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Agenda
 Marketing
Domestic & International (Share Your Canada 150)

 Fuel and Fun

 Airline
Commercial Airline Project & Business Plan and Origin Demand 

 Industry Outreach

 Committee Meetings

 MTCS Reporting 



Domestic
Marketing

•Domestic Content Strategy – May 2017
• 86,564 website unique hits– 46% year over year increase

• 32,000 outbound links – 138% year over year increase





International 
Marketing

• Targets Canadian Ex-pats to submit their favorite 
story about the great Canadian wilderness

• Contest is building a database of potential 
international visitors with story submissions and 
votes

• Currently over 1,300 submissions in two weeks!





Share Your 
Canada 150

48,000 website Visits at a cost 
of $1.92 per visit

1,456 Users

1,311 Entries

3,571 Votes

Core Team Leading the Effort 5,000 International Leads!!!



International Campaign Learnings

SYC 150 Over site

 Volume – email server

 Votes

 Website Configuration 

 Constant Diligence 

 Flash reports

 Strategy Magazine

 Customer Service / Crisis Management



2017 Spring Fuel and Fun

305 Spring Packages

First time visit to the region 98 yes & 178 no

Were you planning to visit the region before 
you became aware of the Fuel & Fun package? 
220 yes – 56 no

June 2016 – 120 registrants

Average $170 per night



HubSpot Newsletters
Closer you get to product the better

The more niche the better the conversion 



Industry Outreach

Probus Club

District Presentation

RONM Presentation

Newsletter

 Lynn Middaugh

Parry Sound Satellite Office

Partnership Outreach



Product Development

Product Development Strategy
Underway and being revised

RFP Posting – end of week

Self Guided Mobile Tours



Ongoing International Marketing

International

Transacting Fuel & Fun

Networking with UK contacts

Peter and Kate determining strategy

Considering Fall Blue with Fuel and Fun 

HubSpot Workflow



Commercial Air Service Next Steps

• Going back as far as October’s interim report by Enterprise and John Howe – WE ARE HERE

RIGHT NOW

Prioritize which airline(s) is (are) most desirable to meet Explorers’ Edge objectives and is 
most likely to be interested in launching service to CYQA

Establish a solid passenger and revenue case for presentation to the priority airline

Build and reinforce relationships with the priority airline(s), including multiple decision-
making levels within the airlines 

Fall 2017 Airline Industry Presentation(s): The Business Case for CYQA



Next Steps

• Origin Demand Information

• Current visitors, tour packages, travel patterns

• Current data sets and new intelligence gathering

• Market demand analysis 

• Passenger forecasting 

•Risk-Sharing Structures

• Airport cost and fee rebates, marketing support for the service, promotional contests/creative support

Fall 2017 Airline Industry Presentation(s): The Business Case for CYQA



Tourism Excellence North

Cathy Tait – oversight

Traverse City

Fast Track to Success

Case Studies

Increase in regional business registration

Website Launch



Questions


