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Seminar
for the Cyprus Tourism Sector

(100% Emixopnynon ano tnv AvAA)

ANATKH KATAPTIZH>

O ToupIoTIKOG TopEag oTnv Kunmpo (Eevodoxeia, TOUPIOTIKOI
npakTopeg,  OIOpYavWTEG  TA&dIV, €KONAWOEWV  KAM)  €xel
€NnpeacTei Ta TeAeuTaia Xpovia anod NapayovTeg Onwe:
e 1 XauNAR NANPOTNTA yia PeyaAa Xpovika diaoThpara
en Xpnon Tou OIAdIKTUOU HE TIC an’ €eubeiaC NAEKTPOVIKEG
KPaTNOoEIG eI0ITNpiwv, dwiaTiwv K.A.M. ano online napoxng
e 0 HEIWUEVOC MPOUMONOYIOHOG TWV TOUPIOTWV Yid OIAKOMEG
£XOUV QUENOEI KON NEPICCOTEPO TO AVTAYWVIOTIKO NePIBAAAov
yia Ta Eevodoxeia kabwg Kal ToUG TOUPIOTIKOUG NPAKTOPEG,.

Méoa o’ autd To évrova avtaywvioTikd nepiBalhov kahoUvTal
onuepa OAol oI NApAyovTeEG TOU TOUpPIOTIKOU kAGdou va Bpouv
AUoeIG kal va npooeAkUouv NeAATEG 181aiTEPA O NEPIOBOUG XAUNAAG
ToupioTikng {ATnong (low season). ®aivetal and eunEIPIEG
nponyoudevwv Xpovwv OTI oI Napadooiakég UEBodOI NPOCPOPmY
nou dev €ival OTOXEUMEVEG Kal Oev AauBavouv unoyn Toug Tnv
€0vikOTNTA, TIG AVAYKEG, TNV GUMNEPIPOPA TWV MNEAATWY, TNV
KoUuATOoUpa kai nou dev oTnpifovral 0 OwoTr) KooTohoynon /
avaluon dev eMITUYXavouv Ta avapevodeva anoTeAéopara.

Hpepounvia A€oy wync:
Xwpog A€y wyn|G:

08 & 09/10/2019
Adpvaka (Eevodoysio GOLDEN BAY)

O BacikoCc OKOMOG TOU MPOYPAMMATOG &ival  akpiBw¢ va
ENIKEVTPWOEI O  TAKTIKEC NWANCEWV  Kal  dladikTuakoU
MapkeTivyk (online marketing) To onoio Ba oToyxelouv o€
au&non Tng NAnEOTNTAG Kad’' AAn Tnv dIAPKEId TOU £TOUC HECW
™G OwoTRG dlaxeipiong MOTWV  MNEAATWV KAl TNG
anoTeAEOMATIKAG KaTnyoplionoinong kai dlaxeipiong vEwv kal
UQIOTAPEVWV NEAATQV.

EminAéov, To oguivapio Ba Pondrosl TouG CUUMETEXOVTEGC Va
avanTUEoUV OTOXEUUEVEG EKOTPATEIEC PAPKETIVYK AEIONOIQMVTAG
NAPWG Ta ouyxpova JladIkTuaka €pyaleid  NAEKTPOVIKNG
NPoBOANG kal NPowBNONG TWV UNNPETIWV TOUG,

To ogpIvapio anguBuveTal o EEVoO30X0UG,
TaZ1I31WTIKOUG NPAKTOPEG, d1opyavmTEG Ta&ISinv kadng
Kal o€ AAAEG TOUPIOTIKEG ENIXEIPNOEIG (golf resorts,
SPA resorts, kAn) nou 6£Aouv va BEATIOOOUV TIG
TAKTIKEG NWANCEWV Kal To content HAPKETIVYK Nou
€QAapHOfouV WOTE Vad ENITUYXAVOUV UYPNAOTEPEG
NWANOCEIC €101kA OE NEPIOGdOUG XaUnARG {nTnong.

META THN OAOKAHPQZH THZ KATAPTIZHZ OI KATAPTIZOMENOI MPEMNEI NA EINAI ZE OEZH NA:
- MPOCMEPOUV NPOCPOPEC NMou va aTnpilovTal o€ owoTEC avaAloElg KOGTOUC
- eMmuETPOUV TNV ANOTEAECHATIKOTNTA TWV EIBIKWV NPOCPOPWY KABWES Kal TwV AAAWV TAKTIK®V NMou Qpapuolouv OTIC NWANCEIG

nou JdlEvepyouv

- KaTnyopionoloUV Toug NEAATEC Kal va avanTUooouV anoTeAEGUATIKR PEB0DO enikolvwviag Jadi Toug

- avanTUoooUV anoTEAECUATIKEC BATEIC DEDOUEVWY YIA TOUC ENICKENTEC KAl NEAATEC TOUG

- MPOOPEPOUV EIBIKEG MPOOPOPECG MOU va dNKIOUPYOUV NpayHaTiko OQeAOG TOOO yia TOug 13ioug OO0V Kal yia TOUG NEAATEC TOUG
- yvwpilouv NG va avanTuooouv Kal va epappolouy EKOTPATEIEG HAPKETIVYK HMECW TOU NAEKTPOVIKOU TOUG TaXUOPOEIOU

- avanTuooouv Kal Epapuolouv EKOTPATEIEC MPOWONONG TWV UNNPECIHV TOUG AEIONOoIMVTAG Ta JEOA KOIVWVIKNG JIKTUWONG

- dnuIoupyouV Kaunavieg NWANCEWY MoU va OTOXEUOUV O< dIAPOPETIKEC KATNYOPIeC NEAATWV Kal SIAPOPETIKA NpoiovTa

®I\oEeveiag

ATEYOYNETATI:

To npdypappa ansubuveTal og IBIOKTATEC, Mevikoug AleuBuvTeG kal YNodieubuvTeG TUNUATWY MANPOPOPIKAG, MAPKETIVYK

Kal aTpaTnyikoU oxedIaopoU TOUPIOTIKWY EMIXEIPHOEWV.

H AOMH TOY NPOrPAMMATOZ

To npdypaupa nou sival NpakTIKAg eUong nepiAapBavel Téoo IdpupaTikry 6oov kar Evdoenixeipnoiakn kataprion.
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_2_
AIAAZKAAIA
Eyyunon vyia Tnv emituxia Tou EMIPOp@®TIKOU NpoypaupaToc anoTeAsl To yeyovog OTI ¢' auTo Ba didagel o EAANVOQUEPIKAVOG
eunelpoyvapovag kUpiog Philip Ammerman. Znueiwveral 0TI To npoypappa Ba SiegaxBei otnv AyyAikr yAwooa OpmG NapepBACEIS Kal
oulNTNOEIC YNOPOUV Va Yivouv Kal aTnv EANvIKN.

AIKATOMA SYMMETOXHZ (€1785 + €339,15 ®.I1.A.)

To npoypaupa éExel eykpilBei and Tnv Apxn Avantuéng MpdkeiTal npaydaTika yia pid avenavaAnnTn Kal OIKOVOMIKGA
AvBpwnivou AuvapikoU oav npoypaupa {WTIKNG onyaociac. To  CUH(pEPOUCA €UKAIpid MOU MPOOPEPETAl yid avaBaduion Twv
npodypappa enixopnyeitar €€ ohokAfpou ano Tnv AvAA kal w¢  Kunpiakwv — Enixeiprioewv  agou  To  npayuatikd  kOoTOG
€k TOUTOU Oev undpyel onoladnnoTe OIKOVOMIKN  CUMMETOXNG av Oev UMNPXE N emixoprnynon Tng Apxng 6a nrav
emBapuvon yia TIG ENIKEIPNOEIG / opyaviopoug e€aipoupévou  Touldyioto €1785 kal  npoTpénovral  OAol ONwG TV
Tou @.M.A. Na onueiwBei o011 kal To ®.MN.A. €NIOTPEPETAl OTIC  eKPETAAAEUBOUV OTO £MAKPO.

£TAIPEIEG Kal OV ANOTEAEI KOOTOG YIa TIC EMIXEIPNTEIC,

NIZTONOIHTIKO NMAPAKOAOYOHZHZ
To KEBE 8a £@odiaosl OAOUC TOUG OUUHETEXOVTEG We MigTonoinTiko MapakoAolBnaong.

AHAQZEIZ JYMMETOXHZ
O1 An\woeig Zuppetoxng va anootéMovTal oto KEBE, e-mail: gvenizelou@ccci.org.cy @a§. 22668630 TO apyOTEPO HEXPI TNV
TeTapTn 02 OkTWRpiou 2019,

H npakTikn @UoN kal o TUNOG TOU NPOYPAUKATOC £ival pavepd OTI BETOUV NEPIOPICHOUG GTOV apIBUO Twv GUUKETOXGWV YI' auTo Ba
yivouv OEKTEC AITNOEIC YE OEIpa NPOTEPAIOTNTAC,

MNa nepIooOTEPEG NANPOPOPIEC NAPAKAAEICOE ONWG anmogoggi‘rs HETOV - o

K. XpioTo TavreA€ oTo KEBE, TnA. 2288984

Mg ekTipnon,

XpioToc TavreAg
AvwTepog AsiToupyog KEBE.

/B
Tpomot NAnpwung
1. Me Emntayn oto 6vopo tov KEBE
2. KatdBeon otoug 1o KATtw AoyapLoopolg
TPAMEZA KYNPOY EAANHNIKH TPANEZA
APIOMOZz AOTAPIAZMOY 0194-12-006537 APIOMOZ NOTAPIAZMOY 121-01-013924-01 /BIC
IBAN NO.: CY 16 0020 0194 000 000 12 0065 3700 IBAN NO.: CY25005001210001210101392401
BIC: BCYPCY2N HEBACY2N
3. Méow tn¢ Ynnpeoiag JCC SMART natwvtag otov akoAouBo ocuvdeojLo:

https://www.jccsmart.com/e-bill/32522039

To Npoypappa cykpiBnke and Tnv AvVAA. O1 EMIXEIPHOEIS Tou
CUUPETEXOUV HE EPYOSOTOUUEVOUS TOUG, Of ON0IO! IKGVOITOIoUY

Ta KpITHPIa TNG AVAA, 8a TUXOUV TNG OXETIKIG EMXopRynons.
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Tuesday 08/10/2019

Defining, Costing and Communicating Tactical Sales Initiatives

08:30-08:45 Registration
08:45 - 09:00 Introduction
09:00-10:50 Twenty Winning Sales Initiatives in the Travel Sector

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

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

&+ W SO0 T OS3 T ATTS@SA0 Q0T

10:50-11:05 Coffee Break

11:05-12:45 Calculating the Cost and Revenue of Service
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

12:45-13:45 Lunch Break

13:45-15:00 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

15:00 — 15:15 Coffee Break

15:15-17:15 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 09/10/2019

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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St ANA®ON ZUPPETOXNG

EmBupoupe va oac nAnpopopriooupE OTI evOIAPEPOUATTE VA OUPHPETACXOUKE OTO ZEUIVAPIO MOU OIOPYAVAVEI
To KEBE pe 6€pa:
«TACTICAL SALES INITIATIVES & ONLINE MARKETING
FOR THE CYPRUS TOURISM SECTOR>»

Zroixeia Enixeipnong / Opyaviopou

'Ovopa Enixeipnonc:

TnA. ®dat.
AiebBuvon:

T.O. T.K.
E-MAIL:

Ap. ZUPHETEXOVTWV:

O  Adpvaka, 08 & 09/10/2019  (Zevodoxeio GOLDEN BAY)

ZTOIXEIa ZUHPHETEXOVTWV

OvopaTa ZUPPETEXOVTOV: ©¢on oTtnv Etaipeia:

L e i ————————

2 e a e e e

3 e n e e iiieeeee s eea————————— e e

«Eyw o/n , ONA@WV® OTI gigal avw Twv 18 eTwv. EEouaiodotw To KEBE va

XpnoiponoioUv OAa Ta nio NAvw NPoownika dedoKEVA e OKOMO TNV CUUHETOXN OTO Nio NAvw oepivapio. [

E€ouoio0doTw To KEBE va pou anoaTéAouv napopoiag puong Je TV nio NAve ekONAWON EVNHEPWTIKO UAIKO O HEANOVTIKO Xpovo. [
Evnuepwvopar 6T duvaTal va avaptndolv o€ I0TOOEAIDEG /KAl OTa PEDA KOIVWVIKNG JIKTUWONG pwToypaieg n/kal Bivreo and tn
OUYKEKPIYEVN €KONAWON OTIG onoieg epgavifopal, yia okonoUg npoBoAng Tng ekdniwong Edv dev npofeite oTn OXETIKN
€€ouai000Tnon npog To KEBE yia Tn 8iaTrpnon Twv deSOpEVAV 0ag yia HEANOVTIKN €NIKOIVWVId, auTa Ba KATAoTPAPOUV HE TO NEPAG
NG ekdNAwONC. Mépav Tou dIKAIMPATOG andoUPoNnG TNG OUYKATABEoNG 0ac, dIaBETETE eniong Ta dIkAIWKATA Npoapaong, didpbwong,
dlaypagnc, @opnToTNTAC, NEPIopIoKoU i avTiTaéng oTnv enegepyaacia Twv OeOOUEVWY 0AC, TA OMNOIa PMNOPEITE va €EAOKNOETE UEOW
ypanTtng aitnong oto KEBE. AiaBeTeTe niong To dikaiwpa katayyeAiag oTo Mpageio Enmponou Mpoownikav AESOHEVWV>.

HUEPOUNVIA ..o YIIOYPAP oveveveiieie ettt eae
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