


Sell the Experience Not the Activity

Creating Memorable Experiences for Visitors
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Types of Tourism Offerings

511 lll 4lll mr

A Individual attractions,
facilities, services

A& Bundles
A ltineraries

A Packages



What Is a Package?

A Certain mix of products & services
A°A Nbuyabl eo experi ence
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that will appeal to a target market

Set price for a set period of time

Group & independent traveller

Wide range available

One part of a complete
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What can a Package include?
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Accommodation
Food

Attractions
Activities/experience
Events

Services

Products

Added value




Unattached :
Attractions, Single Tour

Facilities & Supplier Operator
Services Packages Packages

Packaging

Themed : Multiple
Travel Supplier
[tineraries Packages



Why Packaging?

Visitors buy them!

Enhance your product offerings and set you
apart from competition

Take advantage of current/different marketing
opportunities

Strong market match/customer appeal
Repeat business
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Why Packagl ng

Yield management i steer demand to off
season

Predictable cash flow

Capitalize on a special date or celebration
Media coverage

Power of suggestion




Who does the Packaging?

A Resort/attraction
A Tourism organization
A Tour Operator
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What does It take to develop a
package ?

Manual
Creativity
Time
Partners

Other resources
A Web sites

A Training

A Expertise




Experiential Tourism

Engages visitors in a series of memorable
activities revealed over a duration of time, that are
iInherently personal, engage the senses, and
makes connections in a personal way on an
emotional, physical, spiritual or intellectual level.




"In today’'s environment of ever
more sophisticated consumers,
those who deliver memorable

customer experiences consistently
create superior value &
competitive advantage”



