
Iôd like to begin with the premise that the carpark industry is only implementing half its 
business model. It is only generating a portion of the revenues it is capable of.
It is only providing its customers with a fraction of the parking-related services they 
really need.

Hereôs a diagram of what Iôm suggesting:

Imagine these black squares are carparks. 
The current business model says that what a 
customer needsðand is willing to pay forðis 
a parking place convenient to their destination. 
Multiple tasks produce multiple destinations 
and multiple carpark transactions.

But there is something else happening here as well that weôre not seeing. If we look 
at a close-up of one of these black squares, hereôs the part thatôs missing: After they 
park their car, customers get out and access their destinations as pedestrians. And, 
as increasingly frail and hurried pedestrians, they are only able or willing to walk so 
farðon average about 300-400 meters. 

This fact is signiýcant to the carpark business 
model for two reasons: 

First, the pedestrian space connected to any 
given carpark is relatively smallðand offers 
relatively few destination and transaction 
choices to the customer.

Second, the parking industryôs present (and future) ýxed assets--its carparks--must 
be located on increasingly valuable or expensive pieces of ground; and these 
pieces of ground are often imbedded in highly congested areas that are increasingly 
inconvenient for customers to drive to.

Now consider the diagram below. The carpark is the same, but the pedestrian 
experience connected to it has changed dramatically. This carpark is providing 
its customers with a parking spaceðand ALSO with extended Pedestrian-Mobility 
along a strategic corridor. Customers using this carpark can now access a much 
larger areaðand choose from a much greater diversity of destinations and 
transaction choices.  

All else being equal, which of these two 
carparks do you think a customer would 
choose to patronize? The lower carpark is 
operating on the model that all the customer 
needs is a parking space. 

The upper carpark is operating on the model 
that what the customer needs is a parking 
space PLUS convenient pedestrian access 
to as many destination choices as possible. 
Or to speciýc destination choices that are 
beyond walking distance, like a convention 
center, theater, etc.
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