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ITOC Full members tour operators

make regular sales calls on overseas
wholesalers and travel agents

and, through these new business
relationships, they market the services
and products of allied member suppliers
on a preferred basis.

Although the marketplace is price-
driven and very competitive, product
suppliers include sufficient margin for
full member tour operators to work the
market effectively and to pay recognised
commissions to wholesalers and travel
agents overseas.

The ITOC Full member is your “one
stop shop” for marketing your products
and services. They will provide you with
volume business and save you time,
cost and marketing effort in going direct
to the market.

The ITOC Full member has the
contacts, the knowledge and is your
marketing arm to increase your
business.
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The ITOC Full member CODE and COMMON PLEDGE

We will commit to providing the highest
standards of confidential service to our
overseas based clients and customers at
all times.

We will maintain the principles of fair
dealing, honesty and integrity in both
our competitive relationships and our
relationships with all trade suppliers.

We will seek to ensure the safety and
security of all clients throughout their
visit by preferring Allied members

with established safety standards and
provision of information where activity
participation may present the possibility
of personal risk.

We will encourage the provision

of industry training and support
educational qualification through
preference of employment opportunities
for applicants with recognised and
applicable experience, education

and training.

The ITOC pledge

We will maintain our commitment to
the requirements for full membership of
ITOC including the ITOC Membership
and Financial Criteria and accept our
responsibility to inform the Board of
ITOC should circumstances decree

a significant change in our ability to
maintain these requirements.

We Wi//encourage and prefer dealings
with suppliers who have committed
to allied membership of ITOC in the
expectation of reciprocal preference of
ITOC members by allied members.

We will support and encourage the
provision of new or improved visitor
facilities and services by provision of
relevant information as to potential

use and volumes, particularly where
potential suppliers seek the aid of ITOC
as an organisation to advise and assist
with viability assessment.

We will support, co-operate with

and encourage other associated
organisations such as airlines servicing
New Zealand and Tourism New Zealand
in their efforts to develop increased
visitor numbers inbound to New
Zealand.

We Wi//actively discourage clients from
participation in any activity which may
be harmful to the natural environment
in New Zealand or which may impact
adversely on the image of New Zealand
as a destination offering concern for
environmental responsibility.

We will conduct our business
responsibilities with regard for, and

in full compliance with, the business
and commercial law and regulations

of New Zealand to ensure our clients
and suppliers may be confident at all
times in the professional standards and
conduct of members of ITOC.

e CUSTOMER SATISFACTION — deliver the promise and give value for money.
e CUSTOMER SAFETY — protect at all times.
e QUALITY OF SERVICE - foster product knowledge and professionalism.

e MUTUAL CO-OPERATION — do business with each other whenever possible.

¢ RESPECT - for each other in all dealings including financial transactions.

¢ GOOD EMPLOYERS - provide ongoing education, training and career opportunities.
¢ ENVIRONMENT — maintain a concern for the environment and the community.

¢ ITOC PROFILE — promote and protect ITOC’s values.
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WHY INVEST IN ITOC MEMBERSHIP?

The Inbound Tour Operators Council
of New Zealand (ITOC) is a Trade
Association made up of Inbound Tour
Operators (full members) and their
suppliers (allied members). ITOC's
mission statement is clearly focused
on inbound tourism, and ITOC is well
placed to play a key role within the
Tourism Industry in New Zealand.

ITOC has represented the interests of
inbound tourism since 1971, and today
its full and allied members collectively
handle most of New Zealand’s holiday
visitor arrivals. ITOC plays a vital and
supportive role in the expansion of New
Zealand tourism at the “sharp end” of
our overseas marketing.

Inbound visitor numbers have now
reached 2.5 million annually and are
forecast to grow to 3.1 million by 2014,

at an annual growth rate of 3.3 per cent.

There has never been a more exciting
time to be involved in New Zealand’s
fastest growing export industry — now
worth over $8.8 billion to the economy
and responsible for one in every 10 jobs
in New Zealand.

ITOC is committed to adding value to
your business, and our Full member
tour operators provide the vital link
between suppliers of New Zealand
products and services and the
overseas wholesalers and travel agents
who buy them. The majority of the
world’s international travel business is
processed by the travel agent and tour
operator distribution system.

The ITOC focus is commercial and is designed to build long-term business
relationships with your distribution networks, it offers opportunities for networking
and to expand your business horizons in order to boost your business growth.

The ITOC is a family of Full tour operator members and Allied member product
suppliers. ITOC Full members endeavour to support and market Allied member
products because they meet quality standards and offer the overseas visitor a New
Zealand experience to remember.

Quality standards are of the utmost importance with all Full member tour operators
being required to successfully complete the Qualmark endorsement for inbound
tour operators by 31 March 2009. The majority of ITOC Allied members are also
Qualmark graded (for accommodation) or endorsed (for activities, transport and
services).

ITOC members, Full member tour operators and Allied member suppliers work

together to expand the market to the benefit of New Zealand tourism and our
overseas visitors. We put the customer at the centre of our business.
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YOUR INVESTMENT IN ITOC DELIVERS

MARKETING OPPORTUNITIES

ITOC offers you marketing opportunities
to promote your products and services
to the overseas marketplace.
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NETWORKING OPPORTUNITIES

Your attendance at the Annual ITOC
Conference and Forums are designed
to build long-term commercial
relationships, maximise business growth
opportunities and exchange ideas with
industry colleagues.

INDUSTRY INFLUENCE

ITOC is your voice to the industry and
Government. We actively listen to

your feedback and recommendations,
ensuring your views on critical

issues that impact on your business
development are heard. We work closely
with Tourism New Zealand and the
Tourism Industry Association, so that
the Industry is unified and well focused.
We encourage you to have your say in
the future direction of ITOC, to ensure
our services are relevant to your needs.

QUALITY STANDARDS

ITOC is all about quality standards and
each Qualmark endorsed Full member
tour operator has confirmed their
commitment to our shared mission,
ITOC Code of Ethics and Practice and
our common pledge.

Good Communication

ITOC aims to provide you with regular
communication about the Association
and the marketplace.

COMPETITIVE ADVANTAGE
ITOC Full member tour operators offer
product suppliers quality performance.

® Provide access to international
tourism

e Provide volume business

e Offer extensive knowledge of
international consumer needs

e Offer access to a network of overseas
offices and representatives

e Play an important role in developing

new markets

Qualmark endorsed %m@@

qualmark

Endors
inbound tour
operator
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RETURN ON YOUR INVESTMENT

YOUR MEMBERSHIP PROVIDES YOU WITH:
e Free company listing in the annual
Inbound Travel Directory with the
opportunity to advertise your products
and gain essential information for

your business.

e Free company listing on the ITOC
website. Manage your own listing and
link to your existing business website.

e Opportunity to attend the annual
ITOC Conference to network with your
fellow members and improve your
knowledge of the marketplace.

e Opportunity to meet with the ITOC
board on their regular regional visits.
ITOC board meetings are held in
association with RTOs around

the country.

e Opportunity to attend member
forums to discuss the marketplace and
to enhance business contacts.

e Opportunity to work with full member
tour operators on a "preferred basis".

e Regular ITOC E-Newsletter
Updates and email communications -
to be informed on ITOC events, key
initiatives and goals.

e Opportunity to have a voice within
ITOC through contact with board
members.
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Ten reasons for using an

ITOC inbound tour operator:

5. SPECIALISED ITINERARIES AND

34

. ALLITOC INBOUND TOUR i

OPERATORS WILL BE
QUALMARK ENDORSED
FROM 31 MARCH 2009.

qualmark

Endorsed
inbound tour

. BOOKINGS MADE EASY.

It's as simple as sending an email
or a fax. An Inbound Tour Operator
in New Zealand will coordinate
communication between New
Zealand ground and air suppliers
and provide the information you
need — in a single package.

. LOCAL ADVICE AND PLANNING.

There is nothing like local
knowledge. An Inbound Tour
Operator will give you a first-hand
view of the local scene. These are
people who have travelled the length
and breadth of the country, who stay
in the same accommodation they
recommend, and who fly regularly on
New Zealand routes.

. SERVICE FROM PEOPLE YOU TRUST.

An inbound Tour Operator acts just
like your own branch office in New
Zealand. Your request takes top
priority because an Inbound Tour
Operator is virtually an extension of
your business.

INCENTIVES.

New Zealand is fast becoming a
popular destination for incentive
programmes and specialised group
tours. For these specific itineraries,
an Inbound Tour Operator offers
invaluable help in coordinating

the many details that make for
successful group travel.

. LOCAL GUIDES AND INTERPRETERS.

An Inbound Tour Operator will
arrange sightseeing with an
experienced and knowledgeable
guide in any New Zealand city or

exciting resort and wilderness areas.

Interpreters in many languages can
also be booked through an Inbound
Tour Operator.

. CONFIDENTIAL TARIFFS AND

ATTRACTIVE VOLUME RATES.

To allow you to quote and plan
accurately, you will receive regular
communications giving updates on
tariffs within New Zealand.

An Inbound Tour Operator can
negotiate on your behalf with hotels
and other suppliers for the best
available rates.
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TOTAL COORDINATION OF TOURS.

An Inbound Tour Operator will draw
together the many aspects that make
travel in New Zealand so rewarding.
Many different travel combinations
can be planned and organised to
the last detail, to suit individual client
requirements.

. UP-TO-DATE INFORMATION.

When changes occur, you will know
about them. Inbound Tour Operators
keep you informed about a range of
topics that may have an effect on
your business.

10.0N-THE SPOT HANDLING OF

EMERGENCIES.

Even the best planned travel can
have problems. How much easier
they are to solve when there is

a capable person on the spot.
Accidents, cancellations, loss or theft
of belongings — these are just a few
of the many situations that can be
handled with maximum tact and a
minimum of fuss by an Inbound Tour
Operator.



MEMBERSHIP OPTIONS

FULL MEMBER TOUR OPERATOR

A full member tour operator is an inbound
tour operator who meets the Membership and
Financial Criteria of ITOC and has full voting
rights. A full member tour operator must abide
by the ITOC Code of Ethics and Practice,
Constitution and Rules. They must:
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e Be registered in New Zealand and package
two or more products and services on behalf
of principal suppliers in New Zealand.

e Have a minimum turnover of $500,000 per
annum and have been actively trading for
over a year.

e Meet the qualifications criteria.

e Successfully meet the Qualmark
accreditation criteria for endorsed Inbound
Tour Operators

ALLIED MEMBER SUPPLIER

An allied supplier is a supplier of products and
services to full members.

An allied member must abide by the ITOC Code
of Ethics and Practice, Constitution and Rules
and maintain a recognised standard of quality,
e.g. Qualmark.

Allied members have voting rights and have
three representatives on the ITOC Board of

Directors.

MEMBER BENEFITS Full Member  Allied Member
Tour Operator Supplier

Receive ITOC Update Newsletters 4 v
Opportunity to Attend Annual Conference 4 v
Opportunity to Attend Members Forums 4 v
Opportunity for nomination on Board of Directors 4 v
Voting Rights 4 v
Company Listing in Inbound Travel Directory 4 v
Company Listing on www.itoc.org.nz 4 v
Includes annual membership of TIA 4
Includes Qualmark annual licence fee 4
FULL MEMBER TOUR OPERATOR ALLIED MEMBER SUPPLIER
Costs: Costs:
Entrance Fee .......cccocoeveenn.. $1000 Entrance Fee ... $100
Annual Fee *.........cccocoeen.. $2395 Annual Fee ..., $655
Directory and Directory and
Information Guide ................. $25 Information Guide ................ $25
(subject to GST) (subject to GST)

* included in the annual fee is $550 which is paid to TIA in order to make all full members
also members of TIA, also $650 which is paid to Qualmark.

ITOC Full member tour operators are committed to our shared mission

and the standards of the ITOC Code of Ethics and Practice.
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2008/2009 ITOC BOARD & SECRETARIAAT
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Left to right: Paul Huggins, Mark Quickfall, Kathy Turner, Warren Harford, Brian Henderson (President), Jim Monahan,
Jenny Simpson, Paul Yeo (Chief Executive), Stephen Ecclestone, Dominic Cheng.

Absent: Stuart Neels, Grant Lilly.

REPRESENTING ALLIED MEMBERS ~ STEPHEN ECCLESTONE

Contract Manager New Zealand

BRIAN HENDERSON WARREN HARFORD Hotels Division
Chief Executive Officer Managing Director GTA by Travelport
Tourmasters South Pacific Agrodome Leisure Park 5th Floor, 191 Queen Street
Level 4, 120 Albert Street Riverdale Park, Western Rd Ngongotaha PO Box 155050, Wellesley Street,
PO Box 949, Shortland Street, Auckland PO Box 634, Rotorua 3040 Auckland 1141
DX CP23513 Auckland Fax: 07 357 5307 Fax: 09 307 0302
Ph: 09 359 8380 Mob: 027 480 3308 Mob: 027 242 6900
Fax: 09 358 5408 warren@agrodome.co.nz Stephen.ecclestone@gta-travel.co.nz
Mob: 027 5525 877 BOARD REPRESENTING
brian@tourmasters.co.nz :JIM MI_JNAI;I_ANt
anaging Director
DOMINIC CHENG Travel Time South Pacific Ltd
REPRESENTING FULL MEMBERS Director 460 Ulster Street,
Winchester Travel Ltd PO Box 6, Waikato Mail Centre,
KATHY TURNER Level 18, 17 Albert Street Hamilton 3240
General Manager PO Box 375, Shortland Street, Auckland  Ph: 07 849 3493
AOT New Zealand 1140 Fax: 07 849 4927
Level 9, IAG House, 151 Queen Street DX CP18005 Auckland Mob: 021 481 110
Auckland 1010 Ph: 09 366 0018 jim@ttnz.co.nz
Ph: 09 309 2565 Fax: 09 366 0039
Fax: 09 309 3216 Mob: 021 636 263
Mob: 027 224 2954 dominiccheng@winchestertravel.co.nz

kathy.turner@aot.co.nz
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2008/2009 ITOC BOARD & SECRETARIAAT

STUART NEELS

Managing Director

ATS Pacific

Level 4 Westfield Tower, Westfield
Shopping Centre,

Cnr Great South Rd and Wiri Station Rd,
Manukau City

PO Box 98981 South Auckland Mail
Centre, Manukau 2240

DX CX10148, Auckland

Ph: 09 261 0710

DDI 09 261 0719

Fax: 09 261 0735

Mob: 021 389 022
stuart@atspacific.co.nz

BOARD REPRESENTING
ALLIED MEMBERS
REPRESENTING TRANSPORT
MARK QUICKFALL

Managing Director

Totally Tourism Limited

29 Lucas Place, Queenstown Airport,
PO Box 634, Queenstown 9348

Ph: 03 441 4620

Fax: 03 441 4628

Mob: 027 433 6576
mark@totallytourism.co.nz

REPRESENTING ACCOMMODATION
PAUL HUGGINS

Hotels Manager

SkyCity Auckland Limited
Corner Victoria & Federal Streets
PO Box 90643, Victoria St West
Auckland 1142

Ph: 09 363 6000

DDI: 09 363 7029

Fax: 09 363 7010

Mob: 021 222 6716
paul.huggins@skycity.co.nz

CO-OPTED BOARD

MEMBERS
GRANT LILLY
Regional General Manager
New Zealand and Pacific
Qantas Airways Limited
Level 6, 191 Queen St
PO Box 59, Shortland St, Auckland 1140
DX CX10012 Auckland
Ph: 09 357 8742
Fax: 09 357 6567
glilly@gantas.com.au

JENNY SIMPSON

Sponsorship & Tourism Partnership
Manager

Air New Zealand Limited

Air New Zealand House,

185 Fanshawe Street

Private Bag 92007, Auckland Mail Centre,
Auckland 1142

DX CP19098 Auckland

Ph: 09 336 3337

Fax: 09 336 2471

Mob: 021 747 824
jenny.simpson@airnz.co.nz

ADDRESS

Level 3, Tourism & Travel House
79 Boulcott Street

PO Box 1888, Wellington 6140
DX SX10033 Wellington

Ph: 04 496 4898

Fax: 04 499 0786
info@itoc.org.nz

ww.itoc.org.nz

CHIEF EXECUTIVE
Paul Yeo
paul@itoc.org.nz
DDI 04 495 0813
Mob: 027 255 2549

MARKETING SERVICES EXECUTIVE
Madeleine Alberts

info@itoc.org.nz

DDI 04 495 0815

EXECUTIVE OFFICER
Charlie lves
charlie@itoc.org.nz

DDI 04 496 5396
Mob: 027 230 2293

ACCOUNTS MANAGER

Tarsha Triplow
DDI 04 496 4891
Tarsha.triplow@tianz.org.nz

SOLICITOR

A.R. (Andy) Marshall LLB (HONS)
Gault Mitchell & Co.

Level 4, Natural Gas Corporation House
22 The Terrace

PO Box 645, Wellington 6140

DX SP26507 Wellington

Ph: 04 472 5074

Fax: 04 471 0835
arm@gaultmitchell.co.nz

AUDITOR

Robin Cathcart B.Com, CA, ACIS
Chartered Accountant

17 Troon Cres, Lower Hutt

PO Box 5035, Lambton Quay,
Wellington 6145

Ph: 04 567 1714

Fax: 04 567 1814

BANKERS

National Bank of New Zealand
Wellington

LIFE MEMBERS

BLAIR SHEEHY
AUCKLAND
jbsheehy@ihug.co.nz

RUSSELL WHITE

Managing Director

ATS Pacific
AUCKLAND
rwhite@atspacific.co.nz

MICHAEL WIEDEMANN
AUCKLAND
mxwie@xtra.co.nz

KEITH JOHNSTON

Chairman

ID Tours New Zealand Ltd
AUCKLAND
kjohnston@idtours.co.nz

PETER LOWRY
WELLINGTON
pkl@xtra.co.nz
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ITOC BOARD STRATEGY GROUPS
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Strategy Group 1 Strategy Group 2 Strategy Group 3
Membership & Standards & Industry
Marketing Performance Relations
Warren Harford Brian Henderson _________________.
Mark Quickfall Stuart Neels I + Issue specific I
Kathy Turner I sub-comnI:Iittees I
I (as required) !
1
I I I
. NZ Maori
MoUs Nz Hotel Council RTONZ . .
Tourism Council
Kathy Turner Mark Quickfall Stuart Neels
Stephen Ecclestone Jim Monahan Warren Harford

Dominic Cheng

Bus & Coach
I\zIo? U.S. TIA Qualmark .
yet finalised Association*
S Brian Henderson Brian Henderson Jim Monahan
2% GrantlLilly Kathy Turner Dominic Cheng
NE Paul Huggins
< =
P
China (ADS) Japan (JOM) Tourism NZ
Dominic Cheng Stephen Ecclestone Brian Henderson
Warren Harford Warren Harford Stuart Neels

Mark Quickfall

Jenny Simpson
Jim Monahan

Group chairs in italics

Board Members are assigned to various Strategy Groups to improve
communication with key stakeholders — including our industry
partners with whom we have Memoranda of Understanding — as well
as focus on major operational issues.
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ITOC Constitution and Rules

Adopted at the Annual General Meeting held in
Rotorua on Friday 12 July, 1991, amended in 1994,
1995, 2005, 2006, 2007 and 2008.

Name
1 The name of the Association shall be The Inbound
Tour Operators Council of New Zealand”.

Registered Office

2 The registered office of the Association shall be
situated on Level 3, Tourism & Travel House, 79
Boulcott Street, Wellington or such other place in New
Zealand as the Board of Directors may from time to
time determine.

Objects
3 The objects for which the Association is established are:—

(a) To initiate and be actively engaged in the promotion
of New Zealand as a visitor destination.

(b) To unite in one organisation those persons, firms or
corporations engaged in the sale of inbound tourism
and the supply of services to inbound tourism.

(c) To initiate, create and recommend the
establishment of new tourism facilities in New
Zealand.

(d) To assist in co-ordinating the sectional interests of
the visitor industry.

(e) To ensure the maintenance of satisfactory standards
of service by operators of visitor plant and provide
guidelines and assistance when needed to improve
standards of service to visitors.

(f) To seek improved educational opportunities for
those engaged in marketing New Zealand's visitor
facilities.

(g) To provide and establish educational facilities for
those involved in selling New Zealand tourism and
to provide such services to both New Zealand and
overseas staff.

(h) To liaise with Government and other bodies on
matters relating to tourism and co-operate with all
bodies, associations and industries regularly formed
within the travel and tourism industry.

(i) To establish and maintain a code of ethics for
inbound tour operators.

(j) To protect and promote the mutual interests of the

members of the Association.

(k) To acquaint the public of the services which
members are able to render with a view to
establishing that membership of the Association is a
guarantee of competence and integrity.

(1) To discourage unfair competition without it any way
interfering with initiative and enterprise based on
fair trading.

(m) To promote the consideration of all questions

(a) To attend all general meetings of the Association
and to speak and vote thereat. The right to vote at
general meetings of the Association is subject to
the rider contained at Rule 23(c) hereof that allied

members are not eligible to vote for the full member

candidates for the board if directors and full
members are not eligible to vote for allied member
candidates for the board of directors.

(b) In the case of corporation members, to appoint
from time to time a person to represent the
corporation at meetings of the Association and
to exercise the voting rights of such corporation;
any person so appointed shall be eligible for
membership of the Board of Directors and shall for
all purposes of these rules except the rules relating
to entrance fees, subscriptions and levies, be
deemed to be a member.

(c) To receive from the Association a certificate
of membership; and in the case of a member
operating more than one place of business to an
extra certificate for every such additional place of
business, such certificate to be used under the
common Seal of the Association.

(d) Full members shall have the right to use, for display
and advertising purposes, and on his own stationery,
the design or emblem of the Association, a copy
of which appears opposite, or any other design or
emblem hereafter adopted by the Association.

(e) Allied members shall have the right to use
for display and advertising purposes and on
their stationery the design or emblem of allied
membership approved by the Board of Directors.
Whenever at any other time allied members wish
to acknowledge their allied membership of the
Association the following wording only shall be
used and quoted: ITOC logo followed by the words
“approved ITOC Supplier”.

Life Members
8 On the recommendation of the Board of Directors any

individual may be elected a life member at any general
meeting of the Association (notice of the proposal

for such election having been given in the notice
convening the meeting) in recognition of outstanding
services to the Association or the travel and tourism
industry in New Zealand or elsewhere. The election

of a life member shall require a three-fourths majority

vote of members present at the meeting and entitled to
vote. A life member shall be entitled to all the privileges

of membership except voting, without payment of
any subscription or other sum payable by ordinary
members.

connected with tourism and travel and the sale and  Cesser of Membership

encouragement of tourism and travel.

(n) To promote or oppose legislative and other
measures affecting tourism and inbound tour
operators.

(0) To do all such other things as in the opinion of the
Board of Directors of the Association are incidental
or conductive to the attainment of the above objects
or any of them.

(p) To invest the moneys of the Association not
immediately required for its purposes in or upon
such investments, securities or property as may be
thought fit.

Membership

4 Full membership of the Association shall be restricted
to persons and corporations approved by the Board
of Directors, who package two or more products
and services on behalf of principal suppliers in
New Zealand on a nation-wide basis, and sell these
products and services off-shore in the capacity of
Inbound Tour Operators.

A minimum turnover of five hundred thousand dollars
($500,000) per annum is required by new applicants
for full membership and they must have been actively
trading as an Inbound Tour Operator for a minimum of
12 months prior to applying for membership.

The Board of Directors will determine the criteria for
membership, subject to approval by a general meeting.

5 Application for membership shall be in such form as
may be prescribed by the Board of Directors, and
the Board, on being satisfied as to the qualifications
of the applicant, may in its discretion admit him to
membership.

6 Notwithstanding anything contained in the foregoing
rules, the Board of Directors may, in its discretion,
admit as allied members, persons or corporations
engaged in the travel industry or in activities closely
allied to the industry but who are not eligible for
membership under the foregoing rules.

7 The Members of the Association shall be entitled to
exercise the following rights and privileges:

9 The membership of a Member, or an Allied Member

shall fore with cease and determine if:

(a) The Member/Allied Member resigns, having
first paid all current membership dues and
subscriptions thereby being a financial member at
the time of resignation.

(b) Any one or more of the following circumstances
arise or exist and the chief executive, by notice
in writing sent to the Member/Allied Members
at his/her/its last known address, advises the
Member/Allied Member that its membership of the
association has been terminated:

(i) the member/Allied Member ceases to be qualified
for the category of membership held by it under
the rules of the association; or

(ii) the member/Allied Member fails to pay any sum
due by it to the association for a period of one
month after notice of default has been given to it
by the association; or

(iii) the member/Allied Member fails to pay the
annual subscription or levies payable by it
pursuant to the rules of the association;

(iv) the member/Allied Member ceases to meet the
criteria for the category of membership held
by it and established from time to time by the
association;

(v) where the member/Allied Member is an
individual, the Member becomes bankrupt or
compromises with his or her creditors or becomes
lunatic or of unsound mind or commits any
indictable offence; or

(vi) where the member/Allied Member, is a
corporation, it goes into liquidation (save for the

purposes of reconstruction) or if the receiver of its

undertaking or its assets is appointed;

Entrance Fees and Subscriptions
10 Every applicant for full membership shall pay

such entrance fee as may from time to time be
fixed by the Association in general meeting on the
recommendation of the board of directors.
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11.Every member and allied member shall pay such
annual subscription as may from time to time be

fixed by the association in general meeting following

consideration of recommendation of the board of

directors.

(a)Where two or more full members are partners in the
inbound tour operation business operated by them
only one such full subscription shall be payable, and
all such members shall be jointly and severally liable
to pay it.

(b)The annual subscription and annual levy payable
by members and allied members shall be paid
within 30 days of the date on which the association
forwards an invoice for payment to such member, or
allied member Subscriptions and levies remaining
unpaid thereafter shall be increased by 10 percent
and such increase shall be without prejudice to the
rights of the association to take action pursuant to
Rule 9(b) hereof to determine the membership of
a member or allied member on the basis that such
party has failed to pay sums due to the association.

Levies

12 The Association in general meeting at any time
may determine by resolution passed by a two-thirds
majority of all voting members present and entitled to
vote at a meeting of the Association duly convened,
to make levies on members or any class of members.
The notice convening the meeting shall set out the
proposal to make the levy and the amount thereof.
Upon the passing of the said resolution a notice of
the levy shall be served upon the members affected
thereby who shall become liable therefore after the
expiration of fourteen days from the date of service.

General Meetings

13 A general meeting, to be called the Annual General
Meeting, shall be held once in every year, within six
months after the end of the Association's financial
year, at such time and place as may be determined by
the Board of Directors.

14 A special general meeting may be convened in New
Zealand at any time by the Board of Directors, and
shall be convened by the Boar d upon requisition
of ten members, which requisition shall set out the
resolutions proposed to be moved thereat. If pursuant
to such resolutions the Board shall fail within one
month to convene a general meeting, it shall be
competent for seven or more of the requisitionists to
convene the meeting.

15 Not less than fourteen days’ notice of any general
meeting specifying the day, hour and place of the
meeting, and, in cases of special business, the general
nature of such business, shall be given as provided
by these rules to all members entitled to vote, but the
accidental omission to give such notice or the non-
receipt thereof by any member shall not invalidate the
proceedings of any such meeting.

16 Ten members personally present shall constitute
a quorum for any general meeting; if at any annual
general meeting or any special general meeting
convened by the Board of Directors other than
pursuant to a requisition a quorum shall not be present
within fifteen minutes of the time fixed for the meeting,
the same shall be adjourned to such time and place as
the Chairman shall determine, and at such adjourned
meeting the members present shall form a quorum;
if at any general meeting convened pursuant to a
requisition or by the requisitionists a quorum shall not
be present within fifteen minutes after the time fixed for
the meeting, the meeting shall be dissolved.

Proceedings at General Meetings

17 The president shall be entitled to take the chair at
every general meeting at which he is present, but in
his absence, or if he shall be unwilling to act, a vice-
president or failing him the immediate past president
shall be entitled to take the chair. If at any meeting
neither the president nor a vice-president nor the
immediate past president shall be present or willing
to act, the member s present shall choose another
member of the Board of Directors to act as Chairman
and if no member of the Board of Directors is present,
or if he declines to take the chair, then the members
present shall choose one of their number to be
Chairman of that general meeting.

18 Every question submitted to a meeting shall be
decided in the first instance on a show of hands; and
in the case of an equality of votes the Chairman shall,
both on a show of hands or on a poll, have a casting
vote in addition to the vote or votes to which he is
entitled as a member.

19 The Chairman or any three members present may
demand a poll, and if a poll is demanded it shall be
taken in such a manner as the Chairman may direct.
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20 The demand of a poll shall not prevent the
continuance of the meeting for the transaction of any
business other than the question on which the poll
has been demanded.

Votes of Members

21 On a show of hands those members present in
person and entitled to vote shall have one vote, and
upon a poll every member present in person or by
proxy shall be entitled:

(a) In the case of a member paying the basic
membership subscription fixed by or pursuant to
Rule 11, to one vote.

(b) A resolution on a matter normally decided at a
general meeting of members may be determined
by means of postal vote if in the absolute discretion
of the Board of Directors any such manner should
be determined by means of a postal vote. Any such
postal vote shall be taken in such manner as the
Board of Directors shall direct and the result of
such postal vote shall have the same effect as a
vote of members passed at a general meeting of the
Association. The provision of Rule 14 relating to the
calling of general meetings on the requisition of ten
members of the Association shall not apply to this
rule. Where a postal vote is directed by the Board
pursuant to this rule, any motion shall be carried by
a simple majority votes case pursuant to the postal
ballot, except that the majority required by Rule 45
will apply in respect of a postal ballot moving an
amendment to these rules.

22 Votes may be cast either personally or by proxy,
provided however that the instrument appointing

a proxy shall be deposited with the Association at

its registered office at least 48 hours before the

time appointed for the meeting. No person shall

be appointed a proxy who is not a member of the

Association and qualified to vote.

The Board of Directors

23 (a) The management of the Affairs of the Association

shall be vested in a Board of Directors;

(b) The Board of Directors shall comprise not less
than seven or more than eleven members of
the Association, all of whom shall be elected by
postal ballot or at the Annual General Meeting as
is provided for in Rule 25 hereof. The immediate
past president shall be an ex-officio member of
the Board of Directors for a maximum period of one
year. Allied members shall be eligible for election to
the Board of Directors provided that the maximum
number of allied members who can be elected to
any one Board of Directors shall be three. They
shall represent three separate categories of allied
members namely accommodation, attractions/
activities and transport..

(c) Only allied members shall be eligible to vote for
the allied members of the board of directors and
only full members shall be eligible to vote for the full
members of the board of directors.

(d) The Board of Directors so elected as foresaid shall
have power to co-opt to its number not more than
three full or allied members of the Association,
and that such co-opted members shall be entitled
to receive notice of all meetings of the Board of
Directors, to attend such meetings and to take part
in the discussion and proceedings of the Board
of Directors and to vote at meetings of the Board
of Directors in the same way as if they had been
elected to the Board.

(e) The Board of Directors so elected shall appoint
a President and two Vice Presidents at the first
meeting of the Board of Directors following the
Annual General Meeting who shall hold office until
the first board meeting following the AGM of the
Association.

(f) The expression “member/s of the Association”
where used in this rule shall be deemed to extend
to and include persons appointed to represent a
company or other incorporated entity which is a
member of the Association pursuant to Rule 7(b)
hereof and persons appointed in like manner to
represent a company or other incorporated entity
which is an allied member of the Association.

24 At the Annual General Meeting in every year all the
members of the Board shall retire from the office but
every such member shall be eligible for re-election.

25 Nominations for the Board of Directors shall be
signed by at least two full or allied members and
deposited at the registered office of the Association
not less than 45 days before the date fixed for the
Annual General Meeting. In the event of the number
of nominations exceeding the appropriate vacancies

a postal ballot shall be held. No less than 30 days
before the date fixed for the Annual General Meeting
the Chief Executive shall distribute to the membership
entitled to vote, the names of the nominees in the
form of a postal voting paper. Allied members shall
receive the form of postal voting paper relating to

the election of the allied members to the Board

of Directors and full members shall receive the

form of postal voting paper relating to the election

of the full members to the board of directors. The
voting paper shall be completed and returned to

the registered office of the Association. Only voting
papers received at the office of the Association on

or before the 7th working day prior to the date set

for the Annual General Meeting shall be valid. Votes
will be counted by two scrutineers appointed by the
Board of Directors to assist the Chief Executive. The
results of such postal ballot shall be announced at the
appropriate time at the Annual General Meeting. In
the event of there being an equality of votes for allied
member candidates for the Board which requires to
be resolved by the election of just one of those allied
member candidates as a board member the existing
allied board members shall each have one extra vote.
In the event of there being an equality of votes for full
member candidates for the board which requires to
be resolved by the election of just one of those full
member candidates as a board member the existing
full board members shall each have an extra vote.

If there is still an equality of votes the successful
candidate will be determined by the drawing of lots.
In the event of there being vacancies in the Board

of Directors after such postal vote then additional
nominations shall be accepted from the floor of

the Annual General Meeting and if necessary an
immediate election shall be held to fill such vacancies
at the Annual General Meeting.

26 If at any meeting at which an election to the Board
of Directors ought to take place, the place of any
retiring member of the Board of Directors be not
filled, that retiring member shall, if willing to continue,
be deemed to have been re-elected.

27 The office of a member of the Board of Directors
shall be vacated if he ceases to be a member or if by
notice in writing he resigns his office.

28 A member of the Board of Directors may, with the
approval of the Board, appoint any person to be
an alternate or substitute member of the Board of
Directors, and such appointment shall have effect,
and such appointee whilst he holds office as an
alternate shall be entitled to notice of meetings and to
attend and vote thereat, but he shall ipso facto vacate
office if and when the appointer vacates or ceases
to hold office as a member of the Board of Directors
or removes the appointee from office, and any
appointment and removal shall be made in writing.

Proceedings of Board of Directors

29 The Board of Directors may meet together for the
despatch of business, adjourn and otherwise regulate
their meetings as they think fit, and may determine
the quorum necessary for the transaction of business.
Until such quorum has been decided five members
of the Board shall be a quorum.

30 At all meetings of the Board the President, or failing
him, Vice-President, or failing them, the immediate
past president, shall be entitled to take the chair. In
the absence of the President, Vice-Presidents and
immediate past President the remaining members of
the Board shall elect a Chairman.

31 Questions arising at any meeting of the Board of
Directors shall be decided by a majority of votes, each
member present being entitled to one vote, and the
Chairman of the Board shall have a casting vote in the
event of equality of votes.

32 The Board of Directors shall cause minutes to
be made in books provided for the purpose of all
resolutions and proceedings of general meetings and
of meetings of the Board. Any such minutes, if signed
by any person purporting to be the chairman of the
meeting to which they relate or at which they are
read, shall be received as conclusive evidence of the
facts therein stated.

33 A resolution in writing signed by all the members of
the Board of Directors shall be as valid and effectual
in all respects as if it had been passed at a meeting of
the Board duly convened.

Powers of Board of Directors

34 Without in any way restricting the generality of the
powers conferred by these rules on the Board of
Directors, the Board may from time to time:
(a) Appoint and remove employees, and fix their
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salaries.

(b) Appoint any person or persons to hold in trust for
the Association any property, and execute and do
all such deeds and things as may be requisite in
relation thereto.

(c) Institute, conduct, defend, compound or abandon
legal proceedings or arbitrations by or against the
Association or its officers or otherwise concerning
the affairs of the Association.

(d) Determine who shall be entitled to sign or endorse
on the Association’s behalf, bills, notes, receipts,
acceptances, endorsements, cheques, releases,
contracts and other documents.

(e) Make, amend, vary and rescind by-laws not
inconsistent with these rules as they may deem
necessary, expedient or convenient for the proper
conduct or management of the Association.

(f) Fill any casual vacancy occurring on the Board
provided however that if the office of President or
Vice-Presidents shall become vacant the Board
shall proceed within one month to fill such vacancy.

(g) Invest the funds of the Association in such a
manner as it may in its absolute discretion think fit.

(h) To accumulate reserves and to make suitable
arrangements by way of insurance or otherwise with
any insurance or other company or firm to ensure
that the public are reasonably protected against
the default of any member. Provided however that
notwithstanding anything herein before contained
the Board of Directors and any agent or delegate
of the Board are hereby expressly prohibited from
pledging the credit of all or any of the members of
the Association, and all claims, whether in respect
of contracts or otherwise, shall be satisfied solely
from the funds of the Association.

Chief Executive

35 The Association shall have an Chief Executive who
shall be an employee of the Association appointed
by the Board pursuant to its powers contained in
Rule 34 hereof and who shall perform functions
of Secretary to the Board and shall be present or
represented at every meeting of the Association and
of the Board of Directors to perform the functions
of Secretary thereat. The Chief Executive shall in
addition perform such functions and carry out
such duties as the Board shall from time to time
determine. The Chief Executive shall be employed
on such terms and conditions as the Board of
may from time to time determine and his/her
functions shall include attending or arranging for
an attendance at every Annual General Meeting or
Special General Meeting of the Association and every
Board meeting, to read the minutes, orders and
entries of preceding meetings, to take the minutes,
to superintend respective minutes, and to conduct
all correspondence and to act in accordance with
directions from time to time given by the Council. In
addition the Chief Executive shall perform such role in
relation to the discipline of members as is detailed in
Rule 36 hereof.

Disciplinary Powers

36 (a) Powers of Association: If a full member
contravenes any of the provisions of the Rules
including the Code of Ethics, the Association has
power to exercise disciplinary measures over that
member in the manner set out in this Rule.

(b) Complaints to be in writing: No complaint shall be
considered unless it is made by the complainant
in writing and delivered to the Chief Executive
of the Association. Any letter of complaint shall
be a privileged document for the use of the
Chief Executive and the Board of Directors and
no member shall be permitted to use it in any
civil action. No complaint shall lapse under any
circumstances or be considered withdrawn until
such time as the investigation sub-committee has
dismissed the complaint or preferred charges to the
judicial committee.

(c) Investigation sub-committee: Upon receipt of any
written complaint the Chief Executive shall refer the
complaint to an investigation sub-committee to be
appointed by the Board of Directors, which shall
consist of not less than two members nor more
than three members of the Board and at the same
time shall refer the substance of the complaint to
the member concerned and request his written
comments to be submitted within a reasonable
specified time. The investigation sub-committee
shall, upon receipt of the written comments or the
expiration of the specified time (whichever is the
sooner), consider the complaint and the member’s
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written comments and decide whether the

complaint warrants further investigation: should it

so decide it shall frame charges of alleged breaches
of specified rules or of the Code of Ethics and lay
such charges against the member in writing with
the Chief Executive: should the sub-committee
decide no further investigation is warranted it shall
report accordingly to the Chief Executive and to the
member.

(d) Judicial sub-committee: Upon receipt by the Chief
Executive of any written charges by the investigation
sub-committee, the Chief Executive shall refer the
charges for hearing before a judicial sub-committee
to be appointed by the Board of Directors and
t o consist of not less than four directors which
shall not consist of any members who have been
members of the investigation sub-committee. The
judicial sub-committee shall convene a formal
hearing and shall give the member concerned not
less than fourteen days’ notice of the date, place
and time of the hearing, together with full details
of the charges laid. At the hearing the member
concerned may be heard in defence of the charges,
either in person or in writing, and he shall be
entitled to representation at the hearing by an
advocate who shall be another member. Evidence
from either side may be heard by the judicial sub-
committee who may require any member or invite
any other person to appear before it and who may
appoint counsel to advise or assist it or the member.
The whole of the evidence shall be recorded
either in writing or otherwise, and the judicial sub-
committee shall be entitled to receive evidence
by way of Affidavit, deposition or declaration even
though such evidence may not be admissible in a
Court of law.

(e) Powers of judicial sub-committee: Should the
judicial sub-committee decide that a contravention
of the Rules or Code of Ethics h as been proved, it
shall have the power to impose all or any or more
of the following penalties in respect of each such
contravention:

(i) Caution the member.(ii) Reprimand the member.

(iii) Impose a fine not exceeding $1,000 on each
breach and recover any such fine by action at law
or otherwise.

(iv) Suspend the member for such a period as the
sub-committee thinks fit.

(v) Expel the member.

(vi) Order the member to pay costs and expenses
of the investigation or hearing or such proportion
thereof as it thinks fit.

(f) Right of appeal to Board of Directors: Every
member who has had a penalty imposed against
him by the judicial sub-committee may, within
fourteen days of being notified of such a decision,
appeal to the Board of Directors against the
imposition of such penalty. Any such appeal shall
be based entirely on the recorded evidence, without
prejudice however to the right of the Board, if in its
uncontrolled discretion it so determines to receive
new or further evidence and the appeal shall be
held at a place and at a time designated by the
Board. At the time of making such appeal, the
appellant shall lodge with the Chief Executive a fee
which may at the discretion of the Board, whether
or not the appeal proceeds, be forfeited or be used
to defray any costs of preparation for a hearing of
the appeal.

(g) Power of Board of Directors upon appeal:

(i) On appeal, the Board may either:

(a) Quash the penalty, or

(b) Confirm the penalty already imposed, or

(c) Direct the judicial sub-committee to impose
such a penalty as the Board thinks fit.

OR (ii) In any event the Board may award the costs
and expenses of the investigation hearing and
appeal or any portion thereof in favour of or
against the appellant member as it may think fit.

(h) Right to publish penalties: The judicial sub-
committee shall be entitled to publish in the ITOC
News and/or ITOC Directory and Information
Guide, and/or ITOC Annual Report, notice of the
expulsion or suspension of any member who shall
be expelled or suspended or subjected to any other
penalty pursuant to the provisions of this Rule,
containing the name and address of such member,
such particulars as the Board may think proper of
the offence for which the member was expelled or
suspended or otherwise penalised. It shall also be
the duty of the Board to publish in a newspaper
circulating in the District in which the member

carries on business, notice of the expulsion or
suspension of any member who may be expelled or
suspended. The member concerned shall have no
right of action against the Board by reason of such
publication.

(i) Report of hearing to be filed: Not less than fourteen
days nor more than twenty-eight days after reaching
a decision under this Rule the judicial sub-
committee on the Board shall deliver to the Chief
Executive a full report of the charges, the hearing
and t he penalty imposed upon any member.

The Chief Executive shall keep a register of all
disciplinary actions.

(j) The disciplinary powers hereinbefore set out are
to apply to full members of the association and as
far as the
interpretation of this particular Rule 36 is
concerned (and this rule only) where reference is
made to a member of the association that reference
shall be deemed to cover full members of the
association.

Indemnity

37 Every member of the Board of Directors, the
Chief Executive and other officer or servant of the
Association shall be indemnified by the Association
against, and it shall be the duty of the Board of
Directors, out of the funds of the Association, to
pay all costs, losses and expenses which any such
member of the Board of Directors, Chief Executive,
officer or servant may incur or become liable to
be reason of any contract entered into, or act or
thing done by him as such member of the Board of
Directors, Chief Executive, officer or servant, in any
way in the discharge of his duties under authority of
the Association.

Accounts

38 The Board of Directors shall cause accounts to
be kept of the assets and liabilities, income and
expenditure of the Association, and the books of the
account shall be kept at such places as the Board of
Directors shall think fit.

39 The Board of Directors shall cause to be prepared
and laid before every annual general meeting, a
statement of the financial affairs of the Association
and of its income and expenditure for the preceding
financial year and a report thereon. Such account
shall b e made up as at the end of the Association’s
financial year which shall be the 31st day of March.

40 Once at least in every year, the accounts of the
Association shall be examined and the correctness
of the accounts, income and expenditure shall be
ascertained by an auditor, who shall certify to the
correctness thereof and may make such report to the
members thereon as he thinks proper.

41 The Auditor shall be appointed by the Annual
General Meeting.

42 All monies received by the Association shall be paid
to the Bankers of the Association. Such Bankers shall
be appointed by the Board of Directors.

Borrowing Powers
43 The Board of Directors may from time to time borrow
for the purposes of the Association from any persons,
firms or corporations any sum or sums of money
without security or upon the security of all or any of
the Association’s property (real or personal) and to
execute legal or equitable mortgages or charges, or by
the issue of bonds or debentures or debenture stock;
and any such bonds or debentures or debenture
stock may be issued on terms that the amount to be
secured may be paid up by instalments, and may be
paid off by periodical or other drawings, and generally
upon such terms and conditions as to rate of interest
or otherwise as the Board of Directors may think
fit; and the Board may also borrow money from the
Association’s bankers on overdraft or otherwise, with
or without security.
Limitation
(a) Limitation on Personal Benefit to Members
Any income, benefit or advantage received by
the Association shall be applied in and towards
the proper management of the Association with a
view to achieving one or more of the objects of the
Association. No member of the Association or any
person associated with a member shall participate
in or materially influence any decision made by the
Association in respect of the payment to or on behalf
of that member or associated person of any income
benefit or advantage whatsoever. Any income
paid to a member or associated person shall be
reasonable and relate to that which would be paid in
an arms length transaction.”

0}

The Seal
44 The Common Seal of the Association shall be in the

custody of the Chief Executive and shall not be affixed
to any instrument except by order of a meeting of the
Board of Directors and any such instrument shall be
signed by one member of the Board and the Chief
Executive.

Amendment of Rules
45 These rules may be altered or added to or rescinded

in whole or in part by a resolution passed by a three-
fourths majority of vote s cast at a general meeting
of the Association, provided that notice of intention
to propose any such alteration, addition or rescission
shall have been given in the notice convening the
meeting. This rule shall apply where the Board directs
a postal vote pursuant to Rule 21 hereof.

No addition to or alteration of the not for profit

aims, personal benefit rule or the winding up rule
shall be approved without referring the same to the
Inland Revenue Department. The Inland Revenue
Department is to be given notice of any change,
addition or alteration to the following rules:

the rules which specify the not for profit aims of
the Association,

(i) the rules which deal with personal benefit to

members;

(iii)  the rules which deal with the winding up of the

Association;

(iv)  this rule relating to the Amendment of Rules.

Notices
46 A notice may be served by the Association upon any

member either personally or by posting it in a prepaid
letter addressed to such a member at his registered
address.

47 Any notice if served by post shall be deemed to have

been served on the day following that on which the
envelope or wrapper containing the same is posted,
and in proving such service it shall be sufficient to
prove that the notice was properly addressed and
posted.

48 No member who shall have omitted to give his

address for registration shall be entitled to receive any
notice from the Association.

Dissolution
49 The Association in general meeting may determine

to dissolve the Association by resolution passed by

a majority of members present at a meeting of the
Association. The notice convening the meeting shall
set out the proposal to dissolve the Association.

The resolution to dissolve the Association shall be
confirmed at a subsequent general meeting convened
for that purpose and held not earlier than thirty

days after the date on which the resolution so to

be confirmed was passed. Following such meeting
the Association shall be deemed to be dissolved. If
upon the dissolution of the Association there remains
after the satisfaction of all its debts and liabilities,
any property, the same shall be distributed among
those persons, bodies or institutions whom the Board
of Directors as constituted immediately prior to the
passing of the said resolution shall direct but in no
event shall any of the said property be distributed in
any manner or form amongst any person or persons
who were members of the Association at the date
upon which the said resolution for dissolution was
passed.

Interpretation
50 In these Rules, unless the context shall otherwise

require:

“Member” means a member qualified and admitted
under Rule 4 or under Rule 6 of these rules and
therefore includes full members and allied members
of the association;

“Month” means calendar month;

“Full member” means a member qualified and
admitted under Rule 4;

“Allied member” means a member qualified and
admitted to membership under Rule 6;

Words importing the singular include the plural, and
vice versa;

Words importing the masculine gender include the
feminine gender;

Words importing persons include corporations.
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ITOC Code of Ethics & Practice

(Endorsed by the New Zealand Tourism Industry Association, NZTIA)
approved by the ITOC Annual General Meeting, held in Wellington on Tuesday, 18 July 1995
amended by members in a postal ballot March 2002

GENERAL PRINCIPLES

(i) The ITOC Code of Ethics is designed to advance
the objects of the Association by requiring
all members to adhere to and observe high
standards of integrity and ethical conduct in all
their business dealings.

(ii)  The recognition and practise of ethical conduct
within the inbound tourism industry is a necessary
and important component in achieving and
maintaining ITOC'’s goals of quality, integrity and
professional excellence and thus the promotion of
New Zealand as a visitor destination.

(iii

The promotion of New Zealand as a visitor
destination and the achievement by ITOC of

its other objectives is enhanced as a result of
initiative, enterprise and competition where the
same is founded on principals of fair trading but
damaged by unfair competition and unethical
conduct.

(iv) ITOC full members in all dealings with each other,
with overseas visitors, and with suppliers and in
the conduct of their business generally shall not
engage in unfair competitive practices.

(v) By way of example, as a general principle, ITOC
members should conduct their businesses on the
basis that the cost of the product they sell is to be
covered by the price paid by the purchaser for the
product.

(vi) The long term achievement of the objects for
which ITOC has been established cannot be
sustained by business practices which are
inconsistent with this basic principle. A business
which places reliance upon the generation
of revenue from indirect sources, such as
commissions from retailers, and which seeks to
obtain a competitive advantage in the pricing of
its product on this basis, is likely to be regarded,
upon investigation, as having breached this Code
of Ethics. Reliance on such indirect sources of
revenue as an integral component in the ability of
the member to pay for and supply the product is
regarded as detrimental to the promotion of New
Zealand as a visitor destination and not in the
interests of inbound tourism to New Zealand.

(vii) Members shall comply with the requirements of
the Fair Trading Act 1986, the Commerce Act
1986 and with all other statutes and Regulations
which regulate trade and which govern business
practices in New Zealand.

(viii) In no circumstances are the provisions of this
Code of Ethics to be interpreted as requiring
members to adopt a course of conduct which
is inconsistent with the requirements imposed
upon them from time to time by the Fair Trading
Act 1986, the Commerce Act 1986 or any other
statutes or regulations which regulate trade or
which govern business in New Zealand.

PART ONE: Professional responsibility
- Relations with Overseas Visitors and their
Travel Agents/Wholesalers

(i) Itis the duty of ITOC Full members to keep
themselves and their staff fully informed on all
aspects of New Zealand Travel, in order to be in
a position to give visitors and their Travel Agents
and Wholesalers professional advice on what New
Zealand has to offer.

(ii) ITOC Full and Allied Supplier members shall
consider every Transaction with a client to be
strictly confidential, except in the case of default.

(ii) ITOC Full members shall advise their clients of
their standard terms and conditions of trade at the
time of any change or prior to accepting bookings
from a new client.

(iv) ITOC Full and Allied Supplier members, in their
advertising, shall not make misleading, incorrect

42

v)

(vi)

or dishonest statements.

ITOC Full members will treat their clients as
paramount and will not accept instructions
creating or likely to create a conflict of interest.

ITOC Full and Allied Supplier members will ensure
that their staff are adequately trained and that
service standards to all clients are at the highest
possible level, in order to enhance the goodwill
and reputation of New Zealand as a quality
destination.

PART TWO: Responsibilities in dealing with
carriers and principal suppliers

(i)

(ii)

(iii)

(iv)

(v)

(vi)

(vii)

ITOC Full members shall, at all times, follow
the best traditions of salesmanship and fair
dealing by according all carriers, hotels and
product suppliers which they represent fair and
responsible representation.

ITOC Full members shall make themselves
thoroughly conversant with agreements and with
tariff rules and regulations. They shall make every
endeavour to see that their staff know of these
arrangements and rules, and have access to them
and understand them.

ITOC Full members shall not improperly attempt
in any manner to influence the employees of
carriers, hotels or product suppliers for the
purpose of securing preferential consideration in
the assignment of space or for any other purpose.

ITOC Full members, in order to ease space
availability problems of hotels, shall release
promptly all unsold space and return unrequired
accommodation as per their agreed terms and
conditions with the hospitality division of the New
Zealand Tourism Industry Association.

ITOC Full members should not overbook to
protect space for possible business.

ITOC Full members should avoid booking the
same business at alternative properties to cover
waitlisting situations.

Orders placed by ITOC Full members for
accommodation or services, shall be made and
acknowledged in writing and will be binding.

(viii) ITOC Full and Allied Supplier members

(ix)

(xi)

(xii)

shall adhere to the truth and shall not make
false, deceptive or misleading statements or
implications when called on to give an opinion
of a carrier, hotel, tour operator or other product
supplier.

In the event of a complaint or grievance by a
client against any carrier, hotel or other principals,
ITOC Full members shall give the principal an
opportunity to make a full investigation before
taking any action against the principal supplier.
Any complaint or grievance should be handled
promptly.

ITOC Full members must adhere to all
Agreements entered into by the Association.

ITOC Allied Supplier member Carriers, Hotels
and product suppliers should avoid overbooking
to cover traditional or expected wastage when
dealing with ITOC Full members, other than
normal management of capacity.

ITOC Allied Supplier member Carriers, Hotels and
product suppliers will honour bookings made by
ITOC Full members when a deposit or payment
has been made.

(xiii) In all matters where an ITOC Allied Supplier

member is dealing with an ITOC Full member, the
responsibility to comply with agreed terms and
conditions rests entirely with those parties. The
activities or actions of any other parties should not
in any way lessen such responsibility. In particular
the responsibility for payment of all accounts
(including cancellation fees) rests entirely with
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the ITOC Full member. Any disputes or delays
caused by the original source of the business
does not absolve the inbound operator from its
responsibility.

PART THREE: Responsibilities in dealing with
other members

()

(i)

(iii)

(iv)

(v)

(vi)

ITOC Allied Supplier member Carriers, Hotels and
product suppliers agree that they will carry out
their undertaking with proper care, skill and due
diligence that they will assume full responsibility
for any liability arising solely from their failure to
give proper instructions to the ITOC Full member
or for incorrect or inaccurate instructions in

their advertising materials. In return, the ITOC
Full members agree that they will carry out their
undertaking with proper care, skill and due
diligence to proper instructions given by Carriers,
Hotels and product supplies and that they will
assume full responsibility arising solely from their
lack of proper care, skill and due diligence to
instructions so given.

ITOC Full members should not disparage the
business practices of a competitor, nor volunteer a
disparaging opinion of a competitor’s transaction.
If an opinion is sought it should be rendered with
strict professional integrity and courtesy.

ITOC Full members shall not wilfully interfere with
or induce cancellation of an existing contract.

ITOC Full members shall not initiate, simulate or
copy any name, design, or style mark or pattern
used by another ITOC member, hotel, carrier or
product supplier without permission.

ITOC Full members are not justified in violating
any provisions of these principles of professional
conduct and ethics on the ground that some other
ITOC member may be doing so.

ITOC Full members should so conduct their
business as to avoid controversies with their fellow
ITOC members. In the event of a controversy
between ITOC members such controversy may
be submitted to the ITOC ethics committee (in
accordance with the constitution and rules)
rather than initially resort to litigation. Should the
suggested course of action recommended by

the ethics committee not be acceptable to both
parties then the dispute should be referred to an
appeal panel of three, this panel to consist of the
ITOC Chief Executive, the ITOC Solicitor and an
independent arbitrator acceptable to both parties.
The panel will only officiate if both parties agree
to abide by the decision of the panel. If in the
course of investigation by the ethics committee or
the appeal panel a possible breach of this code
of ethics is revealed the matter must be referred
to the Board for investigation in accordance

with Rule 36 of the constitution and rules of the
Association.

(vii) ITOC Full members are encouraged to offer

preferred status to ITOC Allied Supplier members.

(vii) ITOC Allied Supplier members are encouraged to

offer preferred terms to ITOC Full members.

SIGNED:
DATE:
ITOC FULL MEMBER COMPANY:




ITOC Membership and Financial Criteri

Full Members Only

(i) Any person, firm or corporation registered in
New Zealand, packaging two or more products
and services on behalf of principal suppliers in
New Zealand, on a nationwide basis and selling
these products and services offshore, may be
considered by the board for full membership of
ITOC, provided he is engaged in New Zealand in
the capacity of an inbound tour operator.

(i) Full members and applicants for membership
must meet standards and criteria in the following
areas, viz, Premises in which they operate the
Inbound Tour Operator Business; qualifications
of their management and staff.

(i) It is a fundamental condition that full
membership is granted subject to agreeing to
abide by the Constitution and Rules, Code of
Ethics and Practice, and all agreements entered
into by the Association.

(iv) Full Members and applicants must also
successfully meet the Qualmark accreditation
criteria for endorsed Inbound Tour Operators.

(v) Applications for membership must be
submitted on the Association’s “Application for
Membership” Form. Forms of Application may
be obtained from:

Chief Executive

Inbound Tour Operators Council of
New Zealand (Inc)

PO Box 1888

WELLINGTON

(vi) The Board of Directors will determine the
criteria for membership, subject to approval by a
general meeting.

(vii) The Board of Directors, once it is satisfied that
an applicant for membership has met the criteria
and requirements of membership, may in its
discretion admit such applicant to membership.
Details of the association criteria for full
membership are as follows:

Personnel Qualifications

Applications for membership shall be in such form
as may be prescribed by the Board of Directors,
and the Board, on being satisfied as to the
qualifications of the applicant, may in its discretion
admit him to membership.

In recognising the importance of education and
training and in order to maintain an acceptable
level of competency, each member must have at
least one senior staff member who is qualified in
any one or more of the following ways.

a) Member or Associate of the New Zealand
Institute of Travel and Tourism (NZITT)

b) ATTTO (ATITB) Level 2 Advanced Certificate of
Competency

¢) ATTTO (ATITB) Level 3 Certificate of
Management

d) A Diploma - Certificate in Tourism Studies issued
by a tertiary institution, eg Polytechnic or university

that is acceptable to and recognised by the ATTTO.

e) Notwithstanding anything to the contrary in
Clauses (a)-(d) above the Board may, at its
discretion, waive the need for an applicant to have
fulfilled the educational criteria of ITOC provided
that the Board shall require such alternative proof

of the applicant’s suitability and competence.

New Applicant Requirements as to
Minimum Turnover and Qualifying Period
of Business and Solvency

A minimum turnover of five hundred thousand
dollars ($500,000) per annum is required by new
applicants for full membership and they must have
been actively trading as an inbound tour operator
for a minimum of twelve months prior to applying
for membership. Each new applicant must provide
a letter from an external chartered accountant
confirming that the new applicant satisfies the
solvency test as that test is defined in the Companies
Act 1993.

Qualmark Inbound Tour Operator Criteria

All Full Members will be required to successfully

complete an annual Qualmark assessment based on

criteria jointly determined by Qualmark and ITOC.

This system will measure individual Members’

performance against a set of minimum requirements

in relation to:

e Customer service: product sale and service;
customer satisfaction and feedback

e Facilities, equipment and surrounds

¢ People management, development and well being

e Environmental responsibility; heritage and cultural
considerations

e Health and safety

¢ Business management and overall performance

e Qualmark code of ethics

e Selection and management of product/service
suppliers

Every member will be required to assist and
cooperate with the Qualmark Assessor at all times.
It is necessary for every Full Member to meet these
required standards on an annual basis. On doing
so they become Qualmark endorsed Inbound

Tour Operators. In recognition of the work to be
undertaken existing Members are given until 31
March 2009 to meet these requirements.

CHANGE OF OWNERSHIP

(a) Where there is a change of ownership of
shares of a member company of less than 20%
of the capital of the company, notification of such
change shall be given to ITOC within 21 days of
the change taking place.

(b) Where there is a proposed change of
ownership of shares of a member company of
20% or more of the capital of the company the
approval of ITOC is required of such change
of ownership. Application for approval of the
new shareholders must be made on the form
prescribed by ITOC containing the same
requirements as in an application for new
membership and accompanied by the same
application fee.

(c) Should no notification of such changes be
received by ITOC the board will have the authority
to lapse the member as a full member of ITOC.

OTHER REQUIREMENTS OF FULL
MEMBERSHIP

(i) Full members must carry Public Liability
Insurance with a minimum cover of $5 million.
It is recommended that full members also carry
Professional Liability Insurance.

(i) Full members must participate in and supply
information on a strictly confidential basis to the
ITOC Annual Survey and Research project.

(i) Full members must submit details of company
insurances relating to the protection of customers
(eg public and professional liability) held for
inclusion in the ITOC Insurance Register.

(iv) Full members are encouraged to offer
preferred status to Allied Members.

NOTES
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ALPINE PACIFIC TOURISM

PO Box 13, Amberley 7441

Phone 03 314 8816 Fax 03 314 9181
Web www.alpinepacifictourism.co.nz

Email scott@alpinepacifictourism.co.nz
General Manager Scott Pearson

CENTRAL SOUTH ISLAND TOURISM
Timaru District Promotions Trust

PO Box 524, Timaru 7940
Phone 03 684 0201

Web www.southisland.org.nz
Email marketing@southisland.org.nz
Chief Executive Katerina Tiscenko

CHRISTCHURCH & CANTERBURY TOURISM
Christchurch & Canterbury Marketing Ltd

PO Box 2600, Christchurch Mail Centre 8140

Post Office Building, Cathedral Square Christchurch

Phone 03 353 5990 Fax 03 365 0787

Web www.christchurchnz.com

Email christine.prince@christchurchnz.com

Chief Executive Christine Prince

DESTINATION FIORDLAND
PO Box 155, Te Anau 9640
Phone 03 249 7959

Web www.fiordland.org.nz
Email info@fiordland.org.nz
Manager Lisa Sadler

DESTINATION LAKE TAUPO
Private Bag 2005, Taupo 3352

The White House, 66 Paora Hapi St Taupo
Phone 07 376 0401 Fax 07 376 0410
Web www.LakeTaupoNZ.com

Email slee@Ilaketauponz.com

DESTINATION MANAWATU

PO Box 12005, Inner City, Palmerston North 4444

1st Floor, Square Centre Building, Cnr Main St East & The
Square Palmerston North

Phone 06 350 1811 Fax 06 350 1801

Web www.manawatunz.co.nz

Email kathy.gibson@destinationmanawatu.co.nz

Chief Executive Officer Kathy Gibson

DESTINATION MARLBOROUGH
PO Box 29, Blenheim 7240

Unit 1, Ground Floor, 18 Grove Rd Blenheim
Phone 03 577 5523 Fax 03 577 5530
Web www.destinationmarlborough.com

Email dmoran@destinationmarlborough.com
Chief Executive Officer Dominic Moran

DESTINATION MT COOK MACKENZIE
PO Box 2600, Christchurch Mail Centre 8140

1st Floor, 15-31 Cathedral Square West Christchurch
Phone 03 353 1173 Fax 03 365 0787

Web www.mtcooknz.com

Email manager@mtcooknz.com

General Manager Philip Brownie

DESTINATION NORTHLAND
Destination Northland Ltd

PO Box 365, Paihia 247

Unit 3, Selwyn Court, 22 Selwyn Rd, Paihia
Phone 09 402 7683 Fax 09 402 7672
Web www.northlandnz.com

Email robyn@northlandnz.com

Fax 03 684 0202

Fax 03 249 7949

DESTINATION QUEENSTOWN
Destination Queenstown Inc

PO Box 353, Queenstown 9300

Phone 03 441 0700 Fax 03 442 7441
Web www.queenstown-nz.co.nz

Email info@queenstownnz.co.nz

Chief Executive Stephen Pahl

DESTINATION ROTORUA

Private Bag 3007, Rotorua Mail Centre, Rotorua 3046
Phone 07 349 4186 Fax 07 348 4133

Web www.rotoruanz.com

Email don.gunn@rdc.govt.nz

General Manager Don Gunn

DESTINATION WAIRARAPA
Destination Wairarapa Incorporated
PO Box 674, Masterton 5840
Phone 06 370 0900

Web www.wairarapanz.com
Email peter@wairarapanz.com
Chief Executive Peter Wilson

DISCOVER WANGANUI

Wanganui Incorporated

PO Box 637, Wanganui 4500

Wanganui District Council, 101 Guyton St Wanganui
Phone 06 349 0543 ext 8188  Fax 06 348 8210
Web www.wanganui.com

Email jeff@wanganui.com

Tourism and Events Officer Jeff Milham

HAWKE'S BAY INCORPORATED

PO Box 123, Napier 4140

2nd Floor, Tourism House, 64 Dickens St Napier
Phone 06 834 1918 Fax 06 834 0299
Web www.hawkesbay.com

Email angela@hbinc.co.nz

Tourism Manager Kristine Larner

LAKE WANAKA TOURISM
PO Box 147, Wanaka 9343
Phone 03 443 1574

Web www.lakewanaka.co.nz
Email info@lakewanaka.co.nz
Manager Tess Hellebrekers

NATURE COAST

Enterprise Kapiti Horowhenua Inc

PO Box 197, Levin 5540

Phone 06 367 0524 Fax 06 367 0526
Web www.enterprisecoastnz.com

Email glen@naturecoast.co.nz

CEOQ Glen 0'Brien

NELSON TASMAN TOURISM

Tourism Nelson Tasman Ltd

PO Box 788, Nelson 7040

Millers Acre Centre — Taha o te Awa, 75 Trafalgar St Nelson
Phone 03 546 6228 Fax 03 545 6850

Web www.nelsonnz.com

Email paul@nelsonnz.com

Chief Executive Mr Paul Davis

POSITIVELY WELLINGTON TOURISM
Partnership Wellington Trust

PO Box 10017, The Terrace, Wellington 6143

Level 28, Grand Plimmer Tower, Gilmer Terrace Wellington
Phone 04 916 1205 Fax 04 916 1214

Web www.wellingtonnz.com

Email info@wellingtonnz.com

Chief Executive David Perks

TOURISM AUCKLAND

PO Box 5561, Wellesley St, Auckland 1141

Level 1, Tourism Auckland Centre, Viaduct Harbour, Cnr Quay
& Hobson Sts, Auckland
Phone 09 979 7070

Web www.aucklandnz.com
Email oshorne@aucklandnz.com
Chief Executive Mr Graeme Osborne

Fax 06 378 8451

Fax 03 443 9238

Fax 09 979 7080
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TOURISM BAY OF PLENTY

PO Box 13325, Tauranga Central 3141

Phone 07 577 6234 Fax 07 577 6235
Web www.bayofplentynz.com

Email esther@bayofplentynz.com

General Manager Tim Burgess

TOURISM CENTRAL 0TAGO

PO Box 353, Alexandra 9340

Phone 03 440 0637 Fax 03 440 0606
Web www.centralotagonz.com

Email alison.mason@codc.govt.nz

Tourism Manager — Marketing Mrs Alison Mason

TOURISM COROMANDEL

PO Box 592, Thames 3540

1st Floor, Goldfields Shopping Centre, Thames
Phone 07 867 9073 Fax 07 868 5986
Web www.thecoromandel.com

Email info@thecoromandel.com

Chief Executive Jim Archibald

TOURISM DUNEDIN

PO Box 1446, Dunedin 9054

2nd Floor, Old National Bank Building, 193 Princes St, Dunedin
Phone 03 471 8042 Fax 03 471 8021

Web www.DunedinNZ.com

Email info@tourismdunedin.co.nz

Chief Executive Hamish Saxton

TOURISM EASTLAND
Tourism Eastland Incorporated
209 Grey St, Gishorne 4040
Phone 06 867 2000

Web www.gisbornenz.com
Email graham@gisbornenz.com

Chief Executive Officer Graham Breckell

TOURISM WAITAKI

8 Itchen St, Oamaru 9400

Phone 03 434 1655 Fax 03 434 0390
Web www.tourismwaitaki.co.nz

Email gm@wdb.co.nz

General Manager Glenn Ormsby

VENTURE SOUTHLAND

PO Box 1306, Invercargill 9840

Phone 03 211 1400 Fax 03 211 1401
Web www.southlandnz.com

Email enquiry@venturesouthland.co.nz

VENTURE TARANAKI

Venture Taranaki Trust

PO Box 670, New Plymouth 4340

Phone 06 759 5150 Fax 06 759 5154
Web www.taranaki.co.nz

Email paul@venture.org.nz

Regional Tourism Leader Paul Stancliffe-White

Fax 06 868 6138

VISIT RUAPEHU
Private Bag 1001, Taumarunui 3946
Phone 07 895 8188 Fax 07 895 3256

Web www.visitruapehu.com
Email info@visitruapehu.com
Manager Rebecca Van Orden

Thanks to the RTOs who have provided photos:
Alpine Pacific Tourism
Christchurch & Canterbury Tourism
Destination Lake Taupo
Destination Manawatu
Destination Marlborough
Destination Mt Cook Mackenzie
Destination Northland
Hawkes Bay Incorporated
Nelson Tasman Tourism
Positively Wellington Tourism
Tourism Central Otago
Tourism Dunedin
Venture Southland
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Destination Northland

Tourism Auckland

Tourism Coromandel

Shaded areas are not represented by an RTO

Tourism Bay of Plenty

Destination Rotorua

Destination Lake Taupo
Visit Ruapehu Tourism Eastland

Venture Taranaki

Destination Wanganui
Hawke’s Bay Incorporated

Destination Manawatu

Nature Coast

Destination Wairarapa

Positively Wellington Tourism
Destination

Nelson Tasman Tourism Marlborough

Tourism West Coast
Alpine Pacific Tourism

Lake Wanaka
Tourism

Destination
Queenstown

Christchurch & Canterbury Tourism

Destination
Fiordland
Central South Island Tourism

Destination Mt Cook Mackenzie

Tourism Waitaki

Tourism Central Otago
Tourism Dunedin

Venture Southland

visit www.rtonz.org.nz
For more information
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TIA

Tourism Industry Association

New Zealand (TIA)

The Tourism Industry Association New
Zealand (TIA) is the tourism industry’s
peak trade organisation, representing
around 2000 members ranging from
small owner operated businesses to
large stock exchange-listed companies.
It is the ‘voice’ of the industry.

A private sector, membership-based
organisation, TIA advocates and lobbies
for the interests of its members to
central and local government, and other
decision makers.

Full membership of TIA demonstrates
your support for one of the most
significant sectors of the economy.

Promoting the tourism industry

to government

In the run-up to the 2008 General
Election, TIA produced the Tourism
Industry Election Manifesto
www.tianz.org.nz, in consultation with
the wider tourism industry. It outlined
the industry’s top priorities for tourism
from the incoming government. It
asked that a new government commit
to the tourism industry’s vision and
goals for the future and encouraged
central government and industry to work
together to achieve the priorities. The
priorities listed in the Manifesto were:

1. Recognising tourism as a bedrock of
New Zealand’s economy

2. Marketing Destination New Zealand

3. Investing in vital infrastructure

4. Improving New Zealand'’s
environmental performance

5. Investing in training and work skills
initiatives

6. Boosting the return from major
events

Prime Minister John Key’s decision to
take over the tourism portfolio was a
major ‘win’ for the tourism industry and
indicates government recognition that

tourism is a bedrock of New Zealand’s
economy and is of major importance
in overcoming our current economic
challenges. TIA will continue to pursue
action on the Manifesto priorities
through 2009.

Enjoy TIA membership benefits
ITOC Full Members also receive the
benefits of TIA full membership,
including discounts to TRENZ, and
significant savings on a wide range of
business and personal services and
supplies.

For most TIA Members, the savings pay
back the membership investment many
times over, creating a net return that
goes straight onto the bottom line.

Make business connections

As agent of the Tourism Industry New

Zealand Trust, TIA organises several

major tourism industry events each

year. These events include:

e TRENZ — New Zealand’s largest
annual tourism business event www.
trenz.co.nz

e PURE LUXURY New Zealand —a
showcase for New Zealand’s best
products and experiences available
to the luxury travel market
www.pureluxury.co.nz

e Tourism Industry Conference
www.nztourismconference.co.nz

e Tourism Industry Awards
www.tourismawards.co.nz

e Regional workshops and seminars

Events in 2009

In 2008, the Tourism Industry

New Zealand Trust completed a
comprehensive review of its major
events. The review looked at ways to
improve the relevance and delivery of
the events as well as the benefits they
deliver to sponsors, stakeholders and
the wider industry.

The review involved extensive
consultation with interested
organisations and individuals. It also
looked at what was happening with
trade fairs and other tourism events
internationally.

As a result of the review, the Trust,

in consultation with TIA’s board of
directors, agreed a set of outcomes it
believes will benefit TIA members and
help New Zealand’s tourism industry
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better meet the market opportunities
ahead.

TRENZ 2009 will proceed as planned
at Auckland’s ASB Showgrounds, 8-11
June 2009.

The Trust’s other events will undergo a
period of further review in 2009 with the
aim of bringing them back as stronger
industry leadership events in 2010.

Develop your business

TIA also sets up and runs a range of
projects equipping Members to develop
more successful businesses, such as
providing valuable tourism-specific
resources like toolkits, service standards
and planning models.

TIA keeps you in touch with your
industry with useful publications
including weekly email news updates,
reference material and reports.

Tourism in Action — resources for
successful tourism businesses
combines cutting edge software with
an easy to use CD full of information,
tips and resources that helps tourism
operators build better businesses.

A companion workbook, Tourism

in Action — a guide to starting and
developing your tourism business, has
been developed to help people starting
out in tourism. It is also invaluable as

a staff training tool. It contains recent
examples of best business practice

as well as information on meeting
regulatory requirements, setting quality
standards and planning marketing,
distribution and sales.

Contact TIA

For more information about TIA, contact
info@tianz.org.nz or visit the TIA
website, www.tianz.org.nz



TIA

2008/2009 BOARD OF DIRECTORS
TOURISM INDUSTRY ASSOCIATION

ADVENTURE TOURISM &
OUTDOOR ACTIVITIES DIVISION
Geoff Gabites

Managing Director, Adventure South

PO Box 33-153

Christchurch

Phone 03 942 1222 Fax 03 942 4030
Email geoff@advsouth.co.nz

AIR TRANSPORT DIVISION

Norm Thompson (Chair)

Deputy Chief Executive, Air New Zealand
Private Bag 92007, Auckland

Phone 09 336 2909 Fax 09 309 4134
Email norm.thompson@airnz.co.nz

ACTIVITIES & SHOPPING DIVISION
John Thorburn

Chief Executive, Ngai Tahu Tourism

PO Box 3075, Christchurch

Phone 03 3712 612 Fax 03 363 8911
Email john.thorburn@nttourism.co.nz

DISTRIBUTION DIVISION

Brian Henderson

Chief Executive, Tourmasters South Pacific (NZ) Ltd
PO Box 949, Auckland

Phone 09 359 8380 Fax 09 358 5408
Email brian@tourmasters.co.nz

HOSPITALITY DIVISION

Simon Jamieson

General Manager, SKYCITY Hotels Group Auckland
PO Box 90643, Auckland Mail Centre, Auckland 1142
Phone 09 363 7027 Fax 09 363 6323
Email simon.jamieson@skycity.co.nz

HUMAN RESOURCE & EDUCATION DIVISION
Kathy Slater

Senior Lecturer, School of Hospitality and Tourism

Faculty of Applied Humanities, Auckland University of Technology
Private Bag 92006, Auckland 1020.
Phone 09 921 9999 Extn 5834
Email kathy.slater@aut.ac.nz

Fax 09 921 9962

Paul Richardson

Vice President, Accor Hospitality
PO Box 1707, Auckland 1140
Phone 09 365 0086

Email Paul.Richardson@accor.com

REGIONAL

Paul Davis

Chief Executive, Nelson Tasman Tourism
PO Box 788, Nelson

Phone 03 545 6852

Email paul@NelsonNZ.com

SURFACE TRANSPORT DIVISION
Sue Sullivan

General Manager, The EX Group

195-197 Parnell Rd, Auckland

Phone 021 222 1321 Fax 09 366 1374
Email sue.sullivan@thlonline.com

TOURISM SERVICES DIVISION
Oscar Nathan (Deputy Chair)

Director, 24/7 Consultancy Ltd

1a Kuirau Street, Rotorua

Phone 07 3488903

Email oscarnathan@xtra.co.nz

GENERAL INDUSTRY

Fergus Brown

Chief Executive, Holiday Accommodation Parks Assn of NZ
PO Box 394, Paraparaumu

Phone 04 2983283 Fax 04 2989284

Email fergus@nholidayparks.co.nz

GENERAL INDUSTRY

Grant Lilly

Regional General Manager NZ & Pacific Islands, Qantas Airways
PO Box 59, Auckland

Phone 09 357 8747

Email glilly@qantas.com.au

Fax 03 545 6850

Fax 09 357 6567

Graeme Osborne

Chief Executive

Tourism Auckland

PO Box 5561, Wellesley Street, Auckland 1040
Phone 09 979 7070 Fax 09 979 7080
Email osbourne@aucklandnz.com

CHIEF EXECUTIVE

Tim Cossar

Chief Executive, Tourism Industry Association
PO Box 1697, Wellington

Phone 04 495 0818 Fax 04 499 0827
Email tim.cossar@tianz.org.nz

TOURISM INDUSTRY ASSOCIATION
NEW ZEALAND

L4, Tourism and Travel House

79 Boulcott St, Wellington

PO Box 1697, Wellington 6140

Phone 04 499 0104  Fax 04 499 0827
Email info@tianz.org.nz

Web www.tianz.org.nz

Chief Executive
Tim Cossar
Email tim.cossar@tianz.org.nz

PA and Office Manager
Rhondda Harris
Email rhondda.harris@tianz.org.nz

Manager Strategic Communications
and Policy

Sarah Berry

Email sarah.berry@tianz.org.nz

Manager Events and Sponsorship
Bronwyn Hollingsworth
Email bronwyn.hollingsworth@tianz.org.nz

Advocacy Manager
Geoff Ensor
Email geoff.ensor@tianz.org.nz

Manager Policy
Simon Wallace
Email simon.wallace@tianz.org.nz

Accountant
Tarsha Triplow
Email tarsha.triplow@tianz.org.nz
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Key Tourism Statistics

| |International Visitor Arrivals'

Key Tourism Statistics
December 2008

Year ended October 2008

International arrivals:
2,463,055 down 5,506 or 0.2% on the previous year.

Key Markets: Annual Growth

Australia 967,717 3.0%
UK 288,823 -3.7%
USA 213,014 -2.0%
China 114,589 -4.2%
Japan 110,960 -11.2%

Combined, these markets provided 68.8% of international visitors
to New Zealand for the year ended October 2008.

Purpose of Visit: Annual Growth

Holiday 1,187,856 -2.5%
Visit Friends & Relatives (VFR) 739,446 4.5%
Business 261,262 -3.3%

Average intended length of stay: 21.0 days

International Expenditure*?

Total Expenditure:
$6,028 million up $7 million or 0.1% on the previous year.

Year ended September 2008

Average expenditure per person, per day $129
Average expenditure per person, per trip $2,692
Top Five International Markets:  (millions) Annual Growth
Australia $1,655 7.5%
UK $971 4.1%
USA $590 -15.8%
China $241 -10.4%
Japan $407 0.8%
Total Expenditure by Purpose of Visit:
(millions)

Holiday $3,310 -0.2%
VFR $1,217 1.9%
Business $784 -5.5%
Education $406 10.2%
Other $311 -0.5%

*Excludes international airfares

Outbound Tourism?® Year ended October 2008

Trips Abroad by New Zealand Residents:
1,983,752 up 24,675 or 1.3% on the previous year.

MINISTRY OF W“ ™~
TOURISM )

TE MANATU TAPOI

Domestic Tourism® Year ended June 2008

(millions) Annual Growth

Day trips 25.8 -15.5%
Overnight trips 14.4 -5.5%
Total nights 42.9 -4.3%
Purpose of Visit: (millions)

Holiday 16.4 -11.1%
VFR 12.7 -3.4%
Business 9.3 -21.3%
Education 0.4 -33.1%
Other 1.4 -18.4%
Expenditure: (millions)

Day trip spend $2,512 -11.5%
Overnight trip spend $4,876 -3.6%
Total domestic spend $7,389 -6.4%
Average spend per day trip $97

Average spend per overnight trip $340

Average spend per night $114

Year ended March 2007

Economic Contribution®

Tourism Expenditure: (billions)
International $8.8*
Domestic $11.3
Total $20.1

(Domestic expenditure comprises $8.7 billion household expenditure and
$2.6 billion business and government expenditure)

Tourism Exports:
International tourist expenditure accounted for $8.8 billion or
18.3% of New Zealand’s total export earnings.

Direct and Indirect Contribution to GDP:
Tourism directly and indirectly contributes $14.1 billion (or 9.2%)
to New Zealand’s total GDP (excluding GST and import duties).

Tourism Employment:

Tourism supports 108,100 direct and 73,100 indirect (181,200
total) full-time equivalent jobs (9.7% of the total workforce in New
Zealand).

*Includes International airfares paid to New Zealand carriers.

Forecasts to 2014’

International: Annual Growth

Visitor arrivals 3.1 million 3.3%
Countries Visited by New Zealand Residents: Annual Growth Visitor nights 60.0 million 3.5%
Australia 954,807 -2.0% Visitor expenditure $9,574 million 6.5%
Fiji 100,228 5.1% .
UK 93,850 -1.5% Domestic:
USA 95,344 5.1% Outbound trIpS 2.2%
China 60,020 6.0% Domestic Overnight trips 0.5%
. — Domestic Day trips 1.1%
Commercial Accommodation™ Year ended September 2008 Visitor nights 0.6%
Guest Nights by Accommodation Type: Annual Growth Visitor expenditure $9,474 million 3.2%

Hotels 10,665,111 3.4%
Motels 10,701,080 -2.8%
Backpackers 4,557,633 0.6%
Camping Grounds 6,510,252 1.3%
Hosted 573,162 -1.1%
Total 33,007,237 0.4%
Occupancy Rates:

Hotels 55.5%

Motels 52.2%

Backpackers 44.0%

Camping Grounds 15.6%

Hosted 25.2%

Total 37.6%
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Data Sources
! International Visitor Arrivals and Departures
% International Visitor Survey
% International Visitor Arrivals and Departures
* Commercial Accommodation Monitor
® Domestic Travel Survey
® Tourism Satellite Account
" New Zealand Tourism Forecasts 2008 — 2014

This paper has been prepared by the Ministry of Tourism. For further
information please refer to the Ministry of Tourism research website:
www.tourismresearch.govt.nz. Alternatively you can email us at:
info@tourismresearch.govt.nz




Key Tourism Statistics

INBOUND TOURISM — INTERNATIONAL VISITOR ARRIVALS OUTBOUND TRAVEL — TRIPS BY NZ RESIDENTS
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International Visitor Arrivals Growth Rate (%) Trips Abroad by NZ Residents Growth Rate (%)
YEAR ENDED OCTOBER YEAR ENDED OCTOBER
2006 2007 2008 06-07 07-08 2006 2007 2008 06-07 07-08
Total (1) 2,394,363 2,468,561 2,463,055 3.1 0.2 TOTAL (1) 1,858,367 1,959,077 1,983,752 5.4 1.3
MAJOR SOURCES: MAJOR DESTINATIONS:
Australia 892,050 939,854 967,717 5.4 3.0 Australia 919,948 974,248 954,807 5.9 -2.0
UK 290,367 299,857 288,823 33 3.7 Fiji 109,418 95,344 100,228 -12.9 5.1
USA 225,088 217,368 213,014 -3.4 2.0 UK 90,396 95,271 93,850 5.4 1.5
Japan 138,422 124,938 110,960 9.7 -11.2 USA 87,385 90,721 95,344 3.8 5.1
China 102,489 119,602 114,589 16.7 -4.2 Asia 234,649 245638 259,484 47 5.6
South Korea 110,391 104,807 85,551 5.1 -18.4 Europe 160,085 175,511 170,035 9.6 3.1
Germany 58,781 59,120 61,350 0.6 3.8 PURPOSE OF TRIPS:
PURPOSE OF VISITS: Holiday 785,777 824,370 830,253 49 0.7
Holiday 1,179,194 1,217,759 1,187,856 3.3 25 Visit Friends / Relatives 568,803 612,927 633,555 7.8 3.4
Visit Friends / Relatives 683,014 707,696 739,446 3.6 4.5 Business 281,468 288,817 285,603 2.6 -1.1
Business 268,667 270,144 261,262 0.5 -3.3 (1) Totals are actual visitor counts and may differ from sample based data.
INTERNATIONAL ARRIVAL FLIGHTS:
Passenger Flights 28,801 27,831 28,533 -3.4 25
(1) Totals are actual visitor counts and may differ from sample based data.
COMMERCIAL ACCOMMODATION — GUEST NIGHT INTERNATIONAL VISITOR EXPENDITURE
YEAR ENDED SEPTEMBER soos G“es;o:?ms o0 ;:;"‘7"“ Ra'g;_“g’; e NZ$miltion'" Growth Rate (%)
2006 2007 2008 06-07 07-08
TOTAL 31,332,722 32,866,457 33,007,237 4.9 0.4 TOTAL 5.795 6,021 6,028 a9 ol
ACCOMODATION TYPES: Australia 1,396 1,539 1,655 10.3 7.5
Hotel 9,830,051 10,316,225 10,665,111 4.9 3.4 UK 933 033 971 o0 A
Motel 10,605,059 11,012,709 10,701,080 3.8 2.8 UsA 629 701 590 T4 56
Backpacker 4,229,910 4,531,207 4,557,633 71 0.6 China 285 268 241 5.9 10.4
Caravan Pk, Camping Gr 6,101,910 6,426,691 6,510,252 5.3 1.3 Japan 398 403 407 13 08
Hosted 565,792 579,624 573,162 2.4 -1 South Korea 232 230 235 29 48
TOP 10 RTO AREAS:
Northland 1683421 1,787,686 1,719,727 6.2 3 Gemany 245 250 242 21 .2
Auckland 5,156,035 5,577,475 5725916 8.2 27  Canada 133 120 122 Bd 19
Bay of Plenty 1,164,130 1,268,320 1,254,041 9.0 44  Taiwan 101 69 53 822 -23.0
Rotorua 1,846,841 1,877,731 1,852,759 1.7 <13  Singapore 58 59 65 23 95
Lake Taupo 1,040,453 1,048,697 976,206 0.8 69  Other 1,384 1,440 1,448 40 06
Wellington region (1) 2,198,016 2,349,012 2,471,867 6.9 5.2 Average Spend/Visit 2,666 2,670 2,692 0.2 0.8
Nelson 1,213,907 1,260,034 1,285,859 3.8 2.0 m Expenditure refers to spend by travellers aged 15+, and excludes international airfares.
Canterbury 4,180,204 4,344,303 4,510,220 3.9 3.8
West Coast 1,234,361 1,297,246 1,282,887 5.1 -1.1
Queenstown-C. Otago 3,129,064 3,280,525 3,281,605 4.8 0.0

(1) Wellington region includes - Wellington, Porirua, Kapiti, L & U Hutt.

DOMESTIC TOURISM — GROWTH RATE

Domestic Travel'"

Growth Rate (%)

YEAR ENDED JUNE
2006 2007 2008 06-07 07-08

TRIPS & NIGHTS: (000)

Day Trips 29,120 30,570 25,846 5.0 -15.5
Overnight Trips 14,298 15,198 14,360 6.3 -5.5
Visitor Nights'® 43,604 44,875 42,937 2.9 -4.3
EXPENDITURE: ($million)

Spend on Day Trips 2,486 2,838 2,512 14.2 -11.5
Spend on Overnight Trips 4,580 5,058 4,876 10.4 -3.6
Spend on Total Trips 7,066 7,896 7,389 11.8 -6.4

(1) Refer to travellers aged 15+. (2) Include stays in commercial and private accommodation.
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Key Tourism Statistics

TOURISM SATELLITE ACCOUNT 2005-2007

toc.org.nz

;' Growth Rate (%)
= YEAR ENDED MARCH 2005 2006 2007 05-06 06-07
= Tourism Expenditure ($million) 18,400 19,188 20,084 4.3 4.7
Direct Tourism Value Added 7,095 7,463 7,871 5.2 5.5
Indirect Tourism Value Added 5,764 5,959 6,208 3.4 4.2
Imports (sold/used in production sold to tourists) 4,172 4,339 4,519 4.0 41
GST Paid on Purchases by Tourists 1,369 1,426 1,486 4.2 4.2
International Tourism Expenditure(1) 8,139 8,428 8,798 3.6 4.4
Domestic Tourism Expenditure 10,261 10,759 11,286 4.9 4.9
Persons Engaged in Tourism (full-time equivalent, 000) 173 179 181 3.1 1.4
Directly Engaged in Tourism 104 106 108 1.7 1.9
Indirectly Engaged in Tourism 69 73 73 5.2 0.7
Tourism Contributions to NZ Economy (Percent)
Tourism Direct & Indirect Value Added Expenditure (% of GDP) 9.3 9.2 9.2
Tourism Direct & Indirect Employment (% of Total FTE Employment) 9.6 9.7 9.7
Tourism GST (% of Total GST on production) 12.3 12.0 11.3
Tourism Export Earning (% of Total Export) 18.8 19.2 18.3
(1) Includes international airfares.
TOURISM FORECASTS 2008-2014
e e L CETIOE T Actual Forecast Growth 2008-2014
2007(1) 2008 2009 2010 2011 2012 2013 2014 Change Total Annual
International Visitors (000) 2,455 2,485 2,546 2,633 2,778 2,854 2,966 3,083 628 25.6% 3.3%
Domestic Total Trips (000)(2) 49,492 50,489 51,154 51,567 51,901 52,161 52,411 52,656 3,164 6.4% 0.9%
Overnight Trips 17,740 17,818 18,198 18,327 18,382 18,383 18,373 18,358 617 3.5% 0.5%
Day Trips 31,752 32,671 32,956 33,240 33,519 33,779 34,038 34,298 2,547 8.0% 1.1%
Visitor Nights (000) 99,294 102,040 104,176 106,083 108,972 110,220 112,301 114,466 15,172 15.3% 2.1%
International 47,189 49,175 50,171 51,697 54,429 55,678 57,793 60,006 12,817 27.2% 3.5%
Domestic 52,105 52,865 54,005 54,387 54,543 54,543 54,509 54,460 2,355 4.5% 0.6%
Visitor Spend ($million) 13,734 14,484 15,239 15,940 16,832 17,438 18,223 19,048 5,314 38.7% 4.8%
International (3) 6,147 6,560 6,981 7,418 8,065 8,438 8,988 9,574 3,427 55.8% 6.5%
Domestic 7,587 7,924 8,257 8,521 8,767 9,001 9,235 9,474 1,887 24.9% 3.2%
NZ Outbound Trips (000) 1,978 1,990 1,992 2,036 2,093 2,159 2,230 2,304 326 16.5% 2.2%

(1) Actual for base year. (2) Domestic visitors refer to all ages as in international visitors. (3) Refers to spend in NZ, including GST but exclude international airfares.
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Allied Member Application Form

0208

INBOUND TOUR OPERATORS COUNCIL OF NEW ZEALAND
Level 3, Tourism & Travel House, 79 Boulcott St, PO Box 1888
DX SX10033, Wellington 6140, New Zealand

Phone: +64 4 496 4898, Fax: +64 4 499 0786

Email: info@itoc.org.nz Website: www.itoc.org.nz
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APPLICATION FOR ALLIED SUPPLIER MEMBERSHIP

1. Legal Name:

Trading Name:

Street Address:

Suburb: City:

PO Box No: PO Box Location:
Postcode:

DX Number: DX Location:
Telephone: (0 ) Facsimile: (0 )

Toll Free: (0 )

E-mail*: Website:
* General email address for trade enquiries

Primary Contact Name: Position:
E-Mail:

Contact 2 Name: Position:
E-Mail:

Describe the scope of activities of your business:

(The above information will be used in the ITOC Inbound Travel Directory and the ITOC Website.

2. Directors/Shareholders:

3. Details of Structure of your Business (please tick appropriate box):
Sole Trader ]
Partnership []

Limited Company [

Paid up capital $
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Allied Member Application Form
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4. Do you have a printed brochure selling your product? If yes please attach a copy for our file.
5. Are you a member of your “sector” trade association and TIANZ YES/NO

Give details:
6. Are you a member of QUALMARK YES/NO

Give details of category:

7. What safety standards have you instituted to protect your customers:
Give details:

8. What quality standards have you instituted to protect your customers and improve the quality of
your service and product:

Give details:

9. What insurances do you hold to protect your customers e.g. Public and Professional Liability:

Give details:

10. Do you offer preferred terms to full members as stated in the Code of Ethics and Practice:
YES/NO

11.  The following two full inbound tour operator members of ITOC sponsor our application for allied
membership:

1.

2.

* Enclose letters from sponsors

12. We attach our cheque for $100 (plus GST $12.50) which will be treated as a processing fee. We
understand that this payment is non refundable.

Application is hereby made for ALLIED SUPPLIER MEMBERSHIP of the Inbound Tour
Operators Council of New Zealand Inc in accordance with the Constitution and Rules
and Code of Ethics and Practice which we have read and agreed to abide by.

Authorised Signature:

Date:
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TOURISM
NEW ZEALAND
RESOURCES

www.tourismnewzealand.com

This website is Tourism New Zealand’s hub for
information on Tourism New Zealand’s activities,
up-to-date intelligence on New Zealand’s key
source markets, key Tourism New Zealand contacts,
trade events, marketing advice for operators, the
100% Pure New Zealand campaign and research on
the satisfaction of New Zealand’s visitors.

www.newzealand.com

This website features comprehensive information

and interactive tools to help those planning a trip to
New Zealand. All of Tourism New Zealand’s marketing
promotes this website. Free listings give New Zealand
tourism operators an opportunity to tap into the over
8 million visitors this site attracts every year. List your
business for free via www.register.nztb.co.nz.

www.newzealand.com/travel/trade

This website is the first port of call for travel trade
looking to sell ‘destination New Zealand'. Features
free promotional material, training, market research
and the latest news and events, all tailored to be
relevant to those working within the travel industry.
Go to www.register.nzth.co.nz to register.

International Media Programme (IMP)
This programme brings international media to
experience New Zealand, facilitating positive
coverage in key international publications,
broadcast and online outlets. Talk to your local
Regional Tourism Organisation to find out how to
get involved.

Explore New Zealand Programme

This programme offers free or discounted activities
to selected international travel trade and media.

It is distributed through Tourism New Zealand's
overseas offices. To get involved email stepheng@
tnz.govt.nz.

International Travel Trade Events

Tourism New Zealand organises and supports

a number of international trade and consumer
events in our key markets. See the ‘Events’ section
on www.tourismnewzealand.com for details and
subscribe online to receive an update email when
new events are listed.

Tourism New Zealand’s key role is to
promote New Zealand internationally
as a desirable destination to visit.

Nine years ago Tourism New Zealand
launched the first global campaign for New
Zealand, 100% Pure New Zealand. The

message of this campaign is simple and clear

—and it is the umbrella under which all of
Tourism New Zealand's activity takes place.
The campaign’s key tools have always
focussed around advertising, the internet,
events and work with international travel
trade and media, but the way these are
executed has changed dramatically. It has
been a process of continual evolution to
meet the changing demands of our potential
visitors and how they find out about potential
holiday destinations, especially through

new technology.

The internet has become increasingly
important, allowing fast and relevant
dissemination of information and a high level
of interactivity. The increasing prevalence of
‘screens’ — for instance on billboards, mobile
phones and MP3 players — has opened

up new opportunities to promote a living,
breathing, moving New Zealand. Tourism

New Zealand has utilised these opportunities,

developing advertising material to suit
these mediums.

As the campaign has become well-known
in our key markets, it has also been able to
be developed to target specific markets, for
example the current campaign in the UK

‘What do you say UK?" and ‘What’s On’ in
Australia. These campaigns take the core
100% Pure New Zealand message and

give extra impetus to consumers from these
markets to visit.

To achieve the maximum yield from limited
resources the marketing effort is particularly
directed to a certain type of consumer who
will most enjoy what New Zealand has to offer.
Typically this traveller will enjoy the
authenticity of the New Zealand experience.
They value and are prepared to pay for quality
experiences and will try to do as much as they
can while they are here.

With word of mouth one of the most important
forms of marketing, Tourism New Zealand
wants to ensure that our visitors have the

best possible experience in our country, and
that their experience matches what they
expect from having seen the 100% Pure New
Zealand campaign. So Tourism New Zealand
is involved in ensuring that the i-SITE network
disseminates quality information and that
businesses reach high standards of quality
through Qualmark.

Tourism New Zealand has around 125 staff.
New Zealand offices are in Wellington,
Auckland and Christchurch, with overseas
representation in London, Hong Kong,
Bangkok, Mumbai, Seoul, Tokyo, Shanghai,
Singapore, Sydney, London and Los Angeles.

George Hickton, Chief Executive
Tim Hunter, General Manager Operations
Jane Dent, General Manager International PR

Catherine Bates, General Manager Consumer Marketing

TOURISM NEW ZEALAND EXECUTIVE TEAM

For profiles of our board of directors and the executive team, visit
www.tourismnewzealand.com and go to About Us/Key People.

Cas Carter, General Manager Corporate Communications
Keith Thomas, General Manager Corporate Services
David Wilks, General Manager Tourism Development
Simon Douglas, Manager Corporate Strategy and Planning

Tourism News

Tourism News and Regional Rap have now
been integrated into one succinct, relevant
publication.

A free bi-monthly newsletter, Tourism News
features the latest research, anecdotal
feedback and forecasts for key international
tourism markets and updates on Tourism
New Zealand activity.

You can view Tourism News online at
www.tourismnewzealand.com or email
comms@tnz.govt.nz to subscribe to an
electronic or hard-copy version. Tourism
News is now supported with regular email
updates, so please confirm that you are
happy to be added to our distribution list for
email alerts.

For industry enquiries contact

Katherine Prusas — katherinep@tnz.govt.nz
General enquiries within New Zealand call 0508 868747




LUXURY ACCOMMODATION

+ Indulgein 5 star luxury and style at

SKYCITY Grand Hotel

» Enjoy 4+ star comfort and space at
SKYCITY Hotel

- An array of daily entertainment right
on your doorstep

BREATHTAKING SKY TOWER

+ Experience stunning 360° views across
Auckland

« Visit Sky Deck, the highest viewing platform
in the Southern Hemisphere

+ Enjoy an adrenaline-pumping Sky Jump
or Sky Walk adventure

AWARD-WINNING DINING
- Wine and dine from an enticing selection
of 18 restaurants and bars

+ Delicious cuisine with amazing views to
match at Orbit revolving restaurant

« Visit award winning restaurants by
acclaimed New Zealand chef, Peter Gordon

WORLD-CLASS CASINO

« Geta piece of the action from
a choice of over 100 table games

+ Try your luck on the latest and greatest
gaming machines

- Enjoy a flutter in the ever-popular
Poker Zone

7

Ph (09) 363 6000 | www.skycityauckland.co.nz SKYCITY

SKYCITY Auckland | OPEN 7 DAYS until late | Corner Victoria & Hobson Streets






