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Introduction 
This Growth Strategy Playbook distills our recent assessment of ’s market, customers, 
and go-to-market execution into a single, actionable guide. Drawing on Dayta’s 
analysis—spanning competitive positioning, branding, storytelling, website performance, lead 
generation, and sales execution—this playbook lays out a unified narrative and tactical 
framework to help  accelerate growth, deepen customer engagement, and hit its $  
ARR goal. 

How to Use This Document 
●​ Align the team around growth priorities 
●​ Follow step-by-step recommendations 
●​ Use the roadmap for quarterly planning and resource allocation 

 

Turn these insights into action! With the right team  can tell a more compelling story, 
generate higher-quality leads, and close deals faster. It’s Possible. Let’s get started. 
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Ideal Customer Profile 

 

Firmographics 

Organization 
Type & Size 

Small Size /Volunteer : Single-club operations (e.g. youth soccer, baseball, 
softball) managing 25–30 officials and 100–200 games per year.​
 
Mid-Size / Part-Time : Multi-club or travel leagues handling 50–150 officials 
across 1,000–3,000 games per year.​
 
Enterprise 

●​ Regional Associations / Full Time : LLCs or sole proprietors assigning 
200–500+ officials over 5,000–50,000+ games annually. 

●​ State-Level Associations / Full Time  : Umbrella organizations (e.g. 
state referee committees) overseeing thousands of officials and 50,000+ games 
across regions. 

Geography  Predominantly U.S.-based, with meaningful adoption in Canada, the U.K., and Australia. 

Roles & Titles Volunteer  Club Administrators, Referee Coordinators, Part-Time , 
Professional Assignor Business Owners, State Referee Administrators. 

Business 
Maturity 

From grassroots/volunteer-run leagues to formally structured small businesses and state 
associations with governance requirements. 

 

Psychographics 

Pain Points Manual scheduling 
Constant last-minute changes 
Stressed by chasing payments and reconciling finances 
Scattered communications 

Motivations   Time savings and predictability  
  Reliable, centralized system 

Retention 
Drivers 

Instant stress relief through streamlined scheduling 
Dependable, no-fee payouts for officials 
Responsive support 

Churn Drivers Seasonal inactivity periods reduce engagement and visibility 

 

Total Addressable Market & Industry Trends 

TAM 

In the U.S., roughly 70.8 million people played team sports in 2023—driving millions of 
games each year. Official assignments for games tournaments were organized by over  
40,000+ youth and amateur sports organizations (spanning soccer, baseball/softball, 
basketball, hockey, football, lacrosse and more). Even at a conservative $700–$1,000 ARR per 
organization, that represents a $20–30 million market for referee-assigning SaaS. This sits 
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Attribution & Tracking 

 needs reporting transparency from first click to paid subscription so future budget 
decisions can be driven by real CAC, ROAS, and LTV—not guesswork. That begins with a 
rock‑solid data foundation: Consistent UTMs for tracking and conversion insights can help 

 see which channels create revenue‑producing referees and shift spend with 
confidence . 

Where To Start 

➔​ Fix Tracking & UTMs —Remove UTM Tags on buttons on the site. Use UTM Tags on 
campaign URLs so all traffic is tied to its true traffic source. Explore cross-domain 
tracking if needed. 

◆​ If interested, implement a heat mapping tool or mouse flow to follow UX, button clicks and to 
understand what resonates with users. 

➔​ Merge web, ad, and revenue data in Daylight to view live CAC / ROAS / LTV 
dashboards. 

➔​ Share closed‑loop purchase signals back into Google & Microsoft Ads so the 
algorithms automatically prioritize the clicks that turn referees into paying 
subscribers. 

Current Health Score:  See Attribution analysis for details  

 

Brand Guide Creation 

The  brand is strong, clean and professional. Dayta recommends documenting the 
brand in a formal brand guide. The brand guide will include logo usage, color pallet, 
typography, and iconography to ensure consistency across web, email, sales decks and 
events. 

➔​ Future Opportunity to Explore: Add distinctive orange accent into more areas 
throughout the website theme. Play with using the accent on CTAs or points of 
emphasis within the current color scheme.  

Current Health Score:  See Branding analysis for details  
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Step 3: Strategy Enhancement 

Timing: Month 9+  

 

Digital Presence, Online Reputation, Sales Enablement & Material support. 

Having established attribution and refined the go-to-market strategy, the next critical step 
is converting increasing interest into consistent, year-round revenue. This involves 
strengthening 's digital presence, enhancing social proof, and providing the sales 
team with the necessary materials and automated processes to secure larger, multi-sport 
accounts efficiently.  

Recommended next actions 

●​ Create and publish quarterly content aligned with a content calendar. Target 
high-intent, non-branded keywords, such as "best practices for official payments," to 
enhance engagement with the Ideal Customer Profile (ICP) during their research 
phase. 

●​ Leverage the positive 5K mobile app reviews by integrating these testimonials into 
landing pages and outbound communication. 

●​ Update the WordPress theme for better conversion by adding a sticky "Start Free 
Trial" bar on mobile and contextual CTAs after benefit blocks to address scroll 
drop-off. 

●​ Equip sales with sport-specific resources (one-pagers, case studies, SDR cadences), 
segmented by role and season, to convert enriched targets into booked demos.  

●​ Establish a consistent (2-4 monthly posts) social media presence combining 
thought leadership with product tips, timed to support paid campaigns and engage 
trial users. 

●​ Execute a three-phase event strategy. Pre-show outreach, on-site demos with 
tailored materials, and a 30-day post-event remarketing campaign for sustained 
brand visibility. 

 

Current Health Score: / /  See Lead Generation, Website Functionality, Sales 
Execution analysis for details  
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