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Dear member partners,

Last year was a transformational year for Advantage. Over the last four years we have grown our 

capability and capacity, investing in new and existing products and services to ensure that our members 

have the ability to overcome the many challenges that we face. With a combined group turnover in excess 

of £4.5 billion, we are able to negotiate arguably the best commercial terms in the industry.

We have built a strong reputation for not only making sure we have an organisation which has its 

members at its heart, in everything we do, but we recognise that we must do more to represent our 

members’ views to the wider industry and key stakeholders.

I have been pleased to see Julia, and her team, in the press forming 
opinion within the travel industry, making sure that Advantage 
members’ voices and interests are represented and heard.

With the changes we are facing, I see it is important that we lead, creating opportunities which provide 

sustainable competitive advantage. The acquisition of WIN, our international hotel programme and 

expanding global network, is an example of how Advantage can create new business opportunities for 

our members. This, along with a rapidly growing AMS business and Advantage Holidays, is an example of 

unique products and services which will be joined by other exciting initiatives to be announced over the 

next year.

The continued robust financial results demonstrate the health of 
Advantage and the capability we have to continue to invest and 
create a stronger member organisation owned by its members.

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 

and create a quality organisation. Throughout the central team, we have a team of highly experienced, 

dedicated travel professionals who continue to strive on behalf of our members to ensure Advantage 

remains focused on working with you for your success.

Chairman’s Report

4
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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.

Steven Esom

Non-Executive Chairman
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Managing Director’s Report

When we set out to deliver our Vision 2020 plan, we were bold and ambitious 

in our thoughts, and what has become very clear is the need for agility with a 

flexible approach, a key ingredient in driving the business forward.

In a market that continues to see much consolidation, we also saw the introduction on   

01 November 2017 of IAG’s distribution charge: the changing face of distribution, particularly for 

our business travel members.

In November 2017, the board continued its investment in people, technology, products and 

services, announcing our evolving people structure to drive even greater focus for our business 

travel community with the appointment of WIN’s CEO Neil Armorgie to the Advantage board as 

Global Product Director and Paula Lacey as Group Commercial and Membership Director.

Paul Nunn, who has served the organisation for 16 years, joined the Advantage board as 

Operations and IT Director.  

With the purchase by Advantage of the controlling stake in WIN, we now have a clear strategy 

and bigger team for expanding our global TMC network – which in 2017 we closed with 72 partner 

countries. The purchase of WIN has also meant a more joined-up approach to utilise our increased 

size and buying power, to improve the commercial terms and product offering to all business travel 

members.

The investments made in 2017 were some of the most ambitious the organisation has undertaken 

to date as we drive forward activity to support member businesses, with Advantage Holidays 

delivering over £135k in additional member commission, and membership recruitment adding an 

additional £63.5m to our total turnover.

The group traded profitably in 2017, though the overall net profit number decreased, due almost 

entirely to a poor underwriting insurance claims result.

I am also delighted that, since 2014, shareholder dividend payments have increased from £2.50 

to £5 per share, and despite the reduced profit number, the board are yet again recommending a 

dividend of £5 per share.
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Key Highlights

 20 new members joined Advantage during the year, with a combined turnover of £63.5m.

 Advantage Holidays delivered over £135k in additional member commission.

 Best-in-class commercial terms competitive lead increased to 1.21% (from 1.13%) circa £2m  

 differential lead.

 AMS sales increased by 23%.

 A PR value (AVE) of £165,687 was accrued through trade press.

 Advantage central IATA BSP £1.9m and 44 members utilised the Fares helpdesk. 

 AFS bond renewal rates were 89%.

 WIN global partners grew from 65 to 72.
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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 Development – membership business health and prosperity.

 Advantage Managed Services (AMS) – driving membership growth.

 Marketing & Communications – retaining current and attracting new customers.

 Leisure Travel – leading commercial opportunities in the leisure market.

 Advantage Holidays – access to ATOL-protected holidays with margin improvement   

 capabilities.

 Business Travel – creating value for business travel members.

 WIN Global Network  – providing the international TMC network for our business travel  

 members.

 Technology & Gateway2 – technology solutions that increase member efficiency and  

 effectiveness.

 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. 

Kind regards,

Julia Lo Bue-Said

Managing Director
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Membership

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

to help generate increased sales, profitability and business efficiencies.

During the year, the central team has concentrated on maximising its engagement with existing 

members, as well as recruiting new members. This has been achieved by:

 Meetings

• 184 one-to-one member meetings

• 56 members attended the Business Travel regional forums

• 12 cluster meetings held – reaching 119 attendees

• 130 members attended the Business Travel Symposium

• Advantage Cruise Conference set sail onboard a P&O Cruise.

 Learning & Development

• 115 delegates trained as part of the regional Frontliners selling skills course

• 84 members trained on exclusive Advantage social media training courses

• 13 new business consultancies started

• 51 members attended Business Travel specific training courses

 New member recruitment 

• 20 new members joined Advantage during the year, with a combined turnover of £63.5m
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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, as well as 

attracting new ones.

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

 Nine new leisure members and two new business travel members joined the scheme.

 First dedicated AMS annual conference held.

 AMS member sales increased by 23%.

 94.75% of AMS sales are through Advantage preferred suppliers.

 Successfully migrated to franchise ATOL scheme for AMS members, providing greater  

 flexibility.
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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 £3.3m new   

 customer sales.

 Direct marketing activity making 375k individual member customer contacts, generating   

 13,800 bookings worth £42.4m.

 The total number of members using white label solution websites went up from 24 to 29.

 A PR value of (AVE) £165,687 was accrued through trade press.

 12 monthly marketing campaigns were delivered to members, which included Point of Sale,   

 social media, digital activity and direct marketing collateral. 

 Elements of the direct marketing were redesigned (door drop, DM and Anniversary campaigns)  

 with a fresh, modern feel with better customer personalisation and presentation of offers. 

 A website audit was produced for all members covering 307 individual websites,    

 with individually personalised audit reports and recommendations to improve their website   

 performance.
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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 for their membership. This year we continued to 

improve our commercial advantage in our relationships with preferred business partners:

 Best-in-class commercial terms competitive lead increased to 1.21% (from 1.13%) circa £2m   

 differential lead.

 Incremental off invoice member earnings increased by 54% to £904k.

 Incremental member earnings from cruise increased by 25% to £196k.

Leisure Travel

We recognise the need for members to be able to compete in an increasingly competitive marketplace, 

whilst reducing risk. Advantage Holidays provides full ATOL bonding, which enables our members 

to continue dynamically packaging holidays utilising our ATOL without the risk and financial burden 

of holding their own. Our group buying power underpins a strong commercial proposition, ensuring 

we deliver a broad product range with market-leading rates, resulting in competitive pricing and the 

opportunity to maximise margin.

 Delivered over £135k in additional member commission. 

 44% of bookings made utilised ‘margin manager’ to increase commission.

 Over £12k paid to members in booking incentives.

 200 active members with over 100 making more than one booking.

Advantage Holidays
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Business Travel 
5-Year Vision: In the corporate travel sector, we have established ourselves as the industry-leading 

commercial organisation, providing an air strategy running across our four member business categories 

– Corporate Premium, Corporate Plus, Focus Partnership and AMS. Beyond air we have built on the 

opportunities for members through the majority purchase of the WIN Global Travel Network, provider 

of our corporate hotel programme and international partnerships. In addition we have continued to 

grow our portfolio of preferred suppliers for business travel members.

Highlights include:

 13 commercial agreements and nett fare contracts with 26 airlines managed on behalf of non-Focus  

 members.

 39 airline commercial contracts and 75 nett fare contracts managed on behalf of the Focus   

 Partnership.

 Advantage central IATA BSP £1.9m (from 01 Oct 2016 – 30 Sept 2017) and 44 members utilising the  

 Fares helpdesk.

 30k hotels are now in the corporate hotel programme.

 3.5 million hotel room nights booked in the year.

 The launch of our members’ own Meetings & Events venue sourcing desk.

 Increased Advantage profile and presence at The Business Travel Show.

 15 fares & ticketing and business skills courses available via the training academy.
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WIN Global Travel Network
In March 2017, Advantage acquired a 95% share of WIN, with the remaining 5% held by the largest 

independent travel group across mainland Europe, Schmetterling International GmbH & Co. KG. The purchase 

provides the Advantage Travel Partnership with control of WIN, ensuring both its products and services, as 

well as its direction and purpose, meet the requirements of our membership. WIN has historically provided 

the international TMC network for our business travel members, as well as offering a wide range of hotel 

product for members and their corporate clients. As a vital part of our business travel portfolio, we have taken 

the opportunity, through the purchase, to ensure a cohesive and joined-up approach for business travel and 

continue to build an even more robust product offering. 

Highlights include:

 Growing the international TMC network to 72 countries.

 A 75% increase in use of the network for corporate account sharing.

 The fourth WIN annual conference with over 50 countries represented.

 An 11% year-on-year growth in room nights booked by members.

 Partnerships with 42 hotel groups.

 A record attendance of 120 at the annual Hotel Hero Conference.

 Over 300 hotels participating in our Lifestyle Collection Portfolio.

 Increasing the Meetings & Events product portfolio for members.
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Technology & Gateway2
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. Standout 

developments this year have been:

 The development of Gateway2, a bespoke booking system developed and owned by Advantage,  

 providing us with the control required to tailor the system to our members’ needs and requirements.  

 Twenty-one new features developed and implemented on the system during the year.

 Powered by Gateway2, Advantage Holidays has empowered members to ‘manage margins’, delivering  

 an additional 4.4% commission on 45% of bookings made on the platform.

 The creation of a central database that captures and holds members’ booking data, providing the  

 centre with vital MI and members with a unique online dashboard reporting tool.

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 grew premium revenues by 15% 

  Insurance company IAICL starts underwriting small business ATOL bonds.

  Renewal rate of 85% on insurance and 89% on bonding.
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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 so 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, people and services, which will gather pace in the 

new financial year.

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 across both leisure and business travel, and we have no intention of 
relinquishing that position in the years ahead.

Best wishes

Julia Lo Bue-Said

Managing Director












































































