
	

	

 
3 ways incentive travel delivers a robust return on investment 
If your business is considering adding a travel incentive to boost sales performance, you 
might be questioning the potential return on investment. In other words, will you gain a 
profit on that investment? And if so, how?  

Incentive travel is actually a robust investment. According to a recent SITE Foundation 
and Sales and Marketing Management Magazine survey, 95.5% of the surveyed 
companies who use incentive travel said the programs were very effective or effective in 
achieving their goals. As a result, 46% of the respondents have used incentive travel for 
10 or more years. In terms of direct return on investment, an Oxford Economics USA 
study showed that incentive travel led to a return of more than $4 to $1.  

Its clear companies are finding value in incentive trips, but where’s the value coming 
from? Here are three ways incentive travel can provide benefits for your business.  

Incentive travel outdoes cash 
Studies found that salespeople were more motivated to obtain incentive trips, even 
among those who didn’t end up receiving one, than cash rewards.  

The main reason? Cash doesn’t have long-term value.  

When an individual receives a cash reward, it enters their bank account, and it’s seen 
as “just” cash. The person will spend the cash at the mall or grocery store, but won’t 
equate the extra money with their performance at work. Incentive travel is tangibly 
connected to their job performance and encourages them to work even harder.  

With the incentive trips at the forefront of employee and a salesperson’s motivation, 
they’ll work harder to meet sales goals and often even exceed expectations.  

Deeper ties equal better performance 
Everyone wants recognition for their hard work, and they want to feel like they’re a part 
of the organization’s mission. Travel is a great way to celebrate and appreciate your top 
performers, keeping them happy, loyal and performing at a high level. 

Leadership should set aside time to interact with attendees during the trip and bring 
them onboard with the company mission. It might be hard work to network at that level, 
yet the salesperson’s relationship with the organization will be strengthened and lead to 
consistent or improved performance.  

 



	

	

 

Salespeople are naturally competitive, and one trip will lead to the desire to earn 
another. The seed has been planted for that person to strive for the next year’s sales 
goals. They don’t want to be left out, and their performance should increase as a result, 
meaning more sales for your organization. 

And in a labor-tight market, having an incentive trip may help your company obtain 
greater sales as the employee continues to work hard toward their goals. A top 
performer who received an incentive trip or is close to one may stay with your 
organization and continue to perform, even when other companies try to lure them 
away.  

Lifetime memories 
Travel incentives are memorable and they’ll stick with your qualifier long after the trips 
are finished. They’ll talk about their experiences, which is likely to create a Fear of 
Missing Out (FOMO) effect for others, encouraging them to reach the sales or 
performance goals needed to become part of the “In Crowd.”  

Those who don’t win will feel compelled to outperform previous winners and receive 
their own once-in-a-lifetime experience. The ones who did win a trip will be driven to 
stay in the circle and will perform accordingly. The end result is a competitive, highly 
productive team that is dedicated to the organization’s mission. And the memories 
they’ve made on the trips will last a lifetime — that’s priceless and will keep them 
coming back for more.  


