
We truly appreciate your support and your business and look forward to a con-
tinued partnership in 2018.

THANK YOU TO OUR PARTNERS FOR THEIR SUPPORT

 

Adventure  
Park  
Insider

TRENDING  # new_products  # park_closing_checklist  # new_revenue_sources  # hybrid_parks  # and_much_more 

Repeat Customers:
It takes some effort and creativity 
to earn repeat business, but the 
payoff makes it all worthwhile.

Business Software:
An overview of trends and  
features for booking and  
management and how they can 
improve your business. 

              FALL 2017

LONG RANGE PLANNING: HOW TO PLOT THE PATH AHEAD

 PLANNED CAPITAL EXPENDITURES     
PUBLIC AREA

SHOE RENTAL

LODGING

ZIP LINE TOUR 

FOOD & BEVERAGE

AERIAL ADVENTURE COURSE: KIDS UNDER 7

INFLATABLE COURSE

CANOPY TOUR (I.E. EXCLUSIVELY AT HEIGHT)

MOUNTAIN BIKING

RETAIL

FREE FALL DEVICE

PICNIC AREA

GROUND-BASED TEAM BUILDING ACTIVITIES

ZIP LINE RIDE

DISC GOLF

GROUND-BASED COURSE: KIDS UNDER 7

PHOTO SERVICE

AERIAL ADVENTURE COURSE

ON-COURSE WATER

TRADITIONAL HIGH ROPES

CLIMBING WALL

TRADITIONAL LOW ROPES

GIANT SWING

OTHER (PLEASE SPECIFY ACTIVITY)

WE HAVEN’T DECIDED

NOTHING
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BASE: 95 RESPONDENTS                   PAY-TO-PLAY RESPONDENTS: 54            TRADITIONAL RESPONDENTS: 41

 TRADITIONAL
 PAY-TO-PLAY 

A majority of existing oper-

ations—55% of P2P respon-

dents and 51% of traditional 

programs—are making capital 

investments to attract new 

visitation, increase repeat vis-

itation, and keep their activity 

lineup fresh.*

 

Adventure  
Park  
Insider

TRENDING  # park_spy  # tree_connections  # risk_management  # wire_rope  # new_products  # and_much_more 

The Harness: 
A look into its history, current 
products, and future trends.

The Evolution of Adventure: 
How the industry got to where it 
is, and where it may be going.

SPRING/SUMMER
2017

PLANNING AHEAD

*according to the State of the Industry Report


