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Reflections from China Sales Mission
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• Sample text 

• Sample text 

SAMPLE HEADER

Footer info (if required)

China Sales Mission  - Recruitment & Selection

 >30 Applicants – 20 places

 Recruitment via Failte Ireland 
Trade Portal

 Application Evaluation               
Experience & COTRI China Ready Accreditation

 Financial Investment Commitment

 Requires a‘Company Wide 
Commitment’ to China growth 
strategy

Beijing – Temple of Heaven 
€5.50 Entry



Footer info (if required)

Recognising & Appreciating Cultural Differences 

Understanding of Ireland 
V

Understanding of China Consumers

Add our sample Itineraries

 Buyer Education

 Potential to Influence Itineraries & route 
development

 Understanding of Travel Distances 

 A Bargaining Culture in China

 Not all Experiences suit

 Recogising Language Needs



The Role of Language & Translation

• Sample text 
• Sample text 

Translator services required at meetings, 
facility organised by Tourism Ireland,            
paid for by businesses on sales mission



Technology Adoption in Business

• Use of QR Codes – Service & Promo Offers 
or   Discount Codes – consumer 

engagement builds your profile!

• WeChat – Check-in (Like facebook) & 
business enquiries can come via this media

• We chat has ‘translate’ facility built in

• Business Cards almost obsolete – WeChat QR 
code now replacing address data

China – where tech & service meet!



Connecting through tech!

• WeChat – sharing QR codes!

Tech at the heart of the Business Meeting!



THE TRAVEL DISTRIBUTION CHANNEL

Consumer Enquiry –> China Agent –> Licensed Outbound Tour Operator (8% licensed for outbound)

Outbound Operator -> Airline Flight Centre

-> UK or Irish DMC/Ground Handler 

-> UK or Irish DMC/Ground Handler  -> Coach Driver & Local Guide

-> Local Chinese Guide (Group leader) –> Consumer holiday behaviour

Sales & Sales Negotiation – Understand the Distribution Channel



Sharing Tasting Menu dishes included:

• Marinated Duck tongue
• Boiled Chicken feet & heads
• Jellied fish salad

• Egg fried Rice…(saved the day)

Appreciating each other’s Food Culture



Know the market segment you want and can service

GROUP 
v 

FIT

EXCLUSIVE LUXURY 
V 

INCENTIVE

SIZE OF CHINA MARKET

KNOW WHAT YOU WANT
KNOW WHAT YOU CAN HANDLE 

REMAIN FOCUSED

B2B Pricing: 
Net B2B rate for basic Experience and offer a la carte pricing for add-ons, 
Negotiate discounts carefully or consider tier pricing based on volume or scale (if relevant)


