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Agenda

● Pricing
● Participant Management 
● Premium Experiences
● On-Site Extras
● Sponsor Engagement
● Marginal Gains



Pricing



Pricing and Revenue

Other types of pricing changes can include:

● Add one more price increase
● Shift the timing of price increases to 

capture more runners at a higher price
● Increase all prices by a dollar
● Increase one event distance (but not 

others)

Don’t just think about price 
increases.

Look for small tweaks that 
make a meaningful difference



Understand The Pricing Landscape

Average Minimum Prices

Average Maximum Prices

Also take into account:

● Length of registration → How many price 
increases

● Local trends → research races in your area



Know Your Pricing Inputs

Fixed Costs (may include variability)

● Venue/permitting
● Police/road closures
● Professional Timing
● EMS/First Aid
● Liability Insurance
● Cancellation Insurance
● Video/Photos
● Signage
● Marketing 
● Staff/Overhead
● Equipment
● Runner Tracking

Variable Costs

● Giveaways (shirts, etc)
● Finisher prizes (medals)
● Bibs & pins
● Awards
● Water 
● Food
● Porta-Potty Rentals



See a breakdown of your registrations by 
registration period (for each event)

● On-screen can be overwhelming –
 EXPORT to Excel

● Gives you a true view by revenue
● Ask AI to help make recommendations 

for price increases that would make the 
biggest positive revenue change based 
on your registration pattern
○ Run comparisons of different 

changes to understand the impact

Evaluate Your Registration Behavior

Dashboard Reports >> Registrations  >> Registration Periods



Ask an LLM for Options

● Explain what you’re uploading
● Give guidance around your goals
● Include details specific to your race (I.E., 

needs to be family-friendly, don’t want to 
raise early pricing, etc).

● Get different options
● Ask for the math.

Example: Get New Ideas For Your Pricing Structure



All distances except the 5K increase by $5 in every period. 
Estimated total revenue boost: $3,060 (7.8%)

Option 1: Low-Risk Increase



Opening prices stay flat, regular prices increase by $5, late prices increase by $10
Estimated total revenue boost: $3,825 (9.8%)

Option 2: Deadline-Focused Increase



Opening prices increase by $5; regular and late prices increase by $10 for non-5K (paid) distances
Estimated total revenue boost: $5,820 (14.9%)

Option 3: Revenue-Maximizing Balanced Increase



Existing prices remain flat. However, add a final price increase ($10/event) for the last week of registration.
Estimated total revenue boost: $1,350 (3.5%)

Option 4: Add a Price Increase



Make a final (human) decision:

● Projections assume the same registration pattern
○ Changing prices and the timing of price increases can shift the timing of registrations
○ Higher projected income is useless if you lose registrants by jumping too much, too fast

Comparing Options



How to Use:

Go to File → Copy. This creates your own, editable 
version.

Enter your current pricing and registrations on the first 
sheet. Use the subsequent sheets to test different 
pricing updates based on your own inputs.

Calculator: Test Your Own Inputs

https://docs.google.com/spreadsheets/d/13PBHigBbhwbO
kyeo93XiD4awB8g81Nbn7hDxLNvAAxs/edit?gid=739181
903#gid=739181903

https://docs.google.com/spreadsheets/d/13PBHigBbhwbOkyeo93XiD4awB8g81Nbn7hDxLNvAAxs/edit?gid=739181903#gid=739181903
https://docs.google.com/spreadsheets/d/13PBHigBbhwbOkyeo93XiD4awB8g81Nbn7hDxLNvAAxs/edit?gid=739181903#gid=739181903
https://docs.google.com/spreadsheets/d/13PBHigBbhwbOkyeo93XiD4awB8g81Nbn7hDxLNvAAxs/edit?gid=739181903#gid=739181903


Best for sell-out or reliably large 
crowds

● Take the guesswork out of 
price projections with a set 
number of registrations at 
each price

● Increase the number of 
registrants at higher price 
points. 

Tiered Pricing

Registration >> Dates, Pricing, & Options  >> Pricing Based on Event Size



Prices have been increasing for a long time. Raise prices where you need to, but look for ways to boost 
revenue beyond a wholesale price increase. 

More Than Price Increases



Participant
Management



● Flexible policies for participant management 
encourage earlier registrations

● Fees for flexibility can be a win-win: 
participants don’t feel stuck; races get more 
revenue.

Flexibility Wins



Keep runners legal with bib transfers – and make money on 
the exchange

● Ensure accurate information about who’s actually on 
your course

● Add a transfer fee to boost the revenue from transfers

Fees for Bib Transfers

The Math

Race with 5,100 Participants

6% (306) Transfer for a $7 Fee

Revenue: $2,142

Participants >> Participant Management >> Participant Transfers



Allow deferrals for a fee.

● Bring people back next year
● Cover sunk costs for this year (plus some)

Fees For Deferrals

Participants >> Participant Management >> Deferrals

The Math

Race with 2,100 Participants

2% (42) Defer for a $30 Fee

Revenue: $1,260



● If offering a flat refund option, RunSignup 
doesn’t charge a processing fee on refunds – 
but you can.

For Tiered Refunds

● Allow refunds, but, decrease the amount of 
the refund as race day approaches.

● Give runners the confidence to register early. 
● Reduce the amount of refund as race day 

approaches
○ Cover your sunk costs at that point, and 

then add a little more

Tiered Refunds

Participants >> Participant Management >> Refunds & Refund Policy



Premium
Experiences



Create a limited-quantity VIP Event

People have different price points (and expectations) 
for events. A VIP Event allows you to keep prices 
reasonable for most while still boosting revenue.

● Offer high end experiences for high prices
● Include things like:

○ VIP Shuttle for point-to-point events
○ Premium parking
○ Limited-access porta-potty
○ Tented area
○ Catered food
○ VIP access to the finish line for supporters

Higher Prices For Higher Value

Charge MORE than the added costs!



Use Add-ons to sell a full VIP Experience, or 
break up your luxury with a-la-carte experiential 
upgrades. 

Offer Experiential Upgrades

 Race  >> Giveaways/Add-Ons >>  Add-Ons



Use Add-ons & store to increase the 
per-registration revenue.

● Offer upgrades to the standard giveaway 
shirt (tech shirt, long sleeve, etc)

● Sell limited-run premium items like jackets 
& hoodies

● Promote cheap experience-boosters that 
sell in large quantities  (glow sticks, 
sunglasses, cowbells)

Offer High-End Add-Ons

 Race  >> Giveaways/Add-Ons >>  Add-Ons



● Offer a low-frills event at baseline, with upgrades for 
shirts, medals, finish line party, VIP experience, etc.

● Use add-ons to manage, and enable add-on 
management to allow (encourage) people to upgrade 
after the initial purchase  

○ Alternatively use separate events for different perk 
levels. Works best with single distance races; 
enable event transfers to allow people to upgrade 
later

● Lower costs for the average participant, with the ability to 
increase per-participant revenue when they buy more

Go A La Carte

 Race  >> Giveaways/Add-Ons >>  Add-Ons



Ease your race day crowds and increase revenue 
by mailing packets (for a price).

● Use an add-on to offer mailing
● Enable RunSignup’s shipping address 

validation

Can also do a charge for race-day pickup 
if you typically do advance packet pickup

Mail My Packet

 Race  >> Registration >>  Shipping



Use TicketSignup for easy (paid) parking.

● Encourage (or require) pre-payment for 
efficiency

● Easy check-in app for volunteers/staff at the 
gate to verify parking payment

● Offer and track multiple lots, premium spots, 
etc.

Tickets for Parking



For events with true spectators, sell tickets in 
advance.

Example: Pineland Richland Invitational (Wolf 
Creek Race Management)

● Four Ticket Types (Adult, Senior, Student, 
Kids 12 & Under)

● Easy Ticket Look Up on website to confirm 
previous purchase and access QR code

● Sold Programs through Store
○ 26% of purchasers added a program

● Checked in 85% of tickets via Tickets App 
for CheckIn

Tickets for Spectators



Sponsor
Engagement



● Get a sponsor to cover the costs of 
a photographer (and more) by 
adding their logo/watermark to all 
photos

● Reporting makes it easy to tell 
sponsors how many times their logo 
has been viewed on photos (and 
elsewhere)

Photo Watermarks

 Photos >> Photos Setup >>  Apply Watermark



Boost sponsor engagement (and prices) through 
RaceJoy’s Runner Tracking

● Sponsored progress alerts
● Banner ads in app
● Call out sponsors on map
● Use custom audio experience to highlight a 

sponsor

RaceJoy Runner Tracking

Use Carefully. Pick limited places to 
highlight sponsors os your race 
doesn’t feel like just an Ad.



Work seamlessly with 
sponsors and large groups 
who want to cover the costs of 
a number of runners.

● Send from RunSignup
● Automatically track 

receipt
● Cover processing fees, 

pass on fees, or split 
fees

Invoicing

 Financial >>  Invoicing



Marginal
Gains



Teak FanShield

● Lower cost insurance - 8.1% of registration and 
processing fees (no add-ons, sales tax or 
donations)

● $2.99 minimum

● Event revenue share of 20% of the insurance 
premium ($0.60/purchase minimum)

● 10-20% of participants buy when offered

Participant Insurance

Financial >>  Event Insurance

The Math

Race with 2,000 Participants

20% buy insurance for a $50 reg

Revenue: $324



Limit over-buying. 

● Set a deadline for guaranteed 
shirt size

● Use giveaway inventory to 
prevent over-selling your order

Giveaway Inventory

 Race >> Giveaways/Add-Ons >>  Giveaway Inventory



Break out specific costs with extra fees to makes your 
race feel reasonably priced (while getting runners to 
cover a per-person cost).

This can be things like:

● Parking fee
● State park fee
● Entrance fee
● Venue fee

Anything that you need to pay on a per-person basis (but 
don’t add multiple extra fees)

Cover Costs with Extra Fees

 Financial >> Pricing >> Extra Fees



Save Money



Cutting Costs Increases Your Bottom Line

Email

 1,500 Contacts: 
Save $720 per year  

 20,000 Contacts: 
Save $3,720 per year 

Compared to MailChimp

Website

For DIY 
Save $300-$1700 per year  

For Professionally Managed 
Save $2,000-$10,000 per 

year 
Estimates from Forbes

AI Chabot

Reduce Customer Support 
(and the cost of that time)

By up to 80%

From customer reports.

We know you need these tools to grow. Therefore, we made them free. Spend 
your money on something else!



Thank You!
Any Questions?



Up Next:

Study Hall is Open (1512)

9:45am-10:45am

Super Lists
(Really!)

1508

9:45am-10:45am

AI for Everyday
(Part 2)

1506

9:45am-11:00am

Memberships
Setup
1510

9:45am-11:00am

Website V2:
Improving Your Site

1514


