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STRATEGIC TARGETING: 
WHO, WHERE, WHEN & HOW

SLO CAL VISITORS
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Awareness

Average Travel Spending

Likelihood to Visit

Familiarity with the Destination

Average Advertising Cost

Lower awareness = opportunity

$2,500+ avg. target

High likelihood = opportunity

As a reason to visit

Cost to reach the market



#1 ACTIVE 
ADVENTURER

#2 MOM TO 
THE MAX

#3 CULTURED
CLASS

WHO: OPPORTUNITY PERSONAS
SLO CAL VISITORS





WHO: OPPORTUNITY MARKETS
SLO CAL VISITORS

20,783 8,410 7,768 6,596
5,381 4,859

4,331 4,331
2,914

TOP TEN IN-BOUND FLIGHT ORIGIN 
MARKETS
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WHO: HIGH-CALIBER TRAVELER
SLO CAL VISITORS

LENGTH OF STAY
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WHO: HIGH-CALIBER TRAVELER
SLO CAL VISITORS

ANNUAL HOUSEHOLD INCOME



WHEN: TRAVEL 
PLANNING 
CYCLE

SLO CAL VISITORS
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DREAM

PLAN

BOOKEXPERIENCE

SHARE / 
INSPIRE

See SLO CAL Ad: 
107.7 Days

Visit SLOCAL.com: 
59.7 Days

Book Hotel: 
31-79 Days
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HOW: TRAVEL PLANNING TRENDS
SLO CAL VISITORS
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HOW: TRAVEL PLANNING TRENDS
SLO CAL VISITORS
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HOW: TRAVEL PLANNING TRENDS
SLO CAL VISITORS

69% OF CONSUMERS TURN TO SEARCH TO START THEIR TRAVEL PLANNING



NATE HUFF
Senior Vice President, Miles Partnership
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Maximizing Exposure
For Your Business in Google's Products
Visit SLO CAL Industry Presentation
Oct. 24, 2018



Nate Huff 
Senior Vice President

Miles Partnership

With You Today



Today’s 
Agenda 

● How are consumers discovering 
SLO CAL through the world’s 
largest online ecosystem

● Where is your business information 
appearing in Google’s products.

● Why it’s important to care
● How you can access, control and 

improve your business’s exposure 
in Google products



Understanding how travelers search for 
information about SLO CAL 

and what the destination looks like
when they do.



There’s a significant shift going on in 
organic website traffic in travel and 
hospitality. 

630,218,000
40% won’t result in an 

external click. 

Moz.com estimate, 2016



HOTELS RESTAURANTS ATTRACTIONS MUSEUMS ACTIVITIES ...

SEARCH TRIPS APP MAPSTRAVEL GUIDES



We want to help you maximize your 
exposure in Google’s products because it 
benefits you, the consumer and your 
market. 



This is the 
Knowledge 
Panel



Photos

Description

Info

Posts

Times

Reviews

Social Icons



Carousel
Museums
Parks
Events



TIP:
Locations with a high 
customer rating and a lot 
of reviews tend to show 
in the top 3 here

Most other business 
categories: 
Restaurants
Hotels
Art galleries, 
Shopping centers
Plumbers, etc.

Local 3-
Pack



Things to do
What to do
Points of interest

Limited categories: 
Parks
Museums
Attractions
Theme parks
Public spaces
Lakes/Beaches
Landmarks
Zoos, etc.

Top Sights



Travel Guides



Travel Guides



Plan a trip



Hotel Finder



Trips App



Voice Assistant



Maps



Thousands of Maps API customers



Street View



HOTELS RESTAURANTS ATTRACTIONS MUSEUMS ACTIVITIES ...



These products are important to Visit SLO 
CAL and to your businesses when a 
potential visitor is planning a trip.



Sometimes we 
find things that 
look great!



This was the 
cover photo for 
a hotel in 
Florida.



This was the 
cover photo for 
a park in 
Tennessee.



Missing important 
information

30% missing hours!

+40%
Business listings are 

unverified

+35%



Completed listings

Seven times 
more likely 
to generate 
a click

7X
as likely to 
be 
considered 
reputable

2.7X

More 
likely to 
visit the 
location

70%



Views on Google Search:

252,397
Website Visits

11,585
Views on Google Maps:

11,082,365
1000x!

Information provided by Nicole Woods for Independence Visitor Center Corp.



ways to maximize your exposure in 
Google products.  



ONE
Make Sure Your Business is Verified & Up 
to Date



Make sure you’ve 
claimed and verified
your business listing. 



Business descriptions are back



Make sure hours are accurate



Hours are now 
displayed as 
quick answers 
(and as spoken responses 
from Google Assistant!)

NEW! These exposures are  now counted in your 
Insights tab of GMB.



BONUS FOR HOTELS
Update & Monitor Amenities





TWO
Check “Insights” in Google My Business 
Regularly



!



2.0m





NEW! Queries used to find your business



NEW! What your business is known for



THREE
Respond to Reviews Quickly



Make sure you know when reviews are posted





Responding to 
Positive Reviews: 
● Say thanks
● Mention your 

business name
● Mention your 

location/city
● Mention a 

product or 
service that’s not 
mentioned in the 
review, or that’s 
new

The meal and service we're the best I've had 
in years. Try the steak and brussel sprouts and 
you will see what I mean. After dinner have a 
1930 recipe for an Amaretto Sour that was off 
the chart good, not sweet but just perfect. 
Remarkable dinner near one of a kind.

Thanks so much for your review, so glad you 
had a good experience at The Chop Shop. 
We pride ourselves on delivering quality 
service to our customers in Kalamazoo. If you 
liked our steak, you should try our double cut 
smoked pork chop on your next visit! Hope to 
see you again soon!



Responding to 
Negative 
Reviews: 
● Say you’re sorry 

they had a bad 
experience

● Don’t mention 
your business 
name or location

● Suggest they 
contact you offline

● Keep it short

This was a huge disappointment. My wife and I 
paid $24 for what was supposed to be the ten 
o'clock showing. The lights never came on and 
you only get one rotation. Definitely never again.

So sorry you had a bad experience, we typically 
begin our light show promptly at 10. During your 
visit we experienced some technical difficulties 
with the ride. My name is Robert, I am the 
manager. Please call our office and ask for me 
and I will provide you with free passes for your 
next ride. 





Flagging Reviews as Inappropriate
● Spam and fake content
● Off-topic
● Restricted content
● Illegal content
● Sexually explicit content
● Offensive content
● Hate speech
● Harassment and bullying
● Impersonation
● Conflict of Interest

Maps user contributed content is most valuable when 
it is honest and unbiased. Examples of disallowed 
practices include, but are not limited to:

Reviewing your own business.

Posting content about a current or former 
employment experience.

Posting content about a competitor to manipulate 
their ratings.



FOUR
Add Great Photos (and Videos) Frequently



Create a calendar for uploading new visual content



2. ATTRACTIVE1. INFORMATIVE
What makes this photo eye-catching? 
Consider color, contrast, saturation, 

lighting, focus and leading lines.

What would a potential visitor want to know 
or see about this place? Consider the scope, 
the scale and the context of the place you’re 

capturing. 

Photo Sweet Spot



This photo is good! It’s both 
informative and attractive. Easy to 
understand what it is, where it’s taken 
from, bright colors good contrast, 
good framing. 

This photo is bad. It isn’t attractive -
off-kilter horizon, muddy colors, and it 
isn’t particularly informative -
unreadable signs/context. 



10X
111,277 views 10,757 views



Photo Best Practices

● Only upload photos you created or own
the complete rights to. 

● Upload at least 4K images (3840x2160). 

● Don’t use filters - limit your edits to 
brightness, color, contrast & saturation.

● Don’t composite images. 

● You are allowed to add 
caption/credit/logo to the images, as 
long as they occupy less than 10% of 
the total area along one side but they 
don’t tend to perform as well.

● Shoot mostly horizontal images. 

● Interiors without people are preferred to 
those with people. Avoid identifiable 
faces & PII, or have release forms. 







BONUS
Set Cover Photo NEW!



Setting your 
cover photo 
tells Google 
your “top 
pick” 



FIVE
Pay Attention to “Questions & Answers”



Questions & 
Answers are a 
great way to 
interact with 
customers. 



But… they often 
get answered 
faster by Local 
Guides than 
they do by the 
businesses, and 
the Guides 
aren’t always 
right (or helpful).



Analysis of 123 SF area 
businesses. 

Had questions

25%

https://moz.com/blog/google-questions-and-answers-case-study

Had answers from the 
business owner.

0%



Make sure you 
have 
notifications on 
and check your 
answers 
frequently. 





Report bad answers (or questions)



Upvote the best questions 
and answers



SIX
Grab Free Screen Real Estate with Posts



Posts appear in your knowledge 
panel and provide a huge amount 
of real estate for your business 
(free!)



!



● Use an attention grabbing photo - bright 
colors, simple, single subject. 

● Focus your message on the first 100 
characters. 

● Add your own tracking codes to your 
call-to-action button. 



BOOK ORDER ONLINE BUY LEARN MORE SIGN UP GET OFFER

Products, menu items, events, offers, updates, news, videos...



Best Practices for using GMB Posts:
● Keep two posts live at a time to maximize 

view rate for your content. More than two 
will reduce viewability of your oldest post.

● Posts are live for a max of 7 days - repost 
each week. 

● Post early in the week if you’re promoting 
something the following weekend. 



ways to maximize your exposure in 
Google products.  

1. Claim your listing & keep key info current
2. Check Insights regularly
3. Respond to reviews quickly
4. Add great photos frequently
5. Pay attention to Questions & Answers
6. Leverage free promotion with Posts



Thanks!
Visit SLO CAL Educational Symposium
October 24, 2018
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