
Selling Internationally 



WHAT IS AN FIT?  



Foreign Independent Travelers 

• Couples, Friends, Families, Individuals – NOT 
motorcoach arrivals 

• Cancelations are rare 

• Will arrive at a property ANY day of the week 

• Tend to travel around a destination for 2-3 
weeks. 

• Spend more on F&B, attractions, etc. 



HOW DO I GET THEIR 
BUSINESS? 

 

 

Get your property / product known to 
international tour operators! 



Tour Operator vs. Receptive Operator 

Tour Operators  

• Based internationally 

• Sell to travel agents and/or direct to consumers 

• Sell through catalogues, direct mail, reader offers 
and web 

• Buy hotel rooms and services through Receptive 
Operators  

• May contract hotels directly if enough volume 



Receptive Operators: 

• Based in the United States 

• Offer North America or specific regions only 

• Provide one-stop shopping to international 
Tour Operators 

• Sell globally or to specific international market 

• Sell through sales missions, trade shows and 
word of mouth 

 

Tour Operator vs. Receptive Operator 



Advantages of working with a Receptive 

For the International Tour Operator: 

• Receptives have the most comprehensive and 
up to date knowledge of a particular 
destination 

• Receptives organize the program; select 
destinations, properties and attractions 

• Receptives negotiate the contracts and handle 
all payments with local suppliers 

 

 



Advantages of working with a Receptive 

• Ease of booking hotels and attractions through 
Receptive’s booking engine 

• Tour Operator has one contact for a 
destination rather than tens or hundreds 

 

 

 

 

 



Advantages of working with a 
Receptive 

For Properties and Other Vendors: 

• A receptive markets and sells properties in its 
Tariff through trade shows, sales missions and 
other marketing approaches 

 TourMappers: 

 Trade Shows          Sales  & Training 

  BIT, Milan                   France 

  ITB, Berlin                   Germany 

  DNE Summit, New England*           Ireland 

  Int’l PowWow, US            Italy 

  World Travel Market, London           UK 

 



• Exposure 

• FITs are not limited to busiest weeknight 
patterns 

• F&B revenue 

• Cancellations are rare  

• Vendors deal with one local company 

 

 

Advantages of working with a 
Receptive 



Advantages of working with a 
Receptive 

VIRGIN HOLIDAYS CATALOGUE 

Fly-Drive Itinerary 

2011/2012 

 



Password Protected  
Booking Engine 



Breaking In to the FIT Market  
• Participate in FAMS 

• Understand  and adhere to tiered pricing structure: 

Consumer 
 

Travel Agent 
 

Tour Operator 

 
Receptive Operator 

 

   



 
What does a Receptive Operator 

Need from a Vendor? 
 • Room Allotment or Free Sell 

• Wholesale Net Rates 

• Minimum number of date / rate periods  

• Minimum number of blackout dates  

• Direct Bill 

 



 
What does a Receptive Operator 

Need from a Vendor? 
 • Have rates ready in March for following year 

  

FIT calendar year is April 1 – March 31 
Rates delivered in March, 2011 should be for period  

April 1, 2012-March 31, 2013 

 



Drive Business 

Be creative ! 

• Offer Value Add-On 

  Breakfast included  

  Tickets to area attraction 

  Bicycles on-site for use  

• Make your property a destination  
Offer unique programming:  

Culinary Classes 

Wine Tastings 

 

 

 



Be Prepared 

• Make sure ALL staff is apprised of FIT 
procedures: 

  receiving vouchers 

  NO receipt to guest showing room rate! 

  blind folios only! 

• Have basic literature in foreign languages 

• Multi-lingual Staff 



As a Result…. 

• Global Exposure 

 

• Increase in number of reservations during low 
seasons / days of week 

 

• Increased Annual Revenue 

 

 

 

 



GREAT LAKES 

 Minnesota Indiana  (Ontario, Canada) 
 Wisconsin Ohio 

Illinois  Pennsylvania 
 Michigan New York 



MICHIGAN PROPERTIES 







GREAT CITIES OF THE GREAT LAKES 

14 DAYS / 13 NIGHTS 
CHICAGO 

GREEN BAY 
MARQUETTE  

TRAVERSE CITY 
DETROIT 

TORONTO 
NIAGARA FALLS 
NEW YORK CITY 



GREAT LAKES INN-SIDER 

 
13 DAYS / 12 NIGHTS 

CHICAGO 
EPHRAIM / DOOR COUNTY 

SPRING GREEN 
WINONA 
ST PAUL 

BAYFIELD 
MARQUETTE 

MACKINAC ISLAND 
GRAND HAVEN 

 



OUTDOOR EXPLORATION 

14 DAYS / 13 NIGHTS 
ST PAUL 

BRAINERD 
BAYFIELD 

MARQUETTE 
MACKINAC ISLAND 

HILMAN 
WHITEHALL 
CHICAGO 



www.TourMappers.com 
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