Strategy 2010 - 2013

Building a high value, highly
respected and indispensible TIA ...

Raising the tide for our members



TIA — Building Value

1

Ongoing process of developing
value & influence

Develop depth
Increase in m/ship offer.
Reach and Maintain strong

coverage policy &
advocacy.

Lead by
+build engagement
+ build intelligence
a1 g e Boost policy Grow m/ship &
+build influence and advocacy & s/ship. Develop
+build revenue member depth & reach

services within all govt

= build depth in
offer so more pay to
make it all happen...
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Platform, Endure, Thrive!!

TIA — the pathway ahead

Platform 1 vear

Keep building value in the
m/ship offer

Keep profile high

lllustrate value and new
reasons to stay/be involved

M/ship and s/ship plans
activated

Position industry as world
leader

Enduring 2-3

Years

Building resource base

Growing m/ship

Thriving
‘ 3+ Years
Resource to
support political

and advocacy
services

S500k
additional rev

NZ World
Future Brand

Grow advocacy & policy Leader

spheres of influence

sponsorshipinplace Syuccess will look like

Position industry as

world leader

*Members will say - | am getting value. My business
benefits hugely. TIA m/ship is a ‘no brainer’

*Govt will say — TIA is the primary ‘go to’ sector assn
*Tourism growing national GDP & centrally positioned
in future of NZ. High value sector

*NZrs will say tourism — bring it on!!

*Treasury saying : Tourism — where would NZ be
without it

*NZ Future Brand rankings rising & TIA positioned as
key influencer in improving visitor and brand
experience



Informed Leadership

Goal — build TIA’s position as
the informed leader on
tourism issues

Leadership through research, market
intelligence, insights & analysis of
tourism futures & issues ,unified
networks , media voice, mainstream

voice, best practice

Facilitate & initiate tourism discussion.
Opinion maker. Position taker.

2-3 Years

Act as a leader/facilitator Phase 1 Insights Plan

operative

Build networks —
international
connectivity

1 Year

Insights Plan development
Reseagh Tourism prominent in media
p/ships P

Alliance of Associations
Build n/works —
international

connectivity

Community Engagement Plan
developed

TIA leader in
high quality
3 years+ information

Research at centre of
TIA offer & value

What we will do
Participate actively in NZ future
debate

Take on generational issues e.g.
Land & Water, DOC, ETS,
Immigration, Workskills, tax, NZ
brand, infrastructure

Act as leaders — take positions
Build international networks
Become information broker

What we wont do
Be peripheral on tourism related

issues. Not hide from issues that
may impact members. Not follow



Political Influence

Goal — enhance industry performance

& grow tourism GDP by actively

influencing political decision making

at all layers of government

Enhance Influence at all levels within government.

Develop further reach and depth. Develop specialist

internal skill sets to grow influence

Build industry capability within industry to grow
influence

1 Vaar
e IGAl

Plan & seed NPS for tourism

Maintain close relationship with
government

Local Government Election
Manifesto

Influence govt policy settings
Industry engagement guidelines
Take on the main issues

TNZ Funding

2-3 years
NPS operative

2011 Election
Manifesto

Influence govt
policy settings

Take on the
main issues

Local govt
/community
growing
engagement

TNZ funding
growing

3 years+
NPS central to
sector development Targeted
local govts
Treasury advocate
engaged

for tourism

Influence govt policy TNZ

settings funding

Take on the main

issues What we will do

* Direct contact with targeted
govt and local govt decision
makers

*Provide coordination

*Forge alliances with other
sectors where strategically
advantageous

*Ensure Treasury get tourism!
What we wont do

Allow tourism to be
marginalised politically.
Minister must be PM or top 6



Business Support

Goal — provide a suite of business

support services that tangibly add
value to member businesses & NZ

tourism

A vital part of members value will be the support
services the assn will offer. These range from
events ,workshops, training and workskills, other
employer/business services & individual advocacy

services. Ensure services aim at improving

business that enhances NZ tourism product

and NZ Future Brand rankings.

Awards
TRENZ
Q/mark
RWC

Year 1
Workshops

Dom marketing
feasibility

Online training
support

Comms/Magazine

Greater benefits
offers

Target comms
L/ship events

Indiv Advocacy

Delivering a centralised Vs
decentralised offer will be a
major future decision

' Years 2-3

Business helpline
incorporating HR
services

Redefine need for
regional network

Yearl expanded &
refined

Awards
TRENZ
Q/mark
RWC

Centralised Vs
decentralised ?

‘ 3 years +

Fully integrated
support package
clearly understood
and driven by needs
of m/ship operative

TRENZ/Awards

What we will do

Regularly ask m/ship
what they need.
Visit/contact businesses
at least 4x per annum.
Leadership events.

Get info to members.

What we wont do
Run events at a loss or
little strategic benefit.
Events that mean little
to m/ship.



Membership & Sponsorship (inks to

business support)

Goal — to connect with members in relevant

ways so as to ensure their long term m/ship

A strong, growing, vibrant m/ship is vital to TIAs future (a
financial imperative).
Membership will become an even more dynamic process of
understanding and delivering value to a diverse range of

member businesses.

External sponsorship will be targeted as a source of rev.

Events will not be core reason to join the assn.

Potentially
totally
restructure
m/ship model

o
1 Year

Raise the level of m/ship
service — create deeper
engagement. CRM

M/ship rev holding at 09/10
levels

Fully segment membership to
help redefine 2011/12 offer.
Look at new tiers & product for
each.

Leadership events

Z‘ea rs

2011/12 target 10% in
m/ship rev & $200k in
s/ship rev (on 09/10
base)

80% m/ship highly
satisfied

Centralised Vs
decentralised ?

Assess viability of
consultancy for
insights & advocacy

M/ship t/over <5%

3 Years +

M/ship & s/ship
revat $1.6m

80% m/ship highly
satisfied

M/ship t/over
<5%

What we will do

Limit time to X hrs advocacy per
member ? Grow consultancy?
Take on mainly ‘pan’ m/ship
issues

Segment m/ship offers and
tailor them more specifically to
strata's within m/ship

Apply resource to monitoring
and tracking m/ship activity
What we wont do

Chase memberships that

produce no ability for TIA to
grow its rev base



