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Kopuoy,

To Kvumpuaxé Epmopikd & Bopnyaviké EmipeAntiplo péoa ota mAalolad NG TAYKG TOAMTIKNG TOU ylad Slopydvwor
ETIHOPPWTIKWV TPOYPAUUATWV TIOU VO AVTATIOKPIVOVTAL AUECH OTLG EEAKPLBWUEVEG AVAYKES TOU EUTIOPOLLOUN XAVIKOD KOGUOU,

Slopyavwvel To aepvaplo pe Bpa:

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

0 touplotikds Topéag otnv Kumpo (§evodoxeia, Tovplotikol
TPAKTOPES, SLopYavwTeG TadlSlwy, eKNAWOEWV KAT) €xEL
eMMNPeaoTel Ta TEAELTALA XPOVIA ATIO TTAPAYOVTES OTIWG:

e 1M XOuUnA TANPOTNTA  ylAd HEYAAX  XPOVIKG
StaoTpata

e 1 xpnon tov Swdiktvov pe TG am  evbeiag
NAEKTPOVIKEG  KPATNOELS eloltnpiwy, Swpatinv
KA. amd online mapoymg

® 0 UELWUEVOG TPOVUTIOAOYLOHOG TWV TOUPLOTWV YL
Slakomeg €xel auioel akOun TEPLOCOTEPO TO
QVTAYWVLOTIKO TeplBdAiov vy Tta  &evodoxela
KaBwe KAl TOUG TOUPLOTIKOUG TIPAKTOPES.

Méoa o autd TO EVIOVA QVIAYWVIOTIKO TEPLRAALov
KaAOUVTOL ONpEPA OAOL OL TAPAYOVTEG TOU TOUPLOTIKOV
KAddov va Bpouv AVoEG Kol va TPOCEAKVOUV TEAXTES
Wlaitepa og mePLOS0VG XaUNANG TouplaTikng {Ntnong (low
season). dailvetal amod eUTELPIEG TTPONYOVHEVWY XPOVWVY OTL

ol mapadoolakés péBodol Tpoo@opwv TOU Sev  Elval
oToxeLpéveg Kot  8gv  AauBdvouvv  umoYm TOUG TNV
€0VIKOTNTA, TI§ AVAYKEG, TNV CUUTEPLPOPA TWV TEAATWV,
TNV KOUATOUpa KoL Tou &gv otnpllovial o€ owoTh
KOOTOAOYNOT / avAAUGoT) SEV ETITUYXAVOUV TA AVAUEVOLEVX
amotTeAéoUATA.

0 Baoko6G oKOTOG TOU TPOYPAUMATOS Elval akplBws va
ETIKEVTPWOEl 0€ TAKTIKEG TIWANCEWV Kol SLaSIKTUAKOV
Mdapketvyk (online marketing) ta omoia Ba otoxeVouv oe
avénomn g mANPoOTNTag Ko’ OAn TNV SlApKElX TOU £TOUG
HECW TNG OWOTNG SLAXE(PLONG TLOTWV TEAATWV KAl TNG
QTOTEAECUATIKNG KATNYOPLOTIOMONG KAl Slaxelplong véwv
Kol v@lotapevwy meAatwyv. EmmAéov, to ogpvaplo Ba
Bonbnoel TOUG CUPUETEXOVTEG VA AVATITUEOUV OTOXEVUEVES
EKOTPATEIEG HAPKETIVYK a€LOTIOLOVTAG TIAPpWGS TA GUYXPOVX
Stadiktvakd  egpyadsia  MAekTpoviKNG  TPOLOANG Kol
TPOWONONG TWV VTINPEGLWOV TOUG.

To oegpwvaplo amevbivetal oe Eevodoxous, TaEISLWTIKOVUG TTPAKTOPES, SlopyavwTés Tadldiwv Kabws Kal e GAAEG TOUPLOTIKES
emiyelpnoels (golf resorts, SPA resorts, kKAT) mov B€Aovuv va BEATIWOOUV TIG TAKTIKEG TWAT)CEWVY KL TO content HAPKETIVYK TTOV
£@APUOLOVY WOTE VA ETLTUYXAVOUV VPNAOTEPES TTWANOELG ELSIKA O€ TTEPLOSOUG YA UNAT|S {jTNnoNG.

MeTd TNV 0A0KANI pWOT] TNG KATAPTLONG OL KATAPTL{OUEVOL TIPETEL va elval og BEon va:

o TIPOCPEPOUV TIPOGPOPES IOV VU OTNPI{OVTUL OE CWOTEG AVAAVGELS KOGTOUG

o ETIHETPOVV TNV QATOTEAECUATIKOTNTA TWV E8IKOV TPOCEOPWY KABWG Kol Twv GAAWV TOKTIKWV TOU
£@APUOTOVV OTIG TTWANGELS TTOU SLevepyoLV

o KO TIYOPLOTIOLOUV TOUG TIEARTEG KAL VX AVATITUGO0UV ATOTEAEGHATIKT LEBOSO emiKoVwViag pall Toug

o avamTUO00VV ATOTEAETUATIKEG BACELG SESOUEVV YL TOVUG ETILOKETITESG KL TIEAQTES TOUG

o TPOGPEPOVV ELSIKEG TIPOCPOPEG TIOV VAL STULOVPYOUV TPAYHATIKO O@PEAOG TOGO Yl TOUG LBiovg 600V Kal yla

TOUG TIEAATES TOVUG

DOVEasG sveniGnee and Taw AVAO. O swocssoriosic e
ounutv:xouv HE CPVOSOTOUNEVOUS TOLG. Ofos ItavomeIouw

o YT AVAS. BO TUXOUY TNG GXETIKNG SmXo D vnons.

Aew. piBa Ayevny 38 & Ashnyiwpyn 3, T.0. 21455, 1509 Aeukwoia, Kunpog, TnA. + 357-22889800, ®a&. + 357-22668630,E-mail: chamber@ccci.org.cy


mailto:chamber@ccci.org.cy

KYTTPIAKO
EMIMOPIKO KAl
BIOMHXANIKO
EMNMMEAHTHPIO

EFKYKAIOZ

2.

o yvwpi{ouv TG va aVATTTUGG0UVY KoL VoL EQAPUOlOUY EKOTPATEIEG LAPKETLVYK HEGW TOV NJAEKTPOVIKOV
TOUG Taxudpopeiov

o avamTUoGoUV Kal EQAPHOTOVV EKOTPATEIEG TPOWONONG TWV VTINPECLOV TOUG A§LOTIOLWVTAG TA HECH
KOW®WVIKNG SIKTUWOTNG

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

SLaPOpPETIKA TIpoioVTA PLAOEEVELQS

To mpdypappa amevBovetal og [SloktnTeG, Mevikols AlevBuvtég kat Ymodievbuvteg Tunuatwyv MAnpo@opikig, MAapKeTIvyK Kot
OTPATNYIKOU OXESLATHOU TOUPLOTIKWV ETILYXELPT|OEWV.

H AOMH TOY IPOTPAMMATOX
To mpdypappa mov ivat TpakTikng @Uon¢ Teplhapfavel Tooo [Spupatikn 6cov kat EvSoemiyelpnolakn katdption.

AIAAYKAAIA
EyyUnon ywa tnv emituyio Touv ETpop@wTikol Tpoypaupatos amotelel To yeyovos 0t 6’ autd Ba Si8agel o EAAnvoapuepikavog
eumelpoyvmpovag kUplog Philip Ammerman, o omolog e€etdikevetal og Bpata Stadiktvakoy Mapketivyk kot [TwANncewv.

To mpdypappa Oa SiefayBel otnv AyyAwk.

AIAPKEIA KAI XQPOX AIEEATQTIHY
Aldpkela: 14 opeg ISpupatiky Katdption, 7 dpeg EvSoemixeipnotakn Katdption. To pdypappa 0a Sic€ay0ei oto EBE Agpecot
ot Agpeco.

AIKAIOMA YYMMETOXHY (€1785 + €339,15 ®.I1.A.)

To mpdypappa £xeL eykplBel amo v Apxr Avantuéng AvBpwmivou Auvvapikol cav Tpoypappa {WTIKNG OTULACLaG.

To mpdypappa smiyopnyeital €€ olokAnpov amd v AvAA kat wG ek TOUTOU 8EV UTIAPYEL OTMOLASNTTOTE OLKOVOULKY
empBapuvon yx Tig emixelproctg eEatpovpévou tou ®.ILA. Na onuetw0el dtL kot 0 D.ILA. emioTpéPeTaL 0TI £TALPEIEG KAl Sgv
ATOTEAE KOGTOG YU TIG ETILXELPT|OELG.

[IpOKELTAL TIPAYUATIKA YLt LK AVETIRVAATTETI] KOl OLKOVOULKG GURPEPOVOH EVKALPIX TIOU TIPOT@EPETAL yia avaBddpion Twv
Kumplakwv touplotikwv ETiyelprioewv a@ol 1o Tpaypatikd KOGTOG GUUUETOXNG av SV UTPYXE 1 EMLYopnynon g Apxnis Oa
Ntav TovAdyioto €1785 To ATONO Kal TPOTPETOVTAL OAOL OTIWS TNV EKUETAAAELOOVVY GTO £TTAKPO.

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

H mpaxtikn @Uon kat 0 TOTOG TOU TPOYPAUUATOS Elval @avepd OTL BETOUVV TEPLOPLOUOVS GTOV aplOud Twv cuppetoxwv (25
emxelpnoeg) yU autd Ba yivovtol SekTég autnoelg Katd oelpdv mpotepaldtntag. TeAevtaia muepounvia yia SNAGOELS
ovppetoxns eivat 1 Tpitn 12 Atptdiov 2016.

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

@at: 22668630, T.K. 21455, 1509 Asvkwoia 1| pe 1o Fpappatéa tov EBE Agpecov k. Xploto Avactaciadn, thA.
25877350.

Me extiunon,
Xpiotog TavteAeg
yia Feviké Tpappatéa

/TB
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ANAAYTIKO [IPOTPAMMA
Tuesday 19/04/2016
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

AT ER OO A0 oD

Coffee Break

Calculating the Cost and Revenue of Service

1.

"~ 0T 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 20/04 /2016
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 TANPOQPOPNGOUHE OTL EVOLAPEPOUACTTE VU CUUUETACXOVIE OTO ZEUIVEAPLO TIOU SLOPYAVWOVEL TO
KEBE pe 0éua:

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

Iroeia Emyeipnong / Opyaviopov

‘Ovopa Emtiyeipnong:

Ap. Mntpwov Epyodotn Kowwvikwv Ac@aricewv:

TnA. dat.
AebBuvon;:

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

Ap. Zuppeteydvtwv:

L] Aepeoog, 19/04-20/04/2016 (EBE Aegpeocov)

Irowyeia TUPPETEXOVTOV

Ovopata TVPUETEXOVTWV: 0fomn otnv ETaupeia:

1
/PSRRI

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