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For Wellness Break Guests

15% on the Bio-Meridian Scan

20% on more extensive treatments in
Aruna’s SVAASA Spa Menu

At Heritage Village, Manesar
NH8, Gurgaon
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VisitBritain to make popular UK
travel products commissionable

Sandie Dawe, leading the Britain & Ireland India Mission on her first
overseas trade mission as chief executive of VisitBritain, speaks to
TRAUTALK on how important is India as a source market and the NTO's
plan of incentivising trade’s effort in promoting UK.
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1\ ritain is developing

India as an important
source market for tourist
arrivals. India, in fact, holds
more potential for us than
China. A major part of our
resources, therefore, will be
utilised to bring India in our
top ten source markets
from its present position in
the top 20 markets,” says
Sandie Dawe, while sum-
ming up the NTO's bullish-
ness about India.

In 2008, the destina-
tion received about 370,000
arrivals from India, while
registering around 5 per
cent growth as compared to
2007. “"We are reasonably
sure that the market will
reach one million arrivals in
seven to eight years, while
maintaining a healthy
growth rate of 15 to 20 per
cent year on year. Also, this
is a great time for Indians to
visit Britain due to the dif-
ference in exchange rates of
UK and Indian currency,
which makes Britain 30 per
cent cheaper when com-
pared to the previous years’
rates,” informs Dawe.

Emphasising on the fact
that India market has a huge
potential, Dawe says accord-
ing to a recent survey on pop-
ular travel destinations for
Indians, UK ranked third on
Indians’ wish list. “This is a
strong fact. Also, the popu-
larity of Britain amongst
Indians can easily be gauged
from the fact that there are
112 weekly flights between
the two countries and this
number is continuously
growing,” adds Dawe.
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chief executive,

VisitBritain
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This comes
as a great time
for Indians to
visit Britain
due to the
difference in
exchange rates
of UK and Indian
currency, which
makes Britain 30
per cent cheaper
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VisitBritain, as part of
its consumer initiatives, Buy
Before You Fly had earlier
this year, introduced a wide
range of popular UK travel
products such as the Oyster
card, London Pass, tickets
for Madame Tussauds and
tickets to the London Eye.
These products can be

bought in India in local cur-
rency before visitors leave
India for UK. These value
addition initiatives were
launched with support from
UK Border Agency and the
travel products are being
sold through seven UKBA
offices in India.

Dawe also disclosed
that the tourism board is
working on plans to bring
these popular UK travel prod-
ucts to Indian trade on com-
missionable basis. He said,
“We are actually looking to
make these travel products
available for tour operators to
ensure that they are sold on
commission basis. About 95
per cent of visitors to UK from
India are still travelling
through tour operators. If
everything goes according to
our plan, the trade in India
would be selling these prod-
ucts by the year end.”

Dawe informed that
the NTO is also developing
a specialist Brit Agent pro-
gramme that will have
online modules to be com-
pleted in three stages. Once
in place, this will greatly
help the trade in enhancing
their knowledge of the des-
tination and its diverse trav-
el products.

Reflecting on trade’s
concern on issues related to
visa, he said, “We are aware
of some of the visa issues
here. At times, the visa
denials seem illogical. Visa
facilitation is not in our hand;
however, being the national
tourist office funded by
the government, we can
definitely = make some
representation to help ease
the process.”

Gonnscting India to the world for 50 years.
Providing the largest network to Europa and USA from 7 matros.
Experience homecoming at the speed of thought.
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The new CEO also
highlighted the fact that
Indians are the highest
spenders in UK and more
and more Indians travel
to different part of UK
other than just London. "One
of our challenges is to attract
visitors to different parts of
the country other than
London. On an average, 50
per cent of visitors to UK
come to London from across
the world, whereas from
India, only 37 per cent visi-
tors come to London.
Therefore, more Indians trav-
el to places other than
London in UK than visitors
from others parts of the
world,” she said.

A win-win situation

The NTO is working on plans
to bring popular UK travel
products to Indian trade on
commissionable basis

NTO is also developing a
specialist  ‘Brit  Agent’
programme that will have
online modules

About 95 per cent of visitors
to UK from India are
travelling through tour
operators

The UK received about
370,000 arrivals from
India in 2008, registering
about 5 per cent growth as
compared to 2007

India to be in top ten source
markets in 7-8 years from its
current position in top 20

Targetting 1 million arrivals
from India maintaining an
annual growth rate of 15-20
per cent
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