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Alon Tourism Solutions is a global tourism marketing consultancy that prepares and connects tourism 
destinations, suppliers, and global travel trade buyers to fast-track profitable travel trade and partner 

relationships achieving mutual success. 

Hayley Coriaty
Alon Tourism Solutions

We assist our clients by bolstering their 
bottom lines through:

1. Tourism Education Programs
2. On-Demand Sales & Marketing Initiatives
3. Direct Business Growth Planning & 

Implementation



Alon Tourism Solutions

Alon Tourism Solutions is a global tourism marketing consultancy that prepares and 
connects tourism destinations, suppliers, and global travel trade buyers to fast-track 

profitable travel trade and partner relationships achieving mutual success. 

We assist our clients by bolstering their 
bottom lines through:

1. Tourism Education Programs
2. On-Demand Sales & Marketing Initiatives
3. Direct Business Growth Planning & 

Implementation

25+ years of industry-specific experience 
and fiercely creative solutions to capture 

mindshare, generate visits, and close sales 
for domestic tourism businesses.

Relationship building between 
domestic tourism 

destinations/suppliers and global travel 
trade partners/resellers for symbiotic 

success.
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International Inbound Travel Association

As the nonprofit trade association for international inbound travel to 
the U.S., IITA is devoted exclusively to the advancement of the U.S. 
inbound travel industry through the business-to-business travel 
trade.

IITA members include U.S. inbound operators, DMOs and travel 
suppliers from across the country.

About IITA Inbound Operators

IITA’s 60+ inbound operator members are the leading U.S. 
inbound operators representing markets around the world. 

They not only have established partnerships with the country’s 
most well-known cities and regions, but also with lesser-known, 
underserved destinations. 

About IITA
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To Name a Few …
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Three Pillars of Opportunity

International Inbound Travel Association
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The Travel Trade Are Looking For You

Your place to meet the leading U.S. Inbound Operators!

 Business Appointments
 Education and Industry Updates 
 LOTS of Networking

         Affordable * Intimate * Effective

     January 31st – February 3rd 2027

 IITA Summit 2027 - International Inbound Travel Association
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https://www.inboundtravel.org/events/iita-summit-2026
https://www.inboundtravel.org/events/iita-summit-2026
https://www.inboundtravel.org/events/iita-summit-2026


About Steps to Success

In 2017, the International Inbound Travel Association (IITA) 
partnered with Alon Tourism Solutions to launch

Inbound Insider: Steps to Success , 
a nationwide international inbound travel trade activation and 

training program that has been put to work in many 
destinations across the USA.

Steps to Success is designed specifically for all tourism 
supplier type businesses to increase their 

international tourism ROI by providing tools, resources, 
and the know-how to work effectively with the travel trade. 

Including introducing you to new partners to do business with!
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Why Are We Here Today?

✓ There are many methods to choose from in marketing and 

promoting international tourism!

✓ There are many markets that we can approach!

✓ There are tradeshows we can go to everyday!

✓ There are only so many marketing dollars!

✓ There are strategies that make sense to streamline our 

       approaches and investment in tourism marketing!

✓ Travel trade partners

✓ Destination partners

✓ Being part of something bigger 
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Today’s Agenda

Key Concepts:
1. Travel trade and B2B tourism marketing
2. International tourism market
3. International visitor nuances
4. Value of working with 3rd parties/B2B
5. Levels of the travel trade

International Best Practices:
1. Communication Asset to Activate the Sales Funnel
2. Bookable product (in advance)
3. Tiered NET rates 
4. Smooth Operations
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✓ In 2024, 52.4 million travelers visited Nevada total (all visitors, domestic and international), generating 
$58.5 billion in direct visitor spending — roughly $160 million spent every day by visitors in the state. 
Tourism generated $12.8 billion in tax revenue, with about $6.2 billion going to state and local 
governments. Tourism directly supported 459,081 jobs statewide. Source: Travelnevada 

✓ Tourism's total economic impact was estimated at $98 billion — roughly 37% of Nevada's GDP when 
including direct, indirect, and induced effects. Source: The Traveler

✓ International travel through Harry Reid International Airport reached 2.7 million passengers. Source: Travel 
Weekly

✓ For Canadian air visitors, Nevada was the 3rd most visited U.S. state with 1,391,000 Canadian visitors. 
Average Canadian visitor spent $1,090 per trip and stayed 7.34 nights. For Mexican air visitors, Nevada 
ranked 4th with 394,000 visitors. Source: International Trade Administration 

Case Study – Nevada

https://travelnevada.biz/tourism-means-more/
https://www.thetraveler.org/the-tourism-economy-of-las-vegas/
https://www.travelweekly.com/North-America-Travel/Insights/Las-Vegas-travel-numbers-2024
https://www.travelweekly.com/North-America-Travel/Insights/Las-Vegas-travel-numbers-2024
https://www.trade.gov/feature-article/survey-international-air-travelers-results-2024


✓ Nevada ranked 4th among all U.S. states visited by international air travelers in both Q1 and Q3 2025, welcoming 880,000 

visitors in Q1 and 1.0 million visitors in Q3. 

✓ The top 5 states visited by international air travelers in Q1 2025 together accounted for 85% of all U.S. international air 

visitation. 

✓ The top overseas source markets sending visitors to the U.S. in Q1 2025 were the United Kingdom (799,000), Brazil 

(479,000), Japan (451,000), India (441,000), and China (406,000). 

✓ The average overseas visitor spent $1,656 per trip in Q1 2025, rising to $1,951 per trip in Q3 2025, reflecting the peak 

summer and fall travel season. 

✓ The average overseas visitor stayed 15.25 nights in Q1 2025, extending to 17.8 nights in Q3 2025. 

✓ Average spending per trip by market in Q1 2025 was $1,656 for overseas visitors, $1,276 for Mexican visitors, and $929 

for Canadian visitors. 

Case Study – Nevada

Source: International Trade Administration

https://www.trade.gov/feature-article/survey-international-air-travelers-results-q1-2025


Key Concepts
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Who The Travel Trade Are

Here are some other terms to refer to 3rd parties!

‘Travel trade’ refers to B2B partner companies that 
sell or package travel from international tourism markets.

Travel Trade Defined
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B2B vs B2C

vs.
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Methods 3rd Party Sellers Use to Promote

Your External Sales Team

✓ Product and contracting departments

✓ Brick and mortar stores

✓ Their own sales calls to other buyers in the food chain

✓ Tradeshows they attend

✓ Advertising

✓ Consumer tradeshows (USA pavilions)

✓ Newsletters and mailings to clientele

✓ Confidential tariffs for the food chain

✓ B2B and B2C tour brochures/catalogs

✓ Online websites 

✓ Their own websites

✓ Call centers

© 2026 Alon Tourism Solutions. All Rights Reserved. 



Value of Working with the Travel Trade

✓ Diversification; eggs in different marketing baskets

✓ Tour and travel market is always the first to come back 
in cyclical market shifts 

✓ An opportunity to receive repeat and consistent business 
that grows YOY

✓ The ability to procure seasonal and off-peak business 
when you want and need it 

✓ Business in advance – up to 24 months 
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Travel Trade Distribution Channel

International Consumer Visitors

Travel Agents/Advisors (TA)

International Tour Operators (TO)/ 
Meeting Incentive Congresses Exhibitions (MICE)

Variations

Inbound/Receptive Operators (RO/IO)
Destination Management Companies (DMC)

Legend

Consumers

Travel Trade

Suppliers

Wholesalers

Who
sell
to

Who
sell
to

Who
sell
to

Who
sell
to

Bedbanks

Unique Buyer 
Types

Online Travel 
Agencies (OTAs)

Wholesalers

Tours/ 
Attractions/

Sports
Accommodations

Retail/ 
Services

Transport
Arts/Cultural 
Institutions

Events/Festivals
Native 

Nations
Dining

BIDs/
DMOs/Parks 
& Recreation
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Working with Inbound Operator Benefits

✓ Long-standing business relationships 

✓ Based here in the USA = Easy access through IITA 
✓ Market and sell destinations, products, and properties throughout the USA to international 

market

✓ Work only B2B

✓ Do all the ground-work negotiating and contracting every aspect of destination selling 

✓ No exchange rates  

✓ Fewer and USD transactions

✓ Time zone alignment

✓ Ease of booking 

✓ Work closely with regional, state, and local tourism offices.
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Opportunities to Partner Abound!

New York City

Los Angeles

San Francisco

Orlando

Miami

USA/Beyond the Gateways/Unique Local Experiences

© 2026 Alon Tourism Solutions. All Rights Reserved. 

Las Vegas



Your Reach & Visibility When Working with 
Inbound/Receptive Operators & the Travel Trade

Millions of 
Visitors

Dozens of 
IO/RO/DMCs

Hundreds of 
Tour Operators

Thousands of 
Travel Agents/Advisors

Who
sell
to

Who
sell
to

Who
sell
to

In all countries 
around the 
world

Throughout the 
country and globally

Based in major US 
gateways & specific 
areas based on the 
destination they sell
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How Visitors Arrive

FIT, Groups & MICE

FIT (Foreign Independent Travelers) 
✓ Individuals, families, couples, less than 10 pax
✓ Arrive on their own or public transportation
✓ (Fly & Self-drives)
✓ Arrive pre-paid to the trade for their travel expenditures

Group Visitors (Typically 10 or more)
✓ Purpose or theme
✓ Arrive on a chartered vehicle
✓ On a timed itinerary

MICE (Meetings, Incentives, Conferences/Congresses, Exhibitions)
✓ Custom, events, VIP, unique, one-of-a-kind experiences 

Domestic vs 
International

FIT vs Groups vs 

MICE 

Leisure vs 

BusinessNiche 

Markets

Types of 

Travelers

Age vs Income

First Time vs 
Repeat Visitors
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How Visitors Arrive Affects Your Success

✓ The products and services you create

✓ Who you work together with as partners and resources

✓ How you track your business and when to expect results

✓ How you operate

✓ How and where you sell

✓ The associations you belong to & marketplaces you attend

✓ The technology and connectivity you use
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International Market Attributes

✓ Longer Stays and Higher Spending

✓ International visitors stay longer and spend more than domestic travelers.

✓ Different Travel Habits

✓ Prefer using travel agencies and tour operators.

✓ Book travel differently than U.S. citizens.

✓  Year-Round and Off-Peak Travel

✓ Travel more frequently during non-peak periods, boosting tourism year-round.

✓ Enhance Product Development

✓ Utilize products differently, influencing how businesses operate and develop 

offerings.
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International Market Attributes

✓ No Competition with Domestic Business

✓ International travel supplements rather than competes with domestic tourism.

✓ Opportunities for Partnerships

✓ Encourages collaboration between gateway and nearby destinations to extend 

visitor stays.

✓  Low Cancellation Rates

✓ Cancellations are rare, providing reliable business.

✓  Longer Vacation Time

✓ International travelers often have 4-6 weeks of vacation and view the U.S. as a 

"dream vacation" destination.
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International Best Practices:

✓ Tourism Businesses

✓ and DMOs 
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Recognize Your Travel Trade Sales Process

Agree to work together (no hard sell)

✓Travel trade sell in advance

Position product and services (creativity beckons)

✓When you need it, when you want it

Pricing is established

✓Net rates are extended

Business is promoted and booked

✓Long term partnerships are finessed

It’s a relationship you build!
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Creating Bookable (Sellable) Product

May be existing 
and/or new ideas

✓ Room nights, meals, and packaged destination 

experiences/services that are tangible and bookable for the 

3rd party travel company to sell in advance

✓ Operationally matched to sell (how it's purchased and                                                          

how you work together)

✓  Decide for FIT, GROUP, and/or MICE
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Example – Inbound Operators

Source: AmericanTours International - Home | ATI

https://americantours.com/ati/


Example – Inbound Operators

Source: AmericanTours International - Home | ATI

https://americantours.com/ati/


Example – International Tour Operators

Source: CANUSA - Individual trips to the USA and Canada | CANUSA

https://www.canusa.de/


Source: CANUSA - Individual trips to the USA and Canada | CANUSA

Product Example: CANUSA

https://www.canusa.de/


Source: AlliedTPro Self-Drive Tours 2026/27

Product Example: Allied T Pro

https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html


Source: AlliedTPro Self-Drive Tours 2026/27

Product Example: Allied T Pro

https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html
https://websitebrochure.myalliedtpro.com/brochures/selfdrive-2627/32-33/index.html


B2B Profile Worksheet

May be existing 
and/or new 

products and 
services

Who? 

What? 

Where?

When? 

Why? 

How?

Sustainability? 
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Know These Resources in Your Destination 

TO DO LIST

Timing FIT & Groups 
Friendly Dining

Tour Guide/Step-On Motorcoach Information Unique Event Space

Seasonality Accommodations

Accessibility 
Information, 

Resources, & Maps
Nightlife Shopping Annual Events & 

Festivals

Activities & Attractions
New experiences to keep 

repeat visitors coming

Accessibility & Ease of Access – 
to the destination & to each other Testimonials

Destination 
Description

Cross promoting with one another – 
Create itineraries & 
unique partnerships

© 2026 Alon Tourism Solutions. All Rights Reserved. 



Nevada Travel Guide – B2C
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Destination Segue Into Creating Products
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Operational Considerations

Identify intricacies based on your vertical of tourism supplier 
business – Each category is unique!

May be existing 
and/or new 

products and 
services

Varies By:
Category of business

Type of visitor – FIT, Group, MICE
Operational support documents

Connectivity and technology

Tour

s
/A
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ra

cti
ons / S

p
o
rts

Ac
commod

a
tio
n

Ar

ts
/
C
u
lt
ur

al Institu
ti o
n
s

R
et

ail
/ Servic

e
s

Din
ing

Tr
an
s
p
o
rt

ati
on

BID

s
/D
M
O

s /
Parks &

R
e
c
reation

✓ Identify intricacies based on your vertical 

of supplier business

✓ Juxtaposition of the destination

✓ Resources to have & provide

✓ Long haul commitment

✓ New business segment; new operational practices

✓ Policies, systems, organization

✓ Partnerships – work together

✓ Key contact to build relationship

✓ Internal communication

© 2026 Alon Tourism Solutions. All Rights Reserved. 



Pricing Your FIT Experiences for Reselling Through the 
Distribution Network 

A net rate for bringing you new and consistent business

= a great marketing investment to attain this market

Consumers

Buy at BAR/Retail Rate

Travel Agents/Advisors (TA) 

5-10% Below BAR/Retail

Tour Operators (TO)/MICE

15-20% Below BAR/Retail

Receptive/Inbound Operators (RO) 

25-30% Below BAR/Retail

Tourism

Stakeholders

B
U

Y
S

 T
H

R
O

U
G

H

S
E

L
L

S
 T

O
 

$100

$90-95

$80-85

$70-75

Example:

($100 BAR/Retail)
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Accommodation Pricing Scenarios

Season Start Season End Days of Week Type RETAIL TO Rate

2027 April
4/1/2027 4/30/2027 Sun-Thurs Deluxe $xxx $xxx
4/1/2027 4/30/2027 Fri-Sat Deluxe $xxx $xxx 
4/1/2027 4/30/2027 Sun-Thurs Executive Suite $xxx $xxx 
4/1/2027 4/30/2027 Fri-Sat Executive Suite $xxx $xxx 

2027 May

5/1/2027 5/31/2027 Sun-Thurs Deluxe $xxx $xxx 

5/1/2027 5/31/2027 Fri-Sat Deluxe $xxx $xxx 
5/1/2027 5/31/2027 Sun-Thurs Executive Suite $xxx $xxx 
5/1/2027 5/31/2027 Fri-Sat Executive Suite $xxx $xxx 

2027 June - August  
6/1/2027 8/31/2027 Sun-Thurs Deluxe $xxx $xxx 
6/1/2027 8/31/2027 Fri-Sat Deluxe $xxx $xxx 
6/1/2027 8/31/2027 Sun-Thurs Executive Suite $xxx $xxx 
6/1/2027 8/31/2027 Fri-Sat Executive Suite $xxx $xxx 

2027 September - November 15
9/1/2027 11/15/2027 Sun-Thurs Deluxe $xxx $xxx 
9/1/2027 11/15/2027 Fri-Sat Deluxe $xxx $xxx 
9/1/2027 11/15/2027 Sun-Thurs Executive Suite $xxx $xxx 
9/1/2027 11/15/2027 Fri-Sat Executive Suite $xxx $xxx 
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Collaborative Roles Reach the End Goal

Deep Dive 
on the 

Process

Products & 
Services

Business 
Profile

Agreements 
with Net 

Rates

How You 
Work 

Operationally

Marketing: 
Who is Going 
to Work With 
You and Why

Trade are the experts!  
Rely on them to bring us the business!

Fall into the process and let the  
trade do the global promotion for you!

Domestic vs 
International

FIT vs Groups

Leisure vs 

BusinessNiche 

Markets

Types of 

Travelers

Age vs Income

First Time vs 
Repeat Visitors
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✓ Create B2B Business Profile 

✓ Create Sellable Product/Services

✓ Determine Pricing Methodologies

✓ Position Well in Advance

✓ Secure Policies, Systems, Procedures 

✓ Partner Up and Connect for Destination Success

Your Business Process to International Success
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Local, State, Regional, 

National DMOs

Engagement

Build Your 

Relationships

FAMs & Site Inspections

Your product, service, or destination

Travel Media Resources

Build your relationships and have a consistent communication plan.

Partnerships

© 2026 Alon Tourism Solutions. All Rights Reserved. 





Q&A

Scan to access now:
• Online Inbound Insider Steps to Success

* All resources will also be shared in follow up email.
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Thank you!

www.inboundtravel.org
859.955.9098

51
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Hayley Coriaty, Alon Tourism Solutions
hcoriaty@alontourism.com

Julie Heizer, IITA
julie.heizer@inboundtravel.org

mailto:hcoriaty@alontourism.com
mailto:julie.heizer@inboundtravel.org
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