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I ncentive Connection Travel Building
13029 North Cave Creek Road
Phoenix Arizona 85022 7602) 867 9606 Fax: (602) 867 9216
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Dear Agent:

Thank you for your inquiry to join our growing company. We are apersondized organization catering exclusively to
theindependent travel agent. We are not afancy agency with glossy literature salling our program. Our overhead
is kept low so that we can return to you the highest percentage of commission in the country.

We are avare that there has been much in the medialately about travel scams around the country promising dl the
benefits given to legitimate travel agentswithout the "inconvenience” of redly sdlingtravel. Thetell tlesign of such
ascamisthe up front feethat ischarged. Oncethey have your fee, they are no longer interested in your doing any
busness. Thisisnot what we are about.

Why should you join the Incentive Connection Trave Family?

1. We sarvice your needs 7 days aweek, evenings and holidays.

2. We charge no membership fee of any kind.

3. Last year we paid out well over $5,000,000 in commissions.

4. We have a State of the Art Retrieva System for Confirmations, Specias, Fams, etc. updated daily.

5. You receive 70% - to 80% commissiononal bookingsincluding all overrides. Our agentsaverage 12.6%
commission on al bookings due to our preferred relationship with our suppliers. (15% Princess, Funjet, GWV,
LTU, Apple Vacations, 16% RCCL Holland America, Oceania, Ceébrity, Carniva, Travel Impressons, 17%
NCL (Presidents Club), 18% Trafdgar Tours, Diamond Level with SuperClubs). We have over 100 Preferred
suppliersand private contracts for commission levels much higher then can be advertised in this open manud. We
aso have many arlines offering as much as 15% commission.

6. Our Professionad SABRE Reservation System or Amadeus Vigtaisyoursto use, $25 per month, unlimited usage
with no long distance or time charges. We have MySabre with free Sabre Cruise and Sabre Vacations. Weaso
offer Amadeus Vigtawith free Amadeus Cruise. Amadeus Vidaisdl “fill in the blanks’ with avery fast learning
curve.

7. Free SABRE and Amadeus Training

8. Travd benefits such asfreg/reduced air, Fam trip s, Seminars at Sea,discounted hotels and cars are available
when you earn your IATAN card. IATAN currently requires $5000 in commissions during any 12 month period,
but any earningsfrom your previous agency are applied to thisrequirement. At 70% commission, thisisabout $700
per week in gross bookings.  Other companies promising these benefits immediately are the scams. Don't get
caught!

9. We havethe only Free On LineVideo Training library (200), available 24 x 7.

10. WeareaSdect Trave Agency with Ensemble (formerly GIANTS) offering Group Space pricing, free cocktall

parties, free shore excursions, Escort on board, prepaid gratuities (select departures), and more. Thereisno cost
to you for this benefit.

11. Free Agent Port, Ensemble Sdlect Traveler membership ... ....



12. We do not charge ticketing fees, document fees.....No hidden extras.
13. 356 agents have been with ICT for 7 or more years.

14. We have been in travel in Phoenix since 1981.

15. Your successisour success. We aretruly “Partnersin Travel”.

Should you decideto join our trave family, pleasefill in and Sgn the applicationsin thismanua. Wewill be happy
to answer any questions you may have about our program. Please E-Mail Harvey at har vey@ictravel.com, or
cal 602 867 9606.

Best wishes for successin trave.

Robet Samon
Owner
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If you decide that ICT fulfills your Hosting needs, please fax
the following forms located on our website at:
http: //www.ictravel .convcourtesy.htm

The Support Package Application
Sabre/Amadeus/Apollo Software Application (Optional)
and
The Independent Sales Agent Agreement Page
to

| ncentive Connection Travel, Inc

Fax to 602 867 9216

We must have these forms before we can accommodate your
travel bookings

Be sureto give a physical address, not a PO box.

Questions? Please E Mail Harvey at Harvey@ictravel.com
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Chapter 1
I ntroduction

WhoWeAre
Incentive Connection Travel isa Travel Documentation Center devoted solely to Outside Independent Travel Agents.

We are aprofessond, family owned and run organization utilizing date of the art Sabreand Amadeus Reservation
and Information Management hardware and equipment. Sabreisthe world’ smost popular reservation system. Our
officeislocated in the Incentive Connection Travel Building a 13029 North Cave Creek Road, Phoenix Arizonaand
is physicaly open Monday to Friday 9:00AM to 5:00PM Arizonatime (hdf the year Mountain and hdf the year
Pecific time). We have been in trave in Phoenix since 1981.

Our affiliations
ARC (Airlines Reporting Corporation) #03 510 010
IATA (Internationa Air Transport Association) #03 510 010
ASTA (American Society of Trave Agents)  #900025396
CLIA (Cruise Lines International Association) #03 510 010
NACTA (Nationad Association of Commissioned Travel Agents)
MPI (Meeting Professonds Internationd)
OSSN Outside Sales Support Network

Our E-Mail Address. robert@ictravel.com or harvey@ictravel.com

Our State Registrations
Cdifornia- 2013460-40
Florida- Exemption Letter on File from State
Nevada— 2002 0536
New Mexico - 02-384518-00-0
Ohio #TA-1269
Oregon - 385
Washington - 601 750 119

The commission split we offer our agents, 70% - 80% of al commissons, including al overrides, isthe fairest and
most generous in the indugtry. We are Top Producers with every mgor Cruise Line and Tour Operator, i.e.

Presidents Club with NCL, Key Account with RCCL/Cel ébrity, Carnival, Holland America, Princess...... weget the
highes commissions and best specia pricing offerings of any agency.....you will never be a a competition

disadvantage. Andwith our incluson inthe Ensemble Sdect Traveler program, the benefitsyou can offer your clients,
at no cost to you, include blocked space pricing, free cocktail parties, free excursions, Escorted sailings, prepaid
grauities.....

Thereareno levesor tiersto attain to earn the 70% and no penalty for dow times. Wepay ondl bookings, largeand
small. Our god isto encourage you to increase your business.....at $250,000 in sdes, your commission is 80%.
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How we help you make moremoney

Asoneof thelargest buyersof cruisesand toursin America, we negotiate directly or through our consortium ffiliation
with themost reigble and quality oriented suppliersintheindustry for higher commissionsfor our agents (pleaserefer
to our sample Preferred Supplier listing in Appendix). Y ou benefit in many ways.

1. By recalving higher commissions, i.e. 15% Princess, GWV, Apple Vacations, Funjet, 16% RCCL, Holland
America, GoGo, Indght Internationd, Travel Impressions, Ceebrity, Carniva, CITS, 18% Trafagar, Super Clubs
Diamond Level and much more. Travel Insurance is commissionable at 40%.

2. By having the ability to return part of that higher commisson to your dlient in the form of alower price, which
gives you the competitive advantage to get that sale that other agents are competing for.

3. Bargain Finder Plusand Flight Finder. Onceanitinerary isbooked, the Sabre reservation sysemwill search
on average 250 route variations, within a2 - 6 hour time window, for the very lowest fare on every arlineinits
system that fliesthat route. Thisinsuresthat if your dient isalittle flexible, you will offer the best fare, without any
effort on your part. Hight Finder alows you to specify the price your client wants to pay, and Sabre will find the
flights thet fal within his price request. All within seconds.

4. MySabre. The Sabre Premiere product with grgphica interface that dlows you the full functiondity and cost
efficiency of Professona Sabre without having to know mogt of the sometimesless than easily understood Sabre
Rescommands. Itisided for any agent that isunfamiliar or uncomfortable with areservation sysem. Itisintuitive
and dlows booking of air, cruise, tour, hotel and car, and aso gvesyou entree into the entire Sabre database for
theater and sport happenings, mgor events dl over the world and the information you need to fully service your
client like Visa, passport and health requirements and so much more. Any or dl these programsareyoursfor only
$25 per month....not each, but all.

5. Amadeus. The system that is designed as a starter program for the new or inexperienced reservation system
agent. Totdly fill inthe blanks Y ou dso get Amadeus Cruise for dl your Cruise bookings. Thistooisonly $25
per month.

6. Internet Web Site. Through our Confirmations/Specials Retrieval System and our Web Site, you are kept up
to the minute on al cruise and tour pecids offering the best discountsin the industry (as much as 65%). We post
over 150 per day. In addition to specids, you will find Fams, Seminars, Conventions and industry informetion for
you, theagent. Retrieving your tour, cruise, hotd and car confirmationsis easy as entering the confirmation number.
The confirmation pops ups on your screen, which can then be saved on disk, printed, faxed or E-Mailed to your
client. Specids can be narrowed to a specific supplier and destination. For example, you can retrieve dl cruise
specias received in the past 60 days, cruise speciadsonly to the Caribbean, or cruise speciasto the Caribbean but
only on Celebrity.
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Our web ste has over 5000 pages of information. Everything you need to be successful, and linksto find Hogtels,
Bed and Breakfasts, Railway Time Schedules, Subway Maps for mgor cities around the world, Bus and Rail
Schedules, and so much more. All just amouse click away.

7. Corporate Hotel Rate Program. We subscribeto the CCR, Custom Hickory, and Thor24 Corporate Rate
Hotel programs, (no charge to our agents). With these programs, you will never be at acompetitive disadvantage
when quoting a hotel rate to your client againgt a“Mega’ agency like Carlson, American Express or any of the
giants. It can be booked by phoneor onlinein SABRE, asyou would book any other hotel using our codes. With
Incentive Connection Travel, you will never lose a client because of price.

8. Electronic Ticketing. Mog Airlines offer Electronic Ticketing through SABRE, including Southwest. . This
saves you and your client money. No time ddays in receiving tickets and PTA fees are athing of the past.

9.Video Travel Training. Wehavethelargest video collection of Trave Training intheindugtry. Availablea no
cost to our agents, 24 hours per day, isevery CLIA Cruise Video. We dso have the full Carniva Bob Dickinson
Cruise sling series. Other videos include IATAN, Destination, Cruise Line, Hotel, Mestings, Incentive and
Convention, Persona Business and Professona Improvement....over 200.

10. Domestic and I nter national Consolidated Rate Program. Offersan exceptiond opportunity to offersdeep
discountsto your client, both Domesticaly and Internationdly, while earning much higher commissonthan available
through direct airline bookings.

11. Our extensive E-Mail support program. You will receive EMails many times each day with industry
updates and specid offers. Y ou can aso ask for Help from our very large agent base. For example, just recently
an agent needed to know the “name of the hotel next to the casino at NiagaraFals’. We broadcast E-Mailed to
our agents and she had her answer in 15 minutes. Our strongest resource is the extensive knowledge of our agents
and their willingness to share and help. 'Y ou too will become involved in thissharing process, and may wishtojoin
one of thelocd ICT user groups or the ICT Help Lig. You will never be a alossfor help or information.

12. We are “Key Accounts” with every mgor supplier. Moreimportant then getting their highest commissonis
the support they give to make your client happy if something goeswrong. Itishard to gain aclient, but so easy to
loseone. We are DIAMOND Level with SuperClubs. Book through any of our Preferred Suppliers, like Delta
Vacations, Travel Impressons, etc...get the ICT commission of 16% PLUS $100 discount from the package for
your dient AND $20 per day of the stay as bonus commission. A 7 day package gives you an extra $140 in
commission.

13. We have negotiated commission and override agreements with over 20 airlines. These commissonsarein
addition to any service fee you charge your clients.

14. We pay you a minimum of 70% commission on al bookings. If you earn $30,000 on your 1099 from
January 1 through December 31, wewill give you an extra5% commission bringing your total commission to 75%.
If your 1099 is $35,000 or more, we will give you an extra 10% bringing your total to 80% commission.

Extras:
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*|ncentive Connection Travel Conventions, Fams and Seminars at Sea.

*No extra charge emergency service, after hours, weekends and holidays.

* Free Sabre and Amadeus training

* Free unlimited use of SABRE or Amadeus Vigta (25 booked reservations/week minimum)

Chapter 2
How Dol Start?

Making Reservations

Standard Industry Procedure is followed. Y ou operate and book as you have aways done except you use
Incentive Connection Travel’ saccreditation. Our supplierskeep our profile either by our IATA number or by our
telephone number. We suggest that whenever possible you book our Preferred Supplierssince they will offer you
the highest commissions and best promotions, but more importantly, they will support you if aproblem arisesand
resolveit asquickly aspossble. We have very cose reationshipswith these vendors, give themmillionsof dollars
in busness, so to be blunt...... they want to keep Incentive Connection Travel and it’s agents, satisfied with their
product and service. Y ou can book via phone, not recommended since most every supplier, in an effort to cut
costs, has deve oped on line booking engineswhich alowsthem to take reservations without human intervention and
it's inherent overhead, and passes on some of the savings to you in the form of extra commisson. This extra
commission ranges from 1-6% additiona. 'Y our optionsto book dectronicaly range from Sabre and Amadeusto
the Mark Travel VAX program and each individua supplier’s private booking engine.

Thismanual isnot intended to be atutorial, but rather an overview of methodsand procedur esused by
Incentive Connection Travel. We assume you know travel.

All manner of travel can be booked through Sabre or Amadeus: Air, Cars, Hotels, Cruises, Tours, Show Tickets,
Insurance and more. From your home you can print itineraries for your clients on your own letterhead, detailed to
the point of what activities will be offered on their cruise and how to dress each night. Youwill beableto print, at
home, maps of thecity your dientsarevisting.. ..even exact directions on how to drive from anywhere to anywhere

With ether system, you are dlowed to drive your own tickets. And, again, dl this through our private Intranet
system from anywhere in the world without any long distance or time charges, 24 hours a day.

All reservations, on ether system, queued to us prior to 9 PM Arizonatime, are completed the same day. With
Ticketing privileges, you drive your tickets at any time, 24 hours per day.

Never Use Your Agency Name with Any Supplier
Use Only Incentive Connection Travel
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We are available to answer your questions by phone Monday to Friday 9AM-5PM Arizonatime, or by E-Mall
anytime. Our preferred method of communication is E-Mail.

Emer gencies. E Mail Robert, robert@ictravel.comand copy in Harvey, harvey @i ctravel.comWedwaysmonitor
our EMail after hours, weekends and holidays for any urgent matters. Ticketingisavailable 24 hoursper day when
you run your own, or till 9PM Arizona time, every day of the week including Saturdays, Sundays and
Holidays...yes, Xmas and New Yearsaswell. We are here to support you.

Never make any payment directly to supplier other than by credit card over the phone. Then
submit a Request for Payment form through Agent Access. Regardless of how many partial
payments are made, in particular for groups......only 1 RFP is required with the Initial
Deposit so that your booking will be entered into our system, and a 2™ when Final Payment is
made. If the Initial Payment is made in full, only 1 RFP is needed.

For reservationsthat require no action on our part, for examplear when donein Sabreor Amadeusand paid for by
credit card, car and hotel bookings (no vouchers are sent-the booking confirmation number isall you get), youwill
natify us by including the booking on your Commission Record submission through Agent Access.

Any resarvation that does require ICT action, (make payments, notify supplier, receive and send documents, etc)
must be reported to us ontheRequest for Payment through Agent Access, evenif booked in Sabre, Amadeus
or any Electronic means, except for ar which never requires any reporting unless you request payment by check.

All confirmations sent by asupplier aswell asupdates or changesto your reservationswill arrive by fax and can be
retrieved by you from our automated Confirmations Retrieval Program on our web site by entering the confirmation
number.

Reminder:

Whenever moniesareto be sent to asupplier, use the Request for Payment Form. Find out how the supplier wants
to be paid, (Check, MCO-Miscellaneous Charges Order, Tour Order, UCC-Universal Charge Card form, or
direct cdl in of Credit Card) and when payment must be in their office.

If direct call in of Credit Card is allowed, you can cdl it in yoursdf and report it to us on the Request for
Payment Form by checking off the box “Called in by Agent”. Be sureto check with the supplier thefollowing day
to be sure the payment was received and recorded to the correct booking. Mistakes happen!

If any other payment method is needed, including check, it isdone by us... again, on the Request for Payment form
through Agent Access. Please indicate whether a check is needed (you send us your company check or money
order-never your dientscheck unlessitiscertified), MCO or UCC. Wewill preparethe documentsand inthe case
of an MCO, will E Mail the MCO number to youfor you to cal in to the supplier.

Very Important: Suppliers make mistakes. Y ou must follow up the next day with the supplier to be sure that the
MCO, CC or whatever was needed has been recorded and that nothing moreisrequired. Client Credit Cardsare
often declined. It is dso very strongly recommended that one week prior to the travel date, another cdl to the
supplier be madeto again reeffirm that dl isin order. Be sureto note the name of theresagent who telsyou “dl is
well”. Supplier mistakes could cost you a vauable client.

Reminder: Always cdl the supplier just before your dient travels to make sure there are no schedule
changes. We E-Mail dl schedule changes and place them on the Agent A ccess message page as soon asreceived
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by us, so check your EMail and Agent Access dally. If the change comes in by Fax, it will dso go on the
Confirmetions System under the confirmation number. Mistakes happen. Don't risk a disgppointed client
(randatesto alogt client). Thisis part of the service you give to build and keep your business.

Waitlist Clearance: Again, some suppliers are very good about notifying of waitlist clearance. Othersarenat. It
isgood practice to frequently contact the supplier. DO NOT RELY ON THEM! Often, if you cal, though your
turn hasn’t come for clearance, because you were concerned enough to cdl, they will giveit to you before others.
When Waitligts clear, they are usudly faxed to us. They are automatically placed under the booking number, E
Mailed and placed on the Agent Access Message page, so check these systems frequently.

Trave Insurance: You must ether cover every client, other then sandard air, car and hotel with Trave Insurance
or have them sgn awaiver that they have declined theinsurance. TheWaiver formfollows. Thisprotectsyou and
ICT againg aclient who refused insurance and then claimsiit was never offered to them.

Chapter 3

How to Transmit a Reservation to | ncentive Connection Travel

Methods of Transmitting Res Information to ICT

1. Whether done by Phone or Electronicaly - except for Air donein Sabre, Apallo or Amadeus, Car and
Hotel unless we are to make payment or receive vouchers— Make the booking with the cruise line, tour operator, etc
and submit a Request for Payment form through Agent Access for each reservation that requires action by ICT.

Example: No Form Required-Domestic Cars and Hotels usualy do not require deposits nor do they send
documents-no form from you is required; Form Required-Cruise, Tour, etc, even where you call in the credit card-
when documents come in we send them to you or your client based on what you tell usto do. Or you can have the
documents sent directly to you by E Mailing Heidi, heidi@ictravel.com and asking for a direct ship waiver code.
Without you notifying us, we will not be able to identify you with the documents nor know where and how to send
them.

2. Air Resarvations are automatically completed when queued to us in Apollo, Sabre or Amadeus.

***All final paymentswhether called in tothesupplier or sent toICT areto bethefull amount of sale. Do
not deduct commission in advanceand be suretoitemizewhat and for whom the payment isbeing made***

All Air and Amtrak reservations must be paid for by cash, certified funds or credit card. If other than credit card,
funds must bein our office by the Monday following the day of booking or the reservation will be canceled and youwill
be responsible for any pendties. We accept only certified checks or credit cards for air bookings. Y our check or
credit card will be accepted for al ather bookingsthat are over 30 days prior to departure. Closer than 30 days, only
credit card or certified funds please. Thisisnot ahard and fast rule. Many exceptions are made. Wetrust the agents
that we know. New agents should call when an exception is needed.

Wedo not accept your client’ s checks unless certified. Please deposit their checksinto your account and then send us
your personal, company check or certified funds. Payments other than by credit card over $500 must be certified
funds unless ICT waives this requirement.
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All support documents (i.e. discount coupons, travel vouchers, payment, etc) must be received before tickets can be
ddivered. These support documents must be in our office no later than 10 AM, the Monday following the reservation
date. If you have discount coupons that you use regularly, we will keep them in your file for your use on demand.
Again, many exceptions are made. Please ask.

Each supplier specifies how they are to be paid and which credit cards they will accept. We accept cash, wire
transfers, money orders and your company check for reservations. We will convert this to the form of payment
required by the supplier, such as our company check, MCO, etc. Never send your company check to any supplier.
Call supplier for their requirement. Some suppliers do not accept al credit cards (airlines, tour operators, cruiselines,
etc). UnlessitisaMaster Card, American Expressor Visa, ask if the card in question is accepted. We cannot accept
acredit card and convert it to cash. ** The form in which the payment comes to us is the way we must transmit it to
the supplier (check for check, credit card for credit card)**

Many foreign carriers and some domestic carriersrequire you to call in ticket numbers, without which, the reservation
will be canceled, even when made through the res system (American Trans Air, etc). Be sure to check with the
carrier.

WARNING: All reservations, of any kind, must be canceled if not used. Theairlinesareingdling very sophisticated
software to track abuse in this area and will charge agents who do not comply.

It is the agent’s responsibility to track when final payments are due on al bookings. Y ou must notify usin advance
how payment is to be made i.e. MCO, UCC, Check, etc. by submitting a Request for Payment Form.

Split Payments: - $5.00 per ticket

Payment that requires 2 or moreforms of payment for agiven transaction, one of whichisaCC, i.e. oneairlineticket paid
partialy by CC and the balance by cash. Does not apply to a computer res that has 2 or more travelers, each paying
differently for the full amount of their own ticket.

Please keep track of commissions paid to you. Researching commissions previoudy paid to you isvery costly inlost time.
We will charge to research previously paid commissions. It isalso not possible to research commissions past 6 months.
Suppliers, asarule, will not entertain research requests over six months old.

Hand Written Tickets: We subscribe to the new ARC IAR settlement plan. This sophisticated Electronic Reporting
system exacts a heavy penalty in labor to accommodate hand written tickets. We ask a $10 fee for any hand writes
reguested.

Instructions or Changesto Instructions
Any instructions pertaining to any reservation or reservation related matter, or achangeto instructions already given, must
be E Mailed. We will not accept any verba changes or ingtructions due to possible miscommunication.

Caution: For your protection, we provide a useful credit card authorization form that can be used if you are uncertain
about the credit worthiness of your client. Itisfor your use. Do not sendto ICT:

Reminder: If you cal in acredit card, you must still send us a Request for Payment form. Always call the supplier to
make sure the credit card was approved and credited to the proper account. MISTAKESHAPPEN. Don't lose aclient
because their credit card was declined and the Res canceled.
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(COPY ON YOUR LETTERHEAD)

CREDIT CARD CHARGE AUTHORIZATION

PLACE CREDIT CARD INFORMATION IN THE SPACE PROVIDED, THISISFOR YOUR PROTECTION. KEEPIN YOUR FILES FOR FUTURE ORDERS.

DO NOT SEND TO USUNLESS REQUESTED

____American Express ___Visa
___Master Card ___Other
Passenger Name/s
Description of charge
Res # Dates
Name as it appears on Card
CC# Exp

Passenger Home Address

Phone

The issuer of the card identified on this item is authorized to pay the amount shown as TOTAL upon proper presentation. |
promise to pay such TOTAL (together with any other charges due thereon) subject to and in accordance with the agreement
governing the use of such card.

Signature of Card Holder Date:
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Chapter 4
Prepaid Ticket Advices (PTA)/Miscellaneous Charges Order (MCO)/TO

A Prepaid Ticket Advice, referred to as PTA, is used when aclient needs an immediate ticket anywherein the world
and Electronic Ticketsare not available. Thisisbecominginfrequently used asmog arlineshave goneto E—Tickets.
The airlines charge a fee ranging from $25-$100, depending on the airline and require 4 hours to process.

PTA’s are accountable ARC documents, and as such have to be carefully safeguarded againgt fraud. Thereismore
fraud associated with PTA’ sthan with ticket stock. Wewill issue PTA’son your request but the following procedure
must be gtrictly adhered to.

Procedure:
1. Book reservation by phone.
2. Faxusacompleted PTA Request form (following page). E Mail Robert and Harvey
3.  Wewill EMail back the PTA number and Check Digit (asecurity number) after we get credit card approval.
4. Cdl the arrline back immediately giving the number and check digit. Do not identify yoursdf asan

Independent Sales Agent. Some airlines do not respect Independent agents asthe professonasthey
are because of dl the scamming associated with “Card Mill” agents. To avoid a problem, identify
yoursdf, using your first name. Cal resand ask for the PTA desk. Then say “Thisis Barbarawith
Incentive Connection Travel. Please pull up Record Locator. | would liketo setthisupasaPTA.” If
asked, you are cdling from 602 867 9606. They might call to verify your authorization to set up the
PTA. If itisafter hours, wewill take our voice mail off for 30 minutesto receivethecdl. If theairline
cdlsand thereisno liveauthorization, they will cancd the PTA, soif thereisany delay inyour cdlingin
the number after businesshours, be sureto let usknow by fax so that we can again make arrangements
to answer the PTA call. Be sureto know the airling s 3 digit code; i.e. Continentdl is 005.
5. Double check by cdling the Airline 30 minutes later to be sure dl isin order.

USE TICKETLESS AND ELECTRONIC TICKETING WHENEVER POSSIBLE ELIMINATING THE PTA CHARGE!

MCO/TO (MISCELLANEOUS CHARGES ORDER)
MCO's are used as a form of payment. Some suppliers ingst on usng MCO's. They are ARC accountable
documents, and as such assure the supplier that they will be paid.

When an MCO number is needed for a supplier, check MCO on the Request for Payment Form. Wewill EMail the
number back to you after we get credit card approval.
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Chapter 5
Once Tickets are Issued...

Any specid handling of ticketsissued in agiven week (exchanges, voids, dollars off coupons-the ORIGINALS-NOT
COPIES, etc) must be physicaly in our office no later than 10:00 AM onthe Monday after theweek’ sendinwhich the
reservation was made (week ends midnight-Sunday) to be included in that week’s ARC submission. Tuesday for
reservations made on the weekend. Please cal so that we can note the Tuesday extension.

Onceissued, ticketsmust be paid for, unlessvoided prior to submissionto ARC. Pleaseuseour Void Ticket Request
Formin Agent Access. Only ICT will void tickets. Do not do it yourself. Couponstill must be pulled and taken
out of the ARC Electronic submisson sysem, IAR.

Exchanges
When exchanges are needed, use the Request for Ticket Exchange. ARC and airline regulations will not dlow an
agency to exchange aticket that was origindly issued by ancther agency or from an arline without airline permission.

An exchange can be oneticket for another with a change of date or itinerary, or an exchange of a discount coupon to
be used as partid payment for aticket. Wewill processthe exchange when the Request for Ticket Exchange Formis
received

For return of paper tickets, we suggest shipping by atraceable ddlivery service, such asUPS. If you chooseto haveus
send you vauable documents by regular US mail, which is non-tracesble, you must assume complete respongbility in
the event the documents are either log, or delayed in divery. 'Y ou must specify First ClassMail, USMail or Regular
Mail so that there is no misunderstanding.

Electronic Ticket receiptswill be held until your next document shipment, or sent out weekly viaregular mail unlessyou
request them earlier. With SABRE, you havetheability to printitinerariesin“traveler friendly” format. Insructionsare
on our web under SABRE Remote users. Print client itinerariesfor Electronic Tickets on your letterhead to maximize
your agency publicity. You can aso use Sabre s Virtualy there to E Mall the Itinerary to your client.

Errors

Wetrive for 100% accuracy inthework we do for you. Travel isavery complex operation, with many opportunities
for error and misinterpretation. If you follow our guidelines, the incidence of error will gpproach “zero”.

If an error is found, notify usimmediately.

If the error was ours, we will rectify the problem at our expense as expeditioudy asis possble. Always check your
documents upon receipt. Report any error immediately.

If the error was yours, we will do al possible to help you correct the Stuation, but any expense incurred will so be
yours.

Receipt of Payment
Any coupons required for ticketing which we have not received by the Monday following ticketing will not be
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processed through ARC.

All ticketswill be shipped no later than Monday following ticketing if asked to be held for bundling. Bundling will save
shipping costs. For one UPS charge, an entire week’ s ticketing and documents can be sent, reducing the cost to
pennies per ticket, even moreif you utilize Electronic and Ticketless travel.

Shipment of Documents. Whether paper tickets, cruise documents, etc., wewill follow thedelivery ingructionsyou
giveICT. Inthe absence of any ingtruction, we will use our best judgment in choosing a ddivery method.

ACCEPTANCE OF AGENT BUSINESS CHECKS: Wewill accept your business check in payment of deposits
and find payments for al manner of travel products, except airline tickets, where delivery of service is more than 30
daysout, and payment isunder $500. If payment must be madewithin 30 days or isfor more than $500, only certified
fundswill be accepted. Acceptable certified funds are Money Orders, Bank Certified Checks, Wired funds through
Western Union or Bank Trandfers. (Cdl for exceptions)

Bank Transfers: Required Bank Information:

Bank Bank One 32nd St & Cactus
ABA 1221 000 24
Acct 6401 15341

Phone 602 261 1327

Notes:
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Where Are My Documents?

Documents are usudly not sent to us by suppliers (Cruise Lines, Tour Operators, etc) less than two weeks prior to
departure. They havefound that many clientsand/or travel agentswill misplace these documents beforetravel. If you
would like to have documents sent directly to you to save time and re shipping expense, E Mall Hedi,
heidi @ictravel.com for awaiver code and you can request the supplier to send the documents directly to you. B,
more and more suppliers are going to eDocs. ....no mailing needed.

If sent to ICT, aslong as you have sent us a Request for Find Payment Form, wewill immediately send them to you
upon their receipt by ICT. Never request the supplier to send these documents to you or your client, without prior
approva by ICT.

Document shipping and Tracking Numbersfor dl carriersare placed on our web stedaily. Please check our web site
for your documents under Tracking.. Youwill find al theinformation you need and therearedso linksto the various
cariers, UPS, FedEx, Airborne etc so that you can enter the tracking number and immediately know where the
package is and when it will be ddivered.

On the rare occasion that you have not sent us a properly filled out Request for Fina Payment form and we cannot
identify you as the agent, we will hold these documents in asuspensefile. If you do not receive your documents 10
days prior to your client’s departure, E Mail Heidi a heldi@ictravel.com, after you have checked the web site
Tracking Pagefor your Documents. Please, do not call. We will research your request and E mail areply to you by
the end of that business day.

Please be sureto include in your E Mail dl pertinent data such as Supplier, Passenger Names, Departure Date, etc.

Thereisasearch engine on the tracking page where you can enter the client name and linkswill come up to the correct
page to find your documents.
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Chapter 6
Payment of Commissions

Commissions are paid on the 20th of each month for al travel completed and paid for in the previous month, i.e., we will pay
you in June for al travel completed by your client in May and for which commission has been received by us.

Agent Access. This very powerful computer database will handle al your bookings, tell you how much you have earned in
commission on each sale, and total for the month, and once entered, your commission is queued for payment as due.

Please keep in mind that payment is made on two criteria
1. That travel has been completed.
2. That commission from the supplier has been received by us.

All commissions due must be claimed within 6 months of the client’s return of travel. We cannot trace commissions past
this time limit

CLIENT SERVICE FEES

Client service feesfor exchanges, refunds, special itineraries requiring extratime and/or expense, will be processed on your
client’s credit card for you with the same 70-30 split. Please use Service Fee Request Form or you can generate your own
fee on Sabre or Amadeus.
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Chapter 7
Preferred Suppliers

When booking any supplier dwaysgiveour IATA and/or phonenumber. The overridemay belost if booked and you
do not dtate that you are an agent of Incentive Connection Travel. Always ask about methods of payment and

commissions. See our full Preferred Supplier list on our web ste. Followingisapartid samplelis. Many suppliers
will pay 1 to 6% more if booked on Sabre or Amadeus. They dso run promotions where the Sabre booking will

qudify for bonus commissonsashigh as$100 extra. Sabreisthe smart, profitable and time saving way to book Air,
Cruise, Tour, Hotel, Insurance, Consolidators, Car, Hotel, Sporting events, Theater Tickets and much more.

Some of our Preferred Suppliers are booked through our consortium Ensemble. A consortiumislikeagrocery co-
op where agencies form an aliance for greater buying power and therefore can demand higher commission rates.
Others are booked directly under our own contracts. Check our Preferred Supplierslist.

You must inform us of any specid payment procedures or requirements since the supplier will often change thelr
procedures without advance notice. Be careful. Check your confirmations for the correct commission
amount. Suppliers do make mistakes. It isyour earnings you will be losing.

When you book Preferred suppliers, be sureto identify yoursdf asan agent of Incentive Connection Travel with our
ARC/IATA/CLIA number, 03-510-010 and telephone number, 602 867 9606. It isvery important that at thetime
of booking you confirm your commisson amount. Document the reservationist’ s name or agent Snewho confirmed
theoverriderate. Overridesare subject to change without notice, so verify. When booking by phone, please verify
that they have ICT’ s correct information, address, phone and fax. (Supplier fax is602 867 9216). Never havea
confirmation faxed to you. The supplier will often change our profile to reflect your information and dl future
confirmations will go to you.

Note: Preferred Suppliersarethe suppliersof choice (Cruise, Hotel, Car, Air, etc), becausethey give usincressed
commissions (due to the volume business we do with them) but most impor tantly, for their willingnessto correct a
Stuation in which a dient is dissatisfied. But...you are free to book your travel arrangements with any supplier,

anywhere in the world as an agent of Incentive Connection Travel. We have a working relationship with every

supplier, without exception. They will pay their norma commission. All bookingsmust bemadeusing ICT' SIATA

and/or telephone number.
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Preferred Suppliers-Sample Listing

Thisliging is sample of some of our Preferred Suppliers. We have many more, but our private contracts do not
dlow usto publicize outsde the ICT family. Theligting below isthe minimum paid. The completelist ison our web

Steand includes phone numbers, program codes, area of specidty and coverage.
CRUISES: TOUR OPERATORS:
CARNIVAL CRUISE LINE 16% ABEL TASMAN 15%
CELEBRITY CRUISES 16% AERO MEXICO VACATIONS 15%
COSTA 15% ARICAN TRAVEL 14%
CRYSTAL CRUISES 15% ALL ABOUT HAWAII/MEXICO 15%
DISNEY 15% AMERICA WEST VACATIONS 15%
FIRST EUROPEAN CRUISES 15% AMERICAN AIRLINES VACATIONS 15%
HOLLAND AMERICA 15% AMERICAN TRAVEL ABROAD 13%
MSC 15% AIR JAMAICA VACATIONS 13%
NORWEGIAN CRUISE LINE (NCL) 16% AFRICAN TRAVEL 4%
ORIENT LINES 17 APPLE VACATIONS 15%
PRINCESS CRUISES 15% ATLANTIC GOLF 139
PRINCESS CRUISETOURSS 15%
ROYAL CARIBBEAN CRUISES (RCCL)  16% AUSTRALIAN PACIFIC TOURS 14%
Taoume s
STAR CLIPPERS 1% BRENDAN TOURS 14%
VIKING RIVER 1% BRENNAN TOURS 14%
WINDSTAR CRUISES 14% BRIAN MOORE 4%
UNIWORLD 15%

CARAVAN TOURS 12-15%
INSURANCE: CELTIC TOURS LAND 12%, GROUP 15%
CAREFREE TRAVEL 3% g:_i;:lléRsUSTOM VACATIONS 147122
CA 20% CLUB MED 15%
TRAVEL GUARD 35% COLLETTE TOURS 15%
TRIP ASSURED 40%

CONTIKI HOLIDAYS 14%
HOTELS COSMOS 14%
CCR CORP RATE PROGRAM BE;TQJ \éggAA;'SONS ing;
CUSTOM HICKORY HOTEL PROGRAM OER TOURS 169
THOR24 CORP RATE PROGRAM

ETM TOURS 15%
RAIL EXOTIC JOURNEYS 15%
GRAND CANYON RAILWAY 14% IEB'II\'ILJJIIE?-II-E\\//’Z((:Z'::'II%NNSS iggﬁ
RAIL EUROPE 12% GENERAL TOURS 14%
ROCKY MOUNTAIN RAILTOURS 14.5%

GLOBUS 17%

GOGO TOURS 15%
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GWvV
HAPPY VACATIONS
HOMERIC TOURS-IC 223 5570

INSIGHT INTERNATIONAL-C 582 8380

ISRAM
LATOUR

KEY TOURS
MAUPINTOUR
MAYFLOWER TOURS

MEXSEASUN

MLT

NORTHWEST WORLD VACATIONS
PARK EAST TOURS

PLEASANT HOLIDAYS

PORT PROMOTIONS

PRINCESS TOURS

ROMANCING MANHATTEN
ROYAL NORHTWEST HOLIDAYS
SITA WORLD TRAVEL

SPORTS EMPIRE

SUNMAKERS HAWAII

SUNQUEST HOLIDAYS

SUPER CLUBS
SUNTRIPS

15%
16%
14%
16%
16%
17%
14%
14%
14%
15%
14%
14%
14%
15%
11%
15%
12%
14%
12%
12%
15%
15%

DIAMOND LEVEL
CRUISES 15% LAND 12%
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TBI TOURS

TOUR CRAFTERS

TNT

TRAFALGAR TOURS

TRANS GLOBAL

TRAVEL BOUND

TRAVEL IMPRESSIONS
TUCHMAN TOURS

UNITED VACATIONS
UNIVERSAL CITY VACATIONS
USAIR VACATIONS
VACATIONLAND TOURS
VIRGIN ATLANTIC VACATIONS
WESTOURS

YA’'LLA TOURS

ZEUS TOURS

14%
14%
15%
18%
15%
12%
16%
14%
15%
15%
13%
12%
15%
14%
13%
15%
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Chapter 8
Travel Benefits

You, the productive Independent Contractor, are entitled to al the benefits the Industry has to offer. The industry,
"ARC, IATA AND CLIA" have set down guiddinesof minimum standards of productivity, which must bemet to qudify
for these vauable benefits.

Incentive Connection Trave isin the business of sdling travel through Independent Outside Sales Agents. Since we
charge no fee to work with us, we earn our money only when you earn yours. Your 70 - 80% commisson alit,
induding overrides is the most generous in the industry. Therefore, we want to work with agents who want to make a
success of travel.

We do not sdll or give away benefits. Theindudtry isvery wdl regulated in this regard, and we abide by the rules that
govern us. If you are serious about making money, wewill help, assst and guide. We want to work with you whether
you are full time or part time. Buit...if you only want benefits, and there are many, and do not intend to make travel a
productive endeavor, then we are dl wasting our time.

Asyou know, the Travel Industry has gone through some very difficult timesincluding tremendous mediacoverage of the
abusesthat have so scandalized our industry. Consequently, some important changes have come about thet you should
be aware of.

ARC istheregulating body for airlinesand agencies operating inthe US, and |ATA regulatestherest of theworld. IATA
now regulates the reduced rate program for North Americaaswell astherest of theworld, gpplying the same standards
todl. All Airlinesand most Hotels and Tour Operators have aready adopted the policy that thel ATAN card must be
produced for any discount gpplied for, and the entire industry is following suite.

The regulations state that on a yearly basis, the dollar amount paid to you in commission must be $5000. Thisisonly
$86.00 per week, on average, in commisson earned. With our generous commission split to you, thisis equivaent to
only an average of $700 each week in gross bookings (half a cruise or tour).

Trave isfun, exciting and necessary for you to sal more by learning first hand of the many travel products. Itisdefinitdy
a benefit you are entitled to, but to take full advantage of dl the industry has to offer, you must have the card.

Obtaining the* Card”

Obtaining the“Card” is atwo-step process.
1. Youmus firg beonthe IATAN “Ligt”. You will qudify after only 2 commission checks (the IATAN regulations
state you must devote at least 5 hours per week to the sdle of travel). E Mail Robert to prepare the required forms.
Currently, thislisting process has been taking about 2 months, o do it as soon as you qudify!
2. After you are on the “lig” and have earned the required amount of paid commisson, E Mail Robert to fill out the
required forms. He will send you the forms and you will send it to IATAN with a passport sze photo and a check for
$15.00 made out to IATAN. Thisaso currently istaking about than 2 months. There has been imposed a 6-month
waiting period for new agents.



I ncentive Connection Travel Quick Start Page 22

Chapter 9
Working with Consolidators

We ask you to be cautious when choosing a consolidator. Many are financidly unstable. Choosewisdly. The trave
indudtry isrifewith horror stories of dlients being refused boarding by the airline dueto non-payment by the consolidator.
Worse, when the boarding is denied on the return and your dlient is left stranded in a foreign country and forced to
purchased a very expengve last minute one-way ticket home.

We have recommended consolidators on our Preferred Suppliers lis with whom we do large volume and fed
comfortablein usng. Price done should not be your only criteria. Caveat Emptor.

PROTECT YOURSELF AND YOU CLIENT:

1. Do not use any consolidator that will not accept acredit card. With payment by credit card, your client will receivea

refund from the card company should the service not be performed.

2. Do not work with consolidators that will sell to non IATA affiliated agents. They will sell to anyone, even directly to

your clients and are the leest rdligble.

3. Consolidators work with “net fares’. The price quoted is the price you pay. To this amount you must add your

profit. Thereisno “profit” guiddine. Add what you think isfair, but at least 15%.

4. Send usaRequest for Payment Form so that should aproblem arise, we can interveneon your behdf. Besuretell us

how and when the supplier wantsto be paid and the amount you are adding to the cost of theticket (your profit) so that

we can deduct our commission split.

5. If you buy from a consolidator who will sdll directly to you, which is not a good idea, because if you run into a

problem, they will be more willing to rectify it for us (volume) than for you, send us a Request for Find Payment form

detailing the transaction, and when findized, our 30% commission share of your markup. Pleasedo not try to by-passus

with commisson. We offer tremendous support and deserve our share. If you do, you will be asked to leave ICT.

6. Protect yoursdf by booking through the Consolidatorswe recommend (See Web Sitefor details), or onlinein Sabre.
The fares are excdlent, the commission possibility outstanding and the security of the supplier is assured.
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Notes:

Chapter 10
When Attending Industry Functions and Fams

We encourage our agentsto attend as many industry functions (seminars, conventions and trade shows) and Fam trips.
Thisisthe best way to gain product knowledge and network with your fellow agents.

There are certain guiddines of professonalism, that as an agent of Incentive Connection Trave, weingst upon.

Notes:

1. When an RSVP isrequired, do so. Do not just “show up”.

2. If you have RSV P d and find that you cannot attend, be sure to call and cancdl.

3. Busness attireis dways in order at seminars, and conventions.

4. Do nothing that will cause embarrassment to you or us. Inappropriate behavior will be reported to us
and you will find that future RSV P swill be denied by the supplier. Word travelsfast.

5. When things go wrong &t an industry event, do not becometoo voca. Suppliersaretryingtheirbest  to
make things right and do not gppreciate agents who incite other agentsto “action”.

6. Do show interest in the product spot lighted.

7. Do not miss any scheduled event or Site ingpection. The suppliers have gone through considerable
expense to expose their product and want you to seeit dl. Remember aFam is abusinesstrip.

8. Do havefun and enjoy. Though abusinesstrip, it doesnot precludeyou from enjoyingwhereyou are
and the hospitdity shown.

Seminars dways require business atire. Do not show up in jeans, shorts, €tc.
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Chapter 11

Independent Travel Agent Program
Most Frequently Asked Questions

How long have we been in the travel business? Since 1981.

Arewe a member of any travel Consortiums? We are members of Ensemble (formerly cdled GIANTS). It
offers conventions, Fam trips, continuing education, much higher commissonsthrough their co-op buying power (think
of agrocery co-op, whose members poal their buying power to get lower prices-we get higher commissons).

Why do we not charge a feeto work with us? Wearenot a“Card Mill”. We are alegitimate Support Agency,
profiting excdusvey fromthesde of travel, not froma“start up fee” that promises, but doesnot deliver the* dream” of
free travel. We make a profit only when you book travel through us. Thisis your assurance that your success is
aways our primary interest. We are truly your Partner in Trave.

What will my commissions be? We offer a commisson program that gives you 70% to 80% of dl earned
commissions, including overrides which is the extra commission given to mega agencies, that most agencies do not get.
We offer this minimum 70% on dl reservations, air, hotdl, tour, car, insurance, cruise, regardless of how you book it.
Most of our competitors offer less and then only if booked through the res computer. |f booked other than through the
computer, they only give 50% of the commission or less. Mog offer commisson only on the base amount of 10%,
keeping the overridesfor themsdves. These are the onesthat offer “100% of the commission” Ever wonder how they
can give away 100% of their commission and ill earn aliving and pay their bills? We share dl commissonswith you
including overrides.

They dso sate that their commissions are as high as 22%. We have that too, and more. Our travel insurance dways
pays 40% and on occasion, severa suppliers have promotions offering 45% commisson (Asana Airlines), 68%
(Mdaysan Airlines), but these are not the norma commissonspaid. Wewill not midead you by stating these numbers.
Examples: Carniva 16%, Roya Caribbean 16%, Ceebrity 16%, Travel Impressions 16%, Princess Tours and Cruises
15%, Apple 15%, Happy Vacations 16%, American FyAway 14%, Travel Guard Insurance 35%. These arered,
everyday commissons.

Dol haveto pay extrato beamember of CLIA, ARC, IATA, etc? No. Othersimply that they giveyou a“free’
afiligion. When you work through us as your host agency, you and dl our agents are covered under our affiliation.

Will | get an ID card? Theonly card recognized by thetravel industry for free or reduced ratetravel, isthelATAN
card and thisisthe only card weissue. Our competitorsplay the* card” game, claiming that their card will giveyou dl the
indugtry travel perks. Prove it to yoursdf. Mariott has a “Famtadtic” rate at their hotels of only $49 per night,

worldwide. Cdl them and ask if they will accept any card other than the IATAN card. Cal any airline and ask for an
agent discount, known asa 75AD (75% agency discount). Cdl the Best Western chain. Y ou will aways hear that the
only card accepted isthe IATAN card. The IATAN regulations state that you must earn $5000 in commissionsto get
the card. These arethe rules, and no agency can legally circumvent them.
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We areabusness. We are not sdlling the “dream” of free trave.

How will | get started? The very firdg thing you will do iswrite up alig of dl your relatives, friends and busness
associates and acquaintances. Theaverage agent list will be between 50 and 100 names. Y ouwill let them al know that
you are now atravel agent and that you would like them to book their travel through you. If each one of a50 namelist
books only $700 in travel with you, thet is enough to earn your IATAN card.

What about a Cruise Only agency? A Cruise Only agency has alimited audience. They do not book air or tours.
When aclient of yours (asacruise only agent) asksfor an air ticket or atour, will you send them to the agency down the
sreet? Who will get the cruise when they want to go after they have established a rapport with the other agent?

Dowechargearenewal fee? No, but thereisarequired yearly Support Packagethat includes Errorsand Omissions
insurance. 1t is$195 for both. We earn only when you earn. Why should our competitors charge you ayearly feewhen
they should be making their profit when they help you make yours? We link our success to your success.

What reservation system do we use? We are ontline with SABRE.

Do you offer a booking engine for my Web Site? We offer Agent Port, free. Add to your web site with it's
integrated Select Traveler Program (again, no cost to you), and you have the best stein thetrave industry, updated daily
for you with dl the best specids and pricing of any agency.

What about continuing education? Asdde from the extensive support you receive from our saff, we have “ agency
only” familiarization trips (example- Princess Cruises-$20/day), conventions and seminars at sea, aswell as conferences,
conventions and familiarizations through our consortium, Ensemble, through our EMAIL and Web Site, which is
congtantly updated to offer you dl the specids from our suppliers aswdl as professona improvement articles.

Referencesfor Incentive Connection Travel. A persond referra isusaess. No company canhonestly say thet they
have satisfied every agent. If asked for an agent reference, would we give the name of someone that we have had a
problem with, or one who loves us? We suggest you cdl the sales office of your choice of any cruise ling, any tour
operator, any arline and give them our IATA number, 03 510 010. Ask them, your most important linksin the travel
industry, about us. Or, ask the most respected organization dedicated to Outside/Independent Sales Agents, NACTA
(National Association of Commissioned Travel Agents, abranch of ASTA), Joannie Ogg, President at 760 751 1197.

Why it makessenseto useonly oneHost Agency. Just asagentschooseapreferred supplier for travel products, so
too should that agent choose one host agency. A supplier will go the extramileto resolve aproblem for an agency thet is
loyd and generates good revenue for them. So too will a host agency cdl in favors to hep an agent that gets into
trouble. Aswe al know, it is not a matter of “if a problemwill arise’, but rather “when it will happen”. Consder an
agent that books 5 cruiseswith Carniva lines and asks for afavor as opposed to and agency like ours that does 5000
Cruises ayesr.

Thisbusnessisfor thelong term. If the host agency supports you, you should support it...for the long term. Without
question there are suppliersthat will assign pseudo numbersfor you to book directly, and in some cases, you will be able
to earn apoint or two more. In most cases, though, when booking our preferred suppliers, you could not earn nearly as
much on your own. For example, if you book RCCL on your own, you will get the full 120% commission. Booking
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through Incentive Connection Travel, your 70% split earns you dmost 13%. Which makes more sense?

Then thereis the question of the IATAN card. A sponsoring travel agency issuesthe card to you. If you divide your
loyalties, who will sponsor you?

Y es, in the short term, you may earn avery few dollars more, but.........
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Chapter 12
Support Package

What is the one thing that causes a new or experienced agent the worst of nightmares? A law suit. It makes no
difference whether the suit is justified or not. It still has to be defended...in court...with the aid and expense of an
attorney.

Exactly what would prompt a client to sue his or her travel agent? Some areas of concern are red errors and/or
omissons. We are human and do make mistakes. On a busy day, selling a honeymoon to Europe to aclient that has
never traveled abroad, we might not emphasize the need for apassport. Thebride, when faced with aticket agent telling
her that this once in a lifetime event will not take place, might very well file a suit for “menta disress’, and if proven,
could collect asubgtantid jury avard. Thisisan example of alegitimate clam.

Then there are the frivolous ones, like the client you booked into the Presidentia Suite a the Uptown Plazato impressa
sdeslead, whoistold that the hotel is over-booked and hewill be accommodated at the DaysInn 3 milesaway. Surely
you should not be held responsible for an hotel over-booking problem, but everyone in entitled to sue for virtudly any
reason. Again, you must defend yoursdlf with an attorney.

We have not even touched on the mgjor catastropheslike cruise shipsonfire, air crashes, even rentd car accidents. Or
lessphysicaly damaging, but potentialy very cogtly eventslikeaclient checking in a ahote while ontour and being told
that the tour operator went bankrupt and never paid them and he will have to pay again for hisaccommodations. Or a
supplier that goes bankrupt after accepting your clients money, and the tour never even sarts. When these tragedies
occur, everyone connected with the event is named and must defend.

No matter how careful and conscientiousyou are, errors and omissionsdo happen. Most can be corrected by working
with thesupplier. But. whenthat very irate, or truly damaged client sues, what acomfort to know that you areinsured for
both your legd fees and any award that could conceivably bankrupt you.

The Support Package includes:
Errorsand Omissions | nsurance

Coverage:

Bodily Injury and Property Damage (except automobile)
Professiona Errors and Omissions

Persona Injury

Worldwide Occurrence

Amount of Coverage: $1,000.000



I ncentive Connection Travel Quick Start Page 28

Support Package Application
Includes Errors and Omissions

12 month fee:

1ST Agent at your agency $195.00

Each Additiond agent at your agency $150.00

Tota $

Agent Agent
Agent Agent
Agency E-Mail
Address
City State Zip
CC# Exp Signature

Phone Fax
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Chapter 13
Web Site/Confirmations Retrieval System

The best way to stay updated with the travel industry in generd and Incentive Connection Trave in particular, isthrough
our Web Site.

Thisisthe place to check at least daily for the following:

Industry News and Notices

Fam Trips, Seminars and Conventions

Specia Promotions form Cruise Lines, Tour Operators Airlines, Car Companies and Hotels
Software downloading to help you and your business

Professiona Improvement section to help you grow your business

Hot List of web linksto our preferred suppliers

7. Confirmation/Specias Retrieva areas

Ok wWwNE

When you join ICT as a productive member of the ICT team, you will be given accessto our complete web site.  Itis
easy to use, even for thenovice. For example, if you need to research current cruise specid promotionsfor aclient, you
would go the our Confirmations/Specials Retrieva area

1. For every specid that has comeinto our office, you would click Cruise,

2. For only Cruise specidsthat have comeinto our officethat go to Mexico, youwould click Cruiseand Mexico. Al
Mexico cruise specias would be found.

3. Your client wants to cruise to Mexico but only on Carniva, you would click Cruise, Mexico, Carniva and only
Carniva cruise specias to Mexico would be found.

Y ou can then print the specid, save it on disk, E-Mail or Fax.

Cruise, Tour, Hotd, Car, Group and Ticketless Confirmations

Click Confirmations, enter your confirmation number/record locator and your confirmation gppearswhich aso
can be printed, saved, faxed or E-Mailed.

Notes:
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Sample Business Card
Thisis the suggested for mat

LUV TO TRAVEL

AN INDEPENDENT TRAVEL ASSOCIATE OF

INCENTIVE CONNECTION TRAVEL, INC

FULLY BONDED ARC/IATA/CLIA/ASTA
E-MAIL: LUVTO TRAVEL @USWEST.NET

Bobby Jones
Owner

2389 E ALTOONA AVE PHONE: 726 390 4827
ANYWHERE, NEW HAM PSHIRE 87635 FAX: 726 394 9246
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(COPY ON YOUR LETTERHEAD)
Giveto ALL Clients

Consumer Disclosure Notice

PLEASE READ THISNOTICE.
IT CONSTITUTES PART OF YOUR CONTRACT FOR TRAVEL RELATED SERVICES

INCENTIVE CONNECTION TRAVEL, INC AND THE ABOVE NAMED TRAVEL AGENCY ISACTING ASA MERE
AGENT FOR SUPPLIERS (IDENTIFIED ON THE ACCOMPANYING DOCUMENTS) IN SELLING TRAVEL

RELATED SERVICES, OR IN ACCEPTING RESERVATIONS OR BOOKINGS FOR SERVICES THAT ARE NOT
DIRECTLY SUPPLIED BY THIS TRAVEL AGENCY (SUCH AS AIR AND GROUND TRANSPORTATION, HOTEL
ACCOMMODATIONS, CRUISES, ETC.). THIS AGENCY, THEREFORE, SHALL NOT BE RESPONSIBLE FOR
BREACH OF CONTRACT ORANY INTENTIONAL OR CARELESSACTIONS OR OMISSIONS ON PART OF SUCH

SUPPLIERS, WHICH RESULT IN ANY LOSS, DAMAGE, DELAY, OR INJURY TO YOU OR YOUR COMPANIONS
OR GROUPMEMBERS. UNLESSTHE TERM "GUARANTEED" ISSPECIFICALLY STATED INWRITING ON YOUR
TICKETS, INVOICE, OR RESERVATION ITINERARY, WE DO NOT GUARANTEE ANY OF SUCH SUPPLIERS
RATES, BOOKINGS, RESERVATIONS, CONNECTIONS, SCHEDULING, OR HANDLING OF PERSONAL EFFECTS.
TRAVEL AGENT SHALL NOT BE RESPONSIBLE FORANY INJURIES, DAMAGES, ORLOSSESCAUSED TOANY

TRAVELER IN CONNECTION WITH TERRORIST ACTIVITIES, SOCIAL OR LABOR UNREST, MECHANICAL OR
CONSTRUCTION FAILURES OR DIFFICULTIES, DISEASES, LOCAL LAWS, CLIMATIC CONDITIONS,
ABNORMAL CONDITIONS OR DEVELOPMENTS, OR ANY OTHER ACTIONS, OMISSIONS, OR CONDITIONS
OUTSIDE THE TRAVEL AGENT'SCONTROL. TRAVELER ASSUMES COMPLETE AND FULL RESPONSIBILITY
FOR, AND HEREBY RELEASESTHE AGENT FROM, ANY DUTY OF CHECKING AND VERIFYING ANY AND ALL
PASSPORT, VISA, VACCINATION, OR OTHER ENTRY REQUIREMENTS OF EACH DESTINATION, AND ALL
SAFETY AND SECURITY CONDITIONS OF SUCH DESTINATIONS, DURING THE LENGTH OF THE PROPOSED
TRAVEL. FOR INFORMATION CONCERNING POSSIBLE DANGERS AT INTERNATIONAL DESTINATIONS,
CONTACT THE TRAVEL ADVISORY SECTION OF THE U.S. STATE DEPARTMENT, (202) 647-5225. FOR
MEDICAL INFORMATION, CALL THE U.S. CENTER FOR DISEASE CONTROL (CDC), (404) 332 4559. BY

EMBARKING UPON HISHER TRAVEL, THE TRAVELER VOLUNTARILY ASSUMES ALL RISKS INVOLVED IN
SUCH TRAVEL, WHETHER EXPECTED OR UNEXPECTED. TRAVELER ISHEREBY WARNED OF THE ABOVE
RISKS AS WELL AS POSSIBLE TRAVEL INDUSTRY BANKRUPTCIES AND MEDICAL AND CLIMATIC
DISRUPTIONS, AND ISADVISED TO OBTAIN APPROPRIATE INSURANCE COVERAGE AGAINST THEM, WHICH
IS AVAILABLE AT AN EXTRA COST THROUGH THIS TRAVEL AGENCY. TRAVELER'S RETENTION OF
TICKETS, RESERVATIONS, OR BOOKINGS AFTER ISSUANCE SHALL CONSTITUTE A CONSENT TO THE
ABOVE AND AN AGREEMENT ON HISHER PART TO CONVEY THE CONTENTSHERETO TO HISHER TRAVEL
COMPANIONS OR GROUP MEMBERS.
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Network Selling

Network Selling in travel is the practice of having sub-agentswork under and for you. The most common complaints of
Outside Travel Agents is that they receive little or no respect from their host agency, do not get notification of al the
seminars and conventions available, few if any perks, little financia award, no IATAN card and most important, they do
not get paid on time.

Most host agencies are small, so their volume precludes them from getting any substantial overrides. Sincethe average
outside sales travel agent earns only 30% commission on the standard commission of 10%, not the full override as we
share with you, and often is denied the perks of the travel industry, it is easy for you to grow a network of agents that
place al their business through you. As a sub-agent of yours, you can offer 40% commission, all the benefits of travel
(Fams, Seminars, Discounts and the IATAN card), and keep the difference for yourself. For example:

Carnival Cruise $2000 per Couple Average Agency Commission 10% $200
Outside Agent gets 30% = $60
ICT Commission 16% $340

ICT Agent gets 70% =  $238

If you gave away 40% or even 50% of the standard commission of 10%:
50% of standard 10% = $100
You Keep $138
Your new sub-agent earns $40 more, and has access to everything ICT has to offer, including and IATAN card.

There are two ways to do this:

1. You can have each agent place all their business through you and then to us, or

2. They can book directly with us, using your accounting code so that all commissions go to you and you then
pay them their share. Commissions paid is a cost of doing business so no tax isincurred by you.

We will, with your approval, supply your agent, without charge, Sabre Remote (Professional).

You can gather your network of agents when meeting other agents at industry seminars, where most of the agents
attending are Outside Sales Agents or through classified newspaper ads.

Remember, there are many potentia clients in and out of your immediate geographical area who, for any number of
reasons, you will never be able to meet or sell travel to. There are also many people you know or will meet who will
know or will meet many of those same potentia clientsin or out of your area.

This can also be extended to friends and family in other parts of the country.

With 40 agents working under you, booking only one trip aweek, at an average value of only $600, your commission,
without any effort is $36,000.

REMEMBER-YOU CANNOT COVER EVERY AVENUE. UTILIZE THE PEOPLE AROUND YOU.
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EARN YOUR IATAN CARD FASTER!

Asyou know, IATAN requires commissions paid of $5000 in any 12 month period. Many agents have suggested
that if we did not deduct any costs from your monthly commission checks, like shipping charges, SABRE, etc, that
you could get to the required amount faster. At your option, we will charge al your monthly deductions to your
credit card, so that your commission checks will reflect full commissions, adding up much more quickly for your
IATAN card.

| (name) of (agency)

authorize Incentive Connection Travel and/or Incentive Connection Travel School to charge, until

canceled, the below listed credit card for any miscellaneous charges incurred by me or my agency,

rather than have this amount deducted from my monthly commissons earnings.

cc# Exp

Name on Card

Card Billing Address

City State Zip

Phone Fax

Signature

E-MAIL
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Brochure Request

We stock avery large supply of brochures from dl our Preferred Suppliers. As each new brochure comesin,
we send out an E Mall notifying you thet they are available. They are dso placed on our web site under
Brochures. To request any brochures, please E Mail Linda, Linda@ictravel.com with the name of the brochure
as listed on the web site, the quantity requested and your full name, agency, full address and accounting code.

If you are looking for large quantities for a promotion, cruise or tour nights, etc., order from the supplier but use
our name, phone and IATA. Have them sent to us with your last name and we will send them to you when
received. Except as noted below, they will not send directly to you.

It isquick and easy to order brochures from some of our Suppliers and Tourist Authorities, and some will send
directly to you. We have made arrangements with Princess, Carnival, RCCL and Celebrity to send directly to
you. See our web Ste for additiond suppliers that will ship direct. Other suppliers will only send to the office of
record. Please do not ask them to “send to you, just thisonce’. Invariably, they will change our profile and you
will suddenly be receiving dl our agents requests, documents, commission check and tons of brochures.

Thefinal sourceisICT. On our web Steisalisting of dl the brochures we have available. This pageis changed
as new brochures become available and old ones are outdated. We ship about 5000 brochures per day.
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What Agents Have to Say About I ncentive Connection Travel
See our Web Site for many more testimonids.

Hi Harvey,

| have been working with ICT for gpproximately +/- 4 years and have only had one problem over al those
years. BUT | wasthe one at faullt.

| have been able to count on Harvey, Robert, Karen and everyone onedse at ICT & any time for anything that
| could possibly need or answer any question (trust me, | can ask some dumb ones) from day one. | have never
been mis-lead nor cheated by ICT in any way and am 99.99% confidert thet it will never happen.

If any agent thinks that they can get a better ded from anyone dse, he/she hasn't done their research. For if they
had, they would have found that ICT has the best "ded" anywhere and has the best support team. We get the
best host/agent commission split, supplier commissions, travel specids, etc. that | have ever found. Find ahost
agency that gives an independent better than a 70/30 split and you'l find that they want lots of money up front
to become part of their organization. What did ICT want from me? My business, that'sit. They want my
business, expect my loyalty and get both. It'satwo way sreet folks.

| had to call the Sabre Help Desk last night and | spoke with agirl named Taylor. | was VERY impressed
when | mentioned ICT and she immediately knew our pseudo city code and was very familiar with us. She said
that "there must be a thousand of you guys'.

| had no ideathat ICT wasthat large or that well known but am very proud to be associated with such an
organization. Maybe we don't say it enough (or at dl) but thanks for dl the fantastic support that you offer and
al of the wonderful thingsthat you do for us. | redize that you folks must put in some very long hours but it
alows people like mysdf to be able to carry on afull -time or part-time profession at home that will one-day
blossom into something bigger and better. My customers think it's greet that there isatravel agent in the area
that they can contact at THEIR leisure - not the agency's. 1t makes some late hours for me sometimes but it's
darting to pay off.

Also, | was used to System One before joining ICT and then gill wasn't that familiar with S1 as the agency |
used to work through were not very helpful at dl. | absolutely LOVE Sabre - it's got to be the grestest system
out there. They have afantastic support team, the SAI lessons are gredt...| just can't say enough great things
about it.

Thanks again.

Kdly Francis
Srius Trave, Ltd
Kdly--1 couldn't agree with you morel! | have been with ICT for dmost 4 years after being with another
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agency beforethat. Believe me, ICT has been nothing but fair, friendly and exceptiondly helpful to me. The
previous agency was not only unfair but finaly investigeted by the federa government and was legdly closed
down. Finding the ICT family has been ablessng. They have offered me liahility insurance which has been a
mind easer and the commission isthe best of any | have ever investigated.

Juleen, Destination; Paradise Trave

Hi Harvey:

After reading dl the positive e-mail regarding ICT, | am motivated to put my "two cents' in. Before | became
an agent with ICT, | researched other companies that offered Travel franchises. | made the mistake and caled
one of them for information only to be constantly bombarded with harassing phone

cals. The company needed $4000.00 to start. The representative caled me so many times at work that |
eventualy asked her nicely to stop calling and I'll call her with my decision. Thet till did not deter her so |
angrily told her | was not interested. Because this has alway's been my dream to start my own travel business,
| continued to look for a better company. One day | was fedling so fed up with the politicsat my job | picked
atravel magazine and low and behold ICT stuck out! | am aso astrong believer and pray alot, so | fet that
my prayers were answered when | cdled and spoke to you. | especidly liked

the fact that there was no franchise cost, which made it very easy to convince my husband.

I have only been with ICT for sx months but | find that the support that al of you ICT have given meis
incredible. | was o excited that | told my friend and now, sheisaso with ICT. Although my business has
only begun to grow, | fed so much richer in my spirit. There are till good, honest

people out there.

Thank you al and keep up the good work!

Ann Jennings,
Faith Trave

Hi Harvey

| got acdl thisweekend from an acquaintance of my mother's-she wanted to know what travel company |
work with, as she iswanting to get started in atravel busnesstoo. She then informed me that she had done
some checking on the internet and the only company that sounded both legitimate and reasonable was "this
onecaled IC Trave."

She went on to extol the things she found so desirable about this particular company, one of which was the
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fact that "They replied so promptly to my e-mail, and they're dready sending me their manud". Of course
when | findly got aword in edgewise, she was thrilled to hear that | was dso with ICT.

Keep up the good work, al of you, its great to hear others Sing your praises too, we al know how great you are
aready!

Cherie Jensen
Travel Bargans Hotline

Harvey,

| worked with aloca agency for 10 years. It was convient because it was a half a mile down the street. It was not
great when a client walked in and asked for me. The standard response was | didn't work there. Usualy the client
booked the trip and the host agency took the sale without my recelving any compensation.

Last year the agency merged with ahuge mega agency in S. Cdlif. This agency has been buying smal agencies and
merging them into their central operation. | did afew smal sdeswith them early in 1998. However, they were dow in
paying commission aso. Shortly after that al my business was switched to ICT. My former agency's latest venture is
to discount air tickets with supplier coupons. However, the client does not get the face vaue of the coupon asa
discount. Often the discount is less than haf the coupon vaue. Certainly a practice thet is not in the best interest of the
customer. |.C.T. does not treat agents or clientsthisway.

| have found ICT to be honest and helpful in dl my sales. They have immediately corrected any problems.

Peter/Peter Brown Trave

For more testimonials, please go to www.ictravel.com and click on the link at the bottom of the
page.




