[bookmark: _i6kmrsguqrqr]USAEV Day 10 Certification Challenge & Full Transaction Simulation: Field Manual and Capstone Evaluation Handbook
[bookmark: _3dikfio6crrb]1. Executive Summary & Program Architecture
[bookmark: _5wlnmrw7onoq]Legal Entity & Brand Hierarchy
USA Entertainment Ventures LLC (USAEV) is the primary legal, licensing, and operating entity. Travel specialty channels—including Zoo Media (Safari Travel, Aquatic Adventures), Dream Spas (Luxury & Wellness), Grow Ministry (Faith-Based, Missionary Travel), Ride Fear Free (Motorcycle Adventure), Sports Media / USAEV (Sports Travel, Team Charter), Fanz / Esports (Esports & Team Travel), and Sports Medical (Medical & Recovery Travel Logistics)—operate as programs and marketing channels under the USAEV legal umbrella.Internal certifications issued by USAEV are competency-based performance metrics. They do not replace state seller-of-travel registrations, insurance licensing requirements, supplier-mandated credentials, or third-party industry credentials (such as IATA, TRUE, or CLIA).
                      +------------------------------------------+
                      |      USA Entertainment Ventures LLC      |
                      |     (Legal, Licensing, Operating)        |
                      +------------------------------------------+
                                           |
    +-------------------+------------------+-------------------+-------------------+
    |                   |                  |                   |                   |
+---+---+           +---+---+          +---+---+           +---+---+           +---+---+
|  Zoo  |           | Dream |          |  Grow |           | Ride  |           | Sports|
| Media |           | Spas  |          |Ministry           | Fear  |           | Media |
+-------+           +-------+          +-------+           +-------+           +-------+

[bookmark: _jzxzuk4qvfrv]The Credential Ladder
The USAEV training path spans a 12-week accelerated continuum designed to transition candidates from foundational knowledge to supervised, independent production:| Milestone | Timing | Credential / Status | Required Evidence || ------ | ------ | ------ | ------ || Foundation | End of Day 5 | Travel Advisor Foundations Certificate | Foundations assessment (85%+), destination/research practical, client discovery practical. || Academy Gate | End of Day 10 | USAEV Certified Travel Advisor Apprentice | Day 10 Capstone exam/simulation (85%+), 100% Critical Compliance pass gate, complete simulated booking, CRM practical (90%+). || Apprenticeship | Weeks 3–12 | Production Apprentice | Weekly production logs, supervisor review, real/supervised client transactions. || Graduation | End of Week 12 | USAEV Certified Travel Advisor | Production minimums met, portfolio capstone, compliance clearance, formal supervisor signoff. |
[bookmark: _4qn59ipix364]Synthesized Intelligence (SI) Operating Standard
Synthesized Intelligence (SI) is utilized throughout the academy to accelerate destination research, roleplay client scenarios, draft proposals, build drills, and streamline workflow execution. However, the advisor retains absolute professional and legal responsibility for verifying facts, ensuring regulatory compliance, and evaluating final client recommendations.
· The Core Rule:  SI acts as an assistant; it does not replace professional judgment.
· Verification Guardrail:  Always summarize supplier terms with SI, but verify them directly against live supplier sources before presenting options to clients.
· Data Protection Security Guardrail:  Never input sensitive payment credentials, credit card numbers, private client identity data, or restricted supplier access credentials into an unapproved SI interface.
· Communication Protocol:  Review all SI-drafted client communications for accuracy regarding tone, dates, pricing, inclusions, and obligations prior to dispatch.
[bookmark: _kjvhsmqcltf8]2. Day 10 Module Breakdown & Operational Protocols
Day 10 represents the terminal competency sprint of the USAEV Core Sales Academy. Learners must execute an end-to-end transaction simulation under direct supervisor oversight.
+-----------------------------------------------------------------------------------+
|                            DAY 10 TRANSACTION FLOW                                |
+--------+--------+--------+--------+--------+--------+--------+--------+-----------+
| 10.1   | 10.2   | 10.3   | 10.4   | 10.5   | 10.6   | 10.7   | Pass   | CTA       |
| Case   | Research|Proposal| CRM    | Present| Change | Final  | Gate   | Apprentice|
| Intake |---> &   |--->    |--->    |---> &  |--->    |--->    |--->    |--->       |
|        | Verify | Multi- | Track  | Defend | Rework | Review | 85%/   | Status    |
|        |        | Tier   |        |        |        |        | 100%   |           |
+--------+--------+--------+--------+--------+--------+--------+--------+-----------+

[bookmark: _5gbsv75agbq0]Module 10.1: Case Intake
The evaluation begins with the receipt of a complex, multi-variable client brief. The advisor must execute a structured intake to capture:
· Traveler Profile:  Total headcount, age splits, relationship dynamics, and decision-maker identification.
· Parameters:  Strict budget ceilings, fixed versus flexible travel dates, and destination preferences.
· Constraints & Risk Factors:  Accessibility/mobility needs, health logistics, documentation requirements (passports/visas), past travel pain points, and risk tolerance.
· Scenario Complication:  Each brief includes an embedded constraint (e.g., conflicting traveler mobility tiers, non-refundable deposits, tight transit buffers, or strict organizational procurement policies).
[bookmark: _9b16zgdqjlff]Module 10.2: Supplier Research & Verification
Advisors must execute destination and product sourcing using the  Ask-Research-Verify-Compare-Recommend  framework and official USAEV/CCRA supplier rosters (e.g., AMA Waterways, Viking, Royal Caribbean, Collette, Classic Vacations, ALG/VAX).
· Verification Protocols:  Independently verify inventory, room/cabin categories, fare rules, supplier cancellation timelines, and payment deposit dates.
· Credential Handling:  Access supplier portals through approved agency procedures. Advisors are strictly prohibited from storing or outputting restricted supplier credentials or passwords in public logs or unapproved systems.
[bookmark: _jw81t3ecnqt]Module 10.3: Multi-Tier Proposal Architecture
Advisors engineer a comprehensive proposal containing a primary recommendation and alternate options designed to offer choice without causing decision fatigue.
1. Structure:
2. Goal Restatement:  Express the client’s core purpose and priorities back to them.
3. Primary Recommendation:  A complete itinerary aligned with preferences, budget, and logistical routing.
4. Alternate Option:  A secondary layout (Value or Premium tier) that offers clear tradeoffs in price, amenities, or pacing.
5. Financial & Price Anatomy:  Itemize the gross travel value by separating base pricing, government taxes, supplier fees, optional add-ons, deposit schedules, and final payment deadlines.
6. Terms Disclosures:  Clear documentation of cancellation exposure, non-refundable elements, change penalties, and expiration limits on quoted prices.
[bookmark: _t4yylpeoi4n]Module 10.4: Travel Dakdan GoHighLevel Transaction Recordkeeping
Every step of the transaction must be mirrored in the Travel Dakdan GoHighLevel CRM operating system:
· Pipeline Movement:  Move the opportunity through explicit stages:  New Travel Lead  $\rightarrow$  Discovery Scheduled  $\rightarrow$  Discovery Complete  $\rightarrow$  Research/Supplier Verification  $\rightarrow$  Proposal In Development  $\rightarrow$  Proposal Sent  $\rightarrow$  Follow-Up  $\rightarrow$  Decision Pending  $\rightarrow$  Deposit/Booking Authorization  $\rightarrow$  Booked .
· Data Completeness:  Complete required custom fields, timestamp all notes, attach proposal assets, create task reminders with explicit due dates, and update production tracking fields. Zero missing required fields are permitted on final evaluation files.
[bookmark: _w94i6cu1z5hv]Module 10.5: Oral Presentation & Objection Handling
The advisor delivers a 10-minute presentation of the proposal to the client (evaluator/instructor) and manages live objections using consultative sales methodologies:
· Consultative Sales Approach:  Focus on solving traveler problems, explaining overall value, and outlining logistics management rather than using high-pressure sales tactics.
· Objection Management Matrix:| Objection Type | Required Advisor Response Protocol || ------ | ------ || "I can book this online myself." | Acknowledge consumer access. Reframe value around itinerary synthesis, complex logistics management, transfers, supplier accountability, safety verifications, and professional pre/in/post-trip advocacy. || "The price is higher than expected." | Itemize like-for-like inclusions. Compare room/cabin categories, transfers, taxes/fees, flexibility, and overall trip value. Offer the pre-engineered value-tier alternate option. || "We need time to think about it." | Identify the specific unresolved variable. Reiterate verified supplier deposit deadlines and price expiration dates without manufacturing false urgency. Schedule a firm follow-up point. || "I'm worried about safety or cancellation." | Accurately explain verified supplier cancellation schedules and refund terms. Frame travel protection options strictly within authorized regulatory boundaries without guaranteeing outcomes or safety. |
[bookmark: _380i89x34sok]Module 10.6: Change Event Rework & Recovery Scenarios
Midway through the evaluation, the instructor introduces an unexpected operational disruption requiring real-time itinerary rework and client communication:
1. Disruption Types:  Supplier price increases, schedule/flight cancellations, sudden cabin/hotel inventory loss, or unexpected traveler logistical constraints.
2. Recovery Steps:
3. Re-evaluate alternative supplier inventory using live, verified sources.
4. Recalculate package economics, deposit rules, and cancellation schedules.
5. Formulate a revised itinerary solving the disruption.
6. Deliver an updated client disclosure explaining the change, options, and required authorization steps.
[bookmark: _lu1o4ueok5je]Module 10.7: Final Defense Protocols
The advisor completes an oral defense before the evaluation panel, justifying their choices regarding:
· Supplier selection logic and factual verification sources used.
· Logistical buffer design (transit, check-in/out windows, connection times).
· Compliance safeguards executed during payment processing and disclosure delivery.
· Follow-up workflows established within Travel Dakdan GoHighLevel.
[bookmark: _ivv6nxqmjdtr]3. Master Assessment Gates, Rubrics, & Evaluation Standards
To earn the  USAEV Certified Travel Advisor Apprentice  credential at the conclusion of Day 10, candidates must achieve an  85% overall minimum score  across all practical criteria and demonstrate  100% compliance on critical pass gates .
+--------------------------------------------------------------------+
|                    DAY 10 EVALUATION PASS GATES                    |
+--------------------------------------------------------------------+
|  1. OVERALL SCORE GATE: >= 85% Benchmark Aggregate                 |
|  2. CRM PRACTICAL GATE: >= 90% Minimum Completeness Benchmark       |
|  3. CRITICAL COMPLIANCE GATE: 100% Perfect Pass (0 Tolerance)       |
|                                                                    |
|  * ANY Critical Compliance failure triggers immediate remediation  |
|    and halts progression to Apprentice status.                     |
+--------------------------------------------------------------------+

[bookmark: _i2ys5kv8j9y]The 7 Critical Compliance Pass Gates (100% Non-Negotiable Standard)
A single violation of any item below results in an immediate failure of the Day 10 Challenge, triggering mandatory remediation prior to re-evaluation:
1. Credential Representation:  Representing internal USAEV certificates or specialty endorsements as state seller-of-travel registrations, government licenses, insurance credentials, or third-party accreditations (IATA/TRUE/CLIA).
2. Seller-of-Travel Regulatory Verification:  Authorizing or executing sales activities without verifying applicable state seller-of-travel registrations and legal compliance requirements for both the advisor's residence and the client's location.
3. Secure Payment & Data Handling:  Handling client payment cards or sensitive personal data through unapproved, insecure, or unencrypted channels, or storing card details in plain-text notes.
4. Credential Confidentiality:  Copying, exposing, or entering restricted supplier portal passwords, agency credentials, or system access keys into public assets, training logs, or unapproved SI tools.
5. Terms & Refund Accuracy:  Misrepresenting cancellation policies, refund terms, or supplier conditions beyond what is explicitly documented in current, verified supplier contracts.
6. Insurance Boundary Compliance:  Explaining, advising, or selling travel protection/insurance beyond authorized regulatory scope, or failing to use approved coverage documentation.
7. Client Decision & Disclosure Documentation:  Failing to document client decisions, terms, deposit schedules, expiration dates, and required legal disclosures in the CRM system.
[bookmark: _8es32frh4mgn]Comprehensive Day 10 Capstone Evaluation Rubric
Evaluators score each criterion on a scale from  0 to 3 : 0 = Missing,1 = Weak / Substandard,2 = Competent / Satisfactory,3 = Strong / Mastery
Evaluation Criterion,Score (0-3),Performance Requirements for Mastery (Score 3)
1. Case Intake & Discovery,,"Captures complete traveler profile, purpose, dates, budget, health/accessibility factors, document status, and complication constraints. Documents all findings in CRM."
2. Supplier Sourcing & SOT Compliance,,Uses approved USAEV/CCRA rosters; verifies live availability/terms; strictly validates state seller-of-travel rules prior to quoting.
3. Supplier Verification & Precision,,"Independently validates all pricing, inclusions, fees, restrictions, and deposit schedules. Excludes unverified SI claims or assumed rates."
4. Itinerary Engineering & Logistics,,"Routing is logically sound with appropriate transit buffers, timing alignment, accommodation fit, and complete inclusion/exclusion transparency."
5. Financial Architecture & Pricing,,"Mathematically precise quote separating base price, taxes, and fees. Clearly establishes deposit, final payment, and cancellation risk timelines."
6. Multi-Tier Proposal Presentation,,"Presents clear primary and alternate options using structured value framing. Restates client goals, details terms, and includes a clear call to action."
7. CRM Data Integrity & Pipeline Handling,,"Updates Travel Dakdan GoHighLevel with zero missing required fields (90%+ rubric standard). Accurately logs tasks, notes, attachments, and pipeline movement."
8. Consultative Sales & Objection Handling,,"Responds calmly and accurately to price, DIY, timing, and safety objections without pressure, unrealistic promises, or guarantees."
9. Change Event Rework & Recovery,,Successfully adjusts to instructor-introduced disruptions; recalculates package logistics and finances; delivers clear client disclosures.
10. Compliance Safeguards & Documentation,,Achieves 100% on all critical compliance items; maintains data/payment security; adheres strictly to insurance boundaries and brand rules.
[bookmark: _mm4986nwgytr]4. Travel Dakdan GoHighLevel Transaction Recordkeeping Specification
Travel Dakdan (GoHighLevel subaccount) serves as the core revenue and student tracking operating system. Complete alignment with tracking specifications is required for certification.
[bookmark: _m0lmdq5vbrky]The Lifecycle Separation Rule
Advisors must maintain a strict structural boundary between the  Student Training Lifecycle  and the  Traveler Reservation Pipeline . Student training metrics must never be mixed with traveler booking transactions.
+-----------------------------------------------------------------------------------+
|                            TRAVEL DAKDAN CRM ARCHITECTURE                         |
+-----------------------------------------------------------------------------------+
|                                                                                   |
|  [STUDENT TRAINING LIFECYCLE PIPELINE]                                             |
|  Applied -> Screening -> Accepted -> Onboarding -> Academy W1 -> Academy W2 ->    |
|  Certified Apprentice -> Production W3-6 -> Production W7-10 -> Final Capstone ->  |
|  USAEV Certified                                                                  |
|                                                                                   |
|  -------------------------------------------------------------------------------  |
|                                                                                   |
|  [TRAVELER RESERVATION PIPELINE]                                                 |
|  New Lead -> Discovery Scheduled -> Discovery Complete -> Research/Verification -> |
|  Proposal In Development -> Proposal Sent -> Follow-Up -> Decision Pending ->     |
|  Deposit/Booking Auth -> Booked -> Pre-Travel Service -> Traveling ->             |
|  Post-Travel Follow-Up -> Review/Referral Requested                               |
|                                                                                   |
+-----------------------------------------------------------------------------------+

[bookmark: _movt5wosympw]Mandatory Custom Fields for Advisor Profile & Production
Tracking Field,Operational Purpose
USAEV Travel Agent ID,Unique advisor identifier (Format: USAEV-TA-000001).
Travel Credential Level,System status (Foundations / Apprentice / Certified).
Travel Program Status,Human-readable progress state.
Travel Academy Start Date,Initial cohort intake date.
Travel Apprentice Start Date,Initiation date of supervised production.
Travel Foundations Exam Score,Recorded percentage score for Day 5 gate.
Travel Compliance Exam Score,Recorded score for Day 9 compliance gate.
Travel Final Capstone Score,Aggregate percentage score earned on Day 10 challenge.
Travel Client Discovery Count,Cumulative total of documented discovery calls (Target: 10).
Travel Quotes Count,Cumulative total of completed quotes (Target: 10).
Travel Itineraries Count,Cumulative total of complete itineraries built (Target: 5).
Travel Supervised Bookings Count,Verified bookings completed under supervision (Target: 3).
Travel State Compliance Status,Regulatory check status (Verified / Pending / Unauthorized).
Travel TRUE Agency Status,Status of host/agency assignment structure.
Specialties Completed,"System tags tracking specialty endorsements (e.g., travel_cert_safari, travel_cert_luxury)."
[bookmark: _5sxlwewkjhrv]Automated CRM System Logic
· Upon scoring  $\ge 85\%$  on the Day 10 Capstone and  $100\%$  on Critical Compliance, system triggers attach the travel_sales_certified tag, advance Travel Credential Level to Apprentice, and unlock specialty module enrollment.
· Every active traveler opportunity requires a documented  Next Action  and assigned due date. Open proposals without next actions are flagged as stale.
[bookmark: _c72nc45wvo3x]5. Post-Challenge Credentialing & Apprenticeship Progression
[bookmark: _pml574ns4c8k]USAEV Certified Travel Advisor Apprentice Status Transition
Passing the Day 10 Certification Challenge completes Phase 1 (Academy Sprint) and officially transitions the advisor to  USAEV Certified Travel Advisor Apprentice  status. The advisor is cleared to enter Phase 2: the 10-Week Supervised Apprenticeship.
+-----------------------------------------------------------------------------------+
|                         USAEV CAREER PROGRESSION LADDER                           |
+-----------------------------------------------------------------------------------+
| Level 1: USAEV Certified Travel Advisor Apprentice (End of Day 10 Gate)            |
| Level 2: USAEV Certified Travel Sales Specialist (Core Sales Academy + Practical) |
| Level 3: USAEV Specialty Advisor (Minimum 3 Specialty Endorsements)              |
| Level 4: USAEV Multi-Specialty Travel Advisor (Minimum 5 Specialty Endorsements)  |
| Level 5: USAEV Senior Travel Advisor (8 Endorsements + Sustained Production)     |
| Level 6: USAEV Master Travel Advisor (Full Portfolio Mastery + Advanced Standards)|
+-----------------------------------------------------------------------------------+

[bookmark: _44qcf5up4owi]USAEV Travel Advisor ID Card & Verification System
+-------------------------------------------------------+
|  USA ENTERTAINMENT VENTURES LLC                       |
|  USAEV TRAVEL ADVISOR ID                              |
|                                                       |
|  +------------+   Name: ALEX MORGAN                   |
|  |            |   ID: USAEV-TA-000001                 |
|  |   PHOTO    |   Status: CERTIFIED APPRENTICE        |
|  |            |   Issue Date: 2026-10-15              |
|  +------------+   Core Cert: CTA APPRENTICE           |
|  [ QR CODE ]      Endorsements: SAFARI / LUXURY       |
+-------------------------------------------------------+

· Visible Card Elements:  Advisor photo, full legal name, unique USAEV Agent ID number, USA Entertainment Ventures LLC branding, issue date, credential status, core certification marker, specialty endorsement tags, and dynamic QR verification code.
· QR Code Verification Page:  Directs inquiries to a secure, public verification page confirming active status, certification levels, completed specialty endorsements, and compliance standing. To protect privacy,  no sensitive personal data, CRM notes, supplier login credentials, or compensation splits  are accessible via the public QR link.
· Card Governance Boundary:  The card confirms internal company-issued competency status. It must not be presented as a government license, state seller-of-travel registration, or third-party credential (IATA/TRUE/CLIA) unless those external credentials have been independently verified and issued.
[bookmark: _rg4vwjhc5pm7]The 10-Week Supervised Apprenticeship Roadmap (Weeks 3–12)
During the supervised apprenticeship, the advisor operates under direct supervisor oversight to convert knowledge into verifiable production evidence:
+-----------------------------------------------------------------------------------+
|                        10-WEEK APPRENTICESHIP TIMELINE                            |
+-----------------------------------------------------------------------------------+
| Week 3 : Shadowing & Quote Construction (3 quotes, 3 supplier comparisons)        |
| Week 4 : Discovery Interviews (3 supervised discovery sessions, CRM logs)         |
| Week 5 : Itinerary Engineering (2 client-ready itineraries, logistics audits)      |
| Week 6 : Supplier Booking Operations (2 supplier interactions, 1 booking sim)     |
| Week 7 : Group & Event Travel (1 group proposal, organizer brief, economics sheet)|
| Week 8 : Specialization Focus (1 specialty track, specialty itinerary, quiz)      |
| Week 9 : Prospecting & Database (25 qualified contacts, referral sequence)        |
| Week 10: CRM Automation & Nurture (25 clean CRM records, task QA)                 |
| Week 11: Transactions & Post-Sale Service (Change/cancellation/emergency drills) |
| Week 12: Production Capstone & Graduation Audit (Portfolio review & signoff)      |
+-----------------------------------------------------------------------------------+

[bookmark: _om588jvgzexu]Cumulative Graduation Production Minimums
To achieve full graduation and receive the  USAEV Certified Travel Advisor  credential at the end of Week 12, the advisor's production log must contain supervisor-verified evidence of the following:
· Client Discovery Sessions:  10
· Complete Travel Quotes:  10
· Complete Itineraries:  5
· Supplier Booking Exercises:  3
· Actual or Supervised Bookings:  3
· Cruise Quotes:  2
· Resort / Package Quotes:  2
· Group Itinerary:  1
· USAEV Specialty Vertical Itinerary:  1
· Change / Cancellation Exercise:  1
· Emergency Travel Problem Simulation:  1
· Properly Documented Travel Dakdan Contacts:  25
· Critical Compliance Items:  100% Pass
· Final Portfolio Capstone:  Pass
· Formal Supervisor Signoff:  Required
[bookmark: _ju2he8gfad8c]6. Comprehensive Specialty Endorsement Directory
Following core certification, advisors may pursue specialty endorsements. Each vertical follows a standardized  10-Module Template  (Market Overview, Customer Profiles, Products & Experiences, Supplier/Fulfillment Model, Discovery & Qualification, Packaging & Economics, Presentation & Closing, Objection Handling, Compliance & Risk, and Practical Certification) requiring an  80%+ knowledge score ,  100% critical compliance pass , and a completed practical sales scenario.
+-----------------------------------------------------------------------------------+
|                         USAEV SPECIALTY BRAND MATRIX                              |
+--------------------------+-----------------------+--------------------------------+
| Specialty Vertical       | Primary Brand Program | Core Target Audience           |
+--------------------------+-----------------------+--------------------------------+
| Safari Travel            | Zoo Media             | Wildlife & conservation groups |
| Aquatic Adventures       | Zoo Media             | Dive clubs, marine enthusiasts |
| Luxury & Wellness        | Dream Spas            | Affluent travelers, executives |
| Faith-Based Travel       | Grow Ministry         | Churches, ministry leaders     |
| Missionary Travel        | Grow Ministry / USAEV | Mission teams, humanitarian    |
| Cruise Travel            | USAEV                 | Couples, families, retirees    |
| Motorcycle Adventure     | Ride Fear Free        | Riding clubs, adventure tourers|
| Sports Travel            | Sports Media / USAEV  | Fans, corporate, VIPs          |
| Team Charter             | Sports Media Charter  | Athletic programs, executives  |
| Esports & Team Travel    | Fanz / Esports        | Collegiate & youth esports     |
| Medical & Recovery       | Sports Medical / USAEV| Patients, care companions      |
| Corporate & Group Travel | USAEV                 | Corporations, associations     |
+--------------------------+-----------------------+--------------------------------+

[bookmark: _1ifmlfr9b73i]1. Zoo Media Safari Travel Specialist
· Ideal Customers:  Zoo/aquarium members, wildlife enthusiasts, photography clubs, families, schools, church groups, corporate incentive groups.
· Core Products:  African wildlife safaris, private/small-group safaris, photography safaris, conservation-oriented travel, premium lodges/camps, pre/post city or beach extensions.
· Key Discovery Questions:
· What wildlife or conservation experiences matter most?
· Is photography a primary trip purpose requiring specialized vehicles or pacing?
· What comfort and lodge luxury level is expected?
· What mobility or health factors affect travel in remote regions?
· Primary Objections & Responses:
· Objection:  "Safari is too expensive."
· Response:  Reframe around total value: guide expertise, exclusive conservation access, all-inclusive lodge meals/activities, transfers, and tiered seasonal alternatives.
· Compliance Guardrails:  Verify passport validity, visas, destination health/vaccine rules, and park fees. Never guarantee wildlife sightings, weather conditions, or safety. Promotes responsible wildlife practices.
· Cross-Sell Paths:  Aquatic Adventures extensions, Dream Spas Luxury & Wellness stays, Cruise extensions, Corporate/Group Travel.
[bookmark: _en23w3pk5aa8]2. Zoo Media Aquatic Adventures Specialist
· Ideal Customers:  Aquarium members, dive/snorkeling clubs, marine life enthusiasts, families, university marine biology groups, photographers.
· Core Products:  Scuba/dive resort trips, snorkeling/reef packages, marine wildlife experiences (whale watching), island packages, conservation travel, marine photography expeditions.
· Key Discovery Questions:
· Is scuba certification held or required for all travelers?
· What water experience level does each traveler possess?
· Are there non-divers in the group requiring alternative activities?
· What marine species or reef environments are priorities?
· Primary Objections & Responses:
· Objection:  "Not everyone in our group dives."
· Response:  Design balanced itineraries incorporating snorkeling, beach, cultural tours, spa, and wellness options.
· Compliance Guardrails:  Advisors must never certify medical fitness or dive competence. Verify dive operator credentials, age limits, and equipment rules. Never promise wildlife sightings or water conditions.
· Cross-Sell Paths:  Safari Travel, Luxury & Wellness, Cruise Travel, Family/Group Travel.
[bookmark: _ca795g1plh77]3. Dream Spas Luxury & Wellness Travel Specialist
· Ideal Customers:  Affluent leisure travelers, milestone couples, corporate executives, wellness seekers, luxury group organizers.
· Core Products:  Luxury resorts, destination spas, wellness retreats, executive getaways, VIP transfers, premium villas/suites, luxury cruise extensions.
· Key Discovery Questions:
· How does the client define luxury (e.g., privacy, service ratio, room style, culinary focus)?
· Is a quiet, restful environment or a social resort atmosphere preferred?
· What specific spa, wellness, or recreational outcomes are desired?
· Primary Objections & Responses:
· Objection:  "I found a lower price online."
· Response:  Compare like-for-like room categories, flexible cancellation terms, resort fees, inclusions, spa credits, transfers, and dedicated advisor support.
· Compliance Guardrails:  Do not make health, medical, or therapeutic outcome claims. Verify resort fees, spa deposit policies, and room inclusions. Respect high-tier privacy and secure payment rules.
· Cross-Sell Paths:  Medical & Recovery Logistics, Corporate & Group Travel, Cruise Travel, Safari Travel.
[bookmark: _jqdxtwifwr2l]4. Grow Ministry Faith-Based Travel Specialist
· Ideal Customers:  Churches, pastors, ministry leaders, church administrators, Bible study groups, faith-based schools.
· Core Products:  Holy Land pilgrimages, biblical history tours, Christian cruises, church retreats, ministry conferences, leadership summits.
· Key Discovery Questions:
· What is the spiritual or educational focus of the trip?
· Who holds final group decision-making and contracting authority?
· Is a structured, multi-stage deposit payment schedule required for members?
· What physical mobility levels exist across the group?
· Primary Objections & Responses:
· Objection:  "Our church members cannot pay all at once."
· Response:  Establish structured, supplier-supported deposit and staged payment schedules with clear deadline documentation.
· Compliance Guardrails:  Avoid theological promises or spiritual outcome claims. Verify group contracts, rooming minimums, attrition rules, and cancellation terms. Maintain clear distinction from missionary travel requiring special entry visas.
· Cross-Sell Paths:  Missionary Travel, Cruise Travel, Corporate & Group Travel, Group Air/Charter.
[bookmark: _1w7dty16ta75]5. Grow Ministry / USAEV Missionary Travel Specialist
· Ideal Customers:  Church mission teams, mission sending agencies, faith-based nonprofits, student volunteer groups, medical mission teams.
· Core Products:  Mission team flexible airfare, group lodging, ground transport, complex multi-city itineraries, baggage/equipment logistics, emergency travel support.
· Key Discovery Questions:
· What is the exact nature of the mission work and host organization details?
· What entry or visa category applies to the team's planned activities?
· What oversized equipment, supplies, or excess baggage must travel?
· What contingency and emergency evacuation plans are established?
· Primary Objections & Responses:
· Objection:  "We must buy the absolute cheapest airfare online."
· Response:  Balance price against restrictive change/cancellation penalties, baggage allowances, routing risks, and group coordination needs.
· Compliance Guardrails:  Never advise travelers to misstate trip purpose to border control. Verify visa/entry requirements for specific volunteer activities. Never provide medical advice or guarantee emergency evacuations.
· Cross-Sell Paths:  Faith-Based Travel, Corporate & Group Travel, Team Charter.
[bookmark: _qhhnufklc95z]6. USAEV Cruise Travel Specialist
· Ideal Customers:  Couples, family reunion groups, retirees, affinity groups, church groups, corporate incentives.
· Core Products:  Ocean cruises, river cruises, expedition cruises, luxury lines, family cruise packages, group cabin blocks, pre/post land stays.
· Key Discovery Questions:
· Is ocean, river, or expedition cruising preferred?
· What onboard atmosphere, dining style, and activity pacing fit the group?
· How important are specific destination ports versus ship amenities?
· Primary Objections & Responses:
· Objection:  "Cruising feels too crowded or restrictive."
· Response:  Match the client to small-ship river cruises, luxury lines, or expedition vessels based on their travel preferences.
· Compliance Guardrails:  Verify current line promotions, cabin availability, deposit deadlines, and passport/visa/port rules. Never promise unconfirmed upgrades or amenities.
· Cross-Sell Paths:  Faith-Based Travel, Luxury & Wellness, Safari/Aquatic extensions, Corporate & Group Travel.
[bookmark: _6af6ycfmitb7]7. Ride Fear Free Motorcycle Adventure Travel Specialist
· Ideal Customers:  Motorcycle owners, riding clubs, couples/friends groups, dealership groups, adventure tourers.
· Core Products:  Fly-and-ride packages, motorcycle rental coordination, guided touring routes, rally travel, scenic itineraries, training vacations.
· Key Discovery Questions:
· What is the riding experience level and motorcycle style preference of each participant?
· Will riders bring their own bikes or require rental units?
· What daily mileage and terrain profile feels comfortable?
· Are non-riding companions traveling in support vehicles?
· Primary Objections & Responses:
· Objection:  "I can plan my own riding route for free."
· Response:  Highlight integrated route selection, luggage support, vetted motorcycle rentals, pre-arranged lodging, and emergency backup logistics.
· Compliance Guardrails:  Motorcycling involves inherent risk; never guarantee rider safety. Verify driver licensing, motorcycle endorsement validity, rental insurance, helmet laws, and border cross-party rules.
· Cross-Sell Paths:  Sports & Event Travel, Luxury & Wellness, Corporate & Group Travel.
[bookmark: _724h5xgy3q85]8. Sports Media / USAEV Sports Travel Specialist
· Ideal Customers:  Individual fans, corporate sponsors, alumni groups, donor clubs, VIP hospitality seekers.
· Core Products:  Major event packages, championship travel, hotel/air packages, verified hospitality, golf/motorsport trips.
· Key Discovery Questions:
· Is the priority ticket access, luxury hospitality, hotel proximity, or budget control?
· Are event tickets already secured or required within the travel package?
· What ground transportation and client entertainment needs exist?
· Primary Objections & Responses:
· Objection:  "Hotels near the stadium are completely sold out."
· Response:  Utilize supplier contracted blocks, alternative boutique properties with arranged express transfers, or waitlist management.
· Compliance Guardrails:  Never imply official, unauthorized affiliation with teams, leagues, or venues. Source event access strictly through authorized providers. Do not guarantee game schedules or athlete appearances.
· Cross-Sell Paths:  Team Charter, Corporate & Group Travel, Luxury & Wellness, Esports Travel.
[bookmark: _zguripj6nwbq]9. Sports Media Charter / USAEV Team Charter Specialist
· Ideal Customers:  Professional and college athletic programs, corporate executive teams, event organizers, touring groups.
· Core Products:  Charter request qualification, group aircraft sourcing through qualified providers, team/gear movement, executive aircraft charter.
· Key Discovery Questions:
· What is the precise schedule, passenger count, and total baggage/gear weight?
· What specific cabin configurations, catering, or security protocols are required?
· Who holds formal procurement approval and contract signature authority?
· Primary Objections & Responses:
· Objection:  "Is USAEV operating our charter flight?"
· Response:  Clearly clarify that USAEV acts as a procurement and travel logistics agency, sourcing air movement through properly certificated direct air carriers or licensed brokers.
· Compliance Guardrails:  Never claim to be an direct air carrier or aircraft operator unless legally true. Verify operator FAA certifications, broker credentials, liability insurance, passenger manifests, and strict contracting terms.
· Cross-Sell Paths:  Sports Travel, Corporate & Group Travel, Esports & Team Travel, Luxury/VIP Travel.
[bookmark: _9r5u2d28w3ip]10. Fanz / Esports / USAEV Esports & Team Travel Specialist
· Ideal Customers:  High school and college esports teams, professional gaming leagues, tournament organizers, parents, sponsors.
· Core Products:  Tournament group travel, hotel blocks, team airfare, dedicated practice/meeting spaces, equipment transport logistics.
· Key Discovery Questions:
· What are the team's specific power, internet connectivity, and hardware practice requirements?
· What rooming configurations match school/youth travel guidelines?
· How is gaming equipment and luggage being transported?
· Primary Objections & Responses:
· Objection:  "Parents prefer to book their kids' travel independently."
· Response:  Emphasize team unity, safety supervision, synchronized ground transport schedules, and discounted group block rates.
· Compliance Guardrails:  Strictly comply with institutional, high school athletic association, and minor protection policies. Safely handle student data. Confirm airline baggage policies for high-value electronics.
· Cross-Sell Paths:  Sports Travel, Team Charter, Corporate & Group Travel.
[bookmark: _qlrg24on28rf]11. Sports Medical / USAEV Medical & Recovery Travel Logistics Specialist
· Ideal Customers:  Patients traveling for care, companions/family members, medical tourism coordinators, clinics, rehabilitation clients.
· Core Products:  Flexible/changeable air travel, extended-stay lodging, recovery-friendly hotel arrangements, companion travel logistics, ground transfers.
· Key Discovery Questions:
· What travel dates and return flexibility guidelines were established by the treating healthcare provider?
· What physical accessibility features (wheelchair, elevator, zero-step shower) are mandatory?
· Who is traveling as the primary care companion?
· Primary Objections & Responses:
· Objection:  "Which clinic or procedure should I select?"
· Response:  Clearly state that advisors do not offer medical recommendations or clinical evaluations, keeping focus strictly on travel and lodging logistics.
· Compliance Guardrails:   Strict No-Medical-Advice Boundary:  Never provide diagnostic advice, procedure recommendations, or claims regarding medical fitness to fly. Direct all health questions to treating clinicians. Protect sensitive health information.
· Cross-Sell Paths:  Dream Spas Luxury & Wellness, Corporate & Group Travel, Companion/Family Travel.
[bookmark: _vg0byanymr]12. USAEV Corporate & Group Travel Specialist
· Ideal Customers:  Corporations, industry associations, nonprofit organizations, corporate incentive planners, executive boards.
· Core Products:  Corporate retreats, employee incentive trips, conferences, association conventions, sales meetings, executive board retreats.
· Key Discovery Questions:
· What is the business purpose and measurable objective of the meeting/retreat?
· Who owns decision-making, corporate procurement, contract signing, and attendee billing?
· What meeting space, audio/visual, private dining, and group transfer infrastructure is required?
· Primary Objections & Responses:
· Objection:  "Our internal corporate procurement process is highly complex."
· Response:  Provide detailed scope documentation, transparent supplier terms, clear payment schedules, and compliant invoicing structures.
· Compliance Guardrails:  Strictly adhere to corporate contracting rules, deposit structures, room block attrition penalties, and duty-of-care protocols. Keep client funds within authorized payment structures.
· Cross-Sell Paths:  Luxury & Wellness, Sports Travel, Team Charter, Faith/Group Travel, Safari Incentives.
[bookmark: _dwyu5ktsio5f]7. Pre-Booking Verification & Defense Checklist
Before submitting any final transaction brief or client recommendation for evaluation during the Day 10 Certification Challenge, advisors must independently audit their work against this final checklist:
[ ] 1. Legal Entity & Brand Hierarchy Audit
       - USA Entertainment Ventures LLC is properly identified as the core legal entity.
       - Specialty channels (Zoo Media, Dream Spas, etc.) are accurately presented as program channels.

[ ] 2. Regulatory & State Seller-of-Travel Verification
       - Applicable state seller-of-travel registrations verified for advisor and client states.
       - Internal USAEV credentials are NOT represented as government licenses or third-party certifications.

[ ] 3. Fact & Supplier Verification
       - Live supplier sources checked for current rates, taxes, fees, availability, and deposit terms.
       - No unverified claims or assumed figures generated by SI are present.

[ ] 4. Multi-Tier Proposal & Financial Accuracy
       - Base price, government taxes, supplier fees, and add-ons are correctly separated.
       - Deposit amounts, final payment deadlines, and cancellation schedules are clearly detailed.
       - Primary recommendation and alternate option layouts are fully articulated.

[ ] 5. Logistics & Itinerary Soundness
       - Transit buffers, flight connection windows, and hotel check-in/out times are logistically sound.
       - Embedded scenario complications are resolved in the itinerary structure.

[ ] 6. Travel Dakdan GoHighLevel CRM Documentation
       - Opportunity is correctly categorized in the Traveler Reservation Pipeline.
       - Required custom fields, notes, timestamps, tasks, and follow-ups are documented with zero missing fields.
       - Student training records are kept strictly separate from customer booking pipelines.

[ ] 7. Data Privacy & Credential Security
       - No credit card details or client identification data stored in unapproved text files or public notes.
       - No supplier portal passwords, credentials, or agency access codes exposed in logs or SI tools.

[ ] 8. Specialty Boundary Safeguards
       - No medical advice, clinical fitness statements, or health claims made (Medical/Recovery).
       - No safety guarantees, weather promises, or wildlife sightings guaranteed (Safari/Ride Fear Free).
       - No direct air carrier claims made unless legally authorized (Team Charter).
       - Travel protection framed strictly within permitted legal boundaries.

[ ] 9. Defense & Presentation Readiness
       - 10-minute presentation structured around consultative value and client goals.
       - Prepared to address price, DIY, timing, and safety objections using facts.
       - Ready to manage real-time change event disruptions during the evaluation.


