
At Prestige Cruise Holdings (PCH), our two cruise brands 
– Regent Seven Seas Cruises and Oceania Cruises – fully 
appreciate the challenges that travel agents face today in 
managing the issue of rebating. Travel agents are increasingly 
faced with the difficult decision of whether to rebate a portion 
of their commission to protect a booking after investing 
marketing resources, time and intellectual capital to secure 
and service that booking, or risk losing the booking and their 
hard earned commission to another agent. Many of you have 
expressed considerable frustration whenever a competing 
travel agency lures away your customers with discounts or 
amenities that you refuse to match.

From our perspective, rebating creates confusion in the 
marketplace as it results in lower margins for agents and leads 
to a wide spectrum of prices and value-adds being offered for 
the same stateroom. Consequently, consumers are uncertain 
as to what they should expect to pay for a cruise and travel 
agents are uncertain as to what price to quote them. The 
result: confusion among consumers, frustration among travel 
agents and cruise lines wishing that their most important 
partners were focused on articulating the brand and value 
proposition of their respective lines rather than discounting 
product.

At PCH we believe that supporting travel agency economics is 
as good for our business as it is for yours, because an upscale 
cruise vacation is a product that is sold, not bought. Our value 
propositions needs to be understood, not discounted. And 
more important than at the larger cruise lines, our success 
is very dependent on the travel agent’s ability to learn and 
understand the wants and needs of cruise prospects, to know 
and be able to articulate the points of distinction, to match 
the prospect with the right cruise and ultimately, to close and 
service the customer over the many months from booking to 
sailing and start the cycle again when they return home.

In recent weeks, we reached out to many of our agency 
partners to solicit opinions and suggestions on how to address 
the important subject of rebating. What came through loud 
and clear was that the agency community is looking for more 
leadership from suppliers to preserve pricing integrity and 
to reduce the advantage some agencies have over others in 
being able to compete for business via price once another 
agency has already invested considerable resources to secure 
and close a sale. We learned that it’s not just the “Mom-and 
Pop” agencies that are adversely impacted by rebating…that 
many large agencies are reluctant rebaters who would much 
prefer to reinvest a portion of their commission into servicing 
their existing business and to actively promote and secure 
new business rather than giving it away to savvy shoppers in 
rebating situations. 

Based on the feedback we received from the trade, Regent 
Seven Seas Cruises and Oceania Cruises are pleased to 
announce the following comprehensive policy to mitigate 
rebating:

1. No travel agency or company may advertise or promote to 
the general public the cruise lines’ products online (including 
on websites with restricted/ membership-only access), in print, 
or by any other means, at a price or at a percentage off which 
is less than the cruise line’s published price or the pricing 
contained in an active group contract issued to the travel 
agency. Published price is defined as that which appears on 
the cruise line’s website.

2. Final payments must be in the gross amount due.

3. A travel agency may advertise amenities (over and above 
approved group related amenities) provided their total value 
does not exceed 5% of the cruise fare being advertised. 

4. If a reservation is transferred to another travel agency (or 
is cancelled and rebooked) within 30 days of the reservation 
date and before final payment, the receiving travel agency will 
be paid a 10% commission. 

5. If a reservation is transferred to a travel agency (or is 
cancelled and rebooked) more than 30 days after the booking 
was made or anytime inside the final payment window, a 10% 
commission will be paid to the originating travel agency and 
no commission will be paid to the receiving travel agent. 

6. This same policy (numbers 4 and 5 above) will hold for 
bookings made without an associated travel agency except 
that when there is a transfer, the receiving travel agency will 
be paid full commission (instead of 10%) for transfers within 
30 days of the reservation date and before final payment.  

7. The cruise line reserves the right to reduce commissions 
and/or marketing funds, cancel or deny group contracts or 
take any other actions it deems appropriate if a travel agency 
violates this policy.

This policy will become effective on May 1, 2012. 

We realize that there are many different viewpoints on the 
issue of rebating and that any cruise line’s policy will be 
met with praise by some and criticism by others. Hopefully, 
having developed this policy with input from numerous travel 
partners, we’ve found an approach that will significantly 
reduce rebating and protect the economics of those agencies 
committed to building their business based on the quality of 
the service they provide their customers. 
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Anti-Rebating Policy FAQs

1. May I advertise your cruises at a discount?
No, however, amenities may be advertised. The value of the 
amenities cannot exceed 5% of the value of the cruise fare.

2. What if I advertise a discount of no more than 
5% of the cruise fare?  
This is not permitted. 

3. May I advertise a percentage off of your fares as 
long as I don’t state an actual discounted price?  
No. Neither dollars off nor percentages off of cruise fares 
may be advertised. 
 
4. May I advertise my group amenities? 
Yes, you may advertise any group amenities    
reflected in your group contract. 
 
5. May I advertise amenities included in a special   
promotion my consortium has with you? 
Yes, you may advertise any amenities included in a promotion 
authorized by Oceania Cruises or Regent Seven Seas Cruises. 
 
6. If I don’t have a group, am I allowed to advertise   
a shipboard credit or prepaid gratuities? 
Yes, as long as the total value does not exceed 5% of the 
value of the cruise fare being advertised. 
 
7. May I advertise amenities above and    
beyond those I’ve been given for my group? 
Yes, provided the total value of the additional    
amenities does not exceed 5% of the value of the   
cruise fare being advertised. 
 
8. May I advertise category upgrades? 
Only if the value of the upgrade does not exceed   
5% of the value of the cruise fare being advertised. 
 
9. If I move to a different travel agency and want to transfer  
(or cancel and rebook) clients I booked at my first agency, 
will I earn a commission for the booking?  
If the transfer or rebooking is made within 30 days of the
date the original reservation was made, then the receiving
agency earns a 10% commission. If the transfer or
rebooking is made more than 30 days after the date the
original reservation was made, then the receiving agency will
earn a 10% commission only if the originating travel agency
agrees to forfeit their 10% commission. We recognize that 
employment agreements that address the transfer of bookings 
may exist between travel counselors/independent contractors 
and travel agencies, and this policy is not intended to 
supersede those agreements.

10. If I make a booking and it’s transferred to another travel 
agency within 30 days of the reservation date, will I receive 
any commission for it?
No. This new policy provides the clients with a  reasonable 
window of time (30 days) during which they can select 
another agency to service their needs throughout the often 
lengthy period between booking and sailing, and the  
receiving agency will earn a 10% commission.

11. If I make a booking and it’s transferred to another travel 
agency more than 30 days after the reservation date, will I 
receive any commission for it?  
Yes. Our policy encourages clients to remain with the agency 
that originally made their booking. The agency that invested 
the resources to sell and service the client will receive a 
10% commission for the booking.

12. If a booking is transferred to another agency more than 
30 days after the reservation date, why don’t you pay the 
second agency any commission? 
By paying no commission to the second travel agency, we’re 
making it very difficult for an agency to lure away clients 
already booked with another agency. Our policy promotes 
the likelihood that the clients and the commission will remain 
with the agency that made the booking.  

13. If Oceania Cruises or Regent Seven Seas Cruises 
generates a booking that is not affiliated with a travel 
agency and that customer transfers their booking to my 
agency for servicing, will I be paid a commission on it?  
Yes, you will be paid your full agency commission as long as the 
booking is transferred within 30 days of the reservation date.

14. Is the 30-day time frame based on the date the reservation 
is made or the date the deposit is given? 
It is based on the date the reservation is made.

15. If I send a check for final payment, can it be in the net 
amount due?  
No. Final payments made by check or credit card must be for
the gross amount due. Please note that Regent’s policy is to issue 
commission payments four weeks prior to sail date. Oceania’s 
current policy is to issue payments two weeks prior to sail date. 
Oceania has changed its policy to issue payments four weeks 
prior to sail date starting with sailings departing after June 1, 2012.

16. If I see that another agency is violating your rebating 
policy, may I do the same in order to be competitive?   
No. Please advise our Sales Department and we will  
follow-up with the offending agency and inform them that 
no commission will be paid on bookings generated by  
advertising that is in violation of our Anti-Rebating Policy.


