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Company Description: 

RunSignup | GiveSignup | 

TicketSignup is a leading all-in-one 

platform for nonprofit and endurance 

events and has a growing presence in 

the broader ticketing industry. The 

company’s integrated solution is used 

by thousands of event creators and 

nonprofits to save time, grow their 

events, and raise more money for their 

charities. Built on a common, scalable 

database, RunSignup’s open solution 

powers event revenue generation and 

supporter engagement through 

flexible registration, free event 

websites and email marketing, 

integrated fundraising, and a suite of 

other tools. 

1.  We first profiled RunSignup in 

August 2020 (here); a lot has 

changed since then, can you 

provide us with an overview of how 

the industry looks today? 

I would say 2021 was a year of “kind 

of” returning to normal. Thankfully 

our business recovered more than we 

anticipated entering the year, thanks 

to a faster return to live events, 

increased market share in endurance, 

and greater transaction volume for 

donations and tickets behind our 

GiveSignup efforts. Because of this, we 

were able to grow considerably over 

2019 while operating on a breakeven 

basis as we continued to invest for 

future growth.  

As you would expect, we have 

experienced some ups and downs in 

the recovery as the different COVID 

variants emerged—for instance, last 

October and November were very 

strong for us before Omicron caused 

things to weaken considerably in 

December and January. And while we 

have seen the number of new and 

renewed event creation activity pick 

up this spring, it seems like there is 

some hesitancy by participants and 

attendees not to sign up too early for 

many events. It will be interesting to 

see if there is a “catch up” that 

happens eventually, though at this 

point second quarter 2022 overall 

race volume is still down about 20% 

from 2019 numbers (meaning a 1,000-

person race pre-COVID is now more 

like an 800-person one on average). 

We also estimate about 25% of races 

with more than 500 participants in 

2019 are not back yet, and at this 

point are unlikely to return, equating 

to about 8% churn per year over the 

past three years, up from a churn rate 

of closer to 5% to 6% before the 

pandemic. Of course, there are 

exceptions where race directors have 

done an exceptional job, and we 

remain encouraged by the impressive 

strength we are seeing for running 

shoes and stores, which hopefully 

bodes well for a stronger return in 

2023. 

As you would expect, one of the other 

major trends we have seen is a strong 

shift back toward live events since the 

early days of the pandemic. If you look 

back at registrations toward the end of 

2020, 35% to 40% were still virtual or 

online challenges. Today that has 

largely gone away as live events once 

again represent the vast majority of 

registrations, so we haven’t really seen 

many hybrid-type models emerge 

from this.         

2.  As the endurance community 

tries to recover from the pandemic, 

what have the competitive 

dynamics looked like? 

It feels like we have seen registration 

vendors get more aggressive given the 

nature of the recovery (e.g., fewer and 

smaller races). That said, given our 

easy-to-use, scalable platform 

7+M
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specifically targeted for the endurance 

industry, we have been able to far 

exceed the broader industry trends, 

capturing meaningful market share 

during this period. To this point, 

growth in the number of races using 

our registration product in the second 

quarter was up a healthy 27% 

compared to 2019; this includes the 

impact of the 25% decline in overall 

races so a net for the industry that I 

previously mentioned. Because of this, 

we have been able to grow 

registrations and tickets by 12% over 

2019, and our gross transaction 

volume increased by 36% to nearly 

$90 million during the quarter. And 

while some of these are new events, it 

is pretty notable that over half of these 

events are coming over from other 

vendors as the pandemic likely 

allowed creators to reassess their 

business needs and partners. At the 

same time, churn for our business to 

competition has been virtually 

nonexistent this year, which gives us 

some encouragement that we are 

making the right strategic investments 

and decisions. Because of that, we 

believe our share of the endurance 

market has likely increased from 

somewhere around 25% to 30% 

before the pandemic to closer to 35% 

to 40% last year, though we may 

temporarily give back some of these 

gains if we see some of our 

competitors rely more heavily on 

promotional tactics and upfront 

funding.  

Taking a broader view, it feels like the 

live event industry still has some scars 

coming out of the pandemic, whether 

that be connections that were lost or 

habits that were broken over the past 

couple years, and creators are still 

acting with a degree of caution given 

the current economic environment 

and lingering uncertainty around 

COVID-19. Ultimately what I think will 

happen, and we are already starting to 

see green shoots of this, is that new 

creators will start to emerge and build 

up a new slate of events and consumer 

followings that will help backfill some 

of the events that have been lost, 

because we believe consumer demand 

for experiential activities remains 

incredibly strong.  

3.  Can you talk a little more about 

what kind of role innovation has 

played to help you deliver this kind 

of outperformance? 

We feel we have been able to 

continually widen the gap in 

functionality between our platform 

and some of the other platforms in the 

market. This reflects a combination of 

strong software development 

capabilities on our end and scale 

advantages that allow us to expand 

the platform. In addition, 

GiveSignup—our nonprofit and 

donation-focused platform that 

leverages RunSignup’s existing 

technology suite—also allows us to 

capitalize on our size and resources to 

make investments in offerings like the 

next-generation email and website 

capabilities (which we offer free) and 

other products that we are developing. 

I think we are also starting to see 

some of the fruits from our 

investments in things like RaceDay 

Checkin, RaceJoy, RaceDay Scoring 

technology as we start to see more 

and more race directors and timers 

adopt these technologies, particularly 

as older products age out.  

So, while we are still seeing 

headwinds from COVID for the 

nonprofit industry (which has 

traditionally relied on galas as 

fundraisers), we are starting to see 

repeat nonprofit customers like 

YMCAs, Rotary clubs, Kiwanis clubs, 

and animal shelters adopting the 

platform as word spreads. We are also 

seeing common types of events start 

to emerge; for example, there are 

about 50 golf fundraisers already set 

up on our ticket platform this year, 

compared with only a dozen last year. 

In total, this has allowed us to more 

than double the number of donations 

and ticket dollar volume on the 

platform through the first half of 2022 

compared to 2019. 

Since we last talked, we have also 

introduced TicketSignup, a new 

offering that provides event creators 

with an intuitive event ticketing 

option that works for simple, complex, 

and multiday events. This way, while 

RunSignup will continue to drive our 

registration business (where the 

consumer is a participant) and 

leverage GiveSignup’s peer-to-peer 

donation capabilities, TicketSignup 

will allow us to go after a new type of 

event (where the consumer is more of 

an attendee). Since its launch in 

February, we have already seen this 

service gain traction with both 

nonprofit events in addition to 

multiday, multi-timeslot for-profit 

events like Halloween haunts and 

events, corn mazes, festivals, and 

holiday light shows that can benefit 

from having a more sophisticated 

ticketing platform, especially outdoor 

and agritourism events that can be 

impacted by weather.  

4.  What’s next for RunSignup? 

We actually just held our symposium 

event for the first time since the 

pandemic began. It was a sold-out 

conference packed with information 

sessions, insight into our future 

product roadmap and strategy, and a 

chance for creators to meet each 

other. A couple of areas that I think 

resonated with those in attendance 

was some of the progress we have 

made into the peer-to-peer market 

over the past year, which has been a 

big driver of our donation dollar 

growth. This includes new features 

like gamification, which along with our 

free website and email capability is 

very appealing to nonprofits that have 

been hurt by the pandemic and value a 
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low-overhead and self-service 

platform.  

Similarly, while overall TicketSignup 

volume today is minuscule compared 

with our registration platform, we are 

already seeing very rapid growth. To 

this end, while new ticket events 

created in March were only 10% of the 

number of new registration events, 

that was up from just 5% in January. 

And recently we have started to win 

some large-scale (30,000-plus) ticket 

events as we continue to build new 

features into the product every week 

(such as new options for display, 

powerful cap mechanisms, and self-

management options that are useful in 

case of a cancellation). We are also 

excited to launch Point of Sales in our 

Ticket App this week in partnership 

with Square. So we are really excited 

about the long-term potential for 

TicketSignup, even if it will take us 

five years for transaction volume to 

catch up to the registration side of our 

business. 

I think we could also benefit from 

some favorable market dynamics as 

we see more and more consumers 

return to live events, particularly 

given some of the changes we have 

seen for our competitors; GoFundMe 

shut down CrowdRise and Classy is 

seemingly less interested in the P2P 

event space, after both were acquired 

by the company.  

5.  What can you share about 

RunSignup in terms of size, growth, 

and attendance? 

As a platform, RunSignup will process 

tickets for more than 7 million 

participants across 25,000 events. 

This will represent year-over-year 

growth of around 30% over 2021 and 

closer to 70% growth when compared 

to where we were before the start of 

the pandemic.  

Because of this, we expect aggregate 

gross transaction volume should 

easily surpass $300 million this year 

on the registration side of the 

business, and could approach $400 

million when factoring in donations 

and ticketing. Looking further ahead, 

we see a path for our gross transaction 

value to surpass $1 billion behind 

further growth in registration and 

peer-to-peer fundraising events for 

the RunSignup and GiveSignup 

platforms and the continued buildup 

of our new TicketSignup business. 

Today we operate the company at a 

breakeven level, reinvesting all our 

profits to support future growth. 

From a capital standpoint, in February 

2021 we were able to close a series A 

round for $3.2 million led by Payroc, 

CloudBees Founder Sacha Labourey, 

and former Eventbrite CFO Randy 

Befumo. We are also looking at other 

ticketing platforms across a number of 

verticals as we look to grow size and 

scale in that space.  
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