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State of Industry
Case for Regulatory Change

• RCI does not consider, based on the number of complaints received 
by it from its members, that the pure timeshare sector has significant 
problems for consumers or legitimate businesses. 

• RCI operates the largest timeshare exchange business, globally and 
in Europe, and believes that over half of all European timeshare
owners are enrolled in a timeshare exchange system. 

• The total number of RCI exchange member complaints, as a 
percentage of the total number of RCI exchanges in 2005, was 2%.

• RCI Europe sent almost 800,000 family members on holiday in 
2005.
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State of Industry 
Areas for Consideration

Timeshare:

• Sales Practices used by third parties in Timeshare Resales

• Sales Practices used by third parties to sell Exchange membership

• Harmonisation of Cooling-Off Period

Non Timeshare:

• Sales Practices used to sell Travel Club membership
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Sales Practices used in Timeshare Resales

• RCI does recognise that there are and have been a number of 
examples of fraud perpetrated by unscrupulous third parties with no 
legitimate timeshare business interests upon timeshare owners in
relation to timeshare resales. 

• Typically these involve timeshare owners being offered the 
opportunity to sell their timeshare but only in circumstances where 
an upfront fee is payable. Very often, no sale results and the 
timeshare owner is left out of pocket and often without use rights for 
the period of purported resale “listing”. 

• This is not a timeshare fraud but a fraud perpetrated upon an owner 
of timeshare.
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Sales Practices used in Timeshare Resales
cont.

• RCI also believes the sales practices employed will place 
practitioners in breach of the Unfair Commercial Practices Directive 
(UCP). 

• In short, RCI considers existing anti fraud legislation and the 
implementation of the UCP together provide a “paper” solution and 
the issue then becomes one of enforcement. 

• RCI does not believe that this type of fraud will be ended without 
effective enforcement as the perpetrators will continue to act illegally 
until stopped.
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Sales Practices used to sell Exchange 
membership

• RCI vets all existing affiliates on an ongoing basis and operates a 
stringent legal vetting process for new affiliates.

• Exchange membership is an add on benefit to the timeshare sale.

• RCI receives very few complaints from its members concerning the
sale of exchange membership. 

• RCI considers that any potential for misrepresentation of the benefits 
of exchange is, and should continue to be, covered by pre-contractual 
disclosure requirements. 

• Exchange membership is renewable annually, but not mandatory, for a 
modest fee (the annual cost of RCI membership is Euro 97) so that the 
extent of pre contractual disclosure should be limited so as not to place 
an overly onerous burden given this.

• RCI also believes that the implementation of the UCP will act to curb 
any misrepresentation provided there is effective enforcement.
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Harmonisation of Cooling-Off Period

• RCI would welcome a harmonisation of the cooling off period.

• RCI would oppose any extension of the cooling-off period. It knows 
of no evidence which would support any such extension and 
considers it would be unfairly prejudicial to the timeshare industry to 
extend the cooling off period. 
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Sales Practices used in Discount Travel
Membership Clubs

• “Clubs” where “members” acquire the right exercisable over a 
defined time period to book travel services, flights, accommodation, 
car hire, package holidays or any other travel products. 

• People who become members do not purchase timeshare but a right 
to acquire travel services over the term of their membership.

• RCI recognises that the timeshare sector has been tainted by a 
number of examples of misleading and often dishonest sales 
practices being utilised by people or businesses engaged in the sale 
of discount travel membership clubs.

• In recent meetings with the DTI (UK) they have recognised this is a 
problem area but agree it is not a timeshare sale.
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Sales Practices used in Discount Travel 
Membership Clubs sales cont.

• The reasons why the timeshare sector has been affected by these 
practices are that travel club vendors have located sales offices next 
to, or in close proximity, to bona fide timeshare sales offices and 
have used sales documentation that promotes the travel club as an 
alternative to timeshare. 

• Therefore an erroneous public perception has arisen that links 
timeshare and travel clubs.

• RCI considers existing anti fraud legislation and the implementation 
of the UCP together provide a “paper” solution and the issue then 
becomes one of effective enforcement.

• RCI also considers that, if there should be specific legislation
covering travel clubs, that the Package Travel Directive is the logical 
relevant directive to consider, given that these clubs are selling 
membership of a discount travel membership club.
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Conclusions

• Aside from a harmonisation of cooling off periods, all areas of 
concern are related to sales practices.

• RCI considers that the combination of existing laws and the 
implementation of the UCP together could address the areas of 
concern and that the question then becomes one of effective 
enforcement.

• RCI questions whether there is a case for substantive redrafting of 
the Timeshare Directive in consequence.

THE KEY IS ENFORCEMENT
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