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COMPONENT 1:	NEW ZEALAND TOURISM DESTINATIONS AND INBOUND TOURISM  
MODULE:		INBOUND TOURISM GROUPS
CREDITS: 		7
LEVEL: 		4

GRADUATE PROFILE 1	LEARNING OUTCOMES	ASSESSMENT
Implement customer service and information advice, applying appropriate communication, literacy, numeracy and problem solving skills, to enhance the visitor experience.		Students will apply their knowledge of New Zealand tourist destinations to produce a group tour that is relevant to visitors			TAFA/THA/THR Inbound Tourism Groups		Itinerary and quotation for a group tour using numeracy skills, destinational knowledge and a business process.	Task One	Apply in-depth knowledge of New Zealand as a tourism destination (GP3).		Creating a group tour itinerary (using business systems and processes), resulting in an itinerary which will deliver a quality visitor experience. (GP4).		Task Two	Group pricing. Demonstrate numeracy skills by providing a group quote of the itinerary. (GP1).		(Cr7)	
GRADUATE PROFILE 3		
Apply in-depth knowledge of New Zealand tourism destinations in terms of characteristics, history, and attributes relevant to visitors to enhance the visitor experience. 			
GRADUATE PROFILE 4		
Identify and evaluate tourism business systems and processes that enable the delivery of a quality visitor experience and contribute to overall business effectiveness.			


SELF DIRECTED LEARNING 
STUDENT GUIDE

TAFA/THA/THR: INBOUND TOURISM GROUPS
In order for you to gain the most value from your qualification and to prepare you for your assessment and the industry, make sure you complete all of the tasks below. 

Monday to Thursday
Complete the Industry Calculations module in Moodle 
This is located in THA Self-Directed Learning Guide under Literacy & Numeracy. Each morning there will be a brief class discussion on your progress. 

In Moodle, in the THA/THACE/TAFA Self-Directed Learning guide, is access to
 The ‘RTO Tourist Regions of NZ’ quiz.  Your challenge is to correctly allocate 
	all 31 regions, correctly, closed book.  This will ensure you have a full 
	understanding of how domestic tour itinerary’s need to geographically flow 
	through a region and throughout NZ. You may try as many time as you wish.

Complete the recap Moodle quiz in the THA Self Directed 
	Learning Guide – Inbound Tourism, each evening.
Your aim is to  get 100%, you can keep trying.

	My mark is ____________%


Continue to work on your group tour itinerary and marketing material.


Any additional assigned tasks/work your trainer has set you.
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[bookmark: _Toc435173988]INTRODUCTION
Inbound tourism is when international visitors travel to New Zealand usually for the purpose of a holiday.  Inbound tourists wants to see and experience as much as they can during their travels.  
There are various ways which our international visitors can see New Zealand, some prefer to go at it on their own and book arrangements themselves, they are called FIT – free independent travellers.   While some prefer to do a group tour, and it is the ‘inbound tour operators’ which provide this option for international visitors.
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Why might some international visitors prefer to do a tour of New Zealand rather than be a FIT?
[image: http://stephensonturner.com/images/made/uploads/projects/AA_3AArrivals_D6517_S_600_394_85.jpg.pagespeed.ce.uStjDH9OQz.jpg]

[bookmark: _Toc435173989]INBOUND TOUR OPERATOR
An inbound tour operator promotes and sells New Zealand packages and tours to international buyers such as wholesalers, travel agencies and event planners.
Inbound tour operators provide a critical link between the suppliers of New Zealand tourism products and the overseas travel companies which purchase the packages and tours and sell them onto their clients.
Here are some of the inbound tour operators which promote their tours to overseas buyers and operate in New Zealand:
· Contiki Holidays
· APT Group
· AAT Kings Tours
· Kirra Tours
· Tourmasters South Pacific
· Pan Pacific Travel
· Magnetic South
· Leisure Time Tours
· Kiwi Holidays Ltd
· China Travel Service (NZ) Ltd

All of these operators cater for the inbound tourism market, i.e. international visitors to New Zealand.
Each inbound tour operator designs and promotes various tour itineraries to meet the needs and wants of our international visitors.  Some operators focus on a specific target market, i.e. Contiki Holidays cater for 18-35yr olds, China Travel Service (NZ) Ltd cater for Chinese visitors coming to New Zealand – while others may cater for a wider audience.
Each inbound tour operator works with individual tourism operators, striking deals to include their specific tourism product/s into their tour itinerary.  These products may include accommodation, activities, attractions, transportation, events, meals etc.
The inbound tour operator will design an amazing tour itinerary which includes the various tourism products, which they will then promote and sell to the overseas market.  


[bookmark: _Toc435173990][image: http://2.bp.blogspot.com/-ZTlisqnXmdE/T8ztepBayyI/AAAAAAAAAGE/Wtz03IdPy88/s1600/463950_10150850035051605_596101604_12380456_1917787324_o.jpg]contiki holidays
Contiki Holidays is an international touring company which offer tours in many regions of the world, of varying standards, durations and inclusions.  Contiki cater for the younger demographic of 18-35yr olds.

Play the video clip:
[bookmark: _Toc396296518]CONTIKI – NADINE’S NEW ZEALAND ADVENTURE
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Refer to your extracts and let’s take a look at one of Contiki’s New Zealand touring itineraries which is currently promoted and sold to inbound tourists (international visitors to New Zealand) – The Big Tiki.
THE BIG TIKI
a) What is the duration of this tour?



b) What is the per person tour cost?



c) All tour operator allocate a ‘tour code’ to each of their itineraries.  Explain the reasoning behind this.











d) The Big Tiki tour actually has two different ‘tour codes’.  Explain why this is.










e) Look over the entire two pages which Contiki has used to present this tour to potential clients.  Look at the format and design of the pages, look at what type of information has been included and how it has been presented.  Discuss with a partner, what Contiki have done to promote and sell this tour.













































f) [image: https://encrypted-tbn3.gstatic.com/images?q=tbn:ANd9GcSJZIu3wvSUu2_Ku6xDgJXzJD-sBcF9utpjglbaMkG2Y-98hrGHag]Identify all the ‘adventure’ activities which are included or offered as an optional extra in this itinerary.










[image: https://encrypted-tbn3.gstatic.com/images?q=tbn:ANd9GcQoIneOguSBRFdaJ8_wCRUhuXqMDqysjpnT2aKgVZj2bR1de2KB0Q]











g) [image: http://www.fourcorners.co.nz/content/images/4463/978x255crop/Maori-culture-Tourism-Eastland.jpg]Identify all the ‘cultural’ activities and attractions which are included or offered as an optional extra in this itinerary.
























h) [image: http://nzfrenzynorth.files.wordpress.com/2013/01/a-kayaker-going-over-huka-falls.jpg]Identify all the ‘eco-tourism’ activities and attractions which are included or offered as an optional extra in this itinerary.






















i) List all the ‘optional activities’ that Contiki offer during this tour.























j) Why do you think Contiki has included all of these activities and attractions in this itinerary?
























[bookmark: _Toc171845699][bookmark: _Toc329351916][bookmark: _Toc435173991]DESIGNING YOUR ITINERARY
Your assessment task is to create a group tour itinerary based around a specific region of New Zealand.  Your trainer will hand out your assessment paper so you can review the criteria and the requirements.
YOUR TOUR ITINERARY MUST INCLUDE:
· 16 paying clients
· Duration of 5 days of touring
· 3 Attractions
· 3 Activities
· 5 nights accommodation*
· Luxury coach transportation
· Some meals

Each student will design a 5 day itinerary based on a different region of New Zealand.
Ultimately, each itinerary will be put together to create an entire New Zealand tour covering most of the country.
*NOTE: The 5th night of accommodation is purely required so that the group are positioned in the location which the next itinerary sector begins.  This is explained in more detail further on in the workbook.

If this was a real tour that was being promoted and sold to international visitors, those visitors would have a variety of touring options available.  
They could choose to do the entire New Zealand tour, or the whole of the South Island, or perhaps just one section, for example the Northland tour.

ALSO:
You need to come up with catchy name for your tour, one which fits and represents your region and tour itinerary.  It’s probably better to leave this part till later, so you can get a better feel for your tour as you’ll know what’s included in your tour itinerary, which will help with coming up with a tour name.
Once you have finished designing your tour, and have finalised the inclusions, and written the paragraphs summarising each day of the itinerary, you need to create an A3-sized, landscape orientation page, to promote your tour.  This page will be collated together with the other student’s pages to create an A3-sized brochure.

You are not required to plan your itinerary down to the minute or even the hour.  Your main focus is to design a fantastic and exciting itinerary which includes all the best New Zealand has to offer.
[bookmark: _Toc435173992]daily summary
Once you have worked out the details of your itinerary, i.e. the route for each day, what you will include on each day etc.  Rather than writing out a detailed itinerary, you need to write an exciting and informative paragraph which briefly explains what each day will include.
The main highlights of your tour must be highlighted in the itinerary, within the daily summary.
Below is an extracts from the ‘The Big Tiki’ Contiki tour and look at how they have summarised their daily itinerary.
[image: ]For your tour, you will write more than what Conitki has to explain each day of the itinerary.  You tour will have only 5 days of touring to summarise, while Contiki had almost 20 days, hence the short summaries.

[bookmark: _Toc435173993]logical cohesive & managable
You need to ensure that your itinerary is logical, cohesive and manageable.  This means that your itinerary needs to flow in a logical order correctly and is actually do-able.
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Read over the following summary of a day in a Northland tour itinerary.  Decide whether or not this is an example of a logical, cohesive and manageable daily plan.  Explain your answer.
DAY 1
“Depart Paihia for Cape Reinga for a morning of discovery and experience Ninety Mile Beach by 4WD Safari.  In the afternoon, enjoy exhilarating ‘sand surfing’ at Hokianga, then surround yourself in the ancient and magnificent Waipoua Forest where you will be in awe of the ‘Lord of the Forest’ Tane Mahuta.  Finally, a visit to the award-winning winery – Okahu Estate in Kaitaia before arriving in New Zealand’s biggest city, Auckland.  Accommodation: Novotel Hamilton Tainui.”




























[image: http://www.nztourmaps.com/images/imgs/north_island_physical.jpg]

ASPECTS TO BE AWARE OF:
· The travel distances are manageable, i.e. your itinerary doesn’t travel from Picton to Queenstown in one day.

· Your itinerary flows in a logical order.

· The attractions/activities included are correct and fit within the given itinerary, i.e. the Sky Tower is included as an attraction in an Auckland itinerary, and not within a Rotorua itinerary.

· The accommodation included is correct and fits within the given itinerary, i.e. DeBretts Spa Resort is included as an accommodation provider in a Taupo itinerary, and not within an Auckland itinerary.


[bookmark: _Toc435173994]ITINERARY SECTORS
Each student will create a 5 night itinerary for a different region of New Zealand.  Ultimately, these individual itinerary sectors will join up to create one whole New Zealand tour itinerary.
The itinerary sectors are set, including the start & finish points of the tour.  Each student will work on designing an exciting tour based around a specific itinerary sector which will be allocated out.
The reason the itinerary sectors have been ‘set’ is so that they can all join up with each other to create a New Zealand wide tour.



[bookmark: _Toc435173995]NORTH ISLAND itinerary SECTors
There are 20 itinerary sectors in total: 10 in the North Island and 10 in the South Island.  
On the following page is a map of the North Island which shows the general area for each sector listed below.
· Sector 6
ROTORUA
START: Rotorua
FINISH: Taupo

· Sector 7
LAKE TAUPO/RUAPEHU
START: Taupo
FINISH: Napier

· Sector 8
HAWKES BAY/GISBORNE
START: Napier
FINISH: Napier

· Sector 9
WAIRARAPA
START: Napier
FINISH: Martinborough

· Sector 10
WELLINGTON
START: Martinborough
FINISH: Picton (overnight ferry crossing)

· Sector 1
NORTHLAND
START: Paihia
FINISH: Auckland City

· Sector 2
AUCKLAND
START: Auckland City
FINISH: Thames

· Sector 3
COROMANDEL
START: Thames
FINISH: Hamilton

· Sector 4
WAIKATO/KING COUNTRY
START: Hamilton
FINISH: Tauranga

· Sector 5
BAY OF PLENTY
START: Tauranga
FINISH: Rotorua

[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Label each of the 10 itinerary sectors for the North Island, on the map which follows.




[image: http://www.nztourmaps.com/images/imgs/north_island_physical.jpg]


[bookmark: _Toc435173996]SOUTH ISLAND itinerary sectors· Sector 16
LAKE WANAKA
START: Haast
FINISH: Queenstown

· Sector 17
QUEENSTOWN
START: Queenstown
FINISH: Te Anau

· Sector 18
FIORDLAND/SOUTHLAND
START: Te Anau
FINISH: Dunedin

· Sector 19
OTAGO/
SOUTH CANTERBURY
START: Dunedin
FINISH: Oamaru

· Sector 20
MACKENZIE/
MT COOK (AORAKI)
START: Oamaru
FINISH: Christchurch


· Sector 11
NELSON/TASMAN
START: Picton
FINISH: Nelson

· Sector 12
MARLBOROUGH
START: Nelson
FINISH: Blenheim

· Sector 13
KAIKOURA / NORTH CANTERBURY
START: Blenheim
FINISH: Christchurch

· Sector 14
CHRISTCHURCH / 
CENTRAL CANTERBURY
START: Christchurch
FINISH: Greymouth

· Sector 15
WEST COAST
START: Greymouth
FINISH: Haast


[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Label each of the 10 itinerary sectors for the South Island, on the map which follows.




[image: http://www.nztourmaps.com/images/imgs/south_island_physical.jpg]

[bookmark: _Toc435173997]JOINING THE SECTORS TOGETHER
Let take a look at how you need to structure your itineraries in terms of the START (day 1) & FINISH (day 5), so that it joins up with the other itinerary sectors.

Here are the first 2 itinerary sectors; how do we ensure that these will join up with each other?


Sector 1
NORTHLAND
This itinerary sector will focus on the Northland region.
START: Paihia
FINISH: Auckland City

DAY 1
Starting point is Paihia.  The group will meet at a specified meeting point (which is usually the lobby of the hotel which the group will be staying at for the first night of the tour).

DAY 2, 3 & 4
No special instructions.

DAY 5
This is the final day of the itinerary, and for this particular itinerary, the finishing point is Auckland City.  

This means that the group must eventually end up in Auckland and stay overnight (5th night of accommodation), so when they wake up the next day, they will already be in position to start the next sector; in this case the next sector begins in Auckland.

It’s important to note that DAY 5 of the itinerary doesn’t include any Auckland activities, because the group will experience the Auckland region in the next sector.



Sector 2
AUCKLAND
This itinerary sector will focus on the Auckland region.
START: Auckland City
FINISH: Thames

DAY 1
Starting point is Auckland.  The group will already be at the starting point because the preceding itinerary sector overnighted the group in Auckland.

DAY 2, 3 & 4
No special instructions.

DAY 5
This is the final day of the itinerary, and for this particular itinerary, the finishing point is Thames.  

This means that the group must eventually end up in Thames and stay overnight (5th night of accommodation), so when they wake up the next day, they will already be in position to start the next sector; in this case the next sector begins in Thames.

It’s important to note that DAY 5 of the itinerary doesn’t include any Thames (Coromandel) activities, because the group will experience the Coromandel region in the next sector.



[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]
Explain the next two itinerary sectors (3 & 4) for the North Island, and discuss how they will join up with the previous Auckland itinerary, and the next itineraries that follows.
Sector 3
COROMANDEL
This itinerary sector will focus on the Coromandel region.

DAY 1 - START: Thames







DAY 5 - FINISH: Hamilton










Sector 4
WAIKATO/KING COUNTRY
This itinerary sector will focus on the Bay of Plenty region.

DAY 1 - START: Hamilton







DAY 5 - FINISH: Tauranga








Let’s take a look at the components that are typically included within a group tour itinerary.  To simplify things, some of the following tour components have already been worked out for you, and therefore every student will use the same outline and information as shown in the workbook.

[bookmark: _Toc329351932][bookmark: _Toc435173998][bookmark: _Toc329351934]Transportation
[image: luxury coach]Inbound tour operators need to consider the type of transportation to include for the tour and whether it matches their clients’ needs.
Transportation might be needed for:
· Getting to the destination by plane/train/coach
· Airport to hotel transfers
· Transfers to an event and/or attraction

FOR THE PURPOSES OF THIS MODULE (& ASSESSMENT) you will use deluxe coach transportation throughout your tour itinerary.
Deluxe Coach Vehicle
20-seater vehicle.  Suitable for short and long distance travel, the deluxe coaches feature air conditioning, individual air vents, reading lights, TV, DVD/CD player, PA system, radio, reclining seats, large luggage space and some come equipped with restrooms. Deluxe coaches also feature ABS braking, power steering and air suspension for a smoother journey.

Flat rate of $450.00 per day – which will include the cost of accommodation and meals for the tour guide/driver.
WORKING OUT THE COSTING
To work out the person costings for transportation, you need to calculate the total cost of the coach transportation, then divide it by the number of ‘paying clients’ on the tour.
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Work out the person cost for transportation using the flat rate shown above.



Remember this price covers the cost of the tour guide/driver’s accommodation and meals – so you don’t have to worry about trying to it work out and spread it over the tour. 

[bookmark: _Toc435173999][image: https://d1i9bg89d5t4lu.cloudfront.net/nz/activities/wp-content/uploads/2012/08/Rotorua-White-Water-Rafting-main.jpg]Activities & Attractions
It is up to you which activities and attractions you choose to include in your group tour itinerary.  
You should include activities and attractions which are unique and special to New Zealand, i.e. adventure, cultural, eco-tourism or special interest-based, such as food and wine, cycling, film tourism etc.
You can include them in the cost of your tour or as an optional extra, but remember your tour could be more appealing if the sightseeing is already included in the cost. 
If the attraction you wish to include has an entrance fee, this should also be included in the cost. Be careful if your sightseeing attractions are weather dependent, you will need to have an alternative option available.

FOR THE PURPOSES OF THIS MODULE (& ASSESSMENT) 
Your group tour itinerary must include at least:
* 3 attractions
* 3 activities
All 6 activities/attractions must be included in your group costing.  
You may also include additional activities/attractions, which you can either include in your group costing, or as an optional extra.

WORKING OUT THE COSTING
Working out the costings for the activities and attractions component is fairly easy because all operators will list ‘per person’ prices.
If you decide to include ‘optional extras/activities’ make sure you do not factor these into your main group costing.



[bookmark: _Toc435174000][image: http://www.exclusivelynz.com/sites/default/files/imagecache/zoom/Hilton%20Auckland%20Front%20View%20Exterior%20High%20Res.jpg]Accommodation
For your group tour itinerary, you must include accommodation for all five nights.  It is up to you which accommodation properties you include within the tour; however you need to think about 
· the standard
· the location 
· services and facilities
· room types 
· overall capacity –the property must have the capacity to sleep 17 pax (e.g. 8x twin-share rooms, plus 1x single room)

[image: http://cdn4.agoda.net/hotelimages/425/4256/4256_1212250351009904640_STD.jpg]Depending on the specific region and route you are allocated to build your touring itinerary around – you might include 5x different accommodation properties, i.e. 1x night at each property.  Or perhaps you might only use one property for the entire itinerary, i.e. if your tour is based within a small region such as Rotorua.

FOR THE PURPOSES OF THIS MODULE (& ASSESSMENT) you can use a variety of accommodation types, however you need to ensure that the accommodation you choose meets the needs and wants of tour participants.

STANDARD OF ACCOMMODATION REQUIRED
[image: http://www.integratedmarinegroup.com/media/5951_original_size_Food_and_wine_009.jpg]You need to include properties of at least a 3 star rating (or the equivalent to).  This means you can also include 4 or 5 star accommodation in your itinerary as well, for example; you might like to include a special night in your itinerary to wow your group, e.g. Tongariro Chateau.  

You must include FIVE NIGHTS ACCOMMODATION.
For each night of your itinerary, your tour group requires the following accommodations:
   * 8 twin-share rooms (*8 rooms x 2 guests in each room = 16 guests)

PER PERSON / PER NIGHT COST will differ depending on the accommodation properties you choose to include in your itinerary.


[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]
What type of accommodation could be used in your tour itinerary?  Remember that you require accommodation for 17 pax (including the tour guide).




















WORKING OUT THE COSTINGS
[image: http://hotels.grabaseat.co.nz/media/800x800/amora-hotel-wellington_6.jpg]It’s important to understand how to work out the cost of accommodation, sometimes it can be tricky because not all hotels display costings in the same way; some use a ‘per person, per night’ costing, while others use a ‘per room, per night’ costing.  
It’s really important that you recognise and understand how the costings are displayed, and how to work out the correct cost.  
If you misunderstood how the costs work, and you underestimated your total accommodation costs, you will be in trouble as your financials for your group tour would be way out and you would most likely make a loss.
The vital aspects of accommodation costings that you need to be aware of are:
· Nightly room rate (per room OR per person)

· Seasonality

· Maximum occupancy and ‘extra person’ rate

· Inclusions


[bookmark: _Toc435174001]nightly room rates
For example: You need 5x twin-share rooms to accommodate 10 people.  You factor the costing into your itinerary - $95.00 per room, per night.  In actual fact the correct costing is $95 per person, per night.
If this example were true and you factored in the incorrect costing into your group itinerary, you would make a tremendous loss.
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Let’s find out how significant an accommodation costing error can be.  You need to work out the cost of accommodation for 5x twin-share rooms (2x adults per room) for 5 nights.
a) $95.00 per room, per night








b) $95 per person, per night









c) If you actually made this mistake, work out how much this error would cost you.










HILTON AUCKLAND
[image: http://www3.hilton.com/resources/media/hi/AKLHIHI/en_US/img/hotel/roomtypeimages/main/AKLHIHI_Hilton_Auckland_room_type_T2DF_1_386x310_FitToBoxSmallDimension_Center.jpg][image: ]Twin Deluxe Harbour View







$423.00 per night (including breakfast)
Max 2 adults per room
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Imagine you are including the Hilton Hotel in Auckland as part of your itinerary.  Work out the accommodation costs for 5x twin-share rooms 
(2 adults per room) for 5 nights.















[bookmark: _Toc435174002]SEASONALITY
Most hotels adjust their rates for different times of the year – this is referred to as ‘seasonality’ - i.e. ‘high / shoulder/ low seasons’.  Hoteliers will take advantage of the most popular times which accommodation is sought, and will increase their rates accordingly.
In the extract below, you’ll see that two properties featured each display their own seasonality dates and for each room type displayed by the two properties, there is a different nightly rate depending on which ‘season’ the booking is made within.
[bookmark: _Toc435174003]room occupancy & ‘extra person’ rates
The rates displayed by each property are also based on a certain number of people staying in the room.  This is because of the bedding configuration within the room, everyone who stays in the room must have a bed to sleep on.
In the extract below, it states the occupancy per room, which the rates are based on, i.e. Studio room rate is based on 2 people.
Extra person rates are generally used when additional bedding needs to be brought into the room, i.e. a rollaway bed.
[image: ]













NOTE: Studio & 1 bedroom based on 2 people, 2-bedroom based on 1-4 people unless otherwise stated and when using existing bedding.  If a rollaway is required, an ‘extra person’ rate will be charged.

[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]
Using the extract on the previous page, work out the total accommodation costs for the following scenarios.  
Make sure you show your workings.

a) Rydges Hotel
Accommodation for 20 pax

10 Deluxe rooms (twin-share)
IN: 05OCT / OUT: 08OCT







b) Hotel Grand Chancellor
Accommodation for 8 pax

2 x Two bedroom apartments (for 4 people)
IN: 16JUL / OUT 21JUL







c) Hotel Grand Chancellor
Accommodation for 12 pax

2 Single rooms
5 Twin-share rooms
IN: 21NOV / OUT: 27NOV









[bookmark: _Toc435174004]inclusions
There are other things which you must be aware of as well, when costing up the accommodation.  
Hotels tend to offer various prices for the same room type and the reason for this is because they may have varying inclusions and impose differing terms and conditions.
So you must be very aware of what the rate actually includes and what the terms and conditions are for the rate.
[image: http://images.hotels-world.com/2/org/187/hotelPhoto/4906_Copthorne_Hotel_Auckland_City.jpg]
Some questions you need to think about are: 
· Is it ‘room only’ cost?
· Does it include any meals, i.e. breakfast?
· Is it a ‘package’ price?
· What is the cancellation policy?
· What amenities are in the room?
· Are there any features, i.e. balcony?
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

On the next page is an extract from the Copthorne Auckland Harbour City Hotel, for the SUPERIOR ROOM WITH TWIN BEDS.  There are three different deals on offer for the same room type.
Analyse each deal and work out which deal you think is best.  Explain why you believe it is the best deal.
















[image: ]The following extracts is sourced from: www.millenniumhotels.com
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[bookmark: _Toc435174005][bookmark: _Toc329351933][bookmark: _Toc329351935][image: http://images.travelpod.ca/users/texaspeyton/1.1243138560.1st-dinner-with-tour-group.jpg]Meals
Breakfast is often included in group tours, with clients making their own arrangements for lunch and dinner. Sometimes the tour operator will include some lunches and dinners as a special feature of the tour.  For example: lunch at a winery.FOR THE PURPOSES OF THIS MODULE (& ASSESSMENT) there are set meal inclusions and costs.  
Your tour will include a daily breakfast, 2x special lunches and 2x special dinners.
In your itinerary you do not need to specify where breakfast will be and what it will include (you just need to include the cost of breakfast in your tour costing).  
You do however need to identify where these special lunches and dinners take place during your tour and it must be somewhere which showcases New Zealand food & wine.  
Some options for a special lunch/dinner may include: a winery or an award-winning restaurant, or well-known local café/restaurant etc.
In terms of the meals, use the following costings:
· 5 Daily Breakfasts @ $10pp
· 2 Special Lunches @ $35pp
· 2 Special Dinners @ $45pp



[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

WORKING OUT THE COSTING
Let’s work out the per person cost for meals.











[bookmark: _Toc435174006]free time
It’s important that you also include some free time or down time in your tour itinerary.  But bear in mind, that participants have paid to do a tour so they experience as much of the region as possible – so while it’s important to have some free time, it’s also important not to include a lot of it either.
Free time could be an entire morning or afternoon, or perhaps only a few hours during the evening, i.e. the group might return to the hotel at 5pm after an activity, and then the evening is free (and dinner own arrangements).
During the extended periods of free time, e.g. an entire morning, it’s recommended to offer an ‘optional activity’ for those who do not want to have down time or who may not feel confident to explore on their own.
It is up to where and when you include some free time during your tour itinerary.

[bookmark: _Toc435174007]explore your touring options
Now it’s time to get inspired and creative – start researching your region and come up with some fun and exciting possibilities of what activities and attractions you could include in your tour.
To make this easier for you, make sure that you note down the website of the attractions and activities which you like the look of and may include in your tour.  You’ll need to refer back to the websites to get the pricing for your tour itinerary.

RECAP: YOUR TOUR ITINERARY MUST INCLUDE:
· 16 guests

· 5 days of touring

· 5 nights accommodation (3 star plus, or equivalent)
8 twin-share rooms (16 guests in total = 2 guests sharing a room)

· 3 attractions

· 3 activities

· Coach transportation for a flat rate of $450 per day (which includes the cost of accommodation and meals for the tour guide/driver). 
$450 x 5 days = $2,250 / 16 pax = $140.63 per person

· Meals: $210 per person. This is made up of
· 5 Daily Breakfasts @ $10pp 
· 2 Special Lunches @ $35pp 
· 2 Special Dinners @ $45pp 



[bookmark: _Toc435174008]POTENTIAL activities & attractions









































































































































[bookmark: _Toc435174009]special meal options
You need to include 2 special lunches and 2 special dinners which showcase New Zealand food and wine. Options may include wineries, award-winning establishments, well-known local cafes or restaurants.























































































[bookmark: _Toc435174010]possible tour route
Based on your list of potential attractions & activities and special meal options, work out a possible tour route for your itinerary, bearing in mind the start/finish points for your tour.






































[bookmark: _Toc171845703][bookmark: _Toc329351939]

















































[bookmark: _Toc435174011]Accommodation options
Now that you have an idea of the route you wish to take and the inclusions you would like to possibly include in your itinerary, start researching possible accommodation options for your tour.
Don’t worry too much about pricing at this stage for accommodation, except for making sure it isn’t too expensive.  Remember the accommodation for your tour needs to be at least 3-star (or the equivalent of), and you can use 4 & 5 star properties as well – e.g. you might like to include one night of luxury in your itinerary.

































































































































[bookmark: _Toc435174012][image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]first draft of your itinerary

Now it’s time to narrow down your options and firm up your tour itinerary route and inclusions, and this time include the pricing for the individual components – you will use these costs to construct an estimated group tour cost in the next exercise.
DAY 1















DAY 2


















DAY 3





















DAY 4























DAY 5























ADDITIONAL NOTES






















[bookmark: _Toc435174013]constructing the group tour cost
When constructing a cost for your group tour, you need to base the cost on NET prices that have been provided by your suppliers.  You can then ADD a MARK-UP to ensure you make a profit on each sale.
[bookmark: _Toc435174014]Estimated Tour Cost
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]Once we know all the components that are to be included in the itinerary, listed in date order, we can then construct the probable tour cost, add a mark-up, and then calculate an estimated final selling price per person and the possible profitability of the group tour.

NET means ________________________________________________





MARK-UP means ____________________________________________

GROSS means _______________________________________________

Therefore:
Net + Mark-up = Gross
AND
Gross - Mark-up = Net
AND
Gross - Net =Mark-up 

For Example:
If the NET Value to the agent is:			   $798.15
And the MARK-UP is:				+ $100.00
Then the GROSS is:				= $898.15
And the ROUNDED GROSS SELLING PRICE is:	   $899.00

[bookmark: _Toc329351942][bookmark: _Toc435174015]Mark Up
It is up to the tour operator to decide what the mark-up will be as this is of course, how much the tour operator will actually make on each sale. 
There are two methods that can be used to add a mark-up to the net price, these are:
· A percentage (%) of the price
· A fixed dollar ($) value (flat rate)

FOR THE PURPOSES OF THIS COMPONENT (& ASSESSMENT) we will use a 
25% mark up

[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

Let’s practice constructing a tour group costing using the following scenario. Then, you will construct the cost of your own itinerary.  The ‘Swim with the Dolphins’ tour to Kaikoura from Christchurch (2 night/3 days). 
You are aiming to get 40 passengers on this tour.
· Accommodation at the Lobster Inn Motor Lodge $119.00 per twin studio room.
· Charter coach with Clarks Coaches $1065.00 per day for a 40 seater coach (this includes the accommodation and meals for the tour guide/driver)
· Swim with the Dolphins Tour $130.00 per person
· Walking tour to the seal colony $15.00 per person
· Meals: 2x breakfasts $10pp / 3x lunches $20 / 2x dinners $35pp
Complete the table on the page, and calculate an estimated selling price for this tour.


	ESTIMATED TOUR COSTS AND PROFITABILITY

	Component
	Advertised price
	Price per person

	Example
Xavier Hotel
	
$199.00 per room
$99.50 per person
	

$99.50

	Accommodation
	
	

	



	
	

	Transportation
	
	

	

	
	

	Activities/Attractions
	
	

	
	
	

	

	
	

	
	
	

	Meals passengers
	
	

	


	
	

	
	
	

	
	
	

	TOTAL NET PRICE PER PERSONI
	

	PLUS MARK UP @ 25% PER PERSON
	

	GROSS COST PER PERSON
	

	ROUNDED GROSS SELLING PRICE PER PERSON
	

	
	

	Profit per tour: Number of people per tour ____ x mark up $_______________
	


(This profit statement assumes that you sell all 40 tickets)

[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]
Now work out the estimated per person costing for your own tour by completing the table below.  Remember your tour is based on 16 participants.  You will need to refer back to your research and/or websites used to obtain the costings.
	ESTIMATED TOUR COSTS AND PROFITABILITY

	Component
	Advertised price
	Price per person

	TRANSPORTATION







	
	

	ACCOMMODATION



















	
	

	ACTIVITIES / ATTRACTIONS





















	
	

	MEALS

	


	




	TOTAL NET PRICE PER PERSON
	

	PLUS MARK UP @ 25% PER PERSON
	

	GROSS COST PER PERSON
	

	ROUNDED GROSS SELLING PRICE PER PERSON
	

	Profit per tour: Number of people per tour 16 x mark up $_______________
	


[bookmark: _Toc435174016]final itinerary
Up to this point you have completed a lot of research on the various tourism products found in your region of New Zealand, and you have considered various possibilities in terms of what you might include in your itinerary. 
Now it’s time to finalise your tour itinerary route, inclusions and pricing.  
This is the point in time when you can make any changes to the itinerary, e.g. add/remove activities and attractions, change the accommodation, alter the route etc.
Once you have nailed down your final itinerary, you need to work out the actual tour cost and selling price, which will be done in the next exercise.
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Use the pages that follow to finalise your itinerary route and inclusions.
DAY 1


























DAY 2























DAY 3





















DAY 4























DAY 5





















ADDITIONAL NOTES














































[bookmark: _Toc435174017]actual selling price
[image: F:\SALES & MARKETING\ARTWORK\Workbook - Resources\circle USE AROUND EXERCISE (not description).png]

You already made initial calculations to estimate the tour cost and now you now need to finalise the SELLING PRICE.  
Summarise the NET cost per person for each component: 
	ACTUAL TOUR COST & SELLING PRICE
	

	Component
	Costings
	Per Person

	TRANSPORTATION

	



	

	Accommodation 

















	
	

	Activities / Attractions




















	
	

	MEALS



	

	

	Total tour cost (NET) Per Person
	
	

	Mark Up @ 25% Per Person
	
	

	Total cost (GROSS) Per Person
	
	

	ADVERTISED SELLING PRICE
Per Person
	
	


[bookmark: _Toc435174018][bookmark: _Toc171845709][bookmark: _Toc329351963]promoting your tour
Now that you have your itinerary finalised and your selling price confirmed, you need to go about designing promotional material to promote and sell your tour.
[bookmark: _Toc435174019]brochure
To promote your tour, you will design and produce an A3-sized page which will ultimately become part of a full touring brochure of New Zealand.
FORMAT & STYLE
It is time to think about the design of your promotional material.  This is about the way your A3 brochure page is going to look, i.e. the format and the style of it.  
The design of the overall look of your brochure page is completely up to you.
At the end of this module, as a class you will consider and vote on the best looking page.  Imagine that the class tour brochure will actually be printed and used by travel agents as a tool to promote and sell the tours.  
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Brainstorm the components that you need to consider in the design of your A3 brochure page.
Written Text


























Visuals
















[bookmark: _Toc329351965]PROMOTIONAL MATERIAL CHECKLIST
· Are photos, graphics, charts, tables, relating to the tour included?

· Is the language used clear, simple and easy to understand?

· Are the words used to describe the highlights of the tour, vivid and exciting?

· Are the visual graphics or images exciting yet appropriate?

· Is it eye-catching?

· Is there enough ‘white’ space? 
Ensure that the text doesn’t bleed out to the edges, text is easier to read if there is some plain background space surrounding it.  Doesn’t actually need to be white!

· Is the type easy to read and spaced accordingly?

· Does the material look balanced or are there too many columns, too much text, too many pictures, too much colour, different fonts?

· Did you get somebody to proof read all the material before it was produced?

· Are the images pixilated indicating they are not high enough resolution or quality?


[bookmark: _Toc435174020]daily summary of itinerary
Each day of you tour itinerary must be summarised into one paragraph which will feature on your A3 brochure page.
You have confirmed your tour itinerary, and now you need to summarise each day by writing an exciting and informative paragraph which briefly explains to potential participants, what is included and what they can expect to experience on each day of your tour.

You need to ensure that you emphasise the main highlights of each day, and use expressive and descriptive language to really create the sense of excitement and anticipation amongst potential participants, thus enticing them to purchase your tour.  
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Start writing a brief summary of each day of your tour.  Begin by listing the highlights of each day, then think about some really colourful and exciting words that you could use to describe each experience (highlight).

Think about the order of the day’s events, and put everything together in one brief, cohesive and exciting paragraph to describe the experience of each day of your tour.

You do not need to finalise all five of your daily summaries now.  Write a first draft for each day now, and come back to this later to firm them up before you produce your final copy of your brochure page.


DAY 1
HIGHLIGHTS OF THE DAY & WORDS TO DESCRIBE EACH EXPERIENCE


























Possible summary of day 1





















DAY 2
HIGHLIGHTS OF THE DAY & WORDS TO DESCRIBE EACH EXPERIENCE


























Possible summary of day 2





















DAY 3
HIGHLIGHTS OF THE DAY & WORDS TO DESCRIBE EACH EXPERIENCE


























Possible summary of day 3





















DAY 4
HIGHLIGHTS OF THE DAY & WORDS TO DESCRIBE EACH EXPERIENCE






















Possible summary of day 4

























DAY 5
HIGHLIGHTS OF THE DAY & WORDS TO DESCRIBE EACH EXPERIENCE






















Possible summary of day 5

























name of your tour
You need come up with a name for your tour.  Think about your region and the activities and attractions you have included, and come up with something descriptive and catchy, something which fits and represents your region and tour itinerary.
Here are some examples of tour names which have been used by other tour operators:
· Rockin’ Rotorua
· The Wild West
· Bay to Bay
· Adrenalin Junkie
· Beach and Bush
Let your imagination run wild, and come up with an awesome name for your tour.  Use the space below for ideas.





























[bookmark: _Toc435174022]name of TOUR COMPANY
As a class you are creating a nationwide New Zealand tour by bringing together all of the individual itineraries.  The class is the tour operator, so as a class you need to brainstorm and discuss a possible tour company name, as well as a name for the full New Zealand tour.
The brochure front and back cover must also be designed and produced to complete the class tour brochure.
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Brainstorm possible tour company names in small groups, and share your ideas with the class.  Choose 3-5 possible options, and have a class vote to determine the name of the tour company.
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In in the same group, brainstorm possible names for the combined New Zealand tour itinerary, then share your ideas with the class.  Choose 3-5 possible options, and have a class vote to determine the name of the New Zealand tour.









































[bookmark: _Toc435174023]designing & producing promotional material
It is now time for you to start work on the design of your individual brochure page for your tour itinerary, taking all the previous information into consideration. 
Design a draft layout of your brochure page – you can be as creative as you want!  When you’re happy with your overall design, you will then need to produce the final A3 brochure page.  
Make sure somebody is proof reading it for you. You can find logos and images from Google images (though these are usually low resolution, they will be OK for your training. Look for images over 300kb if possible if you are printing them).

Before implementing the plan you need to do the following:
Have the drafts approved by your tutor in this case to check that they are all happy with the quality and that it represents their organisations accurately.  Once the final draft is complete, have it proof read by a third party with fresh eyes.  
When you are developing your promotional material keep the following process in mind. It is best remembered by the acronym “Adidas”
Attention - you want your customer to notice your promotional material. You need something to catch their attention.
[image: adidas_tcm97-59214]Desire– having read or seen something interesting, you want your customer to develop a desire for your product.
Interest – once you have captured their attention, you need to retain their interest.
Designed- with your audience in mind – international visitors.
Action – you need to stimulate them to take action, i.e. purchase the product.
Satisfaction – and finally you need your customer to be satisfied with the product so that they become a repeat customer, and refer other customers to you.
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Use the next couple of pages to sketch a draft layout and design of your brochure page, and make any notes you wish.


DRAFT LAYOUT OF BROCHURE PAGE

NOTES





NOTES
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Finalise your daily summaries which you will add to your brochure page which will be used to promote and sell your tour.
DAY 1



















DAY 2




















DAY 3



















DAY 4






















DAY 5




















[bookmark: _Toc435174024]QUALITY CONTROL
Once you have finalised your tour itinerary, written the daily summaries, confirmed your actual selling price, you need to make sure that all the information is true and correct before producing your final brochure page.
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What sort of system could you put into place to make sure everything is perfect before producing your final brochure page?
Think about what systems you could put into place to ensure all the information included in your promotional material is true and correct.













[bookmark: _Toc435174025]the final product

[bookmark: _Toc435174026]presenting your tour itinerary
Now you need to produce your final product; an A3 brochure page presenting your tour itinerary, which must include:

· Tour name
· Duration
· Selling price
· 5 day itinerary which is summarised
· Make sure your final brochure page is creative, eye-catching, exciting, informative etc.

NOTE: A photocopy of your A3 brochure page must be attached to your assessment paper also.


[bookmark: _Toc435174027]FINAL ADVERTISED SELLING PRICE
Use the table on the next couple of pages to calculate your final advertised selling price.  

NOTE: You will present your final group costing within your assessment paper.




	FINAL / ADVERTISED SELLING PRICE
	

	Component
	Costings
	Per Person

	TRANSPORTATION
20-seater luxury coach

	
$450 per day  x 5 days = $2,250
$2,250.00 divide by 16 to get per person costing
$140.63 per person
	





$140.63 per person

	Accommodation 






















	
	

	Activities / Attractions



















	
	

	MEALS
5 Daily Breakfasts
2 Special Lunches
2 Special Dinners
	
B/f: $10 x 5 = $50pp
Lunch: $35 x 2 $70pp
Dinner: $45 x 2 = $90pp
$210 per person
	





$210 per person

	Total tour cost (NET) Per Person
	
	

	Mark Up @ 25% Per Person
	
	

	Total cost (GROSS) Per Person
	
	

	ADVERTISED SELLING PRICE 
Per Person
	
	


[bookmark: _Toc435174028]kiwi potluck lunch
This is the final module within the New Zealand Tourism Destinations component.  Let’s finish it off by having a good old Kiwi potluck lunch and celebrate our wonderful country of New Zealand.
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Balcony, floor-to-ceiling window, 32-inch TV, Wi

Revel in the unique location of Hilton Auckland, built 300 meters out to
sea. Open the floor-to-ceiling window of s air-conditioned king room
and relax on the balcony.

Relax on the modern Italfan furniture and watch a range of on-demand
movies on the 32-inch TV. Utiize the ergonomic chair and catch up vith
Wori at the desk, Surf the wieb with WiFi.

Refresh in the bathroom, complete with separate bathtub and vialk-in

shovier. Granite vanities 2dd an ai of elegance. Specia touches include a
plush bathrobe and slippers.

View Amenities CHECK AVAILABILITY

TWIN DELUXE HARBOUR VIEW

‘Auckland Harbour view, balcony, floor-to-ceiling vindows, DVD player,
.

Soak up the viev: of Auckland Harbour and the istands of the Haurald Gulf
rom the private balcony of this air-conditioned king room.

Relax on the modern ltalian furniture and watch the 32-inch LCD TV,
complete vith HD channels and DVD player. Utilize the ergonomic desk
chair and catch up with work at the desk. Stay connected with WiF,

Enjoy the benefits of the large bathroom, including a fullsized bath and

separate shover. Granite vanities add an air of elegance. Special touches
ncluge a plush bathrobe and sippers.

View Amenities (CHECK AVAILABILITY

TWIN HILTON GUESTROOM

Twin beds, Balcony, floor-to-ceiling window, 32-inch TV, WiFi,

Revel in the unique location of Hilton Auckland, built 300 meters out to
sea. Open the floor-to-ceiling window of this air-conditioned king room
and relax on the balcony.

Relax on the modern Italfan furniture and watch a range of on-demand
movies on the 32-inch TV. Utiize the ergonomic chair and catch up vith
Wori at the desk, Surf the wieb with WiFi.

Refresh in the bathroom, complete with separate bathtub and vialk-in

shovier. Granite vanities 2dd an ai of elegance. Specia touches include a
plush bathrobe and slippers.

View Amenities
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MYRESERVATIONs @ ENGUSH @ NzD

Copthorne Auckland Harbourcity Find 2 Horel
MILLENNIUM 196 200 Quay Street, AUCKLAND, NZ

Fri, Aug 15 - Sat, Aug 16, 1 night

@ Continue Shopping

-2285qm
- Spectacular views of Waitemata Harbour
- Complimentary Tea and Coffee

- Complimentary Bathroom Amenities
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Best Flexible Rate

NZD 130.00

Aug Per Night Per Room, Including Taxes & Fees

ADD TO CART

Summary
Friday AUG 15,2014 NZD 11305
Taxes & Fees NZD 1685

NZD 130.00

“This fully flexble rate includes comfortable
bedroom and standard in-1o0m amenites,

+ Room Only
+Rate s Indlusive of Taxes

+ No Deposit Required

Guarantee Policy

Avalid Credit Card or TA Account is required
to confirm your reservation
Cancellation Policy

Cancel 2pm day of arrival

Room with Breakfast

NZD 166.00

Avg Per Night Per Room, Including Taxes & Fees.

ADDTO CART

Summary

Friday AUG 15, 2014
Tares & Fees NZD 2165

NZD 14435

ToTAL NZD 166.00

Description

A comfortable overnight stay together with a
delicious breakfast.

+ Rate i Inclusive of Breakfast
+Rate s Inclusive of Taxes
+No Deposit Required

Guarantee Policy

Avalid Credit Card or TA Account s required
0 confirmyour reservation
Cancellation Policy

Cancel 2pm day o arival

) ©)] & s e itmismbotds ol stisspinr £ - @ &

SELECT AN AVAILABLE RATE OR PACKAGE

Superior City Stay

NZD 139.00

Avg Per Night Per Room, Including Taxes & Fees

ADDTO CART

Summary
Friday AUG 15, 2014 NZD 120,87
Taxes & Fees NZD 18.13

ToTAL NZD 139.00

Description

A comfortable overnight stay in a superior
room together with a delicious breakfast and
complimentary car park

 Rate is Inclusive of Breakfast and car park
+ Rate is Inclusive of Taxes
+ No Deposit Required

Guarantee Policy
Credit Card Guarantee

Cancellation Policy
Cancel by 2pm one day prior to arrival
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