Packaging Weekend Getaways & Shoulder Seasons

Roundtable Discussion Summary
Resource Persons: Joe Veneto, The Opportunity Guy; Linda Anderson, Glacier Country Tourism Region; Theresa Cox, Missoula CVB                          Facilitator: Jeri Mae Rowley, Montana Superhost, Great Falls, MT

Recorder: Kathie Lapcevic, Glacier Country Tourism Region
Joe Veneto, The Opportunity Guy, suggests that everyone get their heads out of Montana and see what the world is doing.  Customers want packages and their decisions are being driven by the internet.  

www.goprovidence.com (good information but booking packages is very cumbersome on this site)

www.padutchcountry.com (likes this site but doesn’t like to see special offers listed because it makes the packages all about the price and not the experience.)

All packages need to include date and price and the website needs to be consumer friendly.  Price per person is very important and should be easy for the consumer to find.  A dynamic packaging website would be www.visitpittsburgh.com it’s completely seamless for everyone, with a shopping cart that allows booking.  Partners are sent emails saying what has been sold. 

Make sure all packages have totals without breaking out line items.  It’s important for the consumer not to be able to get to the individual prices and be able to book for themselves.

Linda J. Anderson, Executive Director, of Glacier Country said that Glacier Country has had Joe out twice to do seminars and the challenge continues to be getting packages from Glacier Country members to put up on the website.  Spring packages on Glacier Country’s website were promoted via a direct e-mail to 10,500 people as well as a press release.  It is important to note that Glacier Country is not taking reservations for the packages, but merely posting the information for consumers to view then contact the hotel to book.  

Teresa Cox, Executive Director, of the Missoula CVB, says that the packages are very time consuming and that they are hoping to hire a consultant to work with them and the area on packages.  

The floor was opened up for Questions and Answers:

Q: Please explain what commissionable packages mean

A: Build the 10% commission into the package so that everyone sees the same price.  If the package is bought by a travel agent then you pay the 10% commission, however; if the package is bought by the general consumer then you keep the extra 10% to use for marketing, etc.

Q: Is discounting the package important?

A: Most hotels work on a tiered pricing structure and that should be used in packages as well.  Work with partners so that no one can work their way back to individual costs.

Q: Where should packages be posted?

A: Everywhere!  On the individual regions and CVBs sites, as well as Travel Montana, individual package partners’ sites, etc.  Make it easy for the consumer!

Q: Is it the CVB/Region director’s job to put the packages together?

A: No, they should just facilitate the process, light the fire so to speak.
