[bookmark: _kvgxkup1p89h]USAEV Core Travel Sales Academy Day 4 Study Guide & Field Sales Playbook: Package Design
[bookmark: _yflo3tzpe64]Section 1: Day 4 Executive Summary & Learning Architecture
[bookmark: _kl8pj3awdig4]Core Purpose & Mission
The primary mission of Day 4 in the USAEV Core Travel Sales Academy is to transition advisors from basic discovery into  Package Design —the capability to transform raw client needs, goals, budget parameters, and constraints into an integrated, multi-component travel solution. Rather than acting as a transactional order-taker, the advisor learns to engineer customized travel solutions that combine air, lodging, ground transport, excursions, pre/post stays, and travel protection into a cohesive itinerary.
[bookmark: _aacs9hegz0nr]Daily Learning Pattern
Every training day in the USAEV Academy follows a standardized, competency-based sprint designed to build operational discipline:
1. Pre-Brief:  A 10-to-15-minute SI-generated diagnostic quiz and review of daily learning objectives.
2. Instruction:  Concise lesson blocks drawing directly from USAEV policies, supplier guidelines, and operational SOPs.
3. Demonstration:  Instructor or SI coach models correct task execution (e.g., structuring a 3-tier package).
4. Guided Practice:  Learner completes structured exercises using prompts, checklists, and templates.
5. Simulation:  Roleplaying realistic client or supplier interaction scenarios.
6. Production Artifact:  Learner constructs a reusable deliverable (e.g., a client-ready multi-tier quote, CRM record, or package disclosure).
7. Assessment:  Knowledge check quiz combined with practical demonstration scoring.
8. Remediation:  Targeted drills generated by SI for any missed competencies.
9. Verification:  Formal instructor or supervisor sign-off before advancing.
[bookmark: _a0fxkuxw6c1w]Daily Evidence Standards
To satisfy Day 4 revenue-readiness requirements, advisors must submit five mandatory daily evidence artifacts into the Travel Dakdan GoHighLevel (GHL) system:
· Completed Worksheet or CRM Record:  Full documentation of a simulated client profile, needs analysis, and package architecture in Travel Dakdan.
· Practical / Roleplay Demonstration:  Scored execution of a package design presentation and tradeoff explanation.
· Knowledge Check:  Passed daily assessment covering packaging logic, component integration, and pricing anatomy.
· Instructor / Peer Feedback:  Documented evaluation notes from the rubric-based sales roleplay.
· Next-Day Improvement Commitment:  A specific, single-competency action item logged for Day 5.
[bookmark: _8jyy6udqu44j]Section 2: Turning Discovery into Integrated Travel Solutions
[bookmark: _syk815a5i9do]Needs Analysis Framework
Effective package design relies on converting qualitative notes from the discovery call into actionable structural requirements. Advisors categorize client inputs into three distinct tiers:| Requirement Category | Definition | Application in Package Design || ------ | ------ | ------ || Must-Have | Non-negotiable priorities, hard budget ceilings, fixed dates, required accessibility accommodations, or critical travel goals. | Establishes the non-negotiable baseline of the  Primary/Value  package options. || Should-Have | Strong preferences that significantly enhance trip satisfaction (e.g., specific room categories, preferred airlines, direct transfers). | Incorporated into the  Primary (Good/Better)  recommendations. || Nice-to-Have | Secondary desires, aspirational upgrades, or optional excursions (e.g., private dining, spa treatments, suite upgrades). | Integrated as optional add-ons or highlighted within the  Premium (Best)  tier. |
[bookmark: _z5n9ptli0qk8]Itinerary Architecture & Routing Logic
An integrated travel package must be logistically sound before it is presented to a client. Advisors must adhere to six fundamental itinerary design rules:
[Gateway Flight / Arrival] ──> [Buffer & Transfer] ──> [Primary Lodging / Base]
                                                                │
[Contingency Buffer] <── [Pre/Post Stays & Excursions] <────────┘

1. Pacing:  Balance active excursion days with leisure/rest days to match traveler demographics, mobility levels, and travel goals.
2. Geography & Routing:  Align transportation routes sequentially to eliminate backtracking, excessive travel days, or unrealistic transfer windows.
3. Transportation Logic & Transfers:  Synchronize flight arrival/departure times with hotel check-in/out policies, rail schedules, cruise boarding times, and private ground transfers.
4. Check-In / Check-Out Timing:  Incorporate early check-in or day-use accommodations for early morning arrivals, and late check-outs or pre/post stays for late evening departures.
5. Buffers & Pacing Controls:  Insert minimum required connection times for flights, rail transfers, and cruise embarkations to insulate the client against operational delays.
6. Risk & Contingency:  Identify potential disruption points (e.g., tight flight connections, weather-dependent excursions) and establish secondary routing or alternative suppliers in advance.
[bookmark: _v4ng6rgp2c0]Verification-First Principle & SI Operating Standard
Advisors use Synthetic Intelligence (SI) to accelerate destination research, draft itinerary layouts, and compare supplier specs. However, advisors operate under strict compliance guardrails:
· The Absolute SI Standard:  SI accelerates research and execution; the advisor remains 100% humanly responsible for factual verification, regulatory compliance, and final client recommendations.
· Mandatory Verification:  All SI-generated or supplier-provided data—including pricing, availability, entry/visa requirements, resort fees, and cancellation policies—must be independently verified against live, approved supplier tools before presenting them to clients.
· Data Protection:  Sensitive client payment credentials, full credit card numbers, and restricted supplier portal passwords must  never  be entered into unapproved SI tools or public AI interfaces.
[bookmark: _ygy7jvv741s4]Section 3: Primary Package Components & Specialty Vertical Mapping
[bookmark: _n2gtcquhd96t]Primary Package Component Breakdown
· Air and Rail Travel:
· Core Elements:  Schedules, class of service (Economy, Premium Economy, Business, First), connection windows, fare conditions, baggage allocations, and change sensitivity.
· Specialty Applications:  Group air seat blocks, flexible mission airfare (Missionary Travel), supplemental private charter sourcing via certificated providers (Sports Media Team Charter).
· Lodging and Accommodations:
· Core Elements:  Hotel/resort selection, room categories (standard, suite, villa), occupancy limits, meal plans (EP, CP, MAP, FAP, All-Inclusive), resort fees, and property amenities.
· Specialty Applications:  Premium wilderness camps (Safari Travel), extended-stay/recovery-friendly suites (Medical & Recovery Travel Logistics), room blocks (Corporate & Group Travel / Esports).
· Cruise and Tour Products:
· Core Elements:  Cabin categories, fare structures, onboard inclusions, gratuities, port taxes/fees, shore excursions, and onboard atmosphere.
· Specialty Applications:  Ocean, river, and expedition cruises (USAEV Cruise Travel), escorted biblical history tours and pilgrimages (Grow Ministry Faith-Based Travel).
· Ground Transportation:
· Core Elements:  Airport transfers (shared, private, VIP), rental vehicles, motorcoaches, and rail passes.
· Specialty Applications:  Motorcycle rentals and support vehicles (Ride Fear Free), team motorcoaches (Esports / Sports Travel), VIP airport logistics.
· Experiences, Excursions, and Activities:
· Core Elements:  Guided tours, site admissions, specialty activities, cultural experiences, and event tickets.
· Specialty Applications:  Game drives/photography guides (Zoo Media Safari Travel), dive/snorkel boat charters (Zoo Media Aquatic Adventures), verified event hospitality access (Sports Travel).
· Travel Protection (Insurance / Protection Plans):
· Core Elements:  Trip cancellation, trip interruption, emergency medical, evacuation, and baggage protection.
· Compliance Boundary:  Advisors explain protection option structures and boundaries strictly using supplier-approved materials without providing unauthorized insurance advice or making unsupportable coverage determinations.
· Pre/Post Stays and Extensions:
· Core Elements:  Additional night stays, city stops, or beach extensions booked before or after the main itinerary anchor (cruise, safari, conference).
· Purpose:  Mitigates travel fatigue, insulates against embarkation delay risks, and increases Gross Travel Value (GTV).
· Upgrades and VIP Services:
· Core Elements:  Upgraded staterooms/suites, private game drives, concierge service, airport lounge access, and expedited customs processing.
· Group Logistics and B2B Operations:
· Core Elements:  Attrition clauses, group deposit timelines, room block release dates, passenger manifests, organizer comps, and rooming lists.
[bookmark: _pcgb6zcs48yz]Specialty Vertical Alignment Matrix
Advisors build core packages aligned directly with USAEV’s multi-brand ecosystem and approved CCRA/USAEV supplier roster:| Brand / Specialty Program | Specialty Area | Best-Fit Buyer Personas | Core Package Inclusions || ------ | ------ | ------ | ------ || Zoo Media Safari Travel | Safari & Conservation | Zoo members, photographers, wildlife enthusiasts, family groups. | African wildlife safaris, premium lodges/camps, game drives, transfers, park fees, pre/post city/beach stays. || Zoo Media Aquatic Adventures | Dive & Marine Travel | Aquarium members, dive clubs, reef/marine life enthusiasts. | Dive/snorkel resort stays, boat charters, equipment coordination, marine conservation excursions, travel protection. || Dream Spas Luxury & Wellness | Luxury & Wellness Travel | Affluent travelers, milestone couples, executives, wellness seekers. | Luxury resorts, destination spas, wellness retreats, private VIP transfers, curated dining, concierge service. || Grow Ministry Faith-Based | Faith & Pilgrimages | Churches, ministry leaders, Bible study groups, faith organizations. | Biblical history tours, pilgrimages, Christian cruises, group air, motorcoaches, meeting/worship spaces. || Grow Ministry / USAEV | Missionary Travel | Church mission teams, faith nonprofits, medical mission groups. | Flexible/changeable group airfare, group lodging, ground transport, equipment/baggage planning, emergency protocols. || USAEV Cruise Travel | Cruise Specialization | Couples, families, retirees, affinity groups, corporate groups. | Ocean/river/expedition cruises, cabin blocks, port transfers, pre/post hotel stays, shore excursions. || Ride Fear Free | Motorcycle Adventure | Motorcycle riders, riding clubs, dealership groups, couples. | Fly-and-ride packages, motorcycle rentals, guided scenic routes, support vehicles, hotels, rally admission. || Sports Media / USAEV | Sports Travel | Sports fans, corporate sponsors, alumni groups, VIP guests. | Championship packages, hotel/air packages, verified event access/hospitality, ground transportation. || Sports Media Charter | Team & VIP Charter | College athletic programs, sports teams, corporate executives. | Qualified charter provider sourcing, passenger manifests, group air alternatives, VIP airport logistics. || Fanz / Esports Ecosystem | Esports & Team Travel | College/high school esports teams, gaming leagues, sponsors. | Group hotel blocks, team flights, ground transport, practice/connectivity space, team meal planning. || Sports Medical / USAEV | Medical & Recovery | Patients, companions, medical tourism facilitators, athletes. | Flexible air travel, extended-stay/recovery lodging logistics, companion travel, ground logistics. || USAEV Corporate & Group | Corporate & Group | Corporations, associations, nonprofits, executive teams. | Corporate retreats, incentive travel programs, conferences, room blocks, meeting space, event AV/catering. |
[bookmark: _9z3v7ufee1yx]Section 4: Multi-Tier Proposal Architecture (Good / Better / Best)
[bookmark: _fpn0pfa0cqqx]Constructing 3-Tier Options from a Single Discovery
To prevent price-shopping and increase conversion rates, advisors engineer  three clear options  from a single discovery interview. This strategy allows the client to evaluate value and tradeoffs within the advisor's proposal rather than searching online for alternative options.
┌─────────────────────────────────────────────────────────┐
│              GOOD (Value / Baseline Option)             │
│  Essential Needs • Standard Accommodations • Group Transfers │
└─────────────────────────────────────────────────────────┘
                            │
                            ▼
┌─────────────────────────────────────────────────────────┐
│            BETTER (Primary / Recommended Option)         │
│  Upgraded Lodging • Private Transfers • Added Inclusions│
└─────────────────────────────────────────────────────────┘
                            │
                            ▼
┌─────────────────────────────────────────────────────────┐
│            BEST (Premium / Elevate Option)              │
│  Luxury Suites • Private Excursions • Concierge Service │
└─────────────────────────────────────────────────────────┘

· Good Tier (Value / Baseline Option):
· Focus:  Fulfills 100% of the client’s  Must-Have  criteria within a budget-conscious framework.
· Structure:  Standard room categories, reputable 3.5–4 star accommodations, shared or standard ground transfers, core excursions, standard economy airfare.
· Better Tier (Primary / Recommended Option):
· Focus:  Captures all  Must-Have  items plus key  Should-Have  preferences. Represents the advisor's primary recommendation.
· Structure:  Upgraded room/cabin views, 4–4.5 star properties, private airport transfers, key excursion inclusions, preferable flight schedules or premium economy options.
· Best Tier (Premium / Elevate Option):
· Focus:  Includes all  Must-Haves ,  Should-Haves , and aspirational  Nice-to-Have  components.
· Structure:  Suites or luxury villas, 5-star properties, fully private excursions and guides, VIP lounge access, concierge service, business class air options.
[bookmark: _zdus1lh47j9b]Tradeoff Analysis Framework
When presenting multi-tier packages, advisors must articulate clear, objective tradeoffs without making unsupported claims or downplaying lower-tier options:| Component | Good Tier (Value) | Better Tier (Primary) | Best Tier (Premium) || ------ | ------ | ------ | ------ || Lodging Category | Standard Deluxe Room | Oceanview / Upgraded Room | Executive Suite / Private Villa || Ground Transfers | Shared Airport Shuttle | Private Air-Conditioned Sedan | VIP Dedicated Driver & Chauffeur || Excursion Structure | Small Group Guided Tour | Semi-Private Tour with Inclusions | 100% Private Guide & Custom Itinerary || Pacing / Flexibility | Fixed Schedule / Standard Check-in | Flexible Schedule / Priority Check-in | Fully Customized Pacing / Late Check-out || Inclusions Included | Daily Breakfast | Breakfast + $100 Resort Credit | All Meals + Spa Credit + VIP Amenities |
[bookmark: _53zg8ombrwa4]Section 5: Cross-Selling and Bundling Mechanics
[bookmark: _t6eaxcp7hj9]Core Principles of Cross-Selling
Cross-selling in the USAEV ecosystem is  not  about pushing unwanted add-ons to inflate commissions. Cross-selling must systematically solve an unaddressed travel problem, protect the primary itinerary, or measurably improve the client's travel experience.
[bookmark: _d5w4e4eyr1w]The Five-Question Cross-Sell Test
Before adding any ancillary product or secondary specialty component to a package, advisors must evaluate the proposal against five mandatory criteria:
[1. Stated Problem?] ──> [2. Reduces Risk?] ──> [3. Improves Trip?]
                                                     │
[5. Compliant Fulfill?] <── [4. Financially Suited?] <┘

1. Does the add-on solve a stated traveler problem?  (e.g., adding a pre-cruise hotel stay to prevent missed embarkation due to flight delays).
2. Does it reduce coordination risk or improve convenience?  (e.g., bundling private airport transfers with a remote resort stay).
3. Does it meaningfully improve the experience?  (e.g., adding a private photography guide to an African safari).
4. Is the client financially and operationally suited to it?  (e.g., ensuring the client has the budget and physical mobility for an added adventure excursion).
5. Can USAEV or an approved supplier fulfill it accurately and compliantly?  (e.g., verifying supplier availability and insurance compliance before presenting).
[bookmark: _bx4gopbk2bey]"Do Not Cross-Sell" Red Flags
Advisors are strictly forbidden from cross-selling under the following conditions:
· The client has explicitly stated they have no interest or need for the component.
· The advisor cannot independently verify the supplier's live status, terms, or availability.
· The add-on creates unresolved safety, health, visa, or procurement risks.
· The additional component distracts the client from making a decision on the core itinerary.
· The recommendation is motivated purely by advisor commission rather than client benefit.
[bookmark: _bg76j26zm638]Specialty Cross-Sell Matrix
Primary Travel Sale,Natural Specialty Add-On / Cross-Sell Path,Trigger / Unsolved Client Need
Safari Travel,"Luxury & Wellness, Beach/Aquatic Extension, Premium Air",Long international travel recovery; post-safari relaxation.
Faith-Based Church Group,"Missionary Extension, Christian Cruise, Group Charter Air",Extending spiritual pilgrimage; handling complex group air.
Sports Travel,"Team Charter, Corporate Hospitality, Luxury VIP Stay",Managing group mobility; entertaining high-value corporate clients.
Motorcycle Group,"Event Packages, Training Vacations, Premium Lodging",Adding skill development; securing structured event lodging.
Esports / Team Travel,"Team Charter, Sponsor VIP Travel, Group Meals/Space",Tight tournament schedules; sponsor entertainment requirements.
Medical / Recovery Logistics,"Dream Spas Wellness, Companion Travel, Flexible Air",Extended post-treatment recovery needs; companion support.
Corporate Retreat,"Incentive Safari/Aquatic, Golf/Spa, Executive Charter",Executive team-building; premium recognition rewards.
[bookmark: _iqui43ldxiwo]Section 6: Pricing Transparency & Travel Economics
[bookmark: _s8r7b4tehp0g]Price Anatomy Breakdown
When presenting quotes to clients, advisors must accurately break down price components. Transparency builds client trust and eliminates surprise charges:
Total Package Price = Base Rate + Taxes & Mandatory Fees + Inclusions + Optional Add-Ons

· Base Price:  The core cost of the airfare, room night, stateroom, or tour seat.
· Taxes and Fees:  Government taxes, port fees, facility charges, and non-negotiable resort fees.
· Supplements:  Single occupancy supplements, peak holiday surcharges, or special equipment fees.
· Inclusions:  Amenities explicitly built into the price (e.g., all meals, guided game drives, park entry fees, transfers).
· Exclusions:  Items not covered in the base quote (e.g., international airfare, discretionary gratuities, baggage fees, personal expenses).
· Optional Items:  Travel protection, optional shore excursions, cabin or room upgrades.
[bookmark: _5ks2zblrt0jh]Supplier Economics & Financial Terms
Advisors must understand and document the underlying economic mechanics of every package component:| Economic Metric | Definition & Advisory Responsibility || ------ | ------ || Gross Travel Value (GTV) | Total dollar amount of all booked travel components. Measures total production scale. || Commissionable Amount | Portion of the GTV eligible for supplier commission payout (typically excludes taxes, port fees, and non-commissionable fees). || Deposits & Deadlines | Required upfront client payment to lock inventory. Advisor must clearly document non-refundable deposit dates and initial payment rules. || Final Payment Date | The absolute deadline controlled by the supplier for full payment settlement. Must be documented in CRM with client reminders. || Cancellation Exposure | The exact financial penalty timeline if the client cancels (e.g., loss of deposit, 50% penalty, 100% non-refundable window). || Group Attrition | Contractual liability rules governing the minimum percentage of room blocks or seats a group must fulfill to avoid financial penalties. |
[bookmark: _9ni1leq6nqza]Compliance & Disclosure Guardrails
· No Unsupported Income Claims:  Advisors must never present unearned, prospective, or unverified commissions as guaranteed revenue.
· Clear Disclosures:  Quotes must explicitly state expiration dates, price change risks prior to deposit, and supplier cancellation terms.
· State Seller-of-Travel Compliance:  Advisors must verify state registration and disclosure rules before authorizing bookings. Internal USAEV certification is a competency credential and does not replace statutory state seller-of-travel requirements.
· Secure Payment Handling:  Credit card data must be handled exclusively through approved, PCI-compliant payment gateways. Card numbers must never be stored in plain text, unapproved CRM note fields, or SI prompts.
[bookmark: _ki6498ph8zv8]Section 7: Field Sales Playbook & Execution Toolkit
[bookmark: _f8z7dcowf7vl]Glossary of Key Package Design Terms
· Attrition:  A contractual clause holding a group accountable for a specific percentage of unbooked rooms or seats in a reserved block.
· Commissionable Amount:  The portion of the total travel price on which supplier commissions are calculated, excluding taxes and government fees.
· Day-Use Room:  A hotel room booked for daytime occupancy without an overnight stay, used to bridge long gaps between flight arrivals and evening connections or transfers.
· Gross Travel Value (GTV):  The total monetary value of all travel services booked for a client.
· GHL (GoHighLevel / Travel Dakdan):  The core operating CRM used by USAEV advisors to manage contacts, pipelines, tasks, notes, and production tracking.
· Inclusions / Exclusions:  Explicit list of what is and is not included in the total package price.
· Pre/Post Stay:  Hotel accommodations or mini-tours booked immediately before or after a main cruise, safari, or group conference.
· SI Operating Standard:  Operational rule establishing that SI tools accelerate drafting and research, but human advisors retain 100% responsibility for verification and compliance.
· Single Supplement:  A premium charged by lodging or cruise providers to individual travelers occupying a double-occupancy room or stateroom.
· Split Transfer:  Ground logistics split between multiple arriving flights or groups traveling to the same core venue.
[bookmark: _4o606jol7jj]10 Core Discovery Questions for Package Design
1. What is the primary purpose and overall vision for this trip?
2. Who is traveling, who makes the final decision, and what age/mobility ranges need to be accommodated?
3. What travel dates are fixed, and how much schedule flexibility exists?
4. What budget range should I design around for the total package?
5. What are the top three non-negotiable items that would make this trip a success?
6. What did you enjoy most—or dislike—about your past travel experiences?
7. What style of accommodations and level of service do you expect (e.g., relaxed boutique, active resort, 5-star luxury)?
8. Are there specific dining, wellness, or activity interests that must be integrated?
9. What documentation, passport, visa, or special health/accessibility logistics apply to your party?
10. When do you intend to make a final decision and place a deposit once options are presented?
[bookmark: _vh8g93gofmxm]5 Opening Lines for Proposal Presentations
1. "Thank you for giving us the opportunity to design this itinerary. Based on our discovery call, I’ve engineered three tailored options that align with your travel goals."
2. "To ensure we address everything important to you—like private transfers and preferred pacing—I’ve built a primary option along with two alternatives so you can see the exact tradeoffs."
3. "Before we dive into the day-by-day details, I want to review the core goals you shared with me to ensure our package architecture hits every priority."
4. "We’ve combined your flights, luxury accommodations, and private guided excursions into a single, seamless itinerary designed to eliminate travel friction."
5. "I’ve structured this proposal to give you complete visibility into what is included, supplier terms, payment deadlines, and optional protection choices."
[bookmark: _lfrz69uy7030]Qualification & Proposal Checklists
[bookmark: _uokrh5qsex0j]Qualification Checklist (Pre-Design Phase)
·  Primary traveler and decision-maker contact details logged in Travel Dakdan.
·  Travel purpose and core travel goals documented.
·  Travel party composition, ages, and mobility requirements verified.
·  Hard budget target and maximum financial ceiling defined.
·  Fixed departure/return dates or flexibility windows confirmed.
·  Must-Have, Should-Have, and Nice-to-Have lists compiled.
·  Passport validity (minimum 6 months beyond travel dates) and visa needs flagged.
[bookmark: _g9ookhj4j658]Proposal Checklist (Presentation-Ready Phase)
·  Good, Better, and Best options constructed from discovery notes.
·  Logical itinerary pacing, routing, and transfer buffers audited.
·  All flight connections, cruise boarding, and check-in/out times verified.
·  Price components separated into base price, taxes, inclusions, and exclusions.
·  Deposit requirements, final payment deadlines, and cancellation terms documented.
·  Live supplier inventory and current pricing verified via approved portals.
·  Travel protection options presented using approved supplier documentation.
·  Proposal loaded into Travel Dakdan with clear call-to-action and follow-up task.
[bookmark: _n9wm092227bk]5 Common Objections & Fact-Based Response Scripts
       [Objection Triggered]
                 │
                 ▼
    [Acknowledge & Reframe]
                 │
                 ▼
[Present Fact-Based Tradeoff / Value]
                 │
                 ▼
   [Confirm Next Decision Step]

[bookmark: _smus8hhbeyqj]Objection 1: "The package price is higher than I expected."
· Advisor Response Script:   "I understand budget is critical. Let’s look at the breakdown together. The price you see includes private transfers, daily breakfast, resort fees, and guided excursions—items that are often added on later when booking online. We can also adjust components down to our Value Option to bring the total investment right in line with your targets without sacrificing your non-negotiable priorities."
[bookmark: _j76z88uiuxtf]Objection 2: "I can book these components online myself for less."
· Advisor Response Script:   "You can certainly look up individual components online. However, booking through USAEV gives you an integrated itinerary where transfer timing, flight buffers, and hotel check-ins are verified to work together. Furthermore, you receive single-point support if flight delays disrupt your land arrangements, plus access to verified supplier terms and inclusions that public sites often omit."
[bookmark: _peyt76xq71zr]Objection 3: "We are worried about weather or safety in the destination."
· Advisor Response Script:   "Safety and comfort are top priorities. While no one can guarantee weather or local conditions, we design our itineraries around optimal seasonal windows and work exclusively with vetted local suppliers who maintain strict safety protocols. We also provide comprehensive travel protection options and structure pre/post buffers to give you contingency protection."
[bookmark: _8e9bg8635l0w]Objection 4: "I need time to think about it before making a deposit."
· Advisor Response Script:   "I completely respect that. I want you to feel confident in your choice. Please keep in mind that live inventory, flight fares, and supplier promotions are time-sensitive. The deposit terms for Option 2 lock in current pricing until Date/Time. Let’s schedule a brief 10-minute follow-up call on Date to answer any questions and secure your reservations before rates change."
[bookmark: _w7o2c4sted6c]Objection 5: "Not everyone in our group wants to participate in the same activities."
· Advisor Response Script:   "That is very common with group travel. We’ve designed a core package that handles shared logistics—like hotel room blocks and airport transfers—while building in flexible free days. We can offer specialized activity add-ons (like diving for one subgroup and spa packages for another) so every traveler gets their ideal experience while enjoying group rates."
[bookmark: _oi2whtl7qnhm]Follow-Up Cadence & CRM Workflow (Travel Dakdan GHL Integration)
Advisors track proposals using a standardized 7-touch pipeline cadence in Travel Dakdan GoHighLevel:
[Day 1: Proposal Sent] ──> [Day 2: Value Check-In] ──> [Day 4: Addressing Questions]
                                                                  │
[Day 10: Final Re-Engagement] <── [Day 7: Deadline Alert] <───────┘

Pipeline Touchpoint,Timing,Action Required in Travel Dakdan,Communication Objective
Touch 1: Proposal Delivery,Day 1 (Immediate),Move opportunity to  Proposal Sent . Attach complete proposal. Set task for Day 2.,Send proposal link via email/GHL portal. Confirm receipt.
Touch 2: Confirmation & Value Check-In,Day 2 (+24 Hours),Log interaction note. Send brief check-in SMS/Email via GHL.,Verify client opened proposal; answer immediate initial questions.
Touch 3: Tradeoff Review,Day 4,Log call note or video link.,Review Good/Better/Best options; clarify inclusions and resolve hesitation.
Touch 4: Deadline & Inventory Alert,Day 7,Update opportunity status to  Decision Pending . Set reminder task.,Remind client of supplier deposit deadline and price hold expiration dates.
Touch 5: Deposit Authorization Call,Day 9,Move stage to  Deposit / Booking Authorization  upon agreement.,"Review final scope, collect payment via secure portal, issue disclosures."
Touch 6: Booking Confirmation,Day 10,Update pipeline to  Booked . Log deposit confirmation and final payment due date.,"Issue supplier confirmations, post-sale welcome pack, and pre-trip schedule."
Touch 7: Re-Engagement / Nurture,Day 14 (If Unclosed),Transition opportunity to  Follow-Up / Long-Term Nurture . Assign automated nurture tag.,Keep lead active for future travel dates without high-pressure messaging.
[bookmark: _jaocuwlth2zz]Final Pre-Booking Verification Checklist
Before submitting any booking for authorization or taking a client deposit, the advisor must execute this final quality assurance check:
·   Fact Verification:  All prices, room categories, staterooms, flight numbers, and dates verified against current live supplier screens.
·   Traveler Details:  Full Legal Names (matching passports/government IDs exactly), dates of birth, and gender verified for all travelers.
·   Logistical Integrity:  Connection times, airport transfer buffers, and hotel check-in/out overlaps checked for timing conflicts.
·   Financial Calculations:  Base rate, mandatory resort fees, port taxes, inclusions, and total GTV verified mathematically.
·   Terms & Conditions:  Supplier deposit terms, final payment deadlines, and non-refundable cancellation schedules explicitly documented.
·   Travel Protection Disclosure:  Travel protection offered, choice documented (accepted or declined), using approved supplier collateral.
·   Compliance Clearance:  State Seller-of-Travel rules and USAEV disclosure requirements checked. Zero restricted credentials entered in unapproved systems.
·   CRM Pipeline Hygiene:  Complete interaction notes, verified proposal attachments, and next actionable task logged in Travel Dakdan GoHighLevel.

