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Kopuoy,

To Kvumpuaxé Epmopikd & Blopnyaviké EmipeAntiplo péoa ota MAalOlX TNG TAYLAG TOALTIKAG TOU Yl SLopyavwon
ETIHOPPWTIKWV TPOYPAUUATWV TIOU VO AVTATIOKPIVOVTAL AUESH OTLG EEAKPLBWUEVEG AVAYKES TOU EUTIOPOLLOUNYAVIKOU KOGHOU,
Slopyavwvel To aepvaplo pe Bpa:

«TACTICAL SALES INITIATIVES & ONLINE MARKETING FOR THE CYPRUS TOURISM SECTOR»
0 tovploTikdg topéag otnv Kimpo (§evodoxeia, touplotikol mpdktopes, Slopyavwtes Tofldlwv, ekdnAwoeswv KAT) Exel
EMMNPeAoTEl Ta TEAELTALA XPOVLIA ATIO TTAPAYOVTES OTIWG:

® 1 XOUNAT TANPOTNTA YLO LEYAAX XPOVIKA SLocTHaTA

e 1 xpnNo1 ToL SLaSIkTVOV LE TIG o’ VOElNG NAEKTPOVIKEG KPATNOELS EloLTNpiwy, Swpatinwv KA. ano online Tapoxng

e 0 pelwPEVoG TIPOUTIOAOYLONOG TWV TOUPLOTWV YLX SLAKOTEG £XOUV AUENCEL AKOUTN TIEPLOCOTEPO TO AVTAYWVLIOTIKO
TepBaArov yia ta Eevodoxeia kabwg Kal TOUG TOUPLOTIKOVG TIPAKTOPES.

Méoa 0 auTd TO £vTova AVTAYWVIOTIKO TEPLBAAAOV KAAOUVTAL GTIHEPA OAOL OL TTAPAYOVTEG TOV TOUPLATIKOU KAGSou va Bpouv
AUOELS KAl va TIPOCEAKVOUV TIEAGTES LSLaiTepa o€ TEPLOSOVG YaunANG TovpLoTikniG (tnong (low season). Paivetal amod eumelpieg
TPONYOUUEVWV XPOVWV OTL OL Tapadoolakeg peBodoL TPpoa@opwVv Tov Sev elval oToxeVNEVES Kat Sev Aapfdvouy VoY Toug TNV
€OVIKOTNTA, TI§ AVAYKEG, TNV CUUTEPLPOPA TWV TEAXTWYV, TNV KOUVATOUpA Kal oL §ev otnpilovial o cwot kKootoAdynon /
aVGAVGT BEV ETILTUYXAVOUV TA AVUUEVOUEVA ATIOTEAEOUATA.

0 BaolkdG OKOTIOG TOU TPOYPAUUATOS Eival akpLB®WG va ETIKEVIPWOEl 08 TAKTIKEG TTwANoEWY Kol Sladiktuakoy MApKETIVYK
(online marketing) to omoio Ba otoxgvouvv o€ avénon ™G TMANPOTNTAS Kab’ OAN TNV SLAPKELA TOU £TOVG HECW TNG CWOTHG
SLaXElPLONG TIOTWV TMEAATWV KL TNG ATMOTEAECUATIKNG KATNYOPLOTOMONG Kol SLHXElPLoNG VEWV KAl VQLOTAUEVWY TIEAXTWV.
EmumAéov, To ogpvaplo Ba Bonbnoel TOUG CUUHETEXOVTEG VA AVATITUEOUV OTOXEVUEVEG EKOTPATEIEG LAPKETIVYK a&LOTIOLWVTOG
TATPWG Ta cVYXPOVA SLASIKTUAKA EPYAAELR NAEKTPOVIKTG TTPOBOATIG KL TTPOWONOTG TWV UTINPESLWV TOUG.

To cepwvaplo amevbivetal oe Eevodoxous, TaEISLWTIKOUG TIPAKTOPES, SlopyavwTés Tatlbiwv kabws Kal 6& GAAEG TOVPLOTIKES
emixelpnoels (golf resorts, SPA resorts, kKAT) Tov 8£Ao0uv va BEATLWOOUV TIG TAKTIKEG TIWATOEWV KL TO content LAPKETIVYK IOV

£@APUOLOVYV WOTE VA ETMLTUYXAVOUV VPNAOTEPES TTWANOELG ELSIKA O€ TTEPLOSOUG YA UNAT|S {jTNnoNG.

MeTd TNV 0A0KAT | pwOT] TNG KATAPTLONG OL KATAPTL{OUEVOL TIPETEL va elval o€ Bon va:

o TPOGPEPOVV TIPOCPOPES TIOV VL 0TNPLLOVTUL € CWOTEG AVAAVCELG KOGTOUG

o ETIUETPOVV TNV QATOTEAECUATIKOTNTA TWV E8IKOV TPOCEOPWY KABMG Kol Twv GAAWV TOKTIKWV TOU
£@APUOTOVV OTIG TTWATCELS TIOV SLevepyolv

o KQTNYOPLOTIOLOVV TOUG TIEAGTEG KL VA AVATITUOO0UV ATTOTEAEGUATIKY HEO0S0 eTIKOWVWVING Hall TOUG

o AVATITUGGOVV ATIOTEAEGUATIKEG BAGELG BESOUEVWV YL TOUG ETILOKETITES KL TIEAGTES TOUG

o TPOGPEPOVV ELSIKEG TIPOCPOPEG TIOV VAL STIULOVPYOUV TIPAYHATIKO 0@EAOG TOOO Yla TOUG LSloug 600V Kal Yl

TOUG TIEAATES TOVUG

To npoypapupua seyxkpiBnke and rnv AvAA. O1 emMXEIPpHOEIC TOU ApXh AVANTUENG
CUHUETEXOUV UE EPYOSOTOUNEVOUS TOUSG, O ONMOIO! IKAOVOmToIouv 7\\'6 poNIVoOU
Ta KpITRpIa Tng AvAA, 8a TUXOUV TNGS OXETIKIG EMXOPHynons. A AuvapikoU

Konpou
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2.

o YVwpilouv TG va aVaTTUGE0UVY Kol Vo EQAPUOlOUV EKOTPATEIEG UAPKETIVYK LEGW TOV NAEKTPOVIKOU
TOUG Taxudpopeiov

o avamTUoo0VV KAl EQAPHOTOVV EKOTPATELEG TTPOWONONG TWV VTNPECLWOV TOUG ASLOTIOLWVTAG T HECA
KOW®WVIKNG SIKTUWOTNG

o SNuoupyolV KAUTAVIEG TIWANCEWY TIOU VA OTOXEVOUV OE SLUPOPETIKEG KATNYOPLEG TTEAATWV Kal

SLaPOpPETIKA TIpoioVTA PLAOEEVELQS

To mpdypappa amevBivetal og ISloktnTeG, M'evikolg AlevBuvtég kat YmodievBuvteg Tunuatwy MAnpo@opkig, MapkeTvyk Kot
OTPATNYIKOU OXESLATHOU TOUPLOTIKWV ETILYXELPT|OEWV.

H AOMH TOY IPOTPAMMATOX
To mpdypappa mov ivat TPaKTIKNG @UOoNG TeplAapfavel Tooo [§pupatikn 6cov kat Evdoemiyelpnolakn) katdption.

AIAAYKAAIA
EyyUnon ywa tnv emituyio Touv ETpop@wTikol Tpoypappuatos amoteAel To yeyovdg 6TL o’ autd Ba 8idaget o EAAnvoauepikavog
Philip Ammerman.

To mpdypappa Oa Sie€ayBel otnv AyyAw).

AIAPKEIA KAI XQPOX AIEEATQTIHY
Aldpkela: 14 opeg I8pvpatikr Katdption, 7 wpeg EvSoemiyeipnolaky Katdption. To mpdypaupa 0a SiefaxOsi oto Ecvodoyeio
ANEMI ot d@o.

AIKAIOMA YYMMETOXHY (€1785 + €339 ®.11.A.)

To mpdypappa £xeL eykplbel amo v Apxn Avantuéng AvBpwmivou Auvapikov cav TTpOYpappa (WTIKNAG onuaciag.

To mpdypappa emyopnysite €€ olokArjpouv amd tnv AVAA Kol WG €K TOUTOU 8EV UTIAPYEL OTIOLASTITIOTE OLKOVOMIKT)
empBapuvon ywx tig emiyelprjosls eEatpovpévou tov @.ILA. Na onueiwdel 6tL kot to @.ILA. emotpé@etal oTig eTalpeieg kat Sev
ATOTEAE KOGTOG YU TIG ETILXELPT|OELG.

[IpOKELTAL TIPAYUATIKA YLt LK AVETIRVAATTETI] KOl OLKOVOULKG GURPEPOVOH EVKALPIX TIOU TIPOT@EPETAL yia avaBddpion Twv
Kumplakwv touplotikwv ETiyelprjoewyv a@ol 1o Tpaypatikd KO0TOG CULHETOXNG ov SEV UTIPXE 1 EMLYopynon tns Apxns Ba
Ntav TovAdyioto €1785 To ATONO Kal TPOTPETOVTAL OAOL OTIWS TNV EKUETAAAELOOVVY GTO £TTAKPO.

MIXTONOIHTIKO NAPAKOAOY®OHXHY

To KEBE Ba g@odiacel 0Aovg Toug cuppetéxovtes pe [liotomomtiko apakoAovOnong.

H mpoaxtikr @Uon kat 0 TOTOG TOu TPOoYyPAUpUatos elval @avepd dtL BETouy TEPLOPLOPOVS oTOV aplOpd Twv cuppeToXwy (25
emxelpnoeg) yU autd Ba yivovtol SekTég autnoelg Katd oelpdv mpotepaldtntag. TeAevtaia muepounvia yia SNAGOELS
ovppetoxns eivat n Tetaptn 07 OxktwPpiov 2015.

I'a eplocdTepeg TANPOPOPieg TTapakareiocOe OTTwG emkovwveite pe Tov k. Xpioto Tavteré oto KEBE, TnA. 22889840,

@at: 22668630, T.K. 21455, 1509 Asvkwoia.

Me extiunon,
Xpilotog TavteAég
yia Feviké Tpappatéa

/TB
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ANAAYTIKO [IPOTPAMMA
Tuesday 13/10/2015
08:30-08:45 Registration
08:45 - 09:00 Introduction
09:00 - 10:50 Twenty Winning Sales Initiatives in the Travel Sector

10:50 - 11:05
11:05 -12:45
12:45 -13:45
13:45 - 15:00
15:00 - 15:15
15:15-17:15
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Defining, Costing and Communicating Tactical Sales Initiatives

There are twenty strategies for using tactical sales initiatives. These are listed below. Each initiative will be explained and

demonstrated using case studies
Discounting: OTA / Channel Specials
Discounting: Daily Deal Websites
Discounting: Direct Online
Supplements: Half Board / Full Board
Supplements: Room Upgrades
Supplements: In-Resort Credit
Supplements: Spa Treatments
Supplements: Lessons or Activities
Customer Segments: Children Stay Free
Customer Segments: Loyalty Upgrades
Customer Segments: Loyalty Free Stays

FT PR DO AD oD

Coffee Break

Calculating the Cost and Revenue of Service

1.

Ty noT OB g

Customer Segments: Regenerate Lost
Accounts

Customer Segments: Group Offers
Time Planning: Mid-Week Specials
Time Planning: Weekend Specials
Time Planning: Seasonal Specials
Time Planning: Long Stay Offers
Time Planning: Holiday Specials
Time Planning: Selling Events

Other Promotions

Providers tend to see special offers in a single dimension—filling occupancy—rather than in terms of costs of service. In this
module, we will review different forms of calculating the cost of service. When viewed in this light, the real costs and benefits

of a special offer or other tactical initiative become clear.

Methodology 1: Cost per Day
Methodology 2: Cost per Staff Hour
Methodology 3: Cost per Meal Upgrade
Methodology 4: Cost per Room Upgrade
Lunch Break

Continuation of Previous Segment

Methodology 5: Cost per Child Supplement
Methodology 6: Cost per Free Stay
Methodology 7: Cost per Free Spa Treatment
Methodology 8: Cost per Free Car Rental
Methodology 9: Cost per Free Lesson
Methodology 10: Cost per Third-Party Referral

Coffee Break
Consumer Segmentation and Targetting

Definition of Segments and Micro-Segments
Quantification of Micro-Segments

Determination of Value and Image by Segments
Quantification of Sales Success and Conversion Rates
Media and Communications Channels

Other Forms of Selling
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Wednesday 14/10/2015
Communication and Promotion Forms

08:45 - 09:00 Introduction
09:00 - 10:45 Using Facebook for General Tourism Promotion

Generic posting and management requirements

Managing the tourism Facebook page: key components
Understanding “likes” and the Facebook stream

“Like” demographics and key promotional issues

Sharing posts between the corporate page and individual profiles
Sharing posts to groups

Creating Facebook events

Managing different languages on Facebook

10:45-11:00 Coffee Break
11:00 - 12:45 Customised Facebook Applications and Tourism Marketing

Claiming and Managing your FourSquare Page
Developing travel incentives, competitions and vouchers using PageModo
Developing travel incentives and competitions using Side Stack

12:45 - 13:45 Lunch Break
13:45 - 15:30 Direct Travel Marketing Using MailChimp

Exporting Guest Data and Contacts

Consolidating the Cleaning Contacts

Segmenting Contacts Offline

Uploading Contacts and Creating Segmented Lists
Developing and Scheduling Tactical Sales Offers
Measuring Results

15:30 - 15:45 Coffee Break

15:45-17:00 Analytics
Measuring results across the online value chain
Newsletter opens and clicks
Social media referrals and special offer take-ups
Google analytics and webmaster tools

Landing page performance
Online sales performance

17:00 - 17:15 Conclusions and Closing
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AMAwon ZuppeToxid

EmiBupovpe va cog TANPOQPOPNOOUHE OTL EVOLAPEPOUATTE VU CUUUETACGXOVIE OTO ZEUVAPLO TIOU SLOPYAVWOVEL TO
KEBE pe 0éua:

« TACTICAL SALES INITIATIVES & ONLINE MARKETING FOR THE CYPRUS TOURISM SECTOR »

Iroyeia Emyeipnong / Opyaviopov

‘Ovopa Emtiyeipnong:

Ap. Mntpwov Epyodotn Kowwvikwv Ac@aricewv:

TnA. dat.
AebBuvon;:

T.0. T.K.
E-MAIL:

Ap. Zuppeteydvtwv:

L] 13-14/10/2015 Iagog, Zevodoxeio ANEMI

Zroela TUPPETEXOVTWV

Ovopata TVUUETEYOVTWV: 0fomn otnv ETaupeia:

1
/PSRRI

1 7T
HUEPOUNVIO 1ot e e YTTOYPOPN ceveeveeeeerinin e et et
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