5. Customership

5.1 Customer conceptualization
5.1.1 How do you define the different types of customers of your product? In addition to tourists and B-to-B-customers, have you taken into account other actors for whom the product may also represent a meaningful experience? Explain your answer.
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5.1.2 Instead of determining differences between your customers, try to identify some common elements among your customers. What kinds of elements are shared by all of your customers?

For example:
What do a free independent traveller (FIT), a leisure group or/and an incentive group have in common regardless of nationality? What are the daily practices that any of your customers get engaged in while experiencing your product (e.g. dressing, eating, child care, sleeping, making pictures)?


5.1.3. How can those common elements and practices be better integrated into the product and its story?

5.1.4. Who have to be impressed by your product so that it can reach a large number of stakeholders? Who have to “buy” your product first before you are able to sell it to the tourists?

The answers to these tasks can serve as preparation for the implementation of the following tools: Journey Tool, From Service to Experience and Observation.





























