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THE ULTIMATE SYNTHESIS

You have mastered the individual elements. Now, you must
Integrate discovery, research, quoting, CRM, sales, and compliance
Into one continuous, supervised, independent workflow.

The Objective: Convert knowledge
Into simulated production under
absolute operational pressure.
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THE 100% CRITICAL COMPLIANCE GATE

Seller-of-Travel Ethics
(State-specific verification,
_ no misrepresentation)
PCI Data Security
(No exposed payment
credentials)

IMMEDIATE
REMEDIATION

|

!

Written Payment = | = 4 g Wl — v
(Dmuﬁgﬁ?eﬂrﬂgﬂ “ | Zero Rebate Tolerance

(Adherence to USAEV

prior to booking) compensation boundaries)

A single red lock instantly shuts down the simulation. You cannot out-sell a compliance failixe.



Steps 10.1 & 10.2: Intake, Extraction & Verification
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Applying the

Ask-Research-Verify-
Compare-Recommend
method. Separating client
inspiration from verified
operational facts, supplier
' terms, and logistical realities.
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Verification

Uncovering the true
constraints, budget |
realities, and hidden |
risk factors from the
fictional client brief.
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Step 10.3: Proposal Architecture

Best (Premium)

Elevates the experiential value, upgrades room/cabin
tiers, maximizes group or luxury economics.

Better [Value)

Introduces varied inclusions, optimized
margin structures, and strategic cross-sells
(e.g., transfers, protection).

Good (Baseline)

Meets all logistical routing needs,
accurately separates taxes/fees,
aligns with stated budget.

All options must maintain structural integrity—accurate pricing, verified supplier availability, and clear cancellation timelines.
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Step 18.4: The Travel Dakdan
Nervous System

I Core Concept ! / ) N7

Logging the complete transaction without | _ :\

mixing training and traveler lifecycles.

l | Required Inputs l

" _ GoHighLevel
] Immaculate contact hygiene and ( =
' segmentation tags.

\ q itis not logged in GoHighLevel, thD
transaction did not happen.

The Client
(Front-End)

The Supplier
(Back-End)

The Advisor
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Step 10.5: Presentation & Consultative Defense

The Pitch: Delivering the recommendation by clearly framing
value, logistical tradeoffs, and necessary assumptions.

4 Price | ‘ DIY Booking Trust N
Comparing like-for-like | Emphasizing Clarifying supplier Relying on verified
value, not just coordination deadlines without facts; zero
bottom-line cost. complexity and manufacturing false unsupported claims or
Q x supplier support. 4 urgency. safety guarantees. A
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Step 18.6: The Curveball

/,_ ' '_\\ The Change Event Stress Curve /”" “
The Proposal . The Disruption |

\\ |
R —
4 — - : - — .
:- The Disruption The Test The Recovery ~
Mid-presentation, the instructor introduces This evaluates emotional Instantly rework the architecture,
a severe complication—a sudden price regulation. The apprentice communicate the new reality with
spike, a canceled flight route, or a drastic must not freeze. calm authority, and seamlessly
Q shift in traveler requirements. execute service recovery. y
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Step 10.7: Final Defense Protocols

The Meta-Evaluation: The roleplay ends.
The apprentice now explains the why behind

their choices.

' Defense Criteria

Defend the routing logic and supplier selection.

Explain risk mitigation and supplier terms.

1! fﬁfj

4/ Outline the required post-sale retention and

ST - J/J

" The Human Element

Prove that while Al/S| was utilized to accelerate
1 research, the final professional judgment was
entirely human-led. y
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The Capstone Ruric

| Passing Performance (>= 85%) Failing Performance (< 85%)
e _

Unverified assumptions or logistical conflicts.

Taxes, fees, and deposit schedules = | Unsupported claims or guarantees regarding |
perfectly separated. ) safety/weather.

— — ——

Flustered by the Step 10.6 Change Event.

Flawless Travel Dakdan CRM execution - Missing required CRM fields or
with clear next actions. ) lifecycle mixing.




The Creaential Equation

] ™,
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T[The 7-Step Engine] + [The 85% Fuel]ﬂ,{
x | The 100% Keys] = CERTIFICATION

_;L == 43
s == = == A
|
| The Engine The Fuel The Keys
Conquering Steps 10.1 Achieving the 85% Flawlessly navigating the
through 10.7. minimum rubric score in 100% Critical Compliance
sales and operations. Gate. (A zero here multiplies

N the entire equation by zero).




Credential Unlocked
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Sta'tus. chieved:

USAEYV Certified Travel Sales Specialist /

Apprentice.

The Authority

This internal competency credential verifies your
mastery of the Travel Dakdan operating system
and authorizes your transition from simulated
environments to supervised revenue generation.

; A
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The Next Phase: Moving from simulated
production to supervised real-world production.

Shadowing and |
supervised quote
construction,

interviews,

-.
‘ Li:m client
discovery

Executing
actual supplier
bookings.

Seleumg 3 USAEU

Specialization Track

6:.. Safari, Luxury,
Cnrpnratej

WEEKS 3-12
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From Knowledge to Revenue

The Certification Challenge is not a test of memory; it is a test of professional synthesis.
You have proven you can protect the client, navigate the systems, and command the sale.

p arketplace. Execute the standard. Gener er
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