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Abstract  

The main subject is devoted to the psychology of tourist product’s sales. 

Important issues such as the creation of the necessary psychological climate, conducive to the successful implementation of bilateral negotiations: 
and the creation of a good impression of the manager, as the main indicator of the effectiveness of sales, are described in this article. 

It is necessary to say about customer service in the office. In the text of the article discusses the typology of customers and reasoning of 
the successful presentation of tourism product. 

The article ends with the mention of such possible scenario, as a conflict. The article reveals the causes of conflict in the tourism industry, 
and gives recommendations for the prevention of conflicts. 
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1 Introduction 

Currently, tourism is a powerful industry. For mutually be-
neficial operation of this industry certain conditions should 
be observed. 

Since the duties of tourism management includes cons-
tant interaction with people, he should know aspects of 
human psychology for successful negotiations. 

After all, the ability of manager of a particular tourist 
organization to create the desired psychological climate for 
the client largely determines the success of the transaction. 
Knowledge of the psychology of human perception is 
valuable for successful presentation of the tourist product 
for each person. 

2 General 

A psychological culture of tourism product sales begins with 
the creation of a favorable psychological climate, which is a 
starting point of successful bilateral talks (discussions) bet-
ween the manager of tourist firm and the client. 

Favorable psychological climate during the tourism 
product sales is largely due to the fact of the mental client 
attitude. The right psychological climate is created by the 
persuasion of the client in his or her importance not only for 
manager but also for the tourism company [1]. 

Psychologists distinguish a number of aspects that 
provide any person with a good psychological state of health. 
Knowledge and usage of these aspects during the tourism 
product sales will create and maintain a client good mood. 

Another key (decisive) factor, which has an influence on 
effective tourist product sales is the manager ability to make 
a good impression. A special role in the process of tourist 
product selling in the office plays affiliation – the scenario-
role overcoming model of behavior [3].  

It is necessary to interpret every potential customer as an 
individual with his own interests and desires, and, in this 
connection, to build relationships according to his personal 
interests. 

In the customer service process a tourism organization 
manager certainly will interact with different categories of 
people, who have their distinctive features, as well as service 
requirements and getting information about tourism pro-
ducts. In this regard, it is recommended that the manager 
should select this type of presenting information that would 
interest a potential customer. 

In addition, the manager must inform the client about 
security considerations, cost savings, the novelty and origi-
nality of the route, luxury, prestige and popularity of the tour. 
Finally, the manager settled a completing transaction. 

It is necessary to mention such possible moment (situa-
tion) during a conversation between the manager and the 
client, as a conflict. It can occur as a result of the client 
receiving of inaccurate or incomplete information, as well 
as improper performance by tourism organization of their 
duties, so a tourism organization manager must provide the 
client honestly with both pluses and minuses of the selected 
package [2].  

Following these recommendations, a manager will be 
able to avoid the conflict and leave the client only positive 
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memories which will be associated with tourism organi-
zation work. 

3 Conclusion 

Important factors, somehow affect on the sales of tourism 
products, include: a favorable psychological climate in tou-
rism organization and pleasant impression about manager. 

It is necessary to overcome the development of scenario-
building model of relations. It is recommended to accept the 
client as an individual personality and build talks focusing 
on his interests and hobbies. 

Each client represents a psychological type. Therefore, 

the ability to see instantly a certain type of a client will help 
the manager to find answers about client’s beliefs, percep-
tions, values and needs. All this ascertainment will help 
optimize the process of realization of the tourism product, 
and will help to achieve the most complete customer’s 
satisfaction. 

Conflict in tourism happens, unfortunately, quite often. 
It is important for the staff to know about possible causes of 
the conflicts in the tourism sector. 

The task is to provide the customer with complete and 
accurate information, which would exclude any misunder-
standing. 
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