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Industry Briefing Note September 2007

Online Travel Distribution and Advertising Industry

The online travel distribution market is expanding across Asia Pacific at a frenetic pace. This
expansion exists for both the distribution and acquisition of travel products and services by
consumers over the internet and also in the expansion of the online travel advertising market as
dollars move from traditional marketing mediums to online.

This paper gives a brief insight into the expansion of both of the above scenarios.
Online Travel Distribution Market

As indicated in the graph below all segments of the online travel market have expanded between
2004 to 2007 (e). Growth has been in all segments at plus 70%.
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This growth is driven primarily through the following 4 factors:

1. Expansion of the online user population and continued adoption of broadband services
around Asia Pacific.

2. The expansion of air routes across Asia and the introduction of low cost carriers and
electronic ticketing systems by airlines.

3. The development of online business models and sites by product owners and online travel
agents (OTA’s). Demand has especially grown around the ‘last minute’ deal operators.

4. The aggressive development of the online travel advertising market.

Who will gain share within a fast growing market?
In our view there will be three core aspects online travel distribution organisations will need to focus
on in order to gain share in a very fast growing market. The diagram below outlines these.
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1. Market share growth will come from building cost efficient, ROl focused online marketing
models that meets the businesses cost per sales metrics.

2. Organisations will need to focus more on conversion of visitors into transacting customers
and also how they can leverage revenue from audience researching ravel services.

3. Both product originators and OTA’s will need to build a brand relationship with online
community segments to be one of the destinations of choice that consumers choose to
perform transactions or travel research online.

Audience yield management will be of particular importance to market

leaders.

Market share leaders will especially have to focus on how they can expand revenues and margins off
a slowing growth line in new unique audience to its services. Tactical strategies that these
organisations will need to focus on will include but not be limited to components outlined in the low
diagram below.
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1. Organisations will need to better conversion rates of visitors to their websites for buying
products and services. There are a number of strategies that can be engaged to achieve this.

2. Organisations may start to look at monetisinrang their audiences they attract through
enabling non competing product & service providers to advertise products across the sites.

3. Organisations will need to expand product offerings to increase average revenue per
transaction and drive better net margins for their businesses.

Conclusion

The online travel distribution market has been growing at a phenomenal rate and will continue to do
so but for competitors to build and maintain a significant market share of audiences and revenues
they will need to employ a number of concurrent strategies. International brands and local players
will create a fierce competitive environment where business models continue to evolve and the low
cost of entry to market makes competition near on limitless.

Organisations that build capabilities and focus their efforts on building market share of audience and
revenues through efficient online channels, complimentary communities and by executing simple
booking solutions for its audience have a excellent chance of building a strong business.
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Australia

Level 3,99

Elizabeth Street

Sydney 2000 Australia
Telephone: + 61 2 9751 4335
Facsimile: + 61 2 9221 8666

Singapore

80 Raffles Place

UOB Plaza 1, #36-01
Singapore 048624
Telephone: + 65 6248 4531
Facsimile: + 65 6248 4531

Vietnam

16F Saigon Tower, 29

Le Duan Street, District 1,
Ho Chi Minh City Vietham
Telephone: + 84 8 827 2476
Facsimile: + 84 8 823 6288

For more information contact :

Grant McCarthy
Managing Director — Asia

E: grant.mccarthy@lincolncrowne.com

Nicholas Assef
Executive Chairman
E: nicholas.assef@lincolncrowne.com
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Malaysia

Level 40, Tower 2,
Petronas Twin Towers
Kuala Lumpur City Centre
Kuala Lumpur 50088
Telephone: + 65 6248 4531
Facsimile: + 65 6248 4531

India

Level 2, Raheja Centre Point,

294 CST Road,Bandra-Kurla Complex,
Santacruz (E) Mumbai - 400 098
Telephone: + 65 6248 4531
Facsimile: + 65 6248 4531

Whilst all care has been taken in the preparation of this Briefing Note Lincoln Crowne & Company does not represent that the information

contained is accurate, and parties should undertake independent inquiry. Where data and statistics are presented these have been

sourced from a combination of information points (including government statistical offices) and Lincoln Crowne & Company proprietary

activities. This is a general briefing paper only, and in no way should be taken to construe the provision of advice in any way.
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