Ireland Case Study
Knowledge transfer across
the tourism supply chain

From Data to Action, Modul University
12 September 2014

% Tourism Ireland ¢ » Failte Ireland
Marketing the island of Ireland overseas " National Tourism Development Authority



Peter Nash Nessa Skehan

Tourism Ireland Failte Ireland



Overview

» Unusual destination promotion structures
» A very fragmented tourism sector

» Emerging knowledge transfer principles

» Aligned knowledge transfer mechanisms
» Successes and learnings
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A very fragmented tourism sector

Primary competition
seen as the
neighbouring business

16,000

micro enterprises,
with majority
employing less
than 2 people

Tourism education and
training traditionally

Service-oriented
NOT
Business-oriented

Primary household
& | income often
- - JP% | farming or Irish pub

Tourism enterprises
are usually Family run
and often second -
seasonal income




Emerging knowledge transfer principles

Knowledge
management
should be
consumer-centr]j

Pro-actively
e ** commumcate

Agreed brand
architecture and
global global
segments




Alighed knowledge transfer mechanisms




Alighed knowledge transfer mechanisms
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Alighed knowledge transfer mechanisms
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Alighed knowledge transfer mechanisms
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- SALES CONNECT GB

‘Burning Platform’
report

SALES CONNECT Gg

20 Simple Steps to Deveiopi
N your GB Action Plan -
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Sales Connect suite of
knowledge materials

CRM approach



Successes and learnings

Build network models to
map and unlock potential
of all stakeholders




Successes and learnings
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Successes and learnings .=

Using immersive knowledge
sharing events as our
destination majors on
Immersive experiences
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