[bookmark: _i1aszlxv9m22]Day 8 Consultative Sales and Client Conversion Study Guide and Field Playbook
[bookmark: _7i32mz8gkpk9]Executive Overview & Learning Objectives
This Study Guide and Field Sales Playbook covers  Day 8: Consultative Sales and Client Conversion  of the USA Entertainment Ventures LLC (USAEV) Travel Advisor Certification & Apprenticeship program. USA Entertainment Ventures LLC is the legal, licensing, and operating brand; specialized channels—such as Dream Spas, Zoo Media, Grow Ministry, Ride Fear Free, and Sports Media—operate as marketing channels and programs beneath USAEV.The primary objective of Day 8 is to transition the travel advisor from an order-taker into a consultative travel sales specialist. Advisors learn to guide clients through systematic discovery, articulate high-value recommendations, navigate standard buyer hesitation through fact-based dialogue, close transactions with clear operational next steps, and manage automated follow-up and long-term client retention in Travel Dakdan (GoHighLevel).
                      CONSULTATIVE SALES SEQUENCE
                      
  ┌───────────┐     ┌────────────────┐     ┌─────────────┐     ┌────────────────┐
  │  Problem  │ ──> │ Desired        │ ──> │ Constraints │ ──> │ Recommendation │
  │           │     │ Outcome        │     │             │     │                │
  └───────────┘     └────────────────┘     └─────────────┘     └────────────────┘

[bookmark: _ff2cz7v7ri6b]Core Day 8 Learning Objectives
· Execute Consultative Selling:  Sell through structured discovery and tailored recommendations rather than high-pressure sales tactics.
· Articulate Value:  Frame expertise, time savings, operational support, access, and problem resolution as primary value drivers.
· Turn Around Common Objections:  Resolve price, DIY, indecision, timing, and comparison-shopping hesitations using fact-based consultative dialogues.
· Confirm Decisions & Close:  Use decision confirmation and structured closing transitions tied to quote approvals, deposits, and booking authorizations.
· Automate Follow-Up:  Implement a multi-touch follow-up cadence within Travel Dakdan GoHighLevel.
· Manage the Full Retention Lifecycle:  Guide clients through pre-trip, in-trip, post-trip, review, referral, and repeat-booking stages.
[bookmark: _p78sqz6e19je]Day 8 Assessment Gate Standards
To pass Day 8 and advance toward certification, the learner must achieve:
1. Sales Roleplay Score:  Minimum 85% on the sales roleplay rubric evaluating discovery, recommendation quality, value presentation, objection handling, accuracy, closing, and professional tone.
2. Proposal Integrity:  Proposal must contain clear next actions, verified terms, separated taxes/fees, explicit deadlines, and  zero  unsupported claims, unearned guarantees, or fake price urgency.
[bookmark: _xqpd93ax3tlz]The Consultative Sales Framework
Consultative selling centers on uncovering the client's core motivation before presenting products. Advisors must never open a conversation with a generic destination or product pitch. Instead, they apply the four-part framework:  Problem ,  Desired Outcome ,  Constraints , and  Recommendation .
                           THE 4-PART FRAMEWORK
                           
┌─────────────────────────┐──────────────────────────────────────────────────┐
│ STEP                    │ ADVISOR ACTION                                   │
├─────────────────────────┼──────────────────────────────────────────────────┤
│ 1. Problem              │ Uncover pain points, past failures, or friction. │
│ 2. Desired Outcome      │ Identify success criteria and expectations.      │
│ 3. Constraints          │ Document hard boundaries (budget, dates, health).│
│ 4. Recommendation       │ Present tailored solution meeting all criteria.  │
└─────────────────────────┴──────────────────────────────────────────────────┘

[bookmark: _ozskaw8odo1m]1. Problem (Pain Point / Friction)
Identify why the client is seeking professional assistance instead of booking independently, or what went wrong on past trips.
· Focus Areas:  Frustration with overwhelming online options, complex group coordination, past flight or transfer disruptions, lack of destination knowledge, or anxiety over logistics.
· Key Diagnostic Questions:
· "What was missing or frustrating about your past travel experiences?"
· "What is making this particular trip difficult to plan on your own?"
[bookmark: _3lyrt3jnpvfa]2. Desired Outcome (Purpose & Vision)
Capture what a successful trip looks like for the traveler or organization.
· Focus Areas:  Main trip purpose, priority experiences, comfort/luxury expectations, emotional or organizational goals (e.g., relaxation, team building, spiritual growth, conservation education).
· Key Diagnostic Questions:
· "What is the main purpose of this trip?"
· "What are the top three things that would make this trip completely successful for you?"
[bookmark: _kusq3m4btyet]3. Constraints (Boundaries & Decision Parameters)
Document all operational, financial, and personal limitations before researching or quoting.
· Focus Areas:  Fixed vs. flexible dates, hard budget limits, rooming patterns, physical/mobility needs, document/passport status, age requirements, and decision-maker approval processes.
· Key Diagnostic Questions:
· "What dates are fixed, and where do you have flexibility?"
· "What budget range should I design around?"
· "What health, mobility, or accessibility factors should be factored into the itinerary?"
· "Who else is involved in making the final decision, and when do you plan to decide?"
[bookmark: _v3b5dxojrdib]4. Recommendation (Tailored Solution)
Formulate a proposal that maps directly to the client's stated problem, desired outcomes, and constraints.
· Focus Areas:  Presenting primary recommendations and clear alternatives (e.g., Good/Better/Best or Primary/Value/Premium) that demonstrate trade-offs without overwhelming the client.
[bookmark: _iic8obch9oi0]Value Presentation Strategies & Proposal Architecture
When presenting travel proposals, value must be established through advisor expertise and operational support rather than competing strictly on base price.
                         THE 5 VALUE PILLARS
                         
      ┌────────────────────────────────────────────────────────┐
      │ 1. EXPERTISE                                           │
      │ Specialized knowledge, destination & supplier insights │
      ├────────────────────────────────────────────────────────┤
      │ 2. TIME SAVINGS                                        │
      │ Professional research, comparison & logistics design   │
      ├────────────────────────────────────────────────────────┤
      │ 3. OPERATIONAL SUPPORT                                 │
      │ End-to-end service, change handling & recovery         │
      ├────────────────────────────────────────────────────────┤
      │ 4. ACCESS & CURATION                                   │
      │ Approved supplier networks & curated itineraries       │
      ├────────────────────────────────────────────────────────┤
      │ 5. PROBLEM RESOLUTION                                  │
      │ Risk mitigation, safety & policy verification          │
      └────────────────────────────────────────────────────────┘

[bookmark: _nsktvwan57dd]The 5 Core Pillars of Value
1. Expertise:  Specialized vertical knowledge (e.g., safari logistics, dive operator standards, faith group schedules, sports charters) combined with verified supplier information.
2. Time Savings:  Eliminating dozens of hours of consumer research, option comparisons, and complex logistics alignment.
3. Operational Support:  Providing ongoing advocacy, pre-trip preparation, change management, and emergency problem resolution.
4. Access & Curation:  Accessing verified supplier rosters (USAEV/CCRA), contracted group blocks, and tailored experiences that match traveler fit.
5. Problem Resolution:  Active risk management, including clear disclosure of deposit terms, cancellation policies, entry documentation, and travel protection options.
[bookmark: _4wv5s1g7sx11]The Proposal Formula
Every written or verbal proposal presented to a client must follow this standard six-step structure:
                          PROPOSAL STRUCTURE
                          
 ┌──────────────────────────────────────────────────────────────────┐
 │ Step 1: Restate the Client's Core Goal                           │
 ├──────────────────────────────────────────────────────────────────┤
 │ Step 2: Explain Why the Proposed Structure Fits That Goal       │
 ├──────────────────────────────────────────────────────────────────┤
 │ Step 3: Present Primary Recommendation & Inclusions             │
 ├──────────────────────────────────────────────────────────────────┤
 │ Step 4: Present Alternate Option (if Choice Adds Value)          │
 ├──────────────────────────────────────────────────────────────────┤
 │ Step 5: Outline Clear Financial Terms, Deadlines & Verification │
 ├──────────────────────────────────────────────────────────────────┤
 │ Step 6: Conclude with a Decision-Focused Closing Question       │
 └──────────────────────────────────────────────────────────────────┘

1. Restate the Client Goal:  "Based on our discovery call, your goal is to organize a 7-day family wildlife safari that accommodates three generations, balances game drives with comfort, and stays within your target budget."
2. Explain the Structural Fit:  "We selected private game drives and lodges with family suites because they give your group schedule flexibility without forcing long transit days on younger travelers."
3. Present Primary Recommendation:  Detail the core itinerary, supplier choice, room/cabin category, transit logistics, and inclusions (meals, guided drives, park fees).
4. Present Alternatives (When Beneficial):  Provide a secondary option (e.g., a value-focused lodge package or a premium suite upgrade) to illustrate clear trade-offs in comfort, inclusions, or pricing.
5. State Terms, Assumptions, and Expirations:  Transparently separate base price, taxes/fees, deposits, final payment deadlines, cancellation policies, and supplier quote expiration dates.
6. Ask a Closing Question Tied to Action:  "Which of these two options aligns best with what your family wants to lock in today?"
[bookmark: _tol5fqdq32c0]The 5-Objection Turnaround Field Dialogues
When handling client hesitations, advisors must remain consultative, calm, and fact-based. Advisors must never manufacture fake urgency, make unearned claims, or press clients aggressively. Apply the standard objection turnaround method:  Acknowledge/Validate  $\rightarrow$  Reframe/Educate  $\rightarrow$  Consultative Dialogue Script .
                     OBJECTION TURNAROUND METHOD
                     
  ┌──────────────────┐     ┌──────────────────┐     ┌──────────────────┐
  │ 1. Acknowledge   │ ──> │ 2. Reframe        │ ──> │ 3. Scripted      │
  │    & Validate    │     │    & Educate     │     │    Dialogue      │
  └──────────────────┘     └──────────────────┘     └──────────────────┘

[bookmark: _59byvmsqm8gz]Objection 1: Price / Expense ("This is more than I wanted to spend.")
· Strategic Reframe:  Shift the conversation from initial out-of-pocket cost to overall trip value, complete inclusions, guide quality, protection, and operational support. Compare like-for-like components (e.g., room categories, transfers, included meals).
· Scripted Dialogue:Advisor:  "I completely understand why you want to make sure you are getting the best value for your investment. When looking at this total figure, it is helpful to look at what is included. Unlike a basic booking where transfers, park fees, daily meals, and guided activities are added on later at higher rates, this proposal includes the full itinerary, private transfers, and confirmed lodge fees.If we need to adjust the total investment, we can look at two options: we can adjust the room category at the primary lodge, or adjust travel dates slightly to catch lower seasonal rates. Which of those adjustments would you prefer to explore, or would you like to keep these higher-tier inclusions locked in?"
[bookmark: _iq176xphhidk]Objection 2: DIY / Online Booking ("I can just book this online myself.")
· Strategic Reframe:  Acknowledge the convenience of self-research while highlighting the hidden risks of independent booking: coordination complexity, unverified transfers, restrictive terms, lack of support during disruptions, and zero professional advocacy.
· Scripted Dialogue:Advisor:  "You can certainly find individual hotels and flights online. Where our clients find value is in the end-to-end coordination and operational support. Booking online leaves you responsible for connecting the logistics—matching flight arrivals to resort transfer schedules, verifying local operator credentials, and managing supplier policies if a flight is canceled or delayed.When you work with us, you get a fully verified itinerary, single-point coordination, and our team handling changes or issues while you travel. Would you prefer to handle those logistics independently, or have us manage the complete trip for you?"
[bookmark: _l4xup3aljxb]Objection 3: Indecision / Unresolved Hesitation ("I need to think about it.")
· Strategic Reframe:  Identify the specific unresolved issue causing the delay rather than pushing for a premature answer. Separate normal decision-making from pending supplier deadlines.
· Scripted Dialogue:Advisor:  "I want to make sure you feel completely confident before moving forward. Usually when clients need to step back and think it over, it means there is an unanswered question or a specific detail we haven't fully resolved yet.Is your hesitation related to the budget structure, the itinerary pacing, or needing approval from someone else? Let's clarify that now so you have all the facts you need to make the right choice."
[bookmark: _mdnhp448sbrt]Objection 4: Timing / Schedule & Payment ("The timing isn't right / We'll book later.")
· Strategic Reframe:  Connect timing to real supplier terms, deposit deadlines, cabin/room availability, and fare expiration without creating false pressure. Transparently explain deposit-and-schedule rules.
· Scripted Dialogue:Advisor:  "I respect your timeline completely. My role is to make sure you have accurate schedule and inventory details so you don't face unnecessary rate increases or sold-out space.For this specific cruise itinerary, the supplier holds the deposit schedule open until Date, which allows you to lock in the cabin category with a refundable deposit under their terms. If we wait past that date, both the cabin category and promotional amenities expire. Would you like us to place a temporary hold on the space while you finalize your schedule?"
[bookmark: _cqkqhlwgc85k]Objection 5: Comparison Shopping / Online Rate Match ("I found a lower price on another website.")
· Strategic Reframe:  Conduct a precise line-by-line comparison of components. Differences in price almost always stem from mismatched room categories, missing taxes/fees, excluded transfers, non-refundable deposit terms, or hidden restrictions.
· Scripted Dialogue:Advisor:  "I am glad you brought that price to my attention. In travel, minor differences in booking codes can dramatically alter the price and your experience. Let's do a quick side-by-side comparison.Does that online rate include property taxes, resort fees, roundtrip transfers, and the same room category with flexible cancellation terms? Often, lower online rates strip out inclusions or enforce non-refundable conditions. If it is a true like-for-like match, I can review the supplier terms directly; if not, I want to make sure you aren't surprised by extra costs at check-in."
[bookmark: _2qhunvucycke]Closing Transitions & Decision Confirmation
Closing in a consultative model is not a high-pressure push; it is the logical confirmation of decisions made during discovery and proposal review.
                         CLOSING TRANSITION FLOW
                         
  ┌─────────────────────────┐     ┌─────────────────────────┐     ┌─────────────────────────┐
  │ 1. Confirm Option Fit   │ ──> │ 2. Outline Next Action  │ ──> │ 3. Secure Authorization │
  │    & Inclusions         │     │    & Verification Terms │     │    & Deposit Commit     │
  └─────────────────────────┘     └─────────────────────────┘     └─────────────────────────┘

[bookmark: _4jinjcumgz7d]Verbal Closing Transitions
· Direct Option Close:  "We have reviewed both the primary resort package and the luxury suite upgrade. Based on your desire for space and ocean views, Option A fits your goals best. Shall we go ahead and secure Option A today?"
· Deposit Authorization Close:  "To lock in this itinerary and secure your current rate, the supplier requires a deposit of Amount by Date. With your approval, I will send the authorization form now and finalize the space."
· Schedule Confirmation Close:  "Since your dates are fixed and supplier availability for those weekend nights is limited, our next step is to approve the quote in Travel Dakdan so I can submit the reservation to the supplier. Does that sound good to you?"
[bookmark: _7pz1x218t5k]Step-by-Step Closing & Documentation Protocol
┌──────┬────────────────────────────────────────┬────────────────────────────────────────────────────────┐
│ STEP │ OPERATIONAL TASK                       │ ACTION IN TRAVEL DAKDAN / SYSTEM                       │
├──────┼────────────────────────────────────────┼────────────────────────────────────────────────────────┤
│ 1    │ Confirm Option Selection               │ Update Opportunity Stage to "Decision Pending".        │
│ 2    │ Verify Live Supplier Details           │ Re-check live rates, terms, and availability.          │
│ 3    │ Document Client Inclusions/Exclusions │ Attach verified quote summary to Contact Record.       │
│ 4    │ Issue Written Authorization Form       │ Send client approval link / payment authorization form.│
│ 5    │ Process Deposit via Approved System    │ Record transaction details using secure payment gateway│
│ 6    │ Update CRM Pipeline                    │ Move Opportunity Stage to "Booked".                    │
│ 7    │ Schedule Service Reminders             │ Set post-booking tasks and client milestone notices.   │
└──────┴────────────────────────────────────────┴────────────────────────────────────────────────────────┘

[bookmark: _yetwqpi8prvx]Travel Dakdan (GoHighLevel) 7-Touch Follow-Up Cadence
When a proposal is delivered, systematic follow-up is managed through Travel Dakdan GoHighLevel. Follow-up must maintain momentum without spamming or applying unearned pressure.
                  TRAVEL DAKDAN 7-TOUCH FOLLOW-UP TIMELINE
                  
  Touch 1      Touch 2      Touch 3      Touch 4      Touch 5      Touch 6      Touch 7
  Day 0        Day 1        Day 3        Day 5        Day 7        Day 10       Day 14
 ┌────────┐   ┌────────┐   ┌────────┐   ┌────────┐   ┌────────┐   ┌────────┐   ┌────────┐
 │Proposal│──>│Receipt │──>│ Value  │──>│ Check- │──>│ Term   │──>│ Direct │──>│ Stale  │
 │ Delivery   │Confirm │   │ Reframe│   │ In     │   │ Notice │   │ Question   │ Task   │
 └────────┘   └────────┘   └────────┘   └────────┘   └────────┘   └────────┘   └────────┘

Touch,Timing,Channel,Travel Dakdan Workflow Action,Content Objective / Script Focus
Touch 1,Day 0 (Immediate),Email + CRM Link,Opportunity stage set to Proposal Sent. Task created for Day 1.,"Deliver complete proposal, verified inclusions, pricing breakdown, clear options, and decision link."
Touch 2,Day 1 (+24 Hours),SMS or Email,Automated trigger or manual touch check.,"Confirm receipt and offer a quick call to answer initial questions:  ""Hi Name, verifying you received the proposal link. Do you have any quick questions on the options?"""
Touch 3,Day 3,Email,Strategic tag applied: followup_touch3.,"Highlight a key value driver or unique feature (e.g., guide quality, resort wellness amenity, room layout) matching a stated discovery goal."
Touch 4,Day 5,Call / Voicemail,Task assigned to Advisor: Call Prospect.,"Brief check-in call:  ""Hi Name, following up on our proposal. I want to ensure the pacing and options align with your goals before supplier holds expire."""
Touch 5,Day 7,Email,System alert for quote expiration window.,"Highlight real supplier timelines and terms:  ""Hi Name, note that supplier rate holds and cabin availability for this itinerary update on Date. Let's confirm your option to preserve this rate."""
Touch 6,Day 10,Email / SMS,Opportunity stage set to Follow-Up / Decision Pending.,"Direct consultative question:  ""Hi Name, checking in to see if you are still planning travel for Dates, or if we should adjust the itinerary or pause planning for now?"""
Touch 7,Day 14,Task / CRM Update,Move stage to Closed / Stale or trigger Long-Term Nurture.,"Final closing check-in:  ""Hi Name, since I haven't heard back, I will pause active holds on this itinerary. When you are ready to revisit, let me know and I will refresh live inventory."""
[bookmark: _7mf6d7l9kvqu]Post-Trip Retention, Review, and Referral Lifecycle
Client conversion extends beyond the initial booking. A structured lifecycle builds long-term repeat business, reviews, and targeted referrals across USAEV specialty channels.
                      POST-TRIP CLIENT RETENTION LIFECYCLE
                      
  ┌─────────────┐     ┌─────────────┐     ┌─────────────┐     ┌─────────────┐     ┌─────────────┐
  │ Pre-Trip    │ ──> │ In-Trip     │ ──> │ Post-Trip   │ ──> │ Review      │ ──> │ Referral    │
  │ Logistics   │     │ Support     │     │ Debrief     │     │ Request     │     │ & Repeat    │
  └─────────────┘     └─────────────┘     └─────────────┘     └─────────────┘     └─────────────┘

[bookmark: _enl539qcbxma]1. Pre-Trip Phase (Preparation & Trust)
· Provide verified travel documents, itineraries, supplier contacts, entry/visa guidelines, and travel protection details.
· Re-verify flight times, hotel vouchers, transfer arrangements, and special requests 7 to 14 days before departure.
[bookmark: _m0j0i8544e1l]2. In-Trip Phase (Support & Monitoring)
· Monitor flights and weather for major disruptions.
· Provide clear emergency contact instructions for local ground operators, cruise lines, or agency support.
· Avoid intrusive check-ins; send a brief, courteous message upon arrival:  "Wishing you a smooth check-in! We are here if you need anything during your stay."
[bookmark: _ua3m17wm8hrr]3. Post-Trip Phase (Debrief & Gratitude)
· Schedule a post-trip follow-up call 2 to 4 days after client return.
· Conduct a debrief interview:
· "What was the highlight of your trip?"
· "How did the accommodation and transfer logistics work out for your group?"
· "Was there anything that didn't meet your expectations?"
[bookmark: _xj8tnxasfmqx]4. Review Request Phase (Social Proof)
· After positive post-trip feedback, send a review request via Travel Dakdan email/SMS automation link within 5 to 7 days post-return.
· Request specific feedback highlighting the advisor's planning, coordination, and support.
[bookmark: _vdvj204kfr36]5. Referral Request Phase (Niche Advocacy)
· Ask for specialty-specific referrals while enthusiasm is high.
· The Specialty Referral Ask Script:Advisor:  "I am so glad your church group had such a meaningful experience on the faith heritage tour! Our business grows through referrals from leaders like you. Do you know one or two other pastors, ministry leaders, or church administrators who might be planning a pilgrimage or retreat in the coming year?"
[bookmark: _baddq2dk6k14]6. Repeat & Reactivation Phase (Lifetime Value)
· Enter client anniversary, milestone, and seasonal preferences into Travel Dakdan fields.
· Set automated CRM tasks to initiate repeat trip planning 8 to 10 months prior to their typical travel season.
· Utilize cross-selling frameworks to introduce logical adjacent specialties (e.g., cross-selling a Safari client into an Aquatic Adventure or Cruise extension).
[bookmark: _9eyo3pisooh9]Compliance, Risk Control & Pre-Booking Verification Checklist
Advisors must strictly adhere to compliance guardrails before presenting proposals or accepting booking authorizations. Critical compliance failures halt advisor progression.
                    PRE-BOOKING COMPLIANCE CHECKLIST
                    
  [ ] 1. Credential Boundaries Verified (USAEV Internal vs State/Third-Party)
  [ ] 2. Live Supplier Data Verified (CCRA/USAEV Portal - No Stale Data)
  [ ] 3. Accurate Legal Hierarchy Maintained (USAEV Operating Entity)
  [ ] 4. Pricing & Fee Separation (Base Price, Taxes, Fees Disclosed)
  [ ] 5. Terms & Expirations Documented (Deposits, Final Due Dates, Cancel)
  [ ] 6. Travel Protection Scope Controlled (Approved Materials Only)
  [ ] 7. Payment Security Compliant (Approved Payment Systems Only)
  [ ] 8. No Unearned Claims or Guarantees (No Manufactured Urgency)

[bookmark: _i5bwcyap4cy4]Key Compliance Boundaries
· Credential Representation:  Never represent internal USAEV certification as a government license, state seller-of-travel registration, or third-party credential (e.g., IATA, TRUE, CLIA) unless independently earned and verified.
· Live Verification Required:  Supplier rates, rules, cancellation terms, and availability change constantly. Always verify current facts directly within approved supplier portals (e.g., CCRA/USAEV roster) prior to client presentation. Never copy credentials into training or SI systems.
· Legal Brand Hierarchy:  Maintain clear positioning: USA Entertainment Ventures LLC is the operating/licensing entity; specialty brands (Dream Spas, Zoo Media, Grow Ministry, Ride Fear Free, Sports Media) are marketing programs.
· Travel Insurance / Protection Scope:  Discuss travel protection within authorized scope using approved supplier materials. Never interpret policy coverage or act as an insurance claims adjuster.
· Payment Security:  Process client payments strictly through approved agency merchant gateways or direct supplier portals. Never collect, write down, or store unencrypted credit card numbers or sensitive payment details in CRM notes, email, or SI prompts.
· Truth in Marketing:  Never manufacture fake scarcity, guarantee weather, promise unconfirmed upgrades, or make medical/safety guarantees.
[bookmark: _u7lm4e1jibrv]Field Sales Checklist & Quick Reference
[bookmark: _fi2jlbwaa5wr]10 Universal Discovery Questions
1. What is the main purpose of this trip?
2. Who is traveling, and who is involved in making the final decision?
3. What dates are fixed, and where do you have flexibility?
4. What are the top three things that would make this trip completely successful?
5. What did you like or dislike about similar travel experiences in the past?
6. What budget range should I design around?
7. What accessibility, health-related logistics, or special physical needs should be considered?
8. What accommodation style, transportation, activities, and service level do you expect?
9. What criteria will you use to choose one option over another?
10. When do you want to make the final decision?
[bookmark: _6iv0gj8q44hf]5 Consultative Opening Lines
1. "Thank you for taking the time to connect today. Before we look at destinations, my goal is to learn about what you want this trip to accomplish so I can design options that fit your group perfectly."
2. "I appreciate the chance to help plan your upcoming travel. Rather than pulling generic packages, I'd like to ask a few diagnostic questions to uncover what matters most to you."
3. "Planning travel can be overwhelming with so many online options. My job is to handle the logistics and research so you get a tailored, hassle-free trip. Let's start with your vision for this experience."
4. "Before we talk about specific resorts or itineraries, let's discuss what worked well—and what didn't—on your last trip so we can build the ideal solution."
5. "Thank you for reaching out to USAEV. Whether we are designing a corporate retreat, family safari, or cruise getaway, our process starts with understanding your schedule, budget, and expectations."
[bookmark: _yr7pge15nfps]Pre-Booking Verification Checklist
Before submitting any booking or processing a deposit, verify the following:
·   Traveler Details:  Full legal names (matching passport/ID exactly), dates of birth, and contact information verified.
·   Dates & Routing:  Flights, check-in/out dates, transit buffers, and routing logic confirmed without logistical conflicts.
·   Supplier Terms:  Current deposit amounts, final payment due dates, and cancellation/refund penalties explicitly documented.
·   Pricing Breakdown:  Base fare, mandatory taxes, resort fees, transfers, and total package pricing separated and double-checked mathematically.
·   Disclosures & Disclaimers:  Passport/visa entry requirements, supplier change policies, and travel protection disclosures delivered to the client in writing.
·   Client Authorization:  Written or digital quote approval and payment authorization captured and attached to the Travel Dakdan CRM contact record.
·   CRM Hygiene:  Opportunity stage moved to Booked, tasks set for pre-trip service, and gross travel value logged in Travel Dakdan.

