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Club Revenue Breakdown 

Player “Churn” 

Boosting Player Retention 

Case Study: André Lennox, LA Volleyball Academy 
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5 sports.
25 employees (WE’RE hiring!).
357+ Club Integrations.
18,000+ Members.
2,500,000+ lines of code.

WE ARE

Coming Soon!

Coming Soon!

5 sports.
25 employees (WE’RE hiring!).
357+ Club Integrations.
18,000+ Members.
2,500,000+ lines of code.
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Revenue Killers
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customer churn

• The likelihood that a current player will leave your club
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how much revenue is generated by a single player?

If club dues are $1,500, is it: 

A. Less than $500 

B. $1,500 

C. $3,500 

D. $5,000 

E. More than $7,500
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the answer is…
If club dues are $1,500, is it: 

A. Less than $500 

B. $1,500 

C. $3,500 

D. $5,000 

E. More than $7,500



E. More than $7,500
10

the answer is…



Rising Stars  
Academy

FALLING 
STARS
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two competing clubs

• Falling Stars Club (FSC) vs. Rising Stars Academy (RSA) 

• Both clubs have 20 players per grade, in 5th through 
12th 

• Annual dues per player: $1,500 

• In 2017, 2018, and 2019, FSC and RSA add 3 new 
players per team/per year. Good stuff! 



Loses 3 players per year  

• Churn: 15%

Loses 1 player per year 

• Churn: 5%

Falling Stars Club Rising Stars Academy
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two competing clubs

Rising Stars  
Academy

FALLING 
STARS



Rising Stars  
Academy

FALLING 
STARS
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Annual dues: $1,500 

2016:  

• 20 players on 5th, 6th, 7th, 
8th, 9th, 10th and 11th grade 
teams  

2017, 2018, and 2019: 

• Add 3 new players per team 

two competing clubs

Annual dues: $1,500 

2016: 

• 20 players on 5th, 6th, 7th, 
8th, 9th, 10th and 11th 
grade teams 

2017, 2018, and 2019: 
• Add 3 new players per team

Falling Stars Club Rising Stars Academy
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revenue in 2016

Falling Sports Club in 2016
1500

Grade Players Dues  
(in $000)

5th 20 $30
6th 20 $30
7th 20 $30
8th 20 $30
9th 20 $30
10th 20 $30
11th 20 $30
Total 140 $210

Rising Sports Club in 2016
1500

Grade Players Dues  
(in $000)

5th 20 $30
6th 20 $30
7th 20 $30
8th 20 $30
9th 20 $30
10th 20 $30
11th 20 $30
Total 140 $210

Rising Stars  
Academy

FALLING 
STARS



Rising Stars  
Academy

FALLING 
STARS
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revenue in 2017

Falling Sports Club in 2017
1500

Grade 2016 
Players

Players 
Lost

New 
Players 
Added

2017 
Players

Dues  
(in $000)

5th 20 (3) 3 20 $30

6th 20 (3) 3 20 $30

7th 20 (3) 3 20 $30

8th 20 (3) 3 20 $30

9th 20 (3) 3 20 $30

10th 20 (3) 3 20 $30

11th 20 (3) 3 20 $30

Total 140 (21) 21 140 $210

Rising Sports Club in 2017
1500

Grade 2016 
Players

Players 
Lost

New 
Players 
Added

2017 
Players

Dues  
(in $000)

5th 20 (1) 3 22 $33

6th 20 (1) 3 22 $33

7th 20 (1) 3 22 $33

8th 20 (1) 3 22 $33

9th 20 (1) 3 22 $33

10th 20 (1) 3 22 $33

11th 20 (1) 3 22 $33

Total 140 (7) 21 154 $231



Rising Stars  
Academy

FALLING 
STARS
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revenue in 2018

Falling Sports Club in 2018
1500

Grade 2017 
Players

Players 
Lost

New 
Players 
Added

2018 
Players

Dues  
(in $000)

5th 20 (3) 3 20 $30

6th 20 (3) 3 20 $30

7th 20 (3) 3 20 $30

8th 20 (3) 3 20 $30

9th 20 (3) 3 20 $30

10th 20 (3) 3 20 $30

11th 20 (3) 3 20 $30

Total 140 (21) 21 140 $210

Rising Sports Club in 2018
1500

Grade 2017 
Players

Players 
Lost

New 
Players 
Added

2018 
Players

Dues  
(in $000)

5th 22 (1) 3 24 $36

6th 22 (1) 3 24 $36

7th 22 (1) 3 24 $36

8th 22 (1) 3 24 $36

9th 22 (1) 3 24 $36

10th 22 (1) 3 24 $36

11th 22 (1) 3 24 $36

Total 154 (7) 21 168 $252



Rising Stars  
Academy

FALLING 
STARS
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revenue in 2019

Falling Sports Club in 2019
1500

Grade 2018 
Players

Players 
Lost

New 
Players 
Added

2019 
Players

Dues  
(in $000)

5th 20 (3) 3 20 $30

6th 20 (3) 3 20 $30

7th 20 (3) 3 20 $30

8th 20 (3) 3 20 $30

9th 20 (3) 3 20 $30

10th 20 (3) 3 20 $30

11th 20 (3) 3 20 $30

Total 140 (21) 21 140 $210

Rising Sports Club in 2019
1500

Grade 2018 
Players

Players 
Lost

New 
Players 
Added

2019 
Players

Dues  
(in $000)

5th 24 (1) 3 26 $39

6th 24 (1) 3 26 $39

7th 24 (1) 3 26 $39

8th 24 (1) 3 26 $39

9th 24 (1) 3 26 $39

10th 24 (1) 3 26 $39

11th 24 (1) 3 26 $39

Total 168 (7) 21 182 $273
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revenue over the next 3 years

Club Revenue Comparison

TO
TA

L 
RE

VE
N

U
E

$200K

$240K

$280K

2016 2017 2018 2019

$273K

$252K

$231K

$210K $210K$210K$210K$210K

Falling Stars Club Rising Stars Academy
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recurring revenue MAKES ALL THE DIFFERENCE

ONLY 

15-25% 
of revenue is  
from first dues

 

75-85% 
of revenue is  
player retention

FIRST 
SEASON



20

Player RETENTION
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Young players worth more, harder to retain 

Source: SportsRecruits
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Takeaways

• Takeaways: 
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why families choose clubs
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coaching expertise



club focus
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• Coaching Staff 

• Recruiting Program
• Price (surprising, but true)
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recruiting expertise
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Case study: la volleyball academy

• André Lennox, Recruiting Coordinator at LA Volleyball Academy
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HAPPY FAMILIES = HAPPY CLUBS

NEW PLAYERS:
• costly 
• time consuming 
• reduce recurring 

revenue

FIRST 
SEASON

HAPPY FAMILIES:
• referrals 
• reduce churn 
• improve your reputation

HAPPY 

FAMILIES
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QUESTION & ANSWER


