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Preface 

Vocational Education is a dynamic and evolving field, and ensuring that every 

student has access to quality learning materials is of paramount importance.  

The journey of the PSS Central Institute of Vocational Education (PSSCIVE) 

toward producing comprehensive and inclusive study material is rigorous and 

time-consuming, requiring thorough research, expert consultation, and 

publication by the National Council of Educational Research and Training 

(NCERT). However, the absence of finalized study material should not impede 

the educational progress of our students. In response to this necessity, we 

present the draft study material, a provisional yet comprehensive guide, 

designed to bridge the gap between teaching and learning, until the official 

version of the study material is made available by the NCERT. The draft study 

material provides a structured and accessible set of materials for teachers and 

students to utilize in the interim period. The content is aligned with the 

prescribed curriculum to ensure that students remain on track with their 

learning objectives.  

The contents of the modules are curated to provide continuity in education and 

maintain the momentum of teaching-learning in vocational education. It 

encompasses essential concepts and skills aligned with the curriculum and 

educational standards. We extend our gratitude to the academicians, vocational 

educators, subject matter experts, industry experts, academic consultants, and 

all other people who contributed their expertise and insights to the creation of 

the draft study material.  

Teachers are encouraged to use the draft modules of the study material as a 

guide and supplement their teaching with additional resources and activities 

that cater to their students' unique learning styles and needs. Collaboration and 

feedback are vital; therefore, we welcome suggestions for improvement, 

especially by the teachers, in improving upon the content of the study material.  

This material is copyrighted and should not be printed without the permission 

of the NCERT-PSSCIVE.   

 

Deepak Paliwal 

(Joint Director) 

PSSCIVE, Bhopal 

Date: 20 June 2024 
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MODULE 1 
TOURISM AND HOSPITALITY SKILLING 

ECOSYSTEM OF INDIA 

 

Module Overview 

In today's dynamic global landscape, where the tourism and hospitality industry 

serve as a cornerstone of economic growth and cultural exchange, the need for skilled 

professionals has never been more pressing. India's ambitious Skill India Mission 

aims to bridge the gap between the demand for skilled labour and the available 

workforce across various sectors, including tourism and hospitality. Despite the 

immense potential of this industry, skill gaps persist, necessitating focused efforts to 

enhance competencies and capabilities. Recognising the significance of tourism and 

hospitality industry as drivers of economic development, governments and 

businesses worldwide are increasingly investing in this sector. Within this vibrant 

industry, travel advisors play a pivotal role, guiding and shaping experiences for 

travellers while navigating the diverse array of tourism and hospitality products and 

services available. As we explore into the multifaceted realm of tourism and 

hospitality, it becomes evident that skill development, coupled with an understanding 

of industry trends and customer needs, is essential for both personal and 

professional success in this dynamic field. 

This unit covers (i) Skill India Mission and its key components and features (ii) the 

role of prominent agencies (iii) skill gaps in tourism and hospitality sector (iv) tourism 

and hospitality agencies, bodies and institutions promoting skilling ecosystem in 

India (v) tourism and hospitality industry (vi) historical context and evolution (vii) 

importance and scope of the industry (viii) operating sectors of tourism and 

hospitality industry (ix) introduction to travel advisor (x) the role of travel advisor (xi) 

types of travel advisor (xii) importance of travel advisor in today’s world (xiii) services 

offered by travel advisors (xiv) skills and qualities of a travel advisor (xv) tourism and 

hospitality products and services (xvi) characteristics of travel, tourism and 

hospitality products and services and (xvii) key terminologies. 

Learning Outcomes 

After completing this module, you will be able to:  

 Understand key concepts, principles, and trends in the tourism and hospitality 

industry. 

 Identify various sectors and their roles within the ecosystem. 
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 Develop practical skills in areas such as customer service, event management, 

and tour planning. 

 Acquire competencies in communication, teamwork, and problem-solving 

relevant to the industry. 

Module Structure 

Session1: Skill India Mission 

Session2:  Tourism and Hospitality Industry 

Session3: Travel Advisor 

Session4:   Tourism and Hospitality Product and Services 

Session 1: Skill India Mission 

Skill India is launched by the Government to train over 40 crore Indians in different 

industry-related jobs. The National Skill Development Mission was approved by the 

union cabinet on 01.07.2015, and officially launched by the Prime Minister on 

15.07.2015 on the occasion of world youth skill day. The vision is to create an 

empowered workforce by 2022 with the help of various schemes and training courses. 

Part of the Skill India Mission is to cater to skill development in India through a 

result-oriented framework that corresponds with the needs of the industry. The Skill 

India scheme is a smart initiative that works toward the development of the country 

as a whole. The Skill India programme has uncountable benefits like increased 

business profits, improved performance, improved accuracy & quality, improved 

communication, complies with rules & regulations, improved recruitment & career 

opportunities and development of good customer relation. With proper skill 

development, the youth of India can access better-paying jobs and experience a 

higher standard of living. Further, with Skill India Mission and proper development 

at the grass root level, every sector within the economy will experience equal growth. 

Lastly, with trained Indians entering the workforce, better results can be achieved at 

a quicker pace, which has the potential to boost the country's economic growth.  

The skill India programmes comprise implementing curriculum-based skill training 

courses, wherein trainees would gain certifications and endorsements from industry-

recognised learning centres. The mission also involves incorporating skill-based 

learning in school curriculum, creating opportunities for both long and short-term 

skill training and employment. The enormity of India’s skilling challenge is further 

aggravated by the fact that skill training efforts cut across multiple sectors and 

require the involvement of diverse stakeholders such as: multiple government 

departments at the centre and state levels, private training providers, educational 

and training institutions, employers, industry associations, assessment and 
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certification bodies and trainees. All these stakeholders need to align their work 

together in order to achieve the target of ‘Skill India’. 

Key components and features of the Skill India Mission include: 

1. Pradhan Mantri Kaushal Vikas Yojana (PMKVY) 

PMKVY is one of the flagship schemes under the Skill India Mission. It is 

designed to enable a large number of Indian youths to take up industry-

relevant skill training and help them secure a better livelihood. The scheme 

provides financial incentives and support for skill development programmes 

across the country. 

2. National Skill Development Corporation (NSDC) 

NSDC, a public-private partnership organisation, plays a pivotal role in 

implementing the Skill India Mission. It facilitates private sector participation 

in skill development initiatives and supports various training programmes. 

3. Sector Skill Councils (SSCs) 

SSCs are industry-led bodies created to identify skill gaps, develop competency 

standards, and design training programmes for specific sectors. These councils 

work closely with industries to ensure that training is aligned with industry 

needs. 

4. Kaushal and Rozgar Mela 

The Skill India Mission organises job fairs and skill exhibitions, known as 

Kaushal and Rozgar Mela, to connect skilled individuals with potential 

employers. These events provide a platform for showcasing skills, facilitating 

job placements, and fostering partnerships between industries and training 

providers. 

5. Recognition of Prior Learning (RPL) 

RPL is a component of the Skill India Mission that aims to recognise and certify 

the skills acquired through informal means. It provides a pathway for 

individuals with prior learning and experience to receive formal recognition for 

their skills. 

6. Apprenticeship Training 

The mission emphasises the importance of apprenticeship training as a means 

to bridge the gap between theoretical knowledge and practical skills. It 

encourages industries to offer apprenticeship opportunities to young 

individuals. 

7. Entrepreneurship Development 

Skill India recognises the significance of entrepreneurship in job creation and 

economic growth. The mission supports programmes that foster an 
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entrepreneurial mind-set, providing aspiring entrepreneurs with the necessary 

skills and resources to start their own businesses. 

8. International Collaboration 

Skill India encourages collaboration with international organisations and 

foreign governments to leverage global best practices in skill development, and 

to enhance the international employability of Indian workers. 

The Skill India Mission reflects a holistic approach to skill development, 
encompassing formal education, vocational training, and entrepreneurship. By 

focusing on creating a skilled and adaptable workforce, the mission aims to 
contribute to India's economic growth, reduces unemployment, and meets the 

evolving needs of the global job market. Regular updates and refinements to the Skill 
India Mission are made to address emerging challenges and ensure its relevance in 
a rapidly changing economic landscape. 

NEED FOR SKILL INDIA INITIATIVE 

India is one of the youngest nations in the world, with more than 54% of the total 

population below 25 years of age and over 62% of the population in the working age 

group (15-59 years). The country’s population pyramid is expected to bulge across 

the 15-59 years of age group over the next decade. This demographic advantage is 

predicted to last only until 2040. India, therefore, has a very narrow time frame to 

harness its demographic dividend and to overcome its skill shortages. 

Today, India is one of the youngest nations in the world with more than 62% of its 

population in the working age group (15-59 years), and more than 54% of its total 

population below 25 years of age. Its population pyramid is expected to bulge across 

the 15-59 years of age group over the next decade. It is further estimated that the 

average age of the population in India by 2020 will 1 be 29 years as against 40 years 

in USA, 46 years in Europe and 47 years in Japan. In fact, during the next 20 years 

the labour force in the industrialised world is expected to decline by 4%, while in 

India it will increase by 32%. This poses a formidable challenge and a huge 

opportunity. To reap this demographic dividend which is expected to last for next 25 

years, India needs to equip its workforce with employable skills and knowledge so 

that they can contribute substantively to the economic growth of the country. Our 

country presently faces a dual challenge of paucity of highly trained workforce, as 

well as non-employability of large sections of the conventionally educated youth, who 

possess little or no job skills. Ministry for Skill Development and Entrepreneurship 

(earlier Department of Skill Development and Entrepreneurship notified in July 2014) 

has been set up in November 2014 to give fresh impetus to the Skill India agenda 

and help create an appropriate ecosystem that facilitates imparting employable skills 

to its growing workforce over the next few decades. Apart from meeting its own 

demand, India has the potential to provide skilled workforce to fill the expected 

shortfall in the ageing developed world. As India moves progressively towards 

becoming a global knowledge economy, it must meet the rising aspirations of its 
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youth. This can be partially achieved through focusing on advancement of skills that 

are relevant to the emerging economic environment. The challenge pertains not only 

to a huge quantitative expansion of the facilities for skill training, but also to the 

equally important task of raising their quality. Skill development, however, cannot be 

viewed in isolation. Skills are germane to, but not always sufficient for securing 

adequate economic dividends. Skills need to be an integral part of employment and 

economic growth strategies to spur employability and productivity. Coordination with 

other national macroeconomic paradigms and growth strategies is therefore critical. 

The "Skill India" initiative was launched to address several pressing needs and 

challenges in the Indian context. The initiative recognises the significance of skill 

development as a key driver for economic growth, employment generation, and the 

overall development of the country. Some of the primary needs that the Skill India 

initiative aims to fulfill are: 

1. Unemployment and Underemployment 

India faces significant challenges related to unemployment and 

underemployment. A large segment of the population, especially the youth, is 

entering the workforce without the necessary skills to secure gainful 

employment. Skill India aims to equip individuals with the skills required by 

industries, reducing unemployment rates and enhancing income 

opportunities. 

2. Global Competitiveness 

In an increasingly globalised world, India needed a workforce that could 

compete on the international stage. Skill India focuses on aligning skill 

development programmes with industry needs and global standards to 

enhance the employability of Indian workers globally. 

3. Demographic Dividend 

India has a demographic advantage with a young population. Leveraging this 

demographic dividend requires ensuring that the youth possess the skills 

demanded by the job market. Skill India addresses the challenge of harnessing 

the potential of the youth population for economic development. 

4. Industry-Ready Workforce 

Many employers face challenges in finding a workforce that possesses the 

specific skills required by their industries. Skill India works towards creating 

a pool of industry-ready professionals by collaborating with sectors to identify 

skill gaps and designing training programmes accordingly. 

5. Closing the Skill Gap 

There was a significant gap between the skills imparted through formal 

education systems and the skills demanded by industries. Skill India aims to 
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bridge this gap by providing training in both technical and soft skills, making 

individuals more adaptable to the evolving needs of the job market. 

6. Promoting Entrepreneurship 

Beyond employment, Skill India recognises the importance of fostering 

entrepreneurship. The initiative aims to instil an entrepreneurial mind-set and 

provide aspiring entrepreneurs with the skills and resources needed to start 

and sustain their own businesses. 

7. Addressing Informal Sector Challenges 

A large portion of the Indian workforce operates in the informal sector, lacking 

formal recognition for their skills. Skill India's Recognition of Prior Learning 

(RPL) component seeks to address this by recognising and certifying skills 

acquired through informal means. 

8. Inclusive Development 

Skill India emphasises inclusive development by ensuring that skill 

development opportunities reach individuals from diverse socio-economic 

backgrounds, including those in rural and underserved areas. 

9. Meeting Industry Demands 

Rapid technological advancements and changes in the global economic 

landscape have led to evolving skill requirements in various industries. Skill 

India collaborates with Sector Skill Councils (SSCs) to ensure that training 

programmes are aligned with the current and future needs of industries. 

  10. Reducing Dependency on Low-Skilled Jobs 

Historically, a significant portion of the Indian workforce has been engaged in 

low-skilled jobs. Skill India seeks to shift this paradigm by upgrading skills, 

thereby, enabling individuals to access higher-paying and more fulfilling 

employment opportunities. 

THE ROLE OF PROMINENT AGENCIES 

National Council for Vocational Education and Training (NCVET) 

The Government of India established the National Council for Vocational Education 

and Training (NCVET) as a regulatory entity through Gazette Notification No. SD-

17/113/2017-E&PW dated 5th December 2018. It became fully operational on 1st 

August 2020. NCVET functions as a comprehensive national regulator with the 

objective of establishing standards, formulating extensive regulations, and enhancing 

the vocational education, training, and skilling framework. 

The main goal of NCVET is to ensure robust industry engagement and enforce 

effective regulations to elevate the quality and outcomes of vocational education and 

training. It is tasked with the development, enhancement, and oversight of vocational 
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education and training systems. Furthermore, NCVET is responsible for accrediting 

and monitoring awarding bodies, assessment agencies, and skill information 

providers. It also undertakes other relevant responsibilities as outlined in its 

resolution. 

NCVET aims to streamline the regulatory landscape and embed quality assurance 

throughout the vocational education, training, and skilling continuum. This 

endeavour seeks to facilitate the availability of highly skilled workforce, enhance 

employability, and contribute to the rapid growth of the Indian economy. 

 

Fig.1.1: Prominent Skill Development Agencies of India  

The Pandit Sunderlal Sharma Central Institute of Vocational Education 

(PSSCIVE)  

The Pandit Sunderlal Sharma Central Institute of Vocational Education (PSSCIVE) is 

an apex research and development organisation in the field of vocational education. 

It is a constituent unit of National Council of Educational Research and Training 

(NCERT), established in 1993 by the Ministry of Education (MOE), Government of 

India. The Institute has six academic disciplines, namely Agriculture and Animal 

Husbandry, Business and Commerce, Engineering and Technology, Health and 

Paramedical Science, Home Science and Hospitality Management and Humanities, 

Science, Education and Research with 05 centres. 

The Institute is also a UNEVOC (International Project on Technical and Vocational 

Education) Network Centre in India, which coordinates all the activities, including 

communication with UNESCO-UNEVOC International Centre, Bonn, Germany. 

Through the network, the centre shares knowledge and experiences related to all 
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aspects of VET, exchange country experiences, and discuss issues of common 

relevance. 

The goals of PSSCIVE are to: 

 Promote vocational education and training, to enhance the socio- economic 

development of the country. 

 Enhance the quality of vocational education and training system through 

systemic policy interventions. 

 Foster lifelong learning through delivery of employability and 21st century 

skills. 

 Design and offer programmes for professional development of vocational 

teachers to enhance the quality of vocational education and training in school. 

 Enhance synergic partnership and networking with organisations, institutions 

and agencies for delivery of VET products and services. 

Tourism and Hospitality Skill Council (THSC) 

The Tourism and Hospitality Skill Council (THSC) is a non-profit organisation, 

established under the Societies Registration Act, 1860, and supported by the 

Confederation of Indian Industry (CII), comprising representatives from the 

government, industry, industry associations, and training institutes nationwide. Its 

primary aim is to address the industry's need for skilled manpower, serving as a vital 

link in closing the widening skills gap. Recognised as an authorised awarding body 

by the National Council for Vocational Education and Training (NCVET), THSC is 

entrusted with the task of fostering a robust and sustainable skill development 

ecosystem within the sector, covering various sub-sectors such as hotels, tour 

operators, food service restaurants, facilities management, and cruise liners. 

THSC's vision is to cultivate a strong industry-oriented environment by advancing 

skill development in the hospitality and tourism sectors, thereby, offering millions of 

Indians access to dignified employment opportunities in customer service and related 

fields. 

The council's mission revolves around nurturing a workforce that meets industry 

standards through initiatives such as establishing National Occupational Standards, 

implementing a Labour Market Information System, affiliating with training partners 

and vocational institutions, certifying trainers, and facilitating learner assessments 

and certifications. 

Some of the other agencies who are responsible for promoting and improving 

vocational and skill education are listed below (Table 1.1):   

Agency Role 

National Skill Development 

Corporation (NSDC) 

Focuses on promoting skill development 

initiatives across various sectors in India. 
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Ministry of Skill Development 

and Entrepreneurship 

(MSDE) 

Responsible for coordinating skill development 

efforts and formulating policies related to 

vocational and technical education. 

Directorate General of 

Training (DGT) 

Responsible for implementing vocational training 

programmes across the country. 

National Skill Development 

Agency (NSDA) 

Working to coordinate and harmonise the skill 

development efforts in the country. 

Pradhan Mantri Kaushal 

Vikas Yojana (PMKVY) 

Aims to enable a large number of Indian youths 

to take up industry-relevant skill training to help 

them secure a better livelihood. 

Sector Skill Councils (SSCs) Play a crucial role in identifying skill gaps, 

designing training programmes, and certifying 

individuals in specific sectors. 

State Skill Development 

Missions/ Corporations 

Work to implement skill development 

programmes tailored to the specific needs of their 

regions. 

Rural Self Employment 

Training Institutes (RSETIs) 

Focus on providing vocational training and skill 

development programmes, especially in rural 

areas, to promote self-employment and 

entrepreneurship. 

Table 1.1: Skill Development Agencies 

SKILL GAPS IN TOURISM AND HOSPITALITY SECTOR 

Skill gaps in the tourism and hospitality sector in India were evident in several areas. 

Here are some common skill gaps identified in the industry: 

Language Proficiency 

Many frontline staff in the hospitality sector, such as hotel and restaurant 

employees, faced challenges in effective communication in English and other 

foreign languages, which are crucial for interacting with international tourists. 

   2. Customer Service Skills 

There was a need for improved customer service skills, including empathy, 

problem-solving, and conflict resolution, to enhance the overall experience for 

guests. 

 

 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

10 
 

Travel Advisor– Grade XI 

   3. Technical Skills 

Technology plays an increasingly important role in the industry. Employees 

often need training in using modern reservation systems, point-of-sale 

systems, and other technological tools to streamline operations. 

   4. Cultural Sensitivity and Diversity Training 

With the diverse nature of both domestic and international tourists, there was 

a need for better cultural awareness and sensitivity training among the 

workforce to ensure a positive experience for all guests. 

   5. Professionalism and Etiquette 

Training in professional conduct and etiquette was identified as an area for 

improvement, especially in high-end establishments catering to luxury 

tourists. 

  6. Entrepreneurial Skills 

Many small and medium-sized enterprises in the tourism sector lacked 

entrepreneurial skills, hindering their ability to compete effectively in the 

market. 

7. Safety and Security Training 

Given the importance of safety and security in the tourism industry, there was 

a need for comprehensive training programmes to educate staff about 

emergency procedures, first aid, and other safety measures. 

8. Environmental Sustainability 

With growing awareness of sustainable tourism practices, there was a need for 

training in eco-friendly and sustainable practices to ensure that the industry 

aligns with global environmental standards. 

9. Soft Skills 

Soft skills such as teamwork, adaptability, and time management were 

identified as crucial for employees in the fast-paced and dynamic environment 

of the tourism and hospitality sector. 

10. Customised Training Programmes 

Tailored training programmes that address specific needs of different segments 

within the industry, including hotels, travel agencies, and tour operators, were 

identified as essential to bridge the skill gaps effectively. 

To address these gaps, collaboration between educational institutions, industry 

stakeholders, and government bodies is crucial to design and implement 

comprehensive training programmes. Regular updates and assessments of the 

industry's skill requirements are essential to ensure that training programmes 

remain relevant to the evolving needs of the tourism and hospitality sector. 
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TOURISM AND HOSPITALITY AGENCIES/ BODIES/ INSTITUTIONS PROMOTING 

SKILLING ECOSYSTEM IN INDIA 

There are various agencies, bodies and institutions which are involved and 

responsible for promoting and enhancing the skilling ecosystem of tourism and 

hospitality industry of India as listed in (Table 1.2): 

Table 1.2: Tourism and Hospitality Agencies/Bodies/Institutions 

Sl. 

No. 

TOURISM AND HOSPITALITY AGENCIES/ BODIES/ 

INSTITUTIONS 

1 Ministry of Tourism 

2 State Tourism Departments 

3 Indian Tourism Development Corporation (ITDC) 

4 Tourism Finance Corporation of India (TFCI) 

5 State Tourism Development Corporations (STDCs) 

6 Indian Institute of Tourism and Travel Management (IITTM) 

7 National Council for Hotel Management and Catering Technology 

(NCHMCT) 

8 National Institute of Water Sports (NIWS) 

9 Indian Mountaineering Foundation 

10 Indian Culinary Institute 

11 Central and State Universities 

12 Private Universities/ Institutions and Non-Governmental 

Organisations 

Roles and responsibilities of these organisations are: 

Ministry of Tourism 

 Formulates and implements policies and programmes for the development and 

promotion of tourism in India. 

 Coordinates with other government departments, state governments, and 

international organisations for the growth of the tourism sector. 

 Oversees the functioning of various tourism-related bodies and institutes in 

the country. 
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State Tourism Departments 

 Promotes tourism within the respective states by developing tourist attractions, 

infrastructure and services. 

 Formulates state-level tourism policies and initiatives. 

 Conducts marketing and promotional activities to attract tourists to the state. 

Indian Tourism Development Corporation (ITDC) 

 Develops and manages tourism infrastructure such as hotels, resorts, and 

tourist facilities across India. 

 Promotes tourism through various initiatives, including hospitality services, 

catering, and event management. 

Tourism Finance Corporation of India (TFCI) 

 Provides financial assistance and loans for the development of tourism-related 

infrastructure projects in India. 

 Facilitates investments in the tourism sector through loans, equity 

participation, and other financial instruments. 

State Tourism Development Corporations (STDCs) 

 Promotes tourism within the respective states by developing and managing 

tourism infrastructure, services and initiatives. 

 Facilitates investment and development projects in the tourism sector at the 

state level. 

Indian Institute of Tourism and Travel Management (IITTM) 

 Offers education, training, research, and consultancy services in tourism and 

travel management. 

 Develops skilled professionals for the tourism industry through various 
academic and vocational programmes. 

National Council for Hotel Management and Catering Technology (NCHMCT) 

 Sets standards and guidelines for hotel management and catering education 
in India. 

 Conducts joint entrance examinations for admission to hotel management 
and catering institutes across the country. 

National Institute of Water Sports (NIWS) 

 Promotes water sports and related activities in India through training, 
education, research, and infrastructure development. 

 Offers courses and certification programmes in various water sports 
disciplines. 

Indian Mountaineering Foundation 

 Promotes mountaineering and adventure sports in India. 

 Regulates mountaineering expeditions and training programmes. 

 Provides support and assistance to mountaineers and expedition teams. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

13 
 

Travel Advisor– Grade XI 

Indian Culinary Institute 

 Offers education and training in culinary arts and hospitality management. 

 Promotes Indian cuisine and culinary traditions through research, 

development, and outreach programmes. 

Central and State Universities 

 Offer academic programmes in tourism, hospitality management, and related 

fields. 

 Conduct research and contribute to the development of knowledge in the 

tourism and hospitality sectors. 

Private Universities/Institutions and Non-Governmental Organizations (NGOs) 

 Offer academic and vocational programmes in tourism, hospitality, and related 

fields. 

 Engage in research, advocacy, and community development initiatives in the 

tourism sector. 

 Complement the efforts of government agencies and organisations in promoting 

tourism and sustainable development. 

Activities 

1. Write an essay discussing the significance and impact of the Skill India Mission 

launched by the Government of India. Highlight the key objectives, 

components, and features of the mission. 

2. Conduct a group discussion focusing on the skill gaps prevalent in the tourism 

and hospitality sector in the local area. 

Check Your Progress 

A. Fill in the Blanks 

1. Skill India aims to train over __________ Indians in various industry-related 

jobs. 

2. The National Skill Development Mission was officially launched on __________, 

2015, by the Prime Minister of India. 

3. The vision of Skill India is to create an empowered workforce by __________. 

4. The __________ scheme is a flagship initiative under the Skill India Mission 

designed to provide industry-relevant skill training to Indian youth. 
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5. 30The National Council for Vocational Education and Training (NCVET) 

became fully operational on __________, 2020. 

B. Multiple Choice Questions 

1. What is the primary objective of the Skill India Mission? 

a) To provide financial assistance to unemployed youth. 

b) To promote entrepreneurship exclusively. 

c) To bridge the gap between demand for skilled labour and the available 

workforce. 

d) To encourage informal learning methods. 

2. Which agency plays a pivotal role in implementing the Skill India Mission by 

facilitating private sector participation in skill development initiatives? 

a) National Council for Vocational Education and Training (NCVET) 

b) Tourism and Hospitality Skill Council (THSC) 

c) National Skill Development Corporation (NSDC) 

d) Directorate General of Training (DGT) 

3. What is the purpose of the Kaushal and Rozgar Mela organized as part of the 

Skill India Mission? 

a) To provide financial incentives for skill development programs. 

b) To facilitate job fairs and skill exhibitions connecting skilled individuals 

with potential employers. 

c) To offer apprenticeship opportunities to young individuals. 

d) To foster an entrepreneurial mindset among participants. 

4. Which of the following is NOT identified as a common skill gap in the tourism 

and hospitality sector in India? 

a) Language Proficiency 

b) Technical Skills 

c) Financial Management 

d) Cultural Sensitivity and Diversity Training 

5. What role does the National Council for Hotel Management and Catering 

Technology (NCHMCT) play in the tourism and hospitality sector? 

a) Sets standards and guidelines for hotel management and catering education. 

b) Provides financial assistance for tourism-related infrastructure projects. 
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c) Offers vocational training in water sports disciplines. 

d) Conducts joint entrance examinations for admission to medical college 

C. State Whether the Following Statements Are True or False 

1. The National Council for Vocational Education and Training (NCVET) aims to 

downgrade the quality of vocational education and training.  

2. The Pandit Sunderlal Sharma Central Institute of Vocational Education 

(PSSCIVE) is not involved in promoting vocational education. 

3. The Ministry of Tourism in India does not play a role in formulating tourism-

related policies.  

4. National Institute of Water Sports (NIWS) focuses solely on promoting 

mountaineering activities. 

5. Private Universities/ Institutions and Non-Governmental Organisations 

(NGOs) do not contribute to skill development in the tourism sector. 

D. Short Answer Questions 

1. What is the primary objective of the Pradhan Mantri Kaushal Vikas Yojana 

(PMKVY)? 

2. Define Recognition of Prior Learning (RPL) in the context of the Skill India 

Mission. 

3. What is the role of Sector Skill Councils (SSCs) in the Skill India ecosystem? 

4. Explain the significance of Kaushal and Rozgar Mela in the Skill India Mission. 

5. Name the agency responsible for providing financial assistance for tourism-

related infrastructure projects in India. 

E. Long Answer Questions 

1. Discuss the key components and features of the Skill India Mission and how 

they contribute to the development of a skilled workforce. 

2. Explain the importance of addressing skill gaps in the tourism and hospitality 

sector in India.  

3. Describe the roles and responsibilities of the National Council for Vocational 

Education and Training (NCVET) in enhancing the vocational education and 

training framework in India. 

4. Analyze the need for the Skill India initiative in the context of India's 

demographic dividend and its impact on economic growth and employment. 

5. Evaluate the role of prominent agencies such as the National Skill Development 

Corporation (NSDC) and the Ministry of Skill Development and 
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Entrepreneurship (MSDE) in coordinating and promoting skill development 

efforts in India. 

F. Check Your Performance 

Make a descriptive chart on skill gap identified in the tourism and hospitality sector. 

Session 2: Tourism and Hospitality Industry 

Tourism and hospitality encompass the dynamic and multifaceted industries 

dedicated to provide services and experiences for travellers worldwide. Tourism 

involves the movement of people from their place of residence to destinations outside 

of their usual environment for leisure, business, or other purposes. It encompasses 

a wide range of activities, including sightseeing, adventure travel, ecotourism, 

cultural exploration, and more. Hospitality, on the other hand, revolves around the 

provision of accommodation, food, beverages, and other services to travellers during 

their journeys. The tourism and hospitality sectors are closely interrelated, as they 

both focus on enhancing the overall travel experience for individuals and groups. 

These industries play pivotal roles in local, regional, and global economies, generating 

employment opportunities, stimulating infrastructure development, and fostering 

cultural exchange. Additionally, they contribute significantly to the preservation and 

promotion of cultural heritage, natural resources, and diverse cuisines. As 

globalisation continues to connect people across borders, the importance of tourism 

and hospitality in facilitating cross-cultural understanding and economic growth 

becomes increasingly evident. Thus, a comprehensive understanding of the 

principles, practices, and trends within these industries is essential for professionals 

seeking to thrive in this dynamic and ever-evolving field. Looking ahead, the tourism 

and hospitality industry is poised for continued growth and innovation. Emerging 

markets, niche tourism segments, and advancements in technology present new 

opportunities for expansion and diversification. Collaboration between industry 

stakeholders and ongoing innovation will be key to driving the industry forward and 

ensuring its long-term success in an ever-changing global landscape. 

MEANING OF TOURISM 

Tourism is the activity of travelling to destinations outside of one's usual environment 

for leisure, recreation, business, or other purposes. It involves visiting attractions, 

exploring natural or cultural landscapes, participating in activities, and experiencing 

different cultures. Tourism encompasses a wide range of activities and experiences, 

from sightseeing and adventure travel to attending events and festivals. It contributes 

significantly to economic development, cultural exchange, and personal enrichment. 
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Definitions 

There is disagreement regarding the exact definition of tourism. However, one 

definition, endorsed by several organisations, posits that “tourism comprises the 

activities of persons travelling to and staying in places outside their usual 

environment for not more than one consecutive year for leisure, business and other 

purposes not related to the exercise of an activity remunerated from within the place 

visited”. 

The individuals described in the definition are commonly referred to as "visitors." A 

visitor is characterised as someone journeying to a location, different from their usual 

surroundings, for a period of fewer than 12 months, with the primary purpose of the 

trip not being work-related within the visited location. This contrasts with the 

previous UN definition in two ways: it specifies a maximum duration of stay (one 

consecutive year) away from the usual place of residence, and it replaces "usual place 

of residence" with the term "usual environment." 

MEANING OF HOSPITALITY 

Hospitality refers to the warm and generous treatment of guests or visitors, often 

encompassing acts of kindness, friendliness, and generosity extended to others 

(Fig.1.2). It involves providing a welcoming and accommodating environment, 

anticipating and fulfilling the needs and desires of guests, and ensuring their comfort 

and satisfaction. Hospitality can be practiced in various contexts, including hotels, 

restaurants, tourism establishments, homes, and social gatherings, and it plays a 

crucial role in creating positive experiences and fostering goodwill between hosts and 

guests. 

 

 

 

 

 

 

 

 

Fig.1.2: Hospitality to Guest 

Definitions 

The word hospitality can be defined as “the relationship between guest and host, or 

the act or practice of being hospitable”. Wherein the host receives the guest with some 

amount of goodwill and welcome. This includes the reception and entertainment of 

guests, visitors, or strangers. Hospitality is also the way people treat others, for 
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example in the service of welcoming and receiving guests in restaurants, hotels, and 

airlines. Hospitality plays a vital role in supplementing or lessening the size of sales 

of an organisation. 

MEANING OF TRAVEL 

Travel refers to the act of journeying from one place to another, typically for the 

purpose of exploration, leisure, business, or other activities. It involves moving across 

distances, whether short or long, by various means of transportation such as cars, 

trains, planes, ships, or on foot. Travel can encompass a wide range of experiences, 

including visiting new destinations, experiencing different cultures, exploring natural 

landscapes, participating in adventure activities, attending events, or simply taking 

a break from one's routine. Travel can be undertaken individually or in groups, and 

it often involves planning, preparation, and anticipation of new experiences and 

encounters. 

Definition of Travel 

In the dictionary of leisure, travel and tourism, the term travel is defined as “The 

action of moving from one country or place to another” (Fig. 1.3). 

 

 

 

 

 

 

 

 

 

 

Fig.1.3: Travelling to Destination 

HISTORICAL CONTEXT AND EVOLUTION 

Travel and tourism have deep roots in human history, dating back to ancient 

civilisations. Initially, travel served practical purposes like seeking food and trade 

opportunities, alongside religious pilgrimages. Early medieval travel was 

predominantly motivated by religious quests or trade expeditions, with 

accommodations primarily provided for religious pilgrims or traders. Early examples 

of trade routes, such as the Silk Route, highlight the ancient origins of travel 

networks (Fig. 1.4). Innovations like the wheel and the development of highways by 

the Sumerians facilitated trade and transportation. Inns for overnight stays, likely 
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pioneered by the Greeks, emerged to accommodate travellers along these routes, 

marking early efforts in hospitality. 

The dawn of civilisation witnessed diverse travel motivations, evolving from basic 

survival needs to exploratory ventures for trade and cultural exchange. Notable 

historical figures like Marco Polo, Xuan Zang, Shankaracharya and Al-Biruni 

embarked on extensive journeys, documenting their experiences and contributing to 

cultural exchange. During the medieval period, travel expanded beyond mere 

sustenance to encompass exploration of different cultures and religions, often 

sponsored by states or religious institutions. 

 

 

 

 

 

 

 

 

 

 

 

 

Fig.1.4: Ancient Silk Route 

The Renaissance period marked a cultural revolution in Europe during fourteenth to 

seventeenth centuries A.D, prompting increased travel for educational purposes and 

cultural enrichment. Despite the dangers of travel, accommodations like inns 

emerged along routes to cater to travellers' needs. Governments began regulating 

travel with passes or visas, reflecting the growing importance of organised travel. 

The Industrial Revolution (1750 A.D -1850 A.D) significantly transformed travel and 

tourism by providing disposable income and technological advancements in 

transportation. Railways, steamships and later automobiles revolutionised travel, 

making it more accessible and comfortable for the masses. This period also witnessed 

the birth of mass tourism, with middle-class individuals now able to afford leisure 

travel. 

New forms of tourism emerged, including spa and seaside resorts, catering to the 

growing demand for recreational activities. Post-World War I, the influence of the 

affluent North American class on European tourism grew, leading to the development 

of entertainment destinations like the Riviera. Despite challenges posed by World War 
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II, tourism rebounded post-war, aided by advancements in air transportation and 

communication. 

The evolution of transportation played a crucial role in facilitating travel, from early 

roads constructed by ancient civilisations to modern air and water transport systems. 

Railways became a popular and affordable mode of transportation, while air travel 

revolutionised long-distance journeys. Water transport, dating back to ancient times, 

saw innovations like steamboats and organised dockyards. 

In ancient India, sarais and dharamshalas were established to offer lodging and 

meals to travellers and pilgrims. Historical evidence suggests that emperor Ashoka 

constructed several accommodation facilities for Buddhist monks. Additionally, 

temple priests played a role in providing accommodations to pilgrims and travellers. 

In Europe, travellers were provided with inns for dining and lodging, with churches 

also offering rooms and amenities. The term "inn" originated from the Greek word 

"malon" and was alternatively referred to as "kataluma". Recognising their 

significance, innkeepers constructed large inns with spacious dormitories to 

accommodate a large number of travellers. The onset of trade travel began in the 

fifteenth century, prompting the need for accommodations during long-distance 

journeys. Travellers prioritised quality services and safety. By the eighteenth century, 

travellers utilised private coaches, and toll gates were established for road 

maintenance. This led to the evolution of overnight accommodations, with major 

operators offering improved amenities, dining options, and parking facilities. The 

demand for more services resulted in the expansion of large accommodation units in 

urban centres to meet the needs of travellers. 

IMPORTANCE AND SCOPE OF THE INDUSTRY 

The tourism and hospitality sector holds significant importance and has a wide-

ranging impact due to its substantial contributions to the economy, society, and 

culture. Some of the key aspects that underscore its significance and breadth are: 

1. Economic Impact: Tourism and hospitality play a crucial role in the global 

economy, generating revenue through a variety of activities including 

accommodation, transportation, entertainment, food and beverage services, and 

attractions. These industries not only create employment opportunities but also 

stimulate investment and foster economic development in both developed and 

developing nations. 

2. Employment Opportunities: The tourism and hospitality sectors are major 

providers of jobs, offering a diverse array of employment opportunities to individuals 

with various skill levels and educational backgrounds. From hotel staff and tour 

guides to chefs and event organisers, these industries employ millions of people 

worldwide, encompassing both skilled and unskilled workers. 

3. Cultural Exchange and Preservation: Tourism facilitates cultural exchange 

by facilitating interactions among people from different backgrounds, promoting 
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mutual understanding and appreciation of diverse cultures, traditions, and heritage 

sites. Moreover, the hospitality industry contributes to the preservation of cultural 

heritage by promoting and conserving historic landmarks, museums, and cultural 

events. 

4. Infrastructure Development: The growth of tourism often drives the 

development of infrastructure, including the construction of airports, roads, hotels, 

restaurants, recreational facilities, and other amenities to meet the needs of travellers 

(1.5.). These investments not only support tourism but also benefit local communities 

by enhancing overall infrastructure and connectivity. 

 

 

 

 

 

 

 

 

Fig.1.5: Tourist Infrastructure 

5. Foreign Exchange Earnings: Tourism generates foreign exchange earnings 

through spending by international visitors on accommodation, dining, shopping, 

transportation, and other tourism-related activities. These earnings contribute to a 

country's balance of payments, bolster its currency, and support economic stability 

and growth (Fig.1.6). 

 

 

 

 

 

 

Fig.1.6: Foreign Exchange Earnings 

 

6. Regional Development: Tourism and hospitality activities are frequently 

concentrated in specific regions or destinations, leading to the establishment of 

tourism hubs that stimulate economic growth and development in surrounding 
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areas. This can help diversify local economies, reduce unemployment, and alleviate 

poverty in less-developed regions. 

7. Environmental Sustainability: While tourism can have environmental 

impacts, there is a growing emphasis on sustainable tourism practices aimed at 

minimising negative environmental effects and preserving natural resources. 

Sustainable tourism initiatives focus on promoting responsible travel, conserving 

biodiversity, supporting local communities, and reducing carbon emissions. 

8. Innovation and Technological Advancements: The tourism and hospitality 

industries are constantly evolving with technological advancements such as online 

booking platforms, mobile applications, virtual reality tours, and digital marketing 

strategies (Fig.1.7). These innovations enhance the overall travel experience, 

streamline operations, and enhance customer service. 

 

 

 

 

 

 

 

Fig.1.7: Innovation and Technological Advancements 

OPERATING SECTORS OF TOURISM AND HOSPITALITY INDUSTRY 

The tourism and hospitality industry comprise various operating sectors that collectively 

contribute to provide services and experiences to travellers and guests. Some of the key 

sectors within this industry are: 

 

Fig.1.8: Operating Sectors of Tourism and Hospitality Industry 

1. Accommodation: This sector includes hotels, resorts, motels, hostels, bed and 

breakfasts, vacation rentals, and other types of lodging establishments (Fig.1.9). 

Accommodation providers offer temporary housing for travellers, ranging from budget 

to luxury options. 
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Fig.1.9: Accommodation Sector 

2.Food and Beverage: The food and beverage sector encompass restaurants, cafes, 

bars, pubs, catering services, food trucks, and other dining establishments (Fig.1.10). 

This sector caters to the culinary needs of travellers and guests, offering a wide range 

of cuisines and dining experiences. 

 

 

 

 

 

 

 

 

 
 

Fig.1.10: Food and Beverage Sector 

1. Transportation: Transportation services facilitate the movement of travellers 

from one destination to another. This sector includes airlines, railways, cruise 

lines, car rental companies, taxis, buses, and other modes of transportation 
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(Fig.1.11). Efficient transportation infrastructure is essential for the mobility of 

tourists and guests. 

 

 

 

 

 

 

 

 

 

 

Fig.1.11: Transportation Services 

2. Travel Agencies and Tour Operators: Travel agencies and tour operators 

assist travellers in planning and organising their trips. They offer services such as 

booking flights, accommodations, transportation, tours, activities, and travel 

packages (Fig.1.12). These entities help travellers navigate through the complexities 

of travel arrangements. 

 

 

 

 

 

 

 

 

 

 

 

3. Attractions and Entertainment: The attractions and entertainment sector 

comprise of tourist attractions, theme parks, protected areas, museums, art galleries, 

historical sites, natural landmarks, theatres, cinemas, sports venues, and other 

Fig.1.12: Travel Agencies and Tour Operations 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

25 
 

Travel Advisor– Grade XI 

leisure facilities (Fig.1.13). These attractions provide recreational and cultural 

experiences for tourists and guests. 

 

 

 

 

 

 

 

 

 

 
 

Fig.1.13: Attractions and Entertainment 

4. Event Management: Event management companies specialise in organising 

and coordinating events, conferences, meetings, conventions, weddings, and 

other special occasions (Fig.1.14). They handle various aspects of event 

planning, including venue selection, logistics, catering, entertainment, and 

guest services. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Fig. 1.14: Event Management 
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5. Hospitality Services: Hospitality services encompass a wide range of guest 

services provided by accommodation establishments, including front desk 

operations, housekeeping, concierge services, room service, laundry service, and 

maintenance (Fig.1.15). These services aim to ensure the comfort, convenience, and 

satisfaction of guests during their stay. 

 

 

 

 

 

 

 

 

 

 

Fig. 1.14: Hospitality Service 

6. Destination Management: Destination management organisations (DMOs) 

and tourism boards play a crucial role in promoting and managing tourist 

destinations (Fig.1.16). They develop marketing strategies, conduct destination 

branding campaigns, and collaborate with stakeholders to enhance the overall visitor 

experience. 

 

Fig. 1.16: Destination Management Organisation 
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Activities 

Activity 1: Real or imaginary destination exploration and cultural exchange group 

activity 

Material Required: World map or globe, markers, paper, pens. 

Procedure: 

1. Divide participants into small groups. 

2. Provide each group with a world map or globe, markers, paper, and pens. 

3. Ask each group to select a destination (real or imaginary) they would like to 

explore. 

4. Instruct the groups to research and gather information about the chosen 

destination's cultural landmarks, traditions, cuisine, and popular tourist 

activities. 

5. Have each group create a presentation or poster showcasing their chosen 

destination, highlighting its unique cultural aspects and attractions. 

6. Encourage groups to engage in a cultural exchange by sharing interesting 

facts, traditional customs, or local recipes related to their chosen destination. 

7. After the presentations, facilitate a discussion to compare and contrast the 

different destinations, fostering cross-cultural understanding among 

participants. 

Activity 2: Group activity on Historical Journey through Travel and Tourism 

Materials Required: Printed timelines or posters illustrating the historical stages of 

travel and tourism. Pictures, maps, or artefacts representing key milestones in each 

stage. Index cards or small pieces of paper. Writing materials (pens, markers). 

Optional: Access to online resources for further research. 

Procedure: 

1. Begin by providing a brief overview of the historical stages of travel and 

tourism, including ancient civilisations, medieval travel, the Renaissance 

period, the Industrial Revolution, and modern tourism. 

2. Present timelines or posters depicting each stage, highlighting significant 

events, innovations, and developments in travel and tourism. 

3. Divide students into small groups and provide each group with a printed 

timeline or poster. 

4. Encourage students to examine the timeline carefully, paying attention to 

specific events and milestones associated with each historical stage. 
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5. Prompt students to discuss the significance of each stage in the evolution of 

travel and tourism, considering factors such as transportation, 

accommodations, motivations for travel, and societal influences. 

6. Display pictures, maps, or artefacts representing key aspects of each historical 

stage of travel and tourism. 

7. Distribute index cards or small pieces of paper to each group. 

8. Instruct students to select one artefact from each stage and write down 

observations, questions, or reflections about the artefact on their index cards. 

9. Allow time for group discussion, where students can share their findings and 

interpretations with their peers. 

Check Your Progress 

A. Fill in the Blanks 

1. Tourism involves the _____________ of people from their place of residence to 

destinations outside of their usual environment for leisure, business, or other 

purposes. 

2. ____________ refers to the warm and generous treatment of guests or visitors, 

often encompassing acts of kindness, friendliness, and generosity extended to 

others. 

3. ____________ encompass a wide range of experiences, including visiting new 

destinations, experiencing different cultures, exploring natural landscapes, 

participating in adventure activities, attending events, or simply taking a break 

from one's routine. 

4. The tourism and hospitality sectors are closely ____________, as these both 

focus on enhancing the overall travel experience for individuals and groups. 

5. Collaboration between ____________ stakeholders and ongoing innovation will 

be key to driving the industry forward and ensuring its long-term success in 

an ever-changing global landscape. 

B. Multiple Choice Questions 

1. What is the primary purpose of tourism? 

a) Seeking food and trade opportunities 

b) Exploration and leisure 

c) Religious pilgrimages 

d) Cultural exchange 
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2. Which of the following is NOT a characteristic of hospitality? 

a) Providing accommodation and food 

b) Ensuring the comfort and satisfaction of guests 

c) Generating revenue through tourism activities 

d) Offering a welcoming environment 

3. What was one significant impact of the Industrial Revolution on travel and 

tourism? 

a) Decrease in disposable income for leisure travel 

b) Limited accessibility to transportation 

c) Introduction of mass tourism 

d) Decline in the number of accommodation options 

4. Which sector of the tourism and hospitality industry focuses on organising 

events such as conferences and weddings? 

a) Food and Beverage 

b) Event Management 

c) Transportation 

d) Hospitality Services 

5. What role do Destination Management Organisations (DMOs) play in the 

tourism industry? 

a) Providing accommodation for travellers 

b) Organising transportation services 

c) Promoting and managing tourist destinations 

d) Offering cultural exchange programs 

C. State Whether the Following Statements Are True or False 

1. The tourism industry only includes leisure travel. 

2. Hospitality involves providing a welcoming and accommodating environment 

to travellers. 

3. The Renaissance period had no significant impact on travel and tourism. 

4. Destination management organisations (DMOs) are not involved in promoting 

and managing tourist destinations. 

5. Sustainable tourism initiatives focus on maximising negative environmental 

effects. 
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D. Short Answer Questions 

1. Define tourism and provide examples of different types of tourism activities. 

2. What is the definition of hospitality, and how does it contribute to creating 
positive experiences for guests? 

3. Describe one significant historical figure mentioned in the Session who 

contributed to the exploration of different cultures and regions. 
4. Explain the impact of the Industrial Revolution on the development of travel 

and tourism. 

5. Identify three key sectors within the tourism and hospitality industry and 
briefly explain the role of each. 

E. Long Answer Questions 

1. Discuss the evolution of travel and tourism from ancient civilizations to 

modern times, highlighting key historical periods and innovations that shaped 

the industry. 

2. Explain the economic importance of the tourism and hospitality sector, 

providing examples of how it contributes to job creation, infrastructure 

development, and revenue generation. 

3. Describe the concept of sustainable tourism and its significance in mitigating 

negative environmental impacts while promoting responsible travel practices. 

4. Analyze the role of technology in shaping the tourism and hospitality industry, 

highlighting specific innovations and their impact on customer experiences 

and operational efficiency. 

5. Discuss the challenges and opportunities facing the tourism and hospitality 

industry in the 21st century, considering factors such as globalization, 

technological advancements, and changing consumer preferences. 

E. Check Your Performance 

1. Spell out the importance and scope of the tourism and hospitality industry. 
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Session 3: Travel Advisor 

A travel advisor, often referred to as a travel agent or travel consultant, is a 

professional who specialises in orchestrating personalised travel experiences for 

individuals, families, or groups. Beyond simply booking flights and accommodations, 

a travel advisor acts as a trusted advisor, offering expert guidance and tailored 

recommendations to ensure that each trip is meticulously planned and seamlessly 

executed. With a wealth of knowledge about destinations, accommodations, 

transportation options, and travel trends, travel advisors play a pivotal role in 

simplifying the often-overwhelming process of trip planning. They take the time to 

understand their clients' preferences, interests, and budgetary considerations, 

leveraging this information to curate bespoke itineraries that cater to their unique 

needs. Whether it's a luxury travel, an adventurous backpacking expedition, or a 

corporate retreat, travel advisors bring a wealth of expertise and insider insights to 

the table, helping clients navigate the vast array of travel options available and 

making informed decisions that maximise their enjoyment and satisfaction. In 

addition to their comprehensive destination knowledge, travel advisors also possess 

exceptional organisational skills, attention to detail, and a knack for problem-solving, 

enabling them to anticipate and address any challenges that may arise before, 

during, or after the journey. Moreover, travel advisors often have access to exclusive 

deals, upgrades, and perks through their industry connections, allowing them to offer 

added value and savings to their clients. By serving as advocates for their clients and 

providing personalised support every step of the way, travel advisors ensure that each 

trip is not just a vacation but a memorable and enriching experience tailored to fulfil 

the dreams and aspirations of those they serve. 

THE ROLE OF TRAVEL ADVISOR 

The role of a travel advisor encompasses a wide range of responsibilities aimed at 

providing exceptional service and guidance to clients throughout the entire travel 

experience. Here are the key aspects of their role: 

1. Consultation and Personalisation: Travel advisors begin by conducting 

thorough consultations with clients to understand their preferences, interests, and 

budget constraints. They use this information to tailor travel experiences that align 

with the client's desires, whether it's a romantic getaway, a family vacation, or a 

business trip. 

2. Destination Expertise: Travel advisors possess in-depth knowledge of various 

destinations, including popular tourist attractions, hidden gems, local customs, and 

travel regulations. They leverage this expertise to recommend destinations that 

match the client's interests and preferences while also providing valuable insights 

into each location's culture, history, and must-see sights. 
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3. Trip Planning and Booking: Travel advisors handle all aspects of trip planning 

and booking, including flights, accommodations, transportation, tours, and 

activities. They leverage their industry connections and access to booking platforms 

to secure the best deals, upgrades, and amenities for their clients while also ensuring 

that all bookings align with the client's preferences and budget. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

4. Itinerary Design: Travel advisors craft detailed itineraries that outline the 

client's daily activities, transportation arrangements, dining options, and leisure 

time. They strike a balance between structured activities and free time, allowing 

clients to explore their destination at their own pace while also ensuring that they 

make the most of their time away. 

5. Customer Service and Support: Throughout the travel process, travel 

advisors provide ongoing support and assistance to clients, addressing any 

questions, concerns, or issues that may arise. They serve as a point of contact for 

clients before, during, and after their trip, offering peace of mind and reassurance 

that their travel needs are being taken care of. 

6. Problem-solving and Crisis Management: In the event of unexpected 

disruptions such as flight cancellations, weather-related delays, or medical 

emergencies, travel advisors’ step in to provide prompt assistance and solutions. They 

Fig. 1.17: Role of Travel Advisor 
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work tirelessly to rebook flights, rearrange accommodations, and mitigate any 

challenges to ensure that the client's travel experience remains as seamless and 

stress-free as possible. 

TYPES OF TRAVEL ADVISOR 

There are several types of travel advisors, each specialising in different aspects of 

travel and catering to specific client needs and preferences. Some of the most 

common types of travel advisors include: 

1. Leisure Travel Advisors: Leisure travel advisors focus on planning vacations, 

getaways, and holidays for individuals, couples, families, and groups. They specialise 

in creating personalised itineraries tailored to the client's interests, whether it's a 

beach vacation, a cultural tour, a luxury cruise, or an adventure-filled expedition. 

2. Corporate Travel Advisors: Corporate travel advisors specialise in managing 

travel arrangements for businesses, organisations, and corporate clients. They 

coordinate flights, accommodations, transportation, and other travel logistics for 

business trips, conferences, meetings, and events, ensuring efficiency, cost-

effectiveness, and convenience for their clients. 

3. Luxury Travel Advisors: Luxury travel advisors cater to clients seeking high-

end, exclusive travel experiences. They specialise in arranging luxury 

accommodations, private transportation, VIP access to attractions, and personalised 

services such as butler service, private chefs, and exclusive excursions, catering to 

discerning travellers with sophisticated tastes. 

4. Group Travel Advisors: Group travel advisors focus on organising travel 

experiences for large groups, such as family reunions, destination weddings, school 

trips, or corporate retreats. They coordinate group bookings, negotiate group rates, 

and handle logistics to ensure a seamless and enjoyable experience for all 

participants. 

5. Adventure Travel Advisors: Adventure travel advisors specialise in planning 

adrenaline-pumping adventures and outdoor experiences for adventurous travellers. 

They arrange activities such as hiking, trekking, safari tours, scuba diving, skiing, 

and other adventurous pursuits, catering to thrill-seekers and outdoor enthusiasts. 

6. Specialty Travel Advisors: Specialty travel advisors focus on niche markets 

and specialised types of travel, such as wellness travel, culinary tours, eco-tourism, 

cultural immersion experiences, or accessible travel for individuals with disabilities. 

They have expertise in their specific niche and offer tailored recommendations and 

services to meet the unique needs of their clientele. 

7. Destination Specialists: Destination specialists specialise in specific regions, 

countries, or cities, offering in-depth knowledge and expertise about their chosen 

destination. They provide insider insights, local recommendations, and personalised 
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itineraries to help clients explore and experience their chosen destination to the 

fullest. 

IMPORTANCE OF TRAVEL ADVISORS IN TODAY’S WORLD 

In today's world, where travel options are abundant and the internet provides easy 

access to booking platforms and travel information, the importance of travel advisors 

may sometimes be overlooked. However, travel advisors continue to play a crucial 

role in the travel industry for several reasons: 

1. Expertise and Knowledge: Travel advisors possess extensive knowledge about 

destinations, accommodations, transportation options, and travel trends. Their 

expertise allows them to provide valuable insights, recommendations, and 

personalised advice tailored to each client's preferences and needs. They can offer 

insider tips, suggest off-the-beaten-path experiences, and navigate complex travel 

logistics with ease. 

2. Time and Stress Savings: Planning a trip can be time-consuming and 

overwhelming, especially for busy individuals or those unfamiliar with a destination. 

Travel advisors simplify the process by handling all aspects of trip planning and 

booking, saving clients’ valuable time and reducing stress. They take care of research, 

comparison shopping, itinerary creation, and booking arrangements, allowing clients 

to focus on enjoying their travel experience. 

3. Personalised Service: Unlike online booking platforms that offer generic 

recommendations based on algorithms, travel advisors provide personalised service 

tailored to each client's preferences, interests, and budget. They take the time to 

understand their clients' needs and desires, offering customised travel experiences 

that align with their individual tastes and expectations. This personal touch 

enhances the overall travel experience and creates lasting memories for clients. 

4. Access to Exclusive Benefits: Travel advisors often have access to exclusive 

deals, upgrades, and amenities through their industry connections and partnerships. 

They can secure special perks such as room upgrades, complimentary meals, spa 

credits, or VIP treatment for their clients, enhancing the value of their travel 

experience without additional cost. 

5. Advocacy and Support: Travel advisors serve as advocates for their clients, 

advocating on their behalf and ensuring that their needs are met before, during, and 

after the trip. They provide ongoing support and assistance, addressing any 

questions, concerns, or issues that may arise and offering prompt solutions to 

mitigate disruptions. This level of personalised support and attention to detail 

distinguishes travel advisors from online booking platforms and adds significant 

value to the client-advisor relationship. 

6. Peace of Mind: Perhaps most importantly, travel advisors provide peace of 

mind to travellers by offering expertise, assistance, and support throughout the entire 

travel process. Whether it's navigating travel restrictions, resolving unexpected 
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issues, or providing reassurance during emergencies, travel advisors are there to 

ensure that their clients feel confident and secure during their travels. 

SERVICES OFFERED BY TRAVEL ADVISORS 

Travel advisors offer a wide range of services designed to streamline the travel 

planning process and enhance the overall travel experience for their clients. Here are 

some of the key services typically offered by travel advisors: 

1. Consultation and Trip Planning 

 Conducting in-depth consultations with clients to understand their travel 

preferences, interests, and budgetary constraints. 

 Crafting personalised travel itineraries and recommending destinations, 

activities, and accommodations tailored to the client's needs (Fig.1.18). 

 Providing expert advice and recommendations based on destination 

knowledge, travel trends, and client preferences. 

 

 

 

 

 

 

 

 

 

Fig. 1.18: Consultation and Tour Planning 

2. Booking and Reservation Management 

 Handling all aspects of booking and reservation management, including flights, 

accommodations, transportation, tours, and activities (Fig.1.19). 

 Securing the best available rates, deals, and promotions for clients through 

industry connections and partnerships. 

 Managing booking logistics and ensuring that all reservations align with the 

client's schedule and preferences. 
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Fig. 1.19: Booking and Reservation Management 

3. Destination Expertise and Insider Insights 

 Offering in-depth knowledge about various destinations, including local 

attractions, cultural experiences, dining options, and travel regulations. 

 Providing insider tips and recommendations to help clients make the most of 

their travel experience and discover hidden gems. 

 Staying informed about travel advisories, health and safety guidelines, and 

entry requirements for different destinations. 

4. Specialised Travel Services 

 Provide specialised services tailored to specific types of travel, such as luxury 
travel, adventure travel, honeymoon packages, family vacations, or group 

tours. 

 Arranging customised experiences and unique amenities to enhance the travel 

experience, such as private tours, exclusive access to attractions, or VIP 
treatment. 

5. Travel Insurance and Documentation 

 Advising clients on travel insurance options and assisting with the purchase 
of suitable coverage to protect against unforeseen events such as trip 

cancellations, medical emergencies, or travel delays (Fig.1.20). 
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 Providing guidance and assistance with obtaining necessary travel documents 

such as passports, visas, and vaccination certificates. 

 

 

Fig.1.20: Travel Insurance and Documentation 

6. Customer Service and Support 

 Serving as a dedicated point of contact for clients before, during, and after their 

trip, offering ongoing support and assistance. 

 Addressing client inquiries, concerns, or issues promptly and efficiently, and 

providing solutions to resolve any travel-related challenges. 

 Offering 24*7 emergency assistance to clients in case of travel disruptions, 

emergencies, or unexpected situations. 

SKILLS AND QUALITIES OF A TRAVEL ADVISOR 

Being a successful travel advisor requires a unique combination of skills, qualities, 

and attributes to effectively cater to clients' needs and deliver exceptional service. 

Here are some of the key skills and qualities of a travel advisor: 

1. Excellent Communication Skills: Travel advisors must possess strong verbal 

and written communication skills to effectively interact with clients, suppliers, and 

other stakeholders. Clear and concise communication is essential for understanding 

clients' preferences, conveying travel recommendations, and resolving issues or 

concerns. 

2. Customer Service Orientation: Providing outstanding customer service is 

paramount in the travel industry. Travel advisors should be attentive, empathetic, 

and responsive to clients' needs, ensuring that they feel valued and supported 

throughout the entire travel experience. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

38 
 

Travel Advisor– Grade XI 

3. Attention to Detail: Travel planning involves numerous details and logistics, 

from booking flights and accommodations to arranging transportation and activities. 

Travel advisors must have excellent attention to detail to ensure that every aspect of 

the trip is meticulously planned and executed to meet the client's expectations. 

4. Organisational Skills: Managing multiple bookings, itineraries, and client 

preferences requires strong organisational skills. Travel advisors should be able to 

stay organised, prioritise tasks, and manage their time effectively to deliver timely 

and efficient service to clients. 

5. Problem-Solving Abilities: Travel plans don't always go as expected, and 

travel advisors must be adept at solving problems and addressing challenges that 

arise during the trip. Whether it's a flight delay, a hotel overbooking, or a last-minute 

itinerary change, travel advisors must think quickly and creatively to find solutions 

that minimise disruption and ensure a positive experience for clients. 

6. Destination Knowledge: A comprehensive understanding of destinations, 

including tourist attractions, local customs, culture, and travel regulations, is 

essential for travel advisors. They should stay informed about the latest travel trends, 

developments, and safety advisories to provide accurate and up-to-date information 

to clients. 

7. Sales and Negotiation Skills: Travel advisors often negotiate deals, discounts, 

and special arrangements with suppliers on behalf of their clients. Strong sales and 

negotiation skills are crucial for securing favourable terms, maximising value for 

clients, and building mutually beneficial relationships with suppliers. 

8. Cultural Sensitivity: Travel advisors work with clients from diverse 

backgrounds and cultures, and they must demonstrate cultural sensitivity and 

awareness in their interactions. Understanding and respecting cultural differences is 

essential for building rapport, fostering trust, and providing a personalised travel 

experience that resonates with clients. 

9. Technology Proficiency: Travel advisors rely on various technological tools 

and platforms to research destinations, make bookings, and communicate with 

clients and suppliers. Proficiency in using booking systems, travel management 

software, and communication tools is essential for performing their job effectively. 

10. Passion for Travel: Above all, successful travel advisors are passionate about 

travel and genuinely enjoy helping others explore the world. Their enthusiasm for 

travel inspires confidence in clients and motivates them to create memorable and 

fulfilling travel experiences. 
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Activities 

Activity 1: Develop a destination presentation through groups focusing on key 

attractions, cultural highlights, activities, accommodations, and travel tips 

Materials Required: Printed or digital resources about various destinations 

(brochures, travel guides, online articles). Presentation tools (e.g., PowerPoint, Google 

Slides). Writing materials (pens, markers, notepads)., Access to a projector or screen 

(if using digital presentations). 

Procedure: 

1. Divide the class into small groups, with each group assigned a different 
destination. 

2. Provide each group with printed or digital resources containing information 
about their assigned destination. 

3. Instruct each group to conduct search on their assigned destination, focusing 

on key attractions, cultural highlights, activities, accommodations, and travel 
tips. 

4. Encourage students to take notes and gather relevant information to include 

in their presentations. 
5. Allow each group 5-7 minutes to prepare a presentation about their assigned 

destination. 
6. Introduction to the destination (location, geography, climate). 
7. Highlights of key attractions and landmarks. 

8. Description of cultural experiences and local cuisine. 
9. Recommendations for accommodations and transportation options. 
10. Travel tips and practical advice for visitors. 

11. Encourage groups to use visuals such as photos, maps, and videos to 
enhance their presentations. 

12. Invite each group to present their destination to the class. 
13. Encourage presenters to engage the audience by asking questions, sharing 

interesting facts, and taking feedback. 

14. Encourage the audience to take notes and ask questions after each 
presentation. 

15. After all presentations are complete, facilitate a brief discussion with the 
class. 

Activity 2: Mock travel planning scenario outlining the client's preferences, 

interests, and budgetary considerations 

Materials Required: 

1. Mock travel planning scenario brief (prepared in advance). 

2. Access to online travel booking platforms or resources. 

3. Writing materials (pens, markers, notepads). 

4. Laptops or desktops (optional). 
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Procedure: 

1. Present the class with a mock travel planning scenario brief, outlining the 

client's preferences, interests, and budgetary considerations. 

2. Explain that students will work in small groups to plan a trip for the client 

based on the provided scenario. 

3. Divide the class into small groups, with each group assigned the same mock 

travel planning scenario. 

4. Instruct each group to review the scenario brief carefully and brainstorm ideas 

for the client's trip. 

5. Encourage students to consider destination options, activities, 

accommodations, transportation, and any special requests or requirements 

specified in the scenario. 

6. Allow each group to conduct research and develop a detailed itinerary for the 

client's trip. 

7. Encourage students to use online travel booking platforms, destination guides, 

and other resources to gather information and make bookings. 

8. Prompt students to create a comprehensive itinerary that includes 

transportation details, accommodations, activities, dining options, and any 

additional services or experiences. 

9. Invite each group to present their travel plan to the class. 

10. Overview of the client's preferences and requirements. 

11. Destination selection and rationale. 

12. Detailed itinerary with day-by-day activities and bookings. 

13. Justification for accommodation and transportation choices. 

14. Budget breakdown and cost considerations. 

15. Encourage groups to use visuals such as slideshows, maps, and sample 

itineraries to illustrate their plans. 

16. After each presentation, allow the ‘client’ (instructor or designated student) 

to provide feedback and ask questions. 
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Check Your Progress 

A. Fill in the Blanks 

1. A travel advisor, also known as a travel agent or travel consultant, specialises 
in orchestrating personalised travel experiences for ___________, families, or 

groups. 
2. Beyond booking flights and accommodations, a travel advisor acts as a trusted 

advisor, offering expert guidance and tailored recommendations to ensure that 

each trip is meticulously planned and __________ executed. 
3. Travel advisors possess a wealth of knowledge about destinations, 

accommodations, transportation options, and travel trends, enabling them to 

cater to their clients' unique needs and preferences through bespoke 
__________. 

4. Travel advisors play a pivotal role in simplifying the often-overwhelming 
process of trip planning by leveraging their expertise to curate customised 
itineraries that cater to their clients' preferences, interests, and __________ 

considerations. 
5. Travel advisors often have access to exclusive deals, upgrades, and perks 

through their industry connections, allowing them to offer added value and 
savings to their __________. 

B. Multiple Choice Questions 

1. What is the primary role of a travel advisor? 

a) Conducting tours 

b) Providing expert guidance and tailored recommendations 

c) Organizing corporate events 

d) Managing hotel reservations 

2. Which aspect of trip planning is NOT typically handled by travel advisors? 

a) Booking flights 

b) Arranging accommodations 

c) Organizing transportation 

d) Providing medical assistance during travel 

3. What distinguishes travel advisors from online booking platforms? 

a) They offer generic recommendations 

b) They provide personalised service tailored to individual preferences 

c) They have limited knowledge about destinations 

d) They focus solely on corporate travel 
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4. What type of travel advisor specializes in planning high-end, exclusive travel 

experiences? 

a) Leisure Travel Advisor 

b) Corporate Travel Advisor 

c) Luxury Travel Advisor 

d) Group Travel Advisor 

5. What skills are essential for a successful travel advisor? 

a) Culinary expertise 

b) Marketing skills 

c) Excellent communication and organisational skills 

d) Technical programming knowledge 

C. State Whether the Following Statements Are True or False 

1. Travel advisors only handle booking flights and accommodations. 

2. Corporate travel advisors focus on planning vacations and getaways for 

individuals and families. 

3. Travel advisors possess in-depth knowledge of various destinations, but they 

do not offer personalised recommendations. 

4. Travel advisors often have access to exclusive deals and perks through their 

industry connections. 

5. Travel advisors serve as advocates for their clients, providing personalised 

support only during the trip itself. 

D. Short Answer Questions 

1. What is the primary responsibility of a travel advisor? 

2. Name three types of travel advisors mentioned in the Session. 

3. What are some key services offered by travel advisors? 

4. Mention two skills required to be a successful travel advisor. 

5. Why do travel advisors play a crucial role in today's world of abundant travel 

options? 

E. Long Answer Questions 

1. Explain the importance of consultation and personalization in the role of a 

travel advisor. 
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2. Describe the role of destination expertise in the work of a travel advisor, and 

how it benefits clients. 

3. Discuss the various types of travel advisors mentioned in the Session and the 

specific client needs they cater to. 

4. Outline the steps involved in itinerary design by travel advisors and its 

significance in enhancing the travel experience. 

5. Elaborate on the skills and qualities required to be a successful travel advisor, 

providing examples of how each contributes to client satisfaction and trip 

success. 

F. Check Your Performance 

1. List the primary responsibilities of a travel advisor 

2. What are the key skills and qualities required to be a successful travel 

advisor? 

Session 4:  Tourism and Hospitality Product and Services 

The tourism and hospitality industry offer a vast array of products and services 

designed to cater to the diverse needs and preferences of travellers worldwide. At its 

core, tourism and hospitality products and services encompass accommodations, 

transportation, tours, activities, and ancillary services, each playing a crucial role in 

shaping the overall travel experience. Accommodations serve as the foundation of any 

trip, ranging from luxurious hotels and resorts to budget-friendly hostels and 

vacation rentals, providing travellers with a home away from home during their 

adventures. Transportation options span a spectrum of modes, including flights, 

trains, buses, rental cars, and cruises, offering travellers flexibility and convenience 

in reaching their desired destinations and exploring new locales. Meanwhile, tours 

and activities offer immersive experiences that allow travellers to delve deeper into 

local culture, history, and landscapes, whether through guided tours, cultural 

excursions, outdoor adventures, or wellness retreats. Ancillary services, such as 

travel insurance, visa assistance, airport transfers, and concierge services, 

complement the travel experience by providing added convenience, security, and 

peace of mind to travellers. Together, these products and services form the backbone 

of the tourism and hospitality industry, offering travellers a wealth of options to tailor 

their journeys to their preferences, interests, and budgetary considerations. 

Understanding the diverse range of tourism and hospitality products and services 

available empower travel advisors to guide clients in creating memorable and fulfilling 

travel experiences that meet their unique needs and aspirations, ensuring that every 

journey is worth remembering. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

44 
 

Travel Advisor– Grade XI 

 

TOURISM AND HOSPITALITY PRODUCTS AND SERVICES 

Tourism and hospitality products and services encompass a broad range of offerings 

designed to facilitate and enhance the travel experience for individuals, families, and 

groups. These include: 

 

Fig. 1.21: Tourism Hospitality Products and Services 

1. Accommodations: Accommodations are lodging options where travellers can 

stay in during their trips. They range from traditional hotels and resorts to vacation 

rentals, hostels, bed and breakfasts, and boutique accommodations. 

Accommodations vary in amenities, price range, location, and style, catering to 

diverse traveller preferences and budgets. 

2. Transportation: Transportation services enable travellers to move from one 

location to another. This includes flights, trains, buses, rental cars, taxis, rideshare 

services, ferries, and cruises. Each mode of transportation offers different levels of 

convenience, speed, comfort, and cost, allowing travellers to choose the option that 

best suits their itinerary and preferences. 

3. Tours and Activities: Tours and activities provide travellers with opportunities 

to explore destinations, engage in cultural experiences, and participate in 

recreational activities. These can range from guided city tours and historical 

sightseeing to outdoor adventures like hiking, snorkelling, or wildlife safaris. Cultural 

activities, culinary tours, wellness retreats, and entertainment events are also 

popular options for travellers seeking immersive experiences. 

4. Travel Insurance: Travel insurance offers financial protection and coverage for 

unexpected events that may occur during a trip, such as trip cancellations, medical 

emergencies, lost luggage, or travel delays. Travel insurance policies vary in coverage, 

cost, and terms, providing travellers with peace of mind and security while traveling. 

5. Visa and Documentation Services: Visa and documentation services assist 

travellers in obtaining the necessary travel documents, such as passports, visas, 

permits, and travel insurance. These services provide guidance on visa requirements, 

application processes, documentation, and fees, helping travellers navigate the 

complexities of international travel regulations (Fig.1.22). 
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Fig. 1.22: Visa and Documentation Services 

6. Airport Transfers and Ground Transportation: Airport transfers and ground 

transportation services offer convenient and reliable transportation options between 

airports, hotels, and other destinations. This includes shuttle services, private 

transfers, taxis, limousines and public transportation, ensuring that travellers can 

reach their accommodations safely and efficiently upon arrival (Fig.1.23). 

 

Fig.1.23: Airport and Ground Transfer 

7. Ancillary Services: Ancillary services encompass additional offerings that 

enhance the travel experience, such as travel concierge services, travel Wi-Fi and SIM 

card rentals, luggage storage, travel accessories, travel photography, and destination-

specific services like guided shopping tours or language translation services. 

CHARACTERISTICS OF TRAVEL, TOURISM AND HOSPITALITY PRODUCTS AND 

SERVICES 

Travel, tourism and hospitality products and services possess several unique 

characteristics that distinguish them from other industries. These characteristics 

include: 
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1. Intangibility: One of the defining features of travel, tourism, and hospitality 

products and services is their intangible nature. Unlike physical goods, such as 

consumer electronics or clothing, travel experiences, accommodations, and services 

cannot be touched, felt, or owned in the traditional sense. Instead, they are 

experiential and ephemeral, consisting of memories, interactions, and sensations 

that leave a lasting impression on travellers. 

2. Perishability: Travel, tourism, and hospitality products and services are 

perishable, meaning that they cannot be stored or inventoried for future use. Once a 

flight takes off, a hotel room goes unoccupied, or a tour departs, the opportunity to 

sell that specific product or service is lost. This characteristic necessitates effective 

yield management strategies to maximise revenue and occupancy rates during peak 

periods and minimise losses during off-peak periods. 

3. Heterogeneity: Travel, tourism, and hospitality products and services exhibit 

heterogeneity or variability, as each customer experience is unique and influenced 

by numerous factors, including personal preferences, expectations, and interactions 

with service providers. Even within the same category of products or services, such 

as hotel stays or guided tours, no two experiences are identical, leading to challenges 

in standardisation and quality control. 

4. Inseparability: The production and consumption of travel, tourism, and 

hospitality products and services often occur simultaneously, resulting in 

inseparability between the provider and the customer. For example, the delivery of a 

hotel stay involves the physical presence and interaction of both the guest and the 

hotel staff. This characteristic emphasises the importance of customer service, 

interpersonal communication, and the overall guest experience in shaping 

perceptions and satisfaction. 

5. Accessibility: Travel, tourism, and hospitality products and services are 

accessible to a wide range of consumers, spanning diverse demographics, 

preferences, and budgets. From budget accommodations and low-cost airlines to 

luxury resorts and premium experiences, the industry offers options to suit every 

traveller's needs and financial means. Accessibility is further enhanced by 

technological advancements, online booking platforms and the globalisation of travel 

networks, making it easier for people to explore new destinations and experiences. 

6. Seasonality: Seasonality is a prominent characteristic of the travel, tourism 

and hospitality industry, with demand fluctuating throughout the year based on 

factors such as weather, holidays, festivals, and school vacations. Destinations may 

experience peak seasons with high demand and prices, as well as off-peak periods 

characterised by lower demand and discounted rates. Effective marketing, pricing 

strategies, and product diversification are essential for managing seasonality and 

optimising revenue throughout the year. 
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KEY TERMINOLOGIES 

 Accommodation: Lodging options for travellers during their trips, including 

hotels, resorts, vacation rentals, and hostels. 

 Airline: A company that provides air transportation services for passengers and 

cargo. 

 Airport Transfer: Transportation service between airports and accommodations 

or other destinations. 

 All-Inclusive Resort: A resort where guests pay a single price for 

accommodations, meals, drinks, and activities. 

 Attractions: Places of interest or landmarks that draw visitors to a destination. 

 Bed and Breakfast (B&B): A lodging establishment offering overnight 
accommodations and breakfast. 

 Booking Platform: Online or offline platform for booking travel products and 
services. 

 Boutique Hotel: Small, stylish, and unique hotels offering personalised service 

and upscale amenities. 

 Budget Accommodation: Affordable lodging options catering to budget-

conscious travellers. 

 Car Rental: Service providing temporary use of a vehicle for travellers. 

 Charter Flight: A flight that is not part of a regular airline schedule, often 
organised for a specific group or purpose. 

 City Tour: Guided tour of a city's landmarks, attractions, and historical sites. 

 Cruise: A leisure voyage on a ship or boat, typically visiting multiple 

destinations. 

 Cultural Experience: Activity or event that allows travellers to engage with the 

culture of a destination. 

 Destination Management Company (DMC): Company specialising in 

destination planning, management, and logistics for travel groups or events. 

 Eco-Tourism: Responsible travel to natural areas that conserves the 

environment and supports local communities. 

 Excursion: Short trip or outing, often to explore a specific attraction or 

destination. 

 Ferry: A boat or ship used to transport passengers and vehicles across bodies 

of water. 

 Flight: A journey by air, typically on an airplane. 

 Guided Tour: Tour led by a knowledgeable guide, providing information and 

commentary. 

 Homestay: Accommodation where travellers stay with a local host or family. 

 Hostel: Budget-friendly lodging option with shared facilities, often catering to 
young travellers and backpackers. 

 Hotel: Establishment offering accommodations, meals and various services for 
travellers. 

 Inbound Tour Operator: Company specialising in organising tours and services 
for travellers visiting a destination. 

 Itinerary: Detailed plan or schedule of travel activities and arrangements. 

 Luxury Accommodation: High-end lodging options offering superior amenities 

and services. 
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 Mass Tourism: Large-scale tourism characterised by high volumes of visitors 

to popular destinations. 

 Multi-Day Tour: Tour spanning multiple days, with overnight accommodations 

included. 

 National Park: Protected area of natural or cultural significance, often open to 

tourists for recreation and conservation. 

 Online Travel Agency (OTA): Website or platform allowing users to research, 

compare, and book travel products and services. 

 Outbound Tour Operator: Company specialising in organising tours and 

services for travellers departing from a destination. 

 Package Tour: Pre-arranged travel package including accommodations, 

transportation, and activities. 

 Passport: Official document issued by a government, allowing citizens to travel 

internationally. 

 Resort: Destination offering accommodations, leisure facilities, and 

entertainment options. 

 Responsible Tourism: Ethical and sustainable approach to tourism that 

benefits local communities and protects the environment. 

 Safari: Guided tour or expedition, often in natural areas, to observe wildlife and 

nature. 

 Sightseeing: Activity of visiting and observing landmarks, attractions, and 

points of interest. 

 Solo Travel: Travelling alone without companions. 

 Theme Park: Amusement Park with themed attractions, rides, and 

entertainment. 

 Tour Guide: Licensed or knowledgeable individual who leads and provides 

commentary on tours. 

 Tour Operator: Company specialising in organising and selling tours and travel 

packages. 

 Tourism Industry: Sector encompassing travel-related businesses and services. 

 Tourist: Person travelling for leisure, recreation, or cultural experiences. 

 Travel Advisory: Official advice or warnings issued by governments regarding 

travel destinations. 

 Travel Agent: Professional who assists with planning, booking, and arranging 

travel arrangements for clients. 

 Travel Insurance: Coverage providing financial protection for unexpected 

events during travel, such as cancellations, medical emergencies, or lost 
luggage. 

 Traveller: Individual undertaking a journey or trip for business or leisure 
purposes. 

 Vacation Rental: Private accommodation available for short-term rental, 
typically furnished and equipped for self-catering. 

 Visa: Official document granting permission to enter and stay in a country for 
a specific purpose and duration. 

 Adventure Travel: Travel to remote or exotic destinations, often involving 
physical activities and outdoor adventures. 

 Airport Lounge: Premium facility offering amenities and services for travellers 
before or between flights. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

49 
 

Travel Advisor– Grade XI 

 Backpacking: Travelling with minimal luggage, often on a budget, staying in 

hostels or camping. 

 Bucket List: List of experiences or destinations a person wishes to accomplish 

or visit during their lifetime. 

 Concierge Service: Personalised assistance and recommendations provided to 

travellers by hospitality professionals. 

 Cultural Immersion: Experience of fully engaging with the customs, traditions, 

and lifestyle of a destination. 

 Digital Nomad: Individual who uses technology to work remotely while 

travelling the world. 

 Ecotour: Tour or travel experience focused on promoting environmental 

conservation and sustainability. 

 Flight Attendant: Crew member responsible for the safety, comfort, and service 

of passengers on a flight. 

 Global Distribution System (GDS): Computerised network used by travel 

agents to access travel-related products and services. 

 Heritage Site: UNESCO-recognised site of historical, cultural, or natural 

significance, protected for conservation. 

 Hospitality Industry: Sector encompassing lodging, food and beverage, event 

planning, and related services. 

 Jet Lag: Temporary sleep disorder and fatigue caused by rapid travel across 

multiple time zones. 

 Local Experience: Authentic and immersive activity or interaction with locals 

in a destination. 

 Mileage Programme: Loyalty programme offering rewards or benefits based on 

distance travelled with an airline or hotel. 

 Nomad: Individual with no fixed residence who travels from place to place. 

 Overbooking: Practice of airlines and hotels selling more tickets or reservations 

than available seats or rooms, anticipating cancellation. 

Activity 

Activity 1: Accommodation comparison activity on different types of 

accommodations 

Material Required:  

1. Information sheets or brochures about different types of accommodations 

(hotels, hostels, vacation rentals, bed and breakfasts, boutique 

accommodations). 

2. Paper and pens for note-taking. 

3. Flipchart or whiteboard for group discussion (optional). 

Procedure:  

1. Divide the students into small groups. 
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2. Provide each group with information sheets or brochures detailing different 

types of accommodations. 

3. Instruct each group to study the provided materials and take notes on the 

following aspects: 

4. Amenities and facilities offered. 

5. Price range. 

6. Location (proximity to tourist attractions, public transportation, etc.). 

7. Target demographic (families, solo travellers, couples, budget-conscious 

travellers, luxury travellers, etc.). 

8. Unique selling points or distinguishing features 

9. After reviewing the materials, reconvene as a class and facilitate a discussion 

on the findings. Encourage students to share their observations and insights 

about each type of accommodation. 

10. As a group, create a comparison chart or matrix listing the advantages and 

disadvantages of each accommodation type based on the noted criteria. 

11. Discuss hypothetical travel scenarios or case studies where different types of 

accommodations might be preferred or recommended based on traveller 

preferences, budgets, and trip objectives. 

12. Conclude the activity by highlighting the importance of understanding diverse 

accommodation options and tailoring recommendations to meet the needs of 

individual travellers. 

Activity 2: Day-to-day use of travel glossary. 

Material Required: Pen, pencil, notebook, internet access (if required). 

Procedure:  

1. Divide students into groups. 

2. The teacher shall give examples of few travel glossaries to students. 

3. Assign the students to note down at least 10 travel terminologies by group. 

4. Open discussion on where/when these glossary terms are being used in our 

day-to-day life. 

Check your progress 

A. Fill in the Blanks 

1. ___________ serve as the foundation of any trip, ranging from luxurious hotels 

and resorts to budget-friendly hostels and vacation rentals, providing travellers 

with a home away from home during their adventures. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

51 
 

Travel Advisor– Grade XI 

2. __________ options span a spectrum of modes, including flights, trains, buses, 

rental cars, and cruises, offering travellers flexibility and convenience in 

reaching their desired destinations and exploring new locales. 

3. ________ and _______ offer immersive experiences that allow travellers to delve 

deeper into local culture, history, and landscapes, whether through guided 

tours, cultural excursions, outdoor adventures, or wellness retreats. 

4. ________ services, such as travel insurance, visa assistance, airport transfers, 

and concierge services, complement the travel experience by providing added 

convenience, security, and peace of mind to travellers. 

5. Understanding the diverse range of tourism and hospitality _________ and 

________ available empowers travel advisors to guide clients in creating 

memorable and fulfilling travel experiences that meet their unique needs and 

aspirations, ensuring that every journey is a journey worth remembering. 

B. Multiple Choice Questions 

1. What is NOT considered an example of accommodation in the tourism and 

hospitality industry? 

a) Hotels 

b) Cruises 

c) Vacation rentals 

d) Bed and breakfasts 

2. What term refers to a short trip or outing, often to explore a specific attraction 

or destination? 

a) Excursion 

b) Safari 

c) Theme Park 

d) Homestay 

3. What characteristic of tourism, hospitality, and travel products refers to the 

fact that they cannot be stored or inventoried for future use? 

a) Perishability 

b) Inseparability 

c) Accessibility 

d) Intangibility 

4. What service assists travellers in obtaining necessary travel documents such 

as passports, visas, and permits? 
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a) Travel insurance 

b) Ancillary services 

c) Visa and documentation services 

d) Airport transfers 

5. What is NOT a transportation option commonly used by travellers? 

a) Ferries 

b) Helicopters 

c) Rideshare services 

d) Guided tours 

C. State whether the following Statements Are True or False 

1. Tourism and hospitality products and services encompass accommodations, 

transportation, tours, activities and ancillary services. 

2. Travel insurance offers coverage only for trip cancellations and lost luggage, 

excluding medical emergencies. 

3. Accommodations in the tourism and hospitality industry are limited to hotels 

and resorts, excluding vacation rentals and hostels. 

4. The characteristic of "intangibility" in the tourism and hospitality industry 

refers to the physical nature of products and services. 

5. Inseparability in the tourism and hospitality industry means that the 

production and consumption of services occur at different times and locations. 

D. Short Answer Questions 

1. Define the term "ancillary services" in the context of the tourism and 

hospitality industry. 

2. Briefly explain the concept of "perishability" as it applies to tourism, 

hospitality, and travel products. 

3. What are some examples of transportation options mentioned in the Session? 

4. Describe the characteristic of "intangibility" in relation to tourism, hospitality, 

and travel products. 

5. Explain the role of "airport transfers" in the overall travel experience. 

E. Long Answer Questions 

1. Discuss the importance of accommodation options in the tourism and 

hospitality industry. Provide examples to support your explanation. 
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2. Explain how the characteristic of "heterogeneity" impacts the tourism and 

hospitality industry. Provide examples to illustrate your points. 

3. Describe the role of "tour guides" in facilitating immersive travel experiences. 

Highlight the benefits they offer to travellers. 

4. Discuss the significance of "travel insurance" in mitigating risks for travellers. 

Explain the types of coverage typically offered and their importance. 

5. Explore the concept of "responsibility tourism" and its relevance in today's 

travel industry. Discuss how responsible tourism practices benefit both 

destinations and travellers. 

F. Check Your Performance 

1. Spell out the primary components of tourism and hospitality products and 
services 

2. List the key characteristics of travel, tourism, and hospitality products and 
services, highlighting their unique attributes. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

54 
 

Travel Advisor– Grade XI 

MODULE 2 
RECOGNISING CUSTOMER NEEDS TO 

PLAN THE TOUR 

 

Module Overview 

In the sphere of travel planning and tourism management, a myriad of factors 

converges to create memorable and seamless experiences for travellers. From 

understanding the prerequisite know-how for tour planning to leveraging resources 

for relevant information, such as online platforms and travel agencies, the journey 

begins with comprehensive research and foresight. In today's digital age, the 

influence of social media cannot be overstated, as it serves as a powerful tool for 

customer profiling and communication. Moreover, the significance of mannerisms 

and body language in fostering rapport and trust with clients cannot be overlooked, 

as they form the foundation of successful interactions. A crucial aspect of customer 

service lies in identifying individual needs and maintaining accurate customer 

profiles to tailor experiences accordingly. Effective communication of tour details is 

paramount, ensuring transparency and managing expectations throughout the 

journey. Looking into the financial aspects, factors such as tour costing and 

negotiations with service providers demand strategic acumen and meticulous 

planning. Estimating travel costs involves a nuanced understanding of various 

variables, from accommodation to transportation, while negotiating with service 

providers requires finesse and a keen eye for value. By adhering to best practices in 

negotiation and cost estimation, tourism professionals can optimise resources and 

deliver unparalleled value to their clientele. 

This unit covers (i) prerequisite know-how for tour planning, (ii) travel types, (iii) types 

of hotels, (iv) classifications of hotels, (v) meal plans, (vi) tariff plans and discounts, 

(vii) applicable tax, (viii) peak and lean season, (ix) resources for relevant information 

for tour planning, (x) social media, (xi) customer profiling and communication, (xii) 

importance of mannerisms and body language, (xiii) identifying the customer needs 

and maintaining the customer profile, (xiv) importance of communicating the details 

of the tour with customers, (xv) factors of tour costing and negotiations with service 

providers, (xvi) factors for estimating the travel cost and (xvii) best practices for 

negotiation with service providers. 

Learning Outcomes  

After completing this module, you will be able to: 

 Identify and segment customer demographics, interests, and preferences 

relevant to tour planning. 
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 Develop effective communication strategies to understand and address 

customer preferences. 

 Resolve challenges and adjust plans based on customer feedback and 

changing circumstances. 
 Integrate ethical and sustainable practices into tour operations and planning. 

Module Structure 

Session1:  Prerequisite Know-How for Tour Planning 

Session 2:  Resources for Relevant Information for Tour Planning 

Session 3:  Customer Profiling and Communication 

Session 4:  Factors of Tour Costing and Negotiations with Service Providers 

Session 1:  Prerequisite Know-How for Tour Planning 

The travel advisor is an important position in the travel industry that essentially 

assists tourists in making correct travel decisions. With the availability of various 

online sources and social media, tourists are approaching travel agencies with a lot 

of information and preferences. However, it is the expertise and efficiency of the travel 

advisor that analyses the preferences of the tourists and offers suitable destinations 

and packages to them.  

In order to be able to do so, travel advisors need to equip themselves with all the 

basic terminologies, types, differences, and ways to communicate with the customers 

along with in-depth knowledge of the destinations and attractions.  

This Session includes:  

1.1 Travel types of travel and travelling groups 

1.2 Types of hotels and meal plans   

1.3 Tariff plans, discounts and applicable taxes 

1.4 Peak and lean season 

TRAVEL TYPES  

Tourism is a diverse industry that includes various types of travel. The type of travel 

determines the methods of business, the types of tourists that it attracts and the type 

of destinations that are best suitable for it.  

The tours are segregated as per the core intention of the tourist to undertake them. 

Such as religious tourism, leisure tourism, adventure tourism and so on.  

Types of travel may include the basic typology i.e. inbound, outbound and domestic.  
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 Domestic travel: refers to travel within the geographical borders of the home 

country. The documentation and permissions necessary for this type of travel 

are minimal to none.  

 Inbound travel: the term is regarding the country in which the tourist travels. 

This travel brings in foreign exchange and is thus essential for the economy of 

the host country. The advisor needs to have information regarding the local 

conditions, rules and regulations of the destinations in the host country.  

 Outbound travel: the term is in reference to the country from which the tourist 

is going to other countries for travel. The travel advisor needs to have in-depth 

and updated information on the visa regulations, visa acceptance/rejection 

record, local conditions and so on regarding the country to which the tourist 

intends to travel.   

Apart from these basic types, travel may also be categorised according to a few other 

aspects like weekend travel/short duration travel and day trips.     

1.1.2 TRAVELLING GROUPS 

The requirements and the following planning for the tours differ significantly 

according to the number and type of people travelling together. Thus, the travel 

advisor needs to know and understand the types and intricacies of these travel 

groups. 

These travelling groups may be as follows:  

1. Family groups: in the present lifestyle, travelling not only provides a break 

from the mundane daily routine but also offers a great opportunity to spend quality 

time with family members. These groups intend to have plenty of recreational group 

activities to strengthen the bond and create memories. The members of these groups 

are expected to be from varied age groups. This makes the planning much more 

difficult as the sightseeing and activities must be such, that can gain and retain the 

interest of all these varied age groups (Fig.2.1).  

 

 

 

 

 

 

 

Fig.2.1: Family Travel Group 
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2. Friends and Colleagues groups: The members of this type of group are 

generally from the same age group. These groups also intend to have a fun time 

together but may expect a bit more exhilarating activities (Fig.2.2).  

 

Fig. 2.2: Friends and Colleagues Travel Group 

3. Corporate groups: the corporate style involves a lot of working in teams. Thus, 

it also requires team building and training activities. These groups are financed by 

the corporates and, thus, generally have a high budget compared to the private family 

or friend groups (Fig.2.3). These types of groups expect team-building exercises and 

activities along with get-together parties or gala dinners.  

 

 

 

 

 

 

Fig. 2.3: Corporate Travel Groups 

4. Incentive groups: a component of MICE tourism, the incentive groups are the 

groups that are given package tours as an incentive for their work by the corporates. 

These packages are sold in bulk by the MICE companies. The incentive groups are 

generally large in numbers and have less scope for any modification as per the 

requirement of individual tourists.  

5. School and College groups: another type of group that is planned and 

operated on a large scale. The safety factor becomes more essential for these groups. 

These tours involve a lot of cost-cutting to reduce the final price. The advisors need 

to maintain a fine balance between reducing the price and providing minimum 

required facilities to the students (Fig.2.4). These groups focus on visiting a maximum 

number of attractions and destinations in a given time.  



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

58 
 

Travel Advisor– Grade XI 

 

 

 

 

 

Fig.2.4: School and College Travel Groups 

1.2.1 TYPES OF HOTELS 

Accommodation is an integral component of tours. The travel advisor must 

understand the types and the difference between these types to suggest the best 

option to the tourists according to their needs.  

The basic categorisation is done on the basis on the following basis:  

 

Fig. 2.5: Types of Hotels 

 

Types of Hotels
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100 rooms 

Medium - 100 to 
299 rooms

Large - 300 to 599 
rooms

Very Large – 600 
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Business Hotel

Transit / Airport 
Hotel

Resorts
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Boutique

Star Classification

One Star

Two Star
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Four Star

Five Star

Five Star Deluxe

Heritage – Built 
between 1935 to 

1950
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1920 to 1935

Heritage Grand –
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Independent 

Chain Hotels

Franchise 

Time Share and 
Condominium 
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Types of Hotels 

Category Types 

By Size or Number of 

Rooms 

 Small - Less than 100 rooms  

 Medium - 100 to 299 rooms 

 Large - 300 to 599 rooms 

 Very Large – 600 to 999 rooms 

 Mega – more than 1000 rooms 

Target Market  Business Hotel 

 Transit/Airport Hotel 

 Resorts 

 Motel 

 Bed and Breakfast/Homestays 

 Villas and Service Apartments 

 Boutique 

Star Classification  One Star 

 Two Star 

 Three Star 

 Four Star 

 Five Star 

 Five Star Deluxe 

 Heritage – Built between 1935 to 1950 

 Heritage Classic – built between 1920 to 1935 

 Heritage Grand – built before 1920 

Ownership and 

Affiliations  

 Independent  

 Chain Hotels 

 Franchise  

 Time Share and Condominium  

Table 2.1: Types of Hotels 

Classification by Size or Number of Rooms:  

 Small hotels - Less than 100 rooms  

 Medium hotels - 100 to 299 rooms 
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 Large hotels - 300 to 599 rooms 

 Very Large hotels – 600 to 999 rooms 

 Mega hotels – more than 1000 rooms 

Classification by Target Market: 

1. Business Hotel: preferred by business tourists. These hotels are located in those 

parts of the cities that accommodate corporate offices and other related 

establishments. The services offered are expected to be delivered at the fastest 

possible speed. The environment of these establishments is kept fully formal and 

highly professional.  

2. Transit/Airport Hotel: these hotels are for tourists who are in transit, stopping 

over at the place only for a few hours. Accordingly, these hotels are conveniently 

located in the proximity of the airports, railway stations or bus terminals. 

Travellers need these hotels to stay for the duration of their connecting flights or 

trains. Therefore, these hotels offer the rooms on a per-hour/smaller time slots (3 

hours, 6 hours, etc.) basis along with 24-hour check-in.   

3. Resorts: the concept of resorts is to provide relaxation and recreation to the 

guests. The services are lavish and provided at a relaxed speed. The environment 

is also designed to be casual, cosy and personalised. 

4. Motels: are the accommodation establishments located on the highways to 

provide short breaks or night stays to the travellers. This type of hotel generally 

provides the minimum required facilities for the travellers. These facilities include 

a pharmacy, auto repair shops, fuel pump, general store, etc. along with basic 

rooms.   

5. Bed and Breakfast/Homestays: are made as an extension to the residential area 

of the host family. The minimalistic accommodation facilities are preferred by 

tourists who prefer to stay close to the local communities and gain authentic 

experience of the destinations. This type of accommodation costs comparatively 

less than commercial hotels. The ‘bed and breakfast’ refers to the unavailability of 

dedicated provision of food for the tourists at the homestay.   

6. Villas and Service Apartments: the service apartments provide affordable 

accommodation facilities to tourists who intend to stay at the destinations for 

longer durations. These are more similar to the rented apartments where the 

tourists have to manage the food on their own in the apartments that generally 

contain all necessary amenities and equipment like a pantry, refrigerator, washing 

machine, microwave oven, and so on.  The villas are similar kinds of stand-alone 

accommodation facilities which may be rented for short as well as long duration.    
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7. Boutique hotels: are small hotels that provide an informal atmosphere and highly 

personalised services to the guests. The rooms would have different decors based 

on varied themes.  

Star Classification:  

 One Star 

 Two Star 

 Three Star 

 Four Star 

 Five Star 

 Five Star Deluxe 

The star indicates the standard of a hotel. The Hotel and Restaurant Approval 

Classification Committee (HRACC), an autonomous body of the Ministry of Tourism, 

Government of India, grants the star gradation to the hotels who apply for it. HRACC 

has criteria for facilities, amenities, size of rooms, etc. which are referred to as 

Essential Necessities Desirables (END) to allot the star category.     

Heritage hotels: refer to the hotels developed in heritage properties such as palaces, 

have lies and forts. These properties are preferred by tourists who want to experience 

a royal-lavish lifestyle and connect with the history of the destinations. From the 

architecture, decorations, uniforms of the staff to the live performances, all the 

elements are crafted to provide the feel of royalty and heritage to guests.  

[Classification by the Ownership and Affiliations: 

Independent: are directly owned by individual persons, family of the company. They 

have no tie-ups or affiliations with other hotels or hotel chains.  

Chain Hotels: owned and managed by large organisations which own several 

properties branded as a chain. These hotels maintain similarities in the look, styles, 

facilities and overall quality of all the hotels under the chain. Some of the companies 

have multiple chains under different brand names. For example, the Taj, Vivanta and 

Ginger are the brands of the same hotel company, i.e. The Indian Hotels Company 

Ltd. Similarly, Welcome, Welcome Heritage, and Fortune are the brands of ITC.  

Franchise: The concept of franchise refers to the authorisation given by a 

company (franchisor) to another company or individual (franchisee) to sell 

its unique products and services along with the brand and trademark in 

exchange for one-time/annual fees. While using the brand name of the 

franchiser, and attracting customers due to it, the franchise is expected 

to strictly adhere to the service quality standards and unique features 

associated with the brand. Hyatt, Hilton, Marriott, Holiday Inn, Sheraton, 

Treebo and Oyo are some of the examples of franchise hotels.       
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Time Share and Condominium: in Time Share each room is owned by several 

people. Each owner may use the room for a specific period of the year. Whereas, in a 

condominium, an individual owns a room in the complex of such rooms which is 

managed and operated just like a regular hotel by a company. The rent received is 

shared by the managing company and owner of the room. These can also be used by 

the owner as and when required like a timeshare room.  

1.2.2 MEAL PLANS 

The Meal Plans refer to the inclusion of food in the tariff charged from the customers. 

It specifies whether the breakfast, lunch and dinner are included in the room tariff 

or not.  

European Plan (EP) includes only room rent and not food. It is also called a ‘Room 

Only’ plan and all other food and beverages need to be purchased separately by the 

guest. This plan is convenient for those tourists who take the room mainly for a night 

stay and intend to check-out early in the morning (before breakfast time).   

Continental Plan (CP) is where the room tariff includes room rent and breakfast. 

Technically, it refers to the ‘continental breakfast’, however, the type/menu of the 

breakfast may vary according to the price of the tariff, type of hotel, location and so 

on. The plan is preferred by the tourists who intend to check-out in the morning 

before lunchtime. Getting breakfast in the accommodation facility itself enables the 

tourists to proceed with their travel plan without any break for a short meal.   

Modified American Plan (MAP) also known as Half Board meal plan. It is a modified 

version of the American Plan and includes a room stay with breakfast and a choice 

of meal between lunch and dinner. This is an excellent choice of meal plan for tourists 

who plan to go out from the hotel after breakfast for a full-day sightseeing - 

exploration and come back by the evening. 

American Plan (AP) includes all three major meals, breakfast, lunch, and dinner 

along with the room rate. Generally, the rates on this plan are higher but offer a good 

value for your money, along with the added convenience. This plan is best suitable 

for the resorts, wherein, the tourists tend to remain in the vicinity of the hotel 

throughout the day. The resorts are also located in isolated places and the inclusion 

of food in the tariff saves hassle to the tourists.    

Meal Plan 

Name 

Room Rent Breakfast Lunch Dinner 

European 

Plan 
Yes No No No 

Continental 

Plan 
Yes Yes No No 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

63 
 

Travel Advisor– Grade XI 

Modified 

American 

Plan 

Yes Yes Either Lunch Or Dinner 

American 

Plan 
Yes Yes Yes Yes 

Table 2.2: Types of Meal Plan 

TARIFF PLANS AND DISCOUNTS  

Costing and pricing of essential aspects of all the businesses. The occupancy rate of 

the hotel is a major factor to be considered while finalising the price. The occupancy 

rate refers to the average number of rooms getting sold/occupied over the span of a 

week/month. Several pricing strategies are adopted by the management of the hotels 

to determine attractive prices for their rooms. Similarly, discounts are also a 

necessary part of the promotion and sale of the hotel. Following are some of the tariff 

plans and discounts generally offered by the hotels: 

1. Rack Rate/Published Tariff: The rate that appears on the room tariff card. These 

are the highest stated rates for rooms and are generally negotiable. It is the price 

before any discounts. 

2. Package Rate: A package rate is given for a bunch of products and services. The 

rate is lower than the total prices of individual products or services offered in the 

package. Hotels may offer the following packages:  

 Meeting – conference package includes rooms for the delegates, meeting 

room/conference hall, conference facilities, food and beverage services, audio-

visual equipment, etc. 

 Meal package as discussed earlier in this section, the meal plans offer tariffs 

including the room and meals.  

 Marriage package includes all the necessary arrangements for marriage, like party 

hall/lawn, arrangement of reception buffet and other food and beverage services 

along with accommodation for the marriage party. 

 Holiday package includes pick–up–and–drop service, accommodation, meals, 

guiding service and local conveyance at the destination. 

3. Travel Agent Rate: Travel agents are provided with a discounted tariff or a certain 

percentage of commission on the bookings by the hotel. The discount or 

commission may vary according to the brand and volume of business given by the 

particular travel company.  

4. Corporate Rate: Hotels may offer a discounted rate in order to attract a high 

volume of business from large organisations. Hotels may also have a contractual 
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agreement with corporates for the special discounted rates ensuring a 

monthly/annual sale of rooms.  

5. Day and Half Day/time slot Rates: as discussed earlier, the transit hotels offer 

a variety of tariffs for the same type of rooms. Separate tariff for 3-hour slots, 6-

hour slots, and 12-hour slots along with regular overnight tariffs. The rates may 

or may not be exactly in proportion to the full-day tariff e.g. a room available for 

Rs. 2000/- for a night may be sold at Rs. 1200/- for a 12-hour slot and so on.  

6. Group rates: As large groups provide bulk business to a hotel; they may be 

offered discounted rates to these groups. 

7. Introductory pricing: This pricing is provided by the new hotel as a promotional 

tool. 

8. Seasonal Rates: Hotels may charge varying rates depending on the demand for 

the rooms. Higher demand results in higher rates and the period of lower demand 

the rates may be reduced.   

1.3.2 APPLICABLE TAX  

The tourism and hospitality industry, like every other sector in the Indian economy, 

is liable to pay multiple taxes (VAT, luxury tax, and service tax) under the previous 

Value Added Tax (VAT) system. Now there is a Goods and Service Tax (GST) system, 

which has predefined slots of the room tariff and the tax is levied accordingly.  

 Charge per person/per room (1 Night) GST On Hotel Accommodation 

Less than INR 7,499 12 % 

INR 7,500 and above 18 % 

Table 2.3: Room Tariff Tax 

*New GST rates as of 2023, incorporated 

1.4 Peak and Lean Season 

Tourism seasonality refers to the recurring fluctuation in the tourism demand. There 

may be various reasons for this fluctuation like extreme weather, vacations, special 

events and so on. High, low, and shoulder seasons may exist for a destination. Peak 

season refers to the period when tourist traffic in a specific location is high. Whereas, 

off-season refers to the period when demand for hotel rooms is low. Hotels in 

destinations with high seasonality publish their seasonal and off-season (discounted) 

rates. In the Indian context, the winter season is generally considered the peak 

season for inbound travel. Whereas, for domestic travel, the summer vacation (May 

– June), Diwali vacation and winter vacation (last week of December) are considered 

as peak seasons. March to October is considered a lean season for Indian inbound 

tourism due to the heat and heavy rains.   
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For some destinations, all the weekends throughout the year bring high demand and 

weekdays a lean period. Hotels examine demand levels over time and set a higher 

tariff during high-demand periods and a lower charge during low-demand seasons. 

Activities 

Activity 1: Customer Profiling and Communication Workshop of Tour Planning 

Material Required: Whiteboard or flipchart and markers, Laptop and projector for 

presentations, Printed worksheets for participants, Pen/pencil for each participant. 

Procedure: 

1. Begin by explaining the importance of customer profiling and effective 

communication in tour planning. Emphasise the need to understand different 

types of travellers and tailor offerings to meet their needs. 

2. Present the different types of travel and travelling groups outlined in the 

Session material. 

3. Discuss characteristics, preferences, and expectations of each type of group. 

4. Engage participants in a discussion to share any personal experiences or 

observations related to different traveller types. 

5. Divide participants into small groups. 

6. Provide each group with a worksheet containing hypothetical traveller profiles. 

7. Instruct participants to analyse the profiles and identify the most suitable 

travel options (destinations, activities, accommodations, etc.) for each traveller 

based on their preferences and needs. 

8. Encourage groups to discuss and justify their choices. 

9. Reconvene as a whole group to share and compare findings. 

10. Present information on different types of hotels and meal plans as per the 

Session material. 

11. Highlight the importance of matching accommodation and meal options with 

the preferences of different traveller groups. 

12. Divide participants into pairs. 

13. Assign each pair a scenario where one participant acts as a travel advisor and 

the other as a potential customer. 

14. Provide scenarios involving different traveller types and preferences. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

66 
 

Travel Advisor– Grade XI 

15. Instruct participants to engage in role-play, with the travel advisor effectively 

communicating suitable travel options, hotel choices, and meal plans to meet 

the customer's needs. 

16. Rotate roles after each scenario to ensure all participants have a chance to 

practice. 

17. Facilitate a brief discussion reflecting on the challenges and strategies 

encountered during the role-play. 

18. Summarise key learnings and emphasise the importance of customer-centric 

approach in tour planning. 

19. Invite participants to share any additional insights or questions. 

Activity 2: Tariff planning and negotiation simulation in pair on negotiation 

situation scenario. 

Materials Required: Laptop and projector for presentations. Printed scenarios for 

negotiation simulation. Whiteboard or flipchart and markers. Pen/pencil for each 

participant. 

Procedure: 

1. Briefly introduce the importance of tariff planning and negotiation skills in tour 
planning. Explain the significance of setting competitive prices and securing 

favourable deals with service providers. 
2. Tariff Plans and discounts overview. 
3. Present information on different tariff plans and discounts as per the Session 

material. 
4. Discuss factors influencing pricing decisions and the importance of adapting 

pricing strategies to market conditions. 
5. Divide participants into pairs, designating one as a hotel representative and 

the other as a travel advisor. 

6. Provide each pair with a scenario involving a negotiation situation, such as 
securing group rates, discussing package deals, or agreeing on contractual 
terms. 

7. Instruct participants to role-play the negotiation, with each pair aiming to 
reach a mutually beneficial agreement. 

8. Encourage participants to utilise negotiation techniques learned and creatively 
solve problems to achieve their objectives. 

9. Monitor the simulations, providing guidance and feedback as needed. 

10. After the negotiation rounds, reconvene as a group to debrief and discuss the 
outcomes of the negotiations. Encourage participants to share insights, 

challenges, and successful strategies. 
11. Facilitate a discussion on the negotiation process, focusing on key learnings 

and takeaways. 

12. Encourage participants to reflect on effective negotiation tactics, areas for 
improvement, and lessons learned for future negotiations. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

67 
 

Travel Advisor– Grade XI 

13. Summarise the importance of effective negotiation skills in securing 

favourable terms for tour planning. 
14. Conclude the activity by highlighting the significance of tariff planning and 

negotiation skills in the tourism industry. Encourage participants to continue 

developing their negotiation abilities through practice and experience. 

Check Your Progress 

A. Fill in the Blanks 

1. Inbound travel brings in foreign exchange and is essential for the ____________ 

of the host country. 

2. ____________ are the highest stated rates for rooms and are generally negotiable. 

3. European Plan includes only room rent and not ____________. 

4. The star classification indicates the ____________ of the hotel. 

5. The hospitality industry is liable to pay multiple taxes such as VAT, luxury tax, 

and service tax, which are now replaced by the Goods and Service Tax (GST) 

system, with predefined slots of the room tariff and the tax is levied ____________. 

B. Multiple Choice Questions 

1. What is the primary role of a travel advisor in the tourism industry? 

a) To advertise destinations 

b) To assist tourists in making travel decisions 

c) To manage hotel bookings 

d) To organize transportation 

2. What does "inbound travel" refer to? 

a) Travel within the geographical borders of the home country 

b) Travel from one country to another 

c) Travel within the same city 

d) Travel to the host country from a foreign country 

3. Which of the following is NOT a type of traveling group mentioned in the 

Session? 

a) Solo travellers 

b) Corporate groups 

c) School and College groups 

d) Friends and Colleagues groups 

4. What is the primary purpose of "Transit/Airport Hotels"? 
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a) To provide accommodation for business travellers 

b) To offer recreational activities 

c) To accommodate tourists during layovers or short stays 

d) To provide affordable accommodation for students 

5. What does the "Continental Plan" for meal options include? 

a) Room rent only 

b) Room rent and breakfast 

c) Room rent, breakfast, and a choice of meal between lunch and dinner 

d) Room rent, breakfast, lunch, and dinner 

C. State whether the following Statements Are True or False 

1. The winter season is generally considered the peak season for inbound travel in 

India. 

2. European Plan includes breakfast along with the room rent. 

3. Corporate Rate is offered to individual tourists at a discounted rate. 

4. Motels are usually located in urban areas. 

5. The Goods and Service Tax (GST) system in India has predefined slots for room 

tariffs, with different tax rates depending on the room rate. 

D. Short Answer Questions 

1. What are the three basic types of travel discussed in the Session? 

2. Define "Inbound travel" and "Outbound travel." 

3. Name three types of traveling groups mentioned in the Session. 

4. Explain the concept of "European Plan" in hotel meal options. 

5. What is the primary purpose of "Transit/Airport Hotels"? 

E. Long Answer Questions 

1. Discuss the importance of understanding different types of travel for a travel 

advisor. Provide examples to support your answer. 

2. Explain the classification of hotels based on size or number of rooms, target 

market, and star classification.  

3. Describe at least three tariff plans and discounts commonly offered by hotels. 

How do these pricing strategies impact the hotel's revenue and customer 

satisfaction? 

4. Discuss the significance of tourism seasonality and its impact on hotel pricing. 

Provide examples of peak and lean seasons in the Indian tourism context. 
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5. Explain the Goods and Service Tax (GST) system in India as it relates to the 

tourism and hospitality industry. How does it affect hotel tariffs? 

F. Check Your Performance 

Prepare a chart on different meal plans offered by hotels, including European Plan, 

Continental Plan, Modified American Plan, and American Plan. 

Session 2: Resources for Relevant Information for Tour Planning 

As discussed in the previous Session of this unit, the travel advisor is one of the most 

essential personnel in the travel agency as they are expected to provide accurate 

information and appropriate guidance to the customer. A mistake or inaccurate 

information given by the travel advisor may disrupt the tour and may have severe 

consequences for the business. Thus, they must have in-depth, accurate and 

updated information about the destinations, service providers, rules and regulations 

and so on.   

This Session discusses the various resources available for the travel advisor to 

acquire the necessary information to provide advice to the customer and plan the 

tours.  

This Session includes:  

 Tourism books 

 Travel magazines   

 Brochures and other publications of DMOs 

 E-resources and social media  

2.1. Tourism Books: may include a variety of books written in different styles. Some 

of the books like Lonely Planet provide descriptive information about the destinations, 

their attractions and other necessary elements such as how to reach, where to shop, 

where to eat and so on. The contact numbers and email addresses of the hotels, travel 

agencies and other service providers may also be given in these books. These kinds 

of professional ‘travel information’ books by reputed publications provide the required 

information about the destinations. The information given in these books is also 

regularly updated by the publishers. However, it is necessary to check the 

authenticity of the information given in these books if they are not from a well-known 

– reputed publisher.  

The other type of travel books may include the ‘travelogue books’ that may not give 

the details of accommodation options and contact numbers but they are sources for 

details of the experiences one can get at the destinations. The books describe the 

experience of the travel of their authors of visiting these destinations.    

2.2. Travel Magazines: can also be classified into two i.e. travel magazines with 

descriptive articles about the destinations and their attractions. There are some 
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magazines about transportation as well. Travel Leisure, Conde Nast Traveller, and 

Outlook Traveller are some examples of this kind of magazine. These magazines focus 

on specific geographic regions, types of tourism, events, etc. through their special 

editions and supplementary editions. These resources provide in-depth knowledge 

on various aspects to travel advisors and other professionals in the industry.   

Other types may include magazines that provide updates on the industry news, 

government schemes for tourism, new organisations, analyses and reports relevant 

to the tourism and travel industry. Travel Biz Monitor, Trav Talk, MICE Talk, 

Hospitality Biz India etc. are examples of these types of magazines. Travel advisors 

can keep themselves aware of all the updates in the industry with the help of these 

magazines.  

2.3. Brochures and other publications of DMOs: DMOs refer to Destination 

Marketing organisations or Destinations Management Organisations. These 

organisations focus on promoting the locations as travel destinations. DMOs include 

government tourism boards, tourism development corporations, tourism authorities 

etc. In the Indian context, Indian Tourism Development Corporation (ITDC) is DMO 

for the country, whereas, on the state level, there are Kerala Tourism Development 

Corporation, Rajasthan Tourism Development Corporation, Maharashtra Tourism 

Development Corporation, Madhya Pradesh Tourism and so on.  

These organizations publish various kinds of promotional material to create 

awareness, and interest and attract tourists towards the destinations. These 

publications may include books, booklets, pamphlets, maps, and short films on their 

destinations. As the publications are from government bodies, the authenticity of the 

given information can be assured. Thus, it becomes necessary for travel advisors to 

refer to these publications to update themselves and verify the information regarding 

the destinations and attractions.  

2.4. E-resources and social media: The internet provides an abundance of 

information on any subject and topic. However, it is also essential not to trust all 

websites and use only verified sources to get the required information. Following are 

some online resources for tour planning:  

a. Destination and attraction information: The DMO website is the best 

resource to get authentic information regarding the destinations and attractions. The 

travel and hospitality organizations at the destinations also provide relevant 

information on their websites.    

b. There are certain platforms where tourists write their reviews based on their 

experience of visiting the attractions, restaurants and other service providers. The 

experience might differ from person to person and may also depend on their 

background and expectations. However, an overall assessment of these combined 

reviews helps the reader to make their decisions. Trip Advisor and Google Maps one 

of the best platforms for the travel community.  



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

71 
 

Travel Advisor– Grade XI 

c. Location and Routing: Online tools like Google Maps provide much-needed clarity 

to the travel advisor regarding the lay of the land and the exact location of the 

destinations and attractions. It also provides the best routes to reach there along 

with an estimation of required travel time and possible alternative routes as well. 

With a clear understanding of locations and routing the travel advisor can plan the 

tour itinerary more efficiently and effectively.  

d. Transportation: Google Flights and the Airline websites provide all the necessary 

information regarding the available flights, travel time, ticket price and so on. The 

travel advisor can get this information quickly and plan the travel accordingly. For 

getting information about train travel in India, IRCTC and affiliated websites can be 

used.  Various organisations provide local conveyance and rental vehicles at the 

destinations. Their details can be obtained from tier websites and apps.    

Tools like Wander log allow the creation of “trips” and the formulation of a daily 

itinerary with information about transit, accommodation, and activities. 

e. Accommodation: the DMOs have their accommodations at almost all the 

important destinations. The official websites of the DMOs can be used for details and 

booking. Other websites like Booking.com, Airbnb and Vrbo provide information and 

booking platforms for various kinds of accommodation services.  

Tools like Viator, Get Your Guide and Eat With provide details of various activities 

available at the destinations.  

Social Media 

Social media has advanced to one of the most effective tools for marketing. Unlike 

print media, radio or television, social media platforms like Instagram, Facebook, X 

(formerly known as Twitter), and YouTube provide options to reach specifically to the 

target market. Social media marketing is comparatively more cost-efficient as well. 

Traditional organisations and even government organisations have realized the power 

of this media and used it effectively. Almost all tourism boards, hotels, resorts, and 

transport operators have their presence on various social media platforms. These 

platforms are an excellent source for getting updated information about destinations, 

attractions, events, packages and so on. Travel advisors can make the best use of 

these easy-to-access resources. Interaction with these organisations through their 

social media accounts is also much quicker than the traditional formal ways of emails 

and letters. 

Social media creates humongous User-Generated content which also is a great 

source to get updated information and details about the attractions and available 

services at the destinations. 
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Activities 

Activity 1: Prepare and present a presentation on different types of travel groups  

Material Required: 

 Presentation slides prepared in PowerPoint or any other presentation software) 

 Projector or display screen 

 Laptop or computer to run the presentation 

 Whiteboard or flip chart (optional, for additional visual aids) 

 Markers and pens 

 Handouts or printed copies of the presentation slides for participants (optional) 

Procedures: 

1. Develop the presentation slides covering the different types of travel groups as 

outlined in the activity description. 

2. Ensure that the content is well-organized, visually appealing, and includes 

relevant images, charts, and graphs to enhance understanding. 

3. Practice delivering the presentation to ensure clarity, fluency, and effective time 

management. 

4. Set up the projector and connect it to the laptop or computer. 

5. Briefly introduce the topic of travel groups and explain the importance of 

understanding their different types. 

6. Start the presentation and guide participants through each slide, explaining 

the content and providing relevant examples and insights. 

7. Encourage interaction by asking questions, inviting comments, and facilitating 

discussions on each type of travel group. 

8. Allocate time at the end of the presentation for questions and answers. 

9. Encourage participants to ask questions or seek clarification on any aspect of 

the presentation. 

10. Summarize the key points covered in the presentation. 

11. Provide participants with handouts or printed copies of the presentation 

slides, if available. 

Activity 2: Organise a visit to any two hotels from different star categories and 

prepare a report highlighting the difference between them.   

Materials Required: 

 Notepad or notebook 
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 Pen or pencil 

 Camera or smart phone for taking photos (optional) 

 Tape measure (optional) 

 Business cards or contact information of the hotels 

Procedure: 

1. Research and identify two hotels from different star categories in your desired 

location. Consider factors such as reputation, amenities, services offered, and 

accessibility. 

2. Contact the hotels to inquire about their visitation policies and schedule a visit. 

Obtain permission from the hotel management or relevant authorities. 

3. Plan the logistics of your visit, including the date, time, and duration of the visit. 

Ensure that the visit does not coincide with peak check-in or check-out times. 

4. Confirm transportation arrangements if the hotels are not within walking 

distance. 

5. Prepare a list of specific areas or features you want to observe and compare during 

the visit, such as lobby, rooms, restaurants, amenities, and services. 

6. Take a tour of the hotel, paying close attention to the areas you identified for 

comparison. Take notes and photographs to document your observations, if 

permitted. 

7. Engage with hotel staff and ask questions about the facilities, services, and any 

unique features of the hotel. 

8. Repeat the process for the second hotel, following the same steps outlined above. 

9. Compile your notes and observations from both hotel visits. 

10. Organize the information into a structured report, highlighting the differences 

between the two hotels based on factors such as: 

 Star category and classification 

 Location and surroundings 

 Architecture and interior design 

 Room types and amenities 

 Dining options and food quality 

 Recreational facilities 

 Customer service and staff professionalism 

 
11. Include any photos taken during the visits, if applicable. 

12. Prepare a presentation based on your report to share your findings with others, 

if required. 

13. Deliver the presentation, highlighting the key differences between the two hotels 

and providing insights based on your observations. 
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14. Submit the report to the instructor. 

Check Your Progress 

A. Fill in the Blanks 

1. Tourism books like Lonely Planet provide ____________ information about 

destinations and attractions. 

2. Travel magazines such as Travel Leisure focus on specific geographic regions 

and types of ____________. 

3. Brochures and publications of DMOs are published to create awareness and 

attract tourists towards the ____________. 

4. Google Maps provides clarity on the lay of the land and the exact location of 

destinations and attractions, along with the best ____________. 

5. Social media platforms like Instagram and Facebook provide options to reach 

specifically to the ____________. 

B. Multiple Choice Questions 

1. What type of information do travel information books typically provide? 

a) Personal travel experiences 

b) Government regulations 

c) Contact details of service providers 

d) Industry news and analysis 

2. Which type of magazine focuses on specific geographic regions, types of 

tourism, and events? 

a) Travelogue magazines 

b) Transportation magazines 

c) Industry news magazines 

d) Descriptive travel magazines 

3. What is the primary purpose of brochures and publications from Destination 

Marketing Organizations (DMOs)? 

a) To provide personal travel experiences 

b) To offer industry news and analysis 

c) To promote locations as travel destinations 

d) To share transportation information 
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4. Which online platform is known for providing user-generated reviews of 

attractions and service providers? 

a) Google Maps 

b) Wander log 

c) Viator 

d) Trip Advisor 

5. What is the advantage of using social media as a resource for travel planning? 

a) Provides official government regulations 

b) Offers detailed industry analysis 

c) Facilitates interaction with tourism boards and operators 

d) Provides transportation booking services 

C. State whether the following Statements are True or False 

1. Lonely Planet is an example of a travel magazine. 

2. DMOs publish promotional material to create awareness and attract tourists to 

destinations. 

3. Google Maps provides information only about the lay of the land and does not 

offer routing options. 

4. Social media platforms like Instagram and Facebook are not effective tools for 

marketing in the tourism industry. 

5. Tools like Viator and Get Your Guide provide details of various accommodation 

options. 

D. Short Answer Questions 

1. What are DMOs, and what kind of promotional material do they publish? 

2. Name one online platform for obtaining information about available flights and 

their details. 

3. What is the primary focus of descriptive travel magazines? 

4. Briefly explain the purpose of travel information books. 

5. How can social media be utilized as a resource for travel planning? 

E. Long Answer Questions 

1. Describe the different types of information provided by travel magazines and how 

they benefit travel advisors in tour planning. 

2. Explain the significance of brochures and publications from Destination 

Marketing Organizations (DMOs) in assisting travel advisors with tour planning. 
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3. Discuss the various online resources available for travel planning, including their 

functions and advantages for travel advisors. 

4. Compare and contrast the information provided by travel information books and 

user-generated reviews platforms in aiding travel advisors with tour planning. 

5. Evaluate the role of social media in the tourism industry, detailing its impact on 

marketing, customer engagement, and information dissemination for travel 

advisors. 

F. Check Your Performance 

List out various online resources can travel advisors utilize for gathering destination 

and attraction information. 

Session 3:  Customer Profiling and Communication 

This Session includes the process of understanding the customer, their needs and 

preferences for the tour for planning the appropriate tour for them. This is followed 

by preparing the tour and explaining its details to the customers, convincing them to 

buy the tour and then make the necessary bookings. The whole process needs 

excellent communication skills. This communication requires technical knowledge, 

updates from the market, convincing skills, proper body language and mannerisms 

to make sure to gain the trust of the customer and get the booking done. 

This Session includes:  

3.1 Importance of mannerisms and body language when communicating with 

customers. 

3.2 Identifying the customer needs and maintaining the customer profile. 

3.3 Importance of communicating the details of the tour with customers. 

3.1  Importance of mannerisms and body language when communicating with 

customers:  

Communication is the most essential part of any business – more so in the service 

industry. With the fast pace of business interactions and decisions, a 

misinterpretation can lead to a negative image and loss of business.  

Good manners are critical in establishing confidence and credibility in commercial 

interactions. The courtesy, respect and other mannerism in the communication 

shows the customers that their time, ideas, and requirements are being appreciated. 

This fosters a good and conducive environment in which both sides are more likely 

to collaborate towards a mutually beneficial solution. When proper manners are 

absent, however, it can lead to strained relationships, misunderstandings and 

subsequent consequences. 
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Similarly, the body language conveys the confidence in the corporate environment. It 

presents the personality, intent, interest and so much more of the person. In 

communication, body language has a significant impact and can be just as essential 

as verbal communication. Eye contact, head movement, postures, gestures, and 

facial emotions are all examples of nonverbal cues that may enrich spoken language. 

Some of the important manners and body language aspects expected to be followed 

in communication with the customers are as follows:  

Smile: however simple this might sound; a smile is the most fundamental aspect of 

any communication. It provides comfort to the customers and makes them feel 

welcome.  

Maintaining eye contact: it is essential to show interest in the interaction and 

respect for the customer.  

Nodding: it is an effective element of body language. It communicates to the 

customers that you are paying attention to them and are interested in their needs. 

Nodding might convey to a customer that you understand what they are trying to 

convey and agree with their concerns.   

Good Posture: it signifies energy and professionalism at the workplace. Good posture 

showcases the confidence of the person, which leads to a positive image and also 

influences customers' purchase decisions.  

Punctuality: no one likes to wait, especially customers. Maintaining the appointment 

timings, not taking too much time to explain the products and so on show 

professionalism and respect for the time of the customer. 

Vocalics: the voice and speech of the travel advisor must be clear and audible, but 

must not sound aggressive or arrogant. Vocalics refer to the pitch, volume, speed, 

vocal quality and verbal filler. Pitch helps to convey meaning, regulate conversational 

flow, and communicate the intensity of a message. The voice modulation keeps the 

audience interested in the conversation. Variations in speaking rate can interfere 

with the ability of others to receive and understand verbal messages. A slow speaker 

could bore others and lead their attention to wander. A fast speaker may be difficult 

to follow, and the fast delivery can distract from the message. Verbal fillers are 

sounds that fill gaps in our speeches as we think about what to say next. They are 

considered a part of nonverbal communication because they are not like the typical 

words that always stand in for a specific meaning. Verbal fillers such as “um,” “uh,” 

“like,” “ok”, “all right”, etc. are common in regular conversation and are not typically 

disruptive.  

Kinesics, Haptics and Proxemics: Kinesics refers to the study of hand, arm, body, 

and face movements. The use of gestures, head movements and posture, eye contact, 

and facial expressions is important in communication. Haptics refers to 

communication by touch. Touch is necessary for human social development, and it 

can be welcoming, threatening, or persuasive. A firm handshake asserts confidence 
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and positive energy. Proxemics refers to how space and distance influence 

communication. Space influences how people communicate and behave. Unexpected 

breaches of personal space can lead to negative reactions, especially when we feel 

someone has violated our space voluntarily.   

3.2 Identifying the customer needs and maintaining the customer profile:  

The tourism industry essentially sells experience and memories to its customers. This 

requires not just planning but careful curation of the experience through placing all 

the essential elements of the tour beyond the expectation of the customer. It is not 

possible with just a bunch of readymade pieces and putting them together. Tour 

packages that can satisfy the customers, require a deep understanding of the needs, 

tastes, requirements and preferences of the customers. Sometimes even customers 

themselves might not be able to express what they expect from the tour, but, it is the 

duty of the travel agent/tour operator to assess it and deliver the perfect product to 

them.  

The ways in which the travel advisor can excerpt this information and create a profile 

of the customer is through the following questions:  

 How many days do you have for the tour? 

 Who you are travelling with (travel group)? What is their age group? 

 What is your budget?  

 What are your food preferences (and dietary restrictions if any)? 

 Do you have any health conditions?  

 What sort of activities you would like to participate in during the tour? 

The answers to these and some follow-up questions would provide the travel advisor 

with essential elements to create a profile of the customer. Maintaining the profiles 

of regular/loyal customers is important for the travel agency/tour operators.   

3.3 Importance of communicating the details of the tour with customers: 

Transparency is essential to gain the trust of the customer and build a relationship 

with them. After convincing the customers to purchase the product made for them, 

it is necessary to clarify all the details of the products. These details must be 

communicated before the customer makes the purchase. The communication may 

contain the following details: 

 Products and services included in the tour price. 

 Products and services NOT included in the tour price. 

 Complementary services. 

 Discounts offered. 
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 Taxes levied. 

 Service charges. 

 Final price. 

 Check-in and check-out times. 

 Transportation details. 

 Contact numbers of the service providers. 

The communication of the details before the final booking may also lead to adding, 

changing or removing some of the elements from the tour. This might lead to an 

increase in the sale.  

The explanation is also essential for the customers to set their expectations from the 

tour accordingly. In the state of lack of clarity, the customer might keep excessive 

expectations and after getting an experience, lesser than the expected, it would result 

in dissatisfaction. This dissatisfaction would not only result in losing out on repeat 

purchases from that customer, but also the bad word of mouth may dissuade other 

potential customers and create a bad reputation in the market.  

The explanation of details also has legal importance. The travel advisors can 

safeguard themselves and the travel organisations by making sure that the customer 

has understood all the details and may not claim afterwards that they were not 

informed about the details of the tour.  

Activity 

Activity 1: Develop Your Travel Brochure 

Material Required: Paper, Markers, coloured pencils or crayons, Travel magazines 

or internet access for inspiration. 

Procedure: 

1. Provide each student with a piece of paper and art supplies. 

2. Explain to the students that they will be creating a travel brochure for a 

destination of their choice. 

3. Encourage students to use their imagination and creativity to design an 

appealing brochure that highlights the attractions, activities, and 

accommodations of their chosen destination. 

4. Students can use travel magazines or search online for inspiration and ideas. 
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5. Once the brochures are completed, students can share them with the class, 

explaining their chosen destination and the features they included in their 

brochure. 

6. Encourage classmates to ask questions and provide feedback on each other's 

brochures. 

Activity 2: Role-play scenario on tour booking where student acting as travel advisor 

and customer. 

Materials Required: Role-play scenario cards (prepared by the teacher), Set-up of 

desk, computer, phone, and chairs. 

Procedure: 

1. Divide the class into pairs, with one student acting as a travel advisor and the 

other as a customer. 

2. Provide each pair with a role-play scenario card that outlines a specific tour 

booking situation, such as booking a family vacation or arranging a group tour. 

3. Set up a designated area in the classroom as a travel agency desk, complete 

with props like a computer, phone, and brochures. 

4. Instruct students to role-play the scenario, with the travel advisor using their 

communication skills to gather information from the customer and recommend 

an appropriate tour package. 

5. Encourage students to use proper manners, body language, and clear 

communication during the role-play. 

6. After the role-plays are completed, facilitate a debriefing Session where 

students can reflect on their communication strategies and discuss what went 

well and what could be improved. 

Check Your Progress 

A. Fill in the Blanks 

1. Communication is the most essential part of any business, especially in the service 

industry. A misinterpretation can lead to a negative image and loss of business 

due to _______________, misunderstandings, and subsequent consequences. 

2. Good manners are critical in establishing confidence and credibility in commercial 

interactions. The courtesy, respect, and other mannerisms in communication 
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show customers that their time, ideas, and requirements are being 

_______________. 

3. Eye contact is essential to show interest in the interaction and respect for the 

customer. It helps convey _____________________and respect for the customer. 

4. Maintaining the appointment timings and not taking too much time to explain 

products show __________________ and __________________ for the time of the 

customer. 

5. Transparency is essential to gain the trust of the customer and build a relationship 

with them. After convincing the customers to purchase the product made for them, 

it is necessary to clarify all the _______________. 

B. Multiple Choice Questions 

1. Which of the following is NOT an important aspect of good communication 

manners? 

a) Maintaining eye contact 

b) Avoiding smiling 

c) Nodding to show understanding 

d) Being punctual 

2. What does vocalics refer to in communication? 

a) Study of hand and body movements 

b) Communication by touch 

c) Pitch, volume, speed, and vocal quality 

d) How space and distance influence communication 

3. How can a travel advisor maintain a customer profile? 

a) By ignoring the customer's preferences 

b) Asking relevant questions about the tour 

c) Keeping profiles only for new customers 

d) Avoiding follow-up questions 

4. What does haptics refer to in communication?  

a) Study of hand and body movements  

b) Communication by touch  

c) Pitch, volume, speed, and vocal quality  

d) How space and distance influence communication 

5. Why is transparency important in communicating tour details?  
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a) It helps to confuse customers  

b) It builds trust with customers  

c) It makes the tour seem more mysterious  

d) It increases the chances of upselling unnecessary services 

C. State Whether the Following Statements Are True or False 

1. Good posture showcases the lack of confidence of the person.  

2. Transparent communication with customers can help prevent 

misunderstandings and subsequent dissatisfaction. 

3. Maintaining customer profiles is not necessary for travel agencies.  

4. Vocal fillers such as "um" and "uh" are considered disruptive in communication.  

5. Touch is not a significant aspect of communication according to the text.  

D. Short Answer Questions 

1. What are some key elements of mannerisms and body language in customer 

communication? 

2. Why is maintaining eye contact important in customer interactions? 

3. How can nodding be effective in conveying understanding and agreement? 

4. What is the significance of good posture in communication with customers? 

5. Why is punctuality crucial in maintaining professionalism with customers? 

E. Long Answer Questions 

1. Explain the importance of mannerisms and body language in customer 

communication, citing specific examples of how these aspects contribute to 

building trust and rapport. 

2. Describe the process of identifying customer needs and maintaining customer 

profiles in the context of tour planning.  

3. Discuss the importance of transparent communication of tour details with 

customers before finalizing bookings.  

4. Explain the role of communication in managing customer expectations during a 

tour.  

5. Discuss the legal importance of explaining tour details to customers before 

bookings are finalized. 

F. Check Your Performance 

List out the role of vocalics, kinesics, haptics, and proxemics in effective 

communication with customers in the travel industry. 
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Session 4: Factors of Tour Costing and Negotiations with Service 

Providers 

This Session discusses the process of calculating the total cost of the tour. There are 

various elements to be calculated for the final cost which are included in this Session. 

The other part of the Session includes the service providers necessary for the 

operation of the tour and the best practices to negotiate with them.  

This Session includes:  

4.1 Factors for estimating the travel cost. 

4.2 Best practices for negotiation with service providers. 

4.1 Factors for estimating the travel cost: 

The term ‘cost’ refers to the amount of payment made to acquire any goods or 

services. The costing processes the overall expense incurred or attributed to a tour 

product or service. It is the entire amount of money spent on designing or putting 

together a tour package. The total cost of the tour may include the following 

components: 

4.1.1. Cost of Research and Development: Creating a good tour requires proper 

research that includes various aspects of the destination, market, feedback from 

previous customers, etc. It covers the expenses of all the personnel involved in the 

planning process and the activities undertaken by them. These activities include -  

 Examining the feedback and suggestions given by the previous customers. 

 Conducting market research to assess the popular-trending destinations, 

attractions and activities.  

 Destination research - Visiting the destinations and attractions, especially if the 

business is new or they have not planned a tour for the specific destinations. 

 Determining the destinations and attractions. 

These stages necessitate extensive research, which costs a substantial sum of money.  

4.1.2. Marketing Cost: Marketing is necessary to take the products effectively to the 

target market. Public relations, telemarketing, direct marketing, sales promotion, and 

advertising are examples of promotional activities. Every marketing campaign needs 

to be focused on the AIDA - attract, raise interest, create desire and prompt action. 

4.1.3. Administrative Costs: Right from the water and tea served to the customers 

to the prints taken to the maintenance of the office, all these costs are included in 

the administrative. These are not directly included in the tour but the entire operation 

cannot complete without these services. 

4.1.4. Transportation Cost: It includes the cost of travel from the point of origin to 

the destination through different modes like air, road, rail, cruise, etc. This cost may 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

84 
 

Travel Advisor– Grade XI 

vary according to the choice of mode, vehicle as well and class. For example; a train 

has sleeper class as well as 3-AC, 2-AC and 1-AC, the cost of which would vary 

significantly. The transportation cost includes the transfer cost to and from the 

terminal of mode of transportation i.e. railway station, airport, bus stand, etc. The 

transportation service providers may have some discounted rates for the travel 

agents/tour operators according to the scale of business provided by them. The 

airlines or bus transport companies might give substantial discounts to the travel 

agencies/tour operators giving bulk business annually. However, railway costs would 

not have any difference unless the tour operator hires a separate coach for the train.  

4.1.5. Accommodation Cost: The price of accommodation varies greatly based on 

the type, standards, services, amenities, meal plan, location, etc. Types and 

standards have been discussed earlier i.e., Star category, and higher the star equally 

higher the price can be expected. In terms of meal plans, a Modified American Plan 

(room + Breakfast + 1 meal) would be more expensive than a Continental Plan (room 

+ breakfast). Whereas a better-located room like a sea-facing room of a resort may 

cost more than a non-sea-facing room.  

As discussed in the previous Session, the hotels would offer discounted rates to the 

travel agents and tour operators according to the scale of the business provided to 

them. The applicable rate is added to the overall cost of the package tour. 

4.1.6. Food and Beverage (F&B) cost: If any food and beverage is offered in the 

package that is not included in the meal plan of the hotels, e.g. refreshments at the 

airport/during sightseeing, water bottles during travel, it is added to the total cost.  

4.1.7. Sightseeing and Activity Cost: This takes up a significant part of the tour 

cost. This price is often determined per person. The cost would involve the entry 

tickets, guiding changes and transportation costs. The transportation cost would 

include the vehicle used for the conveyance.     

The activities included in the tour would be added to the cost accordingly. There 

might be some discount according to the negotiations between the activity operator 

and travel agent/tour operator and/or the size of the group.  

The tour costs can be categorised into two groups based on how they impact the 

tour's overall cost structure. 

Direct Cost: The expenses that are directly related to a specific package tour include 

transportation, accommodation, food and beverages, sightseeing, etc. These expenses 

can be easily linked to a particular tour. 

For example, the cost of a tour would precisely correspond to the price of the food 

and lodging. Depending on whether they choose to go by bus, aircraft, train or car, 

the cost varies.  

Indirect Cost: Making and promoting tours entails many expenses that are 

more difficult to track down than direct tour expenses. The costs associated with 
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marketing costs, tour planner costs, financial and legal costs, administrative costs, 

FAM tour costs, medical expenses, insurance premiums, and so on, are known as 

indirect tour costs. Although it is difficult to associate these indirect costs with a 

specific tour, the percentage of gross profit margin would be in accordance with this 

cost. 

Fixed Cost: are those that one must pay whether or not they are selling tours. As 

fixed costs are based on time, rather than production, they are often referred to as 

period costs. For example, whether the travel agency can sell 10 packages a month 

or 20, the rent for office space they have to pay would be the same. Thus, such 

expenses would be recovered through the sale of the products in a certain proportion. 

The overall cost of these expenses remains fixed, but as the level varies, so do the 

expenditures per person or per package. 

Variable Cost: Certain tour costs, as opposed to fixed tour prices, fluctuate in direct 

proportion to the volume of sales or the number of tour participants. Variable costs 

are those that are only incurred when a passenger makes use of the service. The cost 

of entry tickets will be exactly according to the actual number of tourists and not a 

fixed amount. 

4.2 Best practices for negotiation with service providers:  

Effective negotiations are critical to the success of business, as they build stronger 

bonds and result in long-term, high-quality solutions. It also helps to avert conflicts 

and problems in the future. 

Negotiations can be described as a strategic conversation aimed at finding a mutually 

agreeable solution to a problem, or a settlement. In a negotiation, two or more sides 

work together to achieve a final result that is acceptable to all parties. It may happen 

between buyers and sellers, employers and potential employees, two or more 

governments, and other parties. 

There are a few strategies that can be adopted by the negotiating parties, i.e., 

Compete (win–lose), Accommodate (lose-win), Avoid (lose–lose), Compromise (partial 

loss to both parties) and Collaborate (win–win). The sustainable and thus, ideal 

strategy is to collaborate in which all the involved party’s benefit. Travel agencies and 

tour operators negotiate with the service providers to get the best possible rates and 

increase profits along with being able to offer attractive prices for the tours.  

The service providers with whom the travel agencies/tour operators do have 

negotiations may be as follows:  

 Transport operators – airlines, bus operators, cruises, car operators, etc. 

 Accommodation service providers. 

 Food and beverage service providers. 

 Tour guides. 
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 Activity operators. 

The best practices while negotiations with these service providers may be as follows:  

 Conduct extensive research: in-depth research about the rates of discount 

percentages offered by the competitors of the service provider. This would 
provide exact numbers to work on the negotiations and give an upper hand in 

the discussion.   

 Maintain and analyse the business records: as discussed earlier, the 

negotiations would mainly be based on the scale of the business the travel 
agency/tour operator can provide to the service operator. In order to negotiate 

in a better manner, the business records must be maintained and analysed 
before negotiations. The analysis can also provide future potential and scope 
of the business. 

 Collaborate – not compete: all the business organises operate-to-earn profits. 
Thus, the negotiations must provide sufficient profits to both parties to be able 

to operate their business smoothly. With mutual benefit, the negotiated 
agreements would sustain the volatility of the business environment. 

Activities 

Activity 1: Mock Negotiation Exercise. 

Materials Required: Role-play scenario cards (prepared by the teacher), Props such 

as tables, chairs, and negotiation space. 

Procedure: 

1. Divide the class into pairs or small groups, with one group representing travel 

agencies or tour operators and the other group representing service providers 
such as transportation operators or accommodation providers. 

2. Provide each group with a role-play scenario card outlining a negotiation 

situation, such as negotiating transportation rates or accommodation 
discounts. 

3. Set up a negotiation space in the classroom with tables and chairs for each 

group to conduct their negotiations. 
4. Instruct students to role-play the negotiation scenario, applying negotiation 

strategies and tactics discussed in class. 
5. After the negotiation exercise, allow students to debrief and reflect on their 

negotiation experiences, discussing what strategies were effective and what 

challenges they encountered. 
6. Encourage students to share their insights with the class and discuss the 

importance of effective negotiation skills in the travel industry. 

Activity 2: Guest Speaker or Industry Visit. 

Materials Required: Arrangements for a guest speaker from the travel industry or a 

field trip to a travel agency or tour operator. 

Procedure: 
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1. Invite a guest speaker from the travel industry, such as a tour operator, travel 

agent, or service provider, to speak to the class about tour costing and 

negotiations. 

2. Alternatively, organise a field trip to a local travel agency or tour operator to 

observe first-hand how tour packages are planned, costed, and negotiated. 

3. During the guest speaker presentation or industry visit, encourage students to 

ask questions and engage with the speaker or tour operator. 

4. After the presentation or visit, facilitate a discussion with the class to reflect 

on what they learned and how it relates to the concepts discussed in class. 

5. Encourage students to share their observations and insights from the guest 

speaker presentation or industry visit, discussing real-world examples of tour 

costing and negotiation practices. 

Check Your Progress 

A. Fill in the Blanks 

1. The term 'cost' refers to the amount of payment made to acquire any goods or 
services. The ______________ process is the overall expense incurred or 

attributed to a tour product or service. 
2. The total cost of the tour may include components such as cost of research 

and development, marketing cost, administrative costs, transportation cost, 

accommodation cost, ______________ cost, and sightseeing and activity cost. 
3. Direct costs are expenses that are directly related to a specific package tour, 

such as transportation, accommodation, food and beverages, and 
______________. 

4. Effective negotiations with service providers can result in long-term solutions 

and stronger bonds, helping to avert conflicts and problems in the 
______________. 

5. Conducting extensive research about the rates of discount percentages offered 

by competitors provides an upper hand in negotiations and helps in 
determining exact ______________ to work on. 

 
B. Multiple Choice Questions 

1) Which of the following is NOT a component of the total cost of a tour?  

a) Administrative costs  

b) Marketing costs  

c) Entertainment costs  

d) Transportation costs 
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2) What are direct costs in the context of tour costing?  

a) Expenses related to marketing and advertising  

b) Expenses directly related to a specific package tour  

c) Indirect expenses difficult to track down  

d) Expenses associated with administrative tasks 

3) What strategy in negotiation aims for a win-win outcome for all parties involved?  

a) Compete  

b) Accommodate  

c) Avoid  

d) Collaborate 

4) Which of the following is NOT a service provider with whom travel agencies and 

tour operators negotiate?  

a) Transportation operators  

b) Accommodation service providers  

c) Food manufacturing companies  

d) Tour guides 

5) What is the main purpose of conducting extensive research before negotiations?  

a) To increase competition among service providers  

b) To provide exact numbers to work on negotiations  

c) To avoid negotiations altogether  

d) To decrease profits for both parties 

C. State Whether the Following Statements Are True or False 

1. Direct costs include expenses like transportation, accommodation, and 

sightseeing.  

2. Effective negotiations with service providers can result in long-term solutions 

and weaker bonds.  

3. Collaborative negotiation aims for a win-lose outcome.  

4. Conducting extensive research before negotiations is unnecessary.  

5. Indirect costs are easy to track down and associate with a specific tour.  

D. Short Answer Questions 

1. What are the main factors involved in estimating travel costs? 

2. How do transportation costs vary in tour packages? 
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3. What are some examples of indirect tour costs? 

4. Who are the typical service providers that travel agencies negotiate with? 

5. What are the key strategies for effective negotiations with service providers? 

E. Long Answer Questions 

1. Explain the various components that contribute to estimating the total cost of 

a tour. 

2. Describe the different types of costs involved in tour packages, distinguishing 

between direct costs, indirect costs, fixed costs, and variable costs. 

3. Discuss the importance of negotiations with service providers for travel 

agencies and tour operators. 

4. How do travel agencies and tour operators negotiate with transportation service 

providers, accommodation providers, and other service operators to secure 

favourable rates and enhance profitability while offering competitive tour 

prices? 

5. Explain the significance of collaboration in negotiations with service providers 

and how it contributes to long-term business relationships and mutual benefit 

for both parties involved in the tourism industry. 

F. Check Your Performance 

1. Spell out the key components involved in estimating the total cost of a tour 

package. 
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MODULE 3  
ITINERARY PREPARATION AND COORDINATE 

WITH THE INDUSTRY PARTNERS 

 

Module Overview 

In the sphere of travel planning and adventure-seeking, elements of a work 

harmonises to arrange unforgettable journeys for wanderlust souls. From 

deciphering the intricate tapestry of travel itinerary design to the soul-stirring 

motivations that propel exploration, our journey commences with a blend of 

meticulous planning and boundless imagination. In today's interconnected world, the 

digital landscape and social media platforms emerge as indispensable companions, 

offering invaluable resources for research, inspiration, and communication. Yet, 

amidst the digital cacophony, the timeless art of personal interaction remains 

paramount, where gestures, expressions, and attentiveness lay the cornerstone of 

trust and rapport with travellers. At the heart of exemplary service lies the ability to 

discern individual preferences, crafting tailor-made experiences that resonate with 

each adventurer's unique spirit. Effective communication emerges as the linchpin, 

ensuring transparency and alignment of expectations throughout the voyage. As we 

navigate the labyrinth of tour packaging and destination selection, the art of financial 

finesse takes centre stage, where astute negotiation and strategic cost estimation 

unlock the gates to unparalleled value and unforgettable adventures. Through the 

prism of best practices and unwavering dedication, tourism professionals illuminate 

the path to boundless exploration and lifelong memories. 

This unit unfolds the areas pertinent to: (i) travel itinerary (ii) travel motivations (iii) 

factors to be considered while planning a travel itinerary (iv) appropriate practices to 

estimate the itinerary cost (v) travel destination selection (vi) tour package (vii) 

documents required for travel booking and tour packaging (viii) customer-details that 

are required for travel booking and tour packaging (ix) travel partners. 

Learning Outcomes  

After completing this module, you will be able to: 

 Develop comprehensive tour itineraries that align with customer preferences 

and expectations. 

 Coordinate effectively with hotels, transport providers, and tour guides to 

ensure seamless logistics and services. 

 Plan logistics such as transportation, accommodation, and activities to 

optimize the customer experience. 
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 Implement quality control measures to ensure high standards of service and 

customer satisfaction. 

Module Structure 

Session 1: Travel Itinerary 

Session 2: Factors to be Considered While Planning a Travel Itinerary 

Session 3: Tour Package 

Session 4: Travel Partners 

Session 1: Travel Itinerary 

A travel itinerary is a detailed plan or schedule outlining the various aspects of a trip, 

including transportation arrangements, accommodations, activities, and any other 

important information relevant to the journey. It typically includes dates, times, 

locations, reservations, contact information, and any other pertinent details to help 

travellers stay organised and prepared throughout their trips (Fig.3.1). Travel 

itineraries can be created for individual travellers, families, groups, or organisations, 

and they serve as a roadmap for the journey, ensuring that all necessary 

arrangements are made and that the trip runs smoothly. 

 

Fig.3.1: Travel Itinerary 

Importance of Travel Itinerary 
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Planned itinerary has several importance from the prospective of travel advisor, 

tourist and tourism and services provider: 

1. Organisation: A well-planned itinerary helps travellers stay organised by 

outlining the sequence of activities, transportation arrangements, and 
accommodations, reducing the likelihood of missed connections or overlooked 
reservations. It serves as a central reference point for all trip-related 

information, making it easy to access and update as needed. 
 

2. Time Management: By mapping out the timing of activities and travel 

segments, an itinerary helps travellers make the most of their time at each 
destination, enabling them to fit in as many experiences as possible without 

feeling rushed. It provides a structured framework for planning daily 
schedules, ensuring a balanced mix of sightseeing, relaxation, and exploration. 
 

3. Efficiency: With a clear plan in place, travellers can optimise their routes, 
minimise transit times, and make efficient use of available resources such as 

transportation options and sightseeing opportunities, maximising the value of 
their travel investment. It allows for smoother transitions between locations, 
reducing downtime and enabling travellers to make the most of every moment. 

 
4. Budgeting: A detailed itinerary helps travellers estimate the costs of their trips 

more accurately by including expenses such as transportation, 

accommodations, meals, and activities, empowering them to make informed 
financial decisions. By tracking expenses against the planned budget, 

travellers can identify areas where they can save money or reallocate funds to 
enhance their overall experience. 
 

5. Safety and Security: Having a structured itinerary enables travellers to share 
their plans with friends, family, or trusted contacts, providing peace of mind 
for both travellers and their loved ones. In case of emergencies, having a 

documented itinerary can expedite assistance by providing essential details 
such as planned routes, accommodations, and contact information. 

 
6. Flexibility: While itineraries provide a framework for travel plans, they should 

also allow for some flexibility to accommodate unexpected changes or 

opportunities that may arise during the trip. However, having a baseline 
itinerary ensures that travellers have a plan to fall back on if needed, providing 

a sense of direction and stability amidst uncertainty. 

Types of Travel Itinerary 

There are various types of travel itineraries, each tailored to different preferences, 

travel styles, and purposes. Some common types include: 

1. Detailed Itinerary: This type provides a comprehensive day-by-day plan, 

including specific activities, attractions, meals, and accommodations for each 

day of the trip. It is ideal for travellers who prefer thorough planning and want 

to maximise their time at each destination. 
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2. Flexible Itinerary: A flexible itinerary outlines general plans and key activities 

but allows for spontaneity and improvisation. It provides a framework for the 

trip while leaving room for travellers to adjust their plans based on changing 

circumstances or unexpected opportunities. 

3. Themed Itinerary: Themed itineraries focus on specific interests or activities, 

such as culinary experiences, outdoor adventures, cultural immersion, or 

historical exploration. They cater to travellers seeking immersive experiences 

centred around a particular theme or passion. 

4. Solo Travel Itinerary: Solo travel itineraries are designed for individuals 

travelling alone, emphasising safety, independence, and solo-friendly activities. 

They often include tips for meeting other travellers, navigating unfamiliar 

environments, and maximising solo travel experiences. 

5. Family-Friendly Itinerary: Family-friendly itineraries cater to the needs and 

interests of travellers with children, featuring family-oriented activities, kid-

friendly accommodations, and practical tips for travelling with kids. They 

prioritise convenience, safety, and fun for travellers of all ages. 

6. Budget Itinerary: Budget itineraries are tailored to travellers seeking 

affordable travel options, highlighting budget-friendly accommodations, 

transportation, and activities. They include money-saving tips, free or low-cost 

attractions, and strategies for minimising expenses without sacrificing quality 

or experiences. 

7. Luxury Itinerary: Luxury itineraries are designed for travellers looking for 

high-end experiences, luxury accommodations, gourmet dining, exclusive 

tours, and personalised services. They focus on indulgence, relaxation, and 

pampering, providing a lavish travel experience. 

8. Adventure Itinerary: Adventure itineraries appeal to adrenaline junkies and 

outdoor enthusiasts, featuring adventurous activities such as hiking, trekking, 

snorkelling, zip-lining, or wildlife safaris. They prioritise thrilling experiences, 

off-the-beaten-path destinations, and adrenaline-pumping adventures. 

9. Cultural Itinerary: Cultural itineraries immerse travellers in the local culture, 

traditions, and heritage of a destination, featuring visits to museums, historical 

sites, cultural events, festivals, and interactions with local communities. They 

provide insights into the cultural fabric of a destination, fostering cross-

cultural understanding and appreciation. 

10. Round-the-World Itinerary: Round-the-world itineraries are tailored to 

travellers embarking on extended journeys spanning multiple countries or 

continents. They include complex travel logistics, multi-destination flights, visa 

requirements, and strategic planning to optimise the itinerary and minimise 

travel time and costs. 
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Elements of Travel Itinerary 

A travel itinerary typically includes the following elements: 

1. Travel Dates: Specify the dates of departure and return, ensuring clarity and 

accuracy to align with your overall travel plans and commitments. 
 

2. Transportation Details: Include flight/train/bus numbers, departure times, 

and arrival times. If driving, provide details of the planned route and any 
necessary vehicle rental arrangements, ensuring seamless transitions between 
destinations. 

 
3. Accommodation Information: List of the names, addresses, contact 

numbers, and reservation details of all accommodations booked for the trip, 
including hotels, resorts, or vacation rentals. Ensure you have confirmation of 
bookings to avoid any confusion upon arrival. 

 
4. Activities and Sightseeing: Outline the main activities and attractions you 

plan to visit each day, ensuring diversity and alignment with your interests. 

Include addresses, opening hours, and any relevant admission fees to facilitate 
smooth navigation and planning. 

 
5. Transportation within Destination: Details of how you will get around once 

you've arrived at your destination, considering factors such as convenience, 

cost, and local transportation options. Whether it's rental cars, public 
transportation, taxis, or rideshare services, ensure your mode of transport 

suits your itinerary and preferences. 
 

6. Restaurant Reservations: If you have specific dining plans or reservations, 

include details such as restaurant names, addresses, reservation times, and 
any dietary preferences or restrictions. This ensures you have a well-rounded 
culinary experience while catering to individual preferences. 

 
7. Emergency Contact Information: Include emergency contact numbers for 

your country's embassy or consulate in the destination country, as well as local 
emergency services. Prioritise safety by having essential contact information 
readily available in case of unforeseen circumstances or emergencies. 

 
8. Travel Insurance Details: Note down your travel insurance policy information, 

including the policy number and emergency contact number. Ensure 
comprehensive coverage for medical emergencies, trip cancellations, and other 
unforeseen events to travel with peace of mind. 

 
9. Important Documents: List any essential documents you need to bring, such 

as passports, visas, identification, travel tickets, and insurance cards. Double-

check document validity and ensure copies are easily accessible for added 
security. 
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Budgeting Information: Estimate your daily expenses and overall budget for the 

trip, considering factors such as currency exchange rates and local costs of living. 
Maintain financial discipline by allocating funds for transportation, accommodation, 
food, activities, and souvenirs within your budget constraints. 

10. Weather Forecast: Check the weather forecast for your destination during your 
travel dates and pack accordingly. Anticipate weather fluctuations and pack versatile 
clothing options to adapt to changing conditions and optimise comfort throughout 

your trip. 

11. Personal Notes: Add any additional notes or reminders specific to your trip, such 

as packing lists, special events or celebrations, or contact information for local guides 
or tour operators. Customise your itinerary to accommodate personal preferences 
and ensure a memorable travel experience. 

12. Maps and Directions: Include maps or directions to key locations you plan to 
visit, as well as any important landmarks or meeting points. Utilise navigation tools 

and resources to navigate unfamiliar terrain and optimise travel efficiency. 

13. Travel Apps and Resources: Note down any useful travel apps, websites, or 
guidebooks you plan to use during your trip. Leverage technology and information 

resources to enhance travel planning, access real-time updates, and discover hidden 
gems at your destination. 

14. Flexibility: While it's essential to have a structured itinerary, leave room for 

flexibility and spontaneity. Allow time for unexpected delays, changes in plans, or 
opportunities to explore new places, ensuring a balanced blend of planned activities 

and serendipitous discoveries throughout your journey. 

TRAVEL MOTIVATIONS 

The motivation for travel can vary greatly from person to person and can be 

influenced by a combination of factors. Here are some common motivations for travel: 

1. Exploration and Adventure: Many people feel an innate curiosity about the 

world, a longing to venture beyond the familiar and into the unknown. This desire for 

exploration and adventure fuels their passion for travel, driving them to seek out new 

experiences in far-flung corners of the globe. Whether it's the allure of ancient 

cultures, breath-taking landscapes, or adrenaline-pumping activities, travellers are 

motivated by the prospect of pushing their boundaries and embracing the thrill of 

discovery. 

For these adventurers, travel is more than just a leisure activity; it's a journey of self-

discovery and growth. Stepping off the beaten path, they immerse themselves in 

unfamiliar cultures, eager to learn from locals and gain insights into different ways 

of life. From navigating bustling markets to sampling exotic cuisine, every encounter 

becomes an opportunity to expand their horizons and deepen their understanding of 

the world's diversity (Fig.3.2). 

Whether trekking through dense jungles, scaling towering peaks, or diving into 

crystal-clear waters, adventure travellers thrive on the adrenaline rush that comes 

with pushing their physical limits. The sense of accomplishment that accompanies 
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conquering new challenges fuels their thirst for exploration, driving them to seek out 

ever more daring experiences. 

 

Fig.3.2: Exploration and Adventure Travel 

2. Relaxation and Stress Relief: In today's fast-paced world, where demands 

and distractions seem to be constant companions, the need for relaxation and stress 

relief has never been greater. For many, travel offers a welcome escape from the 

pressures of daily life, providing a sanctuary where they can unwind, recharge, and 

reconnect with themselves. 

Whether it's sinking their toes into powdery sands, listening to the soothing sounds 

of crashing waves, or basking in the warmth of the sun, travellers flock to idyllic 

beach destinations in search of tranquillity and serenity. Here, time seems to slow 

down, allowing them to escape the hustle and bustle of the modern world and 

embrace the simple pleasures of leisurely strolls, sunset views, and lazy days spent 

lounging by the shore. 

For others, the path to relaxation lies in retreats nestled amidst nature's embrace. 

Surrounded by lush forests, towering mountains, or rolling countryside, travellers 

find solace in the peace and quiet of secluded getaways, where the only sounds are 

those of birdsong and rustling leaves. Whether hiking through pristine wilderness, 

practicing yoga amidst breath-taking scenery, or simply enjoying the stillness of the 

great outdoors, they find rejuvenation in nature's embrace (Fig.3.3). 
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Fig.3.3: Travel for Relaxation and Stress Relief 

3. Cultural Immersion: Travellers with a passion for cultural immersion are 

drawn to destinations that offer a rich tapestry of traditions, customs, and heritage. 

For them, the true essence of travel lies in the opportunity to connect with local 

communities, engage with age-old rituals, and gain insights into the nuances of 

everyday life. 

From bustling metropolises to remote villages, every corner of the globe holds the 

promise of cultural discovery. Whether it's exploring ancient ruins, attending 

colourful festivals, or sharing meals with welcoming locals, these travellers seek out 

authentic experiences that allow them to peel back the layers of a destination and 

uncover its hidden treasures. 

By immersing themselves in the rhythm of daily life, they gain a deeper appreciation 

for the diversity of human experience, realising that despite our differences, we are 

united by a shared humanity. With each interaction, they forge meaningful 

connections, breaking down barriers and bridging the gap between cultures (Fig.3.4). 

 

 

 

 

 

 

 

 

 
 

Fig.3.4: Travel for Cultural Immersion 
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4. Personal Growth and Learning: For many travellers, the allure of travel lies 

not only in the destinations they visit but in the journey of self-discovery and personal 

growth that unfolds along the way. Stepping out of their comfort zones, they embrace 

the unknown, challenging themselves to adapt to new environments and navigate 

unfamiliar terrain. 

Every encounter becomes an opportunity for learning and development, as they 

confront obstacles, overcome challenges, and cultivate valuable life skills. Whether 

it's navigating language barriers, navigating public transportation, or finding their 

way in a foreign city, every experience hones their problem-solving abilities and 

fosters resilience (Fig.3.5). 

 

 

 

 

 

 

 

 

 

 

 

5. Adventure and Thrill-Seeking: Some travellers are driven by a thirst for 

adventure, a craving for excitement and exhilaration that can only be satisfied by 

pushing their physical and mental limits to the extreme. For these thrill-seekers, 

travel is an opportunity to embark on adrenaline-pumping escapades that promise 

heart-stopping thrills and unforgettable memories. 

Fig.3.5: Personal Growth and Learning 
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From scaling towering peaks and hurtling down snow-covered slopes to diving into 

the depths of the ocean and soaring through the skies, adventure travellers thrive on 

the rush of adrenaline that comes with conquering new challenges and exploring 

uncharted territories (Fig.3.6). 

 

Fig.3.6: Adventure and Thrill-Seeking Travel 

6. Culinary Exploration: Food enthusiasts are drawn to travel by the promise of 

indulging their taste buds in a symphony of flavours, textures, and aromas from 

around the world. For these culinary adventurers, travel is a delicious journey of 

discovery, where every meal becomes an opportunity to savour the unique culinary 

traditions and gastronomic delights of a destination. 

From street food stalls and bustling markets to Michelin-starred restaurants and 

hidden gems, they seek out authentic dining experiences that offer a taste of the local 

culture and heritage. Whether it's mastering the art of making pasta in Italy, 

sampling spicy street food in Thailand, or indulging in gourmet cuisine in France, 

every culinary adventure is a feast for the senses (Fig.3.7). 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

100 
 

Travel Advisor– Grade XI 

 

 

 

 

 

 

 

 

 

 

Fig.3.7: Travel for Culinary Exploration 

7. Nature and Wildlife Appreciation: Nature lovers are drawn to travel by the 

promise of immersing themselves in the breath-taking beauty and awe-inspiring 

wonders of the natural world. For these outdoor enthusiasts, travel is a journey of 

exploration, where every trail leads to new discoveries and every vista offers a moment 

of wonder. 

Whether hiking through rugged mountains, kayaking along pristine coastlines, or 

camping beneath star-studded skies, they seek out destinations that offer 

opportunities for outdoor adventure and wildlife encounters. From spotting elusive 

wildlife in their natural habitats to marvelling at majestic landscapes carved by the 

forces of nature, every moment spent in nature is a reminder of the incredible 

diversity and beauty of our planet (Fig.3.8). 

 

Fig.3.8: Travel for Nature and Wildlife Appreciation 

8. Social Connection and Networking: `For many travellers, the true joy of 

travel lies not only in the places they visit but, in the people, they meet along the way. 
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Whether travelling solo, with friends, or as part of a group tour, they value the 

opportunity to forge meaningful connections and build relationships with fellow 

travellers and locals alike. 

From sharing stories and swapping travel tips to exploring new destinations together 

and experiencing different cultures side by side, every interaction becomes an 

opportunity to connect and create lasting memories. Whether it's bonding over 

shared experiences, learning from different perspectives, or simply enjoying each 

other's company, the social aspect of travel enriches the journey and creates bonds 

that last a lifetime. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Sample 3-Days Travel Itinerary to New Delhi 

Day 1: Old Delhi Exploration 

 Morning: Arrival at Indira Gandhi International Airport. 

 Transfer to hotel in central Delhi. 

 Visit Jama Masjid, ChandniChowk, and Red Fort. 

 Lunch at a local eatery in ChandniChowk. 

 Afternoon: Explore bustling streets of Old Delhi. 

 Evening: Rickshaw ride through ChandniChowk. 

 Dinner at a rooftop restaurant overlooking Red Fort. 

 Overnight stay in central Delhi. 

Day 2: New Delhi Highlights 

 Morning: Visit India Gate, RashtrapatiBhavan, and Parliament House. 

 Drive past iconic landmarks like National Museum. 

 Lunch at a restaurant serving Indian cuisine. 

 Afternoon: Explore Humayun's Tomb and Lodhi Gardens. 

 Evening: Leisure time at Connaught Place for shopping and dining. 

 Dinner at a fusion cuisine restaurant. 

 Overnight stay in central Delhi. 

Day 3: Cultural Immersion and Departure 

 Morning: Visit QutubMinar and its complex. 

 Lunch at a local restaurant serving traditional thali. 

 Afternoon: Explore DelhiHaat for handicrafts and souvenirs. 

 Shopping time at Janpath or Khan Market. 

 Evening: Transfer to Indira Gandhi International Airport for 

departure. 

--- 
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Activities 

Activity 1: Design Your Dream Vacation Itinerary by considering of factors like 

interests, budget, and travel style 

Material Required: Pen and paper or digital devices for note-taking, Access to travel 

planning resources such as maps, travel guides, and the internet, Sample travel 

itineraries for reference (optional). 

Procedure 

1. Introduce the importance of a well-planned travel itinerary, highlighting its role 

in enhancing the travel experience. 

2. Discuss key elements of a travel itinerary, emphasising their significance in 

organising a successful trip. 

3. Encourage participants to brainstorm dream vacation destinations and 

activities. 

4. Prompt consideration of factors like interests, budget, and travel style. 

5. Provide access to travel resources like maps and guides. 

6. Instruct participants to research transportation, accommodations, and 

attractions. 

7. Encourage note-taking for compiling relevant information. 

8. Guide participants through creating a detailed itinerary based on research and 

preferences. 

9. Have them outline travel dates, transportation, accommodations, activities, 

and dining plans. 

10. Emphasise prioritisation and balance in activity selection. 

11. Help and address concerns as needed. 

12. Facilitate a group discussion for participants to review and share their 

itineraries. 

13. Encourage constructive feedback and suggestions for improvement. 

14. Stress the importance of flexibility in planning for unexpected changes. 

 

Activity 2: Nature Hike and Wildlife Spotting Tour. 

Materials Required: Comfortable walking shoes, weather-appropriate clothing, 

binoculars, nature guide. 
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Procedure: 

1. Lead students on a guided nature hike through a scenic wilderness area or national 

park. 

2. Highlight the region's biodiversity and natural beauty. 

3. Have the guide point out native flora and fauna, providing insights into the 

local ecosystem. 

4. Encourage participants to appreciate nature's wonders up close. 

5. Engage in physical activity and outdoor exploration. 

6. Prompt participants to keep a lookout for wildlife sightings. 

7. Add an element of excitement and adventure to the experience. 

Check Your Progress 

A. Fill in the Blanks 

1. A ____________ is a detailed plan or schedule outlining the various aspects of a 

trip, including transportation arrangements, accommodations, activities, and 

any other important information relevant to the journey. 

2. A ____________ itinerary helps travellers stay organized by outlining the sequence 

of activities, transportation arrangements, and accommodations, reducing the 

likelihood of missed connections or overlooked reservations. 

3. Travelers can ________ their routes, __________ transit times, and make efficient 

use of available resources such as transportation options and sightseeing 

opportunities, maximising the value of their travel investment. 

4. Having a _____________itinerary enables travellers to share their plans with 

friends, family, or trusted contacts, providing peace of mind for both travellers 

and their loved ones. 

5. While itineraries provide a framework for travel plans, they should also allow for 

some ______________ to accommodate unexpected changes or opportunities that 

may arise during the trip. 

B. Multiple Choice Questions 

1. What is the primary purpose of a travel itinerary? 

a) To list popular tourist destinations. 

b) To outline the sequence of trip activities and arrangements. 

c) To provide historical background on travel destinations. 

d) To recommend travel insurance policies. 
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2. Which type of travel itinerary is ideal for travellers who prefer spontaneity? 

a) Detailed Itinerary 

b) Themed Itinerary 

c) Solo Travel Itinerary 

d) Flexible Itinerary 

3. What is a key element of a travel itinerary that enhances safety? 

a) Restaurant reservations 

b) Budgeting information 

c) Emergency contact information 

d) Transportation within destination details 

4. Which motivation for travel involves seeking tranquillity and serenity? 

a) Exploration and Adventure 

b) Personal Growth and Learning 

c) Relaxation and Stress Relief 

d) Social Connection and Networking 

5. What type of traveller seeks out authentic dining experiences in different 

destinations? 

a) Adventure and Thrill-Seeking 

b) Cultural Immersion 

c) Culinary Exploration 

d) Nature and Wildlife Appreciation 

C. State Whether the Following Statements Are True or False 

1. A well-planned itinerary helps travellers stay disorganised.  

2. Themed itineraries cater to travellers seeking immersive experiences centred 

around a particular theme or passion.  

3. Travellers with a passion for cultural immersion are not interested in connecting 

with local communities.  

4. Adventure itineraries prioritise leisurely activities and relaxation.  

5. Culinary exploration enthusiasts are drawn to travel by the promise of exploring 

local gastronomy.  

D. Short Answer Questions 

1. What are the primary motivations for travel according to the Session? 
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2. Name three elements typically included in a travel itinerary. 

3. Describe the purpose of a flexible itinerary. 

4. What is the importance of emergency contact information in a travel itinerary? 

5. Name two types of travellers described in the Session and their corresponding 

motivations. 

E. Long Answer Questions 

1. Explain the significance of having a detailed travel itinerary. 

2. Describe three types of travel itineraries mentioned in the Session and their 

characteristics. 

3. How does a travel itinerary contribute to efficient time management during a trip? 

4. Discuss the importance of cultural immersion in travel experiences, as outlined 

in the Session. 

5. Explain how travel can serve as a means of personal growth and learning, 

according to the Session's insights. 

F. Check Your Performance 

1. List out the essentiality of a well-planned travel itinerary for travellers, travel 

advisors, and service providers?  

Session 2: Factors to be Considered while Planning a Travel 

Itinerary 

When planning a travel itinerary, several factors should be considered to ensure a 

smooth and enjoyable trip. Some of the key factors to consider are: 

1. Destination: Selecting the perfect destination involves a comprehensive 

evaluation of various factors. Consider the geographical location, climate, 

cultural nuances, language barriers, and safety aspects of the chosen 

destination. Thoroughly research visa requirements, health advisories, and any 

travel restrictions or advisories in place, ensuring a seamless and hassle-free 

travel experience that prioritises safety and well-being. 

2. Travel Dates and Duration: Strategically determining the dates and duration of 

your trip is pivotal in optimising your travel experience. Account for seasonality, 

holidays, and special events that may influence availability and pricing. By 

meticulously planning your itinerary, you can capitalise on favourable conditions 

and make the most of your time in your chosen destination. 

3. Budget: Crafting a realistic budget is fundamental to successful trip planning. 

Define clear parameters encompassing transportation, accommodation, dining, 

activities, and souvenirs. Conduct thorough research to compare prices, identify 
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potential discounts, and unearth cost-saving opportunities without 

compromising on quality or experience. 

4. Interests and Preferences: Tailoring your itinerary to align with the interests 

and preferences of all travellers ensures a fulfilling and harmonious journey. 

Whether seeking relaxation or adventure, catering to diverse preferences 

guarantees a memorable experience that resonates with every member of your 

travel party. 

5. Priorities: Identifying must-see attractions and activities allows for efficient 

itinerary planning. Prioritise experiences based on collective interests, allocating 

adequate time for each endeavour to fully immerse in the destination's offerings 

and create lasting memories. 

6. Transportation: Selecting the optimal mode of transportation is pivotal in 

facilitating seamless travel logistics. Evaluate factors such as cost-effectiveness, 

convenience, travel time, and accessibility to determine whether planes, trains, 

buses, cars, or boats best suit your itinerary and preferences. 

7. Accommodation: Research and secure accommodations that cater to your 

budget, preferences, and travel style. Scrutinise factors like location, amenities, 

reviews, and cancellation policies to ensure a comfortable and enjoyable stay that 

complements your overall travel experience. 

8. Activities and Sightseeing: Immerse yourself in the destination's rich tapestry 

of attractions and experiences by meticulously planning your activities and 

sightseeing endeavours. Craft a diverse itinerary that encompasses cultural 

immersion, outdoor adventures, gastronomic delights, and leisurely pursuits, 

catering to varying interests and preferences. 

9. Logistics: Thoroughly plan the logistical aspects of your trip, including 

transportation arrangements, check-in/out procedures, and necessary 

reservations or tickets. Allocate sufficient time for travel, sightseeing, and 

relaxation, allowing for a seamless and stress-free journey from start to finish. 

10. Health and Safety: Prioritise health and safety by adhering to precautionary 

measures and guidelines tailored to your destination. Research health 

recommendations, obtain necessary vaccinations, and equip yourself with 

essential medications and travel insurance to mitigate risks and address 

emergencies effectively. 

11. Packing: Compile a comprehensive packing list tailored to the destination's 

climate, planned activities, and duration of your trip. Pack strategically, 

prioritising essential items such as clothing, toiletries, medications, travel 

documents, and electronic devices, while embracing a minimalist approach to 

streamline your luggage. 
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12. Communication: Foster seamless communication with loved ones and travel 

companions by sharing your itinerary, contact information, and emergency plans. 

Stay connected throughout your journey, leveraging technology and 

communication tools to stay informed and connected, ensuring peace of mind for 

all involved. 

13. Flexibility: Embrace adaptability and remain open to unforeseen changes or 

disruptions to your itinerary. Flexibility is key in navigating unexpected 

challenges such as weather disruptions, transportation delays, or spontaneous 

opportunities, fostering resilience and enhancing the overall travel experience. 

Appropriate Practices to Estimate the Itinerary Cost  

Estimating the itinerary cost accurately is crucial for planning and budgeting travel 

experiences effectively. Here are some appropriate practices to estimate itinerary 

costs: 

1. Research Destination Costs: Conduct thorough research on the destination(s) 

included in the itinerary to understand typical costs associated with 

accommodations, transportation, meals, attractions, and activities. Consider 

factors such as seasonality, local currency exchange rates, and pricing variations 

across different regions or cities. 

2. Break Down Expenses: Break down the itinerary into individual components, 

such as accommodation, transportation, meals, activities, and miscellaneous 

expenses. Estimate costs for each component based on research and available 

pricing information. 

3. Use Historical Data: If available, utilise historical data from past trips or similar 

itineraries to estimate costs. Analyse previous expenses and trends to forecast 

future expenses accurately. 

4. Factor in Contingencies: Include a buffer or contingency fund in the estimated 

costs to account for unexpected expenses, price fluctuations, or changes in plans 

during the trip. It's advisable to allocate around 10-15% of the total budget for 

contingencies. 

5. Consider Group Discounts or Package Deals: Explore opportunities for group 

discounts, package deals, or bundled services offered by travel providers such as 

hotels, airlines, and tour operators. These can often result in cost savings 

compared to booking individual components separately. 

6. Account for Exchange Rates and Fees: If travelling internationally, account for 

currency exchange rates and any associated fees or charges for currency 

conversion, ATM withdrawals, or credit card transactions. Monitor exchange rate 

fluctuations and adjust cost estimates accordingly. 

7. Include Taxes and Service Charges: Ensure that estimated costs include 

applicable taxes, service charges, and gratuities for services rendered. These 
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additional charges can significantly impact the overall expenses and should not 

be overlooked. 

8. Use Online Tools and Resources: Take advantage of online tools, budget 

calculators, and travel cost estimators available on travel websites, forums, or 

mobile apps. These tools can provide valuable insights and assistance in 

estimating itinerary costs accurately. 

9. Consult with Travel Experts: Seek advice or guidance from travel experts, travel 

agents, or experienced travellers who have visited the destination(s) included in 

the itinerary. They can offer valuable insights, recommendations, and cost-saving 

tips based on their first-hand experiences. 

10. Review and Adjust Estimates: Regularly review and adjust cost estimates as the 

itinerary evolves or new information becomes available. Be prepared to revise the 

budget as needed to ensure that it remains realistic and achievable. 

TRAVEL DESTINATION SELECTION 

Travel destination selection is a thoughtful process that involves considering 

numerous factors to ensure a rewarding and fulfilling travel experience. It begins with 

defining the purpose of the trip and identifying personal preferences, whether they 

involve relaxing on a pristine beach, immersing oneself in rich cultural experiences, 

or embarking on thrilling adventures. Budgetary constraints play a significant role, 

guiding travellers to destinations that align with their financial resources. Practical 

considerations such as travel time and duration, along with accessibility and 

transportation options, help narrow down the list of potential destinations. Thorough 

research into various destinations' attractions, weather patterns, safety concerns, 

and traveller reviews, assists in making an informed decision. Ultimately, the goal is 

to select a destination that not only meets logistical needs but also resonates with 

the traveller’s interests and desires, promising an unforgettable journey filled with 

cherished memories and new discoveries. 

Key Aspects of Travel Destination Selection 

Key aspects of travel destination selection encompass a range of considerations 

essential for planning a satisfying and enjoyable trip. These include: 

1. Personal Preferences and Interests: Understanding individual preferences 

involves delving into specific interests that may drive the travel experience. 

Whether it's delving into the rich tapestry of a city's cultural scene, indulging in 

adrenaline-pumping adventure sports, or simply basking in the serenity of 

nature's beauty, aligning destination choices with these passions ensures a deeply 

fulfilling journey that resonates on a personal level. 

2. Budgetary Constraints: Beyond merely evaluating the financial bottom line, 

navigating budgetary constraints necessitates a creative approach to maximising 

value without compromising on experiences. This may involve seeking out 
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affordable yet charming accommodations tucked away from tourist hotspots, 

discovering budget-friendly eateries serving authentic local cuisine, or uncovering 

free or low-cost activities that offer a glimpse into the soul of the destination. 

3. Travel Time and Duration: In the intricate dance of time and travel, striking the 

right balance between exploration and relaxation is key. By carefully gauging the 

duration of the trip and optimising travel time, travellers can craft an itinerary that 

seamlessly blends must-see attractions with leisurely moments of serendipitous 

discovery, ensuring a harmonious rhythm that leaves ample room for both 

adventure and rejuvenation. 

4. Safety and Security: Delving into safety considerations entails more than just 

perusing crime statistics and health advisories. It involves cultivating situational 

awareness, familiarising oneself with local customs and norms, and exercising 

prudence in unfamiliar environments. Additionally, staying abreast of evolving 

global events and enrolling in travel insurance further fortify one's safety net, 

fostering a sense of confidence and peace of mind throughout the journey. 

5. Accessibility and Transportation: Beyond the mere logistics of getting from point 

A to point B, assessing accessibility encompasses evaluating the ease of mobility 

within the destination itself. This includes considering factors such as the 

availability of public transportation, the walkability of the area, and the 

accessibility of attractions for individuals with mobility challenges. By 

meticulously planning transportation options and routes, travellers can optimise 

their time and energy, ensuring seamless navigation and exploration throughout 

their journey. 

6. Accommodation Options: The quest for the perfect accommodation extends 

beyond mere comfort and convenience; it is an opportunity to immerse oneself in 

the local ambiance and culture. Whether opting for a boutique hotel nestled in the 

heart of the city, a rustic countryside inn, or a charming homestay hosted by 

locals, each choice presents a unique window into the destination's soul. Moreover, 

leveraging online platforms and reviews enables travellers to glean invaluable 

insights and recommendations from fellow sojourners, facilitating informed 

decision-making and enhancing the overall travel experience. 

7. Cultural and Environmental Considerations: Embracing cultural sensitivity and 

environmental stewardship fosters a deeper connection with the destination and 

its inhabitants. This entails more than passive observation; it involves active 

engagement and respectful interaction with local communities, traditions, and 

ecosystems. By treading lightly on the earth, supporting sustainable tourism 

initiatives, and seeking out authentic cultural experiences that benefit local 

artisans and communities, travellers can leave a positive impact while forging 

meaningful connections that transcend borders. 
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8. Reviews and Recommendations: In the digital age, the wealth of information at 

our fingertips empowers travellers to make informed decisions based on the 

collective wisdom of the global community. Beyond serving as a repository of first-

hand experiences and insider tips, online reviews and recommendations offer a 

glimpse into the myriad possibilities awaiting exploration. From hidden gems off 

the beaten path to tried-and-true favourites beloved by seasoned travellers, 

tapping into this treasure trove of insights facilitates a journey imbued with 

authenticity, discovery, and delight. 

Activities 

Practical Activity 1: Destination Research and Presentation. 

Materials Required: Internet access, Paper or digital presentation software (e.g., 

PowerPoint, Google Slides), Pen and paper for note-taking. 

Procedures: 

1. Materials Required: Paper or poster board, Divide the participants into small 

groups, assigning each group a different destination from the Session's list. 

2. Instruct each group to conduct thorough research on their assigned destination, 

considering factors such as location, climate, culture, language, safety, visa 

requirements, and travel restrictions. 

3. Encourage participants to utilise online resources, travel guides, and official 

tourism websites to gather information. 

4. Provide time for group discussion and note-taking, allowing participants to compile 

key findings and insights about their destination. 

5. Once research is complete, instruct each group to create a presentation 

showcasing their destination's highlights, including relevant information and 

visuals. 

6. Allocate time for each group to present their findings to the rest of the participants, 

sharing interesting facts, travel tips, and recommendations. 

7. Facilitate a discussion following each presentation, allowing participants to ask 

questions and engage in dialogue about the various destinations. 

Activity 2: Destination Comparison Chart. 

Markers, pens, or coloured pencils, Printed or digital images representing different 

destinations, Sticky notes or index cards, Tape or pins to affix images and notes to 

the chart. 

Procedure: 

1. Begin by introducing the concept of destination selection and the factors involved 

in choosing a travel destination, as outlined in the Session. 
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2. Divide participants into small groups and provide each group with a blank chart 

labelled with factors such as destination, climate, culture, safety, transportation 

and activities. 

3. Instruct each group to select two or three destinations from the list provided in 

the Session or any other destinations of interest. 

4. Provide printed or digital images representing each selected destination and 

instruct participants to affix these images to their charts. 

5. Using sticky notes or index cards, have participants brainstorm and write down 

key information about each destination under the corresponding factors on the 

chart. 

6. Encourage participants to compare and contrast the destinations based on the 

information gathered, discussing factors such as climate, cultural experiences, 

safety considerations, transportation options, and available activities. 

7. Facilitate a group discussion following the completion of the comparison charts, 

allowing participants to share their findings, insights, and preferences for each 

destination. 

8. Conclude the activity by highlighting the importance of thorough research and 

careful consideration when selecting a travel destination, emphasising the value 

of weighing various factors to ensure a rewarding and enjoyable travel experience 

Check Your Progress 

A. Fill in the Blanks 

1. Selecting the perfect destination involves a comprehensive evaluation of various 

factors such as geographical location, climate, cultural nuances, language 

barriers, and safety aspects of the chosen ________.  

2. Crafting a realistic budget is fundamental to successful trip planning, 

encompassing parameters such as transportation, accommodation, dining, 

activities and ________.  

3. Thorough research on the destination(s) included in the itinerary helps 

understand typical costs associated with accommodations, transportation, 

meals, attractions, and ________. 

4. Beyond merely evaluating the financial bottom line, navigating budgetary 

constraints necessitates a creative approach to maximising value without 

compromising on ________.  

5. Embracing cultural sensitivity and environmental stewardship fosters a deeper 

connection with the destination and its inhabitants, involving active engagement 

and respectful interaction with local communities, traditions, and ________.  
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B. Multiple Choice Questions 

1. What are some key factors to consider when planning a travel itinerary? 

a) Destination, budget, and interests 

b) Accommodation, transportation, and communication 

c) Health, safety, and flexibility 

d) Packing, activities, and logistics 

2. Why is it important to research destination costs when estimating itinerary 

expenses? 

a) To determine the best time to visit the destination 

b) To understand the local culture and customs 

c) To identify potential discounts and cost-saving opportunities 

d) To learn about the destination's transportation options 

3. Which aspect of travel destination selection involves understanding individual 

preferences? 

a) Budgetary constraints 

b) Safety and security 

c) Personal preferences and interests 

d) Accessibility and transportation 

4. What is a key consideration when selecting accommodation for a trip? 

a) The availability of public transportation 

b) The number of tourist attractions nearby 

c) The friendliness of the local community 

d) The location, amenities and reviews of the accommodation 

5. How can travellers ensure a positive impact on local communities and ecosystems 

during their trip? 

a) By avoiding interaction with locals 

b) By supporting sustainable tourism initiatives 

c) By travelling only to popular tourist destinations 

d) By staying in luxury accommodations 

C. State Whether the Following Statements Are True or False 

1. Researching health recommendations and obtaining necessary vaccinations are 

essential for prioritising health and safety during travel. 
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2. Flexibility is not necessary when planning a travel itinerary as it may lead to 

confusion.  

3. When estimating itinerary costs, it's not important to factor in exchange rates 

and fees when traveling internationally. 

4. Prioritising experiences based on collective interests helps in efficient itinerary 

planning. 

5. Tapping into online reviews and recommendations can hinder the travel 

experience due to biased opinions. 

D. Short Answer Questions 

1. What are some key factors to consider when planning a travel itinerary? 

2. Why is selecting the right destination important in travel planning? 

3. How can flexibility contribute to a successful travel experience? 

4. What role does transportation play in itinerary planning? 

5. Why is it essential to prioritize health and safety during travel? 

E. Long Answer Questions 

1. What are the appropriate practices for estimating itinerary costs, and why is 

accurate cost estimation crucial in travel planning? 

2. Describe the process of travel destination selection, highlighting the key aspects 

that travellers should consider. 

3. How do personal preferences, budgetary constraints, and safety concerns 

influence travel destination choices? 

4. Discuss the significance of cultural sensitivity and environmental stewardship in 

travel destination selection, and how can travellers incorporate these 

considerations into their planning? 

5. Explain the importance of reviews and recommendations in the digital age of 

travel planning, and how they can aid travellers in making informed decisions. 

F. Check Your Performance 

1. List out the key factors to consider when planning a travel itinerary. 

Session 3: Tour Package 

A ‘Tour Package’ refers to a pre-arranged travel plan offered by tour operators or 

travel agencies that includes a combination of services and activities for a specific 

destination or destinations. These packages are designed to provide travellers with a 

convenient and hassle-free way to explore and experience different destinations, 

attractions, and activities within a set timeframe (Fig.3.9). Tour packages often cater 
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to various interests, budgets, and travel styles, offering flexibility and customisation 

options to suit the preferences of different travellers. 

 

 

 

 

 

 

 

 

 

 

 

 

 

Fig.3.9: Tour Package 

COMPONENTS OF TOUR PACKAGE 

Here are the components typically included in various tour packages: 

1. Accommodation: Accommodation arrangements are a fundamental part of a tour 

package. Depending on the package type and budget, accommodations may range 

from budget hotels to luxury resorts or boutique lodges. Accommodation options 

are usually selected based on factors such as location, amenities, and customer 

preferences. 

2. Transportation: Tour packages often include transportation arrangements such 

as flights, train tickets, or coach/bus transfers between destinations. 

Transportation may also include airport transfers or pick-up and drop-off services 

to transport travellers between their accommodations and transportation hubs. 

3. Sightseeing and Excursions: Guided tours and excursions to popular attractions, 

landmarks, and cultural sites are typically included in tour packages. These 

sightseeing activities are led by experienced local guides who provide insights and 

information about the destinations visited. Sightseeing may involve visits to 

historical monuments, museums, natural wonders, national parks, and scenic 

viewpoints. 

4. Meals: Many tour packages include meals as a part of the itinerary, usually 

breakfast or half-board (breakfast and dinner). Meals may be provided at the 
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accommodations, local restaurants, or as part of organised dining experiences. 

Special dietary requirements or preferences can often be accommodated with 

advance notice. 

5. Activities and Entertainment: Some tour packages include tickets or access to 

special events, festivals, shows, or cultural performances. Activities may include 

adventure sports, water activities, cooking classes, wine tasting tours, or wildlife 

safaris. Event tickets are often arranged in advance to ensure availability and 

seamless participation. 

6. Free Time: Tour packages usually incorporate some free time for travellers to 

explore independently, relax, or pursue personal interests. Free time allows 

flexibility for spontaneous activities, shopping, leisure strolls, or relaxation at the 

accommodation. 

7. Insurance: Travel insurance is sometimes offered as an optional or mandatory 

component of tour packages. Travel insurance provides coverage for unforeseen 

events such as trip cancellations, medical emergencies, lost luggage, or flight 

delays. Insurance policies vary in coverage and may be customisable based on 

traveller preferences and needs. 

DIFFERENT DOCUMENTS REQUIRED FOR TRAVEL BOOKING AND TOUR 

PACKAGING  

Different documents are required for travel booking and tour packaging, depending 

on various factors such as the destination, mode of transportation, type of 

accommodation, and specific requirements of the traveller. Here are the common 

documents needed for both travels booking and tour packaging: 

Passport:  

 A valid passport is the most essential travel document required for international 

travel (Fig.3.10). 

 Ensure that your passport is valid for at least six months beyond your planned 

travel dates. 

 

Fig.3.10: Passport 
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Visa: 

 Depending on your nationality and the destination country, you may need a visa 

to enter and stay in a foreign country (Fig. 3.11). 

 Research visa requirements well in advance and obtain the necessary visas before 

your trip. 

 

 

 

 

 

 

 

 

 

 

Travel Insurance: 

 Travel insurance provides coverage for medical emergencies, trip cancellations, 

lost luggage, and other unforeseen events (Fig.3.12). 

 It's highly recommended to purchase travel insurance to protect yourself and your 

belongings during your trip. 

 

 

 

 

 

 

 

 

Flight Tickets: 

 Flight tickets or electronic flight confirmations are required for air travel. 

Fig.3.11: VISA 

Fig.3.12: Travel Insurance 
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 Ensure that you have confirmed flight bookings for your outbound and return 

journeys. 

Hotel Reservation: 

 If you're booking accommodations independently, you'll need confirmation of hotel 

reservations for each destination on your itinerary. 

 Ensure that you have booking confirmations with details such as check-in dates, 

check-out dates, and room types. 

Train or Bus Tickets: 

 If you're travelling by train or bus, you'll need tickets or reservations for your 

journeys. 

 Ensure that you have confirmed tickets for each leg of your journey, including 

departure and arrival times. 

Car Rental Confirmation: 

 If you're renting a car for transportation, you'll need a confirmation of your car 

rental reservation. 

 Ensure that you have booking details, including the rental company, pick-up 

location, drop-off location, and rental period. 

Tour Itinerary: 

 For tour packages, you'll receive a detailed itinerary outlining the activities, 

excursions, accommodations, and transportation arrangements included in the 

package. 

 Review the tour itinerary carefully and keep a copy with you during your trip for 

reference. 

Travel Vouchers or Coupons: 

 Some tour packages or travel bookings may come with vouchers or coupons for 

discounted services or attractions. 

 Keep these vouchers or coupons organised and readily accessible during your trip. 

Emergency Contact Information: 

 Carry a list of emergency contact information, including the contact details of your 

country's embassy or consulate in the destination country, as well as local 

emergency services. 

Personal Identification: 

 Carry personal identification documents such as driver's license or national ID 

card as additional identification. 
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Health Documents: 

 Depending on the destination, you may need health-related documents such as 

vaccination certificates or medical prescriptions. 

 Research any specific health requirements for your destination and carry the 

necessary documents. 

Credit Cards and Currency: 

 Carry credit cards, debit cards, and sufficient local currency for expenses during 

your trip. 

 Keep copies of important documents such as passports, visas, and travel 

insurance in a separate location from the originals, in case of loss or theft. 

CUSTOMER-DETAILS THAT ARE REQUIRED FOR TRAVEL BOOKING AND TOUR 

PACKAGING 

When booking travel and packaging tours, several customer details are typically 

required to facilitate the process efficiently and ensure a smooth travel experience. 

Here's a list of common customer details needed for travel booking and tour 

packaging: 

 Full Name: The full legal names of all travellers as they appear on their government-

issued identification documents, such as passports. 

 Contact Information: Contact details such as phone numbers and email addresses 

for communication regarding bookings, updates, and emergencies. 

 Date of Birth: The date of birth of each traveller, which may be required for age 

verification, ticketing, and accommodation bookings. 

 Passport Information: Passport details including passport numbers, expiration 

dates, and countries of issuance, especially for international travel. 

 Visa Information: Details regarding visas or visa exemptions, including visa 

numbers, expiration dates, and visa types, if applicable to the destination. 

 Nationality: The nationality or citizenship status of each traveller, which may 

impact visa requirements and entry regulations for certain countries. 

 Travel Preferences: Preferences such as seating preferences on flights, room 

preferences in hotels (e.g., smoking/non-smoking, bed type), and dietary 

preferences for meals. 

 Emergency Contact Information: Contact details for a trusted individual who can 

be contacted in case of emergencies during the trip. 
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 Medical Information: Any relevant medical conditions, allergies, or special needs 

that may require accommodation or assistance during the trip. 

 Travel Insurance Details: Information regarding travel insurance policies, 

including policy numbers, coverage details, and emergency contact numbers. 

 Frequent Flyer or Loyalty Programme Information: Membership numbers or 

loyalty programme details for airlines, hotels, or other travel providers to ensure 

travellers receive applicable benefits or rewards. 

 Payment Information: Payment details such as credit card information or bank 

transfer details for processing bookings and payments. 

 Special Requests or Requirements: Any additional requests or requirements, 

such as room upgrades, wheelchair assistance, or specific activities, that travellers 

may have for their trip. 

 Travel History: Previous travel history, especially if it impacts visa applications or 

entry requirements for certain destinations. 

 Acknowledgment of Terms and Conditions: Agreement to the terms and 

conditions of booking, cancellation policies, and any other relevant terms of service. 

 

Sample Quotation for 3-Day New Delhi Tour Package 

 

Destination: New Delhi, India 

Duration: 3 days 

  

Tour Highlights: 

 Explore iconic landmarks such as India Gate, Red Fort, and Humayun's Tomb. 

 Experience the vibrant culture, bustling markets, and diverse cuisine of Delhi. 

 Enjoy guided tours, comfortable accommodations, and hassle-free 

transportation. 

Inclusions: 

1. Accommodation: 2 nights in a well-appointed hotel (double occupancy). 

2. Transportation: Private air-conditioned vehicle with driver throughout the tour. 

3. Sightseeing: Guided tours of New Delhi's major attractions as per itinerary. 

4. Entrance Fees: Admission fees to all monuments and attractions mentioned in 

the itinerary. 

5. Meals: Daily breakfast at the hotel. 
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6. Airport Transfers: Arrival and departure transfers in New Delhi. 

Exclusions: 

1. International Airfare 

2. Visa Fees 

3. Meals (Lunch and Dinner) 

4. Personal Expenses 

5. Travel Insurance 

6. Optional Activities and Excursions 

7. Gratuities 

Total Package Cost: 

Rs.7000 per person (based on double occupancy) 

Notes: 

 Rates are subject to availability and may change based on hotel availability, 

exchange rates, and government taxes. 

 Single supplement and room upgrades are available upon request at an 

additional cost. 

 This quotation is valid for travel from January, 2025 to March, 2025. 

Booking Terms and Conditions: 

1. A non-refundable deposit of 20% is required to confirm the booking. 

2. Full payment is due 30 days before the departure date. 

3. Cancellation charges apply as per the company's cancellation policy. 

4. Travel insurance is highly recommended for all travellers. 

5. Rates are based on current tariffs and may be subject to change without prior 

notice. 

For bookings or inquiries, please contact us at +91-9xxxxxxxxx. 

 

Activities 

Activity 1: Create a mock tour package detailing the accommodation options, 

transportation arrangements, sightseeing and excursions, meals, activities, and free 

time included in their tour package. 

Materials Required: Poster board or large sheets of paper, markers, coloured pencils 

or crayons, printed images or magazines for visual aids, Glue or tape, Scissors. 
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Procedures: 

1. Divide students into small groups and assign each group a destination (real or 

fictional) for their mock tour package. 

2. Provide students with information about the components of a tour package from 

the Session. 

3. Instruct each group to design a mock tour package for their assigned destination, 

incorporating all the components discussed. 

4. Students should create a poster or presentation board detailing the 

accommodation options, transportation arrangements, sightseeing and 

excursions, meals, activities, and free time included in their tour package. 

5. Encourage students to be creative and use visuals such as images, drawings, 

and maps to enhance their presentation. 

6. Once completed, each group presents their mock tour package to the class, 

explaining their choices and highlighting the unique features of their destination. 

Activity 2: Plan a Budget-Friendly Trip with detailed itinerary highlighting 

accommodation, transportation, meals, activities, and other expenses with 

associated costs. 

Materials Required: Budget worksheets or templates, Internet access for research, 

Pen or pencil, Calculator. 

Procedures: 

1. Explain to students the importance of budgeting when planning a trip, 

referencing the appropriate practices to estimate itinerary costs from the 

Session. 

2. Provide students with budget worksheets or templates to help them plan their 

trip expenses. 

3. Instruct students to choose a destination and create a detailed itinerary for a 

budget-friendly trip. 

4. Students should research costs associated with accommodation, 

transportation, meals, activities, and other expenses for their chosen 

destination. 

5. Using the budget worksheets, students should allocate funds for each 

component of their trip based on their research and estimated costs. 

6. Encourage students to find ways to save money, such as opting for budget 

accommodations, using public transportation, or seeking out free or low-cost 

activities. 
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7. Once completed, students should review and adjust their budgets as needed to 

ensure they stay within their allotted funds. 

8. Students can present their budget-friendly trip plans to the class, discussing 

their chosen destination, itinerary and strategies for saving money while 

travelling. 

Check Your Progress 

A. Fill in the Blanks 

1. A "Tour Package" refers to a pre-arranged travel plan offered by ___________ or 

travel agencies. 

2. Transportation arrangements in tour packages may include flights, train tickets, 

or ____________ between destinations. 

3. Many tour packages include meals as part of the itinerary, usually ___________or 

half-board. 

4. Tour itineraries provide a detailed outline of activities, accommodations, and 

transportation arrangements included in the _____________. 

5. Travel insurance provides coverage for unforeseen events such as trip 

cancellations, medical emergencies, lost luggage, or _____________. 

B. Multiple Choice Questions 

1. What does a 'Tour Package' typically include? 

a) Accommodation, transportation, and meals only 

b) Accommodation, transportation, meals, sightseeing, and activities 

c) Accommodation and transportation only 

d) Meals, sightseeing, and activities only 

2. Which document is essential for international travel? 

a) Flight tickets 

b) Hotel reservation 

c) Train tickets 

d) Passport 

3. What is included in the components of a tour package? 

a) Meals and travel insurance 

b) Accommodation and transportation only 

c) Sightseeing, excursions, and meals 
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d) Free time and insurance 

4. What customer detail is typically required for travel booking and tour 

packaging? 

a) Social Security Number 

b) Blood type 

c) Passport information 

d) Fingerprint 

5. What does travel insurance cover? 

a) Shopping expenses 

b) Medical emergencies and lost luggage 

c) Hotel reservations 

d) Sightseeing fees 

C. State Whether the Following Statements Are True or False 

1. Tour packages typically include transportation, accommodation, meals, and 

activities.  

2. It is not necessary to review the tour itinerary before the trip.  

3. Travel insurance is not important for international travel.  

4. Emergency contact information is not needed for travel booking and tour 

packaging.  

5. Full legal names of all travellers are not required for travel booking and tour 

packaging. 

D. Short Answer Questions 

1. Describe the purpose of a tour package. 

2. Explain the significance of including transportation arrangements in tour 

packages. 

3. How do tour operators ensure flexibility and customisation options for travellers 

within tour packages? 

4. Discuss the role of travel insurance in tour packages. 

5. How does reviewing the tour itinerary benefit travellers? 

E. Long Answer Questions 

1. Describe the components typically included in a tour package and explain how 

each contributes to a traveller's experience. 
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2. What are the common documents required for travel booking and tour 

packaging? Provide details on their importance and how they facilitate a smooth 

travel experience. 

3. Discuss the significance of customer details in travel booking and tour packaging. 

How do these details contribute to personalized and efficient travel 

arrangements? 

4. Explain the role of travel insurance in tour packages. What does travel insurance 

cover, and why is it considered an essential component of travel planning? 

5. How does a tour package cater to diverse traveller preferences and needs? Provide 

examples of how tour packages offer flexibility and customization options to 

accommodate different interests and budgets. 

F. Check Your Performance 

1. List out the commonly required documents for travel booking and tour 

packaging. 

Session 4: Travel Partners 

Travel partners’ refer to the individuals or entities involved in various capacities to 

facilitate travel experiences for individuals or groups. These partners collaborate 

to offer services, expertise, and resources that contribute to the planning, 

organisation, and execution of travel arrangements. 

VARIOUS TYPES OF TRAVEL PARTNERS INVOLVED IN THE TOUR PACKAGE 

Here are some of the key types of travel partners involved: 

1. Travel Agencies and Tour Operators: 

 Travel agencies and tour operators are primary entities responsible for creating 

and organising travel packages. 

 They design itineraries, negotiate with suppliers, handle bookings, and help 

travellers before, during, and after their trips. 

2. Airlines: 

 Airlines are crucial partners, especially for packages that involve air travel. 

 They provide flight services to transport travellers to their destinations, often 

offering special rates and packages in collaboration with travel agencies. 

3. Hotels and Accommodation Providers: 

 Hotels, resorts, lodges, and other accommodation providers play a significant role 

in travel packages. 
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 They offer lodging options for travellers, ranging from budget to luxury 

accommodations, and collaborate with travel agencies to provide special rates 

and packages. 

 Transportation companies: Transportation companies include railways, bus 

operators, car rental agencies, and ferry services. They provide transportation 

options within destinations, offering transfers, rentals, and guided tours as part 

of travel packages. 

4. Local Tour Operators and Guides: 

 Local tour operators and guides offer expertise and insights into destinations' 

culture, history, and attractions. 

 They lead guided tours, excursions, and activities included in travel packages, 

providing valuable experiences to travellers. 

5. Attractions and Excursion Providers: 

 Attractions such as museums, historical sites, theme parks, and natural wonders 

are essential partners in travel packages. 

 They offer admission, tours, and activities that enrich travellers' experiences and 

create memorable moments. 
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Fig.3.13: Travel Partners 

6. Restaurants and Dining Establishments: 

 Restaurants and dining establishments collaborate with travel agencies to offer 

dining options and culinary experiences as part of travel packages. 

 They may provide meals, dining vouchers, or special dining events tailored to 

travellers' preferences. 

7. Event Organisers and Entertainment Venues: 

 Event organisers and entertainment venues contribute to travel packages by 

offering tickets or access to special events, concerts, shows, festivals, and 

cultural performances. 
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 They enhance travellers' experiences with unique entertainment and cultural 

immersion opportunities. 

8. Travel Insurance Providers: 

 Travel insurance providers collaborate with travel agencies to offer insurance 

coverage as an optional or mandatory component of travel packages. 

 They provide coverage for unforeseen events such as trip cancellations, medical 

emergencies, lost luggage, and flight delays, ensuring travellers' peace of mind. 

9. Destination Management Companies (DMCs): 

 DMCs are local destination experts who work closely with travel agencies to 

coordinate ground arrangements and provide destination-specific services. 

 They assist with logistics, transportation, accommodations, and activities, 

ensuring seamless experiences for travellers in their destinations. 

IMPORTANCE OF CHOOSING THE RIGHT TRAVEL PARTNER IN TOUR 

PACKAGING 

Choosing the right travel partner is essential, especially when it comes to tour 

packaging, as it can significantly influence the quality and enjoyment of the entire 

travel experience. Here are several reasons highlighting the importance of 

selecting the right travel partner in tour packaging: 

1. Compatibility in Preferences and Interests: A suitable travel partner shares 

similar preferences and interests, ensuring alignment in itinerary choices, 

activities and sightseeing preferences. Compatibility enhances the overall 

enjoyment of the tour package by allowing both partners to participate in 

activities that cater to their mutual interests. 

2. Effective Communication and Decision-Making: Travelling with a compatible 

partner fosters open communication and collaborative decision-making, leading 

to smoother coordination throughout the tour. Effective communication ensures 

that both partners have a voice in planning activities, adjusting the itinerary and 

addressing any concerns or preferences. 

3. Shared Responsibilities and Coordination: A reliable travel partner shares 

responsibilities such as keeping track of itinerary details, managing travel 

documents and coordinating logistics during the tour. Sharing responsibilities 

minimises the burden on each individual and promotes teamwork in navigating 

unfamiliar destinations and travel arrangements. 

4. Financial Considerations and Budgeting: Choosing a compatible travel partner 

allows for shared expenses and collaborative budgeting, which can lead to cost 

savings and efficient resource allocation. Collaborative budgeting ensures that 
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both partners are comfortable with the financial aspects of the tour package and 

can make informed decisions about optional activities or upgrades. 

5. Enhanced Safety and Security: Travelling with a trusted companion enhances 

safety and security during the tour package, especially in unfamiliar or remote 

destinations. Having a reliable travel partner provides mutual support in 

navigating new environments, handling unexpected situations, and ensuring 

personal well-being throughout the journey. 

6. Flexibility and Adaptability: Choosing a flexible travel partner allows for 

spontaneity and adaptability in the tour itinerary, enabling both partners to 

adjust based on changing circumstances or preferences. Flexibility fosters a more 

relaxed and enjoyable travel experience, as both partners can embrace 

unexpected opportunities and serendipitous discoveries along the way. 

7. Memorable Shared Experiences: Travelling with the right partner creates 

opportunities for shared experiences, bonding, and creating lasting memories 

together. Shared experiences during the tour package strengthen the relationship 

between travel partners and provide a source of joy and fulfilment long after the 

journey has ended. 

TYPES OF TRAVEL PARTNERSHIP IN TOUR PACKAGING BUSINESS 

In the tour packaging business, various types of travel partnerships can be 

established to enhance the offerings and services provided to travellers. These 

types of travel partnerships in the tour packaging business enable companies to 

expand their offerings, enhance the value proposition for travellers, and create 

mutually beneficial relationships within the travel ecosystem. Some common 

types of travel partnerships are: 

1. Supplier Partnerships: Collaborations with accommodation providers (hotels, 

resorts, lodges) to offer bundled packages that include lodging along with tours 

and activities. Partnerships with transportation companies (airlines, railways, 

bus operators) to provide discounted or bundled tickets as part of tour packages. 

Relationships with tour operators or local guides in destination countries to 

facilitate guided tours and excursions for travellers. 

2. Destination Management Partnerships: Partnerships with Destination 

Management Companies (DMCs) or Destination Marketing Organisations (DMOs) 

to promote and sell tour packages tailored to specific destinations. Collaborations 

with local tourism boards or authorities to gain access to exclusive attractions, 

events, or cultural experiences for inclusion in tour packages. 

3. Technology Partnerships: Partnerships with technology providers to integrate 

booking platforms, reservation systems, and travel management tools for efficient 

tour packaging and management. Collaborations with Online Travel Agencies 
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(OTAs) or travel aggregators to distribute tour packages through digital channels 

and reach a broader audience. 

4. Travel Agency Partnerships: Affiliation with other travel agencies or consortia 

to leverage collective buying power, access exclusive deals, and expand 

distribution networks for tour packages. Joint ventures or strategic alliances with 

complementary travel agencies to offer combined tour packages that cater to 

diverse travel preferences and demographics. 

5. Marketing and Promotion Partnerships: Partnerships with influencers, 

bloggers, or travel media outlets to promote tour packages through sponsored 

content, reviews, and social media campaigns. Collaborations with corporate 

partners or organisations to offer customised tour packages as incentives, 

rewards, or corporate travel solutions for employees or clients. 

6. Cross-Industry Partnerships: Partnerships with complementary businesses 

outside the travel industry, such as retail brands, financial institutions, or 

lifestyle companies, to offer co-branded tour packages or loyalty programmes. 

Collaborations with event organisers or entertainment venues to create themed 

tour packages around specific events, festivals, or cultural experiences. 

7. Community and Sustainability Partnerships: Partnerships with local 

communities, indigenous groups, or eco-tourism initiatives to develop 

responsible tourism practices and offer immersive, culturally authentic 

experiences in tour packages. Collaborations with environmental organisations 

or conservation groups to promote eco-friendly travel practices, support 

conservation efforts, and offer eco-conscious tour packages. 

COORDINATION WITH TRAVEL PARTNERS 

Coordinating with various travel partners involves effective communication, 

collaboration, and organisation to ensure that all aspects of the travel experience 

are seamlessly integrated and executed. Here are some steps to effectively 

coordinate with different travel partners: 

1. Establish Clear Communication Channels: Maintain open and transparent 

communication channels with all travel partners involved in the itinerary. Ensure 

that contact information is readily available and establish preferred modes of 

communication, such as email, phone calls, or messaging apps. 

2. Define Roles and Responsibilities: Clearly define the roles and responsibilities 

of each travel partner involved in the itinerary. Establish who is responsible for 

what tasks, such as booking accommodations, arranging transportation, or 

coordinating activities, to avoid confusion or duplication of efforts. 

3. Share Itinerary Details: Share the detailed itinerary with all travel partners, 

including dates, times, locations, and any special requirements or preferences of 
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the travellers. Ensure that everyone has access to the most up-to-date 

information to facilitate smooth coordination. 

4. Regular Updates and Check-ins: Schedule regular updates and check-ins with 

all travel partners to review progress, address any issues or concerns, and ensure 

that everyone is aligned with the itinerary. This could be done through meetings, 

conference calls, or written updates. 

5. Centralised Booking and Reservation System: Utilise a centralised booking 

and reservation system or platform where all travel partners can access and 

update booking details in real-time. This ensures that everyone has visibility into 

the latest arrangements and avoids double bookings or conflicts. 

6. Flexibility and Adaptability: Remain flexible and adaptable to changes or 

unexpected developments that may arise during the planning or execution of the 

itinerary. Communicate promptly with all travel partners to adjust plans as 

needed, and minimise disruptions to the travellers' experience. 

7. Provide Clear Guidelines and Expectations: Establish clear guidelines and 

expectations for service levels, quality standards, and customer satisfaction. 

Ensure that all travel partners understand the importance of delivering a 

seamless and memorable experience for the travellers. 

8. Resolve Issues Promptly: Address any issues or concerns that arise during the 

coordination process promptly and professionally. Work collaboratively with the 

relevant travel partners to find solutions and ensure that the travellers' needs are 

met satisfactorily. 

9. Collect Feedback and Evaluate Performance: After the trip, collect feedback 

from travellers and evaluate the performance of each travel partner. Identify areas 

for improvement and provide constructive feedback to enhance future 

collaborations and experiences. 

Activities 

Activity 1: Travel Partner Match-Up 

Materials Required: Paper, Pens, Travel partner profiles (printed or digital) 

Procedure: 

1. Provide each student with a travel partner profile template. 

2. Instruct students to review the profiles of various travel partners involved in the 

tour packaging business. 

3. Encourage students to analyse the preferences, interests, and offerings of each 

travel partner. 
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4. Ask students to choose a travel partner that aligns with their travel preferences 

and interests. 

5. Have students write a short explanation of why they chose their selected travel 

partner. 

6. Arrange students in pairs or small groups based on their chosen travel partners. 

7. Task each group with discussing potential travel itineraries and activities they 

would enjoy with their chosen partner. 

8. Encourage students to collaborate and brainstorm ideas for their hypothetical 

travel experiences. 

9. Provide time for each group to present their proposed itineraries to the class, 

highlighting the compatibility between the chosen travel partners. 

10. Facilitate a discussion on the importance of selecting the right travel partner 

in tour packaging and the benefits of effective collaboration in travel planning. 

Activity 2: Travel Partner Coordination Simulation 

Materials Required: Paper, Pens, Mock travel itineraries And Contact information 

for fictional travel partners (optional) 

Procedure: 

1. Divide students into groups, assigning each group a mock travel itinerary. 

2. Provide students with the contact information of fictional travel partners or assign 

roles within each group to represent different travel partners (e.g., travel agency, 

hotel, transportation company). 

3. Instruct each group to simulate the coordination process with their assigned 

travel partners to plan and execute the travel itinerary. 

4. Encourage students to communicate effectively, delegate responsibilities, and 

resolve any challenges that arise during the simulation. 

5. Allow time for groups to exchange information, decide, and adjust plans as 

needed based on feedback from their fictional travel partners. 

6. Facilitate periodic check-ins to assess progress and address any issues or 

concerns that arise. 

7. At the conclusion of the simulation, have each group present their coordinated 

travel itinerary to the class. 

8. Encourage reflection on the coordination process, highlighting lessons learned 

and strategies for effective collaboration with travel partners. 

9. Discuss the importance of clear communication, flexibility, and teamwork in 

coordinating travel arrangements with various partners. 
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10. Debrief the activity by emphasizing the real-world applications of effective 

travel partner coordination in the tour packaging business. 

Check Your Progress 

A. Fill in the Blanks 

1. Travel agencies and tour operators are responsible for creating and organising 

travel packages, including designing ___________, negotiating with suppliers, and 

handling bookings. 

2. Airlines collaborate with travel agencies to provide flight services and often offer 

___________ rates and packages. 

3. Hotels and accommodation providers offer lodging options for travellers, ranging 

from budget to luxury accommodations, and collaborate with travel agencies to 

provide special ___________ and packages. 

4. Transportation companies provide options within destinations, offering transfers, 

rentals, and guided tours as part of travel ___________. 

5. Local tour operators and guides offer expertise and insights into destinations' 

culture, history, and attractions, leading guided ___________ and activities. 

B. Multiple Choice Questions 

1. Which of the following is not considered a travel partner involved in tour 

packaging? 

a) Airlines 

b) Hospitals 

c) Hotels and Accommodation Providers 

d) Transportation Companies 

2. Local tour operators and guides contribute to travel packages by: 

a) Providing flight services 

b) Leading guided tours and activities 

c) Offering travel insurance coverage 

d) Managing hotel reservations 

3. Travel insurance providers collaborate with travel agencies to offer coverage for: 

a) Flight delays and cancellations 

b) Restaurant vouchers 

c) Theme Park tickets 

d) Rental car discounts 
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4. Destination Management Companies (DMCs) assist with: 

a) Negotiating with airlines 

b) Coordinating ground arrangements 

c) Promoting tour packages through social media 

d) Providing travel insurance coverage 

5. Effective communication among travel partners helps in: 

a) Creating shared experiences 

b) Increasing travel expenses 

c) Reducing safety and security 

d) Causing confusion during the tour 

C. State Whether the Following Statements Are True or False 

1. Travel insurance providers collaborate with travel agencies to offer insurance 

coverage as a mandatory component of travel packages. 

2. Effective communication is essential for coordinating with various travel partners 

involved in tour packaging. 

3. Shared responsibilities among travel partners can lead to duplication of efforts 

and confusion. 

4. Destination Management Companies (DMCs) primarily focus on promoting tour 

packages through digital channels. 

5. Flexibility and adaptability are crucial when selecting a travel partner for tour 

packaging. 

D. Short Answer Questions 

1. What role do destination management companies (DMCs) play in tour 

packaging? 

2. How do local tour operators contribute to enhancing travel experiences? 

3. Describe the importance of effective communication among travel partners. 

4. What services do travel insurance providers offer in collaboration with travel 

agencies? 

5. Explain the significance of flexibility and adaptability in tour itineraries. 

E. Long Answer Questions 

1. Discuss the responsibilities and functions of travel agencies and tour operators 

in creating and organizing travel packages. 
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2. How do hotels and accommodation providers collaborate with travel agencies to 

enhance travel packages? 

3. Explain the importance of choosing the right travel partner in tour packaging, 

citing examples from the provided Session. 

4. Describe various types of travel partnerships in the tour packaging business and 

how they contribute to expanding offerings for travellers. 

5. Discuss the steps involved in effectively coordinating with different travel 

partners to ensure seamless integration and execution of travel experiences. 

F. Check Your Performance 

1. Prepare a descriptive chart on various types of travel partners contribute to the 

overall experience of tour packages. 
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MODULE 4  
PROVIDE SUITABLE TOUR PACKAGE TO 

CUSTOMERS 

 

Module Overview 

Navigating the complexities of the travel industry requires a comprehensive 

understanding of various financial aspects, including tour pricing, payment methods, 

invoice preparation, and cash management. Tour pricing involves intricacies such as 

dynamic pricing strategies to optimise revenue and value-based pricing to align with 

customer expectations. Diverse modes of payment, from credit cards to mobile 

payment platforms, offer flexibility and convenience for both travellers and operators. 

Efficient invoice preparation involves gathering detailed service information, 

calculating totals accurately, and maintaining professionalism through clear 

formatting and communication. Cash management is critical in travel agencies and 

tour operations, necessitating stringent control measures to handle cash flow, 

reconcile accounts, and minimise risks of fraud or theft. Moreover, maintaining 

comprehensive client records is essential for personalised service delivery and 

regulatory compliance, encompassing details such as contact information, 

preferences, and transaction history. Implementing suitable practices ensures the 

integrity and accessibility of records and documents, facilitating seamless operations 

and fostering trust with clients. 

This unit explore the areas related to: (i) Tour pricing (ii) Pricing strategies (iii) Various 

modes of payment (iv) Procedure to prepare the invoice (v) Cash management in travel 

agency and tour operation (vi) Cash management in travel agency and tour operation 

(vii) Types of client records and (viii) Suitable practices to maintain relevant records 

and documents. 

Learning Outcomes  

After completing this module, you will be able to: 

 Understanding Customer Preferences and Expectations.  

 Identify if customers prefer adventurous activities, cultural experiences, 

relaxation, or a combination of these, and customize packages accordingly. 

 Develop personalized tour packages that meet specific customer needs and 

interests. 

 Enhance tour packages with value-added services that enrich the customer 

experience. 
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Module Structure 

Session 1: Tour Pricing 

Session 2: Various Modes of Payment 

Session 3: Cash Management in Travel Agency and Tour Operation 

Session 4: Updating Important Information in The Final Itinerary  

Session 5:  Travel Insurance 

Session 1: Tour Pricing 

Tour pricing refers to the process of determining the cost associated with offering a 

tour package or travel experience to customers. This includes calculating the 

expenses involved in providing the tour, such as transportation, 

accommodations, meals, activities, guides, permits, taxes, administrative 

overheads, and any other relevant costs. Once the total cost is calculated, tour 

operators set prices for their tour packages that cover these costs while also 

allowing for a profit margin. 

Tour pricing is a critical aspect of tour operation management, as it directly impacts 

the competitiveness, profitability, and success of the tour business. Pricing 

strategies may vary based on factors such as market demand, competition, 

customer preferences, seasonality, and perceived value of the tour experience. 

Effective tour pricing involves striking a balance between offering competitive 

prices to attract customers and ensuring that the prices are sufficient to cover 

costs and generate a profit. 

Tour pricing also involves considering various pricing models and strategies, such as 

cost-based pricing, market-based pricing, value-based pricing, dynamic pricing, 

bundled pricing, seasonal pricing, promotional pricing, and more. By carefully 

analysing market conditions, understanding customer needs, and implementing 

appropriate pricing strategies, tour operators can effectively price their tour 

packages to maximise revenue and achieve business objectives. 

Tour Pricing Strategy 

A tour pricing strategy is a comprehensive plan that tour operators develop to 

determine the prices of their tour packages in a way that maximises profitability 

while remaining competitive in the market. It involves careful consideration of 

various factors such as costs, market demand, customer preferences, 

competition, and value proposition. The primary goal of a tour pricing strategy is 

to set prices that attract customers, generate revenue, and ultimately contribute 

to the success of the tour business. 
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Significance of Tour Pricing Strategy 

Tour pricing strategy holds significant importance in the travel and tourism industry 

due to its impact on various aspects of tour operations and customer satisfaction. 

Here are some key significances of tour pricing strategy: 

1. Revenue Generation: Effective tour pricing strategy directly influences revenue 

generation for tour operators. By setting competitive prices that accurately reflect 

the value of the tour experience, operators can maximise revenue and 

profitability. 

2. Competitive Advantage: Tour pricing strategy can provide a competitive 

advantage by positioning tour packages effectively in the market. Offering 

competitive prices, unique value propositions, or bundled services can help 

operators stand out from competitors and attract customers. 

3. Market Positioning: Pricing strategy influences how customers perceive tour 

packages in relation to competitors. Premium pricing may convey luxury and 

exclusivity, while discounted pricing may appeal to budget-conscious travellers. 

Strategic pricing helps operators position their tours appropriately in the market. 

4. Customer Perception: Pricing affects customers' perceptions of the tour's value 

and affordability. Transparent pricing and value-for-money offerings can enhance 

customer satisfaction and loyalty. Conversely, pricing discrepancies or hidden 

fees may lead to dissatisfaction and negative reviews. 

5. Demand Management: Tour pricing strategy can be used to manage demand 

and optimise capacity utilisation. Dynamic pricing, seasonal pricing, or 

promotional offers can stimulate demand during off-peak periods, fill capacity 

gaps, and maximise revenue during peak seasons. 

6. Profit Optimisation: Pricing strategy directly impacts tour operators' 

profitability by balancing costs and revenue. Operators must consider factors 

such as operational expenses, overhead costs, and profit margins to ensure 

profitability while remaining competitive in the market. 

7. Customer Retention: Fair and transparent pricing contributes to customer 

satisfaction and retention. Satisfied customers are more likely to book future 

tours with the same operator and recommend the company to others, leading to 

repeat business and positive word-of-mouth referrals. 

8. Market Expansion: Strategic pricing can facilitate market expansion by making 

tours accessible to a wider range of customers. Offering competitive prices or 

customised packages can attract new customer segments and penetrate new 

markets, driving growth and expansion opportunities. 

9. Adaptability and Flexibility: Tour pricing strategy enables operators to adapt to 

changing market conditions, customer preferences, and competitive pressures. 
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Operators can adjust pricing strategies based on market trends, demand 

fluctuations, and feedback to remain competitive and responsive. 

10. Long-Term Sustainability: Sustainable tour pricing strategies are essential for 

the long-term success and growth of tour operators. By achieving the right 

balance between pricing, costs, and customer value, operators can create a 

sustainable business model, invest in product development, and thrive in the 

tourism industry over time. 

Different Pricing Strategies 

Tour operators utilise various pricing strategies to determine the cost of tour 

packages. These strategies help operators set prices that are competitive, 

appealing to customers, and profitable for the business. Here are some common 

pricing strategies used in the travel industry: 

1. Cost-Plus Pricing: This strategy involves calculating the total cost of operating 

the tour, including transportation, accommodations, meals, activities, guides, 

administrative expenses, and overhead costs. A mark-up or profit margin is then 

added to cover costs and generate profit. 

2. Market-Based Pricing: Market-based pricing involves setting prices based on 

market conditions, competitor pricing, and customer demand. Operators analyse 

competitors' pricing strategies and adjust their prices to remain competitive while 

still meeting profit objectives. 

3. Value-Based Pricing: Value-based pricing focuses on the perceived value of the 

tour package from the customer's perspective. Operators determine the value 

customers place on the tour experience and set prices accordingly. This strategy 

is often used for premium or luxury tours. 

4. Dynamic Pricing: Dynamic pricing involves adjusting tour package prices based 

on real-time market demand, seasonality, availability, and other factors. Prices 

may fluctuate up or down to optimise revenue and fill capacity during peak and 

off-peak periods. 

5. Bundled Pricing: With bundled pricing, operators combine multiple components 

of the tour package, such as accommodations, transportation, meals, and 

activities, into a single package at a discounted price compared to purchasing 

each component separately. This encourages customers to book the entire 

package and can increase overall revenue. 

6. Penetration Pricing: Penetration pricing involves setting tour package prices 

initially at a lower level than competitors to attract customers and gain market 

share. Once market share is established, prices may be gradually increased to 

maximise profitability. 

7. Skimming Pricing: Skimming pricing entails setting tour package prices initially 

at a higher level to target customers who are willing to pay a premium for 
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exclusive or high-end experiences. Prices may be lowered over time to attract 

more price-sensitive customers as the demand stabilises. 

8. Psychological Pricing: Psychological pricing strategies leverage human 

psychology to influence purchasing decisions. Tour operators may use tactics 

such as setting prices just below round numbers (e.g., $99 instead of $100) or 

emphasising the value of discounts or savings to make prices appear more 

attractive to customers. 

9. Seasonal Pricing: Seasonal pricing involves adjusting tour package prices based 

on seasonal demand patterns, peak travel seasons, and holidays. Prices may be 

higher during peak seasons when demand is high and lower during off-peak 

seasons to attract budget-conscious travellers. 

10. Promotional Pricing: Promotional pricing strategies involve offering limited-time 

promotions, discounts, or special offers to stimulate demand, attract new 

customers, and incentivise bookings. Promotions can include early bird 

discounts, last-minute deals, group discounts, or loyalty rewards programme. 

Factors to Consider in Tour Pricing 

Tour pricing involves determining the cost of tour packages that includes various 

components such as accommodations, transportation, meals, activities, guides 

and administrative expenses, and then setting competitive prices to attract 

customers while ensuring profitability. Here are some key factors to consider 

when pricing tours: 

1. Cost Calculation: Calculate the total cost of providing the tour, including all 

expenses incurred such as transportation, accommodations, meals, entrance 

fees, guide services, permits, taxes, and administrative overheads. 

2. Profit Margin: Add a desired profit margin to cover business expenses, overhead 

costs, and generate profit. The profit margin should be sufficient to ensure a 

healthy return on investment and sustain the business operations. 

3. Market Analysis: Conduct market research to understand the competitive 

landscape and pricing strategies of competitors offering similar tour packages. 

Analyse market demand, customer preferences, and pricing trends to determine 

the optimal pricing strategy. 

4. Value Proposition: Consider the perceived value of the tour package from the 

customer's perspective. Highlight unique features, experiences, and benefits 

offered by the tour to justify the price and differentiate it from competitors. 

5. Customer Segmentation: Segment the target market based on demographics, 

preferences and willingness to pay. Tailor pricing strategies and package offerings 

to different customer segments, for maximising revenue and appeal to diverse 

customer preferences. 
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6. Seasonality: Adjust tour prices based on seasonal demand patterns, peak travel 

seasons, and holidays. Prices may be higher during peak seasons when demand 

is high and lower during off-peak seasons to attract budget-conscious travellers. 

7. Discounts and Promotions: Offer discounts, promotions, or special deals to 

stimulate demand, attract customers, and incentivise bookings. Promotions can 

include early bird discounts, last-minute deals, group discounts, or loyalty 

rewards programmes. 

8. Transparency: Clearly communicate pricing details, inclusions, exclusions, and 

any additional fees or surcharges upfront to build trust and transparency with 

customers. Avoid hidden fees or unexpected costs that may deter customers or 

lead to dissatisfaction. 

9. Flexibility: Offer flexible pricing options to accommodate different customer 

preferences and budgets. Provide tiered pricing structures, customisation options 

and add-on services to cater to individual needs and enhance customer 

satisfaction. 

10. Continuous Monitoring and Adjustment: Monitor pricing performance, 

customer feedback, and market trends regularly. Adjust pricing strategies as 

needed to optimise revenue, remain competitive, and meet business objectives. 

Activities 

Tour Pricing Simulation. 

Materials Required: Pen and paper or computer for calculations, Sample tour 

package details (transportation, accommodations, meals, activities, etc.), Pricing 

strategy guidelines (cost-based, market-based, value-based, etc.). 

Procedures: 

1. Divide participants into small groups. 

2. Provide each group with sample tour package details including all expenses. 

3. Explain different pricing strategies (cost-based, market-based, value-based, etc.) 

and their implications. 

4. Instruct groups to choose a pricing strategy and calculate the price for the tour 

package accordingly. 

5. Encourage groups to consider factors such as market demand, competition, 

customer preferences, and value proposition while determining the price. 

6. Once calculated, groups should present their pricing rationale to the rest of the 

participants. 

7. Discuss the differences in pricing decisions between groups and evaluate the 

effectiveness of each strategy. 
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Discussion Points: 

1. How did each group approach for pricing the tour package? 

2. What factors influenced their pricing decisions? 

3. Which pricing strategy seemed most effective for the given scenario? 

4. How does pricing impact customer perception and demand for the tour package? 

Activity 02: Pricing Strategy Role-play. 

Materials Required: Role-play scenario cards (each describing a different tour 

package and market situation), Instructions for each role-play scenario, Pen and 

paper for notes. 

Procedures: 

1. Divide participants into pairs or small groups. 

2. Provide each group with a role-play scenario card detailing a specific tour package 

and market situation. 

3. Explain the instructions for the role-play, including the objectives and roles 

assigned to each participant. 

4. Participants should engage in the role-play, with one member acting as the tour 

operator and the other(s) as potential customers. 

5. The tour operator should apply a pricing strategy (e.g., cost-based, value-based, 

dynamic pricing) while interacting with the customers to sell the tour package. 

6. Customers should ask questions, negotiate, and provide feedback based on their 

preferences and perceptions of value. 

7. After each role-play scenario, allow time for reflection and discussion among 

participants. 

8. Rotate roles and repeat the process with different scenarios to explore various 

pricing strategies and customer interactions. 

Discussion Points: 

1. How did each group approach for pricing the tour package in the role-play 

scenario? 

2. What pricing strategy did the tour operator employ and how effective was it? 

3. How did the customers respond to the pricing strategy and what factors 

influenced their decision-making? 

4. What did participants learn about the application of different pricing strategies 

in a customer interaction setting? 
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Check Your Progress 

1. Tour pricing involves calculating the total cost associated with offering a tour 

package, including expenses such as _________________, accommodations, meals, 

activities and more. 

2. Dynamic pricing involves adjusting tour package prices based on real-time 

market demand, seasonality, availability and other factors to optimise revenue 

and fill capacity during _________________ periods. 

3. Bundled pricing combines multiple components of the tour package into a single 

package at a discounted price compared to purchasing each component 

_________________. 

4. Psychological pricing leverages human psychology to influence purchasing 

decisions, such as setting prices just below round numbers (e.g., Rs.99 instead 

of _________________). 

5. Tour pricing strategy holds significant importance in the travel and tourism 

industry due to its impact on various aspects of tour operations and 

_________________. 

A. Multiple Choice Questions 

1. What does tour pricing involve? 

a) Setting marketing strategies 

b) Determining the cost of tour packages 

c) Hiring tour guides 

d) Designing tour itineraries 

2. Which of the following is a significance of tour pricing strategy? 

a) Employee training 

b) Revenue Generation 

c) Weather forecasting 

d) Transportation scheduling 

3. What is value-based pricing primarily focused on? 

a) Competitor pricing 

b) Market demand 

c) Perceived value of the tour package 

d) Operational costs 

4. When does dynamic pricing involve adjusting tour package prices? 
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a) Monthly 

b) Annually 

c) Based on market demand and seasonality 

d) Every five years 

5. What does bundled pricing involve? 

a) Offering single components separately 

b) Setting prices based on competitors 

c) Combining multiple components into a single package 

d) Adjusting prices based on customer perception 

B. State Whether the Following Statements Are True or False 

1. Tour pricing strategy does not impact revenue generation for tour operators. 

2. Dynamic pricing involves adjusting tour package prices based on real-time 

market demand only. 

3. Psychological pricing strategies focus on rational decision-making processes. 

4. Customer segmentation is irrelevant in tour pricing considerations. 

5. Transparency in pricing details can build trust and enhance customer 

satisfaction. 

C. Short Answer Questions 

1. What factors influence tour pricing strategy? 

2. What is the primary goal of tour pricing strategy? 

3. Can you explain the significance of dynamic pricing in tour operations? 

4. What are some common pricing strategies used in the travel industry? 

5. Why is transparency important in tour pricing? 

E. Long Answer Questions 

1. Discuss the significance of tour pricing strategy in the travel and tourism 

industry, highlighting its impact on various aspects of tour operations and 

customer satisfaction. 

2. Explain how tour operators calculate the total cost of providing a tour package 

and determine the profit margin to set prices. 

3. Describe the different factors considered in market analysis for tour pricing 

strategy, and how market trends and competitor pricing influence pricing 

decisions. 
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4. Compare and contrast value-based pricing and market-based pricing strategies 

in tour operations, citing examples to illustrate their applications. 

5. Discuss the importance of continuous monitoring and adjustment in tour pricing 

strategy, and how tour operators can adapt pricing strategies to changing market 

conditions and customer preferences. 

F. Check Your Performance 

List out some common pricing strategies used by tour operators to determine the 

cost of tour packages. 

Session 2: Various Modes of Payment 

Tour operators typically offer various modes of payment to accommodate the diverse 

preferences and needs of their customers. Here are some common modes of payment 

accepted by tour operators: 

 Credit Cards: Tour operators often accept payments via major credit cards 

such as Visa, MasterCard, American Express, and Discover. Credit card payments 

provide convenience for customers and allow for secure online transactions. 

 Debit Cards: Debit cards linked to bank accounts are another popular 

payment option accepted by tour operators. Customers can use their debit cards to 

make payments directly from their bank accounts, providing a convenient and secure 

payment method. 

 Bank Transfers: Bank transfers or wire transfers allow customers to transfer 

funds directly from their bank accounts to the tour operator's bank account. This 

method is commonly used for larger transactions or international payments and may 

incur fees depending on the banks involved. 

 Online Payment Gateways: Tour operators often integrate online payment 

gateways such as PayPal, Stripe, or other third-party payment processors into their 

booking systems. These gateways facilitate secure online payments via credit cards, 

debit cards, or bank transfers. 

 Cash Payments: Some customers prefer to pay in cash, especially for local 

tours or services. Tour operators may accept cash payments either in person at their 

offices or during the tour departure. 

 Mobile Payment Apps: Mobile payment apps such as Apple Pay, Google Pay, 

or Samsung Pay provide convenient options for customers to make payments using 

their smartphones. Tour operators may accept payments via these mobile apps, 

particularly for online bookings or contactless payments. 

 Electronic Wallets: Electronic wallets or digital wallets, such as PayPal, Venmo, 

or Skrill, allow customers to store payment information securely and make 
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payments online or via mobile devices. Tour operators may accept payments from 

electronic wallets as an alternative to credit cards or bank transfers. 

 Cheques or Money Orders: Although less common in the digital age, some 

customers may prefer to pay by cheque or money order. Tour operators may accept 

payments by cheque or money order, although processing times may be longer 

compared to electronic payments. 

 Traveller’s Cheques: Traveller's cheques are a secure form of payment that can 

be used by travellers when cash or credit cards are not accepted. Some tour 

operators may accept traveller's cheques as a form of payment, although they are 

less commonly used today compared to other payment methods (Fig.4.1). 

 

Fig.4.1: Traveller’s Cheque 

BEST PRACTICES AND TIPS FOR EFFECTIVE PAYMENT MANAGEMENT 

By implementing best practices, businesses can streamline their payment processes, 

enhance security, and improve overall customer satisfaction, leading to more efficient 

financial management and sustainable growth. Some of these best practices and 

effective payment management tips are: 

 Encouraging Secure Payment Methods: In the modern digital landscape, security 

is paramount when it comes to financial transactions. Encourage the use of secure 

payment methods such as credit/debit cards with encryption technology, PayPal, 

or reputable online payment gateways. Educate customers about the importance of 
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protecting their financial information and advise them to avoid sharing sensitive 

details over unsecured networks or channels. 

 Providing Clear Invoicing Guidelines: Clarity in invoicing is essential to avoid 

misunderstandings and disputes. Provide detailed guidelines on how invoices are 

structured, including what each item represents and any applicable taxes or fees. 

Use clear and concise language in invoices, avoiding jargon or technical terms that 

may confuse customers. Include contact information for any inquiries or 

clarification regarding the invoice to facilitate smooth communication. 

 Offering Multiple Payment Options: Cater to diverse customer preferences by 

offering a variety of payment options. This can include traditional methods like cash 

and bank transfers, as well as modern digital options such as credit/debit cards, 

online payment platforms, and mobile wallets. Consider the global reach of your 

business and ensure that payment methods are accessible to customers across 

different regions. For example, offering alternative payment methods popular in 

specific countries can improve convenience and conversion rates. 

 Emphasising the Importance of Timely Invoicing and Payment: Timeliness is 

crucial in maintaining a healthy cash flow and fostering positive relationships with 

customers. Set clear expectations regarding invoicing and payment deadlines, and 

adhere to them consistently. Send out invoices promptly after the completion of 

services or at agreed-upon intervals to avoid delays in payment processing. 

Encourage prompt payment by offering incentives such as early payment discounts 

or penalties for late payments, while maintaining professionalism and 

understanding in communication with customers. 

PROCEDURE TO PREPARE THE INVOICE 

Preparing an invoice is a fundamental part of the billing process for tour operators 

and travel agencies. It involves creating a document that outlines the details of the 

services provided to a client, along with the corresponding charges. Here are the 

procedures to prepare an invoice: 

1. Gather Booking Information: Collect all relevant booking information for the 

client's reservation, including their name, contact details, booking reference or 

reservation number, dates of travel, destination, type of accommodations, 

transportation details, activities or tours booked, and any additional services 

requested. 

2. Calculate Charges: Determine the charges associated with the client's booking 

based on the agreed-upon rates, pricing structures, and terms and conditions. 

This may include accommodation costs, transportation fees, tour or activity 

prices, taxes, service charges, and any applicable surcharges or discounts. 

3. Itemize Services: Itemize the services provided to the client on the invoice. 

Clearly list each component of the booking separately, including descriptions, 
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quantities, rates, and subtotal amounts for each item. This helps clients 

understand what they are being charged for and ensures transparency in billing. 

4. Add Taxes and Fees: Calculate and add any applicable taxes, fees, or surcharges 

to the invoice total. Ensure that all taxes are applied correctly according to local 

regulations and that any additional fees or surcharges are clearly specified and 

explained to the client. 

5. Include Payment Terms: Clearly outline the payment terms and conditions on 

the invoice, including the due date for payment, accepted payment methods, late 

payment penalties or interest charges, and any deposit or advance payment 

requirements. This helps clients understand their obligations and ensures timely 

payment. 

6. Generate the Invoice: Use accounting software, invoicing templates, or invoicing 

systems to generate the invoice electronically. Include the company logo, 

business contact information, invoice number, issue date, and client's billing 

address for professional presentation. 

7. Review for Accuracy: Review the invoice carefully to ensure accuracy and 

completeness of all information, including client details, booking details, pricing, 

and calculations. Double-check for any errors or discrepancies that may need 

correction before sending the invoice to the client. 

8. Send the Invoice: Once the invoice is finalised and reviewed, send it to the client 

promptly via E-mail, mail, or electronic invoicing platforms. Include a brief cover 

letter or message thanking the client for their business and providing instructions 

for payment. 

9. Follow-Up: Monitor the status of the invoice and follow up with the client as 

needed to ensure timely payment. Send reminders for overdue invoices and 

communicate with the client to address any questions or concerns they may have 

regarding the invoice. 
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10. Record Keeping: Maintain a record of all invoices issued, including copies of 

sent invoices, payment receipts, and any communication related to billing or 

payment. Organise invoices systematically for accounting purposes and future 

reference. 
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Activities 

Payment method role-play scenario involving a customer making a payment for a 

tour or travel service 

Material Required: Role-play scenarios (printed or projected), Props representing 

different payment methods (credit/debit cards, cash, mobile phones, etc.), Timer or 

stopwatch, Whiteboard or flip chart for debriefing. 

Procedure 

1. Divide participants into pairs or small groups. 

2. Provide each group with a role-play scenario involving a customer making a 

payment for a tour or travel service. Scenarios should include factors such as 

payment method preference, budget considerations and potential challenges (e.g., 

technical issues, language barriers). 

3. Assign roles to participants within each group, including a tour operator and a 

customer. 

4. Set a time limit for each role-play scenario (e.g., 10 minutes). 

5. Instruct participants to act out the scenario, focusing on effective communication, 

negotiation and problem-solving. 

6. Encourage participants to use props representing different payment methods to 

enhance the realism of the simulation. 

7. After the allotted time, reconvene as a whole group and invite each group to share 

their experiences and insights from the role-play. 

8. Facilitate a discussion on the challenges encountered and strategies employed 

during the role-play, emphasising the importance of flexibility and customer-

centric approaches in payment management. 

9. Summarise the activity by highlighting key takeaways and reinforcing the 

importance of accommodating diverse customer preferences in payment 

processing. 

Activity 2: Invoice creation workshop by following the invoicing guidelines discussed 

in the Session 

Materials Required: Sample booking information sheets (printed or projected), 

Blank invoice templates or worksheets, Pens or pencils, Whiteboard or flip chart for 

group discussion. 

Procedure: 

1. Divide participants into small groups. 
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2. Provide each group with a sample booking information sheet containing details 

of a hypothetical tour reservation, including customer information, tour details, 

pricing, and payment terms. 

3. Instruct each group to use the provided information to create a tour invoice for 

the given booking. 

4. Encourage participants to follow the invoicing guidelines discussed in the 

Session, including clear formatting, itemisation of services, and inclusion of 

payment terms. 

5. Allow sufficient time for groups to work on creating their invoices (e.g., 15-20 

minutes). 

6. After the allocated time, reconvene as a whole group and invite each group to 

present their invoices. 

7. Facilitate a discussion on the invoices presented, highlighting strengths and 

areas for improvement in terms of clarity, accuracy, and adherence to invoicing 

guidelines. 

8. Encourage participants to provide feedback to their peers and offer suggestions 

for refining the invoices. 

9. Summarise the activity by emphasising the importance of accurate and 

transparent invoicing practices in maintaining customer satisfaction and 

financial integrity. 

Check Your Progress 

1. Tour operators commonly accept payments via major ________________ such as 

Visa, MasterCard, American Express, and Discover. 

2. Debit cards linked to bank accounts provide a ________________ and secure 

payment method for customers. 

3. Bank transfers are often used for ________________ transactions or international 

payments. 

4. Mobile payment apps like Apple Pay and Google Pay offer convenient options for 

customers to make payments using their ________________. 

5. Electronic wallets, such as PayPal and Venmo, allow customers to store 

payment information securely and make payments online or via 

________________ devices. 

A. Multiple Choice Questions 

1. Which of the following is a traditional payment method accepted by tour 

operators? 
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a) PayPal 

b) Credit Cards 

c) Apple Pay 

d) Venmo 

2. Bank transfers are commonly used for: 

a) Small transactions 

b) Local payments 

c) International payments 

d) In-person payments 

3. Electronic wallets are an alternative to: 

a) Credit cards 

b) Cash 

c) Cheques 

d) Bank transfers 

B. State Whether the Following Statements Are True or False 

1. Cash payments are commonly accepted by tour operators, especially for local 

tours or services. 

2. Bank transfers are typically used for small transactions due to their 

convenience. 

3. Mobile payment apps like Apple Pay and Google Pay cannot be used for online 

bookings with tour operators. 

4. Traveller's checks are widely used today as a form of payment by travellers. 

5. Clear invoicing guidelines help to avoid misunderstandings and disputes in 

billing. 

C. Short Answer Questions 

1. How can tour operators encourage the use of secure payment methods among 

customers? 

2. Why is it important for tour operators to offer multiple payment options? 

3. What are some key components that should be included in an invoice prepared 

by a tour operator? 

4. How can tour operators ensure timely invoicing and payment from customers? 

D. Check Your Performance 

Write and arrange some common modes of payment accepted by tour operators 
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Session 3: Cash Management in Travel Agency and Tour Operation 

Cash management is a critical aspect of financial management for travel agencies 

and tour operators. Effectively managing cash flow ensures liquidity, operational 

efficiency and financial stability. Here are key considerations for cash 

management in this industry: 

1. Daily Cash Handling Procedures: Establish clear procedures for handling cash 

transactions, including cash collections from bookings, tour sales, and other 

revenue sources. Implement secure cash handling practices, such as designated 

cashiers, cash registers, and secure storage facilities, to minimise the risk of theft 

or loss. Conduct regular cash counts and reconciliations to verify cash balances 

and detect discrepancies. 

2. Float Management: Maintain an adequate cash float to meet daily operational 

expenses, such as office rent, utilities, payroll, and supplier payments. Monitor 

cash flow trends and adjust float levels accordingly to ensure sufficient liquidity 

during peak and off-peak seasons. Implement controls to prevent cash shortages 

or excess cash accumulation, such as establishing cash replenishment 

thresholds and monitoring cash usage patterns. 

3. Banking Relationships: Maintain strong relationships with banks and financial 

institutions to facilitate cash management activities, such as cash deposits, 

withdrawals, and electronic fund transfers. Explore banking services tailored to 

the needs of travel agencies and tour operators, such as merchant services for 

credit card processing and foreign exchange services for international 

transactions. Negotiate favourable terms and pricing for banking services to 

minimise transaction costs and maximise returns on cash balances. 

4. Cash Forecasting and Budgeting: Develop cash flow forecasts and budgets to 

anticipate cash inflows and outflows, considering seasonal variations, market 

trends, and business growth projections. Monitor actual cash flows against 

forecasted figures regularly and identify variances to adjust cash management 

strategies as needed. Implement cash conservation measures during periods of 

low cash availability or economic uncertainty to preserve liquidity and minimise 

financial risk. 

5. Working Capital Management: Optimise working capital management practices 

to improve cash flow efficiency and reduce financing costs. Streamline accounts 

receivable processes to accelerate cash collections from customers, such as 

offering discounts for early payments and implementing automated invoicing and 

payment systems. Negotiate favourable credit terms with suppliers and vendors 

to extend payment terms and optimise cash conversion cycles. 

6. Risk Management: Identify and mitigate cash management risks, such as 

currency exchange rate fluctuations, interest rate risks, and liquidity constraints. 
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Maintain adequate cash reserves and contingency funds to cover unexpected 

expenses or revenue shortfalls. Implement internal controls and segregation of 

duties to prevent fraud, errors, and unauthorised access to cash resources. 

CASH MANAGEMENT PROCEDURE 

Cash management procedures are essential for businesses, including tour operators 

and travel agencies, to effectively manage their cash flow, minimise risks, and 

optimise liquidity. Here are the key components of cash management procedures: 

1. Cash Receipts Handling 

 Establish clear procedures for handling cash receipts, including guidelines for 

cash collection, verification, and recording. 

 Assign specific responsibilities to staff members for receiving and documenting 

cash payments from clients, ensuring accountability and transparency. 

 Implement controls to safeguard against theft, loss, or misappropriation of cash, 

such as secure cash handling practices, locked cash boxes, and restricted access 

to cash storage areas. 

2. Bank Account Management 

 Maintain separate bank accounts for different purposes, such as operating 

expenses, client deposits, and tax payments, to facilitate better cash management 

and accounting. 

 Regularly reconcile bank statements with accounting records to ensure accuracy 

and detect any discrepancies or unauthorised transactions. 

 Optimise bank account structures to minimise fees, maximise interest earnings, 

and streamline cash transactions, such as consolidating accounts or negotiating 

favourable banking terms. 

3. Cash Flow Forecasting 

 Develop cash flow projections to forecast anticipated cash inflows and outflows 

over a specific period, typically on a monthly or quarterly basis. 

 Analyse historical cash flow data, sales forecasts, and upcoming expenses to 

estimate future cash needs and identify potential cash shortfalls or surpluses. 

 Use cash flow forecasts to make informed decisions regarding budgeting, 

financing, investment, and liquidity management strategies. 

4. Payment Processing 

 Implement efficient payment processing procedures to ensure timely and 

accurate disbursement of funds for expenses, such as supplier payments, 

payroll, and taxes. 
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 Utilise electronic payment methods, such as Automated Clearing House (ACH) 

transfers, wire transfers, or online bill payment systems, to streamline payment 

processes and reduce paperwork. 

 Set up controls and approval mechanisms to authorise and verify outgoing 

payments, prevent fraud, and mitigate risks associated with unauthorised 

transactions or errors. 

5. Cash Controls and Security 

 Establish internal controls and security measures to protect cash assets from 

theft, fraud, or misuse, including segregation of duties, authorisation 

requirements, and physical security measures. 

 Conduct regular audits, reviews, and reconciliations of cash transactions and 

balances to detect irregularities, identify control weaknesses, and ensure 

compliance with policies and procedures. 

 Provide training and awareness programmes for employees to educate them 

about cash handling best practices, security protocols, and fraud prevention 

techniques. 

6. Surplus Cash Management 

 Develop strategies to effectively manage surplus cash balances, such as investing 

excess funds in interest-bearing accounts, short-term investments, or money 

market instruments to optimise returns. 

 Monitor investment performance, liquidity needs, and market conditions to 

adjust investment strategies accordingly and ensure the safety and liquidity of 

cash reserves. 

 Maintain liquidity buffers to cover unexpected expenses, emergencies, or 

fluctuations in cash flow, while also maximising returns on idle cash through 

prudent investment practices. 

WAYS TO MANAGE THE CASH FLOW EFFECTIVELY 

Managing cash flow effectively is essential for the financial health and stability of 

tour operators and travel agencies. Here are several ways to manage cash flow 

effectively: 

1. Develop a Cash Flow Forecast: Create a detailed cash flow forecast that projects 

expected cash inflows and outflows over a specific period, typically on a monthly 

or quarterly basis. This forecast helps anticipate cash needs, identify potential 

shortfalls or surpluses, and make informed decisions to manage cash flow 

effectively. 

2. Monitor Receivables and Payables: Keep track of accounts receivable 

(payments owed by clients) and accounts payable (amounts owed to suppliers, 
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vendors, and creditors). Implement systems to follow up on overdue receivables 

and negotiate favourable payment terms with suppliers to optimise cash flow. 

3. Streamline Payment Processes: Streamline payment processes to minimise 

delays and accelerate cash inflows. Offer convenient payment options for clients, 

such as online payments, credit card payments, or Electronic Funds Transfers 

(EFTs), to expedite the receipt of funds. 

4. Negotiate Terms with Suppliers: Negotiate payment terms with suppliers, 

vendors, and service providers to align payment schedules with cash flow 

patterns. Request extended payment terms, early payment discounts, or 

instalment payment options to manage cash outflows more effectively. 

5. Optimise Inventory Management: Manage inventory levels efficiently to 

minimise excess inventory and associated carrying costs. Conduct regular 

inventory assessments, implement just-in-time inventory practices, and optimise 

stock turnover rates to free up cash tied-up in inventory. 

6. Control Operating Expenses: Review and control operating expenses to reduce 

unnecessary costs and preserve cash flow. Identify areas where expenses can be 

trimmed or optimised without sacrificing service quality or operational efficiency. 

7. Maintain Cash Reserves: Establish cash reserves or contingency funds to cover 

unexpected expenses, emergencies, or temporary cash flow disruptions. Maintain 

adequate liquidity to ensure the business can meet its financial obligations and 

withstand unforeseen challenges. 

8. Implement Cash Flow Management Tools: Utilise cash flow management tools 

and software to track, analyse and manage cash flow effectively. These tools can 

automate cash flow forecasting, monitor receivables and payables, and provide 

insights to optimise cash flow strategies. 

9. Monitor and Review Regularly: Monitor cash flow regularly and review financial 

statements, cash flow projections, and performance metrics to assess the 

effectiveness of cash flow management strategies. Identify areas for improvement, 

adjust plans as needed, and proactively address any cash flow challenges or 

opportunities. 

10. Seek Professional Advice: Consider seeking advice from financial advisors, 

accountants or business consultants to develop effective cash flow management 

strategies tailored to the specific needs and circumstances of the tour operator 

or travel agency. 
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Activities 

Cash handling simulation roles within group, including cashiers, supervisors, and 

auditors. 

Material Required: Play money (cash denominations), Cash register or cash boxes, 

Secure storage containers, Writing materials for documentation. 

Procedure: 

1. Divide the participants into groups, each representing a different branch or 

department of a travel agency or tour operation. 

2. Provide each group with a set amount of play money representing cash receipts 

from bookings, tour sales, and other revenue sources. 

3. Assign roles within each group, including cashiers, supervisors, and auditors, 

and allocate responsibilities for handling cash transactions. 

4. Simulate various cash handling scenarios, such as collecting cash payments 

from customers, issuing change, recording transactions, and reconciling cash 

counts. 

5. Emphasise the importance of secure cash handling practices, including verifying 

cash authenticity, maintaining accurate records, and safeguarding cash against 

theft or loss. 

6. Encourage participants to adhere to established procedures for cash handling, 

conduct regular cash counts and reconciliations, and report any discrepancies 

or irregularities. 

7. Debrief after the simulation exercise to discuss observations, lessons learned, 

and opportunities for improvement in cash management practices. 

 

Activity 2: Cash Handling Procedures Role-play. 

Materials Required: Play money (denominations as needed), Cash register or cash 

boxes, Secure storage containers, Written scenarios for cash transactions, Role-play 

instructions for each student/group. 

Procedure: 

1. Divide students into groups and assign roles like cashier, supervisor, auditor, 

and customer. 

2. Create written scenarios for cash transactions, such as booking payments and 

refunds. 

3. Set up a simulated cash handling area with play money and containers for 

security. 
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4. Explain the importance of proper cash handling, focusing on accuracy and 

security. 

5. Review roles and stress teamwork and communication. 

6. Assign each group a cash handling scenario with written instructions. 

7. Scenarios can involve accepting payments, issuing refunds, or reconciling the 

cash register. 

8. Ensure students follow procedures for counting cash and maintaining security. 

9. Give groups time to prepare and practice their scenarios. 

10. Conduct the role-play Sessions, offering guidance as needed. 

11. Observe their performance and note cash handling, communication, and 

teamwork. 

12. Lead a discussion for students to reflect on their experience and share 

feedback. 

13. Discuss challenges and successful strategies. 

14. Highlight the importance of accuracy and security in cash handling. 

15. Assign students to write reflections on their role-play, focusing on what they 

learned. 

Check Your Progress 

1. Cash management is crucial for ensuring ____________, operational efficiency, and 

financial stability in travel agencies and tour operators. 

2. Establishing clear procedures for handling cash transactions helps minimise the 

risk of ____________ or loss. 

3. Maintaining strong relationships with banks facilitates ____________ activities such 

as cash deposits and withdrawals. 

4. Cash flow forecasts help anticipate cash ____________ and outflows over a specific 

period. 

5. Implementing efficient payment processing procedures ensures timely and 

accurate ____________ of funds for expenses. 

A. Multiple Choice Questions 

1. Which of the following is NOT a key consideration for cash management in 

travel agencies and tour operators? 

a) Daily cash handling procedures 

b) Investment portfolio management 
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c) Float management 

d) Banking relationships 

2. What is one of the primary purposes of maintaining an adequate cash float in 

travel agencies and tour operators? 

a) To maximize investment opportunities 

b) To cover unexpected expenses 

c) To minimize tax liabilities 

d) To pay off debts immediately 

3. Which of the following is NOT a component of cash management procedures for 

tour operators and travel agencies? 

a) Payment processing 

b) Inventory management 

c) Bank account management 

d) Cash flow forecasting 

4. How can tour operators and travel agencies effectively manage surplus cash 

balances? 

a) By keeping excess cash in non-interest-bearing accounts 

b) By investing excess funds in long-term stocks 

c) By monitoring investment performance and adjusting strategies accordingly 

d) By spending surplus cash on unnecessary expenses 

5. Which of the following is NOT a way to manage cash flow effectively for tour 

operators and travel agencies? 

a) Maintaining cash reserves 

b) Ignoring accounts receivable 

c) Streamlining payment processes 

d) Negotiating terms with suppliers 

B. State Whether the Following Statements Are True or False 

1. Cash management procedures do not include cash flow forecasting. 

2. Efficient payment processing procedures can lead to delays in fund 

disbursement. 

3. Cash management procedures do not involve maintaining strong relationships 

with banks. 
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4. Establishing clear procedures for handling cash transactions can increase the 

risk of theft. 

5. Cash reserves are unnecessary in effective cash flow management. 

D. Short Answer Questions 

1. What are the primary purposes of cash management procedures in travel agencies 

and tour operators? 

2. Describe one method for mitigating cash management risks in this industry. 

3. Explain the significance of maintaining separate bank accounts for different 

purposes. 

4. Briefly outline the steps involved in developing a cash flow forecast. 

5. What are the key components of effective payment processing procedures for tour 

operators and travel agencies? 

E. Long Answer Questions 

1. How do travel agencies and tour operators optimize working capital management 

practices to improve cash flow efficiency? 

2. Discuss the importance of cash flow forecasting and budgeting in the context of 

managing cash flow for these businesses. 

3. How can tour operators and travel agencies effectively manage surplus cash 

balances, and what factors should they consider in doing so? 

4. Explain the role of cash controls and security measures in protecting cash assets 

for travel agencies and tour operators. 

5. In what ways can streamlining payment processes and negotiating terms with 

suppliers contribute to managing cash flow effectively for tour operators and travel 

agencies? 

F. Check Your Performance 

1. Outline the components of cash management procedures for tour operators and 

travel agencies, including daily cash handling, banking relationships, and cash 

flow forecasting? 

Session 4: Updating Important Information in the Final Itinerary 

Updating information such as lodging details, destination details, medical facilities, 

possible issues, and consulate/high commission details in the final itinerary is 

crucial for ensuring the safety, convenience, and overall satisfaction of travellers. 

Here's why it holds significance: 

1. Accurate and Up-to-Date Information: Providing travellers with accurate and 

up-to-date information ensures that they have the latest details about their 
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accommodations, destinations, and other important aspects of their trip. This 

helps avoid confusion, misunderstandings, or disruptions during their travel 

experience. 

2. Safety and Security: Updating information about lodging details, destination 

specifics, and medical facilities allows travellers to make informed decisions and 

take necessary precautions to ensure their safety and well-being while travelling. 

This includes knowing the location of nearby medical facilities, emergency 

contacts, and safety protocols in case of emergencies. 

3. Minimising Disruptions: By addressing possible issues that travellers may 

encounter during their trip, such as transportation delays, weather-related 

disruptions, or cultural differences, travellers can be better prepared to handle 

unexpected situations and minimise disruptions to their travel plans. 

4. Enhanced Customer Experience: Providing comprehensive and updated 

information in the final itinerary contributes to a positive customer experience. 

Travellers feel more confident and reassured when they have access to detailed 

information about their trip, destinations, and available resources, leading to 

greater satisfaction and loyalty. 

5. Effective Problem Resolution: Including consulate/high commission details 

and contact information in the itinerary enables travellers to seek assistance or 

support in case of emergencies, legal issues, or other unforeseen circumstances 

while travelling abroad. This facilitates timely and effective problem resolution 

and ensures travellers' well-being. 

6. Improved Trip Planning: Access to updated destination details, including 

attractions, activities, dining options, and local customs, allows travellers to 

better plan and maximise their time during the trip. This enhances the overall 

travel experience and allows travellers to make the most of their visit to each 

destination. 

7. Compliance and Legal Considerations: Providing travellers with 

consulate/high commission details ensures compliance with legal requirements 

and regulations governing international travel. In the event of passport issues, 

visa problems, or other legal matters, travellers can contact the relevant 

authorities for assistance and guidance. 

8. Risk Management: Updating information about possible issues and ways to 

overcome them helps mitigate risks associated with travel, such as health 

concerns, safety hazards, or logistical challenges. Travelerscan proactively 

address potential issues and take appropriate precautions to minimise risks and 

ensure a smooth and enjoyable trip. 

Types of Client Records 
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In the travel and tourism industry, maintaining accurate records of clientsis essential 

for providing personalised services, ensuring customer satisfaction, and 

facilitating efficient communication and booking processes. Here are the types of 

various records of clients commonly maintained by tour operators and travel 

agencies: 

1. Contact Information: This includes clients' basic contact details such as name, 

address, phone number, email address, and preferred method of communication. 

Contact information is crucial for communication purposes, sending booking 

confirmations, itinerary updates, and marketing communications. 

2. Booking History: Maintaining a record of clients' booking history allows tour 

operators to track their past travel preferences, destinations visited, tours 

booked, and any special requests or preferences. This information helps in 

providing personalized recommendations, loyalty rewards, and targeted 

marketing campaigns. 

3. Travel Preferences: Recording clients' travel preferences and interests enables 

tour operators to tailor their offerings to match individual preferences. This may 

include preferred travel destinations, types of accommodations, transportation 

preferences, dietary restrictions, activity preferences, and special requests. 

4. Special Requirements: Clients may have special requirements or needs that 

need to be documented and accommodated during their travel experience. This 

could include requests for wheelchair accessibility, dietary restrictions, medical 

conditions, language preferences, or any other special assistance required. 

5. Payment Information: Tour operators need to keep records of clients' payment 

information, including payment methods used, transaction history, billing 

addresses, and credit card details (securely stored in compliance with payment 

card industry standards). This information is essential for processing payments 

and managing financial transactions. 

6. Identification Documents: Clients' identification documents such as passports, 

driver's licenses, or national identity cards may need to be collected and stored 

for regulatory compliance, visa processing, and booking confirmations. It's 

essential to handle and store such sensitive information securely and in 

compliance with data protection regulations. 

7. Emergency Contact Details: Maintaining records of clients' emergency contact 

details, including names, relationships, and contact numbers of family members 

or next of kin, is crucial for handling emergencies or unexpected situations 

during travel. 

8. Travel Insurance Information: Clients' travel insurance details, including policy 

numbers, coverage information, and emergency assistance contact numbers, 
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should be recorded to facilitate insurance claims processing and help in case of 

emergencies or medical incidents during travel. 

9. Feedback and Reviews: Keeping records of clients' feedback, reviews, and 

satisfaction ratings following their travel experiences allows tour operators to 

monitor customer satisfaction levels, identify areas for improvement, and 

enhance service quality continuously. 

10. Privacy Preferences and Consent: It's important to maintain records of clients' 

privacy preferences, consent for data processing, and communication preferences 

in compliance with data protection regulations such as the General Data 

Protection Regulation (GDPR) or the California Consumer Privacy Act (CCPA). 

Suitable Practices to Maintain Relevant Records and Documents 

Maintaining relevant records and documents is crucial for tour operators and travel 

agencies to ensure compliance, facilitate operational efficiency, and support 

decision-making processes. Here are some suitable practices to maintain records 

and documents effectively: 

1. Establish Recordkeeping Policies: Develop comprehensive recordkeeping 

policies and procedures that outline the types of records to be maintained, 

retention periods, storage methods, access controls, and compliance 

requirements. Ensure all staff members are aware of and adhere to these policies. 

2. Centralise Record Storage: Centralise record storage in a secure and organised 

manner to facilitate easy access, retrieval, and management of documents. Use 

electronic Document Management Systems (DMS) or cloud-based storage 

solutions to store digital records securely and ensure back-up copies are 

maintained. 

3. Categorise Records: Categorise records into logical categories or folders based 

on their type, purpose, and relevance. Use consistent naming conventions, file 

structures, and indexing systems to organise records systematically and 

streamline retrieval. 

4. Maintain Client Records: Create and maintain comprehensive client records 

that include contact information, booking details, travel preferences, payment 

history, and communication logs. Keep records updated with any changes or 

updates to client information. 

5. Document Financial Transactions: Document all financial transactions, 

including invoices, receipts, payment records, and bank statements. Ensure 

accuracy and completeness of financial records, and reconcile accounts regularly 

to detect errors or discrepancies. 

6. Track Booking and Reservation Details: Maintain detailed records of bookings, 

reservations, and itineraries, including lodging details, transportation 
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arrangements, tour packages, and associated documentation. Update booking 

records with any changes, cancellations, or modifications to travel plans. 

7. Record Compliance Documentation: Keep records of regulatory compliance 

documentation, licenses, permits, certifications, and insurance policies relevant 

to the operation of the tour business. Ensure compliance with legal requirements 

and industry regulations governing travel and tourism activities. 

8. Document Communication and Correspondence: Record all communication 

and correspondence with clients, suppliers, partners, and regulatory authorities. 

Maintain copies of emails, letters, contracts, agreements, and other relevant 

documents exchanged during the course of business transactions. 

9. Regularly Review and Update Records: Conduct regular reviews of records and 

documents to ensure accuracy, completeness, and relevance. Update records as 

needed to reflect changes in client information, bookings, regulations, or 

business processes. 

10. Secure Confidential Information: Safeguard confidential information, sensitive 

data, and Personally Identifiable Information (PII) to protect client privacy and 

comply with data protection regulations. Implement access controls, encryption, 

and other security measures to prevent unauthorised access or data breaches. 

11. Train Staff on Recordkeeping Practices: Provide training and guidance to staff 

members on recordkeeping practices, compliance requirements, and data 

management protocols. Educate employees on the importance of maintaining 

accurate records and following established procedures. 

12. Back-up and Disaster Recovery: Implement regular back-up procedures and 

disaster recovery plans to safeguard records against data loss, system failures, 

or unforeseen disasters. Maintain redundant copies of critical records in secure 

locations to ensure business continuity. 

Activities 

Interactive Itinerary Update Game. 

Materials Required: Printed itinerary templates (multiple copies), Information cards 

with updates (e.g., lodging changes, medical facility details, consulate/high 

commission contacts), Timer, Pen and paper. 

Procedures: 

1. Divide participants into pairs or small groups. 

2. Distribute printed itinerary templates and information cards to each group. 

3. Set a timer for a specified duration (e.g., 10 minutes). 
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4. Instruct participants to work together to update the itinerary with the 

information provided on the cards. 

5. Encourage participants to prioritise the updates based on their significance for 

travellers' safety and convenience. 

6. Once the timer expires, have each group present their updated itinerary to the 

rest of the participants. 

7. Facilitate a brief discussion on the importance of updating itineraries and the 

challenges faced during the activity. 

8. Conclude by summarising key points and reinforcing the significance of accurate 

and up-to-date information in travel itineraries. 

Discussion Point 

1. How did prioritising updates contribute to the overall effectiveness of the 

itinerary? 

2. What challenges did you encounter while updating the itinerary, and how did you 

overcome them? 

3. Why is it important to provide accurate and up-to-date information in travel 

itineraries? 

4. How can tour operators ensure that itineraries remain updated throughout the 

travel process? 

Activity 2: Client Records Management Workshop. 

Materials Required: Sample client record forms or templates, Case studies 

highlighting recordkeeping scenarios, Flip chart or whiteboard, Writing materials. 

Procedures: 

1. Begin with a brief presentation on the importance of maintaining client records in 

the travel and tourism industry. 

2. Divide participants into small groups. 

3. Provide each group with sample client record forms or templates and case studies 

illustrating various recordkeeping scenarios. 

4. Instruct groups to analyse the case studies and identify suitable practices for 

maintaining relevant records and documents in each scenario. 

5. Encourage groups to discuss the potential challenges and solutions related to 

recordkeeping in the travel and tourism context. 

6. Facilitate a group discussion where each group presents their findings and 

recommendations. 
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7. Summarise key insights and best practices for effective client records management 

in the travel and tourism industry. 

8. Conclude by highlighting the importance of adhering to recordkeeping policies and 

procedures to ensure compliance, operational efficiency, and customer 

satisfaction. 

Discussion Points: 

1. What types of client records are essential for tour operators and travel agencies? 

2. How can tour operators ensure the accuracy and security of client records? 

3. What are some challenges associated with maintaining client records, and how can 

they be addressed? 

4. What role does technology play in streamlining client records management 

processes in the travel and tourism industry? 

Check Your Progress 

1. Updating information such as lodging details, destination details, medical 

facilities, possible issues, and consulate/high commission details in the final 

itinerary is crucial for ensuring the safety, convenience and overall _________ 

of travellers. 

2. Providing travellers with __________________ ensures that they have the latest 

details about their accommodations, destinations, and other important 

aspects of their trip. This helps avoid confusion, misunderstandings, or 

disruptions during their travel experience. 

3. By addressing possible issues that travellers may encounter during their trip, 

such as transportation delays, weather-related disruptions, or cultural 

differences, travellers can be better prepared to handle unexpected situations 

and _________________ to their travel plans. 

4. Providing comprehensive and updated information in the final itinerary 

contributes to a _________ customer experience.  

5. Including consulate/high commission details and contact information in the 

________ enables travellers to seek assistance or support in case of 

emergencies, legal issues, or other unforeseen circumstances while traveling 

abroad. This facilitates timely and effective problem resolution and ensures 

travellers' well-being. 

A. Multiple Choice Questions 

1. Which of the following is a key reason for updating important information in 

the final itinerary? 

a) Increasing confusion and misunderstandings 
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b) Decreasing the need for travellers to make informed decisions 

c) Enhancing safety, convenience, and overall satisfaction 

d) Minimising disruptions to travel plans 

2. What type of information is crucial to include in client records maintained by 

tour operators and travel agencies? 

a) Only contact information 

b) Only travel preferences 

c) Contact information, booking history, travel preferences, and more 

d) Emergency contact details only 

3. What is one of the benefits of providing accurate and up-to-date information 

to travellers? 

a) Increasing confusion and misunderstandings 

b) Decreasing the likelihood of safety concerns 

c) Decreasing the need for travellers to make informed decisions 

d) Enhancing customer experience 

4. Including consulate/high commission details in the final itinerary is important 

for which purpose? 

a) To facilitate effective problem resolution during travel 

b) To increase travel disruptions 

c) To decrease customer satisfaction 

d) To avoid legal compliance 

5. What practice is essential for maintaining relevant records and documents in 

the travel and tourism industry? 

a) Centralising record storage 

b) Keeping records outdated 

c) Ignoring compliance documentation 

d) Avoiding backup and disaster recovery plans 

B. State Whether the Following Statements Are True or False 

1. Updating information in the final itinerary is unnecessary for travellers' safety 

and satisfaction. 

2. Providing accurate and up-to-date information to travellers can lead to greater 

confusion and misunderstandings during their trip. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

167 
 

Travel Advisor– Grade XI 

 

3. Including consulate/high commission details in the final itinerary is important 

for effective problem resolution during travel. 

4. Updating lodging details and medical facilities in the final itinerary does not 

contribute to the overall satisfaction of travellers. 

5. Minimising disruptions during travel is not a concern for travellers' safety and 

convenience. 

C. Short Answer Questions 

1. Why is updating information in the final itinerary crucial for travellers? 

2. How does providing accurate and up-to-date information contribute to 

enhancing the customer experience? 

3. What role does include consulate/high commission details in the itinerary 

serve for travellers? 

4. Briefly explain the significance of maintaining contact information records for 

tour operators and travel agencies. 

5. How do suitable practices for maintaining records and documents benefit tour 

operators and travel agencies? 

E. Long Answer Questions 

1. Discuss the importance of updating information in the final itinerary for 

travellers, focusing on safety, convenience, and overall satisfaction. 

2. Explain the types of client records commonly maintained by tour operators 

and travel agencies. 

3. Describe suitable practices for maintaining relevant records and documents in 

the travel and tourism industry. 

4. How does providing comprehensive and updated information in the final 

itinerary contribute to effective problem resolution and risk management for 

travellers? 

5. Discuss the significance of accurate financial records and the documentation 

of communication and correspondence for tour operators and travel agencies. 

F. Check Your Performance 

1. List out the types of client records that are commonly maintained by tour 

operators and travel agencies. 
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MODULE 5: TRAVEL INSURANCE 

 

Module Overview 

In the ever-evolving landscape of travel, ensuring safety, security, and peace of mind 

for travellers is paramount. This begins with understanding the intricacies of travel 
insurance, which serves as a crucial safeguard against unforeseen circumstances. 

Travel insurance encompasses various aspects, including coverage for medical 
emergencies, trip cancellations, and lost luggage, among others. Determining the 
cost of different travel insurance plans involves assessing factors such as 

destination, duration, age of the traveller, and desired coverage levels. Moreover, 
compliance with travel and safety norms and regulations is essential to mitigate risks 

and ensure a seamless travel experience. Recognising the myriad risks associated 
with travel, from natural disasters to health emergencies and travel disruptions, 
underscores the importance of comprehensive insurance coverage. Analysing 

customer profiles enables tour operators to tailor insurance plans to specific needs 
and assess potential risks associated with proposed tour plans. It is imperative to 
provide customers with a thorough understanding of insurance policy terms and 

conditions to manage expectations and facilitate informed decision-making. 
Checking the eligibility of customers for insurance requires proper documentation 

and adherence to procedural requirements set forth by insurance providers. Crafting 
accurate insurance quotations involves considering various elements and 
methodologies to provide transparent and competitive pricing. Regular coordination 

with insurance agents ensures up-to-date information and facilitates seamless 
transactions. In the unfortunate event of a claim, following the prescribed process 

diligently is essential to ensure prompt resolution and authentication of travel 
insurance coverage, ultimately enhancing customer satisfaction and trust in the 
travel industry. 

This unit underscore the areas of: (i) Travel insurance (ii) Travel and safety norms 
and regulations (iii) Factors to determine costs of different travel insurances (iv) 
Various types of risks associated with travelling (v) Analysing customer profiles to 

determine the risks associated with a sample tour plan (vi) The importance of giving 
customers a brief idea about the complete terms and conditions of the insurance 

policy (vii) The procedures and documents required to check the eligibility of 
customers for insurance (viii) The elements, methods and importance of insurance 
quotations (ix) The importance of co-ordinating with insurance agents regularly (x) 

The process to claim travel insurance and ensure its authentication. 
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Learning Outcomes  

After completing this module, you will be able to: 

 Understanding Customer Preferences and Expectations.  

 Identify if customers prefer adventurous activities, cultural experiences, 

relaxation, or a combination of these, and customize packages accordingly. 

 Develop personalized tour packages that meet specific customer needs and 

interests. 

 Enhance tour packages with value-added services that enrich the customer 

experience. 

Module Structure 

Session 1:  Travel Insurance and Safety Regulations 

Session 2:   Various Types of Risks Associated with Travelling 

Session 3: Cash Management in Travel Agency and Tour Operation 

Session 4:   The Elements, Methods and Importance of Insurance Quotations 

Session 5:  The Importance of Co-Ordinating with Insurance Agents Regularly 

Session 1: Travel Insurance and Safety Regulations 

While planning a trip, many people realise that a travel insurance policy is a 

mandatory requirement when you apply for a visa to certain countries. However, 
many of them buy travel insurance just to comply, without going into details of the 
policy that they are buying and what exactly it would cover. There are a number of 

factors that distinguish one policy from another. Moreover, travel insurance should 
be on your checklist while planning a trip irrespective of whether or not it’s 

mandated. To get the most out of your policy, it is imperative to understand what is 
covered and what is not. So here is a roundup of everything you need to know about 
travel insurance. 

Meaning: Travel insurance is a type of insurance policy that covers the risks 
associated with travelling. It can cover up the costs of trip cancellation, baggage loss, 

medical expenses, and other losses. It can be for losses during domestic or 
international trips. 

Defining Travel Insurance: Travel insurance, as the name suggests, is an insurance 

product that is a kind of General Insurance Policy. It is useful for protection against 
unforeseen damage during travelling and associated financial costs. It is a beneficial 
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plan for those travelling domestically or abroad, especially for those who are frequent 

travelers. Travel insurance covers the following losses: 

 Baggage loss/Loss of personal belongings. 

 Theft/burglary of bags or personal belongings. 

 Loss of passport. 

 Trip cancellation or delays. 

 Medical urgencies/Accidents. 

 Death of the insured person. 

 Disability of the insured person. 

 Hijack. 

 Emergency evacuation. 

 Missed connection/departure. 

 Bounced airline/hotel booking. 

Key Features of Travel Insurance 

While buying a policy to cover your overseas trip, you should ensure that it meets all 
your unique requirements throughout the trip. The key feature of an ideal travel 

insurance should be as follows: 

1. Coverage: One of the most important features of travel insurance should be 

its comprehensive coverage. While buying travel insurance for your upcoming 

trip, you must assess the plan’s coverage carefully. 

2. Premium: Premium is another feature you should consider while buying a 

travel cover. The best travel insurance would provide extensive coverage at an 

affordable premium. 

3. Exclusions: Exclusions of travel insurance are yet another considerable 

feature. While you compare travel insurance from different insurance 

providers, you should check out the exclusions and T&C to avoid any last-

minute surprises. 

4. Pre-existing diseases: Most travel insurance providers do not provide 

financial assistance if you encounter hospitalization due to pre-existing 

conditions. Thus, you must check whether your travel insurance covers 

existing illnesses. 

5. New-age benefits: In the travel insurance plan, you should opt for travel 

insurance that provides new-age features such as emergency evacuation, 

upgradation to business class, and companion cover benefits. Such features 

shall ensure that you remain comprehensively covered throughout your trip. 
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6. Claim procedure: An easy claim procedure is another feature of travel 

insurance you should look out for while buying travel insurance. You should 

consider important aspects such as claim settlement ratio, time taken in claim 

approval and whether the company provides cashless claim settlement in a 

foreign country. 

Importance of Travel Insurance 

1. Medical Coverage: Travel insurance ensures you’re covered if you get sick or 

injured during your trip. It takes care of your medical expenses, including 

doctor visits and hospital stays, helping you focus on getting better without 

worrying about the costs. 

2. Trip Cancellation and Interruption: Life can be unpredictable, and you may 

have to change or modify your plans. If your trip gets cancelled or cut short 

due to unforeseen circumstances, travel insurance can save the day. It 

reimburses your non-refundable expenses like flights and accommodations, so 

you don’t lose your hard-earned money. 

3. Lost or Damaged Luggage: Imagine arriving at your destination, but your 

luggage doesn’t. It can be frustrating, but with a travel insurance, you don’t 

have to worry. It covers the cost of replacing your lost or damaged belongings, 

allowing you to continue your vacation smoothly. 

4. Emergency Assistance: When you’re in a foreign country, dealing with 

emergencies can be challenging. That’s where travel insurance comes to your 

aid. It provides round-the-clock emergency assistance, helping you find 

medical care, arrange transportation, and navigate unfamiliar situations. 

Travel and Safety Norms and Regulations 

Each organisation plays a crucial role in regulating different aspects of travel, safety, 
and health. Let's elaborate on the various travel and safety norms and regulations 
set forth by each of these organisations: 

International Air Transport Association (IATA) 

 Safety Regulations: IATA establishes global safety standards and regulations 

for the aviation industry. This includes regulations pertaining to aircraft 

maintenance, pilot training, air traffic management, and emergency 

procedures. 

 Security Regulations: IATA works with governments and regulatory 

authorities to develop security regulations aimed at protecting passengers, 

crew, and aircraft from security threats, including terrorism and unlawful 

interference. 

 Technical Standards: IATA sets technical standards and specifications for 

aircraft design, equipment, and maintenance to ensure airworthiness and 

reliability. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

172 
 

Travel Advisor– Grade XI 

 Operational Procedures: IATA develops operational procedures and best 

practices for airlines, including flight planning, aircraft loading, fuel 

management, weather monitoring, and aircraft performance. 

World Health Organisation (WHO) 

 Health Regulations: WHO provides guidance and recommendations for 

international travel health, including vaccinations, disease prevention, and 

health risks associated with specific destinations. 

 Pandemic Response: WHO plays a crucial role in coordinating global 

responses to pandemics and health emergencies, including the COVID-19 

pandemic. They provide guidance on travel restrictions, quarantine measures, 

and health protocols for travellers. 

 Health Services: WHO supports countries in strengthening their health 

systems and infrastructure to ensure the provision of quality health services 

to travellers, including access to medical facilities and emergency care. 

International Civil Aviation Organisation (ICAO) 

 Aviation Regulations: ICAO sets international standards and regulations for 

civil aviation, including air navigation, flight operations, aircraft certification, 

and airport infrastructure. 

 Safety Oversight: ICAO provides guidance and assistance to member states 

in implementing effective safety oversight systems to ensure compliance with 

international aviation safety standards. 

 Environmental Protection: ICAO develops policies and initiatives to address 

environmental issues related to aviation, including emissions reduction, noise 

abatement, and sustainable aviation fuels. 

Insurance Regulatory and Development Authority of India (IRDA) 

 Insurance Regulations: IRDA regulates the insurance sector in India and sets 

regulations governing travel insurance products offered by insurance 

companies. 

 Consumer Protection: IRDA ensures that insurance companies comply with 

consumer protection laws and regulations, including fair treatment of 

policyholders, transparent pricing, and prompt claims settlement. 

 Policy Standards: IRDA sets standards and guidelines for travel insurance 

policies, including coverage limits, exclusions, terms and conditions, and claim 

procedures. 

Types of Travel Insurance 

Based on your unique requirements, there are several types of travel insurance as 
listed below: 
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1. Domestic travel insurance: a travel insurance that covers your trips within 

the borders of your home country is known as domestic travel insurance. 

2. International travel Insurance: It covers your foreign trips against 

unforeseen medical and on-medical emergencies. 

3. Schengen travel Insurance: it covers your trip when you visit one of the 27 

Schengen region countries. Having Schengen travel insurance becomes 

mandatory when you apply for a Schengen visa. 

4. Individual travel Insurance: a travel insurance designed to meet the journey-

specific needs of an individual is known as Individual travel insurance. 

 

Fig.5.1. Types of Travel Insurance 

5. Family/Group travel Insurance: a travel insurance that safeguards the trip 

of two or more people is known as group travel insurance. 

6. Student travel insurance: it provides financial coverage when you visit a 

foreign country to pursue higher education. 

7. Travel insurance for senior citizens: a travel plan that covers the unique 

needs of senior citizens while they travel overseas is known as travel insurance 

for senior citizens. 
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8. Single-trip Travel Insurance: a travel insurance designed to cover 

destination-specific needs of a single trip is known as single-trip travel 

insurance. 

9. Multi-trip travel Insurance: one of the main features of travel insurance for 

multiple trips is that it covers multiple trips taken by the insured member for 

up to a year. 

The factors to determine costs of different travel insurances 

The cost of travel insurance can vary widely based on several factors. Insurance 

providers take these factors into consideration to determine the premium for a 
particular travel insurance policy. Here are some key factors that influence the cost 

of different travel insurances: 

1. Coverage Limits: The extent of coverage, including coverage limits for medical 

expenses, trip cancellations, baggage loss, and other benefits, can significantly 

impact the cost of travel insurance. Policies with higher coverage limits often 

come with higher premiums. 

2. Trip Duration: The length of your trip is a crucial factor. Longer trips generally 

have higher premiums because there is a greater risk of potential incidents 

occurring over an extended period. 

3. Destination: The location you plan to visit plays a role in determining the cost. 

Some destinations may have higher healthcare costs, increased risks of certain 

events (natural disasters, political instability), or higher rates of theft, which 

can affect the overall premium. 

4. Traveler’s Age: Age is a significant factor in determining travel insurance 

costs. Older travelers may face higher premiums because they are generally 

considered to be at a higher risk for health-related issues. 

Pre-existing Medical Conditions: 

If you have pre-existing medical conditions, the cost of travel insurance may increase. 

Insurance providers often assess the risk associated with existing health conditions, 
and coverage for these conditions may be more expensive. 

1. Type of Coverage: Different types of travel insurance policies offer varying 

levels of coverage. Basic policies covering essential needs may be more 

affordable, while comprehensive policies with a broader range of benefits will 

generally have higher premiums. 

2. Deductibles and Excess: The amount you're willing to pay as a deductible or 

excess can influence the premium. Choosing a higher deductible often results 

in a lower premium but requires you to pay more out-of-pocket in the event of 

a claim. 
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3. Coverage Add-ons: Additional coverage options, such as adventure sports 

coverage, rental car coverage, or coverage for high-value items, can increase 

the overall cost of the policy. 

4. Policy Limits and Exclusions: The specific terms and conditions of the policy, 

including any exclusions and limits on coverage, can affect the premium. 

Policies with fewer restrictions may come with higher premiums. 

5. Group or Family Coverage: if you are purchasing insurance for a group or 

family, the cost per person may be lower compared to individual policies. Some 

insurers offer discounts for group or family coverage. 

Activities 

Activity 1: Cost Calculation and Budgeting Activity 

Materials Required: Worksheets or calculators for cost estimation, information on 

travel destinations and trip durations. 

Procedures: 

1. Provide participants with information on hypothetical travel scenarios, 

including destination options and trip durations. 

2. Explain the factors that can influence the cost of travel insurance, such as 

coverage limits, trip duration, destination, and traveller's age. 

3. Instruct participants to select a destination and trip duration for their 

hypothetical travel plans. 

4. Provide worksheets or calculators for participants to estimate the cost of travel 

insurance based on their chosen scenarios and the factors discussed. 

5. Encourage participants to consider different types of coverage and any specific 

needs or concerns they may have while estimating costs. 

6. After completing the cost calculations, reconvene as a group to share findings 

and discuss the variability in insurance costs based on different factors. 

7. Guide participants in reflecting on their budgeting process and encourage 

them to consider how they can adjust their travel plans or insurance coverage 

to align with their budgetary constraints. 

8. Conclude by emphasising the importance of planning and budgeting for travel 

insurance expenses to ensure comprehensive coverage within their financial 

means. 

Activity 2: Travel Insurance Quiz 

Materials Required: Quiz questions (multiple-choice, true/false, fill in the blanks), 
answer sheets or clickers for students to respond. 

Procedures: 
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1. Prepare a set of quiz questions covering various aspects of travel insurance, 

such as coverage options, benefits, regulations, and important considerations. 

2. Divide students into small groups or allow them to participate individually. 

3. Present the quiz questions to the students one by one, allowing them time to 

discuss and select their answers. 

4. After each question, reveal the correct answer and encourage students to keep 

track of their scores. 

5. At the end of the quiz, tally the scores and declare the winning group or 

individual with the highest score. 

6. Facilitate a brief discussion to review the quiz questions and answers, 

addressing any misconceptions or areas where students may need further 

clarification. 

7. Conclude by summarising key points from the quiz and emphasizing the 

importance of understanding travel insurance concepts for future travel 

planning. 

Check Your Progress 

A. Fill in the Blanks 

1. __________ is a type of insurance policy that covers the risks associated with 

travelling. 

2. The __________ primarily regulates international travel health. 

3. Schengen travel insurance becomes mandatory when applying for a 

__________ visa. 

4. The __________ of the trip influences the cost of travel insurance. 

5. ICAO sets international standards and regulations for civil aviation, including 

__________. 

B. Multiple Choice Questions 

1. Which of the following is NOT covered by travel insurance? 

a) Trip cancellation 

b) Lost or damaged luggage 

c) Flight upgrades 

d) Medical emergencies 

2. What does IATA primarily regulate in the aviation industry? 

a) Insurance policies 
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b) Aircraft design 

c) Travel visas 

d) Hotel accommodations 

3. Which organisation provides guidance on international travel health? 

a) IATA 

b) WHO 

c) IRDA 

d) ICAO 

4. What type of travel insurance is mandatory for visiting Schengen region 

countries? 

a) Domestic travel insurance 

b) International travel insurance 

c) Schengen travel insurance 

d) Single-trip travel insurance 

5. What factor influences the cost of travel insurance based on trip duration? 

a) Age of the traveller 

b) Destination 

c) Length of the trip 

d) Coverage limits 

C. State Whether the Following Statements Are True or False 

1. Travel insurance covers medical expenses and trip cancellations. 

2. IATA sets technical standards for airport infrastructure. 

3. WHO coordinates global responses to pandemics? 

4. Pre-existing medical conditions have no impact on the cost of travel insurance. 

5. Group or family coverage typically costs more per person compared to 

individual policies. 

D. Short Answer Questions 

1. Explain the importance of understanding the key features of travel insurance 

before purchasing a policy. 

2. Describe the role of WHO in ensuring the safety and health of international 

travellers. 
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3. State the factors that can influence the cost of travel insurance and how 

travellers can mitigate these factors. 

4. Compare and contrast the types of travel insurance mentioned in the provided 

content. 

5. Analyse the significance of insurance regulations set by organisations like 

IRDA in ensuring consumer protection in the travel insurance sector. 

D. Long Answer Questions 

1. Explain why understanding the complete terms and conditions of an insurance 

policy is important for customers. 

2. State the procedures and documents involved in checking the eligibility of 

customers for insurance coverage. 

3. Describe three types of risks associated with travelling and provide examples 

for each. 

4. Why is it necessary to verify a customer's residential address during the 

insurance application process? 

5. How can insurance providers mitigate risks associated with 

misunderstandings or disputes related to policy terms and conditions? 

E. Check Your Performance 

1. Through a descriptive chart list out the role of various organisations, such as 

the International Air Transport Association (IATA), World Health Organisation 

(WHO), and Insurance Regulatory and Development Authority of India (IRDA), 

in establishing regulations and standards related to travel safety and 

insurance. 

Session 2: Various Types of Risks Associated with Travelling 

Travelling involves exposure to various risks, ranging from health-related concerns 

to unexpected events that can disrupt your plans. Here are some of the common 
types of risks associated with travelling: 

1. Health Risks 

 Travelers may face the risk of falling ill or getting injured during their 

journey. This includes common illnesses, accidents, or more serious health 

emergencies. Depending on the destination, travelers might be at risk of 

contracting infectious diseases prevalent in certain regions. 

2. Travel Disruptions 

 Trip Cancellations and Delays: Flights, trains, or other transportation 

modes can be cancelled or delayed due to various reasons, such as weather 

conditions, technical issues, or strikes. 
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 Lost or Delayed Baggage: Baggage can be lost, delayed, or damaged 

during transit, posing inconveniences and financial losses to travelers. 

3. Security and Safety Risks 

 Theft and Pickpocketing: Tourists are often targeting for theft and 

pickpocketing, especially in crowded places or tourist attractions. 

 Civil Unrest and Political Instability: Travelers may encounter political 

unrest, protests, or demonstrations in certain destinations, leading to 

safety concerns. 

4. Natural Disasters 

 Earthquakes, Hurricanes and Tsunamis: Depending on the geographic 

location, travelers may face the risk of natural disasters that can disrupt 

travel plans and pose safety threats. 

5. Legal and Regulatory Risks 

 Legal Issues: Travelers might unintentionally violate local laws and 

regulations, leading to legal consequences. 

 Visa and Documentation Issues: Problems with visas, passports, or other 

required documentation can lead to travel disruptions or even denial of 

entry. 

6. Financial Risks 

 Currency Fluctuations: Changes in currency exchange rates can affect 

the cost of travel and lead to unexpected expenses. 

 Credit Card Issues: Credit card fraud, loss, or technical issues can create 

financial challenges for travelers. 

7. Adventure and Recreational Activities 

 Adventure Sports Risks: Participating in adventure activities like hiking, 

skiing, or diving can pose physical risks if safety precautions are not 

followed. 

 Wildlife Encounters: Depending on the destination, travelers may 

encounter wildlife, and interactions can lead to risks if proper precautions 

are not taken. 

8. Communication and Cultural Risks 

 Language Barriers: Communication challenges due to language 

differences can lead to misunderstandings or difficulties in emergencies. 

 Cultural Sensitivity: Lack of awareness or respect for local customs and 

traditions can result in social or cultural challenges. 
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9. Technology and Cyber Risks 

 Cybersecurity Risks: Travelers may face the risk of cyber-attacks, identity 

theft, or data breaches, especially when using public Wi-Fi or unfamiliar 

digital services. 

10. Environmental Risks 

 Climate and Weather Conditions: Extreme weather conditions, such as 

heatwaves, cold spells, or heavy rainfall, can impact travel plans and pose 

health risks. 

ANALYSING CUSTOMER PROFILES TO DETERMINE THE RISKS ASSOCIATED 
WITH A SAMPLE TOUR PLAN 

It involves assessing various factors related to the travelers. Here's a step by-step 

guide on how to analyses customer profiles and identify potential risks: 

1. Demographic Information 

Age and Health Status: Consider the age and health condition of the 

travelers. Older individuals or those with pre-existing medical conditions may 

have different health-related risks compared to younger, healthier travelers. 

2. Travel History 

Experience Level: Evaluate the travelers’ experience with different types of 

trips. Novice travelers might be less accustomed to potential risks and 

challenges compared to seasoned travelers. 

3. Purpose of Travel 

Business, Leisure, or Adventure: The purpose of the trip can impact the 

types of risks involved. Business travelers may have different concerns than 

those travelling for leisure or adventure. 

4. Destination Analysis 

Location-Specific Risks: Assess the risks associated with the chosen 

destination. Consider factors such as political stability, safety, healthcare 

facilities, and prevalent diseases in the region. 

5. Activities and Excursions 

Adventure or Specialty Activities: Identify any specific activities or 

excursions planned during the tour that might involve additional risks, such 

as adventure sports, hiking, or wildlife interactions. 

6. Group Composition 

Group Size and Dynamics: The size and dynamics of the travel group can 

impact risk management. Larger groups may face coordination challenges, 

while smaller groups may have fewer resources in case of emergencies. 
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7. Legal and Documentation Considerations 

Visa Requirements: Ensure that travelers have the necessary visas and 

documentation for the destination. Failure to comply with local regulations can 

lead to legal issues and disruptions. 

8. Communication Preferences 

Language Skills: Assess the language proficiency of the travelers. Language 

barriers can pose challenges in emergencies or when interacting with local 

authorities. 

9. Financial Considerations 

Budget Constraints: Consider the financial constraints of the travelers. 

Limited budgets may affect the choice of accommodations, transportation, and 

other services, potentially impacting safety and comfort. 

10. Health and Safety Precautions 

Vaccinations and Health Precautions: Ensure that travelers are aware of 

and have taken necessary vaccinations. Provide information on health 

precautions, such as drinking water safety and food hygiene. 

11. Emergency Contacts and Medical Information 

Emergency Contact Details: Collect and verify emergency contact 

information for each traveler. Obtain details about any existing medical 

conditions and required medications. 

12. Insurance Coverage 

Travel Insurance: Check if travelers have comprehensive travel insurance 

that covers medical emergencies, trip cancellations, and other potential risks. 

13. Technology and Connectivity 

Communication Devices: Evaluate the availability and functionality of 

communication devices such as smartphones, and discuss connectivity 

options in case of emergencies. 

14. Cultural Sensitivity 

Cultural Awareness: Assess the travelers’ level of cultural awareness and 

sensitivity. Lack of understanding of local customs and etiquette can lead to 

social challenges. 

15. Risk Mitigation Strategies 

Emergency Plans: Establish and communicate clear emergency plans, 

including evacuation procedures, medical assistance and contingency 

measures. 
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The importance of giving customers a brief idea about the complete terms and 

conditions of the insurance policy 

Providing customers with a brief idea about the complete terms and conditions of an 
insurance policy is crucial for several reasons: 

1. Informed Decision-Making: Understanding the terms and conditions allows 

customers to make informed decisions about purchasing insurance. It ensures 

that they are aware of the coverage, limitations, and exclusions of the policy. 

2. Clarity on Coverage: Customers need to know what is covered by the 

insurance policy. A clear overview of terms and conditions helps them 

understand the extent of coverage for various situations, such as medical 

emergencies, trip cancellations, or lost baggage. 

3. Exclusion Awareness: Insurance policies often have exclusions or situations 

where coverage may not apply. Providing a brief overview of terms and 

conditions helps customers identify these exclusions, preventing 

misunderstandings and disappointment when making a claim. 

4. Responsibility and Obligations: Terms and conditions outline the 

responsibilities and obligations of both the insurer and the insured. Customers 

need to know what is expected of them, such as reporting incidents promptly 

or providing necessary documentation for claims. 

5. Policy Limits and Deductibles: Customers should be aware of any limits on 

coverage and deductibles that apply to the insurance policy. This information 

helps them understand their financial responsibility in case of a claim and sets 

realistic expectations. 

6. Cancellation and Refund Policies: Terms and conditions typically include 

information about the policy's cancellation and refund policies. Knowing these 

details in advance allows customers to make changes to their plans if needed, 

and understand any associated costs. 

7. Travel Assistance Services: Some insurance policies offer additional services 

such as travel assistance. Briefing customers about these services helps them 

take advantage of support features, such as emergency assistance or medical 

evacuation, when necessary. 

8. Claims Process: Understanding the terms and conditions is crucial for 

customers to navigate the claims process effectively. It outlines the steps they 

need to take, required documentation, and the timeline for filing a claim. 

9. Legal Compliance: Providing a clear overview of terms and conditions ensures 

legal compliance and transparency. It helps build trust between the insurer 

and the customer, reducing the likelihood of disputes. 

10. Customer Satisfaction: Clear communication about the complete terms and 

conditions contributes to overall customer satisfaction. When customers have 
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realistic expectations and a thorough understanding of their coverage, they are 

more likely to be satisfied with the insurance service, even in the event of a 

claim. 

11. Risk Mitigation: By ensuring that customers are well-informed about the 

terms and conditions, insurers can help mitigate risks associated with 

misunderstandings, disputes, and dissatisfaction. It contributes to a smoother 

customer experience throughout the insurance period. 

The procedures and documents required to check the eligibility of customers 
for insurance 

It can vary depending on the type of insurance and the specific requirements of the 
insurance provider. Here's a general overview of common procedures and documents 

used to assess eligibility for insurance coverage: 

1. Application Form 

Procedure: Customers typically need to fill out an application form that 

collects personal information, contact details, and details relevant to the type 

of insurance. 

Documents: No specific documents at this stage, but accurate information is 

essential. 

2. Age Verification 

Procedure: Verification of the customer's age is crucial, especially for life 

insurance and certain health insurance policies. 

Documents: A government-issued ID, such as a passport or driver's license, 

is often required. 

3. Address Proof 

Procedure: Verification of the customer's residential address is necessary for 

various insurance types. 

Documents: Documents like utility bills, rental agreements, or a government-

issued ID with the current address may be required. 

4. Occupation and Income Verification 

Procedure: For certain types of insurance, especially income protection or 

disability insurance, insurers may verify the customer's occupation and 

income level. 

Documents: Pay stubs, tax returns, or employment verification letters may be 

requested. 

5. Health Questionnaire 

Procedure: Customers may be required to complete a health questionnaire to 

assess their medical history and current health status. 

Documents: No specific documents, but accurate and honest disclosure of 

medical information is essential. 
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6. Medical Check-ups and Tests 

Procedure: Depending on the type of insurance, insurers may require medical 

examinations or specific tests to assess the customer's health. 

Documents: Medical test reports, doctor's notes, or records of pre-existing 

conditions may be requested. 

7. Underwriting Process 

Procedure: Underwriting involves assessing the risk associated with insuring 

a particular individual. This process considers factors like age, health, lifestyle, 
and other relevant information. 

Documents: Information provided in the application, medical records, and 

other relevant documents. 

8. Credit Check (for certain types of insurance) 

Procedure: Some insurers may conduct a credit check, especially for products 

like credit insurance or certain types of property insurance. 

Documents: Information related to the customer's credit history. 

9. Vehicle Inspection (for auto insurance) 

Procedure: For auto insurance, an inspection of the vehicle may be required 

to assess its condition and value. 

Documents: Vehicle registration, proof of ownership, and any relevant 

maintenance records. 

10. Risk Assessment for Property Insurance 

Procedure: Insurers may assess the risk associated with insuring a property 

by considering factors like location, construction materials, and security 
measures. 

Documents: Property details, valuation reports, and security system 

information. 

11. Legal Compliance 

Procedure: Ensuring legal compliance is part of the eligibility assessment 

process. 

Documents: Proof of compliance with legal requirements, such as adherence 

to building codes or zoning regulations. 

12. Policy-Specific Requirements 

Procedure: Depending on the specific insurance policy, there may be 

additional requirements or procedures. 

Documents: Documents relevant to the specific policy type, such as travel 

plans for travel insurance or inventory lists for homeowner’s insurance. 
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Activities 

Activity 1: Risk Identification Game. 

Materials Required: Cards or slips of paper with different types of travel risks 

written on them (e.g., health risks, security risks, financial risks). Whiteboard or 
flipchart for keeping score. Pens or markers. 

Procedures: 

1. Divide the students into small groups. 

2. Explain to the students that they will be playing a game to identify different 

types of risks associated with travelling. 

3. Provide each group with a set of cards or slips of paper, each containing a 

different type of travel risk. 

4. Set a timer for a designated amount of time (e.g., 5 minutes). 

5. Instruct the groups to work together to match each risk with a brief description 

or example written on the whiteboard or flipchart. 

6. Encourage students to discuss and collaborate to identify the correct matches. 

7. After the time is up, review the matches together as a class, discussing each 

type of risk and its associated examples. 

8. Award points to each group based on the number of correct matches made. 

9. The group with the most points wins the game. 

Activity 02: Risk Assessment Role-play. 

Materials Required: Scenario cards describing different travel situations. 
Whiteboard or flipchart for note-taking. Pens or markers. 

Procedures: 

1. Divide the students into pairs or small groups. 

2. Provide each group with a scenario card describing a specific travel situation 

(e.g., a traveller getting injured during a hiking trip, a flight cancellation due 

to weather). 

3. Instruct each group to role-play the scenario, with one student acting as the 

traveller and the other as the insurance agent. 

4. Encourage students to discuss and negotiate the insurance coverage for the 

given situation, considering factors such as types of risks involved, coverage 

limits, and deductibles. 

5. Allow time for each group to present their role-play to the class, explaining 

their decisions and rationale for the insurance coverage. 
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6. Facilitate a class discussion after each presentation, highlighting key points 

and considerations in assessing risks and insurance coverage. 

7. Encourage students to ask questions and provide feedback on each group's 

role-play performance. 

8. Conclude the activity by summarising the importance of risk assessment in 

travel insurance and the role of insurance agents in helping travellers mitigate 

risks. 

Check Your Progress 

Fill in the Blanks 

1. _________ and pickpocketing are common security risks encountered by 

travellers. 

2. Health questionnaires may be required to assess the customer's _________ 

history. 

3. The underwriting process involves assessing the _________ associated with 

insuring a particular individual. 

4. Legal issues and visa requirements are examples of ___________ risks 

associated with travelling. 

5. Providing customers with a clear overview of terms and conditions helps them 

make _________ decisions about insurance purchases. 

B. Multiple Choice Questions 

1. Which of the following is NOT a type of risk associated with travelling? a) 

Financial risks  

b) Communication risks  

c) Adventure and recreational risks  

d) Technological risks 

2. What type of risk involves the cancellation or delay of transportation modes 

during travel? 

a) Health risks  

b) Travel disruptions  

c) Security and safety risks  

d) Legal and regulatory risks 

3. Which factor is considered during the eligibility assessment for insurance 

coverage?  

a) Favourite travel destinations  
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b) Occupation and income  

c) Preferred mode of transportation  

d) Fluency in foreign languages 

4. What document might be required to verify a customer's residential address?  

a) Utility bills  

b) Passport  

c) Pay stubs  

d) Rental agreements 

5. Which type of insurance might require a medical check-up or tests during the 

eligibility assessment?  

a) Homeowner's insurance  

b) Auto insurance  

c) Life insurance  

d) Travel insurance 

C. State Whether the Following Statements Are True or False 

1. Travel disruptions include theft and pickpocketing incidents. 

2. A credit check is commonly conducted during the eligibility assessment for 

health insurance. 

3. Adventure sports risks can include activities like hiking and skiing. 

4. Address proof is required for verifying a customer's age during the insurance 

application process. 

5. Currency fluctuations are not considered a financial risk associated with 

travelling. 

D. Short Answer Questions 

1. Explain why understanding the complete terms and conditions of an insurance 

policy is important for customers. 

2. Discuss the procedures and documents involved in checking the eligibility of 

customers for insurance coverage. 

3. Describe three types of risks associated with travelling and provide examples 

for each. 

4. Why is it necessary to verify a customer's residential address during the 

insurance application process? 

5. How can insurance providers mitigate risks associated with 

misunderstandings or disputes related to policy terms and conditions? 
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E. Long Answer Questions 

1. Discuss the various types of risks associated with travelling, highlighting the 

potential impacts on travellers and how they can be mitigated. 

2. Explain the step-by-step process of analysing customer profiles to determine 

the risks associated with a sample tour plan. 

3. Outline the importance of providing customers with a brief overview of the 

complete terms and conditions of an insurance policy. 

4. Describe the procedures and documents required to check the eligibility of 

customers for insurance. 

5. Analyse the significance of assessing various factors such as occupation, 

income, and health status when evaluating customer eligibility for insurance. 

F. Check Your Performance 

Outline the common procedures and documents required to check the eligibility of 

customers for insurance coverage, including age verification, address proof, 

occupation and income verification, and health assessments. 

Session 3: The Elements, Methods and Importance of Insurance 

Quotations 

In everyday discourse, insurance quotations serve as essential tools for individuals 
and businesses alike in navigating the complex landscape of risk management. These 

quotes encapsulate the terms and conditions of insurance policies, providing 
valuable insights into the coverage options available and the associated costs. 

Whether for health, auto, property, or other forms of insurance, quotations offer a 
clear overview of the protection offered against unforeseen events, such as accidents, 
natural disasters, or medical emergencies. Beyond their practical utility, insurance 

quotations play a crucial role in facilitating informed decision-making, allowing 
consumers to compare different insurance providers and policies to find the best fit 

for their needs and budget. Additionally, they serve as a starting point for 
negotiations and discussions with insurance agents, enabling individuals to tailor 
coverage to their specific circumstances. In essence, insurance quotations are 

indispensable tools that empower individuals and businesses to proactively manage 
risk and safeguard their financial well-being. 

Elements of Insurance Quotations 

 Coverage Details: Clearly outlines the types and extent of coverage offered by 

the insurance policy. This includes coverage limits, deductibles, and any 

additional benefits. 

 Premium Amount: Specifies the cost of the insurance policy, usually broken 

down into monthly or annual payments. The premium is influenced by factors 

such as coverage limits, deductible amounts, and the perceived risk associated 

with the insured. 
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 Policy Duration: Indicates the period for which the quoted premium is valid 

and the coverage will be in effect. This could be for a specific term or on a 

renewable basis. 

 Terms and Conditions: Provides a summary of the terms and conditions 

governing the insurance policy. This includes any exclusions, limitations, or 

special conditions that the insured needs to be aware of. 

 Payment Schedule: Specifies the payment frequency (e.g., monthly, annually) 

and the due dates for premium payments. It may also include details on 

accepted payment methods. 

 Policy Renewal Information: If applicable, outlines the process and 

conditions for policy renewal. This may include any changes in premium rates 

or coverage upon renewal. 

 Underwriting Information: Summarizes the information used in the 

underwriting process, such as the customer's age, health status, occupation, 

and other relevant details that impact the premium calculation. 

Methods of Issuing Insurance Quotations 

 Online Quotes: Many insurance providers offer online quoting tools on their 

websites. Customers can enter relevant information, and the system generates 

an instant quote. 

 Agent or Broker Interaction: Customers may receive insurance quotations 

by interacting with insurance agents or brokers. These professionals gather 

necessary information and provide personalized quotes based on individual 

needs. 

 Phone Quotes: Customers can contact insurance companies directly by phone 

to request quotes. The insurance representative will collect information and 

provide a quote during the conversation or follow up via E-mail or mail. 

 Mobile Apps: Some insurance providers offer mobile apps that allow users to 

input their information and receive insurance quotes on their smartphones or 

tablets. 

Importance of Insurance Quotations 

 Cost Estimation: Insurance quotations provide customers with an estimate 

of the cost associated with obtaining coverage. This helps individuals and 

businesses budget for insurance expenses. 

 Comparison Shopping: Customers can obtain quotes from multiple insurance 

providers to compare coverage options, premiums, and terms. This allows 

them to make informed decisions and choose the policy that best fits their 

needs. 
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 Tailored Coverage: Quotations are based on the specific information provided 

by the customer. This ensures that the coverage offered is tailored to the 

individual's or business's unique circumstances and requirements. 

 Risk Assessment: Insurance quotations involve an assessment of risk factors 

associated with the insured. This helps insurance companies determine 

appropriate premiums based on the likelihood of claims. 

 Transparency: By providing detailed information on coverage, terms, and 

conditions, insurance quotations promote transparency. Customers can 

understand what they are paying for and the extent of their coverage. 

 Legal Compliance: Quotations often include details about legal and regulatory 

compliance, ensuring that both the insurer and the insured are aware of their 

obligations under the policy. 

 Policy Customization: Customers can use quotations as a basis for 

customizing their insurance policies. They may adjust coverage limits, 

deductibles, or other parameters to align with their preferences and needs. 

Facilitates Informed Decision-Making: Insurance quotations empower customers 

to make informed decisions about the type of coverage they need and the financial 

commitment involved. This is crucial for selecting the most suitable insurance policy. 

 

Travel Insurance Quote 
 

Client Information: 

Name: [Client's Name] 
Email: [Client's Email] 

Phone: [Client's Phone Number] 
Travel Details: 
Destination: [Destination Country/Countries] 

Travel Dates: [Start Date] to [End Date] 
Duration of Trip: [Number of Days] 
Number of Travelers: [Number of Travelers] 

Coverage Options: 
Medical Coverage: Rs.XX per person 

Trip Cancellation Coverage: Rs.XX per person 
Baggage Loss/Theft Coverage: Rs.XX per person 
Emergency Evacuation Coverage: Rs.XX per person 

Total Quote: 
Total Premium: Rs.XXX 
Terms and Conditions: 

 Coverage begins on the departure date and ends on the return date. 

 Any claims must be reported within 24 hours of the incident. 

 Coverage is subject to the terms and conditions outlined in the policy 

document. 
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Activities 

Activity 01: Insurance Quotation Comparison Game 

Materials Required: Sample insurance quotations from different providers (can be 

printed or displayed on slides). Worksheet with questions related to coverage details, 
premium amounts, policy duration, and terms and conditions, Pen or pencil for each 
student. 

Procedures: 

1. Divide the students into small groups. 

2. Provide each group with a set of sample insurance quotations from different 

providers. 

3. Distribute the worksheet to each student in the groups. 

4. Instruct the groups to review the sample insurance quotations and compare 

them based on the information provided in the worksheet. 

5. Encourage students to discuss the coverage details, premium amounts, policy 

duration, and terms and conditions of each quotation. 

6. Students should fill in the blanks and answer the questions on the worksheet 

based on their analysis. 

7. After a designated time, gather the groups together and review their findings. 

8. Discuss as a class the importance of comparing insurance quotations and 

factors to consider when deciding. 

9. Ask each group to share their conclusions and any insights gained from the 

activity. 

Activity 02: Insurance Quotation Puzzle. 

Materials Required: Printed puzzle template with missing elements of an insurance 

quotation (e.g., coverage details, premium amount, policy duration), Scissors, 
Envelopes or containers to hold puzzle pieces, Writing materials. 

Procedures: 

1. Prepare a puzzle template with the elements of an insurance quotation divided 

into pieces. Each piece should contain a missing element that needs to be 

matched with its corresponding part. 

2. Cut out the puzzle pieces and mix them up. 

3. Divide the students into small groups and provide each group with a set of 

puzzle pieces. 

4. Instruct the groups to work together to assemble the puzzle and match each 

missing element with its correct part. 
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5. Encourage students to discuss and collaborate on identifying the elements of 

insurance quotations. 

6. Once the puzzle is complete, have each group review their assembled quotation 

and discuss its significance. 

7. Facilitate a class discussion on the importance of each element of an insurance 

quotation and how they contribute to understanding coverage options and 

premiums. 

Optionally, provide additional puzzle templates for students to solve individually or 

in pairs for reinforcement. 

Check Your Progress 

A. Fill in the Blanks 

1. The __________ of an insurance quotation include coverage details, premium 

amount, policy duration, terms and conditions, payment schedule, policy 

renewal information, and underwriting information. 

2. Insurance quotations help customers in __________ shopping by allowing them 

to compare coverage options, premiums, and terms from multiple providers. 

3. Online quoting tools on insurance websites provide customers with __________ 

quotes based on the information they input. 

4. Insurance quotations ensure __________ by providing detailed information on 

coverage, terms and conditions. 

5. By obtaining insurance quotations, customers can estimate the __________ 

associated with obtaining coverage. 

B. Multiple Choice Questions 

1. What essential information do insurance quotations provide? 

a) Payment methods 

b) Coverage details 

c) Customer testimonials 

d) Industry news 

2. Which method allows customers to receive instant quotes by entering their 

information online? 

a) Agent or broker interaction 

b) Phone quotes 

c) Mobile apps 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

193 
 

Travel Advisor– Grade XI 

d) Online quotes 

3. What is one of the primary purposes of insurance quotations? 

a) Social networking 

b) Cost estimation 

c) Entertainment 

d) Transportation 

4. How do insurance quotations promote transparency? 

a) By providing limited information 

b) By withholding key details 

c) By including coverage, terms, and conditions 

d) By making the process complex 

5. Why is it important for customers to obtain and compare insurance quotations 

from multiple providers? 

a) To increase confusion 

b) To limit choices 

c) To make uninformed decisions 

d) To choose the policy that best fits their needs 

C. State Whether the Following Statements Are True or False 

1. Insurance quotations only provide estimates of the cost of obtaining 

coverage. 

2. Phone quotes are not a method of issuing insurance quotations. 

3. Insurance quotations help customers in making uninformed decisions. 

4. Online quoting tools on insurance websites typically do not provide instant 

quotes. 

5. Insurance quotations promote transparency by providing limited information 

on coverage, terms and conditions. 

D. Short Answer Questions 

1. What are the primary elements included in insurance quotations? 

2. How do insurance providers issue quotations through mobile apps? 

3. What is the importance of cost estimation in insurance quotations? 

4. How do insurance quotations facilitate comparison shopping? 

5. Why is transparency promoted through insurance quotations? 
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E. Simple Long Answer Questions 

1. Describe the significance of insurance quotations in facilitating informed 

decision-making for customers. 

2. Explain the methods through which insurance providers issue quotations and 

how each method serves customer needs. 

3. Discuss the role of insurance quotations in tailoring coverage to the specific 

circumstances of individuals and businesses. 

4. Elaborate on how insurance quotations assist in risk assessment for both 

insurance companies and customers. 

5. Analyse the importance of transparency and legal compliance in insurance 

quotations and their impact on customer trust and satisfaction. 

F. Check Your Performance 

1. List out the different methods of issuing insurance quotations 

Session 4: The Importance of Coordinating with Insurance Agents 

Regularly 

Regular coordination with insurance agents is crucial for several reasons, as it 

enhances the effectiveness of the insurance relationship and ensures that policies 
align with the evolving needs of the insured. Here are key reasons highlighting the 
importance of coordinating with insurance agents regularly: 

1. Policy Review and Updates: Regular coordination allows for the periodic 

review of existing insurance policies. This ensures that coverage remains 

relevant and adequate, considering changes in personal circumstances, 

business operations, or regulatory requirements. 

2. Risk Assessment: Insurance needs may change over time due to factors such 

as business expansion, lifestyle changes, or new acquisitions. Regular 

coordination enables agents to assess evolving risks and recommend 

adjustments to coverage accordingly. 

3. Claims Assistance: In the event of a claim, having an ongoing relationship 

with an insurance agent can facilitate a smoother claims process. The agent 

can provide guidance, help with documentation, and act as an advocate for the 

insured throughout the claims settlement. 

4. Market Changes and Trends: Insurance markets are dynamic, with changing 

regulations, market trends, and emerging risks. Regular communication with 

agents allows clients to stay informed about industry developments and adjust 

their coverage as needed. 

5. Educational Support: Insurance agents can provide educational support, 

helping clients understand the details of their policies, coverage options, and 
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any changes in insurance laws or regulations. This knowledge empowers 

clients to make informed decisions. 

6. Customised Solutions: Coordinating regularly with insurance agents enables 

a more personalised and tailored approach to coverage. Agents can recommend 

specific endorsements, riders, or additional coverage options that address the 

unique needs of the insured. 

7. Premium Optimisation: Agents can assist in optimising insurance costs by 

exploring discounts, bundling options, or recommending adjustments to 

coverage based on the insured's risk profile. This helps ensure that clients are 

getting the best value for their insurance investment. 

8. Policy Consolidation: Individuals and businesses may acquire multiple 

insurance policies over time. Regular coordination with agents allows for the 

assessment of whether consolidating policies or adjusting coverage across 

multiple policies is more cost-effective and efficient. 

9. Loyalty Benefits: A strong relationship with an insurance agent can lead to 

loyalty benefits. Agents may be more inclined to negotiate favorable terms, 

provide additional services, or offer discounts to long-term clients who 

maintain regular communication. 

10. Policy Compliance: Insurance policies often come with specific requirements 

and conditions. Regular coordination helps ensure that clients remain in 

compliance with these requirements, reducing the risk of coverage issues or 

claim denials. 

11. Risk Management Strategies: Insurance agents can assist in developing and 

implementing risk management strategies. By identifying potential risks and 

implementing preventive measures, clients can minimise the likelihood of 

claims and associated disruptions. 

12. Proactive Adjustments: Regular coordination allows for proactive 

adjustments to insurance portfolios. Rather than waiting for policy renewal, 

clients can make timely adjustments based on changes in circumstances or 

new risks that may arise. 

The process to claim travel insurance and ensure its authentication 

The process of claiming travel insurance involves several steps to ensure that the 

claim is legitimate and meets the criteria specified in the insurance policy. General 
guide to the process is: 

1. Notify the Insurance Provider 

Prompt Notification: Notify the insurance provider as soon as possible after 

an incident that may lead to a claim. This could include illness, injury, trip 

cancellation, lost baggage, or any other covered event. 
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Contact Information: Use the contact information provided by the insurance 

company in the policy documents. This is typically a helpline or emergency 

contact number. 

2. Gather Necessary Documentation 

Claim Form: Obtain the claim form from the insurance provider. This may be 

available online or can be sent to you upon request. 

Supporting Documents: Collect all necessary supporting documents, which 

may include medical reports, police reports, receipts, proof of ownership, and 

any other relevant evidence supporting your claim. 

Photographic Evidence: If applicable, take photographs of any damaged 

property or the scene of the incident. 

3. Complete the Claim Form 

Accurate Information: Fill out the claim form accurately and provide all 

required details. Be thorough and honest in your responses to avoid delays or 

complications during the claims process. 

Attach Documents: Attach copies of all supporting documents to the claim 

form. 

4. Submit the Claim 

Submission Channels: Submit the completed claim form and supporting 

documents through the channels specified by the insurance provider. This 

could include online submission, email, fax, or mailing the documents to a 

designated address. 

Confirmation: Obtain confirmation of the claim submission, either through 

email, a reference number, or another form of acknowledgment. 

5. Follow-Up and Communication 

Stay Informed: Stay in regular communication with the insurance provider 

to track the progress of your claim. 

Provide Additional Information: If the insurance company requests 

additional information or documentation, respond promptly to avoid delays. 

6. Claims Assessment and Verification 

Insurance Adjuster: The insurance provider will assign an adjuster to assess 

the claim. The adjuster may contact you for further details or clarification. 

Verification Process: The insurance company will verify the authenticity of 

the claim by reviewing documents, contacting relevant authorities (if 

necessary), and ensuring that the incident aligns with the terms and 

conditions of the policy. 
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7. Claim Approval or Denial 

Notification: Once the assessment is complete, the insurance provider will 

notify you of the claim status. The claim may be approved, partially approved, 

or denied based on the findings of the assessment. 

Reasons for Denial: If the claim is denied, the insurance company will provide 

reasons for the denial. This could be due to policy exclusions, inadequate 

documentation, or other factors. 

8. Payment of Claim 

Payment Process: If the claim is approved, the insurance company will initiate 

the payment process. Payments are typically made in the form of a 

reimbursement or directly to service providers, depending on the nature of the 

claim. 

9. Claim Authentication and Compliance 

Authentication Checks: Insurance providers conduct thorough checks to 

authenticate claims and ensure compliance with policy terms. 

Fraud Prevention: Insurance companies employ measures to prevent 

fraudulent claims, emphasizing the importance of accurate and truthful 

information. 

10. Appeal Process (if necessary) 

Dispute Resolution: If your claim is denied and you believe it was unjustly 

rejected, review the denial reasons provided by the insurance company. If you 

disagree, inquire about the appeal process. 

Provide Additional Information: If necessary, provide additional information 

or clarification during the appeal process. 

Activities 

Activity 01: Policy Check-Up Board Game. 

Materials Required: Game board (you can draw one on a large piece of paper or use 

a printable template), Dice, Game pieces (coins, buttons, or small toys), Index cards 
or slips of paper, Marker or pen. 

Procedure: 

1. Create a game board with spaces representing different aspects of insurance 

policies, such as coverage details, premium amounts, policy duration, and 

renewal information. Add some special spaces like "Bonus Coverage" or "Policy 

Review" for extra engagement. 

2. Divide participants into small groups and provide each group with a game 

board, dice, game pieces, and index cards. 
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3. Each group takes turns rolling the dice and moving their game piece 

accordingly on the board. When a player lands on a space, they draw an index 

card with a scenario or question related to insurance policies. 

4. Players discuss the scenario or question with their group, considering the 

importance of coordinating with insurance agents regularly. 

5. After discussing, the group can decide on the best course of action or answer 

the question and earn points or rewards. 

6. The game continues until each group has had several turns, or a 

predetermined endpoint is reached. 

7. At the end of the game, facilitate a group discussion to review key insights 

gained from the activity and reinforce the importance of regular coordination 

with insurance agents. 

Activity 02: Insurance Policy Review Worksheet. 

Materials Required: Printed worksheets with sections for different types of 

insurance policies (health, auto, home, etc.), Pens or pencils. 

Procedure: 

1. Create a simple worksheet with sections for participants to fill out information 

about their existing insurance policies. Include fields for coverage details, 

premium amounts, policy duration, and renewal information. 

2. Distribute the worksheets to participants along with pens or pencils. 

3. Instruct participants to review their insurance policies and fill out the 

worksheet with the help of their insurance documents or online accounts. 

4. Encourage participants to take their time and ensure they understand each 

aspect of their policies. 

5. After completing the worksheets, gather participants together for a group 

discussion. 

6. Facilitate a discussion on the importance of regularly reviewing insurance 

policies with participants. Discuss the benefits of staying informed about 

policy details and adjusting as needed with the help of an insurance agent. 

7. Allow participants to ask questions and share any insights or experiences they 

had while completing the worksheet. 

Check Your Progress 

A. Fill in the Blanks 

1. Regular coordination with insurance agents is crucial for ensuring that policies 

align with the evolving __________ of the insured. 
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2. Insurance agents can assist in optimising insurance costs by exploring 

discounts, bundling options, or recommending adjustments to coverage based 

on the insured's __________ profile. 

3. The process of claiming travel insurance involves several steps to ensure that 

the claim is __________ and meets the criteria specified in the insurance policy. 

4. Prompt notification to the insurance provider is essential after an incident that 

may lead to a __________. 

5. The insurance company will verify the authenticity of the claim by reviewing 

documents, contacting relevant authorities, and ensuring that the incident 

aligns with the terms and __________ of the policy. 

B. Multiple Choice Questions 

1. What is a primary reason for regularly coordinating with insurance agents? 

a) To reduce loyalty benefits 

b) To avoid policy compliance 

c) To assess evolving risks 

d) To increase insurance costs 

2. What should individuals do immediately after an incident for which they may 

file a travel insurance claim? 

a) Wait for a few weeks before notifying the insurance provider 

b) Notify the insurance provider as soon as possible 

c) Take no action as the insurance provider will automatically be informed 

d) Contact the travel agency instead of the insurance provider 

3. Which step is crucial in the process of claiming travel insurance? 

a) Ignoring the insurance provider's contact information 

b) Providing inaccurate information on the claim form 

c) Following up regularly with the insurance provider 

d) Avoiding submission of supporting documents 

4. What happens after the submission of a travel insurance claim? 

a) The insurance company immediately approves the claim without 

verification 

b) The insured individual doesn't need to stay informed about the claim's 

progress 

c) The insurance provider assigns an adjuster to assess the claim 
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d) The insured individual receives immediate payment without any 

verification process 

5. Why is it essential for insurance companies to conduct authentication checks 

on claims? 

a) To expedite the claims process 

b) To encourage fraudulent claims 

c) To ensure compliance with policy terms 

d) To discourage individuals from filing legitimate claims 

C. State Whether the Following Statements Are True or False 

1. Regular coordination with insurance agents is unnecessary as policies 

remain static over time. 

2. The claims process for travel insurance does not require the submission of 

supporting documents. 

3. The insurance provider does not verify the authenticity of claims before 

processing them. 

4. Insurance agents cannot provide educational support regarding policy 

details. 

5. Policy renewal information is irrelevant in regular coordination with 

insurance agents. 

D. Short Answer Questions 

1. Why is regular coordination with insurance agents important? 

2. What are some key benefits of regularly coordinating with insurance agents? 

3. What should individuals do immediately after an incident for which they may 

file a travel insurance claim? 

4. Why is it crucial to provide accurate information on the travel insurance 

claim form? 

5. What is the purpose of staying informed about the progress of a travel 

insurance claim? 

E. Long Answer Questions 

1. Describe the importance of regularly coordinating with insurance agents, 

highlighting at least three key reasons. 

2. Explain the process individuals should follow after an incident to ensure a 

smooth travel insurance claim process. 
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Answer Keys 

MODULE 1: TOURISM AND HOSPITALITY SKILLING 

ECOSYSTEM OF INDIA 

Session 1: Skill India Mission 

A. Fill in the Blanks 

1. 400 million 

2. July 15 

3. 2022 

4. Pradhan Mantri Kaushal Vikas Yojana 

5. August 1 

B. Multiple Choice Questions  

1. c 

2. c 

3. b 

4. c 

5. a 

C. State whether the following statements are True or False   

1. False 

2. False 

3. False 

3. Discuss the significance of accurately completing the travel insurance claim 

form, including the potential consequences of providing inaccurate 

information. 

4. Outline the steps involved in the claim’s assessment and verification process 

for travel insurance, emphasizing the role of the insurance adjuster. 

5. Elaborate on the importance of authentication checks conducted by 

insurance companies on travel insurance claims, highlighting their role in 

ensuring compliance with policy terms and preventing fraud. 

F. Check Your Performance 

1. On a descriptive chart list out the key steps involved in claiming travel 

insurance. 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

202 
 

Travel Advisor– Grade XI 

4. False 

5. False 

Session 2: Tourism And Hospitality Industry 

A. Fill in the Blanks 

1. Movement 

2. Hospitality 

3. Travel Experiences 

4. Interconnected 

5. Industry 

B. Multiple Choice Questions  

1. b 

2. c 

3. c 

4. b 

5. c 

C. State whether the following statements are True or False   

1. False 

2. True 

3. False 

4. False  

5. False 

Session 3: Travel Advisor 

A. Fill in the Blanks 

1. Individuals 

2. Seamlessly 

3. Itineraries 

4. Budgetary 

5. Clients 

B. Multiple Choice Questions  

1. B 

2. D 
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3. B 

4. C 

5. C 

C. State whether the following statements are True or False 

1. False  

2. False 

3. False 

4. True 

5. False 

 

Session 4: Tourism And Hospitality Product and    Services 

A. Fill in the Blanks 

1. Accommodations 

2. Transportation 

3. Tours and Activities 

4. Ancillary Services 

5. Products and Services 

B. Multiple Choice Questions  

1. B 

2. A 

3. A 

4. C 

5. D 

C. State whether the following statements are True or False   

1. True 

2. False 

3. False 

4. False 

5. False 
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MODULE 2:  RECOGNISING CUSTOMER NEEDS TO PLAN THE 

TOUR 

Session 1: Prerequisite Know-How for Tour Planning 

 

A. Fill in the Blanks: 

1. Economy 

2. Rack Rates 

3.Meals 

4.Level of Luxury 

5. Accordingly 

B.  Multiple Choice Questions:  

1. B 

2. D 

3. A 

4. C 

5. B 

C. State whether the following statements are True or False:  

1. False  

2. False 

3. False 

4. False         

5. True 

 

Session 2: Resources For Relevant Information for Tour 

Planning 

A. Fill in the Blanks 

1. Comprehensive 

2.Experiences 

3.Destination 

4.Routes 

5.Target Audience 
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B. Multiple Choice Questions:  

1. C    

2. D 

3. C 

4. D 

5. C 

C. State whether the following statements are True or False:  

1. False  

2. True 

3. False 

4. False    

5. False 

Session 3: Customer Profiling and Communication 

A. Fill in the Blanks: 

1.Confusion 

2. Valued 

3. Engagement 

4. Professionalism and Consideration 

5. Details 

B. Multiple Choice Questions:  

1. B 

2. C 

3. B 

4. B 

5. B 

C. State whether the following statements are True or False:  

1. False 

2. True  

3. False 

4. True 
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5. False 

Session 4: Factors of Tour Costing and Negotiations with Service 

Providers 

A Fill in the Blanks: 

1. Costing 

2.Operational 

3. Guide Fees 

4. Future 

5. Points 

B. Multiple Choice Questions:  

1. A 

2. B 

3. D 

4. C 

5. B 

C. State whether the following statements are True or False:  

1. True 

2. False  

3. False 

4. False  

5. False 

MODULE 3: ITINERARYPREPARATION AND COORDINATE 

WITH THEINDUSTRY PARTNERS 

Session1: Travel Itinerary 

A. Fill in the Blanks: 

1. Travel Itinerary 

2. Structured 

3. Optimize and minimize 

4. Shared 

5. Flexibility 

B. Multiple Choice Questions:  
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1.B 

2.D 

3.C 

4.C 

5.C 

 

C. State whether the following statements are True or False:  

1.False 

2.True 

3.False 

4. False 

5.True 

Session 2: Factors To Be Considered While Planning a travel 

Itinerary 

A. Fill in the Blanks: 

1.Location 

2. Miscellaneous expenses 

3.Entrance Fees 

4. Quality Experiences 

5.Ecosystems 

B. Multiple Choice Questions:  

1.A 

2.C 

3.C 

4.D 

5.B 

C. State whether the following statements are True or False:  

1.True 

2.False 

3.False 

4.True 
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5.False  

Session 3: Tour Package 

A. Fill in the Blanks: 

1. Tour Operators 

2. Transfers 

3. Full-Board 

4.Package 

5.Accidents 

B. Multiple Choice Questions:  

1.B 

2.D 

3.C 

4.C 

5.B 

C. State whether the following statements are True or False:  

1.True 

2.False 

3.False 

4.False 

5.True 

Session 4: Travel Partners 

A. Fill in the Blanks: 

1. Itineraries 

2.Discounted 

3.Deals 

4. Packages 

5. Tours 

B. Multiple Choice Questions:  

1. B 

2. B 

3. A 



` 

PSS CENTRAL INSTITUTE OF VOCATIONAL EDUCATION (NCERT), BHOPAL 

 

209 
 

Travel Advisor– Grade XI 

4. B 

5. A 

C. State whether the following statements are True or False:  

1. False 

2. True 

3. True 

4. False 

5. True 

MODULE 4: PROVIDE SUITABLE TOUR PACKAGE TO 

CUSTOMERS 

Session 1: Tour Pricing 

A. Fill in the Blanks:  

1. Transportation 

2. Peak 

3. Separately 

4. Rs.100 

5. Profitability 

B. Multiple Choice Questions:  

1. B 

2. B 

3. C 

4. C 

5. C 

C. State whether the following statements are True or False:  

1. False 

2. False  

3. False 

4. False  

5. True  

Session 2: Various Modes of Payment 

A. Fill in the Blanks:  
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1. Credit Cards 

2. Convenient 

3. Larger 

4. Smartphones 

5. Mobile 

B. Multiple Choice Questions:  

1. C 

2. B 

3. C 

4. B 

5. D 

C. State whether the following statements are True or False:  

1. True  

2. False  

3.False 

4. False  

5. True  

Session 3: Cash Management In Travel Agency And Tour 

Operation 

A. Fill in the Blanks:  

1. Liquidity 

2. Theft 

3. Cash Management 

4. Inflows 

5. Disbursement 

B. Multiple Choice Questions:  

1. b 

2. b 

3. b 

4. c 

5. b 
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C. State whether the following statements are True or False:  

1. False 

2. False  

3. False 

4. False  

5. False 

Session 4: Updating Important Information In The Final 

Itinerary 

A. Fill in the Blanks:  

1. Satisfaction 

2. Updated Itineraries 

3. Adapt 

4. Positive 

5. Itineraray 

B. Multiple Choice Questions:    

1. c 

2. c 

3. d 

4. a 

5. a 

C. State whether the following statements are True or False:  

1. False 

2. False 

3. True 

4. False 

5. False 

MODULE 5: TRAVEL INSURANCE 

Session 1: Travel Insurance and Safety Regulations 

A. Fill in the Blanks:  

1. Travel Insurance 

2. WHO 
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3. Schengen 

4. Duration 

5. Safety 

B. Multiple Choice Questions:    

1. c 

2.c 

3. b 

4. c 

5. c 

D. State whether the following statements are True or False:  

1. True 

2. False  

3. True 

4. False 

5. False 

Session 2: Various Types of Risks Associated with Travelling 

A.  Fill in the Blanks 

1. Theft 

2. Medical 

3. Risk 

4. Regulatory 

5. Informed 

B. Multiple Choice Questions  

1. b 

2. b 

3. b 

4. a 

5. c 

C. State whether the following statements are True or False   

    1. True 

    2. False 
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1. True 

2. False  

3. False 

Session 3: The Elements, Methods and Importance of 

Insurance Quotations 

A. Fill in the Blanks 

1. Components 

2. Comparison 

3. Instant 

4. Transparency 

5. Costs 

B. Multiple Choice Questions  

1. b 

2. d 

3. b 

4. c 

5. d 

C. State whether the following statements are True or False 

1. True 

2. False 

3. False 

4. False 

5. False 

Session 4: The Importance of Co-Ordinating with Insurance 

Agents Regularly 

A. Fill in the Blanks 

1. Needs 

     2.Risk 

     3. Valid 

     4. Claim 

     5. Conditions 
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B. Multiple Choice Questions  

1. c 

     2. b 

     3. c 

     4. c 

     5. c 

C. State whether the following statements are True or False   

1. False 

     2.False 

     3. False 

     4. False 

     5. False 

 

 

 

 

 

Glossary 

Sl. No Word Meaning 

1 Add-on An additional selection, typically offered at an 

increased price, that can be added to a travel 

reservation to enhance the travel experience. 

2 Adjoining rooms Hotel rooms located next to each other but without a 

connecting door between them. 

3 Advance purchase 

requirement   

A condition where tickets must be bought a specific 

number of days before the scheduled flight departure. 

4 Airport access fee A charge paid by car rental companies to airport 

authorities for using shuttle vehicles, often appearing 

on customers' car rental bills. 
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5 ARC An organization responsible for overseeing payments 

from travel agencies to airlines and regulating the 

issuance of tickets to consumers. 

6 Availability The total number of seats or accommodations 

available for sale at a particular price. 

7 Base fare The initial cost of an airfare before additional fees, 

taxes, or surcharges are applied. 

8 Bed Tax 

(Transient 

Occupancy Tax of 

TOT) 

A local tax imposed on hotel room charges by cities or 

counties. 

9 Blackout dates Specific dates on which special fares or promotions 

are not applicable, typically occurring during holidays 

or peak travel periods. 

10 Blocked space Seats or accommodations reserved for sale to third-

party companies at a discounted group rate. 

11 Boarding pass A document issued at airport check-in that grants 

permission for boarding a flight. 

12 Bulk contract   An agreement in which an airline sells a large number 

of seats at a discounted rate to be resold by a third 

party. 

13 Bulk fare A reduced fare available for the purchase of a large 

number of tickets. 

14 Business class A cabin class on flights offering amenities that 

typically fall between those of first class and economy 

class. 

15 Business Travel Travel undertaken for commercial, governmental, or 

educational purposes, with leisure as a secondary 

motive. 

16 Buyer A participant in the travel trade who arranges room 

blocks with accommodations or develops travel 

products. 
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17 Cancellation 

penalty 

A fee charged to customers for cancelling flights or 

reservations after booking. 

18 Carrier Any entity providing mass transportation, often 

referring to airlines. 

19 Charter Group Group travel in which a prearranged group travels 

together, usually following a customized itinerary. 

20 Co-op Advertising Advertising funded by two or more destinations and 

/or suppliers. 

21 Commission A small fee that a travel agency or services adds to the 

total fee in order to make money. 

22 Consolidator A business that has contracts with airlines to sell 

tickets in bulk, generally at a discounted rate. 

23 Corporate agency A travel agency that usually caters to medium-large 

sized businesses. 

24 Cover Each diner at a restaurant. 

25 Destination 

Marketing 

Marketing a city, state, country, area or region to 

consumers and trade. 

26 Domestic fare An additional fare added to national flights. 

27 Electronic ticket A paperless ticket that allows travellers to fly with only 

a photo ID. Commonly referred to as “E-ticket’s”, they 

cannot be lost or stolen because it is an electronic 

reservation. 

28 Exclusive fare Discounted airfares offered by travel consolidators. 

29 Fam Tours Educational trips organized for travel agents or tour 

operators to familiarize them with tourist 

destinations. 

30 Fare basis (code) The code that determines the price of an airline ticket. 

31 Feeder 

Airport/City 

An outlying city which feeds travelers to hubs or 

gateway cities. 
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32 First class The class which offers the most premium service. 

Enhanced seating, meal selection, and drink offerings 

staples of this services. 

33 FIT (Free 

Independent 

Travel) 

Individual travel in which a tour operator has 

previously arranged blocks of rooms at various 

destinations in advance for use by individual 

travelers. These travelers travel independently, not in 

a group, usually by rental car or public 

transportation. 

34 Gateway or 

Gateway City 

A major airport, seaport, rail or bus centre through 

which tourists and travelers enter from outside the 

region. 

35 GIT (Groups 

Independent 

Travel) 

Group travel in which individuals purchase a group 

package in which they will travel with others along a 

pre-set itinerary. 

36 Global 

distribution 

system (GDS) 

An international computer reservation system that 

accesses databases of suppliers and airlines across 

different countries. 

37 Group Rate Negotiated hotel rate for convention, trade show, 

meeting, tour or incentive group. 

38 Head in Beds Industry slang referring to the primary marketing 

objective of accommodations and most destinations - 

increasing the number of overnight stays. 

39 Hub   A city in which an airline has a major presence. Often, 

it is the city in which the airline was formed. 

40 Incentive Travel Travel offered as a reward for top performance and the 

business that develops, markets and operates these 

programs. 

41 Inclusive Tour A tour program that includes a variety of feature for a 

single rate (airfare, accommodations, sightseeing, 

performances, etc.) 

42 Interline 

connection 

A trip with a connection flight from a different airline. 
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43 Land 

arrangements 

All non-flying reservations upon arrival such as car 

rental, hotel, and tourist reservations. 

44 Layover   The period of time spent between connecting flights. 

45 Leisure travel Usually signifies traveling for relaxation, vacation, or 

to visit friends/family. 

46 Leisure Travel Travel for recreational, educational, sightseeing, 

relaxing and other experiential purposes. 

47 Limited-service 

hotel 

A hotel without a restaurant on the premises. 

48 Lowest available 

fare 

The most inexpensive flight currently available. 

49 Maximum stay The longest period of time a traveler can stay at a 

particular destination and still qualify for the 

promotion or discounted fare. 

50 Minimum connect 

time 

The shortest time required in order to successfully 

transfer to a connecting flight. It is recommended to 

select a connecting flight that exceeds the minimum 

connection time. 

51 Modified 

American plan 

(MAP) 

Meal plan that includes two daily meals, usually 

breakfast and dinner. 

52 Motor coach Deluxe equipment used by most tour operators in 

group tour programs. Amenities include reclining 

seats, bathrooms, air conditioning, good lighting and 

refreshment availability. 

53 Net fare, net rate Implies the commission has already been added to the 

price of the fare. 

54 Net Rate The rate provided to wholesalers and tour operators 

that can be marked up to sell to the customer. 

55 No show A traveler that doesn’t appear for their flight, hotel, or 

car rental reservation. 
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56 No Show A customer with a reservation at a restaurant, hotel, 

etc. who fails to show up and does not cancel. 

57 Non-refundable A ticket in which no money will be returned if the 

customer no longer intends to use the ticket. 

58 Non-transferable A ticket that can only be used by the person who was 

originally scheduled to fly at the time of purchase. 

59 Nonstop A flight that travels directly to its destination without 

connections or layovers. 

60 Occupancies A percentage indicating the number of bed nights sold 

(compared to number available) in a hotel, resort, 

motel or destination. 

61 Occupancy rate The proportion of reservations expected during any 

given period. 

62 Off-peak A less expensive time to travel as result of lower 

consumer volume during these periods. 

63 Offline connection A connection that requires switching to both a new 

aircraft and carrier. 

64 Operator Any company that provides any transportation 

service. Not just limited to flights, it also includes 

trains, buses, and cruise ships. 

65 Overbooking When a carrier book more reservations than available 

seats. 

66 Package A fixed price saleable travel product that makes it easy 

for a traveler to buy and enjoy a destination or several 

destinations. Packages offer a mix of elements like 

transportation, accommodations, restaurants, 

entertainment, cultural activities, sightseeing and car 

rental. 

67 Passenger facility 

charge (PFC) 

An additional fee for the use of the airport. 

68 Passenger name 

record (PNR) 

The official name of one's reservation in a computer 

reservation system (CRS). 
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69 Personal effects 

coverage 

Additional car rental insurance covering loss of 

personal property from the rented vehicle. 

70 Point-to-point Refers to the fares between two cities. 

71 Press Trips Organized trips for travel writers and broadcasters for 

the purpose of assisting them in developing stories 

about tourism destinations. Often, journalists travel 

independently, though with the assistance of a state’s 

office of tourism of a DMO. 

72 Published fare A fare immediately offered for purchase by the airline. 

This does not include heavily discounted flights 

usually offered to consolidators. 

73 Rack rate The price of a hotel prior to discount. 

74 Rack Rate The rate accommodations quote to the public. Group 

rates, convention, trade show, meeting and incentive 

travel rates are negotiated by the hotel and program 

organizers. 

75 Reconfirm to double-check a reservation. 

76 Record locator The number assigned to a reservation in the airlines 

number. This number is unique, as it will never be 

assigned again. 

77 Red-eye flight A flight in which the travel takes place between the 

hours of 9pm and 7am. 

78 Reissue When a new ticket is issued as a result of a change of 

plans. This can often require fees or penalties from the 

airport. 

79 Round trip Two flights: the destination flight and its return trip. 

80 Sabre The world’s largest travel reservation system. 

81 Saturday night 

stay 

In order to receive a specialty fare, a Saturday stay 

over is sometimes required. 

82 Scheduled carrier An airline that offers regularly scheduled flights 

between destinations. 
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83 Shoulder season The period of time between busy and quiet seasons in 

which prices are typically at a midpoint. 

84 Special fare Any fare that deviates from normal pricing (typically 

discounted). 

85 Suite A hotel room that usually offers a living room and 

kitchenette in addition to the bedroom. 

86 Supplier A company that offers travel services to the general 

public. 

87 Tariff Rate of fare quoted and published by a travel industry 

supplier (i.e. hotels, tour operators, etc.) Usually, an 

annual tariff is produced in booklet form for use in 

sales calls at trade shows. 

88 Through 

passenger 

A passenger who remains on the plane at a connecting 

stop on the way to his/her final destination. 

89 Ticket stock Blank airline tickets. 

90 Tour Operator A business entity responsible for crafting, promoting, 

and executing group travel packages that offer a 

comprehensive travel experience at a fixed price. 

These packages typically encompass transportation 

options such as flights, trains, buses, or cruises, 

accommodations, guided tours, specified meals, and 

the presence of a tour guide. Tour operators target end 

consumers directly, utilize travel agents for 

distribution, and increasingly leverage computerized 

reservation systems. 

91 Tour Wholesaler An individual or organization engaged in the sale of 

tour packages and related travel products to travel 

agencies. Tour wholesalers typically negotiate 

discounted rates, typically around 20%, with 

accommodations, transportation providers, and 

attractions. They then pass on a portion of these 

discounts, typically ranging from 10% to 15%, to the 

retail agents who sell the tour packages to end 

consumers. 
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92 Travel agency Usually used in the travel industry to refer to an ARC-

appointed storefront retailer. 

93 Travel agent An individual or company that sell travel services on 

a commission basis. 

94 Unlimited mileage Signifies there are no mileage restrictions for renters. 

95 Unrestricted fare An airfare with no limitations. It is typically refundable 

and has no blackout days. 

96 Visitors Centre Travel information centre located at a destination to 

make it easier for visitors to plan their stay; often 

operated by a convention and visitors bureau, 

chamber of commerce or tourism promotion 

organization. 

97 Vouchers Forms or coupons provided to a traveler who 

purchases a tour that indicate that certain tour 

components have been prepaid. Vouchers are then 

exchanged for tour components like accommodations, 

meals, sightseeing, theatre tickets, etc. during the 

actual trip. 

98 Waiver A written acknowledgement that a passenger has 

declined something. 

 


