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Tourism Solutions - Copyright © 2026 Alon Tourism Solutions. All Rights Reserved. Reproduction in whole or
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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.

We assist our clients by bolstering their
bottom lines through:

£ ALON i ffs

1. Tourism Education Programs

2. On-Demand Sales & Marketing Initiatives

3. Direct Business Growth Planning &
Implementation

Hayley Coriaty
Alon Tourism Solutions

© 2026 Alon Tourism Solutions. All Rights Reserved.
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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.

i
| 205}

We assist our clients by bolstering their

25+ years of industry-specific experience

bott I th h- Relationship building between

and fiercely creative solutions to capture ) od om . Ines Through: domestic tourism
mindshare, generate visits, and close sales 1" Tourism Education Program.s L. destinations/suppliers and global travel

J 2. On-Demand Sales & Marketing Initiat PP J
for domestic tourism businesses. - Ynh-Uemand Sales & Mariceting Initiatives — yrade partners/resellers for symbiotic

. Direct Business Grow annin
3. Direct Business Growth PI g & SUccess.
Implementation

© 2026 Alon Tourism Solutions. All Rights Reserved.
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About IITA

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

lITA 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.

© 2026 Alon Tourism Solutions. All Rights Reserved.



INBOUND INSIDER

S STEPS 1

s SUCCESS

International Inbound Travel Association

dT
" ogo ALON

JH/ILS

v: TRAVALCO

elb

DESTINATION MANAGEMENT

RECEPTIVE TOURS
Experience Above All
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travel group

- Tours Limited

{
?". Americas Premier Destination Management Company

allied-t-pro

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

Business Appointments
m % reos Education and Industry Updates
IITA (2=)3657 | Lors of Networking
SU T Affordable * Intimate * Effective

BIRMINGHAM + ALABAMA
January 31%t — February 3742027

ITA Summit 2027 - International Inbound Travel Association

© 2026 Alon Tourism Solutions. All Rights Reserved.
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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 tfourism
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!

© 2026 Alon Tourism Solutions. All Rights Reserved.
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Obtain true ROI on your marketing Build year-round business during your Prepare travel trade partners to see your
efforts and tradeshow attendance off-season and drive repeat revenue destination with minimal upfront costs

=liinfi@a=l - SELF-PACED FULLY ONLINE
' X! ONLINE INBOUND TRAVEL
TRADE ESSENTIALS PROGRAM oMOs/Corporatons

= STEPS TO SUCCESS ONLINE program purchases and Dul

IITA COURSE INFORMATION $195 . 3295
Get Quote
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v" There are many methods to choose from in marketing and

+ Northern

promoting international tourism!
There are many markets that we can approach! i
There are tradeshows we can go to everyday!

There are only so many marketing dollars!

+ Central

N N NN

There are strategies that make sense to streamline our
approaches and investment in tourism marketing!

v' Travel trade partners

v" Destination partners

v"  Being part of something bigger

© 2026 Alon Tourism Solutions. All Rights Reserved.
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SSSSS Today’s Agenda

ESS'

S0

Key Concepts: |

A WN -

Travel trade and B2B tourism marketing __
International tourism market
International visitor nuances

Value of working with 3 parties/B2B
Levels of the travel trade

International Best Practices: o

NN

© 2026 Alon Tourism Solutions.

Communication Asset to Activate the Sales Funnel L1
Bookable product (in advance)
Tiered NET rates

Smooth Operations

All Rights Reserved.



Case Study - Nevada
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v 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

v 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

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

v' 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



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

Case Study — Nevada
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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 tfravelers 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. =

Source: International Trade Administration



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

© 2026 Alon Tourism Solutions. All Rights Reserved.
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‘Travel trade’ refers to B2B partner companies that

sell or package travel from international tourism markets.
Here are some other terms to refer to 3rd parties!

UNIQUE BUYER TYPES

EVENT PLANNERS /CORPORATE MEETlNE PlﬂNNERS MEETINGS / INCENTIVES / CONGRESSES / EXHIBITIONS

TRAVEL AGENT (TR)
WHOLESALERS (WS)

DESTINATION MANAGEMENT COMPANIES (DMC)

UYERS

BEDBANKS tousorcuators() )\ |NE TRAVEL AGENT (OTA)

INBOUND OPERATORS (10)
REBEPTI\IEUPERATI]RS Rl] E s E L L E Rs

© 2026 Alon Tourism Solutions. All Rights Reserved.



.............. B2B vs B2C

B STEPS 0

S UCCESS
oo ALON
Business to Business Business 10 Consumer
(Relafional) (Transacﬁona|)

© 2026 Alon Tourism Solutions. All Rights Reserved.
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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

| 36

-

Consumer tradeshows (USA pavilions) N = AN iui%hgggg;g%;
Newsletters and mailings to clientele . ) :
Confidential tariffs for the food chain
B2B and B2C tour brochures/catalogs
Online websites

Their own websites

LN 1 8 X X X X X X

Call centers

© 2026 Alon Tourism Solutions. All Rights Reserved.
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v" Diversification; eggs in different marketing baskets

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

v" An opportunity to receive repeat and consistent business @

that grows YOY
v The ability to procure seasonal and off-peak business %

when you want and need it

v Business in advance — up to 24 months

© 2026 Alon Tourism Solutions. All Rights Reserved.



Travel Trade Distribution Channel
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Who ° °
Legend sell Variations

to

Travel Agents/Advisors (TA)

Who
sell
to

Bedbanks
Unique Buyer
Types

Consumers
Travel Trade

International Tour Operators (TO)/ :
Online Travel

Agencies (OTAs)

Meeting Incentive Congresses Exhibitions (MICE)

Suppliers

Who

sell
to Wholesalers

Inbound/Receptive Operators (RO/10)
Destination Management Companies (DMC)

Who
sell

to
BIDs/ Tours/ .
. i T
DMOs/Parks Attractions/ ﬁrfsil.::ufl.fural Accommodations Dining s':‘:f'?::zs Transport Events/Festivals ::ﬁ:’:s
& Recreation Sports LB IS 4

© 2026 Alon Tourism Solutions. All Rights Reserved.
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v Long-standing business relationships

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

v

v" Work only B2B

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

v" No exchange rates

v" Fewer and USD transactions $
v

Time zone alignment

v' Ease of booking

<

I
v" Work closely with regional, state, and local tourism offices. =

© 2026 Alon Tourism Solutions. All Rights Reserved.



Opportunities to Partner Abound!
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A ALON USA/Beyond the Gateways/Unique Local Experiences

San Francisco

Orlando

Miami

© 2026 Alon Tourism Solutions. All Rights Reserved.
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Millions of

Visitors
Who
In all countries el
around the Thousands of
world Travel Agents/Advisors ~ GLOBAL MARKET
Who — KNOWLEDGE
sell <
Throughout the to T~ SIGNIFICANT ROLE [T
country and globally Hundreds of = r— >
Tour Operators LU | UIVIE R g
Based in major US A - INTENTIONS =g
gateways & specific sel - MARKETING —3
areas based on the : Vp)
destination they sell ,oD,;z;,n;Moés . CAPABILITY
e
L
I

© 2026 Alon Tourism Solutions. All Rights Reserved.
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FIT, Groups & MICE

Domestic vs

FIT (Foreign Independent Travelers) FirstTimevs il Interational

Repeat Visitors

v" Individuals, families, couples, less than 10 pax
v" Arrive on their own or public transportation

v (Fly & Self-drives) i
v' Arrive pre-paid to the trade for their travel expenditures

ravelers Leisure vs
Group Visitors (Typically 10 or more) e Business
v Purpose or theme alEE
v Arrive on a chartered vehicle

v" On a timed itinerary

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

© 2026 Alon Tourism Solutions. All Rights Reserved.
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v' The products and services you create
v Who you work together with as partners and resources
v" How you track your business and when to expect results
v How you operate
v" How and where you sell
v' The associations you belong to & marketplaces you attend

v' The technology and connectivity you use

© 2026 Alon Tourism Solutions. All Rights Reserved.



International Market Attributes
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v Longer Stays and Higher Spending
v" International visitors stay longer and spend more than domestic travelers.
v" Different Travel Habits
v" Prefer using travel agencies and tour operators.
v Book travel differently than U.S. citizens.

v" Year-Round and Off-Peak Travel

v Travel more frequently during non-peak periods, boosting tourism year-round.
v' Enhance Product Development
v' Utilize products differently, influencing how businesses operate and develop

offerings.

© 2026 Alon Tourism Solutions. All Rights Reserved.
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v No Competition with Domestic Business @
v" International travel supplements rather than competes with domestic tourism.

v' Opportunities for Partnerships

v Encourages collaboration between gateway and nearby destinations to extend "':“
visitor stays.
v" Low Cancellation Rates E
v' Cancellations are rare, providing reliable business.
v" Longer Vacation Time e

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

"dream vacation" destination.

© 2026 Alon Tourism Solutions. All Rights Reserved.



The Distribution Map for Tours, Activities, Events, Experiences and Attractions. It's Complicated!

ities  Events  Guide/Host DayTour Operator

» iine. Re‘servaﬁodm.
Connectivity Phone

 Fax, Email

DIStribution ©  online Trave! Multi-Attraction | Travel Industry B2B
[ TA) istri
Channels Agencies (O Passes Sellers Distributors

> Viator > CityPass > Hotels, > Attraction

> GetYourGuide » Go City concierges World
Direct (B2C) > Klook » iVenture > Airlines > BeMyGuiest
> KKDay > Sightseeing Pass > DMOs > Hotelbeds
> Groupon > Asian Trails > Ticket resellers > Holibob
> Expedia > Local tour > Priohub
(web, mobile) > TUI Musement operators > TripAdmit
> Call center > Tigets Monstravl Corporate benefits | > Group Sales > Res Tech
> Ticket office > Civitatis Ol Corporate groups Distribution
> Veltra aNe:s Gifting sites Networks

© Copyright Arival LLC 2025 All Rights Reserved



¢/ Resellers / Distributors P e T Extranets ® \
make(uip _ SROUPON /' EURAM Tiqets & adenaine viator
“d™® oo le ot D - JIB axxm rugHT DWMU :
agazon explore "ticmate¥®  Booking.com & Jiiroction ¢ : ‘Expedla'
|san80l CVC Ptravello bicketlist BT  cnatatravels K| OOK -@headout aRes! o . @ Tripadvisor
= Trip.com tripshtick CEETIZ © tripster kkday  perwers W"OUWS G 2o $l‘“’3 5 @ourbnb
& musement myreoltrlp fhnllophnlno GettinLocal ¥ touriosity @ veLTRA  MNYETKee  rramsiNoers = cv;b)%ns
N : 0
T [ ssyoer , holibob hotelbeds  turismo@ ___ v B2B Layef 2 A AAA
B \—’ @BQMYG“G“ New World Travel .55 ¢ LEISURE GROUP allied-cpro <
s . !
; i § T@ - W
3 of & ° -1 £
= 2 o 5 & g2 §g gg
51 | 3l o & 3| =i 2 o8 &=
f &2 % 5 5| !
E /Reservation Platform (Res-Tech) GLOBALT‘&] Channel Mapagclml I CharpelManager layer - Content & Contracts*
= T . vn .
: peekero L7 E4Checkfront | . p.jicis W ventrata mgple}"
5 TRYTN @b\ i mwere?d_[ A Redeam o
2 Q . ‘ 00 'ngk‘ *Contracting - coming soon
= TREKKQ SOFT - A A g
| o e, E e ]
g 5 accesso rezgo s REGIONDO . 5 %! (c;,.m.., -
: BOkUN  Getensy 4 ruamor” 15 book A 1§ A vy
£ I EASOL turnfy  F@ZIo § | :
3 booke© ﬂi:ﬂ tessitura g
, ZAU XBLA™ activitar (Q § g g
g @kleesto """""" ound co * ORIOLY 5 5
RocketRez o o |
v ticketinghub * (DEresso Tl’lPAdm't P2 il toristy v 5| |8
Suppluersfl:)p:-ratovs\ 3 3 'I'I':
c 5| @)
wvss GV INE R _& @@ withlocals E| | 8| &
[ SIGHTSEEING 9°UESTO el | OUVRF oI g £ % gi
city £ ol
SeeSight ﬁﬁ.u“ experloncosk BUSB M vaskdiviasad  ArCY S Mn\ erlok m FOR TIOE UMD OF YOUR LIFE = &1 &1 S =
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International Best Practices:

v' Tourism Businesses

v and DMOs
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Recognize Your Travel Trade Sales Process

It’s a relationship you build!

Agree to work together (no hard sell)

v’ Travel trade sell in advance

Position product and services (creativity beckons)

D v"When you need it, when you want it

Pricing is established

v"Net rates are extended

Business is promoted and booked

v'Long term partnerships are finessed



.............. Creating Bookable (Sellable) Product
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v Room nights, meals, and packaged destination
experiences/services that are tangible and bookable for the
3rd party travel company to sell in advance

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

how you work together)

v Decide for FIT, GROUP, and/or MICE

May be existing

and/or new ideas

© 2026 Alon Tourism Solutions. All Rights Reserved.
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mericanTours International - Home | ATI



https://americantours.com/ati/

Example - Inbound Operators
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' ANUSA ng;( ZZZ( Destinations ;?;5:'3 of Inspiration Service O, search
TOURISTIK SEIT 1983 r

T \

e

CANUSA — Frowu dreaii 1o foureey

Your tour operator for individual trips to Canada and the USA

Popular travel ideas

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



https://www.canusa.de/
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Product Example: CANUSA

o Stage of the journey 1 Night

Las Vegas

The last stop of your journey will take you back to Las Vega$s. On the way,
it's worth stopping at the impressiveioover DamuBack in the'desertcity,
we recommend an ovemight stay at Lake Las Vegas, where you'can enjoy
the neighborhood of well-kndwn stars such as Céline Dion. After 3 last
evening in the desert metropolis, Your time in Nevada comes to an 2nd. If
you do not want to make your way home from here y&t, please contact us
andate will plan your onward journey

m

™

e USA and Canada | CANUSA



https://www.canusa.de/

INBOUND INSIDER

STEPS 10

s SUCCESS

International Inbound Travel Association

oo ALON

san Francisco “{~__

Sinawava. After visiting the park, continue the short distance south
to St. George.
Overnight: Clarion Suites St George or similar

Day 7: Zion NaTioNAL PARK/ ST. GEORGE > Las Vegas (118 1/ 190
KM)

Should you desire, revisit Zion National Park to see more of this
impressive gorge carved by the mighty Virgin River. Then continue
to Las Vegas. Before arriving, you may want to make a diversion to
marvel at the Hoover Dam, one of the highest dams ever constructed.

e v

Overnight: Americania Hotel or similar

DAy 13: San Francisco > 17-MuiLe Drive > CavLirorNiA CoasT (271 m
/ 434 xm)

Leave your heart in San Francisco and depart south along the scenic
Pacific Coast to Santa Cruz and the Monterey Bay. While in historic
Monterey, visit California’s first customs house and Cannery Row

Product Example: Allied T Pro

made famous through John Steinbeck’s book of the same name.
Take the 17-Mile Drive, a scenic coastal route through the Del Monte
Forest that includes The Lone Cypress Point and world-famous
Pebble Beach to Carmel-by-the-Sea. California’s most scenic coastal
areas lie between Big Sur and San Sipeeon. End this day of picturesque
splendor in the California coastalfegion.

Overnight: The Morgan Hotel San Simeon or similar

DAy 14: CaLrorNIA CoAsT > SANTA BARBARA > Los ANGELES (158 mi

/ 225 km)
e W)
X .

% Gmnd
Antelopc Canyon

P;r(r?s;ﬂhst\ \3 Sedona

Phoertix

ITyuToITU Uaic.

THE EXTRAS:

All admissions to National Parks and attractions.

AlliedTPro Self-Drive Tours 2026/27



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

Product Example: Allied T Pro
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Best of the West

Today you will travel to Death Valley National Park, visit Badwater
Basin, the lowest point below sea level in the Western Hemisphere.
Stop at Zabriskie Point and the Devil's Golf Course.

Overnight: Best Western Plus Frontier or similar

Source: AlliedTPro Self-Drive Tours 2026/27



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
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Who?
What?
Where?
When?
Why?

How?

Working Smart & Preparation in Perfecting Your Pitch
One Pager/Business Profile Worksheet

Begin with o compelling paragraph chout powyour business! Who are you o5 o compoany and whot maokes you
unigue # Provide o feeling, background, description, evolution, story, about your business.

Click or tap here to enter text

The regsons why travel trode buyers showld want bo work with you; your competitive adwantage and how pou
differ from similor businesses. Why showld the Trave! Trode wont to bupdsell your products/Services?

Click or tap here to enter text

Exoctly when are the products/Services ovoilable ? Aside from providing occwrate detoils for the trode fo resell your
proguct ar senvice, this is on opportunity to be dear gbout periodsSeasons you want and need business. When are
your peok perieds where rotes may be higher?

Click or tap here to enter text

Sustainability?

© 2026 Alon Tourism Solutions. All Rights Reserved.

B2B Profile Worksheet

Describe and give details abowt what product fSservice you provide. Use an eosy grid format and be specific with
detoils. Even if pou have custom offerings provide sample product/Services with pricing.

How dioes the trave! trode work with you o5 o 3rd party selier for FIT, Group and (AMICE) custom experiences? Note
any intricacies that a 3rd-party reseller should be aware of and commuonicate to thelr customers or know fo be
able ta booksell pow. Lel technology, operational detalls, payment detalls, et

1. FT

2 Group

Sustainable Development Goals and Assets

Describe aond provide exompiles of bow your prodwctsendce aligns with the United NMotions' 17 Sustoinable
Develogment Gomls (50dGs). Highlight any eco-friendly inftiotives or certifications that prove your commitment e
sustoinabllity. For travel frode, make sure o inclede verlfiable sustolnable efforts, os these are increasingly
Important. When appiicable, give specific examples of swstainable proctices ar assets for event business and other

affertmgs.




Know These Resources in Your Destination
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Destination
Description

Timing FIT & Groups Tour Guide/Step-On Motorcoach Information Unique Event Space
Friendly Dining

Ei

A

Accessibility

Accommodations Information, Nightlife Shopping Annval Events &
Resources, & Maps Festivals
ft A A f |
R A e ® S L}
~nBEX S -

Activities & Attractions
New experiences to keep Accessibility & Ease of Access -

repeat visitors coming to the destination & to each other Testimonials

Cross promoting with one another -
Create itineraries &
unique partnerships

oooe +
6000 A
000®

© 2026 Alon Tourism Solutions. All Rights Reserved.
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NEVADA

MAGAZINE & VISITOR GUIDE
SPRING/SUMMER 2026

Nevada Travel Guide - B2C

PLANNING GUIDE + EVENTS CALENDAR

EVENTS CALENDAR

+. O COHE b5 NUHGERS With everything from BestDam Winnemucca Burning Man
Av. i
farm\ 910 82Vl s a0 cookoffsand cultural  Barbecus Challenge Basque Festival Gerlach
< NEVADA. Reno, NV 88501 Boulder City Winnemucca
775-687-0802 days to rodeos and Fallon Cantaloupe Festival
N/ e ralles, theresan  BakRukins gy & unty
event tailor-made American Century Celebrity Fallon
T —— for you somewhere Chili on the Comstock & ““;!ﬂfj:':'z‘:‘:",;""':' Goldfield Days Celebration
TOURISM AND CULTURAL AFFAIRS in the Silver State. Craft Beer Tour & Land Auction
infogtravelnevada.com - travelnevada.com N Virginia Gity Goldfield
CHAIRMAN Lieutenant Governor Stavros S. Anthony Events are subject Artown
DIRECTOR Brenda Scolar to change, so Electric Daisy Carnival Reno Hot August Nights
onesxcounve orce, always be sure to Las Vegas Classical Tahoe Reno
L NEVADA Rafae! Vilanueva
check online before i i
p 1 Co N CHIEF HARKETIG OFFCER, hec! Jim Butler Days Pusic Fostivel Jarbidge Days
y TRAVEL NEVADA Caroline Sexton finalizing plans. Tonopah North Lake Tahoe Jarbidge
p MARKETING TEAM All Ancerson, Keele Cox
SusanHowers, Rachel Wrigh '
P U N C H | MARCH Nevada 01d Time et e Jazz & Beyond Festival
Nevada's Favorite Cockt R ..o s, Cory o, Boulder City Beerfest Fiddler's Contest oy e Carson City
i 3 Carrl Roussel, Kippy S Spiker Boulder City Fureka
ecomes ic Numaga Indian
TR o . Donkey Jamboree Run-A-Mucea Motorcycle Lake Tahoe Days Powwow
R 0©"oveinavada.com Mesquite Rally & Music Fest Sh;ke;p:a: ;T'"I Reno
Commissioners: Fletch Bruneile, Virgisia Winnemucca orthLoke oo
oy Capitandy Elih, oy Rocky Mountan ystor Fy atonalBasaue Fesival Pioche Labor
Annetta Kerr, Jii Rowland-Lagan. - Virginia City Salt Flats Endurance Runs o g Day Celebration
Mike Larragueta.Jane Moon, Rck Murdoc .
HorbSonias e, Pz Sincel atvomo i Cookat West Wendover Pioche
ahrump Chili Cookol o
Night in the Countr)
Photography: All photos not credited are Pahrump JUNE gm,»ngm v
owned by or were provided to Travel Nevada. California Trail Days
Disclaimer: Advertisements i this publieation do not The Mint 400 a ¥ _
orattutson orer RARRIRIRRRRRR. - e o pd Elko o e Fst o
restricted by law. eno
Al Rights Reserved. Reproduction of any content witfiout Carson Valley Days
written permission is prohibited APRIL Carsan Valley Tonopah Rock & Bottle Show
Nevada Magatzine & Visitor Guide 1SSN D196-1248) is Bighorn Outback Explorers Tonopah
created and distributed by Travel Nevada, a division of the Poker Rt Fe Te & B
Nevada Department of Tourism and Cultural Affairs. ("] oker Kun ears, lears eers
g Beatty Mountain Bike Enduro Race Wells Fun Run MORE
@ )
o n o Ely Car Show & Cruise
3 G z Genoa Western Wells UPCOMING
g == g teraeos Reno e EVENTS
S 5 e femo AUGUST =—ee
@ " oiisonot cangomimaor -
> Juide, L i
= ¥ 2 Virginia City Grand Prix Stewart Father's Bestin the West Nugget
W PRINTEDINTHE USA N Virginia City Day Powwow Rll;tn;k—ﬂﬂ *
N = Carson City parks
N E
3 =
s SCAN HERE = HAY Taste of Downtown Bowers Bluegrass Festival *
= TO HAVE THE = Armed Forces Carsan City Washoe Valley
R 8 . ® : H GUIDE MAILED L DayCelebration
Digging for the Virgin Valley Fire Opal s\ g T0 YU Hawthorne
g n2 .
e < 2
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Destination Segue Into Creating Products
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e e 1Nevadal "°"/

Northern
Nevada

-Sp: Central Nevada
T, ity Lone:estH:ghway W,

) Southern
. Nevada

T Rachel I/.Area 51 )

o3 \
: ~_ Las Vegas-/@/J
~ Henderson EZ
‘ Y4 Lake Mea

j der

| 100 km]
100 mil

|
—_—

j:z
I
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AN Identify intricacies based on your vertical of tourism supplier
business - Each category is unique!
v New busi + tional i Varies By:
ew business segment; new operational practices Category of business
v Policies, systems, organization Type of visitor — FIT, Group, MICE
Operational support documents
v ips — ..
Partnerships — work together Connectivity and technology
v Key contact to build relationship
v Internal communication

v |dentify intricacies based on your vertical

of supplier business

v Juxtaposition of the destination
v Resources to have & provide
v Long haul commitment

© 2026 Alon Tourism Solutions. All Rights Reserved.
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A net rate for bringing you new and consistent business Example:

= a great marketing investment to attain this market ($100 BAR/Retail)

Consumers
Buy at BAR/Retail Rate

$100

1L
$90-95 8
Travel Agents/Advisors (TA)

5-10% Below BAR/Retail O
ad
1L

Tour Operators (TO)/MICE $80-85 | jum
15-20% Below BAR/Retail (>/_)
$70-75 D)

m

 Receptive/Inbound Operators (RO)

25-30% Below BAR/Retail

© 2026 Alon Tourism Solutions. All Rights Reserved.



Accommodation Pricing Scenarios
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Season Start RETAIL TO Rate

o ALON 2027 April

Season End

4/1/2027
4/1/2027

$XXX $XXX

Sun-Thurs

5/1/20 80n-Thurs Deluxe
0 Fri-Sat Deluxe $xxx $xxx
_A~511/2027 731/2027|  Sun-Thurs Executive Suite $xxx $xxx
’ 5/1/2027] 5/31/2027 Fri-Sat Executive Suite $XXX $XXX
2027 June - Arrgust
[Jﬂ'y's- of Week 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
!  — L2027 2 0 Fri-Sat Executive Suite $xxxX $xxx
T 2027 September - November 15
2027 September - November 15 * 9/1/2027 11/15/2027, Sun-Thurs Deluxe $xxx $xxx
9/1/2027 11/15/2027 Sun-Thurs | 9/1/2027 11/15/2027) Fri-Sat Deluxe $xxx $xxx
gﬁu‘zﬂl? 11;15.!2“2? Fri-5at I 9/1/2027 11/15/2027' Sun-Thurs Executive Suite $xxx $xxx
9;1;21]1? 1]“;15!2“2? Sun-Thurs _I 9/1/2027 11/1 5/2027' Fri-Sat Executive Suite $xxx $xxx
a/1/2027 11/15/2027 Fri-5at
e
L
I

© 2026 Alon Tourism Solutions. All Rights Reserved.



Collaborative Roles Reach the End Goal
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Domestic vs
First Time vs International

Repeat Visitors

Age vs Income

Types of
Travelers Leisure vs
Business
Markets

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

© 2026 Alon Tourism Solutions. All Rights Reserved.

Products & |

\Services

Who is Going Business
to Work With

,» Profile
Qj and Why DeeP Dive : \

Marketing:

on the

(rocess

How You A Agreements
Work | with Net

Qeraiionally / \ Rates

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



Your Business Process to International Success
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ALON Not discounts, but marketing dollars

;wma 3. tocngrount ok o st o b — Consumers
v" Create B2B Business Profile
T R R ‘ SRR Travel Agents (TA)

Tour Operators

(TO)/MICE

v" Create Sellable Product/Services in WA 15:20% Bolow Retail

Receptive/Inbound Operators (RO)
25-30% Below Retail

v Determine Pricing Methodologies

°e| Par,‘.&

v' Position Well in Advance g

P

()
g uon®

v' Secure Policies, Systems, Procedures

v Partner Up and Connect for Destination Success

© 2026 Alon Tourism Solutions. All Rights Reserved.
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Sl STEPS 10
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R epm B
ReSOUNCEs oyolore Ul relation ships
Local, State, Regional, || FAMs & Site Inspections
National DMOs g )
partnerships /2N

‘NEVADA-

N\’

Your product, service, or destination

Build Your Travel Media Resources
Relationships

.A‘ésm%’ UMEDIA |
...... =I11TA G S s
& “\‘\ AD;; I
MAGAZIN I
’ . ‘ p
I+'s +)e CasY par+ Veep i+ SIMP™=

Build your relationships and have a consistent communication plan.

© 2026 Alon Tourism Solutions. All Rights Reserved.



SPECIAL |
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STEPS TO SUCCESS ONLINE
ENROLLMENT DISCOUNT USE
CODE IPWI10 FOR 107 OFF,
VALID THROUGH JULY 31!

International Inbound Travel Association

ONLINE INBOUND TRAVEL TRADE ESSENTIALS

SELF-PACED ONLINE PROGRAM WITH STEP-BY-STEP GUIDANCE ON
WORKING WITH INTERNATIONAL INBOUND OPERATORS—DELIVERED
IN A FLEXIBLE FORMAT DESIGNED 10 DRIVE STRONGER
INTERNATIONAL ROI.

STUDENTS LEARN HOWTO:
« EXPAND INTERNATIONAL REACH THROUGH STRATEGIC
PARTNERSHIPS

« COLLABORATE WITH KEY INDUSTRY PARTNERS
« POSITION YOUR ORGANIZATION AS A PREFERRED INBOUND PARTNER

Enroll to grow your international business - Scan and Save! L
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Scan to access now:
* Online Inbound Insider Steps to Success™

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

© 2026 Alon Tourism Solutions. All Rights Reserved.
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Thank Wl/l/.’ e et e

Hayley Coriaty, Alon Tourism Solutions
hcoriaty@alontourism.com

Julie Heizer, IITA
julie.heizer@inboundtravel.org

www.inboundtravel.org
859.955.9098

© 2026 Alon Tourism Solutions. All Rights Reserved.
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