Want To Make Those Day Care Bucks?
Teach Soccer.
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Minutes after 4 PM on a Thursday afternoon, it
was rush hour at Super Soccer Stars. Things
were bustling – kids quickly changing their
shoes and gathering their stuff as parents ran
back and forth fetching them. Out front, buses
waited to haul the premier travel team players
to the big field at Randall’s Island.
At the second floor facility on Manhattan’s
Upper West Side, coaches – many of them
college students, musicians and actors working
second gigs starting at $15 an hour – train kids
as young as preschool age in the indoor turf
field that’s separated by a wall from a lineup of
account execs working computers and phones to sell Super Soccer Stars’ services to more
families in New York and beyond.
“Next year we are opening Chicago and D.C., we just finalized it five minutes before you
got here.” It was Gustavo Szulansky, the company’s founder and owner who started here
in 2000. Chatting in his office just off the narrow reception area, Szulansky, who moved
to New York from Argentina back in the 1980s, describes the unlikely start to his
company, one that now grosses $12 million annually running soccer programs in more
than 200 locations across six states. Working in the video production business in 1999 –
Szulansky had never been a particularly serious soccer player, though he’d played in high
school – he offered to help out as a coach for his seven-year-old son’s youth team.
“I lined up the kids and asked each one if they particularly liked to play offense or
defense,” he says. “I got nothing but blank stares.” Clearly, most had never played
before. It occurred to Szulansky that a lot of parents were pushing their kids into soccer
not to be serious about it, but to keep them active and occupied for a couple of hours a
day. Demand for that service is particularly high in urban areas in homes with two

working parents. Kids need something to do besides hanging out in an apartment with
video games and television all day long.
“There is a revolution in after school activities, a societal drift to outsourcing that
includes after school activities,” Szulansky says. “It makes us more necessary.”
Broadly speaking, child care is a $47 billion industry in the U.S. according to data from
IBIS World. Separately, Static Brain, a research provider that cites USA Today and the
Athletic Footwear Association among its sources, pegs the number of 5-to-18-year-olds
playing youth sports at 35 million. A majority of those play outside of school teams, and
almost three in every four say they wouldn’t mind if no score were kept during games –
they’re in it for the fun. Those who start youngest, around age six, hail from families
making $100,000 or more annually.
So it’s hard not to recognize that there’s money to be made letting those yuppies offload
their kids for a little while. Born a year after Szulansky faced his players’ blank stares,
Super Soccer Stars quickly set up arrangements around New York with sports clubs,
Jewish community centers, YMCAs and other facilities for rented space. Those types of
relationships tend to spread pretty easily, to similar places in Boston, Miami, Los
Angeles, and parts of Connecticut and New Jersey (and soon – D.C. and Chicago).
Typically charging $16 to $50 a session for players 13 and under, plus full travel seasons
for premier players, the company teaches soccer skills to nearly 13,000 players every
week. Szulansky employs 30 or so full-time staffers, plus 53 coaches who mostly work
part-time. He turns a small profit, opting to plow most of the cash into growth.
The next step: launching a 14-to-16-year-old division for premier players with college
scholarship potential, fed by the younger players already plowing their way through the
Super Soccer Stars system. Szulansky just hired Mark Wilson, a European pro who once
played for Manchester United, to run that program.
The growth strategy hinges on a certain amount of faith that economy will pick up steam
in the coming years – IBIS World points out that overall demand for child care services
has slowed since the 2008 recession as some families cut back, especially those with a
non-working parent. But Szulansky looks at the 31 metropolitan statistical areas of 2
million or more people and sees plenty of potential customers who remain untapped.
“I could make 40% margins just staying around here,” he says. But demanding parents
willing to pay outsourcing fees are still in plentiful supply.

