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AGENDA 

1.  Introductions 
2.  Definitions: What is tourism? 
3.  Tell me about you… 

4.  The Ideal Customer 
5.  ATAC: Who we are, what we do 

6.  ATAC Member Opportunities  
7.  ATAC Guidelines: Market Ready/Export Ready 
8.  Questions? 







• Where are you from? 

• Do you have a tourism 
business?  

• What do you hope to get 
from this workshop? 



TOURISM DEFINED:  

•  “Tourism comprises the activities of persons traveling to and staying in places 
outside their usual environment for not more than one consecutive year for 
leisure, business and other purposes.” 

   Source: The World Tourism Organization (UNWTO) 



TOURISM: CREATING A PLACE STORY 



ABORIGINAL TOURISM: CREATES PLACE 



INDIGENOUS (ABORIGINAL) TOURISM 

Defined by the Aboriginal Tourism Association of Canada: 

•  Aboriginal Tourism is defined as all tourism businesses majority 
owned, operated and/or controlled by First Nations, Métis or Inuit 
peoples that can demonstrate a connection and responsibility to the 
local Aboriginal community and traditional territory where the 
operation resides.  



YOUR TOURISM BUSINESS 

•  What are you doing right?  

•  What is not working? 

•  Who are your competitors? 

•  What are they doing right? 



WHO IS YOUR COMPETITION? 



CANADIAN SIGNATURE EXPERIENCE COLLECTION 

New Brunswick  

•  “Roads to Sea” Guided Tours  

•  Village Historique Acadien  

•  Shediac Bay Cruises  

•  Hopewell Rocks  

•  Le Pays de la Sagouine  

•  Harvest Jazz and Blues 
Festival  

•  Fundy Tide Runners Whale 
Watching  

•  Baymount Outdoor 
Adventures Inc.  

•  Rossmount Inn  

•  Seascape Kayak Tours Inc. 

Nova Scotia 

•  Cape Breton National Park  

•  Alexander Graham Bell 
Museum and National 
Historic Site  

•  Halifax Citadel National 
Historic Site of Canada  

•  FreeWheeling Adventures  

•  Celtic Colours International 
Festival  

•  Trout Point Lodge  

•  Fortress Louisbourg National 
Historic Site of Canada 

 

 

Prince Edward Island 

•  Top Notch Charters Island 
Flavours  

•  Holland College Culinary 
Bootcamps  

•  Experience PEI/Red Shores  

•  Tranquility Cove Adventures 

 

Newfoundland and 
Labrador  

•  Fogo Island Inn  

•  Linkum Tours  

•  Bon Tours  

•  Lighthouse Picnics  

•   L’Anse aux Meadows 
National Historic Site of 
Canada  

•  CapeRace Cultural 
Adventures Inc 

•  Twillingate Island Boat Tours 
Ltd.  

•  Iceberg Quest Ocean Tours 

•  Ocean Quest Inc.  

•  Torngat Mountains Base 
Camp & Research 
Station  

•  Stan Cook Sea Kayak 
Adventures 

Source: http://en.destinationcanada.com/sites/default/files/content/cse_memberlist_en_2016.pdf 



ATAC MARKETING MEMBERS 

British Columbia 
•  Takaya Tours 
•  Quaaout Lodge 
•  I Hos Gallery 
•  HFN Hospitality 
•  Haida Style Expeditions 
•  Sea Wolf Adventures 
•  Haida Enterprise Corp 
•  Musqueam Cultural Centre 
 
Alberta 
•  Horseback Adventures 
•  Head Smashed In Buffalo Jump 
•  Sawridge Inns & Conference 

Centres 

 
 
Saskatchewan 
•  Wanuskewin Heritage Park 
 
Manitoba  
•  EAST inc 
•  Wapusk Adventures 

Ontario 
•  Great Spirit Circle Trail 
•  Ritchie Falls Resort 
•  Aboriginal Experiences 

Quebec 
•  Tourism Wendake 

Yukon 
•  Yukon First Nations Culture & 

Tourism 
 
Northwest Territories 
•  Narwal Northern Adventures 
•  Tundra North Adventures 
•  B Dene Adventures 

New Brunswick 
•  Metepanaglag Heritage Park 

Nova Scotia 
•  Wagmatcook Centre 
•  Destination Membertou 

Prince Edward Island 
•  Micmac Productions 
•  Indian Art & Crafts of North 

America 



ACTIVITY #1  – YOUR CURRENT CUSTOMER 

1.    Who is your current 
customer?  

2.    Where do they live?  

 

3.    How do they find you? 
 



ACTIVITY  #2 – YOUR IDEAL CUSTOMER 

1.  1. Who is your ideal customer?  

2.  2. Where do they live?  

3.  3. How do they find you? 



ACTIVITY – YOUR IDEAL CUSTOMER (MORE QUESTIONS) 

• Marital status? Age? Income? Age? 

•  Job? What do they love? What keeps them up at night? 

• TV Shows? Magazines? Hobbies? 

• Who do they travel with? Why do they travel? What questions do they 
have about travel?  

• How do they buy travel? How far in advance do they book?  



Targets	

1)		Aboriginal	tourism	revenues:	
	 $300	million	increase	in	annual	Canadian	GDP	by	2021	

	2)	Aboriginal	tourism	jobs:	
	 40,233	total	workers	by	2021	

3)	Aboriginal	tourism	businesses:		
	 50	addi?onal	export-ready	experiences	by	2021	

4)	Financial	sustainability	and	stability	of	ATAC:		
	 Average	$2.6	million	annual	funding	from	2016	to	2021	

Measurable	goals	to	achieve	by	2021	



Strategic	Pillars	
1)	Product	Development	

	 Increase	number	of	export-ready	experiences	
	 Educa?on/	Training	

2)	MarkeGng	
	 High-value,	targeted	marke?ng	and	sales	efforts	
	 Align	and	partner	with	Des?na?on	Canada	(DC)	

3)	Leadership	
	Representa?on	and	advocacy	
	 Establish	long-term	financial	sustainability	of	ATAC	
	 Assist	provincial	&	territorial	Aboriginal	tourism	org’s	

4)	Partnership	
	Develop	long-term	industry	partnerships	
	Establish	effec?ve,	broad	networks	with	industry	leaders		
	Build	member	engagement	and	support	of	ATAC	





INDUSTRY STANDARDS: MARKET READY 

Refers to businesses or experiences that have all 
their licenses, permits and insurance in place in 
order to operate legally.  
 
The business or experience also meets or exceeds 
industry expectations for their sector, 
communicates with potential visitors year-round, 
and is ready to accept advanced reservations.  



ATAC MARKETING MEMBERSHIP ($199) 

1.  In business for a minimum of 2 years Accessible to clients 24 hours a day, 365 days a year 
by phone, fax or email and returns calls within 24 hours during standard business days  

2.  Meet all health and safety standards for their tourism sector including all applicable 
business licenses and liability insurance  

3.  Offer a quality tourism experience and product that can be assessed or qualified through 
industry awards and recognition or visitor, trade, media and tourism association feedback  



ATAC MARKETING MEMBERSHIP (CON’T) 

4. Able to demonstrate that front line and management staff all have the necessary training, 
ability and skills to deliver a quality tourism experience. 

 

5. Have published rates established at least 6 months in advance and are able to take 
advance reservations.  

 

6. Accept debit and credit cards from visitors  

 

7. Aware of the provincial/industry standards for their sector and are able to meet or 
exceed those expectations (for food and beverage service, accommodations, transportation, 
attraction etc.) 



ATAC MARKETING MEMBERS 





Programs,	Projects	and	Achievements	

Strategic	Pillar:	MarkeGng	
April	2016:	Canada	Media	Marketplace	
•  Des?na?on	Canada	event	for	media	in	USA	
•  20+	Mee?ngs	&	Closing	recep?on	sponsorship	

May	2016:	Rendez-vous	Canada		
•  Largest	B2B	travel	marketplace	in	Canada	
•  ATAC	luncheon	sponsorship	for	1,000+	delegates	
•  25+	Aboriginal	Tourism	selling	organiza?ons	in	a]endance	

September	2016:	Adventure	Travel	World	Summit	
•  ATAC	presented	at	Aboriginal	tourism	forum	
•  Leads	include	13	tour	operators,	6	agents	and	33	media	



Programs,	Projects	and	Achievements	

Strategic	Pillar:	MarkeGng	

	 October	2016:	Showcase	Canada	Asia	
•  Des?na?on	Canada	B2B	Trade	Event	in	China	
•  120+	qualified	buyers		
•  6	Aboriginal	Tourism	businesses	as	first	?me	a]endees	

	 November	2016:	World	Travel	Market	London	
•  Des?na?on	Canada	stand	at	largest	UK	travel	show.	
•  15+	mee?ngs	showing	high	interest	from	UK	

specialist	trade	for	Aboriginal	tourism	experiences		

	 October	2016:	GoMedia	
•  Des?na?on	Canada	interna?onal	media	show	
•  Opening	recep?on	sponsorship	for	275+	guests	
•  1-on-1	appointments	with	25+	global	media	



Programs,	Projects	and	Achievements	

Strategic	Pillar:	MarkeGng	



 
2017 Rendezvous Canada Partnership Program:  

Call for Applications  
 

 

Issued:  Tuesday, November 29, 2016 
Deadline: Tuesday, January 10th, 2017  – 4:00 PM PST 

 
The Aboriginal Tourism Association of Canada (ATAC) is pleased to issue the following CALL FOR 
APPLICATIONS to qualified Aboriginal tourism businesses and Aboriginal Tourism Marketing 
Organizations to participate as sellers in the 2017 Rendezvous Canada Partnership Program.  
 
The 2017 Rendezvous Canada Partnership Program is an initiative which aims to increase participation 
from qualified Aboriginal tourism providers at the upcoming Rendez-vous Canada travel tradeshow held 
May 9-12 in Calgary, Alberta.   
 
Rendez-vous Canada (RVC) is Canada’s premier international tourism marketplace, led by the 
Destination Canada (DC). RVC connects Canadian tourism business owners with international travel 
buyers from all over the world in a series of pre-scheduled appointments and networking events. RVC is 
largely considered to be the most important show for Canadian tourism businesses to attend to learn 
about and meet with the travel trade. http://rendezvouscanada.travel     
 
There is a growing global demand for authentic Aboriginal cultural tourism, which prompted ATAC to 
create the inaugural national Aboriginal tourism section on the RVC tradeshow floor in 2016. 28 
Aboriginal Tourism businesses took part last year within the Aboriginal Canada floor space, many 
attending RVC for the first time. This showcase is designed to feature authentic Aboriginal tourism 
experiences, while facilitating productive business connections with domestic and international buyers.  
 
Aboriginal tourism businesses or Aboriginal Tourism Marketing Organizations must submit a letter of 
interest (two pages maximum) to provide information about their business or marketing organization in 
order to participate in the 2017 Rendezvous Canada Partnership Program.  In your letter of interest 
please identify the name and location of your business, and a short description of how you meet the 
requirements outlined in Appendix A – Selection Criteria. 
 
Please submit your applications by email with subject line: 2017 Rendezvous Canada Partnership 
Program to d.sinclair@aboriginalcanada.ca.  

 
Aboriginal Tourism Association of Canada 
Attn: Dené Sinclair, Director of Marketing 
300-3665 Kingsway,  
Vancouver, BC, V5R 5W2 
Phone:   (431)-777-8991 
Email:  d.sinclair@aboriginalcanada.ca 

 
The deadline for submissions is Tuesday, January 10th, 2017 at 4:00 PM PST.  ATAC will review 
submissions and confirm successful applicants on or before January 25, 2017.   



EXPORT READY 

Refers to a business or experience that meets market ready standards, and… 
 

1.  Is prepared to market and partner with travel trade 
distribution sales channels. This includes understanding 
commission and net rate pricing plus agreeing to trade 
bookings and cancellation policies.  

2.  Your tourism experience should be adapted to the interests, 
language and expectations of the International market you will 
pursue. 







SUMMARY 

• 1. Get to know your business 
• 2. Find partners who will help you meet your goal 
• 3. Use the resources available 



MIIGWECH 
THANK YOU, MERCI 


