
 
 
 
 
 

Discover England Fund 
 

Delivering world-class tourism products and services to consumers 
 

Your Guide to Package Travel Law 
 

1. Introduction 
 
This guide explains in general terms what you need to think about if you are 
marketing your Discover England Fund (DEF) funded tourism products and 
services direct to consumers. 
 
The most important thing is to understand whether or not your chosen 
business model means you will be creating and selling package holidays or 
tours as defined by the law (we’ll refer to these as ‘packages’).  
 
Even if you don’t think you are selling packages you should read on.  
 
If you are organising ‘packages’ according to the legal definition, even if that 
was never your intention the law will apply to you. 
 
It doesn’t matter whether or not you actually use the word ‘package’ to 
describe what you are selling. The important issues are what services you are 
actually offering to customers, how those services are offered, how they are 
priced, and the choices the customer has about what to buy. These things are 
explained in more detail below. 
 
It makes no difference whether you are selling leisure or business travel 
arrangements, incentives, conferences, educational weekends, school trips 
etc. It also makes no difference whether the services you sell are for profit or 
not.  
 
If you are selling packages that you have organised yourself then it’s very 
important that you understand the law as this sets out your detailed 
obligations to customers. These include the legal liability you have for the 
quality of all those products and services you are selling, the information you 
have to provide to consumers, and the financial protection you have to put in 
place to ensure that the money customers pay in advance is protected. 
 

2. So, how do you know if you are organising ‘packages’? 
 
Across the EU anyone who sells packaged holidays or tours must comply with 
European law. The EU Package Travel Directive 1990 (‘the PTD’) sets out the 
obligations of package ‘organisers’ to their customers and is binding in all EU 
Member States and in EEA countries.  
 
In the UK the PTD was implemented in domestic law by the Package Travel 



 
 
 
 
Regulations (‘the PTRs’) 1992. The law across Europe will be very similar to 
that in the UK.  A good introduction to your obligations under the UK law is the 
Package travel regulations: guidance for organisers and retailers. Originally 
published in 2006 this has been updated recently by the Department for 
Business, Energy and Industrial Strategy (BEIS). 
 
The law defines a package as a pre-arranged combination of at least two 
of the following components when sold or offered for sale at an inclusive 
price, and when the service covers a period of more than twenty-four hours 
or includes overnight accommodation. The components are: 

 transport - e.g., rail, bus, coach, boat, flights, car hire, etc; 
 accommodation - e.g., a hotel, B&B, pub, hostel, campsite, etc; 
 other tourist services - e.g., anything from event tickets, scheduled 

sightseeing tours, tourist guides, entry to museums, historic houses, 
gardens, to experiences such as wine tasting, and rock climbing. In 
short, potentially any other activity. To qualify as separate components 
the law says these other services must not simply be ‘ancillary to’ 
transport or accommodation and they must compromise a ‘significant 
proportion’ of the package. 

 
It is highly likely that in reality these different components will be supplied by a 
number of different suppliers. That’s not unusual in the tourism sector. 
However, if they are organised or put together by you, and you offer or sell 
them on to consumers, then in law you will be the package organiser. 
 
You won’t be a package organiser if you: 

 sell individual travel services separately, even if all at the same time 

 only sell packages offered by other tour operators and the customer 
makes a contract with them and not you. 

 
You will be a package organiser if you: 

 create your own packages by combining travel services and offering 
them for sale 

 create your own packages to combining travel services and setting 
your own price 

 put together tailor-made arrangements and charge a single inclusive 
price which is not simply the aggregate price of the individual parts. 

 

3. The key questions to ask yourself 
 
* Are you selling services direct to consumers? 
- If not, then the law on packages is unlikely to apply to you. What you sell will 
not automatically be a package if you make it very clear to customers that 
they will be making separate contracts with different suppliers such as a hotel, 
a coach company or car hire provider and an attraction organiser. 
 
If you are intending to act simply as agent for those suppliers then you are 
unlikely to be caught by the law. But you must make sure that the customer 

https://www.gov.uk/government/publications/the-package-travel-regulations-question-and-answer-guidance-for-organisers-and-retailers


 
 
 
 
knows who the suppliers are and that the customer knows who they are in 
contract with for each of those components. And you must pass on the correct 
confirmation documents and term and conditions t the customer. 
 
Similarly, if you are proposing to source products and services, such as entry 
to gardens and events and historic or quirky places to stay on a particular 
tourist trail that you’ve designed, or in a particular region of England, and then 
offer these to other tourism businesses to sell on to their own customers, then 
you should not be caught by the law.  
 
* Are you selling at least two of the components or services set out above?  
- If the answer is no, for example because you are only offering tickets for 
excursions or events then this is not a package. 
- If yes, then read on. 
 
* Do the components you are selling cover a period of more than 24 hours or 
include overnight accommodation?  
- If not, then what you are selling is not a package. So a trip made up of 
transport and other tourist activities - e.g., coach transport to a cultural event 
plus a ticket for the event - will not be a ‘package’. 
- If yes, then read on. 
 
* Is the combination of components pre-arranged? 
- Pre-arranged does not only apply to components put together in advance, 
egg in a brochure, but also combinations put together based on the 
customer’s requirements. So prearranged covers cases where the 
components have been put together well in advance of contact with the 
individual customer, and also those where they are not put together until right 
up to the moment when the parties reach agreement and conclude a contract. 
 
* Are you selling or offering the components for sale at an all-inclusive 
price?  
- If not, then the law may not cover you. 
- If yes, then read on. 
 
* If you are selling two or more components as described above, does your 
customer know the price of each separate component? 
- If not, then this will be a package. 
 
* If your customer does know the price of each separate component, are they 
free to pick and choose which components they wish to buy and to not 
purchase others? 
- If not, then this will be package. 
 
* Does it matter where the customer is based? 
- If you are selling to consumers in the UK you must comply with the 
requirements of the PTRs.  
 



 
 
 
 
- If you are selling to customers outside the UK but within the EU each 
EU Member State will have similar requirements to the PTRs in the UK. The 
PTD binds all EU member States and countries in the EEA. 
 
- If you are selling to customers outside both the UK and the EU/EEA 
The EU law would not automatically require you to provide all this protection if 
your customers are in the USA, South Africa, China or India for example. 
However, you will have to consider if there are any legal requirements that 
you must comply with in the country where your customers are based. You 
should always check with the relevant authorities in the country that you wish 
to transact with to ensure what laws will apply to your business. There will be 
general trading requirements and potentially requirements to protect your 
customers’ money. 
 
But be careful, the advice from the UK Department for Business, Energy and 
Industrial Strategy is as follows: 
 
 “It is not necessarily the case that, where the consumer who is buying 
 the package is outside the United Kingdom, the package will 
 necessarily be sold or offered for sale outside the United Kingdom. 
 Individual cases will turn on their own facts.” 
 
* Are you selling additional products and services to consumers once they are 
in the UK? 
- You may want customers to add to their experience once they are in the UK. 
Even if you organise incoming tours to customers outside the UK or EU, if you 
then sell a package to someone who has already arrived in the UK, that 
package will fall within the scope of the PTRs and you will have to comply with 
all the responsibilities of a package organiser.  
 

4. What are your responsibilities if you are selling packages? 
 
The law puts clear requirements on package ‘organiser’ covering a number of 
areas: 
 
* Financial protection 
You must put in place arrangements that ensure that the money your 
customers pay you is protected in the event of your insolvency and customers 
must be able to get a refund of their money or be repatriated as appropriate.  
 
You can do this in one of three ways. First, you could provide a bond to an 
‘approved body’ (in the UK these are ABTA, the Confederation of Passenger 
Transport, and the Association of Bonded Travel Organisers Trust). Secondly, 
you can take out an insurance policy to protect your customers’ money. 
Thirdly, you could place your customers’ money in a trust account. 
 
If you are based in the UK and are selling flight-based packages to UK 
customers then the financial protection you need is an Air Travel Organiser’s 
Licence (ATOL). These are issued by the Civil Aviation Authority (CAA). 

https://www.caa.co.uk/ATOL-protection/Information-for-the-trade/


 
 
 
 
 
* Liability for the proper performance of the services 
You will be liable for the negligence of your suppliers, even if what they do is 
completely outside your control. 
 
If you have sold a package holiday, you are liable directly to the customer for 
all the services – for example, car hire, accommodation, transport and tickets 
- as long as they were part of the package you arranged for your customer. 
 
* Information and changes to the arrangements 
The law provides other important protections concerning the provision of 
information to your customers and the terms of the contract with consumers. 
 
You must give certain information to potential customers before they book 
with you. These information requirements for package organisers are very 
specific and cover: 
 
- Passport and visa requirements, including the length of time it’s likely to take 
to obtain the passport or visa 
- Health formalities for the journey 
- The financial protection that applies to their booking covering refunds and 
repatriation, and 
- The booking conditions that apply to the booking. These must be in writing 
and contain a number of specific things set out in Schedule 2 to the PTRs.  
 
In addition to information you have to give before the contract is made, there 
are requirements covering the following: 
 
- information you must give customers about transport connections and 
itineraries organised as part of the package 
- contact details you must provide for the customer to call if they need 
assistance. 
- your ability to change the price of the package once booked. This restricts 
your ability to pass on increases in the costs you have to pay to your 
suppliers.  
- your ability to make significant changes to the package, and your obligations 
to customers if you do. This would cover things like overbooked 
accommodation, changes to transport schedules etc. 
 

5. Key reminders 
 

 You need to be clear what kind of business you are doing and 
understand what this means in terms of your liabilities. 

 If you’re creating your own packages by combining elements and 
offering them for sale you will be a package organiser. 

 If you’re creating your own packages by putting together tailor made 
arrangements and charging a single inclusive price, which is not simply 
the aggregate price of those different components, then you will be a 
package organiser. 

http://www.legislation.gov.uk/uksi/1992/3288/schedule/2/made


 
 
 
 

 You may be intending to do a mix of these. If that’s the case then you’ll 
be a package organiser for some sales but not others.  

 

6. A worked example 
 
You are offering to put together a combination of the following for customers 
who contact you: 
 

- a planned route across England, 
- transport for that route (e.g. coach, rail, car hire, cycle hire) 
- some accommodation at key places along the route 
- tickets for attractions or events along the route 
- some meals at famous pubs or restaurants 

 
When potential customers contact you they ask what the trip will cost. You tell 
them that the cost depends on what they want to do. You then help them to 
plan a route and itinerary. If the customer buys just one element, car hire say, 
then clearly that one service wouldn’t be a package holiday. 
 
If, having paid for one element, the customer subsequently decides to take 
another of the services, some accommodation at the places you have sourced 
along the way for example, then the position is the same. And this would also 
be the case if they later booked some attraction entry tickets. If the customer 
has the choice of whether to buy individual components and which ones to 
buy, then this is unlikely to be a pre-arranged combination, sold at an 
inclusive price. 
 
If there are three separate invoices for three separate contracts, car hire, 
accommodation and attraction tickets, say, it makes no difference if the 
customer pays for all of these at the same time once they’ve finally decided 
what they want. It is unlikely to be a package. 
 
So if your customer understands that they can purchase any one or more of 
the services you are offering, it’s the customer’s choice, without any need to 
purchase any of the others, then you won’t be a package organiser.  
 
This guide is designed as general advice about the definition of a 
package holiday. You must not treat it as a substitute for detailed advice 
about your own business model and your specific legal responsibilities 
to customers. 
 


