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Dear member partners,

Our industry faces many changes and challenges, both from within our industry and externally as we feel 

the effects of global events. Over the last three years Advantage has been working hard to anticipate 

and prepare as much as we can to ensure that the products and services we provide are focused on our 

members’ needs.

As I mentioned in my last report, Advantage has increased the pace of change and, importantly, investment. 

In the last year, we have expanded AMS, our managed service platform, and launched Advantage Holidays – 

an opportunity to provide a competitive option for customers. Significantly, at the beginning of this year, we 

acquired the majority of shares in WIN, one of the leading corporate hotel programmes and global networks. 

With this, we have secured an exciting business, which will provide the group with unique content as we 

develop our plans over the next few years. 

The strong financial results demonstrate the health of Advantage and the capability we have to continue 

to drive benefits for our membership. As a result, our dividend recommendation has been substantially 

increased year-on-year to reflect our confidence in the organisation. 

“The strong financial results demonstrate the health of Advantage and the 
capability we have to continue to drive benefits for our membership.”
 

Advantage continues to cement its position as the UK’s largest independent travel agents group, wholly 

owned by its members; we remain the only organisation of our size in private ownership, with the future 

direction and destiny of Advantage being in the hands of its members.

We continue to reinforce our standing in the industry, tackling some hard issues on behalf of our members. 

With a combined group turnover in excess of £3.5 billion, we have been able to negotiate arguably the best 

commercial terms in the industry.

Chairman’s Report

4



5

We are fortunate to have a first-class team at Provost Street under the leadership of our Managing Director, Julia 

Lo Bue-Said, who, with her senior team, has enabled Advantage to drive innovation. With some key appointments 

last year, we are extremely well placed to tackle the challenges that technology, regulation or Brexit may pass 

our way. Throughout the central team, we have a team of highly experienced, dedicated travel professionals who 

will continue to strive on behalf of our members to ensure Advantage remains focused on working with you for 

success.

It remains an honour for me to serve as the Non-Executive Chairman of Advantage Travel Partnership and to be 

part of an organisation that continues to lead the industry and to set itself both exciting and ambitious goals for 

the future.

I look forward to seeing you at our AGM on 11 July at the Park Plaza Hotel, London, followed by Afternoon Tea. A 

copy of the invitation is below, if you haven’t seen it already.

Steven Esom

Non-Executive Chairman
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Managing Director’s Report

I and other members of the senior team at Advantage have realised that the success 

of any business plan starts with a vision – a guiding goal that determines direction, 

approach and behaviour.

Our Vision for Advantage 

	 We are the foremost independent travel partnership organisation in the UK travel industry.

	 We provide the highest level of improved profitability to our member partners.

	 We achieve this through individual engagement with each member partner, offering them tailor-	

	 made products and services with clear ways to measure success.

	 This vision will be achieved through the delivery of key initiatives implemented in a methodical, 	

	 focused and relentless manner, by a team of bright, enthusiastic and engaging people at our 	

	 central office.

As an organisation, we are:

	 The UK’s largest independent travel agent group; the leisure and business travel agents who are 	

	 part of the group are each independently owned, but collectively they produce over £3.5 billion of 	

	 travel sales each year, making us experts in every aspect of the travel industry.

	 The only membership business that believes the creation of the membership benefits package is 

	 simply the start of the process and that active engagement is the only way to ensure  

	 business growth and profitability.

	 Committed to a set of cultural values, which are: Engage, Create, Deliver, Caring and Transparency.

In making the vision a reality, we adopt a very particular approach to ensure success in 

that:

	 We initially Engage with our member partners, often face to face.

	 We identify their needs and devise Creative solutions.

	 We Deliver on what we promise, given that actions always speak louder than words.
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As an organisation, Advantage is proud of the way in which the business has 
developed over recent years, but we are never content to stand still and will 
always strive to seek improvement.

Advantage has set itself the ambitious goal of being considered a world-
class organisation, not content with being the best in the independent 
sector of the UK travel industry alone.

Key Success Factors

In order to turn that vision into a reality, we recognise that there are a number of key drivers that 

determine success, which are: 

	 To continue to grow the membership, principally attracting new agents who enhance the 

reputation and value of the organisation across all member disciplines.

	 All members receive a quantifiable and consistent benefit from the centre as illustrated on 

the annual benefits statement.

	 Our commercial benefits package is the strongest in the industry, offering a better overall 

margin than our competitors.

	 Our industry-leading networking opportunities continue to provide overall value to our 

members and partners.

 	 Our marketing services deliver a direct mechanism for retaining and acquiring new customers.

	 Advantage Holidays drives incremental sales for our members, delivering ATOL-protected 

holidays with the ability to offer customers a competitive product.

	 Our members are at the heart of everything we do. We have no conflict of interest with our 

members – they own the business. We Care.

	 We are Transparent. Profits made are reinvested in activity for the benefit of all. There is 

a balance of power at board level with our Non-Executive Chairman leading the Board, as well as 

member elected directors.
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Influencing Factors

We continue to focus our effort around a number of Centres of Excellence, which will ensure that 

both our short and long-term goals are achieved.  

These Centres of Excellence are:

	 Membership Business Development – Membership business health and prosperity.

	 Advantage Managed Services (AMS) – Driving membership growth.

	 Advantage Holidays – Access to ATOL-protected holidays.

	 Marketing and Communications – Retaining current and attracting new customers.

	 Leisure Commercial & Gateway2 – Leading commercial opportunities and booking technology.

	 Technology – technology solutions that increase member efficiency and effectiveness.

	 Business Travel – Creating value for business travel members.

	 Advantage Financial Services (AFS) – Protecting member partners as they trade.

Taking each Centre of Excellence in turn, the notable achievements for the year, consistent with the 

Vision for each Centre, are outlined on the following pages. 
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Membership Development

5-Year Vision: To provide members with a high-calibre, inspirational consultancy service 

to help generate increased sales, profitability and business efficiencies.

As member engagement is a key value of the organisation, during the year we have achieved the 

following:

	 The average value of the member benefit statement is £29k.

	 Business consultancy/training activity undertaken with 67 businesses, reaching 341 staff.

	 17 Advantage solus business travel product training workshops with 170 member attendees.

	 The first Advantage Business Travel Symposium event took place with 130 delegates 

attending.

	 Over 1,000 Focus consultants have logged into the Focus Extranet in the last 12 months.

	 We have organised 20 member events including conference and dinners attended by 1,600 

delegates.
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Advantage Managed Services
5-Year Vision: To become the leading managed services provider with the growth of AMS 

putting Advantage in a position to truly direct member partner sales, which in turn will 

ensure that our commercial contracts are as strong as they can possibly be. It is also a 

vehicle that will allow us to retain member businesses within the group.

During the year, we made the following advances with AMS:

	 Eight new AMS members joined the scheme.

	 We had our first Advantage member transfer from the standard membership model to AMS.

	 All AMS procedures were thoroughly reviewed and independently verified to the point where 

the scheme is considered one of the most robust in the industry.

	 We launched a corporate version of the AMS scheme.

	 Advantage Managed Services (AMS) turnover of £44m (46% increase year over year).
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Marketing & Communications
5-Year Vision: We are determined to lead the industry in multichannel marketing, connecting 

the customer journey with data-driven relationship marketing and leading digital and traditional 

media to dovetail with Advantage products. Members are then able to attract clients who 

otherwise may not have considered using a travel agent or TMC.

In the year, the central marketing team achieved the following:

	 54 members now participating in direct marketing programme.	

	 Bespoke door drop campaign booklets delivered to 1.2m households, generating £3.5m new 

customer sales.

	 Direct marketing activity making 280,000 individual member customer contacts, generating 

10,400 bookings worth £31.2m.

	 New Insight magazine specifically for business travel agents introduced in September 2016, going 

to 950 front line members each month.
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Technology
5-Year Vision: To provide market-leading technology solutions to members in order to 

effectively communicate and provide them with the technology they need in order to trade 

efficiently, competitively and effectively.

Our technology solutions are critical in driving the increased business efficiency of members. Key 

achievements in the year were:

	 Advantage Travel Gateway sales of £4.7m – an increase of 4% over previous year. 

	 Advantage Holidays, a purpose-built ATOL solution for Advantage members launched in August.

	 New Customer Relationship Management (CRM) system introduced to improve the overall level of 

engagement between the Advantage central team and members.

5-Year Vision: To provide industry-leading commercial opportunities and innovation via 

technology across the booking journey, including a wide range of exclusive, competitively 

sourced products to optimise profitability. 

We know, as a consequence of regularly consulting with our members, that the strength of our 

commercial terms is one of the key requirements of their membership. In the year we continued to 

improve our commercial advantage in both our relationships with preferred business partners and the 

development of Advantage Travel Gateway2 and Advantage Holidays with:

	 Best-in-class commercial terms that enabled our competitive lead to increase to 1.13% (from 1.11%).

	 1.08% competitor commissions differential achieved.

	 Incremental member earnings increased by 24% to £560k.

	 Cruise tactical offers increased by 31% over previous year.

Leisure Commercial & Gateway2
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Advantage Financial Services

5-Year Vision: To extend our expertise and offer a broader range of travel industry-related 

commercial and personal insurance products. 

Our key achievements in the year included:

		  Underwriting agency continued to expand and launched products in Italy and Spain.

		  Maintained travel bond market share in an increasingly competitive environment.

		  Renewal rate of 92% on insurance and 86% on bonding products.

Business Travel
5-Year Vision: Industry-leading commercial opportunities and innovation via technology 

across the booking journey, including an air strategy to run across four member categories – 

Corporate Premium, Corporate Plus, Focus Partnership and AMS.

Advantage is at the forefront of the independent business travel sector of the market and our key 

advances in the year have included:

	 The launch of an AMS scheme for business travel members.

	 Our inaugural Business Travel Symposium, attended by 138 delegates.

	 28,000 hotels are now in the Advantage corporate hotel programme.

	 52 members from 41 companies participating in MICE Masters initiative.

	 15 fares & ticketing and business skills courses available via the training academy.

As a key part of our corporate strategy, we have continued to build our Ticketing desk and air 

product support for members:

	 Advantage central IATA BSP £1,162,203.

	 An increase in member companies utilising the fares helpdesk.

	 11 airline commercial contracts and 25 nett fare agreements managed on behalf of non-focus 

members.

	 36 airline commercials contracts managed on behalf of the Focus Partnership.
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In Summary

We are pleased with what we have achieved this year. However, our strategy will only be realised with:

		  A relentless focus on key initiatives executed extremely well.

		  The creation of a critical mass of supportive members driving business performance.

		  The tailoring of our products and services to the individual needs of our members.

		  A continued recognition of our core strengths and a ruthless exploitation of them. 

		  Seamless and multichannelled communication with our members in order that every member 	

	 clearly understands the services available and how to extract the maximum value from them.

In addition, we will continue our investment in technology in the new financial year. Advantage Holidays, as 

the vehicle to distribute content and offers directly to our members, will gather pace.

We are looking closely at NDC to also understand future requirements of our members, alongside macro 

external factors, which continue to shape our strategy.

The Advantage Travel Partnership is the UK’s largest independent travel 
group and we have no intention of relinquishing that position over the 
next five years.

Julia Lo Bue-Said, Managing Director














































































