
Matkailutoimijoiden aamukahvit
13.5.2025 | Kahvila-Ravintola Puistos

08.30 – 09.00 Aamukahvit ja verkostoitumista

9.00 – 11.30 Salon kaupungin ajankohtaiset markkinoinnista 
ja tapahtumista
Karolina Blom, Salon kaupunki

Hyödynnä itsearviointityökalua
- Mitä ottaa huomioon, kun tarjoat matkailupalveluita?

Anna Kaiponen, Lomalaidun

Digitaaliset jakelu- ja myyntikanavat osana yrityksen 
tunnettuutta, markkinointia ja myynninedistämistä
Tiina Backman, Yrityssalo

Kansainväliset matkanjärjestäjät
– Miten myyntitapahtumat tukevat yritysten kv-myyntiä?
Aleksi Pitkänen, SUMAMA Oy

Syksyn suunnitelmia



Digitaaliset jakelu- ja myyntikanavat 
osana yrityksen tunnettuutta, 
markkinointia ja myynninedistämistä
Tiina Backman, Yrityssalo

16.5.2025



VISIT-sivustot

VISIT-sivustot

VISIT-sivustot

VISIT-sivustot

Digitaalinen asiakaspolku



Digitaalinen jakelukartta



Digitaaliset kanavat









"The Big Four"
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Matkailualan suurimmat toimijat omistavat suurimman osan käytetyimmistä 
ja tunnetuimmista digitaalisista jakelukanavista ja brändeistä

Booking Holdings Inc. Expedia Group Airbnb Inc. Tripadvisor

Booking Holdings Inc. brändejä mm.

▪ Booking.com
▪ Priceline
▪ Agoda
▪ Rentalcars.com
▪ Kayak
▪ Rocketmiles
▪ Fareharbor
▪ Hotelscombined
▪ Cheapflights
▪ Momondo

Revenue: ~17 B USD

Expedia Group brändejä mm.

▪ Expedia
▪ Hotels.com
▪ Vrbo
▪ Travelocity
▪ Hotwire
▪ Orbitz
▪ Ebookers
▪ Cheaptickets
▪ CarRentals
▪ Expedia Cruises
▪ Trivago
▪ FeWo Direkt

Airbnb Inc.brändejä mm.

▪ Airbnb
▪ Hoteltonight
▪ Luxury Retreats

Revenue: 5.99 B USD

Tripadvisor brändejä mm.

▪ Tripadvisor
▪ Viator
▪ Oyster
▪ Jetsetter
▪ Cruise Critic
▪ Seat Guru
▪ FlipKey
▪ Holiday Lettings
▪ Reco Trip Designers
▪ Bokun

Revenue: 902 M USD

Revenue: 8.6 B USD

Booking.com, Airbnb, Tripadvisor, Expedia, Agoda, Hotels.com, Vrbo ja Kayak kuuluvat 

kävijämääriltään globaalisti TOP 20 matkailualan suurimpien verkkosivustojen joukkoon









Käytetyimmät online –
jakelukanavat 
markkinoittain
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Majoitus

Merkittävimmät jakelukanavat markkina-alueittain

Rank France Germany Italy Netherlands Spain Sweden UK USA

1

OTAs

4.00

OTAs

4.25

Travel Aggregators

4.00

Travel Aggregators

4.00

Travel Aggregators

3.75

OTAs

3.75

OTAs

4.25

OTAs

4.25

2

Travel Aggregators

3.75

Travel Aggregators

3.75

OTAs

3.50

OTAs

3.50

OTAs

3.50

Travel Aggregators

3.50

Travel Aggregators

4.00

Travel Aggregators

4.00

3

Search Engines

3.25

Search Engines

3.00

Search Engines

3.25

Search Engines

3.50

Search Engines

3.25

Search Engines

3.25

Search Engines

3.25

GDS

3.00

4

Social Media

2.75

Social Media

2.50

Social Media

2.75

Social Media

3.00

Social Media

2.50

Social Media

2.75

Social Media

2.75

Search Engines

3.00

5

GDS

2.25

GDS

2.00

GDS

2.00

GDS

1.75

Bedbanks

2.00

Online TourOperators

2.25

GDS

2.25

Social Media

2.50

6

Online Tour Operators

1.75

Online Tour Operators

1.75

Online Tour Operators

1.75

Bedbanks

1.50

GDS

2.00

GDS

2.00

Bedbanks

1.50

Online Tour Operators

2.00

7

Bedbanks

1.50

Bedbanks

1.50

Bedbanks

1.75

Online Tour Operators

1.25

Online Tour Operators

1.75

Bedbanks

1.75

Online Tour Operators

1.25

Bedbanks

1.75
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Rank France Germany Italy Netherlands Spain Sweden UK USA

Hotels:

1

Booking.com

4.25

Booking.com

4.75

Booking.com

4.42

Booking.com

4.42

Booking.com

4.17

Booking.com

4.42

Booking.com

4.67

Booking.com

4.50

2

Expedia

2.92

Expedia

3.75

Expedia

3.50

Expedia

3.42

eDreams

3.08

Expedia

3.42

Expedia

3.75

Expedia

4.33

3

Opodo

2.75

Ab-in-den-Urlaub

3.00

eDreams

3.00

Hotels.com

2.58

Expedia

3.00

Hotels.com

2.58

Hotel.com

3.41

Hotel.com

3.17

Vacation rentals:

1

Booking.com

4.25

Booking.com

4.75

Booking.com

4.42

Booking.com

4.42

Booking.com

4.17

Booking.com

4.17

Booking.com

4.67

Booking.com

4.50

2

Airbnb

4.08

Airbnb

4.17

Airbnb

3.83

Airbnb

3.83

Airbnb

4.08

Airbnb

4.08

Airbnb

3.25

Airbnb

4.42

3
Gites

2.50

HomeToGo

2.67

Casevacanza

1.33

HomeToGo

2.08

HomeToGo

1.58

vrbo

1.75

vrbo

2.67

Majoitus

Merkittävimmät OTA-kanavat markkina-alueittain
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Accommodation Segment

Booking.com

65

Business model facts

Commission model % off end price Core product Hotels

Typical commission 

rate
15-20%

Secondary 

products
Flights, packages &

excursions

Price parity 

requirement

Yes, with provider’s direct 

website
Cancellation policy Flexible

Additional fees

Processing credit card payments, 

providing premium listing 

placement

Real-time 

inventory
Yes

Payouts

Booking.com

▪ Part of Booking Holdings that 

owns several online travel 

brands such as Priceline and 

Agoda – Booking Holdings have 

a total of $17B+ in revenue

▪ Best performing OTA in the 

selected markets as it provides

most visibility for potential

customers

▪ Known for its user-friendly design 

and features such as free 

cancellation options, real-time 

availability, and instant 

confirmation

▪ The commission rates typically 

climb up to 20% excluding 

additional services such as 

premium listing placement

Source market: France, Germany, Italy, Netherlands, Spain, Sweden, UK, USA

1.4.1.OTA:

Note: Seasonal median calculated from availability on dates 1/4/23, 1/7/23, 1/10/23, and 27/12/23 

Source: Simon-Kucher; Booking.com; Similarweb (Germany, Feb 2022 – Jan 2023)

KPIs

# of Finnish properties (seasonal median) ~2900

Device distribution

Desktop 42.5%

Total yearly visit 453M Mobile web 57.5%

Monthly visits 37.8M

Target segment (age)

18-24 19%

Monthly unique visitors 15.8M 25-34 30%

Yearly change 35-44 21%

Visit duration 9:17 min 45-54 15%

Pages per visit 9.87 55-64 8%

Bounce rate 30.98% 65+ 6%



Accommodation Segment

Expedia
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Expedia

▪ Part of Expedia Group that owns 

several online travel brands such 

as Hotels.com and Trivago –

Expedia Group have a total of

$11B+ in revenue

▪ 2nd best performing OTA in the 

selected source markets (3rd

best in Spain) as it provides the 

most visibility for potential

customers

▪ Mobile-app which make it easy 

for customers to plan and book 

their travel itineraries. Expedia 

also offers customer support 

services, travel insurance, etc.

▪ The commission rates typically 

climb up to 20% excluding 

additional services such as 

premium listing placement

1.4.1. OTA:

Source market: France, Germany, Italia, Hollanti, Sweden, UK, USA

Business model facts

Commission model % off end price Core product Hotels

Typical commission 

rate
15-20%

Secondary 

products
Flights, packages &

excursions

Price parity 

requirement

Yes, with provider’s direct 

website
Cancellation policy Flexible

Additional fees
Credit card, providing premium 

listing placement

Real-time 

inventory
Yes

Payouts

Note: Seasonal median calculated from availability on dates 1/4/23, 1/7/23, 1/10/23, and 27/12/23 

Source: Simon-Kucher; Expedia; Similarweb (Germany, Feb 2022 – Jan 2023)

KPIs

# of Finnish properties (seasonal median) ~3200

Device distribution

Desktop 38.2%

Total yearly visit 30.5M Mobile web 61.8%

Monthly visits 2.5M

Target segment (age)

18-24 19%

Monthly unique visitors 1.6M 25-34 29%

Yearly change 35-44 21%

Visit duration 5:41 min 45-54 15%

Pages per visit 7.11 55-64 9%

Bounce rate 33.8% 65+ 7%



Accommodation Segment

Airbnb
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Airbnb

▪ Best performing vacation rental 

OTA in the selected source 

markets after Booking.com 

known for acting as a link

connecting hosts to travelers

looking for accommodation

▪ Additionally, Airbnb offers a 

variety of experiences and 

activities to enhance traveler’s 

experience

▪ Compared to other OTAs, the 

commission rates are very 

affordable for the host, as 

majority of the commission is 

charged from the customer

Business model facts

Commission model % off end price Core product Vacation rentals

Typical commission 

rate
3% for host, 11% from customer

Secondary 

products
Boutique hotels, activities

Price parity 

requirement
No Cancellation policy Flexible

Additional fees No
Real-time 

inventory
Yes

Payouts

1.4.1. OTA:

Source market: Germany, France, Germany, Italy, Netherlands, Spain, Sweden, UK, USA

Note: Seasonal median calculated from availability on dates 1/4/23, 1/7/23, 1/10/23, and 27/12/23 

Source: Simon-Kucher; Airbnb; Similarweb (Germany, Feb 2022 – Jan 2023)

KPIs

# of Finnish properties (seasonal median) 4000+

Device distribution

Desktop 45.8%

Total yearly visit 105.8M Mobile web 54.2%

Monthly visits 8.8M

Target segment (age)

18-24 23%

Monthly unique visitors 3.7M 25-34 32%

Yearly change 35-44 20%

Visit duration 8:51 min 45-54 14%

Pages per visit 20.52 55-64 7%

Bounce rate 27.3% 65+ 5%



Accommodation Segment

ab-in-den-urlaub

67

Business model facts

Commission model Commission % Core product
Package tours, 

Accommodation

Typical commission 

rate
~10-15%

Secondary 

products
Flights, Travel insurance

Real-time inventory Yes Cancellation policy 24h / Flexible re-booking

Payouts

Ab-in-den-Urlaub (Invia Group)

▪ Part of Invia Group among other

travel companies like Fluege.de,

Reisen.de etc.

▪ Invia Group have a strong 

presence in the travel industry, 

especially in DACH region

▪ Ab-in-den-Urlaub has network of

~50k hotels worldwide

1.4.1. OTA:

Source market: Germany

Note: Seasonal median calculated from availability on dates 1/4/23, 1/7/23, 1/10/23, and 27/12/23 

Source: Simon-Kucher; ab-in-den-urlaub; Invia Group; Similarweb (Germany, Feb 2022 – Jan 2023)

KPIs

# of Finnish properties (seasonal median) ~100

Device distribution

Desktop 25.1%

Total yearly visit 40M Mobile web 74.9%

Monthly visits 3.3M

Target segment (age)

18-24 16%

Monthly unique visitors 1.8M 25-34 26%

Yearly change 35-44 22%

Visit duration 7:09 min 45-54 18%

Pages per visit 8.09 55-64 11%

Bounce rate 35.8% 65+ 7%



Rank France Germany Italy Netherlands Spain Sweden UK USA

1

Google Hotels

4.92

Google Hotels

4.75

Google Hotels

4.33

Google Hotels

4.33

Google Hotels

4.33

Google Hotels

4.33

Google Hotels

4.75

Google Hotels

4.83

2

Tripadvisor

3.83

Tripadvisor

4.08

Tripadvisor

4.33

Tripadvisor

4.00

Tripadvisor

4.33

Tripadvisor

4.25

Tripadvisor

4.17

Tripadvisor

4.00

3

Skyscanner

3.58

Skyscanner

3.67

Skyscanner

3.58

Skyscanner

3.92

Skyscanner

3.92

Momondo

3.42

Momondo

3.83

Kayak

3.53

Majoitus

Merkittävimmät aggregaatit markkina-alueitain
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Accommodation &

Activity/Excursion & Attractions
Source market: Germany

Tripadvisor

Tripadvisor

▪ Tripadvisor is known from travel 

reviews as a metasearch channel 

offering products from 

accommodation to activities, 

attractions, and information on 

even restaurants

▪ Large reach within travel industry 

and used in both research and 

booking phases

▪ The commission rates typically 

around 15-25% excluding 

additional services such as 

premium listing placement

▪ From aggregator/metasearch 

channels Tripadvisor has the 

highest market potential to 

Finland in accommodation 

segment – important for activity 

and attractions segment as well

Business model facts

Commission model
% off end price 

(also CPC)
Core product Travel reviews

Typical commission 

rate
~15-25%

Secondary 

products

Accommodation, Activities, 

Attractions

Price parity 

requirement
No Cancellation policy Flexible

Additional fees No
Real-time 

inventory
Yes

Payouts

Note: Seasonal median calculated from availability on dates 1/4/23, 1/7/23, 1/10/23, and 27/12/23, CPC = cost-per-click vary depending on region, seasonality, 

and competition and can be operated within a bidding model

Source: Simon-Kucher; Tripadvisor; Similarweb (Germany, Feb 2022 – Jan 2023)

KPIs

# of Finnish properties / activities 3000 / 5000

Device distribution

Desktop 28.7%

Total yearly visit 165M Mobile web 71.3%

Monthly visits 13.7M

Target segment (age)

18-24 17%

Monthly unique visitors 8.8M 25-34 27%

Yearly change 35-44 22%

Visit duration 3:21 min 45-54 17%

Pages per visit 5.04 55-64 10%

Bounce rate 53.6% 65+ 8%



Skyscanner
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Skyscanner

▪ Skyscanner is one of the first 

travel aggregator/metasearch 

websites, allowing travelers to 

compare prices to find the right 

option for them

▪ In terms of website behavior (visit 

duration, pages per visit, and 

bounce rate) Skyscanner is one 

of the best performing 

aggregator/metasearch vendors

▪ Available in over 30 languages in 

52 markets

▪ Offers a set of partner tools e.g. 

for blog writers to integrate 

Skyscanner into their blogs 

through links, banners, widgets, 

APIs, etc.

KPIs

# of Finnish products ~2100

Device distribution

Desktop 40.6%

Total yearly visit 62M Mobile web 59.4%

Monthly visits 5.1M

Target segment (age)

18-24 23%

Monthly unique visitors 2.4M 25-34 26%

Yearly change 35-44 21%

Visit duration 7:11 min 45-54 12%

Pages per visit 8.98 55-64 6%

Bounce rate 27.3% 65+ 4%

1.4.2. Aggregator:

Accommodation SegmentSource market: Germany

Business model facts

Cost structure
CPC & CPA

(bidding operated)
Core product Flights

Real-time inventory Yes
Secondary 

products
Accommodation, car rental

Payouts

Note: Seasonal median calculated from availability on dates 1/4/23, 1/7/23, 1/10/23, and 27/12/23, CPC = cost-per-click vary depending on

region, seasonality, and competition and can be operated within a bidding model Source: Simon-Kucher; Skyscanner; Similarweb (Germany, Feb 2022 – Jan

2023)



Aktiviteetit ja retket

Aktiviteettien ja retkien merkittävimmät myyntikanavat

Rank France Germany Italy Netherlands Spain Sweden UK USA

1

Tripadvisor

4.50

Tripadvisor

4.50

Tripadvisor

4.50

Tripadvisor

4.50

Tripadvisor

4.50

Tripadvisor

4.50

Viator

4.75

Viator

4.75

2

Viator

4.25

Viator

.4.00

Viator

.4.00

Viator

.4.50

Viator

4.25

Viator

.4.50

Tripadvisor

4.50

Tripadvisor

4.50

3

GetYourGuide

3.75

GetYourGuide

3.50

GetYourGuide

3.50

GetYourGuide

3.75

Civitatis

3.50

GetYourGuide

3.75

GetYourGuide

3.50

GetYourGuide

3.25
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Accommodation &

Activity/Excursion & Attractions

Viator

Viator

▪ Viator owned by Tripadvisor 

holds majority of the market in 

the North America, but has also 

presence in Europe

▪ By listing into Viator, supplier gets

listed to Tripadvisor exposing to a

larger market

▪ The commission rates are 

typically around 20-25% 

excluding additional services 

such as premium listing 

placementKPIs

# of Finnish products ~900

Device distribution

Desktop 32.7%

Total yearly visit 8M Mobile web 67.3%

Monthly visits 669K

Target segment (age)

18-24 23%

Monthly unique visitors 468K 25-34 33%

Yearly change 35-44 20%

Visit duration 3:27 min 45-54 13%

Pages per visit 2.6 55-64 7%

Bounce rate 63.4% 65+ 5%

1.4.4. Booking provider:

Source market: Germany

Business model facts

Commission model % off end price Core product Activities and attractions

Typical commission 

rate
~20-25%

Secondary 

products
N/A

Price parity 

requirement
No Cancellation policy Flexible

Additional fees No
Real-time 

inventory
Yes

Payouts

Source: Simon-Kucher; Viator; Similarweb (Germany, Feb 2022 – Jan 2023)



GetYourGuide

GetYourGuide

▪ GetYourGuide has the most visits 

out of activity and attraction 

specialized vendors in Germany

▪ In European market, 

GetYourGuide is popular but 

ranked behind Viator in a global 

scale

▪ The commission rates are

typically around 20-30%

KPIs

# of Finnish products ~350

Device distribution

Desktop 24.7%

Total yearly visit 24.4M Mobile web 75.3%

Monthly visits 2M

Target segment (age)

18-24 18%

Monthly unique visitors 1.4M 25-34 30%

Yearly change 35-44 22%

Visit duration 4:22 min 45-54 16%

Pages per visit 4.2 55-64 9%

Bounce rate 52.7% 65+ 6%

1.4.4. Booking provider:

Source market: Germany

Business model facts

Commission model % off end price Core product Tours, activities, experiences

Typical commission 

rate
20-30%

Secondary 

products
N/A

Price parity 

requirement
No Cancellation policy Flexible

Additional fees No
Real-time 

inventory
Yes

Payouts

Accommodation &

Activity/Excursion & Attractions

Source: Simon-Kucher; GetYourGuide; Similarweb (Germany, Feb 2022 – Jan 2023)
77



1. Huolehdi, että oma media on ajan tasalla ja kunnossa

  Kotisivut

  Sosiaalinen media

  -> Käytä tekoälyä hyödyksi!

2. Seuraa asiakkaan polkua analytiikasta (esim. Google GA4)

  Tiedätkö mistä asiakkaasi polku lähtee ja minne se päättyy?

  Miten ja mistä asiakkaat etsivät tietoa yrityksesi palveluista ja tuotteista?

3. Hyödynnä omia palveluita markkinoitaessa arvon tuottamiseen

4. Varmista Google-näkyvyys

  Google Business

  Google Hotels

  Google Things to Do

  SEO & SEM

5. Hyödynnä OTA-kanavien ja aggregaattien tuoma lisäarvo näkyvyydessä, markkinoinnissa ja myynnissä

MUISTILISTA VIELÄ ENNEN KESÄÄ



Ajankohtaista

   

   

Tiina Backman, Yrityssalo

16.5.2025



•Keskustelutilaisuus Teijon luontotalon ja Kirjakkalan 

tulevaisuudesta sekä Tullinmetsän kehityshankkeen tilanteesta
• 27.5.2025 klo 14.00 – 15.30 Teijon luontotalolla

• Ilmoittaudu mukaan

•Osaamisraketti –valmennus alkaa syyskuussa 2025
• Pk-yrittäjille ja heidän työntekijöilleen, jotka haluavat kehittää itseään ja mahdollisuuksiaan yrityksessään 

ja työelämässä

• Valmennus koostuu Bootcampeista, verkkotreeneistä tai Kehitysmoottorista, joiden avulla 
kehitystoimintaa toteutetaan

• Lue lisää valmennusohjelmasta

• Haku käynnissä - Ilmoittaudu mukaan

https://www.lyyti.fi/reg/Teijon_kansallispuston_keskustelutilaisuus_1576
https://yrityssalo.fi/hankkeet/osaamisraketti/
https://link.webropolsurveys.com/Participation/Public/c64d150c-4895-4bd8-9158-2566cda598cd?displayId=Fin3325313


•  Matkailutoimijoiden iltapäiväkahvit 10.9.2025 klo 13.00-16.00

•  Site Visit & Inspection –matka matkanjärjestäjille Saloon / syys-lokakuu 2025

• Kutsutaan kohdennetusti Suomessa toimivia incoming –toimijoita, jotka tekevät 

yhteistyötä kv-matkanjärjestäjien kanssa

•  Osallistavat työpajat digitaalisen osaamisen kehittämisessä ja kilpailukyvyn 
edistämiseksi  / syksy 2025

• Digitaalisiin työkalut ja alustat sekä tekoälyn uusimmat ratkaisut 

• Digitaalinen asiakaspolku ja löydettävyys 

• Digitaalinen markkinointi ja jakelualustat osana yrityksen kilpailukykyä ja digitaalista löydettävyyttä 
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