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Amer Sports is a multinational sporting goods 
manufacturer based in Helsinki, Finland, producing 
products under seven flagship brands within three 
business units: winter sports, ball sports, and 
fitness. With a dedication to product innovation, 
the company has developed technically advanced 
sports equipment, footwear, and apparel, in order 
to improve performance and customer satisfaction 
for its millions of customers worldwide.
Operating in 34 countries across the globe, 
Amer Sports is represented by a range of leading 
athletes and organizations across many sports 
and disciplines. These include Swiss tennis legend 
Roger Federer, record-breaking World Cup skier 
Marcel Hirscher, multi-championship-winning 
golfer Pádraig Harrington, and many more. 

Industry Sporting Equipment
Founded: 1950
Employees: 8,526
Market Value: $2.5B

Who are Amer Sports? 



A flexible & 
scalable solution 
which could evolve 
and adapt to meet 
future needs

The Challenge

Collaborative Innovation Manager for Amer 
Sports, Matthieu Knibiehly, understood that the 
best ideas can sometimes come from the most 
unlikely places, but with such a geographically-
wide and diverse audience, the biggest challenge 
for the project was employee engagement.
And so, it was important that the solution 
could facilitate a high-level of technical 
collaboration, with expert designers, engineers 
and manufacturers working on sketches and 
blueprints together across barriers of both 
distance and language.
From these specific needs, the decision makers 
at the company understood that they would 
have to adopt a cutting-edge platform, because 
an internally produced solution or basic vendor 
offering would not be sufficient to their needs.
On top of this, it was also very important for Amer 
Sports to find not just a software vendor, but 
a partner who they could work with to expand 
their project and achieve the full potential of their 
innovation efforts.
In 2015 the decision was made to reinvigorate 
the innovation culture at Amer Sports, by 
utilizing Qmarkets' collaborative platform for 
crowdsourcing, developing, and evaluating 
innovative ideas from their huge employee base. 

Key Requirements

As a company which provides 
sporting equipment to elite athletes 
across the globe, innovation has 
always been a strategic imperative 
for Amer Sports. However, disruptive 
new competitors began entering 
the sporting goods market in recent 
years, so in early 2015, Amer Sports 
leadership decided it was time to 
engage their employees to discover 
new innovations.

Multi-lingual 
solution; French, 
English, German, 
Bulgarian

Must involve all 
employees,  
from blue collar 
workers to senior 
executives

Mobile 
application  
for innovating  
on the move



The Innovation Engine
In the preliminary stage, Qmarkets shared with the Amer 
Sports’ innovation team its best practices through a 
requirements workshop, and allowed them to choose 
the features and processes which best suited their 
needs. This was followed by a pilot which was highly 
successful, and led to a roll-out across the whole winter 
sports division of Amer Sports. 

The System: Qmarkets’ Q-max Idea & Innovation 
management platform configured especially 
for a start-up innovation culture, multi-national 
collaboration and employee engagement 

Special Features: Visual design and branding, 
mobile app, multiple languages, integration, 
advanced gamification features, and scalability

Evaluation Technique: Employees submit ideas and 
managers vote on ideas based on different criteria; 
final decisions on shortlist by C-Level executives

For evaluation, Qmarkets customized one of its best-
practice workflows to meet the specific needs of the 
customer. This allowed ideas to be processed in a 
streamlined and effective way, including an evaluation 
stage where experts from different business units 
(HR, finance, product, etc.) were invited to vote on an 
idea based on custom criteria.

The Solution:



Innovation Drives Evolution at Amer Sports

Innovating like a Start-up
One of the biggest challenges for most modern corporations is trying to become agile like a disruptive startup, 
able to adapt quickly to changing market needs. Digital Transformation is one factor in this process,  
but creating the right company culture is also crucial to boosting innovation. In order to achieve this, Amer Sports 
decided to create a new brand identity for their innovation project which could engage their users and cultivate  
a start-up culture throughout the whole organization. The name of this project is Amer Sports’ I.D.E.A.S. 

The Method

Blue-collar
Office-based workers were much easier 
to engage through digital channels, 
including newsletters and emails, but 
these had to be carefully timed to avoid 
despondence. Another effective way 
of reaching these users was through 
promotion on the local Amer Sports 
intranet website; most white-collar 
employees already visited this page on a 
regular basis for company-related news, 
so it was the perfect place to reach them.

Spreading the Word…
Communication of this internal innovation brand was imperative to the success of I.D.E.A.S., and so a dedicated 
communication plan was developed from the launch of the project. As the goal was to involve both white collar 
and blue collar employees, it was important to tailor an approach to each of these audiences

As these workers were often in factories 
many of them did not have direct access 
to a computer, so it was important 
to use analogue channels, including 
posters and notice boards to advertise 
the project. Equally, the digital platform 
needed to be accessible from a range 
of devices such as mobile phones and 
tablets, along with through specially  
built “submission stations” such as the 
one shown in the picture to the left.

White-collar



One of the biggest questions of all crowdsourcing innovation 
initiatives is how to reward employee participation. Amer 
Sports found that the best solution to this challenge was a 
combination of both rewards and recognition as incentives.

Through Qmarkets’ built-in gamification system, users earn 
points for contributing to the platform not only by submitting 
ideas, but also by voting and commenting on them.  
After earning a certain number of points within the system, 
users are rewarded with gift vouchers to purchase products, 
either from the company at a discounted rate or from 
supermarkets and other retailers.

Also, Amer Sports has begun to organize special events and trips as a way of thanking employees. For example, 
recently a number of participants were invited to spend a day at a World Cup ski race which allowed users to 
experience the atmosphere and meet the athletes who are using their innovative products and equipment.

Giving Innovation a Home
One of the best ways to engage both white-collar and blue-collar workers was to create a dedicated space for 
innovation within the company to bridge the gap between physical and digital innovation.  Amer Sports used this 
strategy perfectly by developing purpose-built innovation hubs, or “I.D.E.A.S. corners” within many of their offices 
and factories.

To encourage innovation and creativity these spaces feature blackboards which anyone can contribute to with 
inspirational quotes or messages. All sites also use a card system to share the latest updates on the program, 
where postcards are created to share new on ideas that have been selected, executed, or fully implemented. 
Alongside this is a TV screen which is used to share developments both from the platform and the company as a 
whole, including sporting news and corporate videos.

Engagement & Incentivization



Campaigns: 30

Ideas Submitted: 1,500

Ideas Selected: 136

Ideas with measurable value: 15

Value per idea: €23K* 

The Results

After seeing such brilliant results with Qmarkets’ platform in the first year, Amer Sports have developed some  
big plans for the project moving forward.

Firstly, the internal audience of the platform will be expanded to all locations in Europe and then worldwide. 
Qmarkets will work closely with Amer Sports to support the growth of the project and provide the best solution, 
allowing the company to launch a number of new campaigns throughout the year.

Secondly, due to the success of this platform internally it was decided that the project should be expanded to 
include external stakeholders through Open Innovation.

Three open innovation campaigns have been launched with suppliers, vendors and lead users, with the potential 
to expand to include thousands of new audiences and dozens of new use cases in the near future.

      Collaborative innovation at Amer Sports is growing very fast. 
We learn every day and we need to constantly adapt and improve 
our system.  From technical to commercial Qmarkets teams, we 
always find the right person to understand our needs, propose 
and implement efficient solutions. Qmarkets is a key partner to 
successfully develop collaborative innovation in your organization.

“

“

Matthieu Knibiehly
Collaborative Innovation Manager, Amer Sports

*ROI projection over the next 3 years

65 of the implemented ideas 
generated outstanding  
non-quantifiable results  
through employee commitment, 
corporate sustainability,  
and much more.

Engagement:  
The system achieved a fantastic 
engagement rate of 50% in total, 
with over 30% amongst factory 
workers.

Additional Value

Going Forward



UK
Germany

Australia

France
Italy

Israel

Sales, Project Management, 
Consulting & Support 

Address: 35 New Broad Street,
London, EC2M 1NH United Kingdom
Phone: +44 (0) 3333 40 30 40
Email: sales-emea@qmarkets.net

US West Coast
Sales, Project Management, 
Consulting & Support
Address: 800 West El Camino 
Real Suite 180 
Mountain View, CA 94040, USA 
Phone: +1-650-943-2335 
Email: sales-us@qmarkets.net

DACH (Germany, Switzerland 
and Austria) 
Sales, Project Management 
& Support  
Address: Hanauer Landstrasse 
126-128/15. OG, 60314 Frankfurt,
Germany
Phone: +49 (0) 695 095 757 47
Email: sales-swiss@qmarkets.co.uk

Asia & Oceania
Sales & Support 
Address: Level 4&5, 15 Moore Street, 
Canberra City ACT 2600 
Australia 
Phone: +61 (0) 261 69 4093
Email: sales-apac@qmarkets.net

Italy
Sales, Project Management 
& Support 
Galleria Vittorio Emanuele, 
Via Mengoni 4, Milan, 20121, Italy
Phone: +39 (0) 0230315315
Email: sales-italy@qmarkets.net

France and Belgium
Sales, Project Management 
& Support 
Address: Tour Ariane, 5 place 
de la Pyramide, La Defense, 
Paris, France
Phone: +33 (0) 155 681 058
Email: sales-france@qmarkets.net 

Headquarters
Headquarters, Sales, R&D, Support 
Address: 19 Hamelacha St. 
Entrance A, 1st floor, Afek Park, 
Rosh Haayin 4809150, Israel
Phone: +972 (0) 3 757 3700 
Email: sales@qmarkets.net

US East Coast
Sales & Support 

Address: One Stamford 
Plaza Business Center
263 Tresser Boulevard, 
CT 06901 USA

Phone: +1-650-943-2335
Email: sales-us@qmarkets.net 

US – 
West 
Coast

US – 
East
Coast


