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After 25 years of consulting with thousands of entrepreneurs, Jon
Schallert’s message is clear for small businesses:

Think bigger.

Small businesses no longer compete simply with the store down

the street or across the mall. They now must learn to distinguish themselves
so they become destinations for customers around the world and out in
cyberspace.

“Most businesses are location-dependent, whether it’s a grocery store, a retail
store, a restaurant or a professional office,” says Schallert, who started in the
field with Hallmark Cards 25 years ago and whose consulting firm now
conducts the Destination BootCamp in Colorado.

“Traditionally, people market to their local area, within 15 minutes. The
problem is in today’s economy, you need more.”

When he first started his consulting firm fifteen years ago, his work often
involved helping local businesses in small communities learn to compete with
encroaching big-box retailers such as Wal-Mart — but the landscape has
shifted.

“Wal-Mart’s not the problem anymore,” Schallert says. “If owners are still
thinking that ‘my differentiation starts in my marketplace, in my shopping
center, in my small town,” they’re competing against the wrong competitors
and their strategy is short-sighted.

“It’s not how you're different in your marketplace, how you get people to stay
in your town and not go to the big city — that’s a challenge — but how do we
keep the dollars from going out to an Internet business that pops up every 3
seconds, or the billions of direct-mail catalogs that are mailed out each year?”

The answer, he says, is differentiation — identifying precisely those qualities
that set your business apart from others in the field. The strategy attracts
customers from both near and far, and for some businesses, pulling customers
from hundreds of miles away.

“I teach a business differentiation process,” says Schallert, who conducted his

first Destination BootCamp back in 2002.“What businesses learn is you don't
have to beat your competitor in every category. You have to beat them in two

or three key categories. You're targeting consumer hot buttons.”

For example, he once met an older seamstress in a small Florida city who was
deeply discounting her work to attract business — working long hours and
making little money.

Turns out she was once the lead seamstress for the Barnum & Bailey Circus,
traveling the world to repair ripped ringmaster jackets. That set the business
apart, attracting more customers’ interest.

Schallert says such encounters with small business owners, side trips from his
travels to conferences — around 80 small, often blighted towns a year — led
him to develop the fourteen step destination-differentiation strategy.

“I would usually hit 10 to 15 businesses in a day,” he says. “T'd inevitably meet
somebody that would say ‘'m doing these things different from everybody
else and my business is doing fine.” Many times, the owners didn’t want me to
tell other businesses in their town about their success because they knew the
other businesses would be jealous, or feel worse.

“I was meeting these brilliant entrepreneurs in these out-of-the-way places
that no one else was connecting with. I would ask these owners ‘How did you
do this?” They almost never knew the process.”

Retail Reinvention: Schallert’s grandfather, William Schallert, opened
a general store in Johnson Creek, Wisconsin over one hundred years
ago. His grandson now teaches owners that serving a local market is
just the beginning of what's needed to succeed today

He kept notes on 3 x 5 cards, accumulating thousands of stories and photo-
graphs until he could trace patterns that evolved into his 14-step BootCamp
presentation — eight strategic changes to establish differences and six tactical
steps to get the story out.

“People who have never attended the BootCamp wonder why it works, but it’s
not magic. When owners attend the BootCamp from the same city or town,
they only focus on improving their businesses, for three straight days, with no
distractions,” Schallert says. “They learn best-practice examples from other
small businesses that have made themselves profitable destinations, despite
their demographics. Then, they learn a new strategy that their competitors
aren’t using, and we show them what to do first when they get back home.”

The bonding process that owners describe from the BootCamp experience
happens naturally, Schallert says.

“Even though these owners work right down the street from each other, they
never get together and focus on growing their businesses, except here.”

'The biggest mistake owners make? Too often they jump to tactics — looking for
cheap advertising, free publicity, using social networking like Facebook and
Twitter, website search engine optimization and the like before they have
sharpened the setting-apart message about their products, service, employees,
business model, history, community connections or customers.

“Owners learn that all the marketing tactics in the world can’t be employed
successfully if you haven’t convinced the consumer that your business is really
different and one-of-a-kind.”

-Gene Stowe
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I Destination Business Principles I I Go to I

JonSchallert.com/MS
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I Becoming a Destination I I Myths: Destination Downtowns I
v

Location & Demographics
v'Big Brother Theory
v'You need a Catalyst Project

v'Fredericksburg, Texas:
v'8,911 - $43,670

v'Hartville, Ohio
v'2,944 - $41,012

v'Atchison, Kansas
v'10,232 - $37,100 .
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I Myths: Destination Downtowns I

v'Location & Demographics
v'Big Brother Theory

v'You need a Catalyst Project
v'Being Retail Ready
v'Parking has to be perfect
v'Recruitment is difficult and

I can’'t be done I

I 14-Step: Destination Business I 14-Step: Destination Business
8 Strategic Stages

| CEOwner | | CEOwner |

| Interior & Exterior Image | Loyalty Validation |

| Interior & Exterior Imagel Loyalty Validation |

Integrated Omnipresent Legend Integrated Omnipresent Legend
Marketing Savvy Mentality Development Marketing Savv: Mentality Development
—
Proac tive Product Employee Multi-Level Proactive Product Employee Multi-Level
Adaptability Spotlighting Stakeholders Customer Services Customer Services

Strategic Unique Financially Leadership Strategic Unique Financially Leadership
Vision Positioning Adept Balance Vision Positioning Adept Balance
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I 14-Step: Destination Business I I Advantages of Destinations I

6 Tactical Stages v'Non-locals spend more (higher
CEOwner | IAT)

v'Destinations generate more

- free publicity (12 times the

Foke T | believability)

Proactive e
Customer Services

ERE == v Destinations create more
word-of-mouth buzz

v'Destinations typically have
> lower overall advertising costs .
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I Business Reinvention I

r

Age of Business 28
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I Time Management Reminder I

“Never confuse
activity with
productivity.”

Laura Stack

IMPACT

L

EFFORT
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I Unique Positioning Statement I Unique Positioning Statement

How is your business v"Unigue Positioning
different from every v'2-4 paragraphs
other business in
your industry?

v First sentence!
v'"Must be emotional

I Unique Positioning Statement I

v'Describe how your
business is superior

v Specifics!
v'No generalities!

ore saving.
ore doing.

v'Sweet Granada Chocolate Shop,
Emporia, Kansas

v'Valentine's Day: Sunday, Feb. 14
v'Opened 10:00 am Saturday

v'Stayed open all night and closed at
4:00 pm Valentine’s Day: 30 hours!

v'8% increase + FREE PUBLICITY
v'Industry average: -17% to -21%

60
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CEOwner |

| Interior & Exterior Image | Loyalty Validation
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Legend |

Marketing Savvy Mentality Development
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Home to Malcontents,
Revolutionaries and
- ™ e o
Do-Gooders of all types

SIRIUS

268 rugs IDEASFOR WHEHE TOSTAY AND AT |

YOUR AFTERNOON BUZZ
We liked Coal Creek Coffee Co. even
before trying the sandwiches or the
formulated-for-high-elevation Over
the Edge espresso. It was the words
on the front door that did it: HOME
TO MALCONTENTS, REVOLUTION-
ARIES AND DO-GOODERS OF ALL
TYPES. Inside, the gleaming Belle
Epoque espresso machine—the only
one in the state—sealed the deal.
1o E. Grand Ave.; 307/745-7737.
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Winter Park’s longest running
family owned & operated Ski Shop

The Midwest's only sister owned_
“One Stop &ign Shop”

b

offering custom creativityl 1’, |

2
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I Definition of a Brand I

Brand: “The proprietary visual,
emotional, rational, and
cultural image that you

associate with a company, a
product, a name or a
community."
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I Destination Business Principles I

| CEOwner |
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Omnipresen t
Mentality

Legend
Development

oduct

Proactive Pri

t Employee Multi-Level
Customer Services

Strategic Unique Financially
Vision Positioning Adept

Leadership
Balance

© The Schallert Group, Inc.

ai

Y Histonsc Downtoun Lampasks

T ]
ciTY WIDE iLEU
Pey \;7-Lc] -8l SATURDAY
SAL= NOVEMBER "

© The Schallert Group, Inc. Longmont, Colorado, (303) 774-6522
2016 Destination BootCamps: June 7-9, July 26-28, Sept. 13-15 and Oct. 25-27



The 7 Steps to a Memorable Main Street:
Capturing Customers as a Destination Downtown

Jon Schallert, President, The Schallert Group, Inc.

* ORGANE

ClownBike.com

Little Big Horse Trail

T 4 = | DISCOVER HISTORIC DOWNTOWN
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Jon Schallert'-

Destination ¢
Business Expert and

Speaker
Business Consultant

Timeline

Ehe New Jork Times

BHALL BUBINESS

A Whole Town in Colorado Pushes to Improve Its Customer Service

Fram: Jan Schallert <jon@jonsggallert. coms>
Ta: Yian@ianmaount com’
ce

Subjedt: Great article on Steamboat Springs

lan:
| enjoved reading your article on Steambaoat Springs and their custamer service training )
Thanks for writing!

Jon Schallert

President, The Schallert Group, Inc
321 Main Street in heautiful downtown
Longmont, Colorado 80501

303) 774-5522

i Facebook Live i

v Log into Facebook
app

v' Tap “Write” from your
Newsfeed or Timeline

v Tap this icon

v Get ready to record!

CONTACT: ian af ianr

n .
% Ignore x 1 i} Meetin [} 1-Gro SodaliFac., g To Mang
o b B Bwen

(= Team E-mail & Done
- Delete | Reply Reply Forward B - )
& Junk ply AIIJIV =g More (- Reply & Delete = Create b
Delete Respond Quick Steps
Fram: Tan Mounk <imount@gmai, com > _
To: Jon Schallert
Co
Subject: Re: Great article on Steamboat Springs

Thank you very much. It's always very pleasant to get such emails out of the blue.
And enjoy Steamboat! I'd love to sk (or, rather, snowboard) there some day.

Cheers,
Tan
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I PR Newswire as PR Resource I

v'Annual fee: usually $200+
v'Free for you!

v'Charged by release, by words
(400 is the typical length)

v’ $600+: All national media
v'Regional: $300-400
v'State: $250-$350 range

© The Schallert Group, Inc.
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I PR Newswire as PR Resource I

v'Distributed to other media
websites

v'Receive an email list 1 hour
v'Each media website is now a
new link to your website

v'Instantly create a media
“network” back to your site

© The Schallert Group, Inc.
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PR Newswire

.......................

Two-Day Summit Business Conference Gathers Nine Leading
Speakers

i I REUTERS T

Moms  Deusesar  Warketys  Werde  Polcas  Techasogys  Opmsar  Heseyv  (eSCemmye Mol Ve

Two-Day Summit Business Conference Gathers Nine
Leading Speakers

Follow Reuters

LA AR 48]

MOST POPULAR
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Search
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I 7 Steps: Destination Downtown I

5. Use branding that conveys
the unigue emotions of
your collective district: Not
just atagline or logo!

6. Tell your story! Teach
businesses to tell theirs!

7. Spread the news to media
w/influence: Think global!

111
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I 7 Steps: Destination Downtown I

1. Location & Demographics:
Just a start

2. Dream BIG and find other
dreamers: Crazy Ideas are OK!

3. Look for Positively
Memorable businesses

4. Emphasize product
uniqueness in businesses

10
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I 14-Step: Destination Business I

| CEOwner |
| Interior & Exterior \magel Loyalty Validation |
Integrated Omnipresen t Legend
Marketing Savvy Mentality Development
Proactive Product Employee Multi-Level
ili i Customer Services
Strategic Unique Financially Leadership
Vision Positioning Adept Balance
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Bring in the family
and enjoy
breakfast,

lunch or dinner!

Dine In or Carry Qut
Mon.-Sat. 24 Hours, Sun. til 8 pm
Non-Smoking Section

RIPLE
XX X

FAMILY RESTAURANT

State & Salishury,
West Lafayette i

743-5373

Indiana’s First and OLDEST Drive-In Restaurant
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Triple XXX ““On The Hill, But on The Level” Since 1929.

Home Menu Merchandise History Testimonlals InTheMows Memories Feedback Links Directions
News Flash! Tndiana's Fiest Drive-In Rpstaurant iv Sl Inaiana’s Finesi!
Triple XXX
Famity "0n the Wiy gyt on the Lover® Since 1925,

Restaurant
proclaimed bast
burger at Purdue
University by
Sports
Mustrated,

[zma datails]

it

765-743-5373 i
S.R. 26 W & Salisbury ¥
Wesi Latayeiie, Indiana L

Home Manu  Maschandise  Wistory Testimonials o The News  Memories  Fesdback  Links  Directions

Triple XXX Family

Restaurant
“0n the NI but On the Lovel™
Since 1929,

I buarry o drack s down? Located just a fow blks fom e camews of rerowned
P k! aL i

u t, the Trigie 300¢ Family "
where v are, e fllgwing links should maie £ own easier foryou b drop in

SR 26 W& Salisbury i —-
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= Indigrsapuliy, lexkana « Houston, Taxas oo - D U 7—3
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Age of Business
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Successful
lnde.?end&ﬁf

Business

I Small Town,
ig Sa

I Destination BootCamps I

| CEOwner |

| Interior & Exterior Image | Loyalty Validation |

Legend
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Proactive Product Employee Multi-Level
Customer Services

Vision Positioning Adept Balance

4 More in 2016!
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‘ Strategic | Unique Financially | Leadership |
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I Go to I

JonSchallert.com/MS
for full notes, free
articles and other

Main Street benefits
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DESTINATIONUNIVERSITY.COM
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I Become a Destination! I

“We were
playing too
small a game!”

© The Schallert Group, Inc.
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Please take a moment and fill out a session review using the Conlerence mobile app.

Thank you!
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