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TODAY’S PRESENTER

Je nnife r Acke rson
Pre side nt, Alon Tourism Solutions
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THE TRAVEL TRADE ARE LOOKING FOR YOU!
Your p lace  to  me e t the  le ad ing  U.S. Inb ound  O p e rators!

Busine ss Ap p o intm e nts
Ed uca tio n  and  Ind ustry Up d a te s 
LOTS o f Ne tw o rking

Afford ab le  * Intimate  * Effe ctive

Fe b rua ry 1 2 -1 5 , 2 0 2 3

Inb o und Trave l.o rg / Sum m it



IITA STAMP OF APPROVAL
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Atte nd Ste ps  1, 2 , & 3

and

Subm it  One - Page r 

for Re vie w

Put  your know le dge  to  w ork 

w ith  IITA Inbound Ope ra tors!



TRAVEL TRADE
Trave l Trad e  a re  comp anie s that se ll o r p ackag e  trave l; 3rd p arty b usine sse s (B2B)
Inte rchang eab le  te rms to  re fe r to  the  trave l trad e .

Re se lle r
Buye r
Tour op e rator
Whole sale r
Re ce p tive  op e rator
 Inb ound  op e rator
DMC - De stination Manag e me nt Comp any
MICE - Me e ting s Ince ntive  Cong re sse s Exhib itions
OTA O nline  Trave l Ag e nts
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AUDIENCE QUESTION

“What  is  your ca te gory or busine ss? ”
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Attraction
/  Activitie s DiningAccommod ation Re tail/  

Se rvice Transp ortArt/Cultural 
Museum

Eve nt/Fe stival/
Sp ort

BID/
DMO

Park & 
Re creation

Tour 
Guid e s/  

O utfitte rs



INTERNATIONAL TRAVELERS

In 2 0 2 4 , inte rnational arrivals to 

the  United  State s are  forecasted  

to reach 76.5M, 9 6 % comp arative  

to arrival leve ls in 2019.
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OVERSEAS TRAVELER 
CHARACTERISTICS 2019 2020 2021

Total # of Travelers to the US 40,393,346 7,594,470 39,883,361

Visitor activity by %
Shopping 83.9   82.4   84.4%
Sightseeing 77.9   73.8   78.4%
National Parks/Monuments 33.7   28.6   34.1%
Dining (Experience Fine) 25.9   25.3   27.1%
Amusement/Theme Parks 25.7   25.2   26.4%
Art Gallery/Museum 28.2   23.8   28.1%
Small Towns 26.1   23.5   26.0%
Historical Locations 25.1   21.2   25.6%
Guided Tours 19.9   15.8   20.8%
Cultural/Ethnic Heritage Sites 14.4   12.6   14.8%
Sporting Event 11.6   11.7   12.0%
Nightclub/Dance 11.1   10.7   11.0%
Concert/Play/Musical 13.7   10.0   14.4%
Water Sports 8.2   6.8   7.8%
Casinos/Gamble 6.9   5.8   7.1%
Camping/Hiking 4.8   3.9   4.2%
Environmental/Eco. Excursions 3.8   3.4   3.3%
American Indian Communities 4.4   3.3   4.8%
Golfing/Tennis 2.2   3.2   2.5%
Snow Sports 1.4   3.2   1.5%
Hunting/Fishing 1.1   1.6   1.5%

Source: NTTO 2021 Inbound Profile OVERSEAS
Source: https://www.ustravel.org/sites/default/files/2023-06/us_travel-forecast_summer2023.pdf

https://www.ustravel.org/sites/default/files/2022-06/us_travel-forecast_summer2022.pdf


DOMESTIC TRENDING OVERSEAS

In De ce mb e r 2022, U.S. Citize n Air 
Passe ng e r De p arture s 

from the  Unite d  State s to  fore ig n 
countrie s to tale d  5 .4 4 6  m illio n

+2 4 % comp are d  to  De ce mb e r 2021            

Up 3 .6 % comp are d  to  De ce mb e r 2019
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(Millions)

2 0 2 3  U.S. Cit ize n  De parture s  to  In te rnat ional Re gions

Source: NTTO December 2022, https://www.trade.gov/data-visualization/apisi-92-monitor

https://www.trade.gov/data-visualization/apisi-92-monitor


TODAY’S SESSION

Ke y Po sit io n ing :
1. B2B vs. B2C
2. Think in te rms of how visitors arrive
3. Inte rnational vs. d ome stic
4. Value  of 3rd p arty re se lle rs of trave l 
5. Le ve ls of trave l trad e

Im p le m e nta tio n :
1. Your communication re source  and  too l (Pitch p e rfe ction)
2. Tie re d  NET rate s 
3. Bookab le  p rod uct (In ad vance )  
4. Smooth O p e ration
5. Sale s and  Marke ting
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Ke y Posit ion ing
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B2 B VS B2 C
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HOW VISITORS ARRIVE
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Domestic vs 
Inte rnational

FIT vs Group s vs. 
DMC/MICE

Le isure  vs 
BusinessNiche  

Marke ts

Typ es o f 
Trave le rs

Ag e  vs Income

First Time  vs 
Re p eat Visitors

FIT, Gro up , DMC & MICE

FIT (Fore ig n Ind ep end ent Trave le rs) 
 Ind ivid uals, familie s, coup le s, le ss than 10 p ax
 Arrive  on the ir own or p ub lic transp ortation
 (Fly & Se lf-d rive s)
 Arrive  p re -p aid  to  the  trad e  for the ir trave l exp end iture s

Gro up  Visito rs (Typ ically 10 or more )
 Purp ose  or theme
 Arrive  on a charte red  vehicle
 O n a timed  itine rary

DMC (Destination Manag ement Comp any) 
& MICE (Mee ting , Incentive , Confe rence /Cong re ss, Exhib ition)
 Custom, events, VIP, uniq ue , one -of-a-kind  exp e rience s 



HOW VISITORS ARRIVE AFFECTS 
EVERYTHING ABOUT YOUR SUCCESS 
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The  p ro d ucts and  se rvice s you create

Who you work tog e the r with as p a rtne rs and  re source s

How you track your b usine ss and  whe n to  exp e ct re su lts

How you o p e ra te

How and  whe re  you se ll

The  asso cia tio ns you b e long  to

The  te chno lo g y and  co nne ctivity you use



INTERNATIONAL VS DOMESTIC
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Pred ictab ility & Contro l

Visib ility & Reach

Re lational vs. Transactional

Existing  World wid e  Ne twork

Cost for Promotion & Ad ve rtising

Confid ence  & Re liab ility

VALUE OF INBOUND OPERATORS

© 2023 Alon Tourism Solutions. All Rights Reserved. 

CO VID



HOW BUSINESS FLOWS THROUGH TRAVEL TRADE
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Trave l Trad e  (B2B) Distrib ution Channe l
(Business to  Business) 

Buyers

Consumers

Sup p lie rs

LEGEND:

Uniq ue  
Buye r Typ es 

Be d
Banks 

OTAs

MICE

Inte rnational Consumers

Trave l Ag ents (TA)

Inte rnational Tour O p e rators (TO )

Re ce p tive /Inb ound  O p e rators (RO )
De stination Manag ement Comp any (DMC)

Whole sale rs

Variations

Attraction/  
Activitie s DiningAccommod ation Re tail/  

Se rvice Transp ort
Art/Cultural 

Museum
Eve nt/Festival/

Sp ort
BID/

DMO
Park & 

Re creation

Tour 
Guid es/  

O utfitte rs



THE TRAVEL TRADE ARE LOOKING FOR YOU!
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USA/Beyond  the  Gate ways/Uniq ue  Local Exp e rience s



YOUR REACH & VISIBILITY WHEN WORKING 
WITH INBOUND OPERATORS AND THE TRAVEL TRADE
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Doze ns of 
IO /RO s

Hund re d s o f 
Tour O p e rators

Thousand s o f 
Trave l Ag e nts

Millions o f 
Visito rs

Who
se ll
to

Who
se ll
to

Se ll
to

Throug hout the  
country and  g lob ally

In all countrie s 
around  the  world

Based  he re  in the  
USA major g ateways



Im ple m e nta t ion
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WORKING SMART & PREPARATION
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Who ? Who you are  as a b usine ss and  what make s you uniq ue ; your story

What?  De scrib e  and  g ive  d e tails ab out the  p rod ucts and  se rvice s you offe r.

Whe re ? Your b usine ss location(s), acce ssib ility, p roximity to  land marks, p ub lic 
transp ortation, o the r towns, citie s, re g ions, e tc.

Whe n? Your p rod uct or se rvice  availab ility

Why? The  reasons why trave l trad e  b uye rs should  want to  work with you; your 
comp e titive  ad vantag e

Ho w ? How the  trave l trad e  works with you as a 3rd  p arty se lle r for FIT, g roup  and  
custom exp e rie nce s 

Tip s:
Be  concise
Meaning ful
Inclusive  of p e rtine nt information to  se ll your b usine ss and  p rod uct
Don’t ad ve rtise ; g ive  p ractical information; answe r all p o te ntial trave l trad e  q ue stions

Do n’t  Fo rg e t:
 FIT
 Group
 DMC
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CREATING BOOKABLE (SELLABLE) PRODUCT

26

1. Some thing  tang ib le  the  3rd  p arty b uye r can se ll
 Bookab le  p rod ucts and  se rvice s

1. O p e rationally matche d  to  se ll
 How its p urchase d  and  work tog e the r

2. Fall into  the  sale s cycle

3. Think FIT, GRO UP, DMC

4. Existing  and /or ne w



PRODUCT INCLUSION

Attraction/  
Activitie s DiningAccommod ation Re tail/  

Se rvice Transp ortArt/Cultural 
Museum

Eve nt/Fe stival
/Sp ort

BID/
DMO

Park & 
Re creation

Tour 
Guid e s/  

O utfitte rs

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, 
experiences, 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

© 2023 Alon Tourism Solutions. All Rights Reserved. 
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TIERED/ CONFIDENTIAL NET RATES

Who le sa le r/ OTA
2 5 % Be lo w  Re ta il

BU
YS

 T
H

RO
U

G
H

SE
LL

S 
TO

 

Pricing  your p roducts for re se lling  throug h the  d istrib ution ne twork
Each leve l of the  trave l trade  se lls to  the  leve l ab ove  with the  end  

consumer b uying  p roducts and  se rvice s at re tail rate s

$ 1 0 0

$ 9 0

$ 8 0

$ 7 0

Exam p le :

($ 1 0 0  Re ta il)

No t d iscoun ts, b u t m arke ting  d o lla rs

Co nsum e rs
Buy a t Re ta il Rate

Trave l Ag e nts (TA) 
1 0 % Be low  Re ta il

To ur O p e ra to rs 
(TO )/ MICE

2 0 % Be low  Re ta il

Re ce p tive / Inb o und  O p e ra to rs (RO ) 
3 0 % Be low  Re ta il
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ACCOMMODATION PRODUCT SELLING

Se ason Start Se ason End Days o f We e k Typ e RETAIL TO  Rate

2023 Ap ril

4/1/2023 4/30/2023 Sun-Thurs De luxe  $xxx $xxx

4/1/2023 4/30/2023 Fri-Sat De luxe  $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 De luxe  $xxx $xxx 

5/1/2023 5/31/2023 Fri-Sat De luxe  $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  - Aug ust  

6/1/2023 8/31/2023 Sun-Thurs De luxe  $xxx $xxx 

6/1/2023 8/31/2023 Fri-Sat De luxe  $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 Sep temb e r - Novemb er 15

9/1/2023 11/15/2023 Sun-Thurs De luxe  $xxx $xxx 

9/1/2023 11/15/2023 Fri-Sat De luxe  $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 Novemb er 16 – Decemb er

11/16/2023 12/31/2023 Sun-Thurs De luxe  $xxx $xxx 

11/16/2023 12/31/2023 Fri-Sat De luxe  $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 De luxe  $xxx $xxx 

1/1/2024 3/31/2024 Fri-Sat De luxe  $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 
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PRICING YOUR ACCOMMODATIONS

BOTH!

Static
Rate s

Dynamic 
Rate s

PRO S: PRO S:

“Dynamic rate s re sp ond  to demand , b ut static rate s create  demand .” 
- Pe te r van Berke l, Travalco



AUDIENCE QUESTION

“If you  know  your ne e d pe riods , doe s  
w orking w ith  inbound ope ra tors  
sound like  a  so lu t ion  to  fill those  

pe riods  w ith  busine ss? ”
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FULFILLMENT
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O p e ra t io na l Co nsid e ra t io ns Vary By:
Cate g ory of b usine ss
Typ e  of visitor – FIT, Group  DMC
O p e rational sup p ort re source s
Conne ctivity and  te chnolog y



MARKETING, SALES, CRM, PR, FAMS
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Build Your 
Relationships

FAMs & Site Inspections

Your product, service, or destination

Local, State, Regional, 
National

Travel Media Resources

Build  yo ur re la tio nsh ip s and  have  a  co nsiste n t co m m unication  p lan .



QR CODE
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Scan  th is Q R co d e  to  
acce ss IITA & Alo n’s 
Trave l Trad e  Glo ssa ry!



SAVE THE DATE
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Ste p s 2 & 3 on Fe b ruary 21st, 2023, in Sioux Falls

What you learn:

Preparation with how to sell to 
the trade and price your 
products for an equitable and 
profitable relationship 

Why is this important:

Fast tracking to quickly build 
trade partnerships leading to 
long term repeat business!

What you learn:

Product development and 
operational strategies to 
efficiently work with the trade

Why is this important:

Put strategic planning and 
systems in place to save time! 
Let the trade sell while you run 
your business!

Ste p s 2 & 3 on Fe b ruary 22nd, 2023, in Rap id  City



KEY CONTACTS
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J e nn ife r Acke rso n , 
Alo n  To urism  So lu tio ns

jacke rso n@alo nto urism .co m

Co le  Irw in , 
Trave l So u th  Dako ta

co le .irw in@trave lso u thd ako ta .co m

Lisa  Sim o n, 
IITA

lisa .sim o n@inb o und trave l.o rg



Q & A
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Thank you!
www.inboundtravel.org

859.955.9098

38
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This program and all its contents is a copyright of Alon Tourism Solutions - Copyright © 2023 Alon 

Tourism Solutions for International Inbound Travel Association (IITA).  All Rights Reserved.  

All materials were prepared for the promotion of the Inbound Insider Steps to Success program.  

Reproduction in whole or part without written permission by Alon Tourism Solutions is strictly 

prohibited.  Unauthorized copying will lead to legal action including but not restricted to injunctive 

relief and punitive damages.

This presentation may only be shared with 
those that register and attend this training.



BONUS SLIDE FOR LATER
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Le t ’s co nsid e r w ha t  the  actua l co st  is to  yo u!

Wo rksho p  Exe rcise :
1. Whe n d o  you most want and  ne e d  b usine ss?  

2. What kind  of b usine ss?
 FIT, Group , DMC 
 Some thing  ne w or existing
 Custom p rod ucts – hig h p rice  p o int – trave l trad e  mark it up  vs. ne t rate

3. How much b usine ss d o  you want comp are d  to  what you have , had  in the  p ast, o r ne e d  to  
fo re cast fo r?

4. Whe re  d o  you make  the  b e st p rofit to  fill the  ne e d  p e riod s?
 Are  the ir o the r re ve nue  ce nte rs to  consid e r ad d ing ?

Do  yo u  se e  va lue  in  e ach  o the r as p artne rs?
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If you  w ant ROI from  a  ve ry lucra tive  in te rnationa l tourism  
m arke t: 

Continue  to  learn ab out inb ound  op e rators b y visiting  the ir 
we b site s and  e ng ag ing  with IITA
Create  ‘se llab le ’ p rod ucts, se rvice s and  itine rarie s 
(FIT/Group /DMC/MICE)
Imp le me nt the  p re p aration to  re ce ive  inte rnational b usine ss

A concise  and  meaning ful b usine ss p rofile
Tie re d  ne t rate s

Partne r and  p romote  within your d e stination
O p e rational consid e rations for working  with trave l trad e
Learn more  ab out FAM tour op p ortunitie s

WHAT’S

YO
U

RNEXT STEP ?



PRODUCT EXAMPLES

Source:
© 2023 Alon Tourism Solutions. All Rights Reserved. 



PRODUCT EXAMPLES

Source:
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PRODUCT EXAMPLES

Source:
© 2023 Alon Tourism Solutions. All Rights Reserved. 



Bod y Text 

SLIDE TITLE



SLIDE TITLE

Column 1

• Bulle ts

Column 2

• Bulle ts





Inse rt Bod y Text



Inse rt Bod y Text



Inse rt Bod y Text
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