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CRUISING PARADISE
CARIBBEAN CRUISES ABOARD EUROPEAN VISION 2003/2004

7 NIGHT CRUISE • JANUARY 11

$1399
SAVE $600 PER COUPLE

EARLY BOOKING BONUS

Price shown is per person, based on double in a supersaver inside cabin for sailings January 11. *January 11 sailing Aruba will be replaced with Ocho Rios, Margarita Island with Santiago de Cuba and Grenada by a day at sea. Flights via Air Transat from Toronto. Taxes and transporta-
tion related fees of $137.70 and port and passenger taxes of $240 are additional. New bookings only. For complete terms and conditions refer to World of Vacations Cruising Paradise brochure. European Vision registry: Italy, Gross tonnage: 58,600 tons. Ont. Reg. #50009487 & 50009488.

AROUND THE WEST INDIES
SUNDAYS DECEMBER 28 TO APRIL 4*
Santo Domingo • Day at Sea 
Aruba • Margarita Island • Grenada
Guadeloupe • St. Maarten 

BOOK BY OCTOBER 31

TORONTO — Certified Travel
Counsellors and Certified Travel
Managers sell more and make more
than their colleagues who have not
attained those designations.

This is the finding of the CITC
National Survey on the value of the
professional designation. Some 664
travel professionals took part in the
survey, although not all answered
every question.

The results mirrored many of the
conclusions arrived at by The Travel
Institute (ICTA) in the U.S.

On average CTCs earn $34,600 per
year compared with non-CTCs who
earn, on average, $31,812 per year. In
the survey, 36% of CTCs and CTMs
earned $40,000 or more last year,
compared with 27% for non-CTCs.

In addition, CTCs and CTMs reach
managerial positions more than 

non-CTCs. Some 43% of CTCs/CTMs
held positions of manager or owner,
compared with 32% for non-CTCs.

CTCs and CTMs also generate more
sales than non-CTCs, according to the
survey, generating on average $715,500
last year, compared with non-CTCs at
$705,400 (averages based on a low of
$200,000 and a high of $2 million).
Some 55% of CTCs generated
$500,000 or more in sales, compared
with 48% for non-CTCs.

CTCs/CTMs stay in the travel indus-
try on average 27.6 years compared
with 23.1 years for non-CTCs.

Steve Gillick, president and COO of
the Canadian Institute of Travel
Counsellors, said that “travel agency
owners and managers who wish to
maximize their bottom line should
take note of the results. Designated
travel professionals make a quantifi-



O
C

TO
BE

R
2/

03
2

able impact on the industry. Rather
than cutting back on professional
development, now is the time to
review your agency corporate culture
and include support of the CTC and
CTM designations.”

Steve Crowhurst CTC, president of
SMP Training, who reviewed the pre-
liminary survey results, noted that “the
Return on Investment on an employee
should be three to four times the
salary. The figures indicate that agency
revenue is down—which again
emphasizes the need for agencies to
train their staff.”

Gillick added that more and more
consumers are using CITC’s National
Directory of Certified Travel

Counsellors to find the top profession-
als in their neighbourhood.

“The growing popularity of The
Inside Track, which is our free con-
sumer newsletter, and the recent move
by the Canadian Tourism Commission
to link consumers to the National
Directory, has given travellers a lot of
needed confidence in the skills of
CTCs and CTMs.”

Gillick said that by year-end 
The National Directory of Travel
Professionals will also list the Specialist
Qualifications of members.

Other survey results reveal that on
the whole, travel counsellors are most
concerned with: (ranked from most
important to least important, based on
the 10 available choices) 1 Erosion 
or reduction of commissions; 2 Low 
levels of compensation; 3 Online 
travel sales to consumers; 4 Bypass of
suppliers; 5 Professional image of
travel counsellors; 6 Job security; 7
Availability of reduced-rate travel ben-
efits; 8 Supplier bankruptcy/financial
instability; 9 Opportunities for profes-
sional advancement; 10 Quality and
amount of available training.

Travel counsellors considered the
most satisfying element of the job:
(ranked from most important to least
important, based on the 10 available
choices) 1 Helping clients get the 
best value for their money; 2
Accomplishing detail work quickly
and correctly; 3 Generating sales for
the agency; 4 Helping clients make
travel decisions; 5 Interacting with 
different customers; 6 The opportuni-
ty for personal travel; 7 Handling
reservations and ticketing; 8 Working
in a rapidly changing industry; 9
Participating in educational activities
or events; 10 Working in a highly com-
petitive industry.

Another finding showed that travel
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AFFORDABLE PEACE OF MIND

CENTRAL TO EVERCENTRAL TO EVERYTHINGYTHING
Reservations:

1-800-633-1414
Toronto Direct (416) 977-6655

*Subject to availability 

Relax atthe BeerCellar

Rates

from

$89.00

Winter 
Product from
November to
April is now

available

Convenient flights 
from 18 Canadian cities 

to 86 countries worldwide, including:

Europe/UK
• Amsterdam • Copenhagen • Frankfurt 

• Glasgow • London • Madrid 
• Manchester • Milan • Munich • Paris 

• Rome • Shannon/ Dublin • Vienna • Zurich

Asia/Middle East
• Beijing • Beirut • Hong Kong • India 

• Seoul • Shanghai • Taipei • Tel Aviv • Tokyo

Caribbean
• Barbados • Haiti • Kingston • Trinidad

Hawaii

Coming soon: 
Departures from Canada to Delhi

Book on-line at 

www.netair.ca 
or call reservations toll-free at

1-888-752-6228

Now you can also check availability on

www.netfaresonline.com

New

improved

Web site






