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“When	  I	  let	  go	  of	  what	  I	  am,	  I	  become	  what	  I	  might	  be”	  
-‐	  Lao	  Tzu	  -‐	  



Why	  China?	  



Why	  China?	  

•  1.3	  billion	  people	  (300,000	  visit	  NZ	  p.a)	  
•  171,000	  Chinese	  residents	  in	  NZ	  (Census	  2013)	  
•  Asia	  Pacific	  neighbour	  
•  Supply	  v	  Demand	  –	  ever	  tried	  jumping	  out	  a	  plane	  in	  China?	  
•  Airline	  connecZon	  developments	  
•  Ticks	  the	  box	  of	  ‘ExperienZal	  Travel’	  –	  a	  global	  travel	  trend	  



5	  STEPS	  WE’VE	  TAKEN	  AS	  A	  
FORMULA	  TO	  SUCCEED	  IN	  CHINA	  	  



	  1.	  Go	  to	  China	  	  



	  1.	  Go	  to	  China	  	  

•  Understand	  the	  people	  and	  their	  culture	  
•  The	  fundemental	  principals	  of	  ‘Gangxi’	  and	  ‘Mianzi’	  
•  Understand	  the	  geography	  and	  where	  visitors	  come	  from	  
•  Develop	  an	  understanding	  of	  when	  they	  travel	  (aside	  from	  
Chinese	  New	  Year)	  
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2.	  Develop	  Digital	  &	  Print	  Elements	  	  

•  Generate	  Mandarin	  collateral	  (web,	  print	  &	  physical)	  
•  They	  may	  speak	  English	  BUT	  why	  not	  remove	  obstacles	  
•  It	  says	  something	  about	  your	  brand	  –	  ‘we	  invite	  you’	  
•  Interweave	  the	  elements	  as	  part	  of	  your	  communicaZon	  

•  Develop	  social	  media	  channels	  supported	  by	  someone	  who	  can	  
run	  them	  

•  Offer	  payment	  soluZons	  that	  are	  relevant	  



3.	  Engage	  &	  Learn	  the	  Basics	  



3.	  Engage	  &	  Learn	  the	  Basics	  

•  Don’t	  be	  afraid	  to	  fail	  and	  sound	  like	  a	  fool	  
•  The	  gesture	  of	  trying	  is	  where	  the	  value	  really	  lies	  	  
•  It	  breaks	  down	  barriers	  and	  aids	  in	  understanding	  
•  Build	  staff	  competency	  (language	  &	  cultural)	  	  
•  Language	  courses	  and	  prompts	  (Eg.	  staff	  toilets)	  	  
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4.	  Develop	  Trade	  &	  Media	  Networks	  

•  Chinatoolkit.co.nz	  
•  Don’t	  develop	  the	  best	  kept	  Chinese	  secret	  	  
•  Premier	  Kiwi	  Partner	  Programme	  (PKP)	  
•  RTO’s,	  TNZ	  and	  AIAL	  have	  dedicated	  teams	  with	  a	  wealth	  of	  

knowledge	  and	  contacts	  that	  are	  a	  good	  beginning	  when	  you	  
don’t	  know	  where	  to	  start	  
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5.	  Add	  Chinese	  Staff	  to	  your	  team	  

•  Only	  able	  to	  take	  brand	  part	  way	  to	  serving	  the	  Chinese	  market	  
•  The	  transfer	  of	  knowledge	  has	  huge	  benefits	  	  
•  Customers	  value	  it	  
•  i-‐SITE	  Queenstown	  example	  of	  queue’s	  
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SOME	  RECENT	  SUCCESSES	  



FINAL	  NOTE	  

•  New	  Zeland	  is	  a	  low	  volume/niche	  visitor	  desZnaZon	  
•  Capacity	  at	  the	  high	  end	  during	  peak	  Chinese	  season	  
•  Let’s	  collecZvely	  hold	  value	  and	  avoid	  a	  growing	  

trend	  of	  discounZng	  in	  market	  (Eg.	  Taobao)	  



Xie	  Xie	  Nimen!	  


