
SELLING YOUR UNIQUENESS:

Overcoming core mission 
perceptions



INTRODUCTION

20+ Years of Industry Experience



MY BACKGROUND

Operations Sales



Common
perceptions



PERCEPTION

“It’s like chuck e. cheese for adults”

“they only do kid’s parties at 
d&b”

“I had no idea you could even do an event 
there”

“my parents used to take me there when I was a 
kid”



PERCEPTION

“the women in my group don’t (or know how to) 
golf”

“but what if it rains?”

“TOPGOLF HOSTS MEETINGs!?! I had 
no idea”



EAT. Drink. Play. 
watch.







Listening
Vs.

hearing



SELLING UNIQUENESS

EAT. Drink. Play. 
watch.



Deliver on the 
differentiation





MARKETING



SOCIAL



OVERVIEW

− Hear what your clients are telling you
− Execute, execute, execute
− Enable your people to add value
− Market your strengths
− Listen to social



TABLE DISCUSSION

1. Introduce yourself to one person at 
the table that you don’t know

2. Take 5 – 7 minutes to share common 
perception hurdles for your venue or 
property



Q & a



CONTACT INFORMATION

Ryan Nowicki
214-457-5112
Ryan.Nowicki@Daveandbusters.
com


