Stop Owning a Job...

Business Is a Team Sport!

Learn the 92 Critical Hires To Save or Expand Your YOUTH SPORTS GYM Before It's Too Late...Stop
Burnout, Fix Retention, and Make Growth Predictable.




Look...Every Owner Started Their Youth Sports
Business With Good Intentions, but that's not
always enough....
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Introduction

You're working 60 hours/week in a $400K/year business. But if you calculated your hourly rate?
$12.50. Less than your youngest coach makes.

Most youth sports training businesses don't fail because the owner doesn't care. They fail because the owner tries to do

everything.

At the start, that "do-it-all" mindset feels normal. You coach the sessions. You answer every text. You post on social media. You
handle payments. You fix schedule problems. You calm frustrated parents. You recruit staff. You clean up the facility. You stay

up late building plans for the next day. And somehow you're supposed to grow.

But here's the hard truth: if your business needs you to be the coach, the manager, the salesperson, the front desk, and the
problem-solver every day, it's not really a business yet. It's a job you built for yourself—one that can become stressful,

exhausting, and easy to hate.

This guide is about escaping that trap.



The Path Forward

You'll learn why youth sports businesses often "grow tired" before they grow big, and how the right team structure can protect
your income, your time, and your love for the work. The goal isn't to hire a huge staff. The goal is to build a lean team where
each person owns a clear outcome, so the business runs even when you're not the one holding everything together.

We're going to focus on a simple, proven truth: your business is only as strong as your delivery, your follow-up, and your ability
to keep families coming back. That means your first hires can't be random. They have to remove the exact bottlenecks that

keep owners stuck—like inconsistent coaching, missed leads, chaotic scheduling, and overloaded sessions.




The Three Killers That Destroy Most Owners

Inside this guide, you're about to read clear breakdowns of the key roles that protect a youth sports training business from the

three killers that quietly destroy most owners:

Burnout Inconsistent quality Leaky growth

the business grows, but your parents see great sessions one day leads come in, but nobody

workload grows faster. and "meh" sessions the next. responds fast enough or follows up
long enough.

For each position, you'll get plain-English answers to:

¢ Who this personis (in real life—not a fancy job title)
e What they provide to the business (what they actually dothat moves the needle)
¢ Why businesses struggle or fail without them (what breaks when the role is missing)

e How to track performance (simple numbers so you know it's working)

You'll also see the logic behind a smart hiring order—because hiring too early can drain cash, and hiring too late can cost you

your reputation, your energy, and your growth.

If you've ever felt like you're "busy all day but still behind," or you've worried that scaling will just create more stress, this guide
will give you a better path: build the right team, in the right order, with clear standards and simple scorecards—so you can

grow a business you're proud of and still have a life outside the gym.



HIRE #1: Head Coach/Floor General

Who Is This Person?

This is your "product builder" and the person who sets the
standard for everything that happens in your gym. Think of
them as the lead teacher in a classroom—they know how to
make kids excited about training while keeping everyone
safe. They've been coaching youth athletes for 3-5 years and
understand how to design workouts that actually make kids
better at their sports. They're energetic, organized, and can
control aroom of 15-20 kids without yelling. They genuinely
love working with young athletes and want to build
something bigger than just collecting an hourly paycheck.
This personisn't just showing up to rundrills—they're
creating the training programs, teaching other coaches how
to do things the right way, and making sure every kid who
walks through your door gets a consistent, high-quality

experience. When parents tour your facility, this person's

energy and professionalism is what convinces them to sign

up.

What Exactly Do They Provide for the Business?

Creates your training Sets the quality standard Keeps kids coming back
rograrr
programs Shows every future coach exactly Makes training so fun and
Builds 12-week workout plans so how sessions should look and feel effective that kids beg parents to
you're not making things up on the return
spot
Builds parent trust Frees you from coaching
. . \% 1
Professional coaching makes CVery class
parents confident their money is Takes the delivery work off your
well-spent plate so you can grow the business

Why Businesses FAIL Without Them?

¢ You become trapped coaching every session Can't do sales, marketing, or plan Location #2 because you're always on the

floor
¢ Quality becomes random Every session is different depending on your energy level that day
e Growth caps at 30-40 kids That's all you can personally handle before exhaustion sets in
* No time for business-building activities Can't make partnership calls, meet with parents, or scout new locations

e Can'tsell what doesn't exist Without proven programming, you have nothing to pre-sell to parents
How To Track Performance for This Position (KPIs)

e Retention Rate 85%+ of athletes should stay enrolled month-to-month (kids love coming back)
e Parent Satisfaction Score 4.5+ stars on reviews and 90%+ positive feedback on surveys

e Session Attendance Rate 80%+ of enrolled kids show up to their scheduled sessions weekly

e Program Completion Rate 75%+ of kids finish their 12-week training cycle

e Coach Training Progress Successfully trains 2-3 contract coaches within first 90 days



HIRE #2: Part-Time Setter/ Marketing
Coordinator

Who Is This Person?

This is your "appointment machine"—someone who's fast, persistent, and lives in text messages and phone calls. They're
usually young and hungry (think college student or someone with sales development experience from real estate or gyms).
Their only job is turning interested parents into scheduled facility tours. They don't need to close the sale or know anything
about sports training—they just need to be quick at responding, friendly on the phone, and organized enough to track 30-50
conversations at once. They work remotely or part-time, spending 3-4 hours daily responding to Facebook ad leads within
minutes, texting parents who missed calls, sending reminder messages, and filling your calendar with qualified appointments.
They're comfortable making 50+ calls and sending 100+ texts per day without getting discouraged by people who don't

respond. This person thrives on hitting daily targets (like "book 5 appointments today") and gets excited about numbers going

up.

What Exactly Do They Provide for the Business?

2
Responds to leads in under 5 Fills your calendar with Follows up relentlessly
minutes qualified tours

Texts/calls leads 5-7 times until they
Speed matters massively; fast response  Keeps you closing 15-20 appointments book, cancel, or clearly say no

= booked appointments every week

S 7

Manages your CRM system Multiplies your closing capacity by 3-5X
Keeps all parent contact info organized so nothing falls You only talk to people ready to visit, not cold leads

through cracks

Why Businesses FAIL Without Them?

e Leads disappear before you respond Busy coaching/operating means 2-4 hour response times = parents sign up elsewhere
¢ Your calendar stays empty No appointments = no new revenue, even if marketing is working

e Marketing money gets wasted Paying for Facebook ads but losing 60-70% of leads due to slow follow-up

¢ Revenue becomes unpredictable Some weeks you close 10 people, other weeks zero (depends on luck)

e Youdevelop terrible habits Inconsistent follow-up becomes your company culture as you grow

How To Track Performance for This Position (KPIs)

e Lead Response Time 90%+ of leads contacted within 5 minutes of inquiry

e Appointment Booking Rate Convert 30-40% of leads into scheduled facility tours

e Appointments Booked Per Week Consistently deliver 15-20 qualified appointments weekly

¢ Show Rate 60%+ of booked appointments actually show up (good confirmation/reminder process)

¢ CRMCleanliness 100% of leads properly tracked with notes on every conversation



HIRE #3: Contract Coaches (2 People)

Who Is This Person?

These are your "backup coaches" who work 10-15 hours per
week during your busiest times (usually 3-7pm on weekdays

when kids get out of school). They're often current college
students studying exercise or sports, former college
athletes, or fitness enthusiasts who want coaching
experience. They're not master trainers yet—they're
learning your system while helping deliver sessions. Think of
them as apprentices: they can demonstrate proper exercise
form, keep kids safe, and bring good energy, but they follow
the workout plan your Head Coach created rather than
making up their own. They're reliable, show up on time, and
genuinely enjoy working with kids. They're part-time
because you only need them when your gym is packed, not

during slow morning hours. They see this as a stepping stone

—maybe to become a full-time coach later or just to earn

extra money while building experience.

What Exactly Do They Provide for the Business?

Handles overflow during Keeps costs tied to revenue Protects your Head Coach
peak hours Only pay them when you're busy from burnout

When 20 kids show up at 4pm, you and making money No one can coach 6 straight hours
split into two groups (quality stays of high-energy kids without quality
high) dropping

Creates backup coverage Lets you grow from 50 to 150 kids

If someone calls in sick, you have other trained coaches Without them, you hit a hard ceiling at 75-100 athletes
available

Why Businesses FAIL Without Them?

e Classsizes explode to 25+ kids Feels like daycare, not elite training; parents notice kids getting ignored

¢ Your Head Coach quits from exhaustion Coaching 30+ hours per week of youth sessions destroys anyone
¢ You cap enrollment too early Turn away revenue because you physically can't deliver more sessions

e Quality collapses Tired coaches = sloppy sessions = parents complain = kids quit after 2 months

e Growth plateaus at $15-20K/month Profitable but stuck, can't scale to multiple locations
How To Track Performance for This Position (KPIs)

e Class Size Management No group should exceed 15 kids per coach during any session

e Session Coverage Reliability 95%+ of scheduled shifts covered (minimal last-minute cancellations)
e Coaching Quality Score Head Coach rates their session execution at 4/5 or higher weekly

e Athlete-to-Coach Ratio Maintain 12-15 kids per coach maximum during peak hours

e Hours Worked vs Revenue Contract coach labor stays under 10% of monthly revenue



HIRE #4: Community Manager (Part-Time)

Who Is This Person?

This is the "friendly face" everyone sees when they walk into your gym. They're naturally warm, super organized, and
remember everyone's name after meeting them once. Often, they're a parent themselves (30-45 years old with kids in sports)
who's worked front desk jobs at gyms, dental offices, or similar places where customer service matters. They're not trying to
sell anything or coach anyone—they just make everyone feel welcome and handle all the small daily tasks that keep things
running smoothly. They work split shifts during your busiest check-in times (maybe 7-9am and 3-7pm) when parents are
dropping off and picking up kids. They're comfortable using computers for scheduling and sending text reminders, but they
don't need to be tech experts. Think of them as the "gym mom" or "gym dad"—the person who notices when a kid seems sad,

remembers it's someone's birthday, and makes sure every parent feels like their family matters to your business.

What Exactly Do They Provide for the Business?

Greets every family by name at check-in

Creates personal connection that makes your gym feel like a community, not just a service

Handles all billing questions and issues

Solves credit card problems, schedule changes, and payment questions before they become big deals

Protects coaching time

Your coaches stay focused on training kids instead of answering "what time is Tuesday's class?" texts

Tracks attendance patterns

Notices when kids start missing sessions and alerts you before they quietly quit

Manages daily admin tasks

Handles supply orders, cleaning schedules, and small details that someone needs to do
Why Businesses FAIL Without Them?

e You waste 10-15 hours per week on $15/hour tasks Time spent fixing billing could be spent closing new sales or planning
Location #2

e Small parent frustrations pile up Slow responses to simple questions make families feel ignored, leading them to cancel
¢ Silent churn kills growth Kids stop showing up but nobody notices until they've already decided to quit
¢ Your Head Coach gets pulled off the floor Interrupting sessions to handle check-ins destroys the training flow and quality

e The gym feels disorganized and impersonal Parents sense chaos and start looking for more professional options
How To Track Performance for This Position (KPIs)

e Response Time to Parent Questions 90%+ of texts/emails answered within 2 hours during shift times
¢ Billing Issue Resolution Rate 95%+ of payment problems solved within 24 hours without escalation

e Attendance Monitoring Flags 100% of athletes who miss 2+ consecutive sessions for follow-up

e Parent Satisfaction Score 4.8+ stars specifically on "communication" and "organization" in surveys

¢ Admin Task Completion 100% of weekly checklist items completed (supply inventory, schedule updates, etc.)



HIRE #5: General Manager/Closer

Who Is This Person?

This is your "mini business owner" for Location #1—
someone who loves sales and can run operations. They're
not necessarily a great coach (that's not their job), but
they're amazing at talking to parents and convincing them
to enroll their kids. They've spent 3-5 years closing sales for
services that cost $1,500-5,000 (maybe gym memberships,
insurance, solar panels, or software) and have managed
small teams of 5-10 people before. They understand basic
business numbers like profit and loss. This person is
charismatic, confident, and hungry to make money through
the profit-share bonus—they think like an owner, not just an
employee. They'll take 15-20 parent meetings every week,
close 50-60% of them, and handle the daily running of
Location #1 (managing the team, fixing problems, optimizing

the schedule). They want to prove they can run a successful
location so they can eventually open their own or move into
a bigger leadership role. They're the person you call when
something goes wrong, and they figure it out without

needing your help.

What Exactly Do They Provide for the Business?

G ¢ 09
Closes 15-20 parent Owns the location's profit Manages your entire team
appointments every week and loss at Location #1
Turns interested families into Responsible for hitting revenue Supervises Head Coach,
paying members at 50-60% success targets and keeping costs under Community Manager, and contract
rate control coaches daily

& $
Frees you to work ON the business Creates predictable new revenue
You stop being the closer and operator, can now scout No more "hope and pray" sales; you know new cash is
Location #2 and build partnerships coming in weekly

Why Businesses FAIL Without Them?

e You stay trapped as the bottleneck At 150-200 athletes ($30-40K/mo), you're maxed out because you're still closing
every sale yourself

e Can'topen Location #2 Impossible to leave Location #1 for more than a few hours without things falling apart
e Team only works when you're watching Staff waits for you to make decisions instead of solving problems themselves
e Best people quit Talented coaches leave because there's no path to advance or take on more responsibility

» Business becomes a high-paying job You're stuck working 60 hours/week making $400-500K but can't scale or take time
off

How To Track Performance for This Position (KPIs)

¢ Enrollment Close Rate Successfully enrolls 50-60% of scheduled parent appointments

e New Monthly Revenue Brings in $15-25K in new membership sales every month

e Location Profit Margin Keeps location operating at 30%+ profit (their bonus depends on this)
e Team Retention Keeps coaches and staff employed with less than 20% annual turnover

e Sales Appointments Taken Personally conducts 15-20 enrollment consultations every week



HIRE #6: Full-Time Community Manager

Who Is This Person?

This is the upgraded, full-time version of Hire #4. You're either promoting the part-timer who's been crushing it, or hiring
someone with real customer success experience from businesses with monthly memberships (fitness studios, tutoring centers,
membership clubs). They're empathetic, detail-focused, and get excited about solving problems before customers even know
they exist. They're the type of person who sees patterns in data—like "three families from the Smith School all canceled this
month, | wonder what's happening there?" They genuinely care about making families happy and have the emotional
intelligence to calm down frustrated parents without letting anyone walk all over them. Now working 40 hours per week,
they're taking on bigger responsibilities: managing the full member experience from the moment someone signs up until
they've been with you for years. They run welcome calls for new families, track who's attending regularly, reach out when
someone seems disengaged, collect video testimonials, and manage your referral rewards program. They're your "early

warning system" for problems.

What Exactly Do They Provide for the Business?

Manages complete member lifecycle

Onboards new families, monitors engagement, runs save campaigns when people want to quit

Builds retention systems that run automatically

Welcome sequences, attendance tracking, milestone celebrations happen without your involvement

Collects testimonials and referrals

Gets happy parents to record videos and refer friends, which feeds your marketing

Handles all administrative operations

Billing reconciliation, schedule optimization, facility maintenance, supply management

Serves as your churn early-warning system

AN

Spots patterns and flags at-risk families before they cancel

Why Businesses FAIL Without Them?

e Silent churn becomes catastrophic At 200+ athletes, losing 8-12 families monthly while only adding 10-15 = barely

growing
¢ Youdon't know why people leave No one's asking exit questions or tracking patterns, so you can't fix problems
e Growthrate collapses Net growth drops to 2-3% per month instead of 8-10%, doubling your timeline to hit goals

e Coaches and GM too busy to notice problems Everyone's focused on delivering sessions and closing sales, missing

retention signals

e Business feels chaotic instead of premium Supplies run out, scheduling conflicts happen, parents complain = doesn't
justify $200/month

How To Track Performance for This Position (KPIs)

¢ Monthly Retention Rate 92%+ of members stay enrolled month-over-month (less than 8% churn)
e At-Risk Member Outreach Contacts 100% of families who miss 2+ sessions within 48 hours

¢ Testimonial Collection Rate Collects 4-6 video testimonials and 10+ written reviews monthly

e Referral Generation Drives 5-8 new member referrals per month through systematic referral asks

¢ Onboarding Completion Rate 95%+ of new families complete welcome call and first-week check-ins



HIRE #7: Operations Manager/Systems Builder

Who Is This Person?

This is your "instruction manual creator"—the person who
takes everything happening in your head and writes it down
so anyone can follow it. They're obsessed with organization,
checklists, and making sure things are done the same way
every single time. They probably come from the military, big
companies like Amazon or Toyota, or have worked in
franchises like Chick-fil-A where everything runs like
clockwork. They're not the most exciting or creative person
on your team, but they're incredibly reliable and love
building systems. They get genuinely excited about creating
step-by-step training videos, tracking numbers on
spreadsheets, and making sure everyone follows the rules.
While you're thinking about the big picture and growth,
they're documenting exactly how to onboard a new family,

run an emergency drill, or handle a billing dispute. They're
the person who makes sure Location #1 runs perfectly even
when you're not there, and they build the playbook that lets
you copy-paste success to Location #2 without reinventing

everything from scratch.

What Exactly Do They Provide for the Business?

1 2 3
Creates your complete Builds tracking systems for Trains your Location #2
operations manual key numbers team
Documents every process Creates weekly scorecards Uses the documented systems to
(onboarding, coaching, parent showing attendance rates, close prepare your new Head Coach so
communication, emergencies) in rates, churn, and other critical they can replicate success
written guides and training videos metrics for every location independently
4 5)
Establishes quality control infrastructure Makes excellence automatic instead of
heroic
Sets up mystery parent audits, coach certification
programs, and safety checks that protect brand Removes dependence on star employees; the system
consistency ensures quality, not individual superstars

Why Businesses FAIL Without Them?

e Location #2 becomes a disaster You open based on "gut feel" but can't explain exactly WHY Location #1 worked, so results
don't repeat

e Quality drifts across locations Each location interprets your vision differently, creating inconsistent experiences that
confuse parents

¢ You spend 30+ hours per week firefighting Constantly troubleshooting Location #2 problems while Location #1 falls apart

because you're not supervising
e Scaling becomes terrifying Every new location feels like starting from zero instead of copying a proven model

¢ You end up with multiple mediocre locations Instead of one excellent business replicated, you have several struggling

locations dragging each other down

How To Track Performance for This Position (KPIs)

e Systems Documentation Completion 100% of critical processes documented in written + video format within 90 days
e Location Scorecard Accuracy Weekly reports delivered on time with zero data errors for all locations

e Training Program Completion New coaches/managers complete certification training with 90%+ assessment scores

¢ Quality Audit Consistency Mystery parent audits show 85%+ compliance with brand standards across all locations

¢ Process Improvement Rate Identifies and implements 2-3 operational improvements monthly based on data review



HIRE #8: Head Coach (Location #2)

Who Is This Person?

This is your "culture carrier" for the new location—someone who already knows and loves your system. Ideally, you're
promoting one of your best contract coaches from Location #1 who's proven they understand your training style, connect well
with kids, and embody your values. If you can't promote from within, you're hiring someone with 3-5 years of youth training
experience who's humble and coachable—they must be willing to follow YOUR playbook exactly, not create their own version.
They're high-energy, safety-focused, and have natural leadership skills with kids. The big difference between this hire and Hire
#1 is that Hire #1 helped BUILD the product, while this person must perfectly EXECUTE the proven system. They're not
innovating or experimenting—they're replicating what works. They're like a franchise operator following the McDonald's
manual: their job is consistency, not creativity. They'll work directly alongside you during the Location #2 launch (Months 12-

14), learning your standards in real-time so they can maintain them when you're not around.

What Exactly Do They Provide for the Business?

Delivers the exact same quality as Location #1

Follows your centralized programming and coaching standards so parents get identical experiences

Anchors the culture at Location #2

O Sets the tone for energy, professionalism, and how coaches interact with families from day one

Trains new contract coaches on your methodology

@ Uses the video training modules to onboard Location #2's part-time staff correctly

Protects training standards during growth

O Pushes back if the GM suggests operational shortcuts that would hurt session quality

Creates your next GM candidate

| If successful, they're promoted to General Manager at Month 17, proving your leadership pipeline works

Why Businesses FAIL Without Them?

e Location #2 launches with amateur-level quality You're forced to personally coach 60-70% of sessions during the critical

first 90 days when first impressions matter most

¢ You can't supervise the GM's sales process Split between two facilities means you're not watching either location closely
enough

e Parents sense you're stretched too thin Your divided attention creates doubt about whether this is really "elite" training
¢ Launch enrollment misses targets badly Sign up 75 athletes instead of 125, forcing desperate discounting to fill classes

e Location takes 9-12 months to break even Should be profitable in 4-6 months, but poor launch quality extends the
timeline

How To Track Performance for This Position (KPIs)

e Session Delivery Consistency Score Operations Manager rates their execution at 4.5/5 or higher on monthly audits
e Location #2 Retention Rate Maintains 85%+ monthly retention during first 6 months (proves quality is strong)

e Coach Training Success Contract coaches they train score 90%+ on coaching certification assessments

e Parent Satisfaction at Location #2 4.5+ star average on reviews specifically mentioning coaching quality

o Safety Incident Rate Zero preventable injuries or safety violations during sessions



HIRE #9: Contract Coaches (2-3 People)
(Location #2)

Who Is This Person?

These are the same type of part-time "backup coaches" as Hire #3, but now they're joining a PROVEN system with clear
training materials. They're college students, former athletes, or aspiring coaches working 10-15 hours per week during peak
times (3-7pm). The big advantage now is that your Operations Manager (Hire #7) has created training videos and certification
processes, so these coaches get onboarded systematically by your Head Coach Location #2. They're not learning on the fly—
they're following documented standards from day one. They're young, hungry, and see this as a potential path to a full-time
coaching role if they perform well. They need to live close to Location #2 because they're expected to arrive 15 minutes early
to help set up and stay 15 minutes after sessions to help clean up. They're reliable, coachable, and bring good energy even

though they're part-time. They understand they're supporting the Head Coach's vision, not creating their own coaching style.

What Exactly Do They Provide for the Business?

Replicates the variable labor model that worked
-~

Enables Location #2 to grow from 50 to 150 athletes using the same proven staffing strategy

Provides peak-hour coverage without fixed costs

Handles the 3-7pm rush so labor costs stay tied to revenue (25-30% of monthly income)

Creates scheduling backup and flexibility

If someone calls in sick, you have trained coaches ready to cover without canceling classes

Lets Head Coach focus on leadership

Instead of coaching every session, they can supervise quality and develop the team

Protects profitability during growth phase

Variable pay structure means Location #2 can prove its business model before adding expensive full-time staff

Why Businesses FAIL Without Them?

e Location #2 growth caps at 60-75 athletes Head Coach hits their personal capacity ceiling (25-30 sessions/week max) and

can't take more

e Class sizes explode to 20+ kids Destroys the premium experience you're charging $200/month for; parents notice lack of

attention
¢ You turn away revenue Have to cap enrollment because you physically can't deliver more sessions safely

e Head Coach burns out by Month 18 Exhaustion forces you to replace them, which restarts the entire cultural foundation

at that location

e Location stays subscale and barely profitable Brings in $12-15K/month instead of $30K+, doubling your timeline to open
Location #3

How To Track Performance for This Position (KPIs)

o Shift Coverage Reliability 95%+ of scheduled shifts covered with less than 24-hour notice cancellations

e Coaching Certification Pass Rate 90%+ pass the standardized coaching assessment on first attempt

e Class Size Compliance No group exceeds 15 athletes per coach during any session they're leading

e Labor Cost Percentage Total contract coach wages stay between 8-12% of Location #2's monthly revenue

e Session Quality Score Head Coach rates their session execution at 4/5 or higher on weekly observations

Closing....

Running a youth sports training business today is harder than it looks from the outside. The work is meaningful, but the
business side can crush you if you try to do it alone. Costs keep rising. Rent, utilities, equipment, and insurance don't care if
it's the "slow season." Many sports facilities see operating costs eat a large share of revenue, and it doesn't take much

inefficiency to erase profit.
Insurance alone can be areal line item, and pricing varies widely based on your setup and risk.

On top of that, cash flow is often uneven. You're tied to school calendars, seasons, and daytime downtime. If your building is
quiet from 9am-2pm, you're paying for space you're not using. Meanwhile, marketing gets more expensive, and retention can
swing fast when families get busy, budgets tighten, or results feel unclear.

Staffing is another pressure point. The fitness and training world is known for high turnover, which means you're often hiring
while trying to coach, sell, and manage everything else. Some industry sources report turnover for trainers can reach very high

levels, which creates constant disruption if you don't have a plan and a leader on the floor.
And when coaching quality changes from day to day, parents feel it immediately.

Parent expectations can also become a stress multiplier. Many families hope for scholarships, but only a small percentage of

high school athletes go on to compete in college—and even fewer receive athletic scholarships.

If you don't set clear expectations and communicate well, you'll deal with frustration, emotion, and churn—plus billing disputes

and chargebacks when systems are messy.

This is why you need help. Not "someday." Early. A real team, built in the right order, protects you from the exact things that
kill owners: missed leads, poor follow-up, inconsistent coaching, burnout, and chaos behind the front desk.

The guide you just read is your warning and your plan: build a lean team with clear roles, simple scorecards, and strong

standards—so you don't lose your money, your reputation, or your love for the business you worked so hard to start.



Built4Conversion ... "We Are Your Business

Growth Partners”

Ready to Stop Owning a Job?

If this guide resonated, it's likely because your business depends too heavily on you.

That's not a motivation problem.

It's an owner-dependency problem.

Since 2019, Built4Conversion has helped 100+ youth
sports and martial arts businesses install the systems, roles,
and automation needed to run without constant owner

involvement.
We don't sell tactics or tools.

We help owners build businesses that work without them

being the bottleneck.

If you want clarity on:

e Where your business is dependent on you
¢  Whichrole you should remove from your plate first

e What systems are required to support that role

You may want to start with a Strategy & Clarity Call.

Sye & Marcus Wells - Founders- Built4Conversion

This is not a pitch—just a working session to assess your operation and determine next steps.



Schedule Your Owner Independence Strategy
Call

Built4Conversion helps youth sports and martial arts businesses scale with systems, not stress.

Schedule Your FREE Call at:

www.Built4Conversion.com

Like Us on Facebook: facebook.com/Built4Conversion

Follow Us on Instagram: instagram.com/built4conversion
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