
Group Travel: Expanding Your Product Line  
How to package your magazine’s story in a 
real-time adventure for your readers and 

extend your brand 



Our Roots: World Wide Country Tours 
 

Part of Reiman Publications family, including such 
national magazines as Country, Farm & Ranch Living, 

Taste of Home, Country Discoveries.  
 

Readers wanted to visit some of the interesting people 
they read about in their favorite magazines, so a travel 

division was born to allow them to do just that. 



Media Partners featured in our current catalog 
include some familiar faces 



Our Iowa Tour Offerings 



Nebraska Life 
Tour Offerings 



Missouri Life 
Premier Offering 



Adirondack Life 
Premier Offering 



Our Wisconsin 
Premier Offering 



Brand Benefits 

• Expand Product Line 
• Additional Revenue Stream 

– High Margins 
• Strengthened Subscriber Affinity 

– Subscribers with disposable income 
– Subscribers young & active enough to travel 

• Opportunity for Exposure to New Audiences 
– Non-subscribers, friend referrals, readers’ relatives may 

travel and discover your brand 
 



Raises Profile, Builds Buzz among… 

• Local communities  
• Tour vendors and hosts 
• Chambers of Commerce 
• Local governments and CVBs 
• Regional media  
• Social media 

 
 



Connects Staff and Audiences 

• Staff enthusiasm 
• Meet subscribers and let 

them meet you 
– Editor and contributor 

can accompany as 
“celebrity hosts” 

– Travelers feel “part of the 
family” and come back 
for repeat programs 



Travel Experiences Generate Great Content 

– Nebraska Life featured a 
three-generation trip by 
Wisconsin family of 10 

– Our Iowa found a great 
story in our volunteer 
firehouse visit 



Tips for Planning & Developing   

• Brainstorm “Hidden Gems” 
– Review the best features, but also 

expand beyond magazine content 
– Poll readers on “hidden treasures” in 

their area  
– Snowball effect as you talk to people 

• Different, hard-to-find and fun stops in the 
land of Mark Twain… 
– DIY airplane kit factory 
– Quilting biz that transformed a town 
– Small Amish country store 
– Ranch for Budweiser Clydesdales 
– Memorial to native son Walter Cronkite 



“I would never have experienced these interesting 
stops on my own…” 

Our Iowa: Gravewitcher who locates 
unmarked graves 

Nebraska Life: Twins who have 
collected and crafted petrified wood 
objects for 50 years 

Our Wisconsin: Museum entirely dedicated 
to (5,566 kinds of) mustard! 

Adirondack Life: Summer Olympic ski jump 
practice…into a swimming pool! 



Our “Editorial Process”: The Drylab 

Inspect full tour routes for: 
Timing 
Directions 
Procedures 
Accommodations 
Accessibility 
Appropriateness for  audience size, age, activity level 
Distinctiveness 
Variety 
Vendors/hosts get to know us, share ideas and stories 



Other Assets for a Smooth Tour 

• Professional Tour Director 
experienced handling groups 
and familiar with the route 

• Qualified, insured coach drivers 
• Insurance (for you & 

customers) 
– Liability 
– Traveler’s Protection 
– Cancelation Insurance 



Promote, Promote, 
Promote! 

• Takes Time to Sell 
– Can be an 18-month process to 

plan and build, and then… 
– Long buy-decision process: 

saving, scheduling time off, 
possibly coordinating with 
friends, arranging travel to 
departure city, travel  
documentation 

• High ticket item… 
– $1,000-$2,000 Vacation   

 vs.  
$20 Subscription 



Selling Tips 

• Feature vs. Advertise 
– Present trip editorially, connect to 

other features, show the value and 
interest of the stops, tell the trip’s 
story… 

• Endorse the Product 
– Take real ownership stake in the tour 

and extend your brand to the 
experience as a “Missouri Life” tour 
or “Our Wisconsin” tour 

• Use Other Channels 
– Promote on your radio, TV, web, 

social media, live event or other 
branded channels 

– Use trip or voucher for contest 
prizes, drawings or auctions 
 

 



Effective Promotions 

1) Build on your authority as 
destination expert and 
strong advocate for local 
tourism 
 
2) Strongly branded appeals 
integrated with main 
navigation 
 
3) Branded column concepts 
and language are used in 
tour promotions 



Chance to Extend Your Brand and Product 

• Saturday Evening Post co-
branded tour celebrates the 
life and art of Norman 
Rockwell 
 

• Stops feature iconic, 
nostalgic works from Post’s 
heyday 
 

• JFK Library stop tie-in 
includes 50th Anniversary 
commemorative reprint of 
Dec 14, 1963 JFK Memorial 
Issue for all visitors 



Audience 

• Many are active seniors with disposable income, recent retirees, 
newly freed to  travel 
 

• Many from your circulation area…seeking close-to-home sites they 
couldn’t find on their own. 
 
– "I am an Iowan.  I saw so many things that I didn't even know 

existed in Iowa. Thank you for an awesome trip. The people at 
all of our stops were so friendly.“ -- Mary Ann O., Pella, Iowa 

 



Growing Your Audience 

• Others from around the country can experience what’s great in and 
make lasting connections to your region and brand…  
 
– "We cannot sing Iowa's praises enough!  We fell in love with that state.   

 
– "We love the people--they are warm, friendly, genuine...they take such 

pride, and they care about where they live.  
 

– "Iowa really could be an inspiration for the entire United States. 
 

– "We met folks on the tour from Iowa who have become life long 
friends... (In fact, they stayed with those friends this year when visiting 
for their third tour.) 
 

B.B. and K.B. from Cleveland, GA – Who so enjoyed the first Our Iowa 
tour, they came back year after year for the second and third 
tours…and became Our Iowa subscribers! 



Contact Us for More Ideas & Suggestions 

A copy of this presentation and our Tour Planning Checklist is available at 
http://CountryTravelDiscoveries.com/IRMA or call Steve at 855-744-TRIP or 
email steve.uelner@countrytraveldiscoveries.com. 

http://countrytraveldiscoveries.com/IRMA
mailto:steve.uelner@countrytraveldiscoveries.com
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