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USAEV VALUE ENGINE:

PRODUCTS, PACKAGING, AND PROFITABILITY
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FROM ORDER-TAKER TO
ITINERARY ARCHITECT THE USAEV ARCHITECT

ER TAKER l NEEDS \
DISCOVERY

b
J
VERIFIED |
FULFILLMENT Jy
“J - Engineers outcomes

and risk reduction
- Consults and builds

=

Advisors do not sell destinations. They architect integrated

logistical solutions that solve traveler problems.

- Focuses on coordination




THE USAEV SPECIALTY
ECOSYSTEM

e,

LIFESTYLE & LEISURE

1

‘ - Dream Spas (>
{Luxury&Wellne Cr“iEETrav;]jffr_

- USAEV

AFFINITY & FAITH

[ o
/— il Grow Ministry
7, 1l Faith-Based

SPORTS & EVENTS

- Sports Travel

- Sports Media
Team Charter

- Esports &
Team Travel

L9

< > - Missionary
Qﬂ Travel Logistics

i

~ - Medical &
Recovery Logistics

ADVENTURE & PURPOSE
- 00 Medi
s;fgn
1
1
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- Z0oo Media
Aquatic Adventures

- Ride Fear Free
Motorcycle

- Corporate &
Group Travel
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IDEAL BUYER PRIMARY SPECIALTY CORE PRODUCT NATURAL CROSS-SELL
IRPIIEIC . totidein TSRS |
g e BT R Bl Tt B! i
Afﬂg’;}ggﬁies / Dream Spas Iﬁ::’tli:lya;ieosr? rsts agé Corporate retreats

Esports Leagues /
College Teams

Fanz Esports Travel

Tournament travel &
Team flights

Team charter &
VIP Hospitality




THE SUPPLIER

VERIFICATION FUNNEL

S e

Live Verification Checkpoint

| LAY i s | ).
 AMA Waterways | | Royal Caribbean |,Club Med )/| Classic Vacations
L .- \15\ : — I ) | S—— -f ;" R

C—Y s D

[ 1. Current Terms |
2. Live Availability o
Q L | 3. True Price
L

You cannot build a solid house with unverified materials.
Never copy restricted credentials into public systems.

Client-Ready Quote

T Cermin Motetook



PACKAGE ARCHITECTURE: THE BLUEPRINT

THE SHIELD

Travel Protection & Insurance

LAYER 3: EXPERIENCES

Curated Dining, Private Excursions, Spa Appointments

LAYER 2: MOBILITY & TRANSIT

Airfare, Rail, Ground Transport, Port Transfers

LAYER 1: CORE PRODUCT

Cruise, Resort, Guided Tour, or Event Access

Structure dictates success. Missing logistical layers
create critical trip failures.
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THE 5-GATE CROSS- Cros-seling mustimprove the

traveler outcome. Add components

S E L L LD G I c only when they snlye a real need. V.

Does it Does it reduce Does it Is the client Can we fulfill

solve a stated coordination risk meaningfully financially and it compliantly

traveler or improve improve the operationally via approved
problem? convenience? experience? suited? suppliers?

PROPOSED YES YES YES YES YES 4
CROSS-SELL e |
COMPONENT |

NO NO NO

— —_

DISCARD

— -
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THE BUNDLING PLAYBOOK IN ACTION

s——————— Scenario A: Safari Sale ——=
Z00 MEDIA | Tl B [E— T
SAFARI e ‘ AIR ROUTING ——— LUXURYBOUTIQUE === byrEnsiON

 (DREAM SPAS)

FANZ \‘ . 8 | | GROUND

GROUP AIR 8 HOTEL ROOM

ESPORTS BLOCK ' BLOCKS ! TRANSPORT

LOGISTICS

|\ TOURNAMENT // |

r

Value scales horizontally. The advisor's profit margin
increases as the traveler's coordination burden decreases.

=

——  PHOTOGRAPHY
—— EXPERIENCE

SPONSOR/VIP
HOSPITALITY

J
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RREARY B E @ EN G IMELEGSE
ANATOMY OF A PRICE

Gross Travel Value (GTV) - Total client payment

wcont S N

—> Minus Non-Commissionable Items
(Taxes, Port Fees, Government surcharges)

Multiplied by Applied
Commission Rate

Gross Agency
Commission

Final Advisor
Split

Never represent Gross Travel Value as your
earned income. Verify exact commissionable
. amounts per supplier.
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REVENUE LIFECYCLE
& RISK EXPOSURE

Final Travel
Deposit Paid Payment Date Commences Post-Travel

\ : . ‘H. .f
-/— 7 w{\
Client committed. Supplier paid in full. | Service delivery phase. Supplier Reconciliation
Risk exposure begins. Cancellation penalties & Final Commission
Zero revenue realized. escalate. ! Payout.

Cancellation Economics: Supplier-controlled rules apply.

Revenue is not guaranteed until travel is completed and
supplier reconciles.
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INDIVIDUAL VS. GROUP
ECONOMICS

THE TRANSACTION

MARGINS

INVENTORY

RISK

PERKS

INDIVIDUAL (B2C)

Single deposit, standard terms.

o WO, ;
'._ I'Ni r'"-"x_“_ | ,_,! :l =7

Complex procurement, phased deposits.

Fixed percentage margins.

Organizer economics, volume
negotiations, variable markup.

Live availability confirmed instantly.

Room/Seat blocks, strict attrition dates.

Standard cancellation policies.

Severe financial attrition risk and
unfulfilled minimums.

Supplier promotions.

Tour Conductor (TC) comps and overrides.




IHEBLEUERRINT
GUARDRAILS (COMPLIANCE & RISK)

[ .

LICENSING ACCURACY SECURITY
State & Seller of Travel Never invent, alter, or Strict adherence to approved
requirements must be assume supplier terms, payment systems; never

verified before pricing, or cancellation store sensitive credentials in
authorizing a sale. policies. unapproved platforms.

" 100% compliance is required. A beautifully architected package is ¢

I worthless if it violates regulatory or supplier boundaries.

_
| 1

1
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BOUNDARIES

Never guarantee safety,
weather, or make
unauthorized medical

fitness/insurance claims.
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T H E c 0 N S u I-TAT I V E . Lﬂgigcpgiff hYudget,
SALES SEQUENCE

constraints, and risk factors.

2. QUALIFICATION

Match to USAEV Specialty
& Buyer Profile.

1. REFERRAL

Drive the next cycle via
earned advocacy.

3. RECOMMENDATION

Present 1-3 integrated
architectural options.

6. SERVICE

Pre/During/Post-trip
operational support.

4. QUOTE

Detail verified economics,
inclusions, and terms.

9. CLOSE

Handle objections logically;
secure authorization.
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' SYNTHESIS: THE USAEV VALUE ENGINE

=

CLIENT PURPOSE

P

SPECIALTY
CHANNEL
PACKAGE
ol —, ARCHITECTURE _-

& BUNDLING

e —— d|"

VERIFIED COMMISSIONABLE REVENUE

Success is not a random booking. It is the precise alignment of client need, specialty focus, verified sourcing, and structural bundling.

APPROVED

SUPPLIER
ROSTER

|
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THE ARCHITECT'S MANDATE

~ USE THE * VERIFY THE " BUILD THE
MATRIX SOURCE ARCHITECTURE

Align every lead with Only quote from Cross-sell to reduce
a USAEV Specialty live, approved risk and improve

program. supplier data. outcomes.

' Log your first Discovery Call inthe
Travel Dakdan GoHighLevel CRM to begir




