared that the IOC members wished to 
give the 1992 Summer Olympics to Spain as a present to their President. Spain was awarded 

the Games. However, the 39 IOC members who responded to the survey wi th regard to the 
2002 Winter Olympics, did not recognize the influence o f the IOC President on that particular 

host selection. Only 13 % o f the respondents were influenced by h im to a great extent, while 
59% considered h im to have no influence on their decisions (Part 5). One explanation for 

these conflicting findings can be that the general influence o f the present IOC president is 
great, but that he may not have found i t necessary to execute his power at this particular host 
selection. 

Manchester's conviction that the technical components o f a b id do not w i n votes, and that 

celebrities have a significant influence on IOC members were not supported. The study found 
that, not only all seven bid winning components, but 15 o f the 17 most important bid 

components were technical ones, and that the two bidding cities, which favored these offers in 
their bids, received the best results at the host election. The other 22 non-technical bid 

components did not separate the bidders f rom each other. Furthermore, none o f the celebrities 
f rom the bid countries were graded 'very influential ' by more than 8% o f the responding IOC 
members. 

The archive smdy i n Part 3 supported strongly Keller's views that geographical factors 

were important at the b id selections, since the appointment o f host cities had, to a great extent, 
been distributed fair ly throughout the world. However, this fair distribution policy was graded 

'very important' at the host selection for the 2002 Winter Olympics by only 2 1 % of the 
responding IOC members (Part 5). 

Keller 's findings that 'sound finances' and 'the support o f local population' were very 

important bid offers were also in line wi th the results o f this thesis. 'Finance' was, i n fact, the 
fourth most important b id offer, whilst 'support o f the bid ' was ranked as the seventh most 

important. The advantage o f cooperation between the state and the private sector at a host 
bidding has not been examined. This issue has been added to the new questionnaire in 
Appendix A in Part 1. 

Keller's proposal to use well-known personalities wi thin sports and politics as bid 
messengers was not supported. None o f the IOC members ranked political personalities 
highly. The most influential political messenger, the city mayor, was graded 'very influential ' 

by less than 8% o f the IOC members. The governor was graded as being 'not influential ' by a 
large majority o f the members. A greater number o f IOC members considered the presence o f 
the fo l lowing people to have a negative impact on their choice o f b id than positive: presidents, 

prime ministers, ministers and ambassadors. Even the Olympic gold medallists were graded 
'not influential ' by a large majority o f the IOC members. 

Cape Town was not the first b id city to claim that the Olympic Games would improve the 

quality o f human l i fe i n its region. Several bid cities throughout the history o f the Olympic 

Games have attempted to sway the IOC by showing how much an Olympic Games would 
mean to their people. Instead, the scale o f human deprivation was so high in South Africa, it 
would probably not have been politically feasible to spend money on such a project i f it had 

not been aimed at contributing to solve this problem. The 'human development' policy o f the 
Cape Town b id committee was included in the survey in Part 5 in the form o f questions 

regarding the importance o f 'subsidies to underdeveloped countries', and 'a promise to leave 
legacies to the sports wor ld ' . Only 7 % o f the IOC members appreciated very much the offer 
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of subsidies, whilst 21 % o f them graded the promise o f legacies as 'very important'. These 
rather low ratings coincide wi th the unsuccessful outcome o f Cape Town's bid at the host 
election. 

Some o f Harding's and Bonoma and Zaltman's major factors were not supported in this 
thesis. The survey showed that only 29% o f the IOC members responded positively to 
friendship, and even fewer to celebrity factors. Only 13% o f the IOC members acknowledged 

the message, "The bid president has become a friend o f yours' as being 'very important', and 

8% considered it negative to their bid choices. This f inding was supported by the results of 
the message, 'the bid committee's care o f the IOC members', which would be a means o f 
promoting this friendship. This offer was the eighth least important bid offer. Furthermore, 

71-92% o f the responding IOC members saw the different celebrities as not important at all, 
or indeed negative to their bid choices (Part 5). 

Samli, Greval & Mathur's suggestions that different nations have different beliefs and 

values are only to a certain extent supported in this smdy, where segmentation o f the IOC 
members by nationalities showed varying preferences on 1 1 % o f the bid offers. The smdy 

also showed that at least 2 1 % o f the voting IOC members accepted forbidden gifts. O f these 
19 IOC members, seven originated f rom Central and South Afr ica , which constituted 54% of 

the IOC members from that region. The remaining thirteen members came from all parts of 
the wor ld (Part 5). 

Also Samaranch's statements were supported to just a certain extent. The bid message 
'Support o f the equality o f women/men' was considered 'very important' by only 2 1 % o f the 
IOC members, while 37% considered it 'not important'. 'The f u l l coordination o f the local 

government' was only supported to a minor extent by the IOC members in their evaluation o f 
the importance o f the bid region governor and the b id city mayor (Part 5). A n important 

conclusion can be drawn from Samaranch's recognition o f the Seoul election as being a wise 
and prudent decision " i n spite o f all odds". I f the IOC's choice o f host can be motivated by a 
political peace goal " i n spite o f all odds", then there is little point in countries, which do not 

have this attribute, competing in the same election process as countries that do. 

K im ' s acknowledgment o f the importance o f 'organizational experience', 'sports arenas', 
and 'the involvement in the bid by the state government' were well supported by the results in 
Part 5. A l l three messages were graded as being 'very important' by the majority o f the IOC 

members. The bid offer 'Sports/arenas' was ranked the third most important bid message, and 

all the IOC members considered it at least 'important'. 'Sports/arenas' was, furthermore, 
acknowledged a 'bid-winner', i.e. an offer that differentiates a particular b id from others, and 
provides the decision-maker wi th rational support for his/her choice. 'Sports Organization' 
was ranked the eighth most important bid message. "The involvement o f the state 

government' was verified by the financial and moral 'Guarantees' given by the country's 
government to the bid city. This bid offer was considered a 'qualifier ' i n Part 4, which means 

that i t is a prerequisite for a bid to be accepted for further evaluation. The view that good-
looking women were appreciated as bid messengers was shared by the Salt Lake City bid 

committee, which used Miss America at a presentation in South America. This type o f bid 
messenger was not included in the questionnaire, but has been added to the new questionnaire 
in Appendix A , Part 1. 

King 's recognition o f the 'Support for the b id in the bid country' was graded 'very 
important' by the majority o f the IOC members in their bid selections. I n fact, all the IOC 

members graded i t at least 'important'. I t was ranked the ninth most important bid message. 
The importance o f risk avoidance was recognized in Part 3 as being one o f two important 

decision rules used by the IOC members. King's focus on the sports federations did not 
comply wi th the responding IOC members. The International Federations were only 
considered 'very influential ' by one o f the responding IOC members. 
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King 's recognition o f 'The importance o f friendship to the IOC members' was wel l in line 
wi th the views held by Harding, and Bonoma and Zaltman, and by successful marketing 

managers like McCormack (1984). However, as previously stated, this friendship was not as 
important within the Olympic host selection process. The study in Part 5 shows that almost as 

many IOC members acknowledged this bid message as having a negative impact on their bid 

choices, as did those who considered them 'very important'. 
McGeoch's conviction regarding the IOC President's strong influence was supported by 

both Widlund & Lyberg (1991) and by Part 3. Sydney's 'Free transport for all athletes' was 

acknowledged as very important by 4 1 % o f the IOC members. McGeoch was also right about 
the 'Olympic Village' , which was considered the most important message, and the most 

important bid-winner o f all the offers. The importance o f a single village was rather overrated, 
as this message was only ranked 24. McGeoch probably overrated the impact o f 'Friendship 

wi th the IOC members', as did King (Part 5). 
Falun's strategy o f convincing the IOC members o f Sweden's great sporting tradition and 

sporting results was a mistake according to this thesis. The survey in Part 5 showed that this 
kind o f bid message belonged to those least appreciated by the IOC members. The messages 
'Participation in the Olympic Movement over a long period o f time' and 'The bid country had 

won many Olympic gold medals' were ranked 42 and 44 o f the 50 bid messages. 
The two authors' supposition regarding the importance o f the financial implications o f a b id 

seems to fit i n well wi th the responding IOC members, although the message 'Financial 

support o f the Olympic Movement' was ranked the third least important offer. On the other 
hand, the message 'Marketing o f the Olympic Winter Games', which also means money for 

the IOC, was considered 'very important' by 46% o f the IOC members and ranked the 2 2 n d 

most important bid message. The difference between these two 'money-making' messages is 

that the 'Marketing ...' message is an offer pertaining to how the bid city intends to implement 

the Olympic Games, while the 'Financial support message is not. 
Falun's belief that the famous gold medallist athlete was a great asset as a leader for the 

Albertville bid committee is not supported in this smdy. The bid leader's position in his home 
country was not important to 50%> of the responding IOC members. Only 16% perceived it as 

'very important'. The use o f a gold medallist in the presentation team was even less important. 

7 1 % o f the IOC members considered it to have no importance at all to their bid selections. 
The position o f being the chairman or the president o f the bid committee was the only thing 
that mattered to the IOC members, whatever his/her other positions or merits were (Part 5). 

Lillehammer's 'Environmental care' was graded 'very important' by 43% o f the IOC 

members, and i t was ranked 21 o f all 50 b id messages. 'Subsidies to underdeveloped 
countries' was less appreciated. This was considered the fifth least important message. 
However, very few IOC members from Central and South Afr ica answered the survey (Part 

5). 
I n summary, the views o f the winning bidders were well i n line wi th the views o f the 

responding IOC members in this thesis. This was the case wi th Kim ' s Summer Olympics i n 
Seoul, McGeoch's in Sydney, and King's Winter Olympics in Calgary. The most significant 
differences were the convictions o f Manchester and Falun, both o f which lost twice. 

The findings are largely from the smdy o f one b id process. To what extent can they be 
applied to future Olympic host selection processes? I t is known that cultural influences, and 

wi th them people's reference points, are subject to accelerated change by time (Kotier, 1976, 
p.43). I t is also known that the settings o f an Olympic host selection process are renewed on 

each occasion. Most o f the bidders and bid leaders are new. The body o f IOC members is 
renewed by some 10% between each bid process, and the bid rules are often subject to change 

(Part 3). Therefore, a bid committee should acquire specific knowledge o f the individual IOC 
members' actual preferences wi th regard to the bid components before each selection process. 
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There is, however, one important prerequisite that does not change and that is the goal o f 

the IOC. As long as no personal objectives prevail, the bid choices o f the IOC members w i l l 
aim at fu l f i l l i ng the objectives o f the IOC by organizing an 'Attractive Olympic Games' and 

by bestowing 'Independence, Expansion and Prestige' on the IOC (Part 3). 

The practival views 

From a practical point o f view, the poor congruence between the bidders' and the IOC 
members' perceptions emphasizes the need for a manual to be used by future bid committees. 
The fol lowing manual is a summary o f the author's combined practical experiences f r o m his 
work as a bid president, as well as from his academic role as a scientist. The advice acquired 
from academic research is marked by listing the part o f the thesis to which they refer where 

more information on the research results can be found. The manual is designed to meet the 
requirements o f the IOC members who act on behalf o f the IOC, and not for personal gain. 

1. Financial resources. 
The bidding cost for winning or being second in the 2002 Olympic Winter Games host 

contest was USS 0.14-0.26 mi l l ion per vote. The set maximum o f active IOC members is 115 
from the year o f 2000. To w i n a majority o f 58 votes for Winter Games, this would then cost 

US$ 8-15 mil l ion (Part 3). 

2. Time resources. 
Preparations for the bid campaign should start when the previous host election for the same 

type o f Olympics has been completed, i.e. four years before the host election (Part 3). 

3. Preliminary application 
The National Olympic Committee o f the bid country has to make the b id city's preliminary 

application to the IOC at least 18 months before the host election. This application is free o f 
charge, and is possible to withdraw without any implications. This makes i t possible for a 

candidate city to evaluate the competing bid cities before making the definitive application 

(Part 3). 

4. Evaluation o f the bid cities 
The bidders' positions in the fair distribution o f the Games cycle must be considered when 

deliberating whether to make the definite application or not. The cycle for Winter Olympics is 
North America - Asia - Europe. For Summer Olympics it is Oceania - North America -
Europe - Asia - Latin America. I f i t is not your turn, but the turn o f one o f the other candidate 
cities, you should think twice before completing the application! There is no real advantage in 

having applied several times (Part 3). 
Before making the definitive application, evaluate all the b id cities as to how they satisfy 

the IOC's objectives. I f influence is exercised by the IOC President to give to a certain goal 
priority, many IOC members w i l l neglect the general qualities o f the bids, and choose a city 
which meets the said requirements. Here are a few examples o f host elections where IOC 

goals probably played a decisive role: 
Satisfaction of the IOC's need to maintain the historical roots of the Olympic Games in 

Greece and France: The host elections o f Paris 1924, Albertville 1992, Athens 2004 (Part 3). 
Satisfaction of the interest of the IOC President: The elections o f Rome 1908 (withdrew), 
Antwerp 1920, Paris 1924, Amsterdam 1928, Barcelona 1992 (Part 3). 
Satisfaction of the IOC's peace goal: Seoul 1988 (Part 3). 

Examples o f cities which may possibly f i t into the IOC's political strategy i n the future are; 
Bei j ing (with the aim o f opening the closed country to the world), Tel A v i v (to contribute 
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towards peace in the Middle East), Seoul (again, for peace on the Korean peninsula, although 

this time through a Winter Olympics). 

I f a competing candidate city is better suited to meet the set goal o f the IOC, seriously 

consider not completing the application! 

5. Completion o f application 
The definite b id application to the IOC must comply wi th two formal requirements in order 

to be accepted: the b id country's National Olympic Committee must submit the application, 

and the application must be confirmed by a deposit fee (Parts 4). 

6. Identification o f the IOC members' b id preferences 
The validity o f the identified preferences o f the 39 IOC members in this thesis is 

successively decreasing over time. Furthermore, the survey o f the IOC members did not 
include all voting IOC members but only 39 o f them (Part 5). This implies that a new 

examination o f the IOC members' preferences should be made before each bid campaign. 
The IOC members are polite and well-behaved people. Many of them come from cultures 

where it is preferable to say something that w i l l please the listeners instead o f saying the truth. 
This is why there is no point in conversing wi th the IOC members in order to obtain their true 

bid preferences. Instead, a similar study to the one in Part 5, i.e. using Appendix A in this Part 
1, should be made before the big money is spent on bidding. The results o f such a study 

would certainly save a lot o f money, time and prestige for the bidder. 
However, i t is not that easy to persuade the IOC members to answer questionnaires. They 

may do i t , i f they know the man or woman carrying out the survey, and i f they feel some kind 
of confidence or obligation towards this person. He or she should not come from a country 

that is i n the process o f bidding, as the IOC members w i l l not consider him/her a neutral 

investigator and, thus, w i l l not reveal their true views. 

7. Formulation o f the bid 
The b id must be formulated to ensure the IOC members that there is no risk that the Games 

w i l l be badly performed. According to Webster and Wind (1972, p.19) the most obvious 
tactic for reducing uncertainty is to provide the buyer wi th satisfying information (Part 3). 

Emphasize the marketing o f the bid-winners and messages graded 'very important' by the 

majority o f the IOC members, as identified in the new survey in section 6 above. I f such a 
survey has not been carried out, use the list of bid components in Table 2. Remember, 

however, that their relative weightings w i l l change over time! ( H i l l , T., 1993, p.64). 

Do not talk about what your country has done in the past, e.g. previous subsidies to 

developing countries. Explain what i t w i l l do when you are awarded the Games! 

Do not compete w i th the IOC, i.e. do not establish your own commission for athleticism, 

solidarity etc.! Promise instead to help the IOC to perform its activities! 

Many conflicts between neighboring countries in the world are due to grievances or 
historical guilt. Do not brag about the excellence o f your country! This may be interpreted by 
some IOC members as your country's gain from less agreeable actions in the past (Part 5). 

Inexpensive messages are 'Leaving legacies to the sports wor ld ' and 'Take care o f the 

athletes'. These two messages only constitute verbal promises. Nevertheless, 82% and 95% of 

the IOC members, respectively, graded these messages 'important' or 'very important'. These 

promises only cost the energy o f saying them (Part 5). 
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Be explicit when formulating how the messages w i l l satisfy the IOC's objectives by asking 

yourself four questions about the objective operators: 
• How much economic and political independence does the bid message give to the IOC? 
• How much does i t contribute to the expansion o f the IOC? 

• How much prestige does i t render the IOC? 
• How attractive Games w i l l the bid message perform? (Part 3). 

8. Communication o f the bid 

Messengers 

Use the messengers who were graded most influential in the recommended examination in 
section 6 above. I f such a smdy has not been carried out, use the messengers listed in Table 3! 

The bid committee should include experts on the seven bid winning messages, instead o f 
messengers wi th a general knowledge o f these areas. The reason for providing the IOC 

members wi th this expert knowledge is that a great majority o f IOC members was influenced 
by the bid winning messages and not by the actual messengers (Part 5). Furthermore, when 

the bidders were allowed to visit the IOC members in their homes i t was appropriate and less 
expensive to send a bid committee member wi th general knowledge about the bid instead o f 

several experts. Now, when this is no longer permitted, the bid committees w i l l meet w i t h the 
IOC members at IOC sessions and at the very important meetings wi th the IOC Evaluation 

Commission in the b id city. There it would be suitable for the bid committee experts to take 
part. A n appropriate bid committee should thus include the fol lowing messengers (Table 3): 

Table 3: The composition o f an appropriate bid committee 

The bid committee chairman 
The bid committee president 

A n Olympic gold medallist 
The IOC members in the b id country 

The Mayor 
The NOC president/secretary general 

Experts in 'Olympic Vil lage ' , Arenas', 
'Transportation', 'Finances', 
'Telecommunication' 

' Information Technology', 'Media' 
Both white and non-white people 

Show the IOC members respect by letting them meet the people in charge: the bid 
committee chairman and president, and the city Mayor. Due to the impossibility o f 

understanding the cultures o f 77 nationalities, do not try to joke wi th them! The risk o f 
misunderstanding is too great. Do not overrate your influence either! The influence o f the 

messengers on the bid choice o f IOC members is much smaller than the messengers 

themselves, in general, believe (Part 5). 

Other actors 

The marketing o f the b id must, o f course, focus on the voting IOC members, but must also 
take into consideration the fol lowing influential 'other actors': 

IOC Evaluation Commission 
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IOC Selection College 
IOC President 
The top management o f the U.S. T V Networks 
The majority owner and CEO o f Adidas and ISL (International Sports and Leisure) (Parts 

3 and 5). 

Channels 

Since December 1999 the bidders are no longer allowed to visit or to bestow gifts on IOC 
members. Furthermore, individual IOC members are no longer allowed to visit the applicant 
cities (IOC, 2000). Keep a lookout i f the other bidders instead invite the IOC members to 

Paris or any other attractive city! 
The bidder can save money by l imit ing the issue of newsletters and brochures, as these did 

not receive high ratings from the responding IOC members. The use o f several languages in 

newsletters and at the final presentation was also given low ratings (Parts 3 and 5). 
Using the 'not important' b id components would take the IOC members' attention from the 

important ones. Do not use the bid components at the bottom o f the tables in Appendix B, 

P a r t i ! 

9. Selection o f finalist cities 
The IOC established in December 1999 a new candidature acceptance procedure. Based 

upon the report o f the IOC Evaluation Commission the IOC Executive Board w i l l from now 
on select the candidate cities to be submitted to the IOC session for election (IOC, 2000). 

10. Special activity for acquiring votes 
The election o f new members to the IOC Executive Board at a session, where a host 

election w i l l take place, offers a special opportunity for acquiring votes. A n IOC member 
from a bidding country applies for a seat on the IOC Board, and then withdraws his/her 

application just before the two elections, w i th the motive o f supporting his/her country's bid. 
Some IOC members from other continents, also applying for a seat on the Executive Board, 

w i l l vote for this IOC member's country bid i n gratitude for withdrawing his/her vote. A 
journalist and b id leaders have, on two occasions, estimated that this method has resulted in at 

least five votes (Mil ler , 1992, p.224; Part 2). 

Further research 

Theoretically this thesis has shown that T. H i l l ' s model o f order-winners has been useful in 
evaluating complex bids comprising not only product qualities but also their messengers, 

other actors and channels circulating the messages. The areas o f application for this model 
could be further enlarged by applying its general features to bidding processes o f a similar 

nature, e.g. complicated export sales and political initiatives in the international arena. 

Empirically this thesis indicates that two external bodies may have had substantial 

influence on, and possibly dictated, the outcome o f some Olympic host contests. These are the 
T V networks in USA, and the executive management and owners o f Adidas and ISL 

companies. Some o f the possible influence previously exerted by these two companies may 
now have been taken over by other corporations involved in the business o f sports. Future 
research on whether and how external organizations exert their influence on the b id selecting 

IOC members would be a suitable complement to the research o f this thesis. 

28 



References 

Andersson, Tommy D (1999). "Impact Analysis o f Events from an Economic Point o f 
view", in T. D. Andersson & C. Persson & B. Sahlberg & L - I . Ström (Eds.), The 

Impact of Mega Events (pp. 37-46). Östersund, Sweden: ETOUR. 
Arrow, Kenneth J. (1963). Social Choice and Individual Values ( 2 n d ed.). Cowles Foundation 

for Research in Economics at Yale University. New York: John Wi ley & Sons, Inc. 

Axelrod, R. (1976). Structure of Decision. Princetown, N.J.: Princeton University Press. 

Berg, Sven (1993). "Introduktion: social choice, en teori for beslutsfattande i grupp", in 
Nurmi , Hannu & Höglund, Bengt & Lane, Jan-Erik & Berg, Sven (Eds.), Gruppbeslut och 

Rangordning - om demokratiska röstningsmetoder. Stockholm: Forskningsrådsnämnden, 
report 91:5. 

Bonoma, Thomas V . (1982). "Major Sales: Who really does the buying". Harvard Business 

Review , May-June, 1982, 80-115. 
Bonoma, Thomas V . & Zaltman, Gerald (1978). "Organizational Buying Behaviour". Paper 

o f a workshop by the American Marketing Association and the Graduate School o f 
Business at the University o f Pittsburg, USA, Apr i l , 1976, 9-10. 

Brandstätter, Herman (1982). "Recent Research on Group Decision Making", in Herman 

Brandstätter & James H . Davis & Gisela Stocker-Kreichgauer (Eds.), 

Group Decision Making (p.527). London: Academic Press. 
Brunet, Ferrån (1993). Economy of the 1992 Barcelona Olympic Games. Lausanne: 

International Olympic Committee. 
Burnstein, Eugene (1982). "Persuasion as Argument Processing", i n Herman Brandstätter & 

James H . Davis & Gisela Stocker-Kreichgauer (Eds.), Group Decision Making (pp. 103-

105, 114, 121). London: Academic Press. 
Churchman, C. West (1968). Challenge to reason. San Fransisco: McGraw-Hi l l Book Co. 
Davidson, Lee (1999). "House subcommittee gives Samaranch a tonge-lashing", Deseret 

News, Salt Lake City, Dec. 15, 1999, p . l . 
Davis, James H . & Hinsz, Verl in B . (1982). "Current Research Problem in Group 

Performance and Group Dynamics", in Herman Brandstätter & James H . Davis & Gisela 

Stocker-Kreichgauer (Eds.), Group Decision Making (pp.2-3, 7, 10-11). London: 
Academic Press. 

Eilon, Samuel (1969). "What is a decision?" Management Science, V o l . 16, No. 4, December, 

B-173, B-174, B-180. 
Eggertz, Lars & Hedlund, Stig (1987). Det Olympiska Spelet (The Olympic Game). Bjästa, 

Sweden: Cewe-förlaget. 

Fishburn, Peter C. (1964). Decision and value theory. New York: John Wiley & Sons, Inc. 
Gallhofer, Irmtraud N . & Saris, Wi l l em E. (1989). "Decision trees and decision rules in 

politics", i n Henry Montgomery & Ola Svenson (Eds.), Process and Structure in Human 

Decision Making (pp. 100-101, 300-302). Chichester: John Wiley & Sons Ltd . 

Getz, Donald (1999). "The Impacts o f Mega Events on Tourism: Strategies for Destinations", 
in T. D . Andersson & C. Persson & B . Sahlberg & L - I . Ström (Eds.), The Impact of Mega 

Events (pp. 5-32). Östersund, Sweden: ETOUR. 
Gist, Mar i lyn E. & Locke, Edwin A . & Taylor, Susan M . (1987). "Organizational Behaviour: 

Group Structure, Process, and Effectiveness." Journal of Management, V o l . 13, No. 2, 
238, 241-244, 251. 

Gore, Chris & Murray, Kate & Richardson, B i l l . (1992) Strategic Decision-making. London: 

Cassel. 
Gorell, M . (1998a). "IOC to Investigate Olympic Payments", Salt Lake Tribune, December 

l l , p . A l . 

29 



Goreil, M . (1998b). "IOC Won ' t Strip S.L. o f Games", Salt Lake Tribune, December 14, 
p . A l . 

Goreil, M . (1998c). "Olympic Scandal Details Unfold" , Salt Lake Tribune, December 15, 
p . A l . 

Hallén, L . & Johanson, J. (1985). "Industrial Marketing Strategies and Different National 

Environments". Journal ofBusiness Research, 13, 504-505. 

Harding, Murray (1966). "Who really makes the purchasing decision?". Industrial Marketing, 

September, 1966, pp. 76-81. 
Hare, A . Paul (1976). Small Group Research ( 2 n d ed.). New York: The Free Press. 

Hare, A . Paul (1982). Creativity in Small Groups. California: SAGE Publications, Inc. 

Harrison, E.F. (1987) The Managerial Decision-Making Process. Boston: Houghton M i f f l i n . 
H i l l , Terry (1993). Manufacturing Strategy (2nd ed.). London: The MacMil lan Press. 
H i l l , Christopher R. (1996). Olympic Politics. Athens to Atlanta 1896-1996. Manchester: 

Manchester University Press. 

Hiller, Harry H . (1999). "Mega Events and urban social transformation: Human development 
and the 2004 Cape Town Olympic B id" , in T. D . Andersson & C. Persson & B. Sahlberg 

& L - I . Ström (Eds.), The Impact of Mega Events (pp. 109-120). Östersund, Sweden: 
ETOUR. 

Hirokawa, Randy Y . & Poole, Marshall Scott (1996). Communication and Group Decision 

Making. Newbury Park, California: SAGE Publications, Inc. 
Hofstede, Geert H . (1984). Cultures' Consequences. International Differences in Work-

Related Values (vol. 5, abridged ed.). Newbury Park, USA: SAGE Publications. 
Huber, Oswald (1989). "Information-processing operators in decision making", in Henry 

Montgomery & Ola Svenson (Eds.), Process and Structure in Human Decision Making 

(pp.4, 11). Chichester: John Wiley & Sons Ltd . 

Hörte , Sven Åke & Ylinenpää, Håkan (1997). The Firm's and its Customers' View on Order-

Winning Criteria. A R 97:1. Luleå, Sweden: Luleå University ofTechnology. 

IOC (1995). Olympic Charter. Lausanne: IOC. 

IOC (1998a). Highlights of the week. Lausanne: IOC week 47. 
IOC (1998b). Highlights of the week. Lausanne: IOC week 48. 

IOC (1999). Report of the IOC ad hoc Commission to Investigate the Conduct of Certain IOC 

Members. Lausanne: IOC January 24. 

IOC (2000). Candidature Acceptance Procedure. Games of the XXIX Olympiad 2008. 

Lausanne: IOC February 24, 2000. 

Janis, Irving L . & Mann. Leon (1977). Decision-Making: A psychological analysis of conflict, 

choice and commitment. New York: Free Press. 

Jennings, Andrew (1996). The New Lords of the Rings: Olympic Corruption and How to Buy 

Gold Medals. London: Pocket Books. 

Kahneman, Daniel & Tversky, Amos (1979). "Prospect theory: A n analysis o f decision under 
risk". Econometrica, volume 47, March, No. 2, 274. 

Kahneman, Daniel & Tversky, Amos (1984). "Choices, Values, and Frames". American 

Psychologist, V o l . 39, No.4, pp.341-350. 

Keller, Peter (1999). "Marketing a Candidature to Host the Olympic Games: The Case o f Sion 

in the Swiss Canton of Valais (Wallis), Candidate for the Winter Olympics in the year 
2006", i n T. D. Andersson & C. Persson & B. Sahlberg & L - I . Ström (Eds.), The Impact of 

Mega Events (pp. 141-156). Östersund, Sweden: ETOUR. 

Kel ly , George A. (1991). The psychology of personal constructs. Volume one - A Theory of 

Personality. London: Routledge. 

K i m , Un-young (1999). The Greatest Olympics. From Baden-Baden to Seoul ( 2 n d ed.). Seoul: 
Doosan Corporation Publishing BG. 

30 



King, Frank W (1991). It's How You Play the Game. The Inside Story of the Calgary 

Olympics. Calgary: Script: the writers' group, inc. 
Konsynski, Benn R. & Stohr, Edward A. (1992). Information Systems and Decision 

Processes. Los Alamitos: IEEE Computer Society Press. 
Kotler, Philip (1976). Marketing Management. London: Prentice-Hall International Inc. 

Kovacs, Beatrice (1990). The Decision-Making for Library Collections. Connecticut: 

Greenwood Press Inc. 
Larsson-Mossberg, Lena (1999). "Mega Events as Image Creators: Techniques to 

Evaluate Changes in Destination Image Perceptions", in T. D . Andersson & C. 
Persson & B. Sahlberg & L - I . Ström (Eds.), The Impact of Mega Events (pp. 57-67). 

Östersund, Sweden: ETOUR. 
Mathisen, Ola Matti (1990). "Veien t i l O L " (The road to the Olympic Games), in Ramberg, 

Knut (Ed.), På Vei Til Lillehammer (On the way to Lillehammer), (pp.136-161). Oslo: J .M. 

Stenersens Forlag A.s. 
McCormack, Mark H . (1984). What They Don't Teach You at Harvard Business School. 

London: Book Views Inc. 
McGeoch, Rod & Korporaal, Glenda (1995). The Bid: Australia's Greatest Marketing Coup. 

Port Melbourne: Mandarin. 
Mehrabian, Albert (1981). Silent Messages: Implicit communication of emotions and 

attitudes (2nd ed.). Belmont, California: Wadsworth Publishing Co. 

Mil ler , David (1992). Olympic Revolution. London: Pavilion Books Limited. 
Mintzberg, Henry & Rasinghani, Duru & Théorét, André (1976). "The structure o f 

unstructured decision processes". Administrative Science Quarterly. June 1976, volume 21, 

246. 
Montgomery, Henry (1989). "From cognition to action: The search or dominance in decision 

making", in Henry Montgomery & Ola Svenson (Eds.), Process and Structure in Human 

Decision Making (pp.26, 30). Chichester: John Wiley & Sons Ltd . 
de Moragas, Miquel, & Botella, Miquel (Eds.) (1995). The Keys to Success. The social, 

sporting, economic and communications impact of Barcelona '92. Barcelona: 
Universität Autonoma de Barcelona. Servei de Publicacions. 

von Neumann, John & Morgenstern, Oskar (1953). Theory of games and economic behaviour. 

Princeton University Press. 
Nowak, K j e l l & Carlman, Benny & Wärneryd, Karl-Erik (1966). Masskommunikation 

och åsiktsförändringar (Mass comunication and changes of views). Stockholm: EFI. 
Ofstad, Harald (1961). An inquiry into the Freedom of Decision. Stockholm: Svenska 

Bokförlaget . 
Pound, Richard W. (1994). Five Rings Over Korea. The secret Negotiations Behind the 1988 

Olympic Games in Seoul. Canada: Lit t le , Brown & Company Ltd . 
Samaranch, Juan Antonio (1997). "Women in the Olympic Movement", Olympic Review, 

X X V I - 1 5 , June-July, 3. 
Samli, A .C. & Greval, D . & Mathur, S.K. (1988). "International Industrial Buyer Behaviour: 

A n Exploration and a Proposed Model" . Journal of the Academy of Marketing Science, 

Summer, Vol.16, No. 2. 
Sheppard, Blair H . & Davis, James H . (1982). "Choice Shifts, Introduction", in Herman 

Brandstätter & James H . Davis & Gisela Stocker-Kreichgauer (Eds.), Group Decision 

Making. London: Academic Press. 
Sheth, Jagdish N (1973). " A Model o f Industrial Buyer Behaviour". Journal of Marketing, 

V o l 37, October, 52-53. 
Simon, H .A. (1976). Administrative Behaviour: A Study of Decision-Making Process in 

Administrative Organization. London: Free Press. 

31 



Simson, V y w & Jennings, Andrew (1992). The Lords of the Rings: Power, Money, and Drugs 

in the Modern Olympics. Toronto: Stoddart. 

Spilling, Olav R. (1994). OLs naeringsmessige betydning på kort og lang sikt (The 

significance of the Olympic Games in short and long terms). 0F-rapport 26/1994. 
Lillehammer: Ostlandsforskning. 

Spilling, Olav R. (1997). "Long Term of Impacts o f Mega Events - The Case o f Lillehammer 
1994." Paper presented at the Conference on The Impact o f Mega Events, M i d Sweden 
University, Östersund, Sweden. 

Tannenbaum, R., & Schmidt, W . H (1958). "How to choose a leadership pattern." Harvard 

Business Review, 1958, 36, 95-101. 

Weber, Max (1964). The Theory of Social and Economic Organization. Translation o f text 
from 1947. New York: The Free Press. 

Webster Jr. Fredrick E. & Wind, Yoram (1972). Organizational Buying Behavior. Englewood 
Cl i f f s , New Jersey: Prentice-Hall. 

Widlund, Ture & Lyberg, W o l f (1991). Beslut om var OS ska hållas (Deciding where to Stage 

the Olympics). Stockholm: SOF-Bulletinen Special. 
Yetton, Philip W. & Bottger, Preston C. (1982). "Individual Versus Group Problem: A n 

Empirical Test o f a Best-Member Strategy". Organizational Behaviour and Human 

Performance, 29, 307-319. 

Y i n , Robert K . (1994). Case Study Research, Design and Methods. Thousand Oaks: SAGE 
Publication Inc. 

Y i n , R.K., Bateman, P.G. & Moore, G.B. (1983). Case Studies and Organizational 

Innovation: Strengthening the Connection. Washington D.C.: COSMOS Corporation. 

32 



Appendix A 

Questionnaire to the I O C members 

The fol lowing questions refer to your selection o f host city for the 
previous Summer (or Winter) Olympics. 

I . How important were the fol lowing factors o f the candidates in determining your choice o f 
Olympic City? Please mark the extent o f importance w i th a figure according to 
Very important = 2, Important = 1, Not important = 0, Negative influence = -1 

Messages 

1. National and regional characteristics 

2. Candidate city characteristics 
3. Legal aspects 

4. Meteorological conditions 
5. Environmental protection 

6. Custom and immigration formalities 
7. Security 
8. Medical/Health services 

9. Program o f the Games 
10. Sports organization 

I I . Sports/arenas 
12. Ceremonies 
13. Olympism and culture 
14. Youth camp 

15. Accommodation 

16. Olympic village 
17. Transportation 

18. Telecommunications 
19. Information technology 
20. Media center 
21 . Finances 

22. Marketing o f the Olympic Winter Games 
23. Guarantees 
24. Compact Games 

25. One Olympic village instead o f two 

26. Alt imde differences Olympic village/arenas 
27. Support for the bid in the candidate country 
28. Fair distribution o f the Games 
29. The cost level o f the candidate country 

30. Promise to leave legacies to the sports wor ld 
31. Free transportation to the Games for all athletes 

32. A promise to take good care o f the Athletes 
33. The quality o f the IOC hotel during the Games 
34. The bid country was a powerful G7 country 

35. Many applications for the Winter Olympics 
36. A n expressed desire to host the Olympics 
37. A n expressed desire to co-operate wi th the IOC 

38. The remedy o f less good experiences from previous Games 
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39. The selection o f previous Winter (Summer) Olympic host 

40. The bid city was geographically close to your country 
41 . The culture was similar to your country's 

42. The bid country had many Olympic gold medals 
43. Support o f the equality women/men 

44. Participation in the Olympic Movement for a long period o f time 

45. Financial support o f the Olympic Movement 
46. Subsidies to underdeveloped countries 
47. Following IOC's marketing rules for bid committees 

48. The bid president had a prestigious position in his country 
49. The bid president had become a friend o f yours 

50. The bid committee's care o f you during the b id process 

91 . Luxury Olympics instead o f low cost Games 

92. Organizing international sports events during the b id period 
93. Having many sports arenas built during the bid period 
94. The bid country has historical guilt to its neighbors 

95. The bid country celebrates some sort o f Olympic anniversary 
96. A single nation bid instead o f a combined b id from several nations 

97. The Olympics would mean a lot to improve the social l i fe o f the bidding country 

98. The state and the private corporations co-operate for the Olympics. 

2. How influential were the fol lowing persons and organizations in your choice? 
Great influence = 2, Some influence = 1, No influence= 0, Negative Influence= -1 

Messengers 

51. The wi fe o f the bid president 
52. Non-white people in the bid committee 
53. A pretty gir l child athlete in the presentation team 
54. A n Olympic gold medallist in the presentation team 

69. B i d committees 
77. The bid country's royalty 
78. The President/Prime Minister o f a G7 country 

79. The President/Prime Minister o f a small country 

80. The bid country's ministers 
81 . The bid country's ambassadors 
82. The bid city governor 

83. The bid city mayor 
84. The bid committee chairman and president 

85. Campaign workers 

101. The NOC president/secretary general o f the b id country 

102. IOC members in the bid country 
103. Beautiful girls as attractive promoters 

104. Experts in the Olympic Village and sports arenas 
105. Experts in transportation 

106. Experts in finances 
107. Experts in telecommunication 
108. Experts in information technology 
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109. Experts in media 

Other actors 

56. AGFIS President 
57. A N O C President 

58. A N O C A President 

59. FIFA President 
60. FIS President 

61 . I A A F President 
62. IOC President 

63. Other IOC members 

64. The IOC member's wife/husband 
65. IOC staff 

66. Other countries' National Olympic committees 

67. International Federations 
68. Athletes from other countries 
73. Evaluation Commission 

74. Electoral College 

75. T V Networks 
76. The IOC member's national politicians 

111. The chief management or owner o f Adidas and ISL 
112. The IOC Executive Board 

113. The IOC Athletic Commission 

Channels 

55. The final presentation made in more than one language 
70. Public opinion 
71 . Sport Intern 

72. Other media 

86. Newsletters, brochures, videos, sound tapes 
87. Presents, souvenirs 
88. The IOC member's visits to the bid cities 

89. Presentations at sessions 
90. Final presentation 

The fol lowing abbreviations have been used: 
AGFIS = General Association o f the International Sports Federation 

A N O C = Association o f National Olympic Committees 
A N O C A = Association o f National Olympic Committees o f Afr ica 
FIFA = International Football Association 
FIS = International Ski Federation 

I A A F = International Amateur Athletic Federation 
IF = International Sports Federation 

The b id components Nos 91-112 are added after the completion o f the surveys o f this thesis. 
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3. When did you select the candidate city you finally voted for? 

.... Before the finalist cities were selected 

.... After the finalists were selected but before your visits to the finalist cities 

.... After your visits to the finalist cities but before the final presentation o f the candidates 

.... After the f inal presentation o f the candidates 

4. I f you had to live in another country, which country would you choose? 
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Appendix B 

The ranked 50 messages graded by the 39 IOC member respondents 

Ranked No. Messages Number o f grades o f 
order 2 1 0 -1 

1 16. Olympic Village 37 2 0 0 
2 17. Transportation 34 5 0 0 
3 11. Sports/arenas 31 8 0 0 
4 2 1 . Finances 30 7 2 0 
5 18. Telecommunications 29 9 0 1 
6 19. Information technology 28 11 0 0 
7 27. Support for the bid in the b id country 28 10 0 0 
8 10. Sports organization 28 9 2 0 
9 23. Guarantees 26 11 2 0 

10 7. Security 25 12 2 0 
11 2. Candidate city characteristics 24 13 2 0 
12 1. National and regional characteristics 24 11 4 0 
13 3. Legal aspects 23 13 3 0 
14 24. Compact Games 23 13 2 0 
15 32. Promise to take good care o f the athletes 23 12 2 0 
16 20. Media center 23 12 4 0 
17 15. Accommodation 22 16 1 0 
18 9. Program o f the Games 22 11 6 0 
19 8. Medical and health service 20 15 4 0 
20 22. Marketing o f the Olympic Winter Games 18 18 3 0 
21 5. Environmental care 17 19 3 0 
22 3 1 . Free transportation for all athletes 15 16 6 0 
23 37. A desire to cooperate wi th the IOC 12 19 6 1 
24 25. One Olympic village instead o f two 11 22 4 1 
25 6. Custom and immigration formalities 11 18 10 0 
26 13. Olympism and culture 10 23 6 0 
27 26. Altitude differences Olympic village/arenas 10 18 9 0 
28 4. Meteorological conditions 9 26 4 0 
29 30. A promise to leave legacies to the sports world 8 23 7 0 
30 28. Fair distribution o f the Games 8 21 9 0 
31 47. Following IOC's bidding rules 8 20 10 0 
32 43. Support the equality o f women/men 8 16 12 2 
33 29. The cost level o f the candidate country 6 21 11 0 
34 36. A n expressed desire to host the Games 6 19 13 0 
35 48. The bid president had a prestigious position 6 13 17 2 
36 38. Remedy bad experiences from previous Games 5 20 11 1 
37 35. Many applications for the Olympics 5 17 16 0 
38 49. The bid president had become a friend o f yours 5 6 24 3 
39 12. Ceremonies 4 26 9 0 
40 39. The selection o f the previous Summer Olympics 4 9 23 2 
41 14. Youth Camp 3 24 12 0 
42 44. Participation i n the Olympic Movement 

for a long period o f time 3 23 8 4 
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43 50. The bid cornrnittee's care o f you 3 8 23 4 
44 42. The bid country had many Olympic gold medals 3 8 22 5 
45 33. The quality o f the IOC hotel during the Games 2 18 17 0 
46 46. Subsidies to underdeveloped countries 2 13 21 2 
47 40. The bid city was geographically close to 

your country 2 3 27 6 
48 45. Financial support o f the Olympic Movement 1 13 21 2 
49 34. The bid country was a powerful G7 country 1 2 32 3 
50 4 1 . The culture was similar to your country's 0 4 30 4 

2 = Very important, 1 = Important, 0 = Not important, -1 = Negative influence 

The ranked 15 messengers graded by the 39 IOC member respondents 

Ranked No. Messengers Number o f grades o f 
order 2 1 0 -1 

1 84. The bid committee chairman and president 14 18 5 1 

2 69. B i d committees 7 21 8 1 

3 85. Campaign workers 5 19 13 1 
4 54. A n Olympic gold medallist in presentation team 5 6 26 1 
5 63. Other IOC members (in the bid country) 4 9 23 1 

6 83. The bid city mayor 3 20 14 1 
7 82. The bid city governor 2 9 26 1 

8 77. The bid country's royalty 2 3 31 2 
9 51 . The wi fe o f the bid president 1 8 23 4 

10 52. Non-white people on the bid committee 1 7 25 3 
11 78. The President/Prime Minister o f a G7 country 1 2 30 4 
12 79. The President/Prime Minister o f a small country 1 2 29 4 
13 53. A young gir l athlete in the presentation team 1 1 30 5 
14 80. The bid country's ministers 0 6 29 2 

15 81 . The bid country's ambassadors 0 6 29 2 
2 = Very important, 1 = Important, 0 = Not important, -1 = Negative influence 
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The fol lowing abbreviations have been used in the table below. 
AGFIS = General Association o f the International Sports Federation 
ANOC = Association o f National Olympic Committees 

A N O C A = Association o f National Olympic Committees o f Afr ica 

FIFA = International Football Association 

FIS = International Ski Federation 
I A A F = International Amateur Athletic Federation 

IF = International Sports Federation 

The ranked 17 other actors graded by the 39 IOC member respondents 

Ranked No. Other actors Number o f grades o f 

order 2 1 0 -1 

1 73. Evaluation Commission 22 13 2 ! 
2 74. Electoral College 9 13 14 1 

3 62. IOC President 5 8 23 1 

4 63. Other IOC members 4 9 23 1 

5 68. Athletes from other countries 2 6 29 1 

6 60. FIS President 1 13 22 1 

7 67. International Federations 1 12 23 1 

8 56. AGFIS President 1 5 29 1 

9 57. A N O C President 1 3 30 

10 59. FIFA President 1 2 32 1 

11 75. T V Networks 0 7 29 1 

12 66. Other countries' National Olympic Committees 0 6 30 1 

13 64. The IOC member's wife/husband 0 6 29 1 

14 65. IOC staff 0 5 30 2 

15 58. A N O C A President 0 3 31 2 

16 61 . I A A F President 0 3 32 2 

17 76. The IOC member's national politicians 0 2 31 5 

2 = Very important, 1 = Important, 0 = Not important, -1 = Negative influence 

The ranked 9 channels graded by the 39 IOC member respondents 

Ranked No. 
order 

Channels Number o f grades o f 
2 1 0 - 1 

1 88. The IOC member's visits to the bid cities 30 4 5 0 

2 90. Final presentation 11 23 4 0 

3 89. Presentations at sessions 7 23 8 0 

4 55. The final presentation made in 
more than one language 6 13 16 2 

5 70. Public opinion 5 16 16 1 

6 86. Newsletters, brochures, videos, sound tapes 3 22 13 0 

7 72. Other media 2 6 28 1 

8 87. Presents, souvenirs 1 1 27 9 

9 71 . Sport Intern 0 5 25 7 

2 = Very important, 1 = Important, 0 = Not important, -1 = Negative 
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A BACKGROUND TO THE HOST SELECTION FOR THE 2002 OLYMPIC 
WINTER GAMES 

Christer Persson, Östersund (Sweden) 

Summary 

The interest for hosting the Olympic Games is now at its 
historical peak. Heads of states, culture elites, top 
athletes and professional marketers are engaged in 
selling their cities to the deciding International Olympic 
Committee. This host selection process has recently been 
in the focus of public interest due to the bribery 
allegations against the winner of the 2002 Olympic Winter 
Games, Salt Lake City. 

The author was the president of the Swedish candidate 
city for the 2002 Olympic Winter Games and took also 
active part in the bids for the two previous Winter Games. 
This article of the host selection processes for the 1994 
and 1998 Winter Games makes a platform for an ensuing 
participant-observation study about the host selection for 
the 2002 Games. It also paints a background to Salt Lake 
City's choice of marketing strategy. 

Key words: 

Olympic Winter games - selection of the hosts - Mega 
event 

Resumé 

L'intérét pour organiser les Jeux Olympiques est å son 
apogée. Les autorites, l'élite des milieux culturels et 
sportifs et les professionnels du marketing sont tous 
intéressés ä postuler pour étre retenus par le Comité 
international olympique (CIO) comme ville olympique. 
Ce processus de sélection est å la une des actualités 
å cause des allégations de corruption contre le 
vainqueur du „bid" pour les JO d'hiver 2002, Salt Lake 
City. 

L'auteur était président du Comité de candidature la 
ville suédoise d'Oestersund pour les JO d'hiver 2002. 
II a aussi participé activement å la préparation des 
candidatures de 1994 et de 1998 de la méme ville 
située au centre de la Suéde. Le processus de 

"Adress of the author: 
Christer Persson 
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SE-831 92 Östersund 
Sweden 
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sélection des JO d'hiver 2002 est analysé å partir des 
candidatures précédantes. L'article permet aussi de 
mieux comprendre la stratégie de marketing choisie 
par la ville de Salt Lake City. 

Mots- c lé: 

Jeux Olympiques d'hiver - Mega-Event - Processus 
de sélection 

Zusammenfassung 

Das Interesse, die Olympischen Spiele zu 
organisieren, hat im Moment seinen Höhepunkt 
erreicht. Staatschefs, die kulturelle und sportliche 
Elite, professionelle Marketingleute, alle sind 
engagiert, ihre Städte dem entscheidenden 
Olympischen Komitee zu verkaufen. Die Auswahl der 
Kandidaten für die Olympischen Spiele trat kürzlich 
infolge der korrupten Behauptungen gegen die 
Gewinner der Olympischen Winterspiele 2002, Salt 
Lake City, ins Rampenlicht des öffentlichen 
Interesses. 

Der Autor war Präsident des Organisationskomitees 
für die Olympischen Winterspiele 2002 der 
mittelschwedischen Stadt Oestersund und partizipierte 
aktiv an den zwei vorher-gehenden Kandidaturen. 
Dieser Artikel über das Auswahlverfahren für die 
Kandidaturen von den Olympischen Winterspiele 1994 
und 1998 ist die Ausgangslage für die Analyse des 
Selektionsverfahrens für die Kandidatur von 2002. Er 
liefert ebenfalls Grundlagen, um die Strategiewahl von 
Salt Lake City im Bereich des Marketings der 
Kandidatur besser zu ver-stehen. 

Schlüsselbegriffe: 

Mega-Event - Olympische Winterspiele - Selektion 
der Kandidaturen 

Institutional Background 

The ancient Olympic Games were all held in Olympia 
in Greece. While, the date of the first Olympic Games 
is unknown, the first recorded Olympic competition 
was in 776 BC. In order to make it possible for all 
athletes to participate in the Games, the Greeks 
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proclaimed an inviolable truce. The ancient Olympic 
Games were abolished in 393 AD. 

In June 1894, the French Union of Clubs of Athletic 
Sports organized an international congress in Paris 
with the dual aim of initiating a revival of the ancient 
Olympic Games and establishing common rules for 
amateur athletics. Held at the University of Sorbonne, 
the historic decision for the revitalization of the Games 
was taken on 23 June 1894 (Comité International de 
Jeux Olympiques, 1894). 

The first modern Olympic Games was held in Athens 
in 1896. However, in contrast to the ancient Olympic 
Games, war has necessitated the cancellation of three 
modern Games, i.e. 1916, 1940 and 1944. The 
modern Games have been celebrated in the first year 
of every Olympiad, i.e. of every four year interval. The 
modern Olympic Games (Summer Olympics or 
Summer Games) encompass summer sports. 

The Olympic Winter Games (Winter Olympics or 
Winter Games) have no ancient forerunner. Sweden 
was the venue of the first regular, international winter 
games in 1901 and served as host nation every four 
years for six subsequent games. However it was the 
international winter games in Chamonix, France, in 
1924 which was two years later recognized as the first 
Winter Olympics. Until 1992, the Winter Olympics 
were held in the same years as their summer 
equivalents. Since 1994 the Winter Olympics have 
been celebrated in the middle of every Olympiad. 

The International Olympic Committee (IOC) governs 
the modem Olympic Movement. "The IOC is an 
international non-governmental, non-profit 
organization of unlimited duration, in the form of an 
association with the status of a legal person..." (IOC, 
1995:1, p.28) This means that the IOC has no 
external owners to report to and it has no formal 
connections or ties to any governmental body. 

The IOC chooses and elects its members from 
among such persons as it considers qualified" (IOC, 
1995:1, p.28). Thus, in effect, current IOC members 
propose and elect new IOC members they themselves 
consider qualified. 

"The honor of hosting the Olympic Games is entrusted 
by the IOC to a city, which is designated as the host 
city of the Olympic Games... " (IOC, 1995:1, p.57). 
This means that it is the members of the IOC, 
approximately 100 in number, who decide which city 
will act as host of the Games. 

The Olympic Charter guides the Olympic Movement 
and presents its objective: 
"The goal of the Olympic Movement is to contribute to 
building a peaceful and better world by educating 
youth through sport practised without discrimination of 

any kind and in the Olympic spirit, which requires 
mutual understanding with a spirit of friendship, 
solidarity and fair play" (IOC, 1995:1, pp.10-11). 

The IOC President has several times declared at the 
negotiations of TV rights that the IOC's objective has 
been to make it possible for as many people as 
possible to watch the Games. The reason for this is 
the IOC's objective to expand the Olympic Movement 
over the world in order to promote international 
understanding and peace and to establish itself as a 
worldwide organization. 

By organizing the Summer Olympics and Winter 
Olympics for as many nations as possible the Olympic 
Movement sees itself as a bridge-builder between 
countries that have poor relations. Bringing people 
from these countries together for Olympic 
competitions may be the start of contact and 
understanding. Being a politically independent 
organization, the IOC also has the possibility to make 
contacts with any country without being suspected of 
acting on behalf of any nation. 

In order to stay politically independent it is necessary 
to be economically independent. Today the IOC has 
arrived at that position. 

The Summer and Winter Olympics are rotating 
events. This means that the host city for the Games 
varies from Olympiad to Olympiad. The right to host 
the Games is awarded to a city, which is judged to 
have most distinguished itself from the other 
candidate cities. All candidate cities have to provide 
the IOC with a bid containing a complete account of 
how they intend to organize the Games. These bids 
are then evaluated, a process, which takes more than 
a year to complete. 

As stated earlier, the final decision as regards which 
city will host the Summer and Winter Olympics is 
made by IOC members. Their final selection of host 
city is based on a procedure of secret balloting. At 
each round of voting, the candidate with the fewest 
votes is eliminated. Voting continues until one 
candidate city has received more than 50% of IOC 
votes. 

The appeal of acting as host city for the Summer 
Olympics has for a number of reasons varied during 
the years. Figure 1 lists the various Summer Olympics 
and shows the number of cities, which have forwarded 
their candidature for the right to hold the Games. A 
city is here considered as a candidate if it has applied 
and stayed as candidate up to the IOC session 
selecting the host city (Lyberg & Widlund, 1991) 

There were just one or two candidates for the first six 
Summer Olympics. Except for the two Games in 1920 
and 1924, this low level of interest continued until 
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1940. The wide-spread desire to re-establish 
international contact and understanding after the First 
World War might have been a reason for the increase 
in the number of candidates for the 1920 and 1924 
Games. Similarly, after the Second World War, 
interest for international contact grew and the Summer 
Olympics became increasingly popular. However, the 
Games also grew in size, becoming more and more 
an economic burden for the organizing city and 
country. This 'dinosaur' of sporting events was almost 
on the brink of extinction in 1978, when no city wished 
to organize the 1984 Olympic Games according to the 
rules laid down by the IOC. Los Angeles was then 
permitted to organize the Games on its own 
commercial terms. 

The Los Angeles Games of 1984 changed the whole 
situation for the Olympic Movement. As shown in 
Figure 2 the TV networks showed a marked interest in 
promoting the Games and consequently, TV coverage 
drew in increasingly more revenue (IOC, 2000). 

Forty-nine percent of the TV revenues for the 2004 
and 2008 Summer Olympics belong to the organizers 
of the Games. At the preceding Games 60% of the TV 
revenues were destined for the host cities. The 
remaining percentage, except for 7 percent, is 
allocated to the International Sports Federations and 
the National Olympic Committees by the IOC (IOC, 
2000). 

From 1984 and onwards, hosting a Summer Olympics 
has not only been positive in terms of publicity. It has 
also been potentially profitable. While, the number of 
candidates vying for the right to host the Games in 
1992 increased to six, matters reached a historic peak 
for the Games in 2004. In total, 11 cities applied. 

A corresponding development could also be seen as 
regards the Winter Olympics in Figure 3. The dramatic 
increase in TV revenues also affected the 1984 and 
ensuing Winter Games (IOC, 2000). Forty-nine 
percent of the TV revenues for the 2006 belong to the 
organizers. At the preceding Winter Games 60% of 
the TV revenues were destined for the host cities. 

In contrast to the Summer Olympics, the number of 
candidate cities for Winter Olympics shows more 
variation over time. However, as with the Summer 
Olympics of 2004, the Winter Olympics of 2002 have 
had the greatest number of cities vying for the honor 
of being host. In total, 9 cities applied as is shown in 
Figure 4 (Lyberg & Widlund, 1991). 

Before 1944 the Winter Games was awarded as a 
bonus without a bid contest to the host country that 
had the same year been awarded the Summer 
Games. (Since the Netherlands could not stage the 
Winter Games in 1928 three Swiss cities competed 

for this Games. The seven candidate cities that 
applied for the 1932 Games all came from USA.) 
Since the 1944 Winter Olympics, with the exception of 
only the 1948 and 1980 Games, there has been a 
competition between three or more cities to host the 
Winter Olympics. 

How important is this Mega-Event? 

According to Mihalik and Simonetta (1996, p.304) the 
Olympic Games are revered by some as the pinnacle 
of mega-events. They are steeped in tradition, held 
relatively infrequently and are dedicated to excellence. 
They represent a sports event of unequaled stature". 

The Summer Olympics is together with soccer World 
Cup the most attractive international sports event in 
the world. The Summer Olympics is the biggest sports 
event, both in terms of the numbers of participants of 
athletes and media. The Winter Olympics is between 
a fifth and a half the size of the Summer Olympics 
depending on how size is calculated. The number of 
participating athletes is five times bigger at the 
Summer Games while the turnover figures are three 
times bigger and the number of media people 
attending is only twice as big. 

Each city applying for the Winter Olympics spends on 
average 5 million USD, while a candidacy for the 
Summer Games works out on average at 
approximately 15 million USD per campaign. The 
cities that are selected finalists spend more and the 
others less. With a new selection process for either 
the Summer or Winter Games being initiated every 
two years, and with on average 7 cities applying for 
Winter Games and 7 cities for Summer Games, it is 
thus possible to conclude that cities vying for the right 
to host the Games spend on average altogether over 
USD35 million every year. 

Hosting an Olympic Winter Games includes among 
other things the construction of arenas, roads, 
railways, tele- and TV-communications, sewage 

systems, hotels, apartments, transportation, food 
supply, health care and security systems for 15,000 
people invited and another 200,000 spectators. 
Furthermore it includes the organizing of sports and 
cultural events for 16 days under worldwide TV-
coverage. Hence, the candidate cities bids are very 
complex. 

Although only lasting for 16 days, the task of preparing 
for the Winter Olympics is set in motion seven years 
before the actual Games is to take place. Some 
arrangements are completed a year before the 
competitions (e.g. the construction of arenas and the 
implementation of measures designed to bolster the 
local infrastructure), while others (e.g. the construction 
of facilities for the merchandizing©!-Winter Olympics 
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products) basically sprout up and disappear in 
conjunction with the 16 days of competition. 

However, while most arrangements are only of a short 
term nature and have no long term impact on the 
region organizing the Games, it should nevertheless 
be noted that interest in the region as a tourist 
attraction will still remain high after the Games. In 
terms of the 1994 Winter Olympics in Liliehammer, 
Spilling's (1997, p.13) studies have shown that two 
years after the Winter Olympics the increase in the 
number of guest nights in the three municipalities of 
Lillehammer, Oyer and Guausdal was still at a 120 % 
higher level than it was in 1989/90, one year after the 
town was awarded the Games. For the nation as a 
whole, the number of guest nights grew by about 30% 
in the same period. 

The direct consequences of staging a Winter 
Olympics are of course the vast numbers of people it 
attracts as a tourist event and the immediate financial 
and organizational measures needed to ensure that 
the Games function. The indirect benefits of having 
hosted the Games are the construction of new 
sporting arenas, the development of the infrastructure 
of the region in question, the expansion of the tourism 
industry, improved skills, experience and qualifications 
for the people involved, the expansion of business 
networks and the reinforcement of market positions 
for the industries involved and an injection of self-
confidence for the local population (Spilling 1994. 
p.11). 

The Summer and Winter Olympics also focus 
attention on the host country. The size and 
development of TV coverage for the last three Winter 
Olympics has undergone an incredible expansion. 64 
countries saw the 1988 Winter Games in Calgary. 
Four years later, the Albertville Winter Games was 
televised to 86 countries, and the 1994 Lillehammer 
Games to 120 countries (IOC 1993, pp.7-8; IOC, 
1995:2, p.1; LOOC, 1994, p.6). 
The scale of the media's coverage of Lillehammer is 
reflected in the fact that there were approx. 8,000 
media representatives at the Games. In fact, several 
countries actually had some of their highest viewing 
figures for TV programs covering the Lillehammer 
Winter Olympics (Spilling, 1994, p.9). 

Twelve thousand people, mostly on a voluntary basis, 
were involved in implementing the Lillehammer 
Games. In total, 3,500 to 4,500 man-years were 
produced. 384 permanent jobs were created (Spilling, 
1994, pp.34-36). 

The population in Lillehammer grew by 10 % from 
1988/89 to 1997 compared to less than 5 % in the rest 
of the nation. Taken into consideration the effect of 
this increase of population the permanent jobs created 
by the Winter Olympics were 400 to 500 full time 

equivalents (Spilling, 1997, pp.18-19). 

In Table 1 Spilling (1994, pp.9, 52; 1997, p.13) 
provides some interesting figures for the 1994 Winter 
Olympics in Lillehammer (see table 1). 

Spilling (1997, p,20) concludes: "If the main argument 
for hosting a mega-event like the Winter Olympics is 
the long-term economic impacts it will generate, the 
conclusions from the Lillehammer experience quite 
clearly points to the conclusion that it is a waste of 
money. However, this does not mean that there are 
not other arguments for hosting a mega-event. The 
Lillehammer Olympics was a great experience, 
although not in economic terms". 

In summary, previous Summer and Winter Olympics 
have had a considerable impact on their various host 
nations. Many cities in the world involve themselves in 
the actual decision making process in order to acquire 
the mega-event of the Olympics. However, before 
dealing with the study proper it is first necessary to 
explore the relevance of previous studies to this issue. 

Literature review 

Much of the research on mega-events has dealt with 
their impacts on the tourism and the economies of the 
hosts. Brunet (1993), and de Moragas & Botella 
(1995), for example, have explored the economic 
consequences of the 1992 Olympic Games in 
Barcelona. Spilling (1994 and 1997), has studied the 
long-term post-event implications of the 1994 Olympic 
Winter Games in Lillehammer. Getz (1999), has 
explored strategies for tourism destinations while 
Larsson-Mossberg (1999), has suggested techniques 
to evaluate changes in destination image perceptions 
resulting from mega-events. Andersson (1999) has 
proposed a model for the economic trickle down 
effects of mega-events. 
Journalists, bid committee presidents and two 
members of the IOC have given anecdotal evidences 
of bid campaigns and of the staging of Summer and 
Winter Olympics. Ueberroth, Levin and Quinn, (1985), 
have described the 1984 Summer Games in Los 
Angeles. Eggertz and Hedlund (1987) have revealed 
the story of Falun's two campaigns for the Winter 
Olympics. Mathisen (1990) has written down a few 
notices about the Lillehammer bidding. King (1991) 
has told the bidding and implementing story of the 
Calgary Olympics. A biography öf the IOC president 
by Miller (1992) included reflections about the process 
of host bidding. Pound (1994), a member of the IOC, 
has unveiled the secret negotiations behind the 1998 
Olympic Games in Seoul. McGeoch and Korporaal 
(1995) have chronicled the winning campaign for the 
2000 Olympic Games in Sydney. Simson & Jennings 
(1992), and Jennings (1996) have given a sensational 
account of the Olympic Movement and its 
shortcomings. The IOC member Kim (1-999) has given 
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his views about Seoul's bid campaign and 
implementation of the 1988 Olympic Games. 

However, there has also been some academic 
research related to the bidding and the election of the 
hosts for mega-events. Lyberg & Widlund (1991) have 
summarized the election results and some 
background information for all the Olympic Games 
from 1896 to 1998. Hiller (1999) has described 
thestrategy employed by Cape Town in its bid for the 
2004 Olympic Games. Keller (1999) has discussed 
the considerations behind the shaping of Sion's 
campaign for the 2006 Olympic Winter Games. 
However, no previous academic research has 
attempted to discover the inner functions of a bid 
campaign for Olympic Winter Games. 

A review of the host selections for the 1994 and 1998 
Winter Olympics might well serve to assist in helping 
our understanding of the dynamics behind the 
decision makings and help highlight other related 
questions. 

Mini-cases 

Due to the authors' participation in two campaigns by 
the city of Östersund (Sweden) to hold the 1994 and 
1998 Winter Olympics and the resulting experience 
from this involvement, it has been possible to make 
notices of both campaigns. 

Mini-case 1: The Host Selection Process for the 
1994 Olympic Winter Games 

At the balloting for the host of the 1994 and 1998 
Winter Olympics the IOC members were informed 
about the result after each individual round of voting. 

As a background for the 1994 host selection process 
Table 2 shows the number of votes of the ballot 
rounds for the previous 1992 Games (see table 2). 

Berchtesgaden was where Hitler had had his personal 
headquarters. It was questioned if this was the right 
place for the Olympic Spirit to be celebrated. However, 
as Table 2 shows, Berchtesgaden was eliminated 
already in the first round. 

Anchorage was handicapped in a different respect. 
The North American city of Calgary had already been 
awarded the 1988 Winter Olympics and it was said to 
be unfair to the rest of the world if the IOC had 
entrusted the Games to this continent twice in a row. 
Consequently, Anchorage was the next city to be 
eliminated. 

Cortina had already staged the Winter Olympics in 
1956 and its candidacy was merely motivated as 
tourism promotion. Cortina left the race in the third 
voting round. 

During round four, Falun and Lillehammer were both 
in last place, with the same number of votes. This 
meant that a separate round of voting would have to 
be held, to determine which city would be eliminated 
from the proceedings. Falun won by one vote and 
progressed to the sixth and final round of voting. Four 
IOC members abstained from voting. 

Albertville was eventually awarded the 1992 Winter 
Olympics, despite the fact that it was commonly felt 
that it did not offer a perfect program of arrangements 
for the Games. For example, slow and narrow alpine 
roads hindered transportation between the various 
activities and the individual events were spread over 
too wide an area. 

Some IOC members explained the reason why the 
French city of Albertville had won the 1992 Winter 
Olympics. At that time the host cities of the Summer 
and Winter Games were selected on the same day. 
Now both Paris and the Spanish city of Barcelona 
were host candidates for the 1992 Summer Olympics. 
The famous Mayor of Paris and later President of 
France, Jacques Chirac, honored the IOC by 
attending this meeting. He even made a highly praised 
speech. Furthermore it was in Paris the modem 
Olympic movement was born. Now, when the IOC 
members wanted to award the Summer Olympics to 
Barcelona as a present to their Spanish IOC President 
there was no other choice than to give the Winter 
Games to France. France could not be rejected twice. 

Naturally, the awarding of the Games to Albertville 
was a tremendous disappointment to the organizers 

of Falun's campaign. During the regular voting 
rounds, Falun at the most only ever received 11 of 85 
votes. In fact, the leader for Falun's campaign was so 
appalled by matters, that he later published a 
defamatory statement against the IOC selection 
procedure. 

Yet, the outcome of the vote was even worse for 
Lillehammer. However, credit where credit is due, the 
Norwegians regarded their failure to host the 1992 
Winter Olympics as an invaluable learning experience 
and immediately began working on their next bid. 

Such was the state of affairs when Östersunds 
candidacy for the 1994 Winter Olympics was accepted 
by the Swedish Olympic Committee, and the cities of 
Anchorage, Lillehammer and Sofia chose to re-apply 
for the right to host the 1994 Winter Olympics. 

During this bid process there were discussions about 
how big was the influence on the bid selection process 
by the Dassler companies Adidas and marketing 
agency ISL (International Sports and Leisure). Horst 
Dassler was the owner of the companies and the 
creator of sports marketing. Under-his- guidance the 
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big international sports federations were transformed 
into businesses with incomes of millions. He was also 
a major partner of the IOC in turning its bad business 
into economic wealth. Eventually they were all 
contractually associated with his companies. This 
made Dassler a highly regarded actor of sports and 
made him able to influence other actors on the 
international sports arena. The question was now if he 
applied any impact on the IOC members at their bid 
choices (Simson & Jennings, 1992). 

in order to furnish the deciding IOC members with 
qualified information about the candidate cities the 
IOC established an Evaluation Commission (EC). This 
body sent out a questionnaire to all cities applying for 
the Games and evaluated their answers. The EC then 
visited all candidate cities in order to see, at first hand, 
the arrangements they had offered as regards hosting 
the Games. A report was then subsequently compiled 
in which the EC's findings were summarized. 

Motivated by the nature of criticism leveled at the 
arrangement of the Games in Albertville, all 
candidates for the 1994 Winter Olympics decided to 
market their bids as 'compact concepts', i.e. they 
elected to accommodate the athletes in a single 
Olympic Village and have all sporting facilities close to 
the Olympic Village. 

The Games in Calgary, which had only finished seven 
months before the IOC was to decide on the host city 
for the 1994 Winter Olympics, highlighted another 
important issue. This was the question of the weather. 
In Calgary, it was cold one day and warm the next. 
Consequently, the organizers were forced to resort to 
artificial snow. They also had problems as regards 
wind and wind-borne sand. For example, the ski 
jumping competition had been delayed due to the 
strong wind and was only completed a few hours 
before all the snow disappeared. 

If the IOC selectors recognized that this state of affairs 
had to be avoided in the future, and consequently 
preferred those candidates that could be expected to 
have an abundance of natural snow and little wind, 
Lillehammer and Östersund might have been their 
'snowy and less windy candidates'. 

In addition, whilst being a large metropolis had some 
advantages, it was felt that once one left the 
immediate surroundings of the Games, Calgary 
lacked the proper Olympic atmosphere. In light of this 
fact, it could be assumed that the Games would have 
been better suited to a smaller city. Lillehammer was 
clearly the smallest of the candidate cities, with 
Östersund in second place. 

Sofia began as the favorite for the 1994 Winter 
Olympics, since it had come second in the bid to hold 
the 1992 Winter Olympics. It also offered a most 

efficient arrangement as regards the siting of the 
sports arenas. The Bulgarians intended to hold the 
Games in a very limited area. The latter was also a 
larger city in comparison to the other candidates. 

The Anchorage proposal had a number of positive 
points. However, it was never considered as a proper 
alternative as the Winter Games had just been staged 
in Calgary and there was an expressed desire among 
the IOC members to distribute the Games fairly over 
the world. 

Lillehammer's chances of being awarded the Games 
also seemed unlikely in the beginning. To begin with, 
Norway had already staged the Winter Olympics in 
Oslo in 1956. In addition, Lillehammer was in effect 
nothing more than a town with a population of 24,000. 
To make matters worse, there were approximately 
200 km to the nearest international airport. 

Lillehammer presented an efficient proposal in terms 
of the siting of the events. The speed skating and 
down hill and Super G alpine events for women, for 
instance, were all to be held in the actual village. The 
Östersund proposal also involved siting the speed 
skating arena in Östersund, but the alpine events 
were to take place in another location, which was 100 
km from the city. IOC members commented upon this, 
saying that they could accept a three hours drive from 
the airport to their hotel, but a daily one and a half 
hour's drive to the venue of the alpine competitions, 
as had been their experience in Calgary, was not 
really acceptable. 

Lillehammer started to construct a new ice-hockey hall 
and a new alpine arena in Lillehammer. These were 
presented to the 68 IOC members who visited the 
town. During the same period only 40 IOC members 
visited Östersund. 

It had become a norm amongst most cities bidding for 
the Games to promise one thing and deliver another. 
Now Lillehammer did not stage the speed skating, 
downhill and Super-G competitions in the town but at 
a considerable distance from Lillehammer. 
Lillehammer was experienced from an earlier bid. 
Östersund was the newcomer. 

In fact, Östersund was the only candidate amongst the 
contending cities bidding for the first time. The 
organizers of the Östersund campaign had no prior 
experience. This state of affairs was reflected in the 
fact that only 40 IOC members had visited Östersund 
as late as the final day of voting. 45 voting IOC 
members had never seen the town. While 
representatives of the Lillehammer bid passionately 
hugged the IOC members in the lobby of the hotel 
where the election was to take place, representatives 
of the Östersund campaign politely shook their hands. 
To make matters worse, the -president of the 

48 



Revue de Tourisme - The Tourist Review - Zeitschrift für Fremdenverkehr 3/2000 

campaign to host the 1992 Winter Olympics in Falun 
published his condemnation of the IOC. In the hotel 
lobby, several IOC members were seen to have the 
book. An assistant to the IOC President was asked if 
the IOC President had read the book. Not only this 
was the case, but also every other IOC member had 
received a translated copy of the book. 

The Swedish King assisted for several days the 
Swedish Bid Committee at its meetings with the IOC 
members. He worked hard and never refused a 
proposal to help, even late in the evenings. 

At the final presentation to the IOC members the 
Lillehammer bid committee was joined by the 
Norwegian Prime Minister, Mrs. Gro Harlem 
Brundtland, who held an impressive speech. Among 
other things she informed the delegates about 
Norway's contribution to the struggle against 
apartheid. The IOC Director of Information, Miss 
Michéle Verdier, acknowledged that this information 
was decisive in Lillehammer's favor to those IOC 
members from Africa and Asia who until then had not 
decided on which candidate to vote for. 

The U.S. boycott of the 1980 Summer Games in 
Moscow and the following boycott of the 1984 Los 
Angeles Summer Games by most countries of the 
Eastern bloc had annoyed the IOC. A couple of days 
before it was to be decided which city would host the 
1994 Winter Olympics, nine new IOC members were 
sworn in. Part of the oath they swore included the 
clause "...to keep myself free from any political or 
commercial influence...". The oath was then repeated 
in front of all IOC and Bid Committee members. 

It was rumored that just after this event the bid people 
of Sofia had proposed the IOC to vote for Sofia in 
gratitude for the East bloc's gesture of not boycotting 
the Olympic Games in Seoul. As a result of this it was 
almost possible to hear Sofia dropping from its high, 
favorite position down to the hotel lobby floor. The 
chief editor of the Sport Intern newspaper (Huba, 
1997) later confirmed the rumor. 

The final decision as to which city was to host the 
1994 Winter Olympics was to be taken in Seoul in 
1988 where at the same time the 1988 Summer 
Olympics was held. On the morning of the election, an 
IOC member in one of the candidate countries was 
elected to the Executive Board of the IOC. This 
appointment was opposed by African IOC members, 
who wanted an African elected to this post, and by 
Latin American IOC members, who wanted a Latin 
American to be elected. As was later learnt from an 
African IOC member, this decision infuriated the 
African IOC members who made a joint decision that 
the candidate country of the elected IOC member had 
been awarded enough at this session. 
The 85 IOC members, who would eventually decide 

which city would host the 1994 Winter Olympics, 
represented 70 nationalities. Table 3 shows the result 
of their election procedure (see table 3). 

Sofia was the first city to be eliminated from the 
selection procedure. The Anchorage bid was the next 
to be rejected. Östersund now had the most number 
of votes before the final round. Now, the crucial 
question was - How would the former supporters of 
the Anchorage bid vote? 

In the final round of voting, Lillehammer received 
fifteen new votes, while support for Östersund's 
candidacy only increased by six votes. A number of 
explanations have been suggested in an attempt to 
understand this final round of voting. For some, the 
fact that the USA and Norway are politically affiliated 
in terms of NATO is a probable explanation. Others 
have cited the negative impacts of the Falun book and 
from the election of the Swedish IOC member to the 
IOC Executive Board. Another hypothesis is that 
Lillehammer's selection was primarily due to the way 
in which the organizers of its bid successfully 
cultivated the support of IOC members - a state of 
affairs only helped by the Brundtland speech. 
Alternatively, some have simply argued that 
Lillehammer offered a bid, which seemed more 
attractive than that of Östersund. 

We could conclude that from having finished as fourth 
choice in the host selection for the 1992 Winter 
Olympics, Lillehammer had now been awarded the 
Games. 

Mini-case 2: The Host Selection Process for the 
1998 Olympic Winter Games. 

This time six cities were competing for the right to hold 
the Games. All of the cities, with the exception of 
Östersund and Salt Lake City were bidding for the first 
time. However, the latter had applied to host the 
Games in 1972, when it was the first city to be 
eliminated from the election process. And thus, Salt 
Lake City like all the other newcomers, i.e. Aosta 
(Italy), Jaca (Spain), Nagano (Japan) and the Russian 
city of Sotji, was forced to start from scratch as 
regards the building up of an all important network of 
contacts within the IOC. For the first time, Östersund 
had the advantage of not being a newcomer. A 
common feature of the bidding cities was that 
presidents without experience led them all. 

The experienced journalist David Miller (1992, p.224) 
of The Times, is well established within the Olympic 
Movement. He was for instance, commissioned to 
write the Olympic biography of Juan Antonio 
Samaranch, President of the IOC, in 1992. In this 
work he remarks that"... the election in Birmingham in 
1991 presented three candidates, Östersund of 
Sweden, Salt Lake City of the United States, and 
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Nagano of Japan, that were almost equally worthy for 
differing reasons: Östersund was an outstandingly 
compact and attractive bid from a country that has 
repeatedly attempted yet never staged a Winter 
Games. Nagano, though still needing to construct 
most facilities, offered the chance for expansion of the 
Movement in the Orient, and what would be only the 
second Winter Games in Asia. Salt Lake City offered 
facilities for competition, accommodation and 
transport without previous parallel; yet they were up 
against the disadvantage of Atlanta having been a 
criticized nomination the previous year for the 
Summer Games as a fifth North American host in a 
twenty-year span". 

Nagano offered both a single Olympic Village and a 
well-organized proposal as regards the general 
staging of the Games. However, it should be noted 
that the Nagano proposal was essentially just a 
proposal. Very few of the sporting facilities that the 
Nagano organizers had promised actually existed at 
the time of the selection process. The Evaluation 
Commission remarked 

Although most of the construction must be built, 
the size of the Japanese market is such that the 
construction required should not pose any problems. 
- Provision of sufficient western-style accommodation 
may present problems." 

The negative remark about Östersund's bid by the 
Evaluation Commission was that "Meeting the 
accommodation needs of the Olympic family will 
present a challenge." 

Salt Lake City's bid for the Games was not criticized at 
all by the Evaluation Commission. Many arenas had 
already been built and everything was considered fine. 

The Evaluation Commission highlighted the following 
failings in Its assessment of the Aosta bid: 
"- The availability of a sufficient amount of quality 
housing for the guests and media may be difficult. 

- One of the challenges for the Bid Committee will be 
to develop appropriate plans for the transport of 
athletes each day into the mountain regions..." 

As regards the bid made by the small skiing resort of 
Jaca, the Evaluation Commission made the following 
comments: 
"- There may be some specific technical difficulties 
with the men's and women's downhill courses and the 
cross-country trails... 

- Delivery of the required accommodation needs and 
at reasonable cost would be a major challenge." 

It seemed as if Östersund's chances of being awarded 
the Games were still hindered by the legacy of the 
Falun candidacy. In addition, one IOC member 
confused the two bids. For example, it was mistakenly 
thought that the distance between Östersund's 

Olympic Village and the alpine venues was 500 km 
instead of 100 km, while this was in fact the case as 
regards the Falun bid. Moreover, IOC members still 
remembered the 'Falun book'. "You are such a bad 
looser", said one IOC member and referred to that 
book. 

A cultural clash was noticed. An IOC member 
informed during his visit to Östersund that he had vital 
information for the city's campaign organizers. Urging 
the author to assembly all members of Östersund's 
Bid Committee, he then proceeded to inform us that it 
would be in our best interests to arrange a system of 
porters at Stockholm airport, as IOC members had 
been forced to carry their own luggage several times. 

Although, the Bid Committee recognized that this was 
a valid criticism, the bid committee was nevertheless 
surprised by the 'paramount' nature of his advice. On 
reflection, the committee realized that it had been 
typically Swedish in its way of thinking as regards 
arrangements for the reception of IOC members. 
Having been brought up in the non-elitist environment 
of postwar Sweden, which not only had minor officials 
but even Prime Ministers carrying their own luggage, it 
had not considered the possibility that people from 
other countries would not do the same. 

First hand information told that the Nagano bid 
committee had given the IOC members and their 
wives very expensive presents. No IOC member had 
protested to this. Instead many IOC members had 
praised the Nagano bid committee for having taken 
care of them in the best possible way. The bid 
presidents of Salt Lake City and Östersund protested 
to the IOC president about this. However, it did not 
lead to any sanction against Nagano from the IOC. 

The decision as regards which city would host the 
1998 Winter Olympics was finally taken at an IOC 
session in Birmingham in 1991. Significantly enough, it 
should be noted that since the previous Winter 
Olympics was held as early as in 1988, the IOC 
members did not have the experience of a Games 
fresh in their minds when deciding which city would 
host the 1998 Winter Olympics. 

The IOC meeting in Birmingham was also to see the 
election of a new vice-president. Miller (1992, p.224) 
gave his views as to how this event (and the resulting 
internal wrangling it provoked) influenced the selection 
process of the host city for the 1998 Winter Olympics: 
"Nagano were helped by a probable unofficial deal in 
which Chic Igaya of Japan withdrew as vice-president 
candidate, leaving Smirnov unopposed, in return for 
possibly five or six Eastern Europe votes." (Mr. Igaya 
and Mr. Smirnov were IOC members in Japan and 
Russia respectively). 

The Nagano candidacy had opponents- in Japan. For 
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example, one group of anti-Olympic activists sent a 
series of letters to the IOC members with the headline 
- We do not want any Olympigs. However, the 
organizers of the Nagano bid had the necessary 
financial resources needed to convince IOC members 
that only a fringe element of Japanese society felt this 
way. 

The IOC administration supervises and conducts the 
decision process according to the rules and 
instructions stipulated by the IOC Session. On this 
occasion, Nagano received the help of an official of 
the IOC administration, who then actively promoted 
the Nagano bid among the IOC members. 

The decision as regards the host city for the 1998 
Winter Olympics was to be taken by 88 IOC members 
from 70 countries. In retrospect, it might well be 
argued that the selection process for the 1998 Winter 
Olympics was something of a sensation as regards 
the first round of voting, Table 4 (see table 4). 
To begin with, Jaca (possibly one of the least 
attractive bids) had received the second most votes 
after the first round of voting. In contrast, Salt Lake 
City (undoubtedly the most competent bid) received 
least votes together with Aosta and was almost 
eliminated from the selection process after the first 
round of voting. How was that possible? A separate 
round of voting was arranged to decide the fate of 
Aosta and Salt Lake City. In complete contrast to the 
first round of voting, Salt Lake City now received twice 
as many votes as Aosta and thus continued to the 
next round of voting, while the Italian bid was 
eliminated from the selection process. 

During the third round of voting, Jaca lost 14 of its 19 
votes and was eliminated. Why was there such a 
radical drop in support for Jaca? It is generally felt that 
the initial, positive response to Jaca's candidature was 
due to the fact that Spanish speaking IOC members 
from South America had simply given the former their 
sympathetic vote during the first round of voting. Are 
cultural/political ties sometimes more important than 
hard facts in the selection of host cities for the Winter 
Olympics? Do some IOC members use the many 
voting rounds as convenient opportunities to fulfill 
individual or group objectives - even at the price of 
rejecting the best bid for the Games? 

Nagano finally received four more votes than Salt 
Lake City and won the Games. 

Summary 

Mini-case 1 
• An historical factor handicapped a candidate. 
• There was a general objective to distribute the 

Games fairly. 
• The IOC members made their final decisions in 

secret ballots and they do it through individual 

decisions. 
• The award of Olympic host city was said to be a gift 

to the IOC President. 
• France, the country where the Modern Olympic 

Games was established, could not be rejected 
twice. 

• The Study and Evaluation Commission made a 
group decision about the evaluations of the 
candidates. 

• Some IOC members favored compact Games. 
• As a result of less good experiences from the 

previous Winter Olympics the IOC members might 
have considered weather conditions and the 
Olympic atmosphere as important messages in 
their decisions. 

• The experienced cities knew how to promise one 
thing and to deliver another. 

• A book of condemnation of the decision-making IOC 
members was published by a countryman of a 
losing candidate city. 

• A country's struggle against apartheid was said to 
have been rewarded. 

• Bidding for the hosting of a Winter Olympics is 
business on a high social level. Both a King and a 
Prime Minister assisted their countries' cities. 

• The IOC members had to stay free from political 
influence. 

• An IOC member in a candidate country competed 
with other IOC members for a seat at the IOC 
Executive Board. 

• There was a group decision among the African IOC 
members for a joint reaction to the loss of a seat 
on the IOC Executive Board. 

• IOC members had not seen the candidate cities. 
• IOC members from 70 countries selected the host 

for the 1994 Winter Olympics. 
• A former losing city had started its campaign 

immediately after its loss and became the winner. 

Mini-case 2 

• Once again there were indications of the IOC 
members' desire to distribute the Games fairly 
around the world. 

• The winning city started its bid campaign 
immediately after the selection of the former host. 

• There was a group decision by the Study and 
Evaluation Commission in order to deliver a joint 
report to the IOC members about the different 
features of the candidate cities, 

• There was a cultural clash. 
• Salt Lake City's and Östersund's presidents 

protested to the IOC president about another bid 
committee's too expensive presents to the IOC 
members. The IOC allowed this candidate to win. 

• An IOC member in the winning candidate country 
withdrew his candidacy for the IOC vice-
presidency. 

• There were candidature opponents in the winning 
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candidate country. 
• An IOC officer actively promoted one of the 

candidates. 
• The most qualified candidate almost lost in the first 

voting round. Cultural affinity made one of the 
lesser good candidates to arrive second in the 
same round. 

• The technically best bid did not win. 
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Figure 1: Number of host candidates for the Olympic Games 1896-2004 
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Figure 2: Contracted T V fees for the Olympic Games 1960-2008 in current values. 
(TV fees for the 2004 and 2008 Olympics have been negotiated until April 
12, 2000.) 
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Figure 3: Contracted T V fees for the Olympic Winter Games 1960-2006 in current 
values. (TV fees for the 2002 and 2006 Olympics have been negotiated 
until April 12, 2000.) 
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Figure 4: Number of candidates for the Olympic Winter Games 1924-2002. 
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1994 Olympic Winter Games 

Total expenditures 1.6-1.7 billion USD 
Olympic budget 1 

Public investments 0.4 

Private investments 0.2-0.3 

Revenues 0.4 billion USD 
TV fees 0.2 
Sponsoring 0.1 

No.of persons in the organization 12,000 persons 
No.of official guests 30,000 persons 
Max. No.of spectators per day 200,000 persons 
Total No.of spectators 2.2 million 
Sold tickets 1.2 million 
No.of Olympic events 61 
No.of cultural events 1,485 
No.of inhabitants in the Olympic Region 124,000 
No.of inhabitants in Lillehammer 24,000 
Increase of population in Lillehammer 

above the increase in Norway 1989-96 5% 
Increase in No.of guest nights from 1989/90 

to 1996 in Lillehammer, Øyer and Gausdal 500.000 i.e. 120 % 
No. of man years related to the Olympics 4,000 
No. of new permanent fu l l time equivalents 400-500 

Table 1: Some figures of the 1994 Olympic Winter Games. 
NOK7 is here calculated as equivalent with USD1. 

Round 1 Round 2 Round 3 Round 4 Round 5 Round 6 
Albertville 19 26 29 42 51 
Sofia 25 25 28 24 25 
Falun 10 11 11 9 41 9 
Lillehammer 10 11 9 9 40 
Cortina 7 6 7 
Anchorage 7 5 
Berchtesgaden 6 

Abstentions 4 

Table 2: The number of votes at the host election for the 1992 Winter Games. 

Round 1 Round 2 Round 3 
Lillehammer (Norway) 25 30 45 
Östersund (Sweden) 19 33 39 
Anchorage (USA) 23 22 
Sofia (Bulgaria) 17 
Abstentions 1 1 

Table 3: The number of votes at the host election for the 1994 Winter Games. 

Round 1 Round 2 Round 3 Round 4 Round 5 
Nagano (Japan) 21 30 36 46 
Salt Lake City (USA) 15 59 27 29 42 
Östersund (Sweden) 18 25 23 
Jaca (Spain) 19 5 
Aosta (Italy) 15 29 

• 

Table 4: The number of votes at the host election for the 1998 Winter Games. 
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The Process of Host Selection for the 2002 
Olympic Winter Games 

l Research Problem and Study Outline 

Introduction and p i lo t studies fo r this study are presented in Part 2. 

1.1 Research Problem and the Aim of the Study 

The two mini-cases i n Part 2 indicated that the host selection o f an Olympic Winter 

Games is a complex process. I t seems to include a number o f both individual and 

group decisions. The process that leads to these decisions may include information 

f r o m b i d committees, media, politics, various constellations o f the IOC and o f 

history and cultures. A number o f these messages w o u l d be interesting to study in 

order to know their relative importance to the I O C members' choices o f bids for 

hosting the Olympic Winter Games. 

The only persons, who know w h i c h b i d components w i l l influence the IOC members 

in their choices, are the IOC members themselves. The easiest way o f obtaining this 

information w o u l d be to ask them. However, before undertaking such a survey, there 

is a need o f formulat ing the relevant questions and to establish a plat form, from 

which the rel iabil i ty o f the IOC members' answers can be estimated. The aim o f this 

study is to do this preparatory work . 

Before any f ina l choice o f the research problem is made there is a need to know 

more about individual and group decisions as w e l l as the processes leading to these 

decisions. Thus, for the time being the research problem could be formulated as 

fo l lows. 

How can the process of host selection for the 2002 Olympic Winter Games 

be characterized? 

The literature review in chapter 2 w i l l focus on both individual and group decision-

1.2 Study Outline 
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makings in order to make i t easy to ident i fy them when appearing during the case 

study. 

The outcome o f the literature review w i t h the guide lines from the mini-cases w i l l 

help to arrive at a suitable frame o f reference for the study in chapter 3 and 

formulate proper research questions. 

A methodology overview i n chapter 4 w i l l decide which types o f smdies w i l l be 

made. 

In chapter 5 the data collection w i l l be presented. 

I n the sixth and final chapter the conclusions and answers to the research questions 

w i l l be formulated after the analysis o f the collected data. The study w i l l conclude in 

a proposal for further research. 

The study is divided into five parts containing six chapters. They are presented in 

Table 1.1. 

Table 1.1: The study outline. 

I Purpose of the Study Chapter 1 

Research Problem 

Study Outline 

i 
I I Theory Chapter 2 

Literature review 

I 
Chapter 3 

Frame o f Reference 

i 
I I I Methodology Chapter 4 

Methodology 

I 
I V Empir i ca l 

i 
Chapter 5 

Data Presentation 

I 
V Analysis Chapter 6 

Data Analysis 

Conclusions 

Further Research 
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2 Literature Review 

2.1 Introduction 

Chapter 1 suggested that the primary research problem o f this study should be 

formulated as fol lows: 

How can the process o f host selection for the 

2002 Winter Olympics be characterized? 

In order to address this problem one first needs to consider and assess the relevance 

o f different types o f literature, which i n turn would allow one to identify a specific set 

or sets o f theories for the conceptualization and discussion o f this problem. In 

addition, a review o f relevant literature would also provide a convenient platform for 

the identification and discussion o f related areas o f interest. 

The complexity o f studying the dynamics o f this decision-making process, in 

conjunction w i t h the fact that the focus o f this project is essentially the first o f its 

kind, has obviously not facilitated any decisions as regards determining which 

literature is most relevant for this study. 

In an attempt to solve this problem, a selection o f literature has been adopted, which 

provides the possibility for a broad discussion o f the decision-making process at both 

individual and group level as wel l as an understanding o f some vital components o f 

decision-making. 

Groups are composed o f individuals who work together. Knowledge o f how 

individuals make decisions is thus an important element in our general understanding 

of the way in which also groups make decisions. Consequently, this chapter w i l l first 

begin by br ie f ly providing a general overview o f literature as regards Individual 

Decision. This w i l l f o l l ow by a discussion about the Individual Decision-making 

Process and its various stages that precede any individual decision. 

Yet, as the two pilot studies clearly indicated, small sub-groups wi th in the larger 

group, e.g. the Evaluation Commission, and IOC members from a certain continent, 

determined some decisions. Therefore, discussing the dynamics o f Group Decision 

and Small Group Decision-making Process w i l l fo l low. 

In order to understand a process like the one in this smdy it is o f course important to 

define correctly its different parts and to know its procedures. However, without 

knowing how different contexts influence people's deliberations, the process can 

never be f u l l y understood. I n order to try to analyze the decision-makers' 

deliberations an academic discussion o f different types o f Contexts of Decision

making w i l l complete the literature review. 

61 



The chapter w i l l f inal ly conclude wi th a proposal for research questions for the study. 

2.2 Individual Decision 

Not surprisingly, the various writers who have discussed decisions (or rather the 

processes that result in them being taken) have often resorted to analogies describing 

game theory, payoff matrices under conditions o f uncertainty or tree diagrams. 

However, Ofstad (1961. p.15) argues that most theories generally have in common 

the view that 

To make a decision means to make a judgment regarding what one ought to 

do in a certain situation after having deliberated on some alternative courses 

of action. 

I n addition, Ofstad claims that the formulation o f the conditions we require to be 

f u l f i l l e d i n order to say that a person has made a decision should be made i n 

'mentalistic' and behavioral terms. These conditions are as follows: 

(1) there must be at least two or more possible options for the decision-maker; 

(2) a degree o f deliberation must take place; 

(3) the decision-maker must arrive at a point o f judgement from which he/she can 

commit him/herself to a particular option; and 

(4) the decision-maker must be motivated to choose one o f the options. 

Whi le , as Ofstad notes, most theorists feel that the first three conditions are sufficient 

as regards qualifying when a decision has been taken, he contends that a degree o f 

motivation is also o f importance. 

Fishburn (1964, pp.3-4) identifies and discusses two theories concerning decision

making, i.e. the traditional v iew on this subject versus his own 'personalistic' theory. 

As his point o f reference for the former, Fishburn cites Churchman by stating that all 

relevant data required for a decision should be supplied to the decider by the 

organization sponsoring the decision. The decision-maker should take these data for 

granted and use them in effectiveness decision models and solve them by 

mathematical techniques. This makes the decision-maker to often play a passive role 

far away from those who furnished h im w i t h the data. 

I n contrast to the above, Fishburn contends i n his Personalistic Decision Theory that 

the decision-maker is a vi tal part o f the process o f evaluation. Yes, i n fact, the 

decision-maker is indispensable as i t is he/she who has to make value judgements. 

This dualism is also to be found wi th in the International Olympic Committee at its 

selection o f Olympic host city. The IOC Evaluation Commission delivers all relevant 

data required for the decision-making to the deciding IOC Members. I f the IOC 

members took these data for granted their host selection should be according to the 
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Evaluation Commission's conclusions. The pilot smdies i n Part 2 exposed that this is 

not what always happens. Instead many IOC Members, considering also other data, 

make their personal value judgements and vote according to them. 

As is apparent, Fishburn uses the phrase "relative value" instead o f the more popular 

term utility, which is used by von Neumann, Morgenstern and others. Fishburn claims 

that experience has shown that it is not possible to obtain a precise 'interval 

measurement' o f relative value in most decision simations. However, he does 

recognize and discuss such measurements o f value as 'ordinal ranking', 'metric 

ranking' and 'bounded interval measurements' i n order to evaluate their significance 

as regards the importance the decision-maker attaches to a particular piece o f 

information. Furthermore, this system o f indirectly classifying information also 

provides us wi th an insight into the decision-maker's true relative values. 

Wi th in the general parameters o f our understanding o f the concept o f ut i l i ty , Fishburn 

finds the theory o f games developed by von Neumann (1928-1941) o f "virtually no 

practical application". In contrast, Fishbum's opinion o f Wald's Statistical Decision 

Theory (1950) is more positive, although he feels that even this has a number o f 

failings as regards its practical applicability f o r any decision-maker. He calls Wald's 

Statistical Decision Theory - "the science o f decision-making under uncertainty". The 

'losses' and 'prof i ts ' o f this theory are measured via the individual 's overall u t i l i ty 

function. Out o f this a defini t ion could be extracted from Fishburn: 

Solving the decision model consists offinding a strategy for 

action the expected relative value of which is at least as great as 

the expected relative value of any other strategy in a specified set. 

The 'criterion o f choice o f strategy' he describes as 

The prescriptive criterion of choice of a strategy will be maximization of the 

decision-maker's total expected relative value. 

Churchman (1968, p. 17) advocates an explanation o f the decision-making process 

which is very similar to that advocated by Ofstad. The only difference is that the 

former finds fault w i t h the latter's use o f the phrase "what one ought to" and replaces 

this w i th the idea o f "objectives" -

The manager is the man who decides among alternative choices. 

He must decide which choice he believes will lead to a certain 

desired objective or set of objectives. 

Harrison (1987, p.25) looks upon decisions i n conformity w i th Churchman when he 

states that a decision is 

simply as a moment in an ongoing process of evaluating 

alternatives for meeting an objective. 

According to Mintzberg, Raisinghani and Théorét (1976), research dealing w i t h 

individual decision-making 'relies largely on eliciting the verbalizations o f decision

makers' thought processes as they try to solve simplified, fabricated problems as i n 
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cryptarithmetic or chess'. Such research suggests that decision-makers try to reduce 
decisions o f a complex nature into a series o f sub-decisions, each o f which is more 

structurally familiar i n nature. Furthermore, Mintzberg, Raisinghani and Théorét also 

claim that the individual decision-maker uses a number o f problem solving shortcuts. 

Instead o f satisfying he/she maximizes his/her immediate preferences. Interestingly 

enough, the trio regard a decision as a 

specific commitment to action (usually a commitment of resources) 
and not simply an act o f deliberation. 

Axelrod (1976, p.41) suggests that decision-makers make their final decision by 
selecting one o f three strategies: 

(1) game theory such as risk-taking or the concept o f ut i l i ty ; 

(2) decision theory which is governed by decision rules; or 

(3) deterrence theory such as manipulation o f images, ends-mean links and bounded 
rationality. 

Kahneman and Tversky (1979) advocate the theory that there are no absolute values, 

only relative judgements. They feel that people usually perceive any outcome in 

relation to fixed points o f reference, which thus allow one to make relative 

judgements o f gain or loss. These reference points usually correspond to the current 

asset position, i n which case gains and losses coincide w i th the acmal amounts that 
are received or paid. 

In a later published paper, Kahneman and Tversky (1984) have also demonstrated 
that such relative judgements are unique i n nature as they are based on different 

reference points by different individuals and dependent on the wording o f the 
description o f the simation. 

Montgomery (1989) confirms these findings and refers to an extensive body o f data 
when he shows that judgements o f a given stimulus are made i n relation to one or 

more reference points (anchors). He offers the fo l lowing example, " i f an object is 

judged as big this judgement may reflect the fact that the object is bigger than a 

certain anchor stimulus or that i t is equally big as an anchor labeled as ' b i g ' . " 

Montgomery assumes that the decision-maker w i l l try to select his reference points in 
such a way that the resulting evaluations w i l l f o r m a dominant structure. 

Huber (1989) regards decision-making as a problem-solving process. This process 

starts at an initial state, i n which, for example, the problem solver (alias decision

maker) is confronted by a number o f options or possibilities. When one option has 

been chosen, the decision-maker is then at the goal state. The decision-maker does 

not know in advance how to transform the init ial state into the goal state. He/she does 

so by applying one or more operators during an intermediate state. For example, the 

initial state would have a decision-maker faced by the problem o f a car, which would 

not start, and the goal state wou ld be to get the car running. In order to do this, the 

decision-maker wou ld have to thus check the tank for petrol and fill the tank wi th 
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petrol, i.e. apply operators at intermediate levels. Quite clearly, the choice o f 

operators is clearly an essential aspect o f the problem solving process. 

Konsynski and Stohr (1992, p.30) claim that 
A decision situation is the occasion to recognize choice, understand the 

situation, analyze options, assess implications of choice, select an action, and 

implement it. 

I n summary, according to the authors cited above, Individual Decision-making can 

be defined in terms o f some or all o f the fo l lowing five parameters written in bold 

type. Other ways o f expressing these parameters by other authors are noted below 

each parameter: 

1. Motivation to choose. 
Ofstad 

Evaluating alternatives fo r meeting an objective. Harrison, Churchman 

Recognize choice, understand the situation. Konsynski and Stohr 

While , Konsynski and Stohr's assertion that the decision-maker must first begin by 

having an 'understanding o f the simation' seems to be anything but a resolute 

commitment to the task at hand, one could nevertheless interpret this as meaning that 

a certain degree o f interest/engagement is being shown by the potential decision

maker. 

2. Reference points (anchors). 
Montgomery 

People usually perceive any outcome in relation to fixed points o f reference. 

Kahneman and Tversky 

To make a decision means to make a judgment regarding what one ought to do... 

Ofstad 

I t could we l l be argued that Ofstad's 'ought to do' is the moral/judgmental state 

reached by the decision-maker after he/she has considered all possible options in 

terms o f those specific anchors felt to be relevant to the solution o f the problem at 

hand. 

3. Evaluation (judgment, deliberation). Ofstad 

Judgements as regards gain or loss... Kahneman and Tversky 

The criterion o f choice is a maximization o f total expected relative value. 

Fishburn 

. . . by well-developed algorithm and mathematical techniques he (the decision

maker) proceeds to solve the decision model. Churchman 

Analyze options, assess implications o f choice. Konsynski and Stohr 

4. At least two alternatives (strategies). 
Churchman, Fishburn, Huber, Harrison, Ofstad, Konsynski and Stohr 
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S. Commitment to action. 
Mintzberg, Raisinghani, Théorét 

Select an action, and implement it . Konsynski and Stohr 

Solving the decision model consists o f f inding a strategy for action the expected 
relative value. Fishburn 

Identification o f operators. Huber 

In summary, Fishbum's definition o f the individual decision can in many ways be 

seen as the most comprehensive definit ion o f i t . W i t h three added introductory words 
i t could we l l be read as follows: 

(Decision-making is) finding a strategy for action the 
expected relative value of which is at least as great as 
the expected relative value of any other strategy. 

A pictorial representation o f the factors highlighted above is presented in Figure 2.1 . 

M o t i v a t i o n 

t o C h o o s e 

R e f e r e n c e 

P o i n t s 

E v a l u a t i o n 

A l t e r n a t i v e s 

C o m m i t m e n t 

t o A c t i o n 

Emotional 
Activity 

i 
Anchor 
Choice 

I 
Maximization of 
Relative Value 

f Dominant 
\Alternative 

i 
Inferior 
Alternative 

Operator 
Choice 

I 
Action 

Figure 2 .1 : The emerged components o f individual decision 
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The pilot studies i n Part 2 indicated the existence o f both individual and group 

decision-makings wi th in the Olympic host selection process. In order to easier detect 

the appearance o f the different forms o f their processes during this study the 

fo l lowing literature has been reviewed. 

2.3 Individual Decision-Making Process 

Mintzberg, Raisinghani and Théorét (1976) conclude from their smdies o f the 

decision-making process at the individual level that decision processes are 

programmable even i f they are not in fact programmed. They furthermore claim that 

there is strong evidence that a basic logic or structure underlies what the decision

maker does and that this structure can be described by systematic smdy o f his/her 

behavior. They define 

"a set of actions and dynamic factors that begins with the identification of a 

stimulus for action and ends with the specific commitment to action ". 

There is a plethora o f models suggested fo r the Individual Decision-making Process 

by e.g. E i lon (1969), Mintzberg, Raisinghani and Théoré t (1976), Gailhofer and Saris 

(1989), Huber (1989), and Konsynski and Stohr (1992). Kovacs' (1990, pp.24-25) 

summarized a number o f models o f the decision-making process made by Heirs and 

Pehrson, M c K a l l and Wheeler, and Janis and Archer. Furthermore, Gore, Murray and 

Richardson (1992, p. 10) presented several different models o f the decision-making 

process made by Bridge, Gil l igan and Neale, Gordon and Pressman, Harrison, H i l l , 

Janis, Neale and Murray, Schrenk, Simon, and Witte. 

I n order to provide the reader w i t h a better understanding o f the relative position o f 

the respective stages o f each writer 's model in terms o f the eight primary phases 

isolated in Tables 2:1-4, they are placed in a declining scale o f correspondence. 

Those stages that most resemble the general heading for the phase in question 

(written in bold type) are listed first, whi le those that are least similar to the general 

heading in nature are listed last. 
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Table 2 .1: Proposed stages 1 and 2 o f the individual decision-making process. 

1. Problem recognition. 

Hill, Janis, Simon, Schrenk, Mintzberg/Rasinghani/Théorét 

Problem definit ion. Bridge, Gordon/Pressman, 

Mintzberg/Rasinghani /Théorét 

Recognizing and defining problems. McKall and Kaplan 

Define the decision problem or situation. Archer 

Diagnostic. A concrete problem is recognized. Gallhofer and Saris 

Formulating a question to be answered. Heirs and Pehrson 

A person has a clear objective. Fishburn 

Specify the decision objectives. Archer 

Set objectives. Bridge, Harrison, 

Gilligan/Neale/Murray, Gordon /Pressman 

Diagnose the problem or situation. Archer 

Accepting the challenge. Wheeler and Janis 

List the events that may possibly occur. Raiffa 

Interpretation and assessment. Konsynski and Stohr 

2. Information input. 

Eilon 

Information gathering. Harrison, Heirs and Pehrson, 

Witte, Gilligan/Neale/Murray, 

Mintzberg/Rasinghani/Théorét 

Scanning. Konsynski and Stohr 

List the viable options for gathering information, for 

experimentation, and for action. Raiffa 

Arrange in chronological order the information you may acquire and 

the choices you make. Raiffa 

Monitoring the decision environment. Archer 
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Table 2.2: Proposed stages 3 and 4 o f the individual decision-making process. 

3. Development of alternatives. 

Bridge, Hill, Simon, Schrenk, Witte, 

Gordon/Pressman, Mintzberg/Rasinghani/Théorét 

Searching for alternatives. Wheeler and Janis 

Develop alternative solutions or courses o f action. 

Archer 

The generation o f alternatives. Huber 

Identify and/or create alternative answers to the question. 

Heirson and Pehrson 

Recognition, discovering, or constmction o f courses o f 

action fo r pursuing the objectives. Fishburn 

Appraise alternative solutions or courses o f action. Archer 

The decision-maker constructs a model i n order to describe 

the behaviour o f the system fo r which the manager is asked 

to make a decision. Eilon 

Structuring, a search for possible alternative courses, 

identifies their consequencies and decides whether or not 

uncertainty is involved. Gallhofer and Saris 

Selecting certain problems for action. McKall and Kaplan 

4. Choice criteria. 

Eilon 

Establish the methodology or criteria for appraising 

alternatives. Archer 

A criterion o f choice is constructed i n order to maximize the 

decision-maker's expected relative valueFishburn 

The selection o f dimensions. Huber 

Design (determine possible options and alternatives 

to develop criteria f o r choice).Konsynski and Stohr 
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Table 2.3: Proposed stages 5 and 6 o f the individual decision-making process. 

5. Evaluation of alternatives. 

Witte, Mintzberg/Rasinghani/Théorét, Wheeler/Janis 

The test as to whether an alternative satisfies one or more 

levels o f acceptance. Huber 

A n individual ought to adopt a strategy which maximizes 

his expected relative value. Fishburn 

Predicting the consequences o f acting on each o f 

the alternative answers. Heirs and Pehrson 

Decide how wel l you like the consequences that result 

f r o m the various courses o f action open to you. Raiffa 

Appraise alternative solutions or courses o f action. Archer 

Interpretation and assessment. Konsynski and Stohr 

Identification o f consequences o f actions.//wZ>er 

Evaluation o f the consequencies and probabilities. 

Gallhofer and Saris 

Measurement o f performance. Eilon 

Judge what the chances are that any particular uncertain 

event w i l l occur. Raiffa 

6. Choice. 

Bridge, Harrison, Hill, Janis, Schrenk, Simon, 

Witte, Gallhofer and Saris, Gordon/Pressman, 

Gilligan/Neale/Murray, Konsynski and Stohr, 

Mintzberg/Rasinghani /Théorét, 

Resolution. Eilon 

Making a judgment/decision by selecting what appears 

to be the best alternative to the question. Heirs and Pehrson 

Choose the best alternative solution or course o f action. 

Archer 

The selection o f one alternative out o f a set o f 

alternatives and so on. Huber 

Becoming committed (to a new course o f action). 

Wheeler and Janis 
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Table 2.4: Proposed stages 7 and 8 o f the individual decision-making process. 

7. Implementation. Harrison, Hill, Janis, 

Gilligan/Neale/Murray, Konsynski and Stohr 

Implement the best alternative solution or course o f action. Archer 

Action. Gallhofer and Saris 

Acting on problems ( f rom quick decisions to convoluted 

processes). MacKall and Kaplan 

Adhering to the decision. Wheeler and Janis 

Ratification. Konsynski and Stohr 

Buy. Gore/Murray/Richardson 

8. Feedback. 

Konsynski and Stohr 

Monitor. Harrisor} Janis, Gilligan/Neale/Murray, Gordon/Pressman, 

Mintzberg/Rasinghani /Théorét 

Interpreting the consequences o f action. MacKall and Kaplan 

Revision. Gallhofer and Saris 

Based on the various models o f the decision-making process discussed above, i t is 

possible to isolate eight primary phases. They are presented i n Figure 2.2. 

Problem 

Recognition 

26 authors 

i 

Information 

Input 

15 authors 

Feed Back 

16 authors 

I 
Implementation 

17 authors 

Choice 

26 authors 

Development 

of Alternatives 

22 authors 

Choice 

Cri ter ia 

6 authors 

I 
Evaluation of 

Alternatives 

17 authors 

Figure 2.2: The emergent individual decision-making process 
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The decision process does not proceed linearly through each respective phase, but 

often repeats earlier phases i n the light o f new information (Konsynski and Stohr, 

1992, pp.30-33). Furthermore, Kel ly (1991, p.38) claims that a person's processes 

are psychologically channeled by the ways i n which he anticipates events. Thus, 

K e l l y contends that any decision-maker w i l l always view a problem from an 

individual perspective and consequently this w i l l result i n each individual arriving at 

a different response/course o f action for the problem at hand. This then means that 

the decision-maker's background and view o f l ife primarily determine his/her 
decision-making process. 

I n summary there are many different models o f the decision-making process at the 
individual level. However, while the way i n which writers designate the respective 

stages o f their models creates the impression that we are faced by a multifarious mass 

o f possible phases, this is i n fact not the case. Instead, as is evident from the Tables 

2:1-4 above, there is a clear degree o f similarity i n all o f the models dealt w i th i n this 
discussion o f the decision process at the individual level. 

2.4 Group Decision 

The social interaction between members o f a group makes group decision-making 
much more complex than the individual decision-making as shown by the fo l lowing 

seven authors; Davis & Hinsz, Brandstät ter , Hare, Kerr, Sheppard & Davis, 

Hirokawa and Poole. 

As Davis and Hinsz (1982, pp.2-3, 7, 10-11) point out, group problem solving has 

arisen i n different sectors o f l i fe . In the late 1930s and 40s, i t was stimulated by the 

desire to demonstrate that democracy is good at solving problems. The subject o f 

'troubleshooting' was also a common focus o f interest fo r small industrial research 

groups during this period. B y the early 1950s, the mil i tary were also interested in 

ways in which they could mould recruits from a heterogeneous society into effective 

soldiers, who could function effectively wi th in small groups. B ig business, i n its 
promotion o f the idea o f 'brain-storming' (i.e. free creative thinking wi th in a group 

environment), has also played an instrumental role i n the development o f problem 
solving at group level. However, carefully controlled smdies show that the creation o f 

new ideas on highly abstract problems does not benefit by this "free wheeling 
atmosphere". 

However, Davis and Hinsz are careful to underscore the complexity o f the social 
interplay between members o f a group and the way i n which these factors may 

influence the decision-making process. Yet, some existing methodology (e.g. group 

decision rules and social decision rules) has nevertheless proven useful to describe 

decision-making at group level. Many group decision rules are familiar such as 

major i ty rules, plurality decisions, equal faction compromises, and so on. Other 

decision rules may be unfamiliar and complex such as the product o f particular group 
tasks and social contexts. 
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Due to the complexity o f explaining the inner dynamics o f a group as it comes to a 

decision, a large part o f research dealing wi th decisions reached at group level has 

focussed on the process by which members o f the group enter into a 'consensus 

decision'. Referring to such a study by Janis (1972), Davis and Hinsz interestingly 

note how such a collective push for consensus wi th in the group results in a number o f 

extreme solutions being produced. This phenomenon is called Groupthink and is 

discussed further in section 2.4.3.4. 

Brandstä t ter (1982, p.52) stated that group decision-making sometimes has been 

used as a method to solve three problem areas wi th in decision-making: the increasing 

task complexity, social conflicts, and to secure cooperation. He also pointed out that 

others have held that group decision-making means loss o f time and effort on 

problems that wou ld be better handled by individuals, or that i t may result in 

devastating effects o f 'groupthink' on decision quality. 

Hare (1976, p.307) maintains that all groups have four primary problems to solve: 

• Achievement o f the group's purpose 

• Arrangement o f a satisfying social structure for the group members 

• Achievement of individual goals 

• Achievement o f individual emotional/social goals. 

Hare contends that when a group attempts to solve individual emotional/social goals, 

the group (or the individual concerned) often swings too far in that direction and the 

task is lef t undone. The group then swings back and for th in its gravity, tending to 

towards a state o f equilibrium. 

Kerr (1982) contends that periodic pol l ing is an effective means o f fo l lowing the 

changes that take place wi th in a group as i t reaches a decision. The members are 

periodically asked to record their preference as regards the various proposed 

solutions to the problem at hand. According to Kerr, research indicates that periodic 

pol l ing represents a viable, non-reactive method fo r the analysis o f the group 

decision-making process. He believes that the only (non-significant) side effect o f 

periodic pol l ing seems to be an acceleration o f the decision-making towards 

consensus. 

Sheppard & Davis (1982, pp.97-98) are o f the opinion that a literature overview o f 

small group behavior exposes a dr i f t from the group to the individual as the level o f 

analysis. He claims that this phenomenon is due to a number o f reasons such as the 

savings i n t ime, money and subjects, increased experimental control, improved 

measurement and simplification o f the problem under smdy. One unfortunate 

consequence o f that is that the group often seems to be forgotten and the original 

question usually lost. 

As Hirokawa and Poole (1996, p.3) note, there is a wor ld o f difference between 

making a decision alone and making a group decision. They have also observed that 

the unique chemistry o f social interaction can distil l the best that each member has to 
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offer , creating a resonance o f ideas and a synthesis o f viewpoints. A different 

chemistry can stop the reaction and contaminate the product. The authors suggest 
that the catalyst for such social chemistry is communication. 

Hirokawa and Poole have also extensively discussed the question - "What exactly is 

a decision in a group?' As they point out, one could (due to the lack o f clear 
guidelines regarding this question) claim that i t is the concluding decision reached by 

the group i n question or alternatively, one of the numerous mini-decisions which 
precede this f ina l decision. They also comment upon the fact there is a great deal of 

ambiguity as regards exactly when the decision process starts and ends. Does i t for 
example begin when the group defines a problem or when i t recognizes the need to 

solve a problem? I n the same manner, one would also be equally just i f ied in asking 
whether the decision process ends wi th the adoption o f a new problem for 
consideration or the delivery o f the ' f i n a l ' decision. 

2.4.1 What is a group? 

In response to this question, Hare (1976, pp.4-5) contends that for a collection o f 

individuals to be considered a group there must be some interaction. I n addition 

these four features o f group l i f e typically emerge as a collection of individuals 

develops into a group: 

• The members share one or more motives or goals, which determine the 
direction in which the group w i l l move. 

• The members develop a set o f norms, which set the boundaries wi th in which 

interpersonal relations may be established and activity carried on. 

• I f interaction continues, a set o f roles becomes stabilized and the newsgroup 

becomes differentiated from other groups. 

• A network of interpersonal attraction develops on the basis o f the "likes" and 
"dislikes" o f members for one another. 

Hare (1982, p.32) defines a small group as one where face-to-face interaction's 
possible between the members o f the group. Such a group can be made up o f 
anything from two to twenty members. 

In smaller groups, a common decision may be informally reached by open 
discussion. I n larger groups, there are a greater number o f opinions and the degree of 

deviation between these may be more extensive. Nevertheless, a decision has to be 
made i n questions o f common interest. We are provided wi th examples o f this in 
parliaments around the wor ld and at the local polit ical level. 
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2.4.2 Group Strategy 

In dealing wi th group strategy Yetton and Bottger (1982) challenged the beliefs 
about the advantages o f interacting groups and exemplified the viabili ty o f a best-

member strategy. This strategy was based on the idea that the group w i l l adopt the 
solution proposed by the most knowledgeable group member as regards that 

particular problem. Yetton and Bottger devised their 'Best-Member Strategy' after 
studying the way in which various groups dealt wi th the problems of N A S A ' s Moon 
Project. 

Gist, Locke and Taylor (1987) underline that ability appears to be a critical 

consideration in effective group decision-making and is often determined by such 
factors as technical knowledge, corporate memory, or knowledge about specific jobs. 
Minor i ty stams members (including women) appear to be poorly integrated into 

networks that may facilitate promotion. 

Gist, Locke and Taylor have also identified three ways i n which members o f the 
group or the group itself can be rewarded: 

• A n equity norm, i.e. members are rewarded according to their individual input. 
• A n equality norm, i.e. all members receive equal rewards. 

• A need norm, i.e. each individual member's need for reward determines the 
degree to which they are rewarded. 

Their heuristic model given in Figure 2.4 suggests that reward allocation not only 
affects group processes, but also the f ina l decision. 

2.4.3 Group Behavior 

2.4.3.1 Interaction 
Smdies give a mixed picture as to how the presence of a group o f people affects 
individual behavior. Gist, Locke and Taylor (1987), after considering the findings o f 

241 smdies, concluded that the presence of a group has clear implications as regards 
both time and the degree o f accuracy wi th which complex problems are solved. As 

far as simple problems are concerned, the group results i n an improvement as 
regards the t ime i t takes to reach a solution compared to the individual, but accuracy 
is affected. The three authors were also able to conclude that social loafing is a 

phenomenon in which individuals expend less effort while working in groups than 
they would working alone. 

Hare (1976) regards social interaction as being a compromise between the inputs 

from man's biological nature and personality, on one hand, and role, culture, and 

environment, on the other. Environment refers here to the natural and man-made 

non-human elements, which f o r m the situation i n which the interaction occurs. Hare 

contends that in order to predict some aspects o f social interaction we need know 
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only how an individual 's biological nature typically responds to his environment. 

This means that we may predict many details of everyday l i f e of a person i f we know 
only the patterns o f behavior, which are typical o f the group to which this person 

belongs. 

Hare describes the culture o f a group as the sum of the expectations for the roles o f 

all members o f a group plus the expectations for behavior o f members in general. 
The culture includes patterns o f behavior, which are transmitted from one generation 
to the next. These patterns include ways o f thinking, ways o f acting, and ways of 
feeling. 

A t a later publication Hare (1982, pp. 18-20) suggests interesting definitions of 

personality, role, social system and culture. He holds that "the personality o f the 

individual and the nature of the social system and culture are all abstractions from 

social behavior. Those tendencies in an individual 's behavior that are consistent as 

the individual moves from group to group are called personality. The expectations 

shared by group members about the behavior associated wi th some position in a 

small or large group, no matter who fills the position, are called role. Sets of roles 

make up the social system. The culture o f the society provides the set o f values that 

gives meaning to l i f e and death as well as guidance in human affairs. Hare claims 

that we in general would f i n d that an individual 's behavior is a compromise between 

the tendencies of personality and the expectations o f role. Figure 2.3 presents Hare's 

system levels i n the interaction process. 
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Figure 2.3: System levels in the interaction process i n small groups by Hare. 

Harding, Webster & W i n d , Sheth, and Bonoma & Zaltman have also stressed the 
importance o f understanding the role o f social factors in the decision-making process. 

Harding (1966) made a pilot smdy o f 49 non-repetitive purchases o f products by ten 

companies w i t h more than 1000 employees each i n New Jersey, U S A . In total 181 

executives were interviewed. He summarized the findings by declaring shortly that 

people buy, companies do not. He reminds us that the corporate decision-makers 

remain human after they enter the office. "They respond to ' image'; they buy from 

companies to which they feel 'close'; they favor suppliers who show them respect and 

personal consideration, and who do extra things ' fo r them'; they 'over-react' to real 

or imagined slights, tending to reject companies which f a i l to respond to bingo cards, 

or delay in submitting requested bids." 

77 



Webster and W i n d (1972, p. 18) support Harding's conclusion and remark that 

organizations do not make decisions, individuals do. Furthermore, they also contend 

that organizations do not act. People act on behalf o f the organization and only 

individuals can define problems, decide, and act. The individuals are motivated by 
personal goals for gain and achievement. 

Sheth (1973), looking at the question o f jo in t decision-making as regards industrial 

purchases, suggests that a generic model best explains the dynamics o f this process. 

The adoption o f a generic model shows that the differences among the buyer's 

expectations, which often result i n conflict, are caused by f ive factors: 
• the background o f the individuals concerned 

• the sources o f information used by the individuals concerned 
• active searching 

• perceptual distortion 

• satisfaction wi th past purchases. 

Bonoma and Zaltman (1978) remarked that they have consistently found that the 
major factors influencing the industrial purchasing decision are social ones, not 

rational economic ones. Friendship and reputable factors are the two most often cited 
by experienced managers. 

Referring to the results o f an empirical study o f ' b id tabs' (i.e. key criteria recorded 

from competitive bids from various potential suppliers), the two authors conclude 

that social importance or stams are more frequently associated wi th successful 
bidding than were normal vendor rating factors. 

A further f ive authors, Hal lén and Johansson, Samli, Greval and Mathur, have 

emphasized the importance o f the cultural background o f the individual i n attempting 
to explain the way in which he/she acts during the decision process. 

Ha l l én and Johansson (1985) made a number o f interesting claims as regards 'cultural 
a f f i n i t y ' among European countries. Firstly, they pointed out that there is a close 

sense o f cultural aff ini ty between southern European countries (e.g. France and Italy), 

whi le a similar bond was observable between the countries o f Northern Europe, e.g. 

Germany and Sweden. For instance, despite being geographically close and 

economically integrated, France and Germany had a very low level o f shared cultural 
a f f in i ty . Hal lén and Johansson explain that this is most probably due to the fact that 

both countries belong to different cultural spheres. They also suggest that cultural 
a f f in i ty is a stable variable. A n d when applied to the business world, one can 

conclude that the higher the level o f cultural a f f in i ty existing between two business 
parties, the more the supplier w i l l tend to adapt his/her offer to the customer. 

Samli, Greval and Mathur (1988) focussed their attention on the way i n which 

international buying behavior was influenced by cultural differences. They suggested 

that the first, and probably most significant factor is the background and task 

orientation o f each of the individuals involved i n the buying process. The different 
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educational backgrounds often generate substantially different professional goals and 

values. The personal l i fe styles o f individual decision-makers play furthermore an 
important role i n developing differential expectations. 

The three authors hold that i t is relatively easy to gather information on the 

background factor. The educational and task differences are comparable to 

demographics i n consumer behavior, and psychographic scales on the individual 's 
interest activities, and values as a professional can assess l i fe style differences. 

Samli, Greval and Mathur (1988) hold that nations have different beliefs and values, 

and they have different attitudes towards l i fe . I n certain countries bribery is a way o f 
l i fe whereas in others i t is illegal. 

2.4.3.2 Social Choice 
According to Berg (1993, pp.7-8) the social choice theory deals w i t h how to make 

decisions in a group in good order. I t makes use o f advanced mathematics. I t deals 

wi th fundamental democracy problems such as "Which type o f candidate w i l l be 

elected by different methods? Those o f extreme views or middle view candidates?" 

However the process o f social choice often leads to a final decision that is not a jo in t 

decision but merely an individual decision. I n order to choose one alternative a 

voting procedure usually has to take place. To choose one alternative o f two is easy 

by leaving i t to the majori ty to decide. However, Berg held that an extension o f this 

principal to more than two alternatives has been very d i f f icu l t . He notes two main 
problems: 

a) The procedure at the voting. How many votes are you for instance allowed to put? 

One man - one vote, or a ranking o f all alternatives? 

b) How shall the votes be counted and how should i t be decided which alternative has 

won? Or how shall a ranking be made that is i n accordance wi th the voters' values as 

they have been expressed at the vote? Should consideration only be taken o f the first 

preferences or should you rank all alternatives? Or should the alternatives be given 
points according to any principal? 

Berg (1993, p. 150) concluded that the absence o f a best rule o f decision w i t h three or 

more alternatives leaves the field open to manipulation and strategic voting. Given a 
certain profi le o f preferences o f the voters, i t is possible to prove that any voting 
method can be manipulated. 

Berg stated that the selection o f the host city for the Olympic Games by the members 

o f the International Olympic Committee is made by secret ballot voting using 

Thomas Hare's single transferable vote method o f a step by step elimination o f 
alternatives. 
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Is it after all possible to transform individual desires to a collective taste? 

Arrow (1963, pp. 1-3, 6) shows that this problem has been central to the f i e ld o f 

welfare economics. I t is not that easy to just vote about the whole thing, because the 

voting procedure selected can result in a majority decision that is contrary to the 

desire o f the majority. 

Arrow's conclusion is that there is no method o f voting which w i l l remove the 

paradox o f voting. Consequently, no method exists on how to make choice criteria 

that meet obvious, reasonable requirements. Some suggested methods may lead to 

surprising and sometimes absurd results. 

Ar row suggests four types o f social choices: 
• voting, typically used i n capitalist democracies to make 'pol i t ica l ' 

decisions, 
• market mechanism, typically used in capitalist democracies to make 

'economic' decisions, 

• dictatorships, and 
• convention, fo l lowing traditional rules, e.g. religious codes. 

Ar row draws the conclusion that selection among candidates is presumable a way o f 

selecting among policies. 

2.4.3.3 Group Polarization 
A n example o f group polarization is when a person finds his position on an important 

issue differs from that o f the other members o f a group, and anticipates that this 

position w i l l make them disapprove o f h im. I n order to keep away from this 

unpleasant simation the person abandons his position and shifts towards the 

consensus. According to Burnstein, the phenomenon o f group polarization, or the 

' r isky shift ' as i t was once called, w i l l occur when an individual may argue about but 

not compare the alternatives o f choice. It may also be caused by tacit argumentation. 

I n contrary, polarization w i l l vanish i f the decision-maker could compare the 

alternatives but not argue. 

A t a functional level, an argument can be seen as being persuasive i f i t holds a certain 

level o f validity and originality. Bumstein remarks that people w i l l be influenced by 

an argument i f , among other things, they are able to grasp its meaning. I n other 

words, Bumstein states, "interpretation is a necessary condition fo r persuasion. The 

fullness o f the interpretation, the amount o f information squeezed from an argument, 

depends on the depth and breadth o f prior knowledge, plus the time and incentive to 

access the knowledge". 

2.4.3.4 Groupthink 
'Groupthink' is a mode o f thought i n which the desire for unanimity overrides the 
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realistic appraisal o f other courses o f action. Janis developed in 1972 the concept o f 

Groupthink f rom his analysis o f case smdies dealing w i t h 'historical fiascoes'; e.g. 

the Bay o f Pigs invasion. As Janis notes, such fiascoes are often the product o f group 

decisions. The participants in these decision-making processes are often described as 

'Vict ims o f Groupthink'. 

Janis and Mann (1977, p. 132) claim that Groupthink influences group decision

making in the fo l lowing ways: 

• i t results in an incomplete survey o f other alternatives 

• i t results i n an incomplete survey o f objectives 

• i t means that group members fa i l to examine f u l l y the risks o f their 

chosen solution 

• i t results i n a failure to reappraise ini t ial ly rejected alternatives 

• i t results i n a poor search fo r information 

• i t leads to selective bias in processing available information 

• i t results in a failure to develop contingency plans. 

Embracing such variables as the dynamics o f personal interaction, motives, roles and 

networks as wel l as being influenced by group composition, number o f group 

members, task type, etc., i t is obvious that group decision-making is a process i n 

itself. In light o f this fact and bearing i n mind the small group decisions observed at 

the two pilot studies in Part 2 the decision-making process o f small groups w i l l now 

be discussed. 

2.5 Small Group Decision-making Process 

Without claiming to have devised a definitive model o f small group behavior, Gist, 

Locke and Taylor (1987) claim that the heuristic model presented in Figure 2.4 

basically covers the primary factors that need to be considered when addressing the 

small group behavior. As they remark, i t provides a useful summary o f the variables 

and relationships that have emerged from leading empirical smdies on this subject 

since the early 1980s. 

According to their model, those inputs that ini t ia l ly affect the dynamics o f the group 

are its structure, strategies, leadership and reward allocation. Referring to work 

carried out by Hackman and Walton (1985), the three authors identified three main 

headings, which can be used to describe the 'outcome' o f the group's activity: 

(1) group performance; 

(2) quality o f work l i fe for group members; and 

(3) capability o f working independently in the future. 
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Figure 2.4: Heuristic model o f small group behavior by Gist, Locke and Taylor. 

The arrows indicate directions o f impact. 

Individual and group decision-making and their processes have now been reviewed. 
These have described how decision-makers act as individuals and in groups. O f 

interest now would be to study what influences the decision-maker when he/she 
deliberates during the decision process. In order to discuss this the chapter w i l l 

conclude wi th a review of certain contexts o f decision-making. 
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2.6 Contexts of Decision-making 

Some o f the components influencing the human beings' deliberations are the 
character o f the information delivered, the decision-maker's freedom to choose, the 

conscious and subconscious use o f decision rules, and the question whether the 
decision-maker w i l l decide according to what he/she considers the best choice for 

him/herself personally or for the organization he/she is to decide for. The last 
component is what people sometimes call the rationality o f a choice, but rationality 

is - as we w i l l see - defined by researchers in many different ways. 

2.6.1 Rationality 

Weber (1964, p.16), interpreted by Parson, suggests that 

a decision is rational if it is oriented to a clearly formulated unambiguous 

goal or set of values, which are logically consistent, and the means chosen 

to achieve the goal use the best available information. 

I t should be noted that the above definit ion does not include approval or disapproval 

o f the objective. Thus, 'rational' i n this sense refers to the achievement o f the 

objective set by the decision-maker himself or by the organization he/she is engaged 

to decide for . 

Churchman (1968, p. 102) supports Weber and emphasizes that rationality has to do 

w i t h goals. He suggests that rationality concerns both the intended goal and the 
manner o f its attainment. He contends that ethics and morality are often embedded in 

the determination o f goals and should be included i n the concept o f rationality. 

von Neuman and Morgenstern (1953, pp.8-9) conclude that 

an individual who attempts to obtain a maximum of utility 

is said to act rationally. 

They develop this line o f reasoning by declaring that there exists no satisfactory 
treatment o f the question o f rational behavior. There may, for example, exist several 

ways o f reaching the optimum position; they may depend on the knowledge and 
understanding which the individual has and upon the paths o f action open to h im. 

von Neumann and Morgenstern recommend that a study o f these questions should be 

made in quantitative terms since they imply quantitative relationships. 

Ei lon (1969) proposes a definit ion o f rational behavior based upon how decision

makers conform to selection criteria: 
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After applying the criterion a course of action A is shown superior to B, the 

decision-maker makes a rational resolution if he selects A in preference to B. 

Alternatively, Ei lon suggests that a judgement o f rationality can also be based on the 

degree to which the decision-maker fol lows 'the decision process', i.e. a decision

maker behaves rationally i f he/she 

follows what would be expected from following this process. 

Montgomery (1989) remarks that i t is commonly assumed that human decision
making could be described i n terms o f 'bounded rationality'; i.e. people are fa i r ly 

rational wi th in their cognitive l imits . "They use heuristics instead o f algorithms; they 
satisfice instead of optimize; they do not use all given information but only the most 

important pieces of information, etc." 

von Neuman and Morgenstern agree upon the fol lowing definit ion of rational 

behavior by Eilon: 
An individual is said to behave rationally if he attempts 

to obtain the maximum utility 

While Bonoma and Zaltman (1978, p.10) clearly felt that i t is extremely d i f f i cu l t ( i f 

not impossible) to determine i f decision strategies are rational or irrational i n nature, 

they do acknowledge that i f one was forced to take a f i r m position on this question, 

one would most probably be forced to conclude that due to the plethora o f social and 

cultural factors involved and the need to avoid unnecessary risks, decision strategies 

are irrational i n nature. 

I n summary there are several definitions o f rational behavior/decision-making. A 

simation could wel l arise where the individual decision-maker feels that he/she is 
acting rationally by deviating f r o m the normative decision process o f the 

organization he/she belongs to. Conversely, the organization in question interprets 
such behavior as irrational. Thus, one could wel l argue that questions o f rationality 

are questions o f perspectives, i f you look upon i t from the individual 's point o f view 

or from the organization's, i.e. rationality is a relative concept. 

Instead of talking about rational and irrational decision-makings i n this thesis i t 

would perhaps be more meaningful to ask: whose objectives are the decisions aimed 

to reach? Is i t the objective o f the decision-maker personally or o f the organization 

he/she is to decide for? The choice o f objective may very much depend on the 

decision-maker's freedom to choose. 

2.6.2 Freedom of Choice 

One restricting circumstance for an individual to make a decision is the l imitat ion of 

his/her freedom to choose. 
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According to Ofstad (1961, pp.305-306), freedom of choice can be expressed in four 
ways: 

• as self-expression 

• as rationality 
• as virtue 

• as power 

As regards personal freedom, Ofstad remarks that P is a free person i f , and only i f , 

the fo l lowing three conditions are fu l f i l l ed : 

(1) P's ethical system is oriented towards such values as love, 

tolerance and human dignity, 

(2) he has knowledge o f his ethical system, his motivations and 

choice - situations so that he is able to find out which course o f 

action w i l l be best i n accordance w i t h this system, and 

(3) he is so strongly and whole-heartedly disposed to decide in favor o f the 

course o f action, which he believes to be the right one, that he does 

not have to make any efforts in order to decide. 

Ofstad goes on to argue that i t is meaningless to discuss freedom as regards decisions 

i f we cannot first clarify what we mean by 'freedom o f decision'. Although numerous 

definitions/suggestions have been propounded as to what is meant by this phrase, the 
principal point o f similarity between them is a general tendency to underscore the 

importance o f the individual 's right to decide. Focussing on this underlying 

similarity, Ofstad remarks that power to decide is not something which we have or 

have not. What an individual can do i n one simation may not be possible to 

accomplish in another. We are all different and this makes i t both a matter o f degrees 

and individual variations. 

Ei lon (1969) remarks that i f the decision-maker is responsible fo r the criterion o f 

choice the outcome of the process w i l l mirror the decision-maker's own personality. 
Furthermore Ei lon claims that i f a free choice exists at all , i t lies at the stage where 

the criterion o f choice is determined and not at the stage called 'resolution' i n the 

decision process. The reason is that i f the decision-maker can establish a composite 

ranking o f the options available then the ranking process automatically causes one 

alternative to be superior to others. I f the decision-maker behaves rationally, he/she 

must resolve to select this superior alternative. In that sense the decision-maker does 

not really exercise any free choice; the choice has already been made at the ranking 

o f the criterions. 

I n many ways, i t could be constimted that Eilon's definit ion o f the concept o f 
'freedom o f choice' is a significant development as regards previous definitions: 

Freedom of choice exists when the individual has two or more 

alternative courses of action available to him and when there is 

no external compulsion to choose a particular alternative. 

Power, i n all its manifestations, is an extremely d i f f i cu l t factor to isolate wi th in the 

decision-making process. Whi le , pressure from a multitude o f directions can be 

exerted to influence group decisions, i t is most probably the acmal group members 
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who hold the most power. Bonoma, Harding, M c M i l l a n and Patchen have discussed 

this issue. 

Bonoma (1982) supports the above remarks made by Ofstad and suggests that 

freedom o f choice may w e l l be l imited by power executed by the environment. 

Developing French and Raven's views as to the existence o f f ive primary power 

bases, he categorizes these bases according to whether he sees them as being positive 

('champion power ' ) or negative ('veto power') i n nature: 

• Reward Power Champion 
the ability to provide monetary, social, political or 

psychological rewards to others in order to ensure 

compliance 

• Coercive Power Champion 

the ability to enforce monetary or other forms o f 
punishments as a response to noncompliance 

• Attraction Power Champion/Veto 

the ability to elicit compliance from others because 

they like you 

• Expert Power Veto 

the ability, due to actual or reputed skills, expertise, 

etc., to elicit compliance 

• Stams Power Veto 

A compliance gaining ability derived from a legitimate 

position o f power i n a company. 

When members o f an organizational buying group assessed their own influence as 

regards group decisions, Harding (1966, p.78) found that there was a great tendency 
for each person to exaggerate his/her role in a particular transaction. 

M c M i l l a n (1973, p.210) confirms this f inding i n his empirical smdy o f purchases o f 

intermediate chemical products. He noted that all members o f the buying center 

believed their importance to be greater than i t appeared to be. 

Patchen (1974) studied 33 decisions made by 11 companies. W i t h an average o f 15 
people involved i n each decision, he noted that there was a high degree o f 

disagreement among the various individuals involved as to who was most influential 
i n the decision-making process. 

In light o f Patchen's findings (and those o f Harding and M c M i l l a n ) , i t might we l l be 

implied that the extent o f the role a particular person plays i n the decision process o f 

a group is directly l inked to perceptions o f freedom o f choice. Thus, a ' powerfu l ' 
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member o f a group is clearly able to l imi t the freedom o f choice o f others in the 

group. Obviously, when exerting his/her influence, a powerful member o f a group 

experiences a sensation o f increased importance as regards the final decision. I t 

wou ld also seem logical to conclude that he/she feels less l imited as regards freedom 

o f choice. Harding's and McMi l l an ' s smdies clearly seem to press home this point 

and stress the conclusion that people experience the decision-making process wi th in 

groups as being far more liberal than i t really is. 

I n summary, those who have studied the decision-making process at individual and 

group level are in agreement that a decision-maker's freedom of choice can be 

l imi ted by external factors. Freedom o f choice in this context, can according to Eilon, 

be defined as the moment when "an individual has two or more alternative courses o f 

action available to h im and when there is no external compulsion to choose a 

particular alternative." Bonoma and Ofstad also feel that freedom o f choice is 

susceptible to external coercion. The latter equates power w i t h freedom and argues 

that the ability to resist external pressure allows for freedom o f choice. Bearing this i n 

mind, the fo l lowing amended version o f Eilon's definit ion o f freedom o f choice 
should be adopted: 

Freedom of choice exists when an individual has two or more courses 

of action available to him/her, and he/she has the power to resist external 

compulsions to choose a particular alternative. 

2.6.3 Information Input 

2.6.3.1 Quantitative Data 
Gallhofer and Saris (1989) state that the information a decision-maker evaluates 

wi th in the context o f mles o f decision-making has to be o f the kind that its 

consequences can be quantified, i.e. quantitative data. 

2.6.3.2 Qualitative Data 
Kotler (1976, pp.23-43) described the influence on marketing decisions o f qualitative 

data input from demographics, economics, law and politics, technology and general 

cultural factors, i.e. macroeconomics. He remarked that a component o f the 

macroenvironment is the sociocultural mil ieu. This mil ieu can be very specific and 

enable people to feel things very differently from persons in other cultures. Even 

wi th in a culture, different patterns o f behavior and different value systems may be 

simultaneously present. 
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The successful marketing manager McCormack (1984, p.53) emphasized the 

importance o f qualitative data wi th in the sales decision process by stating " A l l things 

being equal, people w i l l buy from a fr iend. A l l things not being so equal, people w i l l 

s t i l l buy from a friend. Make friends." 

Ke l ly (1991, pp.5, 7) remarked that the individual creates his/her own way o f seeing 

the world . People construct a 'transparent lens' through which the wor ld is perceived. 

Each lens is unique in nature and alters the received image in its own unique way. 

This in turn means that the individual is provided wi th a 'pattern o f reality' upon 
which his/her behavior w i l l be based. 

Konsynski and Stohr (1992, pp.29-31) have as their primary objective, the promotion 

o f a broader defini t ion o f the decision-making process. I n doing so, they attempted to 

demonstrate that certain factors wi th in this process have a more general applicability. 

Consequently, they have tended to emphasize the importance o f cultural norms, 

fairness, human relations and other 'soft ' information, i.e. qualitative information. 

Alvesson and Sköldberg (1994, p.76) classified qualitative data as "something 

empirical, often some occasion, often i n the f o r m o f an incident, often in the f o r m o f 

some social interaction". 

2.6.4 Decision Rules 

Montgomery (1989) argues that mles for decision-making are not simply to be 

applied i n the f ina l phases o f the decision-making process. Instead, he contends that 

many decision mles can be used for shaping an approximate dominance structure. 

These mles may also be used by the decision-maker to s impl i fy the decision simation 

by for instance using crude attractiveness evaluation or by not considering al l 

alternatives and attributes. 

Gallhofer and Saris (1989) present the fo l lowing rules for decision-making: 

• Expected ut i l i ty 

This mle states that a decision-maker should choose the strategy wi th the highest 

expected ut i l i ty . In order to use this model i t must be possible to quantify the verbal 

probabilities and the ut i l i ty statements. 

• Risk-avoiding 

The risk-avoiding rale demands selection o f the strategy w i t h the highest probability 

o f positive outcomes or w i th the lowest probability o f negative outcomes. In order to 

use this model only probabilities o f statements have to be expressed. 

Bonoma and Zaltman stated that risk avoidance was the most frequently named 

factors i n the individual purchase decision. 
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• Dominance 
The dominance rule states that the strategy of question is better than the other(s) on at 

least one aspect and not worse than the others on the remaining dimensions. 

• Lexicographic 

The lexicographic rule suggests according a first rank ordering o f the aspects in 

importance, and then selecting the strategy that is most attractive w i th the respect to 

the most important attribute. 

• Addi t ion o f utilities 
The addition o f utilities suggests a summing up the utilities o f each aspect per 
strategy and then selecting the strategy wi th the highest total value. In order to test 

this rule there is a need to know all utilities per strategy. 

• Simon's satisficing 

Simon's satisficing rule suggests the selection o f the first strategy detected that leads 

to satisfactory outcomes only. 

• The reversed Simon rule 
The reversed Simon rule covers situations when no satisfactory strategy is available. 

I t suggests the excluding o f all strategies that w i l l certainly lead to negative outcomes 

only as long as there is another strategy which leads to a positive result. 

I n summary a decision-maker can utilize a number o f rules when attempting to reach 

a decision. A primary prerequisite for the employment o f these various rules is that 

the outcome/implications and/or probabilities o f the information used in the decision

making process can be quantified. 

However, how do rules o f decision-making apply to a decision-maker who has no 

freedom o f choice as regards solutions to the problem at hand? W i l l he/she simply 

employ these mles as a convenient system for the ranking o f his/her available 

options? We can assume that this w i l l most probably not happen. Instead, the 

decision-maker w i l l simply concentrate his/her f u l l attention on the solution he/she is 

being forced to adopt. 

2.7 Discussion of the Literature Reviewed 

I t is important to bear i n mind that a decision-maker does not necessarily fo l low just 

one path for the solution o f a problem. He/she may use several and for instance make 

use o f both quantitative and qualitative information, and make decisions o f partly 

rational and irrational nature. Because, as was noted earlier, such matters as rational 

behavior and perceptions o f freedom o f choice are all relative. As Ofstad remarked, 

everything is a matter o f degrees and individual variations. 
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Yet, while such things are relative, i t can wi th all certainty be stated that the majori ty 
o f conscious decisions are usually made wi th in the context o f a decision-making 

process - however undefined this may be. Harrison is clearly o f this opinion when he 
asserts that a decision is simply a moment in an ongoing process. Simon (1976, p . l ) 

is basically o f the same view, when he states that human behavior can be divided into 

conscious or subconscious action. The former being complex responses to a 

sophisticated chain o f activities, while the latter can simply be characterized as reflex 
action to any given simation. 

Most decisions are made under the influence o f information. A study o f the impact o f 

different types o f data may contribute to the picture o f how the decision-makers 
deliberate during the process studied. 

2.8 Research Questions 

The preceding chapter and sections o f this chapter raised a number o f interesting 
questions as regards the decision-making process o f the IOC. For example, 'When 

and where do IOC members conduct group discussions and when do they make 

individual decisions?' ' D o IOC members share common goals and risks?' ' H o w does 

the multi-cultural make-up o f the IOC affect the decision-making process?' ' H o w are 

IOC members as individuals influenced by external forces?' 'What strategies do these 

external forces adopt in their attempt to influence the decision process o f the IOC?' 
Finally, 'Which b id strategies are most effective?' 

However, the complexity o f attempting to smdy the IOC's decision-making process 

from its evolution as a complex manifestation o f a myriad o f interrelated phenomena 

makes i t not an achievable objective w i th in the scope of this smdy to answer al l these 

questions. The study must at first hand be restricted to map a general overview o f the 

process to be used at further research. Consequently, the fo l lowing questions w i l l be 
the main focus o f interest for the proceeding sections o f this smdy: 

• How was the process o f host selection fo r the 2002 Olympic Winter Games 

structured? 

• How and why did the b id components influence the process? 

• How and why did other factors influence the b id process? 
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3 Frame of Reference 

3.1 Introduction 

The intention o f this chapter is to define the Frame o f Reference, which best 

supports, the aim o f the smdy. O f course any such frame o f reference needs to 

emanate from the acmal research problem that constitutes the primary focus o f the 

smdy. As was stated in chapter 2, the main research questions o f this thesis were 

outlined as fol lows: 

• How was the process o f host selection for the 2002 Olympic Winter Games 
structured? 

• H o w and why d id the b id components influence the process? 

• H o w and why d id other factors influence the b id process? 

I n terms o f the diverse nature o f the above research questions, i t consequently seems 

logical to adopt a frame o f reference which allows for a broad review of the entire 

selection process. A n exploratory approach would allow us to identify and discuss 

the role, impact, and purpose o f particular messages, individuals and external forces. 

I n order to arrive at such an approach, the intention is to examine the various models 

and approaches highlighted i n the preceding chapter and, by assessing the suitability 

w i t h the respect to the research questions stated above, decide upon a particular 

model, models, approaches or combination o f approaches as a basis upon which to 

establish a frame of reference for this smdy. 

3.2 Selection of the Frame of Reference for the Study 

As is evident from the above, the first research question addresses the issue o f how 

the selection process for the Winter Olympics is structured. When considered in 

terms o f the findings o f the two mini-cases o f Part 2, i t was shown that the selection 

o f a city to host the Games involves a number o f individual and group decisions. 

Thus, i n order to accurately reflect this aspect o f the selection process, the model 
upon which the frame of reference for this smdy is to be based must be able to 

successfully describe such a decision making process. 

In chapter 2, two models o f the individual decision were discussed: Individual 

Decision and the Individual Decision-Making Process. When comparing the two i n 

Table 3.1 the Individual Decision-Making Process' phases includes w i t h one 

exception all phases i n the Individual Decision model. 
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Table 3.1: The individual decision explained wi th two approaches. 

Individual Decision Individual Decision 

Making Process 

Motivat ion to choose one alternative 

Reference points 

Evaluation 

A t least two alternatives 

Comrmttment to action 

Problem recognition 

Information input 

Development o f alternatives 

Choice criteria 

Evaluation o f alternatives 

Choice 

Implementation 

Feedback 

'Mot ivat ion to choose one alternative' f r om the Individual Decision model is the 

only phase not to be found i n the other model. The former model's phase o f 

'Reference points' may in any case be equal to or at least included in the 'Choice 

Criteria ' . The 'Evaluation' phase is comparable to 'Evaluation o f alternatives'. The 

' A t least two alternatives' phase could be identified i n the p l u r a l ' s ' o f 'Evaluation o f 

alternatives'. The phase o f 'Commitment to action' o f the Individual Decision model 

is contained i n the two phases o f 'Choice' and 'Implementation' at the Individual 

Decision-Making Process. 

Thus, i n order to include al l moments o f both the Individual Decision and the 

Individual Decision-Making Process in the study i t would be satisfactory to use the 
latter model w i t h the addition o f the phase 'Motivat ion to choose one alternative'. 

As we learnt from Part 2, host selection is not a new problem wi th in the IOC. The 

IOC knows every four years (and, since the selection o f the 1994 host, every two 

years) that i t is going to choose an organizer o f either a Summer Olympics or a 

Winter Olympics. This has been going on since 1894 and 1926 for the Summer 

Olympics and Winter Olympics respectively. This means that the phases o f 'Problem 

recognition' and 'Mot iva t ion to choose one alternative' do not exist for host 

selections o f a Summer Olympics or a Winter Olympics. The 'problem' has been 

recognized once for al l , and the 'motivation to choose' is always there. 

Part 2 also explained that the phase o f 'Development o f alternatives' does not exist 

at the present as a problem fo r the IOC, since cities voluntarily apply and they do it 

nowadays i n a surplus quantity. Furthermore, the IOC does not consider any other 

cities than those who voluntarily apply. The phase o f 'Development o f alternatives' 
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can thus be omitted. 

The requirements o f the Games have not always been the same. As referred to in Part 

2, the T V networks have for instance completely changed the view o f how to run 

sports competitions and which sports should be included in the Olympic Program in 

order to attract the television audience's attention. The rapid increase i n the number 

o f participating athletes has also changed the requirements o f the Games. The two 

mini-cases indicated also that the desire o f a fair distribution o f the Games makes it 
practically impossible to award the Winter Olympics to the same city twice. There is 

consequently always a need o f consideration o f new alternatives at the host selection 

processes. The phases o f 'Choice criteria' and 'Evaluation o f alternatives' need thus 

to be evaluated at this smdy. 

The 'Choice' phase should be the final voting. 

The 'Implementation' and 'Feedback' phases w i l l take place 7 years after the host 

selection when the Winter Olympics is realized. W i t h i n the time period o f this study 

we have then to use a Winter Olympics o f a former host selection, i.e. the 1994 

Winter Olympics, which is available during this smdy. 

The selected model for this smdy w i l l thus use the proposed Individual Decision-

Mak ing Process, w i th the phases o f 'Problem recognition' and 'Development o f 

alternatives' excluded. The phases o f the modif ied Individual Decision-Making 
Process w i l l then be: 

1. Information input 
2. Choice criteria 

3. Evaluation o f alternatives 
4. Choice 

5. Implementation 

6. Feed back 

When i t comes to the group decision-makings the mini-cases only identified small 

group decision-making processes. The literature review o f chapter 2 provided a 
model o f them, Figure 2.4, including the fo l lowing phases: 
- Influence: Facilitation, Social Impact, Loaf ing 

- Development: Identification, Team Development 

- Decision-Making: Participation, Alternative/Information Generation, 

Alternative Evaluation, Consensus Bui lding, Total Process. 

The last phase o f this model is 'Decision Making ' , which is also found in the 

Individual Decision Making Process model. I n this case group related components 

are added, such as 'Participation' and 'Consensus Bui ld ing ' . The phases 'Alternative 

Evaluation' and 'Evaluation' are the same. The phase 'Choice Criteria' o f the 
Individual Decision Making Process model, however, is not found at the Small 
Group Decision Making Process. 
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A l l group decision making processes observed during the mini-cases in Part 2 were 

executed as preludes to the f inal host selection that was identified as an Individual 

Decision. However, it is too early to decide whether this is also the case at the 

process o f host selection for the 2002 Winter Olympics. The question whether the 

f ina l decision is made as a Group or an Individual Decision remains open. This 

simation w i l l be marked in the model in Figure 3.1 as two arrows from both the 

Small Group Decision Making Process box and the Individual Decision-Making 

Process box to the f inal Host Selection. 

The second research question asks for the identification o f the messages, 
individuals and organizations w i th influence and how they affect the process. When 

studying the factors explaining Group Decision Behavior the personalities o f people 
w i l l be noted as w i l l impact from cultures and environment. A t the study o f the Small 

Group Decision Making Process different kinds o f influences w i l l be identified. 

The third research question asks for the identification o f other factors w i t h 

influence on the process. A study o f the contexts o f decision making may give an 

answer to that by helping us to understand how the decision-makers deliberate when 

they act and evaluate different strategies. Contexts like Freedom o f choice and 

Rationality were discussed i n chapter 2, as were Information input and Decision 

Rules. The Information Input is already included i n the process models o f both the 

Individual Decision Making Process and the Small Group Decision Making Process 

and need not be repeated. The remaining components of the contexts should be 

included in the model. 

Thus, the frame o f reference o f the smdy emerges according to Figure 3.1. 
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Components of Decision Making 

- Freedom o f choice - Rationality - Decision mles 

Factors explaining group 

decision behaviour and outcomes 

- Group size, ability, gender, race 

- Biological nature, personality, 

culture, environment 

- Task type 

- Group strategy 

- Leadership style 

- Reward allocation 

Small G r oup Decision Making Process 

- Influence: Facilitation, Social Impact 

Loaf ing 

- Development: Identification, 

Team Development 

- Decision Making: Participation, 

Alternative/Information Generation, 

Alternative Evaluation, 

Consensus Building, 

Total Process 

Individual Decision Making Process 

- Information input 

- Choice Criteria 

- Evaluation o f alternatives 

- Feed back 

- Implementation 

- Choice 

1 

I 

I 

5 2 
Host Selection 

Figure 3.1: The frame o f reference. The arrows show directions o f impact. 
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4 Methodology 

4.1 Introduction 

The phrase -"Beauty is i n the eye o f the beholder" was coined by Margaret 

Hungerford (1855-1897) to explain the relative nature o f beauty as a concept. Ke l ly 

(1991, pp.9, 11) also remarked that individuals have their own ways o f perceiving 

the w o r l d and the events that take place wi th in it . Known as Constructive 

Alternativism, Ke l ly ' s philosophical position is perhaps best encapsulated i n the 

fo l lowing remark -"We assume that all o f our present interpretations o f the universe 

are subject to revision or replacement." 

As regards academic research, the above statements are o f importance as they 

underline the fact that individuals from different cultural and scientific backgrounds 

w i l l often interpret and evaluate observations i n different ways. Conversely, this also 

means that in order for a smdy to be f u l l y understood, the reader must be aware o f 

the researcher's values about what is real and what can be known. 

Apply ing this rule o f thumb to this smdy, a brief outline o f the research strategy and 

methodology is presented below. However, before the ideological/scientific position 

o f this smdy is presented, the fo l lowing sections provide a short review o f some o f 

the more significant philosophical theories and research methodologies which need 

to be considered when undertaking scientific research. 

4.2 Views of the World 

According to Alvesson and Sköldberg (1994, p. 11) ontology and epistemology are 

the principal ingredients in the social sciences and not the methodology. Any 
researcher's position as regards these two topics is based on the researcher's basic 

beliefs as to the nature o f the world . Thomas Kuhn called this worldview an 

individual 's paradigm. Kuhn stated that those scientists "whose research is based on 

shared paradigms are committed to the same mles and standards for scientific 

practice... the successive transition from one paradigm to another via revolution is 

the usual developmental pattern o f mature science." Af t e r 400 years o f the wor ld 

being dominated by positivism many new paradigms have been defended. In this 

chapter the views o f ontology and epistemology and the methodology preferences o f 
four paradigms w i l l be noticed: positivism, post-positivism, critical theory and 

constructionism. 
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4.2.1 The Ontological View 

According to Guba and Lincoln (1994, pp. 109-112) positivism provides a realistic 

view o f the world . In addition, i t also claims that there is only one 'real ' w o r l d and 

this can be both identified and described. The aim o f research is thus to identify the 

umversal laws that govern this world. The author o f this thesis supports this idea to a 

certain extent, as i t both encourages researchers to seek objective results and assists 

in the establishment o f umversal laws. 

However, according to Alvesson and Sköldberg post-positivists have pointed out, 

that investigation o f meaning and human behavior is only partially possible. Citing 

such factors as the limitations o f mankind's intellectual capacity and the complexity 

of attempting to observe and account for social phenomena in support o f their 

assertion, post-positivists have contended that reality must be subject to the widest 

possible critical examination. They have labeled this position 'cri t ical realism'. 

Critical theory describes the reality as being shaped by a cocktail o f cultural, 

economic, ethnic, gender, political and social factors. The critical theory states that 

this melting pot o f diffuse influences is to be the real focus o f attention for scientific 
enquiry. 

According to constructionism, there are multiple realities. These are locally 

constructed by individuals and based on their social and empirical experience. Thus, 

so-called 'objective knowledge' is nothing more than a product o f individual 

interpretations o f the w o r l d (Guba & Lincoln). 

Naturally, the above descriptions o f critical theory's cocktail reality and 

constructionism's multiple realities originate f r o m the fact that these two schools o f 

thought represent a myriad o f complex theories, spanning both the social sciences 

and humanities. Because o f that critical theorists have argued that the establishment 

o f general laws and casual connections is possible wi th in the natural sciences (e.g. 

biology, chemistry, mathematics, physics), but not so wi th in the social sciences. 

This v iew was also expressed by the neo-idealists, who, arguing from a hermeneutic 

position, declared that the natural sciences should be explained by causes and 

positivistic theories, while the social sciences were explainable by understanding the 
meanings o f actors behavior (Alvesson&Sköldberg , pp.119-120). 

4.2.2 The Epistemological View 

Alvesson and Sköldberg (1994, p. 11) stated that a "research problem cannot be 

chosen free from epistemological and theoretical standpoints. What constitutes an 
interesting and manageable research problem depends on the investigator's basic 

standpoints" regarding these two issues. 
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Positivistic epistemology can be seen as being dualistic. I t consists o f a researcher, 

i.e. an individual who investigates, and an object, i.e. that which is studied. The 

researcher and object are independent entities and the former is able to conduct 

his/her research without being influenced by the latter. I f for some reason, the object 

o f the study influences a researcher, the threat can nevertheless be eliminated or 

l imited to such a degree that i t is o f no particular importance as regards the validity 

o f the study i n question. Consequently, positivistic researchers clearly feel that they 

are able to explain the true behavior and nature o f phenomena. 

On the other hand, post-positivists have a generic doubt o f the interpretation o f study 

results. 

The critical theory contends that man is manipulated by society. Asserting that there 

is no real wor ld , and i f such a thing does exist, i t has no real meaning. I t also claims 

that language is an ambiguous phenomenon and o f no practical use as regards 

research (Guba&Lincoln) . 

However, the author o f this thesis personally feels that the critical theory's view of 

the wor ld undermines those researchers who attempt to conduct objective research. 

Instead o f providing these individuals wi th a constructive frame o f reference for the 

solution o f the indicated problems, the inherently critical and defeatist tone o f 

critical theory only serves to discourage scientific studies. 

The philosopher Boghossian (1996) contended that postmodernism has been 

responsible for both a collapse o f research standards and intellectual responsibility 

wi th in the humanities and social sciences. 

Both critical theory and constructionism see the researcher and the object o f study as 

being inextricably interlinked. In addition, the findings o f a smdy (i.e. data) are 

merely the personal interpretations o f the researcher, i.e. the l ink between a f inal 

report and reality is insignificant - i f i t exists at all . 

According to Boghossian very few contemporary philosophers believe that there 

exist completely unbiased researchers, who have the ability to conduct research 

without their preconceived ideas affecting the nature o f their findings. Whi le , it may 

be easy to agree wi th this remark it should nonetheless be noted that such a state o f 

affairs is not sufficient just if icat ion for the suspension o f scientific research. Instead, 

a researcher's preconceived ideas and feelings are simply just another problem that 

has to be recognized and addressed when attempting to carry out any smdy. The best 

way to address this problem should be by aspiring to conduct the smdy i n question in 

the most scientific way possible. 

Thus, scientific research can be seen as being made up o f a number o f different 
approaches. As Alvesson and Sköldberg remarked - "Nothing prevents that only one 

approach is chosen - as long as i t is not claimed that it is The Only Right one". 
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4.2.3 Choice of Methodology 

Positivism's research methodology can be described as being experimental and 

manipulative and has as its primary objective the creation o f neutral and true 

knowledge. W i t h empirical data being systematically collected and organized, such 

quantitative procedures f o r m the basis upon which scientific hypotheses are verif ied. 

Conclusions are drawn so as to allow fo r the formulation o f theories o f 

generalization. Jamming sources are identif ied and noted so as to avoid the distortion 

o f the results o f any given study. 

However, already the post-positivists have argued that one needs to conduct in-depth 

smdies in order to go beyond the superficial findings o f positivist research and 
discover the underlying patterns o f any particular phenomenon. They have thus 

stressed the importance o f qualitative methods for the pursuit o f such smdies. 

Ut i l i z ing a qualitative approach, critical theorists have adopted dialogic and dialectic 

techniques to identify the interview object's lack o f knowledge and 
misunderstanding o f the situation. 

Constructionists have tended to prefer a methodology primarily fashioned by 

hermeneutic and dialectic influences. Based on such a methodology, constructionists 
have studied relationships between people through interaction between the 
investigator and the respondents (Guba&Lincoln) . 

Finally, i t should also be noted that hermeneutics has also given rise to a school o f 

thought called 'critics o f source'. The aim o f this method has been to eliminate the 

process o f distortion (known as twisting o f data) that often occurs during the 

collection o f data via information sources. The original efforts o f critics o f source 

were directed at ensuring the accurate interpretation o f written texts and oral stories 
(Alvesson&Sköldberg) . 

4.3 Quantitative and Qualitative Methods 

Kuhn (1996) declared that the development o f science was clearly not compatible 
w i t h a positivistic philosophy and that one needed to adopt a completely different 

frame o f reference to account fo r scientific developments. 

Unl ike the natural sciences, the social sciences deal w i th man's attempt to achieve 
meaning. Weber (1964, p.88) defined sociology in 1947 as "a science which 

attempts the interpretive understanding o f social action in order thereby to arrive at a 
casual explanation o f its course and effects". 

Bryman (1988, pp.61-69) described qualitative research as 
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• seeing through the eyes o f the people studied 

• describing in details the social setting 

• understanding events and behaviour in their context 

• viewing social l i fe as a process 

• favouring relatively open and unstructured research designs, and 

• avoiding the formulation o f concepts and theories at the beginning o f the research. 

Erickson (1977, p.58) held that the primary objective for qualitative research should 

not be to avoid the use o f frequency data. The concern should instead be to evaluate 

what make sense to count. He also remarked that social facts are embedded i n social 

action, just as social meaning is what people do in everyday l i fe . "These meanings 

are most often discovered through fieldwork by hanging around and watching people 

carefully and asking them why they do what they do". 

Miles and Huberman (1994, pp.4-5) claimed that few positivists dispute the val idi ty 

and importance o f subjective meanings. Instead, they primarily employ naturalistic 

and phenomenological approaches. On the other hand, few ethnographers make use 

of pure hermeneutic methodology, being sometimes inclined to utilize predesigned 

conceptual frames and instruments. As Miles and Huberman remark: 

" I n epistemological debates i t is tempting to operate at the poles. But in the acmal 

practice o f empirical research, we believe that all o f us - realists, interpretivists, 

critical theorists - are closer to the center, w i th multiple overlaps." 

Miles and Huberman concluded their discussion o f this topic by noting that no smdy 

fol lows a standard methodology. Instead, every individual study "calls for the 

researcher to bend the methodology to the peculiarities o f the setting". 

In light o f the above comment and those made by other writers, it might we l l be 

concluded that the debate as to the relative advantages and disadvantages o f 

adopting quantitative versus qualitative research methods has now reached a more 

reflecting phase. Bearing in m i n d this fact, perhaps the four criteria o f research that 

Alvesson and Sköldberg provide us w i t h serve as efficacious guidelines fo r the 

pursuit o f "good research": 

• Empirical anchoring and plausibility 

• Open mind to the importance o f the decisive role o f the 

interpretation o f social phenomena 

• Critical reflection about political-ethical context 

• Consciousness about the ambiguousness and l imited capacity o f the 
language to convey knowledge about the pure empirical reality. 

As can be seen, the four guidelines advocated by Alvesson and Sköldberg provide 

the researcher w i th a broad, but nevertheless controlled framework o f conduct. A t 
the same time, their criteria o f 'good research' allow for the possibility that 

quantitative research methods may be better suited to some simations, whi le 

qualitative research methods may be found to be more applicable i n others. 
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4.4 Selection of Research Methods 

Alvesson and Sköldberg (1994) argue that choice o f subject matter and research 

methods should not be decided independently o f each other. Instead, they should 

both complement one another. Methods are equated wi th specific research 

techniques. These can include such quantitative techniques as surveys and 

experiments and such qualitative techniques as interviews and observation. 

As was stated earlier, the primary research objective o f this study is an assessment o f 

the process as regards the host selection for the 2002 Olympic Winter Games. 

Having established that the decision making process generally involves such factors 

as the maximization o f a decision maker's total expected relative value, issues o f 
rationality, freedom o f choice and external cultural and social influences, i t would 

seem accurate to conclude that any attempt to understand the IOC's decision making 

process is primarily going to be a smdy o f the way in which people act. As Weber 

remarked, one needs to understand "social action i n order thereby to arrive at a 

casual explanation o f its course and effects". 

Thus, one might well ask 'Where between the poles o f positivistic and qualitative 

research methodology does this study belong?' In many respects, this thesis might 

wel l be regarded as an indirect discussion o f how a city should market its b i d when 

attempting to be selected as a host for a Winter Olympics. When discussing the issue 

o f research and marketing, Persson (1995, p.53) suggested that a systematic, 

interactional approach is perhaps the best position to adopt when dealing wi th this 

subject. Persson contends that an interactional approach acknowledges the existence 

o f a systematical communion wi th in the social system but i t abandons the assumption 

that the reality is objective. 

Researchers who actively participate w i th the individuals they smdy are known as 

'interactionists'. Such interactional smdies are often characterized by the use o f 

qualitative methods for the collection o f data. However, when researchers wish to 

emphasize general features that characterize the groups they are studying, i t may 

often, according to Silverman (1993, p.2), be the case that they resort to quantitative 

methods. 

Silverman (1993, p.91) remarks that the main ways to generate data, wh ich gives an 

authentic insight into people's experiences, are unstructured, open-ended interviews 

usually based upon prior, in-depth participant observation. The author o f this thesis 

was one o f the participators o f the process studied and hence acted as an 

interactionist whi le doing participant-observation research. 

Table 4 .1 , devised by Silverman, provides us w i th a description o f various research 

methods and points out when these are employed i n research. 
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Table 4 .1 : Methods and methodology in quantitative and qualitative research by 

Silverman. 

Method Methodology 

Quantitative research Qualitative research 

Observation Preliminary work, e.g. 

prior to f raming 

questionnaire 

Content analysis, i.e. 

counting i n terms o f 

researchers' categories 

"Survey research": 

mainly fixed-choice 

questions to random 

samples 

Used infrequently to 

check the accuracy o f 

interviews records 

Fundamental to 

understanding another 

culture 

Understanding 

participants' categories 

Textual analysis 

Interviews "Open-ended" questions 

to small samples 

Transcripts Used to understand how 

participants organise 

their talk 

Research may be either exploratory, descriptive, explanatory or a combination o f 

these three qualities. According to Y i n (1994, p.4), choice o f strategy depends on the 

fo l lowing three factors: 

(a) the type o f research question posed, 

(b) the extent o f control an investigator has over actual behavioral events, and 

(c) the degree o f focus on contemporary as opposed to historical events. 

W i t h i n the general parameters o f the main research objective o f this smdy, the 

fo l lowing can now be regarded as the research questions: 

• H o w was the process o f host selection for the 2002 Olympic Winter Games 

structured? 

• H o w and why did the b id components influence the process? 

• H o w and why did other factors influence the bid process? 

Br i e f ly considering the above research questions, it would seem more than obvious 

that they demand a response, which is primari ly o f an exploratory nature. Entailing 

the use o f case smdies, experiments, surveys and the analysis o f archive information, 

i n Table 4.2 Yin ' s methodology provides w i th a broad set o f guidelines for the 
uti l ization o f exploratory research methods: 
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Table 4.2: Exploratory research methods according to Y i n . 

S t r a t e g y F o r m of 

r e s e a r c h 

q u e s t i o n 

R e g u i r e s 

cont ro l o v e r 

b e h a v i o r a l 

e v e n t s ? 

F o c u s e s o n 

c o n t e m p o r a r y 

e v e n t s ? 

E x p e r i m e n t how, why yes yes 

S u r v e y 
who, what, where, 
how many 
how much 

no yes 

A r c h i v a l 

a n a l y s i s 

who, what, 
where, 
how many 
how much 

no yes/no 

History how, why no no 

C a s e s t u d y how, why no yes 

As can be seen, the research questions ( in accordance w i t h Yin ' s criteria) ask the 

questions 'how?' and 'why? ' Furthermore the smdy o f the process focuses a great 

deal on contemporary events. However, any study o f the host selection process o f the 

IOC has to recognize the fact that its members meet and participate in the process at 

many different locations at different parts o f the world . Consequently, this study 

cannot possibly attempt to bring together the latter and observe their behavior in an 

art i f icial ly controlled environment. The research strategy chosen must then not 

require control over behavioral events. 

Y in ' s suggestion for the employment o f three possible research strategies is 

presented i n Table 4.2: (1) the gathering o f information by surveys; (2) the use o f 

case studies, and (3) by studying archive records. However, i t should also be noted 

that Y i n proposes that only case smdies provide the researcher w i th the opportunity 

to ascertain how and why individuals act the way they do. 

In order to obtain a complete understanding o f the IOC's host selection process as 

regards the 2002 Winter Olympics, i t is f i rs t necessary to consider the general 

'contextual background' o f the various events that took place in the run-up to the 

f ina l vote. Y i n contends that case smdies provide us w i th the best means o f studying 
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such events: 
" A case study is an empirical inquiry that investigates a contemporary phenomenon 

wi th in its real-life context, especially when the boundaries between phenomenon and 

context are not clearly evident...surveys can try to deal w i th phenomenon and 

context, but their ability to investigate the context is l imited". 

The primary aim o f this study is to investigate the IOC's decision process. I n 1971 

Schramm claimed, according to Y i n (1994, p.12), that an advantage w i t h case 

studies were their ability to "illuminate a decision or a set o f decisions: why they 

were taken, how they were implemented, and w i t h what result". This statement can 

be seen as supporting Y in ' s suggestion that case studies provide the researcher wi th 

the best means o f studying such diffuse factors as contextual background. 

There are various forms o f case studies: 

• the classic single case smdy 

• the multi-case version o f the classic single case study 

• case smdies based on a series o f questions and answers 

• multiple case smdies. 

COSMOS Corp., referred by Y i n , provides these four types o f case studies i n Figure 
4 .1 . 

single-case multiple-case 
designs designs 

holistic 
(single unit Type 1 Type 3 
of analysis) 

embedded 
(multiple units Type 2 Type 4 
of analysis) 

Figure 4 .1 : Basic types o f designs for case studies by COSMOS Corp. 

This smdy has a principal focus o f interest, i.e. a discussion o f the IOC's decision 

making process as regards the 2002 Winter Olympics. Entailing an investigation o f 

the decision making process o f a hundred IOC members, the most appropriate case 
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A single case study is very similar to a single experiment, as i t only provides 

information as regards one event. The risk o f misconstruing the results o f such a 

smdy is obviously high and the researcher must have good reasons for conducting 

such research. 

According to Y i n one o f the main occasions for util izing a single case study is when 

i t "represents the critical case i n testing a well-formulated theory". This is clearly not 

applicable as regards this smdy. Alternatively, Y i n argues that another occasion for 

the employment o f a single case smdy is when the smdy in question is o f an extreme 

or unique nature. This, i n light o f the 'novelty' o f the subject matter o f this thesis, 

would seem to be a far more pertinent reason for the adoption o f a single case smdy 

than Yin ' s init ial rationale. I n addition, Y i n also maintains that a single case smdy is 

extremely suitable i f a piece o f research is o f an 'investigative nature', i.e. "when the 

investigator has an opportunity to observe and analyze a phenomenon previously 

inaccessible to scientific investigation". 

The author's capacity as the head o f Ös te rsund ' s b id provided wi th a rare 

opportunity to observe and record the inner functioning o f the IOC's selection 

process and i t is primari ly due to this state o f affairs that this smdy can be regarded 

as being unique and revealing. Y i n regarded embedded single case smdies as the 

most efficacious means o f gathering information o f revelatory cases. 

Y i n also argued that 'open-ended' questions are a particularly successful means o f 

acquiring qualitative information during interviews. They allow for interviewees to 

respond in a manner w i t h which they feel comfortable and thus, they can ( in contrast 

to standardized questionnaires) be seen as being a flexible fo rm o f questioning. 

Open-ended questions also allow fo r unexpected issues to be raised. Interviewees 

have the opportunity to discuss unrelated topics and are not restricted by leading 

questions. Finally, i t should also be noted that open-ended questions are most 

suitable for smdies such as this one, whose findings are based on a broad body of 

collected data. 

According to Y i n there are four basic models for case smdies that are intended for 
exploratory smdies: 

1. A case study can take the f o r m o f a 'linear-analytic' model. Such case studies are 

made up o f a number o f chapters, which review all literature, collected data and 

methods used during the smdy. I n addition, an attempt is made to analyze this 

data and research conclusions are drawn. Case smdies based on this linear-

analytic model are the most commonly adopted method o f research. 

2. Researchers can also make use o f multiple case studies, which allow for the 

establishment o f a comparative framework o f smdy. B y carrying out several case 

smdies, a researcher can examine a research problem f r o m a number o f different 
perspectives. 
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2. Case studies can also be chronologically structured. Often applicable i n 

explanatory studies, such case studies may sometimes demonstrate that there 

is a certain order to ' random' events. 

4. Certain case smdies reflect the theoretical make-up o f the researcher's 

principal focus o f discussion. This often means that each new chapter 

o f the smdy presents the reader w i th a new development as regards the 

author's main theoretical assertion. 

For the purposes o f this smdy, Yin ' s chronological model has been chosen. This 

choice was based on a number o f factors. Firstly, the fact that this thesis requires a 

single case study excludes the possibility o f employing Yin ' s comparative 

framework o f studies. Secondly, no new theory is proposed during the course o f this 

smdy, which excludes the use o f Yin ' s fourth model. Finally, discussion o f the IOC's 

decision making process obviously deals w i th a number o f factors that take place 

over a considerable period o f time. Yin ' s chronological case smdies are clearly a 

very descriptive way o f illustrating the development o f such processes. 

Naturally, the various factors that influence IOC decision-makers in their selection o f 
a city to host the Winter Olympics are not o f equal importance. Whilst , some factors 

play a crucial role, others are merely o f secondary importance. Consequently, one 

might wel l conclude that the evaluation o f the impact o f various factors on the IOC's 

decision making process is pr imari ly a matter o f marketing research. 

According to Tu l l and Hawkins (1984, p. 119) marketing research provides us w i t h 

three means o f collecting data: experiments, surveys and secondary data smdies. 

Contending that one o f the main advantages o f secondary data smdies is that they 

provide the researcher w i t h a means o f inexpensively collecting data Tu l l and 
Hawkins also feel that such stadies are relatively simple to carry out. Experiments on 

the other hand involve the manipulation o f variables so as to be able to measure 

these variables. Finally, surveys involve the "gathering o f information f r o m the 

respondents for the purpose o f understanding and/or predicting some aspects o f the 

behavior o f the population o f interest". 

It should be noted that there is always the risk that experiments and surveys may 

influence those individuals who are being studied. Moreover, experiments are not 

feasible to execute when eliciting the opinions o f the IOC members. They are too 

many and they are spread all over the world . When they come together at IOC 

sessions there is no time fo r such arrangements. Instead survey techniques w i l l be 
used during the case study at open-ended interviews w i t h the IOC members as wel l 

as at interviews w i t h the members o f the b id committees. Furthermore, this smdy w i l l 

primarily resort to the study o f secondary data from archive records when discussing 

factors that influence the IOC decision making process. 
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4.5 Quality of Research 

4.5.1 Validity 

Miles and Huberman (1994, p.41) state that interactionists assert that the val idi ty o f 

research findings can be improved by l inking qualitative and quantitative data. 

L ink ing o f data i n this manner thus provides the researcher wi th the better o f the two 

worlds. This is one o f the three ways in which a researcher can improve the validity 

o f qualitative research. The second is called Triangulation and is a comparison o f 

three different research methods (e.g. interviews, surveys and observations) to see i f 

they corroborate one another. Finally, a researcher can also check his/her findings 

wi th the individual studied. Obviously, i f the interviewee verifies the findings o f a 

study, the researcher can be for t i f ied as to their validity. This is often referred to as 
Respondent validation. 

For the purpose o f improving the validity o f the qualitative participant-observation 

smdy, the findings w i l l be complemented wi th smdies o f archive records dealing 

w i t h IOC decisions concerning previous Olympic Games and Olympic Winter 

Games and o f T V broadcasting reports: 

Participant-observation 

of the host selection 

process for the 

2002 Winter Olympics 

(Qualitative data) 

Study of archival records 

dealing with I O C host 

elections of previous 

Summer and Winter Olympics 

(Quantitative data) 

Figure 4.2: Val id i ty improvement by l inking qualitative and quantitative data. 

Providing us wi th a means o f checking some o f the findings made i n the case smdy, 

the fo l lowing quantitative study w i l l strengthen the validity o f any such findings. 

This method is called a chain o f evidence, and is also a way of neutralizing some of 
the bias that fo l l ow f r o m participant-observation research. 

Y i n also argues that the use o f several sources is another means o f increasing the 

validity o f research findings. For the purposes o f this smdy, three sources o f 

evidence w i l l be used: 

• Participant-observation o f the IOC members and the other actors and channels 

o f the process 

• Interviews w i t h seven leading members o f the four finalist B i d Committees 

• Archive records dealing wi th the selection o f previous Olympic 

cities and o f T V broadcast reports. 
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4.5.2 Reliability 

Y i n states: "The goal o f reliability is to minimize the errors and biases in a study". In 

order to reach this objective the researchers have to make a precise documentation o f 

what they have done and how they have carried out their case studies. I f another 

researcher repeats the case study according to this report the goal is that he/she w i l l 

simply arrive at the same findings. 

4.6 Data Acquisition and Limitation of the Study 

4.6.1 Meetings with IOC Members 

Points raised during the case study w i l l be primari ly based on observations made 

during a number o f of f ic ia l and unoff ic ia l meetings wi th the IOC and its members. 

Naturally, these meetings did not provide a complete overview o f every facet o f the 

IOC's decision making process. The author's close proximity to IOC members may 

also have resulted in occasionally fa i l ing to appreciate the significance o f a particular 

event/statement and led to a certain degree o f circumspection as regards IOC 

members' willingness to candidly discuss certain issues in the author's presence. 

Furthermore, i t should also be noted that this smdy has concentrated on identifying 

those factors that have influenced the IOCs decision making process during the 

various IOC meetings and at IOC members' visits i n b id cities. N o attempt has been 

made to review those external factors that may influence IOC members at their 

private environment, as this is clearly not a feasible objective wi th in the l imited 

scope o f this thesis. 

The principle observations o f the IOC were made between 12 February 1994 to 16 

June 1995. During this period meetings were made wi th IOC members i n Atlanta, 

Bern, Budapest, Guayaquil, Lausanne, Lillehammer, Madrid, Monte Carlo, Oslo, 

Paris, Rome, Stockholm, Tauberbishofsheim and Östersund. 

4.6.2 Units of the Study 

M a i n units for the case smdy are 

• The IOC members 

• B i d Committees 

• IOC staff 

• Journalists 

• Other influencing environment 

M a i n units for the archival analysis are 
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• Earlier elections - use o f archive records f r o m the elections o f host cities 

for the Summer Olympics f r o m 1896 to 2004 as wel l as f o r the 

Winter Olympics f rom 1944 to 2002. 

• Reports o f T V broadcastings from Olympic Games and Olympic Winter Games. 

4.7 Analysis 

4.7.1 Twisted Information 

According to Alvesson and Sköldberg (1994, pp. 123-129) al l researchers who deal 

w i t h sources are forced to encounter information o f a ' twisted' (i.e. distorted) nature. 

Quite simply, i f a researcher does not personally conduct a given study, his/her 

understanding o f any subsequent findings arising from that smdy w i l l be directly or 

indirectly conditioned by the numerous factors that can influence another 

researcher's perception o f reality and their understanding o f primary source material. 

In order to address this problem, a technique entitled 'critics o f sources' has been 
developed wi th in the sciences. 

While , Alvesson and Sköldberg regard the 'critics o f source' technique as being an 
invaluable tool for researchers, they are nevertheless careful to point out that i t 

cannot replace basic theoretical groundwork. Below are some o f the main 
conditions/features o f the authors' 'critics o f source' technique: 

• A physical artifact is always more valuable than a telling source 

• A source o f which the authencity is not secured has no value 

• Since no source is contemporary - never accept a single source o f a fact. I t 

requires at least two sources. 

• A single source that does not suffer from tendency or dependency may possibly 

be accepted when forming the main lines o f a story. 

• I f the source B collects its information f r o m A , these two sources hold no 

more value than just A alone. 

• First-hand information is more valuable than second-hand, i.e. use only first

hand sources i f possible! 

• A source that is more contemporary to the observed event is more valuable 

that the one that is less contemporary. 

• A source is less valuable the more distant i n time i t is from the observed 

event. 

• The more a source can be suspected f o r tendency, the greater is the reason to 

reject i t . Or stronger: reject all sources that can be suspected to hold 

tendency. 

• T w o sources affected w i t h the same tendency are not more valuable than one 

o f them. 

Alvesson and Sköldberg also feel that the similarity between case studies and 
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historical essays (i.e. both are writ ten documents) is a reason fo r the adoption o f this 

hermeneutical technique at case smdies. 

Interviewees' statements are often taken for granted even i f they are often the only 

source o f information available. Recognizing the inherent risks o f this simation, any 

findings should be subject to the fo l lowing questions: 

1. Is the observation authentic or Active? (Critics o f authenticity) 

2. Which is the researcher's bias and how could i t have twisted his interpretations? 

(Critics o f tendency) 

3. What time elapsed from the observation was made to its writ ten report? A t what 

context was the report written? (Critics o f contemporary) 

4. M a y other reports have influenced the structure and content o f the report? , i.e. 

so 

called narrative contamination (Critics o f dependence). 

4.7.2 Generalization 

Scientific facts are usually based on a number o f corroborating experiments, which 

are carried out under different conditions. A n often-voiced concern wi th case studies 

founded on single experiments is that they do not easily allow fo r the development o f 

generalizations. On the other hand, as Y i n remarks: 

"Case studies, l ike experiments, are generalizable to theoretical propositions but not 

to populations or universes. I n this sense, the case study, like the experiment, does 

not represent a 'sample', and the investigator's goal is to expand and generalize 

theories...and not to enumerate frequencies". 

I t is obvious that Y i n is referring to a f o r m o f generalization that is different from 

that usually is found in quantitative studies. 

Alvinsson and Sköldberg claim that there is nothing to indicate that the superficial 

patterns o f a studied event are applicable elsewhere. However, by working w i t h 

'disguised mechanisms' and 'patterns' the researcher is provided w i t h the possibility 

o f applying these superficial patterns wi th in certain other domains. This means that 

there is no need to enquiry i f the proposed theory is true or false. Instead, the only 

question to be asked is 'When is the proposed theory valid?' The two authors 

describe this generalization o f qualitative data as "the gradual establishing o f a 

theory's area o f application wi th in a certain domain". In this case, a 'domain' is 

understood to mean the maximum number o f empirical events, which are accurately 

described by the theory i n question. 

Qualitative investigations may also generalize wi th in the conception o f truth. We 

know that generalization o f quantitative smdies aims to establish connections 

between theory and reality but not w i th in the two other sides o f the threefold 

conception o f truth: pragmatic use and the significance o f meaning. Qualitative 

research can generalize wi th in these two areas. 
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Example 1: A study finds that a certain production layout works wel l wi th in a 

particular industry. This finding could then be generalized and applied i n another 

industry o f a similar nature. 

Example 2: A smdy shows that an organization functions wel l . A generalization o f 

this finding might wel l result i n a researcher applying this mode o f study to 

organizations o f a similar nature. B y adopting a similar pattern o f smdy, the 

researcher might also reveal several 'disguised mechanisms'. We can thus say that 

the application area o f this study has been enlarged. 

According to Alvesson and Sköldberg all three conceptions o f tmth should be 

integrated into a qualitative research process. This means that qualitative research: 

• corresponds w i t h reality 

• allows for further use 

• reveals disguised meanings. 

4.8 Summary 

One o f the reasons o f this smdy was the opportunity o f having access to a rarely 

studied decision process thanks to the author's participation i n the process. The 

discussion of an appropriate research strategy led to the recommendation that the 

smdy should be made as a single case study using three sources o f evidence 

examined through three research methods: participant-observation, interviews and 

archival records. This choice w i l l l ink together quantitative and qualitative data 

which w i l l increase the validity o f the smdy. 
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5 Data Presentation 

5.1 Introduction 

From December 1993 to June 1995 the author was the president o f the B i d 

Committee o f Östersund, the Swedish candidate city to host the 2002 Olympic 

Winter Games. This task gave access to action research about this process. For a 

period o f 18 months meetings were made wi th 88 o f the 95 active members o f the 

International Olympic Committee (IOC) who were qualified to choose the organizer 

of the 2002 Olympic Winter Games. 

Since the author took an active part i n the process the observations are, as expected, 

biased. I n order to increase the validity o f the smdy comparisons o f the observations 

have been made wi th other participators, such as the representatives o f all four 

finalist host candidates and the IOC members. Also in order to evaluate the 

identified impacts on the process from a completely different point o f view a study 

of archive records was made. This archive smdy covered the host elections o f all the 

Olympic Games from 1896 to 2000 and the Olympic Winter Games from 1944 to 

1998, and o f the latest T V broadcast reports. Both smdies are here presented 

together. 

A reservation has to be made about the reports o f the IOC members' influential 

environment. I t has only been possible to report the observed environment o f the 

IOC members during their activity i n IOC missions. As individuals they had o f 

course their personal environments at home or elsewhere that were not accessible to 

observation. 

The interviewees and objects o f observations have been kept anonymous. Only when 

it has been needed for the understanding o f the meaning o f the event a more precise 

identification has been made. 

The presentation o f the process w i l l concentrate on the four finalist candidate cities. 

The other candidates were excluded from the process 143 days before the election. 

The four finalist cities were Salt Lake City, Östersund, Sion and Quebec. 

The process is presented in a chronological order from its start to the final election 

on 16th June 1995. The presentation starts w i t h some background information about 

three parties o f the process: the IOC, the National Olympic Committees and the 

International Sports Federations. 
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5.2 Parties of the Process 

5.2.1 The IOC 

The IOC is the supreme authority o f the Olympic Movement. Its supreme organ is 

the Session, which is the general assembly o f members, held at least once a year. A n 

Executive Board is made up o f eleven IOC members (including the IOC president) 

elected by the Session. The IOC Session can be considered the parliament o f the 
IOC, whereas the Executive Board is the government. 

The IOC is composed o f active and honorary members and an administration 

managing the Olympic Movement, and organizing the Olympic Games (Summer 
Olympics or Summer Games), and the Olympic Winter Games (Winter Olympics or 

Winter Games). There were 95 active IOC members who had the right to vote at the 

time o f the election o f the host city for the 2002 Winter Olympics. They came from 
77 countries. 

The IOC members must be nationals o f a country in which they have their domicile 

or their main center o f interests and i n which there is a National Olympic Committee. 

IOC members are representatives o f the IOC i n their respective country and not 

delegates o f their countries wi th in the IOC. There are some IOC members who 

belong to royal families. A t the time o f this process they came from Belgium, Great 

Britain, Kuwait , Liechtenstein, Luxembourg, Monaco, and Saudi Arabia. 

The principal rule is that there cannot be more than one member elected in a country. 

The IOC may, however, elect a second member in countries i n which either a 

Summer Olympics or a Winter Olympics has been held. The President o f the IOC 

himself can furthermore designate 10 members from any country, and together wi th 

these there may not be more than three voting members i n a country (IOC, 1995:2, 
chap.2). 

The hierarchy o f the IOC consists o f the President at the top. Next to h im is an 

Executive Board o f four vice presidents and 6 members. On the lowest level are the 

other IOC members. A t the IOC Sessions the President, the vice Presidents and the 

Executive Board members are offered hotel rooms o f higher standards than the other 

members. They are also more honorably seated at dinners, cultural performances etc. 

One o f the ways, i f not the only, o f climbing up that ladder is to be informally 
approved by the President. 

5.2.2 The National Olympic Committees 

The National Olympic Committees (NOCs) develop and protect the Olympic 
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Movement in their respective countries. A l l o f the national federations affiliated to 

the International Sports Federation governing sports included in the program of the 

Olympic Games are members o f the N O C o f their country. 

A city may b id to organize Olympic Games and Olympic Winter Games only after 

approval o f its NOC. I t is then the N O C that makes the formal application to the 

IOC. 

The NOCs are grouped into a wor ld Association o f National Olympic Committees 

(ANOC) and f ive continental associations. 

The NOCs are responsible for and organize their countries' participation i n Summer 

and Winter Olympics. The IOC members normally hold top positions in their NOCs, 

often as presidents or secretary generals or at least as members o f their boards (IOC, 

1995:2). 

5.2.3 The International Sports Federations 

The International Sports Federations (IFs) are international non-governmental 

organizations governing one or more sports on a wor ld level, and encompassing 

organizations governing these sports on a national level. The IFs establish and apply 

the rules o f their respective sports, and are responsible fo r their enforcement. 

The IFs are also responsible for controlling and managing the technical aspects o f 

their sports at the Games, and for giving their technical approval to all the sports 

facilities. Consequently, they are in a position to provide all the advice necessary for 

preparing projects concerning their sports. Those IFs whose sports are on the 

Olympic program are organized into summer and winter sports federations (IOC, 

1995:1, p.6). 

The International Amateur Athletic Federation is the biggest federation without 

which the Summer Olympics can hardly survive. Its president has consequently to be 

in accordance w i t h what is decided wi th in the IOC. He was invited to be an IOC 

member in 1992. The president was also president o f the International Olympic 

Summer Sports Federation during the b id process for the 2002 Winter Games. 

Another federation o f importance to the IOC and to the IOC members is the 

International Federation o f Football Associations. Its president during the process o f 

study had been a member o f the IOC since 1963. He and his executive board 'own ' 

the valuable soccer W o r l d Cup. 

The biggest winter federation is the International Ski Federation without which the 

Winter Olympics can hardly survive. Its president during the process studied was 

respected everywhere both due to his ability and to his personality. He was both a 

vice president o f the IOC, and the president o f the International Winter Sports 

Federation. 
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5.3 The Process 

5.3.1 Fair Distribution of the Games 

In 1988, seven years before the host election for the 2002 Winter Olympics, 

Lillehammer, Norway, was elected the host o f the 1994 Winter Olympics. Could this 

event have anything to do w i t h the host election seven years later? 

As noticed in the mini-cases in Part 2 i t was recognized that there are IOC members 

who act i n the interest o f a fair distribution o f the Games i n the world. The concept 

o f fa i r distribution o f the Games means a fair distribution between the continents o f 

Af r ica , Asia, Europe, North America (USA, Canada), Lat in America (Mexico, 

Central and South America) and Oceania. I f that observation was correct i t means 

that the process o f host selection for the 2002 Olympic Winter Games started many 

years before the acmal candidates had applied. Let us study some archive records to 

see i f this IOC policy really has been effective. 

To this date no Games have been held i n A f r i c a due to lack o f candidates. 

Alexandria announced its intention to stand as candidate for the 1916, 1936 and 

1940 Summer Olympics but d id not continue. As presented in Figures 5.1 and 5.2 

the number o f candidates has changed greatly during the years. 

N o . o f c a n d i d a t e s 
9 

Candidates from! 
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• o 

• A 

96 00 04 081216 20 24 28 3236 40 4448 52 5660 6468 72 76 80 8488 92Year 
E E N E E E E E N E E E O E A L E N E N A EOørfljnent 

Figure 5.1: Number o f host candidates and awarded continents for the Olympic 

(Summer) Games 1896-2000. E=Europe, N=Nor th America (Canada, 

USA) , L=Lat in America, 0=Oceania, A=Asia . 
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Afte r a first glance at the diagrams one could come to the conclusion that i t would be 

a good idea to only consider the decisions where there really has been a competition 

between candidates. However, when evaluating a fair distribution o f the Games we 

must consider that every decision might have been influenced by earlier decisions 

even i f they were made w i t h only one candidate involved. A l l host selections must 
then be included i n the smdy. 

The Summer Games i n 1916, 1940 and 1944 were cancelled due to wor ld wars. Let 

us then examine which continents were awarded the Summer Olympics in the other 
years from 1896 to 2000. 

As is demonstrated i n Figure 5.1 the Summer Olympics have wi th just two 

exceptions been awarded to the continents in the order o f O-N-E-A-L at each 

Summer Olympics from the year o f 2000 and backwards to 1896 as long as there 

have been candidates from these continents. A lack o f a candidate from a certain 
continent has many times prevented this order f r o m being kept but that cannot be 

acknowledged as a violation o f the policy. 

The exceptions are the 1924 and 1952 Summer Olympics, which should have been 

awarded to North America instead o f Europe. The reason why the host appointment 

o f the 1924 and 1952 Olympic Games d id not fo l low the fai r distribution procedure 

was due to, as i t seems, an even stronger factor: 'The IOC President'. This factor 
w i l l be studied later. 

Asia applied for the first time in 1940, and Oceania in 1956. Both Asia and Oceania 

were awarded the Games the first time they applied. This shows that already in 1940 

and 1956 the IOC members took their first chance to distribute the Games to these 
continents. 

The conclusion from this smdy of the archive records o f the Summer Olympics is 

that "Fair distribution o f the Games i n the wor ld" has been effected at 23 o f 25 
elections, i.e. at 92 % o f the occasions. 

Only North America (Canada, USA) , Europe and Asia have applied and been hosts 

fo r the Winter Olympics. From 1924 to 1940 there was an IOC rule that the 

organizer o f the Summer Olympics had the privilege to organize the Winter Games 
the same year as wel l . I n 1944 the Winter Olympics was not celebrated due to the 

Second W o r l d War. I n order to check i f the distribution policy has had a decisive 

impact on the choice o f hosts for the Winter Olympics i t is then only relevant to 

smdy the Winter Olympics between 1948 and 1998. The number o f candidates 

grouped by continents for the Olympic Winter Games are presented i n Figure 5.2. 
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Figure 5.2: Number o f host candidates and awarded continents fo r the Olympic 

Winter Games 1924-1998. 

Selected host continents are presented below the horizontal axis. 

E=Europe, N=Nor th America, A=Asia . 

Figure 5.2 shows that the Winter Olympics have been awarded to the continents 

mostly in the order o f A - E - N from the year o f 1998 and backwards to 1948 as long 

as there have been candidates from these continents. A lack o f candidates from a 

certain continent has sometimes prevented this order being kept but that cannot be 

acknowledged as a violation o f the policy. Only the choices o f hosts for the 1952, 

1968, 1984, 1988 and 1992 Winter Olympics violated this policy. I n 1968 and 1984 

the policy was violated by only 3 votes. I n 1988 and 1992 two continents changed 

order. 

The conclusion from the smdy is that 'Fair distribution o f the Games in the wor ld ' 

might have been effected at 9 o f 14 free elections o f hosts fo r Winter Olympics, i.e. 

at 64 % o f the occasions. 

The study indicates strongly that 'Fair distribution o f the Games i n the wor ld ' is an 

important factor at the selection o f host cities. Fol lowing this pol icy the Nor th 

American city o f Salt Lake City should be awarded the 2002 Olympic Winter 

Games. 

Now, the Winter Olympics had never been located more than once i n succession 

outside Europe. Most ly i t had been located twice or more consecutively i n Europe, 

fo l lowed by once either in Asia or America, and then twice or more again i n Europe. 

One reason fo r this heavy concentration on Europe was that about 75 % o f the 

athletes at a Winter Games come from Europe. Af ter the selection o f Nagano in 

Japan for the 1998 Games and on the basis o f this statistics i t should now be time for 

Europe again. However a trend towards more Winter Games outside Europe is 
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possible to recognize in Table 5.1 below where the Olympic cities outside Europe 
are written in bold type. 

Table 5.1: Host cities for the Olympic Winter Games 1924-1998. 

Olympic Winter Cities 

1924 Chamonix 

1928 Saint-Moritz 

1932 L a k e Placid 

1936 Garmisch-Partenkirchen 

1948 Saint-Moritz 

1952 Oslo 

1956 Cortina 

1960 Squaw Valley 
1964 Innsbruck 

1968 Grenoble 

1972 Sapporo 

1976 Innsbruck 

1980 L a k e Placid 

1984 Sarajevo 

1988 Calgary 

1992 Albertvi l le 

1994 Lillehammer 

1998 Nagano 

The Table 5.1 gives two opposite signals. Since two consecutive Winter Games have 

never been awarded to cities outside Europe i t would be a historical change i f the 

2002 Olympic Winter Games were to be awarded to a non-European country. On the 

other hand, the trend o f more Winter Games outside Europe shows a tendency o f a 

regular alternation between Europe and the rest o f the world . Since there were two 
consecutive Winter Games in Europe in 1992 and 1994 i t wou ld fit wi th that trend i f 

a non-European city would be awarded the 2002 Winter Games. 

A n example o f the IOC members' view of fair distribution o f the Games was later 

discussed around the 2002 Winter Olympics by an honorary IOC member. I n fact he 

argued i n favor o f Quebec by expressing himself on the first page o f the Sport Intern 

newspaper: " . . .Östersund is out o f the question since, as far as Lillehammer is 

concerned, it is "just over the mountains" (Huba, 1995:2). 
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5.3.2 Influence of Summer Host on Winter Host Selections 

I n 1989, 6 years before the host selection for the 2002 Winter Olympics, Atlanta, 

USA, was elected host o f the 1996 Summer Olympics. 

Several IOC members had expressed their view that there is no influence f rom 

earlier appointments o f host cities for the Summer Games on the selections o f hosts 

fo r the Winter Games. However, opposite views were also presented. One o f those 

views was not i f ied in mini-case 1 in Part 2 about the selection o f Albertvil le as host 

city fo r the 1992 Winter Olympics, a decision which made i t possible to appoint 

Barcelona as host city fo r the Summer Games. The same view was later announced 

by one o f the most influential IOC members when he stated that i f i t was not for 

Atlanta, Salt Lake City was the natural winner o f the 2002 Winter Olympics. Due to 

Atlanta being awarded the 1996 Summer Games there was a chance for Östersund. 

A n archival analysis may indicate i f there is any support o f the view that the choice 

o f a Summer city influences the next choice o f a Winter city. It is then important to 

remember that the hosts fo r the 1924 to 1992 Summer and Winter Olympics were 

elected at the same session. The selections o f hosts o f the Summer and Winter 

Games after 1992 took place at different sessions wi th a 2-year interval. 

As was mentioned previously the organizing country o f the Summer Games was 

privileged to also organize the Winter Games between 1924 and 1940. 1944 there 

was no Games celebrated due to the wor ld war. I n Table 5.2 the Summer Olympics 

are thus compared wi th the Winter Olympics from 1948 to 1998. The different 

Games have been labeled wi th the continent to which the Games was awarded and 

not w i th the one that really organized i t . 

Table 5.2: Comparisons o f awarded Summer and Winter Olympics to continents 

from 1948 to 2000. 

Summer Olympics: E48-E52-O56-E60- As64-LA68-E72-NA76-E80-

Winter Olympics: E48-E52-E56-NA60-E64- E68- As72-NA76-NA80-

Summer Olympics: NA84-As88-E92- NA96-O00 

Winter Olympics: E84- NA88-E92-E94-As98 

E=Europe, N A = N o r t h America (Canada, U S A ) , 

L A = L a t i n America, 0=Oceania, As=Asia. 

I f a strong influence o f the selection o f host continent for the Summer Olympics had 

been i n force on the choice o f host continent for the Winter Olympics, the same 

continent w o u l d not have organized both the Winter and the Summer Olympics the 

same year from 1948 to 1992. From 1994 the same continent would not have 

organized the Winter Olympics 2 years after the Summer Olympics i f there had been 

a strong influence on the decision. 
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However, i f an influence has been able to work there must have been winter 

candidate cities to influence f r o m the same continent as the continent that was 

awarded the Summer Olympics. There were no such candidate cities at the elections 

for the Winter Olympics i n 1956, 1964, 1968, 1980, 1984 and 1988. I t then remains 

12 elections to smdy. Three o f them may have been occasions when the previously 

selected Summer Olympic cities may have influenced the Winter Olympics, namely 

the 1960, 1972 and 1998 Winter Olympics. This makes only 25% o f the occasions. 

Since a city may be selected fo r many reasons it would be possible to say that a 

selection o f a Summer Olympic host might have influenced the ensuing choice o f 

host for Winter Olympics only i f most o f them came f r o m different continents. This 

means that this archival analysis did not support the idea that the choice o f host for a 

Summer Olympics influences an ensuing host selection for a Winter Olympics. 

5.3.3 Change of Voting Procedure 

A t earlier host elections the IOC members were informed after each voting round 

about the result o f the preceding voting round. However, as was presented i n the 

mini-case 2 in Part 2 about the election for the 1998 Winter Olympics one o f the 

favorites, Salt Lake City, was close to being eliminated after the first round since 

many IOC members in that round did not vote fo r their prime candidate. Instead they 

honored less favorable candidate cities to which they had special relationships wi th 
or whom they fel t deserved some encouragement. 

The IOC and some IOC members interpreted this as a poor way o f voting and the 

blame was lain on the voting procedure o f informing the IOC members o f the voting 

result after each round. Three years before the host election for the 2002 Games the 

IOC changed the procedure so that the fo l lowing voting rounds were made without 

the knowledge o f the previous voting results. They were only informed after each 
round about which city had been eliminated. 

5.3.4 Start of Bid Campaign 

The last three Olympic Winter cities, Albertvi l le , Lillehammer and Nagano, all 

organized four-year bid campaigns. Of f i c i a l ly Albertvil le started its campaign later 

but the b id committee president started his work four years before the election. Salt 

Lake City's campaign commenced immediately after its loss to Nagano in 1991 and 
also lasted four years. 

In 1993, 29 months before the election o f the 2002 Winter Olympics, Sydney, 

Australia, was elected the host o f the 2000 Summer Olympics. From now the stage 

was set fo r the winter cities to openly act to w i n the 2002 Winter Olympics. Quebec 

had decided to apply at the same time as Salt Lake City but was not ready to start its 
marketing activities unti l now. 
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Östersund and Sion started their marketing campaigns as late as 18 months before 

the f inal election. They both had to wait for the completion o f referendums and for 

political decisions before they could announce their candidacies. 

Two and a half years before the election, i.e. when the election for preceding 

Summer Olympics was made, no candidate was allowed to visit any IOC member 

unti l 4 months before the election. However, Salt Lake City 's quick decision to b id 

immediately for the 2002 Winter Olympics gave i t the advantage to solely influence 

the IOC members by visit ing them for one and a half years before the winter 

candidates were forbidden to do so. 

Thus, the candidates started their marketing work between 1.5 and 4 years before the 

election as can be seen at Table 5.3. 

Table 5.3: Time fo r marketing o f host candidates 

Years o f 

marketing 

Salt Lake Ci ty 4 

Québec 2.4 

Östersund 1.5 

Sion 1.5 

5.3.5 Newsletters 

16 months before the election the IOC members received the first o f Quebec's seven 

newsletters. I n each Quebecian newsletter there was a cultural article and an article 

about the youth o f Quebec and its connection to sport. On most front pages and on 

all f ina l pages there were articles about successful Canadian athletes. Some o f the the 

headlines were: "Thirteen Medals for Canada", "Canada the Unbeatable one!", 

"Quebec City: Five Time Hockey Champion", and "Canada Wins Gold!". 

H a l f a year before the host election the IOC members received the first newsletters 

from Salt Lake City and Sion. Also Salt Lake City presented some o f its country's 

top winter athletes. 

Several articles were thus about the excellence o f Canadian and American athletes. 

This state o f affairs brings an interesting question to be analyzed - "Are the IOC 

members more disposed to award the Winter Games to a country that is good at 

winter sports than to a less good one?" This question w i l l be analyzed later. 
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The IOC members knew that the newsletters and the brochures were not the proper 

source o f information since all relevant facts were to be presented in the candidate 

cities' written b id books. Thus very few IOC members reacted to the newsletters 

delivered. Upon direct questioning a few IOC members said that the important 

impact o f the newsletters d id not come from what was written i n them but from their 

demonstration o f an active candidate. 

Persons considered qualif ied to be recruited as IOC members must speak at least one 

o f the languages used at IOC Sessions ( IOC, 1995:2, section 20.1.1). French and 

English are the o f f i c i a l languages o f the IOC, but at all IOC sessions simultaneous 

interpretation are provided into German, Spanish, Russian and Arabic. There are just 

a few IOC members who do not speak English and French but instead Spanish or 

Russian. That made i t necessary for the B i d Committees to sometimes express 

themselves in these two languages. The languages used in the newsletters by the four 

finalists were according to Table 5.4. 

Table 5.4: Languages used i n the newsletters by the finalist cities. 

Salt Lake Ci ty Östersund Sion Ouebec 

English English English English 

Spanish (1 ed.) French French French 

Spanish German 

Russian Spanish 

It remains to be seen i f Ös te r sund ' s and Sion's high ambitions paid o f f and i f Salt 

Lake City 's few languages reduced its chances i t to w i n the election. 

5.3.6 Meeting in Lillehammer 

The 1994 Olympic Winter Games was celebrated in Lillehammer February 12-27, 

1994. 10 cities had announced their candidacies to host the 2002 Winter Olympics. 

Present in Lil lehammer were representatives from all the bid committees o f A l m a 

Ata, Graz, Jaca, Östersund, Poprad-Tatry, Quebec, Salt Lake City, Sion, Sotji and 

Tarvisio. 

The IOC had awarded the Norwegian people the attractive Winter Games and 

furthermore had given them around 250 mi l l ion U S D to organize i t . This money 

came from T V networks' and sponsors' fees that had been negotiated by the IOC. 

Because o f these 'presents' the IOC might have expected to receive a fr iendly 
welcome from the Norwegian people on arriving in Norway. Instead the Norwegian 

newspapers print ing nasty articles about the Olympic Movement i n general, and 

about its President i n particular shocked the IOC officials. The remarkable thing was 
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that two o f the Norwegians, who had expressed their negative views, were the 

president o f the Lillehammer Olympic Organizing Committee and the appointed 
flagholder o f the Norwegian Olympic troop at the opening ceremony. According to a 

well- informed source, the IOC deliberated on whether to leave Lillehammer before 
the opening o f the Games. 

The Lillehammer Games was celebrated during the c iv i l war i n Yugoslavia. This 

state o f affairs led the IOC president to head an IOC group visit ing the Olympic city 

o f Sarajevo, the capital o f Yugoslavia, during the Games. The group brought some 

aid material and a promise to help Sarajevo to repair its damaged main Olympic 

arena. This was obviously an action o f the IOC to show the wor ld that the IOC really 

worked for building a peaceful wor ld according to its written goal in the Olympic 
Charter. 

The Lillehammer Games was the first possible of f ic ia l opportunity for the candidate 
cities to make personal contacts w i t h the IOC members. Quebec and Sion met the 

IOC members for the f irs t time. Salt Lake City and Östersund had met the majority 
o f them during their previous campaigns. 

Two of the B i d Committees' tasks during these meetings were to introduce the 

members o f the Committees and to examine which messages interested the 
individual IOC members. The collected views were then to be used at the future 

meetings wi th the IOC members and at the design o f the final presentation in 

Budapest 16 months later. I t was observed that contacts were also taken w i t h the 

wives o f the IOC members by the b id committees i n order to establish good relations 
wi th the IOC members through their wives. 

A t this early stage o f the process, few IOC members were interested i n the bids since 

there were 10 host candidates at the time. They knew that one year later the IOC 

Electoral College wou ld have selected four finalists fo r them, and the Evaluation 

Commission had furnished them wi th a more unbiased report about all candidates. 
Why bother at this early stage? 

Already during one o f the first days people i n the IOC hotel talked about a bad 

behavior o f one B i d Committee member. He had joked w i t h an IOC member about 

the latter's actions i n a certain matter. This IOC member had felt insulted, and his 

dissatisfaction was spread i n the IOC hotel. This experience confirms the findings o f 

McGeoch (1995, p.72), who was the president o f the Sydney B i d Committee. He had 

had the same bad experience when doing presentations to an international audience. 
He said: "Never tell jokes". 
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5.3.7 IOC Questionnaire Themes 

For previous Winter Olympics the IOC had sent questionnaires to the candidate 

cities, but for the 2002 Games they were more comprehensive than ever. This time 

they consisted o f 23 themes. Furthermore, all candidates were commanded to answer 

the questions in a similar f o r m allowing the replies to be equally analyzed and easily 

compared. 

The candidate city's answer to this questionnaire is called the Candidature File or the 

B i d Book. The candidature f i le is the candidate's legal offer to the IOC and shall 

explain how the candidate intends to implement its Games. However, all oral 

promises given during the b id process are also considered as a part o f the offer. The 

only way o f changing this offered concept is by negotiation wi th the IOC. 

According to the chief editor o f the Sport Intern, Huba, the twelve most important 

themes were: 

National and regional characteristics including national support 

Candidate city characteristics including local support 

Legal aspects 

Meteorological conditions 

Environmental protection 

Sports 

Accommodation 

Olympic Village 

Transport 

Media 

Finance 

Guarantees 

The remaining 11 themes o f the Candidature File were: 

Customs and immigration formalities 

Security 
Medical/Health services 

Program o f the X I X Olympic Winter Games 

General sports organization 

Ceremonies 

Olympism and culture 

Youth camp 

Telecommunications 
Information technology 

Marketing o f the Olympic Winter Games (Huba, 1995:1). 

Further details about the themes are presented in Appendix B . 
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5.3.8 Meeting in Latin America 

The Pan-American Sports Organization invited the candidates to present themselves 

at their meeting i n Guayaquil, Ecuador, on July 29-30, 1994. Only Östersund, 

Quebec and Salt Lake City o f the host candidates were present. The candidate cities 

were scheduled to make their presentations on 30th July, but one day before, while 

the representatives o f the candidates sat listening to the conference, the speaker 

suddenly said: N o w we w i l l listen to the candidate cities o f the 2002 Olympic Winter 

Games. Those o f us who had prepared video presentations had no chance to do so. 

A n IOC member said afterwards that this procedure was typical in Lat in America. A 
program was never to be trusted. 

There is only one continent that has never been awarded any Games in spite o f the 

fact that the continent has applied several times, South America. South America 

applied w i t h the city o f Buenos Aires for the 1956 Summer Olympics, and then wi th 

Rio de Janeiro fo r the equestrian part o f the same Games. Buenos Aires was also a 

candidate city fo r the 1968 Summer Olympics. W h y this exception? Has it 

something to do wi th the views that "their program is never to be trusted"? 

One influential IOC member declared that he had no commitments for the 2002 
Winter Games, but for the 2004 Olympic Games he was already committed although 

the Summer cities had not yet announced their candidacies. It seemed that this IOC 

member saw the Summer Olympics as much more important than the Winter 

Olympics, and other things than the best bid were the determining factors. 

5.3.9 Host Candidates for the 2002 Olympic Winter Games 

The city o f A l m a Ata from Kazakhstan finally withdrew its candidature. The 

remaining cities made their f u l l application by 18-08-1994 at latest by submitting 

their candidature files to the IOC. A t the same time each candidate had to pay a 

USD 100,000 guarantee deposit. This deposit would not be refunded i f the candidate 

should withdraw its application voluntarily. The candidates who remained to the 

selection o f the finalists or the final election and lost would have their deposits 
refunded. 

A l l nine cities completed the process al l the way to the announcement o f the four 
finalists on January 24, 1995. Table 5.5. 
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Table 5.5: Host candidate cities fo r the 2002 Olympic Winter Games. 

Ci ty Country Number o f candidacies 

Gratz Austria 1 

Jaca Spain 2 

Östersund Sweden 3 

Poprad-Tatry Slovakia 1 

Québec Canada 1 

Salt Lake Ci ty U S A 3 

Sion Switzerland 2 

Sotj i Russia 2 

Tarvisio Italy-Austria-Slovenia 1 

This was i n fact Salt Lake City 's fourth application but the one for the 1976 Winter 

Olympics was withdrawn. O f four candidate cities for the 1972 Winter Olympics 
Salt Lake City and another city were lowest ranked by the IOC members. However, 

Salt Lake City as wel l as Östersund had this time the advantage o f having applied 

recently. They both knew the majori ty o f the decision-makers and they had already 

done a lot o f research for the candidature f i le as wel l as fo r their marketing activities. 

Quebec and Sion were the newcomers o f the four cities although Sion had applied 
once 25 years before. 

The four finalist candidates had very different financial funds fo r their marketing. I n 

fact the richest candidate, Salt Lake City, had more than seven times more than the 

poorest, Östersund. Table 5.6 presents the figures (personal communication). 

Table 5.6: The financial funds for marketing activities o f the finalist bid cities. 

U S D M 

Salt Lake City >14.0 

Québec 8.0 

Sion 3.7 

Östersund 2.0 

5.3.10 Bid Organizations 

The IOC President gave a hint about the composition o f the candidate cities' 

organizations i n Mi l l e r ' s (1992) book "Olympic Revolution": 

"One o f the problems wi th bidding cities is that sometimes i t is too much of a private 
enterprise, without the f u l l coordination o f local government". 
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A l l finalist cities acted wi th in non-profit organizations. They were composed as 

follows. 

B i d off ice 
The differences o f financial resources were mirrored by the size o f the staff and the 

number o f employed experts. 

Salt Lake City's b id off ice had a staff o f 18 people. This staff included specialists i n 

administration, finance, law, media, marketing, sports, arenas, ceremony, olympism, 

culture and youth. Some 10 volunteers were involved. 

Quebec had a staff o f 20 persons. The staff included experts in administration, 

finance, media, marketing, communication and sports/arenas. Quebec organized over 

200 volunteers. 

Sion had 7 persons employed at its B i d off ice. This staff included only specialists i n 

administration, marketing and media. Sion worked w i t h some 10 volunteers. 

Östersund's b id office had a staff o f 4 people that was expanded to 6 during the IOC 

members' visits i n Östersund. This staff included only specialists i n administration, 

marketing and tourism. Some 10 volunteers were engaged. 

The B i d Committee is the group that is to market the city's b id to the IOC members 

in order to w i n the bid contest for the Games. 

As a contrast to all the other finalist cities Salt Lake City's B i d Committee was 

comprised o f prominent people in the community: 

The Governor 

The Mayor 

The president o f the N O C 

The two IOC members 

The president o f the B i d Committee 

The vice President o f the B i d Committee 

T w o prominent business people. 

Salt Lake City was the only bidder to include non-white people in its b id committee. 

Quebec's B i d Committee was identical to the executive committee o f the B i d Board 

and was composed of: 

The president o f the B i d Committee, also chairman o f the B i d Board 

The General Manager o f Quebec City 

The vice President o f the NOC, also vice president o f the B i d Committe 

The vice president o f finance, also vice chairman o f the B i d Board 

A lawyer o f Quebec City 

A tennis athlete 
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Sion's B i d committee was called the International Committee. Its six people formed 

a combination o f one man holding a high public position and five b id workers: 

The Mayor, also president o f the B i d Committee 

A former employee o f the IOC 

Two bankers 

A manager o f tourism 

A n administrator. 

Östersund's B i d Committee was composed o f 

The president o f the B i d Committee 

The vice president o f the B i d Committee 

The Secretary General o f the N O C 

Two local politicians 

A sports administrator and manager o f tourism 

A doctor o f Political Science 

A local businessman 

Salt Lake City had already decided to use the same organization fo r its prospective 

realization o f the Games as they used for the bidding, namely the B i d Committee. 

Salt Lake City was the only bidder that was able to present its preparedness also i n 
this respect. 

5.3.11 Meeting in Paris 

The candidate cities' B i d Committees presented themselves to the IOC Executive 

Board at the Centennial Olympic Congress in Paris 28-08-1994. A t this congress a 
new IOC member was elected to replace an IOC member who just disappeared when 

the political system changed in his country. Others had recently been appointed as 
ambassadors or as advisors to their governments. This indicates that some IOC 

members are i n the positions o f possible influence by their national politicians. 

Some IOC members indicated that the only target for a B i d Committee's marketing 

activities should be the individual IOC member. They claimed that they were not 

influenced by anyone, especially not by the National Olympic Committees. Several 

IOC members declared their independence versus other IOC members. 

5.3.12 Visits by the Evaluation Commission 

A n Evaluation Commission had been appointed by the IOC to read the answers o f 

the questionnaires, to visit the candidates, to evaluate the features o f the candidates 
and to present a report to the IOC. 
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The Evaluation Commission consisted o f 15 people o f which 3 persons represented 

the IOC, 3 the IOC Administration, 2 the NOCs, 2 the IFs, 1 was an athlete, and 4 

were specialists o f Finance, Environment and o f organizing Olympic Winter Games. 

The Commission visited each candidate city nine months before the final election. 

The visit was for two days - arrival and departure days excluded. Travelling 

expenses for the Evaluation Commission were paid by the IOC. The costs for room 

and board were borne by the candidate city. 

The program o f the visits started early in the morning wi th an inquiry. The 

Commission sat at a table w i th the representatives o f the B i d Committee facing the 

Commission on the other side. Advisors and specialists sat behind. Then each theme 

was reviewed. Questions were asked. Answers were given or asked to be given later. 

Af te r a lunch a bus tour to the proposed arenas was made. Next day the same 

procedure was made at the alpine site. 

When all nine candidate cities were visited the Commission discussed the 

information obtained at several group meetings in order to arrive at a jo in t decision 

of the formulation o f a report for each candidate. These formulations were then 

printed i n a preliminary report that was delivered to the host candidates for their 

comments. 

5.3.13 Meeting in Monte Carlo 

A t the general assembly o f the General Association o f the International Sports 

Federations in Monte Carlo on 20th-22nd o f October 1994 all nine candidate cities 

were present. They were not permitted to present themselves to the General 

Assembly but they all had set up booths close to the hotel lobby. The editor Huba 

(1994) commented on the candidates' performances in Monte Carlo i n the Sport 

Intern paper: 

Three months before the meeting of the IOC Electoral College, which on 

January 23, 1995, will select the four candidates for the final elimination 

next June in Budapest, it is increasingly clear that Östersund is gradually 

creeping up on front-runner Salt Lake City. Close behind is Sion. Whether 

Quebec City will manage to make the last four depends on whether FIS 

representative Bernhard Russi finds a downhill course next weekend. If 

Quebec should drop out, Sochi is next in line for fourth place. Jaca has only 

limited chances of being one of the last four; Tarvisio has just as much of an 

outsider with its sympathetic Utopia as Poprad-Tatry, which in any case 

really only wants to be considered sometime in the next millennium. 

According to the current form, only Östersund, Salt Lake City and 

Sion/Valais really have the qualifications of serious candidates. 
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5.3.14 Influence of the TV Fees 

One o f the more important reasons for choosing the organizer o f Olympic Games has 

during the years been the T V fees, which are the biggest single financing item for the 

Games. Since the U.S. networks have paid the essential part o f these fees a condition 

for the IOC to get profitable contracts has been Games organized on 'Prime-time' 

for the U.S. networks, i.e. organized on the American continent. That implies that the 

T V fees should talk for Games on the American continent. 

A t a meeting in Monte Carlo the IOC member in charge o f this subject stated at a 

personal meeting that this was no longer the simation. Both the ratings o f the T V 

viewing and the T V agreements were better than ever at the Summer Olympics i n the 

European city o f Barcelona and at the Winter Olympics in the European city o f 

Lillehammer. This had changed the situation completely. 

A study o f archive records confirms this opinion. The new T V agreement w i t h the all 

T V networks for the 2000 Summer Olympics i n Sydney, Australia, was 42 % higher 

than the agreement o f the 1996 Summer Olympics on the American continent in 

Atlanta as could be seen in Figure 1.2. I t is wor th observing that the European T V 

fees have lately increased relatively much more than the U.S. fees, especially for the 

Summer Games. In 1980 the U.S. T V fees for the Summer Games were 13 times 

higher than that o f the European Broadcasting Un ion (EBU) but i n the year o f 2000 

only twice. 

Even when i t comes to the Winter Games the T V fees have increased considerable 

regardless who organized the Games as could be seen in Figure 1.3. The European 

T V fees have lately also increased relatively more than the U.S. fees i f only slightly. 

In 1980 the U.S. fees were 6 times higher than the EBU's and from the year o f 2002 

less than 5 times. 

However, the referred influence o f the T V fees on the IOC members definitely 

collapsed six months after the host election for the 2002 Winter Olympics when both 

the U.S. T V Networks and the E B U entered into agreements for Games for which no 

organizer had been appointed. For the Summer Games contracts were signed for 

both the 2004 and 2008 Games. For the Winter Games the two networks have 

already entered into contracts for the 2006 Games. 

One could believe that the IOC members now have no reasons to choose a certain 

continent fo r the Olympics in order to earn most money for the IOC organization. 

This new simation brings, however, new questions to be asked. H o w w i l l the T V 

Networks act i n the fumre i n order to get most out o f their investments? W i l l they 

influence the IOC members to vote fo r the cities they consider as the most profitable 

ones? 
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5.3.15 Group Decision of the Evaluation Commission 

The Evaluation Commission presented its final report and sent i t on 09-12-1994 to 

among others the IOC members and the B i d Committees. The report was a result o f 

a jo in t decision. 

The IOC members generally accepted what the Evaluation Commission had written 

there about the candidates. A few IOC members, however, did not share the views. 

These IOC members expressed an intention to vote differently than what the 

Evaluation Commission indicated. 

The report was not meant to rank the candidates but the value o f the chosen words 

did not leave anybody in doubt about which candidates were preferred over the 

others. I t approved four candidates; Salt Lake City, Östersund, Quebec and Sion. 

This was also the media's interpretation o f the report. Huba (1995:1) wrote i n Sport 

Intern on January 16, 8 days before the election o f the finalists: 

Reading the 200-page report of the Evaluation Commission makes it clear 

that the four cities to be chosen can only be Salt Lake City, Östersund, 

Quebec City and Sion. Any other decision would be a huge surprise, indeed 

even an insult to the Commission which expended a lot of energy and took 

great care in evaluating the nine candidates. And it would certainly be an 

embarrassing loss of image for the IOC. Because the question would be 

bound to be asked: why the expense if the IOC does not base its decision 

on the result in any case. 

The report f r o m the Evaluation Commission consisted o f two parts; one commentary 

section and one factual section. I n summary the fo l lowing wording were used, Table 

5.7. 
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Table 5.7: Summary o f the Evaluation Commission report. 

Salt L a k e Östersund Sion Québec 

Local support Major i ty 7 0 % 61 % 71 % 

Authority support Fu l l Fu l l Strong Excellent 

Sports organizing Experienced/ Rich, great 

experience enthusiastic diligence 

Weather Very Stable Extreme 

favourable low temp 

No of Olympic 

Villages 1 1 3 1 

Distance from 

opening ceremony U p to 40 min. Up to 45 min . 1-6 hours Up to 60 min . 

Existing arenas Excellent/ Excellent Excellent/ Excellent 

very good spread out 

New arenas Concerns Concerns Concerns 

Alti tude arenas/ 

Olympic Vil lage 400 m. 0 m. Positive 0 m.Positive 

Environment Positive No problem Very good/ A strength 

challenge concerns 

Accomodation Excellent Good/ Excellent/ Excellent 

interesting to be 

Excellent developed 

Tele, I T Great Long term Very good 

experience experience infrastructure 

Time airport to 

Olympic Vil lage 15 min. 15 min. 90 min . 20 min. 

Roads Impressive Very good 

Transportations Thoroughly Major Very good 

planned challenge 

Media Strong aspect Strongest 

of the bid 

Finance Excellent Very good Good Very good 

The fo l lowing themes o f the IOC questionnaire were not or poorly mentioned i n the 
summary o f the evaluation report: Security, Medical/health services, Program of the 
Games, Ceremonies, Olympism and culture, Youth Camp, and Marketing of the 
Games. 

Huba (1995:1) made a ranking o f the candidates by grading the comments and the 
facts o f all 23 themes. The German grading school system was applied: 1 for 
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excellent, 2 for good, 3 for satisfactory, 4 for sufficient, 5 for unsatisfactory, 6 for 
insufficient. 

Their ranking was the same when the twelve key criteria were taken into account as 

when all 23 were used. In Table 5.8 ranking is presented according to the 12 key 

criteria, w i th all 23 criteria w i th in brackets. 

Table 5.8: Sport Intern's characters and ranking o f the candidate cities for the 2002 

Olympic Winter Games. 

Sport Intern's ranking 

1. Salt Lake City 1.16(1.34) 

2. Östersund 1.83 (1.69) Good 

3. Québec 

4. Sion 

2.33 (2.04) 

2.66 (2.56) 
Satisfactory 

5. Graz 

6. Poprad Tatry 

7. Tarvisio 

3.41 (3.04) 

3.66 (3.65) 

3.91 (3.69) 

Sufficient 

8. Jaca 

9. Sotj i 

4.08 (3.65) 

4.58 (4.43) 
Unsatisfactory 

5.3.16 Meeting in A tlanta 

The Association o f National Olympic Committees ( A N O C ) invited the IOC 

members and the candidate cities to its session in Atlanta on December 13, 1994. 

A t this session the candidate cities were scheduled to make a 10 minutes presentation 
each. A l l candidates had then prepared a presentation o f that length. When the 

president invited the candidate cities to take the stand he suddenly changed the time 
l imi t to 5 minutes. That created turbulence among those who thought that the 

president meant 5 minutes and no more. 

The A N O C president and the PASO president are the same man, and those o f us 

who had attended the PASO meeting in Ecuador earlier understood, that the 

president only wanted the candidates to make their presentations as short as possible. 

5 minutes could mean anything from 5 to 15 minutes. A l l bidders made presentations 

o f 10 minutes and there were no objections to that. 

One IOC member increased his influence on this A N O C president who also is an 

important IOC member. This happened at the election o f the president o f the A N O C 
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when the president in off ice received a warm and f u l l support from the president o f 

the Association o f National Olympic Committees o f Af r i ca ( A N O C A ) . I t had been 

noticed earlier that the president o f A N O C A had the power to influence some o f the 

Central and South Af r i can IOC members. They were all dependent on financial 

support fo r their countries' sports, and the president o f the A N O C A had by many 

witnesses been acknowledged as f u l l y competent in handling these matters to their 

satisfaction. N o w he demonstrated his loyalty to this mul t i millionaire A N O C 

president. 

A media influence was exposed at a meeting wi th the chief editor o f the Sport Intern. 
This newspaper frequently presents a ranking list o f the most important sports 

persons i n the world . The editor explained that to his great surprise he often got an 

appreciating comment from an IOC member he had moved up on the ladder. 

5.3.17 Culture Shocks 

The 95 IOC members who were authorized to vote i n this process came from 77 
countries. This circumstance produced at least two culture shocks. 

A n IOC member said that people from Asia do not like it when people touch their 

heads, shoulders or backs, be that i n a fr iendly way or not. One IOC member always 

did so w i t h h im in his boy scout manner. " A n d I don't l ike i t ! " he said. I t was 

perhaps popular in the western Europe, but i t was a patronizing gesture to people i n 

Asia. 

During the visit to Östersund by a Latin European, who was not an IOC member, he 

was informed that a visit was planned to an IOC member in his country. He then 

asked i f the president o f the B i d Committee was the one to go. He was informed that 

the intention was to send somebody else o f the B i d Committee. " I n that case", he 
said, "you should cancel the visit. Remember that he has not asked you to come. Y o u 

have asked to visit h im. He is doing you a favor. Then he expects you to show h im 

respect by sending the president. I f you send somebody else it w i l l be considered an 

insult. We Lat in Europeans are that way." The social position was obviously an 

important factor to expose when socializing wi th IOC members o f a certain culture. 

5.3.18 Influence of G7Nations 

There have been indications that certain nations have been favored by the IOC 

because they are economically and polit ically strong, such as the G7 countries. The 
powerful nations o f the G7 are Canada, France, Germany, Great Britain, Italy, Japan 

and USA. Let us check what archive data from earlier host elections say about that. 

H o w many Summer and Winter Olympics Games between 1896 to 2000 have these 

'power nations' been awarded compared to the rest o f the world? When calculating 
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this one must take into account that for many years i t was not attractive to organize 

the Games. The International Olympic Committee had to ask countries to do i t . Then 

it would have been natural to first ask the economically strong countries. I t could 

also have been easier for the rich countries to say yes than the poorer ones. This was 

the case for the Games when there were no or only one host candidate. Those were 

the Summer Games i n 1896, 1900, 1932 and i n 1984. They w i l l not be included in 

this archival analysis. The Winter Games in 1924 to 1940 are also excluded since 

they were automatically awarded to the organizing countries o f the Summer Games. 

It should be noticed here that only the host election results have been considered and 

not who in fact organized the Games. For instance the 1940 Summer Games was 

awarded to Japan and the Winter Games in 1944 to Italy. They have here been 

recorded as host elections o f Japan and Italy despite the fact that none o f these 

Games were celebrated due to the wor ld war. Furthermore the Winter Games in 

1976 was awarded to U S A and has here been considered as a host election o f USA 

in spite o f i t being organized by Austria due to a withdrawal by the USA. 

Table 5.9 below shows that the powerful G7 nations have been awarded 23 Games, 

i.e. 3.3 Games per nation. The 13 other countries have been awarded 15 Games, i.e. 

1.2 Games per nation. This indicates that the G7 countries i n average have been 

awarded almost three times more Summer and Winter Games than the other 

countries. 

May this överrepresentat ion o f G7 countries be explained by other reasons than by 

these countries' power? According to section 5.3.1 the Summer and Winter Games 

have been fa i r ly distributed over the wor ld as long as there have been candidates 

from the continents. N o w North America (Canada and USA) consists o f only G7 

countries. This means that when this part o f the wor ld was given its fair share o f 

Games only G7 countries were awarded. Only f ive continents have applied for the 

Summer Games and three continents for the Winter Games during the period 

measured. Hence, i f North America (Canada, U S A ) has been awarded close to 20 % 

o f the Summer Games and 33 % o f the Winter Games this might be the reason why 

the G7 countries have been awarded so many Games. 

This is also the case. This part o f the North American continent has been awarded 17 

% o f the Summer Games and 31 % o f the Winter Games studied here. The same 
discussion can be done about Asia which for long only applied w i t h the G7 country 

o f Japan and only lately by a non-G7 country. Three o f Asia's four Games were due 

to this reason awarded to a G7 country. 

In summary the archive records show that a G7 nation in average has been awarded 

the Games three times more often than the other nations probably due to the IOC 

members' ambition to fa i r ly distribute the Games over the world. 

Is this the only reason for this state o f affairs? Un t i l now we have counted a 

federation o f 50 states like the USA wi th 260 m i l l i o n people equally w i t h a country 
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o f 4 mi l l ion inhabitants? What happens i f we count the number o f awarded Games 

per 10 mi l l ion inhabitants? A l l numbers o f inhabitants used are from the nineties. 

The result is presented in Table 5.9. 

Table 5.9: Number o f Summer and Winter Olympics awarded to the G7 nations  

compared to other nations.  

G 7 Nations versus Other Nations 

No. o f awarded Games No.of mi l l i on No. o f Games 

inhabitants per 10 mi l l ion 

G7 Nations inhabitants 

Canada 2 26 0.77 

Italy 4 58 0.69 

France 3 57 0.53 

Germany 3 82 0.37 

Great Bri tain 2 58 0.34 

Japan 4 125 0.32 

U S A 5 260 0.19 

Average 3.3 Average 0.46 

Other Nations 

Norway 2 4 5.00 

Finland 1 5 2.00 

Switzerland 1 7 1.43 

Austria 1 8 1.25 

Australia 16 1.25 

Sweden 1 9 1.11 

Belgium 1 10 1.00 

Netherlands 1 15 0.67 

Yugoslavia 1 18 0.56 

Spain 1 40 0.25 

South Korea 1 44 0.23 

Mexico 1 85 0.12 

Russia 149 0.07 

Average 1.2 Average 1.15 

When i t comes to the number o f Games per inhabitant the G7 nations are not 

privileged. On average they have only been awarded 0.46 Games per 10 mi l l ion 

inhabitants whilst the rest o f the wor ld has been awarded 1.15. 

137 



5.3.19 Economical or Luxurious Games 

Less than 6 months before the f inal election the IOC members received Salt Lake 

City's second newsletter, presenting Salt Lake City 's preparations for environmental 

protection o f the venues and the up coming winter sporting events. A t the same time 

the IOC members received a brochure about the finances o f the Salt Lake City 's 

planned Winter Olympics. 

From Sion the IOC members received Sion's second newsletter, presenting its idea 

to use existing facilities except for speed skating. The idea was to "prove that it is 

possible to organize Olympic Winter Games without decisive financial participation 

from the state, i.e. the taxpayers." 

There was a clear difference between these two messages. Salt Lake City presented 

huge investments on new sports arenas w i t h the aim o f creating a new winter sports 

center. This center was to be one o f Salt Lake City 's legacies to the young athletes o f 

the world . Sion on the other hand wanted to attract the IOC members' sympathy by 

offering o ld arenas and small investments fo r the sport. The question to be answered 

was "Do the IOC and the IOC members prefer b ig investments for sport or do they 

wish to show the wor ld that a Winter Olympics can be realized at low costs?" 

5.3.20 Selection of the Finalist Cities 

Due to the large number o f candidate cities for the 2002 Winter Olympics, an 

Electoral College was appointed for the first time by the IOC Session to select the 

finalists. This College o f 10 people consisted o f 7 members o f the IOC Executive 

Board (who were not nationals o f the countries o f the candidate cities), the President 

o f the Evaluation Commission (also a member o f the IOC), one representative from 

the International Sports Federations, and one from the National Olympic 

Committees. 

A l l candidates had the opportunity to present themselves to the Electoral College i n 
Lausanne on 23rd January 1995. The College was to select four finalists, or f ive , i f 

the College could not reach an agreement on four. 

The presentation was l imi ted to a 20-minute oral presentation plus optional slides 

and/or a 5-minute factual video. Addit ional time was reserved for answers to 

questions from the Electoral College. Questions to the cities that had applied 

previously were about the improvements the cities had made since the last bid. To all 

cities questions were asked about security since one o f the members o f the College 
was an IOC expert wi th in the area. 

One IOC member said at the evening after the presentations that he was impressed 
wi th all finalist candidates since during this bidding process he had not heard one 

single, bad word from one b id committee member about another. 
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On January 24, 1995, the Electoral College selected four finalist cities: Östersund, 
Quebec, Salt Lake City and Sion. 

5.3.21 IOC Members' Visits to Candidate Cities 

On the invitation o f and at the expense of the finalist cities, the IOC members were 

free to visit them for two days, the arrival and departure days excluded, from 

February to June 12, 1995. During these visits the candidates had the IOC members 
all to themselves. 

This was the first time Quebec applied for the Olympics, and the first time since 

1970 (for the 1976 Winter Olympics) for Sion. This was consequently the first time 

most o f the IOC members visited Quebec and Sion in their capacity o f host 

candidates. A t their previous candidatures many IOC members had visited Salt Lake 

City and Östersund. The number o f visits fo r the 2002 Winter Olympics was as in 
Table 5.10. 

Table 5.10: Number o f IOC members visit ing the finalist cities. 

W i t h one exception the IOC members o f royal families do not normally visit 

candidate cities. Some o f the IOC members who are very active i n their c iv i l careers 

do not visit candidates either. Others do not make any visits w i t h the motivation -

"Why appoint a qualified Evaluation Commission i f we do not trust its results?" 

The programs fo r the visiting IOC members were similar in all host cities. I t 

comprised a presentation o f the b id , a visit to the proposed sports sites, a meal 

together wi th the Mayor and an informal dinner at the home o f the B i d president. 

The IOC members in the candidate countries often met w i th the visitmg IOC 
members. 

The visi t ing program sometimes included some particular events. Salt Lake City for 

instance delivered a letter from the President o f the United States to the hotel room 

o f the IOC members. Östersund engaged 14 top athletes. Another 20 young athletes 
in groups o f 8 boys and girls at a t ime b id farewell to the IOC members at the airport 
when they left Östersund. 

No. o f visits 

Salt Lake City 

Östersund 

Sion 

Québec 

65 

46 

68 

62 
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The IOC members showed the same polite and appreciative attention to all 

representatives o f the candidate cities. However, they expected to meet the 

prominent members o f the City, the Province, the Government, business and the B i d 

Committee. They wanted to meet the person in charge. 

During the visits i t was obvious that a few wives o f IOC members had strong 

influence on their husbands also i n their evaluation o f the candidate cities. I n order 

to not reveal any identities these events can not be described. 

Discretion was a most important behavior at the IOC members' visits. They 

appreciated a lot when they found out that nothing was to ld to them about previous 

IOC members' visits. 

Two IOC members from developing countries openly declared during their visits 

that their NOCs had received sports equipment from the NOCs o f two bidding 

countries. A leading person o f the IOC Administration confirmed this fact as an 

approved action. The condition fo r the approval o f such an activity was that the 

support was not given by the candidate city itself but by the N O C o f the same nation. 

I t might be worth noting that the N O C is always involved in its country's 

candidature. I n fact i t is the N O C that approves and makes the city's application. 

A t discussions w i t h a couple o f IOC members from developing countries i t was 

understood that earlier subsidies to these countries from richer countries were not 

any longer appreciated. Only new support was to be counted. 

A medical doctor i n Salt Lake City reported i n December 1998 that one visit ing IOC 

member had got his nose operated w i t h plastic surgery at a cost o f USD7,500, and 

all was paid by the Salt Lake City b id committee. This was a breach o f the IOC 

bidding rules. 

5.3.22 Influence of the Candidate Countries 

Four examples o f influence on the b i d process were registered from events executed 

by representatives o f the candidates' countries. These events show the meaning o f 

the theme "National characteristics" o f the IOC questionnaire. Every step a host 

candidate nation makes may affect the candidate's chances o f being awarded the 

Games. 

One o f these events happened at the very beginning o f the Atlanta session when an 

IOC officer informed the Ös te rsund b id president that the yearly resolution o f the 

United Nations i n favor o f the Olympic Movement had been sponsored by the 

United States and several other countries but not Sweden. He asked why. I t was true 

that the United Nations had accepted the resolution, and Sweden had not voted 

against i t , but this was not enough according to h im. 
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The Swedish Ministry o f Foreign Af fa i r s was immediately contacted and i t turned 

itself the Swedish Embassy o f the United Nations i n New York. There a declaration 

was quickly produced meaning that Sweden was always in favor o f this resolution 

but had not seen it as an advantage for the resolution to be taken i f also Sweden had 

joined the group o f co-sponsors. The embassy promised that next time this resolution 

was put on the table Sweden would be one o f the signatories. This declaration was 

delivered to the acmal IOC officer very late in the evening o f the same day. 

Another event o f the same k ind occurred in Sweden on 28th A p r i l 1994. A n 

interview wi th the Swedish K i n g was published in the third biggest Swedish 

newspaper, Dagens Nyheter. There the K i n g expressed his personal views about 

different projects in Sweden, among them Sweden's candidacy fo r the 2002 Winter 

Olympics. To the great surprise o f not only the Östersund B i d Committee and the 

Swedish N O C but also all candidate cities and the I O C i n Lausanne, the King said he 

d id not want to act i n favor o f Sweden's bid. This statement was chosen as one o f the 
headlines o f the article. 

Indeed, the K i n g hoped that Östersund wou ld w i n . However, he and the Queen had 

worked so hard so many times for Swedish winter candidates without success that 

they did not see how they could be o f much help anymore. The article was referred 
to in newspapers o f all finalist cities and in the Sport Intern. The Östersund b id 

committee had to answer questions from both journalists and IOC members about 
what this was al l about. 

During the IOC members' visits at the b id cities there were sometimes reports about 

the behavior o f representatives o f a candidate country that affected its city's bid. A 

visit ing IOC member to ld that he had been badly treated twice by a candidate 

country's Embassy. He had visited the Embassy twice to obtain his visa for visiting 
the candidate city. Both times he had had to wait fo r hours to reach the booth. When 

he f inal ly arrived there the booth was closed in front o f his face. In contrast the 

ambassador o f another candidate's country had personally called h im and asked i f 

the ambassador himself could come to the IOC member's home wi th his visa. 

One IOC member explained that in his country the custom was to send gratitude to 

the royalties in other countries who personally attend the funeral o f somebody o f his 

own country's Royal Family. This IOC member had done the same. He had sent 

flowers to all members o f royal families who had attended the funeral o f his 

country's royal. In return he had got letters or telephone calls o f gratitude from all 
Royal families and embassies . . . except from one. 

5.3.23 Bid Committee Visits to the IOC Members 

The candidate city representatives were permitted to visit IOC members at their 

homes i f the members did not visit the candidate city themselves and i f the members 
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approved it . D i d the b i d committees fo l low the advice from the Lat in European o f 

sending their prominent people? As we can see Salt Lake Ci ty d id while Quebec did 

so to a lesser extent. 

Salt Lake City visited almost all IOC members. The chairman, the president, and the 

vice president were the main people who went on such visits, but six other people 

also participated at various times. 

Östersund visited less than 25 % o f the IOC members. The president, the vice 
president and three members o f the b id committee were the usual participants. 

Sion's visits were made by the b id committee president, a former IOC employee, and 

a member o f the b id organization. 

Quebec tried to visit at least once all IOC members who d id not visit Quebec and 

practically all members in Af r i ca and South America. Altogether about 50 % o f the 

IOC members were visited. 12 people o f the b id organization made the visits. Each 

person had been assigned certain IOC members. 

5.3.24 Geographical Proximity and Cultural Affinity 

On a visit to an IOC member who also held a top position i n his country's NOC, the 

member said that his judgement o f a host city was very much influenced by his 

N O C . In fact his only criteria o f choice concerned his NOC. For reasons o f travelling 

costs and convenience o f the athletes, he and his N O C preferred that the Games were 

celebrated in his neighborhood. 

It is not possible to f i n d support from the archive records about the influence o f the 

geographical proximity on the selection o f a Winter Olympics host city. However, it 

happens that a candidate city feels obliged to offer free travelling costs fo r all 

athletes. Sydney was such a city at the b id campaign for the 2000 Summer Olympics. 

This indicates that also the Sydney B i d Committee considered geographical 

proximity to be an important factor. 

A cultural a f f in i ty was noticed in mini-case 2 where the Spanish speaking IOC 

members from South America gave the Spanish b id their sympathetic votes. Another 

one was exposed when South Afr ica ' s at the time Deputy President, Thabo Mbeki , 

to ld the Af r i can ambassadors at a meeting i n N e w York, that i t was not South Af r i ca 

alone that was bidding for the 2004 Olympic Games, but the entire Afr ican 

continent. The sports ministers o f all Af r i ca should mobilize to j o i n South Afr ica ' s 

campaign (Huba, 1997). 
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5.3.25 Number of Candidacies 

One o f the most influential IOC members was very definite about that Ös te rsund ' s 

strongest b id component was Sweden's large number o f applications for Winter 

Olympics. He even urged Östersund to count not only the 6 times Sweden had 

applied fo r the Winter Games but also the four times a Swedish city had been a part 

o f Finland's applications. Let us see i f it is possible to confirm this view by studying 

the archive records. 

Figures 5.3 and 5.4 show the number o f candidate cities that have succeeded after 

one or more candidacies. Host elections for the Summer Olympics wi th only 
candidate have not been taken into consideration, as these did not involve any 

competition. These were the Summer Games o f 1896, 1900, 1904, 1908, 1912, 
1916, 1920, 1932 and 1984. As regards the Winter Olympics, only the Games held 

between 1944 and 1998 have been included, as prior to 1944 i t was customary to 

award the Winter Games as a bonus to the country that had succeeded i n winning the 

Summer Games. In order to be included as a candidate in this archive analysis, the 

b id city must have participated i n the bid process to the day o f the final election. 

N o . o f h o s t c i t i e s 

10 
9 
8 

c a n d i d a c i e s 

Figure 5.3: Number o f candidacies for host cities o f Summer Olympics 
1924-2000 except fo r the 1932 and 1984 Games. 
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Figure 5.4: Number o f candidacies for host cities o f Olympic Winter Games 

1944-1998. 

As can be seen in Tables 5.3 and 5.4, most winning cities have only applied once for 

the Summer and Winter Olympics. 56% o f the elected Summer Olympic cities and 

56% of the elected Winter Olympic cities had applied once, while only 17% and 

13%, respectively, had applied more than twice. These figures indicate that 'applying 

several times' has not been a particularly successful strategy. Or do the figures reflect 

an unwillingness to re-apply? This is possible. In total, only eight (17%) Summer 

candidates and three (8%) Winter candidate cities have applied more than twice 

during the periods studied. 

Has i t paid o f f for a country to apply several times? A n analogous examination o f 

bidding countries does not show any clear indication that applying several times has 

be advantageous. 

5.3.26 Early Support of the Olympic Movement 

Three and a half months before the host election the IOC members received 

Ös te r sund ' s second newsletter, heading " A l l Sweden supports Östersund" . The 

newsletter also described how Sweden had been represented at the establishment o f 

the modern Olympic Games in Paris i n 1894, obviously anticipating that its 

country's early support o f the Olympic Movement would impress the IOC members. 

I n fact Östersund was the only candidate city during this process to do that. What do 

the archive records tell about this? 

Let us first note where the first congress was organized, who were the persons 

behind the reestablishment o f the Olympic Games and f rom which countries they 

originated. 

The congress was organized i n Paris in 1894. Its organizing committee consisted o f 

three men from France, England and U S A but the real promoter was the Frenchman, 
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the Baron Pierre de Coubertin who also was the secretary general o f the organizing 
French Union o f Clubs o f Athletic Sports. The president was another Frenchman. O f 

the eight vice-presidents three came from France, one each from England, USA, 
Belgium, Sweden and Hungary (Racing-Club de France, 1894). 

Furthermore, the IOC off ice has been simated in Switzerland since 1915. Previously 
i t was in Paris. 

The Presidents o f the IOC have also been considered to have contributed 
considerably to the Olympic Movement. Table 5.11 shows from where they have 

originated. 

Table 5.11: The 

the IOC Presidents. Greece 1894-1896 

France 1896-1925 

Belgium 1925-1942 

Sweden 1946-1952 

U S A 1952-1972 

Ireland 1972-1980 

Spain 1980-

countries o f origin o f 

The countries to be studied are then Belgium, France, Greece, Hungary, Ireland, 
Spain, Sweden, Switzerland and USA. Have the above circumstances influenced the 

decisions taken on them? 

Table 5.12 shows that among the most awarded countries per application o f Summer 
Olympics these 'early supporting' countries were only ranked as fol lows: 5-7) 

Sweden, 10-12) Belgium, 13) Spain, 14-15) France, 16) USA, 17-23) Greece, 24-27) 
Hungary, and 28-29) Switzerland. Only two o f them are among the ten most 
fortunate countries and Switzerland has been one of the two the least rewarded 

countries for the Summer Olympics. Obviously Switzerland has not had any 
advantage o f hosting the IOC in its city o f Lausanne. This state o f affairs is 

confirmed by the fact that Lausanne is one o f only four cities that have applied fo r 
the Summer Games more than twice without reward. Ireland has never applied. 
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Table 5.12: Olympic countries, their numbers o f candidacies and awarded Olympic 

(Summer) Games, and their number o f candidacies per awarded Games 

1904-2000 w i t h the exclusion o f the 1932 and 1984 Games. 

No. o f No. o f Awarded Games/ 

Country Candidacies Awarded Games No. o f Candidacies 

South Korea 1 1988 1 

Germany 6 1916 cancelled, 1936, 1972 0.5 

Australia 4 1956, 2000 0.5 

Japan 4 1940 cancelled, 1964 0.5 

Finland 2 1952 0.5 

Russia 2 1980 0.5 

Sweden 2 1912 0.5 

Great Bri ta in 5 (1908), 1944 cancelled, 1948 0.4 

Italy 5 1908 withdrew, 1960 0.4 

Belgium 3 1920 0.33 

Canada 3 1976 0.33 

Mexico 3 1968 0.33 

Spain 4 1992 0.25 

Netherlands 5 1928 0.2 

France 5 1924 0.2 

U S A 14 1904, 1996 0.14 

Austria 1 - 0 

Brazil 1 - 0 

China 1 - 0 

Czechoslovakia 1 - 0 

Greece 1 - 0 

Puerto Rico 1 - 0 

South A f r i c a 1 - 0 

Jugoslavia 2 - 0 

Russia 2 - 0 

Turkey 2 - 0 

Hungary 2 - 0 

Argentina 3 - 0 

Switzerland 3 - 0 

How is the simation for the Winter Olympics? Table 5.13 shows that the 'early 

supporting nations' were ranked as follows: 1) France, 8) Switzerland, 9) U S A , 11-

12) Spain, and 15) Sweden. Greece, Hungary and Ireland have never applied fo r the 
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Winter Olympics. France is the only country that has applied more than once and 

been awarded the Winter Games each time. 

Table 5.13: Olympic countries, their numbers o f candidacies and awarded Olympic 

Winter Games, and their number o f candidacies per awarded Games 

1944-1998. 

No. o f No .o f Awarded Games/ 

Country Candidacies Awarded Games No .o f Candidacies 

France 2 1968, 1992 1 

Yugoslavia 1 1984 1 

Japan 4 1972, 1998 0.5 

Austria 2 1964 0.5 

Norway 5 1952, 1994 0.4 

Italy 6 1944 cancelled, 1956 0.33 

Switzerland 3 1948 0.33 

U S A 11 1960, 1976 withdrew, 1980 0.27 

Canada 8 1988 0.1 

Spain 1 - 0 

Russia 1 - 0 

Bulgaria 2 - 0 

Finland 4 - 0 

Sweden 5 - 0 

The conclusion is that wi th the exception o f France - the founding country o f the 

modem Olympic Games - i t has not been an advantage fo r bidding countries to have 

supported the Olympic Movement a long time. 

5.3.27 Women in Sport 

Three and a half months before the host election o f the 2002 Winter Games all IOC 

members received a brochure about 'Swedish Women i n Sport'. The Östersund B i d 

Committee obviously anticipated that the fact that 50 % o f the Members o f the 

Swedish Government and nearly the same in the Parliament were women would 

make a positive impression on the IOC members. Furthermore the IOC members 

were informed that the Swedish Minister o f Sports was also a woman, as was the 

Secretary General o f the Swedish Olympic Committee and the Mayor o f Östersund. 

No reaction to this information was noticed, not even from the female IOC members. 

A t the time the IOC had 6 female members out o f 95. O f the 19 new members 

elected in 1991, 1992 and 1994 none was a woman. O f the 8 new members elected 

in 1995 one was female. I n 1996 4 o f 15 new IOC members elected were women. In 
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an editorial the IOC President Samaranch (1997) "called on the components o f the 

Olympic Family to make every effort to fill 10% o f the posts i n their legislative and 

executive bodies wi th women by the year 2000, and 20% by 2005". 

In summary, the interest for women i n sport has so far been insignificant wi th in the 

IOC but an increasing ambition i n that direction is lately noticeable. 

5.3.28 Influence of Media 

Two days before the election o f the host for the 2002 Olympic Winter Games the 

Sport Intern editor Huba (1995:4) presented as its first article on the front page the 

fo l lowing text: 

Salt Lake City is the red hot favorite 

and only Östersund can really pose a threat to the favorite. The forecasts for 

the key decision at the forthcoming IOC Session in Budapest would be that 

easy to summarize if only the members of the IOC would concentrate 

exclusively on the facts of the matter. 

But because many IOC members wish to demonstrate their independence 

from recommendations and because some are simply not interested, everyone 

has to be prepared once again for the big shock when the general assembly 

decides on Friday this week where the 2002 Winter Games will be held... 

Sport Intern's publisher risks a forecast of the breakdown of votes 

in the first round: 

Salt Lake City 36-40 

Östersund 28-32 

Quebec City 16-20 

Sion/Valais 13-17 

Afterwards it could become exciting. But it cannot be ruled out that Salt Lake 

City as the best-qualified candidate is already the winner after the first round 

of voting. 

H o w much did this article influence the decision-makers? Which IOC member 

wanted to be someone who does not "...concentrate exclusively on the facts o f the 

matter..."? Who wanted to "...demonstrate their independence from 

recommendations..."? A n d which o f the deciders wanted to be a person confessing 

his lack o f qualifications as an IOC member by being "... simply not interested"? 

5.3.29 Breaches of the IOC Regulations 

The IOC Manual for cities bidding to host the X I X Olympic Winter Games - 2002 
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declares on paragraph 2.3: 

"Candidate cities shall refrain from organizing exhibitions or events o f any kind, 

including all artistic or sporting events, on the occasion o f Olympic meetings. Nor 

shall they take part, i n any fo rm whatsoever, i n any exhibitions or events organized 

by third parties on the occasion o f Olympic meetings and connected in any way 

whatsoever w i t h their candidature" (IOC, 1994, p.13). 

A t the Lillehammer Games one candidate's country had invited the IOC members to 

a cocktail party at a rented off ice at the center o f Lillehammer. There its B i d 

Committee presented an exhibition o f its country and its sport. Af t e r the b id process 

the IOC department concerned was asked for its opinion o f the event. The 

department answered that i t had no knowledge about it . Obviously no IOC member 

had reported this violation o f the mles. 

Also at the Lillehammer Games one IOC member in a candidate country invited the 

other IOC members to a reception at the IOC hotel. Present were also members o f 
that country's B i d Committee. Another host candidate had rented a hotel and took 

the IOC members there to socialize w i t h them. When the b id process was fimshed 
the IOC department concerned was asked about these events. Nobody had heard 

anything about them. No IOC member had objected to them. 

A t the Paris meeting an embassy o f a candidate country invited all IOC members to a 

reception to celebrate some sort o f sports anniversary. Representatives o f its B i d 

Committee were present. The IOC department concerned was given information 

about this event but neither this department nor any IOC members objected to the 

reception w i t h the explanation that i t was just a country's celebration o f a sports 

anniversary. I t had nothing to do wi th its candidate's promotion o f the 2002 Olympic 

Winter Games. The wording o f the IOC Manual for cities bidding to host the X I X 

Olympic Winter Games - 2002 was not applicable: 

"Candidate and finalist cities shall refrain from organizing for the IOC receptions, 

such as cocktail parties, buffets, breakfasts, lunches or other banquets o f whatever 

k ind on the occasion o f Olympic meetings. Nor shall they take part, i n any fo rm 

whatsoever in such receptions or other similar events organized by third parties on 

the occasion o f Olympic meetings and connected, in any way whatsoever, w i t h their 

candidature" ( IOC, 1994, p. 14). 

The IOC manual for cities bidding to host the 2002 Olympic Winter Games included 

two restrictions o f price limits for presents given to the IOC members. Before the 

finalist cities were selected the present price was not allowed to exceed US$50. 

During the phase after the finalist selection the manual stated: "the finalist cities as 

wel l as third parties acting fo r them or on their behalf or i n their favor, are forbidden 

to give IOC members - as wel l as their blood relations, relatives by marriage, guests 
or companions - any presents, liberalities or direct or indirect benefits other than 

souvenirs or small presents o f a total value which shall i n no case exceed US$150 

(or equivalent, retail price) per person... I n the event o f serious breach o f the present 
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regulations, the IOC Executive Board may further propose to the IOC Session that i t 

exclude the city having breached the regulations f rom the contest fo r the Games" 

(IOC, 1994, pp.16-17). 

One month before the host election the Salt Lake City b id committee gave the IOC 

President one revolver and a hunting r i f le o f a total value exceeding more than 8 

times the IOC price l imi t . The IOC President accepted the present, and the IOC 

Executive Board did not impose any penalty. This information was announced by the 

Salt Lake City Olympic Organization i n January 1999. 

During the previous b id process for the 1996 Olympic Games the IOC President's 

w i f e had accepted a trip to Atlanta on the invitation by Atlanta's b id committee. The 
visit included shopping and a private fashion show for her at a total cost o f US$ 

12,000. Nor this breach o f the IOC regulations resulted in any penalties for the b id 

city. 

What signals did these events give to the b id committees? Were they silent approvals 

to breach the b i d rules? 

5.3.30 Influence of the IOC President 

In the morning o f the day o f the host election, the IOC Session i n Budapest decided 

to increase the age o f el igibi l i ty to 80 years for presidents to be elected. This 

decision made i t possible fo r the acting president to be reelected. I t is also an 

example o f the influence o f the IOC president on the IOC members. What does the 

archive records say about this influence? 

As was presented in Table 5.11 the IOC Presidents have originated f r o m Greece, 

France, Belgium, Sweden, U S A , Ireland and Spain. 

Greece was awarded the f irs t modem Olympic Games in 1896, the same year as 

Greece held the presidency o f the IOC. France was awarded the Olympic Games i n 

1900 and 1924 when France held the presidency. 

A pressure by the founder and the President o f the IOC, the Baron Pierre de 

Coubertin, settled the decisions for the Games i n 1908 and 1920 when competing 

candidates withdrew their candidacies at the request o f de Coubertin. 

I n 1924 there was i n fact no normal voting. The IOC President, the Baron Pierre de 

Coubertin, "wanted" the Games to be organized i n Paris for the 30th anniversary o f 

the foundation o f the IOC i n Paris. The first challenging city, Amsterdam, was 

promised the Games in 1928 i f Paris could be awarded i t i n 1924. The President got 

what he wanted. 

I n 1928 there was no normal voting between the two candidates. The only 

proposition the IOC President made to the IOC members was "Shall Amsterdam get 

the Games in 1928? Yes or no?" The other candidate, Los Angeles, was not even 
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mentioned (Lyberg & Widlund , 1991, pp. 1-3). 

The selection o f the host city for the 1952 Summer Olympics may also have been 

made fo l lowing influence from the IOC President in office. A t that time the IOC 

President was from the Nordic country o f Sweden, and the 1952 Olympic Games 

was to be the last Games during his presidency. The IOC session, where the host 

selection was to be made, took place in his home country's capital o f Stockholm i n 

1947. For some reason Stockholm withdrew its candidacy and the session awarded 

the 1952 Summer Olympics to the Nordic city o f Helsinki. In addition the session 

awarded the 1952 Winter Olympics to the Nordic City o f Oslo. 

The IOC President's country Spain applied fo r the 1992 Summer Olympics w i th the 

city o f Barcelona. I t was an of f ic ia l secret that the IOC members wanted to give the 

1992 Summer Games as a present to their President. He got i t too. 

In summary the IOC Presidents have had not only a great influence but also 

sometimes a decisive impact on the host selections. 

5.3.31 Nations 'Sports Records 

Quebec had demonstrated its nation's excellence in sport i n all o f its seven 

newsletters, and Salt Lake City had made i t i n one newsletter. Now Östersund d id 

the same at its final presentation. 

In Budapest the IOC members furthermore received Östersund ' s fifth and final 

newsletter presenting a ranking o f the countries that had won most gold medals in 

the Winter Olympics and their number o f awarded Winter Olympics. I n order not to 

pinpoint any candidate cities the information was made as a ranking between al l 

countries i n the wor ld . However all candidate countries were on the top ten list and 

showed the figures i n Table 5.14. 

Table 5.14: The finalist candidate countries' numbers o f Olympic winter gold 

medals and awarded Olympic Winter Games. 

No. o f Olympic No. o f awarded 

Winter gold medals Winter Games 

U S A 53 4 

Sweden 39 0 

Switzerland 27 2 

Canada 19 1 

Several IOC members found the figures interesting and acceptable to mention, but 

the difference i n Sweden's favor did not seem to make any impression on them. One 
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of the most influential IOC members did not find this message to be a strong at all . 
He claimed that i t was the ability to organize the Games that should be considered, 
not how good a country was at winning medals. 

The reason fo r promoting a candidacy in this way is the assumption that the IOC 

members want to award the Games to experienced sports countries. Is this 
assumption correct? Let us see what an archival analysis says about this! 

There are many ways o f measuring strength in sport. A country's number o f victories 

in W o r l d Championships is one way. The number o f Olympic Medals or o f Olympic 
gold medals another. 

The number o f Olympic medals - gold, silver and bronze - are here chosen since this 

record should be the one the IOC members i n general are most exposed to i n their 

execution o f their IOC obligations. These figures are then compared wi th the number 

of awarded Games. A high value for this quota indicates that the country has been 

wel l rewarded for its candidacies. I f there is a correlation between having conquered 

many Olympic medals and being wel l rewarded wi th Summer and Winter Olympics 

there should be high values i n both columns. A l l this is presented i n the Tables 5.15 
and 5.16. 

152 



Table 5.15: The number o f medals won at the Olympic Games 1896-1992 and the 

number o f awarded Summer Games/number o f candidacies 

Country No. o f Medals 

No. o f Awarded Games/ 

No. o f Candidacies 

U S A 1798 0.14 

Russia, Sovjet Un . 1129 0.5 

Germany 1049 0.5 

Great Bri tain 579 0.4 

France 448 0.2 

Sweden 440 0.5 

Hungary 392 0 

Italy 390 0.4 

Finland 286 0.5 

Japan 266 0.5 

Australia 261 0.5 

Canada 186 0.33 

Netherlands 166 0.2 

Switzerland 148 0 

Czechoslovakia 147 0 

Belgium 119 0.33 

China 114 0 

South Korea 99 1 

Jugoslavia 86 0 

Austria 69 0 

Greece 69 0.5 

South Af r i ca 53 0 
Turkey 53 0 

Argentina 47 0 

Spain 47 0.25 

Mexico 40 0.33 

Brazil 39 0 

Puerto Rico 5 0 
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Table 5.16: The number o f medals w o n at the Olympic Winter Games 1924-1994 

and the number o f awarded Winter Games/number o f candidacies 

Country No. o f Medals 

No. o f awarded Games/ 

No . o f Candidacies 

Russia, Sovjet 239 0 

Germany 236 0.5 

Norway 215 0.4 

U S A 146 0.27 

Austria 128 0.5 

Finland 123 0 

Sweden 99 0 

Switzerland 85 0.33 

Italy 67 0.33 

Canada 64 0.12 

France 53 1 

Japan 19 0.5 

Yugoslavia 4 1 

Bulgaria 1 0 

Slovakia 0 0 

It is not possible to f i n d any correlation between the number o f Olympic Medals and 

the awards o f Summer and Winter Olympics. I t is true that in Summer Olympics 

there is an overweight o f countries wi th many medals that have also been awarded 

Olympic Games. That is because the organizing country o f a Games has always been 

a big medal winner during the same Games. This is because the organizing country 

not only invests i n good Games but also i n its own sports in a multi-year program 

before the Games i n order to show its sporting excellence to the world . Hence, the 

country organizing an Olympic Games w i l l for this reason also w i n many medals. 

5.3.32 Final Presentations 

Several IOC members held the f inal presentation as the most important part o f the 

cities marketing activity. On direct questions to many IOC members they confirmed 

that they would not make up their minds about which candidate to vote for unt i l the 

f inal presentations were made. 

The final presentations were made in Budapest on 16th June 1995, a couple o f hours 

before the election o f the host city. 
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A t the final presentation, all candidate cities were represented by their mayors, their 

b id leaders, their countries' IOC members and NOCs, and by Olympic medallists. In 

order to stronger confirm the governmental backing fo r the candidature all finalist 

candidates were equally top represented. The political head o f the states were 

members o f the teams o f Salt Lake City (Utah), Quebec (Quebec) and Östersund 

(Sweden) while Sion's highest representative was the Minister o f Sports, Health, 

Culture, Education and Environment. The fo l lowing remarks about their 
compositions can be made: 

In difference to the others Salt Lake City 's team included a gi r l child. One IOC 

member from Central and South A f r i c a commented later this by saying that the 

participation o f a female chi ld at the presentation was successful and had been used 

very successfully also by Sydney at the selection o f the host for the 2000 Summer 

Games. In fact, he said, she changed the whole attitude o f the IOC members in favor 
o f Sydney instead o f Bei j ing. 

Four persons o f the Salt Lake City presentation team were non-white people. This 
was different from the other teams. 

Quebec brought an Indian chief to the final presentation. This was probably 

motivated by the reason to show that the minorities i n Canada agreed to the staging 

o f the Winter Olympics. This topic was also raised i n Salt Lake City 's videos, where 

Indians lightened a torch and ran wi th i t l ike making an Olympic flame relay. Salt 

Lake City turned this minori ty issue into something positive by promising an 

interesting culture program presenting the traditions o f the first citizens o f the Great 
American West, from the American Indian to legends w i t h names like Buf fa lo B i l l 

Cody, Bush Cassidy, trappers, miners and settlers. 

Sion made its presentation in three languages while Quebec used two, and Salt Lake 

City and Östersund only one. D i d some IOC members feel honored by a bidder who 

made i t possible for them to listen to their own language or was it without 

importance or was i t even annoying to change between the speakers' voices and the 
interpreters'? 

5.3.33 Allegations of Bribery 

Two and a ha l f years after the host election four investigations were started to probe 

bribery allegations against Salt Lake City. A T V journalist claimed that he had got i n 

his position a letter o f 1996 from the vice president o f the Salt Lake City Organizing 

Committee (SLOC). The letter showed that the organization had made a scholarship 

payments o f more than U S D 10,000 to a daughter o f an IOC member. On request the 

SLOC reported that another 12 persons were on this scholarship program. Six o f 
these persons were relatives to IOC members. 

One o f the four investigations was initiated by the IOC, one by the Ethics Review 

Board o f SLOC, one by the United States Olympic Committee, and finally one by 
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the United States Department o f Justice and was executed by the Federal Bureau o f 

Investigation, F B I . 

The IOC (1999) investigation reported that Salt Lake City had supplemented its b id 

w i t h forbidden privileges totaling over USD440,000 to 19 voting IOC members, to 

the non-voting IOC president and/or to their relatives. The fo l lowing privileges were 

given; cash payments, paid consultations, expensive gifts, travel expenses, non

emergency medical services, free scholarships, employment, entertainment, support 

for a mayoral campaign, and support for an IOC member's foundation. Four IOC 

members resigned voluntarily. Six more were expelled, and nine were given 

warnings by the IOC. The IOC president remained in office without any f o r m o f 

reprimand. 

The leaders o f the Salt Lake Ci ty b id committee met nothing but appreciation during 

their campaign. No IOC member protested against this generosity o f personal favors, 

and Huba (1995:4) wrote i n an issue on 14 t h June, two days before the election: 

"The trio Frank Joklik, Tom Welch and David Johnson has 

established itself as a solid and highly-regarded factor in the 

Olympic family, as likeable ambassadors for American sport". 

5.3.34 Host Election 

The feed back f r o m the IOC members o f the effects o f the candidates' marketing 

efforts were d i f f icu l t to register since the IOC members generally do not comment on 

the candidates and their activities. The only definite reaction f r o m them is the voting 

result. I t is, however, d i f f icu l t to obtain knowledge o f how individual IOC members 

vote since the voting is made by a secret ballot. 

In order to prepare an estimation o f from where the voters on the four finalist cities 

came a couple o f segmentations are made. There have been two suggestions o f how 

to segment the IOC members. 

Segmentation 
The Olympic Movement has by itself divided the Olympic wor ld by organizing the 

national Olympic committees into f ive continental associations. According to this the 

95 IOC members were grouped as i n Table 5.17. 
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Table 5.17: Segmentation o f IOC members primarily based on continents. 

No. o f IOC Members 

Af r i ca 

Asia 

Europe incl . Israel and Turkey 

Panamerica 

Oceania 

17 

14 

40 

19 

_5 

95 

I n order to try to f i n d a more common attimde among the IOC members wi th in the 

segments a few cultural considerations have been added, Table 5.18. 

Table 5.18: Segmentation o f IOC members based on a few geographical and 

cultural considerations. 

The voting result 
The decision was made in Budapest on 16th June 1995. Altogether there were 95 

active IOC members at the time o f the vote. 93 were present. Since the IOC 

President does not vote there were 92 potential voters. 

92 members voted but 3 votes were found invalid. One o f these voters is recognized 

due to his illness. I t is impossible to guess who made the other two votes, since i t 
might have had to do wi th bad wr i t ing or something similar. In order to eliminate 

these two votes a decision has been taken to eliminate one vote from North West 

Europe and one from North Africa-West Asia because the uncertainty about how 

they voted is bigger than o f the others. The result o f the ballot is as shown i n Table 

No. o f IOC Members 

North-West Europe 

Lat in Europe 

East Europe, Israel, Turkey 

Nor th Af r i ca , West Asia (Arabic countries) 

Central and South Af r i ca 

East Asia 

Oceania 

Lat in America 

North America (USA, Canada) 

20 

11 

9 

7 

13 

11 

5 

15 

4 

95 

5.19. 

157 



Table 5.19: The voting result. 

Voting result 

Salt Lake City 

Östersund 

Sion 

Québec 

54 votes 

14 votes 

14 votes 

7 votes 

6 0 % 

16 % 

16 % 

8 % 

1 0 0 % 

I n order to arrive at a fa i r ly good estimation o f how each individual IOC member 
voted, two presidents, one secretary general and four members of the bid committees 

of the four finalists were interviewed. Information was also received from IOC 
members who saw what their neighboring IOC members had written on their papers 

during the election procedure. Finally, the Salt Lake bribery allegations have also 
contributed to clear the picture o f who might have voted on whom. 

Confirmed votes 

1. Four I O C members' votes for Östersund have been confirmed by other IOC 

members who actually saw them write Östersund on the ballot papers. 

Indicated votes 

2. Eight IOC members in the candidate countries were supposed to have voted for 

their own candidates, even i f doubts were raised about one IOC member. T w o of 

these IOC members declared that he/she did not dare to vote for anyone else, 

because i f no vote were counted on that candidate he/she would be blamed. 

3. The 4 I O C members o f the Evaluation Commission were expected to have voted 
for the city they have argued for in their report - Salt Lake City. I n March one o f 

them also received a check i n the amount o f USD5,000 to his Foundation. In March 
1995 this check was returned unpaid to the Salt Lake Ci ty Olympic Organization 

(SLOC). I n May 1996 the SLOC sent a new check o f the same value paid directly 
into the IOC member's Foundation's bank account (IOC, 1999). 

4. One IOC member was given USD20,050 for supporting his Mayoral candidacy by 
the Salt Lake City bid committee (IOC, 1999). 

5. The relatives of two IOC members got free scholarships i n US by the Salt Lake 

City bid committee. A t the time of its unveiling one of them was dead and the other 
resigned immediately from the IOC (IOC, 1999). 
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6. Salt Lake Ci ty B i d Committee gave over USD25,000 for the personal benefit o f an 
I O C member and his family. He did not contest the receipt o f these payments (IOC, 
1999). 

7. One I O C member received direct payments totaling USD70,010 from the Salt 

Lake City B i d Committee. He and his fami ly also received medical care for over 
USD17,000. Salt Lake City B i d Committee also paid over USD115,000 in travel 
expenses on behalf o f this IOC member and his fami ly for numerous visits to Salt 

Lake City. He was also given gifts and entertaining for an amount totaling over 
U S D 14,000 (IOC, 1999). 

8. A member o f an IOC member's fami ly received financial support fo r l iv ing 
expenses i n the amount o f not less than USD19,000 by the Salt Lake City B i d 
Committee during the time period o f 1992 through 1995. Out o f these, four payments 

o f totally U S D 14,991 were made to this I O C member f r o m September 1993 to May 
1995. This IOC member was also paid by the same over USD 19,000 in travel 
expenses fo r multiple visits to Salt Lake City ( IOC, 1999). 

9. One IOC member received from the Salt Lake City B i d Committee support 
payments totaling in excess of USD97,000 during the time period from August 1993 

through February 1997. These payments included subsidies fo r his son's 
accommodation and l iv ing expenses while attending a US University (IOC, 1999). 

10. One I O C member was given direct payments totaling USD34,650 by Salt Lake 
City ( IOC, 1999). 

11. One I O C member had made four free visits to Salt Lake City instead o f the 
permitted one. This had cost Salt Lake City more than US$40,000 (IOC, 1999). 

12. Reading the reactions o f the IOC members after the election recognized 3 votes. 
Some of these reactions were amazingly strong. Their votes were probably given to 
Salt Lake City. 

13. One I O C member told the author that he had not voted for Östersund. This was 
found to be an honest information. He had shown a preference for Salt Lake City. 

14. T w o I O C members told that Salt Lake City was the one to be selected. This was 
found to be an honest information. 

15. One I O C member was supposed to have voted for Sion because he was such a 
close f r iend wi th a member o f the Sion bid committee. 

16. T w o I O C members were supposed to have voted for Sion because of their very 
special relations to Switzerland. 
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17. One IOC member was supposed to have voted for Salt Lake City according to 

the definite opinion of representatives o f both Sion and Salt Lake City. 

18. One IOC member voted very l ikely for Salt Lake City since i t was rumoured that 

the U S A had helped h im out o f his country to vote i n Budapest. 

19. T w o IOC members had probably to vote for a U.S. city due to his country's 

mil i tary debts to USA. 

20. One IOC member was probably prohibited from voting for a U.S. city for 

mil i tary reasons, trade embargo etc. He might have voted for any o f the other three 

candidates. 

21 . Five IOC members might have voted for Salt Lake City instead o f Quebec due to 
a said Canadian proposal to exclude I O C members in countries wi th no athletes 
participating in Winter Games from voting for winter host cities. The countries of at 

least two of them had received sports equipment from USA. Neither Östersund nor 
Sion had given these IOC members any special reasons to vote for them. 

22. One IOC member declared that he wanted to vote on the geographically closest 

b id city, i.e. Sion. 

About 30 of the 45 above mentioned votes were cast on Salt Lake City. About 6 

votes were given to Östersund, about 6 to Sion, and about 3 to Quebec. 

"Guessed votes" 
The remaining 44 (49 % ) votes were guesses made by 8 persons (including the 
author) o f the four finalist cities' bid committees. The guesses were mainly based on 

the strength o f the relations between the IOC members and the B i d countries. This 
assumption probably made the geographic correlation between the voters and the 

candidates stronger than i t really was. 

A n information i n confidence by one I O C member said that many European IOC 
members had expressed "an ingrained prejudice against Sweden born o f bias 

nurtured lug happenings in Wor ld War I I " . Due to this historical behavior o f Sweden 
they did not vote for Östersund. I f these European IOC members wanted to vote on a 

European candidate Sion was the only remaining one. 

I n Table 5.20 the confirmed, indicated and guessed votes are distributed on the bid 

cities from a geographical-cultural point o f view. The guesses about 44 voters have 

to a great extent been based on regional proximity. The b id cities are also marked 

wi th the regions they belong to. 
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Table 5.20: The estimated voting result geographically and culturally segmented. 

Total Salt Lake Östersund Sion Québec 

USA, Canada NW Europe NW Europe USA, Canada 

N W Europe 19 7 7 5 0 
Latin Europe 9 3 3 3 0 
East Europe, 

Israel, Turkey 9 4 1 4 0 
N Afr ica , W Asia 5 3 0 1 1 
Central, S Af r i ca 13 13 0 0 0 
East Asia 11 9 0 1 1 
Oceania 5 3 2 0 0 
Latin America 14 10 1 0 3 

USA, Canada 4 2 0 0 2 

89 54 14 14 7 

According to the confirmed, indicated and guessed votes, Salt Lake City received 
most o f its votes from Central and South A f r i c a and secondly from Lat in America. 
The reason why i t only received two votes from North America (USA and Canada), 

its home region, is because there are only four IOC members there and two o f them 
voted for their own Canadian candidate o f Quebec. 

According to the previous mentioned indications and guesses Östersund received 
most of its votes f r o m North-West Europe, its home region. Sion received most o f its 

votes from its home region too, North-West Europe, but ly ing close to both Lat in 
Europe and East Europe i t secondly received most votes from there. Of Quebec's 7 
votes, 3 came f r o m Lat in America. 
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6 Data Analysis, Conclusions, Further Research 

6.1 Introduction 

The objective o f the participant-observation study was to describe the process o f 

host selection for the 2002 Olympic Winter Games i n general and to identify the 

forms and moments o f its decision-makings in particular. The archive study o f the 

host elections for the 1896-2000 Olympic Games and the 1944-1998 Olympic 

Winter Games, and o f the T V broadcast reports was performed in order to evaluate 

the influence o f some of the bid components used and to compare these findings 

wi th those f r o m the participant-observation smdy. Seven interviews wi th 

representatives o f all four finalist cities were executed i n order to f ind more motives 

for the IOC members' voting. A l l smdies tried to trace the b id components used. 

The analysis o f the smdies i n this chapter w i l l try to provide the answers to the three 

research questions (RQ): 

RQ1: How was the process o f host selection for the 2002 Olympic Winter Games 

structured? 

RQ2: How and why did the b id components influence the process? 

RQ3: How and why did other factors influence the b id process? 

Each question w i l l be discussed i n a separate section. 

6.2 The Structure of the Host Selection Process (RQ1) 

Before the smdies were carried out the question was raised whether the process to be 

studied was an individual and/or a group decision process. The answer to this 

question forms an essential part o f the structure o f the process. Another vital part o f 

i t is the identification o f the main objectives o f the different actors' decision

makings in order to decide in whose interest they were taken. 

I n order to realize the structure o f the process let us start w i th the identification o f its 

characters and some related components. 

6.2.1 The Characters of the Process 

The study shows that the host selection process for the 2002 Olympic Winter Games 

resembled, to a great extent, a normal purchase/sale business-to-business transaction 

of products. The fo l lowing parts and roles were identified. 

The sellers are the bid organizations o f the host candidate cities. 
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The buyer who executed the contractual arrangements w i th the selected host city 

was the IOC organization. 

The supplier was a city. 

The product is the hosting o f an Olympic Games, which includes sporting and 

cultural events during a period o f 16 to 17 days under world-wide TV-coverage. 

The influencers o f the b id selection process were messengers o f the bid committees, 

other actors, mainly from the IOC, and information channels. They circulated 

information and added decision criteria to the process. 

The gatekeepers who controlled the f l o w o f information to the decision-makers were 

the administration o f the IOC and one appointed IOC member who supervised the 

candidate cities and their bids. 

The evaluators o f the bids are the Evaluation Commission o f the IOC. The bid 

selectors are the individual active members o f the IOC. 

The deciders who selected the vendor/supplier o f the product were the 92 active 

members o f the IOC. 

The final decision is made in secret without any possibility o f the public knowing 

how the individual b id selector has voted. 

The users o f the product were the athletes, the spectators, the media, the sponsors, 

the International Sports Federations, and the National Olympic Committees. 

The payment that the IOC paid to the city fo r the 2002 Olympic Winter Games was 

more than 525 mi l l i on USD coming from IOC's contracts w i th T V Networks and 

international sponsors. The IOC payment was supplemented by the awarding o f its 

sole right to organize the Games. 

However, there is one vital difference to a normal business-to-business operation 

where the b id selection is made by people o f only one or just a few different 

nationalities. The IOC members who participated i n the host election process for the 

2002 Olympics came from 77 countries. 

W i t h the help o f a plethora o f authors like Fishburn (1989), Ei lon (1969), Galhofer 

& Saris (1989), Huber (1989), Konsynski & Stohr (1992), the participant-

observation smdy identified the fo l lowing components o f the IOC members' 

individual decision-making process: 

The problem recognition was made once and for al l by the IOC, which, i n 1926, 

identif ied the need o f a regular Winter Olympics. 

The information input was delivered to the IOC members by the IOC Evaluation 
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Commission, the IOC Electoral College, the International Sports Federations, the 

b id committees and their messengers, by other actors and channels. 

The development of alternatives were made by cities and not by the decision-making 

IOC members. The IOC only considered bids from candidate cities that applied 

spontaneously via their National Olympic Committees. The alternatives were the 

candidate cities' bids. The bids offered the total organization o f an Olympic Winter 

Games. 

The choice criteria were set by both the IOC and by the individual IOC members. 

The evaluation of alternatives was made by the Evaluation commission and the 

individual IOC members. 

The choice was made i n the f o r m o f individual decisions through secret ballot 

voting. 

The implementation o f the choice was a contractual buy, executed by the IOC 

organization, from the winning b id city. 

The feedback concerned information about how we l l the organizing city had solved 

the task. This phase was performed not for the purpose o f selecting the same city 

again but to improve the next host selection process. This post purchase evaluation 

was executed both by reading and discussing the various specialist reports from the 

organizing committees, and by appointing IOC members to fo l l ow one event each at 

the Olympics to make reports about their observations to the IOC. 

The final decisions at organizational buying processes may be made in one o f four 

decision-making behaviors: autocratic, persuasive/paternalistic, consultative or 

democratic/majority vote (Tannenbaum & Schmidt, 1958). In this case, the decision 

was made through a secret ballot by 92 decision-makers which complies wi th 

democratic style. According to Hofstede (1984, p.75) this decision-making behavior 

would be feasible i n work organizations only i f their departments were completely 

autonomous and independent. The IOC is an autonomous and independent 

organization. 

6.2.2 Individual and Group Decision-makings 

The participant-observation smdy confirmed the indications obtained from the two 

mini-cases in Part 2 that the process comprised both group and individual decision

makings. 

A l l group features were observed among the IOC members. Firstly, they had shared 

motives or goals, which were the objectives o f the IOC. Secondly, they had a 

developed set o f norms as expressed in the IOC charter. Thirdly, a set o f roles had 

developed; e.g. some members were on the Executive Board, while others had a 

specific role wi th in different Commissions. Finally, the IOC also clearly exposed 
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numerous examples o f Hare's fourth characteristic o f a group, i.e. an abundance o f 

internal networks/alliances based on interpersonal attraction. The cultural influence 

o f group behavior was several times observed. The Evaluation Commission, the 

Electoral College and the IOC Executive Board carried out group decisions. 

I t remains for further research to map individual IOC members' decision-makings in 

order to establish when and why their final choices were made. 

In order to reduce the risk o f strategic voting a change of the voting procedure was 

made for the 2002 Winter Olympics. This problem confirms Berg's (1993, p. 150) 

statement: "The absence o f a best rule o f decision at three or more alternatives 

leaves the field open to manipulation and strategic voting." 

6.2.3 Decisions for reaching IOC Objectives 

The deciding IOC members came from 77 countries. This implied that the deciding 

body comprised a huge number o f preferences conditioned by cultural differences. 

H o w should a candidate city formulate its b id to fit all these? A t the personal 

meetings w i th the IOC members i t might have been possible fo r the b id committees 

to adapt their arguments and behavior to the individual IOC member, but how to 

formulate the general messages i n the b id book? A classification o f the IOC 

members' decision objectives may sort these things out. 

As discussed i n the summary o f section 2.6.1 the decision-makings were classified 

into two groups: 

1. decisions to reach the objective o f the IOC, and 

2. decisions to reach the objectives o f the individual IOC members. 

The goal o f the Olympic movement was once formulated by the IOC as fo l lows: 'To 

contribute to building a peaceful and better w o r l d by educating youth through sport 

practised without discrimination o f any k ind and i n the Olympic spirit, which 

requires mutual understanding w i t h a spirit o f friendship, solidarity and fair play' 

( IOC, 1995:2). Is this the goal that the IOC actively works to achieve? Individual 

IOC members may have other objectives but let us consider the activities o f the IOC 

organization. 

The IOC has developed the Olympic Games into becoming the pinnacle o f 

excellence i n sport. As such, i t is intended to provide the world's top athletes w i th a 

meeting place where international understanding and friendship can flourish. 

However, two initiatives o f the IOC oppose this. Firstly, under the IOC, the Olympic 

Games has developed to such a scale w i t h so many disciplines, that i t is impossible 

to assemble all the athletes i n one Olympic Vil lage. Secondly, the IOC Evaluation 

Commission praises bids and the majori ty o f the IOC members allow bids to w i n , 

where the altitude difference between the Olympic Village and the arenas for hard

working sports is more than 150 meters. These Olympic Cities force the athletes to 

find their own accommodation close to their arenas. This means that IOC's real 

objective w i th the Olympic Games is rather to create a valuable event than to make a 
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meeting place for international understanding. 

A valuable Olympic Games brings economic independence and prestige to the IOC. 

The IOC needs a sizeable income to a f ford its large staff o f about 100 persons, to 

run its castle and museum i n Lausanne, and to pay for the expensive meetings o f its 

commissions and many IOC members. 

The IOC's initiative to proclaim a truce during the Lillehammer Games and the 

visit , at that time, to Sarajevo by a small group led by the IOC president should be 

classified more as activities to create prestige for the IOC than steps towards a 

peaceful and better wor ld . 

On the other hand, the IOC's creation o f a non-racist sports movement in South 

A f r i c a was a forceful and successful solidary action, which very much coincided 

w i t h the IOC's goal to contribute to building a peaceful and better w o r l d by 

educating youth through sport practised without discrimination o f any k ind (Mbaye, 

1995). This peace goal demands that the IOC be independent o f all nations i n order 

to avoid any suspicion o f prejudice. Political neutrality and financial wealth w i l l 

contribute towards achieving this independence. The IOC demonstrates this 

ambition o f independence by stating that the IOC members are not their nations' 

representatives i n the IOC, but IOC's representatives to their nations. 

The election o f the South Korean capital, Seoul, to host the 1988 Summer 

Olympics was, according to the IOC president, a wise and prudent decision by the 

IOC " i n spite o f al l odd". He stated that "the Olympic Games in Seoul were a major 

factor behind the rapid democratization o f the Republic o f Korea and the 

development o f an element o f international goodwil l , co-operation and fraternity, a 

new hope fo r Peace" ( K i m , 1999, pp.13-14). I f this was the objective o f the IOC 

members when selecting the host city, then i t coincided w i t h the IOC's goal. 

The opening ceremony of the 2000 Sydney Olympic Games demonstrated 

another IOC peace activity. The two countries o f North and South Korea, technically 

i n a state o f war, made a common entry at these Games. 

In order to realize the peace goal, the IOC also needs to expand the Olympic 

Movement and to establish itself as a worldwide organization. This position w i l l 

raise the stams o f the IOC and its president on the nations' leaders. A general 

increase in the IOC's prestige w i l l do the same. The expansion o f the Olympic 

movement has been executed by promoting sports in poor countries. The IOC's 

recent endeavours to incorporate more women i n the Olympics are another example 

o f this type o f activity. 

The IOC's initiatives to establish common anti-doping mles wi th in different 

sports disciplines coincide wi th its goal o f fair play. These are probably necessary 

measures to maintain the high attraction level o f the Olympic Games. 

I n section 2.2 Huber stated that applying one or several operators on the options 
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s implif ied the decision-making. Using this advice the evaluation o f the bids should 

be s implif ied by evaluating them through the four operators identified above and 

presented i n Table 6.1. 

Table 6.1: The IOC operators.  

I O C Operators 

Independence 

Expansion 

Prestige 

Attractive Olympic Games 

I f the IOC questionnaire themes were related to the operators i n Table 6 .1 , they 

wou ld be filed into the fo l lowing groups: 

Independence: Themes working fo r this operator bring national independence and 

financial resources to the IOC. They are Finance, Legal aspects, Guarantees and 

Marketing. 

Expansion: Themes supporting and s impl i fying the distribution o f the Olympic 

message over the w o r l d are expanding the Olympic Movement. They are Media, 

Telecommunications, Information Technology and Customs & Immigration 

formalities. 

Prestige: Themes g iv ing prestige to the IOC or to the Olympic Movement are 

National characteristics, Regional and City characteristics (including support for the 

bid) , Environmental protection, Olympism & Culture, and Youth Camp. 

Attractive Olympic Games: Themes belonging to this operator contribute to the 

wellbeing o f the athletes and giving them fair conditions for performing their best 

results. These themes also contribute to the wellbeing o f other o f f i c i a l guests such as 

media, sponsors, and representatives o f IOC, FIS and N O C . They are 

Meteorological conditions, Sports/arenas, Accommodation, Olympic village, 

Transport, Security, Medical/Health services, Program o f the Games, General sports 

organization, Ceremonies, and Information Technology . 

The B i d Committees are called upon to answer hundreds o f questions about these 

themes i n the IOC questionnaire. However, knowing the IOC operators the 

questionnaire does i n fact ask only four questions: 

• H o w much independence does your b i d give to the IOC? 

• H o w much does your b id contribute to the expansion o f the IOC? 

• How much prestige does your b id render the IOC? 

• How good a Games are you offer ing the IOC? 

By understanding this basic significance o f the IOC questions the B i d Committees 

may be able to formulate their answers i n an appropriate way to satisfy those IOC 

members who want to help the IOC reach its real objective. IOC's 23 themes are 
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presented in Appendix B . 

6.3 The Influence on the Bid Process by the Bid Components 
(RQ2) 

A general communication model consists o f a message, a communicator, a channel 

and a receiver (Nowak, Carlman & Wärne ryd , 1966). W i t h i n the Olympic Host 

selection process the communication was executed by the offered b id components 

and the receiving IOC members. 90 b i d components o f four types were identified: 

Messages, two types o f communicators (messengers and other actors) and channels. 

They are all presented in the Appendix C. 

The bids were formulated as messages, describing how the total organization o f the 

Olympic Winter Games was planned. 50 messages were identified. 

The messengers executed the marketing work fo r the bidder. They delivered the b id 

messages to the IOC members as wel l as to the other actors and channels o f the b id 

process. A messenger was a person or an organization that the bid committee 

directed to act i n the interest o f the bidder. They all came f rom the bidders' 

countries, and they were all personal to the bidders, i.e. no bidder was able to use the 

others' b id workers, mayors, ambassadors, etc. 15 messengers were identified. 

The 'other actors' influenced the process by their views and activities without acting 

as the bidders' messengers. They came mostly f r o m the IOC or belonged in some 

other way, to the Olympic movement. I t was possible fo r the bidders to influence 

them but not to control them. 17 actors o f these qualities were identified o f which 

one also was a messenger. 

Different channels brought messages to the actors in the b i d process. It was possible 

for the bidders to influence them and i n some cases to direct them. Nine channels 

were identified. 

6.3.1 Messages 

The results from the archive study indicate the fo l lowing categorization o f some 

messages' influence on the IOC members' choice o f host for Winter Olympics. 

The very important messages 

Fair distribution o f the Games. 

(64% o f the host selections for the Winter Olympics and 92% for the Summer 

Olympics fo l lowed this principle.) 

Being the country where the modem Olympic Games started, i.e. France. 

Not important messages 

The b id city had applied several times 
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The b id country had won many Olympic medals 

The bidder is a G7 country 

The b id country participated in the establishment o f the modern Olympic Movement 

(except for France). 

Nothing in the participant-observation smdy or the archive smdy indicates that any 

one o f the finalist cities would have been a choice against IOC's objectives. On the 

contrary, the Evaluation Commission considered all four finalist cities as approved 

organizers o f the 2002 Winter Olympics. 

However, Salt Lake City was considered the best strategy. I t is therefore probable 

that the 54 IOC members who voted fo r Salt Lake City fo l lowed the course o f action 

outlined by the Evaluation Commission. However, according to the interviews w i t h 

the representatives of all four finalist b id committees and o f the information from 

the investigations about the bribery allegations o f Salt Lake City there may also 

have been other motives for selecting Salt Lake City. I n summary, 46 votes may 

have been more or less based on motives such as: 

• The IOC member was from the b i d country 

• Other special relations between the IOC member and the B i d Country 

• Friendship between the IOC member and a B i d Committee member 

• Political reasons 

• Mi l i t a ry reasons 

• Trade embargo 

• Gif ts o f sports equipment to IOC members' countries 

• Free scholarships to IOC members' children 

• Free expensive hospital treatments to IOC members and their relatives 

• Cash payment to an IOC member via real-estate transactions 

• Economic support o f a mayoral campaign o f an IOC member 

• Economic contribution to an IOC member's foundation 

• Employment to a relative o f an IOC member 

Individuals and organizations may influence the voting IOC members by their way 

o f acting and being. We w i l l now analyze who these persons and organizations are. 

6.3.2 Messengers and Other Actors 

The influential actors may have l imited the IOC members' freedom o f choice in one 

way or another. I n chapter 2 the defini t ion evolved o f freedom o f choice was 

Freedom of choice exists when an individual has two 

or more alternative courses of action available to 

him/her, and he/she has the power to resist the actual 

external compulsion to choose a particular alternative 

The capacity for l imi t ing other people's freedom o f choice was described as a 
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possession o f one o f f ive powers; the reward power, the coercive, the attraction, the 

expert and the status power. 

The rewards w i th in the IOC consist o f being elected to positions o f president, vice 

presidents and to be members o f the executive board. The fo l lowing persons have 

the position to propose a person successfully to those offices: 

The IOC President, the IOC vice Presidents, the other members o f the executive 

board, the presidents o f A N O C , o f the three strong international sports federations o f 

Athletics ( I A A F ) , Football (FIFA) and Ski FIS), and the president o f the General 

Association o f the International Sports Federation (AGFIS) . 

A coercive power might be executed wi th in the IOC by not proposing IOC members 

to offices, by proposing to expel them f r o m the IOC, and by not supporting them 

morally or economically when such a simation is called for. The same people as are 

i n the position o f executing the rewards possess this coercive power. 

Attraction power. Attraction is to a certain extent a personal quality but probably 

also something based on a possession o f reward and coercive power. I f so, attraction 

power has then the same persons as those w i t h coercive power and some individual 

IOC members who are attractive not because o f their positions but o f their personal 

qualities. Several o f the latter w i l l , however, sooner or later be appointed to the 

offices which grant them reward and coercive powers. 

The importance o f expert power increased at the IOC by its appointment o f an 

Evaluation Commission and an Electoral College (called Selection College at the 

ensuing host selection processes) consisting o f different experts in athletics, sports 

organizing, f inancing and environmental care. The members o f the Evaluation 

Commission, the Electoral College, the various Commissions and o f the 

International Sports Federations (IFs) then possess expert power. The IFs approvals 

o f the arenas are necessary conditions fo r the candidate cities to meet IOC's 

requirements. 

Status power is held by the members o f royal families, o f prominent persons in 

business and politics and by those holding the powers o f coercion, attraction and 

expertise. 

The results f r o m the archive smdy indicated strongly that the IOC President was the 

most influential person i n the host selection process. 

During the b i d process fo r the 1994 Olympic Winter Games, discussions were 

held regarding the extent o f influence on the IOC members' b id choices by 

Horst Dassler and bis companies, Adidas and ISL (International Sports and 

Leisure). A t the time o f this smdy, Dassler was no longer l iv ing . The question 

now was whether Adidas, ISL or Horst Dassler's son, who succeeded h im in 

business, w o u l d continue to influence the sports wor ld . No such action was 

identif ied during this study. However, i f i t were, i t wou ld probably have taken 

place behind the scenes. 
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6.4 Other Factors' Influence on the Bid Process (RQ3) 

There were also other factors that determined whether a b id was chosen or not. The 

IOC members' use o f decision rules might have been such a factor. The cultural 

differences o f the IOC members are another. Finally, the b id committees' different 

activities and resources i n time and money may also have contributed to how the 

final b id choice was made. 

6.4.1 Decision Rules 

Axelrod suggested in section 2.2 that decision-makers make their final decision by 

selecting one o f three strategies: 

(1) game theory such as risk-taking or the concept o f ut i l i ty ; 

(2) decision theory which is governed by decision mles; or 

(3) deterence theory such as manipulation o f images, ends-mean links and bounded 

rationality. 

O f all decision rules defined by Galhofer and Saris (1989), an IOC member w i l l 

probably consciously or subconsciously use two. The IOC members w i l l probably 

consider many aspects o f the bids. This is possible to do wi th in the decision rule o f 

'Addi t ion o f Ut i l i t ies ' since the Evaluation Commission's report al lowed a 

quantification to be made o f the host candidates' many qualifications. B y summing 

up the utilities o f each aspect per strategy and then by selecting the strategy w i t h the 

highest total score, the decision-makers make use o f this rule. 

When using the 'Addi t ion o f Ut i l i t ies ' mle the IOC members wou ld most probably 

have arrived at the same conclusion as Huba (1995:1) did. They would have ranked 

Salt Lake City as the first city, Ös te rsund the second, Quebec the third and Sion the 

fourth. Now we know that Sion d id not end on fourth place but shared the second 

place wi th Östersund. Instead Quebec got the fewest votes. Another decision rule 

may explain this. 

According to Bonoma & Zaltman (1982), purchasing agents strive to minimize the 

social and fiscal risks i n the purchase o f a new product or service. This method was 

also applied at Olympic host selections according to King (1991, p.43), who was the 

chairman of Calgary's b id committee for the 1988 Winter Games. A n experienced 

IOC member i n Japan advised K i n g : "You must do only two things: first, you must 

have the support o f the people; and second, you must have no problems." I f an IOC 

member wished to minimize the problems o f a fumre Games, he could question the 

risks involved i n the different bids. This may have led to an IOC member discussing 

the fo l lowing 'risk-avoiding' scenario: 

" I f Quebec were to be eliminated, the IOC could hardly be accused o f unfair conduct 

towards Canada, since Calgary was awarded the Winter Olympics in 1988, just 
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seven years earlier. Furthermore, the impending election for a separation o f the 

province o f Quebec f r o m Canada implies many risks. Which legal body wou ld f u l f i l 

the governmental financial guarantees given i f such a separation took place? H o w 

w i l l custom and immigration formalities be handled? Is i t even possible to believe 

in any o f the promises given by the Quebec bid committee after a separation? 

Furthermore, the environmental impact o f Quebec's proposed and still incomplete 

downhil l arena has not been f u l l y assessed. I f Quebec were to be selected, there may 

be a risk that the environmentalists could accuse the IOC o f damaging their land. 

From the point o f view o f risk avoidance, i t would be best not to award the Games to 

Quebec. 

I f Sion were to be selected, there would be a risk o f repeating a part o f the 

unfortunate experience f r o m Albertvi l le . The latter Games was acknowledged not as 

a united Games but as several wor ld championships due to the many long and time-

wasting journeys between the arenas. The Sion b id offered a bob and luge arena 

five-six hours' drive from Sion. Furthermore, Sion proposed three Olympic Villages, 

which means that all the athletes w i l l not be able to live together. This is contra the 

basic idea o f the Olympic Games. 

However, to not award the Games to Sion may disturb the good relations w i t h the 

authorities o f Lausanne and Switzerland where the IOC off ice is situated. Today, the 

Swiss authorities very we l l treat the IOC in both financial terms and i n terms o f 

relations on the top personal level. The IOC has been, for example, exempted from 

direct federal tax since 1981. The risk o f reducing good relations is probably very 

small but has to be considered. 

Not to select Östersund on Sweden's tenth attempt to organize the Winter Olympics 

does not imply any risk. Lillehammer in the neighboring country was awarded the 

Games as late as 1994, just one year ago. To select Östersund may be a risk since i t 

would mean once again meeting the journalists from Scandinavia, as was a bad 

experience from Lillehammer. 

To select Salt Lake City wou ld constitute no risk. It would be in accordance w i t h the 

Evaluation Commission's opinion. Furthermore, the IOC has had repeated 

negotiations w i t h the strong US Olympic Committee about the latter's demand for 

higher revenues from the IOC. To give the Winter Olympics to Salt Lake City may 

satisfy them a bi t and hopeful ly ease its pressure on the IOC. 

The risk o f being criticized for awarding the Winter Olympics to a US city for the 

f i f t h time is o f minor importance, and likewise the fact that the Summer Games w i l l 

be organized by the US city o f Atlanta in a year's time. USA is not just one country -

it is a federation o f many states. 

The winner o f the Olympic Winter Games is later to appoint an Olympic 

Organization Committee to lead the implementation o f the Games. Salt Lake City is 

the only bidder that has already appointed this organization, namely the same as for 

the bidding: the B i d Committee. This means that a choice o f Salt Lake City reduces 

another element o f uncertainty." 
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This way of using the "Risk-Avoiding' rule ranked Sion higher than did the 'Addition 

of Ut i l i t ies ' rule . Furthermore, i t ranked Östersund and Quebec lower. Salt Lake City 

was once more considered as the best choice. 

6.4.2 Culture Differences 

The cultures o f the IOC members are of a very great variety and compose a sort o f a 

minefield to the bidder. A careless move i n that f i e ld could be devastating for the 

bid. The study indicated that the bid people should act humble, respectful and wi th 

great discretion when approaching and dealing wi th the IOC members. As referred 

in section 2.4.3.1 Harding found that this might be a proper general advice to be 

used among purchasing people. Harding's interviews wi th 181 US executives 

showed that they preferred to buy f r o m suppliers who showed them respect and 

personal consideration, and who did extra things for them. However, the impact 

from cultural differences on the IOC members' b id choices has to be further studied. 

6.4.3 Bidding Frames 

The B i d Committees' activities influenced the evolvement of the process too. These 

activities were dependent on the frame wi th in which they were allowed to act. One 

part o f this frame was made by the IOC and was the same for all candidate cities. 

The other part was different for all host candidates and was l imited by their 

principals. In order to understand the causes behind the evolvement o f the process 

some of the B i d Committees' activities w i l l now be analyzed. 

Time Resources 

A l l winners o f the three latest host selections for Olympic Winter Games started 

their marketing activity immediately after the host selection o f the previous Winter 

Olympics. This made them able to engage i n 4 years o f campaigning. So did the 

winning city o f Salt Lake City which then had more than twice as much time to 

promote its candidacy than the cities that ended up i n second place, Östersund and 

Sion. 

Financial Resources 

The four finahst candidates possessed very different financial funds for their 

marketing. The sizes o f these funds were only to a certain extent reflected on the 

voting result as can be seen i n Table 6.2. 
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Table 6.2: Marketing funds and number o f votes 

Marketing fund No. o f votes 

U S D m i l l i o n 

Salt Lake City > 14 54 

Östersund 2 14 

Sion 3.7 14 

Quebec 8 7 

IOC Members' Visits to the B i d Cities 

This was the f irs t time most o f the IOC members visited Quebec and Sion in their 

capacity of host candidates. From the number of visitors to each city i t is d i f f i cu l t to 

ident i fy any correlation wi th the voting result as can be seen in Table 6.3. 

Table 6.3: Number of visit ing IOC members and number of votes. 

No. o f visits No. o f votes 

Salt Lake City 65 54 

Östersund 46 14 

Sion 68 14 

Quebec 62 7 

B i d Committee Visits to the IOC Members 

The candidate city representatives were permitted to visit the IOC members at their 

homes on certain conditions. The voting result confirms the indication f r o m the 

participant-observation smdy that i t was important to send mainly the prominent 

people o f the bid committee to visit the IOC members. 

Languages 

W i t h the exception o f only one Spanish edition o f a newsletter Salt Lake City 's b id 

committee used only one language i n its newsletters and f ina l presentation while all 

the other finalist cities used more than one. Considering the election result this did 

not prevent a great majori ty of the IOC members f rom preferring Salt Lake City. 

T iming 

Several IOC members argued that they did not make up their minds unt i l the final 

presentation o f the host candidates were made. However, this has to be further 

investigated. 

6.5 Further Research 

The findings o f the impact on the IOC members f r o m the observed messages, 

messengers, other actors and channels during this study are only the result of one 

action research of a single case and o f an archive study. These evaluated b id 

components were few in number and, moreover, randomly observed without any 
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possibility o f evaluation on a jo in t scale. In order establish validity, these results 

must be compared wi th results from further studies. The list o f the 90 b id 

components observed i n this study, and presented i n the Appendix C, could f o r m the 

base o f a questionnaire for this further research. 

Three more smdies are needed to be done in order to answer the ultimate 

research question of the Olympic bid processes: "From the perspective of the 

IOC members, how should a b id to host the Olympic Winter Games be 

formulated and communicated to w i n their support?" 

A f irs t smdy should deal wi th the bidders' views o f how they believed the I O C 

members were influenced by the different bid components i n their decision-makings. 

This smdy would help to make a platform from which the reliability o f the ensuing 

study o f the IOC members' views could be evaluated. The research question (RQ) o f 

the study can be formulated as fol lows: 

R Q 1 : From the perspective o f the bidding cities, how should a b id to host the 

Olympic Winter Games be formulated and communicated to w i n the support o f 

the I O C members? 

The second study should examine the views o f the IOC members about the influence 

of the b id components on their decision-makings. Since the f ina l selection o f the 

bids is made through individual decision-makings, the preferences o f individual IOC 

members or segmented groups o f them would also be valuable to know. This could 

be examined by matching the preferences o f the IOC members w i t h their 

demographic and cultural identifications. A further identification of the b id 

components' influence should be possible to do by examining at what stage o f the 

process the IOC members made up their minds. This leads to the second research 

question: 

R Q 2 : H o w should, according to the IOC members, a bid to host the Olympic 

Winter Games be formulated and communicated in order to be selected by 

themselves? 

I n order establish validity a third study should compare the results from the two 

smdies o f the bidders' and the I O C members' evaluations o f the b id 

components. B y testing the hypothesis (H) this issue might be enlightened: 

H : 'The better f i t between the bidder's and the IOC members' perceptions o f the 

b id offers, the greater the chance the bid has o f winning ' . 

This smdy might help us to answer the ultimate research question of all these 

smdies: 

R Q 3 : H o w should a b id to host the Olympic Winter Games be formulated and 

communicated to w i n the support by majori ty of the IOC members? 
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Appendix A 

Host Candidate Cities 

A city is here considered a candidate i f i t has applied and remained in the contest 

unt i l the election day, or w i th regard to the 2002 and 2004 Games the finalist 

selection meeting. A l l cities are presented in ranked order. Consequently the first 

city fo r each year (written i n bold letters) was the selected host city. 

The 1896 to 2004 Olympic Games 
1896: Athens 
1900: Paris 
1904: St Louis, Chicago 

1908: Rome (withdrew and London took over) 

1912: Stockholm 
1916: Berl in (cancelled) 

1920: Antwerp 

1924: Paris, Amsterdam, Los Angeles, Barcelona, Rome, Prague 

1928: Amsterdam, Los Angeles 

1932: Los Angeles 
1936: Berlin, Barcelona 

1940: Tokyo, Helsinki (cancelled) 

1944: London, Rome, Detroit, Lausanne (cancelled) 

1948: London, Lausanne, Baltimore, Los Angeles, Minneapolis, Philadelphia 

1952: Helsinki, Los Angeles, Minneapolis, Amsterdam, Detroit, Chicago, 

Philadelphia 

1956: Melbourne, Buenos Aires, Los Angeles, Detroit, Mexico City, 

Minneapolis, Philadelphia, Chicago, San Francisco 

1960: Rome, Lausanne, Detroit, Budapest, Mexico City, Brussels, Tokyo 

1964: Tokyo, Detroit, Vienna, Bmssels 

1968: Mexico City, Detroit, Lyon , Buenos Aires 

1972: Munich, Montreal, Madrid , Detroit 

1976: Montreal, Moscow, Los Angeles 

1980: Moscow, Los Angeles 

1984: Los Angeles 
1988: Seoul, Nagoya 

1992: Barcelona, Paris, Brisbane, Belgrade, Birmingham, Amsterdam 

1996: Atlanta, Athens, Toronto, Melbourne, Manchester, Belgrade 

2000: Sydney, Bei j ing, Manchester, Berl in, Istanbul 

2004: Athens, Rome, Cape Town, Stockholm, Buenos Aires, Istanbul, 

St Petersburg, Seville, Rio de Janeiro, San Juan, L i l l e 
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The 1924 to 2006 Olympic Winter Games 
1924: Chamonix 
1928: St Moritz, Davos, Engelberg 

1932: Lake Placid, Bear Mountains, Denver, Duluth, Minneapolis, 

Yosemite Valley I , Yosemite Valley I I 

1936: Garmisch-Partenkirchen 

1940: Sapporo (cancelled) 

1944: Cortina, Montreal, Oslo (cancelled) 

1948: St Moritz, Lake Placid 

1952: Oslo, Cortina, Lake Placid 

1956: Cortina, Montreal, Colorado Springs, Lake Placid 

1960: Squaw Valley, Innsbruck, Garmisch-Partenkirchen, St Mor i tz 

1964: Innsbruck, Calgary, Lahtis 

1968: Grenoble, Calgary, Lahtis, Sapporo, Oslo, Lake Placid 

1972: Sapporo, Banff , Lahtis, Salt Lake City 

1976: Denver, Sion, Tammerfors, Vancouver (Denver withdrew and Innsbruck took 

over) 

1980: Lake Placid, Vancouver 

1984: Sarajevo, Sapporo, Gö tebo rg 

1988: Calgary, Falun, Cortina 

1992: Albertville, Sofia, Falun, Lillehammer, Cortina, Anchorage, Berchtesgaden 

1994: Lillehammer, Östersund, Anchorage, Sofia 

1998: Nagano, Salt Lake City, Östersund, Jaca, Aosta, Sotji 

2002: Salt L a k e City, Ös tersund, Sion, Quebec, Graz, Jaca, Poprad-Tatry, Sotj i , 

Tarvisio 

2006: Turin , Sion, Helsinki , Poprad Tarry, Zakopane, Klagenfurt. 

Remarks: 
1924: Chamonix was not really a candidate since its international winter 

competitions i n 1924 were appointed retroactively as the first Olympic Winter 

Games. 

Before 1944 the Winter Games were awarded without any competition as a bonus to 

the country that the same year was awarded the Summer Games. The reason why 

three Swiss cities applied fo r the 1928 Winter Games was that the Netherlands 

abstained from organizing i t . Seven US cities applied fo r the 1932 Winter Games 

since the Summer Games the same year had been awarded to the US city o f Los 

Angeles. Since 1960 these national US contests were later on executed wi th in the 

U S A and not i n front o f the IOC. 
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Appendix B 

The I O C Evaluation Commission Themes 

The IOC Evaluation Commission's evaluation o f the bids was organized in 23 
themes. They were (41 , pp. 29-99): 

1 National and regional characteristics covering the political situation, next 

elections, major topics o f debate on national level, diplomatic relations, 

economic resources o f the country, support to the bid, the region's degree o f 
autonomy. 

2 Candidate city characteristics 

Political sitaation, degree o f autonomy, next elections, major topics o f debate, 

major economic resources o f the city, financial simation, profi t and loss 

account, support to the bid, polit ical opinions about holding the Olympic 

Winter Games, results o f polls and referenda, opposition groups, expected 
benefits o f the Games. 

3 Legal aspects 

Respect o f the Olympic Charter, legal entity responsible for b id and fo r 

organizing the Games, financing, organization o f the B i d Committee, Olympic 

Mark protection, resolving legal disputes, pr ior agreements, languages. 

4 Meteorological conditions 

Altitude, temperature, winds and snow coverage statistics. 

5 Environmental protection 

Guarantees, impact assessments, organization, awareness, technology, 

treatment o f wastewater and solid waste, energy management, transportation. 

6 Customs and immigration formalities 

Immigration and entry visas regulations, health and vaccination regulations, 

importation o f weapons, drugs, foodstuffs, photographic and audio-visual 
equipment. 

7 Security 

Crime rates, risk analysis, responsibility, type o f security, experience o f major 
sports events, guarantee. 

8 Medical/Health services 

System, health statistics, hospital resources, the national insurance system, 

water and air quality, epidemiological resources, teaching hospitals, legislation, 

doping legislation, investment in health care facilities, investment guarantee, 

first-aid, plans for evacuation, doping checks, distance and travelling time to 
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the hospital, recruitment and training o f personnel. 

9 Program o f the X I X Olympic Winter Games 

Guarantee, proposed period, general schedule, agreements w i th IFs, Paralympic 

Games. 

10 General sports organization 
Sites, geographical location, current state o f sites, constmction work, finance, 
guarantee o f use, agreements wi th IFs, advertising i n competition sites, test 

events, human resources, sports experience, IF congresses. 

11 Sports 
Venues, location, current state o f venues, negotiations w i th IFs, post-use o f 
venues, detailed plan, capacity o f venues, competition schedule. 

12 Ceremonies 
Opening and closing o f the Games, opening o f the session, welcome at the 

Olympic Village, awards, the Olympic Flame relay. 

13 Olympism and culture 

Promotion o f the Olympic ideal through communications and educational 

programs, culture programs before and during the Games, budget, exhibition 

fo r the Olympic Museum in Lausanne. 

14 Youth camp 
Site and location, capacity, duration, share o f the costs, services and activities. 

15 Accommodation 
for athletes, officials, IOC, IFs, NOCs judges, referees, media, sponsors, 

volunteers, local staff, police and security personnel. 

16 Olympic Vil lage 
for the athletes, team leaders and service personnel, NOCs. 

17 Transport 
to the organizing country, its city and arenas. 

18 Telecommunications 
Telephone, data, video and audio channels, cable television, local radio, mobile 

telephone, M O B I T E X , Minica l l , radio frequencies. 

19 Information technology 
Functions supported, design, resources, stmcture. 

20 Media center 
M a i n Press Center, International Broadcast Center, press sub centers, post-
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Olympic use, technical services, experience o f international transmissions, host 
broadcaster. 

21 Finance 

Guarantees, price control, post-olympic use o f venues, state o f constructions, 
budget. 

22 Marketing o f the Olympic Winter Games 

N O C and Games marketing, ticketing, coin program, lotteries 

23 Guarantees 

25 guarantees from the government, region, city, b id committee, IFs, land 

owners, hotels, transporters, broadcaster. 
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Appendix C 

Bid components identified at the host selection process for the 
2002 Olympic Winter Games 
Messages, 50 items 

1. National and regional characteristics 
2. Candidate city characteristics 
3. Legal aspects 

4. Meteorological conditions 
5. Environmental protection 

6. Custom and immigration formalities 

7. Security 

8. Medical/Health services 

9. Programme o f the Games 
10. Sports organization 

11. Sports/arenas 

12. Ceremonies 

13. Olympism and culture 

14. Youth camp 

15. Accommodation 

16. Olympic village 

17. Transportation 

18. Telecommunications 

19. Information technology 

20. Media center 

2 1 . Finances 

22. Marketing o f the Olympic Winter Games 

23. Guarantees 

24. Compact Games 

25. One Olympic village instead o f two 

26. Alt i tude differences Olympic village/arenas 

27. Support for the b id in the candidate country 

28. Fair distribution o f the Games 
29. The cost level o f the candidate country 

30. Promise to leave legacies to the sports wor ld 

31 . Free transportation to the Games for all athletes 

32. A promise to take good care o f the Athletes 

33. The quality o f the IOC hotel during the Games 

34. The b i d country is a powerful G7 country 

35. Many applications for the Winter Olympics 

36. A n expressed desire to host the Olympics 

37. A n expressed desire to co-operate w i t h the IOC 

38. The remedy o f less good experiences from previous Games 

39. The selection o f previous Summer Olympic host 

40. The b id city was geographically close to the IOC member's country 
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4 1 . The culture o f the b id city was similar to the IOC member's country's 

42. The candidate country had w o n many Olympic gold medals 

43. Support o f the equality women/men 

44. Participation in the Olympic Movement a long time 

45. Economical support o f the Olympic Movement 

46. Subsidies to underdeveloped countries 

47. Fol lowing IOC's marketing mles for b id committees 

48. The bid president had a prestigious position i n his country 

49. The b id president had become a fr iend o f yours 

50. The b id committee's care o f you during the b id process 

Messengers, 15 items 

51 .The wi fe o f the b i d president 
52. Non-white people i n the b id committee 

53. A small, pretty gi r l athlete in the presentation team 

54. A n Olympic gold medallist i n the presentation team 

63.Other IOC members ( in the b id country) 

69. B i d committees 

77. The b id country's royalty 
78. The President/Prime minister o f a G7 country 

79. The President/Prime minister o f a small country 

80. The b id country's ministers 
81 . The b id country's ambassadors 

82. The b id city governor 

83. The b id city mayor 
84. The b id committee chairman and president 

85. Campaign workers 

Other actors, 17 items 

56. AGFIS President 

57. A N O C President 

58. A N O C A President 

59. F IFA President 

60. FIS President 

61 . I A A F President 

62.IOC President 

63.Other IOC members 

64.The IOC member's wife/husband 

65.IOC staff 
66.0ther countries' National Olympic Committees 

67.International Federations 
68.Athletes f r o m other countries 

73. Evaluation Commission 

74. Electoral College 

75. T V Networks 
76. The IOC member's national politicians 
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Channels, 9 items 

55.The final presentation made in more than one language 

70. Public opinion 

71 . Sport Intern 

72.Other media 

86. Newsletters, brochures, videos, sound tapes 

87. Presents, souvenirs 

88. The IOC member's visits to the b id cities 

89. Presentations at sessions 

90. Final presentation 
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Using an archive study and a survey, the authors have examined how the bid committees of the four finalist 
cities formulated and communicated their bids for selection as hosts to the 2002 Olympic Winter Games. 
The aim was to identify the bidders' views regarding the appropriateness of the messages and messengers 

chosen, the other actors involved, and the channels of communication selected in order to win. The response 
from the winner. Salt Lake City, indicated that messages with little or nothing to do with the organizing of 
the Olympic Winter Games were of almost equal importance to those describing the implementation of the 

proposed Games. Compared to the other bidders, Salt Lake City considered the nonverbal components 

consisting of messengers, other actors, and channels to be far more influential on the choices made by IOC 
members. Only one representative of a bidding committee thought that it was very important to the IOC 

members that the candidate cities followed the IOC's bidding rules. 

Bid Decision process Mega-event Marketing Olympic Games 

The interest in hosting the Olympic Games is now 
greater than ever in Olympic history. Heads of states, 
intellectual leaders, top athletes, and professional mar
keters combine forces to solicit the support of the In
ternational Olympic Committee (IOC) for their candi
date cities and their bids. In the mid-1990s the annual 
turnover for these marketing campaigns totaled, on 
average, US$35 mill ion, and has since increased 
(Persson, 2000). This article wi l l examine how this 
costly bidding process was carried out by four candi
date cities by studying how they formulated and com
municated their bids in order to win the contest. 

The Olympic Winter Games was established in 1924 
and, until 1992, was celebrated the same year as the 
Olympic (Summer) Games. After 1992, the Olympic 
Summer and Winter Games have alternated every sec
ond year, as have their host selection processes. Before 
1944, there were no bid contests for the Olympic Win
ter Games as they were offered, as a bonus, to the coun
try that had been awarded the Summer Olympics. 

Hosting an Olympic Winter Games is a complex af
fair that may involve the construction of arenas, roads, 
railways, telecommunication and TV communications, 
sewage systems, hotels, apartments, the organization 
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of transportation, food supply, health care, and the pro
vision of security systems for the 30,000 people invited 
and a further 200,000 spectators. Furthermore, it in
cludes the organizing of sports and cultural events for 
16 days with worldwide T V coverage. Hence, the bids 
from the candidate cities are very complex. 

Approximately 300 days before the selection the bid
ders have to comply with certain formalities and sub
mit their bids in writing to the IOC providing details of 
their proposed organization of the Games. The bid con
sists of the answers candidate cities give to a compre
hensive questionnaire from the IOC. Complementary 
information may be added to the bid until the host city 
is elected, whereupon the bid is legally binding. Once 
a bid is accepted, any change is only possible through 
renegotiation with the IOC (International Olympic 
Committee [IOC], 1995). 

With these bids as reference points, an Evaluation 
Commission of approximately 15 people appointed by 
the IOC will travel to each of the bid cities in order to 
evaluate, on site, the arrangement offered and to ques
tion the bidders with regard to any items deemed am
biguous. Thereafter, the Commission will submit a writ
ten report evaluating the technical qualities of the bid, 
which will be sent to the members of the IOC, among 
others. 

In the selection of the 2002 and 2004 Olympics, a 
rule was applied whereby i f the number of bidders ex
ceeded approximately six, an IOC selection college 
would choose four to five finalists who would then con
tinue with their marketing campaign (IOC, 1994). For 
the 2006 Olympic Winter Games the number of final
ists was reduced to two. This selection is based prima
rily on the content of the report, but the bidders are 
also given an opportunity to present their bids person
ally. In selecting the finalists, consideration is also given 
to factors other than the purely technical. 

The final phase of the bid procedure includes the mar
keting and the selection of the bid. This stage lasts ap
proximately 150 days. During this period, the bidders 
attempt to read the reactions of the IOC members while 
the process is in progress. The candidate cities, thereby, 
develop their bids further and emphasize certain aspects 
based on their interpretation of these reactions. Experi
ence gained from previous bids is exploited and i f there 
is insufficient knowledge in a particular area general 
marketing skills are applied or trained guesses used. 

The final decision as regards which city wi l l host the 
Summer and Winter Olympics is taken by the IOC mem

bers. The final selection of the host city is based on a 
secret ballot procedure. After each round of voting, the 
candidate with the fewest votes is eliminated. Voting 
continues until one candidate city has received more 
than 50% of IOC votes. At previous host elections, the 
IOC members were informed of the results of the pre
ceding round. However, in 1992, this procedure was 
changed by the IOC, so that votes were cast without 
any previous knowledge of the foregoing voting results. 
The IOC members were only notified which city had 
been eliminated after each round. 

Much of the research on mega-events has dealt with 
their impacts on the tourism and the economies of the 
hosts. Brunet (1993) and de Moragas and Botella 
(1995) , for example, have explored the economic con
sequences of the 1992 Olympic Games in Barcelona. 
Spill ing (1994, 1997) has studied the long-term 
postevent implications of the 1994 Olympic Winter 
Games in Lillehammer. Getz (1999) has explored strat
egies for tourism destinations while Larsson-Mossberg 
(1999) has suggested techniques to evaluate changes 
in destination image perceptions resulting from mega-
events. Andersson (1999) has proposed a model for the 
economic trickle-down effects of mega-events. 

Journalists, bid committee presidents, and two mem
bers of the IOC have given anecdotal evidences of bid 
campaigns and of the staging of Summer and Winter 
Olympics. Ueberroth, Levin, and Quinn (1985) have 
described the 1984 Summer Games in Los Angeles. 
Eggertz and Hedlund (1987) have revealed the story of 
Falun's campaign for the Winter Olympics. Mathisen 
(1990) has described the Lillehammer bidding. King 
(1991) has told the inside story of the Calgary Olym
pics. A biography of the IOC president by Miller (1992) 
included reflections about the process of host bidding. 
Pound (1994), a member of the IOC, has unveiled the 
secret negotiations behind the 1998 Olympic Games in 
Seoul. McGeoch and Korporaal (1995) have chronicled 
the winning campaign for the 2000 Olympic Games in 
Sydney. Simson and Jennings (1992) and Jennings 
(1996) have accused the Olympic movement, the IOC, 
and its members of unethical behavior. Kim (1999) has 
stated his views regarding Seoul's bid campaign and 
implementation of the 1988 Olympic Games. 

However, there has also been some academic research 
related to the bidding and the election of the host for 
mega-events. Widlund and Lyberg (1991) have sum
marized the election results and some background in
formation for all the Olympic Games from 1896 to 
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1998. Hiller (1999) has described the strategy employed 
by Cape Town in its bid for the 2004 Olympic Games. 
Keller (1999) has discussed the considerations behind 
the shaping of Sion's campaign for the 2006 Olympic 
Winter Games. However, no previous research has at
tempted to discover the bidders' conceptions of how a 
successful bid should be formulated and communicated. 
This is the first research undertaken in this area. 

Research Question 

The case studied was the host selection process for 
the 2002 Olympic Winter Games on the grounds that 
one of the authors had unique access to the entire pro
cess, being the leader for Östersund, the Swedish Can
didate City. In this capacity he was able to participate 
in the bid process to the final selection, which gave 
him access to the actors involved. 

This access made it possible to identify the structure 
and the bid components of the bid process in an 18-
month period of participant-observation study. The 
study illuminated the dynamics behind the bidding and 
discussed the possible use of rationality, freedom of 
choice, and decision rules at the IOC members' deci
sion-makings. It was complemented with an archive 
study of the elections for all Olympic (Summer) Games 
hosts from 1896 to 2000 and Olympic Winter Games 
hosts from 1944 to 1998. The participant-observation 
study showed that the process of selecting the host for 
the 2002 Olympic Winter Games greatly resembled a 
purchase/sale, business-tc-business transaction of prod
ucts. The principal deviation from this pattern was the 
final selection of a candidate city, which, in this case, 
took the form of 89 individual decisions given by a 
secret ballot (Persson, 2000). 

We know how the IOC Evaluation Commission 
graded the qualities of the bid documents describing 
the bidders' proposals to organize the Olympic Winter 
Games in 2002. Based on these evaluations, Huba 
(1995a), a well-informed journalist, ranked the bids as 
follows: 1. Salt Lake City (US), 2. Östersund (Swe
den), 3. Quebec (Canada), and 4. Sion (Switzerland). 
However, the Evaluation Commission was not the bid 
selector and the bidding process included many more 
components for consideration by the decision-making 
IOC members. The purpose of this article is not to make 
a qualitative judgement on the bids but to identify the 
issues bidders thought would influence the IOC mem
bers in making their choice. 

From the bidders' selections of bid components, it 
should be possible to discern why the marketing in
vestments of each bidder gave such different returns. 
The total funds for marketing Salt Lake City amounted 
to US$14 million, for Quebec US$8 million, for Sion 
US$3.7 million, and for Östersund US$2 million. Salt 
Lake City received 54 votes, Östersund and Sion both 
14 votes, and Quebec 7 votes. This means that for each 
vote received Quebec paid US$1.1 million in market
ing costs, Salt Lake City US$0.3 million, Sion US$0.3 
million, and Östersund US$0.1 million (Persson, 2000). 

However, the impact a message has on the receiver is 
dependent on more than its verbal formulation. The quali
ties of the messenger also contribute. Mehrabian's (1981) 
smdies of the feelings receivers experience of the differ
ential importance of verbal vs. nonverbal cues show that 
the total feeling of a communication consisted of 7% 
verbal feeling, 38% vocal feeling, and 55% facial feel
ing. Several authors have confirmed this lesser effect of 
verbal communication compared to nonverbal means of 
expression. Mehrabian's studies focus on the personal 
voices and body languages of the messengers. 

In this smdy we wil l explore the significance of the 
actors more generally, dealing with such questions as 
their influence on the receivers in the bid process. The 
problem we are dealing with can be formulated as fol
lows: From the perspective of the bidding cities, how 
should a bid to host the Olympic Winter Games be for
mulated and communicated to win the support of the 
IOC members? 

Methodology 

Bidding constitutes a communication process be
tween the actors involved. A general communication 
model consists of a communicator, a message, a chan
nel, and a receiver (Nowak, Carlman, & Wämeryd, 
1966). In his two previous studies Persson (2000) iden
tified these components as they arose during the bid
ding process for the 2002 Olympic Winter Games. Two 
types of communicators were noted: messengers and 
other actors. In these previous studies, the effect of some 
bid components was also noted but they were few in 
number and, moreover, randomly observed with no 
means of mutual evaluation. In order to ascertain the 
bidders' evaluations of all the bid components, an 
archive study and a survey were carried out, the results 
of which are presented in this article. These results have 
been used as starting points for discussions of the quali-
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tative information obtained during the two previous 

studies. 

Archive Study 

The object of the archive smdy was to evaluate the 
bidders' rankings of previously identified bid messages 
(Persson, 2000) in relation to their assumed effect on 
the choice of bids made by IOC members. The study 
constituted an analysis of video recordings from the 
bidders' final presentations to the IOC members on 16 
June 1995 in Budapest. The choice of this event was 
motivated by the marketing stams of bidding cities. At 
that point, all bid committees had reached the top level 
of their marketing experience as host candidates. The 
public, newspapers, and TV channels had scrutinized 
their activities for 18 months. The arguments to be 
marketed and the ways of presenting them had been 
tested and evaluated, the most important of them hav
ing been selected for the final presentation. Hence, from 
the perspective of the bid committees, their most influ
ential messages were to be found right there. 

The underlying assumption behind the smdy of these 
final presentations was that the longer and more fre
quently a message was exposed by the bidder the greater 
importance the bidders felt it to have for the IOC mem
bers. The method of measurement involved the repeated 
smdy of the video recordings of the bidders' final pre
sentations and calculating every message delivered, 
whether presented live or via a video, in terms of length 
in time and number of exposures. 

In analyzing the messages, Hill's (1993) model has 
been adopted. Hil l states that when a customer evalu
ates a bid he/she first checks whether the offer includes 
certain basic requirements, which he calls "qualifiers." 
The customer wil l make a final choice only from the 
bids that include these qualifiers. According to Hi l l , 
there may also be "order-losing qualifiers." I f these re
quirements are not included in the bid the customer 
will immediately reject the offer. In order to win a bid
ding contest, the bidding package must also include an 
offer that differentiates that particular bid from others 
and provides the decision-maker with rational support 
for his/her choice. Hi l l refers to offers fulfill ing these 
criteria as "order-winners." Hill's terminology applies, 
first and foremost, to the marketing activities of manu
facturing companies. 

Order-winners for manufacturing companies may 
be product qualities such as brand name, packaging, 

design, price, quality, speed of delivery, and after-sales 
service. The product offered in this study is charac
terized by much more complex qualities. The quali
ties displayed by a single message such as "National 
and regional characteristics" include a summary of 
the political history of the bid country and region, a 
list of different national and/or regional parties with a 
specification of parties banned, the national and re
gional election periods for the next 10 years, a list of 
countries with which the bid country does not main
tain diplomatic relations, a description of current con
cerns and major topics of debate at national and re
gional level, the major economic resources of the bid 
country and region, economic statistics for the coun
try and the region, economic forecasts for the years 
of the Games, the support given to the candidature by 
national and regional authorities, representation of the 
authorities in the candidature, and a description of the 
degree of administrative autonomy that the regional 
political institutions enjoy in relation to the national 
institutions. 

This means that Hill 's model wil l be applied to a 
wider domain than was originally intended, which 
motivates the renaming of Hill's terms "order-losing 
qualifier" and "order-winner" to "bid-loser" and "bid-
winner" for the purposes of this study. 

The reliability of interpretation of the data from the 
archive study was improved by the following factors: 

• the archive smdy could be carried out without af
fecting the bidders being studied, 

• the final presentations expressed the combined 
views of the members of the bid committees, 

• the objects of the smdy were authentic (i.e., the 
video recordings guaranteed that the opinions stud
ied were the same as those given in the final pre
sentation). 

Survey 

The aim of the survey was to identify the bidders' 
evaluations of the impact of the messengers, the other 
actors, and channels on the IOC members. The survey 
also examined the bidders' views of all messages pre
viously identified and not only those that were exposed 
at the final presentations. This was carried out in the 
form of a mailed questionnaire. 

The respondents chosen were one leading person 
from each bid organization of the four finalist cities. 
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The reason for limiting respondents was the realization 
that representatives in subordinate positions were re
sponsible for limited areas only; thus, few people within 
each organization had the overview required for the 
purposes of this smdy. The respondent from Östersund 
was not one of the authors. 

It was decided that asking the respondents to give 
qualified responses on the basis of a scale indicating 
four degrees of influence would enrich the analysis. It 
was, however, assumed that it would be difficult for the 
respondents to grade the bid components in more de
tail. Moreover, in order to induce the respondents to 
evaluate all 50 messages and 40 actors and channels, 
the alternatives could not be too many. 

The reliability of the data compiled from the survey 
was affected by the following factors. 

• The frequency of the answers was 100% (i.e., all 
the people asked have responded). 

• One of the authors was personally acquainted with 
all the respondents and knew that they were suit
able as informants. 

• The respondents were probably influenced by their 
personal relationship with the researcher, which 
could be both positive as well as negative for the 
survey. 

• When the questionnaire was drawn up the results 
of the host selection were already known. This 
knowledge can have affected the reliability of the 
survey negatively with regard to some of the re
spondents' evaluations. A respondent from a los
ing bid could have reasons to air his/her displea
sure by depreciating the importance of certain bid 
components, and by upgrading others. The respon
dent from the winning bid could have made corre
sponding exaggerations due to his/her euphoria 
over its success. 

• The survey was carried out before the allegations 
of bribery against Salt Lake City were made pub
lic in December 1998, which meant that this af
fair did not interfere with the reliability of the 
survey. 

• The questionnaire was sent out almost 3 years af
ter the election, with the ensuing possible loss of 
memory. The time elapsed, on the other hand, may 
have modified any disappointments and exaggera
tions experienced by the respondents. 

• The respondents were asked to answer a separate 
question regarding which bid components were 

the most important to their bid choices. With the 
only exception of the IOC Executive Board, no 
respondent mentioned any component other than 
those listed in the questionnaire. However, the 
President and two vice-presidents of the 11-mem
ber Executive Board were included in the ques
tionnaire. This confirmed that at least the most 
important questions were included in the ques
tionnaire. 

Analysis and Findings 

In this article, the bidders and their bids have been 
studied in order to identify which bid components were 
considered by the bidders to have winning qualities. 
These components do not have to be the actual compo
nents that convinced one or several of the IOC mem
bers to vote for the bid. The determining factor in this 
study is that the bidders believed it to be so. 

This was Salt Lake City's second and Östersund's 
third consecutive attempt to host an Olympic Winter 
Games. Salt Lake City had campaigned once previously 
for the 1972 Games, and Sion once for the 1976 Games, 
but this was Quebec's very first application. 

The bidders commenced their marketing campaigns 
with different run-up times to the election. Salt Lake 
City started its campaign immediately after the nomi
nation of the host for the preceding Winter Games, while 
the other three bidders had to wait for political deci
sions in their municipalities. This gave Salt Lake City 
4 years to market its bid, Quebec 2.4 years, and 
Östersund and Sion both 1.5 years. The winning cities 
for the three previous Olympic Winter Games, 
Albertville, Lillehammer and Nagano, all campaigned 
4 years (Persson, 2000). 

The Messages 

The information required by the IOC in the bid is a 
description of how the bidder plans to organize the 
Olympic Games. However, the bidders have a market
ing approach to this and choose, therefore, to include 
other messages also. Thus, in the bidding process, there 
were two groups of messages: first, messages regard
ing characteristics pertaining to the organizing of the 
Olympic Games and, second, other messages. They are 
presented in Tables 1 and 2. 

The section "Guarantees" requires that the bid must 
include the necessary financial guarantees for the stag
ing of the Games. This section also demands that the 
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Table 1 

The Messages Pertaining to Olympic Games 

NoJMessage 

1. National & regional characteristics 

2. Candidate city characteristics 
3. Legal aspects 
4. Meteorological conditions 
5. Environmental care 
6. Custom and immigration formalities 
7. Security 
8. Medical/health services 
9. Program of the Games 
10. Sports organization 
11. Sports/arenas 
12. Ceremonies 
13. Olympism, culture 
14. Youth camp 
15. Accommodation 
16. Olympic village 
17. Transportation 
18. Telecommunications 
19. Information technology 
20. Media center 
21. Finances 
22. Marketing of the Winter Olympics 
23. Guarantees 
24. Compact Games 
25. One Olympic village 
26. Altitude difference of village/arenas 
27. Support of the bid in the bid country 

bid should include written approvals for all the arenas 
from the International Federations involved (IOC, 
1994). 

Furthermore, the Olympic Charter does not allow a 
combined bid between two or more countries. Only 
when it is impossible to organize certain disciplines of 
a sport in the country of the host city for geographical 
or topographical reasons can the IOC authorize an ex
ception and allow the holding of these disciplines in a 
neighboring country. This exception to the rules was 
made to allow countries without mountains high enough 
for alpine skiing to bid for the Winter Olympics. 

Consequently, "Guarantees," "Legal aspects," and 
"Single nationality" should be recognized not only as 
qualifiers but also as bid-losers. However, the IOC has 
accepted bids lacking these three components and, prob
ably as a gesture of courtesy, the IOC Evaluation Com
mission has examined these cities. This courtesy on the 
part of the IOC has induced several cities to apply with 
combined bids. Large amounts of money have, in this 
way, been spent in vain because such bids have never 
succeeded. 

Table 2 

The Messages Not Pertaining to the Olympic Games 

No./Message 

28. Fair distribution of the Games 

29. The cost level of the bid country 
30. Leave legacies to the sports world 
31. Free transportation of the athletes 
32. Consideration of the athletes 
33. The IOC hotel during the Games 
34. The bid country is a G7 country 
35. Many previous bid applications 
36. Desire to host the Winter Olympics 
37. Desire to cooperate with the IOC 
38. Remedy bad experience of previous Games 
39. Choice of previous Summer host 
40. The bid city was geographically close 
41. The culture of the bid city was similar 
42. The bid country had won many Olympic medals 
43. Support of the equality women/men 
44. Participation in Olympic movement a long time 
45. Support of the Olympic movement economically 
46. Subsidies to underdeveloped countries 
47. Following IOC's marketing rules 
48. The bid president has a prestigious job at home 
49. The bid president was a friend of die IOC member 
50. The bid committee's care of the IOC member 

The "Bid-Loser" Messages 

There were, however, formal bid components whose 
omission from the bid would result in its immediate dis
qualification. A bid application had to be submitted by the 
National Olympic Committee of the bid country. Appli
cations submitted by any other party or representative were 
not accepted A bid not accompanied by a deposit fee of 
US$100,000 suffered the same fate. This fee was later re
imbursed to all the bidders except the winner. 

The "Bid-Winner" Messages 

The bid-winner messages wil l be identified through 
an analysis of the archive study of the final presenta
tions. Each presentation took 33 to 51 minutes and was 
made just before the election. A l l presentations con
sisted of introductions of the speakers, five to ten 
speeches, and four to seven short videos interwoven in 
the presentation. 

Our assumption was that the bidders presented the 
messages they considered important for the IOC mem
bers when making their choice. The messages they 
thought were most important in influencing the IOC 
members would be repeated several times and/or for a 
long period of time. 
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Figure 1 shows the extent to which the messages of 
the four candidate cities were exposed in the final pre
sentation. The X-axis in the figure shows how many 
times the message was exposed, and the Y-axis shows 
the number of seconds the message was exposed by 
the different speakers and videos. The messages are 
marked with the number they have been assigned in 

Tables 1 and 2. 
By dividing the diagram into four quadrants, four 

groups of messages can be identified: 

1. The messages in the upper, right-hand quadrant 
were considered so important by the bidders that 
they were repeated several times and together were 
exposed for a long period of time. They have, thus, 
taken attention and time from other, less impor
tant messages. However, the bidder considered this 
to be tactically correct as this priority would best 
contribute to winning the contest. They constitute 
the bidders' perceptions of bid-winners. 

2. In the lower, right-hand quadrant are the messages 
that were exposed often but for a shorter period of 

time. These short messages were repeated often, 
but they were not considered important enough to 
win the contest by spending more time on them. 

3. In the lower, left-hand quadrant, the not or seldom 
exposed, short messages can be found. Hence, these 
messages were considered less important. 

4. In the upper, left-hand quadrant, the long and sel
dom exposed messages are located. They were con
sidered important, but not so important that they 
were worth repeating more frequently. 

Where then should the dividing lines between these 
four quadrants lie? The messages that were exposed 
once, or even twice, were considered to be important 
by the bidders. However, i f the messages were presented 
more than twice, they had to be considered very im
portant. In order not to omit any very important mes
sage, we chose to place the dividing line between two 
and three exposures. 

As can be seen in the diagrams for Salt Lake City 
and Östersund, the vertical distance between the few 
messages at the top of the upper right-hand comer and 
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the other messages is great. In these diagrams, the hori
zontal dividing line can, therefore, be placed between 
200 and 400 seconds of the combined presentation time 
without altering the status of bid-winners. In the dia
grams for Sion and Quebec, all the messages were as
sembled below the 300-second line. 

By placing the horizontal line at 300 seconds, one 
can see that Salt Lake City presented two messages that 
were located in the upper right quadrant, while 
Östersund presented one. Sion and Quebec did not sug
gest any messages of that kind. A summary of Figure 1 
is available in Table 3. The figures refer to the message 
numbers in Tables 1 and 2. 

Figure 1 and Table 3 show that Salt Lake City ex
posed two messages repeatedly and for a long period 
of time (11. Sports/arenas and 13. Olympism/culture) 
and attempted to win the Games with these spearhead
ing its final presentation. Both the messages were of 
the Olympic Games message group and were thus 
known to be important to the IOC. Salt Lake City pre
sented these messages very strongly because it was the 
only city that had already constructed most of its sports 
facilities and could promise immediate access for the 
athletes to begin training. The other three bidders would 
only build or restore most of the facilities i f they were 
awarded the Games. In their final presentation, Salt Lake 
City's chairman and president emphasized that with the 
arenas completed the financial calculations were more 
reliable. Instead of building arenas Salt Lake City could, 
therefore, concentrate on arrangements for the well-
being of the athletes. 

With regard to Olympism and culture, the bid presi
dent stated in his final presentation that the Olympic 
movement inspired the people of Salt Lake City. He 
promised that Salt Lake City now wanted to become a 
stronghold of the movement in the future. No other bid
der talked in these terms. The culmral program offered 
by Salt Lake City was a unique, captivating adventure 

set in the American Wild West with settlers, cowboys, 
and Indians. Moreover, in conformity with the other 
bidders, a national and international program of music 
and theater was presented. 

Östersund also presented "13. Olympism and cul
ture" repeatedly and for a long period of time, and it 
was placed in the upper right-hand quadrant. How
ever, the message was presented differendy by the two 
bidders. Östersund concentrated on delivering an ac
count of Sweden's historically long tradition of par
ticipation in and devoted support of the Olympic 
movement. The message, however, dealt only with past 
merits and not with what could be expected in the fu 
ture. This might have been a mistake i f the same con
clusion can be drawn here that was established in pre
vious research with regard to certain IOC members' 
attitudes towards support to the developing countries 
(i.e., past contributions had no longer any value). Only 
future support was taken into consideration (Persson, 
2000). 

Sion and Quebec had no particular message of long 
duration or frequent exposure. Instead they devoted a 
great deal of their time to issues other than their bid 
messages. Much was made of presenting the team mem
bers in detail, introducing the speakers, addressing the 
audience, praising the general importance of the Games, 
the youth, environment, and culture, and showing tour
ist-like videos of the bid city and its surroundings. In 
the case of Quebec, 23 minutes were spent on this alone, 
of which the mayor occupied 10 minutes. Sion used 21 
minutes on these points, while Salt Lake City only spent 
6 minutes and Östersund 5 minutes. 

Salt Lake City's bid-winning message, "11. Sports/ 
arenas," was also considered important by Sion, who 
repeated it three times, but only for a period of 88 sec
onds. Östersund exposed this message twice, but for 
188 seconds. Quebec was somewhat handicapped by 
this message, as its downhill arena for men had not been 

Table 3 

The Bid Conunittees' Exposures of the Bid Messages at the Final Presentations 

Long and Often Short and Often Long and Seldom 
Exposed Messages Exposed Messages Exposed Messages 

Salt Lake City 11.13 5,36,32,21,30,27 
Östersund 13 36,37,27 
Sion 36, 10, 27, 5, 7. 13, 17, 1, 2. 11. 23 
Quebec 5, 13, 23, 24, 32.36, 25 
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fully approved. Quebec exposed "Sports/arenas" twice 
for 231 seconds. 

There were 13 messages exposed by all bidders. The 
only significant short message often exposed by all four 
bidders was "36. Desire to host the Winter Olympics." 
This was merely praising the IOC and a way of giving 
it presage. 

The message " 1 . National and regional characteris
tics" was also exposed by all the bidders. However, this 
message may have been disastrous for Quebec due to 
the pending election for the separation of the Quebec 
province from the rest of Canada. Persson (2000) stated 
that both the IOC members and other purchasing agents 
strive to minimize the social and fiscal risks in the pur
chase of a new product or service. This separation is
sue implied a risk to the level of the performance of the 
Games, and may have prevented risk-avoiding IOC 
members from voting for Quebec. 

Using this method of measuring, the results should 
comply with the ranked importance of the recorded 
messages within each individual bid committee. How
ever, the total time spent by the bid committees on their 
presentations varied greatly. Could this fact have dis
torted the comparision of the recorded data? I f the time 
spent in presenting team members, introducing speak
ers, addressing the audience, and on other non-mes
sage presentations was deducted from the total time, 
the effective time for message presentations would be 
35.43 minutes for Salt Lake City, 34.00 for Sion, 27.96 
for Östersund and 27.75 for Quebec. These differences 
were probably part of the strategies chosen. However, 
with this method of measuring, greater importance may 
have been assigned to Salt Lake City's and Sion's mes
sages due to the acmal length of their presentations than 
was the case in reality. 

In order to test the stability of the recorded data, the 
bid cities were assigned the same total presentation time 
as Salt Lake City. The length of each message was then 
multiplied by 35.43/27.75 for Quebec, 35.43/27.96 for 
Östersund and 35.43/34.00 for Sion. This did not have 
any significant impact on the analysis of the messages 
for any of the bidders, as all the messages still landed 
in the same quadrants (see Fig. 1). 

Exclusive Messages 

Salt Lake City was the only bidder that exposed the 
messages "8. Medical/Health services," and "19. Infor
mation Technology" at its final presentation. "Medical 

and Health services" was probably not thought to be 
something that would distinguish Salt Lake City from 
the others because it was exposed only once for 9 sec
onds and on the survey, 3 years later, it was still not con
sidered very important by any of the four bid leaders. 

Also "19. Information Technology" was presented 
only once for 9 seconds by Salt Lake City at its final 
presentation and not at all by the other finalist bidders. 
One plausible explanation for the little interest in this 
message by all bidders is that the equipment and skill 
for exploiting information technology is something that 
is not a specifically national asset. Instead, all cities 
wil l buy or rent most of it, probably from IBM, which 
had been contracted by the IOC for almost 40 years to 
provide information technology. However, this view had 
changed dramatically in the survey, 3 years later, when 
"Information Technology" was considered "very im
portant" by three bid leaders and "important" by the 
fourth. Between the dates of the final presentation and 
the questionnaire, Atlanta organized its Olympic Games 
with a well-known flaw in its information technology 
performance. This might have increased the importance 
of this message. 

Only Östersund exposed "35. Many bid applications" 
and "46. Subsidies to developing countries" at its final 
presentation. This was Östersund's third attempt and 
Sweden's sixth application to host the Olympic Winter 
Games. I f the applications together with Finland are 
included it was Sweden's 10th attempt. Individual IOC 
members had informed the Östersund bid committee 
during the bid process that this keen interest for the 
Olympic Movement was Östersund's strongest bid 
message. In the previously mentioned archive study of 
the host selection processes of all the Olympic Games 
from 1904 to 2000 and Olympic Winter Games from 
1944 to 1998, Persson (2000) was unable to identify 
any clear advantage for either a city or a country result
ing from several applications. 

As a percentage of its GDP, Sweden was the third 
largest donor in the world to developing countries. 
Östersund exposed this information once for 20 sec
onds. Later, during the bid process for the 2004 Olym
pic Games, an IOC member stated to the media: " i f 
you want to host the Games, you should not compete 
with the IOC." This was a comment on an athletic group 
organized by a bid city to support its bid when the IOC 
already had its own Athletic Commission to consult. 
Östersund similarly talked about its solidarity work, 
which the IOC also performed through its Solidarity 
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Commission. The IOC might have been more pleased 
if Östersund had promised to help the work of this com
mission instead of "competing" with it. 

Sion exclusively exposed the messages "18. Tele
communication" and "22. Marketing of the Games." 
To the surprise of the Östersund bid committee, and 
probably of those of Sion and Quebec too, only Salt 
Lake City was praised in the Evaluation Commission 
report for its good telecommunications due to, among 
other things, an excellent fiber-optic cable system. Al l 
bid cities were well equipped in this respect and three 
of them probably thought of it as something not in need 
of emphasis. However, Salt Lake City did. This forced 
the Östersund Bid Committee to complement its bid 
with a letter to the Evaluation Commission, presented 
personally to its president. Now Sion took the opportu
nity to provide this information at the final presenta
tion by exposing it once for 64 seconds for all the IOC 
members. What Quebec did about it, we do not know. 

This may be an example of cultural misjudgement. 
People in well-developed communities may take many 
technical achievements for granted while telecommu
nications using fiber-optic cable are still a novelty for 
the countries of most IOC members. They have to be 
informed about it. 

"Marketing of the Games" is a vital issue for the IOC 
and the host city finances. Sion made a 17-second no
tice about its performance in this respect while the oth
ers said nothing. 

Quebec did not expose any messages exclusively. 

Messages of No Importance 

There was only one message, "14. Youth Camp," that 
was considered by all bidders to have no importance, 
either at the final presentation or in the ensuing survey 
3 years later. The Youth Camp was one of the message 
areas in the IOC questionnaire. However, i t only sup
ports an attractive Olympic Games to a small extent, as 
it has very little to do with the Games. 

The following messages were ones individual cities 
were alone in not including in their final presentations: 

Salt Lake City: "23. Guarantees," "26. Altitude differ
ences between the arenas and the Olympic Village." 
Salt Lake City considered that it was not worth 
spending presentation time on the guarantee issue 
because it was only a qualifier and all the bidders 
had offered virtually the same guarantees in their 

bids. The altitude differences between Salt Lake 
City's Olympic Village and its cross-country skiing 
arena constituted a weak point in Salt Lake City's 
bid. Obviously, it did not want to focus on this. 

Östersund: "21. Finances," "32. Consideration to the 
athletes." According to the Evaluation Commission, 
the financial aspect of the Östersund bid was, to
gether with Quebec, the second best after Salt Lake 
City. It was, thus, a message that could have been 
used to be placed ahead of Sion but not Salt Lake 
City. To promise to take good care of the athletes 
would have been a cheap offer to make. It would 
only have cost the energy to say it. A promise to 
provide "good care" without any real proof of cred
ibility would be of little value according to the 
Swedes. However, other people might have ranked 
a promise higher than no promise at all. 

Sion: "24. Compact Games," "25. One Olympic Village," 
"30. Promise to leave legacies to the sports world," 
"37. Desire to host the Games." Compact Games 
and one Olympic Village were weak points in Sion's 
bid. Obviously, it did not wish to focus the attention 
of the IOC members on these messages. The prom
ise to leave legacies to the sports world would only 
have cost the formulation of the words. The bidders 
had to construct the arenas anyway. Why not say— 
as Salt Lake City did—that these were meant as lega
cies to the youth of the sports world? Or why not 
say that the Games will be organized in a spirit that 
will leave a legacy of an Olympic harmony to the 
sports world for Games to come? Sion either thought 
that these messages were too simple to be used, or it 
did not realize the possibility of using them. Salt 
Lake City had a different view on this matter, and 
repeated them four times for a period of 104 sec
onds, Quebec twice for 36 seconds, and Östersund 
once for 21 seconds. 

Quebec: No message. 

Messages Pertaining and Not Pertaining to the 
Organizing of the Olympic Winter Games 

Eighteen messages identified from previous research 
(Persson 2000) were not exposed during the final pre
sentation. The survey of bidders made it possible to 
study all messages and, thus, the differences between 
the adjudged importance the bidders attached to two 
message groups: messages pertaining and not pertain
ing to the organizing of the Olympic Winter Games. 
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Table 4 

The Four Bidder Representatives' Grades on the Influence of the Message Groups 

No. of Grade 2 No. of Grade 1 No. of Grade 0 C h of 1 + 2 

SLC Ö Si Q SLC Ö Si Q S L C Ö Si Q SLC Ö Si Q 

Olympic Games 20 6 7 12 5 20 13 12 2 1 7 3 93 96 74 89 

messages No. 1-27 
48 Non-Olympic Games 10 1 3 6 10 10 8 5 3 12 12 12 87 48 48 48 

messages No. 28-50 

The abbreviations are: SLC = Salt Lake City, Ö = Östersund, Si = Sion, Q = Quebec. Grade 2 = very important. 1 = impor
tant, and 0 = not important. No message was graded -1 = negative influence. 

The respondents' grading of the importance of the 
messages on the IOC members' bid choices were given 
on an ordinal scale with a zero point. The numbers of 
each grade are summarized in the first three column 
groups in Table 4. In the fourth column group, each 
bidder's percentage of the total number of grades 1 and 
2 is listed. 

The column "% of 1 + 2" in Table 4 shows that the 
Salt Lake City's respondent graded the two message 
groups almost the same: 93% of the "Olympic Games 
messages" and 87% of the "Non-Olympic Games mes
sages" were graded important (1) or very important (2). 
The other three bidders graded the message groups very 
differently. Salt Lake City graded twice as many "Non-
Olympic Games messages" as important or very im
portant (87%) as Östersund (48%), Sion (48%), and 
Quebec (48%). This means that Salt Lake City graded 
messages that had nothing or little to do with the orga
nization of the Olympic Winter Games much higher 
than the other bidders. 

knowledged the importance of the first four and the 
unimportance of the fif th, then they may have been 
suspected of having used these messages in their mar
keting campaigns. On the other hand, should the re
spondents have answered accordingly, there would be 
reasons to believe that they had answered the question
naire honestly. As Table 5 shows, the respondents an
swered in this way, which reinforces the reliability of 
the answers of the survey. 

The messages of fairness and of personal and finan
cial incentives belong to the category of "Non-Olym
pic Games" messages. Table 5 shows that all the bid
ders perceived personal privileges in "The quality of 
the IOC hotel" and "The care of the IOC members" as 
important (1) or very important (2) in influencing the 
decisions of the IOC members. Three of the four bid
ders stated that it was important or very important to 
support the Olympic Movement financially in order to 
obtain the votes of the IOC members. Subsidizing de-

Messages of Fairness and of 
Personal and Financial Incentives 

During this and previous bid processes for the 
Olympic Games and Olympic Winter Games, rumors 
had been circulating that some bidders had used bribes 
to win the bid selection. It was, therefore, tempting to 
ask questions on this subject in the survey. However, 
it was clear that this would entail a risk of dishonest 
answers or of the questionnaire not being answered at 
all. Therefore, the respondents were asked to com
ment on this in the form of views on the five state
ments in Table 5. 

These questions may have been the most difficult to 
answer honestly because i f the respondents had ac-

Table 5 

Evaluation of Messages of Fairness and of Personal and Finan
cial Incentives 

No. of Grades of 

No./Message 2 1 0 

33. The quality of the IOC hotel 3 1 0 
during the Games 

45. The bid country had supported 1 2 1 
the Olympic Movement financially 

46. The bid country had greatly 0 2 2 
subsidized developing countries 

50. The bid committee's care of the 3 1 0 
IOC members during the bid 

47. The bid committee followed IOC's 1 2 1 
marketing rules for bid committees 
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veloping countries was considered least influential, al
though two bidders still thought it was important. 

Only one respondent thought that abiding by the IOC 
bidding rules was 'very important' to the bid choices 
of the IOC members. Two bidders maintained that it 
was important, while one bidder stated that it was with
out importance. These opinions were probably a result 
of the bidders' experiences during this and previous bid 
processes where they had themselves experienced and/ 
or seen other bidders bending or breaking the rules with 
no objections being raised from either the IOC or its 
members. Several incidents of this kind were observed 
in the research report (Persson, 2000). 

In December 1998, a couple of months after the sur
vey study had been carried out, the US media revealed 
that Salt Lake City was suspected of having supple
mented its bid with forbidden privileges totaling over 
US$440,000 to 19 voting IOC members, to the nonvot
ing IOC president, or to their relatives. This was later 
confirmed by an IOC report. The following privileges 
were given: cash payments, paid consultations, expen
sive gifts, travel expenses, nonemergency medical ser
vices, free scholarships, employment, entertainment, 
support for a mayoral campaign, and support for an 
IOC member's foundation. Four IOC members resigned 
voluntarily. Six more were expelled, and nine were 
warned by the IOC. The IOC president remained in 
office without reprimand (IOC, 1999). 

Messengers 

The messengers executed the actual marketing work 
of the bidder. They delivered the bid messages directly 
to the IOC members and other actors or through the 
channels. Consequently, a messenger was a person or 
an organization that the bid committee could manipu
late to its advantage. Fifteen messengers had been iden
tified previously. They all came from the bidders' coun
tries. They were all tied to the bidders (i.e., no bidder 
was able to use the campaign workers, mayors, ambas
sadors, or ministers of other bidders). Table 6 shows 
the respondents' views of the influence these messen
gers had on the bid choices of the IOC members for the 
2002 Olympic Winter Games. 

According to Table 6, the respondent from Salt Lake 
City considered that more messengers had great influ
ence on the IOC members compared to the others. In 
this respect messenger 51, "The wife of the Bid Com
mittee President," was of particular interest. A l l respon
dents, except the one from Salt Lake City, considered 
her without influence, while Salt Lake City thought that 
her influence on the IOC members was very great. Ex
cept for having done the tremendous and unpaid job of 
hosting the IOC members in their homes, no bid 
president's wife was much involved in the rest of the 
bid process. Obviously, the reply of the Salt Lake City 
respondent implied that the presidents' wives should 

Table 6 

The Four Bidder Representatives' Grades on the Influence of the Messengers 

No./Messengers Salt Lake City Östersund Sion Quebec 

51. The wife of the Bid Committee president 2 0 0 0 
52. The bid committee included nonwhite people 2 0 1 0 
53. The final presentation team included a pretty tittle female athlete 0 0 0 0 
54. The final presentation team included an Olympic gold medallist 0 0 0 0 
63. Other (bid country's) IOC members 2 1 1 1 
69. The bid committee 2 2 2 0 
77. The bid country's royalty 1 1 1 1 
78. The President/Prime Minister of a G7 bid country 1 0 2 1 
79. The President/Prime Minister of a small bid country 1 0 1 0 
80. The bid country's Ministers 0 1 1 0 
81. The bid country's Ambassadors 0 1 1 0 
82. The bid city's Governor 0 1 1 0 
83. The bid city's Mayor 2 1 1 0 
84. The bid chairman/president 2 1 2 0 
85. Campaign workers 2 1 1 0 

Number of very influential (2) messengers 7 1 3 0 
Number of influendal (1) and very influential (2) messengers 10 9 12 3 

Grade 2 - very influential, 1 = influendal, 0 = not influential, and -1 = negative influence. 
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have been much more involved in the campaign. Que
bec did not consider any messenger "very influential." 

If the bid committees and their presentation teams 
were to be composed of the messengers who were con
sidered very influential by their respondents, Östersund 
and Quebec would have no such teams. Sion would 
only have a bid chairman and president (who was the 
mayor of Sion), while Salt Lake City would have the 
bid committee chairman and president, the mayor, cam
paign workers, the wife of the bid president, and both 
white and nonwhite people. 

When the messengers who were considered "influ
ential" and "very influential" were added together, Salt 
Lake City, Östersund, and Sion had almost the same 
number of this type of messenger, while Quebec main
tained that less than half this number was relevant. The 
low figure for Quebec correlated with the election re
sults, where Quebec only received 7 votes of the total 
of 89. 

In contrast to both Östersund and Sion, Salt Lake 
City did not recognize ministers, ambassadors, and 
governors as important messengers. Salt Lake City also 
distinguished itself from all other bidders by including 
nonwhite people in their bid committee and presenta
tion team and by grading them as very influential. This 
was also indicated in the previous participant-observa
tion smdy where a couple of nonwhite IOC members 
had greatly appreciated the participation of nonwhite 
people in the bid teams. Furthermore, only Salt Lake 
City included a female athlete in its final presentation. 
Also, this had been greatiy appreciated by two IOC 
members (Persson, 2000). Table 6 shows that, 3 years 
later, no bidder respondent thought it a good idea. 

Al l bidders included an Olympic Gold medalist in 
their final presentation teams. The IOC members 
showed a great appreciation of their presence at the f i 
nal presentations. The IOC President even welcomed 
them together with the Prime Ministers, mayors, and 
other notabilities of the bid countries. Three years later, 
the respondents of the survey from all bid cities con
sidered them to be of no importance. 

Other Actors 

Within the bid process, there were some actors who 
influenced the process without acting as the bidders' 
messengers or being channels. Most of them came from 
the IOC or were connected to the Olympic movement 
in other ways. It was possible for the bidders to influ

ence these other actors but not to control them. Seven
teen "other actors" have been identified previously. 
Table 7 shows the respondents' views of the influence 
these actors had on the bid choices of the IOC mem
bers for the 2002 Olympic Winter Games. 

The respondents from Salt Lake City and Östersund 
considered many more other actors to be "very influ
ential" compared to the other two bidders. When com
puting those who were considered "influential" and 
"very influential," the number of grades presented by 
Östersund and Sion were similar and the largest, while 
Salt Lake City and Quebec stated that fewer were rel
evant. According to Salt Lake City, the "other actors" 
were mainly either very influential or not influential at 
all. 

The TV Networks with the greatest financial interest 
for the IOC are all of US origin. Bidders outside the 
US may know little about how these companies oper
ate. It is interesting that Salt Lake City, in contrast to 
the others, considered the TV Networks to be "very 
influential" in the bid decisions by the IOC members. 
A Sport Intern poll conducted among leading journal
ists and sports officials supports this Salt Lake City view. 
In 1995, the year when Salt Lake City was awarded the 
2002 Olympic Winter Games, it voted the president of 
the US TV Network NBC Sports as the second most 
influential sport personality in the world. Only the IOC 
president was considered more influential by the poll 
(Huba, 1995c). In a separate comment, one bid leader 
respondent suspected that the victory of Salt Lake City 
was settled by an agreement behind the scenes between 
the US television networks and the IOC. 

Four IOC members were very influential according 
to Salt Lake City's respondent. Three of them, the 
AGFIS president, the ANOCA president, and the IOC 
president, were alleged to have received forbidden privi
leges from Salt Lake City, and the fourth, the HS Presi
dent, revealed this type of bidding. As Table 7 shows, 
the questionnaire to the bid leaders included three more 
IOC members: the presidents of ANOC, FIFA, and 
IAAF. Salt Lake City's respondent did not consider any 
of them very influential and did not give them any for
bidden privileges either (IOC, 1999). 

Channels 

Different channels brought messages to the actors in 
the bid process. It was possible for the bidders to influ
ence them and in some cases direct them. Nine channels 
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Table 7 
The Four Bidder Representatives' Grades on the lafluence of the Other Actors 

No./Other Actors Salt Lake City Östersund Sion Quebec 

56. The AGFIS president 2 2 1 0 

57. The ANOC president 1 2 1 0 
58. The ANOCA president 2 2 1 0 

59. The FIFA president 0 1 1 ! 

60. The FIS president 2 2 1 2 

61. The IAAF president 0 1 1 0 
62. The IOC president 2 2 1 2 

63. Other IOC members 2 1 1 1 
64. The IOC member's wife/husband 2 0 1 1 

65. The IOC staff 1 1 I 1 

66. Other countries* NOCs 0 1 1 0 
67. International sports federations 2 1 1 1 
68. Athletes from other countries 0 1 1 0 
73. The Evaluation Commission 2 2 1 
74. The Electoral College 2 2 ! 

75 The TV networks 2 1 1 1 

76. The IOC members' home politicians 0 1 1 1 

Number of very influential other actors 10 7 2 2 
Number of influential (1) and very influential (2) other actors 12 16 17 11 

Abbreviations: AGFIS = General Association of the International Sports Federation; ANOC = Association of Na
tional Olympic Committees; ANOCA = Association of National Olympic Corranittees of Africa; FIS = International 
Ski Federation; IAAF=International Sports Federation; NOC = National Olympic Committee. Grade 2 = very influ
ential. 1 = influential. 0 = not influential, and -1 = negative influence. 

were identified previously. Table 8 shows the respon
dents' views of their influence on the bid choices of the 
IOC members for the 2002 Olympic Winter Games. 

As in the case with "other actors," Table 8 shows that, 
to a greater extent than the other bidders, the respon
dents from Salt Lake City and Östersund considered 
channels to be "very influential." I f thechannels that were 
considered "influential" and "very influential" were 
added together, Salt Lake City, Östersund, and Sion had 
almost the same number of this type, while Quebec con
sidered that less than half this number was relevant 

Östersund considered only channels of their own to 
be very influential (i.e., channels that Östersund could 
control such as its presentations and the IOC members' 
visits to Östersund). Salt Lake City, on the other hand, 
considered general channels more important than its 
own production of newsletters, presentations, etc. The 
only channel that Salt Lake City could control, and also 
considered to be a great influence, was "88. The IOC 
members' visits to bid cities." 

The travel expenses and costs of accommodation for 
each IOC visitor and his/her companion amounted to 
approximately US$8,000 on average and were paid by 
the bid committees. These visits provided an excellent 

opportunity for the candidate cities to promote their 
bids. Consequently, the bidders provided the IOC mem
bers with their most exclusive hospitality including their 
best hotels and meals, meetings with the city and state 
notables, dinners at the home of the bid presidents, as 
well as offering the best of their local culture and en
tertainment. No IOC member has laid claim to this 
luxury, but marketing efforts have escalated to this level 
as a result of the competition between the candidate 
cities (Persson, 2000). 

A special question in the survey was put to the re
spondents in order to evaluate the visits of the IOC 
members and the final presentation: "When do you think 
the IOC members in general selected the bid they f i 
nally voted for?" Table 9 presents the respondents' re
plies. 

Table 9 shows that both Salt Lake City and Östersund 
thought that the IOC members in general made their 
bid choices after their visits to the bid cities, while 
Quebec and Sion thought it was before. This confirms 
the high grades given to this channel by the respon
dents from Salt Lake City and Östersund, and the low 
grade given by Quebec. The respondent from Sion ob
viously considered the visits to be important but that 
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Table 8 

The Four Bidder Representatives' Grades on the Influence of the Channels 

No./Channel Salt Lake City Östersund Sion Quebec 

55. The final presentation was made in more than one language 0 0 0 0 
70. Public opinion 2 1 1 1 
71. The Sport Intern paper 2 1 1 1 
72. Other media 2 1 1 1 
86. Newsletters, brochures, videos 1 1 0 0 
88. The IOC member's visits to bid ciües 2 2 1 0 
89. Presentations at sessions 1 2 1 0 
90. The final presentation 1 2 1 0 

Number of very influendal (2) channels 4 3 0 0 
Number of influendal (1) and very influendal (2) channels 7 7 6 3 

Grade 2 = very influential, 1 = influential, and 0=not influential. No message was graded -1 = negative influence. 

the bid decisions were taken already at the beginning 
of the bid process. 

Table 9 also shows that no bidder believed that the 
final presentations made any difference to the choices 
of the IOC members. Nevertheless, Table 8 shows that 
Östersund graded the final presentation as "very influ
ential," Salt Lake City and Sion as "influential," while 
Quebec consistently believed that it had no influence 
at all. The explanation for the deviation in the answers 
from Salt Lake City, Östersund, and Sion may be the 
general talk at the time among the bidders: "The final 
presentation is important. Although you cannot win by 
making a good final presentation, you can lose by mak
ing a bad one." 

Sion and Quebec used more than one language in 
their final presentations. Three years after the election, 
no bidder representative thought that it was important 
to do so. 

No bidder considered that presents and souvenirs had 
any influence on the bid choices of the IOC members. 
However, this question refers to presents of Htde value, 
those below the IOC price limits. 

Summary 

The purpose of this study was to identify the bid
ders' views concerning the right messages to be deliv
ered by the right messengers, other actors, and chan
nels in order to win the Olympic Winter Games 2002. 
These views are summarized in Tables 10-13, where 
the bidders' views of the messages are a result of the 
archive smdy of the bid committees' final presentations, 
while the views of the messengers, other actors, and 
channels come from the questionnaire survey of one 
bid leader from each candidate city. 

In order to be accepted, a bid must comply with two 
formal requirements (i.e., it must include two "Bid-
loser" messages: the bid country's National Olympic 
Committee must submit the application, which must 
be confirmed by a deposit fee). The bid must, further
more, offer three "Qualifier" messages in order to be 
accepted for further evaluations: "Legal aspects," "Guar
antees," and be a "Single-nation bid." 

Salt Lake City gained a triumphant victory by re
ceiving 54 of the 89 votes. Östersund and Sion both 

Table 9 

The Point of Time of the IOC Members' Final Choice 

Salt Lake City Östersund Sion Quebec 

Before the finalist cities were selected X 
After the finalists were selected but before X 

the IOC members' visits to the finalist cities 
After the IOC members' visits to the finalist X X 

cities but before the final presentation 
After the final presentation 
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Table 10 

Summary of the Evaluations of the Bid Components by Salt Lake City's Bid Committee and Respondent 

Messages Messengers of Great Influence Other Actors of Great Influence Channels of Great Influence 

"Bid-winners'' 51. The wife of bid president 56. AGFIS President 70. Public opinion 
11. Sports/arenas 52. Nonwhite people 58. ANOCA President 71. Sport Intern 
13. Olympism, culture 83. The Mayor 60. FIS President 72. Other media 

Short and often exposed 85. Campaign workers 62. IOC President 88. Visit to bid city 
5. Environmental care 63. The bidder's IOC members 63. Other IOC members 
36. Desire to host the Games 69. Bid Committee 64. IOC member wife/husband 
32. Care of the athletes 84. Bid chairman/president 67. Int. Federations 
21. Mediacenter 73. Evaluation Comm. 
30. Leave legacies 74. Electoral College 
27. Support of the bid 75. TV networks 

received 14 votes. For Sion, this was a better result than 
the Evaluation Commission report had suggested. Que
bec achieved a poorer result than anticipated and re
ceived only 7 votes. This summary wil l try to explain 
the reasons for these election results. 

What made Salt Lake City's bid attractive to so many 
IOC members? The answers may be found among the 
following issues that differentiated Salt Lake City from 
the other bidders. 

• Salt Lake City's bid for the organizing of the Games 
was technically the best according to the IOC 
Evaluation Commission. 

• Only Salt Lake City considered messages that had 
nothing to do with the organizing of the Games to 
be almost as important as those that described their 
plans for the Games. 

• S alt Lake City focused its final presentation on two 
messages: "Sports/arenas" and "Olympism and cul
ture." 

• Only Salt Lake City presented its 'Telecommuni
cation" message thoroughly for the IOC Evalua
tion Committee. 

• Salt Lake City did not spend time at its final pre
sentation on the qualifier message "Guarantees" 
because qualifiers were basic requirements for all 
finalist bidders and not something that distin
guished them. 

• Salt Lake City considered many more messengers 
to have a great influence on the bid choices of the 
IOC members than all the other bidders. 

• Only Salt Lake City's bid committee and presen
tation team included nonwhite people. 

• Only Salt Lake City's presentation team included 
a pretty female athlete. 

• Only Salt Lake City acknowledged TV Networks 
to be very influential. 

• Salt Lake City considered general channels more 
important than its own controllable channels. The 
only channel that Salt Lake City could control and 
also considered very influential was "The IOC 
members' visits to bid cities." 

• Salt Lake City furnished 20 IOC members with 
forbidden privileges totaling over US$440,000. 

• Salt Lake City spent more money and time on its 
marketing activities than all the others did. 

Table 11 

Summary of the Evaluations of the Bid Components by Östersund's Bid Committee and Respondent 

Messages Messengers of Great Influence Other Actors of Great Influence Channels of Great Influence 

"Bid-winners" 69. Bid Committee 56. AGFIS President 88. Visit to bid city 
13. Olympism. culture 57. ANOC President 89. Presentations 

Short and often exposed 58. ANOCA President 90. Final presentation 
36. Desire to host the Games 60. FIS President 
37. Cooperate with IOC 62. IOC President 
27.Support for the bid 73. Evaluation Comm. 

74. Electoral College 
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Table 12 
Summary of the Evaluations of the Bid Components by Sion's Bid Committee and Respondent 

Messages Messengers of Great Influence Other Actors of Great Influence Channels of Great Influence 

Snort and often exposed 69. Bid Committee 73. Evaluation Comm. 
36. Desire to host the Games 78. President of G7 country 74. Electoral College 
10. Sports organization 84. Bid chairman/president 
27. Support for the bid 
5. Environmental care 
7. Security 
13. Olympism, culture 
17. Transportadon 
1. National characteristics 
2. City characteristics 
11. Sports/arenas 
23. Guarantees 

The IOC Evaluation Commission report indicated 
that Östersund was technically the second and Sion the 
fourth best host candidate city. Furthermore, the Sport 
Intern editor argued that only Östersund could threaten 
Salt Lake City (Huba, 1995b). In the election Östersund 
achieved second place, as expected, but this was shared 
with Sion, and they were both far behind Salt Lake City. 
The reasons for not beating Salt Lake City may be found 
among the following differences between their bids. 
Some of them may also explain the progress of Sion 
from fourth to a shared second place. 

• Östersund and Sion offered Games that were tech
nically not as good as Salt Lake City's according 
to the IOC Evaluation Commission. 

• Östersund and Sion underestimated the influence 
of the messages that had nothing or little to do with 
the organizing of the Games. 

• Östersund exposed Salt Lake City's bid-winner 
"Sports/arenas" twice for 188 seconds, Sion three 

times for 88 seconds, compared to Salt Lake City's 
five times for 462 seconds. 

• Östersund's and Sion's infrastructures of fiber-op
tic cable telecommunication networks were not 
fully brought to the attention of the IOC Evalua
tion Commission. 

• In contrast to the respondent of Salt Lake City, the 
respondents of Östersund and Sion did not ac
knowledge the great influence of the TV networks. 

• Östersund and Sion did not include nonwhite 
people in their bid committees and teams. 

• Östersund and Sion marketed their bids for only 
1.5 years compared to 4 years for Salt Lake City. 

• Östersund's marketing budget was 14% and Sion's 
26% that of Salt Lake City. 

• Sion's bid committee exposed 10 messages fre
quently that pertained to the organizing of the 
Olympic Games at its final presentation compared 
to only three for Östersund. 

• Only Östersund did not promise to take good care 

Table 13 

Summary of the Evaluations of the Bid Components by Quebec's Bid Committee and Respondent 

Messages Messengers of Great Influence Other Actors of Great Influence Channels of Great Influence 

Short and often exposed 60. FIS President 
5. Environmental care 62. IOC President 
13. Olympism, culture 
23. Guarantees 
24. Compact Games 
32. Care of athletes 
36. Desire to host the Games 
25. One Olympic village 
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of the athletes. 
• Only Sion did not promise to leave legacies to the 

sports world. 
• Östersund's bid-winner, "Olympism and culture," 

dealt only with past merits and not with fumre ex
pectations. 

• Only Sion exposed its marketing plans for the 
Games. 

• Salt Lake City and Östersund considered a greater 
number of nonverbal bid components (messengers, 
other actors, and channels) to have a major influ
ence on the IOC members than the others. 

Quebec received only 7 of 89 votes and declined from 
a third place before the election to a fourth. The rea
sons for this may be found among the following differ
ences between Quebec's bidding and the others. 

• Quebec did not focus on any particular message at 
its final presentation but presented messages that 
all the other bidders exposed. 

• In line with Östersund and Sion, Quebec might 
have underestimated the influence of the messages 
that had nothing or little to do with the organizing 
of the Games. 

• Quebec exposed Salt Lake City's bid-winner 
"Sports/arenas" twice for 231 seconds while Salt 
Lake City exposed it five times for 462 seconds. 

• Quebec spent more time at its final presentation 
on other things than presenting its bid messages 
compared to the other bidders. 

• Quebec did not include nonwhite people in its bid 
committee and presentation team. 

• Quebec's respondent did not consider any messen
ger very influential. Twelve of the 15 messengers 
were even considered not influential at all. Only 
two other actors and no channel were recognized 
as "very influential." 

Conclusions 

This study has shown a possible extension of the 
domain of Hill's model, because it has been useful to 
evaluate bid messages of very complex bids. 

We also conclude that Mehrabian's findings of the 
great influence of nonverbal communication are sup
ported by this smdy. The respondent of the most suc
cessful bidder, Salt Lake City, and to a lesser extend 
Östersund, proposed a greater number of nonverbal bid 

components (messengers, other actors, and channels) 
of great influence than their competitors. Furthermore, 
the least successful finalist bidder, Quebec, proposed 
very few nonverbal components of great influence. 

The messages pertaining to the organizing of the 
Olympic Winter Games are the only messages that the 
IOC requests information on from the bidders. One 
could expect that these messages were by far the most 
important to the bid selection of the IOC members. 
However, an important finding is that Salt Lake City's 
respondent considered bid messages that had nothing 
or little to do with the performance of the Olympic 
Winter Games to be of almost equal value with the other 
messages. 
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T H E I N T E R N A T I O N A L O L Y M P I C C O M M I T T E E A N D S I T E D E C I S I O N S : 

T H E C A S E O F T H E 2002 W I N T E R O L Y M P I C S 

CHRISTER PERSSON 

ETOUR, European Tourism Research Institute, SE-831 25 Östersund, Sweden 

By means of an empirical survey, this article analyzes the decision-making process of the members of the 
International Olympic Committee (IOC) in order to establish how they evaluated the bids to host the 2002 
Olympic Winter Games. Three bid-winning models were identified. These consisted of offers from a total of 
seven bid-winning subjects: the Olympic village for accommodating the athletes, transportation facilities for 
all the visitors to the Games, the sports arenas, the finances of the Games, telecommunications, information 
technology, and the media center. Offers, which had little or nothing to do with the Olympic Winter Games, 
were on average graded "important" by the majority of the IOC members. However, offers that referred to 
the performance of the Games were considered, on average, more important than other offers. The indi
vidual IOC members did not share the interest of the IOC in bids offering cultural events, environmental care 
(opening, closing, and prize) ceremonies, a youth camp for young athletes, and accommodation for all the 
athletes in a single Olympic village. No bid messenger was considered "very influential" by a majority of the 
IOC members in their bid choices. "The visits of the IOC members to the bid cities" was the only channel for 
communicating bid offers that was perceived as "very influential" by a majority of the IOC members. Every 
fourth IOC member stated that it was not important to their bid selection that the bidders followed IOC's 
bidding rules. Fifteen bid offers (17%) were evaluated differently by the IOC members due to their cultural 
and demographic differences. 

Bid Decision process Mega-event Organizational buying behavior Olympic Games 

The Olympic Games (Summer Olympics) and the 

Olympic Winter Games (Winter Olympics) draw the 

attention of the world to the host country. The level of 

T V coverage of the Games has increased tremendously 

during later years. The 1988 Winter Olympics in 

Calgary was televised to 64 countries. Four years later, 

the Albertville Winter Olympics were seen by 86 coun-

tries, and the 1994 Lillehammer Games by 120 coun

tries. Several countries actually had some of their high

est v iewing figures dur ing T V coverage o f the 

Lillehammer Winter Olympics (International Olympic 

Cornmittee [IOC], 1993, 1995; Lillehammer Olympic 

Organizing Committee [LOOC], 1994). 

The scale of the media's coverage of Lillehammer is 

reflected in the fact that there were approximately 8000 

media representatives at the Games (Spilling, 1994, p. 

Address correspondence to Christer Persson. E-mail: inventor@mail.op.se 
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9); during the Summer Olympics that number more than 

doubles. 

This growing interest in the Olympic Games has 

meant that T V networks are wil l ing to pay increasingly 

larger amounts for the right to televise the Games. TV 

networks have agreed to pay as much as US$738 mi l 

lion for the right to broadcast the 2002 Winter Olym

pics. The same companies have agreed to pay US$ 1,498 

million for the Summer Olympics in 2004. Sixty per

cent of the revenues for the 2002 Winter Olympics and 

49% for the 2004 Summer Olympics belong to the or

ganizers of the Games while the rest goes to the Inter

national Olympic Committee (IOC) for its redistribu

tion to the National Olympic Committees and the 

International Federations (IOC, 2000a). Due to this 

rapid increase of the T V revenues, and with them the 

sponsor fees, the Olympics have since 1984 become 

potentially profitable. A l l this has made the Olympics 

very attractive to bid and host. 

The Olympic Games are the exclusive property of 

the IOC, and the election of any city as host of the Olym

pics is the sole prerogative of the IOC (IOC, 1995a). 

This has placed the IOC in such a position of immense 

power that heads of states, governors, mayors, busi

ness leaders, and top athletes stand in awe of the IOC 

members to solicit their support for the candidate cities 

and their bids. 

"The IOC is an international non-governmental, non

profit organization of unlimited duration, in the form 

of an association with the status of a legal person . . ." 

(IOC, 1995a, p. 28). This means that the IOC has no 

external owners to report to and it has no formal con

nections or ties to any governmental body. 

"The IOC chooses and elects its members f rom 

among such persons as i t considers qualified" (IOC, 

1995a, p. 28). Thus, in effect, current IOC members 

propose and elect new IOC members they themselves 

consider qualified. 

The once-written goal of the IOC is still valid: "To 

contribute to building a peaceful and better world by 

educating youth through sport practised without dis

crimination of any kind and in the Olympic spirit, which 

requires mutual understanding with a spirit of friend

ship, solidarity and fair play" (IOC, 1995a). 

The candidate cities' bids shall explain how the city 

intends to organize the Games. The bids are written in 

English and French and are delivered to the IOC and its 

members in the form of bidding books. They include the 

answers to a comprehensive questionnaire from the IOC 

on 23 subjects. The bids present the proposed arrange

ments for sports venues, the Olympic village for accom

modating the athletes and their leaders, accommodation 

and transport for all visitors to the Games, the media 

center, medical services, sports organization, environ

mental protection, ceremonies, Olympism and cultural 

events, the youth camp for visiting young athletes, tele

communication, information technology, the marketing 

and program of the Games, security, legal aspects, fi

nance, and guarantees. The bids also describe the me

teorological conditions, customs formalities, economic 

and political characteristics of the bidding nation, region, 

and city. Supplementary information may be added to 

the bid up until the election, thereafter the bid is binding, 

and the city is legally obligated to abide by it. The only 

way to change an accepted bid is to renegotiate i t with 

the IOC (IOC, 1995a). 

With these bids as reference points, an Evaluation 

Commission of approximately 15 people appointed by 

the IOC wi l l travel to each of the bid cities in order to 

evaluate, on site, the arrangement offered and to ques

tion the bidders with regard to any items deemed am

biguous. Thereafter, the Commission wi l l submit a writ

ten report evaluating the technical qualities of the bid, 

which w i l l be sent to the members of the IOC, among 

others. 

In the selection of the 2002, 2004, and 2006 Olym

pic host cities a limited number of finalists were se

lected by the IOC selection college. These selections 

were based primarily on the content of the Evaluation 

Commission report, but the bidders were also given an 

opportunity to present their bids personally. In select

ing the finalists, consideration was also given to fac

tors other than the purely technical. 

After the 1992 Olympics, the decision-making IOC 

members have carried out bid selections every second 

year alternating between the Summer and Winter Olym

pics. This work is carried out voluntarily by IOC mem

bers and is intended to be done without any financial 

gain. The members should only be compensated by the 

IOC or the candidate cities for approved expenses for 

travel, meals, and accommodation. 

On the invitation of the candidate cities, the major

ity of the IOC members wi l l visit the candidate cities to 

examine the bids more closely. These trips generally 

take place during the final 5 months of the bid process, 

and provide the candidate cities with an excellent op

portunity for promoting their bids. Consequently, the 

bidders furnish the IOC members with their most ex-
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elusive hospitality, including their best hotels and food, 

meetings with city and state dignitaries, dinners at the 

homes of the bid presidents, as well as a taste of the 

local culture and entertainment. No IOC member has 

laid claim to this luxury but the competition between 

the candidate cities has led to an escalation of these 

marketing ploys. 

I t is likely that some IOC members consider these 

trips to be their compensation for their work within the 

IOC. Other IOC members do not have the time to visit 

the bid cities due to their personal careers. Royal per

sonages among the IOC members do not normally make 

these trips. Instead, they must all rely to a great extent 

on the views presented in the Evaluation Commission 

report. "Why establish a costly Evaluation Commis

sion i f we do not follow their conclusions?" was a com

ment f rom one influential IOC member (Persson, 2000). 

The final selection of bid is made through a secret 

ballot. A t each round of voting, the candidate with the 

fewest votes is eliminated. Voting continues until one 

candidate city has received more than 50% of IOC 

member votes (IOC, 1994). 

The structure of the host selection process for the 

Olympics resembles, in several ways, a common pur

chase/sale business-to-business (B2B) transaction of 

products. However, there is one vital difference. The 

bid selection at a normal B2B export sale is made by 

much fewer people from a small number of nationali

ties. The final selection of the Olympic host city is made 

by around 100 IOC members f rom more than 75 coun

tries. This very complex picture of multicultural in f lu 

enced preferences must be recognized before it is pos

sible to design a bid that w i l l coincide wi th the 

preferences of a majority of the IOC members. This 

study is aimed at compiling this information from the 

2002 Olympic host selection process. 

Literature Review 

On searching selected databases for relevant litera

ture, six academic smdies were found in the field of 

bidding and election of hosts for very big sports and 

culture events. Most academic research on these so-

called mega-events has instead dealt with their impact 

on tourism and economy in the host countries. 

Widlund and Lyberg (1991), who summarized the 

election results and protocol notes f rom the elections 

for the Olympic Games from 1896 to 1998, executed 

the first of the seven studies. 

C. H i l l (1996) described the British experiences from 

bidding forthe 1992 and the 1996 Olympic Games with 

Birmingham and Manchester, respectively, as bidding 

cities. Birmingham emphasized the importance of na

tional and local support, excellent sports facilities, se

curity, transport, and accommodation for the athletes 

and others. I t also believed that the representatives of 

the National Olympic Committees and the International 

Federations influenced the IOC members in their bid 

choices, and spent money and time on informing them. 

I t was concluded that the British Government's stand 

against sport sanctions towards the apartheid politics 

in South Afr ica was a disadvantage to Birmingham. 

Birmingham ended up as the fifth of six bidding cities 

with only eight of total 85 votes. 

Manchester's bid committee promised to leave a 

legacy of venues to meet the needs of the population. 

The committee was convinced that the technical parts 

of a bid do not win votes, but they can lose them. The 

Manchester bid committee saw it important to learn to 

know the voting IOC members and persuaded them to 

visit the city. Princess Anne's (an IOC member) lead

ership was considered crucial i f the bid were to suc

ceed. H i l l stated that the security of the Games was a 

very important bid subject and that the police command 

center was a strong selling point with IOC members. 

Manchester used its Prime Minister as a messenger of 

its bid to the IOC President. A t the host election 

Manchester got at most 13 of total 89 votes and ended 

up as the third bidder of total five. 

Keller (1999) stated that the winning of the Olympic 

host contest depends on more than just the "quality" of 

the candidate cities. Geographical and policy factors 

often play a crucial role. He also held that it is a real 

advantage for the success of a bid i f the state and the 

private sector cooperate. Other determining factors in 

a competitive candidature are, according to Keller, a 

sound financial footing and the support of the local 

population. He also advises the bid cities to use well-

known personalities from the world of sports and poli

tics as messengers of their bids. 

Hiller (1999) acknowledged the strategy employed 

by Cape Town in its bid for the 2004 Olympic Games 

(i.e., describing the Olympic Games as a vehicle for 

human development) as the most innovative. The over

all idea was that the bidding and implementation of 

the Games and the postuse of the new arenas and in

frastructure would improve the quality of l i fe for 

people. 
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This was not the first time a bid committee had spo

ken in these terms. Several bidding cities have, in the 

past, praised the IOC by demonstrating how valuable 

an Olympic Games would be for the people of their 

region. However, the scale of human suffering in South 

Afr ica was so high that it would not have been polit i

cally possible to spend money on such a project, had i t 

not been seen as a contribution to solve this problem. 

The bid committee probably also perceived human de

velopment as an important argument to win the bid 

contest. By awarding the Games to Cape Town, some 

IOC members were expected to feel that they had con

tributed in building a better world for people in under

privileged areas. This bonus was not available to the 

IOC members f rom other candidate cities. However, 

the sociopolitical message was not enough to convince 

the majority of IOC members to vote for Cape Town. 

The two big and "commercialized" cities of the devel

oped world, Athens and Rome, were preferred before 

Cape Town. 

The author of this article undertook a case study of 

the bidding for the 2002 Olympic Winter Games. I t i l 

luminated the structure and the dynamics of the pro

cess and discussed the possible use of rationality, free

dom of choice, and decision rules at the IOC members' 

individual and group decision-makings. The study ex

amined how the bids were formulated and communi

cated which resulted in a list of 90 used bid messages, 

communicators, and communication channels. I t was 

established that the allocation of the Games had f o l 

lowed a policy of "fair distribution in the world" in 92% 

of the Summer Olympics and in 64% of the Winter 

Olympics as long as there had been candidates f rom 

the continent in turn. The study also showed that a bid 

city of a powerful G7 country was in average not privi

leged in front of others. Nor was i t a merit to be a city 

of a country with many Olympic medals won at previ

ous Games. With a possible exception o f France, i t has 

not been an advantage for a country having supported 

the Olympic movement for a long time (Persson, 2000). 

Hörte and Persson (2000) attempted to discover the 

bidders' conceptions of how the 90 bid components 

influenced the IOC members in their bid selections for 

the 2002 Olympic Winter Games. 

Two IOC members have presented anecdotal state

ments regarding the bid process. One of them was the 

IOC president Juan Antonio Samaranch, who expressed 

his concerns about the composition of the bidders' or

ganizations in Miller's (1992) book Olympic Revolu

tion. Samaranch stated: "One of the problems with bid

ding cities is that sometimes i t is too much of a private 

enterprise, without the f u l l coordination of local gov

ernment." In an editorial Samaranch (1997) further ar

gued for more women in the Olympic movement. He 

"called on the components of the Olympic Family to 

make every effort to f i l l 10% of the posts in their legis

lative and executive bodies with women by the year 

2000, and 20% by 2005." 

The IOC member Un-yong K i m (1999) made sev

eral comments regarding the bidding for the 1998 Olym

pic Games in Seoul. The Korean government initiated 

the Seoul bid. This was an advantage according to Kim, 

as i t made i t possible to concentrate all efforts on man

power, resources, preparations, and funding. He noted 

that Korea lacked diplomatic relations with socialist 

countries and feared that this would deter socialist IOC 

members f rom voting for Seoul. As messengers of the 

Seoul bid five Korean "Air stewardesses" and three 

"Miss Koreas" staffed its exhibition in connection with 

the election. Kim considered them "graceful, attractive 

and enthusiastic promoters for Korea." Salt Lake City 

used the same type of messenger at its bid for the 2002 

Winter Olympics when its bid president visited a ses

sion in South America together with Miss America. 

The major concerns regarding the Korean bid were 

said to be the long distance from the rest of the world, 

and the lack of organizational experience of mega-events 

in the sporting world. On top of this, Seoul had no facili

ties. However, these factors did not prevent Seoul from 

being elected at the first host election chaired by the new 

IOC president, Samaranch, a dear friend of Kim. 

Two successful bid presidents have described their 

campaigns. King (1991) related the inside story of the 

bidding for the Calgary Olympics. McGeoch and the 

journalist Korporaal (1995) chronicled the winning 

campaign for the 2000 Olympic Games in Sydney. 

The president of Adidas, Hors Dassler, advised King 

to build personal relations with the IOC members and 

sports federations. Dassler also introduced King to 

Colonel Hasine Hamouda, who was the editor of 

Adida's publication Champion Afrique, Africa's equiva

lent to Sports Illustrated. Dassler and Hamouda intro

duced King to IOC members. King considered this help 

to be crucial, especially in Africa. King furthermore 

listened to the IOC members and took Japanese coun

sel to his heart: "You must do only two things: first, 

you must have the support of the people; and second, 

you must have no problems." The importance of risk 
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avoiding was confirmed as one of two important deci

sion rules used by the IOC members (Persson, 2000). 

McGeoch highly valued the performance of the 

Olympic Village and emphasized the importance of one 

single Olympic Village. Furthermore, he saw friend

ship with the IOC members as the best way to win their 

votes. The Sydney bid committee offered the athletes 

free transport to Sydney, including all their equipment. 

The bid president Lars Eggertz and his co-author Stig 

Hedlund (1987) described Falun's strategy for winning 

the 1988 and 1992 Olympic Winter Games. They tried 

to convince the IOC members about Sweden's great 

sports traditions and sports results. Eggertz and Hedlund 

also expressed a conviction, after their two losses, that 

the IOC members carefully consider bid offers that 

imply economic profit for the Olympic movement. 

The journalist Ola Matti Mathisen (1990) made a 

short review of Lillehammer's two bids and stated that 

two of its most important bid offers were related to its 

environmental care and Norway's great support of de

veloping countries. Lillehammer lost the 1992 Winter 

Olympics, but won the 1994 Games. 

The journalists Simson and Jennings (1992) and 

Jennings (1996) have discussed the Olympic 

Movement's activities behind the scenes. They hold that 

some elections for both Olympic host cities and lead

ers of international sports associations have been con

ducted by the late owner and director of Adidas and 

ISL, Horst Dassler, and by the IOC president himself. 

Dassler's strong influence was said to be based on his 

own and his executive management's talents to trans

form the IOC and poor international sports federations 

into attractive investment objects for business corpora

tions. In order to acquire control of these international 

sports bodies, Dassler needed reliable persons to man

age them. Dassler raised the funds and placed them 

where they would have the impact he desired. Persson 

(2000) confirms the great influence at the host selec

tions by not only the present IOC president in office 

but also by previous IOC presidents. 

Only the IOC members themselves know which fac

tors influence their choices of bid. No academic research 

has been published prior to this study to discover this. 

Research Question 

The Evaluation Commission graded the technical 

qualities of the bid messages for the 2002 Olympic 

Winter Games. Based on these evaluations, the well-

informed journalist Huba (1995a) ranked the finalist 

bids as follows: 1. Salt Lake City (USA), 2. Östersund 

(Sweden), 3. Quebec (Canada), and 4. Sion (Switzer

land). However, the Evaluation Commission was not 

the selector of the bid, and the bid process included 

many more components to be considered by the deci

sion-making IOC members. This article w i l l identify 

the bid components that the IOC members perceived 

as influential to their bid choices. 

However, the impact on the receiver of a message 

depends on more than its verbal formulation. The char

acteristics of the messenger also contribute towards it. 

Mehrabian's (1981) studies of the receiver's percep

tion of the differential importance of verbal vs. nonver

bal cues shows that the total impact of the communica

tions of feelings and attitudes consisted of only 7% 
verbal feeling but 93% of nonverbal feeling f rom the 

messenger's behavior. Other authors have confirmed 

the impact value of verbal communication to be less 

significant than nonverbal in other types of communi

cation situations. This study wi l l explore the signifi

cance of the messengers' influence on the receivers. 

The research question thus reads: From the perspec

tive of the IOC members, how should a bid to host the 

Olympic Winter Games be formulated and communi

cated to win their support? 

Method 

Bidding constitutes a communication process be

tween the actors involved. A general communication 

model consists of a communicator, a message, a chan

nel, and a receiver (Nowak, Carlman, & Wärneryd, 

1966). These bid components were identified by the 

author at a previous participant-observation study as 

they arose during the bidding process for the 2002 

Olympic Winter Games (Persson, 2000). 

Two types of communicators were noted during these 

previous studies: messengers and other actors. The 

impact value of several bid components was also ob

served, but these components were few in number and, 

moreover, randomly observed without any possibility 

of evaluation on a joint scale. Therefore, a survey was 

carried out to collect the IOC members' evaluations of 

all the 90 bid components observed during the bid pro

cess. These results have been used as starting points 

for discussions of the qualitative information obtained 

during the previous studies. Details are presented in 

this article. 
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The bid components in this article consist, then, of 

messages, messengers, other actors, and channels. In 

the analysis of these, T. Hi l l ' s (1993) model of "or

der-winners" has been adopted. B i d components, 

which distinguish one bid from another and provide 

the decision-maker with a reason to choose the bid, 

are referred to by H i l l as "order-winners," or in Hi l l ' s 

own words: "Order-winners are those criteria which 

win the order." H i l l identifies his order-winners by 

asking specific questions to the market aimed at re

ceiving answers that w i l l improve the company's 

manufacturing. This procedure reveals that Hil l 's ter

minology refers, first and foremost, to marketing ac

tivities within manufacturing companies. 

Order-winners within the manufacturing companies 

may include product characteristics such as brand, 

packaging, design, price, quality, delivery speed, af

ter-sales service, etc. The product offered in this study 

is typified by much more complex characteristics. 

These may include both quantitative and qualitative 

information. The characteristic of a message such as 

"Media center" includes, for example, a description 

of the plans of the main press and broadcasting cen

ters including surface areas, rental costs per square 

meter, the technical services available and their rates, 

a map of the location of the centers showing the dis

tances to the different Olympic sites, the extent of the 

experience of the national television companies re

garding audio-visual coverage of high-level national 

and international events, and the intended post-Olym

pic use of the centers. 

Another difference to Hil l ' s identification of order-

winners is that H i l l only aims at identifying winning 

product characteristics (i.e., product qualities that are 

described to the bid selectors in the form of product 

messages). This study w i l l also evaluate the messen

gers, other actors, and exposure channels in order to 

see i f they also qualify as order-winners. 

This means that the applicability of Hill 's model w i l l 

be extended to a wider domain than for which i t was 

originally intended. This fact motivates the renaming 

of Hill 's term "order-winner" to "bid-winner" for the 

purpose of this study. 

Survey 

The aim of the survey was to study how the IOC 

members evaluated the impact of the different bid com

ponents on their choice of bid. The survey was carried 

out in the form of a mailed questionnaire. I t was ex

ecuted 3 years after the host election. The potential re

spondents were the IOC members who had participated 

in the election of the host for the 2002 Olympic Winter 

Games. 

I t was believed that the analysis of the answers could 

be enhanced by including three different degrees of 

influence and a fourth for negative influence, but that i t 

would be diff icul t for the respondents to grade the bid 

components in greater detail than this. Moreover, in 

order to induce the respondents to evaluate all 50 mes

sages and 40 actors and channels, the alternatives could 

not be too detailed. 

Several factors were identified as being significant 

to the reliability of the interpretation of the data f rom 

the survey. These included: 

• The respondents were probably influenced by their 

personal relationship with the researcher. This 

could be conceived as positive as well as negative 

to the reliability of the answers. 

• The questionnaire was carried out 3 years after the 

election with the ensuing possibility of memory 

loss. During the period between the election and 

the survey, the IOC members had voted for the host 

of the 2004 Summer Olympics. The respondents 

had, thus, been exposed to bid arguments f rom 

completely different bidders. This may have caused 

the IOC members to confuse the bid components 

from the two Games. I f this should be the case and, 

as a result, the IOC members changed their minds 

about the importance of certain bid components, 

their answers would be of less value when observ

ing their viewpoints for the 2002 Olympic Winter 

Games but of greater value for future bid processes. 

• Themainpartofthe survey was carried out before 

the allegations of bribery against Salt Lake City 

were made public in December 1998. This means 

that this affair did not interfere with the reliability 

of the survey. However, this fact w i l l be taken into 

consideration when analyzing the seven respon

dents who answered the survey after these allega

tions were made known. 

• The respondents were asked to answer a separate 

question regarding which bid components were the 

most important to their bid choices. No respon

dent mentioned any component other than those 

listed in the questionnaire. This confirmed that at 
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least the most important questions were included 

in the questionnaire. 

Cultural Segmentation 

Kotler (1976) stated that "culture is the most funda

mental determinant of a person's desires" (p. 77). I t 

determines how people f rom different cultures evalu

ate different factors. Samli, Greval, and Mathur (1988) 

focused their attention on the way in which interna

tional buying behavior was influenced by cultural dif

ferences. They suggested that the first, and probably 

most significant, factor is the background and task ori

entation of each of the individuals involved in the buy

ing process. Different educational backgrounds often 

generate substantially different professional goals and 

values. The three authors hold that nations have differ

ent beliefs and values, and they have different attitudes 

towards l ife. In certain countries bribery is a way of 

life, whereas in others i t is illegal. 

Hofstede (1984) also holds that this mental program

ming is expressed in different values that prevail among 

people f rom different countries. The IOC is a multina

tional and, hence, a multicultural organization. The 

decision-making IOC members for the 2002 Olympic 

Winter Games came f rom 77 countries. This means that 

they may not have evaluated all the bid components 

according to the same standards. 

However, culture is an ocean of influences. Several 

scientists have tried to define quantifiable dimensions 

by which culture can be measured and ranked. Through 

empirical observation Hofstede (1984) found and put 

forward four main dimensions along which dominant 

systems in 40 countries could be ranked, and which 

affected human thinking in predictable ways. The cul

tural segmentation of the respondents in this study has 

used Hofstede's four dimensions: Power Distance, 

Uncertainty Avoidance, Individualism, and Masculin

ity. They wi l l be explained below. The respondents have 

also been segmented by geographical and demographic 

variables. 

Analysis 

The ultimate objective of the study was to identify 

the winning bid components. As stated earlier, Hill 's 

definition of order-winners is the product criteria that 

wi l l win the order. Because the winning bid is chosen 

by a majority of the IOC members in a ballot, the first 

criterion of a bid-winner is that the bid component must 

be considered very important by a majority of the vot

ing IOC members. 

The IOC members were questioned regarding which 

of the bid components had played a significant role in 

their choice of bids. Twenty-eight of the IOC members 

responded by listing 2 to 12 components. The average 

number was 6. This indicates that the individual IOC 

members did not prefer a bid based solely on one bid 

component. Thus, the overall criterion of a bid-winner 

is a bid component that belongs to a set of bid compo

nents of which the same majority of IOC members 

grades each of them as "very important." 

In order to fu l ly answer the research question, the 

study wi l l proceed along the following lines: 

• analysis o f the re l iabi l i ty of the data and of 

nonresponses; 

• analysis of how the bid components were graded; 

• identification of the bid-winners; 

• identification of the bid components that were 

graded differently by segments of IOC members. 

Analyses of Reliability and of Nonresponses 

During previous b id processes for the Olympic 

Games and the Olympic Winter Games, rumors have 

circulated that some bidders used bribes in order to win 

the bid election. I t was, therefore, tempting to ask ques

tions on this matter in the questionnaire. However, it 

was clear that this would entail a risk of receiving un

truthful answers or of the questionnaire not being an

swered at all. Therefore, the respondents were asked to 

comment on this by giving their views to the five state

ments below. These bid messages were aimed at satis

fying the personal objectives of certain IOC members, 

at evaluating the need of fairness in their bid evalua

tions, and at influencing the IOC members by means 

of donations to the Olympic Movement and to the un

derdeveloped countries of several IOC members. The 

following five messages thus refer to fairness and per

sonal and economic incentives: 

• The quality of the IOC hotel during the Games. 

• The bid country had supported the Olympic Move

ment financially. 

• The bid country had greatly subsidized underde

veloped countries. 
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Figure 1. Number of respondents/number of potential respondents from each re
gion. 

• The bid committee's care of the IOC member dur

ing the bid. 

• The bid committee followed IOC's bidding rules. 

These questions may have been the most difficult to 

answer honestly. Had the respondents conceded the 

importance of the first four statements and acknowl

edged the unimportance of the fifth, they may have 

feared suspicion of having accepted personal privileges. 

On the other hand, should the respondents have an

swered in this way, i t would be reasonable to assume 

that they had answered the questionnaire honestly. As 

it turned out, a large proportion of the respondents an

swered accordingly, as between 37% and 60% of the 

respondents classed the first four messages as "impor

tant" or "very important" and 26% graded the last mes

sage as "not important." This fact underlines the reli

ability of the answers in the survey. 

Eighty-nine votes were recorded at the host election 

for the 2002 Olympic Winter Games. A t the time of the 

survey, four persons were no longer living and one had 

left his seat on the IOC and was no longer available. 

Thus, 84 IOC members were available to answer the 

questionnaire, but only 39 did in fact do so. These mem

bers originated from the areas shown in Figure 1. 

To what extent did the 39 respondents represent all 

potential 84 respondents? This was examined by a chi-

square test of the null hypothesis, H o : "The respon

dents f rom the five geographical areas in Table 1 were 

representative of all potential respondents in these 

areas." 

A probability over 5% would mean that i t would be 

too great a risk to reject the null hypothesis. The chi-

square test resulted in a 53% probability. This means 

that the null hypothesis cannot be rejected, and, hence, 

there is reason to believe that the 39 respondents geo-

Table 1 

The Geographical Origin of the IOC Members 

NW Europe, 
Canada, US 

East Europe, 
Israel, Turkey, 
Latin Europe Africa Asia 

Latin America, 
Oceania 

The 39 respondents 13 7 3 7 9 
Expected frequencies 10.7 7.4 7.0 5.6 8.4 
All 84 IOC members 23 16 15 12 18 
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graphically represented all 84 potential respondents 

f rom the five defined geographical areas. 

After the first 32 questionnaires had been answered 

and received, allegations were published that the Salt 

Lake City bid committee had complemented its bid with 

bribes to certain IOC members. Four IOC members 

resigned voluntarily. None of them had answered the 

questionnaire. A n investigation carried out by the IOC 

resulted in the expulsion of six more members of the 

IOC. One of them had answered the questionnaire. A 

further nine IOC members were cautioned by the IOC. 

Five of them answered the questionnaire (IOC, 1999). 

Seven of the 19 expelled or cautioned members came 

f rom Central and South Africa. This constituted 54% 

of the potential respondents in this area. This may be a 

reason why only one IOC member f rom this region 

answered the questionnaire. 

Six of the 39 respondents (15%) had, thus, accepted 

forbidden privileges. I f these privileges made any of 

them impartial in their evaluation of the bids, we do 

not know. Furthermore, there is no proof available to 

assume anything else than that at least 33 respondents 

(85%) were fair and impartial in their evaluation of the 

bids. The Salt Lake City case unveiled that 19 of the 89 

IOC members (21%) had accepted forbidden privileges 

from a bidder. The selection criteria used by the re

maining 79% of the IOC members were the object of 

study in this survey. 

Analysis of How the Bid Components Were Graded 

A n analysis w i l l be made of how the IOC members 

graded the bid components: messages, messengers, 

other actors, and channels. The IOC members were 

asked to grade the level o f influence these bid compo

nents had on their bid selections. The following ordi

nal scale was applied: 2 = Very important, 1 = Impor

tant, 0 = Not important, - 1 = Negative influence. 

Table 2 shows the bid components that were graded 

"very important" by at least 50% of the respondents 

(i.e., by 20 or more IOC members). The components 

are ranked according to the number of 2s they received. 

Table 2 

Bid Components That Were Graded Very Important by a Majority of the Respondents 

Number of Grades 

Ranked Order No. Bid Components 2 1 0 -1 

1 16. Olympic Village 37 2 0 0 
2 17. Transportation 34 5 0 0 
3 11. Sports/arenas 31 8 0 0 
4 21. Finances 30 7 2 0 
5 88. The IOC members' visits to the bid cities 30 4 5 0 
6 18. Telecommunications 29 9 0 1 
7 19. Information technology 28 11 0 0 
8 27. Support for the bid in the bid country 28 10 0 0 
9 10. Sports organization 28 9 2 0 
10 23. Guarantees 26 11 2 0 
11 7. Security 25 12 2 0 
12 2. Candidate city characteristics 24 13 2 0 
13 1. National and regional characteristics 24 11 4 0 
14 3. Legal aspects 23 13 3 0 
15 24. Compact Games 23 13 2 0 
16 32. Promise to take good care of the athletes 23 12 2 0 
17 20. Media center 23 12 4 0 
18 15. Accommodation 22 16 1 0 
19 73. Evaluation Commission 22 13 2 1 
20 9. Program of the Games 22 11 0 0 
21 8. Medical and health service 20 15 4 0 

The bid components Nos. 1-23 are questions in the IOC questionnaire, and include answers on 
complex issues such as: Olympic Village = How and where will the accommodation for the ath
letes be performed? Transportation = How will the transportation of all visitors of the Games be 
carried out? Sports/arenas = How and where will the arenas for the competitions be located and 
constructed? Finances = How will the Games be financed? 
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The No. column in the table is the bid component's 

number in the questionnaire. 

Messages. According to the IOC questionnaire to 

the bidders, the messages Nos. 1-23 are most impor

tant to the IOC members. Have the responding IOC 

members graded these issues in accordance with the 

interest of their organization? Table 2 shows that IOC 

members shared the IOC's interest in all issues except 

for the "Olympism and culture," "Environmental care," 

"Youth Camp," and "Ceremonies" messages. None of 

these were ranked among the 20 most important mes

sages. 

This information constitutes partly a new state of 

affairs. Culture has long since held an important role 

within the Olympic Movement. IOC's fundamental 

principles in the Olympic Charter state that: "Blending 

sport with culture and education, Olympism seeks to 

create a way of l i fe based on joy found in effort, the 

educational value of good example and respect for uni

versal fundamental ethical principles" (IOC, 1995a). 

Furthermore, at the seven Summer Olympics between 

the years 1912 and 1948, cultural competitions were 

disciplines of the Games. Environmental care has also 

been focused on by the IOC both in articles published 

by the IOC and through its recognition of the 1994 

Olympic Winter Games in Lillehammer as being the 

first "green" Winter Olympics. 

"National and regional characteristics" was one of the 

subjects in the IOC questionnaire. I t was ranked as the 

13th most important bid component, and was consid

ered "very important" by over 60% of the respondents. 

Ninety percent of the respondents graded i t at least " im

portant." An example of the high level of importance 

that was awarded this complex message was demon

strated by the following remark made by one of the re

spondents: "As the majority of the voters are Europeans 

they have an ingrained prejudice against Sweden, bom 

of bias nurtured by happenings in World War I I . . . — a 

thought expressed by many European friends." Because 

one third of the IOC members are Europeans, Swedish 

cities wi l l obviously have difficulty in winning the bid 

contests as Sweden did not fight Hitler during World War 

H. Many conflicts between neighboring countries in the 

world are due to grievances or historical guilt. This means 

that history may represent an obstacle for many cities 

when bidding to win the Games. 

After the election some bidders and some IOC mem

bers connected Salt Lake City's great victory to four 

messages. A t this survey the IOC members ranked one 

of them the third most important message, "Sports/are

nas." "Support for the bid in the bid country" was ranked 

7, while "Compact Games" was only ranked 14. 

"One Olympic village instead of two" was compre

hended during the author's participant-observation 

study as a "must" for a winning bid (Persson, 2000). I t 

was only ranked as the 24th most important message. 

The explanation for this is that the statement has a built-

in conflict of interest. I t is fundamental to the IOC and 

the Olympic idea that all athletes should live in the same 

place during the Games in order to be able to meet, 

make friends, and create international understanding. 

This is partly of interest for the athletes too, but in or

der to create the best possible conditions in which to 

perform, some of the athletes must live close to their 

arenas. This means that even i f the organizer of the 

Games offers one all-inclusive Olympic village, many 

national teams of certain disciplines wi l l rent their own 

houses far away f rom the Olympic village. This con

f l ic t of interest is illustrated by the fact that only 2 of 

the 15 responding former top athletes among the IOC 

members considered it "very important" to have one 

Olympic village, while 9 of the 24 lower ranked ath

letic IOC members stated the same. One former top 

athlete even considered "one Olympic village" to have 

a "negative influence" on his decision. 

There were two groups of messages in the bid pro

cess: messages regarding characteristics pertaining to 

the organization of the Olympic Games (Olympic 

Games messages), and messages not pertaining or per

taining very little to the Games (Non-Olympic Games 

messages). The average distribution of the grades given 

by the responding IOC members to the messages in the 

two groups is presented in Table 3. 

Table 3 shows that 54% of the IOC members graded 

the Olympic Games messages "very important" (2), 

while only 16% of the IOC members graded the Non-

Olympic Games messages likewise. Furthermore, the 

right-hand column shows that the Olympic Games 

messages were graded at least "important" (2 + 1) to a 

greater extent (90%) than the Non-Olympic Games 

messages (53%). This shows, however, that the major

ity of the IOC members still acknowledged the impor

tance of Non-Olympic Games messages. 

A subgroup of the Non-Olympic Games messages 

included messages on fairness and on personal and eco

nomic incentives. Table 4 summarizes the distribution 

of grades given by the respondents on these subjects. 
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Table 3 

The I O C Members' Average Grading of Two Message Groups 

Distribution of Grades 

2 1 0 -1 2+1 

Olympic Games messages No. 1-27 
Non-Olympic Games messages No. 28-50 

54% 
16% 

36% 10% 0% 
37% 42% 5% 

90% 
53% 

2 = Very important, 1 = Important, 0 = Not important, -1 - Negative influence. 

Table 4 shows that a majority of the IOC members 

considered "Subsidies to underdeveloped countries," 

"Support of the Olympic Movement economically," and 

"The care of the IOC members" not important to their 

bid choices. Furthermore, four respondents (11%) con

sidered "The care of the IOC members" to be a "nega

tive influence." This message was ranked 43 (i.e., as 

the eighth least influential message). Only "The qual

ity of the IOC hotel" was at least important to a major

ity of the IOC members. 

Twenty-six percent of the respondents stated that 

following the IOC's bidding rules was not an impor

tant issue in their choice of bid. Seven respondents an

swered after the Salt Lake City bribery allegations had 

been published. They seem to have answered honestly 

as one of them still stated that i t was "not important" to 

follow the bidding rules of the IOC, and three that i t 

was only "important." This was in line with the answers 

that were received during the period before the Salt Lake 

City case was announced. 

Messengers. The messengers were responsible for 

marketing the bid. They delivered the bid messages to 

the members of the IOC and to other actors and chan

nels in the bid process. The messenger was a person or 

an organization that the bid committee had employed 

to act in the interest of the bidder. A l l the messengers 

came from the bid countries, and represented one bid

der only (i.e., no bidder was able to use the bid com

mittees, mayors, ambassadors, etc. from the other coun

tries). Fifteen messengers have earlier been identified 

(Persson, 2000). 

No messenger was considered "very influential" by 

a majority of the respondents (i.e., by more than 20 

IOC members) and no messenger was considered "in

fluential" or "very influential" by all the respondents. 

These findings are surprising as personal selling is con

sidered to be one of the major promotional tools avail

able, and many authors emphasize the importance of 

the messengers in communication and selling situations, 

especially in international marketing (Heskett, 1976; 

Mehrabian, 1981; Terpstra, 1978). 

The highest ranking messenger was "The Bid Com

mittee Chairman and President," who was considered 

"influential" or "very influential" by 84% of the re

spondents. However, six respondents f rom all the geo

graphical areas considered them "without influence." 

Dignitaries, such as ministers, ambassadors, royalty, 

and other heads of the states, f rom both the larger and 

smaller bid countries had little impact on the respon-

Table 4 

The I O C Members' Gradings of the Messages on Fairness and Personal and Economic Incentives 

Distribution of Grades 

Ranked Order No. Message 2 1 0 - 1 

45 33. The quality of the IOC hotel during the Games 5% 49% 46% 0 
46 46. Subsidies to underdeveloped countries 5% 34% 55% 5% 
48 45. Support of the Olympic Movement economically 3% 35% 57% 5% 
43 50. The care of the IOC member during the bid 8% 22% 61% 11% 
31 47. The bid committee followed IOC's bidding rules 21% 53% 26% 0 

2 = Very important, 1 = Important, 0 = Not important, -1 = Negative influence. 
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dents. These four messengers were among the five least 

influential messengers. 

Other messengers, who had no influence on the re

spondents' choice of bid, included the wives of the bid 

presidents and nonwhite people on the bid cornmittees. 

During the participant-observation study two nonwhite 

IOC members had strongly expressed the great impor

tance of having nonwhite people engaged in the bid 

teams (Persson, 2000). However, only one nonwhite 

IOC member answered the questionnaire, and this per

son was fairly extreme in his views and considered that 

all messengers except Olympic medallists had a nega

tive impact on his bid choice. 

Salt Lake City's final presentation team included a 

young girl athlete. She did not have any influence on 

the responding members' bid selection, although two 

IOC members had acknowledged her great importance 

during the participant-observation study (Persson, 

2000). These two IOC members did not answer the 

questionnaire. 

Although no single messenger was considered "very 

important" by a majority of the IOC members, the bid 

committee should include the highest ranking messen

gers, as presented in Table 5. However, a city may bid 

to host the Olympics only after approval of its National 

Olympic Committee (NOC). The NOC is, together with 

the IOC members, IOC's representative in the bid coun

try. For formal reasons the president or secretary gen

eral of the NOC should also jo in the bid committee. 

Other Actors. During the bid process, there were 

other actors who, without actually acting as messen

gers, influenced the process by their views and by other 

activities. For the most part, these actors represented 

the IOC or were connected in some other way to the 

Olympic movement. It was possible for the bidders to 

influence these actors but not to control them. Seven-

Table 5 

A Top Ranking Bid Committee 

Ranking 

1. The bid committee chairman 
1. The bid committee president 
2. The bid committee vice president 
4. An Olympic gold medallist 
5. The IOC members in the bid country 
6. The Mayor 

The NOC president 

teen actors possessing these qualities have earlier been 

identified. One of them, "The other IOC members," was 

also recognized as a messenger, namely the "Other IOC 

members in the bid countries" (Persson, 2000). 

Only one "other actor," the Evaluation Commission, 

was considered "very influential" by a majority of the 

IOC members. The Electoral College was graded as 

being "influential" or "very influential" by a majority 

of the respondents. The IOC President, other IOC mem

bers, the FIS President, and the International Federa

tions (the experts on winter sports) only influenced the 

decision of 35% of the IOC members. 

This low level of influence may be a mark of inde

pendence by the responding IOC members. Persson 

(2000) noticed that several group decisions by IOC 

members took place during the bid process. These 

groups comprised different IOC commissions and 

boards, or included IOC members from the same parts 

of the world. This indicates that the IOC members may 

listen to each other, but when i t comes to voting, they 

act totally independently. 

According to Eilon's (1969) definition of freedom 

to choose, this was possible to do because there was a 

total degree of freedom as regards the final election of 

host cities by most IOC members. With no IOC mem

ber susceptible to undue pressure or punishment when 

casting his/her final vote, the only flaw in the IOC sys

tem was that i f a bid city failed to receive a single vote, 

everybody would know that the IOC member in that 

country had not voted for his/her own country's candi

date. 

The Salt Lake City bribery investigations revealed 

an agent who was supposed to deliver votes from Cen

tral and South Africa. This man was an IOC member 

and the president of ANOCA, The Association of Na

tional Olympic Committees of Africa. He received over 

US$216,000 in the fo rm of direct payments, medical 

and travel expenses, gifts, and entertainment from the 

Salt Lake City bid committee (IOC, 1999). The respon

dents of this survey only included one IOC member 

from this area, and he considered that the ANOCA presi

dent had a negative influence on his bid choice. No 

respondent considered him "very influential." Three 

members perceived him as "influential," while 86% 

considered him "not influential" to their bid selection. 

None of the IOC members stated that T V Networks 

had any significant impact on their choice of bid, al

though seven of them (19%) acknowledged a certain 

influence. A Sport Intern poll conducted among opin-
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ion-leading journalists and sports officials in 1995 (i.e., 

the same year as the host for the 2002 Olympic Winter 

Games was elected) showed a great influence on the 

sports world by T V network personalities. This poll 

stated that the second most influential sports personal

ity in the world in 1995 was the president of the TV 

network NBC Sports. Only the IOC President was 

ranked above him (Huba, 1995b). In a corresponding 

poll in 1999, two more T V network presidents climbed 

up the ladder and were ranked the seventh and 16th 

most influential sports personalities in the world (Huba, 

1999). However, this influence could have been exerted 

in areas of sporting l i fe other than the IOC members' 

choice of bid. Yet, the influence of the T V network presi

dents should be studied in more detail. 

Channels.Nine channels have earlier been identified 

(Persson, 2000). The bidders could influence these 

channels and control some of them. 

The two most important channels were "The visits 

by the IOC members to the bid cities" and "The final 

presentations." How did this finding coincide with the 

answers to the following separate question in the ques

tionnaire: "At which time did you select the candidate 

city you finally voted for?" Table 6 presents the respon

dents' answers. 

Table 6 shows that 19 + 11 respondents (77%) made 

their final choice after their visit to the bid cities. This 

corroborates the high grades given to this particular 

channel. In order to reduce the costs for the bidders 

and the risk of "overdoing" the hospitality to certain 

IOC members, the IOC decided in December 1999 to 

only allow the IOC Evaluation Commission to make 

these visits in the future (IOC, 2000b). 

Table 5 shows that 6 + 3 + 19 respondents (72%) 

made their choices before the final presentation, al

though 89% of the responding IOC members graded 

Table 6 

The Time at Which the I O C Members Made Their Final Choice 

Point of Time No. of Respondents 

Before the finalist cities were selected 6 
After the finalists were selected but before 3 

your visits to the finalist cities 
After the visits to the finalist cities but before 19 

the final presentation 
After the final presentation 11 

this channel as being "influential" or "very influential." 

Obviously the respondents considered the final presen

tation very important to their choices but i t did not 

change their minds in this specific bid process. 

The second lowest ranking channel was "Presents, 

souvenirs." These presents were often souvenirs of mi

nor value within the IOC's price limits. Their impact 

was graded on average negatively by the respondents. 

Surprisingly, one respondent considered them "influ

ential" and one "very influential." In certain cultures 

giving small presents is a way of preserving friendship, 

as the French proverb says: "Les petits cadeaux 

entretiennent 1' amitié." It is not the value of the present 

that counts in these cultures, but the gesture. 

There was one specific question on friendship, "The 

bid president has become a friend of yours." This was 

graded "not important" by a majority of the respondents, 

and was only ranked as the 38th most important mes

sage. However, even here, a small number (five) of re

spondents originating from Asia, East Europe, North

west Europe, and North Africa considered this message 

to be "very important" in their bid choices. Thus, it was 

not possible to link the importance of friendship in the 

bid selection to any particular part of the world. The only 

common denominator was that none of these respon

dents had been top athletes (i.e., they had not taken part 

in any Olympic Games or World Championship as had 

38% of the respondents). Four of them were in the age 

group 70 to 76 and held university degrees, while the 

fifth was under 55 and had no such diploma. The latter 

IOC member was also the only respondent who consid

ered small presents and souvenirs "very important." 

Identification of the Bid-Winners 

A winning bid must be selected by more than 50% 

of the voters. In this smdy the number of respondents 

was 39. This means that a bid winning component must 

be considered "very important" by at least 20 respon

dents. Twenty-one bid components f i t into this category. 

These are presented in Table 2. 

The messages "3. Legal aspects" and "23. Guaran

tees" were 2 of the 21 bid components. These mes

sages had earlier been acknowledged by Hörte and 

Persson (2000) as "Qualifiers." This means that they 

were basic requirements in the bid process and not fac

tors that would distinguish one winning bid f rom the 

others. This reduced the number of potential bid-win

ners to 19. 
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As stated earlier, each individual IOC member made 

his/her bid choice according to his/her preference of a 

set of bid components. I t is reasonable to assume that 

the winning bid w i l l include the greatest number of bid 

components that all are graded "very important" by the 

same majority of the IOC members. Bid components 

forming such a set are then acknowledged as "bid-win

ners." Three different majority groups of at least 20 

responding IOC members each considered one specific 

set of five bid components very important. No larger 

sets of bid-winners were identified. These three sets of 

bid-winners are presented in Figure 2. 

There were consequently three ways of formulating a 

bid that w i l l attract a majority of the IOC members. Fig

ure 2 shows that three of the bid-winners were identical 

in all three sets: "Olympic Village," 'Transportation," 

and "Sports/arenas." The messages "Telecommunica

tion," "Information Technology," "Media center," and 

"Finances" formed the differences between the three sets. 

A l l seven bid-winning messages pertained to the or

ganization of the Winter Olympics. No messenger, other 

actor, or channel was, thus, considered a bid-winner. 

A n interesting observation is that two sets of bid-win

ners include a bid component that was not among the 

most popular (i.e., "Mediacenter"). "Mediacenter" was 

only ranked the 16th most important bid component, 

and only 23 respondents considered it "very important." 

On the other hand, the only high-ranking channel ("The 

IOC member's visits to the bid cities"), which was 

ranked fifth among all the bid components and was 

graded "very important" by 30 of the 39 respondents, 

was not included in any of the three bid-winner sets. 

Identification of the Bid Components Graded 
Differently by Segments of IOC Members 

The respondents were segmented by nine variables 

in order to determine whether the components' levels 

Oiynpic Village 

Transportation 

Sportsarenas 

Finances 

Mgdia 

— 
Si Si Si 

10 20 

Olyrrpic Village 

Transportation 

S ports/a renas 

hforrration Techn 

Media 

30 40 

Olyrrpic Village 

Transportation 

Sportsarenas 

Te lecorrrrun cation 

Information Techn 

j 

0 10 20 30 40 
No. of respondents grading the component Very importanf 

Figure 2. Three sets of bid-winners, each consisting of five messages 
graded 'very important" by the same rnajority of at least 20 responding 
IOC members. 
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Table 7 

The Respondents' Representation of the Potential Respondents 

Segments Probability 

Demographics 
Age: <64 years/>65 years 
Athletic Level: Having participated as an athlete in the 

Olympic Games (OG) or World Championships 
(WQ/Having not participated in OG or WC 

Educational level: No university exam/ 
University exam/Dr. 

Geographical/cultural 
NW Europe, Canada, US, Japan/Other countries 
Gross domestic product per capita: High/Low 
Power Distance Index: High/Low 
Uncertainty Avoidance Index: High/Low 
Individualism Index: High/Low 
Masculinity Index: High/Low 

100% 
23% 

34% 
39% 
76% 
61% 

100% 
100% 

of impact on the individual IOC members varied. The 

segments were all examined by chi-square tests. The 

three demographic and the first two geographic vari

ables in Table 7 were tested by the null hypothesis, H o I : 

"The respondents were representative of all potential 

respondents." The tests required information on the 

personal characteristics of all the potential respondents. 

These were found in the IOC Biographies (IOC, 1992, 

1997). 

Because all the potential respondents were not rep

resented in Hofstede's indices, the null hypothesis for 

the last four variables in Table 7 was H o 2 : "The respon

dents f rom countries that were included in Hofstede's 

indices represented all potential respondents from those 

countries." 

The expected frequencies in all nine chi-square tests 

were greater than the minimum 5 that is required to 

obtain a satisfactory approximation of such a test 

(Newbold, 1995). The results of the tests are presented 

in Table 7. A probability over 5% means that i t would 

be too great a risk to reject the null hypothesis. 

Table 7 shows that there is reason to assume that 

the 39 respondents represented all 84 potential respon

dents as regards age, athletic level, the set of geo

graphical areas and GDP/capita, and that the 26 re

spondents, whose countr ies were inc luded i n 

Hofstede's indices, represented the 45 respondents 

from the said countries. 

Higher educated IOC members answered the ques

tionnaire to a greater extent than members with a lower 

level of education. This meant that the respondents were 

not representative of all potential respondents with re

gard to educational level. 

The medians of the grades were not sensitive enough 

to compare the grades given by the different segments, 

as the ordinal scale only included four grades. An ordi

nal scale is not designed for calculating mean values. 

Well aware of this limitation, mean values were used in 

an explorative attempt to distinguish the segments' pref

erences of grades. In order to test the practicality of this 

method, all 90 bid components were ranked partly by 

the mean value and partly by the number of 2s and sec

ondly the number of Is they had received from the re

spondents. A comparison of the two ranking models 

showed that within the bid component groups of mes

sages, messengers, other actors, and channels they were 

fairly well in compliance. Forty-eight of the 90 bid com

ponents were ranked identically, 9 components differed 

by only one step in the ranking order, 16 components by 

two steps, 8 by three steps, and finally 9 components by 

more than three steps. This encouraged the author to 

compare the 95% confidence intervals of the segments' 

mean grades. The different preferences were located 

where these intervals did not overlap. As can be seen in 

the following tables, the median grades given in paren

theses show the same differences in all cases except two. 

Twenty respondents were <64 years of age and 19 

were >65. Two nonoverlapping confidence intervals of 

grades were identified: one for a message and one for a 

messenger: 

<64 years £65 years 

1. National and regional characteristics 
77. Royalty 

1.7-2.0(2) 
-0.2-0.0 (0) 

0.9-1.5 (1) 
0.1-0.7 (0) 

Fifteen respondents had participated in the Olympic 

Games (OGs) or World Championships (WCs). Com

pared to the other respondents, they were influenced 

more in their bid choice by the following three bid com

ponents: 

No OGs or WCs OGs or WCs 

2. Bid city characteristics 
6. Custom and immigration 

formalities 
22. Marketing of the 

Olympic Winter Games 

1.0-1.6(1) 
0.6-1.0 (1) 

0.9-1.3 (1) 

1.8-2.0(2) 
1.1-1.9(2) 

1.6-2.0(2) 

Several sets of segments of geographical origin were 

tested. One of them produced two 95% confidence in

tervals that did not overlap. These two were: 
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31. Free transportation for 
all athletes 

86. News letters, brochures, etc 0.3-0.7 (0) 

NW Europe, US, 

Canada. Japan Other countries 

0.4-1.2(1) 1.3-1.7(2) 

0.8-1.2 (1) 

The difference in the grading of "Free transporta

tion for the athletes" could be explained by the greater 

financial wealth of North west Europe, US, Canada, and 

Japan. These countries would not need free transporta

tion for their athletes. This finding induced the author 

to test a set of segments that included the 19 respon

dents f rom countries with the highest gross domestic 

product (GDP) per capita and to compare i t to the 20 

respondents f rom countries with the lowest GDP per 

capita. The countries with lower GDP per capita graded 

the following two messages higher than the others: 

18. Telecommunications 
46. Subsidies to underdeveloped 

countries 

High Low 
GPP/capita GPP/capita 

1.2-1.7(2) 1.9-2.1(2) 
0.0-0.2(0) 0.3-1.1(1) 

I t is probable that the IOC members from the fo l 

lowing low-GDP countries would appreciate good tele

communications and subsidies to their countries more 

than IOC members from richer countries: Argentina, 

Brazil, Chile, Colombia, Greece, India, Mexico, Paki

stan, Peru, Philippines, Portugal, Taiwan, Thailand, 

Turkey, Venezuela, and Yugoslavia. 

Neither of the two separate 95% confidence inter

vals was in favor of "Free transportation for all ath

letes." A likely explanation is that many countries with 

low GDP per capita w i l l send very few or no athletes to 

the Winter Olympics (i.e., free transportation for win

ter athletes is not an important issue for them). 

Hofstede's distribution of the countries' index val

ues was used when forming segments of his four coun

try cultural indices. In order to form reliable segments, 

a control was made of the distribution of the index val

ues of the 40 countries. I t was established that the val

ues of all four indices decreased continuously along a 

fairly straight line, as shown in Figure 3. This made it 

possible to form a high-index group and a low-index 

group by dividing the indices down the middle, as 

shown in Figure 3. 

Three messages were graded higher by respondents 

from countries with high values on the Hofstede's Power 

Distance Index: 

8. Medical and health service 
13. Olympismand culture 
18. Telecommunications 

High 

1.5-2.0 (2) 
1.2-1.8 (1.5) 
1.8-2.1 (2) 

Low  

0.8-1.4(1) 
0.5-1.1 (1) 
1.0-1.7 (1) 

These three messages were graded higher by re

spondents from cultures where less prominent mem

bers of organizations expect and accept an unfair dis

t r ibut ion of power. Twelve I O C members f r o m 

countries on the "high side" of Hofstede's index an

swered the questionnaire. However, as shown in Table 

7, there is reason to believe that the IOC members 

f rom all high-index countries would consent to the 

high-impact value of these messages. These high-in

dex countries include Belgium, Brazil, Chile, Colom

bia, France, Greece, India, Mexico, Pakistan, Peru, 

Index Power Distance Index 

1 3 5 7 9 11 13 15 17 19 n 23 25 27 29 31 33 35 37 39 
Countries 

Figure 3. The distribution of index values for Power Pistance Index. 
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Philippines, Portugal, Spain, Taiwan, Thailand, Tur

key, Venezuela, and Yugoslavia. 

Two messages were graded higher by respondents 

f rom countries with high-index values on Hofstede's 

Uncertainty Avoidance Index: 

High Low 

14. Youth Camp 0.8-1.5(1) 0.2-0.7(0) 
32. Promise to take good care 1.7-2.1(2) 0.7-1.5(1) 

of the athletes 

Respondents who belonged to cultures where people 

felt threatened by uncertain or unknown situations ap

preciated a promise to take care of the athletes more 

than those who did not. The IOC members f rom these 

countries were the only segment that gave "Youth 

Camp" a mean grade over 1.0. According to Hofstede, 

these countries include Argentina, Austria, Belgium, 

Brazil, Chile, Colombia, France, Greece, Israel, Italy, 

Japan, Mexico, Pakistan, Peru, Portugal, Spain, Taiwan, 

Turkey, Venezuela, and Yugoslavia. 

One message was graded higher by respondents from 

countries with low-index values on Hofstede's Individu

alism Index: 

High Low 

33. The quality of the IOC hotel 0.0-0.5(0) 0.6-1.0(1) 

This message was graded higher by respondents who 

belonged to a society in which people, f rom birth, are 

integrated into strong, cohesive groups that continue to 

protect them throughout their lives in exchange for 

unquestioning loyalty. I t is, thus, probable that the IOC 

members from countries on the "low side" of Hofstede's 

Individualism Index would agree that the quality of the 

IOC hotel has a certain impact value on their bid choices. 

These countries include Argentina, Brazil, Chile, Co

lombia, Greece, India, Japan, Mexico, Pakistan, Peru, 

Philippines, Portugal, Taiwan, Thailand, Turkey, Ven

ezuela, and Yugoslavia. 

One message was graded higher by respondents from 

countries with high index values on Hofstede's Mascu

linity Index: 

High Low  

30. Promise to leave legacies 1.1-1.8(1) 0.3-1.0(1) 

This message was graded higher by respondents who 

belonged to a society in which social gender roles are 

clearly defined (i.e., men are supposed to be assertive, 

tough, and focused on material success, whereas women 

are expected to be more modest, tender, and concerned 

with the quality of life). It is probable that the IOC mem

bers from the following countries on the "high side" of 

Hofstede's Masculinity Index would grade "the promise 

to leave legacies" higher: Argentina, Australia, Austria, 

Belgium, Colombia, Germany, Great Britain, Greece, 

India, Italy, Japan, Mexico, New Zealand, Philippines, 

South Africa, Switzerland, US, and Venezuela. 

This analysis of segmented respondents has shown 

that 17% of the bid components were graded differ

ently. This means that the IOC members' evaluations 

of the remaining 83% of the bid components were fairly 

similar, although these members originate from many 

different countries. A n explanation for this may be their 

common demographic characteristics such as sex, age, 

level of education, interest in sports, linguistics, inter

national network, frequent international traveling, and 

membership of the IOC. 

Table 8 summarizes the bid components that were 

graded "very important" by a majority of the IOC mem

bers. 

Conclusions 

This study has shown a possible extension to the 

domain of Hill 's order-winner model. I t has been ap

plicable in the selection of very complex bids and in 

identifying order-winners, not only among product 

quality messages but also among their messengers, other 

actors, and channels. 

Verbal communication had a much greater impact 

on the respondents' bid choices than nonverbal, in con

trary to Mehrabian's and other authors' findings. This 

was probably because the main part of the bid market

ing was made in verbal forms and not through close 

meetings between the bid messengers and the IOC 

members. 

The best way of winning an Olympic host bid con

test is not just to make offers within subjects that are 

considered "very important" by the greatest number of 

IOC members. A selection of bid-winning offers must 

be assembled into a set that w i l l attract a majority of 

the same IOC members. 

Generalization 

These findings are from the study of one bid pro

cess. To what extent can they be applied to future Olym
pic host selection processes? I t is known that cultural 
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Table 8 

The Bid Components Graded "Very Important" by a Majority of the Respondents 

No. of 2s Messages Messengers Other Actors Channels 

Bid-winners 
37 16. Olympic Village 
34 17. Transportation 
31 11. Sports/arenas 
30 21. Finances 
29 18. Telecommunications" 
28 19. Information technology 
23 20. Media center 

Others 
30 88. Visits to the bid city 
28 27. Support for the bid 
28 10. Sports organization 
25 7. Security 
24 2. Bid city characteristicsb  

24 1. National, reg. character" 
23 32. Care of the athletes" 
23 24. Compact Games 
22 15. Accommodation 73. Evaluation Comm 
22 9. Program of the Games 
20 8. Medical and health service' 

The bid components are ranked within the two groups according to the number of IOC members who graded them "very 
important" (No. of 2s). 
"Evaluated higher by IOC members from countries with low GDP per capita and high Power Distance index: Argentina, 
Belgium, Brazil, Chile, Colombia, France, Greece, India, Mexico, Pakistan, Peru, Philippines, Portugal, Spain, Taiwan, 
Thailand, Turkey, Venezuela, and Yugoslavia. 
Evaluated higher by top athletic IOC members who have participated in Olympic Games or WCs. 
'Evaluated higher by IOC members younger than 65 years. 
"Evaluated higher by IOC members from high Uncertainty Avoidance Index countries: Argentina, Austria, Belgium, Brazil, 
Chile, Colombia, France, Greece, Israel, Italy, Japan, Mexico, Pakistan, Peru, Portugal, Spain, Taiwan, Turkey, Venezuela, 
and Yugoslavia. 
"Evaluated higher by IOC members from high Power Distance index countries: Belgium, Brazil, Chile, Colombia, France, 
Greece, India, Mexico, Pakistan, Peru, Philippines, Portugal, Spain, Taiwan, Thailand, Turkey, Venezuela, and Yugoslavia. 

influences, and with them people's reference points, 

are subject to accelerated change by time (Kotler, 1976). 

It is also known that the settings of an Olympic host 

selection process are renewed on each occasion. Most 

bidders and bid leaders are always new. The body of 

IOC members is renewed by some 10% between each 

bid process, and the bid rules are often subject to change 

(Persson, 2000). 

There is, however, one important prerequisite that 

does not change and that is the objective of the IOC. As 

long as no personal objectives prevail, the bid choices 

of the IOC members w i l l aim at fu l f i l l ing the objective 

of the IOC. The bids are then evaluated according to 

their qualifications to f u l f i l l this objective by organiz

ing an "Attractive Olympic Games" and by bestowing 

"Independence, Expansion and Prestige" on the IOC 

(Persson, 2000). 

This means that, when using the findings of this ar

ticle in future Olympic bid processes, an identification 

must be made of which IOC members wi l l base their 

bid selections on bid components pertaining to the IOC 

objective, and which members w i l l rely on other of

fers. The Salt Lake City case revealed the difficulty in 

evaluating the number of IOC members who wi l l ac

cept personal privileges, as many more IOC members 

(21%) had accepted unauthorized gifts than first an

ticipated in the rumors. On the other hand, this study 

showed that 26% of the responding IOC members stated 

that i t was not important to their decisions that the bid

ders followed the rules. Moreover, i f the IOC allows 

cities to organize the Games despite their violation of 

the rules, it is unlikely that the number of IOC mem

bers who accept personal privileges w i l l decrease in 

the future. 
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Abstract 

I n f ive previous studies, the author examined the host selection process for the 2002 

Olympic Winter Games. The findings f r o m these studies are discussed i n this article. 

Focus has been placed on a comparison between the views o f the bidding cities and 

those o f the b id selecting members of the International Olympic Cornrnittee ( IOC) 

regarding the design o f the bids and the way o f communicating them. 

The analysis shows that there is l i t t le compatibi l i ty between these views. However, the 

winning b i d and the b id which succeeded better than its technical qualities motivated, 

were most congruent w i t h the IOC members' views. This f ind ing resulted in the 

fo l l owing statement: "The better f i t between the bidder's and the IOC members' 

perceptions o f the b id offers, the greater the chance the b id has o f winn ing ' . 

K E Y W O R D S : B id , decision, f i t , marketing, mega-event, Olympic. 

Introduction 

Olympic Games is big business. The budget for organizing a Winter Olympics totals over 
US$800 mil l ion and a Summer Olympics twice as much. For the rights to distribute the 

2006 Winter Olympics the T V networks w i l l pay over US$800 mil l ion and for the 2008 

Summer Olympics over US$1,700 mil l ion . The host cities may keep 49% of those T V fees 
and the International Olympic Committee (IOC) 7% of them. The rest is to be distributed to 

the International Federations and to the National Olympic Committees all over the world 
(IOC, 2000). A n average budget for bidding to host the Winter Olympics is about US$5 
mil l ion and the Summer Olympics US$15 mi l l ion (Persson, 2000a). 

The method of choosing the host for the Olympic Games is similar in many ways to an 
ordinary business-to-business (B2B) export sales. The seller in this case is the candidate 
city's bid committee. The buyer is the organization for the International Olympic 

Committee. The product is the hosting of an Olympic Games, which is a sports and culture 
event lasting 16 -17 days wi th worldwide T V coverage. The IOC Evaluation Commission is 

the body which evaluates the bid. The f inal choice is made by the active IOC members 
(Persson,2000a). 

There is, however an important difference. In an ordinary B2B export sales the choice of 

the bid is made by people of one nationality or by a group made up of only a few 
nationalities. The choice of the Olympic hosting is, however, made by representatives of 77 
different nationalities. Figure 1 shows how the choice of the Olympic hosting differs f r om 
other decisions in regard to the number of nationalities participating and whether the 

individual decision is made with or without the knowledge of the general public. 
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Number of nationalities 
of the decision-makers 

200 

Uni ted Nations (188) 

Rotary International (160) 

1 0 0 - h 

International Olympic Cornmittee (77) 

5 0 - + -

European U n i o n (15) 
Parliaments (varying)  

The decisions of the individual 
voters are open to the public 

I A A F (26), F I F A (24) 
R7R (a small nnmhffr) 

The decisions of the individual 
voters are confidential 

Figure 1: Decision-making processes according to the number of different 

nationalities and the secrecy of voting. 

The organizations on the left of Figure 1 make their decisions by open voting. When a 

bid is submitted to these organizations i t is possible to gain information about how the 

different nationalities have dealt wi th these questions earlier and, by using this knowledge, 

adapt future bids so as to gain the support of the majority of the voters. These include the 
General Assembly of the United Nations comprising 188 nationalities, the Rotary 
International Convention wi th representatives f rom 160 nations, and the European Union's 

Parliament, Commission and Council with delegates f r o m 15 countries. The number of 
different nationalities among the members of parliaments varies f r o m country to country. 

The organizations on the right of Figure 1 make their decisions by secret ballot. This 

means that the b id preferences of the individual voters are not exposed. A t the top is the 
IOC. A t the election of host for the 2002 Olympic Winter Games, the voting IOC members 
represented 77 different nations. The Council of the International Amateur Athletic 

Federation ( IAAF) comprises 26 nationalities. This council selects the host for the World 

Championships in athletics (track and f ie ld sports). The members of the Executive 
Committee of the International Football Federation (FIFA) represent 24 nationalities and 

select the host for the Wor ld Cup Finals in football (soccer). Corporate decisions in B2B 

transactions are taken by representatives f rom one or only a few different nationalities. 
No other election process has been found to have so many nationalities that make their 

f ina l decision through secret ballot as the International Olympic Committee. This secrecy 

causes problems for the bidders as i t hinders them f rom gaining knowledge about the 

previous voting of these nationalities. 
T. H i l l (1993) holds that companies too often design marketing strategy in general terms, 

and carry them out through general courses of action. This often leads to a lack of 
congruence between the companies' functional strategies and their markets. Instead, H i l l 
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suggests that the marketing organizations should base their strategy on exact knowledge of 

the particular market components rather than on general views ( H i l l , T., 1993, pp.60-61). 
Sheth (1973) states that the differences among the buyers' expectations in B2B 

negotiations often result i n conflicts and are caused by f ive factors: 1. The background of the 

individuals concerned, 2.The sources of information used by the individuals concerned, 
3.Active searching, 4.Perceptual distortion, and 5.Satisfaction wi th past purchases. These 

factors imply, that i f the bid committees manage their marketing work without pre-studying 

how the 77 nationalities feel and react, their views might show little compatibility wi th the 

views of the host selecting IOC members regarding the bid offers. This article aims at 
examining this state of affairs at the 2002 Winter Olympics host selection process. 

Literature Review 

Research on mega-events has mostly focused on their impacts on the tourism and the 

economies of the hosts. Brunet (1993), and de Moragas & Botella (1995), for example, have 
explored the economic consequences of the 1992 Olympic Games in Barcelona. Spilling 
(1994 and 1997), has studied the long-term post-event implications of the 1994 Olympic 

Winter Games in Lillehammer. Getz (1999), has explored strategies for tourism destinations 
while Larsson-Mossberg (1999), has suggested techniques to evaluate changes in destination 

image perceptions resulting f rom mega-events. Andersson (1999) has proposed a model for 
the economic effects of mega-events. 

However, there are some anecdotal evidences of Olympic bid campaigns and of the 
staging of Summer and Winter Olympics. The president of both the bid and the organization 

of the 1984 Summer Games in Los Angeles, Peter Ueberroth, has together wi th Levin and 
Quinn (1985) described their activities. Eggertz and Hedlund (1987) have exposed their 

experiences f rom Falun's two unsuccessful campaigns for the 1988 and 1992 Winter 

Olympics. Mathisen (1990) has made a few notices about the Lillehammer's two biddings. 
The president of the bid and organization of the 1988 Calgary Winter Olympics, Frank W. 
King (1991), has informed about how his work was done. A biography of the IOC president 

by Mi l le r (1992) included reflections about the process of host bidding. Dick Pound (1994), 
a member of the IOC, has commented the bidding for the 1988 Olympic Games. The bid 

president for the Sydney Games in 2000, Rod McGeoch, has together wi th the journalist 
Korporaal (1995) described his winning campaign. Simson & Jennings (1992), and Jennings 

(1996) have given a sensational account of the Olympic Movement and its shortcomings. 
The IOC member Un-yong K i m (1999) has given his views about Seoul's bid campaign and 
implementation of the 1988 Olympic Games. 

The literature review found seven academic studies related to the bidding and the election 
of the hosts for mega-events. Lyberg & Widlund (1991) have summarized the election 

results and some background information for all the Olympic Games f r o m 1896 to 1998. C. 
H i l l (1996) described the experience of the unsuccessful British candidacies, Birmingham 

and Manchester, during their bidding for the 1992 and the 1996 Olympic Games. Hil ler 
(1999) has described the strategy employed by Cape Town in its bid for the 2004 Olympic 

Games. Keller (1999) has discussed the shaping of Sion's campaign for the 2006 Olympic 
Winter Games. Hör te & Persson (2000) and Persson (2000a and b) made three studies which 
w i l l be examined in this article. 

No previous research has attempted to examine the congruence between the bidders 
views and the IOC members' views with regard to the design of the bids and to the 
marketing of them. 
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Research Question 

Bidding and the purchasing of a bid is a process of communication which usually consists 
o f a message, a communicator, a channel and a receiver (Nowak, Carlman & Wärneryd, 

1966). The author examined the Olympic host bids in previous studies and found that they 

comprised 50 messages, two types of communicators (15 messengers and 17 other actors, of 

which one was also a messenger) and 9 channels (Persson, 2000a). In this article they w i l l 

all be called 'bid components'. 
I t should be quite obvious that i f an IOC member finds that a bid contains those bid 

components that are of little or no importance to his/her bid choice, then the quality of such 

is also less important. On the other hand, i f a bid contains components that are of importance 
for his/her choice, the bid should have a bigger chance of being successful. 

The merits of most bid components are contingent on the candidate city, i.e. the different 
cities have different prerequisites to offer a high level of quality. However, i f the candidate 

city has been informed about those bid components which are of importance to the IOC 
members then they could improve the quality of at least a few of them. Therefore the choice 

of the bid components should, together wi th the quality of them, be the two deciding factors 
in the competition to win the hosting of the Olympic Games. This article is all about how 

that choice of bid components is made. 

A general expression of corporate strategy is the necessity "to meet the customer's needs" 
( H i l l , 1993, p.60). The aim of this study is to examine how the bidders complied wi th this 

strategy by answering the fol lowing research question: 'How well did the bidders' choice of 
bid components comply wi th the IOC members' perceptions of them?' 

Methods 

H i l l (1993, p.49) argues that when formulating a bid i t should distinguish itself positively 

f rom other bids. In this way the client is offered a rational argument for choosing a particular 
bid. H i l l calls these qualities "order-winners". As Hi l l ' s model was designed for the 

manufacturing industry and is used in a different context in this article, these qualities are 

called "bid-winners". 
According to Hofstede (1984, pp 17-18) i t is possible to discern the attitudes of the 

members of the IOC to bid components f rom their behaviour. This behaviour is expressed in 
words or i n deeds which are either 'provoked', i.e. stimulated by the researcher, or 'natural', 

i.e. independent of the activities of the researcher. This results in the four groups of research 

strategies described in Table 1. 
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Table 1: Four strategies to be chosen at a triangulation 

study (Hofstede) 

Cel l 1 

interviews 

questionnaires 

projective tests 

Cel l 2 

words 
content analysis 

o f speeches 

discussions 

documents 

deeds 

Cell 3 

laboratory 

experiments 

f i e l d experiments 

Cel l 4 

direct observation 

use of available 

descriptive statistics 

provoked natural 

In order to make a ' r ig id test' the outcome of a research according to Cell 1 must be 
compared to predicted data. This is not possible to do in this case since no previous research 

has produced such data. According to Hofstede, this situation is often the case. 
The next best solution is to make a 'triangulation' study, i.e. to use more than one 

approach by measuring the same thing f r o m different informants. Hofstede then suggested 

the use of the studies of Cell 1 in combination wi th at least one of those of Cell 2, 3 or 4. 
The studies to be examined in this article have used two informants in Cell 1, two in Cell 2 

and one in Cell 4. The fo l lowing f ive studies were made. 
Cell 4, Participant-observation. The author made participant-observation studies by 

taking part as a bid worker in the bid processes for the 1994 and 1998 Olympic Winter 

Games and as bid committee president for the Swedish candidate city for the 2002 Winter 

Games. These positions gave the author access to the actors of the selection processes, and 
made i t possible to record the bid components throughout more than two years' ful l- t ime 

observation of three processes. 
Cell 2, Archive 1. I n order to identify possible trends in the way the host elections were 

executed, an archive study was made of the elections of all the Olympic cities f rom the 
beginning of the modern Olympic Games in 1896 to 2000, and of all the Olympic Winter 

Games f rom 1944 to 2002. 
Cell 2, Archive 2. The bid committees' compiled views about which bid messages they 
believed influenced the IOC members' bid choices, were examined by studying the video 
recordings of their final presentations to the IOC members. These presentations were made a 
couple of hours before the election. The underlying assumption behind the study of these 
presentations was that the longer and more frequently a message was presented, the greater 
impact i t would have on the decision of the IOC members according to the bid committees. 

The method of measurement involved the repeated study of the video recordings of the 

bidders' final presentations and calculating every message delivered, whether presented live 

or via a video, in terms o f length in time and number of exposures. 
Cell 1, Survey 1, was carried out in order to obtain the bidders' views of all the bid 

components. I t was executed as a mailed questionnaire to one leading person of each of the 

four finalist b id committees. 
I t was believed that the analysis of the answers could be enhanced by designing the 

questionnaire with three different degrees of influence and a fourth for negative influence, 
but that i t would be d i f f icu l t for the respondents to grade the bid components in greater 
detail than this. The respondents were asked to grade the level of influence the bid 
components had on the IOC members' b id selections. The fol lowing ordinal scale was 
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applied: 2 = Very important, 1 = Important, 0 = Not important, -1 = Negative influence. The 
survey was made three years after the host election for the 2002 Olympic Winter Games. 

Cell 1, Survey 2. I n order to obtain the IOC members' views on the bid components, 

analogue questionnaires as in Survey 1 were mailed to the available 84 of the 89 voting IOC 

members. The survey was made three years after the election. This implied an ensuing 
possibility of memory loss. I f this should be the case and, as a result, the IOC members 

changed their minds about the importance of certain bid components, their answers would 

be of less value when observing their viewpoints for the 2002 Olympic Winter Games but of 

greater value for future bid processes. 
The strategic task of marketers is to compose their bids wi th criteria enabling them to win 

the order. The methodology of forming and identifying these criteria is iterative in nature 
(Hi l l , T. 1993, p.40). The Olympic host selection process exposes f ive types of iterative 

loops. 
The first is the bidders' submission of their bids to the IOC followed by the feed back 

f rom the IOC Evaluation Commission in the form of its evaluation report about these bids. 
The second loop is the bidders' conversations with individual IOC members. 
The third loop may comprise the IOC members' check-up of how well the bid offers 

comply with the IOC objectives. 
The fourth loop consists of the impact on the IOC members f r o m experience of previous 

Games. 
The experiences f rom these four loops were summed up by the participant-observation 

study and Archive 2 study. 
The fifth iterative loop is the IOC members' voting, fol lowed by the bidders' reactions to 

the election result. Survey 1 and Survey 2 considered all the five loops since they were 

performed after the election. 

To test the research question, both quantitative and qualitative techniques have been 

utilized. The 'degree of consistency' w i l l constitute the quantitative data. The method of 

identifying them w i l l fo l low Hi l l ' s (1993, pp.35,50) model for embracing the 
market/production interface. This method estimates the degree of congruence between the 

marketing strategy and manufacturing's ability to support i t . A key step in this model is to 
identify the relevant order-winners for different products. Then the weighted influences of 

the order-winners are assessed. 
H i l l suggests that the weighting should be carried out by allocating a total of 100 points 

on the identified order-winners. In this case i t would be easier to assign each bid component 

a weight equal to the percentage of the responding IOC members who graded that actual bid 
component 'very important'. I f , for example, a bid component is perceived as 'very 
important' by a bidder and by al l 39 responding IOC members, this b id component w i l l be 

awarded 100% consistency, i.e. a perfect fit. I f , on the other hand, none of the IOC member 
interprets this bid component as very important, there w i l l be no congruity, and the rate of 

consistency w i l l be recorded as 0%. Consequently, between these two extremes, the range of 

consistencies should be recorded according to the percentage of responding IOC members 

who perceived the actual bid component as 'very important'. 
Moreover, a 'bid-winner' perceived as 'very important' by a bidder w i l l be recorded as 'a 

perfect fit' even i f i t had not been graded in this way by 100 percent of the responding IOC 

members. The reason for this is that the 'bid-winners' have special qualities. They are not 
only graded 'very important' by a majority of the IOC members, they also belong to the 

largest set of bid components that were all graded 'very important' by the same majority of 

IOC members (Persson, 2000b). I n short, since a bid-winner wins the order, i t is considered 

a perfect f i t . 
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The f i t w i l l be graded by comparing the outcome of the fo l lowing three studies of the 

host selection process for the 2002 Olympic Winter Games: Archive 2, Survey 1 and Survey 
2. 

The qualitative data w i l l be used to estimate the reliability of the quantitative data. They 
w i l l be taken f rom the Participant-observation study and f rom the Archive 1 study. 

Analysis 

Four finalist bid cities were included in the study; Salt Lake City (USA), Östersund 

(Sweden), Sion (Switzerland), and Quebec (Canada). In the IOC Evaluation Commission's 
report, Salt Lake City was rated as having the technically best bid, Östersund the second 

best, Quebec the third, and Sion the fourth best bid. Fi f tyfour IOC members voted for Salt 

Lake City's bid. Östersund and Sion received 14 votes each, and Quebec received 7 votes. 
In December 1998 an IOC ad hoc commission reported that the Salt Lake City bid 

committee had provided 19 voting IOC members forbidden gifts and privileges of more than 

US$440,000 (IOC, 1999). To which extent these actions affected the voting result is not 
possible to identify. Instead we w i l l try to discover the reasons for Salt Lake City's 
overwhelming victory, for Sion's strong advancement, and for the IOC members' preference 

of Östersund and Sion over Quebec by testing the consistency between the bid committees' 

and the IOC members' perceptions of the bids. This analysis w i l l be undertaken in two steps. 

1. Test the consistency between the IOC members' evaluations of the bid messages in 
'Survey 2' and the four bid committees' in 'Archive 2 ' . 
2. Test the consistency between the IOC members' evaluations of the bid messengers, 

other actors and channels in 'Survey 2 ' and the bid leaders' in 'Survey 1 ' . 

Analysis of the consistency between the IOC members' 

and the four bid committees' evaluations of the bid messages. 

The upper part of Table 2 ahows the messages that were graded 'very important' by the 

majority of IOC members and by the bid committees. The bid messages considered 'very 
important' by the bid committees are those that were 'long and/or often exposed' at the f inal 
presentation (Hörte & Persson, 2000). 
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Table 2: The degree of consistency between the 39 IOC members' and the b id 

committees' perceptions o f messages 

Survey 2 Archive 2 

Messages % of the 39 IOC members B i d Committees' consistency rate 

who graded the message Salt Lake Ös te r sund Sion Quebec 

'very important ' 

Bid-winners 

(Messages belonging to the largest set of messages all graded 

"very important" bv the same major i ty o f IOC members) 

Olympic Vi l lage 95 

Transportation 87 100 

Sports/arenas 79 100 100 

Finances 77 100 

Telecommunication 76 

Informat ion Technology 72 

Media center 59 

Other messages graded 'very important ' by a major i ty o f I O C members 

Support o f the b id i n the b id country 74 74 74 74 

Sports organization 72 72 

Security o f the Games 64 64 

Ci ty characteristics 62 62 

National & regional characteristics 62 62 

Care o f the athletes 62 62 62 

Compact Games 61 61 

Accommodat ion o f all visitors 56 

Program o f the Games 56 

Medical/health service, doping check 5 1 

Potential consistency 1320 

B i d committees' consistencies 336 74 534 123 

B i d committees' consistency rate 25% 6% 40% 9% 

Messages graded 'very important' bv a minori ty o f I O C members 

Potential consistency 540 

B i d committees' consistencies 

B i d committees' consistency rate 

B i d committees' total consistencies 

107 74 86 115 

20% 14% 16% 2 1 % 

443 148 620 238 

Comments: The figures i n the four b id committee columns denote the messages that 

they considered 'very important ' . The rate o f consistency is the percentage of the 39 

I O C members who held the same view. I n the calculation o f the potential consistency 

and the b id committees' consistency, the bid-winners were given 100%. 

Some o f the t op r anked messages i n T a b l e 2 i n c l u d e the f o l l o w i n g o f f e r s : 

Olympic Village w h i c h constitutes accommoda t ion f o r the athletes and the i r leaders. 

Transportation f o r a l l v i s i to r s o f the Games. 

Sports/arenas e x p l a i n i n g the i r l oca t ion and design. 

Finances o f the Games. 

Media center s h o w i n g i ts l oca t ion and service f o r the media , exper ience o f in te rna t iona l 
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transmissions. 
Sports organization: Experience, sites, agreements wi th the International Federations. 

National & regional characteristics include the political situation, next elections, 

diplomatic relations, economic resources, support to the bid. 
City characteristics embrace the political situation, next elections, economic resources, 

support to the bid, opinions about holding the Olympics, opposition groups, expected 
benefits. 

The two message themes 'Guarantees' (governmental guarantees about finances and 

obligations) and 'Legal aspects' (rights and obligations for the host city) are not included in 

Table 2 as these have earlier been identified as 'qualifiers ' . This means that they do not 

constitute messages that distinguish one winning bid f rom the another, but are basic 
requirements to qualify the bids for further evaluation (Hörte & Persson, 2000). 

Table 2 shows that very few bid-winners were considered 'very important' by the bid 
committees. A similar observation can be made with regard to the other messages that were 

graded 'very important' by a majority of the IOC members in the middle part of Table 2. 
A n important observation is made at the bottom of Table 2. The last but one bottom line 

shows that all four bidders had approximately the same consistency rate (14-21%) among 
the messages that were graded 'very important' by a minority of the IOC members. This 

indicates that the messages, which positively distinguished the bidders f rom each other, 
were the 17 messages in the upper and middle parts of Table 2. The bids for hosting the 

Olympic Winter Games should thus focus on these 17 messages in order to win . 
Table 2 shows that all the bid committees underestimated the messages 'Olympic 

Village', 'Finances', 'Telecommunication' and 'Information Technology', although they 

were graded 'very important' by more than 70% of the responding IOC members. This was 
also the case for 'Accommodation', 'Program of the Games', and 'Medical/health service' 

which were graded 'very important' by more than 50% of the IOC members. 

In summary, all the candidate cities' bids demonstrated poor consistency wi th the IOC 
members' perceptions of the bid messages. However, Salt Lake City and in front of all Sion 

showed a better consistency than the two other bid cities. 

Analysis of the consistency between the IOC members' 

evaluations of the bid messengers, other actors and 

channels and those of the bid leaders 

Three years after the election, Survey 1 and Survey 2 examined the respondents' 
perceptions of the bid components observed at the bid process. Can the voting result have 

influenced the opinion of the respondents in any way? In order to shed light on which bidder 
had reason to feel disappointed after the election, the fo l lowing question was put to the 

bidders in Survey 1: "How great did you think your chances were to win?" The bid leaders 
answered as follows: Salt Lake City 60%, Östersund 10%, Sion 20% and Quebec 50%. 

Obviously, the respondent f rom Quebec had reason to be the most disappointed both 
because of his/her high expectations and because Quebec ended up as the last of the four 

finalist cities at the election. The respondents f rom Östersund and Sion did not have the 
same reason to revise their views of the bids, as their disappointment wi th the election result 

was comparatively slight. The Salt Lake City respondent had reason to flaunt his/her 
triumph. Let us see i f these differences f rom expectations affected any respondents. 

The messengers delivered the bid messages f rom the bidder directly to the IOC members. 

Table 3 compares the IOC members' and the bid leaders' views of them. 
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Table 3: The rate o f consistency between the 39 IOC members' and the b id leaders' 

perceptions o f the 'messengers' 

Survey 2 Survey 1 

Messengers % o f 39 IOC members who B i d leaders' consistency rate 

graded the messengers Salt Lake Ös te r sund Sion Quebec 

'very important' 

1 .B id comm. chairman/president 37 37 37 

2 .Bid committees 19 19 19 19 

3.Campaign workers 13 13 

4. A n Olympic gold medallist 13 

5.The bid city mayor 8 8 

6.The bid region governor 5 

7.The bid country's royalty 5 

8.The wi fe of the b id president 3 3 

9.Non-white people i n the b i d com. 3 3 

lO.The President o f a G7 country 3 3 

1 l .The President o f a small country 3 

12.A l i tüe pretty g i r l 3 

14.The b id country's ministers 0 

15.The b id country's ambassadors 0 

Potential consistency 115 

B i d leaders' total consistencies 83 19 59 

B i d leaders' consistency rates 72% 17% 5 1 % 

Comments: The figures i n the b i d leaders' columns denote the messengers that the b id 

leaders considered 'very important ' . The consistency rate is the percentage o f the 39 I O C 

members w i th the same view. 

Table 3 shows that Salt Lake City and Sion had the highest consistency rates wi th regard 

to the messengers. On the other hand, since all messengers were low rated by the IOC 
members this is mainly a result f r o m their overestimation of them. The bidders' overrating 

of the first three messengers in Table 3 complies with the findings of many authors within 

organizational buying behavior theory. Harding (1966) found, for example, that there was a 
great tendency for each person to exaggerate his/her role in a particular transaction. 

McMi l l an (1973, p.210) confirms this f inding in his empirical study of purchases of 
intermediate chemical products. He noted that all members of the buying center believed 

their importance to be greater than i t appeared to be. 

The impact of 'Non-white people' was graded lower by the responding IOC members 

than was previously noted during the participant-observation study and evaluated by Salt 
Lake City's bid leader. I t is probable that the use of non-white people on bid teams did not 

assert any positive influence on the responding IOC members, since only one non-white 
IOC member answered the questionnaire. There were strong signals f rom individual non-
white IOC members during the participant-observation study which claimed this messenger 

should be considered 'very important' to the non-white IOC members. This indicates that 
the consistency between Salt Lake City and the non-white IOC members might be greater 

wi th regard to this messenger than is shown in Table 3. 

Other actors. In the bid process, there were some other actors who influenced the 

process. They represented the IOC or were connected in some other way to the Olympic 
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movemen t . Tab le 4 shows the respondents ' consis tency rates w i t h regard to t h e m . 

Table 4: The rate o f consistency between the 39 IOC members' and the b id 

leaders' perceptions o f 'other actors' 

Survey 2 Survey 1 

Other actors % o f 39 IOC members who B i d leaders' rate o f consistence 

graded the other actors Salt Lake Ös te r sund Sion Quebec 

'very important ' 

1. Evaluation Commission 58 58 58 

2. Electoral College 24 24 24 

3. IOC President 14 14 14 

4. Other IOC members 11 11 

5. Athletes f r o m other countries 5 

6. FIS President 3 3 3 

7. International Federations 3 3 

8. A G F I S President 3 3 3 

9. A N O C President 3 3 

10. F I F A President 3 

11. T V Networks 0 0 

12. The IOC member's wife/husb. 0 0 

13. Other countries' N O C s 0 

14. IOC staff 0 

15. A N O C A President 0 0 0 

16. I A A F President 0 

17. IOC member's home politicians 0 

Potential consistency 127 

B i d leaders ' total consistencies 116 105 82 17 

B i d leaders'consistency rates 9 1 % 83% 65% 13% 

Comments: The figures i n the b i d leaders' columns denote the other actors which the 

b id leaders considered 'very important ' . The consistency rate is the percentage o f the 

39 IOC members w i t h the same view. 

AGFIS =General Association of the International Sports Federation 

A N O C = Association o f National Olympic Committees 

A N O C A = Association o f National Olympic Committees of A f r i c a 

F I F A = International footbal l Association 

FIS = International Ski Federation 

I A A F = International Amateur Athlet ic Federation 

I F i n t e r n a t i o n a l Sports Federation 

Table 4 shows that 'The Evaluation Commission' was the only actor that was graded 

'very influential ' by a majority of the IOC members. The bidders' consistency rates with 

regard to 'other actors' were highest for Salt Lake City (91%), fol lowed by Östersund (83%) 

and Sion (65%), and f inal ly Quebec (13%). This high rates of Salt Lake City and Östersund 

were due to their overrating of many 'other actors' since seven of them were graded 'very 

important' by only 3% or less of the IOC members. 

As shown in Table 4, only 14% of the IOC members considered the IOC president 'very 

influential ' during the bid process for the 2002 Olympic Winter Games. Only four 

responding IOC members graded h im as such. On the other hand, three bid leaders 

considered h im 'very influential ' in the IOC members' bid choices. Both Widlund & Lyberg 

(1991) and the participant-observation study noted that both the current and previous IOC 
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Presidents had had significant impact on the choice of hosts. Literature on 'Freedom of 

choice' supported the high level of influence of the IOC President (Persson, 2000a). 

The varying assessments of the IOC President's influence may all be true, as the Archive 

1 study and the participant-observation study dealt wi th earlier host elections and Survey 4 

only with the process for the 2002 Winter Games. I f there was no reason for the IOC 

President to control the outcome of the latter, he may not have tried to influence any of the 

IOC members at that particular process. 
This indicates that there is a probable consistency between the bid leaders of Salt Lake 

City, Östersund and Quebec on one hand, and the IOC members' views on the other with 
regard to the influence of the IOC President on host selection processes in general. 

The channels circulated messages to the actors in the bid process. The consistency rate 

with regard to the IOC members' and the bid committees' views of the nine channels are 

presented in Table 5. 

Table 5: The rate of consistency between the 39 IOC members' and the bid 
leaders' perceptions of the channels 

Survey 2 Survey 1 
Channel % of 39 IOC members who Bid leaders' consistency rates 

graded the channels Salt Lake Östersund Sion Quebec 
'very important' 

1. IOC members' visits to bid cities 77 77 77 
2. Final presentation 29 29 
3. Presentations at sessions 18 18 
4. The final presentation was made 

in more than one language 16 
5. Public opinion 13 13 
6. Newsletters, brochures, videos 8 
7. Other media 5 5 
8. Presents, souvenirs 3 
9. Sport Intern _ 0 0 

Potential f i t 169 
Bid leaders' total consistencies 95 124 
Bid leaders' consistency rate 56% 73% 

Comments: The figures in the Bid leaders' columns indicate the channels which the bid 
leaders considered 'very important'. The consistency rate is the percentage of the 39 IOC 
members with the same view. 

Östersund's respondent showed the highest consistency rate. This was not due to 

overrating since i t only graded the three most influential channels 'very important' and this 

was considered by as many as 18-77% of the responding IOC members. 

Table 6 summarizes the observed consistencies between the bidders' and the IOC 

members' views of all bid components. 
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Table 6: Fits between the bidders' and the 39 IOC members' 

views on the b id components 

B i d components Salt Lake Ci ty Ös te rsund Sion Quebec 

Messages 443 148 620 238 
Messengers 83 19 59 0 

Other Actors 116 105 82 17 

Channels .95 124 _ 0 _ 0 

Total 737 396 761 255 

Part o f potential f i t 32% 17% 34% 1 1 % 

Table 6 shows that the views of the bid committees/bid leaders only complied to a small 

extent with the views of the IOC members. On the other hand, the winning city, Salt Lake 
City, and in front of all the city that performed better than was motivated by its technical 
qualities, Sion, showed a higher consistency rate wi th the IOC members' views than the two 

other finalist bid cities. This result is supported by their much higher consistency rates of the 
messages, since these data were collected before the election when no reaction to its result 
could have influenced the data. 

Sion's choice of bid components complied best with the IOC members' preferences. Why 

did i t not win , then? As mentioned in the 'Research Question' chapter the success of a bid 

depends both on the bid components chosen and on the quality of them. When i t comes to 
the quality, the IOC Evaluation Commission graded Sion only four of the four finalist cities 
at its quality evaluation of 23 messages. Fourteen of these messages are included in Table 2 

and were graded 'very important' by a majority of the IOC members. Sion's excellent 
choice of bid components made i t advance f r o m a fourth to a second place. However, this 

good choice was not enough to totally compensate the less good quality. 

The well informed journalist Huba (1995) wrote in the Sport Intern two days before the 
election: "Salt Lake City is the red hot favorite and only Östersund can really pose a threat 
to the favorite." Östersund 's qualities were graded next best after Salt Lake City by the 

Evaluation Commission. Östersund was also elected second but had to share this place with 
Sion and both were far behind Salt Lake City. Östersund 's poorer choice of bid components 
may have been a reason why Salt Lake City's victory was so overwhelming. 

Quebec's qualities of the 23 messages were better than Sion's according to the Evaluation 

Commission. However its smallest conformity wi th the IOC members preferences regarding 
the b id components made i t lose its third place and was elected number four. 

Validity and Reliability 

Y i n (1994, p.34) states that multiple sources of information increase the construct 
validity. The data o f these studies were collected f rom five sources. 

The author showed earlier that the 39 responding IOC members presumably represented 

all 84 potential respondents as regards age, athletic level, the proposed set of geographical 
areas and GDP/capita areas. However, higher educated IOC members answered the 

questionnaire to a greater extent than IOC members wi th a lower level of education 
(Persson, 2000b). 

The author's participation in the selection process implied that he shared the same codes 
of information as the respondents of the surveys. This common knowledge was supported by 
the fact that no respondent asked what the author meant by any of the questions in the 
questionnaire. 
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The two most successful bidders presented bids that were most compatible with the views 
of the IOC members' answers. Furthermore, a large proportion of the responding IOC 
members admitted that they had been influenced by personal and economic incentives, and 

that fol lowing the IOC's bidding rules was not important to many of them. This 
compatibility and these frank statements underline the validity of the IOC members' 

answers in the survey. 
The validity of the IOC members' answers, and the statement that they represented all the 

voting IOC members, were strengthened by two combined facts. 26% of the responding IOC 

members answered that i t was not important to their decisions that the bidders fol lowed the 
bidding rules, while the Salt Lake City bribery allegation case revealed that almost the same 

proportion (21%) of the voting IOC members had accepted unauthorized gifts (Persson, 

2000b). 
The external validity of the answers f r o m Salt Lake City's bid leader was strengthened by 

his bid committee's actions. Three of the four IOC members who were graded 'very 
influential ' were also given forbidden gifts and privileges. The fourth IOC member was 
Marc Hodler, the IOC member who was assigned to supervise honest bidding. He was not 

given any forbidden gifts. Furthermore, the questionnaire to the bid leaders included three 
more IOC members. However, Salt Lake City's respondent did not consider any of them 

'very influential ' , nor were they offered any forbidden privileges (Hörte&Persson, 2000). 

Conclusion 

The study supports Hi l l ' s standpoint that the methodology for identifying criteria that are 

shared by both the seller and the buyer is iterative in nature. I t was shown that the result of 
the host election probably modified the bidders' views about the IOC members' b id 

component preferences. The election result gave Salt Lake City's respondent reasons to 
exaggerate and Quebec's to underestimate the importance of all the bid components that 

were surveyed after the election. 
Despite this iterative process, there was poor congruence between the bidders' and the 

IOC members' views of how the bid components influenced the IOC members in their bid 

choices. This indicates that no bid committee had examined the different views of the IOC 
members in preparation of their campaigns. They might have believed that the experience 

gained f r o m the previous bids would be enough, and that, when they had insufficient 
knowledge in a particular area, general marketing skills was to be applied or trained guesses 

used. This was wrong, and supports Hi l l ' s (1993, p.33) statement, that markets today are 
typified by difference, not similarity, and that general marketing statements "are not only 

inaccurate but also misleading". 
The study supports strongly the common statement in marketing research that 'the better 

the fit between the manager's and the customer's perceptions, the better the sales 

performance of the selling f i r m w i l l be' (Hörte&Ylinenpää, 1997). 
The results of the study can be used as predicted data in further research of the IOC 

members' b id preferences. This w i l l make a "r igid test" possible (Hofstede, 1984). 
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