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The changing face of distribution
channels for Indian tourism

Distribution becomes one of the most significant elements of tourism marketing as it determines all other aspects of the marketing mix
says Marco Gorin, Chief Commercial Officer, InterGlobe Technology Quotient

for hotel reservatons, fight boolongs, car rentals
% The Innornet emerpoed as the fastest growing
distnbution channel i the travel industry, The
Inmterset peactratson in India alooe is chose o
10 per cent. Toduy, botels peserate up 10 50 per
cent of thew peservations online. The GDS plays
3 vital role hese w00 by providag & smooth fow
of information and hotel costert. Thes sumber 15
expeciod 1o grow further over the comng yeary

Right from the conceprualianos of 2 holiday
of a business trip, travel agencaes are offening 2
wer expenence. The travellier is sow thisking
in ‘sumber of optioas” and making choices
and compansons between prodects, schedules
and pricing across multiple suppliers. GDS,
has brought forth ianovations that are soday
advancing %o the homes of the ead customes
such as highly discounted fares, Dynamec
packaging, Low fare sotifications, Hotel
Search resalts display and socting, Access o
comprehensrve travel mformation amoeg mamy
others

It 15 emportant 10 understand the crucad role of
e GDS here - Whether keisare or besmess travel.

the airlines are trying o introdace soday, The
harsh side of it is barne by the travel agents
and their customers as they end sp losing the
ability of comparison shoppung. As the demand
i the market and e ¢ad customer’s mape
patierns have changed, so there is 3 presure oo
the indestry 50 muake a il 1o direct conmect. Thes
will not caly have a negative impact on a travel
agent and the methodology they follow but abo
® the cad comsumer by limeting has abeday w
compare caily whele shoppang

Ancther platform that e-commerce offered
Besides the websites was the socual sctworking
websites. Social media hike Facebook
communities of OTAs and Trip Advisor
brings you immediale chent reactsons and
added so much of trasspasency to the entire
process, lending the froodom the cestomerns and
stakehokders 10 express, network and share. The
newer products can now very casily pet feodback
which i an cwserial clement n brimgng changes
as per the need. People talk sbout the innovasons
and Be cane these moovation bring about. We

The Indian travel and tourism indastry

the GDS as 2 major componest ~ meed o constantly moaitor the content going

tourism mdustry & faced witha

recovered well from the downturs caly 1o come  double edged sword, there is o | allows users 10 efficently and  public 08 e social modia ses as Sis might also
forwand shiming with an encouraging cuthook for  the opportumity $at is presentod ' effectively manage their ravel  brng = some mmwanied updates which are not
2001 - 12. The most important factor here was  hecomng an intrinsic part of the noods by providing 3 wroag and  relevant and mught Create 3 Begative Impresion.
constant inpovation i backbooe tochaology traveller’s plan rehiable mechamsm and travel  Hence a thorough morstorsag and checl 1s an
or Global Destibetion Systems (GDS) and Thanks %0 the techaological transaction management. The  essential part in rusming the social networking
reworked business models which belped in advancements withm GDS, today GDS integrates with mid and  platforms for your businesses.
springing back the busiocss that was recling  there are vanous distridutica hﬁ o ___._'_.‘_,._ DE CORMRAtY O vl

_ Distribution becomes one of the mast  processes of travel fo the ene . SUomaed sexvices for policy  thereabo s & sucves sy, Todey e s
determunes all other aspects of the marketing  umpicen nember of touch poins Marco Goria and bemer poces. The adaptasion a'm'l.tilitydmﬂutmﬁunnln
mix. Tourism distribution chansels attract flor hisher choices of waveling. feature of the GDS makes #an 10 car and from hotels accommodation % travel
moee atieation by conlemporary researchers  Evea for the travel agent, who invanable chosce for seccessful  itineranies, the traved ageat has gooe beyoad 2
and strategists, to identify aad advance the  serves a5 a service provider, vaniod diirbution  Business fusctioning. ticket booker. Today be is 2 educator o his
wsabelity of this techaology. The adoption of  systems are being offered a5 casy solusions ke No doubt, the newer models ike “direct  customers. Clubbed with experience and the
channel power has caused 2 seismic shift in the end customer. consext” 1 poeng 1o dplay a conmolled ditaand  sechmolopical support, the OTA s a aggregator
e relationships between coasumers, retailers, The E<ommesce wave captured the mdestry  offer customised optices 10 travellers, sach i of memorable traveks by his customer.
distrbutors, mansfacturers ind service providers.  through its technological advascements back poonty check-in aad boanding. Having said this, The successful partaership of the GDS and
It peesents many compasics with the option of  in 2001 and has been active as 2 pivotal cog in we must also acknowledge that for decades, the  the lndian travel industry, well challenged with
reducing o chmumating the roke of miermedianes.  beinging more and more access touch poiats for GDS model has been e norm for disinbuting  the advancements in online travel e carving out
and lets those providers transact directly wih  the travel tourism stakeholders. There has bees 3 arfine &t and bookng fights Wecamnotigaore  the puth of efficient and empovable travel stones.
their customers. However, whike the tavel and  poradigm shift in the way cotomers srf e web  the flip side 10 the direct distribution model that Let's keep Intenmg



