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Atchison, KS
• 10,925 -- $31,109

Destinations: 
Not 
dependent
on 
demographics
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A business that’s so 
compellingly unique, 
consumers say:  

“I have to go to that place!”

What is a Destination Business?



A business that’s so 
compellingly unique, 
consumers say: 
 
“I have to buy from that 
place!”

What is a Destination Business?



• Retail store
• Restaurant
• Service-business
• Professional practice
• Any tourist attraction or 

historic site 
• Any unique draw targeting 

consumers

What types of 
businesses can 
become 
Destinations?
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8 Strategic Steps
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6 Tactical Steps
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14-Step Destination Business Process
How a Business is Unique
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14-Step Destination Business Process
The Line of Average





Why should 
owners create  
Destination 
Businesses?

1. Destination Businesses generate their 
own customer traffic, much of it from 
beyond their local marketplace

2. Consumers coming from outside the local 
marketplace always spend more than 
local customers on an Individual Average 
Transaction (IAT) basis

3. Destination Businesses have lower 
marketing costs (publicity & WOM)

4. Destinations create customer insistence

5. Destinations are more difficult to copy 
and are more likely to be purchased



































14-Step Destination Business Process
Step 2: Unique Positioning
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• Everyone needs a Unique 
Positioning Statement!

• 2 to 4 paragraphs
• How your business is one-of-

a-kind
• The first sentence: Your most 

unique strength(s)
• It will NOT sound like 

marketing!
• NOT A TAGLINE!

Unique Positioning







































The Triple XXX Family Restaurant is Indiana’s oldest 

drive-in and home to the 2nd oldest root beer in America











www.ClownBike.com  -  Rich Carraro
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Friday, Nov. 21:
 

Applying Destination 
Principles to any Size 

Community or Business

10:00 to 11:00





“We were playing too 
small a game.”


