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GB accounts for 81% visits and 52% spend
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Developing 
your 

proposition

What is your 
unique 

proposition?

What assets do 
you have?

Who can you 
work in 

partnership 
with?

What kind of 
customer do 
you want?

When are your 
quiet times, do 

you have 
additional 

space?

• High end
• Families
• Groups

• Other attractions
• Day tour operators
• Accommodation, retailers

• Excellent service
• Personalisation
• Unique experience
• Facilities for cyclists/walkers

• Location
• History/heritage
• Local food and drink
• Thematic

• Mid-week
• Mid-day or evenings
• Shoulder season
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Step 1

Step 3

Step 2

Step 4

listing on VS travel trade site
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• 31st of July – Exclusive use 

• 11th of September – Museums & Heritage Highlands

• 23rd of October – Green & Eco Friendly

• 5th of February – Outdoor & Active

•



mailto:Cassie.mcewan@visitscotland.com
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