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What I discovered by NOT 

visiting Perth, Adelaide and 

Hobart! 
 

22nd January 2019  

 

In November 2016, Kirstie Dyer-Grose from Air New Zealand and Heidi hit the road in 

Adelaide and Perth to visit clients from the CINZ database and educate them on NZ 

as a business events destination.  Perth in particular was a growth market for Air New 

Zealand, as well as for CINZ. We had never visited these regions before, so we 

learned much about their unique characteristics and identified a number of 

opportunities for Meetings 2017 and beyond.    

Two years later in 2018, CINZ decided to tackle this market differently.  So here’s what 

we discovered by NOT visiting Perth, Adelaide and Hobart.   

Over the past couple of months Heidi personally called clients in Western Australia, 

South Australia and Tasmania.  She scheduled conference calls with teams and 

individuals to update them on NZ as a business events destination.  These updates 

and the time spent over the phone with these clients was invaluable because: 

 They felt appreciated – these markets are often forgotten, and due to their size 
and distance from the major cities, are rarely visited, so are grateful to anyone 
who makes the effort and gives them attention. 
 

 They have quality business – although these markets are small, the amount of 
business they put through is not.  Their clients are not necessarily based in 
those cities, so you can’t estimate the size of their business based on the size 
of the arrivals coming from those states.  The key PCO’s are well established 
and have clients nationwide. 

   

 Efficient way of connecting – with any sales trip you have the risk of clients 
cancelling, due their customer’s sudden demands.  It was easy to reschedule 
a phone call. 
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If you are interested in the Australian market, it’s worthwhile understanding the key 

players in these smaller AU cities: 

 There are just a couple of key players in each city 

 Being smaller cities, they often cover both Association and Corporate 

 They are often nimble and react to the market as required 

 The economy in these regions has experienced significant ups and downs over 
the past decade 

 Their clients come from all over Australia 

 The key PCO/Event Management players have quite big teams  
  

If you are considering undertaking a sales visit to these regions, please let us know 

and we will be happy to guide you on key decision-makers to meet.  

At the same time, CINZ will focus on inviting them to MEETINGS, and reconnecting in 

person at PCO Conference and AIME events. 

Early 2019 we will be tackling clients on our database based in regional NSW/QLD 

and ACT, so we look forward to sharing our insights on these areas soon.  
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