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Taiwan Tours
Package Price Starting From:

CAD$2999*

Also can add on to our
China Tours

*Terms and conditions may apply. B.C. Reg. #: 30069
For more details about our tours, please contact your travel agency or visit www. SuperValueTours.ca; 
Tel:604-688-7922 / 1-877-688-7922.

By Kathryn Folliott
TORONTO — They’re still here against 
all odds, braving 20 years of compe-
tition from the Internet and OTAs and 
boosting service levels in the face of 
24/7 online booking capability and the 
constant refrain of “I found it cheaper 
on the Internet”.

Small travel agencies are the travel 
industry’s survivors but many are strug-
gling, and more than a few see their 
options limited to selling their business 
and cashing out, or consolidation. 

The Travel Agent Next Door targets small 
agencies with new campaign: "There are 
other options than merging ... or closing."

storefront travel agency. More details 
are at thetravelagentnextdoor.ca/free.

“What we have found is that an 
agency with $500,000 to $3,000,000 
in sales [can] increase the amount of 
commission they earn as they are part 
of a bigger company, cut their over-
head, focus on growing their business 
and let us focus on the back office,” 
said Flemming Friisdahl, Founder, The 
Travel Agent Next Door.

“As the travel industry continues to 
mature it will become increasingly hard-
er for small agencies to continue to be 
viable for one simple reason: economy 
of scale. Big box agencies or OTAs are 

able to stay profitable because they are 
able to consolidate and find efficiencies 
that cut costs. Many agency owners are 
pulled in too many directions leaving 
them very little time to do what they ob-
viously love to do, and what generates 
money, and that is sell travel.”

The $19,000 value attached to The 
Travel Agent Next Door’s new con-
test covers the long list of expenses 
and administrative costs that small 
agency owners are all too familiar 
with. There are accounting system 
fees, marketing costs including direct 
mail marketing, email marketing, so-
cial media engagement and CRM and 

"Many agency owners 
are pulled in too many 
directions, leaving them 
very little time to do what 
they obviously love to do, 
and what generates money, 
and that is sell travel.”

Among the industry players with al-
ternative solutions for small agencies, 
The Travel Agent Next Door has offered 
an agency support program for the past 
12 months. Now the company is ramp-
ing up its focus on the small agency seg-
ment with a new contest with a $19,000 
value: full hosting for one year for one 
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office costs including GDSs and tele-
phones. The deadline to enter the 
contest is Oct. 15. 

While just one storefront agency 
will win the contest, The Travel Agency 
Next Door’s agency support program 
is turnkey, says Friisdahl. “We have a 
complete phone system for an office of 
three people for $60 per month includ-
ing faxing and toll-free numbers. We do 
all the reporting that is needed to meet 
TICO requirements [for Ontario agen-
cies], saving most agencies the $3,500 
for a TICO auditors report. We also 
bring comprehensive marketing pro-
grams including social media, print and 
electronics, as well as complete website 
solutions for $69 per month. We also 
have E&O insurance, as well as ACTA, 
CLIA, IATA membership included.”
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SOCIAL MEDIA

While small agencies may 
have just a few employees, 
they're large in number, 
representing 45% of the 
Canadian retail travel trade

Got a story idea? Questions or  
comments? Write to us at  
editorial@travelweek.ca

Sandals Resorts’ new Overwater Serenity Wedding Chapel, pictured above, 
is now ready for “I do’s” at Sandals Grande St. Lucian.  Located at the most 
southwestern point of the resort, and overlooking Rodney Bay, the chapel 
includes a river stone altar polished with a silver leaf finish and a nature-in-
spired aisle lined by three glass panels. The layout allows guests to see the 
view of the water below. The space can host up to 20 seated guests. Couples 
have the choice of having either a religious or non-religious ceremony, and 
the wedding chapel can be reserved complimentary upon arrival on a first-
choice basis. The new chapel is the first of its kind in the Caribbean.

FIRST LOOK AT THE MOST ROMANTIC 
PLACE TO SAY ‘I DO’ IN THE CARIBBEAN

LIVE IT TO BELIEVE IT 

 

All prices are gross per person based on double occupancy for 7 nights on all inclusive vacations (unless otherwise specifi ed) and were available at the time of printing. Seats at 
the above prices are limited and subject to change without prior notice. Applicable to new bookings only. Not combinable with any other off ers. Transportation taxes & related 
fees shown must be pre-paid. Flights are with Sunwing Airlines or Travel Service. For full terms and conditions, please refer to the Sunwing Vacations 2016/17 brochure. 27 Fasken 
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$915 
+ $427 Taxes

Ottawa departures

Grand Sunset Princess All 
Suites & Spa ★★★★★

Junior Suite
Nov 21 & 28

$1165
+ $432 Taxes

Toronto departures

Barceló Maya Caribe
★★★★PLUS

Superior Room
Nov 01, 02, 07 & 09

$1095 
+ $415 Taxes

Kelowna departures

The Reef Playacar ★★★★

Hotel Room
Nov 06, 13, 20 & 27

ONE WEEK • ALL INCLUSIVE

Bookable online for only $50 each way!
All features of Champagne Service plus:
• Extra legroom seats • Advance seat selection
• 7 kg extra checked baggage • Free headset
• Priority check-in and boarding
• Priority baggage handling

Elite
Plus
Service

All guests receive:
• Bon Voyage glass of sparkling wine
• Choice of hot & fresh meals 
• Non-alcoholic beverages • 23 kg baggage allowance 
• First run movies • Kids backpacks with games & toys

All fl ights off er Sunwing Airlines’
award-winning Champagne Service
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every province except Quebec. 
“We have been extremely fortunate 

in English Canada, and it has kept us 
very busy, so I don’t want to take focus 
away from our present agents or our 
ongoing opportunity in English Canada. 
In the future, we will see,” said Friisdahl.

Many agencies feel they will make less 
in commission by hitching their wagon to 
a host agency. Friisdahl says he fights that 
misperception. “The agencies we have 
done a review with actually found out 
they made more money. Why? Because 
they retain 100% of the commission with 
22 key suppliers like Transat, RCI or Holi-
day House and 85% (and this can go up to 
90%) of approved suppliers like Princess 
Cruises and WestJet and WestJet Vaca-
tions. They also retain 80% (and this can 
go up to 85%) of all other suppliers.”

While small agencies may just have 
a few employees, they’re large in 
number, representing 45% of the Ca-
nadian retail travel trade, according 
to estimates. They’ve been the back-
bone of the Canadian retail travel 
scene for decades.

Home-based travel agents have 
been the focus for The Travel Agent 
Next Door but the company also has 
12 storefront locations across Canada. 
Some are branded The Travel Agent 
Next Door and others are using their 
own branding.

Talk of expansion into Quebec and 
the U.S. has been bandied about but 
for now the company is staying on track 
with its existing regions. Currently there 
are more than 320 agents who belong 
to The Travel Agent Next Door, across 

About 73% of The Travel Agent Next 
Door’s sales are with approved and 
preferred suppliers, he adds.   

The Travel Agent Next Door has 
three programs – one for home-based 
agents, the agency support program 
and a program for new travel agents 
just coming into the industry. The Trav-
el Agent Next Door plans to launch a 
new agents site in two months’ time.

In the meantime the new campaign 
focusing on existing storefront agen-
cies kicks off this week, on Aug. 25. 
“There are other options than merging 
with another agency, or closing,” said 
Friisdahl. “They can still stay their own.”
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