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PUTTING IT ALL TOGETHER
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Challenges of attracting
mternatlonal guests

B \/isitors may have limited knowledge of NZ
e oNC our region

Marketing costs are potentially higher
(although online about the same except
with translation)

BB \/isitors have varied itineraries and length of
g stay

Language and cultural differences

N ENntering international markets is a long
B term investment - ROI takes longer

Markets vary considerably

Distribution varies from country to country



Benefits

Help spread news of your product

P
Pac
Ume

Connections with off-shore markets

rovide training and updates In-market visits and updates
kage your product with others Attend major international trade shows
erstand cultural requirements Secure brochure space In travel

IBO's

9‘ Knowledge

KNow each country's distribution

brochures
Whole objective is to sell NZ

Marketing

Planning

Bookings made wel
Business is provided year round

Internationals trave
week

IN advance

during the
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Inbound
Operators

One-stop shop for all NZ Tourism product

24/7 support

Research and recommend NZ product

Produce annual tariff

Secure space for NZ product in travel brochures
One point of payment

Off shore marketing collaboration with their agents

NZ Inbound Operators

General Travel
Southern World Vacations NZ
The Green Spot
Pacific Destinations
Pan Pacific

KAD International
China Travel Service
Leisure Time Group
GSN Pacific

ID Tours

New Zealand Educational Tours
Terra Nova Tours
Goway

AOT

Southern Crossings
Southern Travelnet
H.I.S NZ

JTB New Zealand
NZ Journeys
Ahipara

APT Group

AAT Kings

Beyond the Blue
Haka Tourism Group
Imagine NZ
Kingdom Tours
MoaTrek

Pioneer

Seasonz

Tapoi Travel

VYOM

Travelmore

..... plus many more
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How best
to work
with trade

Best Practice to get results

Same day booking confirmation

Confirmation or guarantee
avallability immediately or within
24 hours max

Allocations / freesell options

Ability to work within tour
operator's booking and
cancellation policies

Acceptance of booking vouchers
on arrival from customers
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How best
to work
with trade

co nt....

Credit agreement with tour
operators

Can your system integrate with
tour operators?

Accept international bookings in
advance

Ensure your team knows
operators and rates
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PRICING AND COMMISSIONS
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TRAVELLER / CUSTOMEF:k‘

N g
OTA - ONLINE TRAVEL AGENTS AIRLINE PACKAGES ISITES LOCAL REFERRALS (ACCOMMODATION/OTHER

EHEdlS VL ¢/ OPERATORS)
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New Zealand tourism suppliers
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OPERATOR
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O/S TOUR OPERATOR/
WHOLESALER
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HIGH STREET TRAVEL
AGENCY
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TIPS AND BEST PRACTICE
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Understand your marketing objectives and Update rates and product info

priorities Keep in touch with trade to gain
Know which markets you will target and how insights/feedback
Understand your yield per market Be available for any issues that arise
‘.*/H ¢l
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Where are your rates stored? How do

&
Req u I red agents book? Can you provide

credit? |Is your accounts team aware?
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MARKETING COLLATERAL

- The bot iy prictfr youe markeing mtariss
_ - > |

- Product Sheet Map and/or Price list Terms &
' or manual directions Conditions

'i

. N _ <% TR oe Video library BONUS: Training /

- | | R = librar :
www.destinatenz.c e il < orary Sales presentation
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PRODUCT INFO
SHEET / MANUAL

Includes:

Milford Mariner

Milford Wandere

MY Sinbad

Itinerary Text

Departure dates and times

Tour Length

Configuration (beds/rooms/boats)
Min/Max numbers

Maps

What to expect

Hours of Operation

About your Business (Why Choose you)
Awards/Accolades

Accreditations (Qualmark etc) o
Conservation projects /

























e The Tourism Chat Show
o weekly interviews with key
tourism personalities

Listen on

® .
o) 3¢ | amazonmusic
N




QUESTIONS?







