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Business Profile
The Sydney Cricket and Sports Ground Trust manages the
Sydney Cricket Ground (SCG) in Moore Park. The SCG Tour
showcases Australia’s rich sporting culture as guests
journey behind the scenes of the SCG, Sydney’s home of
sport for over 160 years.
The precinct is where international sporting heroes play
cricket, rugby union, rugby league, soccer and Australian
Football League. The 90-minute guided walking tour
includes exclusive entry into the SCG Museum and historic
member’s reserve. Guests hear entertaining stories of
players, spectators and events whilst they absorb the
sporting culture, architecture and ambience.
scgt.nsw.gov.au/visit-us/tours

Quick Facts
Product Type: Tour
Focus: Sport
Location: Moore Park, Sydney

How did the Destination NSW New Product Workshop
help your business?
We really got a lot out of the New Product Workshop and the
training beforehand. The best thing for us was that we were
able to use all that work months later when we attended the
Australian Tourism Exchange (ATE). The initial training was
so fresh, that we barely had to change anything.

Louise Richmond - Business Development Consultant,
Sydney Cricket Ground Tour

Which international markets do you target?
Our main target markets are the cricket-loving nations
of India, United Kingdom, New Zealand, South Africa and
Pakistan. However, we also target other sports-loving
nations including Japan, USA and other Asian countries
that are looking for something different or an immersion
tour for international students.
What types of trade partners are you working with?
We work with inbound tour operators (ITOs), online
travel agents and a few international wholesalers that
do not operate through ITOs.
Which trade events have you attended?
We have attended the Destination NSW Focus on India
trade event in Sydney as well as the ATE.
Why did you make the decision to attend these events?
We attend trade events as we want as much exposure to
the tourism industry as possible and if the events are
held in Sydney this limits our time and cost.

Find out about attending trade events at destinationnsw.com.au/nswfirst
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Which activities would you recommend when you start
working with the travel trade?
• W
 ork out your international target markets and
develop your trade sales kit.
• G
 et an online booking platform and list with online
travel agents.
• Offer as many famils as possible.
• Work with other NSW sellers.
• Be patient.
• D
 on’t attend all the trade events in your first few
years as a better return on investment is to take it
slowly, and learn more about each market and your
own organisation along the way.
What do you find most valuable about attending trade events?
Face-to-face interaction with the buyers is the most
valuable thing to take away. Each event is different and
builds on previous events but the networking is the most
valuable thing for us.

How do you keep the travel trade up to date with your
product range?
We utilise the interaction before, during and after a trade
event to a large extent. We also have ongoing contact
with our existing and prospective buyers to ensure they
are up to date with our offerings.

“Trade events provide the most

time efficient way to have
face-to-face interaction
with the travel trade.”
How does attending trade events fit into your
inbound strategy?
This is a key component of our inbound strategy. Trade
events provide the most time efficient way to have face-toface interaction with the travel trade.
What is your top tip for a business attending its first
trade event?
Be open minded. Destination NSW is genuinely there to help
you and your success as a NSW seller is a success for NSW,
as we are all trying to increase the visitor spend. Finally, be
prepared and make sure you have all the basics in place.

Find out about attending trade events at destinationnsw.com.au/nswfirst
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