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Tour Operator/Buyer Market Insights & Opportunities for Members

Recent engagement with buyers across our key source markets provided valuable insight into current
demand trends and what they are actively looking for from Caribbean partners. The feedback points to
several immediate opportunities for members to strengthen positioning and drive business.

Increased Interest in the Caribbean
Buyers are actively shifting focus toward the Caribbean and exploring options across multiple destinations.
There is a clear window of opportunities to capture new and redirected demand.
What this means for you:
e Ensure your product is market-ready and easy to sell now
e Beresponsive to inquiries and prepared to convert quickly
¢ Highlight availability, flexibility, and unique selling points

Demand for Value-Driven Partnerships
Buyers are looking for partners who can support them in driving sales—this goes beyond rates alone.
What this means for you:

o Offer value-added incentives (upgrades, experiences, added inclusions)

e Collaborate on joint promotions and campaigns

¢ Be open to creative, short-term tactical offers

Airlift & Accessibility Matter
Ease of access and overall travel cost continue to influence buyer decisions.
What this means for you:

¢ Communicate clear routing options and airline connections

¢ Emphasize convenience and ease of travel where applicable

¢ Align messaging with key gateways and accessible markets

Opportunity to Engage New and Niche Buyers
In addition to established partners, there is growing interest from smaller and specialized operators.
What this means for you:

e Be open to new distribution channels

e Engage buyers focused on niche or emerging segments

e Build relationships early with prospective new partners

Importance of Clear, Compelling Messaging



Buyers—especially those newer to the region—are looking for clarity on what they can achieve and who
they can connect with.
What this means for you:

e Clearly articulate your product, target market, and value proposition

e Be prepared to communicate what’s new or different

e Focus on business outcomes and partnership potential

Key Takeaway

Buyers are engaged, actively exploring the region, and open to new opportunities. Members who are
proactive, collaborative, and responsive will be best positioned to turn this interest into tangible results.
Ensuring your participation at Caribbean Travel Marketplace is a critical part of that strategy—providing
direct access to these buyers at a time when demand and decision-making are accelerating.



https://chtamarketplace.com/

