
MAKE YOUR PASSION 
YOUR PROFESSION!



why  choose   
flight  centre  travel  group   
for  a  career?

Our Product & Brand
The Flight Centre brand is one of the most recognised travel brands in Australia. 
Flight Centre Travel Group (FCTG) is an independent, Australian owned retail travel 
company. Globally we employ around 18,000 staff in countries including Australia, 
New Zealand, the United States, Canada, the United Kingdom, South Africa, Hong 
Kong, India, Dubai and China. FCTG is a growth company and we will continue to 
grow our existing brands as well as introduce new brands to the market.

Our People
Our company is our people. We care for our colleagues’ health and wellbeing, their 
personal and professional development and their financial security. We believe that 
work should be challenging and fun for everyone and through work we contribute 
to our community.

Our Customer
We recognise that our customers always have a choice.  We care about personally 
delivering amazing travel experiences. This is provided with honesty, integrity and a 
great attitude. It is the key to our company’s success. The key measure of whether we 
really are personally providing our customers with an amazing experience, an amazing 
product and a very caring service is they will return again and again.

Brightness of Future
We believe our people have the right to belong to a Team (family), a Village, an Area 
(tribe) and Nation (hierarchy) that will provide them with an exciting future and a 
supportive working community. They also have the right to see a clear pathway to 
achieving their career goals. Promotion and transfers from within will always be our 
first choice.

Taking Responsibility
We take full responsibility for our own successes or failures. We do not externalise.  
We accept that we have total ownership and responsibility, but not always control. 
As a company we recognise and celebrate our individual and collective successes.

Egalitarianism and Unity
In our company, we believe that each individual should have equal privileges and rights. 
In all our countries and all our businesses there should be no ‘them and us’.



Remaining commission 
to FCTG

(e.g. $500 - $40 = $460 to FCTG)

Sales + Targets 
With monthly targets and daily sales 
meetings, we’ll be encouraging you to 
reach goals. While this can be an 
exciting new challenge, if you haven’t 
worked towards targets or tight 
deadlines before, this will be a very 
different environment and you’ll need 
to adapt quickly.

Hours
Being a retail business means our stores 
trade at hours that are convenient for 
our customers. That means we are 
usually open 7 days a week including 
some evenings and public holidays. Part 
of the role includes morning meetings, 
conferences and events, all which occur 
outside store trading times. Work at 
Flight Centre will only work for you if 
you are able to be fl exible with your 
time.

Commitment

This isn’t a role you’ll be able to learn 
in a few weeks or months, so we’re 
looking for people to grow their career 
with us. Rewards, recognition and career 
progression are all a part of what’s on 
offer, and it will take time. Most people 
need 12 months to reap the rewards of 
the role but we will commit to supporting 
you along the way and beyond. 

You sell a customer an amazing 
travel experience valued at $5,000

You take your percentage 
of the commission earned

(e.g.Tier 1 = $40 to you)

FCTG pays the 
wholesaler $4,500.

$500 commission is 
earned from the sale 
of that experience.

UNDERSTANDING  YOUR
commitment  and  Commission

How will I be trained?
Training will be a combination of online modules, in-store modules and hands on experience over your fi rst 12 months. It will give 
you the tools for a great start, building on your selling skills, using our computer systems and an in depth knowledge of our most 
popular destinations. Your development will continue with regular training with our Development Squad teams as your career 
progresses.

What will I earn?
A First-Year Consultant receives $39,920 Guaranteed Earnings plus applicable penalty rates for weekend/evening work and 
commission. The fi rst 12 months of this role are more about learning the job than earning the big dollars (unless you’re a fast 
learner!). Because you’ll be concentrating on learning our systems and building your customer base, you may not be transferring 
much commission to start with. Some First-Year Consultants have earned over $60,000 in their fi rst 12 months, though most will 
earn $42,000-$47,000.

An example of the commission structure is below:

Commission Tier Commission Transfer %

Tier 1 10% up to Accelerator 1 ($12,000)

Tier 2 10% up to Accelerator 1 ($12,000) + 20% from Accelerator 1 to Accelerator 2 ($17,000)

Tier 3
10% up to Accelerator 1 ($12,000) + 20% from Accelerator 1 to Accelerator 2 ($17,000) + 
35% above Accelerator 2

Example:



Global company with 
a network of brands

Discounted travel 
and educationals
Enjoy holiday 
discounts and 
occasional industry 
organised trips – 
ensuring you have 
up-to-date knowledge 
of our most popular 
destinations.

On-going training 
and development
We believe in 
brightness of future. 
Participate in sales 
and customer service, 
personal development, 
airfare and product 
knowledge and 
leadership programs.

health and wellness 
products and services
Access to our professional health and 
wellness consultants, nutrition evaluations, 
discounted massage and work station 
assessments.

Buzz nights, national events 
and global conferences
You’ll have an opportunity to attend 
some of our famous events like team 
buzz nights, national events and the 
global conference.

Financial planning 
advice and services
Gain access to our own 
fi nancial planners – the 
experts when it comes 
to paying off debt, 
budgeting, home loan 
deals and mortgage 
options.

Business ownership scheme
Business leaders have the 
opportunity to buy a share in the 
success of their individual business.

A career 
that will 
take you 
places!

ALL  ABOUT  THE  benefits  
#FCTGLIFE



WHAT  IS  IT  REALLY  LIKE
TO  WORK  AT  FCTG

Every morning before the shop 
opens to the public your team will 
hold an AM Planner led by a 
member of your team. Here, you 
share achievements from the 
previous day, customer stories, your 
daily targets, along with keeping up 
to date with the hottest airline, 
hotel and supplier deals.

After being motivated by your daily 
targets, it’s time to do some prep 
work; checking emails, urgent 
updates from airlines, working on 
existing bookings and setting up 
your diary for the day of 
appointments ahead... and maybe 
a coffee to get ready for a big day!

Once those doors open for the 
day’s trading, you never know 
who's going to walk in! With a 
constant stream of advertising 
activity always underway, 
customers might bring in 
newspapers with special deals 
they have seen, mention a radio ad 
they heard or spotted on the TV.

Lunch is rarely taken at a 'set time' 
because one thing you'll learn to 
love, is the infamous 'rush hour’. 
For stores located in the CBD or 
areas with heavy foot traf�c. You'll 
soon understand just how busy 
your store can get when you 
experience your �rst rush hour 
with workers on their lunch breaks 
popping in, and the phone ringing 
off the hook.

After the lunch rush, it's usually a 
good time to take a break and 
enjoy some downtime before you 
get back to work and follow-up 
from a busy morning and perhaps 
prepare for an appointment with 
a customer.

In the afternoon you might leave 
the of�ce and head to the local 
cafe with your Store Manager as 
part of your dedicated monthly 
one-on-one meeting. These are 
designed to give you the 
opportunity to talk freely about 
your targets, and future plans for 
professional development.

After your meeting, it's back to the 
of�ce to tie-up loose ends on 
existing bookings with wholesalers, 
airlines and customers, and tackle 
any last minute booking requests 
that pop up in the afternoon.

Today might have included a 
booking for two return business 
class tickets to New York, a group 
booking onboard a European river 
cruise and a domestic 
accommodation and car hire 
package... and who knows 
what tomorrow might bring!

To wrap up a busy day creating 
amazing travel experiences it’s time 
to share your wins, and learning 
opportunities with your team 
in a PM planner.

CHeck out the life of a flightie,
and follow us: PEOPLEOFFCTG
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EXPERT  TIPS FOR SUCCESS

How do I build inquiry and a customer base?
Sales leads come from many sources; phone, email, and as walk-ins. Each interaction 
with a customer is an opportunity to provide outstanding customer service which will 
help to build your customer base.

Send your e-business card to a customer within 5 minutes of consultation to create 
that person to person connection. Building a strong connection and with your 
customers by providing exceptional service and offering genuine interest is crucial to 
your success, and can increase your chances of repeat and referred customers.

Be proactive by being your own business development manager. Whether you are at 
a BBQ, school fete or your local cafe, let people know that you work in travel and that 
you would love to be their personal travel expert.

What support and resources are available to me in store?
We have an online learning system that gives you access to everything you need to 
know to develop your travel expertise, including learning modules on top-selling 
destinations, airlines, and personal and professional development. 
You will have daily and weekly sales meetings, where you will gain additional training 
on current products and deals. You’ll also receive support and guidance to help you to 
achieve your sales target. 
Every month, you will have the opportunity to meet with your Store Manager 
in a ‘one-on-one’. This meeting is all about you, your journey, and your personal 
development and training. This will be your opportunity to be open with your Store 
Manager in how they can best support you.

What learning and development opportunities are available to me?
Before you join your new team in a store you will undergo our Welcome Aboard 
Program to get you ready for your new role as a Travel Sales Consultant. Once you’ve 
settled in and are ready for your next opportunity for learning and development our 
award winning teams will be there to discuss your learning pathway and map out a 
plan for you.

We offer access to nationally recognised qualifications through our in-house business 
school as well as specialist and leadership training and coaching and mentoring 
programs. All you need is the determination to succeed and the discipline to invest 
time in your learning.

How do I make a great first impression? 
Present yourself as a professional by ensuring your uniform is to standard and looking 
neat. Greet your customers with a smile, introduce yourself and be sure to remember 
their name. Listen to what your customers have to say, and show genuine interest. 
Ask open-ended questions to understand your customers’ needs. This will help you 
to build rapport and make sure your customers know you are available to support as 
their personal travel expert.


