Ntroduction . .
Starting small or medium or large business firms needs methodical

approach. To start a large factory like Steel or Aluminum or Oil
Refinery, there requires all managerial approaches to lay a solid
foundation of business. This approach is almost same in case of
Setting up a small or large travel agency firm. Itisa business that
an entrepreneur should have knowledge. experience, commitment,
patience, finance. ete to run and expand the business without
having failures. There are all probabilitics to face losses that may
make a travel agency firm to close the business and there arc also
more possibilities to make optimum profits from the minimum
Investment. Possessing one skill may not help someone run travel
agency,

Thus, it requires more skills and experiences to run the travel
agency business as it deals with more learned an enlightened
customers. Travel business now faces competition and making
profit in the travel business is not as easy as it was there before one
decade ago. The scope of travel agency and tour operation business
is very vast when the world is witnessing mushrooming growth ot
international trade. As a result, the number of business and leisure
travelers has been increasing for the last several years. In this
dynamic business scenario, a travel agent is required to be smart in
dealing with clients; providing them quality services; and taking the
business very seriously. Creating a new customer needs more
¢[forts and expenditure than maintaining relationship with the
existing customers.

[n this, you will read about the procedures for arranging tunds,
indentifying a better locations etc

Setting up a Travel Agency and Tour Operation
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Package tour business as the trend of travel is changing due to the

change in income, traits and lifestyle. |
I'he business starts from the demand of consumers. Consumer is the

king and sellers shall have to treat him like God as satisfying
Cconsumer s the ultimate objective of any businessman. Gone are the
¢ays when producers manufactured products without taking
the needs and demands of consumers. In the present market, the
behavior of consumers is studied before bringing the products to the
market place. When there is a growth of any business at a particular
| ‘ace and time, it explains that more consumers are willing to
demand for the products.

The common interest of any travel agents or tour operators Is to
1iake profits to manage the fixed and variable costs. Some of them
¢ ¢ interested in offering services with premium price to the target
customers and others do offer services to budget customers with the
target of selling more. An intelligent travel agent is one who makes
¢il possible efforts to maximize returns at a fast rate by increasing
\ulume of sale or reducing the cost of selling and operating
conducted package tours.
11 is essentially important to highlight the margin of profit as a main
1 otive of travel agents and tour operators to invest more for
C..pansion as the business gets stability or it is above the break-ever
puint. For example, Thomas Cook is a full-fledged travel agency fo
more than one-and-a-half century and the success of this travel
. -ent is diversifications and selection of market place for its
‘oducts. In addition to the growing demand for travel agency
_rvices, there are increasing numbers of entrepreneurs interested
ting up and running the travel agency business. With a little

Jount of initial capital, one can start running a travel agency.
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I avel agents and tour operators acl as intermediaries in the network /
¢ “travel and tourism business with the service providers with
{ ward and backward linkages for optimizing the investment and
I oviding business opportunities Lo the hotels, resorts, airlines,
! ii\\'a\‘s:_cruisc line. restaurants, emporiums, theme parks. theaters,
Coonts, ele. As such. the first encounter takes place between travel
. onts and customers for the purchase of package tours or any -other
¢ ~ments of services. Keeping this unique feature of travel business
i mind. it js essentially important to find the best possible ways for
¢ ablishing travel agency or tour operation for growth of business
the future.
Travel age
| e places in cities, towns and tourist centers for easy
. cessibility of customers and vice-versa. This is a typical business
U L attracts those customers who largely take the travel assistances
|+ making hassle-free travel. This is the reason why travel agents
situated in good localities to meel customers regularly.
' .ractions cannot be substituted with web technology as customer
Ationship is established through internet. As a result, online travel
snts have foraved into the travel market and have posed
¢ allenges to the traditional travel agents.
.ocations in prime or posh area in city provide several
~antages to many travel agents to maximize the advantage for
ioh lixed and overhead costs along with other costs also increase
‘ordingly. Advantages of locations include easy accessibility and
bility for benefits ol customers. More importantly, walk-in
omers do find convenient (o visit the office premises of travel
“nts for the purposes ol booking, conlirmation, reconfirmation

ncies or tour operation units are located at the

| cancellation,



lng up main or branch oflices in pood |“U““'I.V P“’_Vi‘l“”"””rc
Sortunity to viste elients tor personulized serviees, Cosl (o1
illlilillil\}_‘. olTices around bip government and corporate ()|‘|’I'UL‘.H
deh, But it gives much advantage (o travel agents (o establish
alar contaets with elicnts in duy-to-day basis. When travel

s operate offices rom a distance place from clients, 1l

omes cumbersome 1o visit the clients, When we take the

mple oflocation of travel agents, you may find travel agents
the raihway stations, airports, bus stand and corporate arcas.

instanee, one can lind several branch offices of Thomas Cook
ew Delhi, Bangalore and Chennai. Travel agents must be
ased on (he areas of business for which location can be

wded.
aseare the following criterion for starting travel agency or tour
ration unit.

dection of Ideal Location

cetion ol suitable location gives added advantage to a travel

ntor tour operator to grow in the competitive business

ironment. It solves maximum problems in opening travel agency
rour operation office. It takes longer time to find an ideal

ation, Location is linalized after taking the potential arca of
ness into consideration. A travel agency or tour operator

rates and manages its business activities more efficiently and
ductively when it is located in an easily accessible place. The
antages and disadvanlages of a particular location are evaluated
iculously. At the same time, location of other travel agents in the
< locality is thoroughly studied. Most of the travel agents prefer
pen their offices in the busy commercial areas.
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>ction of Office Premises | -
ases the responsibility ol (inding

‘ction of appropriate site incre
er building or office premises. Building should be preterably

nd floor and there must be enough parking areas. It is always
erred to find ground floor for the convenience ol customers for

asy access to the office. For example, elderly customers or
hled customers can have easy access if there is a ground Hoor

nises. Building must have the required space as prescribed by

'ATA or any other recognized organizations.
In order to make the working place comfortable for staftt

1bers. it should be well maintained and should preferably be air-
Jitioned. The building should have toilets for male and females

- good sanitary wares. Interior designing must be aesthetically

o to provide better working environment for the employees.
.omers or clients can have better impression on the working
ronment. The color of paints or floor tiles must be soothing to
2ye and it must be properly maintainable. Travel agency should
lay the signboard with description ot address. The building
Ald have located at a landmark place or the butlding itselt s
mark place i the city i order to attract walk-in customers or
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election of Furniture
‘cting proper and latest furniture enhances the beauty of office
nises. There must be enough market survey to select proper
iture. It is better to select chairs, tables, sofa, center table, visitor
T, elc as per the availability of space. Comfortable cushioned
s, movable rotating chairs and cupboards must be selected to

“¢ 1n the office.

echnological Gadgets
inology can bring in efficiency in work culture. Working

ironment can be changed with the adoption and use of latest
gets. With the help of gadgets, travel information &

c¢mination, booking, controlling the operation, fund transfer, etc
one with the help of mobile phones. Modern gadgets have made
job easy and have made the delivery of services more accurale.
sther it is CRS and GDS, there must be software and hardware

. the day-to-day operations of business. It not only enhances
luctivity, but also it gives message ol efficiency to the
omers. Its depreciation or sunk cost is very high.

d-Up Capital

“stment for opening a new travel agency office can be arranged
1 the commercial banks in subsidized rate of interest. Paid-up
tal in the initial stage of running the business can be arranged

| its own source or commercial banks. A feasibility report with
cient evidences of repaying the installment of loans along with
s of travel agency and business expansion place must be

\ared to satisfy the conditions stipulated by banks.
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‘el apents or tour operators submit a detailed report jusufying
ss. 1L is better to borrow loan to start

cope of growing the busine |
avail

chagency business as government olters many schemes to
llaxnnizh\u the business returns than Investing own capital In
Usiness. The accountability shall be more o survive in the
ness. Usually. the bank offices evaluate the feasibility report
Visit the office premises of travel ageney. On the basis of the
1, travel agent is granted loan to run the business.

the present day s, runnimg a travel agency with the support of
s or gavernment has become so easy that many travel agents

articipate i the promotion of tourism in overseas on the cost
not able

Aernment. Mamy fanulv-owned travel agencies are

pand the business as they have the fear of running the

aess with the help o buanks. There are two genuine reasons.,
i is 1 seasonal business and second, the business faces

us risks due 1o the socto-pohitical risk factors.

cining Current Account
(e day -to-day operation ol transactions, current account should

pened with the commercial banks preterably located near the
e, Current account should be transacted with the bank that lends
ey 1o open travel agencey office. The advantage of maintaining
Lot account 1s that there can be unlimited withdrawals in

liple tmes i a simgle day.

i however suggested that minimum balance depending on the
1acial capacity should be maintained with banks. It may help in
¢ e certain emergeney expenditures. Informal arrangements
Ld be made with the bank in such a manner that bank must
~nd cooperation in clearing cheque for the periodic payment (o
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lines, hotels and cruisc lines. Most of the travel agents make
‘mal request to bank to make clearance of cheque if there 1s no

ficient balance in the account.,

ring and Retaining Qualified & Trained Staff

wvel agency is a service oriented business and its primary job is to
atl the services of primary producers of tourism business.

Lailing is nothing but selling the products to customers directly. It
winly requires experienced staff with proper training and
lilications (o increase the sale of elements of individual or

lusive services before the target time.

us, the job is not as simple as it is perceived to be. Travel agents
uld recruit the requisite number of staff given the volume of
siness. Overstalf may increase overhead expenditures and under
{I may affect the operation of business. Travel agents should have
[Uwith the right qualifications and training as it is essential for
Luining approval and recognitions from various agencies.

iphasis must be laid on selecting staff to carry out the duties and
ponsibilities diligently with dexterity.

hus, travel agents prefer to visit different campuses of tourism
Litutions to conduct interview instead of hiring through open
‘crtisement due to lack of limited manpower supply. As the
fton rate 1s relatively high in travel agency business, travel
c1ts should be careful of selecting candidate with much emphasis
commitment and interest in serving the organizations. This can

ascertained from the personal interview.

;siomized Transport



avel agents and tour operators own customized car. mini
£ coach to manage the operation of individual and group tours.
case of the requirement of additional transport. recognized
HSport operators provide the ser Ices as per the booking from
‘operators. As such. a tour operator can become a ground
POTL operator when it handles the tours at the main cities and
“elagent when it retails the products of principal suppliers in
S Acquisition of own fleet of transport is required only when
~olume of tours is more. For example. Southern Travels has
<d branch offices in many big cities in India to operate tours
dotheir own transports.
v 1importantly, car or coaches should be customized to ensure
I comforts and amenities. For example, microphone, collar
. speaker, refrigerator. ete are added in luxury coach. It
‘wees coston the services and increases the margin of surplus ftor
~ting the transport. Majority of tour operators hire transport
vices from authorized transport operators and transport operators
iselves act as ground operators at many cities and tourist
shnations

and

‘cognition from Airlines

nes do authorize travel agents to retail the tickets directly to

'mers. Travel agents submit the necessary documents for

~ming accreditation and airlines appoint them for booking the
o Apart from securing authorization from individual airlines,
s also get accereditation from IATA with the fulfillment of

~un mandatory procedures to deal with the issue of international

e tickets, Accreditation from airlines can enable the travel



cies to enhance sales of services. Customers prefer to cet their
~ots booked through the accredited agents than the sub agents

‘aining Franchise Irom Cruise Line and Multinational
vel Agency
v travel agents take franchise from cruise hiners or large travel
“icies to retail the package tours directly to customers at smaller
> lravel agents shall have to go for agreements with the
-Ipalagents or cruise liners to sell the various elements of
CowlS,
~mission or incentives are decided at the time of signing
“iment. For example, Thomas Cook, Cox and Kings and SOTC
21e package tours promoted through their franchise
s at various Tier-111 cities in India. It gives very attractive
e ol commissions to franchise agents. Travel agents should
the option open 1o go tor franchise or General Sales Agent
).

abership of Local, National and International
Sociations

el agents and tour operators handle complex businesses that
alve customers and supphiers at two difterent ends. Many

riiment policy decisions generally attect the interests and

1on of business for which travel intermediaries tace unwanted
LCITS.

Simportantly, tour operators do tace the problems of change in
~and regulations ot government on the operation ot orgamzed
- Whether 1t may be visa tformality or foreign currency or
celax, ter-state permit tax, travel agents and tour operators



+>sent the issues to the respective authorities for favorable
vuons under a banner of an association. For example, IATO,
.I'and UFTAA work for the interests of travel agents and tour
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I'King Area
I © ing space must be available near the office for vehicles.

- . selecting the location of travel agency or tour operation, it

¢ <aual to have the parking area as it is a precondition for
. .a1ng recognition from the Ministry of Tourism as transport

L

¢ - itor or tour operator. [f the office is located in a very busy

¢ nercial center, parking space may be earmarked away from
U fice areas. The parking space is required for vehicles to

I - them at safe places. Therefore, travel agents or tour

¢ .. .tors or ground operators generally go for leasing out

I .ng space of local municipality.

i «naging Capital and Cost

“wvel agent assesses the strengths and weaknesses of the
1ess 1n the competitive environment as it involves costs for
ucing and delivering services. Opening a small travel agency

- does not need much paid-up capital. It may need for more
tment as the business gets diversified. In the formative period,

¢l agency faces much hardship to run the business while the

ng of operational costs. Investment of fixed capital is required

1 the business. It includes office building, interior,

wlogical gadgets, electricity, water, telephone, employees,

j aase of cars and coaches, deposit ol security amounts with
~\, airlines and principal travel agency for franchise and
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urity deposits for RBI accreditation. The variable cost comprises

ayment for booking rooms and for obtaining ticket stocks,
nent to the guides. balance cash in the current account,

itenance of transport, and office rooms. Promotional costs
. 'de preparation of brochures, pamphlets, websites, in

ision, newspaper, magazines, attending meetings and

- crences, travel fairs, conducting familiarization trips,

laining potential clients, providing gifts and compensation.

st on Obtaining IATA Recognition

a dream of every travel agency to be an IATA recognized

- Lto sell the international airline tickets. In the current time, the
‘iess ofairline tickets is no longer alluring for travel agents

by many of them do not even give their minds and energy
irds the sale of airline tickets due to the paltry commission.

ler, a bank guarantee of Rs. 20 lakh is mandatory to be

siled to become eligible to apply for IATA recognition. An
‘Lmay submit a fixed deposit or any fixed asset, land, gold,

-~ or diamond, etc to secure guarantee for the worth of Rs. 25
[rom the banks. The amount of fixed deposit may vary

ding on the number of tickets that an agent requisitions in a
1ght. On the contrary, it is obligatory to deposit 25 per cent of
tal bank guarantee in cash in order to take the stock of tickets.

- e applying for IATA recognition, an agent spends heavily on

vishing the office premises as per the guidelines of [ATA.

« approval procedures increase the fixed as well as variable
ol'travel agents. Thus, a professional travel agent having desire
. IATA approval must be prepared to spend on the bank

ntee and ambience of office premises.



