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OPPORTUNITIES IN 
EU-CHINA TOURISM

27 April 2018 Best practices and case studies

Established in 1996 by Joos Horsten (former VP International Janssen Pharma - part of 
Johnson & Johnson - and ‘founding father’ of the successful Xian-Janssen Joint Venture, the 1st

pharma JV in China in the ’80s)

Background
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Xi’an-Janssen

One of the very first and most succesfull pharmaceutical joint ventures in China

Book
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Horsten International
• China consulting company
• All-round services to European 

Small & Medium-sized Enterprises 
in doing business in China

• Headquartered in Oud-Turnhout 
(Antwerp), Belgium

• Two 100% affiliates (in Hong Kong 
and Xi’an)

• Family-owned with 12 employees
• 100% focus on China

Project References

www.horsten.be
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Trends

• Group travelling is still taking the biggest 
share of travellers, with individual or small 
groups increasing in importance

• Second Wave travelers more open to 
suggestions, but also more confident and 
demanding than ever

• The generation of the one-child policy are 
gradually approaching the age for 
travelling to Europe.

Traveling as Part of a Group Is No Longer 
the Norm for Chinese Tourists 
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The Majority of Chinese Travelers Plan to 
Travel Independently on Their Next Trip 

Chinese Outbound Tourists— More 
Diverse, More Sophisticated 

• The growing desire for authentic 
country-specific cultural experiences, 
but also physical activity, 
entertainment, recreation and family 
happiness

• Chinese outbound tourists have 
evolved into experienced and 
sophisticated travelers 

Source: Tui Think Tank – Z_punkt The Foresight Company
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Chinese Tourists Spend the Most on Retail 
Purchases, but Experiences During the Trip Also 

Matter 

Chinese Tourists Plan Their Trips 
With Online Resources 
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Agenda
Case Studies

Case Studies

Hotel group from Belgium

Inbound Destination Management Company

Annual Flower Show in Brussels
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6 locations:

1. Priorij Corsendonk Oud-Turnhout

2. Corsendonk Viane Turnhout

3. Corsendonk de Linde Retie

4. Corsendonk  Duinse Polders 
Blankenberge

5. Corsendonk Sol Cress Spa

6. Corsendonk Hooge Heyde 
Lichtaart
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• Liaison and communication with Chinese partners and 
stakeholders

• Adaptation of the foreign operator to the wishes of the 
Chinese tourists

OFFLINE Communication

ONLINE Communication

• Social media: WeChat Official Account
• Chinese website

Corsendonk hotels 
Wechat account 
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Masters in hospitality

WeChat Official Account

Use of WeChat to
Exchange information and

engage with customers
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Online Travel Platform
with packages alligned

to Chinese travellers

Floralia Brussels Marketing
C ase  Study
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Floralia Brussels
Chinese-language Website

Floralia Brussels
Official Weibo Account
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Best practices
• Before a trip: 

Ø be ’visible’ in Chinese internet or social media

• During a trip: make it easy for visitors to…

Ø … stay in your hotel, to shop in your store 

Ø ... share info about you online 

• After a trip: 

Ø leverage good reviews

Ø trade opportunities

• Be prepared to spend time to set up a collaboration with Chinese 

partners

• Start small, learn and invests wisely

• Find a niche

• Include contemporary elements in offerings

• Combine authenticity with convenience

Recommendations for European Suppliers
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Steenweg op Mol 129
B-2360 Oud-Turnhout

Belgium

Tel: +32 (0)14 720275
E-mail: bart@horsten.be

www.horsten.be www.mychinaweb.com


