
UPDATING YOUR COMPANY’S 

MARKETPLACE PROFILE 

The First Step to Increase Your ROI 



The Marketplace Research Database 

 The Research Database opens Sept. 8th. 

 Companies use the research database to research 

companies that will be the best matches for 

appointments. 

 Use your individual delegate ID number and 

individual password to log into your Marketplace 

Passport. 

 Once logged in, select UPDATE PROFILE from the 

left-hand column.  See on the next slide: 







Update Information 

 Remember Operators are researching Sellers as well, 
and you want to have a complete, thorough profile to 
ensure the best matches. 

 Make sure to complete the questions and Company 
Description option to the best of your abilities because 
Operators rely heavily on that information. 

 The more detailed your information is, the easier it will 
be for the Operators to find you and the more 
appointments you will receive. 

 See an example of a Seller database entry on the next 
slide: 



Example of Seller Profile 



Operators Update Information 

 Operators need to make sure their information is as 

up-to-date as possible too. 

 Make sure the person in your company who knows 

your tour base is completing the profile. 

 Make sure to complete the profile information to the 

best of your abilities. 

 When you log into Marketplace Passport, select 

UPDATE PROFILE. 

 See next screen: 





Example of Buyer Profile 

 



Important! 

 It is very important that your company profile is 
updated and current! 

 This is an easy way to market your company to get 
the most out of your appointments at Marketplace. 

 Update as soon as possible so that when people 
are researching, they are seeing your most current 
information. 

 Be sure to look at your own profile in the Research 
Database so that you can see how others are 
viewing your information. 



Using the Research Database: 

Buyer Database Search Criteria 

 Search companies by location, types of tours they offer, or 
activities/properties the operators are looking for. 

 You can search by state, tour departure locations, top five cities 
visited, airports used. 

 Hoteliers can search by location, and also by types of hotels used by 
the operators and AAA ratings. 

 Attractions can search by location, and also by types of attractions 
visited by the operator(s). 

 You can also search Buyers based on the types of business they do 
(charter, tour, local receptive, sightseeing). 

 Additionally, you can search Buyers based on the percentages of 
types of tours they offer (multi-day, one day). 

 *New This Year* You can even check which social media sites 
companies are using to get more information. 

 



Example 

 I represent a full-service hotel in Cincinnati, OH and 

want to search companies who overnight in 

Cincinnati, OH and use full service properties. 

 Remember you can select multiple criteria by 

holding the Ctrl key down while clicking. 

 See the criteria I chose on the next slide: 

 





Reviewing Your Search Results 

 When finished selecting your criteria, hit SUBMIT to get your results 
on a new screen. 

 Click PRINT for a print out of the search results. You have the option 
to name your print out. 

 Click on the blue-highlighted NAME OF THE COMPANY to display 
the company’s profile. 

 Be sure to check the websites of the Buyer companies to get more 
information on their current tour product. 

 Click the VIEW ALL PROFILES button to display detailed information 
on all companies matching your search criteria. 

 Click NEW SEARCH at the bottom of the Appointment Request Entry 
Page to begin again. 

 Review on the next screen: 

 





Results 

 See the results from the previous search. 

 As you can see, I was somewhat limited in the 

amount of results I received. 

 Now I will try to broaden my search criteria to get 

more possible matches as demonstrated on the next 

slide: 

 







Results 

 If I broaden my search results to tour operators who 
bring tours to the state of Ohio, I have a greater 
amount of possible matches. 

 Keep in mind, incomplete profiles may affect search 
results. 

 We request that our operators complete their 
profiles as accurately as possible, but some may not 
be complete.  

 Remember the 80/20 rule: 80% of your visitors 
come from 20% of your feeder area. 

 



Using the Research Database: 

Seller Database Search Criteria 

 Search Sellers by the following categories: 

 Location (Areas Located) 

 Type of Business (Travel Industry or Associate) 

 Contact Information 

 

 To switch between Travel Industry or Associate, scroll 

to the bottom of the page to Marketplace 2012 

Survey Question and make your selection.  Please 

see the screen shot on the next slide: 





Example 

 I want to find an aquarium in the Baltimore area. 

 Remember you can select multiple criteria by 

holding the Ctrl key down while clicking. 

 See the criteria I chose on the next slide: 

 





Reviewing Your Search Results  

 When finished selecting your criteria, hit SUBMIT to get your results 
on a new screen. 

 Click PRINT for a print out of the search results. You have the option 
to name your print out. 

 Click on the blue-highlighted NAME OF THE COMPANY to display 
the company’s profile. 

 Be sure to check the websites of the Seller companies to get the most 
current information. 

 Also be sure to read the Company Description provided. 

 Click the VIEW ALL PROFILES button to display detailed information 
on all companies matching your search criteria. 

 Click NEW SEARCH at the bottom of the Appointment Request Entry 
Page to begin again. 

 Review on the next screen: 

 





Profile Printing/Export Options 

 Print Profiles directly from the database. 

 Choose the Open Profile in MS-Word option to 

make notes directly on the profile sheet(s). 

 



Need more assistance? 

 There are countless ways to use the research 

database to find the best matches for your 

appointment requests.  Try different criteria to mix 

things up. 

 Contact ABA if you need more help:   800-283-

2877 or meetingsdept@buses.org. 

 


