Moving from Transaction
to Lifelong Value

USAEV Academy Day 8:
Consultative Sales & Client Conversion
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The Core Shift from Order Taker
to Strategic Consultant

L Eamiiosme o~ Els 5 - —— TS -
» FOCUSeS Strictly on the destination

and the dates.

» Quotes a price and waits for a yes
or no.

« Accepts the first no as afinal
rejection.

» Views the booking as the final
finish line.

The Consultative Pivot

« Focuses on the underlying purpose
and constraints of the trip.

» Presents comprehensive value, not
just a line-item price.

« Explores client hesitation as an
opportunity to provide clarity.

» Engineers an infinite loop of
referrals and repeat business.
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Engineering the Perfect Match
Using the P.O.C.R. Framework

Problem & Outcome

The raw inputs from the discovery interview.
What is the true purpose of the trip, and what constitutes
a successful outcome?

Constraints

The narrowing mechanism. Filtering the grand vision
through strict realities: budget ceilings, inflexible dates,
accessibility needs, and passport/visa requirements,

Recommendation

The crystallized, singular solution. The precise combination
of USAEV-approved suppliers, routing, and logistics that
survives the constraint filter.

The Recommendation is mathematically impossible to get
right if the Constraints filter is ignored during discovery.
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The Five Pillars of
Unbeatable Advisor Value Expertise

Deep destination intelligence and
verified supplier knowledge.
Problem Resolution A X
Proactive contingency planning q .
and rapid recovery during '

disruptions.

Time Savings

' Eliminating hours of exhaustive,
’ unverified online research.
Access Support
Utilizing the USAEV/CCRA - End-to-end coordination, from the
approved supplier roster for Initial quote to the flight home.

vetted travel components.

Insight: Do not lean entirely on Access. Emphasize Problem Resolution and Time Savings to convert premium buyers.
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The Architecture of a

Step 5! Next

High-co nverSion Proposal Action Question

Ask a specific closing
question tied to the next
logical commitment.

Step 4: Clear Terms

Transparently state

e inclusions, exclusions,
Step 3: Primary deadlines, and

Recommendation verification items.
Present the core itinerary.

Present alternatives only
when they add useful

Step 2: Explain Fit choice.

Connect the chosen USAEV
supplier directly to the
client's specific outcome.

Step 1: Restate Goal

Anchor the conversation
to the client's stated
purpose.
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Objections are Navigational e -
Requests, Not Rejections The Myth:

Resistance means the client is
saying no to the trip.

The Reality:

Objections are requests for
more information, clarity, or
reassurance.

The Method
(Consultative Aikido):

Do not fight the client’s hesitation. |
Use their concern as a guidepost.
Anchor back to the P.O.C.R.
Framework to isolate the true
root of their anxiety.
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Resolving Resistance:
Price and Comparison Friction

The Client Says... The Root Fear... The Consultative Pivot...
—-
Price is higher than | Fear of overpaying or not Compare like-for-like components.

expected. getting enough value for Highlight inclusions, better
the investment. room/cabin categories, favorable

cancellation terms, and total trip
value. Never immediately discount.

| found a cheaper option Fear of not doing their due Audit the comparison together.

somewhere else. diligence. Expose hidden exclusions,
restrictive ticketing terms, or missing
transfers in the cheaper alternative.
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Resolving Resistance:
Control, Timing, and Indecision

] The Client Says...

The Root Fear...

The Consultative Pivot...

| can just book this
online myself.

| need to think about it. /

| need to ask my spouse
or board.

Reluctance to yield
control; lack of
understanding of
backend complexity.

Overwhelm, or lack of

authority to make the
final call.

Acknowledge the convenience of
online booking, then pivot to the
value of group logistics, risk
reduction, specialty expertise, and
real-time accountability.

Isolate the concern: What

specifically needs to be resolved?
Provide a shareable, executive

L=

summary of the proposal to empower

their internal conversation.
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The Anatomy of a
Consultative Pivot

4

1. Acknowledge W
& Validate '

Never argue. Validate the
concern (e.g., | completely
understand wanting to ensure
we are within budget).

P —

Ask a clarifying question to
ensure you are solving the
exact right problem, not just

‘ the surface abjection.
L ———— —J

4

3. Reframe via W
Value Pillars

Apply the appropriate response
from the Diagnostic Matrix.
Connect the solution back to
Time Savings, Expertise, or

Problem Resolution.

—
F 4. Confirm

Resolution

Do not assume the objection
is handled. Ask, Does that
address your concern

I regarding the logistics?
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Crossing the Threshold:
Transitions and Documentation

Confirm: Decision Confirmation

A successful close is simply gaining agreement on the next logical
step without high-pressure tactics. (e.g., Quote approval, deposit
authorization, or scheduling a follow-up).

Document: Comprehensive Documentation

Every material detail, assumption, disclosure, and client decision must
be immediately logged into the Travel Dakdan GoHighLevel CRM.

Advance: Advance the Status

Move the CRM pipeline stage from 'Decision Pending' to
'Deposit / Booking Authorization'’,
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The Booking is a Milestone,
Not the Finish Line

The Booking

r Transactional order-takers end the relationship at
the credit card charge. Consultative advisors know
the true value—and the engine for future

revenue—begins the moment the trip is booked. /
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The Service Timeline:
Anticipating the Journey

Booking Complete 30 Days Out Departure Day Mid-Trip
Send verified itinerary, Proactive check-in. Send a brief safe travels A light touchpoint to
clear supplier terms, and Verify passports, final text. Monitor outbound ensure the reality
compliance disclosures. payments, and flight status in the matches the
dietary/accessibility background. recommendation.
regquests.

Insight: Great service is invisible until it is needed.
Solve friction points before the client has to ask.
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The Post-Irip Engine:
Reviews, Retention, and Referrals

Phase 1: Post-Trip Debrief Phase 2: Review Request

Automate a request for a public
review while the emotional high
of the trip is fresh.

Call the client to capture feedback.

What worked? What didn't? Log
this intelligence in Travel Dakdan

for their next trip.

Phase 4: New Discovery Call
The referral immediately feeds back Phase 3: The Targeted Referral Ask

into a new P.O.C.R framework. USAEV Playbook Rule: Never ask a generic
"Do you know anyone who wants to travel?"
Make it specific to the specialty.
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The Complete USAEV
Conversion Ecosystem

L |3
" ~_ . Resistance
/ TS L. (Consultative Pivot Flowchart)

Proposal
-l (5 Pillars of Value)

6
Growth

"'\.\‘

(Post-Trip Infinity Loop)

= =

oy, — T
e ¥ i
g, B -
. > i,
-

Discovery A\ N Y Service
(P.O.C.R. Filter) “ Ah" -~ (PrefIn-Trip Timeline)
r U __.-»'* -
S s
A

| Commitment

T —_— == ‘/ E- (CRM Documentation Gate)

This is a repeatable, measurable system. Every stage is tracked,
optimized, and managed within the Travel Dakdan operating system.
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Day 8 Practical Challenge
& Documentation

I:II:IE\:IEI

1. Execute 5 Objection Roleplays:
Apply the Diagnostic Matrix live. (larget Score: 85%).

2. Engineer a 3-Option Proposal:
Must include clear next actions and no unsupported claims.

3. Conduct a Mock Closing:

Gain agreement on the next logical step. A brilliant consultative

conversation does not

4. Travel Dakdan CRM Documentation: count if it is not
Log the discovery, task, and a 7-touch follow-up documented in the system
sequence flawlessly. :

Prepare for the lab.
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