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How to crack the code on efficient digital sales?

Multichannel Sales & Distribution



Our niche: Digital Adventure Travel

 Focus: Experiences and unique accommodations

 Technology: Real-time integrations and packaging 

 Commercial synergies: unique digital distribution



Our model: Digital connectivity, packaging across systems, distribution
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• Booking system agnostic

• Flexible integrations

• Commercial synergies



• Independent technology

• Flexible connectivity

• Synergies in strategies
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Adventure Hub   is Cloud-Based, Multi-Tenant, SaaS, API first



Adventure Hub   is Cloud-Based, Multi-Tenant, SaaS, API first



Adventure Hub   is Cloud-Based, Multi-Tenant, SaaS, API first
Real-time search and filtering across 

products, operators and booking systems

Real-time production of availabilities, prices, 

content, bookings and cancellations



• Unique dynamic packaging module

• Allows combination of any products

• All operations served in real-time



• Independent technology

• Flexible connectivity

• Synergies in strategies
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Thrillophilia 7 facts:
• HQ: Jaipur, India
• India's largest experience-based OTA
• 3.5 million users each month
• 10 million travelers to date
• Customizable tour packages
• Stand-alone experiences
• Stand-alone accommodation

Booknordics to supply 300+ experiences directly





Vision, strategy, long-term and short-term goals1..

Status sales B2C, B2B and SaaS2..

Status cap table, financials and liquidity3..
E-mail: info@booknordics.com

Instagram: #booknordics

Facebook: @booknordics
?

Thank you

https://www.instagram.com/booknordics/
https://www.facebook.com/booknordics/


Adventure Travel industry ecosystem and definitions

Operators = companies that 

operate the local excursion, tour 

or activity, accommodation or 

transport services

Own channels = an operator’s 

own direct sales channel, such 

as their website or local ticket 

sales office

7

DMC [Destination Management 

Company] = service companies 

that provide local travel 

arrangements 

OTA [Online Travel Agency] = 

companies that sell travel 

services to Travelers on an 

online platform 

8

DMO [Destination Management 

Organization] = tourist 

organizations that market & 

promote a destination

Travel agency/Tour operator: 

companies that sell to own 

customers, where TOs operate 

the value chain and TAs don’t

9

Channel managers = software 

companies that distribute product 

information, rates and inventory to 

Sales organizations

Transporters = companies that 

transport passengers, such as 

train companies, bus companies, 

ferry operators and airlines

11

Distributor = entities that resell 

or distribute adventure products 

B2B from Operators to Sales 

organizations

Sales organizations: entities that 

sell adventure products from 

Operators, Distributors or other 

Sales Organizations

12

Wholesaler = commercial 

companies that resell travel 

services from Operators to 

Sales organizations

Hotels = regular hotels and 

resort hotels that resell 

experiences as part of their 

total customer offering

10

Ecosystem players along the adventure sales value chain

Operators1

(adventures, accommodation or 

transportation)

Suppliers Distributors6 Sales organizations12 Travelers

Operator own channels7

OTAs8

Travel agencies / Tour operators9

Hotels10

Transporters11

DMOs/DMCs3

Channel managers5

Wholesalers4

DMCs2

Travelers

1 2 3 5 64
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