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Today, we’re going to 
talk about… 



1. Why blogging now 
 
2. Where does the money come from 
and how do you get it 
 
3. Where do begin proposing content 
and setting up your sales pitch 
 



Before we get this train moving… 
 
 
Why is now the time to be selling 
blogging to travel companies and 
tourism boards? 







Why Blogging? 

•  Over its lifetime, one compounding blog post creates 
as much traffic as six decaying posts. (HubSpot, 2016) 

•  Companies that published 16+ blog posts per month 
got almost 3.5X more traffic than companies that 
published 0-4 monthly posts. (HubSpot, 2015) 

•  B2B companies that blogged 11+ times per month 
had almost 3X more traffic than those blogging 0-1 
times per month. (HubSpot, 2015) 

•  B2C companies that blogged 11+ times per month 
got more than 4X as many leads than those that blog 
only 4-5 times per month. (HubSpot, 2015) 

•  Companies that published 16+ blog posts per month 
got about 4.5X more leads than companies that 
published 0-4 monthly posts. (HubSpot, 2015) 



Customer Journey 

•  Unhappiness 
•  Desire 
•  Many Options 
•  Final Option 
•  Decisions 

(also see Deloitte and Touche Micro 
Moments) 



The wealth of channels makes 
budget prioritization difficult: 
According to Neal Tornopsky, 
associate publisher, digital, at 
Northstar Travel Group, one of the 
major challenges travel and tourism 
marketers face is how to allocate 
budget and resources against the 
many channels of travel. 
 
 - Content Marketing Institute 



Marketers need 
multichannel 

content and it starts 
somewhere 



Let’s set some 
definitions 



DMO 
CVB 

Earned 
Owned 

 
CVBs are budgeting 

from six to eight figures 



The tours and activities market is blowing up: 
 
 - the tour and activity industry: a multi-billion dollar 
market in europe, tours and activities account for 
around US$40 billion (WIT, 2016) 
 - the tour and activity sector generated 37,000 million 
euro in europe in 2015, tripling the total market size of 
car rental (10,000, million euro) and reaching almost half 
the total market for hotel reservations (80,000 million 
euro) (phocuswright, 2016) 
 - in the USA alone, there are approximately 67,000 
businesses valued at US$20 billion in the tour and activity 
space. This makes it the third largest segment of the 
travel industry after air and accommodation (WIT, 2016) 
travellers are likely to spend more on sightseeing than on 
shopping, souvenirs and nightlife combined 
(tripbarometer, 2015) 
 



Where to Begin 

•  Have they considered blogging? Are 
they already doing it somehow that 
you don’t realize? 

•  How are they ranking for the terms 
they should rank for? 

•  Do they need a sideways blog? 
•  What content should you propose? 
•  Should you branch to social? 
•  How do you show ROI? 



Thanks so much  
for joining us today! 

 
It was a pleasure chatting  
travel writing with you J 

 
 Have a follow up question on this webinar? Email 

questions@dreamoftravelwriting.com and we’ll cover it in an 
upcoming webinar or in our Monday reader mailbag post  

on the Six-Figure Travel Writer blog. 


