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TOP SUPPLIE;
SALES REPS

helpful and knowledgeable supplier sales representatives
to keep them in the loop about all factors of the industry?

TRAVEL INDUSTRY SALES REPS are perpetually
balanced on both sides of the business. They must know
every detail about their company, and know exactly what
travelers need so that an agent can properly sell that
resorv/hotel/cruise/tour to their clients, They are a vital, and
often underappreciated, part of the industry, keeping both
their companies and their agents happy and in business.
This past spring we ran a survey on TravelAgentCentral.
com, asking our readers 1o nominate their picks for the best
supplier sales reps in individual sectors of the travel busi-
ness. The response was overwhelming: With nearly 800
voles across a wide range of categories, you told us who

taught you the most, who helped you sell tours and destina-

tions and cruises, who was there when you needed them,
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and who went that extra mile for you.

Alter many long days and nights of sorting through bal-
lots and crunching numbers, we are pleased o bring you
the results. In this issue, we celebrate the top sales reps in
each category, as well as the top runners-up. (Note: Two
categories—Car Rental and Tourist Board—had such a wide
divergence of nominees that only the top vote getters are
reported here.) These are the people who reach out to you
regularly, who step up to the plate for you, who make cer-
tain that you'll know exactly what te offer your clients.

Join us in congratulating all your top supplier sales reps,
and start thinking about who you'd like o see on these
pages next year.

—REPORTED AND COMPILED BY JENA TESSE FOX AND MICHAEL BROWNE
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Tom LaVaccare

Sales Trainer

EXECUTIVE TRAVEL EXPERIENCES

#2 Since 2003, Tom LaVaccare has repre-
sented such properties as the Greenbrier,
Blackberry Farm, The Inn at Palmetto Bluff,
Watercolor Inn, Colonial Williamsburg, The
Broadmoor and Barnsley Gardens as a sales
trainer with his company, Exclusive Travel
Experiences. He educates, equips and assists
travel professionals in booking properties

for their clients, rather than following a traditional sales role. After years

Pauletta Kaufman

Director of Travel Industry Sales

THE RITZ-CARLTON HOTEL C0., LLC

#1 Pauletta Kaufman has been with The Ritz-Carlton Hotel Company since

2001. After graduating from Eastern Illinois University with a BA in Com
munications, Kaufman begun her career in murlf.eh'ng and Udverﬁsing with
st prior to joining Ritz-Carlton, she held sales positions

within the cruise indu‘dr}f and with The St. Regis Hotel, Los Ange|e§. In her
current role, she is responsible for travel industry and agency sales in the
western region. Among her other achie , she is a Pinnacle Member
s Club Achie Charity Ligison for
Prost Society’s Los Angeles Chapter, Los Angeles Triathlon Club Member
and Certified Scuba Diver

“Pauletta is creative in her methods of se”ing and getting us to sell her
hotels,” one agent scribing her as “not only fun, but @ wealth of

n's Circle, Presid

he|p and support.”

Michael Tighe
Business Development Manager - Northeast

COUPLES RESORTS

#4 Michael Tighe has been the Business Development Manager at
Couples Resorts for the Northeast for seven
years. He is based in New York City.

Tighe does not feel that this recognition
is his alone, but rather a team effort, “The
staff at all four Couples Resorts in Jamaica,
on the phone and on the road, all strive and
continue to surpass the highest levels of
service, responsiveness and friendliness to

in executive sales and training positions at the luxury resort level, he
opened ETE to serve the leisure travel community as a liaison for his
resorts, and has counseled more than 7.800 agents.

all our guests and to all our travel agent pro-

fessionals,” he says. Agents selecting Tighe

praised his “positive attitude.”



