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Who is it for?

Target Market Segments:

• Cultural Adventurers

• Lifestyle Travellers

• Mature Experience Seekers

It is for curious and inquisitive travelers. Those who like to go 
deeper, to see, feel, do, try and taste for themselves. It’s for 
seekers searching for the real, authentic essence of England. 



Travel Trade Programme Overview
A programme of travel trade marketing and distribution activity 
engaging with wholesalers, tour operators, ground handlers, specialist 
trade, travel agencies and carriers; to develop bookable new product 
and providing a direct new channel to market for destinations and 
businesses along the route, facilitating bookings and connections.

The programme includes:

• Audit of North American, German and Dutch/Belgian Travel Trade –
what they currently offer and identifying opportunities

• Survey of destinations and businesses along the route to identify key 
information required by international operators

• Producing comprehensive Travel Trade Directory
• Developing Toolkit for Travel Trade 
• Undertaking effective digital communications
• Training and Familiarisation visits 
• Representation at exhibitions and one-to-one sales visits



Audit of Travel Trade
Identifying key wholesalers, tour operators, OTAs, ground handlers, 
specialist trade, travel agencies and carriers in North America, Germany, 
The Netherlands and Belgium.

• The scope will include those already working with partners along the 
route and new operators

• Identify product already offered in its itineraries
• Themes that could offer new GWW itineraries

Wholesalers – those that create packages and sell them on to intermediaries for selling 
direct to the consumer
Tour Operators – Bookable product for public on operators’ coach itineraries
Online Tour Operators e.g. Expedia
Ground Handlers – based in the UK they organise trips for international operators
Specialist Trade – Walking Holidays, Cycling Holidays, Rail Trips
Travel Agencies – Arrange holidays for independent travellers, MICE and Group 
bookings



Offer online booking system for travel agents.
Also operate a collection of tours in partnership with the Royal Oak Foundation and the 
National Trust for Historic Preservation based in the US, with a contribution of the tour 
cost going to help the work of these two charities.   www.albionjourneys.com

Wholesaler & Tour Operator – US



Small group and tailor-made tours. Dedicated mini-
coaches travel the back roads, avoiding motorways and 
taking you to the heart of all our European destinations. 
Back-Roads tours the length and breadth of Europe.

www.backroadstouring.com

Incoming Tour Operator – North America, Australia and New Zealand



For lovers of charming villages and antiques. 
After London there are still a few cities that 
have a very large supply of antique shops, 
warehouses and reject shops. Among the 
top ten largest antique cities is Bath with 
seven antique shops, Bristol with about 10 
antique shops and Cheltenham with 39 
antique shops. But especially a visit to 
Tetbury can not be missed.
In the vicinity of Bath you will also find the 
town of Wells with a number of interesting 
shops. For your stay you can choose from 
the 5 * Manor Hotel at Castle Combe, the 4 * 
Bailbrook House hotel or a typical inn.

www.beautifulbritain.be/reisbestemming/zuid-engeland

Tour Operator offering 
Luxury Coach Tours or 
independent touring 
itineraries. Online and 
booking through Travel 
Agents.

Tour Operator – The Netherlands



Help us to sell your business! 
Survey of local businesses/destinations

International tour operators are looking for specific information 
when they are planning their tours.  The easier we can make it the 
more chance we have of being included.

VisitWiltshire will be sending out a survey to provide answers to 
these key questions. E.g:

• What distance is your business from London Heathrow?
• What is your nearest rail station and what is the distance?
• Do you have existing regular partnerships with any DMCs / Tour Operators 

who are currently selling your product? 
• Are you prepared to offer a commission or net rate to operators? If so how 

much e.g. 10% discount
• What are your net rates for groups? Are these negotiable? What % decrease 

are these from your standard rates?



Travel Trade Directory
A comprehensive Travel Trade Directory will be produced for the 
international operators.

It will include:

• General intro of the route and the areas along the route
• Travel information from key points of entry with distances
• Inspirational copy and imagery incl. Thematic Experiences
• Holidays e.g. Rail Breaks, Walking or Cycling Holidays, Boating Holidays
• Key Event Listing
• Reasons to come out of season e.g. Festive Breaks - Longleat 

Christmas Festival of Light and 'A Token of Love' Christmas Prayer Tree 
at Salisbury Cathedral

• Things to Do Listings
• Accommodation Listings incl. Hotel, B&B and Self Catering
• Places to Eat relevant to the itineraries
• Information on Toolkit for Travel Trade 



Content and a series of itineraries will be based on key 
themes which have been identified by research: 

• History and Heritage

• Food and Drink

• Countryside

• Film Tourism

• Gardens

• Industrial Heritage

Travel Trade Directory -Thematic Experiences



Travel Trade Directory -Thematic Experiences, Gardens

Capability Brown

Arts & Crafts 
Gardens

Gentlemen Gardeners



Operators’ Toolkit
Creating and distributing an England’s Great West Way trade toolkit for 
international inbound tour operators and wholesalers which will showcase 
audience-relevant Great West Way product. 

• We will provide content in formats suitable for both digital and print materials 
(images, AV, copy and text) 

• Include a resource containing example travel logs/itineraries highlighting off the 
beaten track experiences. The resource will be hosted by relevant DMOs on 
their trade websites, on the VisitBritain industry site, and on the Great West 
Way website.  

• Operators will be required to adhere to our brand guidelines before launching 
new programmes specifically promoted as England’s Great West Way.



Sample itineraries



Effective Digital Communications
It is important to have a digital space specifically for Travel 
Trade and an effective customer relationship programme.

• An online resource for Trade will be developed either on
the new England’s Great West Way website, or links from
the website and DMO websites will link to an area on 
VisitBritain’s Trade website

• Using the CRM system previous contacts will be 
consolidated through a communications plan encouraging 
them to feature new England’s Great West Way product 
from 2019. 

• All new contacts will be asked to register for the GWW 
Travel Trade Group and will receive the communications



Training & Familiarisation Visits
A Training programme and opportunities for Familiarisation visits will be 
offered to the operators.

First Trade Fam Visit - German Travel Trade Educational Visit
Sunday 25 February – Wednesday 28 February 2018

30 Attendees:
• 22 German and 2 Austrian Travel Trade Buyers
• VisitBritain staff
• Travel Trade Media
• Tour guide and coach driver

Staying: The Bell Inn, Ramsbury and Alexandra House Hotel
Visiting: Marlborough College, Merchant’s House Marlborough, Avebury 
Stone Circle and Manor House and Gardens, Bowood Hotel, Spa and Golf 
Resort, Lacock Village, Corsham, Bradford-on-Avon



Exhibitions & Sales 
A key element of the programme is to use trade exhibitions to meet and 
network with international tour operators. Additionally inbound 
operators in London will be targeted via a one-to-one sales mission. This
may be rolled out internationally.

Trade Events
• 9 Jan Vakantiebeures, Utrecht
• 30 Jan Britain & Ireland Marketplace, London
• 1-2 Mar Explore GB, Newcastle
• 7-11 Mar ITB, Berlin

Sales Missions
The audience for this activity ranges from product managers and sales 
teams in tour operating companies to ground handlers and wholesalers.


