
OTA: Private Youth Coaching (Training) – Guidelines  

* Expanding into private youth coaching (training) can be a lucrative business development strategy.  

**Offering personalized coaching allows you to cater to individual needs, develop strong 
relationships with clients, and create a steady revenue stream.  

 

1. MARKET RESEARCH AND ANALYSIS   
 

• Identify Target Demographics 
o Age Groups: Determine the age groups you want to target, such as early 

childhood (3-6 years), elementary (7-10 years), and middle school (11-14 
years). 

o Skill Levels: Consider offering different coaching programs for beginners, 
intermediate players, and advanced athletes. 

o Sports Focus: Identify which sports or physical activities are in demand in 
your area (e.g., soccer, basketball, multi-sport training). 
 

• Analyze the Competition 
o Local Competitors: Research other private coaching services in your area to 

understand their offerings, pricing, and market position. 
o Unique Selling Proposition: Identify what sets your coaching services apart, 

such as a specific training methodology, experience, or credentials. 
 

• Assess Market Demand 
o Surveys: Conduct surveys with parents and community members to gauge 

interest in private coaching. 
o Trial Sessions: Offer free or discounted trial sessions to test demand and 

gather feedback. 
o Market Trends: Stay informed on youth sports trends and fitness demands in 

your area.  
 

2. SERVICE DESIGN AND OFFERINGS  
 

• Define Coaching Programs 
o Program Types: Design a variety of coaching programs (e.g., one-on-one 

sessions, small group training, specialized camps). 
o Session Length: Determine the optimal session length (e.g., 30 minutes, 60 

minutes) based on the age and attention span of the participants. 
o Frequency: Offer flexible scheduling options, such as weekly, bi-weekly, or 

monthly sessions. 
 

 



• Set Pricing Structures 
o Competitive Pricing: Research competitor pricing and set your rates 

accordingly, ensuring they reflect the value of your services. 
o Packages and Discounts: Create package deals (e.g., 5-session packs, 

monthly memberships) and offer discounts for siblings or referrals.  
o Payment Options: Provide various payment options, including online 

payments, to make it convenient for clients. 
 

• Develop a Curriculum 
o Skill Development: Create a curriculum that focuses on key skills, drills, and 

techniques for each sport or activity. 
o Progress Tracking: Implement a system for tracking and reporting progress to 

parents, such as monthly progress reports or performance reviews. 
o Customization: Be prepared to tailor sessions to the specific needs and 

goals of each athlete.  
 

3. OPERATIONS AND LOGISTICS  
 

• Secure Training Locations 
o Venues: Identify and secure venues for training sessions, such as local 

parks, school gyms, or private facilities. 
o Permits: Ensure you have the necessary permits or agreements to use these 

venues for private coaching. 
o Backup Plans: Develop contingency plans for inclement weather or venue 

unavailability. 
 

• Hire and Train Coaches 
o Recruitment: Hire qualified coaches with experience in youth sports and a 

passion for teaching. 
o Training: Provide thorough training on your coaching methodology, safety 

protocols, and customer service expectations. 
o Scheduling: Implement a flexible scheduling system that allows coaches to 

manage their availability and client sessions efficiently. 
 

• Implement Safety and Liability Measures 
o Insurance: Ensure you have appropriate liability insurance coverage for 

private coaching activities. 
o Safety Protocols: Establish and enforce safety protocols, including first aid, 

hydration breaks, and injury prevention. 
o Waivers: Require all participants to sign waivers acknowledging the risks 

associated with physical activity. 

 

 



4. MARKETING AND CLIENT ACQUISTION  
 

• Build a Strong Brand Presence 
o Brand Alignment: Ensure your private coaching services align with the 

Overtime Athletics brand, emphasizing quality, professionalism, and fun. 
o Website: Create a dedicated section on your website for private coaching, 

detailing the services offered, pricing, and booking options. 
o Social Media: Leverage social media platforms to showcase success stories, 

client testimonials, and training highlights. 
 

• Generate Leads 
o Partnerships: Partner with local schools, youth leagues, and community 

organizations to promote your coaching services. 
o Referral Programs: Implement a referral program where existing clients can 

earn discounts or bonuses for referring new clients. 
o Promotional Events: Host free clinics, open houses, or Q&A sessions to 

attract potential clients and demonstrate your coaching approach.  
 

• Client Retention Strategies 
o Communication: Maintain regular communication with parents through 

emails, newsletters, and progress updates. 
o Client Feedback: Collect feedback from clients to continuously improve 

your services and address any concerns. 
o Loyalty Programs: Offer loyalty programs or discounts to long-term clients to 

encourage repeat business.  

 

5. FINANCIAL PLANNING AND MANAGEMENT  
 

• Develop a Financial Plan 
o Startup Costs: Estimate the initial investment required for equipment, venue 

rentals, marketing, and staffing. 
o Revenue Projections: Create revenue projections based on your pricing 

structure and expected client volume. 
o Break-Even Analysis: Calculate your break-even point to understand how 

many clients you need to cover costs and generate profit 
 

• Monitor Financial Performance 
o Tracking Expenses: Keep detailed records of all expenses, including coach 

salaries, venue fees, and marketing costs. 
o Profit Margins: Regularly review profit margins and adjust pricing or reduce 

costs if necessary. 
o Financial Reporting: Generate monthly financial reports to monitor the 

health of your business and make informed decisions. 



• Plan for Growth 
o Scalability: Develop a plan for scaling your private coaching services, such 

as adding more coaches or expanding to new locations. 
o Investment: Consider reinvesting profits into marketing, equipment 

upgrades, or additional training for coaches. 
o Long-Term Goals: Set long-term financial goals for your private coaching 

revenue stream and develop a roadmap to achieve them.  

 

***Building a successful private youth coaching/training revenue stream requires careful planning, 
effective marketing, and a commitment to delivering high-quality coaching services. By 
following these guidelines, Overtime Athletics franchisees can create a sustainable and profitable 
business model that meets the needs of young athletes and their families while contributing to the 
overall growth of the Overtime Athletics brand. 

 


