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Who is Lappi 
Tour?

• 10 years of experience

• 1-day & multi-day excursions

• Internal tourism in Murmansk 
region

OUR AIM:

work for clients



Business Canvas
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1) Marketing research on 
Murmansk region attractiveness 
for European tourists

2) New perspective spheres of 
company’s functioning

3) Updating and development 
of company’s social media

OUR 
CASES



Why only 
3 cases ? Perspectives for Cruise 

tourism development 

Building the hotel 
complex

We REFUSE to do 2 
potencial cases 
because:

• low budget
• results of our 

research
• unefficiency 
• coronavirus 



MARKETING 
RESEARCH ON 
MURMANSK 
REGION 
ATTRACTIVENESS 
FOR EUROPEAN 
TOURISTS

Google Trends + analytics







POPULAR 
ACTIVITIES
IN NORTHERN EUROPE

RiB-boat excursion to Beautiful

Hella 

Arctic Sail Safari 

Northern light chase 

Dog sledding 

Reindeer feeding / sledding 

Sleigh ride under the Northern

Lights 

Snowshoeing

Canoeing 

Fatbike 

The ultimate Snowmobile experience

Ice fishing 

Midnight sun tours 

Whale watching 

Kayaking



What is 
interesting 
for 
Europeans?

1) Tromso (5 days tour): Hasky 
sledding execution, dolphin spotting, 
open fire cooking. Also accomodation 
in glass hotels in order to see Northen 
Lights

2) Treehotel: creative hotel on the trees 
+ snowmobile safari, Kayaking, Ice 
fishing

3) Loggers lodge: ski tours, snowshoe 
walk, Hasky sledding execution



SOLUTION
DES IGNAT ION OF  POPULAR  
D IRECT IONS  IN  NORTHERN  

EUROPE  AND  INTERSECT ION  
PO INTS  WITH  RUSS IA   

PROBLEM
NO AWARENESS  ABOUT  

INTEREST  OF  EUROPEANS  IN  
MURMANSK  REG ION



erspectiv
e spheres of 
company’s 
functioning



SOLUTIONS

1

MIDNIGHT 
SUN

2

GASTRO
TOURISM

3

ECOTOURISM

SUSTAINABLE 
DEVELOPMENT

4

GROUP 
TRAVEL 

(WOMEN’S 
TRAVEL)

OFF-SEASON 
TRAVEL

5

MENTAL 
WELLNESS 
RETREAT

SOLO-
TRAVEL





TOUR 
"RUSSIAN LAPLAND"

FOR SUMMER







PROBLEMS 
& 
SOLUTIONS
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Элемент 1 

Элемент 2 

Элемент 3 

Элемент 4 

LACK OF FOREIGN 
TOURISTS IN 

SUMMER PERIOD

UNEFFICIENCY OF 
SOCIAL 

NETWORKS FOR 
TOURISTS 

ATTRACTION

PROBLEM WITH 
FUTURE 

PERSPECTIVE 
WAYS OF 

DEVELOPMENT

LACK OF BUDGET 
&

CORONAVIRUS



MARKETING 
RESEARCH

2 DIFFERENT WAYS 
FOR DEVELOPMENT

NEW STRATEGY & 
POSITIONING
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Элемент 3 

Элемент 4 

SEPARATE STRATEGY
FOR FOREIGNERS

LANDING PAGE FOR 
FOREIGNERS

NEW SMM STRATEGY 
INSTAGRAM | 
VKONTAKTE

ANALYTICS, DESIGN, 
CONTENT PLAN

NEW STRATEGY IS 
FREE OF CHARGE

SPECIAL ADVERTISING 
FOR PANDEMIE TIME



HOW DID WE 
COME TO THESE 

SOLUTIONS?



B2C
for Russia

B2B
for Europe

01 02



B2B
• unefficiency of contextual advertising 

because of low request rate

• we decided to follow the experience 
of Abang Africa Travel and cooperate 
with other agencies



commercial offer01

02

03 COVID-19 = it's 
not a good time

list of possible 
partners



Commercial 
offer



LIST OF COMPANIES 
THAT MAY BE 

INTERESTED IN A 
COMMERCIAL OFFER



INTERNAL MARKET

POSSIBILITY TO ATTRACT 
CLIENTS DIRECTLY

APPROVED INSTRUMENTS 
OF MARKETING

01

02

03



EMOTIONS
selling NOT 

products, BUT 
emotions and 

experience

NEW STRATEGY OF DEVELOPMENT

FRESH
contemporary 
trends in social 

networks

NATURE
care about 

environment & 
sustainable 

development

PERSON
individual 

approach to every 
client









FRESH AND AMAZING!

Content plan for 
social networks

Design & 
examples of 

posts for VK and 
INSTAGRAM

Find problems & 
target audience



Who is our 
customer?

youth 
(18-25)

ardent 
travelers

middle age 
(couples 30+; 
companies)

families 
with 

children

older 
(60+)

special 
guests



RATIONAL CHARACTERISTICS:
extensiVE WORK EXPERIENCE (SINCE 2011)
MURMANSK REGION (DOMESTIC TOURISM)
PROFESSIONAL GUIDES
RELIABLE PARTNERS (TRANSPORT, HOTELS)
MULTI-DAY \ ONE-DAY TOURS
INDIVIDUAL TOURS \ GROUP TOURS

EMOTIONAL CHARACTERISTICS:
FRIENDLY TEAM = TRUST
WE SELL NOT TOURS, BUT EXPERIENCE AND 
EMOTIONS
NON-STANDARD EXCURSIONS
INDIVIDUAL APPROACH
LARGE SELECTION OF TOURS (MORE THAN 
COMPETITORS)

IMAGE:
PROFESSIONALISM
TOURS WITH SOUL
CARING FOR NATURE



123-456-7890

hello@reallygreatsite.com

www.reallygreatsite.com

• clients' pain
• targeting
• sales funnel







CONTEXTUAL 
ADVERTISING
1) DECOMPOSITION
2) BUDGET FORECAST
3) collection of semantics

TARGETING

1) ANALYSIS OF THE 
TARGET AUDIENCE
2) COLLECTING 
INFORMATION FOR ADS
3) ANALYSIS OF INTERESTS



LET'S
SUMMARIZE?

It was an amazing 
journey...



OUR FINAL 
PRODUCTS

contextual 
advertising & 

targeting

commercial 
offer for 

partnership 
with EU 

agencies

new strategy 
and design 

of social 
networks + 

content plan

landing page for 
"Russian Lapland"

business 
canvas 

for Lappi 
Tour



Innovative quality of 

the solution

Division into 
2 strategies 
(B2B, B2C)

Preparation of promotion 
tools before launch. 

refused to set up 
contextual advertising in 

Europe due to the low 
number of requests in 

Google Trends

Distribution of 
promotional materials 

together with the 
commercial offer to 
potential European 

partners agreement = 
because the partner 

doesn't bear the cost of 
advertising.

An analysis of the 
interests of Europeans 

can help customize 
"Russian Lapland" for 

the interests of 
tourists.

Advertising is easily 
optimized through 

preliminary research of 
target audience. 



Feasibility of the solution

send a commercial 
and enter into a 
partnership with 

European companies 

launch targeting 
and contextual 
advertising В2В

launch social networks 
according to our 
content plan В2С



MARKETABILITY

2
competition in the market of 
tours will increase => social 
networks will help to attract 
customers, because buyers 

want high-quality and proven 
goods

1
the pandemic has changed 
the tourism market => the 

need for new areas of 
functioning

3
European agencies have no 

demand for tours to 
Murmansk => thanks to the 

partnership and our materials 
we can attract customers

4
contextual advertising can 
quickly and inexpensively 

attract ready-to-buy 
customers



Financial and social return 
of the proposed idea

postpone the launch 
of advertising for Rus 

= not to lose the 
budget during a fall in 
demand in pandemic.

Profit from 
each client

Savings on 
advertising

Ready content plan, 
landing page, design of 

social networks, examples 
of posts, contextual 

advertising.

Newsletter commercial 
through Senler. 
Free and fast.





• Context: The average click 
price is 9 rubles. The average 
monthly consumption for 
wide keys = 2500 rubles.

• no way to predict the value of 
a campaign in targeting. 
Usually 10k test budget for 
each channel + adjustments.

• The cost of maintaining the 
platform + hosting on 
Tilda.cc: 500 rubles / month.



poor advertising 
contractor = our 

materials will 
help anyone

postpone the 
launch of targeted 

and contextual 
advertising for 

Russia not to lose 
the budget during a 

fall in demand in 
pandemic.

if European 
companies don't 

sign the contract = 
not loss and waste

there will be no subscribers 
in social networks due to 
fear of a pandemic = our 
networks are not only for 
selling tours, but also for 

communication, news



THANKS FOR 
ATTENTION!


