[bookmark: _mj4t15aj7oth]Day 5 Study Guide and Field Playbook: Pricing, Commissions, and Travel Economics
[bookmark: _k0jbhu4o3we]Section 1: Executive Summary & Day 5 Competency Framework
[bookmark: _qp9x2czgls1j]1.1 Purpose and Overview
Day 5 of the USA Entertainment Ventures LLC (USAEV) 10-Day SI-Accelerated Academy marks the culmination of the  Foundations  phase. This module provides new travel advisors with a foundational understanding of revenue mechanics, price construction, supplier economics, commission reconciliation, professional service fees, group financial risk, and cancellation exposure management.USAEV operates as the overarching legal, licensing, and operating brand. Specialty channels—such as  Dream Spas ,  Zoo Media ,  Grow Ministry ,  Ride Fear Free ,  Sports Media , and  Fanz/Esports —function as programs beneath this legal umbrella. As an advisor within the USAEV ecosystem, navigating travel economics requires precision, absolute factual accuracy, strict compliance, and adherence to transparent client disclosures.
[bookmark: _ofe3r8j58kry]1.2 Learning Objectives
Upon completion of Day 5, the advisor must be capable of executing the following core objectives:
· Deconstruct Travel Pricing:  Articulate all components of a travel rate, including base prices, taxes, mandatory fees, supplements, inclusions, exclusions, and optional add-ons.
· Calculate Financial Scenarios:  Accurately calculate gross travel value, commissionable amounts, host/advisor commission splits, professional service fees, and net agency revenue.
· Manage Payment Timelines:  Map deposit schedules, final payment deadlines, and payment processing workflows using approved, secure systems.
· Evaluate Cancellation Risks:  Assess and document cancellation timelines, refund rules, and financial exposures controlled by third-party suppliers.
· Apply Group Economics:  Model room/seat blocks, attrition terms, complimentary slots (comps), and organizer financial margins.
· Uphold Income Integrity:  Strictly avoid representing unearned, prospective, or uncertain income as guaranteed earnings.
[bookmark: _q47gwh9jecv6]1.3 Day 5 Gate & Credential Benchmark
Day 5 serves as the primary gateway to earning the  Travel Advisor Foundations Certificate .
+----------------------------------------------------------------------------------+
|                          DAY 5 MILESTONE ASSESSMENT                              |
+----------------------------------------------------------------------------------+
| Milestone Target:           End of Day 5 / Week 1                                |
| Credential Issued:          Travel Advisor Foundations Certificate               |
| Written Exam Minimum:       85% Overall Score                                    |
| Practical Demonstration:   Pricing Practical (100% Mathematically Correct)       |
| Compliance Gate:            100% Pass Rate on Critical Compliance Items          |
+----------------------------------------------------------------------------------+

Note: Any critical compliance error requires immediate pause in progression, targeted remediation, and mandatory reassessment prior to authorization for Academy Week 2 (Days 6–10).
[bookmark: _k1fmm2kvje0v]Section 2: Financial Terminology Glossary
Understanding travel economics requires fluency in core financial and operational terminology. Advisors must utilize these precise definitions in client documentation and internal Travel Dakdan GoHighLevel CRM workflows:
· Gross Travel Value (GTV):  The total monetary value of all travel components booked for a client, including base fares, taxes, mandatory fees, and supplements. It represents the total transaction size processed through approved channels.
· Commissionable Amount:  The portion of the Gross Travel Value eligible for supplier-paid commission. This usually excludes government taxes, port charges, airline security fees, and specified non-commissionable fees (NCFs).
· Commission Rate:  The percentage rate paid by a supplier to the agency (USAEV) based on the Commissionable Amount.
· Commission Split:  The contractual distribution of the total earned commission between the agency (USAEV) and the travel advisor.
· Commission Generated:  The actual net revenue earned by the agency and advisor after applying supplier commission rates and internal splits under approved accounting rules.
· Base Price:  The core cost of the primary travel component (e.g., hotel room night, cruise cabin rate, tour seat) before taxes, fees, and optional add-ons are applied.
· Mandatory Taxes & Fees:  Charges levied by government entities, port authorities, or resort operators (e.g., occupancy taxes, resort fees, airport departure taxes, port expense fees) that must be paid as part of the booking.
· Single Supplement:  An additional fee charged by resorts, cruise lines, or tour operators to a traveler occupying a room or cabin alone, offsetting the baseline double-occupancy pricing model.
· Service Fees:  Professional planning, administrative, or consultation fees charged directly by the advisor/agency to the client, subject to state law and USAEV company policy.
· Deposit:  A non-refundable or conditionally refundable initial payment required by a supplier or agency to secure a reservation, hold inventory, or lock in pricing.
· Final Payment Date:  The mandatory deadline established by the supplier by which the remaining balance of the Gross Travel Value must be paid in full to avoid auto-cancellation of the reservation.
· Attrition:  A contractual clause in group contracts that holds the group or organizer financially liable for a specific percentage of unbooked or unused rooms/seats in an allocated block.
· Complimentary Units ("Comps"):  Free room nights, berths, or tickets earned from a supplier based on reaching specific group booking volume thresholds (e.g., 1 free berth for every 15 paid passengers).
· Cancellation Exposure:  The potential financial loss incurred by a client or organizer if a trip is canceled at a given point in time, governed by supplier cancellation penalty schedules.
[bookmark: _rj7ntmzepbrt]Section 3: Price Anatomy & Proposal Structure
[bookmark: _hqvfl4nyass6]3.1 Deconstructing the Travel Price
To present clear, transparent proposals, advisors must break down every travel quote into distinct financial layers. Obfuscating taxes, fees, or exclusions creates compliance liability and erodes client trust.
+-----------------------------------------------------------------------------------+
|                            TOTAL GROSS TRAVEL VALUE                               |
|                                                                                   |
|  +-----------------------------------------------------------------------------+  |
|  | BASE PRICE                                                                  |  |
|  | (Hotel Room / Cruise Berth / Tour Rate / Transport Base)                    |  |
|  +-----------------------------------------------------------------------------+  |
|  | MANDATORY TAXES & GOVT FEES                                                 |  |
|  | (Port Taxes, Occupancy Fees, TSA Fees, VAT, Local Transfers)                |  |
|  +-----------------------------------------------------------------------------+  |
|  | SUPPLEMENTS & SURCHARGES                                                    |  |
|  | (Single Supplements, Peak Season Surcharges, Fuel Surcharges)               |  |
|  +-----------------------------------------------------------------------------+  |
|  | INCLUSIONS (Explicitly Documented)                                          |  |
|  | (Meals, Daily Game Drives, Dive Gear, transfers, WiFi, Beverages)           |  |
|  +-----------------------------------------------------------------------------+  |
|  | EXCLUSIONS & OPTIONAL ADD-ONS (Explicitly Documented)                       |  |
|  | (Gratuities, Travel Protection, International Air, Spa Treatments)          |  |
|  +-----------------------------------------------------------------------------+  |
|  | PROFESSIONAL SERVICE FEES (Where Permitted & Disclosed)                     |  |
|  | (Planning Fees, Custom Itinerary Design Fees)                                |  |
|  +-----------------------------------------------------------------------------+  |
+-----------------------------------------------------------------------------------+

[bookmark: _f18u79qawdj1]Price Components Detail:
1. Base Price:  The core rate offered by resorts, cruise lines, or tour operators. In many package environments (e.g.,  Dream Spas  or  Zoo Media Safaris ), the base price forms the core commissionable amount.
2. Taxes & Mandatory Fees:  Must be itemized separately whenever possible. Government taxes and mandatory resort/port fees are generally non-commissionable.
3. Supplements:  Identify single-occupancy charges, holiday surcharges, or special equipment handling fees (e.g., esports gear transport, motorcycle shipping, or medical logistics).
4. Inclusions vs. Exclusions:  Every quote must explicitly list what is covered in the price (e.g., "Includes 3 meals daily, park conservation fees, and airport transfers") and what is excluded (e.g., "Excludes international airfare, discretionary gratuities, and travel protection").
[bookmark: _9zijzt7sdd7f]3.2 Quote Construction & Auditing Rules
When constructing client-facing quotes, advisors must adhere to strict formatting standards evaluated under the official USAEV Quote Rubric:
+------------------------------------------------------------------------------------+
|                         USAEV QUOTE RUBRIC AUDIT CRITERIA                          |
+--------------------+---------------------------------------------------------------+
| EVALUATION ITEM    | REQUIRED AUDIT STANDARD                                       |
+--------------------+---------------------------------------------------------------+
| Price Structure    | Price is mathematically exact; base fare & totals align.      |
| Taxes/Fees         | Government, local, and mandatory fees are clearly separated.   |
| Payment Terms      | Deposit amount and exact final payment deadline are listed.   |
| Cancellation Rules | Exact date-based cancellation penalty schedule is documented. |
| Supplier Source    | Approved supplier/vendor source is noted internally.          |
| Expiration Risk    | Quote validity expiration date and rate fluctuation risks set. |
| Clear Next Action  | Proposal includes explicit closing prompt or payment link.    |
+--------------------+---------------------------------------------------------------+

[bookmark: _2zpx1eaqkpdf]Section 4: Commission Dynamics, Splits, and Fee Architecture
[bookmark: _19cm2q4cfy2x]4.1 Commission Calculation Mechanics
Commissions are earned based on verified supplier payments processed through USAEV-approved credentials and host networks (e.g., CCRA supplier roster access). Advisors must understand that commission is not calculated on the total Gross Travel Value, but solely on the  Commissionable Amount .
[bookmark: _3a4w0jqzlu2u]Standard Calculation Formula:
$$\text{Gross Commission} = \text{Commissionable Amount} \times \text{Supplier Commission Rate}$$$$\text{Advisor Pay} = \text{Gross Commission} \times \text{Advisor Contracted Split Percentage}$$
[bookmark: _ejtd9vg5z06]Execution Example Scenario:
· Total Booking Price (GTV):  $10,000
· Non-Commissionable Taxes/Fees:  $1,000
· Commissionable Amount:   $9,000 ($ 10,000 - $1,000)
· Supplier Commission Rate:  10%
· Gross Commission Paid to Agency:   $900 ($ 9,000 \times 0.10)
· Advisor Commission Split:  70% to Advisor / 30% to Agency
· Net Advisor Earnings:   $630 ($ 900 \times 0.70)
· Net Agency Retainage:   $270 ($ 900 \times 0.30)
[bookmark: _31jtdu7z0fqs]4.2 Payment Timing & Reconciliation
Advisors must understand the operational lifecycle of travel revenue:
1. Client Payment:  Client pays deposit or full payment to the supplier via secure, approved payment systems.
2. Travel Completion:  In most travel categories (cruise, resort, tour), suppliers do not disburse commission payments until  after the client completes travel .
3. Supplier Disbursement:  The supplier disburses gross commission funds to USAEV.
4. Reconciliation:  USAEV reconciles the incoming payment against the Travel Dakdan booking log, verifying booking confirmation numbers, GTV, and gross commission received.
5. Advisor Payout:  USAEV disburses the advisor’s split based on established accounting schedules.
[Client Deposit/Payment] ──> [Travel Occurs] ──> [Supplier Pays Agency] ──> [Agency Reconciles] ──> [Advisor Split Paid]

[bookmark: _ap7xl3tzke1q]4.3 Professional Service Fees
Where permitted by state law and aligned with USAEV corporate policy, advisors may utilize professional service fees (e.g., planning fees, itinerary design fees, group management fees) to monetize research and consultation time.
· Policy Guidelines:  Fees must be disclosed to the client in writing and agreed upon prior to performing research or accepting payment.
· Collection Channel:  All fees must be collected using USAEV-approved payment processing mechanisms.
· Disclosure Requirement:  Service fees must never be disguised as supplier-imposed taxes or mandatory government fees.
[bookmark: _3telp0m2cgjm]4.4 Ethical Revenue Representation
Advisors are strictly forbidden from representing prospective or unearned commissions as guaranteed revenue.
· Commissions are contingent upon completed travel, supplier fulfillment, and policy adherence.
· Canceled bookings usually result in recalled or unpaid commissions (clawbacks).
· Propose value, expertise, and service—never manufacture earnings assumptions to clients or prospective advisors.
[bookmark: _7513t38rjlb6]Section 5: Group Travel Economics & Risk Management
Group travel—whether for  Grow Ministry  faith tours,  Sports Media  team movements, corporate retreats, or  Zoo Media  affinity trips—involves complex financial models and contractual liabilities.
+-----------------------------------------------------------------------------------+
|                            GROUP FINANCIAL FLOW ARCHITECTURE                      |
+-----------------------------------------------------------------------------------+
|                                                                                   |
|  [Group Leader / Organizer]                                                       |
|        │                                                                          |
|        ▼                                                                          |
|  [Contract Allocation & Deposit] ──► Establishes Block & Attrition Rules           |
|        │                                                                          |
|        ▼                                                                          |
|  [Individual Participant Register] ──► Pay Staged Deposits into Block              |
|        │                                                                          |
|        ▼                                                                          |
|  [Volume Milestone Triggered] ──► Earns Earned Comps / Margin Credits             |
|        │                                                                          |
|        ▼                                                                          |
|  [Final Reconciled Settlement] ──► Pays Net Balance; Releases Unused Allocations  |
|                                                                                   |
+-----------------------------------------------------------------------------------+

[bookmark: _rmz18y61e47b]5.1 Block Allocations & Attrition Exposure
When locking in group allocations for hotels, cruises, or group air:
· Room/Seat Blocks:  Suppliers hold dedicated inventory for a specified timeframe under a master group contract.
· Attrition Clauses:  Contracts define the minimum percentage of inventory the group must sell (e.g., 80% attrition clause). If a group contracts 20 rooms but sells only 12 (60%), the group or organizer is financially obligated to pay for 4 additional rooms (to reach 80%) despite them remaining unoccupied.
· Release Dates:  Group contracts specify drop dates where unbooked space can be released back to the supplier without financial penalty. Advisors must log these exact dates in Travel Dakdan GHL.
[bookmark: _p9qwb922fdvh]5.2 Complimentary Ratios ("Comps") & Organizer Economics
Suppliers frequently reward group bookings with complimentary passes or credits based on volume ratios:
1. Standard Comp Ratio Examples:  1 free passenger per 15 paid passengers (1:15), or 1 free room night per 10 paid room nights.
2. Organizer Margin Usage:  The economic value of earned "comps" can be utilized in three ways based on the organizer's goal:
3. Reduce Per-Person Cost:  Distribute the comp value across all participants to lower the individual package price.
4. Host Travel:  Allocate the comp unit directly to the Group Leader or Pastor to cover their travel expenses.
5. Fundraising/Revenue:  Retain the value as profit or fundraising revenue for the sponsoring organization (e.g., church, school, or club).
[bookmark: _hlv7tmrnfjmz]Section 6: Payment Schedules, Cancellation Exposure, and Travel Protection
[bookmark: _grsdqb2v663m]6.1 Deposit and Final Payment Timelines
Advisors must establish clear payment timelines during the proposal phase to ensure client compliance with supplier rules.
+-----------------------------------------------------------------------------------+
|                       STANDARD PAYMENT & CANCELLATION TIMELINE                    |
+-----------------------------------------------------------------------------------+
|  [Booking Date]     --> Initial Deposit Secured (Locks Rate & Inventory)          |
|  [Mid-Term Milestone] --> Second Deposit / Group Inventory Drop Date              |
|  [Final Payment Date]--> Full Balance Due (Typically 60-120 Days Pre-Departure)    |
|  [Penalty Phase 1]  --> Cancellation incurs Loss of Deposit                       |
|  [Penalty Phase 2]  --> Cancellation incurs 50% Penalty                           |
|  [Departure Date]   --> Cancellation incurs 100% Penalty (Zero Refund)           |
+-----------------------------------------------------------------------------------+

1. Initial Deposit:  Collected at the time of booking authorization. Locks in cabin, room, or package inventory and pricing.
2. Progressive Payments:  Common in group travel or high-value specialty trips ( Safari ,  Pilgrimages ,  Cruises ), allowing travelers to pay in structured installments.
3. Final Payment Deadline:  Absolute cutoff for balance settlement. Failure to collect funds prior to the supplier's hard deadline results in automatic reservation cancellation and forfeiture of deposits.
[bookmark: _7y204db0zsv]6.2 Cancellation Risk Management
Suppliers enforce rigid cancellation penalty schedules. The advisor’s professional responsibility is to document and communicate these terms in writing before accepting booking authorization.
[bookmark: _lqgij8506tso]Cancellation Risk Checklist:
·  Document exact date thresholds for refund penalty tiers.
·  Differentiate non-refundable deposits from conditionally refundable balances.
·  Provide written cancellation and refund disclosure statements to the client.
·  Record client written acknowledgement of cancellation rules in the CRM file.
·  Highlight non-refundable components (e.g., specialized event tickets, charter commitments, custom local guide fees).
[bookmark: _6mqin9resqi]6.3 Travel Protection Disclosures & Scope
Travel protection/insurance is a key risk mitigant for cancellation exposure, but advisors must strictly respect regulatory parameters:
+-----------------------------------------------------------------------------------+
|                        TRAVEL PROTECTION COMPLIANCE BOUNDARIES                    |
+-----------------------------------------------------------------------------------+
|  PERMITTED ADVISOR ACTIONS                 | FORBIDDEN / OUT-OF-SCOPE ACTIONS      |
+--------------------------------------------+--------------------------------------+
| Explain insurance concepts in general.     | Evaluate specific claim coverage.    |
| Present approved policy options/brochures.  | Interpret complex legal policy text. |
| Offer coverage options to every client.   | Guarantee claim payouts or decisions.|
| Direct clients to insurance representatives| Sell unapproved or non-partner plans.|
+--------------------------------------------+--------------------------------------+

Rule:  Always offer travel protection options in writing. If a client declines travel protection, document their written refusal/waiver in their Travel Dakdan CRM file.
[bookmark: _my1ocplyf7ll]Section 7: AI/SI Operating Standard & Travel Dakdan CRM Integration
[bookmark: _2lcqkws88of9]7.1 SI Operating Standard for Economics & Pricing
Synthetic Intelligence (SI) accelerates research, quote auditing, and financial calculations. However, advisors maintain 100% human accountability for factual accuracy, pricing logic, and compliance.
+----------------------------------------------------------------------------------+
|                            SI OPERATING STANDARD RULES                           |
+----------------------------------------------------------------------------------+
| RULE 1: SI Accelerates, Human Verifies.                                         |
|         Use SI to draft quotes and audit text, but verify every price, date, and |
|         term against live supplier portals (CCRA roster) prior to client delivery.|
|                                                                                  |
| RULE 2: Zero Sensitive Credential Entry.                                         |
|         NEVER input restricted supplier passwords, client credit card numbers,    |
|         bank details, or confidential accounting credentials into SI tools.      |
|                                                                                  |
| RULE 3: Audit Ambiguous Wording.                                                 |
|         Use SI to review quote documents for ambiguous cancellation phrasing or   |
|         unclear inclusion statements.                                            |
+----------------------------------------------------------------------------------+

[bookmark: _ys6ezgy8b686]7.2 Travel Dakdan GoHighLevel CRM Tracking Specification
Advisors must log all pricing, quote variations, and economic metrics into  Travel Dakdan GoHighLevel  to maintain an accurate pipeline record.
[bookmark: _qwxdup3l9mn7]Required CRM Financial Fields:
+-----------------------------------------------------------------------------------+
|                       TRAVEL DAKDAN CRM FINANCIAL DATA FIELDS                     |
+--------------------------+--------------------------------------------------------+
| FIELD NAME               | DESCRIPTION & PURPOSE                                  |
+--------------------------+--------------------------------------------------------+
| USAEV Travel Agent ID    | Unique identification code (e.g., USAEV-TA-000001).   |
| Gross Travel Value (GTV) | Total monetary value of the booked package.            |
| Commission Generated     | Net revenue earned by agency/advisor.                  |
| Average Booking Value    | GTV divided by total number of completed bookings.     |
| Lead-to-Quote Rate       | Percentage of qualified discovery leads receiving quote|
| Quote-to-Booking Rate    | Percentage of delivered proposals converted to booking |
| Quote Log Entry          | Historical log of price, deposit, and deadline terms.  |
| Specialization Tag       | Specialty vertical tag (e.g., travel_cert_luxury).     |
+--------------------------+--------------------------------------------------------+

[bookmark: _ncx00q9hxnd1]Pipeline Separation Requirement:
Advisors must strictly maintain separate pipeline workflows for  Student Lifecycle / Training Tracking  and  Traveler Reservation Pipelines . Mixing student assessment records with live client booking records in the CRM is prohibited.
                  +----------------------------------------------+
                  |           TRAVEL DAKDAN CRM SYSTEM           |
                  +-----------------------+----------------------+
                                          |
            +-----------------------------+-----------------------------+
            |                                                           |
            ▼                                                           ▼
+-----------------------+                                   +-----------------------+
|  STUDENT LIFECYCLE    |                                   |  TRAVELER RESERVATION |
|  TRAINING PIPELINE    |                                   |  BOOKING PIPELINE     |
+-----------------------+                                   +-----------------------+
| • Applied / Screening |                                   | • New Travel Lead     |
| • Academy Weeks 1-2   |                                   | • Discovery Scheduled |
| • Certified Apprentice|                                   | • Research / Verify   |
| • Capstone / Grad     |                                   | • Proposal Sent       |
|                       |                                   | • Deposit Authorized  |
|                       |                                   | • Booked / Pre-Travel |
+-----------------------+                                   +-----------------------+

[bookmark: _cnjr7hjd6ep4]Section 8: Field Execution Playbook & Verification Checklists
[bookmark: _1zbymf7ncyv]8.1 Step-by-Step Quote Construction Playbook
When preparing a client quote, complete the following sequence in order:
+-----------------------------------------------------------------------------------+
|                         QUOTE CONSTRUCTION WORKFLOW FLOWCHART                     |
+-----------------------------------------------------------------------------------+
|  STEP 1: Run Discovery & Determine Constraints (Dates, Budget, Inclusions)        |
|  STEP 2: Access Approved Supplier Roster (Verify Live Inventory & Terms)          |
|  STEP 3: Itemize Price Anatomy (Base Price + Mandatory Taxes/Fees + Supplements)  |
|  STEP 4: Map Deposit & Final Payment Schedule                                     |
|  STEP 5: Detail Explicit Inclusions & Exclusions                                  |
|  STEP 6: Run SI Audit Prompt to Check for Unclear Language or Errors              |
|  STEP 7: Human Verification of All Facts Against Supplier Portal                  |
|  STEP 8: Publish Proposal to Client via Travel Dakdan CRM                         |
+-----------------------------------------------------------------------------------+

[bookmark: _y6s1z9xjg10n]8.2 Final Pre-Booking Verification Checklist
Before accepting client payment credentials or issuing a booking authorization, the advisor must complete this verification checklist:
·   Fact & Term Verification:  Have all prices, flight schedules, room categories, and inclusions been verified against current, live supplier sources?
·   Names & Dates Check:  Do traveler names match official passports/government IDs exactly, and are all travel dates logically aligned?
·   Separation of Fees:  Are base prices, government taxes, port fees, and service charges itemized correctly?
·   Payment Deadlines Documented:  Are exact deposit requirements and final payment deadlines documented in the proposal?
·   Cancellation Terms Disclosed:  Has the client received written cancellation penalty timelines and refund conditions?
·   Travel Protection Offered:  Has travel protection been offered, and has the client’s acceptance or written waiver been logged in the CRM?
·   System Compliance:  Are all payment transactions being processed through approved, secure payment mechanisms (zero credit card data stored in plain text or SI tools)?
·   Compliance Check:  Are seller-of-travel requirements and state-specific compliance rules verified for the client’s residence state?
·   CRM Pipeline Updated:  Is the opportunity logged in Travel Dakdan with a next action and due date assigned?
[bookmark: _px67ga87xvqn]8.3 Sample Foundations Exam Practice Drills
[bookmark: _top0wlwb118z]Question 1
Why must supplier-generated or SI-generated terms be verified against live portals before sending them to a client?
· Official Answer Key:  Pricing, terms, inventory, and restrictions change dynamically. The advisor maintains full professional and legal responsibility for recommendations and factual accuracy; SI does not replace advisor verification.
[bookmark: _45im00qw7ab7]Question 2
What is the difference between Gross Travel Value (GTV) and the Commissionable Amount?
· Official Answer Key:  Gross Travel Value is the total cost of the booking paid by the client. The Commissionable Amount is the specific portion of the GTV eligible for commission calculations, excluding government taxes, port charges, and non-commissionable fees (NCFs).
[bookmark: _6qxkonpkawhw]Question 3
Under what circumstances may an advisor guarantee a specific cruise cabin upgrade or complimentary amenity to a client?
· Official Answer Key:  An advisor may only confirm upgrades or amenities that have been explicitly confirmed and contractually documented in writing by the qualified supplier. Guarantees must never be made based on unconfirmed prospective requests.
[bookmark: _by2kue8yidj9]Question 4
What critical compliance rule applies to collecting client payment credentials?
· Official Answer Key:  Payment credentials must only be processed through approved, secure payment handling systems. Credit card numbers, passwords, and sensitive financial data must never be entered into SI systems, stored in plain text, or shared over unapproved channels.

