[bookmark: _82foddo4y86r]Day 2 Study Guide and Field Playbook: Travel Products and Supplier Categories
USA Entertainment Ventures LLC  |  Travel Dakdan GoHighLevel Operating SystemProgram:  10-Day SI-Accelerated Academy + 10-Week Supervised ApprenticeshipCore Domain:  Day 2 Competency Sprint — Travel Products and Supplier Categories
[bookmark: _ibp35qnzpdkw]1. Program Positioning & Module Objectives
[bookmark: _tp092vwtmv3p]Legal & Brand Hierarchy
USA Entertainment Ventures LLC (USAEV) is the overarching legal, licensing, and operating brand. Specialty travel brands—such as  Dream Spas ,  Zoo Media ,  Grow Ministry ,  Ride Fear Free ,  Sports Media , and  Fanz —function as targeted programs and marketing channels beneath USAEV.Critical Compliance Note:  Internal USAEV certifications are company-issued competency credentials. They do  not  replace state seller-of-travel registration requirements, insurance licensing laws, airline or cruise accreditation, or third-party industry credentials.
[bookmark: _st2muzuneam8]Day 2 Learning Objectives
1. Identify Major Travel Product Categories:  Master the core operational characteristics of air, rail, lodging, cruises, tour packages, ground transportation, and travel protection.
2. Match Client Needs to Product Types:  Analyze traveler profiles during discovery to select appropriate inventory without forcing mismatched add-ons.
3. Recognize Pre-Quoting Requirements:  Identify and capture all critical data points required before initiating supplier lookups or generating client quotes.
4. Compare Product Tradeoffs:  Evaluate price drivers, restrictions, inclusions, and change sensitivity across product lines without overpromising or misrepresenting terms.
[bookmark: _b5czvudfjj60]2. Comprehensive Glossary of Travel Product Terms
Term,Definition & Context
Fare Conditions,"Rules governing air or rail tickets, defining transferability, seat selection, baggage allowances, cancellation penalties, and change sensitivity."
Resort Fee,"Mandatory daily charges collected directly by lodging properties, separate from base room rates, covering specific local amenities. Must be disclosed on quotes."
Meal Plans,"Standardized property dining inclusions (e.g., EP/European Plan no meals, CP/Continental Plan, MAP/Modified American Plan breakfast + dinner, AP/American Plan all meals, AI/All-Inclusive)."
Cabin Category,"The physical classification and position of a cruise stateroom (e.g., Interior, Oceanview, Balcony, Suite, Expedition Stateroom) which directly drives base fare cost."
Port Taxes & Fees,"Mandatory government and port authority charges added to cruise base fares, usually collected with final payment."
Escorted Tour,"A structured group itinerary managed on-site by a professional tour director, covering transportation, lodging, specified meals, and guided sightseeing."
Independent Package,"A bundled itinerary combining flights, hotels, and ground elements (transfers/car) without group movement or a dedicated tour guide."
Travel Protection,"Insurance or waiver products covering trip cancellation, interruption, travel delay, baggage loss, or emergency medical expense/evacuation within strict scope boundaries."
Split-Ticket / Connection Risk,"Booking separate, unlinked transit segments across airlines or rail lines, exposing the traveler to full loss if an earlier segment is delayed."
Ground Transfer,"Transportation connecting transit gateways (airports, piers, stations) to accommodations or activity sites (e.g., private car, shared shuttle, motorcoach)."
[bookmark: _2gszw8e5h7ia]3. Detailed Product Category Analysis & Operational Drivers
                             USAEV Travel Product Ecosystem
                                           │
  ┌─────────────────┬──────────────────────┼──────────────────────┬─────────────────┐
  │                 │                      │                      │                 │
 Air & Rail    Hotels & Resorts        Cruise Lines         Tours & Packages   Ground & Protection
  │                 │                      │                      │                 │
  ├─ Cabin Class    ├─ Room Categories     ├─ Ocean / River       ├─ Escorted       ├─ Rental Cars
  ├─ Connection     ├─ Meal Plans          ├─ Cabin Category      ├─ Independent    ├─ Transfers
  ├─ Fare Rules     ├─ Resort Fees         ├─ Taxes & Fees        ├─ Specialty      ├─ Protection Scope
  └─ Change Limits  └─ Amenity Inclusions  └─ Excursion Bundles   └─ Group Blocks   └─ Local Logistics

[bookmark: _z6pomniz78dt]3.1 Air and Rail
· Schedules & Connections:  Evaluate routing logic, gateway airports/stations, transfer times, and time-zone crossings. Ensure minimum connecting times (MCT) are met to prevent missed transfers.
· Classes of Service:  Differentiate Basic Economy, Main Cabin, Premium Economy, Business, and First Class (or Rail 1st/2nd Class). Detail restrictions such as seat selection and boarding priority.
· Fare Conditions & Change Sensitivity:  Identify non-refundable versus refundable options, change fee structures, credit expiration rules, and baggage inclusions before presenting quotes.
· Rail Specifics:  Assess point-to-point tickets versus rail passes (e.g., Amtrak Vacations), luggage handling policies, and station transfer logistics.
[bookmark: _g5g79gp7ga93]3.2 Hotels, Resorts, Spas, and Lodging
· Room Categories & Inventory:  Differentiate standard, deluxe, club level, suites, and villas based on square footage, view (oceanfront, garden view), bed configurations, and maximum occupancy limits.
· Meal Plans & Inclusions:  Verify whether property rates are European Plan (EP), All-Inclusive (AI), or wellness-focused (including specialized nutrition or spa treatments).
· Resort Fees & Surcharges:  Identify mandatory locally paid fees, parking costs, environmental taxes, and tourism fees that cannot be prepaid.
· Property Policies:  Note check-in/check-out windows, minimum age requirements, deposit requirements, credit card holds, and cancellation windows.
[bookmark: _8hie37sfzw02]3.3 Cruise Lines (Ocean, River, Expedition)
· Itinerary & Vessel Logistics:  Map port order, sea days, docking versus tendering ports, and seasonal weather trends affecting regional cruising.
· Cabin & Fare Structure:  Identify stateroom placement (midship, high/low deck), obstructed views, stateroom categories, and bundled fare structures (including wifi, drinks, and gratuities).
· Mandatory Fees & Add-Ons:  Itemize cruise base fare, government taxes and port expenses, daily onboard gratuities, specialty dining fees, and shore excursions.
· Documentation & Safety Requirements:  Confirm passport validity rules (e.g., 6 months validity past travel end date), visa needs for specific ports of call, and passenger health forms.
[bookmark: _gsjvkkc4wudn]3.4 Tours, Packages, and Specialty Travel
· Escorted vs. Independent:  Compare fully guided group tours against flexible independent packages (e.g., Classic Vacations, Contiki, Collette, Abercrombie & Kent).
· Specialty Verticals:
· Safari Travel (Zoo Media):  Game drive inclusions, park fees, lodge standards, regional aircraft luggage restrictions.
· Aquatic Adventures (Zoo Media):  Dive charters, equipment rentals, certification prerequisites.
· Luxury & Wellness (Dream Spas):  Spa inclusions, private concierge services, health/recovery logistics.
· Faith & Missionary (Grow Ministry):  Group air rules, spiritual site entries, host organization coordination.
· Motorcycle Adventure (Ride Fear Free):  Motorcycle rental qualifications, support vehicle inclusion, gear requirements.
· Sports & Esports (Sports Media / Fanz):  Verified event access, hotel blocks, team equipment transport.
· Group Mechanics:  Manage room blocks, participant rosters, attrition dates, deposit schedules, and tour leader complimentary ratios.
[bookmark: _slq13b4fsmg4]3.5 Ground Transportation and Travel Protection
· Rental Cars:  Verify driver age limits, credit card deposit requirements, international driving permits, vehicle size suitability, drop-off fees, and insurance waivers.
· Transfers:  Select between private VIP cars, shared shuttles, or group motorcoaches based on passenger count, baggage volume, and arrival schedules.
· Travel Protection Parameters:  Detail coverages (trip delay, cancellation, medical emergency, evacuation) using official supplier materials without misrepresenting policy guarantees.
[bookmark: _g6m3hgdllqno]4. Supplier Roster & Verification Protocols
[bookmark: _4n454rxghj0o]Approved USAEV / CCRA Supplier Starting Roster
Advisors must source inventory and quotes through approved partners on the official USAEV/CCRA roster:
                          USAEV / CCRA Approved Supplier Network
                                           │
  ┌─────────────────┬──────────────────────┼──────────────────────┬─────────────────┐
  │                 │                      │                      │                 │
Cruise Lines        Tour Operators         Ocean/River Luxury     Packaging/Hotels  Rail/Ground
  │                 │                      │                      │                 │
  ├─ Royal Carib.   ├─ Abercrombie & Kent  ├─ AMA Waterways       ├─ ALG/VAX        ├─ Amtrak Vacations
  ├─ Celebrity      ├─ Collette            ├─ American Cruise L.  ├─ Classic Vac.   ├─ Amstar
  ├─ Norwegian      ├─ Contiki             ├─ Seabourn / Cunard   ├─ Club Med       └─ Approved Car
  ├─ Holland Amer.  └─ Approved Partners   ├─ Silversea / Regent  └─ Approved Hosts    Partners
  ├─ Princess                              ├─ Viking / Uniworld
  ├─ MSC / Virgin                          └─ Windstar / Hurtigruten
  └─ Azamara / Scenic / UnCruise / Lindblad

[bookmark: _o89fimdmlhb7]Synthetic Intelligence (SI) Operating Standard
· Research Acceleration:  SI may be used to summarize supplier terms, draft itinerary outlines, synthesize product features, and format comparisons.
· Human Verification Standard:  The advisor remains personally responsible for verifying every price point, fare rule, cancellation policy, availability, and inclusion directly against live supplier systems before presenting quotes to clients.
· Data Security Boundary:  Never enter sensitive payment credentials (credit card numbers, CVVs), private client identifiers, or restricted supplier portal passwords into unapproved SI tools or public AI interfaces.
[bookmark: _rymk4tlhgzrq]5. Client Discovery & Qualification Playbook
[bookmark: _2hutph17bg0n]10 Universal Discovery Questions
1. What is the primary purpose and desired outcome of this trip?
2. Who is traveling, and who holds final decision-making authority?
3. What travel dates are fixed, and what flexibility exists?
4. What budget range should I design around for the total travel package?
5. What accommodations, room categories, or service levels are expected?
6. What past travel experiences did you enjoy or dislike, and why?
7. What mobility, physical, health, or accessibility requirements must be accommodated?
8. Are passports current, and are there any entry or visa constraints?
9. What specific activities or inclusions are absolute "must-haves"?
10. What factors will determine your final decision between competing options?
[bookmark: _t2xn1bhow7rk]5 Consultative Opening Lines
· "Thank you for giving USAEV the opportunity to plan your upcoming trip. Before we talk destinations or pricing, may I ask a few questions about what you want this travel experience to feel like?"
· "To make sure I respect your time and budget, I’d like to walk through a quick discovery process to understand your non-negotiable requirements."
· "We have access to an extensive roster of verified suppliers. To narrow down the best fits for your group, tell me about your favorite travel memories so far."
· "My job as your USAEV travel advisor is to handle the logistics, verify facts, and protect your investment. What is the main goal for this get-together?"
· "Rather than looking at generic online listings, let's discuss your schedule, preferred travel style, and priorities so I can build a tailored proposal."
[bookmark: _rjsxsy3wvaxf]Qualification & Data-Capture Checklist
·   Traveler Identity:  Full legal names as shown on official government identification/passports, dates of birth, gender identifiers.
·   Dates & Timing:  Departure date, trip length, date flexibility (+/- days), critical event dates.
·   Transit Logistics:  Preferred departure airport/station, cabin class preferences, layover tolerance, preferred suppliers or loyalty programs.
·   Lodging Preferences:  Property style (resort, boutique, hotel), room/suite type, bed setup, meal plan needs, specific location requirements.
·   Budget & Payment Parameters:  Total spend expectation, deposit capabilities, payment timeline preferences.
[bookmark: _z9ml98qxa4e7]6. Product Comparison Matrix & Proposal Playbook
[bookmark: _kwabcr1cslh8]Product Tradeoff Comparison Matrix
Product Category,Key Price Drivers,Major Restrictions & Risks,Client Suitability
Basic Air vs. Main Cabin,"Baggage fees, seat selection rules, boarding position","Basic Economy is usually non-refundable, non-changeable, with no seat selection","Use Basic Economy only for price-sensitive, low-risk travelers with no baggage needs."
Escorted vs. Independent Tour,"Guide service, group transportation, included meals, group rates","Fixed schedules, limited free time, set departure dates on escorted tours","Escorted suits first-time visitors or logistics-heavy regions. Independent suits experienced, flexible travelers."
Ocean vs. River Cruise,"Vessel size, inclusions (wifi, excursions, beverages), crew ratio","River cruises have stricter age/child policies, fewer onboard amenities, and potential water-level disruptions","River cruises suit travelers seeking immersive, culturally focused, small-ship experiences with high inclusions."
All-Inclusive vs. EP Resort,"Dining/beverage access, resort activities, transfers, tips","EP rates require paying out-of-pocket for all food/drinks, which can exceed AI total package costs",All-Inclusive suits clients wanting predictable costs. EP suits travelers exploring regional restaurants.
[bookmark: _tq1gn7ehj4gv]Proposal Architecture Checklist
·   Executive Summary:  Restate client trip goals and core preferences.
·   Option Structure:  Present 1 to 3 logical options (e.g., Value, Primary, Premium) with clear distinctions.
·   Cost Breakdowns:  Clearly separate base rates, mandatory taxes/fees, and optional add-ons.
·   Itemization of Inclusions/Exclusions:  Explicitly state what is included (transfers, breakfast, Wi-Fi) and what is excluded (resort fees, baggage fees, incidentals).
·   Terms & Deadlines:  Document deposit amounts, final payment dates, hold expiration deadlines, and supplier cancellation penalties.
·   Clear Call to Action:  Provide an explicit next step (e.g., "Review and select Option A or B by Friday at 5 PM EST to secure current rates").
[bookmark: _5yupskaa164h]7. Field Sales Scripts, Objections & Follow-Up Cadence
[bookmark: _mllzm8i3w23i]Handling Common Category Objections
                        Objection Handling Framework
                                     │
      ┌──────────────────────────────┼──────────────────────────────┐
      │                              │                              │
"I can book online"         "Price is too high"            "Need to think about it"
      │                              │                              │
   Emphasize:                     Emphasize:                     Emphasize:
  ├─ Logistics management        ├─ Like-for-like inclusions    ├─ Supplier hold deadlines
  ├─ Live verification           ├─ Total experience value      ├─ Deposit flexibility
  ├─ Supplier roster access      ├─ Hidden fee exposure         └─ Specific obstacle
  └─ Advocacy & support          └─ Payment timeline options         identification

[bookmark: _wz5qxsl2qcgm]Objection 1:  "I can book this flight/hotel package myself online."
Advisor Response:   "You certainly can, but booking online leaves you managing all the logistics, schedule changes, and supplier rules on your own. When you work with me as your USAEV advisor, I verify every detail against live supplier terms, coordinate your transfers and lodging, and manage any disruptions or changes so you don't have to spend hours on hold with customer support."
[bookmark: _aoanrxhs0jfe]Objection 2:  "This cruise quote seems higher than the rate I saw listed on a discount site."
Advisor Response:   "Discount listings often show base lead-in fares before adding mandatory port taxes, fees, gratuities, or stateroom location selection. My quote includes port charges, accurate stateroom placement, and verified inclusions so there are no surprise fees at checkout. Let's compare the exact cabin category and inclusions line by line."
[bookmark: _x66ktte8spaj]Objection 3:  "We aren't sure if we want an escorted tour or to just rent a car and drive."
Advisor Response:   "Renting a car offers flexibility, but it requires managing navigation, local driving laws, parking, and daily transfer planning. An escorted tour covers all motorcoach transport, hotel transfers, pre-arranged entry tickets, and a professional guide. If you prefer independence, we can build a structured self-drive package with pre-booked hotels and local tours instead."
[bookmark: _jsa4bdqsaxw9]Objection 4:  "Why should I pay for private ground transfers when we can grab a taxi at the airport?"
Advisor Response:   "Taxi lines at peak arrival times can mean long waits, unpredictable surge pricing, and language or vehicle size issues for your luggage. A pre-arranged private transfer means a professional driver meets you at arrivals, handles your baggage, and takes you directly to your hotel at a locked-in price."
[bookmark: _yiybgp95t80a]Objection 5:  "I want to wait a few weeks before putting down a deposit."
Advisor Response:   "I understand wanting time to decide. However, supplier rates and inventory change constantly, and holds expire quickly. Placing a refundable deposit (subject to supplier terms) locks in your stateroom/room category and price today while giving you time to finalize plans."
[bookmark: _tl30v8irsup7]Standard 7-Touch Follow-Up Cadence
Touchpoint,Timing,Channel,Objective & Content
Touch 1,Immediate (Post-Discovery),Email / GHL,"Send discovery summary, thank client, set quote delivery deadline."
Touch 2,Within 24–48 Hours,Email + Link,Deliver complete proposal with video walkthrough or explicit options.
Touch 3,Day 3,SMS / Phone,Confirm receipt of proposal; ask if client has questions regarding options.
Touch 4,Day 5,Email,"Highlight key inclusions, local experiences, or upcoming price/hold expiration."
Touch 5,Day 7,Phone,Address decision obstacles; review deposit and payment schedule terms.
Touch 6,Day 10,Email / SMS,Final reminder regarding option hold deadlines or inventory changes.
Touch 7,Day 14,Email,Move opportunity to 'Decision Pending' or schedule reactivation touchpoint in GHL.
[bookmark: _bqpwvzyhtbo2]8. Cross-Sell & Bundling Playbook
[bookmark: _z2bg74xs3dit]Core Principle
Cross-selling must solve a clear traveler problem or improve convenience. Advisors must never add components simply to inflate gross travel value or commissions.
[bookmark: _vdaacmko54ls]5-Question Cross-Sell Evaluation Test
1. Does the add-on address an identified client goal or travel challenge?
2. Does it reduce coordination risk or make transit smoother?
3. Does it meaningfully improve the overall trip experience?
4. Is the traveler operationally and financially suited to the addition?
5. Can USAEV or an approved roster supplier fulfill the product accurately and compliantly?
[bookmark: _d1qr19xu50oh]Standard Category Bundling Matrix
                        Primary Travel Product
                                  │
  ┌─────────────────┬─────────────┴───────────┬─────────────────┐
  │                 │                         │                 │
Safari / Wildlife  Faith Group            Sports / Event      Motorcycle
  │                 │                         │                 │
Cross-Sells:      Cross-Sells:              Cross-Sells:        Cross-Sells:
├─ Aquatic Ext.   ├─ Group Air Blocks       ├─ Hotel Blocks     ├─ Fly-and-Ride Air
├─ Luxury Stay    ├─ Pre/Post Cruise        ├─ VIP Hospitality  ├─ Luggage Transport
└─ Photography    └─ Charter Transport      └─ Team Charters    └─ Training Vacations

Primary Product,Recommended Cross-Sells,Non-Recommended Cross-Sells
Ocean Cruise,"Pre/post-cruise hotel stays, airport transfers, shore excursions, travel protection",Unrelated land tours that overlap with port schedules
Safari Package,"Regional flight transfers, pre/post luxury wellness stays, aquatic extensions, specialized camera gear logistics",Unverified local day tours outside approved partner networks
Sports Travel,"Verified hospitality packages, VIP transfers, corporate meeting space, hotel blocks",Unconfirmed event ticket resellers or unauthorized ticket claims
Faith-Based Group,"Group air blocks, charter buses, companion cruises, group travel protection",Individual uncoordinated flights that disrupt group arrivals
[bookmark: _rs3vi8nq0zkw]9. Pre-Booking Verification & Compliance Gate
Before sending any proposal, accepting funds, or authorizing a booking, the advisor must verify every item on this checklist:
                      Pre-Booking Verification Workflow
                                       │
  ┌───────────────────┬────────────────┴───────────────────┬───────────────────┐
  │                   │                                    │                   │
Identity Check     Supplier Check                       Pricing Check       Compliance Check
  │                   │                                    │                   │
  ├─ Legal Names      ├─ Live Rates                        ├─ Base + Taxes     ├─ Disclosures
  ├─ Passport Expiration  ├─ Inventory Availability      ├─ Deposit Rules    ├─ Protection Offer
  └─ DOB & Gender     └─ Cancellation Terms                └─ Payment Schedule └─ GHL Log

[bookmark: _vurbu8o3qr0a]Pre-Booking Verification Checklist
·   Identity & Passports:  Traveler names match valid government-issued IDs exactly. Passports meet destination validity rules (6-month rule verified where required).
·   Supplier Verification:  Live availability, pricing, fare rules, and cancellation schedules confirmed via approved supplier portals (CCRA/USAEV roster). No reliance on unverified SI output.
·   Financial Accuracy:  Quote itemizes base rates, port taxes/fees, resort fees, mandatory surcharges, deposit requirements, and final payment deadlines.
·   Travel Protection Scope:  Travel protection options presented using official supplier documentation without providing unauthorized insurance advice or unearned guarantees.
·   Regulatory Compliance:  State seller-of-travel disclosures verified if required by client residence/selling location. Internal USAEV certification status kept distinct from state or third-party licenses.
·   Security Protocol:  No payment card details, passwords, or confidential portal credentials saved in unsecured locations or SI tools.
·   CRM Documentation:  Complete contact record, notes, stage tags, and next action logged in Travel Dakdan GoHighLevel.
[bookmark: _2kjlv0iultwb]10. Practical Demonstration & Day 2 Evaluation
To clear the Day 2 Gate and advance in the Academy, the student/apprentice must successfully complete:
1. Product Classification Quiz:  Achieve a score of 85% or higher on product categories, fare rules, and supplier types.
2. Product Comparison Practical:  Construct a client-ready product comparison matrix for three fictional travel scenarios, demonstrating accurate price drivers, restriction callouts, and product suitability.
3. Supplier Checklist Exercise:  Create a comprehensive supplier question checklist across all five primary product categories.
4. Independent SI Fact-Check:  Take an SI-generated travel itinerary, identify all unverified facts/rates, and perform live verification using approved USAEV roster resources.

