
Luxury Travelers Defined

• 91% of all travel is within the U.S.

• 66% have $100K incomes, and 

the average income is over $70K.

• 70% are between the ages of 40 

and 64.

• They average nearly eight 

vacations in two years.

• Half of all trips include luxury 

accommodations or cruises.

To better understand the role search plays in the research and purchase 

process of luxury travelers, Yahoo! Search Marketing commissioned the North 

American Testing Organization to conduct an online survey on behavior. The 

August 2005 survey was a 28-minute online interview, using a nationally 

representative sample of male and female adults. 

To qualify as a luxury traveler (and take part in the survey), participants needed 

to meet the following three requirements within the last two years: took two or 

more vacations with overnight stays; purchased luxury accommodations (4- or 

5-star hotels or cruises) at least twice; and had primary/shared responsibility 

for shopping and coordinating at least two of the vacations taken.

SEARCH ENGINES AND THE INTERNET ARE POPULAR DESTINATIONS WITH 

LUXURY TRAVELERS

•  87% of all luxury travelers used the Internet and 57% used search to research 

and shop for travel.  61% went on to purchase travel online for their most recent 

vacation trip.

•  Luxury travelers shopped online for vacation travel an average of 11 times over 

a two-year period.

•  Of those luxury travelers who purchased online, 49% purchased through an 

online travel agent, 41% purchased through a supplier and the remaining 

purchased through a combination of both. 

• The typical luxury traveler uses 3.2 planning sources when shopping for travel. 

Search was cited as the most widely used (by 57% of survey participants). 

Traditional media sources yielded less than 20% usage.

•  Nearly a third of all luxury travelers stated that search was the first research 

tool they chose the last time they planned a trip. 

Search: Luxury travelers don’t leave home without it.
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SEARCH IS CONSIDERED A LEADING PLANNING RESOURCE

The survey found that search ranks at the top of the list of planning sources for luxury 

travelers—on par with traditional travel agents, online travel agencies and suppliers. 

Search significantly outpaces traditional media sources as well as recommendations 

from family and friends. Among those who used search:

•  Keyword search is unsurpassed as a comprehensive (81%) and fast (77%) source 

for gathering information about luxury travel.

•  Search helps luxury travelers find information that can’t easily be found 

elsewhere (77%) and learn about unique and exclusive packages (70%). These 

are of particular importance to this audience, which actively seeks out unique 

experiences, new destinations and niche accommodations and cruises.

•  Search is used throughout the planning process and shows particular strength 

in helping luxury travelers find supplier phone numbers (67%).  

•  65% of the respondents said they “couldn’t make a good decision on luxury 

accommodations without search.”

  

In addition, 64% of all luxury travelers said they intend to use search as a research 

tool in the future, making search the most frequently cited tool.
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WHERE CONSUMERS GO FOR LUXURY TRAVEL INFORMATION
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57%

Keyword search is a top information source.
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RELATIVE STRENGTH OF SEARCH VERSUS OTHER PLANNING SOURCES*
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The survey asked participants to weigh the relative strength of these sources on 

a number of functional, emotional and product / brand awareness attributes. The 

following graph is an aggregate of all the attributes surveyed. 

* For a complete list of attributes, please request 
a copy of the study through Yahoo! Search 
Marketing (see contact information below).
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HAVE SEARCH, WILL TRAVEL: KEY IMPLICATIONS FOR LUXURY 

TRAVEL ADVERTISERS

• Luxury travel advertisers should strongly consider adding search marketing 

to their portfolio of effective advertising methods. Search is one of the first 

sources luxury travelers consult when planning travel, and they also continue 

to use search throughout the process.

• Luxury travel advertisers should also consider search an equally effective and 

strong distribution vehicle, enabling them to sell directly to consumers. 

Tracking from click to call to purchase is critical to accurately capture the full 

impact of search.

• When trying to reach luxury travel consumers, advertisers should try bidding 

on broad keyword term types. One suggestion is to explore adjectives beyond 

“luxury” to target higher-end travel customers. 

• Advertisers should experiment with using less demographically targeted 

language to reach luxury travelers who haven’t qualified themselves in this 

way. Half the trips luxury travelers take are not luxury, so there are multiple 

occasions to convert these into luxury accommodations or cruises.

• Luxury travelers are looking for travel ideas and unique experiences. 

Advertisers should make sure their copy reflects this to enhance click through 

rates and maximize their exposure and leads.

Yahoo! Search Marketing, the global leader in online search services, helps 

businesses connect with customers who are searching for what they sell.

For more information on travel 
marketing opportunities or the luxury 
travel research study, email 
search.travel@yahoo-inc.com

Contact a Yahoo! Search Marketing Account Executive today to learn what Sponsored Search can do for your business.




