
Domestic Trade & Distribution 

COVID-19 - Restarting, Transitioning and Resilience

WEBINAR THREE Wednesday 29 July 2020. 3pm



TOURISM INDUSTRY BUSINESS CAPABILITY 
DEVELOPMENT PROGRAM

Stage One - Whole of State Webinars 

• Four webinars will take place once a week from mid-July to mid-August 2020

Stage Two - One-on-one Online Coaching

• Four free sessions of 60 minute one-one-one online coaching sessions 
will be available to eligible tourism and hospitality businesses.
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MODERATOR:
Sofie Formica

Brock Parker 

Parker Travel Collection 

Chloe Jenkins

Viator

Mick Boylan

Viva Holidays - Helloworld

3



DOMESTIC 
TRADE Direct Business

‘Holy Grail’

Traditional 
Trade

Online Travel 
Agents (OTA)

Group Buying
Rewards & 
Closed User 

Groups
Local Partners
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BENEFITS OF 
DOMESTIC 
TRADE? • Attract new business

• Minimal up-front costs

• Increase your Sales Force

• Off-Peak sales

• Billboard Effect
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WORKING 
WITH THE 
TRADE

Trade Ready – Rates, Images, Fact Sheet, T&Cs

Price Parity with correct commission levels 

Accept Terms & Conditions of dealing with the Trade

Simple & easy product

Genuine Partnerships working ‘Both Ways’

Direct Connection – Channel Manager 
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TOURISM 
TRADE IS A 
DISTRIBUTOR

Not every sale at 25% Different channels 
Different commissions

Build commission into 
pricing over time

Preferred Programs 
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INCREASED 
SALES REACH

Supplier

Traditional Wholesaler

Retail Agent Group 400 agents

Retail Agent Group 650 agents

Home Based Agent Group 250 agents

OTA

Consumer Direct

3rd Party Website 80 websites

Retail Agent Group 850 agents

Independent Agents 400 agents

Closed User Group Wholesaler 500k member database
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Viator Affiliate Network

What’s the relationship between Viator & Tripadvisor?

64,000+ agents

VIATOR 
DISTRIBUTION
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Product 
Descriptions

Is your product 
description and title 
still accurate and 
doing your product 
justice?

Check for any alerts

Images

At least 2, 
recommend 6+

Best photos have 
people in them

Additional Health 
& Safety Measures

New section in our 
Management 
Center

Advertised on 
product

Used in new filter 
search

Cancellation 
Policy

Put yourself in the 
customers shoes

Flexibility and 
piece of mind

Availability & API 
Connectivity

Update your 
opening date

Does our 
availability match 
your system?

Products: Five Key areas to focus on...VIATOR 
PRODUCT 
LISTING TIPS 
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HELLOWORLD 
SALES REACH
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HELLOWORLD 
TRADE READY 
TIPS

HELLOWORLD WHOLESALE HELLOWORLD RETAIL OTHER RETAIL
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PACKAGING Create Value to give a Reason to Buy

True Value + Commission

Off Peak Sales Expand the Sale

Target MarketsDifferentiate

Partnerships

Education
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Internal 
Packaging

External 
Packaging 



Pay 3 Stay 4 

Pay 2 Stay 3 

Pay 4 Stay 5
+ BFAST
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Price Driven

Pay Stay Deals 

Discounts
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Value Add

Inclusions

Partner Combo
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Target Markets

Experiences

Exclusive

Market 
Segment



17



18



COVID 
MARKET 
CHANGES 

“Just because it used to be, does not mean 
it is going to be”

New Market 

Covid safety plan and
accreditation 

Safety

Cancellation conditionsFlexibility 

Reassurance of SAFETY and FLEXIBILITY in 
recent feedback/reviewsTransparency

Action the distribution2021-22 Rates

Identify an opportunityBack yourself
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HELLOWORLD
INSIGHTS

• Travel Credits

• Virtual Sales Meetings

• Weekly Domestic Webinars

• Queensland You’re Good to Go 
Campaign

• Preferred Suppliers

• Helloworld TV Show 
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TRADITIONAL 
TRADE
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Infinity 
Holidays

Expedia Hotelbeds Ignite Travel 
FC Exclusives

• 450+ stores closed (still 400+ stores nationally)  

• Skeleton staff - dynamic rate/package updates only

• Infinity Holidays – LIVIN connection tours/attractions & Accom system coming 

• Travel Credits valid to Dec 2021

• TEQ Campaign started 29 June 

• #1 TNQ #2 Islands #3 Gold Coast #4 Sunshine Coast 

• $$ value of bookings have DOUBLED

• NT and Broome selling very well
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ACCOM
OTA B2C
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B2B OTAs
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EXPERIENCE 
OTA
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What are customers looking for? 

Say they want to travel to ‘off the 
beaten track’ destinations after 
the pandemic

59%

“
76%
have indicated flexible 
cancellation policies are a must 
on anything they book in future

have indicated they will be doing 
more in-depth research online 
before anything is booked

53%

Want to book in advance
70% 79%

want to see publicly displayed 
compliance with government 
safety standards

53%
of consumers say they will seek 
value, or quality for money, 
rather than the lowest price

VIATOR 
INSIGHTS
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GROUP 
BUYING
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• 1.7 million database in Australia

• Over 200,000 nights sold in 2019 

• Post Covid have been aggressive

• +260% increase interstate searches

• +180% increase intrastate searches

• Nth Qld hotel sold 4500+nts

• NSW Regional hotel sold 3600+nts
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REWARDS & 
CLOSED USER 
GROUPS

280k database 
• 40% Qld based members 

500k+ Active Members 7+ million database

Subscription based Travel & Lifestyle
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• Why Not? New Market!  

• ATEC Membership

• RTO Assistance & Local operators 

• T&Cs confirmed

• Payment conditions & Credit Application (pre-pay)

• Outline Rates and Packages for Domestic FIT use

ITO PIVOTING 
TO DOMESTIC
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31

CHECKLIST



QUESTIONS
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TOURISM INDUSTRY BUSINESS CAPABILITY 
DEVELOPMENT PROGRAM

Stage One - Whole of State Webinars

Domestic Marketing - Wednesday 5 August 2020, 3:00PM – 4:00PM

Stage Two – Coaching

Visit qtic.com.au to register for free online coaching
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https://register.gotowebinar.com/register/8203611693905199117
https://www.qtic.com.au/industry-development/business-programs/year-3-program-registration/


Thank you:
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This initiative is proudly funded and supported by the Queensland Government 

through its Tourism Industry Business Capability Development Program.


