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Day 1 Core Academy:

The Travel Business &
The USAEV Ecosystem

Decoding the travel economy and building your
operating framework as a professional advisor.




Foundation Academy Apprenticeship Graduation
(Day 5) (Day 10) (Weeks 3-12) (Week 12)

Gate: Foundations Gate: Academy exam, Action: Weekly Gate: Production
assessment (85%), strict compliance gate production logs, minimums, capstone
destination/research (100%), CERM practical | shadowing, supervised pass, supervisor signoff,
practical. (90%). | client work.

Status: Travel Advisor ' Status: USAEV Certified Status: Production | Status: USAEV Certified
Foundations Certificate. Travel Advisor Apprentice. Apprentice. Travel Advisor.

Core Principle: The apprenticeship converts knowledge
into repeatable production. Every week must produce
evidence in the CRM, not just attendance.
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The Client

The source of capital and the
ultimate focus of all activity.

The USAEV Adyvisor

The central processor connecting
the client to the world. Synthesizes
data, enforces compliance, and
engineers itineraries.

Suppliers

The fulfillment layer. Provide base
inventory.

USAEV Host Network

Provides legal/licensing structure,
operational framework, training, and
commission pathways.
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The Spokes (Consumer-Facing Programs)
Specialty Marketing Channels

USA Entertainment

Ventures LLC Function: Distinct brands

: engineered to capture specific buyer
The Hub (Legal/Operational Center) | personas and market seqments.

» Function: The core legal/licensing

entity, compliance manager, and ‘ S : :
operating brand. Houses the TRUE Operation: Integrates directly into the

agency assignment and Travel Dakdan USAEV core entity.
GoHighLevel (GHL) CRM.

N

Goal: Clear messaging without
confusing the legal structure.

Key Distinction: USAEV certification is an internal competency credential. It does not replace

state seller-of-travel requirements, insurance licensing, or third-party industry credentials.
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Cross-Sell Rule: Add-ons must solve a stated traveler problem, reduce coordination risk,

or meaningfully improve the experience. Never cross-sell just for commission.

Wildlife & Nature Node LUxUny/extensions, Luxury & Wellbeing Node

Brands: Zoo Media Photography groups
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Brands: Dream Spas & Sports Medical

Core: Luxury & Wellness Travel,
Medical/Recovery Logistics

Core: Safari Travel & Aquatic E
Adventures B

Faith & PurposeNode | .-~ Action & Event Node
i 4 \ ‘ A Brands: Ride Fear Free, Sports
Brands: Grow Ministry ‘ / = :
il = ok : o Media, Fanz
Core: Faith-Based Travel & | Group air, ; o :
Missionaryaravel Charter transport \ ! “ Core: MUtDrCYC]E Adventure, SDDHS
i _ e S e e T y: VRS Travel, Esports & Team Travel
\ | A vyvY V¥ ' %

Mobility & Scale Node
= Brands: USAEV Core =

Core: Corporate & Group Travel,
Cruise Travel, Team Charter
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Pillar 1:
~—— Supplier Commissions

Pillar 2: %

“ Professional Service Fees

« Mechanism: Direct compensation
paid by the client for the advisor's
time, expertise, and itinerary |
engineering.

» Mechanism: A percentage of the
commissionable base fare paid
by the supplier to the agency
after travel occurs.

» Watchout: Taxes, port fees, and
certain supplements are strictly
non-commissionable.

« Watchout: Strictly subject to
USAEV company policy and

state-specific laws. g@ I

The Golden Rule of Economics: Never represent unearned or uncertain income as

guaranteed. Supplier terms dictate payment timing, splits, and reconciliation.
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Non-Commissionable Amount
(Taxes, Port Fees) ->
Retained by Supplier/Gov.

ClientiPayment
($10,000/GIV)

USAEV Host Network
(Commission Reconciliation)

Risk Warning: If a client cancels, the commission

flow reverses or halts based strictly on supplier-
controlled cancellation terms.
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1:1 Transaction 1:Many Transaction
(The Baseline) (Group Economics)
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Single discovery process, single  Targets: Corporate retreats, church mission teams, sports
itinerary, single commission. Essential fans, esports tournaments.
for building skills, but limited by time. e Mechanics: Room blocks, group air, event charters, and

organizer comps.
» The Multiplier: One discovery process and one master
itinerary yields 20, 50, or 100+ passenger commissions.

Key Execution Metric: Transitioning from ‘selling to individuals’ to ‘building B2B account

plans’ targeting decision-makers, group leaders, and procurement officers.
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State Seller-of-
Travel Laws

Registration and legal
authorization must be
verified before any
selling activity occurs.

Client Funds
& Privacy

Never store sensitive
payment credentials or
supplier passwords in

unsecured systems

20N

The Boundary of Expertise

Do Not: Provide medical advice, certify medical fitness,
guarantee weather/wildlife sightings, or promise safety.

Do: Rely on official supplier terms, government
documentation, and qualified third-party
insurance providers.

Exam Standard: Academy advancement requires 100%
perfection on all critical compliance test items.

M Gemini Notebook



Input Layer Acceleration Layer The Critical Bottleneck Output Layer

(Raw Data) (SI Engine) (Advisor Verification Filter)
:.-=. Ve R—
S sl BN
IS 2%
Ui
//1°|°
Complex supplier terms, S| drafts itineraries, summarizes The human node manually audits SI A polished, accurate,
massive destination data, options, and roleplays output against current USAEV-approved compliant Client-Ready
raw quoting details. objections at high speed. supplier sources, checking facts, dates, Recommendation.

prices, and obligations.

.

Core Rule

Sl accelerates research and execution. The human advisor remains 100%
responsible for verification, compliance, and the client recommendation.

.
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Generation

J | Systematically asking
for niche-specific

Pipeline Building
- Prospecting
100+ names,
N\ segmenting by niche,
\ managing leads in
}i

referrals after |\
successful service., Travel Dakdan GHL. \|

-

Specialization
Earning specialty

endorsements (e.qg., Luxury,
Safari, Esports) to increase

P Average Booking Value
< and conversion rate.

Repeat Retention

Executing flawless pre-,
during-, and post-trip
service to ensure clients
return annually.

The Flywheel
Effect

As the wheel spins,
reliance on cold
leads drops, while
Gross Travel Value
and Commission
Margins accelerate.
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ADVISOR PROGRESSION & SUCCESS PATHWAY

WEEKS 1-2
THE AﬂADEM'\‘

WEEKS 3-7:

\ WEEKS 8-10:
CORE PRODUCTION

SCALING & NICHE

W 74

X i

WEEKS 11-12:
MASTERY & GRADUATION

-

The Academy

Focus: Travel
economics, supplier
systems, Travel

(

Core Production Scaling & Niche

=1 Focus: Shadowing,
conducting discovery
interviews, itinerary

i1 Focus: Selecting a
Specialization Track,
building personal

T

Mastery & Graduation
Focus: Handling

transaction

changes/emergencies,

executing the final
Capstone, and
achieving the USAEV
Certified Travel
Advisor credential.

Dakdan CRM, engineering, supplier referral pipelines, |
compliance, and the communication, and and deploying GHL |
Certification group travel automations.
Challenge. proposals.
B (ll
\” Success Metric: Move from theoretical knowledge to verified production
N S Mminimums (10 quotes, 5 itineraries, 3 supervised bookings). .~

—

Z
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. Branch
Orchestrates the Ecosystem}

Seamlessly matches client constraints
to verified supplier realities

C rchestrates the Ecosystem

Seamlessly matches client constraints
to verified supplier realities

Branch 3

( Maintains the Shield
.

Acts as the uncompromising filter

against non-compliance, unverified _

Al data, and operational risk.

USAEV )
Advisor

Branch 2
. e .
Drives the Revenue Engine )

Leverages specializations and B2B
group economics for maximum yield

=
66 You are not a booking agent. You are the operating system for your
client’s most valuable assets: their time, their capital, and their experiences.

Welcome to the business of travel. ,,
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