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Step #3: Product & Operational Strategy

Source: PHLCVB
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Today’s Session

1. Review

2. Product Development

3. Operational Efficiency



Review
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Visibility & Reach When Working with the Travel Trade

Dozens of 
Receptive 

Tour Operators

Hundreds of 
Tour Operators

Thousands of 
Travel Agents

Millions of 
Visitors

Who
sell
to

Who
sell
to

Sell
to
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In all countries 
around the world

Throughout the 
country and globally

Based here in the 
USA major gateways



Travel Trade (B2B) Distribution Channel
(Business to Business) 

Buyers

Consumers

Suppliers

LEGEND:

Unique 

Buyer Types 

Bed

Banks 

OTAs

MICE

Deep Dive into the Travel Trade Distribution Channel

9

International/Domestic Consumers

Travel Agents (TA)

Group Leaders (GL)

International/Domestic Tour Operators (TO)

Receptive/Inbound Operators (RO)

Destination Management Company (DMC)
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Wholesalers

Variations

Tour/ 

Attraction
DiningAccommodation

Retail/ 

Service
Transport

Art/Cultural 

Museum

Event/Festival/

Sport

BID/

DMO

Park & 

Recreation
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Working Smart & Preparation
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Process of developing your one pager IS HOW you learn to 

work with the trade 

• Your B2B tool to communicate precisely how travel trade 

work with you.. 

• Making it easy for them to resell your products and 

services efficiently without an endless back and forth

• Not an advertisement 

• Things you would not typically share with your consumers 

because consumers simply do not need to know such 

things

• It should answer all their potential questions 
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Tiered/Confidential NET Rates
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Consumers

Buy at Retail Rate

Travel Agents (TA) 

10% Below Retail

Tour Operators (TO)/MICE

20% Below Retail

B
U

YS
 T

H
R

O
U

G
H

SE
LL

S 
TO

 
Pricing your products for reselling through the distribution network

$100

$90

$80

$70

Example:

($100 Retail)

Not discounts; Is marketing dollars

Receptive Operators (RO) 

30% Below Retail
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Back to Costs and What you are Selling:

Let’s consider what the actual cost is to you!

Workshop Exercise:

1. When do you most want and need business?  

2. What kind of business?

✓ FIT, Group, DMC 

✓ Something new or existing

✓ Custom products – high price point – travel trade mark it up vs. net rate

3. How much business do you want compared to what you have, had in the 

past, or need to forecast for?

4. Where do you make the best profit to fill the need periods?

✓ Other revenue centers

5. Would seeing business in advance be helpful to your operation?

Do you see value in each other as partners?



Product Development



Bookable Product in the Marketplace 

in Advance

1. Something tangible the 3rd party buyer can sell

✓ Sellable products and services

2. More client types via established tiered rates 

3. Operationally matched to sell

✓ How its purchased and work together

4. Fall into the sales cycle

5. Think FIT, GROUP, DMC

6. Existing and/or new



Tours/ 
Attractions

DiningAccommodations
Retail/ 

Services
Transport

Arts/Cultural 
Institutions

Event/Festival
BIDs/
DMOs

Parks & 
Recreation

Product Inclusion

FIT: Systems to receive individual 
visitors in advance

GROUP: Bottom line addition to 
revenue and profit

DMC: Special/private events with top 
dollar revenue

3 meals a day?
3 level meal plans

All inclusive meal plans

Shopping is the #1 
activity of visitors. Make 
sure they know to come 
to you before they arrive

The trend is outdoors, 
wellness and sustainable 

travel

How do visitors access a 
destination, travel once 

arrived and onto the 
next place? Where do 

they park that 
motorcoach?

New visitors who now 
come back because they 

learned about the 
destination for the first 

time

Reap the rewards of ROI on 
your tourism marketing 
expenditures to travel 
shows and travel trade 

sales

Heads in 
beds



How Visitors Arrive Impacts
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• How you operate

• How you present yourself

• The products and services you create 

• Where you sell or go to get that business 

• The associations you belong to

• How you sell

• The technology and connectivity you use

• Who you work together with as partners and 

resources

• How you track your business and when to expect 

results



How Visitors Arrive – FIT 
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FIT (Foreign Independent Travelers)

FIT (Foreign Independent Travelers) 

✓Individuals, families, couples, 

less than 10 pax

✓Arrive on their own or public 

transportation (Fly & Self-Drives)

✓Arrive pre-paid

Domestic vs 

International
FIT vs 

Groups vs 

DMC/MICE

Leisure vs 

Business

Niche 

Markets

Types of 

Travelers

Age vs 

Income

First Time vs 

Repeat Visitors



FIT
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✓What is FIT?

✓Why focus on FIT?

✓International Travel



How Does FIT Work with Travel Trade?
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Follow and manage the travel trade sales cycle

The 

Travel Trade 

Buyer

Sales Cycle
(repeat )

1: Send 
business 

profile/one 
pager 2: 

Information 
collected

3: Send net 
rate 

agreement

4: Support 
Collected

5: Check & 
approve 

vouchers

6: Provide 
additional 
resources

7: Provide 
training

8: Determine 
follow up

9: Product 
placement



What Products are FIT? 
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✓ Typically, regularly scheduled

✓Value-adds

✓Product development – next generation

✓Custom experience – higher price tag

✓Upgrades, options, upsells 

✓ Looking towards the future – top trends
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Accommodation Product Selling

Season Start Season End Days of Week Type RETAIL TO Rate

2022 April

4/1/2023 4/30/2023 Sun-Thurs Deluxe $xxx $xxx

4/1/2023 4/30/2023 Fri-Sat Deluxe $xxx $xxx 

4/1/2023 4/30/2023 Sun-Thurs Executive Suite $xxx $xxx 

4/1/2023 4/30/2023 Fri-Sat Executive Suite $xxx $xxx 

2023 May

5/1/2023 5/31/2023 Sun-Thurs Deluxe $xxx $xxx 

5/1/2023 5/31/2023 Fri-Sat Deluxe $xxx $xxx 

5/1/2023 5/31/2023 Sun-Thurs Executive Suite $xxx $xxx 

5/1/2023 5/31/2023 Fri-Sat Executive Suite $xxx $xxx 

2023 June - August  

6/1/2023 8/31/2023 Sun-Thurs Deluxe $xxx $xxx 

6/1/2023 8/31/2023 Fri-Sat Deluxe $xxx $xxx 

6/1/2023 8/31/2023 Sun-Thurs Executive Suite $xxx $xxx 

6/1/2023 8/31/2023 Fri-Sat Executive Suite $xxx $xxx 

2023 September - November 15

9/1/2023 11/15/2023 Sun-Thurs Deluxe $xxx $xxx 

9/1/2023 11/15/2023 Fri-Sat Deluxe $xxx $xxx 

9/1/2023 11/15/2023 Sun-Thurs Executive Suite $xxx $xxx 

9/1/2023 11/15/2023 Fri-Sat Executive Suite $xxx $xxx 

2023 November 16 – December

11/16/2023 12/31/2023 Sun-Thurs Deluxe $xxx $xxx 

11/16/2023 12/31/2023 Fri-Sat Deluxe $xxx $xxx 

11/16/2023 12/31/2023 Sun-Thurs Executive Suite $xxx $xxx 

11/16/2023 12/31/2023 Fri-Sat Executive Suite $xxx $xxx 

2024 January – March

1/1/2024 3/31/2024 Sun-Thurs Deluxe $xxx $xxx 

1/1/2024 3/31/2024 Fri-Sat Deluxe $xxx $xxx 

1/1/2024 3/31/2024 Sun-Thurs Executive Suite $xxx $xxx 

1/1/2024 3/31/2024 Fri-Sat Executive Suite $xxx $xxx 



Product Creativity –

Accommodation Selling
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✓ Booking period/season, day of week, room type, other variables

✓ Consider room allotments and free sell

✓ Stop sells on dates that close out

✓ Cutoff dates that work for you

✓ High demand rates preferred

✓ Room rates; no per person rates

✓ Upgrades; never downgrade

✓ Upgrades the travel trade can sell

✓ Static rates and product/inventory to sell in advance

✓ Decide how you are going to work together

✓ Traditional or dynamic - Ideally both!

✓ Work with internal team, partners, competitors and destinations nearby to master it

✓ How are you going to take bookings (email, API, channel managers, etc.)

Season Start Season End Days of Week Type RETAIL TO Rate

2022 April

4/1/2022 4/30/2022 Sun-Thurs Deluxe $xxx $xxx

4/1/2022 4/30/2022 Fri-Sat Deluxe $xxx $xxx 

4/1/2022 4/30/2022 Sun-Thurs Executive Suite $xxx $xxx 

4/1/2022 4/30/2022 Fri-Sat Executive Suite $xxx $xxx 

2022 May

5/1/2022 5/31/2022 Sun-Thurs Deluxe $xxx $xxx 

5/1/2022 5/31/2022 Fri-Sat Deluxe $xxx $xxx 

5/1/2022 5/31/2022 Sun-Thurs Executive Suite $xxx $xxx 

5/1/2022 5/31/2022 Fri-Sat Executive Suite $xxx $xxx 

2022 June - August  

6/1/2022 8/31/2022 Sun-Thurs Deluxe $xxx $xxx 

6/1/2022 8/31/2022 Fri-Sat Deluxe $xxx $xxx 

6/1/2022 8/31/2022 Sun-Thurs Executive Suite $xxx $xxx 

6/1/2022 8/31/2022 Fri-Sat Executive Suite $xxx $xxx 

Calendar Year = April 1 – March 31 



FIT Product 

23Source: AlliedTPro - https://alliedtpro.com/fit/
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https://alliedtpro.com/fit/


FIT Product 

24Source: Directours - https://www.directours.com/
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https://www.directours.com/


FIT Product 

25Source: MisterFly - Come and discover Philadelphia (misterfly.com)© 2022 

Alon Tourism Solutions. All Rights Reserved. 

https://www.misterfly.com/promos/ot-philadelphie


Poll Questions
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“Are you clear on FIT and how to set up in your business?”

“With all you have learned, do you think you can more readily 

accommodate FIT business into your marketing mix?”



How Visitors Arrive – Group 
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Group Visitors (Typically, 10 or more)

✓ Purpose or theme

✓ Arrive on a chartered vehicle

✓ On a timed itinerary

Domestic vs 

International
FIT vs 

Groups vs 

DMC/MICE

Leisure vs 

Business

Niche 

Markets

Types of 

Travelers

Age vs 

Income

First Time vs 

Repeat Visitors



How Visitors Arrive – Group 
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▪ How your group is arriving

▪ Timing

▪ Logistics

▪ Safety

▪ Accessibility

▪ Intricacies

▪ Policies

▪ Special services

▪ Group resources

Addressing these in advance is important because the travel trade are 

relying on you to be thorough in teaching them about your business!

This will aid in delivering a better client experience and 

sales knowledge for the operator.
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https://www.touramerica.us.com/


30Source: Tour America - Tour America, LLC.
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SUGGESTED 
ITINERARIES

NORMAL EAST COAST USA TOUR

Day 1 : New York City arrival & half day city tour

Day 2 : Full day New York City tour

Day 3 : NYC – Philadelphia – Washington D.C. 

Day 4 : Washington D.C. – Hershey – Corning 

Day 5 : Corning – Niagara Falls (U.S. side) 

Day 6 : Niagara Falls – Boston 

Day 7 : Boston – New York 

Day 8 : Shopping at Woodbury Premium Outlets & departure transfer

NYC – PHILADELPHIA – WASHINGTON DC –
NIAGARA FALLS – BOSTON

https://www.touramerica.us.com/
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BIRTHPLACE OF THE USA &
THE CITY OF BROTHERLY LOVE

• INDEPENDENCE HALL
• LIBERTY BELL
• CITY HALL
• LOVE PARK
• “ROCKY” STATUE

https://www.touramerica.us.com/
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LIBERTY BELL

INDEPENDENCE HALLINDEPENDENCE HALL

https://www.touramerica.us.com/


33Source: Tour America - Tour America, LLC.
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“ROCKY” STATUE

LOVE PARK

CITY HALL

https://www.touramerica.us.com/


Group Product 

34Source: American Tours International, LLC – https://www.americantours.com/
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https://www.americantours.com/


Poll Question
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“Are you currently working with MICE/DMC market?”

MICE/DMC: (Meetings, Incentives, Congresses, Exhibitions/ 

Destination Management Companies)



How Visitors Arrive – DMC/MICE 
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DMC (Destination Management 

Company) & MICE (Meeting, Incentive, 

Conference/Congress, Exhibition)

✓ Custom, events, VIP, unique, one-of-

a-kind experiences 

Domestic vs 

International

FIT vs 

Groups vs 

DMC/MICE

Leisure vs 

Business

Niche 

Markets

Types of 

Travelers

Age vs 

Income

First Time vs 

Repeat 

Visitors



DMC/MICE
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✓Products

✓Service

✓Commitment

✓Process/RFP

✓Proposals/Templates



DMC/MICE Product 

38Source: New World Travel – https://www.newworldtravel.com
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https://www.newworldtravel.com/


DMC/MICE Product 

39Source: PRA– https://www.pra.com/
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https://www.pra.com/


Operational Efficiency
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Fulfillment!
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✓ By category of business

✓ By type of visitor – FIT, Group DMC

✓ Operational support documents

✓ Connectivity and technology

Product and Operational Considerations:



Key Aspects to Consider
All Business Categories

Tours/ 
Attractions

DiningAccommodations
Retail/ 

Services
Transport

Arts/Cultural 
Institutions

Event/Festival
BIDs/
DMOs

Parks & 
Recreation

Each Category is Unique

✓ New business segment; new operational practices

✓ Policies, systems, organization

✓ Partnerships

✓ Key contact(s)

✓ Internal communication

✓ Identify intricacies based on your vertical of 

supplier business

✓ Juxtaposition of the destination

✓ Resources to have and provide

✓ Long haul commitment



Travel Trade Support Documents
Rate Agreement
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Travel Trade Support Documents
Reservation and Reimbursement

44
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How the Travel Trade are Selling You
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✓ Brick & mortar stores

✓ Product & contracting departments

✓ B2B & B2C tour brochures/catalogues

✓ Confidential tariffs

✓ Websites

✓ Call centers

✓ Online (OTA)

✓ Advertising via Sunday reader circulation

✓ Consumer tradeshows (USA pavilions)

✓ Mailings

✓ Newsletters



Engage with the Travel Trade

46
© 2022 Alon Tourism Solutions. All Rights Reserved. 

Build Your Relationships

FAMs & Site Inspections
Your product, service, or destination

Resources galore

Build relationships

Keep it simple

It’s the easy part!

Local, State, Regional, National

Travel Media Resources

It is up to you to have a plan to build your relationships

and communication with the Travel Trade
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Save the Date

Virtual Mini Marketplace

Tuesday,

December 13th, 2022

✓ Present your one pager and have conversation with buyers
✓ Sign up for the session
✓ Prepare your material
✓ 3-minute presentations
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The Travel Trade are Looking for YOU!

Your place to meet the leading U.S. Inbound Operators!

Business Appointments

Education and Industry Updates 

LOTS of Networking

Affordable * Intimate * Effective

February 12-15, 2023

InboundTravel.org/Summit
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IITA Membership

** Special Offer **
Because you attended the Steps to Success program sponsored by 

Philadelphia CVB you are being afforded a fantastic opportunity!

25% Discount on IITA Membership
(through FY23)

DMO (City/CVB) and Suppliers (Individual Property):

$695 membership LESS 25% = $525

DMO (State/Region) and Suppliers (Multiple Properties):

$995 membership LESS 25% = $750

This discount is available through December 15.

DMO (City/CVB) APPLY HERE!

DMO (State/Region) APPLY HERE!

Suppliers (Individual Property) APPLY HERE!

Suppliers (Multiple Properties) APPLY HERE!

If you have any questions, please reach out: Kim.fisher@inboundtravel.org

JOIN NOW!

https://inboundtravel.glueup.com/membership/3830/apply/
https://inboundtravel.glueup.com/membership/3832/apply/
https://inboundtravel.glueup.com/membership/3834/apply/
https://inboundtravel.glueup.com/membership/3836/apply/
mailto:Kim.fisher@inboundtravel.org

