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          Abstarct: Marketing channels in the tourism industry include both direct and indirect 

methods, spanning online and offline platforms. Key channels are direct online sales (like a 

company's website), online travel agencies (OTAs) (e.g., Booking.com, Expedia), metasearch 

engines (e.g., Kayak, Google Flights), and social media. Other channels include traditional travel 

agents, wholesalers, influencer marketing, and partnerships. 
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            A marketing channel is one of several tools, platforms, and touchpoints businesses use to 

communicate with a market segment and guide them along a customer journey. As we’ll explore 

in later sections of this article, marketing channels can include digital channels, like social media 

and websites, and offline channels, such as networking events and word of mouth.  

When you develop a solid channel marketing strategy and optimise your methods on every 

channel, your business can benefit in several ways: 

 Reach new markets  

 Deliver value to potential customers 

 Build brand equity 

 Generate leads 

 Increase sales  

 Reduce the cost of doing business  

 Improve customer experience  

For example, using Facebook’s lead-generation ads as a channel marketing strategy 

enables potential customers to subscribe to your business right on Facebook without clicking on 

another page to enter their contact information.   

You will likely come across similar concepts when researching marketing channels, like 

marketing strategy and distr2ibution channels. While these terms may be used interchangeably, 
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it’s important to note some distinctions:  

 Distribution channel: The route goods take from producer to consumer, including 

the people, organisations, and activities involved in this transfer.  

 Marketing strategy: An overview of how a company will present its value 

proposition to customers. It can also be considered a long-term vision for the company’s 

marketing efforts.   

In this article, I focus on marketing channels as places to communicate with potential 

customers. Continue reading to explore examples of marketing channels and the steps to devise 

a strategy to reach your target market. 

The examples below include offline and online channels and paid and organic channel 

strategy opportunities. Review each one to draw inspiration and consider the possibilities for 

your business.  

Social media  

Social media marketing leverages the power of high-value content, such as instructional 

videos or inspirational quotes, to attract audiences. You can catch their attention by posting 

content related to potential customers' interests. At the same time, they engage in regular social 

media activities, such as scrolling their feeds or messaging contacts on social platforms.  

Email  

As a marketing channel, email offers the opportunity to deliver personalised messaging to 

subscribers’ inboxes, develop relationships with your audience, and convert them into customers. 

The emails you send can include educational material, product discounts, announcements of new 

offers or events, gifts and coupons, or surveys and polls.   

Depending on your email system's features, you can measure the effectiveness of email 

campaigns with metrics such as open rate, click-through rate (CTR), and conversion rate (CVR). 

By segmenting your subscriber list and automating the delivery of multiple emails, you can lead 

subscribers along a customer journey without composing every email manually.  

Events 

Hosting live events, such as classes, performances, or meet and greets, can attract potential 

customers to your brand and entice them to future events or other products and services. Consider 

enhancing customer experience by stimulating the five senses with music, lighting, and 

refreshments and ensuring every interaction with event staff contributes to attendees’ 

enjoyment.  

Word of mouth  

Word-of-mouth marketing refers to consumer-to-consumer communication around a 

brand or product through recommendations, testimonials, and referrals.  
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As a form of social proof, these communications can be highly effective in driving sales, 

regardless of your business. Consumers tend to emulate the behaviours and preferences of their 

peers and trust their endorsements of products and services. 

Look for opportunities to leverage the satisfaction of loyal customers and turn them into 

brand ambassadors: 

 Ask for referrals and offer referral bonuses when new customers purchase. 

 Create an affiliate marketing programme. 

 Make it easy for customers to post their reviews online. 

Traditional media 

Traditional media, such as print ads, billboards and signs, radio, and direct mail, can still 

be effective in the digital age, as they can reach audiences offline. These media can also 

effectively reach audiences in a specific geographic location. Some forms, like direct mail, may 

have a longer shelf life, as consumers save physical items for later use or share them with others. 
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