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April 2024 saw 133 lakh 
domestic air passengers in India, 
21% higher than  
pre-COVID levels: ICRA

Tamil Nadu sees tourism surge 
with 97% rise in foreign arrivals 
in 2023 vis-a-vis 2022

India’s medical tourism 
estimated to surpass  
US$ 50,671 million by 2034: 
Future Insights Market

‘GCC Grand Tours’ to allow 
travellers visit all 6 Gulf  
countries and stay for over 30 
days, says UAE Minister

‘Slow travel’ gains traction 
as prominent travel trend, 
Ahmedabad among Asia’s top 
destinations for 2024

Goa showcases holistic approach 
for sustainable tourism at ATM, 
exhibitors forge value tie-ups

Over 40 Indian trade partners to 
attend Africa’s Travel INDABA, to 
be held from 13-15 May

NewsTourism

Taking forward the Travel 
Agents Association of In-
dia’s (TAAI’s) aims and ob-

jectives, Jyoti Mayal, President, 
TAAI, said, “TAAI always believes 
in doing better and contributing 
more to the industry through our 
efforts. We always look for how 
the tourism sector can be better 
with our meetings with different 
stakeholders, including the Minis-
try of Tourism, Government of In-
dia, travel agents and airlines. We 
keep communicating with them, 
so that the process of ease of do-
ing business become smooth.”

Sharing details of what TAAI has 
done in the past one month, Mayal 
said, “We went to Srinagar and dis-
cussed how tourism can be made 
better and robust industry in Kash-
mir, not only in the terms of earning 
revenue but also in terms of deliv-
erables. We also stressed on better 
infrastructure for the UT to attract  
more tourism.” 

Underling the importance of TAAI 
in the promotion of Indian tourism, 

Mayal said that TAAI had done 
multiple roadshows in the past few 
months in countries like Türkiye 
and Sri Lanka. “We are in talks with 
more nations to do outbound road-
shows and that is how we bring 
value to our members,” she added.

Speaking about the inbound 
tourism, Mayal said, “To attract 
inbound and promote domestic 
tourism, we have carried out a se-
ries named ‘Pathshala’ with MOT 
in Southern India. With the help  

from them, we will now be able 
to take the series forward to 
other states across India. Be-
sides, we have been in continu-
ous dialogue with VFS and BLS, 
who are our visa partners.” She 
added that TAAI has also been in 
contact with the ambassadors of 
many countries to ease visa for  
its members.

TAAI has added over 550 member-
ships in recent months, and keeps 
on organising educational programs 
to upskill its members. It recently 
signed an MoU with the Cambodia 
Association of Travel Agents. 

TAAI claims that constant communication with members is key. 
The association is regularly working with states & UTs, as well as 
organising roadshows for members across the country.

‘Talks with stakeholders key’

Surbhi Sharma

The Travel Agents Association 
of India (TAFI) has managed 
to add 183 new members 

over the last two years to its exist-
ing 1,400-odd members distributed 
across 12 chapters. Giving more 
information on this, Ajay Prakash, 
President, TAFI, says, “The new 
members are in chapters other than 
Mumbai and Delhi, which shows 
that our chapter teams are doing 
good work. New members indicate 
that the trade believes TAFI is an 
organisation worth belonging to.”  

Moreover, for the first time ever, 
TAFI Western India Region organ-
ised a ‘Stakeholders Showcase’ in 
Mumbai, which brought together 
eight key suppliers like DMCs, ho-
tels, OTAs, and destinations, and 
more than 100 TAFI members for 
a unique one-on-one networking 
experience. Prakash says, “We 
hope to host many more tabletop 
meetings like this in future. No as-
sociation has done this so far. The 
Western India chapter took the lead, 
and within four or five weeks, our 

Gujarat Chapter replicated it, albeit 
on a larger scale in Ahmedabad. It 
was an immersive experience filled 
with opportunities for networking 
and collaboration.” 

This was the first time it organised 
the B2B tabletop meet that saw 22 
exhibitors, and more than 80-odd 
members participated from across 
Gujarat like Mehsana, Vadodra, 
and Surat. TAFI Western India also 
organised an educational eve-
ning for its members in Mumbai. 

Sponsored by Global Destinations, 
the event saw presentations from 
Fernando Heredia Noguer, Consul 
General of Spain, in Mumbai, as 
well as Elisa Robles Fraga, Direc-
tor - Spain Tourism Board (Tourism 
Counsellor - Embassy of Spain 
India). Also present at the event 

were BLS representatives and Visa 
Heads from the Spain Embassy. 
Apart from this, TAFI’s North India 
Chapter also conducted a meeting 
in Delhi, which saw over 120 mem-
bers meeting representatives from 
airlines, BLS and VFS Global. 

With 12 chapters across India, TAFI has done commendable 
work. It has managed to add not just 183 new members in India 
over the last two years, but also organised unique events.

TAFI adds 183 new members

Hazel Jain

Ajay Prakash 
President 
TAFI

The new  
members are in 
chapters other 
than Mumbai 
and Delhi, which 
shows that our 
chapter teams are 
doing good work

What are the top destina-
tions Indians are plan-
ning to visit this year?

Indian travellers are eager to 
explore a diverse range of do-
mestic and international desti-
nations, each offering its unique 
allure and experiences. While 
preferences may vary based on 
individual interests and travel 
trends, certain destinations 
stand out as perennial favourites 
among Indian globetrotters.

Some of the top domestic des-
tinations preferred by Indian 
travellers include Goa, Kerala, 
Rajasthan, Himachal Pradesh, 
and Uttarakhand. On the other 
hand, top international desti-
nations favourite among In-
dian travellers are Dubai, UAE,  
Singapore, Thailand, and Swit-
zerland. While these destina-
tions remain popular choices 
among Indian travellers, it's 
essential to acknowledge the 

dynamic nature of travel prefer-
ences and the influence of fac-
tors such as seasonal trends 
and emerging destinations.

Have you experienced an in-
crease in bookings from your 
clients recently?
Indeed, RezLive.com has wit-
nessed an increase in bookings 
from our travel partners. This 
positive trend underscores the 
resilience and adaptability of 
our network of agents, as well 
as our ongoing commitment to 
providing them with exceptional 
support and solutions. The key 
factors that contribute to this 
increase are our continuous in-
vestment in enhancing technolo-
gy and user experience, expand-
ing our product offerings to meet 
diverse demands, providing per-
sonalised support and training to 
our agents, and remaining agile 
in response to market dynamics 
and trends. Moving forward, we 
remain dedicated to supporting 
our agents and fostering strong 

partnerships that drive mutual 
success and growth.

What are the key demands of 
your travel partners?
The key demands of our travel 
trade clients encompass a vari-
ety of factors that are essential 
for their success in the dynamic 
and competitive travel indus-
try, including comprehensive 
inventory, competitive pricing, 

user-friendly technology, reliable 
support, flexibility and customi-
sation and data & insights.

How are you engaging with the 
travel trade for business?
We prioritise proactive and 
meaningful engagement with the 

travel trade to foster strong and 
mutually beneficial partnerships. 
Through ways of partner train-
ing and education, dedicated 
account management, feedback 

and collaboration, participation 
in industry events and technol-
ogy integration & innovation, 
we engage with the travel trade 
for business, aim to build trust, 
foster collaboration, and drive 
mutual success for our partners 
and RezLive.com.

Among leisure, business, or 
group travel, which category 
has seen a surge in demand?
Based on recent trends and 
observations, leisure travel has 
seen a significant surge com-
pared to business or group travel. 
The surge can be attributed to 
several factors such as pent-up 
demand, remote work and flex-
ible schedules, shift in preferenc-
es and travel deals & promotions.

Are there any new develop-
ments at Rezlive?
Our latest achievement is the 
launch of our NEW UI, which 
gives a refreshing look to the 
platform. It also significantly im-
proves its speed.. 

Leisure travel sees significant surge
RezLive.com, a B2B global reservation system, is committed to providing support and solutions to its travel partners. 
In an interview with , Jaal Shah, Founder & Group Managing Director, Travel Designer Group, shares travel 
trends, plans to engage with travel trade partners and new developments at the company. 

Surbhi Sharma

Jaal Shah 
Founder & Group Managing Director 
Travel Designer Group

This positive trend 
(rise in bookings) 
underscores the 
resilience and 
adaptability of our 
network of agents 
and the support 
extended to them

We are in  
talks with more  
nations to 
do outbound 
roadshows and 
that is how we 
bring value to our 
members

Jyoti Mayal 
President 
TAAI


