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14-Step Destination Business Process
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“Things take time”











What are the 
advantages for 
communities that 
have Destination 
Businesses?

1. Non-locals spend more on every 
Individual Average Transaction (IAT) than 
locals

2. Destination Businesses generate more 
free publicity

3. Destinations can compete with larger 
competitors, both physical and online

4. Destinations pull locals, tourists, and out-
of-town customers from well beyond the 
demographics of an area











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)
• Truthful, honest 

statement
• NOT A TAGLINE!

Your Unique Positioning















1. Start with your company name: 
____________________ is the:

2. Create a truthful, balanced 
statement:

• Our puppy is a Bernese Mountain Dog
3. Words like “Only, Home of, 

Source for“ create singularity
• “The only store that…”

4. Add multiple points of 
uniqueness

5. Add a location you can dominate

Your Unique Positioning First Sentence



Mildred Store – Mildred, Kansas
Population : 23















The country’s only grocery store with a country music 
dance floor and the home of the Belly Buster sandwich













Targets for your Unique 
Positioning Statement

1. You as the Owner
• Important being clear how 

your business is Unique
2. Your Employees

• Elevates your company & 
your uniqueness becomes 
repeatable

3. Your Customers
• Use it in place of a tagline

4. The Media
• Your company is the Expert 



14-Step Destination Business Process
Step 6: Product Spotlighting
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14-Step Destination Business Process
Step 11: Legend Development
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Top 1%



• Eric and Sylvia Hawkins
• Met January, 2023 at a 

workshop in the Eastern 
Shore of Virginia

• Attended Destination 
BootCamp in May, 2023

• Unique Positioning 
Statement 1st sentence: 
• The oldest tiny house 

hotel in the USA

Cape Charles Tiny Living
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14-Step Destination Business Process
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CommunityReinventionProgram.com









CommunityReinventionProgram.com
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Destination Business BootCamp
Denver, Colorado

September & October, 2024
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DestinationCreationCourse.com

20 Destination 
webinars taught 

locally by a team of 
114 certified 

Facilitators across 
North America



www.JonSchallert.com
www.DestinationBootCamp.com 
www.CommunityReinvention.com
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