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PGri introduction: sports evoke some of the greatest moments of body and 
spirit. from the ancient greek olympics to friday night’s high school football 
matchup, keen opponents push their bodies and skills beyond the limit. the 
personal triumphs, the clash of larger-than-life personalities, the local and even 
national rivalries, all become part of the change of seasons of everyday people, 
and mark milestones in the lives of both athlete and spectator. internet and 
mobile technology take us even closer to the action and are revolutionizing 
sports-based gaming, as they have every other aspect of our lives. and kambi 
sports solutions is in the vanguard. 
kambi is a B2B supplier of quality sports betting products on an in-house de-
veloped proprietary software platform. the kambi mission is to be the preferred 
independent partner to larger private operators and government lotteries around 
the world. Kambi employs 250 people in offices in London, Stockholm, Malta 
and Manila. its clients include unibet, Paf, expekt, nordicbet, interwetten, asian-
logic, and they have just signed with grupo acrismatic, one of spain’s leading 
casino groups, to deliver a complete sports betting service, including odds com-
pilation, risk management, customer profiling and a technical platform. Kambi 
has exclusive responsibility to provide all of these sports betting solutions on all 
acrismatic’s distribution channels: online, mobile, and retail.
kristian nylén started in the gaming industry with unibet in 2000 as an odds 
compiler. By 2003 he had become head of unibet’s sportsbook. in late 2009 
he launched kambi (which means perfection in Japanese) as a special proj-
ect for unibet, and he became Ceo when kambi was set up to operate as 
an independent company in 2010. egaming review named unibet europe-
an sportsbetting operator of the year in 2006, 2008 and 2009. Pgri talked 
about the revolution in sports-betting with Mr. nylén at the iCe totally gaming 
show in london. 

Paul Jason, Public Gaming: Your cus-
tomers are reporting some astonishing sales 
increases. Paf is an established operator 
that switched from their in-house Sports-
book over to Kambi’s Sportsbook in June 
of last year. The first full quarter turnover 
YoY increased 42%, the second 67%, and 
Q1 of 2012 increased by 121%. Net profit 
almost doubled. Unibet gross winnings are 
up by 58%. 

Kristian nylén: Managing the Sports-
book for optimal results is all about creat-
ing a great user experience and optimizing 
risk. The positive player experience drives 
revenues, and effective risk management 
enables operators to achieve good margins 
with competetive paybacks to the player at 
the same time. And now we just introduced 
a new mobile application to our customers 
This will dramatically increases the acces-
sibility for the consumer and so will further 
drive revenues. 

What are some technological and regu-
latory changes that are contributing to the 
evolution of the sports-betting industry?

K. nylén: When I started in the industry 
ten years ago, the internet was just evolv-
ing and it has since had a profound impact 
on the sports betting market. Before that, in 
many countries you could bet on the actual 
result in only a limited number of matches. 
The internet enables consumers from hun-
dreds of different markets to bet on the same 
event, and also enables in-play betting. The 
latest trend is mobile, which is overtaking 
more and more of this market. We are mov-
ing from the early-adopter stage and into 
the mass market for smart-phones. Mobile 
betting will comprise more than half of all 



online sports-bets in just a few years.

So technology has changed the essence 
of sports-betting. Before the internet, the 
player bet solely on the outcome. Now, the 
process of betting becomes an interactive 
game itself. With in-play betting the player 
is directly engaged and can bet multiple 
times during the game itself, right?

K. nylén: Absolutely. When I started 
betting some 30 years ago, it was strictly 
on pool betting. You handed in a coupon 
consisting of 13 pre-selected football 
matches on a Thursday at the latest, and 
then matches were on Saturday. Now you 
can bet after a match has started, and con-
tinue to place bets as your assessment of 
the odds changes. It has had a massive ef-
fect on consumer engagement. It is way 
more fun for the player, creating a truly in-
teractive experience in which the player is 
directly involved in the game. It is taking 
the entertainment value of sports-betting 
to a completely new level. 

Live in-play betting, as opposed to con-
ventional betting, turns the betting ex-
perience into a real game itself, a head to 
head competition between the player and 
the trader (odds compiler). You have more 
equal conditions, the pace is very fast so 
there is no time for second opinions. The 
house retains an advantage of the margin. 
But the house needs to present updated 
odds for all markets several times per min-
ute so the player has the advantage of being 
able to bide their time and wait for the right 
opportunity to strike.  

Kambi comes from a culture of “By play-
ers – for Players” and it has always been our 
aim to give the end user the best possible 
user experience in order to be able to com-
pete on more equal terms. Relevant offer-
ing presented in an intuitive way, support-
ing data and stats, very fast odds updates 
pushed out to the client etc. - This is what 
will generate the most satisfied customers 
and in the end also the highest revenues for 
the operator.

And it has resulted in an explosion in the 
volume of sports-betting, especially over 
the last year or two, right?

K. nylén: I would say that the new 
era started around 2000, and the internet 
was the change-agent. In-play betting 
started growing around 2006. What you 

refer to is the recent exponential growth 
of sports-betting precipitated by in-play 
betting, both in terms of the number of 
events offered by companies, but also in 
gross winnings for operators.

Is there statistical data showing the per-
centage of bets that are the old style, Pre-
match bet, versus in-play betting?

K. nylén: In-play betting now consti-
tutes around 60-70% of total turnover gen-
erated on sports betting. That has increased 
from 2007, when in-play betting was less 
than 20% of the market to over 60% today. 
This incredible growth rate will probably 
continue for couple of more years before 
it stabilizes. 

Is the explosion in the market for in-play 
betting a result of technological change, i.e. 
the internet and smart-phones and such, or 
a regulatory change?

K. nylén: It is all about technological 
change. Regulatory change does matter, but 
it is technology that is driving the changes, 
making new game-styles available. Com-
panies like Kambi have also developed the 
kind of secure platforms to deliver new 
options, like in-play betting. We also de-
veloped the ability to do in-play betting on 
matches that are not even televised. In the 
beginning you could only bet on matches 
that were being televised. In effect, we are 
increasing the amount of game content, 
simply by making it possible to bet on far 
more matches, and even follow the play ac-
tion live streamed in your computer so you 
can bet during the match. 

Why is Kambi separating from Unibet? 

K. nylén: Unibet is a B2C operator. 
Kambi is a B2B partner. Kambi has no 
direct connection to the consumer. Like 
Unibet, our customers have the direct con-
nection to the consumers, the players. As a 
B2B partner, we want our customers to be 
confident in our commitment to support-
ing their mission, and to divest ourselves of 
any interest in establishing a B2C approach 
ourselves. To that end, Unibet is divesting 
its interest in Kambi so that Kambi will be 
an independent B2B supplier. This really 
frees us up to focus on what we do best and 
develop solutions for all operators in the 
sports-betting market. 

Consumer trends seem to be evolving 

more rapidly in the sports-betting sector 
than other gaming sectors. How do your 
sports betting solutions position the opera-
tor to stay ahead and take full advantage of 
these fast-moving market changes? 

K. nylén: One very important change 
in the last couple years has been in the 
regulatory frameworks of many European 
markets. Kambi has made it our personal 
mission to fully understand how to comply 
with the regulations and public policies of 
all jurisdictions. That is important because 
the operator needs to know that their com-
mercial partner knows how to support an 
approach that is compliant with all regula-
tions. Kambi has developed the in-house 
skill-sets and the technology platforms 
that are flexible to support an approach 
that is compliant with regulations all over 
the world. 

That is quite the challenge. In fact, the 
commercial operators lobby intensively 
for the EU Commission to force the mem-
bers states to harmonize their regulatory 
frameworks. But, the member states have 
different public policy agendas and do not 
want to compromise the interests of their 
citizens by imposing a ‘one-size-fits-all’ 
regulatory framework. The regulated mar-
kets appreciate the efforts of commercial 
partners like Kambi who want to enable 
them to preserve their independence and 
rights to determine their own regulatory 
and taxation frameworks. 

K. nylén: It is a challenge and Kambi is 
dedicated to helping our customers, in all 
jurisdictions, to satisfy the needs of their 
own unique markets and preserve their own 
regulatory frameworks. We have a big B2B 
business in both Italy and Denmark, among 
many others, which have quite different 
regulatory frameworks. We have invested 
heavily in building that capability to adapt 
to the different needs of different jurisdic-
tions. You’re right, it’s not easy!

Italy and Denmark are sports-betting 
markets that are among the most progressive 
and evolved regulatory regimes, correct?

K. nylén: Absolutely, especially Den-
mark. Their government have an enlight-
ened approach towards regulation and 
taxation. Public policy considerations are, 
of course, of preeminent concern. But a 
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healthy market relies on a rational approach 
that works well for the operators too. With-
out that, the players will go to the illegal 
underground operators. That is unfortunate 
but it is also the reality. An enlightened reg-
ulatory and taxation framework enables the 
regulated operators to compete and get the 
business. That’s a very, very important ele-
ment of any regulatory system. Most impor-
tant is to tax Gross winning rather than turn-
over. By doing that licensed operators can 
offer an attractive product. Secondly, not to 
restrict the offering too much. In France, for 
instance, where the taxation is too high, the 
underground markets are flourishing due to 
a massive competitive advantage. That is 
really not serving the interests of anyone. In 
fact, it leaves the players unprotected from 
illegal and potentially fraudulent operators. 
The only way to fight the illegal, untaxed 
operators is to offer a good alternative, one 
that appeals to the players. 

How important is it for operators to offer 
a large variety of games? For instance, is 
there much crossover between sports-bet-
ting and other game categories?

K. nylén: I do not know that there is 
data to answer that question with preci-
sion. However, I am from Sweden where 
Svenska Spel is the government operator 
of lotteries and other games and is also the 
dominant sports-betting provider. Other 
sports-betting operators have entered the 
Swedish market, but Svenska Spel still 
has the dominant market share. I would 
submit that the reason for that is they 
have a built-in and loyal customer base, 
a reputation for integrity and security, and 
a network of land-based retail outlets that 
already sell other gaming products. This 
gives them a huge advantage, and makes 
it very difficult for new entries to take 
customers away. Most government lotter-
ies are in the same position. By providing 
the complete portfolio of gaming products 
including sports-betting, government lot-
teries could be the operator of choice for 
the vast majority of consumers. 

How can we protect against corruption 
in sports that may result from match-fixing? 

K. nylén: First of all you can’t regulate 
against match-fixing as betting takes place 

globally., It needs to be a collaborative ef-
fort, between , the sports-betting operators 
and the federations of sports organizations. 
Government and shapers of public policy 
must also recognize that placing bets on 
fixed matches is predominately made anon-
ymously and not online where you have to 
present valid ID’s, credit cards and bank 
details. By regulating and taxing the sports-
betting market, regulators get better control 
of the sports betting and also makes the un-
derground market less important. 

With respect to preservation of integrity 
in sports and eliminating match-fixing, the 
interests of licensed operators are totally 
aligned with those of regulators, govern-
ments, and sports federations. After all op-
erators are the ones taking the hits of bent 
events. For the operator there is also a need 
that their customers can feel confident that 
the games are all honest; otherwise they will 
be afraid to bet because the odds of winning 
favor the criminals with inside information 
and are against the honest players. We all 
need to work together to fight the source of 
match-fixing, and that means eliminating 
the illegal underground market. 

There is an organization for some of the 
leading European online operators called 
ESSA. It’s a cooperative agreement among 
online bookmakers to share information 
for the purpose of eliminating match-fixing 
and corruption. ESSA has also agreements 
to cooperate with some of the major sports 
federations such as FIFA, UEFA and ATP. 

Sports betting is really a transaction be-
tween a buyer and a seller, and as a seller 
you don’t want to sell more to the people 
who are winning consistently. You would 
want to sell more to the people who are 
recreational players and enjoying the game 
more for that purpose as opposed to the 
professional who’s basically taking profit 
out of the operator’s pocket, albeit legally.

K. nylén: Exactly. The outcome for the 
operator of sports-betting is not guaranteed. 
If there are more winners than losers, the 
operator loses money. That is why Risk 
Management is such an important compo-
nent to an effective sports-betting operation 
and it is one of the cornerstones to Kambi 
Sports Solutions. By analyzing the cus-
tomer behaviors Kambi is very successful 

determining whether a customer will be a 
profitable customer long-term. Sports bet-
ting is a bit like Black Jack, it’s very im-
portant to restrict the “wise” players (cf 
card counters on Black Jack). By know-
ing the customer profile the trader knows 
whether to accept high stakes or not as well 
as whether to change the price. The tech-
nological tools and know-how required 
for effective risk management are actually 
very sophisticated and pay for themselves 
by identifying and enabling the operator to 
avoid high-risk positions. 

How does an operator determine which 
business functions to do themselves versus 
going with a complete turn-key solution? 

K. nylén: The smaller operator, and the 
start-up operator, really needs to go with a 
turn-key solution. It would take years and 
a costly learning process to replicate what 
a company like Kambi could implement in 
weeks. Too, you need to realize that many 
of these business functions are mission-
critical. You can’t afford to make mistakes 
because there is too much money involved. 
There is also the reputation of the opera-
tor which is a most critical asset that needs 
to be protected. The operator really must 
avoid miss-steps of any kind. 

Even the large operator is better off out-
sourcing to a full-service provider, for most 
of the same reasons that apply to a small op-
erator. The transaction-processing and risk 
management functions are mission-critical 
and that’s true for large and small operators 
alike. In-play betting is the future and that is 
where it all gets complicated. Kambi offers 
more than 5000 in-play events per month. 
That is huge. Only a handful of compa-
nies do that. That enables us to implement 
a proven set of solutions immediately. It 
would literally cost the operator much more 
to do it themselves, and it would expose 
them to higher risk. It’s quite expensive to 
build up a proper trading organization with 
today’s demands on In-play betting. Kambi 
currently employ more than 250 people. Fi-
nally the operator can start making money 
right away, offering thousands of in-play 
matches with24/7 service. u 
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