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Abstract 

Professional minor league athletes often have to take on other jobs to supplement their 

income.  Many find work coaching or instructing in the sport they play.  The question 

arises: how do individuals’ passions for sports motivate them to such a degree that they 

are able to turn them into successful businesses?  This research documented the 

experience of one such individual, Mr. Luke Vercollone, a professional minor league 

soccer player who transformed a part-time instructional soccer coaching business into a 

national franchise called Mighty Kicks.  This case study used in-depth interviews, and 

public and private documents to explain the key factors, process, and journey that 

contributed to the formation of Mighty Kicks.  The study resulted in five themes 

attributed to Mr. Vercollone’s success: his personality, background, and experience; the 

responsibility he had to provide for his family financially; the development of an in-

school mobile soccer program; the design of a unique age-appropriate soccer instruction 

curriculum for children; and a comprehensive support system for franchisees.  This study 

may benefit other professional minor league athletes who desire to start a business in 

their chosen sport, or individuals interested in child development programs.  Future 

research can include conducting an empirical study to validate these findings, and a 

separate study to better understand the personality traits of professional minor league 

athletes who start businesses in the sports they play. 

Keywords: franchise, soccer, business, minor league athlete, child development 
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CHAPTER 1: INTRODUCTION 

Background of the Problem 

Professional minor league athletes often have to take on other jobs to supplement 

their income.  Many find work coaching or instructing in the sport they love.  The 

question arises: how does an individual’s passion for a sport motivate him or her to such 

a degree that he or she is able to turn that desire into a successful business opportunity 

(Love, 2012)?  Mr. Luke Vercollone began playing soccer at a young age, continuing to 

play through high school and college.  After college, he played professionally two years 

in the Major League Soccer (MLS), and then in the minor league United Soccer League 

(USL) up until the time of this research. 

While playing for the USL Second Division Richmond Kickers in Virginia, Mr. 

Vercollone supplemented his income by coaching middle- and high school students to 

help refine their soccer skills (Carter & Micheli, 2013; Huijgen, Elferink-Gemser, & 

Visscher, 2013; Kirk, 2005).  It was from this part-time coaching venture that he started 

Little Kicks in 2008.  Little Kicks was an in-school mobile program introducing the game 

of soccer to children aged 2-1/2 to 5 at local childcare centers.  Mr. Vercollone developed 

a unique curriculum that not only taught soccer skills (Katis et al., 2013; Ward & 

Williams, 2003), but life skills emphasizing good sportsmanship, and positive moral and 

ethical values (Lumpkin & Stokowski, 2011).  He transformed Little Kicks into a 

franchise, offering his unique age-appropriate soccer instruction curriculum, founding 

Mighty Kicks Franchising, LLC, in 2010. 
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Through in-depth interviews, public and private documents, news articles, and 

artifacts, this case study explained the key factors, process, and journey that contributed 

to the startup and early success of Mighty Kicks Franchising, LLC. 

Statement of the Problem  

 Success in business, especially one evolving into a franchise, has many 

contributing factors.  Each business start-up opportunity could be described as having 

similar components that can be generalized from one business to the next.  Yet, each 

business startup may contain unique elements that propelled its own development and 

success.  This case study explained the key factors, process, and journey professional 

minor league soccer player Mr. Vercollone experienced in transforming a part-time 

instructional soccer coaching business into a national franchise called Mighty Kicks. 

Purpose of the Study 

 The purpose of this case study is to explain the key factors, process, and journey 

of how professional minor league soccer player Mr. Vercollone transformed a part-time 

instructional soccer coaching business into a national franchise.  This study may help 

others, in particular, professional minor league athletes, who want to start their own 

business in the sport they play. 

Research Questions 

The overarching research question: How did professional minor league athlete 

Mr. Vercollone transform a part-time instructional soccer coaching business into a 

national franchise? 

Sub-question #1: What was Mr. Vercollone’s journey and experience in becoming 

a professional soccer player? 
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Sub-question #2: What was Mr. Vercollone’s background, experience, and 

motivation for starting an instructional soccer coaching business; a local in-school mobile 

soccer program business; and a national franchise? 

Sub-question #3: What factors affect a minor league athletes’ decision to start a 

part- or full-time sports-related business while still playing professionally? 

Sub-question #4: What are the key factors and process to start a sports-related 

business, and a national franchise? 

Methodology Overview 

 A single case study methodology was used to answer the research question 

(Gerring, 2004).  In-depth personal interviews were conducted with Mr. Vercollone, the 

main subject of the study.  Fourteen other individuals, purposefully selected because of 

their close association with him, such as family, friends, teammates, coaches, business 

associates, and franchisees, were also interviewed.  Historical documents, news articles 

gathered from the Mighty Kicks website, private and public documents, and physical 

artifacts were used to complement the interviews to understand the context of the case.  

Process tracing methodology was used to capture the sequence of events that illuminated 

the transformation (Collier, 2011). 

Definition of Terms 

 The following terms have been defined for the purpose of clarity in the 

presentation of this dissertation case study. 

 Childcare center. An established for-profit or non-profit business, group, church, 

school, or other organization that takes on the responsibility of supervising and looking 

after children from ages 2-1/2 to 5. 
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 Child development. The physical, psychological, emotional, spiritual, and social 

growth of young children. 

 Curriculum. The program or sequence of activities designed and developed to 

teach soccer and life skills to children aged 2-1/2 to 5. 

 Franchise. The agreement, right, or license given by an established business to an 

individual or group, to market its products or services in a specific territory using its 

brand name or trademark. 

 Franchisee. A person or company to whom a franchise is contractually granted. 

 Franchisor. A person or company who contractually grants a franchise. 

 Major league. The highest level of professional sports, such as in baseball, 

soccer, hockey, and basketball.  Also referred to as big leagues. 

 Minor league. The lower tiers of professional sports whose aim is to develop 

athletes to advance into the highest professional level. 

 MiLB. Minor League Baseball. A tier-structured organization for men’s 

professional baseball under the major leagues.  The aim of teams within this organization 

is to develop professional athletes to advance into a major league team. 

 MLB. Major League Baseball. The highest level of men’s professionally 

organized baseball in the United States with teams also in Canada. 

 MLS. Major League Soccer. The highest level of men’s professionally organized 

soccer in the United States. 

 Mobile program. A business service rendered at a client’s location. 

 NHL. National Hockey League. The highest level of men’s professionally 

organized hockey in the United States with teams also in Canada. 
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 Startup. The time period prior to and immediately after beginning business 

operations.  For this study, the time frame after beginning business will include selling 

the first few franchises. 

 USL PRO. The United Soccer League Professional Division of men’s minor 

league soccer in the United States. 

Assumptions 

Assumptions are the factors that are mostly out of the control of the researcher but 

necessary as part of the research that makes the study what it is.  This study made the 

following assumptions: 

1. All participants responded honestly.  All participants were told prior to the 

interview process that the study was a doctoral dissertation which would 

become a public document, and may or may not be published. 

2. The unique age-appropriate soccer instruction curriculum was a contributing 

factor for the initial startup and success of the franchise. 

Delimitations 

 Delimitations of a study are the boundaries the researcher imposes to ensure the 

scope of the study is manageable.  Delimitations may inhibit the generalizability of the 

results.  The delimitations of this case study are: 

1. It was bounded by time, from January 2008 to December 2012, and place, 

from the part-time business startup to franchising in Virginia, but also 

included the early years of the principle subject. 

2. The principle subject is a professional male minor league soccer player who 

started a national franchise beginning with a part-time business. 
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3. No professional female minor league athletes took part in this study. 

4. The researcher interviewed only English-speaking participants because the 

researcher does not speak any other language fluently. 

5. Face-to-face or telephony were the primary means for conducting interviews. 

Limitations 

Limitations are factors or conditions that restrict the scope of what the study can 

achieve.  A researcher cannot control the limitations that may affect the outcome of the 

study.  The limitations identified in this study are: 

1. The principle subject of the study founded and owned a national franchise. 

2. A reputable online transcription agency was contracted to maximize interview 

data integrity. 

3. The researcher has known the principle subject since 2002, and recognized the 

potential for bias early on.  The researcher was diligent to remain professional 

and objective throughout the study. 

4. It was not possible to make a generalization. 

5. Findings are more likely to benefit professional male minor league athletes 

than other populations. 

Significance of the Study 

This case study explained the key factors, process, and journey of a professional 

male minor league athlete who began a part-time instructional soccer coaching business, 

and transformed it into a national franchise.  The findings may benefit other professional 

minor league athletes who do not advance into the major league but want to continue 

working in the sport they love. 



LUKE VERCOLLONE AND MIGHTY KICKS  7 

This study may also benefit parents and individuals involved in childcare 

development.  A part of this study focused on the success of the principle subjects’ 

national franchise, Mighty Kicks, an in-school mobile soccer program with a unique age-

appropriate soccer instruction curriculum taught to children aged 2-1/2 to 5. 

Summary 

 This introductory chapter described this research as a single case study.  The 

overarching research question asked: How did professional minor league athlete Mr. 

Vercollone transform a part-time instructional soccer coaching business into a national 

franchise?  The key factors, process, and journey of a single individual to transform a 

part-time business into a national franchise can be varied and complex.  In-depth 

interviews were conducted with Mr. Vercollone, and 14 other individuals who knew the 

subject well.  Public and private documents, the Mighty Kicks website, news articles, and 

physical artifacts were also used to frame the context of the case.  Using process tracing, 

the researcher analyzed the detailed events, and captured the key significant factors that 

contributed to the startup, and early success of the franchise. 

 While the research findings are not generalizable, Mr. Vercollone’s journey and 

process may help other professional minor league athletes formulate their own plans to 

start a business in their respective sport.  Because part of the research analyzed the unique 

age-appropriate soccer instruction curriculum, the findings may also benefit individuals 

interested in childcare development.   
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CHAPTER 2: LITERATURE REVIEW 

Introduction 

The literature review contributed to a clearer understanding and appreciation of 

the themes.  It was used as an “orienting framework” of the subject (Creswell, 2009, p. 

26).  Literature referenced throughout this study helped to confirm, explain, or qualify the 

information, and in some instances, posed other questions to explore the subject with 

more depth and breadth to gain greater clarity and understanding.  The literature review 

focused on four specific areas: the dynamics of professional minor league sports; passion; 

product and service development; and the business and franchise start-up process. 

Professional Minor League Sports 

The life of a professional athlete can vary greatly depending on the level of 

professional play.  Many sports have lower level, minor leagues that often become the 

feeder system into the major leagues.  Baseball, hockey, and soccer, for example, all have 

professional developmental leagues where athletes can live out their dream of playing the 

sport they love with the hope of making it to the major leagues (Longley & Wong, 2011). 

Part of the logistics of a professional minor league athlete is to negotiate with a 

team’s management.  This includes signing contracts with a team and league (especially 

with regard to salary and other related compensation; length of commitment; renewal and 

termination; bonuses; other terms and/or conditions); responsibilities of the player on and 

off the field; and advancement opportunities (especially into the major leagues). 

Athletes playing in the professional minor leagues, while given or negotiating a 

contract and salary, do not normally earn high-paying salaries associated with 

professional major league sports figures (Minor League Baseball, 2014).  More often than 
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not, they usually found it necessary to supplement their sports paycheck just to make 

ends meet despite the rigorous training and playing schedule (Beaven, 1996; Haas, 2010; 

Minor League Baseball, 2014; Professional Hockey Players Association, 2014).  For 

example, the 2013 MLS season statistics reported a minimum salary guarantee of 

$35,125/year, a median of $89,000/year, with one athlete earning over $5,000,000 for the 

single season (Major League Soccer Players Union, 2013).  It would stand to reason, 

without documented statistics, that salaries for professional minor league soccer players, 

such as those playing in the USL, would be lower.  Regardless of the sport, a minor 

league salary may not be financially sufficient as the only source of income to remain 

playing in the sport an athlete loves (Brock, 2013).  

Passion 

 Early on during the preliminary preparation for this case study the concept of 

passion emerged.  In general, the passion an individual, like an entrepreneur, needed to 

start a business (Cardon, Wincent, Singh, & Drnovsek, 2009), and in particular, the love 

for the game of soccer, surfaced.  Passion is that strong feeling of enthusiasm, intensity, 

or excitement for something, or about doing something (Carter, Gartner, & Reynolds, 

1996; Passion, n.d.).  People are able to observe an individual’s passion (King, Keohane, 

& Verba, 1994) by his or her physical, verbal, and non-verbal signs such as actions, 

communication, body language, and demeanor.  Passion can even be noticed between 

persons who interact with each other, but who do not know one another.  It is possible to 

misconstrue an emotion displayed outwardly, such as seeing a person with tears in his or 

her eyes, as they might be tears of joy or sadness.  Hence, when all the observable facts 

are combined, within a particular setting, an observer would be able to inductively 
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conclude that an individual was passionate about something for some reason.  While not 

foolproof, the information gathered will help explain that which was being observed.  

Yet, the caution remained that it was possible to come to a false conclusion. 

If passion was the outward manifestation or intensity of what truly mattered to an 

individual (N. Carter et al., 1996; Love, 2012), with intense positive and perceptible 

emotions (Ariane, 2012), then within a given context, one may observe another’s passion.  

For example, an individual can conclude that fans at a soccer game, who jumped out of 

their seats, and pumped their fists into the air in exhilaration and excitement in response 

to a goal scored by their team, were passionate about their team.  The fans enthusiasm 

and passion, in turn, ignited the emotions and passions of the players.  The same can be 

said of the players on the field.  After a goal was scored, all the players reacted in a 

celebratory manner, which of course, also triggered the excitement and passion in the 

fans watching their favorite team.  Passion can actually effect the outcome of a soccer 

game (Palomino, Rigotti, & Rustichini, 1999). 

Whatever it was that someone was passionate about, a sport, job, invention, 

person, or hobby, one thing was clear: their passion outwardly manifested itself in some 

way.  That passion has the potential to excite, invigorate, or bolster the emotions of others 

around them.  Ariane (2012) cautioned that passion alone was not enough for success: it 

was but one factor necessary for an individual to become a success at something like 

starting a business or franchise. 

Product and Service Development 

Mr. Vercollone developed a unique age-appropriate curriculum introducing the 

game of soccer to young children aged 2-1/2 to 5 at childcare centers.  This curriculum 
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was the product he developed.  It not only taught the fundamentals of the game of soccer 

(Katis et al., 2013; Ward & Williams, 2003) but also included life skills emphasizing 

good sportsmanship, and positive moral and ethical values (Lumpkin & Stokowski, 

2011).  Camiré, Trudel, and Forneris (2014) found that a sports coach had the forum to 

promote positive youth development, and substantiated the benefits of including such life 

skills into the sport during practice and the game. 

Developing a unique product or service normally does not occur overnight.  

Rather, over time, which could be years or even decades, an idea was developed, tested, 

tweaked, and retested until a marketable product or service emerged.  This research 

viewed the Mighty Kicks unique age-appropriate soccer instruction curriculum as the 

essential product of business.  Mr. Vercollone perfected his program, and sold his 

knowledge and expertise to others via franchising (Paswan & Wittmann, 2009).  A new 

product or service was usually not offered immediately as a franchise opportunity 

(Norman, 2006).  Rather, the business must first be sustainable, and proven to be 

economically viable, and only then would the owner consider franchising. 

Soccer Instructing and Coaching 

 It was one thing to have an instructional curriculum, and another to teach it to 

others.  An essential aspect of promoting a product, like teaching soccer to young 

children, required the individual doing the teaching/coaching to be well versed and 

trained in the methodology being employed (Partington & Cushion, 2013).  In particular, 

the franchisor was able to supply franchisees with precise plans on what to do, and how 

to do it, so that all franchisees delivered the same quality service.  The best franchisees 

are those who willingly followed the directive of the franchisor, rather than trying to 
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come up with changes, or new ways (Keup & Keup, 2012).  This required franchisees to 

train and hire personnel accordingly.   

Child Development 

 The area of child development has been widely studied.  It is not the intention of 

this study to navigate through every facet of it.  A relationship exists between how a child 

developed and how the activities, such as learning or playing a sport, contributed to his or 

her development.  In the areas of biological (physical), psychological (cognitive), and 

emotional development, especially in the age range from two to five, children developed 

their motor skills (Chang, Tsai, Chen, & Hung, 2013; Poole, Miller, & Church, 2005; 

Robinson, Webster, Lucas, & Barber, 2012), spatial, memory, and language (Spencer, 

Blades, & Morsley, 1989), and morals, character, and social interaction skills (Campos, 

Frankel, & Camras, 2004; Christen, & Narvaez, 2012).  Because Mighty Kicks soccer 

was a program geared for this particular age range, recognition of these developmental 

aspects helped in assessing its curriculum claims. 

The Franchise Start-up Process 

 Each individual franchise began as a business venture marketing a product or 

service.  Yet, what franchisors really sold was information, expertise, that is, an 

intangible resource (Paswan & Wittmann, 2009).  Franchising offered a proven business 

system.  It enabled potential franchisees the opportunity to own a business doing what 

others have already done successfully.  A franchisee had the right to market, and sell the 

products or services of the franchisor using its trademarks and brand, usually in a 

designated, protected geographical territory agreed upon with the franchisor.  Franchisees 
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worked to realize a financial profit that benefited both themselves and the franchisor, who 

received contracted franchise or royalty fees (Keup & Keup, 2012). 

The process of starting a business, and developing it into a franchise, contained 

several common components.  Exploring the sequence an individual followed to start a 

business (N. Carter et al., 1996; Ready, 2011), and then transformed into a franchise 

(Keup & Keup, 2012), aided in explaining the key factors of Mighty Kicks’ startup and 

early success.  Statistically, 25% of all new business startups failed within the first year, 

while 55% failed within five years (Startup Business Failure Rate by Industry, 2014). 

Leadership and Organizational Management  

 Businesses do not start by themselves.  Behind every business startup or franchise 

was a person passionate about an idea, product, or service.  Whether classified as an 

entrepreneur, business savvy guru, or visionary, an individual who started a business was 

influenced from his or her early life experiences (Schoon, & Duckworth, 2012).  Some 

researchers, like Shane, Locke, and Collins (2003), found that an entrepreneur possessed 

certain motivational factors, like the need for achievement, vision, passion, and drive.  

Yet, other research questioned if there are any quantifiable differences between an 

individual who started a business compared to individual who simply sought employment 

at a company (Vecchio, 2003).  Regardless, the process of starting a business needed an 

individual to lead, and communicate, his or her vision to others (Thornton, 2011; Westley 

& Mintzberg, 1989).  Rost (1993) defined leadership as “an influence relationship among 

leaders and followers who intend real changes that reflect their mutual purposes” (p. 

102).  Whether they are employees, colleagues, or teammates, a leader shared his or her 

vision so all involved aimed for the same goal(s).  These individuals are encouraged and 
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empowered by the leader to make significant contributions to reach the common goal(s) 

(Haslam, Reicher, & Platow, 2011). 

 To get others on board, the leader communicated the vision or goal in a clear, 

inspiring, and compelling way (Thornton, 2011).  At the same time, the leader realized 

there may be unforeseen obstacles or challenges that attacked from different directions in 

various areas including, but not limited to, business or product development, planning, 

legal, financial, personnel, or marketing.  Even with a well thought out, and precise 

business plan, a ready leader was flexible, creative, and willing to make trade-offs that 

did not deter bringing his or her vision to fruition. 

 A new business or franchise still required some form of organizational 

management (Keup & Keup, 2012).  Depending on the number of individuals needed to 

operate and run a business, the management hierarchy may be as simple as a single owner 

or founder wearing multiple hats, to one in which different departments are organized to 

handle various business tasks such as human resources, legal concerns, marketing, 

product development, sales, and customer service, to name a few (Keup & Keup, 2012). 

Legal Status and Documentation 

 After a product or service was developed, starting a business or franchise required 

the individual(s) to establish its legal identity to conduct business with others.  For 

franchises in particular, the United States Federal Trade Commission (FTC) required 

stringent documentation so potential franchisees learned, prior to making a financial 

commitment, precisely what was being offered, and what was not (International 

Franchise Association, 2014). 
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Marketing and Sales 

 For a franchise, the franchisor was no longer just selling the original product or 

service that started the whole business in the first place.  Rather, they are selling replicas 

of that product or service.  Given this fact, marketing and sales strategies are important 

and vary.  The first and most obvious difference was the demographic to whom 

marketing efforts focused.  In marketing a local business, the customers or clients are, for 

the most part, local people.  However, for a franchise, the world can be the marketplace. 

 Selling franchises was also important to the success of the franchisee (Keup & 

Keup, 2012).  As most franchises have set territorial restrictions, finding the right person, 

in the right area, became an essential and demanding task.  Coupled with the marketing 

strategy, offering a niche franchise, like an in-school mobile soccer instruction business, 

forced the franchisor to reach out to find individuals interested in the specific franchise 

concept.  For example, selling an in-school mobile soccer instruction franchise to an 

individual who has no interest in children, or sports, would be time and money spent 

foolishly.  It was not just about selling for the sake of selling; selling a franchise meant 

selling a proven brand to the appropriate person. 

Ongoing Franchisee Support 

 It was imperative that a franchisor provide ongoing support to its franchisees 

(Norman, 2006).  A new franchise business meant keeping franchisees abreast of new 

developments, issues, products, procedures, legal, and financial concerns.  The 

relationship between the franchisor and franchisee was more than an exchange of 

documents, money, and branding.  Rather, the overall success of the franchise weighed 

heavily on the success of the individual franchisees, each of whom promoted the same 
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product or service.  Without ongoing, serious, and substantial support from the 

franchisor, individual franchisees may deviate from the best practices of the organization.  

 The concept of ongoing support ran the gamut from initial questions about 

becoming a franchisee to flexibility in operations.  The ultimate goal for both the 

franchisor and each franchisee was business and financial success: to offer a viable and 

worthwhile product, or service, that produced repeat customers and recurring income.  As 

the expert and custodian of the product or service, the franchisor was in the best possible 

position to assess each individual franchisee, and offer the know-how and support to help 

it succeed.  Researching the Mighty Kicks policy or strategy concerning its ongoing 

support for its franchisees may be another element linked to its startup and early success. 

Summary 

The first step in formulating this case study was to develop an overarching 

question: How did professional minor league soccer player Mr. Luke Vercollone 

transform a part-time instructional soccer coaching business into a national franchise?  

Once the question was determined, the second step was to conduct a literature review.  

This literature review provided themes that suggested possible key factors of Mr. 

Vercollone, and Mighty Kicks startup and early success: an understanding of professional 

minor league sports; the concept of passion; product and service development; and the 

franchise start-up process.  The next phase was to collect data, gathered from in-depth 

interviews with Mr. Vercollone and other individuals who knew him well, public and 

private documents, information from the Mighty Kicks website, news articles, and 

artifacts, to explain the key factors, process, and journey of Mr. Vercollone and Mighty 

Kicks’ early franchise success.   
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CHAPTER 3: METHODOLOGY 

Research Design – Case Study 

This qualitative research was an in-depth study of a single case (Yin, 2014).  The 

distinctive situation of a case study usually resulted in many variables to record, thus 

relying on multiple sources of evidence (Yin, 2014).  These multiple sources of evidence 

were triangulated which helped to check and establish data validity by analyzing the 

research question from multiple perspectives (Patton, 2002).  This qualitative dissertation 

described how professional minor league soccer player Mr. Vercollone transformed a 

part-time instructional soccer coaching business into a national franchise.  The case study 

approach of a single individual, and an entity bounded within certain parameters was 

applied (Creswell, 2013).  This case study focused on Mr. Vercollone, and was bounded 

by time and place, namely, the startup, and early success of the Mighty Kicks franchise 

started in Richmond, Va.  The timeframe studied was from January 2008 through the end 

of 2012.  However, the background and history of Mr. Vercollone’s life was also 

included. 

The intent of case study research can be either intrinsic or instrumental (Stake, 

1995).  An intrinsic case study is one that requires research based on the case itself, (i.e., 

there is an inherent interest in a particular case).  An instrumental case study is used to 

solve a puzzle, answer a research question, or develop a general understanding of a 

particular case (Stake, 1995).  This dissertation is an intrinsic case study because it 

inquired into this one particular case (Stake, 1995).  A case study can also be a holistic 

analysis, detailing the entire case, or an embedded analysis, looking at a specific aspect of 

a case (Creswell, 2013).  This case study employed a holistic analysis.  It covered the 
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entire case including the history, events, and activities pertinent to founder Mr. 

Vercollone, and the Mighty Kicks startup, and early success (Creswell, 2013).  This bode 

well with process tracing which analyzes a case chronologically (Collier, 2011).  A case 

study can also be explanatory, which explains why or how something happens, 

exploratory, which searches for patterns in data to answer “what” questions, or 

descriptive, which applies a theory to focus on a particular issue (Yin, 2014).  This study 

used an explanatory methodology to answer the question, “How did professional minor 

league athlete Mr. Vercollone transform a part-time instructional soccer coaching 

business into a national franchise?” 

Employing a case study methodology was appropriate for this research because it 

presented an in-depth understanding of a single case (Yin, 2014).  In particular, the 

findings explained the key factors, process, and journey that Mr. Vercollone experienced 

as he transformed his instructional soccer coaching business into a franchise.  Starting in 

2008, when he began playing for the USL Second Division Richmond Kickers soccer 

team in Richmond, Va., the timeframe spanned from January 2008 until December 2012.  

In 2008, Mr. Vercollone started Corban Soccer Academy, a part-time instructional soccer 

coaching business.  He then began an in-school mobile soccer program called Little 

Kicks in the summer of 2008.  He franchised this concept in 2010, naming it Mighty 

Kicks, after experiencing tremendous success in the local Richmond area registering 

nearly 70 schools since its inception in 2008.  In March 2012, Mr. Vercollone sold his 

first franchise in Boston, Mass., subsequently selling seven other franchises that year. 
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Data Collection and Analysis 

 This case study focused on one individual, Mr. Vercollone, and the franchise he 

formed beginning with a part-time instructional soccer coaching business.  The primary 

and predominant data source was in-depth interviews with Mr. Vercollone.  These 

interviews were conducted in the 2014 summer and fall, and 2015 winter, at agreed upon 

locations between Mr. Vercollone and the researcher, or over the telephone. 

Two primary methods were used to capture interviews.  First, in face-to-face 

interviews, an Olympus WS-803 digital voice recorder was used.  The recorder was 

configured with dual input microphones to reduce outside interference, feedback, and 

other unanticipated noise.  The digital recordings were saved to a 32-GB memory card, 

and then uploaded to a file on a personal computer.  The computer was password 

protected.  The folders for this research were also password protected, and the data 

encrypted using Axcrypt software.  The second interview recording method was through 

the use of a Skype internet voice connection which allowed interviews to be recorded, 

compared to an ordinary cell phone which had limited recording capability, if any at all.  

The audio recordings were then transcribed (Bryant, 2004) by Rev.com (2014), an online 

transcription service that boasted a 98% or better accuracy rate, and maximum 

precautions to secure the safety, and security of all documents. 

For coding purposes (Roberts, 2010), the audio files and transcriptions were 

uploaded to an online software package called NVivo 10 administered by QSR 

International (2014).  NVivo 10 software accommodated various forms of data input such 

as Word documents, PDFs, audio files, database tables, spreadsheets, videos, pictures, 
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and web data (QSR International, 2014).  The data was analyzed, and referenced, using 

several query tools that enabled viewing or exploring the subtlest of themes. 

The study also included in-depth interviews with 14 other individuals who have 

known Mr. Vercollone at some point of his life, up to and including, the early success of 

the Mighty Kicks franchise.  This included parents, siblings, friends, former coaches, 

teammates, business clients (for example, childcare center owners or directors), and 

franchisees.  The number of interview participants was determined by data saturation.  

There was a point when no new, or revelatory information was added to the data already 

collected (Baker & Edwards, 2012). 

The time boundary of the case study was set from 2008–2012: the start of the 

part-time instructional soccer coaching business until the early success of the franchise.  

However, capturing in-depth information about Mr. Vercollone from earlier times in his 

life helped to establish themes and patterns of how he approached life in general, his 

work and business practices, and his relationships and interactions with others that 

contributed, in some way, to his success.  As Stake (1995) pointed out, case studies are 

rather complex, and include many different and varied issues.  The case study of Mr. 

Vercollone was no exception.  Gathering this type of information, which may seem 

irrelevant or unnecessary, was useful in the interpretation and analysis of the case, 

especially in assessing the decisions that helped the formation of Mighty Kicks. 

 Data was also gleaned, when and where possible, from documentation, archival 

records, and physical artifacts (Yin, 2014).  Documentation data included personal 

papers, emails, letters, public records, newspaper articles, website articles, and other mass 

media findings (Yin, 2014).  The documentation included both quantitative and 
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qualitative data relevant to the case.  Records such as U.S. census information, statistical 

data, maps, geographical charts, and survey data (Yin, 2014) helped clarify how Mr. 

Vercollone entered a niche sports market, and highlighted geographic and/or 

demographic significations.  Physical artifacts such as soccer balls, soccer equipment, 

apparel, and other items used for instruction, provided evidence, or supported findings, 

that further explained or described the creation, implementation, or development of the 

Mighty Kicks program curriculum. 

One of the qualitative analysis tools employed was process tracing (Collier, 

2011).  In process tracing, descriptive inferences are drawn from the evidence gathered.  

The evidence, or data, was obtained from personal interviews with Mr. Vercollone, and 

14 other individuals who knew him well, public and private documents, news articles, 

artifacts, and the Mighty Kicks website. 

The case study methodology helped identify causal mechanisms, a process 

through which an effect (outcome) was brought into being, which allowed Mr. 

Vercollone to go from point A to point B (Gerring, 2004; King et al., 1994).  By 

employing an explanatory research strategy as compared to a confirmatory one (where 

theories are tested), or exploratory or descriptive study, a within-case study opened up the 

possibility of generating new theories, which will become fodder for future deductive 

studies (Gerring, 2004).  If the case details are not extensive, or merely explained what 

was already known, then little, if any, new knowledge would be added to the field. 

While only one case was considered, a qualitative analysis meant greater detail 

was revealed about particular moments in time that led up to the outcome(s) under 

investigation.  The scope of a single case study can better explain specific characteristics 
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of the event as compared to a cross-unit study of several cases (Gerring, 2004).  Specific 

findings showed why an event happened when it did, and in the manner it happened.  

Finally, while not statistically generalizable, a case study provided analysis and insight 

into other similar situations to show what worked well, what was achieved, and what 

issues, or challenges were encountered (Gerring, 2004). 

Another tool used to increase the validity of the study was data triangulation 

(Stake, 1995; Patton, 2002).  The transcribed interviews with Mr. Vercollone were sent to 

him to review for accuracy and palatability (Stake, 1995).  The same was done with the 

14 interview participants of whom only eight chose to reply back.  This member checking 

process, along with obtaining a variety of data sources such as other interviews, 

documents, artifacts, and news articles, helped substantiate claims, information obtained, 

and research findings overall, to increase validity.  During the analysis phase, the 

participants’ feedback, coupled with the other data input, was used to compare and 

contrast areas of convergence as well as areas of divergence. 

Ethical Concerns 

 I have known Mr. Vercollone since 2002.  When Mr. Vercollone was a member 

of the Seton Hall University men’s soccer team, I was the team chaplain.  In 2008, Mr. 

Vercollone began an instructional soccer coaching business.  I offered to design and run 

his first business website.  I became Mr. Vercollone’s volunteer website administrator, a 

role continued at the time of this writing.  Therefore, it was imperative to acknowledge 

and report that every effort was taken to remain objective while designing the interview 

questions, during the interview process, and analyzing and writing the case (Creswell, 

2013).  From an ethical viewpoint, remaining objective and unbiased was important to 
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present what actually transpired, as opposed to projecting personal explanations onto 

statements, documents, or occurrences.  Mr. Vercollone signed a consent form giving 

permission to conduct this study (Creswell, 2013).   

 The other individuals interviewed were made fully aware of the intention of the 

study (Creswell, 2013).  The goal of this information gathering stage was to extract the 

most detailed, honest, and exhaustive account of Mr. Vercollone, as a person, soccer 

player, and franchise business owner, and the startup and early success of the Mighty 

Kicks franchise.  It was quite conceivable that a former coach or teammate, for example, 

would be hesitant or reluctant to share some pertinent information due to possible 

negative backlash, unwanted publicity, or other reason.  In such cases, these individuals 

might have chosen not to share some information, even if confidentiality and anonymity 

were assured.  Because Mr. Vercollone’s professional life was quite public, it would 

perhaps not be too difficult, with a little investigative work, to determine who the 

anonymous individual was.  This was not a given, but any individual approached for 

information who refused to share particular information may reduce the accuracy of the 

study.  Therefore, a data collection goal was to secure the most relevant information, 

whether favorable or not, to provide the most accurate and valid details of the case. 

Bracketing 

 Two practices were employed to help remain objective and unbiased: journaling 

and dissertation committee feedback.  Journaling and documenting the interviews and 

data collection helped detect subjective language, interpretations, or referencing.  

Communicating with committee members about the interview experience was also 
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helpful in remaining objective especially if contrary evidence from the interviews or data 

collection surfaced challenging the researcher’s preconceived position (Yin, 2014). 

Institutional Review Board 

 The researcher participated in the Collaborative Institutional Training Initiative 

(CITI), and agreed to follow the protocol in conducting human research especially 

because individuals were interviewed.  The human dignity, rights, and physical, 

behavioral, and social welfare of each study participant was protected by securing 

informed consent and avoiding any harmful or deceptive practices (Yin, 2014). 

 The first step in attaining Institutional Review Board (IRB) approval was to 

include a written protocol complete with consent forms, a description of the study, its 

purpose, and the intention of the research.  It clearly identified the research as qualitative 

in nature, and employed a case study methodology.  The IRB paperwork included the 

names of individuals who may have possessed important knowledge, or information 

concerning Mr. Vercollone, and the startup of the Mighty Kicks franchise.  The IRB 

proposal included emails, letters, and telephone scripts used to invite individuals to 

participate in the study, and the interview questions planned.  It also included references 

to secondary data sources sought such as documents, archival records, and physical 

artifacts.  The proposal explained how data was stored on a password protected laptop 

computer with encrypted files.  The files were backed up on a password protected, and 

encrypted cloud server, and allowed only the researcher, and designees retrieval access.   

Conclusion 

The purpose of this research was to explain the key factors, process, and journey 

of how professional minor league athlete Mr. Luke Vercollone transformed a part-time 



LUKE VERCOLLONE AND MIGHTY KICKS  25 

instructional soccer coaching business into a national franchise.  Methodologically, this 

case can be categorized as an intrinsic, explanatory, and holistic study because it sought 

to understand one entire case, in particular, to explain how Mr. Vercollone transformed a 

part-time instructional soccer coaching business into a national franchise.  The case was 

bounded by time and place.  Mr. Vercollone started an instructional soccer coaching 

business in 2008 while playing for the USL Second Division Richmond Kickers soccer 

team in Richmond, Va.  He transformed a part-time business into an in-school mobile 

soccer program delivered at childcare centers in the local area.  In 2010, Mr. Vercollone 

franchised the business model, and sold his first franchise in March 2012, subsequently 

selling seven other franchises that year. 

The data collection for this research was predominantly in-depth interviews.  The 

principle subject, Mr. Vercollone, was interviewed along with 14 other individuals who 

knew him well, or have had significant dealings with him, such as parents, siblings, 

friends, coaches, teammates, business associates, and franchisee owners.  Data saturation 

from interview participants occurred upon interviewing 14 individuals.  The data 

obtained from the interview process reached a point where no new, or revelatory 

information regarding Mr. Vercollone, or the startup and early success of Mighty Kicks, 

was being obtained, and concluded with interviews from the 14 participants.  Secondary 

forms of data such as documents, archival records, and physical artifacts were obtained to 

describe the case with the most factual, authentic, and relevant information possible.  All 

the data was uploaded to an online software program called NVivo 10 to assist with the 

analysis and interpretation of the information to write the narrative. 
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Tools used to analyze and validate the case were process tracing, triangulation, 

and member checking.  In process tracing, the chronological sequence of events 

researched highlighted the significant factors that lead to the startup and early success of 

the franchise.  Triangulation validated the research study by comparing and contrasting 

the multiple sources of data input that either lead to data convergence or divergence.  In 

the member checking process Mr. Vercollone and the other interview participants were 

given the opportunity to check what was written based on the interview. 

Two significant ethical concerns were determined.  First, the researcher had a 

close affiliation with Mr. Vercollone.  Therefore, it was imperative to acknowledge this at 

the start to remain as objective and unbiased as possible.  The other ethical matter 

concerned the interview participants.  Mr. Vercollone was a public figure due to his status 

as a professional soccer player in the United States.  This fact may have lead a study 

participant to withhold pertinent information that could have reduced the accuracy and 

veracity of the case. 

Lastly, a proposal was prepared for the Creighton University Institutional Review 

Board that explicitly detailed the case study, the individuals involved, the data collection 

process, the interview questions, the forms of secondary data collected, and how 

information was stored and protected.  The proposal included the procedures to conduct 

ethical research assuring the human dignity, rights, and physical, behavioral, and social 

welfare of each study participant.  The proposal explained that the researcher intended to 

avoid harmful or deceptive practices with all participants involved.  
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CHAPTER 4: RESEARCH FINDINGS 

Luke Vercollone 

 Mr. Vercollone was a professional soccer player in the United States.  After he 

graduated from Seton Hall University, South Orange, N.J., in 2004, Mr. Vercollone was 

the 42nd person drafted, in the fifth round, by the MLS Columbus Crew.  Ultimately, he 

was not offered a player’s contract with them.  Following this disappointment, Mr. 

Vercollone was pleased to sign a two-year player development contract with the MLS 

New England Revolution.  Mr. Vercollone played with the Revolution for two years.  In 

2006, he signed a contract with the USL First Division team, Charleston Battery, in 

Charleston, S.C., playing for two seasons.  Mr. Vercollone then signed with the USL 

Second Division team, Richmond Kickers, in Richmond, Va., playing seven seasons from 

2008-2014.  After leaving the Richmond Kickers, he was the first professional soccer 

player signed by the newly formed USL PRO team, Colorado Springs Switchbacks, that 

began play in 2015 (USL Soccer 2014; USL Soccer 2015). 

 The research period occurred during the time Mr. Vercollone arrived in 

Richmond, Va.  It was there he began a part-time instructional soccer coaching business, 

in 2008, coaching students, either one-on-one, or in small groups.  It was from this initial 

business endeavor that Mr. Vercollone developed a mobile soccer program he presented 

to local childcare centers that eventually became the model for his Might Kicks franchise. 

 This chapter has two main sections.  The first section presents the findings that 

include Mr. Vercollone’s background, and personal, athletic, and academic achievements.  

The second section includes the findings that focus on his part-time instructional soccer 

coaching business through the formation and early success of the Mighty Kicks franchise.  



LUKE VERCOLLONE AND MIGHTY KICKS  28 

These findings highlight the significant events and explain the key factors that 

contributed to Mr. Vercollone’s success in forming a national franchise. 

Early Years 

 Mr. Luke Vercollone was born to Jack and Paula Vercollone on April 4, 1982, in 

Norwalk, Conn., but grew up in Pembroke, Mass.  He is the second oldest of 11 children 

having seven brothers and three sisters (IP#5).  From his earliest memories, Mr. 

Vercollone recalled always being interested in different sports participating in 

gymnastics, track, baseball, soccer, basketball, and wrestling.  Growing up he was 

“intense, driven, [and] focused” oftentimes acting more like a 12-year-old then a two-

year-old, and being frustrated at not being able to do whatever he wanted to do (IP#5).  

As he grew, outlets for his athleticism, enthusiasm, and energy were often satisfied 

playing games with his siblings: 

He always had somebody, not just somebody to play with, he had a team.  He 

could go out in the backyard, and not just play with one sibling, which he often 

did, one on one, take some kids on, but he would always have three on threes, or 

[there was] a little tennis court in [the] backyard, they'd play soccer tennis over 

the net.  They would make up games all the time (IP#5). 

 The games and play were not just with his own siblings but included friends and 

relatives who enjoyed going over to the Vercollone’s.  “Their home was always open to 

everyone and seemed very busy with kids at play.  Their yard resembles something of a 

mini camp with large above ground pool, soccer nets and backstops, basketball/tennis 

court, and a pond” (IP#6). 
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 Being the second oldest, “Luke was like the protector of the group…that calming 

presence [who] was always looking to help out [his] younger [siblings] and make sure 

everything stayed intact” (IP#6).  Growing up Mr. Vercollone was considered “unique” 

because he was “driven, very focused, motivated,” and at the same time a “super nice” 

person (IP#10).  Mr. Vercollone, like other athletes, always remembered being motivated 

to play sports (Young, n.d.).  He wanted to be the best at everything, “challenging myself 

to develop and improve.” 

Personality and Characteristics 

 According to Mr. Vercollone, his two strongest characteristics are his motivation 

and discipline.  Interview participants agreed, and suggested other characteristics that 

described his personality and makeup as a professional soccer player, family man, 

business owner, and friend (see Figure 1). 

 

Figure 1. A compilation of Mr. Vercollone’s personality characteristics as described by 

14 interview participants. 

IP#1 IP#2 IP#3 IP#4 IP#5 IP#6 IP#7

IP#8 IP#9 IP#10 IP#11 IP#12 IP#13 IP#14
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The 14 interview participants described Mr. Vercollone as a competitive, caring, 

hardworking, spiritual, focused, and patient individual who set lofty goals and more often 

than not reached them.   

He comes across as somebody who is a goal setter, puts down goals and strives to 

achieve them.  I think he's very organized.  I think he's very committed.  Once he 

goes in a direction, I think he's very forthright in going and trying to get that to 

work (IP#1). 

He was characterized as a person with “incredible patience,” and a “unique personality” 

(IP#10).  He had a “big heart” and what made him successful was his personality and 

drive as he was determined to make whatever he set his mind to happen (IP#10).  He was 

a hard-working and industrious soccer player who “would never give up on a play” 

(IP#14).  Mr. Vercollone always tried to stay positive whether on the field or off, and 

tried to help people whenever, or wherever, he could.  

“[Luke] always shows up early to training to work on extra stuff; always willing 

to stay after if other guys need to work on stuff” (IP#13).  The care he showed to others, 

both on and off the field, was evident from other comments about him: 

 “I've seen him with his kids, so I know he's a caring person” (IP#1). 

 “He’s so good with people because he cares about people” (IP#3). 

 Two of the characteristics mentioned by several of the interview participants are 

Mr. Vercollone’s focus and work ethic (see Figure 1): 

[Mr. Vercollone is] “very driven, very focused, motivated” (IP#10). 

“Luke is extremely competitive and focused” (IP#7). 

“[A]s a player he was very hard working, he was industrious” (IP#14).  
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“[H]e’s such an extremely hard working guy” (IP#13). 

“He's just a hard worker and he has a vision” (IP#8). 

“[H]e's probably the hardest worker” (IP#12). 

 Mr. Vercollone’s faith/spirituality and competitiveness also ranked highly 

according to the participants interviewed: 

“[H]e is someone that takes [his Catholic faith] serious, his religion, and becomes 

a good model in terms of somebody representing the Catholic Church, and the values that 

the Catholic Church wants to portray” (IP#11). 

“[H]e is faith-based” (IP#1). 

“[F]aith is important” (IP#5). 

“His faith is especially important to him” (IP#7). 

I do think a huge part of [his success] is just his faith.  It's probably a combination 

of a lot of things, but his prayer life, he's attentive to that.  I think that does help 

guide his decisions through his business and through his life (IP#8). 

“His relationship with Christ is unique.  He is always trying to find a way of 

helping others and bringing them to Christ” (IP#4). 

“[H]e’s extremely competitive and expects a lot out of himself and expects a lot 

out of his teammates” (IP#13). 

“[H]e’s both competitive, and yet really honest” (IP#3). 

“Luke is extremely competitive and focused” (IP#7). 

 “A serious God-fearing, humble, competitive [person] on the field with a desire to 

be successful at whatever he does” (IP#4). 
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His competitiveness has been a source of contention for some who work with, or 

know him as attested by this comment: 

[G]uys who weren’t quite as competitive [as Mr. Vercollone], as driven, [I] 

almost felt like they came off as a little bit annoyed, because he’s the nicest guy.  

He will never say a bad word about anyone, and this sounds strange, but somehow 

that combination with [being] just such a nice guy, combined with this extremely 

competitive side, some of the guys found it a little annoying, or it just rubbed 

them the wrong way (IP#13). 

Family Life Growing Up 

 Growing up with 10 other siblings, and being the second oldest, Mr. Vercollone 

had many opportunities to interact with others in his own home.  His parents were 

entrepreneurs in their own right having started their own family business, and also buying 

into different franchises in the car rental business (IP#2). 

Mr. Vercollone’s family practiced their Catholic faith, and his parents tried to 

instill good morals and values in all their children (IP#2; IP#6).  They attended St. Thecla 

Catholic Church where his family was actively involved, and he and a couple of his 

brothers were altar servers at Sunday Mass (IP#6). 

Mr. Vercollone would say his family life was no different than most other 

families growing up: school, sports, church, holidays, birthdays, family visits, and friends 

coming and going.  The fact that he has 10 other siblings, coupled with being the second 

oldest of the 11, also provided him opportunities that some children do not get while 

growing up: caring for younger siblings and being a role model (IP#10; IP#12). 
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Married Life 

 Mr. Vercollone was married on March 28, 2008, to Andrea Rutherford at St. 

Joseph’s Catholic Church, in Fort Collins, Colo.  Presently, they have three young 

children.  Though a professional soccer player on a seasonal schedule, Mr. Vercollone 

found ample time to spend with his wife and children.  Several interview participants 

commented about how important his family was to him: 

“Luke is devoted to raising his children in the Catholic Church” (IP#6). 

I would say she [his wife Andrea] is a key ingredient to the business.  If there's 

going to be any success in anything, it's going to be her.  You know, she traveled 

back, two summers, to go back to Richmond so he could play there (IP#5). 

“Luke is a model husband and father.  His faith is especially important to him.  He 

puts [his wife] Andrea and his family first” (IP#7). 

Luke has a very supportive wife as they moved between Richmond, Va., for the 

last few [Richmond] Kickers soccer seasons, and Fort Collins, Colo., where she 

has family.  They will stay in Colorado this soccer season (2015), where Luke 

will play for the [Colorado Springs] Switchbacks (IP#6). 

Faith/Spirituality 

 Mr. Vercollone’s personal upbringing as a practicing Catholic did not waver as he 

matured, married, and started his own family.  His faith was an important part of his daily 

life with personal prayer, Sunday Mass, and when able, daily mass.  While attending 

Seton Hall University, Mr. Vercollone participated in an on-campus Catholic program 

called Fellowship of Catholic University Students (FOCUS) (http://www.focus.org/), 

which helped college students learn more about their Catholic faith, and how to live it 
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daily.  The researcher first met Mr. Vercollone, and his older brother, John Paul, as 

members of the men’s soccer team.  As the team’s chaplain and a campus chaplain, the 

researcher would often see Mr. Vercollone, his brother, and other friends attend the late 

Sunday night 10:00 P.M. Mass on the Seton Hall campus. 

 Mr. Vercollone did not shy away from speaking about his faith and has spoken 

publically to groups.  He even participated in recording a recitation of the Rosary with 

other well-known television, music, and sports figures (Family Theater Productions, 

2015).  Mr. Vercollone spoke of his Catholic faith: 

My upbringing has a big influence on that.  I was raised Catholic Christian, and 

my parents practiced the faith, and they encouraged us to as well.  I didn’t really 

fully start practicing until I embraced it for myself instead of just going through 

the motions.  But when I fully embraced the faith myself, and dedicated myself to 

Jesus Christ, that perspective changed the way I viewed the world and everything 

I did.  So having that as a core of who I am helped influence every decision. 

Several of the interview participants also noted the importance of faith and spirituality in 

Mr. Vercollone’s daily life as previously mentioned in detailing his personality traits: 

“Luke’s relationship with God and his wife Andrea are the driving forces in his 

life.  God has given Luke many talents, and Luke has not buried them in the ground” 

(IP#7). 

“They're a very, very Catholic-oriented family” (IP#11). 

“He is very spiritual.  God is a big part of his life.  I think everything he does is 

for God, or for his family” (IP#14). 

“He's very devoted to his religion, and his family, and his work” (IP#9). 
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Education 

 Mr. Vercollone attended Hobomock elementary school, Pembroke, Mass., from 

1990 to 1995.  He then moved onto Silver Lake Regional Middle School, Kingston, 

Mass., graduating in 1997.  He graduated from Silver Lake Regional High School, also in 

Kingston, in 2000.  Mr. Vercollone applied to, and was accepted by, Seton Hall 

University, South Orange, N.J.  He was in the school of business, and graduated in 2004 

with a bachelor’s degree in Sports Management. 

Sports 

 Playing sports and being competitive have always been a part of Mr. Vercollone’s 

life.  From the time he was a young boy participating in gymnastics to the first time he 

learned how to kick a soccer ball, he excelled at whatever sport he played (IP#12).  

Through the years, he also participated in baseball, basketball, track, and high school 

wrestling.  “He was really, really good at everything” (IP#5).  When he was about 12 

years old, his parents encouraged him to make some choices about the sports he was 

playing.  You “can't be playing all these sports at the same time. So then he would go 

season by season” (IP#5). 

 Elementary School, Middle School, and High School. As a young boy, Mr. 

Vercollone participated in gymnastics until he was six years old.  While a ten-year-old 

student attending Hobomock Elementary School, he came in first place in the 400-yard 

event in the state of Massachusetts track and field competition finishing in 66-seconds, 

and followed this with a second place finish in the nation at the Hershey’s Track and 

Field competition.  He repeated as Massachusetts state champion in this same event two 
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years later at the age of 12.  At Silver Lake Regional Middle School he participated in 

soccer, basketball, and baseball, not recalling any momentous or special events. 

Mr. Vercollone participated in two sports during his high school years at Silver 

Lake Regional High School: wrestling and soccer.  He excelled at both.  During his 

sophomore year in high school, Mr. Vercollone reached the Division 1 State Finals in 

wrestling, coming in second place, and was named an All New England wrestler.  The 

following year he was ranked in the top five in the state in his wrestling weight class.  In 

his junior year he also earned All New England state wrestling honors for finishing third 

place in the state in his weight class.  Here was Mr. Vercollone’s recollection of his 

senior year highlights in wrestling: 

In my senior year, I was ranked in the top in the state again in wrestling.  I won a 

few tournaments, and won the Sectional Championship, made the state finals 

again, came in third at All State, and fourth in New England, so that was pretty 

good, and that was at the 130 [pound] weight class. I don't know my record, 130 

wins and 20 losses, or something like that. 

 Mr. Vercollone played on the varsity soccer team all four years at Silver Lake 

Regional High School.  While he did not recall any awards, or special accomplishments 

from his freshmen through junior years, he summarized his senior year in soccer saying, 

“I know when I left there I was about top five in the school with goals and assists, and I 

was All State my senior year, and All [Old Colony] League.”  His senior year soccer 

team also made it to the State Sectional Finals but did not win. 

 College. Mr. Vercollone attended Seton Hall University, South Orange, N.J., 

following in his older brother’s, John Paul, footsteps.  One year apart, both were 
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freshmen walk-ons, and both made the men’s soccer team playing under longtime, now 

retired, Coach Manny Schellscheidt.  During his four years playing for the Seton Hall 

Pirates, Mr. Vercollone ended his college career with 11 goals and 24 assists.  In his 

senior year, 2004, he was named to the All Big East Conference First Team. 

USL Premier Development League 

 Mr. Vercollone played for the Cape Cod Crusaders of the United Soccer League 

Premier Development League (PDL) under Coach Methembe Ndlovu.  He was a 

midfielder, and a team captain on the Crusaders, winning the PDL championship two 

consecutive years in 2002 and 2003.  He was named Coaches Most Valuable Player in 

2003.  This amateur league afforded students (under 20) the opportunity to develop their 

soccer skills while being showcased to professional soccer teams. 

Professional Soccer 

 There are two levels of professional soccer described in this work: MLS and the 

USL PRO league.  There is a third professional soccer level, the North American Soccer 

League (NASL), which, hierarchically, is ranked below the MLS and above the USL 

PRO, but not included here because Mr. Vercollone did not play in this league (see 

Figure 2).  USL PRO is likened to the minor leagues just as in baseball or hockey.  Mr. 

Vercollone played in both the MLS and USL PRO leagues, spending the majority of his 

professional career in the USL.  It was during his time with the USL Second Division 

team Richmond Kickers in Richmond, Va., that Mr. Vercollone transformed his part-time 

instructional soccer coaching business into a national franchise.  It is for this reason this 

work depicted Mr. Vercollone as a minor league player.   Still, he was a professional 

soccer player as he was duly compensated, and recognized as such. 
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Figure 2.  Professional soccer hierarchy in the United States. 

USL. The United Soccer League has become the largest organization of elite-

level soccer leagues in North America by building on the vision, commitment, 

and passion of players, fans and investors.  Now in its third decade of operation, 

USL continues to be a driving force in the growth of soccer in the United States, 

Canada and Caribbean.  USL provides a clearly defined path for the progression 

of male and female soccer players beginning at the youth level (Super Y League), 

continuing through the amateur level (PDL/W-League/Super-20/W-20) and up to 

the professional level (USL PRO).  A platform for countless players to reach for 

their dreams each year, USL is devoted to developing the sport at the grassroots 

level in every community across the region. (Jay Preble, personal communication, 

January 23, 2015) 

USL PRO. United Soccer League Professional League is the strongest North 

American men’s professional soccer league on and off the field below, and in 

support of Major League Soccer (MLS).  Focused on league stability and 
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franchise performance longevity, USL PRO features 24 teams in 2015, including 

expansion teams in Austin, Charlotte, Colorado Springs, Louisville, Montreal, 

New York, Portland, Salt Lake City, Seattle, St. Louis, Toronto, Tulsa and 

Vancouver.  Through aggressive and deliberate growth in adding teams fully 

capable of meeting USL PRO, and US Soccer standards, USL PRO is building a 

robust, national professional soccer league in a format that promotes the benefits 

of regional league play.  In 2013, USL PRO began a groundbreaking, multi-year 

partnership with MLS that features individual team affiliations, and the 

opportunity for MLS clubs to field a second team in USL PRO.  In addition to 

league play, USL PRO teams compete in the Lamar Hunt U.S. Open Cup as well 

as various domestic and international exhibitions.  USL PRO is the longest-

standing pro league affiliate member of US Soccer. (Jay Preble, personal 

communication, January 23, 2015) 

 Major League Soccer (MLS). Mr. Vercollone, a midfield player, was first 

drafted 42nd by the Columbus Crew, Columbus, Ohio, in the fifth round of the 2004 MLS 

Superdraft.  Although drafted by the Columbus Crew, he was not offered a contract.  Mr. 

Vercollone was then picked up by the MLS New England Revolution, Foxborough, 

Mass.  He signed a player development contract, and stayed with the Revolution for two 

years.  During his time in New England, Mr. Vercollone saw little time on the pitch 

(soccer field), playing for a total of 35-mintues in three games.  In 2005, he was released 

from the New England Revolution. 

 Professional Minor League Soccer. Mr. Vercollone continued his professional 

soccer career opting to compete in the USL (Division III), which was sanctioned by, and 
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hierarchically categorized, under the MLS (Division I), and the NASL (Division II).  The 

USL has undergone a number of league changes from its inception in 1986.  Currently, it 

is designated as the USL PRO, after it merged the USL First and Second Divisions into 

one larger league in 2010 (Jay Preble, personal communication, January 23, 2015). 

 Charleston Battery, Charleston, S.C. On April 6, 2006, Mr. Vercollone signed 

with the USL First Division team, Charleston Battery.  In his two years with the 

Charleston Battery, Mr. Vercollone appeared in 66 games scoring three goals and making 

six assists as a midfielder.  The Charleston Battery are now part of the USL PRO.   

 Richmond Kickers, Richmond, Va. Mr. Vercollone signed with the USL Second 

Division Richmond Kickers, in January 2008, after he was released from the Charleston 

Battery.  In his seven years playing under Coach Leigh Cowlishaw with the Richmond 

Kickers, Mr. Vercollone appeared in 157 games, and scored 14 goals (USL PRO, 2015).  

The Richmond Kickers are now part of the USL PRO. 

 Colorado Springs Switchbacks Colorado Springs, Colo. Mr. Vercollone was the 

first player to sign a contract, in October 2014, with the newly formed Colorado Springs 

Switchbacks for the inaugural 2015 USL PRO soccer season.  He will continue playing 

as a defensive midfielder and use his experience to help develop the team to make the 

playoffs, a goal Mr. Vercollone believed possible: “I think a big goal for the team, 

realistically, is to make the playoffs because it’s always difficult for a new team.  I 

actually have high expectations” (USL Soccer, 2015).  

Business Acumen 

 The extent of Mr. Vercollone’s business experience was rather limited prior to his 

starting a part-time instructional soccer coaching business, in 2008, in Richmond, Va.  
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When he was younger, Mr. Vercollone, and his older brother John Paul, had a bit of an 

entrepreneurial spirit.  They had their mother buy candy gumballs and jawbreakers at a 

discount store which they, in turn, sold for a profit to other kids on the school bus, or at 

their elementary school.  Selling “candy was a way for them to have a couple bucks in 

their pocket without [their] parents giving them money” (IP#10).   

In the beginning of Mr. Vercollone’s professional playing years, during the off-

season, “[h]e would go work for his dad at the car [rental] place,” (IP#8) “rinsing cars, 

cleaning cars, doing little things to help” (IP#10).  “One year he did some substitute 

teaching.  [At that time] he was just worried about himself, and he didn't need very much 

money or anything” (IP#8). 

 The bachelor’s degree in Sports Management earned from Seton Hall University, 

and in particular the business courses he took, would be the academic foundation of his 

business knowledge.  When asked what qualifications he possessed to start a business, or 

a franchise, he replied, “Not enough, or not much, but just the motivation.”  As one 

interview participant observed, “I think he's learning a lot, and he's learned a lot in the 

three, or so, years that I've been working with him” (IP#2).  Another commented: 

I think he's a solid business man.  I think the one thing that is good about Luke is, 

I don't think he's a Harvard graduate business type person, but what I like about 

Luke is I think he's able to get in the trenches with us, or whatever I'm doing, and 

work together.  He might not have the answers all the time and he might not know 

exactly what to do in different circumstances, but I think he is good at bringing 

people together, and kind of working together towards an end goal (IP#1). 
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“Luke also strives for ‘satisfaction guaranteed’ and wants to be fair at all costs … 

and believes ‘good ethics is good business’ sense” (IP#6).  As part of his personal 

makeup, this insistence on being ethical and fair, and developing caring relationships 

with his clients, were important to Mr. Vercollone for his development, growth, and 

success as a business person. 

Certifications.  Despite Mr. Vercollone’s humble response to the qualifications 

he possessed for starting a soccer coaching business, he held two official certifications in 

soccer coaching: “I have the United States Soccer Federation (USSF) National B License, 

and my National Soccer Coaches Association of America (NSCAA) Advanced Regional 

Diploma.”   

The USSF National B License is described by the organization as a course 

targeted for coaching players aged 16 to college.  In order to progress to this coaching 

level, a candidate must have previously earned the C, D, E, and F licenses which focus on 

coaching younger players.  For example, the first, and most basic F license states, “The 

focus of this grassroots course is to share U.S. Soccer’s best practices in creating a fun, 

activity-centered and age-appropriate environment for 5-8 year old players” (USSF, 

2015). 

The NSCAA Advanced Regional Diploma is a 21-hour course “devoted to 

technical and tactical uses of small-sided games, the study of systems of play and a 

practice teaching component” (NSCAA diploma & course descriptions, 2015). 

Supplemental Work 

 Mr. Vercollone found himself in Richmond, Va., under contract with the 

Richmond Kickers professional soccer team in January 2008.  It was at that time he 
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wanted to do some part-time coaching, and explained: “I wanted to bring in some part-

time revenue when I was free, and I wanted to influence, and impact the kids that I 

worked with.”  Also, within two months of arriving in Richmond, Mr. Vercollone would 

get married, and thoughts of providing for his family also surfaced for wanting to 

supplement his soccer paycheck: “[M]y motivation and focus was more on providing for 

my family.”  Rather than finding employment outside of soccer, or working for some 

other company, he decided to work for himself. 

Playing at the division that Luke was in with the Richmond Kickers, they weren't 

paying him enough money that he'd be able to support himself and his family year 

round.  I think he started it as certainly some additional income.  I think he 

pursued coaching, because he could have done anything, right?  He could have 

gone and worked at McDonald's.  He could have worked at Stop N Shop.  He 

could have worked at Home Depot.  He could have done whatever he wanted 

(IP#10). 

[Minor league soccer players] don’t make enough money.  [They] only get paid 

during the season, so it’s really six or seven months out of the year where [they 

are] getting a salary from the professional team.  You can stretch it and make it 

work.  There are guys who don’t do other stuff, but really, it’s to supplement your 

income (IP#13). 

Mr. Vercollone “was able to develop this business where I can do what I’m passionate 

about, and make a career out of it, and continue to play professionally.” 
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Corban Soccer Academy 

 The first independent business Mr. Vercollone started, to supplement his income, 

was a part-time business instructing young children, and teenagers, in soccer, after school 

and on weekends.  He named this business Corban Soccer Academy. 

Starting my own business was also somewhat of a dream.  Not a major dream, but 

something I always wanted to do.  That was a small part of it, just being able to 

start my own business, and I took on the name Corban to start a business to help 

kids, and to spread the gospel in a way.  The name is related to, dedicated to God, 

Corban. 

Corban Soccer Academy, and an accompanying website no longer in existence, 

offered children private and small group lessons in soccer.  Mr. Vercollone scheduled 

after school and weekend times where he would meet students, with their parents, in a 

local park, and provide a 45-minute to one-hour long lesson.  At its peak, Mr. Vercollone 

was instructing 15-20 students on a regular basis.  This part-time soccer coaching 

instruction helped young athletes with soccer skills, ball control, speed and agility, and 

better game playing technique.  Mr. Vercollone also had a religious motive to help young 

students beside teaching soccer: “Not officially, just through relationships and influence 

through that way, not directly.  I was trying to think of how to implement [faith], but it 

was just mainly through my personal witness and example.” 

Ultimately, Corban Soccer Academy, and the personal training Mr. Vercollone 

provided to student-athletes, would give way to his second business startup because, 

Corban [was] all hands on.  It needed me there, and I could see Little Kicks as 

expandable.  So as [Little Kicks] grew where it needed more of my time and 
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energy, I decided to focus more time and energy on [Little Kicks], and I gave my 

[student] clients to a friend of mine for the private training. 

Mr. Vercollone gave up his Corban Soccer Academy part-time business in the summer of 

2008 to focus on an in-school mobile soccer program he created called Little Kicks. 

Little Kicks 

 The next independent, part-time business Mr. Vercollone established was Little 

Kicks in the summer/fall of 2008, while he simultaneously continued his private training, 

and coaching, with Corban Soccer Academy.   

One of his buddies on the team had tried to start something like that.  He tried to 

start [a competitor’s franchise], and didn't have very much success.  They had 

come up with the idea at the same time, and in that off season, September [2008], 

as soon as the season ended ... I don't know if [the teammate] left for the off 

season, but Luke had had the idea too, and he really put forth a good effort, and 

was able to get it off the ground (IP#8). 

Mr. Vercollone described how the Little Kicks business started: 

A teammate of mine had talked about doing it, and then I was looking for part-

time work in the off season, and I wanted family friendly hours where I didn't 

have to do nights and weekends.  I wanted to stay involved with soccer so the 

daycare was a good fit for that.  Then also my wife worked at a daycare, and their 

director invited me to the soccer program that became pretty popular, and I saw 

that there was good potential there.  All the factors, having run my own business, 

be involved in soccer, family friendly hours, and then the business potential, 

revenue potential, all led towards that program. 
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The basic concept of the Little Kicks business was for Mr. Vercollone to approach 

childcare center owners and directors, and present an in-school mobile soccer program.  

One reason he focused on childcare centers was, as noted above, his wife worked at one, 

and the center director asked if he was interested in running a summer camp for them. 

‘Luke do you want to do summer camp with us?’ I was like, ‘Yeah let’s do it,’ 

and it actually went through.  We didn’t even set it [Little Kicks] up for that 

summer, but I was all excited about it, and I thought this would be a great idea.  

They were talking about how many kids they’re getting involved in it, so the 

wheels started spinning for me.  So, I went to some other schools with a brochure 

saying I can do soccer clinics during the day because I was already coaching in 

the afternoon with Corban, and my club team, but I have the whole day time 

period open where the kids are at school.  

So, I said, ‘How can I bring in money during the day?’  I thought this was 

a great niche, and a great market for that.  So, I did that, and put together a terrible 

brochure, and I put together a program that’s a lot different than it is now, a little 

more expensive, a little bit more extensive.  It was longer, and I promoted to 30 

local childcare [centers] right in a five mile radius, and I got five of them to say 

yes, but then only about three or four had enough kids signed up. 

Mr. Vercollone added: 

Because it was on a part-time basis, I didn’t have to take a huge risk, whereas I 

had money coming in from other [sources – Kickers and Corban Soccer].  I didn’t 

have as many expenses as a young family so the risks were limited. 
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As the one, and only, instructor, Mr. Vercollone offered an eight-week session to 

the childcare center, and explained he would come in once each week with all the 

necessary equipment for a 30-minute session to teach the children the fundamentals of 

soccer with stories and fun games. 

We usually targeted age ranges three to five year olds, but we can work with 2-1/2 

year olds, and sometimes we work with six and seven year old as well, but our 

primary niche is three to five year olds. 

It was more than just teaching soccer to young children.  Mr. Vercollone created 

lesson plans to reinforce life skills and character-building all within a soccer theme.  The 

initial cost of the program, $70.00 for eight weeks, was paid for by the parents.  It did not 

cost the childcare center anything to have Mr. Vercollone come in and offer a weekly 

program to the children.  The program was an elective for the children, meaning, those 

children who did not register to participate in the Little Kicks program would be directed 

to other activities during the time Mr. Vercollone was there.  The main benefits to the 

childcare center was it was a value-added elective program that did not cost the center 

any additional money, as it was paid for by the parents directly to Mr. Vercollone, and it 

gave the center teachers a 30-45 minute break because the students were with Mr. 

Vercollone for that time period, one time each week, for eight weeks.  

 “The pro team was called The Kickers…thought that [it] would be cute to call it 

Little Kicks” (IP#5).  Mr. Vercollone, with the input of his wife, Andrea, decided upon 

the name Little Kicks as a derivation of the name of his professional team, the Richmond 

Kickers.  One of Mr. Vercollone’s friends designed an original, creative, and playful logo 

depicting the name Little Kicks as cartoon soccer players (see Appendix A).  Mr. 
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Vercollone was the salesman, marketer, instructor, and business manager of this newly 

formed business.  His wife assisted with administrative responsibilities and paperwork 

such as registrations, bookkeeping, class rosters, and bank deposits. 

At the end of 2008, when I had my first season, I had four schools at first in the 

fall in 2008.  In 2009, we had a couple more schools, and then spring 2009, it 

started to pick up to where we had about 15 or 20 schools, so it kept growing at a 

good rate. 

 Over the course of two years, from 2008 to 2010, Mr. Vercollone signed up over 

40 childcare centers in the Richmond, Va., area offering an eight-week program in the 

fall, and another one in the spring.  As the number of centers began to grow, Mr. 

Vercollone realized that he would not be able to continue to market the program, and do 

all of the instruction at each center himself.  In “the first season I was coaching 

everybody, but the second season [2009], I started delegating and hiring” coaches. 

My first few coaches were all teammates with the Richmond Kickers pro team.  It 

worked out well because [of] our [game and practice] scheduling.  We had 

practice in the morning, the rest of the day free, other than coaching, and the 

evening, so [I] would use the pro players to coach at different centers.  In 2009, I 

just focused on managing and overseeing. 

 The coaches were compensated rather well, some earning upwards of $50/hour, 

for teaching little children soccer using Mr. Vercollone’s lesson plans.  With over 40 

childcare centers to schedule, Mr. Vercollone’s hired teammates supplemented their own 

professional soccer income coaching for Little Kicks, and could have reasonably earned a 
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few hundred dollars each week during the eight-week season in the fall and spring.  This 

was Mr. Vercollone’s comment about his growing Little Kicks business: 

In 2010, we were working with 2,500 kids.  Today [2014] we’re working with a 

little over 4,000 kids a year in the Richmond market with about 70 childcare 

centers, so it’s still continuing to grow significantly since 2010. 

Mighty Kicks Franchising, LLC 

 The success of the Little Kicks program in the Richmond, Va., area prompted Mr. 

Vercollone to consider expanding his idea, and start a franchise so other individuals could 

offer the same quality program to children in their own local areas. 

It basically was a grass roots effort.  His wife was a childhood education major, 

and in the field professionally after college, and he basically blended the two 

together, his knowledge of soccer, and working with kids over the years, and her 

background and degree to develop the business of Mighty Kicks, or Little Kicks 

as it was called at the time, before it became a franchise (IP#2). 

Mr. Vercollone described the reasoning behind franchising the Little Kicks in-school 

mobile soccer program: 

I thought that was the best strategy for expansion, and it's a really simple business 

model.  I've gained experience I think others could benefit from, so I wanted to 

get the word out there.  Also, another big reason was I saw [a national competitor] 

doing that.  And I thought, if they can do it, so can I.  I’ve learned a lot from 

[them], not only their franchise disclosure documents, and parts of their 

curriculum, but also seeing their business model, and how they franchise, and 
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expanded.  I thought that was a good idea, and they say copying is the best sign of 

flattery, so I flattered them, and did a similar expansion method. 

[Mr. Vercollone] realized that the program would be great for young children, 

really would provide something new and positive for centers, and their staff, and 

would also work for him.  That was Luke’s genius in my opinion.  Seeing that it 

was a win, win, win [proposition].  From there, it rolls, it really does.  Once I 

started selling a few programs, the programs had started selling itself.  I hardly 

ever even recruit.  People come to me, and say, ‘We’ve heard about this program, 

how can our center get it’ (IP#3)? 

Business Startup 

 Mr. Vercollone described his business startup: “First was the idea.  The success in 

Richmond, Va., and then the idea to expand through franchising.”  But it was more than a 

simple idea and singular success in one area.  True to character, Mr. Vercollone worked 

hard and gathered information about franchising from books, the internet, a lawyer, 

competing companies, and then put together a business plan.  He said: 

[It was through] researching, and coming across how [a competitor] had done it, 

and liking their model, and studying their franchise disclosure document, and 

putting together our franchise disclosure document, and meeting with my 

franchise lawyer to help me put all that together. 

Combining this information with a global presence on the internet in developing a user-

friendly website, Mr. Vercollone continued his business startup by: 

[D]eveloping and researching my local business, and the curriculum, and the 

methods, and recording all the methods that made us successful [in Richmond] 
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whether the marketing, or the research, or the curriculum, not just doing it, but 

understanding how to do it, and how to teach others to do it, and recording that 

effectively.  So putting together my operations manual and curriculum.  It took 

almost a year, all of 2010. 

Branding. Deciding upon the name Mighty Kicks was a legal matter as Mr. 

Vercollone described: “To put together the franchise I had to change the name from Little 

Kicks to Mighty Kicks because I have to copyright the name.”  The goal for the newly 

formed Mighty Kicks Franchising, LLC business was to brand itself as a quality mobile 

soccer program with a first-rate curriculum, offering competitive rates for its eight-week 

program to childcare centers. 

[O]ur curriculum is superior.  We’re introducing 12 specific life skills, age 

appropriate life skills, at each session.  One [life skill] for each session is on our 

[Mighty Kicks] soccer ball.  It’s a big part of our brand and who we are, the life 

skills (See Appendix B).  

The Mighty Kicks logo went through two distinct developmental stages.  At first, 

Mr. Vercollone had the Mighty Kicks logo designed similar to the Little Kicks logo with 

its soccer cartoon caricature composition (See Appendix C).  In late 2013, Mr. 

Vercollone had the Mighty Kicks logo redesigned to capture a more professional, crisper 

look moving away from the original cartoon caricature design, but still using the letters 

MK as a cartoon caricature (See Appendix D).  Mr. Vercollone named the MK logo, 

Emma and Max, as the two letters were introduced as the Mighty Kicks mascots, 

appearing on the website, in the teaching material, and in marketing brochures.  With the 
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change in the primary logo came the task of updating all the franchisee material with the 

newer one: 

I had to change all of our marketing materials.  And so rather than send out all 

that to each franchisee once it was done, I just told them what I was doing, and 

posted it to the [private] franchisee page [on the website]. 

Franchising process. Mr. Vercollone began the franchising process “spending 

minimal dollars” (IP#10).  Prior to obtaining the services of a franchise lawyer “he did a 

lot of reading on different types of law that he had to comply with” (IP#10).  As 

previously mentioned, Mr. Vercollone saw the success of a similar business, his soon-to-

be competitor, “and tweak[ed] their model for his on-hands approach” (IP#6). 

It took from the summer of 2009 to December 2010, for Mr. Vercollone to 

officially, and legally, establish Mighty Kicks Franchising, LLC.  Besides a business 

plan, there were three main franchise documents he had to create to satisfy the legal 

concerns, and inquiries from potential franchisees, to do business as a franchisor: the 

Franchise Disclosure Document (FDD), the Mighty Kicks Franchising, LLC Operating 

Agreement, and the Mighty Kicks Operations Manual (see Figure 3).   
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Figure 3. Mr. Vercollone’s franchise business start-up process. 

Franchise Disclosure Document. The FDD “is a format for disclosing franchisor 

information to prospective franchisees.  The purpose of the FDD is to protect the public 

by providing information about the franchise company” (Franchise.com, 2003).  There 

are 23 categories that must be covered in the FDD that the franchisor must provide to the 

prospective franchisee at least 10 business days prior to the execution of the franchise 

agreement (See Appendix E).  The opening paragraph of the 96-page Mighty Kicks FDD 

states: “The franchisee will operate a Mighty Kicks franchised business offering an in-

school soccer program to daycares, preschools, elementary schools, and child learning 

centers, along with a park program for children ages 2.5 to 10” (Vercollone, 2011). 

Mighty Kicks Franchising, LLC Operating Agreement (FOA). The FOA is a 

legally binding document in the state of Virginia detailing the Mighty Kicks operation as 

a limited liability corporation (LLC).  The nine sections provide detailed information 

concerning: capital contributions, allocation of profit and losses, indemnification, powers 

and duties of Mighty Kicks managers, salaries, reimbursements, expense payments, 
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accounting and tax reports, and transfer and dissolution of the company.  Mr. Vercollone 

was listed as the sole owner and member of Mighty Kicks Franchising, LLC. 

 

Figure 4. Mighty Kicks Operations Manual section headings. 

Mighty Kicks Operations Manual. The final major document Mr. Vercollone 

needed to compile was the Mighty Kicks Operations Manual.  The operations manual is a 

comprehensive, step-by-step guide franchisees follow to replicate the way the franchise 

was intended to operate.  Every franchisee has access to the Mighty Kicks Operations 

Manual from the secure and private section of the Mighty Kicks website.  There are eight 

sections in the operations manual (see Figure 4). 

LLC information. Every franchisee must form a limited liability corporation to 

protect themselves as individuals running a Mighty Kicks franchise.  The LLC section 

includes information on writing a business plan, registering as a limited liability 

corporation, partnership agreements, obtaining an employee identification number (EIN) 

from the federal government, and creating an operating agreement. 
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Background checks. Information helped franchisees assure any hired employee, or 

any person volunteering for, or representing themselves as Mighty Kicks personnel, was 

legally eligible to work with children without any impediments. 

Coaches. The coaches section provided franchisees with information concerning 

hiring coaches, agreements and responsibilities, remuneration, and class scheduling. 

Presentation documents. This section included word documents, and portable 

document format (pdf) files used to present, or promote, the business.  The presentation 

documents sections included brochures, fliers, testimonials, and templates for franchisee 

use.  A sample of a Mighty Kicks promotional flier can be seen in Appendix F. 

Referrals. Mr. Vercollone included several referral letters from directors of 

childcare centers for franchisees to present to potential center clients.  This section also 

included two pages of other testimonials from other center directors, owners, parents, and 

teachers.  A sample of a testimonial letter from a Midlothian Goddard School is shown in 

Appendix G. 

Startup, marketing, and timeline. This section included information to help new 

franchisees schedule and chart the beginning stages of marketing and operating their 

business.  There was a marketing outline and a call sheet (see Appendix H) that guided a 

franchisee through a typical visit, or call, with a new childcare center director.  A timeline 

sheet listed the chronological order of events prior to a program starting for each season 

(fall, winter, spring, and summer). 

Taxes, demos, and record keeping. This section of the Mighty Kicks operations 

manual included information for understanding, preparing, and reporting income and 

expenses to the Internal Revenue Service (IRS).  Mr. Vercollone suggested each 
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franchisee secure a certified public accountant to help with tax preparation to assure an 

accurate tax submission while obtaining the maximum tax benefit from business 

expenses.  The section included spreadsheet examples for payroll, a balance sheet, and 

credit card expenses. 

Further reading. This final section contained information about business and 

business philosophy in general, and operating as a Mighty Kicks franchisee in particular.  

There are documents about motivation, best practices, and other practical information for 

operating a business for children. 

 Marketing. A time-consuming and costly part of starting up a newly formed 

franchise business was the marketing and advertising necessary to acquire new 

franchisees.  Mr. Vercollone admitted his position as a professional soccer player in 

Richmond, Va., helped with the success of the Little Kicks operation: “Being a 

professional soccer player, and having a recognized name and brand with the Richmond 

Kickers in Richmond, opened a lot of doors for me.”  Mr. Vercollone first presented his 

franchise idea to other professional minor league soccer players, and some friends he 

thought would be receptive to starting their own Mighty Kicks business. 

I would approach pro players like myself, minor league pro players, and provide 

brochures, and fliers, in their locker rooms at soccer games, but then also 

Facebook friend request them, and tell them about it, and then [tell] all my friends 

on Facebook. 

He had his own passion and enthusiasm for his Little Kicks business in Richmond, but 

that did not necessarily translate as equally well, or as appealing, to others: “What I 
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learned was that it’s very hard to convince somebody to give you all their money, and to 

start a new career.” 

 Mr. Vercollone had some marketing success from placing paid advertisements on 

two soccer specific websites: National Soccer Coaches Association of America (NSCAA) 

and Soccer America.  “I found out about this opportunity in a monthly email newsletter 

that I get called Soccer America.  In the classified section of Soccer America, I saw an ad 

that basically said, make a business out of soccer” (IP#2). 

Here is a sample of an advertisement placed in the career/jobs section of the 

NSCAA website, with the headline, “Soccer Business Owner/Entrepreneur – Mighty 

Kicks Franchising – developing kids thru soccer” (NSCAA, 2015): 

Make your passion a career with our rewarding programs!  Mighty Kicks' unique 

business model provides highly developed, hugely popular, introductory and 

mobile soccer programs for kids.  We have implemented the best exercises, games 

and activities to help children develop and excel through the world's greatest 

sport.  Our experience, methods, training and support provide a proven system for 

your fast success.  Invest in yourself and begin helping youth TODAY! 

 Mr. Vercollone placed paid advertisements on the Soccer America website 

(http://www.socceramerica.com) with some success.  He also marketed his franchising 

opportunity with Google, using its AdWords feature, which allowed a person to choose 

key words or phrases, and when necessary, a specific geographical location that triggered 

the advertisement when someone searched for that particular word or phrase.  Google 

AdWords advertisements only cost money when an individual clicked on the 

advertisement.  The percentage of sales from clicks did not warrant its continued use. 



LUKE VERCOLLONE AND MIGHTY KICKS  58 

 Mr. Vercollone also used websites, such as Craigslist, to place free 

advertisements, and social media sites like Facebook and Twitter to promote his business.  

“The best thing that’s working is just through internet searches.  They look up careers in 

sports, or career in soccer, or soccer business, and they come across us.”  The Mighty 

Kicks website has a franchise information page, and like many other websites, the key 

words and phrases from this page, like soccer, franchise, business, career, passion, owner, 

and opportunity, would come up whenever a person did an internet search with any of 

these words.  The challenge for any website, one among millions, was to have the website 

information come up on the first page of a search.  Mr. Vercollone used search engine 

optimization to try and get his website to show up in the first few pages of a search 

whenever someone was looking into a soccer business opportunity.  At the time of this 

writing, if someone were to do a google search of the words, soccer franchise, the Mighty 

Kicks website would come up on the first search page, the ideal result. 

 Mr. Vercollone considered marketing, both to acquire new franchisees and 

promoting the Mighty Kicks business itself, as the most challenging aspect of his work: 

I think it's all about marketing.  Initially, the challenge is putting together a high 

quality product and program.  I think our first four or five years, we've really 

continued to adapt, and adjust, and develop to create a great curriculum, and 

marketing materials, and systems.  I'm really happy with that.  That was a little bit 

of a challenge at first, or at least a little bit of the time and effort.  Now it's all 

about marketing, getting the word out there, finding the right candidates, and 

qualifying them. 
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Who is an ideal franchisee? According to Mr. Vercollone, a person who wanted 

to become a Mighty Kicks franchisee must “be a good salesperson…a good marketer.” 

You don’t have to know how to play soccer.  I’d much rather have a better 

salesperson than a soccer playing coach, but you’re going to be better at sales if 

you’re passionate about what you’re selling, so they kind of go hand in hand.  

You want someone who loves the sport, and who loves impacting kids, and 

believes in our mission in getting kids out, and helping them develop through 

physical activity, and through the wonderful game of soccer.  So, you want 

someone to embrace that, and accept that because when they do they’re more 

likely to market better.  So, I’d rather have a great sales[person] than a great 

soccer player as a franchisee. 

Mighty Kicks Curriculum 

Mr. Vercollone believed his “curriculum is superior” to any other competitor’s 

program in the market.  The Mighty Kicks curriculum is in continuous development.   

First of all, soccer is a very teachable sport for that age [2-1/2 to 5].  I don't think 

a lot of sports can be taught to two year olds, and three year olds, and four year 

olds.  [Mr. Vercollone] just has a lot of experience working with kids.  He's done 

a ton of research.  He does a ton of reading.  He's always reading about kids, and 

how their minds work, and what's best for them and their development (IP#8). 

The curriculum evolved through “trial and error at the daycare centers” (P#8).  Mr. 

Vercollone did a lot of research on the internet, read books about child development, and 

“getting resources from friends.”  The resources he was referring to are “[d]ifferent 

games, and activities, and exercises” tweaked from one session to the next as he began 
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offering his program in the early stages of his Little Kicks business.  There was “a lot of 

learning on the job,” and when Mr. Vercollone found success, defined as the children 

enjoying themselves, he would write down what, and how, he did it so that other 

instructors would be able to present the game, activity, or exercise the same way.  The 

key was his “presenting different games and seeing what the kids liked, and what they 

responded to, what helped them develop in the game” (IP#8). 

 The development Mr. Vercollone sought was a program that was more than just 

teaching soccer to young children.  The curriculum was not constricted solely to soccer 

and the rules of soccer.  Mr. Vercollone had the development of the whole child in mind: 

the physical, social, relational, intellectual, spiritual, mental, and emotional components.  

Specifically, in the Mighty Kicks marketing material, and included clearly on the website 

homepage, these child-developmental features are summarized as focusing on 

coordination, confidence, and character. 

Coordination, confidence, and character. Mr. Vercollone claimed the Mighty 

Kicks program was “a lot less about soccer then it is about coordination, confidence and 

character.”  “It's also about building good characteristics for kids, self-confidence, things 

like that.  You utilize soccer as a foundation to do that” (IP#1).  The Mighty Kicks 

website homepage gave a brief overview of its program intentions concerning 

coordination, confidence, and character: “Our unique mobile program is designed to 

build motor skills, life skills, self-confidence and basic soccer techniques.  Our proven 

methods and age-appropriate curriculum enhances each child's learning experience while 

leaving a lasting impression” (Vercollone, 2015). 
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They [parents and childcare center directors] love the extra benefit that it's not just 

[about] soccer.  They love the fact that it [Mighty Kicks curriculum], for the little 

[children], it’s not real competitive.  I think a lot of people kind of get tired of the 

ultra-competitive coaches for three and four years old.  This is kind of a nice 

change for them.  I think the curriculum is real good for that (IP#1). 

Coaches/Instructors. When asked what specific soccer skills and experience an 

individual needed to become a Mighty Kicks coach, Mr. Vercollone’s response was, “not 

much.”  “You really don’t need any soccer knowledge to be a coach” (IP#13).  Mighty 

Kicks franchisees are given a guideline to help qualify potential new instructors (see 

Appendix I).  It turns out Mr. Vercollone’s “not much” comment about the qualifications 

of an individual becoming a coach actually required a little more substantive background.  

In particular, this was noted in the New Mighty Kicks Instructors Guideline which listed 

three areas for franchisees to qualify potential instructors: professionalism, experience, 

and availability (see Appendix I).  According to Mr. Vercollone, learning more about 

these three areas of an individual’s background helped in the filtering and decision-

making process as to who would make a good Mighty Kicks coach working with 

children.  Mr. Vercollone elaborated on these three areas: 

 Professional. The individual “treats the job as a priority.  Punctual.  

Communicates well, quickly, and thoroughly.  Shows up early, and looking the part 

(dressed clean).” 

 Experience. The potential instructor “coached children before.  Has been around 

young children.  How long have they coached soccer or youth sports?” 



LUKE VERCOLLONE AND MIGHTY KICKS  62 

 Available. “They understand that it is a part-time job.  They are available, and 

flexible with the time slots you have scheduled them.  If they aren't available when you 

need them, then it won't be a good fit.” 

New coaches must also “have background checks, and tuberculosis checks.  Most 

of the centers will ask us for that, or ask us if our [instructors] have that.  They have to 

present that to me, especially the background checks” (IP#2). 

Perhaps the most essential characteristic for a Mighty Kicks coach to possess was 

the ability to have fun with the children. 

When I first started, I was very much trying to control the kids, and that’s fighting 

a little bit of a losing battle.  You just have to embrace that they’re three, four, and 

five years old.  They’re silly, their attention span is about two seconds long, and 

I’ve just had so much more success with keeping their attention and just 

embracing whatever silliness they have going on and rolling with it (IP#13). 

From the moment a coach walked into a childcare center, and for the next 30-45 minutes, 

he or she must be able to capture the attention, imagination, and enthusiasm of the boys 

and girls.  “It’s just really being fun, enthusiastic, and able to keep the kids’ attention” 

(IP#13).  “The word is energy.  They have it, and you need to coral it, focus it, and keep 

it going.  The energy is everything” (IP#3). 

 In a typical scenario for a weekly session, the coach brought all of the equipment 

needed to present the program to the children. 

Typically, I come in.  Like all the coaches, I’ve got my bag of fun on my back, 

because everything travels with you, which is another great part of the program.  

The kids are super-excited to see me, and to know they’re going to play soccer.  
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They’ll start running, hugging, and yelling, ‘Soccer time, [Coach] is here!’  In 

some centers, the teachers bring the children to me.  In others, I go get the 

children.  Either way, we always put the equipment down first, and then go get the 

children.  We get the energy going right from the get-go.  You sit the kids down, 

and I’ll say, ‘I have one question for you: Who is ready for soccer today?’  They 

all scream, ‘We are’ (IP#3)! 

Mr. Vercollone stressed, in his training with the franchisees, who in turn, will train their 

own coaches, “to keep it simple” with the children.  “The class is always structured” 

(IP#3).  The coaches learned this through the training, but as Mr. Vercollone often 

repeated, everything we do and learn was “through trial and error.” 

 Mr. Vercollone provided franchisees with a pay rate schedule for coaches 

included in the operations manual.  Normally, coaches are paid an hourly wage based on 

the number of sessions conducted (see Appendix J). 

On an hourly basis, it pays well.  The really nice part about it [is the] hours are 

when there’s no other coaching going on.  It’s at 12:00 in the afternoon [when] 

you go to the pre-K center, so all of the other club coaching doesn’t start up until 

5:00 in the evening (IP#13). 

 Weekly Session Summary document. A typical Weekly Session Summary given 

to the coaches can be found in Appendix K.  The Weekly Session Summary included the 

theme, soccer skill, and the life skill to be taught.  Mr. Vercollone provided a blank 

Weekly Session Summary template as well for coaches to create their own curriculum, or 

edit, or modify an existing one.  The description on the sample Weekly Session Summary 

reads as follows: 
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This week we were introduced to soccer’s most basic rule, ‘NO HANDS!’  We 

dribbled our cookies (soccer ball) away from the Cookie Monster and kept our 

hands out of the cookie jar.  Our coach encouraged us to Have Confidence that we 

can go fast without touching the ball with our hands.  We dribbled the ball slow 

and fast, but the best part was kicking the ball in the goal past Cookie Monster! 

 There are typically eight weekly sessions starting either in the fall or spring.  

Depending on the location, and the weather, some sessions can be conducted outdoors. 

I usually do eight weeks.  The only exception for that is in the fall.  The way the 

fall is, at least in [my area], for a lot of the centers, we start in September, and the 

weather will turn cold, and I won’t be able to get back there until March.  In the 

fall, a lot of the centers, we do 10 weeks because the kids get more soccer (IP#3). 

One of the interview participants described a typical experience during a weekly 

session at one of the childcare centers: 

When I go into a session, at the very beginning, [I] spend the first minute or two, 

just talking to the kids.  I get down to their level physically, kneel down.  Often I 

ask them just how their day is going, see what they've learned in school that day, 

just make sure if they're having a good day, what's going on in their life, that kind 

of thing.  Spend a little time with them.  They love that to be honest with you.  It's 

a lot of fun just chatting with them a little bit.  Sometimes I can't get them to stop 

talking, but it's a lot of fun. 

After that we just go through some warm-up games and things, sometimes 

utilizing the soccer ball, sometimes not.  It could be something just as simple as 

tag, just running around getting kids going.  From there I go into some soccer 
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skills and drills, and fun games.  It's not so much drills I should say, but skills, and 

games through soccer, and talking about the different things, like the life skills as 

you're working with them.  After that, just kind of again, cooling them down with 

them a little bit, talking to them, giving them a lot of high-five's, a lot of praise, 

re-addressing some little life skills that you talked about during the session.  

That's about it (IP#1). 

The 12 life skills. A significant aspect of the Mighty Kicks curriculum is centered 

on the 12 life skills that are worked into every lesson (see Appendix B). 

Sports provide a great environment for kids to develop character.  However, 

character is not learned unless it is taught.  The Mighty Kicks curriculum 

introduces these positive virtues that sports can encourage.  Our quality 

instructors (who are solid role-models) build a foundation for these important Life 

Skills that are proven to help children succeed on the field, in the classroom and 

in life (Vercollone, 2015). 

Each week, a new life skill was introduced with a creative soccer story.  The Mighty 

Kicks website provided two publically viewable sections for parents, or individuals 

working with children, to reinforce the 12 life skills, along with other child-development 

resources: the Life Skills page and the Parents Corner page (Vercollone, 2015).   

The Life Skills page (http://mightykicks.net/life-skills) offered two options for 

parents to choose: activities or handouts.  Each section included downloadable 

information, or links to other website resources, reinforcing one of the life skills.  For 

example, Mr. Vercollone used, with permission, an activity sheet (pfd file) from the 

Character Counts website entitled, Caring (see Appendix L).  The Caring activity sheet 
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includes a definition of what caring means, simple images to help a child understand who 

he or she should care for, like parents and their community, and a series of questions to 

get the child to start thinking about ways he or she can show they care. 

 The Parents Corner section of the website (http://mightykicks.net/parent-s-corner) 

provided information, resources, and documents in seven distinct areas: Character 

Training, Confidence and Self-Esteem, Happy Kids, Health & Nutrition, How Children 

Succeed, Parenting, and Youth Soccer.  For example, in the Confidence and Self-Esteem 

section, there is a handout entitled, 10 Ways to Nurture Your Child (see Appendix M), 

Mr. Vercollone used courtesy of the National Institutes of Health (http://nih.gov) posted 

on the Every Day Health website (http://everydayhealth.com). 

In developing and fine-tuning the Mighty Kicks curriculum, this was what Mr. 

Vercollone meant when he said, “It’s fortunate to have some great resources, and now the 

internet has a ton of great options.”  The 12 life skills lessons, with their respective 

handouts, activities, and exercises, were compiled by Mr. Vercollone from his own 

experience, books he read, other programs he observed, and internet resources, to present 

what he believed was a comprehensive and inclusive program “to help children develop 

within the framework of soccer at that young age.” 

Storyboards. Mr. Vercollone designed storyboards to accompany each weekly 

session as a visual aid for the children to see while the coach was explaining the lesson.  

“Storyboards engage” the children, said Mr. Vercollone, “and gets them interested in the 

games.” 

You’ll see, for example, the game called Pirate’s Treasure.  You’ll see a picture of 

the pirate, and you’ll see [you have to] hit him with the soccer ball, and you’ll see 
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gold, and the treasure chest, and a pirate ship.  So, you’ll use that storyboard to 

introduce the treasure game, where the kids dribble [their soccer ball], or pick the 

disks up, which are gold, with their hands, but they’ll dribble their soccer balls 

with their feet (see Appendix N). 

 The Pirate’s Treasure storyboard, like all of the Mighty Kicks storyboards, are 

colorful, lively, and provide just enough visual information to keep the children engaged 

while the coach told the story, or explained the game. 

I use the storyboards a lot to introduce [games] to the younger kids.  I use the 

storyboard a lot because it helps grab their attention.  As the kids get older, I don't 

use it as much, but the young kids, I definitely use the story boards (IP#1). 

Games. The games are the key to the physical exercise offered to the children 

during a session.  The games are designed to be easy to learn, simple to play, get the 

children to run and move, and most of all, fun.  Mr. Vercollone said: “We have to keep 

[the children] moving, and active, and safe, and having a great time.  So we do that with a 

really creative, fun, age-appropriate curriculum where they’re always moving.”  He 

continued, “These games keep the kids moving around, and active, and having a great 

time.  So they’re really developing while having fun.  And they don’t even know that 

they’re improving their coordination, and their self-confidence, and motors skills.” 

 One of the interview participants described the importance of the games, and how 

a coach must present the game to the children eagerly waiting to play:  

We start with a warm-up game, which is always some version of running around 

like crazy.  We let them use their imagination, but essentially the warm-up game 

is run, run, run.  We pick three or four [games].  Again, the explanation has got to 
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be less than a minute long.  Then we’re playing the game.  The games are not 

yellow team versus red team, here’s one ball go kick it with other kids, that just 

won’t work well.  The games are sharks and minnows, or battleship, or some sort 

of game where everybody has their own ball.  Everybody is in motion, kicking 

their ball, playing [with] their ball the entire time.  There’s usually not winners 

and losers.  You’re never out or watching.  You’re always doing.  Then at the end, 

they all receive their sticker, which is a great reward for a young child as it turns 

out.  That’s the class (IP#3). 

The coaches are provided nearly 100 games to use (IP#3).  The weekly session, 

which always included a specific theme, suggested the game(s) to be played, but the 

choice was left to the discretion of the coach: 

Luke has highlighted the ones [games] that are more popular in his experience.  

Out of 50 games, if there's 10 that are really popular, most of our [coaches] 

probably gravitate to those 10, just because if they're already more popular, why 

risk doing one that's not that popular?  But, occasionally they'll sprinkle in a new 

game and mix it up. 

We don't hold our [coaches] to a strict curriculum where it says, do these 

games week one, do these games week two, because kids like to do the same 

games over again if they're fun.  They don't care if it's this week, next week, the 

week after.  Hopefully, our [coaches] are keeping it a little bit more flexible in 

terms of trying different games, but the way that you learn the games is really by 

reading the paragraph that describes the game, looking at the storyboard, and just 
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visualizing how it's going to play out.  It's very well put together from that 

standpoint that makes it very easy to train somebody (IP#2). 

 The coaches were encouraged to be flexible.  Even though all of the games 

distributed by Mr. Vercollone were found to be fun and effective, still, coaches had the 

freedom, and flexibility, to “come up with [their] own games that work” (IP#13). 

One interview participant provided a description of one of the games [a coach] 

modified, called Ice Monsters, used in a weekly session: 

The coach is the ice monster.  All of the kids are the snow soccer players, so 

they’re playing soccer up in the snow, and if the ice monster tags them, they 

freeze.  The way they can get unfrozen is if another one of their soccer friends 

comes over, kicks their soccer ball against their leg, breaks the ice, and they are 

free to run again, so that’s stage one of the game. 

Stage two of the game is, and this story actually accompanies this game, 

which is a lot of fun, and the kids get really into it, but you tell them a little story 

where they have to go find the magical wizard who’s going to teach them a spell 

to turn their soccer ball into a fireball.  And now this fireball can then help them 

fight back against the evil ice monster.  So, the second part of the game is where 

the kids now can kick their soccer ball, and hit the coach, the ice monster, and if 

they hit [the coach] with the fireball, it knocks the coach back [who] says, ‘Ouch!’  

That’s the greatest thing ever for these kids, to kick you with their soccer ball, and 

you say, ‘Ouch!’ 

That’s just an example of one of the games you would play.  We’ll start to 

wrap up, and clean up just a few minutes before the end of the session, get them 
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to pick everything up, bring them in, we give out stickers at the end of every 

session, and then bring them in for a team cheer, ‘I love soccer,’ and then we send 

them on their way (IP#13). 

Franchise Operations 

 Mr. Vercollone’s experience operating the Little Kicks business in Richmond, 

Va., combined with learning about franchising, and all the elements that go into running a 

successful franchise, became the foundation, and knowledge base, for him to help other 

individuals become successful Mighty Kicks franchisees.  All the franchisees follow the 

Mighty Kicks Operations Manual Mr. Vercollone created.  This single document detailed 

how the franchisee operated his or her business independently.  While each Mighty Kicks 

franchisee was assigned a specific, protected geographical territory, with the guarantee 

from Mr. Vercollone that no other franchise was allowed to be established within that 

area, the franchisee still dealt with local competition, marketing, economic factors, local 

laws and regulations, the area job market, and the demographic makeup. 

 Mr. Vercollone provided all the essential tools and resources for franchisees to 

become successful within their local territories.  As a self-motivated and hard-working 

individual, Mr. Vercollone can but only hope that every franchisee would be just as 

passionate, motivated, and dedicated as he was.  “Luke is a very organized, hardworking 

person.  He is a very creative business man” (IP#4). 

He's very motivational, and he uses great examples of what can be done, or could 

be done to be successful, and then it's really up to the franchisee to decide 

whether or not they want to follow in his footsteps, or blaze a different path 

(IP#2). 



LUKE VERCOLLONE AND MIGHTY KICKS  71 

Ever willing to help out the franchisees, Mr. Vercollone communicated with them on a 

regular basis. 

[I] talk with him all the time about the business and ideas when I have questions.  

He’s always right there, able and willing to help, which it seems to me goes above 

and beyond what a franchisor needs to supply.  I’m very grateful for that (IP#3). 

It was important for franchisees to know that Mr. Vercollone, and the Mighty Kicks 

brand, was ready to help them whenever the need arose. 

He also wrote a monthly newsletter, for the franchisees, keeping them informed of 

the previous months activities, latest news, upcoming events, changes in the curriculum 

or business practices, and oftentimes, shared best practices of franchisees, always 

motivating them to market, and persevere.  For example, in the January 2015 newsletter 

(see Appendix O), Mr. Vercollone provided information about new promotional 

products, lauded the “creativity and flexibility” of one of the franchisees for reimagining 

one of the games, praised another franchisee for being “honored by TWO local news 

stations for the great work and Program he has been delivering to his community,” and 

offered updates about new programs, and the online registration template. 

 Franchisee marketing. Mighty Kicks franchisees had access to a number of 

resources and tools to help them market their own local business to childcare centers.  

Mr. Vercollone designed several marketing documents and templates available only to 

franchisees who can access them in the private and secure section of the Mighty Kicks 

website.  For example, franchisees have explicit use of a colorful Mighty Kicks poster, 

created in digital format, which includes an empty white box where they can insert their 
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local franchise name, the start date, time of the program, and any other important or 

necessary information needed, then can print it out, and distribute (see Appendix P). 

 Marketing to childcare centers. The lifeblood of every Mighty Kicks franchisee 

is the childcare center, and the center director became the “sales person on the inside as a 

big advocate” (IP#2).   Mr. Vercollone designed a confidential 10-page Marketing 

Techniques document to help franchisees implement proven marketing concepts to 

acquire childcare centers as clients.  Here is an excerpt from that document: 

Marketing is the fuel for your business – Stay Hungry or Go Hungry!  It could be 

difficult to be motivated to do so since the fruit of your efforts is not gathered 

right away, but you must consider this significant time and effort as an 

investment. 

In this private, for franchisee-eyes-only document, Mr. Vercollone included proven 

marketing techniques gathered from his own experience, marketing books, resources on 

the internet, and methods used by his competitors. 

 Because this marketing document was private, Mr. Vercollone did not divulge the 

contents in its entirety, but shared a few concepts for this research to give readers a 

glimpse of his marketing program.  For example, Mr. Vercollone explained that no 

franchisee was able to avoid cold calling, which was approaching potential childcare 

center directors without having any prior communication or contact.  This was affirmed 

by one of the interview participants who said, “It starts with a cold call.  The best way to 

do that is basically knocking on the front door [of a childcare center]” (IP#2). 

 Mr. Vercollone created another document entitled, Presentation, Follow-up and 

Renewal, that helped franchisees communicate with new and existing clients.  In the 
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presentation section, Mr. Vercollone went into great detail about how to approach a 

center director for the first time, the information the franchisee needed ready at hand, 

what questions to ask, and the best ways to close the deal. 

I used to bring an iPad in, and go onto the [Mighty Kicks] website, and actually 

show them videos right then and there.  Being in sales and doing the Mighty 

Kicks franchise as a part-time business, I'm pretty good at selling, and very 

comfortable in front of people that I meet for the first time, and selling them the 

features, and the benefits of whatever product I'm selling (IP#2). 

In the follow-up section of the document, Mr. Vercollone emphasized 

“persistence and perseverance” in staying in contact with potential new center directors.  

The renewal section of the document was written with current clients in mind as a new 

season approached.  Mr. Vercollone did not underestimate the reality of competition, or a 

possible change in the administration, or ownership, at a childcare center, and guided 

franchisees in ways to retain existing clients.  He assured franchisees that “securing 

current centers for a new season is a lot easier than getting new ones.”  One interview 

participant concurred, “Most, 95% of the schools bring us back” (IP#1). 

Mr. Vercollone encouraged franchisee owners to dress appropriately, and to 

invest in their own Mighty Kicks apparel, in the least, a polo shirt, or jacket, with the 

Mighty Kicks logo, or insignia, on it, so “you stand out.”  Wearing noticeable and 

distinguishable Mighty Kicks apparel, and armed with a sales pitch and marketing 

brochures, the franchisee can approach any childcare center in their protected 

geographical territory.  “Luke has made up, over the years, brochures and flyers, and 
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value propositions that we can leave behind, and share with the customer.  Of course, we 

have business cards with email on it, and website on it” (IP#2).      

I do a lot of knocking on doors, and stopping in and introducing myself, and 

Mighty Kicks to the [childcare] program, or to the center director.  I think it's 

definitely a type of sell that is personality driven.  I think if center directors like 

you personally they're going to give you a shot.  It is a very competitive 

environment.  I walk out the door, there's another guy from [a competitor] coming 

right in (IP#1). 

 Mr. Vercollone suggested franchisees become familiar with, and use, social media 

sites such as Facebook or Twitter, where promotions, specials, and discounts could be 

listed.  Social media sites are also good for real-time updates such as when a program has 

to be cancelled, or when other timely information needed to be disseminated.  Mr. 

Vercollone said the key to social media, and all marketing in general, “is exposure.  The 

goal will be to get your name out there, gather contacts, market to the participants, and 

have them be involved with bringing Mighty Kicks to their center.” 

 Mr. Vercollone also encouraged the franchisees to hone their sales skills to 

become the best possible salesperson they can be.  For example, one of the documents 

shared with franchisees is the Top 50 Traits of Great Salespeople, in which trait number 

three reads: “GREAT salespeople listen more than they speak; they understand the 

customers’ needs and create custom solutions to meet those needs” (Cardone, 2012). 

 Another example of how Mr. Vercollone encouraged franchisees to become great 

marketers was by being motivated.  In a 12-page document he created entitled, 

Motivation, he captured dozens of quotes from leaders in business, world politics, 
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religion, sports, and academia, that are intended to inspire and energize franchisees.  For 

example, a few of the quotes listed include: 

 “Act as if everything depends on you – Pray as if everything depends on God.” – 

Aquinas 

 “If we don’t change our direction, we are likely to end up where we are heading.” 

– Chinese Proverb 

 “Learn from other people’s mistakes since we won’t be here long enough to make 

them all on our own.” – Mark Twain 

 Marketing to parents. Next to marketing to childcare center directors, marketing 

to parents was more difficult because they only drop off, and pick up, their child at the 

center.  “The challenge with this business is we oftentimes don't get to the end user, the 

parent, or the child” (IP#2).  Mr. Vercollone provided the franchisees with a marketing 

tool called, Promoting to Parents and Students, which reminded franchisees that “gaining 

the director’s support comes first.”  When a center director invited a Mighty Kicks 

program into their center, only then did the franchisee have access to parent, and child, 

information like names, home and email addresses, and telephone numbers.  Once 

established, it was easier to market to the parents of children by sending emails, letters, 

fliers, and postcards.   

While the mobile soccer program was designed to be offered at childcare centers 

with children aged 2-1/2 to 5, Mr. Vercollone also created programs for children as they 

got older.  Communicating with those parents provided potential future business in other 

Mighty Kicks programs, not necessarily associated with the child’s current one.  For 

example, one way this continued communication can take place was by acknowledging 
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the birthday of a child.  Mr. Vercollone provided a simple birthday certificate template 

that can be presented to a child, either personally, or in the case of a child who no longer 

attended the center, mailed to the child’s home (see Appendix Q).  “It's just constantly 

retouching base, reconnecting with center directors, parents, things of that nature, and 

trying to obtain business” (IP#1).   

 Training. Mr. Vercollone, or one of his designees, conducted an initial two-day 

training session for the franchisee at their location.  The major benefit of having Mr. 

Vercollone, or a representative, travel to the new Mighty Kicks location for the two-day 

training, was that on the second day, they can immediately go out to local childcare 

centers, and “see how it is done.”  It was then the duty and obligation of the franchisee to 

train their own hired coaches.  “The coaches are the face of the business,” said Mr. 

Vercollone, and as previously mentioned, he claimed it is not difficult to become a 

Mighty Kicks coach. 

Perhaps the most difficult part of becoming a Mighty Kicks coach was subjecting 

oneself to a background check.  Each coach must have completed and signed a Coaches 

Service Agreement (CSA).  The CSA is a legal contract made between the individual 

who will coach and the franchisee. 

 “There is no physical requirement, or even soccer skills required, but being in 

shape, and loving soccer will make the job more fun.  Mighty Kicks coaches, above all, 

must have fun” (IP#2).  Mr. Vercollone insisted if an individual was good with children, 

able to connect with them, have fun, and stay flexible, they can follow the storyboards 

and games, and become successful Mighty Kicks coaches.  He added, “time and 

experience will help coaches get better.” 
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 Competition. Perhaps the most daunting task of operating a Mighty Kicks 

business, next to marketing, was dealing with the competition. 

We have two soccer competitors.  We have [competitor number one], which is 

local, and then we have [competitor number two], which is national.  In our 

immediate area, [competitor number one] is much more ingrained than 

[competitor number two].  They're both more expensive than our program (IP#2). 

Mr. Vercollone knew [competitor number two] well, even going so far as to say, “We’ve 

built off of their successes…but our curriculum is superior.”  “They were always a leader 

in the market, and the industry, and a company I looked up to.”  It was the Mighty Kicks 

curriculum, and the lower program costs, that Mr. Vercollone believed are the two 

strongest selling points when marketing the Mighty Kicks mobile program, and 

competing with other similar businesses. 

 Mr. Vercollone produced a marketing tool for the franchisees to use comparing 

Mighty Kicks with another, similar national competitor.  In the Mighty Kicks Competitor 

Comparison document (see Appendix R), Mr. Vercollone focused on the strengths of the 

Mighty Kicks curriculum and offered the following analysis: 

 “Mighty Kicks emphasizes development and skill work within this framework 

while [the competitor] has a priority on entertainment.” 

 “The Mighty Kicks curriculum has been highly effective and thoroughly 

developed to benefit each specific age group.” 

 “Our unique Life Skills dynamic helps the children begin to grasp the importance 

of virtue and understand how they can develop these crucial character traits in and 

through sport.” 
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 “We provide great interactive resources for parents to continue our great lessons 

after the sessions are done.” 

 “The Mighty Kicks Program is high quality and always priced to compete in order 

to offer the greatest value.” 

 Another interview participant described dealing with a national competitor in this 

way: 

My territory is full of [a national competitor], so it's very tough defeating them 

because they're a very good program, too.  I have a tough time beating them, but 

it's a lot of typical business.  I come from a sales background, so it's a lot of time 

on the telephone.  It's a lot of time stopping in, and talking to people, and it's 

repetitive (IP#2). 

 Mr. Vercollone said that as “other businesses latch onto this concept…the 

franchisee [was] finding that their market was being saturated.  Even in Richmond we're 

getting a lot of new competitors still.  It's a popular concept now.” 

 Dealing with competitors was inevitable, so Mr. Vercollone continuously 

encouraged the franchisees to market, and promote the positive, value-added benefits of 

the Mighty Kicks program knowing full well that not every call or center visit can, or 

will, result in a sale.  One interview participant summarized the competitive nature of 

business this way: 

Well, life is competitive.  That’s one reason that we want young boys and girls to 

play sports in the first place, to learn to deal with it.  I deal with competition by 

being aware that it’s out there, and by never worrying about it.  What I can control 

is delivering the best possible product I can.  That’s what I focus on.  I’ve got 
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plenty of competition.  [This national competitor] was here before me, and had 

hundreds of centers.  There’s new competition all the time because it’s a lucrative 

field.  People are going to come in.  For me, to really fret about that is totally 

counterproductive.  Not that I’m worried. 

 Knock on wood, I’ve never lost a center that I’ve had, and I think that’s 

because my focus is on providing a really good service to the children in those 

centers.  As long as I do that, I think I’ll keep my centers.  Then I’ll slowly add on 

others, either who come to me, or who I bump into (IP#3). 

Feedback and testimonials. Mr. Vercollone relied on feedback for the Mighty 

Kicks program from franchisees, coaches, center directors, and parents.  As for the 

program, center directors, and parents, they are given the opportunity to offer feedback 

after a season was completed.  The Mighty Kicks website provided a number of 

testimonials from center directors and parents, offering their personal evaluation and 

feedback of their experience with the program (Vercollone, 2015).  Here is a sampling of 

some of the comments: 

It has been great having your program here at Cartwheels.  My daughter enjoys 

soccer, loved the class, and keeps asking me when it is starting up again.  You run 

a great program and it has been a pleasure working with you. – Christy P., Child 

Care Owner 

“I just wanted to let you know how much Slater and Alexander are enjoying 

soccer with you.  On the way to school Tuesday morning Slater told me, ‘I wanna play 

with Lukie Coach.’  You're making an impact!!  Keep up the great work!!” – Susan, 

Parent 
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Luke, I can't say enough good things about Aidan's experience with the Mighty 

Kicks Program.  The coaches are super with the kids and their love for soccer is 

readily apparent.  As a family, we are hooked on soccer now!  My other two 

children play; my oldest will try out next year.  Keep up the great program! – MJ 

Keatts, parent and teacher 

Thought I would take this opportunity to say that we have been very impressed 

with the Mighty Kicks Program.  Our son participated at Promises last spring and 

fall, learned a lot, had a blast, and fell in love with soccer like his daddy.  The 

coaches were excellent with the kids.  We've been raving about the program to 

our friends with preschoolers.  Thanks for such a great program! – Kevin, Parent 

Mighty Kicks offers a wonderful soccer experience for preschool children.  Their 

exercises help build skills in creative and fun ways.  The instructors are patient, 

kind, and effective leaders of the group who obviously understand how to work 

with children.  Here at the Cedarhouse we offer several extra-curricular programs 

each spring and fall and I can easily say that Mighty Kicks is among the best 

programs I have seen. – Elizabeth, Child Care Owner 

 Mr. Vercollone also relied on feedback from his coaches and franchisee owners.  

He used some of those comments in his marketing material to prospective franchisee 

owners.  Here are a few comments found on the Franchise Information page of the 

website (Vercollone, 2015): 

Owning a Mighty Kicks Franchise has been extremely rewarding for me.  After 

years making a living away from soccer, I am very fortunate to provide for my 
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family through the sport I love.  The Mighty Kicks Program and business model 

has exceeded my high expectations. – Sam, Pittsburgh Franchisee 

As a new start-up business, I have been very pleased with the support offered by 

the Franchisor.  I am in contact with Luke multiple times each week.  The team of 

franchisees, GM, and Administrator have all been very supportive and helpful.  

My market has decent competition, but due to the high quality Mighty Kicks 

Program and my efforts, I have been able to build a solid business amid the 

challenges. – Steve Miller, East Central PA Franchisee 

Mighty Kicks has been a solid and enjoyable investment for me.  Although I have 

a full time job, my love for kids and soccer, along with this great concept, led me 

to be a Mighty Kicks Franchisee.  I couldn't be happier with Mighty Kicks and 

how it has allowed me to give back to the community through the sport I love. – 

Ron, Mighty Kicks Southern N.J. 

I have always wanted to run my own soccer business.  I did a lot of research to 

find the best way to start.  I visited two other businesses similar to Mighty Kicks 

and found out that Mighty Kicks offered a much higher value than the other 

options and I've been very pleased with the Program and the growth potential.  

Within the next two years I will be fulfilling my goal of leaving my other job and 

making a career in soccer full-time. – Patrick, Baltimore Franchisee 

According to Mr. Vercollone, these testimonials provided potential franchisees 

the opportunity to first, read what a current franchisee had to say, and second, if the 

prospective individual chose, he or she could get in contact with them. 
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Here was another interview participant’s comment about the feedback received 

from teaching sessions: 

Some of these parents would come out, and it’s been overwhelmingly positive, 

and the one thing I’ve heard the most is just, from the parent is, ‘Oh, are you [the 

coach]?  Oh, she wakes up talking about soccer with [the coach],’ and the first 

time I heard that it made me realize a little bit that to these kids, you’re not even 

so much a real person.  You’re just this larger-than-life character that comes in, 

and you get to have this fun 30-minute soccer session (IP#13). 

 Future. Mr. Vercollone was enthusiastic and positive when asked what he 

thought the future held for Mighty Kicks: 

We’ve developed an advanced program which includes older age groups which 

our franchisees appreciate, which is good, and then also staying within our brand, 

our specific niche is introductory soccer for one, but also life skills, and character 

development, so we can expand that. 

He added: 

I allow the franchisees a lot of flexibility.  They can do youth soccer clubs, travel 

programs, but that’s not my expertise, I allow them to head in that direction if they want. 

We offer a proven business model, and I’m not trying to get too watered down, 

and focused in a million different directions.  I’m trying to focus on what we do 

well, and better, in that specific niche, and provide as much quality for that on that 

curriculum, and those marketing methods, and adding value wherever I can to our 

proven systems already, and then occasionally adding other programs. 
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I hope for Mighty Kicks to be the name, and brand for introductory mobile 

soccer, and life skill soccer programs throughout the country.  So, in five years, I 

hope to have 100 franchisees doing well, and expanding the name, and 

influencing kids, and helping these kids to become stronger characters, and better 

equipped for the challenges that life throws at them.  The stronger character that 

they have, the more successful they’ll be in the long run. 

Summary 

Chapter 4 reported findings that attempted to answer the overarching research 

question, “How did professional minor league soccer player Mr. Luke Vercollone 

transform a part-time instructional soccer coaching business into a national franchise?”  

The findings included in-depth interviews and communication with Mr. Vercollone, and 

14 other interview participants who knew him well.  Other data were gleaned from news 

articles, artifacts, and public and private documents and records found on the Mighty 

Kicks website, including the private franchisee section where a username and password 

are required for access.  Mr. Vercollone gave permission for some of this private 

information to be documented for this dissertation. 

The findings highlighted Mr. Vercollone’s background, personal life, education, 

and soccer history.  He believed motivation and discipline were his two strongest 

characteristics.  Interview participants agreed with him, and added several other traits, 

such as his being competitive, caring, hardworking, spiritual, focused, and patient.  He 

started playing soccer at an early age, and continued playing through high school, and 

into college as a walk-on player for Seton Hall University.  After graduating from 

college, he was drafted into the MLS by the New England Revolution.  Mr. Vercollone 
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eventually played for two professional minor league soccer teams: Charleston Battery, 

Charleston, S.C., and the Richmond Kickers, Richmond, Va. 

It was during his time with the Richmond Kickers, beginning in January 2008, 

that Mr. Vercollone started a part-time instructional soccer business coaching young 

children one-on-one or in small groups.  He started this coaching business to provide for 

his family financially.  Offered the opportunity to run a summer camp at a childcare 

center his wife worked at, Mr. Vercollone developed the idea of a mobile soccer 

program, with a unique age-appropriate curriculum that not only taught the fundamentals 

of soccer to young children aged 2-1/2 to 5, but included life skills, coordination, 

character, and confidence lessons as well.  He then canvassed local childcare centers in 

the Richmond, Va., area offering to run an eight-week program in the fall and spring, 

paid for by the children’s parents.  The success of this venture, a business named Little 

Kicks, prompted Mr. Vercollone to franchise the business model, and started Mighty 

Kicks Franchising, LLC, in 2010, selling his first eight franchises by the end of 2012.  
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CHAPTER 5: INTRODUCTION, DISCUSSION, CONCLUSIONS, AND 

RECOMMENDATIONS FOR FUTURE STUDIES 

Introduction 

 Chapter 5 summarizes the research study, presents a discussion, offers 

conclusions of the findings from Chapter 4, and presents recommendations for future 

research.  This study will add to the sparse literature about professional minor league 

athletes, in particular, how Mr. Vercollone formed a national franchise starting with a 

part-time instructional soccer coaching business. 

 Five themes emerged from in-depth interviews with Mr. Vercollone, and 14 

interview participants who knew him well, that are attributed to Mr. Vercollone’s 

success: his personality, background, and experience; the responsibility he had to provide 

for his family financially; the development of an in-school mobile soccer program; the 

design of a unique age-appropriate soccer instruction curriculum for children aged 2-1/2 

to 5; and a comprehensive support system for franchisees. 

 Two recommendations for future research are suggested: conduct an empirical 

study about professional minor league athletes who started their own businesses to 

validate the findings from this research; and using the Five-Factor Model (FFM) of 

personality, compare and contrast the personality traits of professional minor league 

athletes who started their own businesses. 

Purpose of the Study 

 The purpose of this single, holistic case study was to explain the key factors, 

process, and journey of how professional minor league soccer player Mr. Vercollone 

transformed a part-time instructional soccer coaching business into a national franchise.  
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The way in which Mr. Vercollone accomplished this was through his background, 

personality, and experience with soccer and business; the responsibility he had to provide 

for his family financially as a professional minor league soccer player given a seasonal 

and limited income; the business model he developed for an in-school mobile soccer 

program; the design of a unique age-appropriate soccer instruction curriculum for 

children aged 2-1/2 to 5; and a comprehensive support system for franchisees. 

Aim of the Study 

The aim of this study was to research and explain how professional minor league 

athlete Mr. Vercollone transformed a part-time instructional soccer coaching business 

into a national franchise, Mighty Kicks Franchising, LLC. 

Overview of Methodology 

This research employed a single case study methodology.  The qualitative nature 

of this dissertation described how a single individual, professional minor league athlete 

Mr. Vercollone transformed a part-time instructional soccer coaching business into a 

national franchise, Mighty Kicks Franchising, LLC.  This case study, of an individual and 

entity, was bounded by time and place.  The central case timeframe began in January 

2008, when Mr. Vercollone started a part-time instructional soccer coaching business in 

the Richmond, Va., area; it continued through his early franchising success by the end of 

2012, after he had sold his first eight franchises. 

The intrinsic and holistic nature of the case covered the history, events, and 

activities pertinent to founder Mr. Vercollone, and delved into his personal life, 

background, education, professional soccer career, and business aspirations.  Using 

process tracing, the case was presented chronologically.  The primary data sources were 
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in-depth interviews with Mr. Vercollone, and 14 other individuals who knew him well, 

that included family, friends, coaches, teammates, business associates, and franchisees.  

The number of interview participants was determined by data saturation.  Other data 

resources used were found in public and private documents, archival records, and 

artifacts.  The Mighty Kicks website (http://www.mightykicks.net), provided both public 

and private data, as the private information was distributed to the Mighty Kicks 

franchisees.  While not statistically generalizable, this case study provided an analysis, 

and insight, into similar situations showing what worked, what was achieved, and what 

issues, or challenges, were encountered in the startup and early success of a franchise. 

A final note on the methodology, in particular with respect to the researcher, 

focused on bracketing, and the ethical concerns, because the researcher has known Mr. 

Vercollone since 2002.  The researcher conducted all interviews, and wrote the narrative, 

with the utmost objectivity possible, to document an unbiased study. 

Discussion 

The overarching research question asked: how did professional minor league 

athlete Mr. Vercollone transform a part-time instructional soccer coaching business into a 

national franchise? 

Five themes emerged from the data attributed to Mr. Vercollone’s success: his 

personality, background, and experience; the responsibility he had to provide for his 

family financially; the development of an in-school mobile soccer program; the design of 

a unique age-appropriate soccer instruction curriculum for children aged 2-1/2 to 5; and a 

comprehensive support system for franchisees. 
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Theme 1: Mr. Vercollone’s Background, Personality, and Experience 

Mr. Vercollone was one of eleven children, and according to one interview 

participant, had a temperamental disposition as a young boy (IP#5).  The other 14 

interview participants shared their perception, experience, and interaction with him.  Each 

interview participant was asked to describe his personality characteristics, and if they 

could identify anything in these traits that would point to his business success.  While 

there was no consensus among the participants, six characteristics stood out among a list 

of 24 charted: competitive, caring, hardworking, spiritual, focused, and patient (see 

Figure 1).  Mr. Vercollone considered motivation and discipline his two strongest 

characteristics.  Motivation to achieve was a predominant characteristic in successful 

entrepreneurial business owners (Ayala Calvo, & Manzano García, 2010; Cooper, & 

Dunkelberg, 1986).  One cannot conclude that if an individual possessed all eight of these 

traits combined, he or she would necessarily experience business success.  Yet, these 

characteristics have afforded Mr. Vercollone business success. 

The Five-Factor Model (FFM) of personality traits is an inventory that rates an 

individual according to five fundamental personality traits or characteristics: 

extraversion, agreeableness, conscientiousness, neuroticism, and openness (McCrae & 

John, 1992).  Each of the five traits include a subset of other qualities an individual 

possesses.  Based on the 14 interview participants description of Mr. Vercollone’s 

personality traits, he likely would be rated relatively high in the extraversion 

(competitiveness, energy, and enthusiasm), conscientiousness (ethical, disciplined, and 

orderly), and agreeableness (caring, compassion, and modest) traits, average in openness 

(imaginative, insightful, and curious), and relatively low in neuroticism (anxious, self-
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defeating, and unstable).  These projections can be compared to Mr. Vercollone’s actual 

FFM results which he participated in an online inventory on March 19, 2015.  He scored 

relatively high in extraversion (34), agreeableness (32), and conscientiousness (47), 

average in openness (25), and relatively low in neuroticism (8) (Buchanan, n.d.).  These 

ratings are based on individuals participating in the same test with a relatively high rating 

meaning they are in the top 30% of all individuals who participated, relatively low in the 

bottom 30%, and an average rating somewhere in the middle (Buchanan, Johnson, & 

Goldberg, 2005).  It is not surprising to see that the 14 interview participant’s analysis of 

Mr. Vercollone’s personality traits precisely matched his actual results. 

Mr. Vercollone’s FFM score could be compared to other professional minor 

league athletes who journeyed a similar business path as him.   Further research could be 

conducted to test a hypothesis, for example, that the extraversion, conscientiousness, and 

agreeableness personality traits are prevalent in professional minor league athletes who 

transformed a part-time business into a national franchise, or simply started a business in 

the sport they play as did Mr. Vercollone. 

Mr. Vercollone believed his motivation and discipline were essential to helping 

him in all aspects of his life.  The evidence from the interview data concurs: 

“He’s very motivational” (IP#2). 

“He’s always right there able and willing to help, which it seems to me goes 

above and beyond what a franchisor needs to supply” (IP#3). 

“[H]e's just so self-motivated” (IP#8). 

[Mr. Vercollone is] “very driven, very focused, motivated” (IP#10). 

“I'd say he's a good motivator” (IP#12). 
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“As with most athletes, the discipline in training often translates to discipline in 

duties, and tasks that are demanding from businesses.  Combined with this discipline, the 

ambition of competition, Luke has a natural drive for success” (IP#6). 

“He is very disciplined.  He is great at making lists.  He's amazing at writing 

down his goals, and how he's going to achieve them” (IP#8). 

“It's just incredible to watch him come up with a goal, and really be disciplined 

with his practices to achieving that goal” (IP#8). 

“There is always a question, say in this case here, [Mr. Vercollone] played soccer. 

Is soccer a science, or an art?  And it's both.  The art side is the talent side, and the 

science is the dedication, the discipline, like the mechanics” (IP#11). 

The other six higher-rated characteristics mentioned above add to Mr. 

Vercollone’s personal assessment.  He was an extremely competitive individual, and 

whether in sports or in business, to be successful, an individual competed against others 

to win, to be first, or be the best, and strategically navigated the sports or business field 

facing other skilled and capable opponents. 

“He’s both competitive, and yet really honest” (IP#3). 

“Luke is a very talented, competitive, and caring soccer player” (IP#4). 

One interview participant, when asked, “What factors would you say contributed to 

Luke's success?” provided the following assessment: 

Passion.  Drive.  Focus.  Competitiveness.  And these all translate into business.  

They're evident on the field, and the field is just a microcosm of life.  And then 

you bring in that whole piece on perseverance.  Fortitude.  And then, underlying 
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everything he's had to survive, the survival mentality.  He has to make money to 

support his family (IP#5). 

During the literature review phase, there was no indication, or reference made 

about spirituality, faith, or religion in connection with the research question.  Neither was 

there any questions alluding to or referencing this theme during the interview process 

with Mr. Vercollone or any of the 14 interview participants.  Yet, Mr. Vercollone, and 

nine interview participants, mentioned this theme, faith/spirituality, as an important part 

of his everyday life.  Mr. Vercollone’s faith was a significant aspect of who he is as a 

person, and affected his interactions with everyone, regardless of the scenario, be it with 

family, friends, soccer, business associates, or whomever (Thierfelder, 2011).  His daily 

prayer life was important, as well as Sunday Mass, and he was always determined to be, 

as he said, “a witness” to others, not necessarily to proselytize, but to practice what he 

believed.  Mr. Vercollone strove to be an authentic Christian man, and desired to share 

his faith with others by his actions and words. 

Perhaps the spiritual aspect of Mr. Vercollone’s life explained why others 

characterized him as caring and patient as well.  Whether talking about his wife, children, 

family, teammates, business associates, or franchisees, Mr. Vercollone cared deeply 

about their welfare, and his relationship with them.  He cared about the success of each 

individual franchisee as a fellow business owner, and as another person in the world 

trying to make a living: “I see myself as an equal.  I run a territory, and I’m trying to 

share my experience, and help them to succeed.” 

From an early age, Mr. Vercollone “had a hard time focusing on one particular 

sport to concentrate on, because he played everything, and he was good at everything” 



LUKE VERCOLLONE AND MIGHTY KICKS  92 

(IP#5).  In high school, he focused on soccer and wrestling, having earned regional and 

state honors in wrestling.  After high school, as a walk-on player at Seton Hall 

University, South Orange, N.J., he played on the men’s soccer team for four years, and 

graduated with a bachelor’s degree in Sports Management.  Ultimately, Mr. Vercollone 

merged his sports management degree with his entrepreneurial bent to form a successful 

national franchise (Ratten, 2011). 

Mr. Vercollone was a hardworking individual in everything he did.  Throughout 

high school, in college, playing as a professional, on and off the playing field, whether in 

sports, academics, play, or work, he was enthusiastic, energetic, and intensely focused on 

the task at hand.  This characteristic was made abundantly evident by the interview 

participants, one who said he has an “eternal optimism and confidence that hard work 

will pay off” (IP#6). 

The college soccer experience, and time spent playing with the Cape Cod 

Crusaders of the United Soccer League (USL) Premier Development League (PDL) 

paved the way for Mr. Vercollone to reach a childhood dream: to play soccer 

professionally.  This lofty goal was something many young athletes aspire (Kasper, 

2001).  Drafted by the MLS New England Revolution, Mr. Vercollone played only two 

years on their developmental team seeing very little game time.  He was contracted with 

the Charleston Battery, Charleston, S.C., and played two years for them.  It was Mr. 

Vercollone’s time with the Richmond Kickers, Richmond, Va., when he started his first 

business venture in January 2008. 

Armed with a college degree in Sports Management, playing soccer 

professionally, albeit in the minor leagues, and on the verge of being married in March 



LUKE VERCOLLONE AND MIGHTY KICKS  93 

2008, Mr. Vercollone reasoned that his seasonal soccer salary needed to be supplemented 

to provide for his family financially. 

Theme 2: The Responsibility to Provide for His Family Financially 

When Mr. Vercollone signed with the Richmond Kickers in January 2008, he 

moved into the area to continue his professional soccer career with his new team.  

Already engaged, with a wedding date set for March 28, 2008, in Fort Collins, Colo., Mr. 

Vercollone decided to coach children on a part-time basis: 

My motivation and focus was more on providing for my family.  So, to be able to 

continue to play was kind of like a bonus, but now the priority was, ‘How am I 

going to provide [for my family]?’  Fortunately, I was able to develop this 

business where I can do what I’m passionate about, and make a career out of it, 

and continue to play professionally.  

 Mr. Vercollone took seriously his responsibility to provide for his family.  He 

wanted supplemental work in soccer that would be financially beneficial for his family.  

This kind of responsible and engaged determination, documented in a phenomenological 

study of entrepreneurs in business startups, concluded, in part, that entrepreneurs 

experienced their journey in a personal way, and simultaneously tested and leveraged 

their strengths, attitude, values, assumptions, and beliefs in the process (Bann, 2009). 

Mr. Vercollone’s determination and responsibility to provide for his family 

resulted in his first business, Corban Soccer Academy, a part-time instructional soccer 

coaching business that ultimately led to the formation of a national franchise.  This 

reasoned action, and plan to start his own business, correlated with other individuals who 

wanted to be self-employed, even though Mr. Vercollone’s intention was to start a part-
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time business (Kolvereid & Isaksen, 2006).  Mr. Vercollone chose the name, Corban, 

from a bible verse which means, dedicated to God (Mark 7:11).  Using the word Corban 

was very much in keeping with the genuineness and practice of his faith. 

 Corban Soccer Academy allowed Mr. Vercollone to start a business in the sport 

he played.  With a clientele of 15-20 students, most of whom he coached on a weekly 

basis either after school or on the weekend, he supplemented his professional minor 

league salary with the money earned. 

 While Mr. Vercollone was training with the Richmond Kickers, and coaching 

students part-time in the spring of 2008, his newlywed wife, Andrea, took a job at a 

childcare center in the Richmond area.  Mr. Vercollone was asked to run a summer 

(2008) soccer camp program at the center, for which he was compensated.  It was that 

summer camp experience that became his “aha” moment for the concept of a mobile 

soccer program, one he could promote to other childcare centers.  He would use his 

coaching skills and experience to instruct children aged 2-1/2 to 5. 

Theme 3: A Business Model for a Mobile Soccer Program 

Mr. Vercollone readily admitted that he admired, and used ideas from other 

competing companies which had already established themselves in the children’s soccer 

instruction market.  Jackson (2012) recommended “stealing” other successful businesses 

ideas because the vast majority of a competitor’s business strategy was public 

information anyway. 

When Mr. Vercollone coached the young children in the summer of 2008, at the 

childcare center where his wife worked, he offered to deliver a more substantial program, 

eight weeks in length, starting in early fall, and then again in the spring.  The program 
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was paid for by the parents of the children who registered directly with Mr. Vercollone.  

From this one childcare center, he canvassed 30 other local childcare centers within a 

five-mile radius in the Richmond, Va., area, eventually getting three or four to allow him 

to offer his mobile soccer program as an elective activity for the children. 

The concept was quite simple: get at least six or seven children to register at one 

childcare center, to make it financially feasible, and coach one 30-minute session each 

week for eight weeks.  Mr. Vercollone would carry a bag filled with soccer balls, cones, a 

small collapsible soccer net, storyboards, class roster, and most importantly, his energy 

and enthusiasm to teach the fundamentals of soccer to children aged 2-1/2 to 5. 

What made the Little Kicks, and eventually, Mighty Kicks, program so successful 

was not the fact that it was an in-school mobile program, easy to run, or had growth 

potential, they were all positive contributing factors, but the key ingredient, the factor that 

Mr. Vercollone believed set his franchise apart from others, was the unique curriculum. 

Theme 4: A Unique Age-Appropriate Soccer Instruction Curriculum 

The original Mighty Kicks mobile soccer program curriculum was designed and 

developed by Mr. Vercollone over the course of two years, as he said, “through trial and 

error.”  Like the concept of the mobile soccer program itself, Mr. Vercollone used his 

past experience, and borrowed ideas from others: competitors, friends, books he read, and 

information from the internet.  The unique aspect of the Mighty Kicks curriculum was 

that it included the development of cognitive and social skills, infused within teaching the 

fundamentals of soccer to the children aged 2-1/2 to 5.  This was accomplished with the 

inclusion of 12 life skills (see Appendix B), and an accompanying child-sized soccer ball, 

storyboards, and games, focusing specifically on coordination, character, and confidence. 
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Each weekly session was planned to teach a different life skill using stories and 

games to get the children thinking and moving.  Like other sports, soccer is a game with 

rules and strategy.  It is also a competitive, social, and physical activity.  Vigorous 

activities, like playing soccer and tag, promoted greater development of agility and 

reaction speed in children using their whole body as compared to more sedentary 

activities like playing house (Miyaguchi, Demura, Sugiura, Uchiyama, & Noda, 2013). 

The Mighty Kicks curriculum downplayed the competitive aspect of the sport; the 

focus was on teaching the fundamentals of the game.  For example, you cannot use your 

hands.  It was also designed to instill positive values in the children through its infusion 

of 12 life skills through storytelling.  It also helped children develop healthy social 

interaction, character development, and motor skill development with fun games.  The 

research of Keiner, Sander, Wirth, and Schmidtbleicher (2013) recognized that physical 

training and activity, genetics, and social factors, such as being in a group setting like a 

Mighty Kicks class, increased overall motor skill development in children compared to 

children who are less active or less interactive.  Mr. Vercollone provided additional 

material, handouts and activities, for parents to use at home to reinforce the lessons the 

children were taught during the class instruction. 

The use of storyboards was used to teach the 12 life skills, games, and lessons of 

the day.  The simple, yet colorful storyboards are static images that allow the children to 

use their imaginations as the coach explained the life skill, game, or activity.  Khacharem, 

Spanjers, Zoudji, Kalyuga, and Ripoll (2013) showed that using instructional animation 

videos, instead of static images, to teach games, or specific soccer skills to players in 
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training, provided players with a better visual example of expectations.  This would be 

something for Mr. Vercollone to investigate further.   

Theme 5: A Comprehensive Support System for Franchisees 

 The final theme that emerged from the research data was a comprehensive support 

system for franchisees.  In an Australian study of individuals interested in buying a 

franchise, two major concerns were reported: the provision for initial training, and 

ongoing support from the franchisor (Bennett, Frazer, & Weaven, 2010).  Mr. Vercollone 

provided two full days of initial training at the local site of the franchisee.  The franchisee 

received an operations manual which included every aspect of operating the business, 

from initial setup, marketing, managing, finding, hiring, and training coaches, and day-to-

day operations of a Mighty Kicks franchise.  The operations manual can also be retrieved 

from the private and secure franchisee section of the Mighty Kicks website.  

 Strategic resources like branding, operational routines, regular feedback, and 

collaborative communication between franchisor and franchisee, strengthen the support 

system for the franchisee (Meek, Davis-Sramek, Baucus, & Germain, 2011; Michael & 

Combs, 2008).  As the Mighty Kicks brand developed from its initial startup through the 

sale of its first eight franchises in 2012, Mr. Vercollone continued to personally interact 

with, and assist, each franchisee discuss, troubleshoot, brainstorm, and resolve business 

and marketing strategies, soccer curriculum, and daily operational concerns whenever 

needed.  Through a monthly newsletter, all franchisees received the latest news, 

information about upcoming events, changes in the curriculum, and sharing of best 

practices between franchisees.  The newsletter was always encouraging and motivational.  
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The depth and breadth of Mr. Vercollone’s support and commitment to each franchisee 

was more akin to a personal relationship than a business one. 

Ever the marketer, Mr. Vercollone wanted prospective franchisees to know this: 

‘I think we have the greatest value.  As a new franchise, we are eager to bring on 

quality franchisees.  If a candidate is interested in sports, in kids, and in business, 

this is a great investment.’  Luke says this is an ‘unbeatable value with a great 

investment opportunity’ (Quinn, 2012). 

 The relationship between the franchisor and franchisee can be shown by the level 

of support the franchisor provided the franchisee, and the performance level of the 

franchisee (see Figure 5) (Simcik, 2011).  The support by the franchisor consisted in its 

level of initial training, ongoing support, communication, and response rate provided 

when franchisees experienced problems, or needed help.  The performance by a 

franchisee was measured by its marketing, sales, and service.  The franchisor and 

franchisee relationship can be classified in four distinct ways.  

First, the optimal relationship between the two, considered healthy and connected, 

existed when there was a high level of support provided by the franchisor, and a high 

performance level of the franchisee.  The second relationship, the least desirable one, was 

classified as unhealthy and disconnected.  This relationship existed when the franchisor 

provided little or no support, and the franchisees’ performance was poor.  The third 

relationship, an unhealthy but connected one, occurred when the performance of the 

franchisee was low, while the franchisor provided a high level of support.  The last 

relationship, a healthy but disconnected one, occurred when the franchisee had a high 

level of performance, while the franchisor had a low level of support. 
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Figure 5. The franchisor/franchisee relationship.  Created from Simcik (2011) article. 

Conclusions 

The findings from Chapter 4 explained the key factors that contributed to Mr. 

Vercollone’s success in transforming a part-time instructional soccer coaching business 

into a national franchise.  The findings suggested five themes attributed to Mr. 

Vercollone’s success: his personality, background, and experience; the responsibility he 

had to provide for his family financially; the development of an in-school mobile soccer 

program; the design of a unique age-appropriate soccer instruction curriculum for 

children aged 2-1/2 to 5; and a comprehensive support system for franchisees. 

The process Mr. Vercollone journeyed to form a successful national franchise did 

not start with a preconceived plan to franchise his Little Kicks mobile soccer program.  

This idea evolved over a two year time period, from 2008 through 2010, when his Little 
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Kicks program in Richmond, Va., accumulated nearly 40 child care centers and 

registered 2,500 children.  The process started when Mr. Vercollone realized his 

professional minor league soccer salary would not be sufficient to provide for his family 

financially.  He started to think of ways he could supplement the seasonal paycheck he 

received from the Richmond Kickers.  His first business venture was a successful part-

time instructional soccer business coaching young children one-on-one, or in small 

groups, after school, and on weekends.  But the key moment, the “aha” moment, to focus 

on teaching soccer to young children at childcare centers came about after he was asked 

to run a summer soccer program at a childcare center in Richmond, Va., where his wife 

Andrea worked.  It was from that experience, in the summer of 2008, that Mr. Vercollone 

then offered to run an eight-week soccer program in the fall, for the same center, to which 

the center director agreed.  Mr. Vercollone named this newly formed business Little 

Kicks, derived from his affiliation with his professional team, the Richmond Kickers.  In 

essence, he used his coaching experience and transferred it to teaching younger children. 

 Mr. Vercollone designed a unique age-appropriate curriculum that not only 

taught the fundamentals of soccer, but also included lessons on 12 life skills, 

coordination, character-building, and confidence, taught through stories and games.  With 

the success at this one childcare center, Mr. Vercollone realized he could offer a similar 

program to other childcare centers in the local Richmond, Va., area.  Thus was born the 

idea of an in-school mobile soccer program.  This concept fit in perfectly with his soccer 

and family schedules as all the classes were held during the day when he was free. 

The development of the business model for the mobile soccer program came 

about for Mr. Vercollone from several sources: his personal soccer and coaching 
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experience, and reading books about child development; concepts he borrowed from 

other competitors with similar businesses; information he gathered from family and 

friends; and trial and error.  With the success of his Little Kicks business, Mr. Vercollone 

franchised the concept in 2010, and sold his first eight franchises in 2012, under its new 

name, Mighty Kicks Franchising, LLC, or Mighty Kicks. 

A significant aspect of a successful franchise was for the franchisor to be able 

provide excellent support.  Mr. Vercollone provided comprehensive and personal support 

to each franchisee.  From the initial two-day training, the distribution of a detailed 

operations manual, strategic resources like its national brand and marketing tools, and a 

monthly informative and motivational newsletter, Mr. Vercollone assured each franchisee 

that they were important and mattered.  The success of an individual franchisee reflected 

the overall success of Mr. Vercollone and Mighty Kicks. 

Recommendations for Future Studies 

This research was limited in its ability to make any generalizations because it was 

based on a single case (N=1).  No studies were found that focused on professional minor 

league athletes who started a business franchise in the sport they played.  One 

recommendation would be to conduct an empirical study of other professional minor 

league athletes who started a business in the sport they played to see if any, or all, of the 

themes that emerged in this study could be validated. 

A second recommendation for future study could focus specifically on personality 

traits of professional minor league athletes who started their own businesses.  There are 

several research studies about personality traits of individuals from various backgrounds, 

including, athletes in general (Malinauskas, Dumciene, Mamkus, & Venckunas, 2014; 
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Mihăilescu & Cucui, 2014; Nia & Besharat, 2010), entrepreneurs (Ahmadkhani, 

Paknezhad, & Nazari, 2012; Muller & Gappisch, 2005; Robinson, 2014), people in 

business (Gardner, Reithel, Cogliser, Walumbwa, & Foley, 2012; Hawass, 2012; Ünsar 

& Karalar, 2014), educators (Nawi, Redzuan, & Hamsan, 2012; Rushton, Morgan, & 

Richard, 2007), and scientists (Busse & Mansfield, 1984; Lounsbury et al., 2012), to 

name a few.  There were no studies found regarding professional minor league athletes in 

particular.  Compiling data using the FFM of personality would add to the body of 

literature for both professional minor league athletes, and studies on personality traits. 

Summary 

 Chapter 5 presented a summary of the case study, discussion, conclusions, and 

recommendations for future research.  The overarching research question asked: “How 

did professional minor league athlete Mr. Luke Vercollone transform a part-time 

instructional soccer coaching business into a national franchise?”  The findings resulted 

in five themes considered the key contributing factors attributed to Mr. Vercollone’s 

success: his personality, background, and experience; the responsibility he had to provide 

for his family financially; the development of an in-school mobile soccer program; the 

design of a unique age-appropriate soccer instruction curriculum for children aged 2-1/2 

to 5; and a comprehensive support system for franchisees. 

 This study added to the literature of how a professional minor league athlete 

formed a national franchise from a part-time business.  Recommendations for future 

research include conducting an empirical study, and a personality traits inventory using 

the FFM of personality, to compare and contrast professional minor league athletes who 

started their own businesses, adding to the sparse amount of literature on the subject.  
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Appendix A  

Little Kicks Cartoon Caricature Logo 
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Appendix B  

Mighty Kicks Soccer Ball 

 

 

12 Life Skills 

1. Have Confidence 

2. Respect Others 

3. Positive Attitude 

4. Share 

5. Play Fair 

6. Be Kind 

7. Listen 

8. Be Honest 

9. Try Hard 

10. Have Fun 

11. Be Brave 

12. Work Together  
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Appendix C  

Mighty Kicks Logos 

 

 

Figure C1. Original Mighty Kicks logo from 2008 to 2012. 

 

 

Figure C2. Mighty Kicks horizontal logo 2013 to present. 

 

 

Figure C3. Mighty Kicks vertical logo 2013 to present.  
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Appendix D  

Mighty Kicks Two-letter Logo 
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Appendix E  

Franchise Disclosure Document Categories 

1. The Franchisor, Its Predecessor’s and Affiliates 

2. Business Experience 

3. Litigation 

4. Bankruptcy 

5. Initial Franchise Fee 

6. Other Fees 

7. Initial Investment 

8. Restrictions on Sources of Products 

9. Franchisee's Obligations 

10. Financing 

11. Franchisor's Obligations 

12. Territory 

13. Trademarks 

14. Patents, Copyrights, and Proprietary Information 

15. Obligation to Participate in the Actual Operation of the Franchised Business 

16. Restrictions on What the Franchisee May Sell 

17. Renewal, Termination, Transfer, and Dispute Resolution 

18. Public Figures 

19. Earnings Claims 

20. List of Franchise Outlets 

21. Financial Statements 

22. Contracts 

23. Receipt 
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Appendix F  

Promotional Flier 
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Appendix G  

Testimonial Letter 

 

 

 

March 16, 2012  

 

To Whom It May Concern: 

I am writing this letter to express my sincere appreciation to the Mighty Kicks soccer program.  

When the Program Director Luke Vercollone first approached us about three years ago, we were very excited 

and eager to team up with him. Up until then, every other program at our school was incorporated into our 

curriculum.  For the first time, we were offering an “extracurricular activity” to our families.  I must say, 

three years later, it has turned out to be better than we could have imagined.  It’s hard to put into words how 

impressed I am with the organization, dedication and kindness of Luke and all of the coaches.  They are all 

amazing with the children and really go above and beyond to make sure the children are learning and having 

a good time.  Most importantly, they are building confidence and, as a preschool owner, there’s nothing more 

important to me than the self-esteem of these children.   

All of our parents have been extremely pleased with this program also.  It’s so convenient for them 

since the program takes place during school hours.  However, more importantly, they are so happy that their 

children are able to enjoy such a positive and wonderful experience.  I must say that I am counting the days 

until my two and a half year old son will be able to participate…it won’t be long! 

This Mighty Kicks Program (dba Little Kicks in Richmond) has grown so much throughout our 

entire community. I even have prospective parents visit my school and inquire about the Mighty Kicks!  I 

really can’t say enough positive things about this program and truly feel that this type of program would be 

an asset to any preschool program.  Please do not hesitate to contact me if you have any further questions or 

would like any more feedback. Thank You! 

Sincerely, 

 

Amy McMahon 

Owner 

The Goddard School 

Midlothian, Virginia 

804-897-1917 
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Appendix H  

Call Sheet for Marketing Assistance 

 

Date: __________________ 
Center:   __________________ 
Location:  _______________________ 
Contact:  ________________________ 
New/Existing:  _____ 
Phone and Email:  ___________________     ___________________________ 
Call Objective: ________________________________________________________ 

1. Preparation (Research your targeted center for: director’s name; enrichment programs; 
tuition costs; # of 3-5 yr olds; gym): 
____________________________________________________________________ 
 

2. Respect and Trust  
a. “Thank you for your time.” 
b. “I know you are in a hurry. I will save you time by asking some quick questions.” 

 
3. Engage with Questions and Curiosity 

a. Cold Prospect 
i. “Can I briefly tell you how we can add value to your center?” 

b. Warm Prospect 
i. “What got you interested?” 

ii. “Have you already decided on the need for a Program like this?” 
c. CLEAR (seeking to analyze the prospects needs and the competition)  

i. Currently using _________________________________ 
ii. Looking at other solutions _________________________ 

iii. Effective _______________________________________ 
iv. Alter __________________________________________ 
v. Responsible ____________________________________ 

 
4. Convey Solutions 

a. ______________________________ b.______________________________ 
 

5. Indecision 
a. SHARP 

i. Stop _______________________________ 
ii. Hear _______________________________ 

iii. Ask ________________________________ 
iv. Respond ____________________________ 
v. Pack It _____________________________ 

 
6. Secure Agreement and Advance _________________________________________________ 

 

7. Explore (come up with an option for them)_________________________________________  
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Appendix I  

New Mighty Kicks Instructors Guideline 

 

Qualify the Instructor  

 Professionalism 

 Experience 

 Available 

Initial meeting with Instructor (20-30 minutes)  

 Distribute DVD and Paperwork 

o Sworn Statement 

o Social Services Background Check 

o State Police Background Check 

o W-9 

o Contractors Contract (with correct info filled in); review rates 

o Contractor’s Curriculum, Brochure and Instructional DVD (remind them of the 

proprietary info) 

 Review Paperwork, Program, Expectations and Curriculum 

Follow up meeting with Instructor (30-60 minutes) 

 Collect Paperwork (make them a copy of the contract; scan and email after you collect it) 

 Review the Program and what they’ve learned from the website, brochure, DVD and Curriculum. 

 Note: They keep curriculum as a resource but must return the DVD 

 Distribute and review their schedule  

 Explain when they can observe sessions as part of their training and let them know you will be 

observing their first few sessions on their own. 

 Review the Program Goals, Tips for Coaching Youngsters, and Poster Stories 

 Review the Curriculum – make sure they understand the format and expectations 

 Distribute and review the equipment 

*Note: be sure to set up observation sessions for the new instructor. For an experienced coach, I usually 

pay 50% of their rate when they observe/assist (for their training hours). For a new coach I require that they 

observe at least 4 sessions for free before they get paid to instruct. 

**Pay instructors every 2 weeks. Do not take out taxes for contractors. See the Tax section of the 

Attachments to see how to file your instructors with the IRS. 

 

Review the “Mighty Kicks Instructors” section of the Operations Manual for further details. 
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Appendix J  

Coaches/Instructors Pay Rate Schedule 
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Appendix K  

Weekly Session Summary for Instructors 
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Appendix L  

Sample of Caring Activity 

 

 

Note:  Reprinted from http://charactercounts.org, A. Polk, 2006, Retrieved from 

http://mightykicks.net/activities/Caring%20Activity.pdf.  Copyright 2006 by Character 

Counts and University of Illinois Extension. Reprinted with permission. 
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Appendix M  

10 Ways to Nurture Your Child 

 

10 Ways to Nurture Your Child 
Some kids seem to be born with more self-esteem than others, but there's a lot you can do to 

promote your child's emotional well-being — a stronger sense of self can make your child 

more emotionally resilient when problems come his way.  

Providing for your child's physical needs (food, shelter, clothing) is a fairly 

straightforward matter. Trying to provide for your child's emotional needs can be trickier. 

Although there are many parenting styles, most experts agree on some general guidelines 

for nurturing a child's emotional health and laying the ground work for an emotionally 

healthy adulthood. 

 Be aware of stages in child development so don't expect too much or too little from your 

child. 

 Encourage your child to express his or her feelings; respect those feelings. Let your child 

know that everyone experiences pain, fear, anger, and anxiety. Try to learn the source of 

these feelings. Help your child express anger positively, without resorting to violence. 

 Promote mutual respect and trust. Keep your voice level down — even when you don't 

agree. Keep communication channels open. 

 Listen to your child. Use words and examples your child can understand. Encourage 

questions. Provide comfort and assurance. Be honest. Focus on the positives. Express 

your willingness to talk about any subject. 

 Look at your own problem-solving and coping skills. Are you setting a good example? 

Seek help if you are overwhelmed by your child's feelings or behaviors, or if you are 

unable to control your own frustration or anger. 

 Encourage your child's talents and accept limitations. Set goals based on the child's 

abilities and interests — not someone else's expectations. Celebrate accomplishments. 

Don't compare your child's abilities to those of other children; appreciate the uniqueness 

of your child. Spend time regularly with your child. 

 Foster your child's independence and self-worth. Help your child deal with life's ups and 

downs. Show confidence in your child's ability to handle problems and tackle new 

experiences. 

 Discipline constructively, fairly, and consistently. Use discipline as a form of teaching, 

not physical punishment. All children and families are different; learn what is effective 

for your child. Show approval for positive behaviors. Help your child learn from his or 

her mistakes. 

 Love unconditionally. Teach the value of apologies, cooperation, patience, forgiveness, 

and consideration for others. 

 Do not expect to be perfect; parenting is a difficult job.  
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Appendix N  

A Sample Storyboard: Pirate’s Treasure 
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Appendix O  

January 2015 Franchisee Newsletter 
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Appendix O (continued)
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Appendix O (continued) 
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Appendix P   

Marketing Poster 
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Appendix Q  

Birthday Certificate Template 
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Appendix R  

Competitor Comparison Document 
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Appendix S  
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Appendix T  

Documentation of Contacts with Mr. Luke Vercollone 

Date Nature of Interaction Mode/Site 

October 8, 2012 

Request permission to do a dissertation 

about his starting Mighty Kicks. 

Dissertation topic and study proposal. 

Telephone 

October 9, 2012 
Follow-up email detailing dissertation 

proposal and topic. 
Email 

October 10, 2012 
Shared confirmation of dissertation topic 

after speaking with Dr. Ehrlich. 
Email 

February 7, 2013 
Update on literature review and 

conversation about the term minor league. 
Email 

April 13, 2013 General conversation about dissertation. Telephone 

August 5, 2013 
Arrange to meet with Mr. Vercollone 

while he is in NJ. 
Email 

August 10, 2013 
Informal meeting with Mr. Vercollone & 

his family. 
West Orange, NJ 

April 17, 2014 
For methodology inquired about dates of 

first franchisees. 
Email 

July 29, 2014 

Requested suggestions of names of 

individuals to conduct interviews for 

study. 

Email 

July 31, 2014 Sent IRB consent form to Mr. Vercollone. Email/attachment 

August 4, 2014 
Mr. Vercollone returned IRB consent 

form. 
Email 

August 5, 2014 
Informed Mr. Vercollone of IRB approval 

by CU. 
Email 

August 9, 2014 
Shared information about the interview 

process and the interviews I need to do. 
Email 

August 11, 2014 
Mr. Vercollone returned some 

suggestions for individuals to interview. 
Email 

August 21, 2014 
Mr. Vercollone shared some information 

about a national competitor. 
Email 

September 24, 2014 In-depth interview with Mr. Vercollone. 
Tape recorded in 

Lancaster, PA 

September 25, 2015 

Called Mr. Vercollone to thank him again 

for the interview and asked a few 

questions to clarify some points. 

Telephone 

October 21, 2014 

Mr. Vercollone provided two new articles 

printed about his signing with Colorado 

Springs Switchbacks. 

Email 
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January 21, 2015 
Information about Corban Soccer 

Academy and other topics. 

Skype taped 

interview 

January 22, 2015 Clarify early education information. Email 

February 1, 2015 
Mr. Vercollone elaborated about his early 

sporting accomplishments. 

Skype taped 

interview 

February 5, 2015 

Further information about business plan 

and confirm permission to use proprietary 

documents. 

Email 

February 6, 2015 
Discussion about MK franchisee 

marketing and tools. 

Skype taped 

interview 

February 7, 2015 
Inquired about new MK coaches’ 

requirements. 
Email 

February 9, 2015 
Mr. Vercollone elaborated about new MK 

instructors. 
Email 

February 10, 2015 Sent Chapter 4 to check for accuracy. Email 

February 12, 2015 

Informed Mr. Vercollone of dissertation 

title change required by CU to make it 12 

words max. 

Email 

February 15, 2015 Sent Chapter 5 for review. Email 

February 18, 2015 

Confirm check of Chapter 5.  Mr. 

Vercollone retuned email with updates for 

Chapter 4. 

Email 

March 3, 2015 
Invited Mr. Vercollone to dissertation 

defense on April 7. 
Email 

March 5, 2015 

Mr. Vercollone regrets that due to team 

commitments he will not be able to be 

present at the dissertation defense. 

Email 

March 14, 2015 
Request Mr. Vercollone take an online 

personality traits inventory test. 
Email 

March 19, 2015 
Mr. Vercollone returned the results of the 

online personality traits inventory. 
Email 

 


