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IITA STAMP OF APPROVAL
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Attend Steps 1, 2, & 3

and

- Submit One-Pager 

for Review

And 

- provide Net Rates

Put your knowledge to work 

with IITA Inbound Operators!
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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 11-14, 2024

   https://inboundtravel.org/summit/summit-2024/
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TODAY’S PRESENTERS

Taunya Wolfe Finn
Wolfe Adventures & Tours



GOAL:  BUILDING YOUR TOURISM MARKET
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2022 Estimated overseas Visitors 1.916M 

and spend estimated $4.52B

2019 3.085M overseas visitors 

and spend about $7.06B

As of June 2023, Massachusetts is at 84% of 2019 

for overseas arrivals excluding Canada & Mexico.

(New York is at 75%. USA is at 76%.)

Source: Discover New England, Tourism Economics and based on TSA reporting



DOMESTIC TRENDING OVERSEAS
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2023 U.S. Citizen Departures to International Regions

Source: NTTO October 2023, https://www.trade.gov/data-visualization/apisi-92-monitor 

In October 2023, U.S. Citizen Air Passenger 
Departures from the United States to foreign 

countries totaled 5.004 million

+13.9% compared to October 2022            

Exceeding October 2019 volume by 13.7%
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https://www.trade.gov/data-visualization/apisi-92-monitor


TRAVEL TRADE
Travel Trade are companies that sell or package travel; 3rd party businesses (B2B)

Interchangeable terms to refer to the travel trade.
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✓Travel Trade 

✓Reseller

✓Buyer

✓Travel Agent (TA)

✓Tour Operator (TO)

✓Meetings Incentive Congress Exhibition (MICE)

✓Wholesaler (WS)

✓Online Travel Agent (OTA)

✓Receptive/Inbound Operator (RO/IO)

✓Destination Management Company (DMC)

✓Event Planner/Corporate Meeting Planner

✓Bedbank

✓Unique Buyer Type



TODAYS AGENDA

© 2023 Alon Tourism Solutions. All Rights Reserved. 

Key Concepts:

1. B2B vs B2C

2. Thinking in terms of how visitors arrive

3. International vs. domestic travelers

4. Value of working with 3rd parties/B2B

5. Levels of the travel trade

Implementation:

1. Communication Assets to Activate the Sales Funnel

2. Bookable product (in advance)

3. Tiered NET rates 

4. Smooth Operations



Key Concepts
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B2B VS B2C
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vs.



HOW VISITORS ARRIVE
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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 AFFECTS 
EVERYTHING ABOUT YOUR SUCCESS 
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✓ The products and services you create

✓Who you work together with as partners and resources

✓How you track your business and when to expect results

✓How you operate

✓How and where you sell

✓ The associations you belong to

✓ The technology and connectivity you use



FIT
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FIT (Foreign Independent Travelers) 

✓ Individuals, families, couples, less than 
10 pax

✓ Arrive on their own or public 
transportation

✓    (Fly & Self-drives)
✓ Arrive pre-paid to the trade for their 

travel expenditures
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Group Visitors (Typically 10 or more)
✓ Purpose or theme
✓ Arrive on a chartered vehicle
✓ On a timed itinerary

GROUP
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DMC (Destination Management Company) 
& MICE (Meeting, Incentive, Conference/Congress, 
Exhibition)
✓ Custom, events, VIP, unique, one-of-a-kind 

experiences 

DMC & MICE
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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

HOW THE TRAVEL TRADE ARE SELLING YOU



INTERNATIONAL VS DOMESTIC
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Source: TourMappers North America

Source: Wolfe Adventures & Tours

Source: Flight Centre

Source: White Star Tours



Predictability & Control

Visibility & Reach
(Asset in messaging)

Relational vs. Transactional

Existing Worldwide Network

Cost for Promotion & Advertising

Confidence & Reliability

VALUE OF INBOUND OPERATORS
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COVID



HOW BUSINESS FLOWS THROUGH TRAVEL TRADE
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Travel Trade (B2B) Distribution Channel
(Business to Business) 

Buyers

Consumers

Suppliers

LEGEND:

Unique 
Buyer Types 

Bed
Banks 

OTAs

MICE

International Consumers

Travel Agents (TA)

International Tour Operators (TO)

Receptive/Inbound Operators (RO)
Destination Management Company (DMC)

Wholesalers

Variations

Art/Cultural
/ Historic & 

Heritage
Agritourism

Dining/
Brewery/
Winery

Retail/ 
Service

Powwows/
Events/
Festivals

Accommodation

Park 
Recreation / 

Outfitters

Tourism 
Council/ 
Chamber

Transport

Attraction/ 
Activities/

Tour



YOUR REACH & VISIBILITY WHEN WORKING 
WITH INBOUND OPERATORS AND THE TRAVEL TRADE
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Dozens of 
RO/IO/DMCs

Hundreds of 
Tour Operators

Thousands of 
Travel Agents

Millions of 
Visitors

Who
sell
to

Throughout the 
country and globally

In all countries 
around the world

Based in major US gateways & 
specific areas based on the 
destination they sell

Who
sell
to

Who
sell
to



Implementation
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SALES RELATIONSHIP PROCESS
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• Agree to work together

• Travel trade sell in advance

• Position product and services 

• When you need it, when you want it

• Pricing is established

• Net rates are extended

• Business is promoted and booked

• Long term partnerships are finessed



YOUR INTERNAL PROCESS
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Products and Services
✓ FIT, Group, DMC/MICE

Business Profile
✓ To present those products and services

Agreements with NET Rates

How You Work Operationally
✓ Reservations, policies, systems in place, billing, etc. 
       (All related to FIT Group, DMC/MICE) 

✓ Position best available need periods
✓ Position partners

Marketing: Who You Work With and Why
✓ IITA – home of the inbound operators
✓ Markets (countries)
✓ Time of travel (need periods)
✓ Visitor types (FIT, Group, DMC/MICE)
✓ How the TT buyers promote (call centers, promotions, newsletters, 

tradeshows, etc.)

Deep Dive 
on the 
Process

Products & 
Services

Business 
Profile

Agreements 
with Net 

Rates

How You 
Work 

Operationally

Marketing: 
Who is Going 
to Work With 
You and Why



COMMUNICATION ASSETS TO 
ACTIVATE THE SALES FUNNEL
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Who? Who you are as a business and what makes you unique; your story

What? Describe and give details about the products and services you offer.

Where? Your business location(s), accessibility, proximity to landmarks, public 
transportation, other towns, cities, regions, etc.

When? Your product or service availability

Why? The reasons why travel trade buyers should want to work with you; your 
competitive advantage

How? How the travel trade works with you as a 3rd party seller for FIT, group and 
custom experiences 

Tips:
✓Be concise
✓Meaningful
✓Inclusive of pertinent information to sell your business and product
✓Don’t advertise; give practical information; answer all potential travel trade questions

Don’t Forget:
✓ FIT
✓ Group
✓ DMC

Step 2



DESTINATION KNOWLEDGE
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Destination 
Description

TO DO LIST

Timing FIT & Group 
Friendly Dining

Tour Guide/Step-On Motorcoach Information Unique Event Space

Seasonality Accommodations Accessibility Information, 
Resources, & Maps

Nightlife Shopping Annual Events & Festivals

Cross promoting with one another – 
Create itineraries & unique partnerships

Activities & Attractions
New experiences to keep 

repeat visitors coming

Accessibility & Ease of Access – 
to the destination & to each other

Testimonials
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CREATING BOOKABLE (SELLABLE) PRODUCT

29

1. Services/products that are tangible and 
bookable for the 3rd party buyer can sell

2. Operationally matched to sell
✓ How its purchased and you work together

3. Think FIT, GROUP, DMC

4. Fall into the travel trade advance sales cycle

Step 2

May be existing 
and/or new 

products and 
services



Source: TourMappers North America
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EXAMPLE – INBOUND OPERATOR



Source: TourMappers North America
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EXAMPLE – INBOUND OPERATOR



Source: Wolfe Adventures & Tours
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EXAMPLE – INBOUND OPERATOR



Source: Bonotel - https://www.bonotel.com/
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EXAMPLE – INBOUND OPERATOR

https://www.bonotel.com/


EXAMPLE - WHOLESALER
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Source: Flight Centre, https://www.flightcentre.com.au/



Source: Audley Travel
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EXAMPLE – INTERNATIONAL TOUR OPERATOR



Source: American Holidays
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EXAMPLE – INTERNATIONAL TOUR OPERATOR
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TIERED/CONFIDENTIAL NET RATES

Wholesaler/OTA

25% Below Retail
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Pricing your products/services for reselling through the distribution network
Each level of the travel trade sells to the level above with the end consumer 

buying products and services at retail rates

$100

$90/95

$80/85

$70/75

Example:

($100 Retail)

Not discounts, but marketing dollars

Consumers

Buy at Retail Rate

Travel Agents (TA) 

5-10% Below Retail

Tour Operators 
(TO)/MICE

15-20% Below Retail

Receptive/Inbound Operators (RO) 

25-30% Below Retail

Step 3
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PRICING YOUR ACCOMMODATIONS

BOTH!

Static/Hybrid
Rates

Dynamic 
Rates

PROS: PROS:

“Dynamic rates respond to demand, but static rates create demand.” 
- Peter van Berkel, Travalco

in the way you work – 
It is not practical to 

think all your business 
comes from just 

one type of business or 
at full retail rate!

FLEXIBLE

Be

Step 3



OPERATIONAL CONSIDERATIONS 
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Varies By:
✓Category of business
✓ Type of visitor – FIT, Group, DMC
✓Operational support documents
✓Connectivity and technology
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c
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Step 3



Local, State, Regional, 

National DMOs

Engagement
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Build Your 

Relationships

FAMs & Site Inspections

Your product, service, or destination

Travel Media Resources

Build your relationships and have a consistent communication plan.

Partnerships
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QUESTIONS & NEXT STEPS

Steps 2 & 3 Workshop
Stay Tuned for Dates!

Julie Katz
TourMappers North America

Julie@TourMappers.com
www.tourmappers.com

Taunya Wolfe Finn
Wolfe Adventures & Tours

taunya@wolfetours.com
www.wolfetours.com

Scan this QR code to access:
• travel trade glossary
• one pager worksheet

mailto:Julie@TourMappers.com
http://www.tourmappers.com/
mailto:taunya@wolfetours.com
http://www.wolfetours.com/


Thank you!

www.inboundtravel.org
859.955.9098

42
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Lisa Simon, IITA
lisa.simon@inboundtravel.org

Jennifer Ackerson, Alon Tourism Solutions
jackerson@alontourism.com

mailto:lisa.simon@inboundtravel.org
mailto:jackerson@alontourism.com
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