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Product creation process

    

● Guidelines for rural tourism businesses (and micro-SMEs 
in general) on creating products for the senior market

● Product certificate “Silver suitcase”
● Webpage “Seniors Go Rural” 



We introduced
accesibility levels 
for our database 





Silver Suitcase 
certificate with 

accesibility level.
Possible to see 
what services
 the place is

offering



Product results
● Web-page with 45 objects  ready to welcome seniors 

offering some special deals;

For our accommodation providers its not so easy to give 
discount even for off-season period but they do

● Quality offer for seniors

Entrepreneurs aware of senior's needs have improved their 
facilities or services;

●  Tourism attractions and objects are added to our database. 

The aim is - “one stop shop” for the client 
● Self-drive tour packages for Latvia and the Baltic States

Difficult to plan the routes if have to include mostly “Silver 
Suitcase” places



Product test

From 15th September to 15th 
November, 2015

Seniors from the Netherlands and 
Norway had to travel to Latvia, 
Lithuania, Belgium and Norway
(5 products from Latvia)

= 0 result

WHY?



Visit to “50 Plus Beurs” in Utreht

● meetings with tour 
operators, market 
understanding



 “Jurmala Spa” works with 
Norwegian seniors a lot



Possible reasons why it 
did not work out

● Not the nicest period of the year
● Latvia is not wildly recognised
● Too short time for making 

reservations
● Too difficult reservation and info 

receiving process
● Language barrier
● Preference to travel in a small 

group (NO)
● Need financial protection (NL)
● Introduction of new product 

takes 2-3 years

● Not understandable 
promotional material

● Too different countries put 
together in one brochure

● No map and too little product 
explanation

● Benefits of the test tour not 
stressed enough

●  Mediator - unexperienced in 
travel business

● Narrow target group



Examples of successful travel 
products

Detailed product 
decription and map



Immeadiate response and
knowledge about the product

 is important
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Feedback from our product 
suppliers

● Seniors are important and perspective target 
group

● Ecourangment not to drop the idea but try different 
forms and marketing channels



Product for Latvian seniors

● Enquiries from seniors about 
possibilities to go abroad 
on “Silver Suitcase” 
programme

● Interest from the Latvian 
Pensioners Federation

● Active local seniors 
associations

Result
● Brochure for Latvian seniors
● Seniors Discount Card 

(funded by SIF)



Brochure for Latvian seniors







Possible future steps

● Create “Silver Suitcase” product manual
● Product should be interesting for tour 

operators to sell – needs more countries 
or regional aspect

● Try to find tour operators to work with
● Use various promotional channels
● Look for synergy with similar products



Thank you!

    
www.countryholidays.lv
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