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Background - Third-party tickets
• Sustainability is a key component 

• SL (Region Stockholm) and Västtrafik in Gothenburg 
has opened up their systems to let other companies 
sell their tickets

• Two existing collaboration modells: 
1. Digital resellers (e.g. hotels and event agencies)
2. Mobility partners (e.g. the Travis app)



Project goal
• To gather “lessons learned” - to identify success 

factors and challenges on the path towards digital 
third-party sales of public transportation tickets at 
Västtrafik and SL. 

• To create a report that can serve as a support for 
the continued work in the area of third-party sales 
of public transportation tickets.



Method 
Who did we talk to?

● Västtrafik 
● SL
● Skånetrafiken
● Samtrafiken

● Travis
● Parkering Göteborg
● Ubigo
● Svenska Mässan
● Voi

24
In-depth Interviews & 

Desktop Research



Results - The Journey

3. Must rebuild 
internal processes

Challenges RPTA

5. Fragmented 
customer data

Challenges R
2. Low or no 
commission

4. Public transport - 
a complex partner

1. Finding the 
right partners

6. Difficult to measure
and follow up

Before

Initial 
discussions 

about 
partnership

Assessment
round Agreement

Ready to 
open up

Onboarding
Technical 

development
Internal

processes (RPTA)

Ready for 
release Marketing (R) Follow-up

Business development 
& innovation through 

partnership

Goal:
Long-term 

partnership

During After

Attract potential 
partners

● Implementation Journey - Regional Public Transport 
Authorities (RPTA) and Resellers (R)

● From “Ready to open up” to “Long-term partnership”



Results - Challenges
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3. Must rebuild 
internal processes

Challenges RPTA

5. Customer data in 
different places
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Results - Success Factors

1. Consensus 
at all levels

4. Clear processes & 
close collaboration

3. Learn from pilots 
(your own and others')

2. Use standard 
agreements
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