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Abstract 

Technological progress is developing rapidly, capturing all areas of life of the modern consumer. Travel industry has faced significant 
changes last ten years, new technologies have made direct sales more affordable. Travel company in a new environment has to change its 
strategies looking at what services will be highly demanded and to adjust its business processes.   
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1 Introduction 

According to statistical information presented on a biggest 
travel exhibition ITB - World Travel Monitor 2017 the 
number of outgoing trips has increased by 6,5 %, reaching 
nearly 1,2 billion international trips.   

The consumer has different sources for choosing and 
buying all parts of the travel package: 

• Using aggregator services  
• Through OTA 
• Using airlines online sales services and hotel 

booking systems separately combining all necessary 
arrangements for the travel. 

• Offline in travel agency, retail point. 
About 56% of tourism companies in Spain confirmed 

the increase in turnover over the past year, according to a 
survey conducted by Amadeus. So after a many-year 
reduction in the number of travel companies that was caused 
by a growing share of online sales the tendencies are 
changing.  Latvian travel business is not so much involved 
in the online sales yet, but consumers are changing  and 
companies who want to maintain and increase sales have to 
to think about their strategy.  

Travel agencies sales global trends shows that they have 
lost their positions or totally went out from different market 
shares, like:  

• Air tickets offline sales. Online ticket sales market 
due to globalization has gone to a big players and to 
airline direct sales. Online aggregators sites provide 
suppliers and customers technological tools for 
comparing prices and conditions, simplifying the 
process of ticket selection and purchase.  

• Hotel sales, as most of the market shares moved to a 
big DMSs and online platforms like - booking.com.  

• Rent a car are usually renting directly online. 
The rate of change in the travel industry is accelerating. 

Travelers are more empowered and demanding than ever 
before. They want choice, transparency in pricing and 
personalization. Technology is the main driver behind this 
change, as new ways of working are opening up a myriad of 
possibilities for travelers and the brands that serve them. 

Expert knowledges are the basic product for service 
oriented companies to engage the customer and the main factor 
why the tourist product sales through offline channels does not 
decrease, despite the development of online platforms.  

The vacation cost is high and often it is one of the most 

expensive purchases of a household during a year, for 
another big - real estate, a car, repairs, expensive equipment 
people normally use a bank loan.  

Creating its own travels, combining different services 
like air tickets, accomodation, transfers, etc. sometimes 
doesn't bring the expected result, but using professional 
travel expert services customer could be more confident 
about your travel arrangements. 

Taking into account that such giants as booking.com are 
slightly rising commission basis for using its platforms, 
hotels looking for the cheaper sales channels like DMCs 
(Destination Management Company) and Tour Operators.  

So after many years Travel companies became more 
competitive selling group travels compared with the client's 
individual online reservations.  

So what kind of services could travel companies offer to the 
changing market to save its positions? How can travel agencies 
keep up with change in technology and customer expectations? 

2 Overview 

Travel packages online selling system is a possible way for 
Travel Company to enter online market with it own products. 
It has to be developed meeting the requirements of the 
modern consumer:  

1. Be intuitive and easy to use.  
2. Give the client the fullest possible information about 

the product (tour), so that there is no need to switch 
to another resource.  

3. Remember the client and his preferences, offering a 
relevant suggestion.  

4. To offer a personal cabinet.  
5. Work not only as a b2c, but also as a b2b platform. 

3 Decision 

Travel distribution systems use various ways of exchanging 
data, such as XML, Json, Extranet and others. During the 
last five years, it has been changed world travel market, 
uniting travel data from different part of worldwide travel 
service in a reservation systems. Travel company could use 
these possibilities to expand the presence of it's package 
services to the all world. 

Travel companies can significantly reduce its costs for the 
online system content, and add to its offer additional products 
using the possibility of data exchange. As well as get additional 
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sales, giving its own API to other travel market sellers. 
Travel companies can rely on ready-made solutions 

presented on the market or develop its own.  
Ready-made solutions advantages are technical support 

and update of the system provided by developing company, 
as well as additional modules such as accounting, cms, crm, 
fare compare, connection to wholesaling companies and 
GDSs, dynamic packaging solutions. Disadvantages, 
respectively, setup fee, monthly and per pax fee.  

Deciding which solution to use also important to 
consider the plan and the cost of the marketing program for 

entering the online market.  
Also, there are several systems that could be used not 

investing much money adding its I-frame to the company’s 
webpage. But the commissions normally are very low and 
no any possibilities to develop company sales.  

4 Conclusion 

Travel companies have several solutions how to enter the 
online sales market and the way of realizing it depends on all 
aspects of the company's work, risks and future profitability.  
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