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Business Profile
Kiah Wilderness Tours specialises in guided, small-group
kayak tours on a pristine river near Eden on the NSW South
Coast, three hours’ drive from Canberra. Guests paddle past
magnificent forests, listen to the birdsong, watch fish dart
beneath their kayak and explore at their own pace.
Tours are available for two hours, a half day or a full day. All
tours are hosted by qualified local guides and include safety
equipment and instruction for beginners, plus a delicious
home-cooked morning tea or lunch.
kiahwildernesstours.com.au

Quick Facts
Product Type: Tour
Focus: Adventure & Nature
Location: Kiah, South Coast
Destination Network: Destination Southern NSW

How did the NSW First workshops help your business?
There are many benefits from attending a NSW First
workshop. You may have done all you think you can to
showcase your business, but there is always more to learn.
These workshops help you take things to the next level of
professionalism, understand your market better and learn
about the latest tourism trends. The networking
opportunities are an added bonus. Knowing others are
dealing with the same challenges, hearing new ideas and
building collaboration are all of great value to a small tourism
business in regional NSW.
Which international markets do you target?
We know our market well now and our tours are suited to the
adventurous Europeans, as well as English, American and
New Zealand visitors. We have a current relationship with a
wholesaler in the Netherlands, have just set up online
bookings and have fine-tuned our trade kit to offer more to
the European market.
How did you develop into an export-ready business?
It was a baptism of fire! The business was operating less than
12 months when a cruise-ship shore excursion agent (ground
handler) asked for our trade terms. We sought advice from
Destination NSW and then attended several workshops to
produce our first trade kit which was accepted by the ground
handlers. We now contract to three different ground handlers
and a wide range of cruise ship companies. We are now in a
routine where we update our trade kit annually in our quiet
season and submit it to inbound tour operators.

Jenny Robb- Owner/Operator, Kiah Wilderness Tours

Has your product changed to appeal to inbound visitors?
Our product has remained largely the same for all
guests. However, we only offer two of our four tours to
inbound visitors and this makes it easier for us to
manage. Our commentary on tour is different for
international visitors as we talk more about the local
Australian flora and fauna species and point out many
of the common bird species. We also try to find an
established mob of kangaroos that graze on one section
of the river, as all international visitors are excited to
see kangaroos.
What’s one thing you’ve learnt about your target market
from experience?
Our target market varies according to the seasons. Over
summer and school holidays, it is a mix of visiting
families, younger couples and groups of friends who
often book only 24 to 48 hours ahead, whilst a growing
number book online before they arrive. These are the
planners and many have booked because we have great
reviews on Trip Advisor. Our international visitors book
well ahead (up to six months) online or through an agent
and this is happening more now that we have taken the
step to work with inbound tour operators.

Find out about export ready development at destinationnsw.com.au/nswfirst
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What are your top tips for businesses looking to
become export ready?
• B
 e patient. It took us three years before we felt like we
were succeeding and it all happened quite suddenly.
• K
 eep it simple when working with the travel trade.
We offer only two of our most popular tours. It makes
it easy to manage and you can always add more
complexity later.
• R
 emember you are always in control. Sales via the
travel trade are an added benefit that will help fill
gaps and raise your profile at the same time.

What types of trade partners are you working with?
How did the Destination NSW New Product Workshop assist
your business?
Attending the New Product Workshop helped us to be more
professional in all aspects of our business. We carried our
branding across all materials (uniforms, banners,
stationery, presentations) and finessed a lot of our
documentation, especially our trade sales kit, so that it
presented our product well. By appearing professional and
confident, we were able to develop good relationships with
the inbound tour operators we met.

We are working with online travel agents, ground
handlers for cruise visits, wholesalers and inbound
tour operators.
What are the benefits of working with online travel agents?
You really can’t call yourself a tour business unless
people can book you online. If your business is
everywhere a potential visitor looks, the chances of
being booked are much higher. It’s as simple as that.
You simply must have an online presence.

“Sales via the travel trade are

an added benefit that will
help fill gaps and raise your
profile at the same time.”
What is the secret to hosting a successful trade famil?
We have hosted many Destination NSW trade famils, all of
which have raised our profile as a quality product and enabled
us to meet inbound tour operators and other trade contacts
face to face. Be aware that trade famils are often very short and
you may not be able to present your product in the usual
timeframe. As a tour company with a three-hour minimum tour,
we have had to choose the optimum features of our tour and
showcase these as best we can in the time available. We are
renowned for our stunning natural location, a fun-filled nature
experience and unique morning tea, so we include all these
features. Try not to be overwhelmed, the agents are always
keen to see you succeed so they can sell your product.

Find out about export ready development at destinationnsw.com.au/nswfirst
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