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Project Asia Checklist 

10 Tips for Getting Asian Visitors to Spend More at Your Business  

Checklist for tourism operators and owners of market stalls 
This easy-to-implement checklist takes into account the cultural preferences of Asian overseas 

visitors. It’s simple: if you offer what they’re looking for and make it easy for them to choose 

your product or service, it’s a win-win for all. Follow these 10 tips and download our 

accompanying Fact Sheets from gapdl.com.au/cruise-ships. 

 

How to get noticed by 
passers-by 

 

01. Signage: WeChat and QR 
Codes.  

Capture the attention of Asian 

visitors by displaying on your 

shopfront a QR code 

containing a WeChat logo. 

Asian visitors will instantly 

recognise that your business 

is Asia-friendly. The QR code 

should link to your website, 

Instagram or Facebook page.  

Downloadable Fact Sheet 01 

Display signage [examples] 

 

Cultural insight: Asian visitors 
we feel welcomed when they 
recognise that your business 
is Asia-friendly. As QR codes 
are heavily used in Asia and 
instantly recognisable as a 
source of information, your 
QR code will indicate that 
Asian visitors are welcomed 
at your business! 

 

02. Visual display.  

Use your prime “shopfront 

space” to showcase quality, 

locally-made items.  Include 

products that are easy for 

overseas visitors to bring 

home as gifts i.e. travel-

friendly (small, lightweight, 

easily packed). 

Cultural insight: Asian visitors 
often seek to purchase 
locally-produced retail items 
suitable to be shared as gifts 
back at home.  Of maximum 
appeal are items that are 
suitable for sharing (e.g. 
locally-produced macadamia 
nuts), are suitable for 
purchasing in bulk (e.g. 10 to 
20 pieces for gifting to 
friends, relatives and 
colleagues), are beautifully 
packaged, are lightweight 
(keeping in mind airline 
baggage restrictions) and are 
iconic to your destination. 

 

How to overcome language 
barriers 

 

03. Simple English.  

Many Asian visitors can read 

basic English. Make it easy for 

them by displaying product 

descriptions using simple 

English that is unlikely to be 

mistranslated. Include prices 

on all displays to avoid 

confusion. 

Downloadable Fact Sheet 02 

Examples of product 
descriptions (good and bad) 

Cultural insight: “Saving 
face” is important in Asian 
cultures. If your guest isn’t 
confident at conversing in 
English, they may avoid 
asking questions to save 
face. This avoids the 
embarrassment of not being 
able to speak English fluently 
OR not being able to 
understand your accent. 
That’s why it’s important for 
you to provide as much 
written information as 
possible, either via your 
signage and product 
descriptions or via a QR code 
linked to relevant content on  
your website, Instagram or 
Facebook page. 

 

04. Create QR codes for each 
product line.  

Create and display beside 

each product line a QR code 

containing a WeChat logo. 

Asian visitors are used to 

scanning QR codes to find 

product information. WeChat, 

used extensively by Chinese 

visitors, pulls your content 

into the app in a translatable 

format. This avoids them 

having to struggle with verbal 
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communication if they’re not 

confident with English. 

Downloadable Fact Sheet 03 

How to create a QR code 
linked to your website, 
Instagram or Facebook Page 

 

 

05. Verbal communication.  

Keep a notepad and paper 

handy for when English isn’t 

spoken fluently by your guest. 

They’ll probably read at least 

some English, so during your 

conversations, write down 

key words to help them 

understand (and vice versa). 

A better option for 

communicating with guests 

from China is to download the 

WeChat app and use that for 

instant translation. For other 

languages, Google Translate 

is your friend! 

Downloadable Fact Sheet 04 

How to download and use 
WeChat for translating 

 

 

How to compel them to 
buy 

  
06. Etiquette and rapport.  

Make an effort to build a 

personal rapport with your 

Asian guest, even if there’s a 

language barrier. Find out 

their interests and dislikes.  

To show respect for Asian 

customs, use two hands for 

giving and receiving anything, 

even if it’s just exchanging 

money. If using one hand (e.g. 

pointing out directions) only 

use your right hand, never the 

left. 

 

07. Pricing and requests to 
discount. 

Be prepared to haggle. If 

discounting isn’t something 

you’re prepared to do, at least 

prepare a culturally-sensitive 

response rather than causing 

your guest to lose face for 

asking. Also try to at least 

offer a multi-buy discount. 

 

 

08. Product packaging and 
gift-wrapping.  

Many of your Asian 

customer’s retail purchases 

won’t be for themselves, 

they’re for gifts to bring home 

for others. Not just one gift, 

but many gifts! Stand out by 

offering visually-appealing 

packaging suitable for gifting. 

Even better - offer a gift-

wrapping option. 

Downloadable Fact Sheet 05 

Examples of product 
packaging suitable for gifting 

 

 

09. Personal story-telling.  

In their quest to find quality, 

authentically local products 

not available elsewhere, 

Asian visitors will appreciate 

any personal stories you can 

share. Sell your story, and the 

story will sell the product! 

Bonus tip: Share story 
elements they can explain to 
their friends about where and 
how your product was made 
or sourced, and the quality of 
the Australian materials or 
ingredients used. You could 
even have an album of your 
personal photos on display  to 
help explain your story. 

 

 

10. Upselling & bundling.  

Remember that many retail 

purchases are likely intended 

as gifts for friends, family and 

colleagues back home. Your 

guest might be looking for 

multiple versions of the same 

product or may be open to 

buying more than one item. 

Incorporate upselling and 

bundling (e.g. multi-buy 

discounts) into your pricing 

strategy. And don’t forget to 

upsell.  

Try these phrases:  

From what you’ve told me, I 
think you’ll also love... 

I know you’ll enjoy [       ], and 
while you’re here, I suggest 
you also try...… 

Something else special from 
here you won’t find anywhere 
else is... … 


