USAEV Core Travel Sales Academy

Day 1: Travel Sales Fundamentals
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THE REVENUE READINESS MISSION

Your objective for the next 10 days: Move from travel novice to producing specialty seller.
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! [PHASE 2: SALES & OPERATIONS (DAYS 6-10)] ‘——l
r 7
Master supplier systems, GoHighLevel
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PHASE 1: FOUNDATION (DAYS 1-5) ']
| —
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Master the ecosystem, geography,
products, and discovery.

Earn the Travel Advisor
Foundations Certificate.

-

" (Travel Dakdan), compliance, and
consultative sales. Earn the Certified
L Travel Advisor Apprentice status. '
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full USAEV Certification and
specialized endorsements.

A 10-week supervised
apprenticeship leading to
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The USAEV Ecosystem: Your Operating Matrix
FDream SpasT
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1. Supplier Systems
(The Inventory)

Airlines, Cruise Lines,
Resorts, Ground
Operators.

A\

The Travel Value Chain

2. USAEV & The Advisor

(The Engine)

o

They own the physical
assets and set the terms.
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Ask-Research-Verify-
Compare-Recommend.
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We own the expertise, the
compliance guardrails,
and the coordination.
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3. The Client
(The Outcome)

\:.\\'

Receives a verified,
stress-free, engineered
solution to a complex

logistical problem.

\\_
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Core Principle: You are not a human search engine. You are the architect who verifies current supplier
status, pricing, terms, and availability before presenting final details.
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The ‘DIY Travel’ lllusion

ﬂ» Above the Surface (What clients see):
}‘..( | just need a flight and a hotel room.
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Below the Surface (What clients risk):

- Coordination Risk: Missed connections,
incompatible transfer timing.

- Unverified Facts: Outdated online reviews,
hidden resort fees.

- Compliance & Entry: Visa requirements,
passport validity, health protocols.

- Supplier Rules: Non-refundable deposits,
aggressive change penalties.

- Group Logistics: Room blocks, deposit
schedules, attrition clauses.
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|ldentifying the True Problem

People do not buy travel components; they buy outcomes.

Superficial Request True Problem Solved

_ Safely moving a mission team with heavy
eqmpment through cﬂmplex customs
P - W|th zero margin for error.

—

Ensuring a flawless, high-stakes luxury
huneymonn where privacy and VIP
service are guaranteed.
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We need 15 flights to Nairobi. *%

| want a nice resort in Mexico. ——

Executing a corporate retreat that stays
under budget while managing attendee
attrition and AV requirements.

Bl N - .-__,-'

Book a block of rooms in Vegas.

—
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The Trap of the Order-Taker

Operating outside the consultative framework guarantees failure.
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Receives superficial request.

W
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Skips deep discovery. 1
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Races to quote lowest price
_on public search engines. 1|
E >

Fails to verify supplier terms
or compliance limits.

=

' | Luses to an online booking engine.
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[ ]
Result: Zero cross-selling, zero
loyalty, high liability risk.
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The Power of the Consultant

Selling through discovery, recommendation, and problem-resolution.
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The Sl Operating Standard

- Authorized: Use Sl to accelerate research, | L
draft communications, roleplay scenarios, |

and summarize terms.

- Forbidden: Never place sensitive

payment/supplier credentials into
unapproved Sl.

LLand the client recommendation.

!_1The Golden Rule: S| accelerates research

and execution. The advisor remains
responsible for verification, compliance,
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Diagnostic Matrix: Order-Taker vs. Consultant

Order-Taker

USAEV Consultant

'

Focus:

e

Competing on price

Engineering a flawless outcome

"

Process:

Reactive quoting

Proactive Universal Discovery

Tools:

Public search engines

Verified USAEV/CCRA supplier roster

Value
Presentation:

ltemized costs

Integrated problem resolution

Relationship: I

Single transaction

Lifetime retention & referral

S———
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The Sales Conversation Framework

5. The Close:

State inclusions, assumptions,
and deadlines. Ask a closing
question tied to the next
authorized action.

1. Universal Discovery:
Ask permission to learn.
"What are the top three
things that would make this
trip successful?”

—— 2. Needs Analysis:
 Translate preferences
into constraints, budget,
and risk factors.

4. Value Presentation:
Restate the client goal.
Explain why the structure
fits the goal.

3. Package Architecture:

Design primary and alternate

options using verified suppliers.
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The "Why You?" Dilemma

[f a client has a credit card and an

Internet connection, they can book

Ltravel online. Why should they use you?J

You must be able to instantly articulate your value to a prospect. Your
value is not your ability to use a keyboard. Your value is your ability to
mitigate risk, coordinate complexity, and deploy specialized knowledge.
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Anatomy of a Value Proposition

e sl e ls

Logistics The Advisor's

Verified Consultative m— | e Value |
Ecosystem I Discovery I Management jJj "= [} STIGUCVENE
(Time saved, risk
mitigated, outcomes

L secured) J

(Access to USAEV/CCRA (Translating vague (Handling compliance,
supplier roster & desires into engineered group dynamics, and
specialty programs) constraints) coordination risk)
L >
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Crafting Your PVP (Framework)

Draft your response to the “I can book it online” objection:

' I completely understand the convenience of online booking. However, my |
clients work with me because I utilize the‘[USAEV Specialty Ecnsystem]|tﬂ

provide deep planning and supplier verification you can’t get from a
search engine.

By taking the time to understand your true goals, I engineer a complete
package that manages[[Courdination!Logistioal Risks]}and ensures total
compliance with |[Entry/Supplier Rules]|.

Ultimately, I provide accountability and support so you can focus on the
I experience, not the logistics.
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Day 1 Synthesis: The Value Flywheel

4. Deliver Your Value

Articulate your PVP to close the
sale, retaining the client to start
the cycle again.

1. Map the Ecosystem

Understand the macro USAEV tools
at your disposal.

2. ldentify True Problems

Look beneath the DIY Iceberg to
find the real logistical need.

3. Consultative Selling

Use Ask-Research-Verify-Compare-
Recommend to architect a solution.

M Gemini Notebook



Day 1 Practical Gate: Revenue Readiness

To successfully clear Day 1 and advance, you must complete the following in Travel Dakdan:
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1. Build Your PVP: Complete the Personal Value
Proposition worksheet, selecting your preferred
USAEV specialty tracks.
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N

2. CRM Documentation: Enter a practice candidate
record in the training CRM format. N

N

=
3. The Roleplay: Complete one supervised N

practical demonstration confidently answering:
‘Why should | work with an advisor instead of
booking this myself?’ 16)
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4. Knowledge Check: Pass the 20-question Day 1 )

assessment at 85% minimum. :
Ol
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