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This paper includes a high-level overview of the timeshare industry with a core focus on financial 
growth, owner demographics profile, current challenges facing the timeshare industry as well as 
future business development opportunities. The information presented below has been extrapolated 
from industry-specific survey data gathered by Ernst & Young, Deloitte and Leger in partnership with 
the ARDA International Foundation (AIF). 

Overview of Continued Industry Growth 

The timeshare industry has experienced eight straight years of financial growth, and recent research 
confirms that over the last 12 months there have been significant advancements in the areas of sales, 
occupancy rates and rental revenues among others.  As a matter of fact, the 2017 sales volume of 
traditional timeshare1 increased by nearly 4% from $9.2 billion in 2016 to $9.6 billion in 2017, marking it 
the eighth straight year of growth since 2009.  Rental revenues also increased significantly, rising 20% 
from $1.9 billion in 2016 to $2.3 billion in 2017, as the number of nights rented increased from 10 
million to nearly 12 million. The chart below displays key timeshare industry metrics for 2017.  
Operating performance metrics for the industry were also encouraging in 2017. Average occupancy 
increased from 79% to more than 81%, which is mainly due to an increase in occupancy for renters and 
marketing guests. By comparison, hotel occupancy was 65.9%2 in 2017, according to Smith Travel 
Research. The weighted average maintenance fee charged per weekly interval was $980, up by 
approximately 1% from $970 per interval in 2016.   

 
There were approximately 431,120 intervals sold in 2017 at an average price of $22,180. However, in 
recent years the increased transition to points-based products has made the traditional timeshare week 
less meaningful to data providers and users of research alike. For this reason, the industry has also 
started reporting, in recent years, the total number of timeshare transactions which we use to calculate 

                                                           
1 Traditional timeshare includes weeks and points. 
2 STR Monthly Hotel Review: December 2017, Smith Travel Research. 



sales price per transaction. There were approximately 542,200 timeshare transactions in 2017 at an 
average price per transaction of $17,640.  Dividing the 431,120 weekly interval equivalents sold by the 
542,200 timeshare transactions yields a ratio of 0.80. Multiplying this ratio by seven days indicates that 
the average timeshare transaction was equivalent to a five and six night stay. 
 
Additionally, the fractional/Private Residence Club (PRC) segment of the industry, which typically sells 
shares ranging from 3 to 12 weeks, offers further options for travelers specifically looking for longer 
stays with services, amenities and flexibility equal to that of traditional timeshare. This side of the 
business generated a total of $480 million in sales for 2017 in North America.3  
 
Going into 2018, timeshare industry sales growth continued. The first two quarter’s net originated sales 
were reported at $1.46 billion and $1.74 billion respectively by major timeshare developers—a 7.6% and 
6.0% increase respectively over the same period in 20174. The sales increase was a result of increased 
number of tours5 as well as sales efficiency in the first half of the year.  The number of tours increased 
4.4% from Q1 2017 to Q1 2018 and 3.7% from Q2 2017 to Q2 2018.  Volume per Guest (VPG)6, a sales 
efficiency indicator, increased 1.3% from Q1 2017 to Q1 2018 and 1.6% from Q2 2017 to Q2 2018.   

Economic Impact of the Timeshare Industry 

The impact of the timeshare industry on the U.S. economy extends well beyond the timeshare resorts 
where timeshare vacationers stay. The total economic contribution of the industry also includes the 
economic impacts of sales and marketing offices, corporate operations, the construction of new resorts 
and the renovation of existing resorts, and the significant impact of expenditures of vacationers with 
local off-site businesses during their vacation stay. 

As shown in the table below, in 2017, the timeshare industry accounted for 540,410 jobs, $80.7 billion of 
output, $29.9 billion in labor income, and $10.8 billion in taxes. Compared to 2015, employment related 
to the U.S. timeshare industry has grown by 5.6%, labor income by 6.7%, output by 1.5%, and total 
federal, state, and local tax revenue due to the industry by 6.1%.  

 

                                                           
3 The Shared-Ownership Resort Real Estate Industry in North America—2018 Edition, produced by Ragatz Associates. 
4 2018 Second Quarter Pulse Survey: A Survey of Timeshare and Vacation Ownership Resort Companies and 2018 First Quarter Pulse Survey: A 
Survey of Timeshare and Vacation Ownership Resort Companies prepared by Deloitte for AIF 
5 This represents the number of tours/sales presentations taken by guests in the company's efforts to sell timeshares, including all tours of sales 
prospects, whether they occur on-site or at an off-site sales center. 
6 VPG represents timeshare sales revenue per guest. 



In addition, the significant tax contributions of the industry are an important source of revenue for 
federal, state, and local governments, generating significant property tax, sales tax, and occupancy tax 
revenue for the states in which the timeshare resorts are located. 

 

 
Timeshare Owners 

Continued industry growth has also yielded more owners. According to the 2018 United States Shared 
Vacation Ownership Consolidated Owners Report, approximately 7.1% of U.S. households (over 9.6 
million)7 own one or more types of a shared vacation ownership product including timeshare weeks, 
points, fractional and/or PRC. In general, the incidence for timeshare ownership increases with 
household income. 

 

In terms of profile, timeshare owners in the U.S. are ethnically diverse, with two-thirds being White, 
close to one-fifth being African-American, and one in ten being Asian-American. Millennial owners tend 
to be more diverse than older generations, especially when compared to the Boomer+ group8. The 
average age of a timeshare owner is 44.4 years old. The majority of timeshare owners are married 

                                                           
7 U.S. Census Bureau USA Quick Facts (2016) 
8 Millennial owners are defined as timeshare owners from age 18 to 35 while Boomer + owners are defined as timeshare owners of 58 years old 
or older in the study.  



(64%), while one in five are single and have never been married (20%). More than half of timeshare 
owners are employed full-time(56%), with three in 10 working part time or retired(30%). More than half 
of timeshare owners have either graduated college or graduate school (54%), with another one in four 
having attended some college (25%). 

 

 

The mean household income is more than $86K. The median household income is over $71K, which is 
much higher than the median household income of $58K for the United States.9 

 

Future Growth Opportunities and Challenges  

Over the past five years, timeshare industry sales have increased by more than 26% - an average of 6% 
annually. The average sales price has grown by 8% since 2013 – an average of just under 2% annually.  
Occupancy has risen more than four percentage points since 2013. Rental revenues have increased by 
over 5% annually since 2013, while the average billed maintenance fee has increased by only 4% 
annually in that time. 

                                                           
9 U.S. Census Bureau, September 2017. Latest estimate from Census ACS Survey reports estimated median Income was $57,617 in 2016. 



 

Looking forward, AIF research shows a solid construction outlook for the coming years. Respondents to 
the annual State of the Vacation Timeshare Industry survey earlier this year reported plans to add 
approximately 3,909 new units as well as 15 new resorts in 2018 and beyond.  

In addition to the planned construction, just-in-time and turn-key solutions (as well as the secondary 
market) remain an important source of inventory for some developing companies in the United States. 
Recycling inventories from the secondary market has helped to not only drive down development cost 
but also create an exit for owners whose vacation needs have changed since their purchase. Given its 
importance, ensuring a healthy secondary market and developing a working exit strategy becomes more 
critical. 

The American Resort Development Association (ARDA), the trade association representing the 
timeshare industry, has launched the Coalition for Responsible Exit - a program in partnership with its 
developer members, leading exchange companies, as well as the ARDA’s Resort Owners’ Coalition 
(ARDA-ROC). Each Coalition member has committed to providing clear policies, an easy to follow step-
by-step process and a toll-free number to speak to a designated customer service representative to 
identify available potential exit solutions that may work for an owners’ specific situation. This initiative 
aims to provide owners with information and tools to help them make informed decisions on exiting 
their timeshare, as well as arm them with the knowledge to avoid scams and mistakes in the process. 

Attracting the next generation of owners to timeshare continues to be a critical task. The younger 
generation’s love for value and travel and their ease in navigating the sharing economy provides the 
timeshare industry with a great opportunity for expansion. Being the “original” sharing economy, 
vacation ownership offers consumers the value proposition of shared use, plus the benefit of services 
consumers have come to expect. How to convey this value proposition to the next-gen buyer and 
introduce timeshare as a lifestyle remains a main focus of the industry. Gauging next generation 
consumers’ perceptions of the product and better understanding next generation consumers’ vacation 
behaviors remain on the top of our research priority list.    

 


