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This award recognises the cruise sales executive who displayed outstanding conduct in providing impeccable 
agent support services.

Eligibility Criteria:
• Entrants must demonstrate that they sell to at least one (1) agency group. 
• They must also be a sales executive and not in an administration or office role or be a customer service 

representative.

Winner Determination
• Nominees are encouraged to submit a video addressing the submission questions, with a maximum running 

time of 20 minutes. Nominations are to be uploaded to a video hosting site (Youtube, Daily Motion, Vimeo) 
and the link is to be submitted to AFTA via the submission form. The video does not need to be professionally 
produced however, please speak loudly and clearly. Alternatively, nominees may provide a written submission 
totaling no more than 2000 words. Written submissions are also to be uploaded, as a PDF, to AFTA via 
the submission form. All submissions will be assessed by an Independent Reviewer and the top 5 scoring 
nominees will proceed as finalists. 

• Finalists will be required to attend a virtual interview, between 15 - 25  August, and asked to expand on 
key points of their submission. Each finalist will be asked specific questions following feedback from the 
Independent Reviewer and Industry Panel. 

• The winner is determined by the finalist with the highest combined score.  

Submission Questions
Please answer the questions in the order asked:

1. Please provide a general overview of yourself and how this contributes to your role as a sales executive.
Provide details as to:
• Experience in the industry, including roles held and time frames
• Strengths and skills you bring to your role
• Career values e.g., collaboration, professional development, networking

2. How have you displayed outstanding conduct?
• Provide examples of activities that demonstrates your commitment to  
 the travel agents within your portfolio. 
• Outline the success or benefits to those agents.

3. What do you believe we, as a sector, should do to encourage more people  
into the travel industry?  

4. Why do you believe you should be a NTIA finalist?




