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Is the International Market Right for your byway?

One:
Is your byway/organization willing to commit to at least three years working the 
international market?

LONG TERM COMMITMENT

 Not just in it for one year and see how it goes. Must commit to working the 
international market for at least 3 to 5 years!!

 Not just IPW and lead follow-up. Stay in contact with international tour operators 
with new happenings/information that is relevant to them/their clients at least once 
every 6 months.



Two: 
Is your community ready to welcome international visitors? 
Truly ready to welcome peoples who look and talk differently?

Byways are typically not going to be part of first time trips to USA…will be 3rd

or 4th trip when looking for new, authentic, “none of my friends have done 
this” experiences

Be cognizant of your community and who they will be, or won’t be, accepting 
of



Three:
Which international visitors already come to your area or nearby? 
You don’t have to do research…ask your state tourism office or search their website



If you think that the International Market is for your byway:
Determine where your nearest international airport is located? 
Remember, it may not be in the same state.

Step 4B: How do they get to you from this hub, and WHY should they include your 
byway/area in their holiday? 

Must give them a large enough reason to make it worth their while. 

May not be just your byway….what else in your area should they 
experience? Maybe a great local lunch spot with shopping adjacent – think 
local, authentic, unique, can’t get just everywhere, EXPERIENCE



Any information shared with 
international visitors should 
ALWAYS include a map

 Does not have to include mileage but is 
definitely helpful

 If itinerary is for international visitors, 
best practice to have both distance in 
miles and kilometers…drive time also 
helpful

 If you neighbor another state, 
especially if they are home to one of 
your international airports or are a 
tourist draw, they should be on the 
map as well



When planning route, 
remember that visitors 
do not see state or 
county lines. So why do 
we…?

They are going to leave your 
area/byway, eventually. 

Encourage them to go 
somewhere else in your 
state…
or even better, to a 
partners’ area nearby, even 
if it is in another state. 



Translations:
Most citizens of first world countries speak English…at least a little. 

If seeing substantial numbers from a particular country, may want to translate select 
brochures/itineraries. Partner with your local tourist commission, convention & visitors 
bureau (cvb) or other DMO (destination management organization) as well as your 
state office of tourism
 Use reputable company to do translations (Transperfect is my preferred vendor)
 NEVER, NEVER, NEVER use google translate or any other AI based translation system



Whole new country – where do we start?
Itinerary: Day-by-day suggestions on what to see/do/ experience…includes 
dining, activities/attractions, overnight accommodations



Itineraries do not have to be printed (can be 
on website or social media)
BUT do need to be printable 

International data fees are very expensive so  
may want to encourage to print itinerary in 
advance or at their hotel



Specifically geared towards 
exploring public lands, and 
written for tour 
operators/travel 
agent/receptive operator use 
for giving recommendations to 
their clients

Example



Example



Itinerary should include suggested 
timing: 

 Time to spend at each stop 
 Travel time between stops – especially 

critical for those coming from a distance 
 Visitors coming from rural area, not 

used to traffic and how to account for 
that in their travel plans

 Visitors from urban area, not used to 
wide open spaces and lack of 
consistent signage and can “feel” lost



International Tourism: Supply Chain



Tomas Rey
President/CEO
tomas@reyroyal.com



IPW:  Big Stage Byway Marketing
The National Scenic Byway Foundation offers members the chance to be represented 
at IPW – the largest appointment-based international travel trade show in the 
United States – at a severely discounted rate. 



Due to NSBF long-time participation in IPW, international tour 
operators now know what scenic byways are and are looking for them 
and requesting appointments with us at the show. 

NSBF is a member of the US Travel Association providing opportunity 
to represent all byways! 

Knowledgeable NSBF representative on site to represent byways who 
opt-in to participate.



At IPW Tradeshow, NSBF booth is located in prestigious Federal Row

In addition to one-on-one matched 
appointments with international tour 
operators, NSBF members who attend 
IPW talk with these agencies
 teach what byways are 
 inform on why byways are important 
 build partnerships



ComeClosertoAmerica.com

Special website revamped each 
year in advance of IPW



NSBF members who attend do 
promote all member byways, 
with those who “bought in” 
being given space on 
ComeClosertoAmerica.com



Map showing location of 
scenic byways who “bought 
in” to IPW through NSBF in 
2022





Ready or not, here they come. Chances are you already have some in your area.

Even if not going to build itineraries, need to make sure all visitors are welcome. 

You may not even realize they are international until interact with them.  

If a location/attraction is not ready to do so, don’t include in offerings to international visitors. In 
fact, do you want to promote them at all if don’t want visitors? 

If you decide you are going to commit to working the 
international market, IPW is the place to be. And thru 
membership and buy-in thru NSBF, can do so at a fraction 
of what the cost would be to do it on your own. 



Ready to commit to the International Market 
and IPW?

https://nsbfoundation.com/nsbf-membership/

https://nsbfoundation.com/nsbf-membership/


Q&A

aklenke@visitlakecharles.org
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