[bookmark: _mss6yq6ugv9c]USAEV Core Travel Sales Academy Day 3 Study Guide: Discovery and Qualification
[bookmark: _najs8r3mwsmi]1. Executive Overview & Day 3 Sprint Objectives
Day 3 of the USAEV Core Travel Sales Academy focuses on  Discovery and Qualification . In the USA Entertainment Ventures LLC (USAEV) ecosystem, travel advisors do not act as order-takers; they operate as consultative sales professionals. The primary objective of Day 3 is to master the structured discovery call, convert client dialogue into quantifiable qualification data, identify buyer decision dynamics, and document comprehensive traveler profiles within the Travel Dakdan GoHighLevel CRM system.
                    +----------------------------------+
                    |       NEW TRAVELER LEAD          |
                    +----------------------------------+
                                     |
                                     v
                    +----------------------------------+
                    |       DISCOVERY SCHEDULED        |
                    +----------------------------------+
                                     |
                                     v
         +--------------------------------------------------------+
         |           STRUCTURED DISCOVERY INTERVIEW               |
         |  - Establish Purpose & Traveler Profile                |
         |  - Uncover Dates, Flexibility, & Geography             |
         |  - Define Budget & Inclusions                          |
         |  - Evaluate Preferences, Constraints, & Risks          |
         |  - Map Decision Dynamics & Timeline                    |
         +--------------------------------------------------------+
                                     |
                                     v
                    +----------------------------------+
                    |       DISCOVERY COMPLETE         |
                    +----------------------------------+
                                     |
                                     v
                    +----------------------------------+
                    |  RESEARCH / SUPPLIER VERIFICATION|
                    +----------------------------------+

[bookmark: _rppn2okyn2pw]Day 3 Core Learning Objectives
· Execute Structured Discovery:  Conduct a professional 20-minute client discovery interview using consultative, open-ended inquiry.
· Filter Requirements via Needs Analysis:  Classify raw client input into Must-Have, Should-Have, and Nice-to-Have parameters.
· Apply the 10 Universal Questions:  Deploy USAEV's 10 Universal Discovery Questions to extract actionable constraints, budget parameters, and risk factors.
· Evaluate Decision Dynamics:  Identify all decision-makers, influencers, procurement requirements, and group/organizational dynamics.
· Enforce CRM Hygiene in Travel Dakdan:  Input complete discovery records, lifecycle tags, and next actions into the GoHighLevel CRM platform without mixing student lifecycle data with client pipelines.
· Satisfy Daily Evidence Standards:  Complete the 20-minute roleplay, pass the knowledge check, document CRM profile records, and meet the 85% rubric standard.
[bookmark: _cdygmd2ksjt]2. Structured Discovery Frameworks
Discovery is the foundational step of the consultative sales cycle. It shifts the conversation from a price-driven product pitch to an outcome-driven solution.
  +-----------------------------------------------------------------------+
  |                   ASK-RESEARCH-VERIFY-COMPARE-RECOMMEND               |
  +-----------------------------------------------------------------------+
  |  1. ASK       | Run structured discovery using universal questions.   |
  |  2. RESEARCH  | Leverage USAEV/CCRA rosters & SI tools for options.   |
  |  3. VERIFY    | Fact-check live supplier pricing, terms, & rules.     |
  |  4. COMPARE   | Build tiered options evaluating tradeoffs.            |
  |  5. RECOMMEND | Present primary solution aligned with client goals.   |
  +-----------------------------------------------------------------------+

[bookmark: _1rqr2prlgobi]The Consultative Selling vs. Order-Taking Model
Order-taking focuses on immediately searching for prices based on transactional client requests (e.g., "Find me a flight to Cancun"). Consultative selling uncovers the underlying purpose, constraints, and total experience expectations, allowing the advisor to design a comprehensive travel package that includes air, lodging, ground transport, activities, and protection.
[bookmark: _m6xs2ljk3qez]Needs Analysis Classification Framework
To build accurate itineraries, raw discovery data must be categorized into three operational levels:| Requirement Level | Definition | Sales & Packaging Impact || ------ | ------ | ------ || Must-Have | Non-negotiable requirements (e.g., exact travel dates, accessible room, specific destination for an event, budget ceiling). | Missing a Must-Have invalidates the proposal immediately. || Should-Have | High-priority preferences that significantly impact trip satisfaction (e.g., oceanfront view, direct flights, included breakfast). | Included in the primary recommendation; trade-offs are explained if budget constraints arise. || Nice-to-Have | Optional enhancements or upgrades (e.g., private airport transfer, room upgrade, spa credit). | Used for value-add framing, alternate/premium option tiers, and cross-selling. |
[bookmark: _v4c6d5jj56gu]The Ask-Research-Verify-Compare-Recommend Methodology
Advisors utilize a five-stage operational workflow for every inquiry:
1. Ask:  Execute structured discovery to capture full context.
2. Research:  Use approved USAEV/CCRA supplier resources and Synthetic Intelligence (SI) research assistants to identify candidate options.
3. Verify:  Independently fact-check live supplier availability, terms, rates, entry requirements, and cancellation policies.
4. Compare:  Evaluate trade-offs across 1–3 candidate itineraries (e.g., Primary vs. Value vs. Premium).
5. Recommend:  Present the client-centered solution with clear rationale tied to discovery findings.
[bookmark: _brm8eibaftda]3. The 10 Universal Discovery Questions
During the Day 3 discovery call, advisors must ask these ten universal questions. These standard questions ensure complete coverage of operational, economic, and logistical constraints across all travel specialties.
                    +------------------------------------+
                    |   10 UNIVERSAL DISCOVERY QUESTIONS  |
                    +------------------------------------+
                    |  1. Trip Purpose                   |
                    |  2. Travelers & Decision-Makers    |
                    |  3. Fixed vs. Flexible Dates       |
                    |  4. Success Drivers (Top 3)        |
                    |  5. Past Travel Likes/Dislikes     |
                    |  6. Target Budget Range            |
                    |  7. Accessibility & Health/Docs    |
                    |  8. Accommodations & Inclusions    |
                    |  9. Choice Criteria / Tradeoffs    |
                    | 10. Decision Timeline              |
                    +------------------------------------+

· Purpose:   What is the main purpose of this trip?
· Objective:  Establishes whether the trip is milestone leisure, corporate retreat, sports event, faith pilgrimage, dive expedition, or recovery travel.
· Travelers & Decision Makers:   Who is traveling and who is involved in the decision?
· Objective:  Maps total headcount, rooming needs, age groups, and identifies every party who must approve the purchase.
· Dates & Flexibility:   What dates are fixed and what dates are flexible?
· Objective:  Determines gateway timing, shoulder-season opportunities, and logistical constraints.
· Success Criteria:   What are the top three things that would make this trip successful?
· Objective:  Isolates the core emotional and operational value drivers to feature in the proposal.
· Past Experience:   What did you like or dislike about similar travel in the past?
· Objective:  Uncovers hidden preferences, negative past experiences, and brand affinities to avoid repeating mistakes.
· Economics:   What budget range should I design around?
· Objective:  Establishes total gross travel value expectations and prevents quoting outside financial boundaries.
· Special Requirements:   What accessibility, health-related travel logistics, documentation, or special needs should be considered without asking for unnecessary sensitive details?
· Objective:  Identifies mobility equipment, dietary restrictions, passport validity timelines, or visa requirements while maintaining privacy boundaries.
· Experience Scope:   What accommodations, transportation, activities, and service level do you expect?
· Objective:  Defines hotel star rating, cabin category, transfer type (private vs. shared), and required tour inclusions.
· Decision Criteria:   What would make you choose one option over another?
· Objective:  Uncovers price sensitivity versus value sensitivity (e.g., location vs. price, flight duration vs. cost).
· Timeline:   When do you want to make the decision?
· Objective:  Sets explicit follow-up dates, holds, and urgency based on supplier deadlines or rate expiration.
[bookmark: _n2ym0gpmmbi8]4. Client Qualification Criteria & Risk Assessment
Not every lead is a qualified prospect. Qualification evaluates whether the prospect's needs align with USAEV capabilities, supplier inventory, realistic budgets, and legal compliance.
                     +----------------------------------+
                     |    CLIENT QUALIFICATION FILTERS  |
                     +----------------------------------+
                     | - Budget vs. Reality Alignment   |
                     | - Schedule & Gateways Check      |
                     | - Passport & Entry Feasibility   |
                     | - Health/Mobility Compatibility  |
                     | - Risk Tolerance Profile         |
                     +----------------------------------+

[bookmark: _dbz9x0rgssff]Core Qualification Matrix
Qualification Criteria,Evaluation Benchmark,Red Flags / Disqualifiers
Budget Alignment,"Proposed budget aligns with real-market costs for requested destinations, dates, and quality levels.",Demanding five-star luxury accommodations during peak holiday travel on a budget fit for budget lodging.
Date & Destination Feasibility,"Travel dates fit destination seasonality, operational open periods, and flight schedules.","Unrealistic transit times (e.g., booking multi-city ground tours with zero buffer days)."
Documentation Status,"Valid passports (minimum 6 months validity beyond travel dates), visa eligibility, and transit compliance.",Expired passport with international travel scheduled in 14 days without expedited options.
Accessibility & Logistics,"Lodging, transport, and venues can legally and operationally accommodate stated physical or mobility needs.","Demanding unverified, non-accessible lodges for travelers with strict mobility needs."
Risk Tolerance & Flexibility,"Client understands trip contingencies, cancellation terms, and travel protection necessity.",Refusal to acknowledge non-refundable supplier terms while demanding 100% price guarantees.
[bookmark: _i388qsl8l3re]5. Identifying Buyer Decision Dynamics
Understanding the organizational structure and decision processes of different client types prevents wasted quoting cycles and stalled deals.
       +---------------------------------------------------------------+
       |                   BUYER DECISION DYNAMICS                     |
       +---------------------------------------------------------------+
       | INDIVIDUAL / COUPLE  | Shared decision; romance vs. budget.   |
       | FAMILY / AFFINITY    | Multi-generational; group leader focus.|
       | CORPORATE / B2B      | Procurement; multi-layered approvals.  |
       | FAITH / MISSIONARY   | Board/committee; budget stewardship.   |
       | SPORTS / ESPORTS     | Strict timing; roster/staff logistics. |
       +---------------------------------------------------------------+

[bookmark: _pgo3o6rs87vz]Decision Dynamics by Persona & Specialty Vertical
· Individual & Milestone Leisure (Dream Spas / USAEV Cruise):
· Dynamics:  Typically 1–2 decision-makers (couples, milestone celebrants). Decisions are driven by personal fit, room category, privacy, and experience design.
· Sales Focus:  Focus on time-savings, exclusive amenities, and tailored options.
· Family & Affinity Groups (Zoo Media Safari / Aquatic):
· Dynamics:  Led by a primary organizer or group head, but influenced by multi-generational family members or club leaders.
· Sales Focus:  Address diverse age groups, non-activity options (e.g., non-divers on a dive trip), and clear payment schedules.
· Faith-Based & Missionary Groups (Grow Ministry):
· Dynamics:  Decisions often require approval from a pastor, mission board, church administrator, or finance committee.
· Sales Focus:  Provide detailed shareable summaries, transparent payment timelines, group leader benefits, and contingency plans for international mission travel.
· Sports, Esports, & Corporate B2B (Sports Media / Fanz / Corporate):
· Dynamics:  Involves corporate event planners, athletic directors, procurement officers, or team travel coordinators. Approvals follow strict budget lines and corporate contracting rules.
· Sales Focus:  Emphasize duty of care, room blocks, flexible change policies, master billing, and supplemental charter options.
[bookmark: _uzlh2s5xxlkx]6. The 20-Minute Discovery Roleplay Protocol
The practical core of Day 3 is a mandatory  20-minute discovery roleplay . Advisors practice open inquiry, active listening, and objection handling under timed conditions.
  +-----------------------------------------------------------------------+
  |                   20-MINUTE ROLEPLAY TIME ALLOCATION                   |
  +-----------------------------------------------------------------------+
  |  00:00 - 02:00 (2 Min)  | Professional Opening & Purpose Setup        |
  |  02:00 - 14:00 (12 Min) | 10 Universal Discovery Questions & Probing   |
  |  14:00 - 17:00 (3 Min)  | Need Summarization & Alignment Verification |
  |  17:00 - 20:00 (3 Min)  | Clear Next Action & CRM Entry Prep          |
  +-----------------------------------------------------------------------+

[bookmark: _63ricz8tbf10]Roleplay Execution Blueprint
· Opening (0–2 Minutes):  Establish professional control, state the purpose of the call, and gain consent to ask structured questions before discussing destinations or pricing.
· Scripting:  "Thank you for taking the time to connect today. My goal is to understand your vision, priorities, and travel parameters so I can design a trip that perfectly aligns with your goals. Before we discuss specific options, may I ask you a few structured questions about your trip?"
· Deep Inquiry (2–14 Minutes):  Systematically move through the 10 Universal Discovery Questions. Probe deeply into responses rather than rushing through the list.
· Summarization (14–17 Minutes):  Restate the client's goals, distinguishing Must-Haves from Should-Haves, and confirm accuracy.
· Scripting:  "To ensure I have captured everything correctly: Your top priority is a 7-day luxury wellness getaway for two in October with a hard budget ceiling of $12,000. You require non-stop flights and a resort with a full-service spa, while oceanfront villa placement is a strong preference. Is that accurate?"
· Closing & Next Action (17–20 Minutes):  Establish explicit next steps, proposal delivery timelines, and follow-up appointments.
[bookmark: _nt3iv8ex45tl]Discovery Call Scoring Rubric (Pass Standard: 85%)
Evaluators score the discovery call across eight key criteria from 0 (Missing) to 3 (Strong), requiring a minimum score of 21/24 (87.5%) to pass.| Evaluation Criterion | Score 0 (Missing) | Score 1 (Weak) | Score 2 (Competent) | Score 3 (Strong) || ------ | ------ | ------ | ------ | ------ || 1. Purpose & Profile | Fails to identify trip purpose or traveler count. | Captures basic purpose but misses traveler details. | Identifies purpose, headcount, and basic profile. | Uncovers deeper purpose, buyer dynamics, and brand fit. || 2. Dates & Flexibility | Fails to capture travel dates. | Captures dates but ignores flexibility or gateway airports. | Captures fixed vs. flexible dates and gateway needs. | Optimizes dates around seasonality, events, and transit logic. || 3. Budget Parameters | Fails to ask for budget. | Accepts vague answers ("cheap as possible") without probing. | Establishes target budget range and major inclusions. | Defines total gross budget, payment expectations, and limits. || 4. Preferences & Constraints | Ignores client likes, dislikes, and constraints. | Captures basic likes; misses past travel dislikes. | Identifies Must-Haves, Should-Haves, and Nice-to-Haves. | Seamlessly maps preferences to specific supplier opportunities. || 5. Documentation & Access | Fails to discuss passports, visas, or accessibility. | Mentions docs casually; misses validity or mobility details. | Identifies passport validity, visa needs, and physical needs. | Thoroughly addresses entry, visa, mobility, and transit rules. || 6. Risk Tolerance | Ignores cancellation rules or safety concerns. | Mentions insurance without defining trip risk factors. | Captures client flexibility and willingness to commit. | Evaluates risk tolerance regarding deposits and terms. || 7. Clear Next Action | Ends call without defining follow-up or next step. | Vague next step ("I'll send some options soon"). | Sets specific date/time for proposal presentation. | Secures commitment for proposal review call and timeline. || 8. CRM Documentation | Fails to record notes in Travel Dakdan. | Incomplete notes; missing required profile fields. | Logs complete discovery call record in standard CRM format. | Logs detailed, categorized profile, tags, task, and next action. |
[bookmark: _l6ofrwnbgxue]7. CRM Data Entry & Profile Architecture in Travel Dakdan (GoHighLevel)
Travel Dakdan GoHighLevel is the operational system of record. Every client interaction must be documented immediately following discovery.
       +---------------------------------------------------------------+
       |              RECOMMENDED CRM SALES PIPELINE STAGES            |
       +---------------------------------------------------------------+
       | New Travel Lead                                               |
       |   --> Discovery Scheduled                                     |
       |   --> Discovery Complete   <-- [DAY 3 TARGET STAGE]           |
       |   --> Research / Supplier Verification                        |
       |   --> Proposal In Development                                 |
       |   --> Proposal Sent                                           |
       |   --> Follow-Up                                               |
       |   --> Decision Pending                                        |
       |   --> Deposit / Booking Authorization                         |
       |   --> Booked                                                  |
       |   --> Pre-Travel Service --> Traveling --> Post-Travel        |
       +---------------------------------------------------------------+

[bookmark: _ic4puo5het5d]Pipeline Progression Rules
· Upon scheduling the call, the opportunity sits in  Discovery Scheduled .
· Upon completing the 20-minute roleplay/interview, the record moves to  Discovery Complete .
· Before moving to  Research / Supplier Verification , all required fields in the Client Discovery Log must be filled out.
[bookmark: _k02eb8cua94j]Mandatory Field Mapping in Travel Dakdan
Field Name,Description / Valid Format,Example Entry
Contact Name,Full legal name matching travel documentation.,Jane Doe
Email / Phone,Primary contact details with opt-in status confirmed.,jane.doe@example.com / 555-019-2831
Lead Source,Attribution channel for lead source tracking.,Zoo Media Member Outreach
Opportunity Value,Estimated Gross Travel Value (GTV) based on discovery budget.,"$8,500.00"
Specialty Tag,Specialty tag associated with primary trip focus.,travel_cert_luxury
Trip Purpose,Concise statement of traveler goal.,20th Anniversary Milestone Wellness Retreat
Travel Dates / Flex,Target departure and return with flexibility indicator.,Oct 12 - Oct 19 (+/- 3 days)
Headcount & Ages,Total travelers broken down by adults/children.,"2 Adults (Ages 45, 48)"
Must-Haves,Non-negotiable elements captured during discovery.,"5-Star resort, full spa, private airport transfers"
Budget Ceiling,Maximum allowable spend including taxes/fees.,"$10,000.00 Max"
Next Action Date,Specific deadline for proposal delivery and presentation call.,2026-10-15 14:00 EST
[bookmark: _iycmy3vfm4az]Crucial Data Integrity Rule: Pipeline Separation
Advisors must strictly separate  Student Lifecycle Records  (which track academy scores, week progression, and certification benchmarks) from  Traveler Reservation Opportunities  (which track client pipeline stages and travel purchases). Combining student training tracking with active traveler pipelines compromises CRM reporting, data privacy, and automated communications.
[bookmark: _xreiscwsl8s0]8. Daily Evidence Standards & Assessment Gates
To achieve signoff for Day 3, every advisor must produce complete evidence in their Student Workbook and Production Log.
                     +-----------------------------------+
                     |     DAY 3 DAILY EVIDENCE SET      |
                     +-----------------------------------+
                     | 1. Completed Discovery Worksheet  |
                     | 2. 20-Min Roleplay Demonstration  |
                     | 3. Scored Day 3 Knowledge Check   |
                     | 4. Instructor / Peer Feedback     |
                     | 5. Improvement Commitment Note    |
                     +-----------------------------------+

[bookmark: _3mz90nwlzfs3]Day 3 Evidence Submission Checklist
1. Completed Discovery Record:  Fully populated Client Discovery Log in the Student Workbook or Travel Dakdan CRM format.
2. Practical Demonstration:  Recorded or instructor-observed 20-minute discovery call scored using the Discovery Call Rubric (minimum 85%).
3. Knowledge Check:  Passed Day 3 diagnostic diagnostic quiz covering discovery questions, qualification filters, and CRM rules.
4. Structured Feedback:  Completed written evaluation from instructor or peer reviewer.
5. Next-Day Improvement Commitment:  Explicit, single-focus note identifying the primary competency to refine during Day 4 (Package Design).
[bookmark: _ekfvphufsz5b]9. Compliance, Privacy, & Synthetic Intelligence (SI) Operating Standards
Advisors must strictly enforce legal, privacy, and operational rules during client discovery.
       +---------------------------------------------------------------+
       |             COMPLIANCE & SI OPERATING BOUNDARIES              |
       +---------------------------------------------------------------+
       | SI ASSISTANT RULE   | Accelerate research; human verifies     |
       |                     | facts and owns recommendations.         |
       | SENSITIVE DATA RULE | NEVER enter payment credentials or      |
       |                     | restricted supplier logins into SI.     |
       | MEDICAL BOUNDARY    | Capture accessibility needs; NEVER      |
       |                     | offer medical advice or fitness claims. |
       | REGULATORY RULE     | Verify Seller of Travel requirements    |
       |                     | before client sales authorization.      |
       +---------------------------------------------------------------+

[bookmark: _n17ib8liwt2d]Core Compliance Guardrails in Discovery
· SI Operating Standard:  Synthetic Intelligence (SI) tools accelerate workflow, draft communications, and summarize options. However, the human travel advisor remains 100% responsible for verifying facts against live supplier sources, maintaining compliance, and making final recommendations.
· Prohibition on Sensitive Data Exposure:  Advisors must  NEVER  enter payment card details, passport numbers, personal health data, or restricted supplier portal login credentials into unapproved public or unencrypted SI prompts.
· Medical & Fitness Boundaries:  When qualifying medical or recovery travel (Sports Medical), dive travel (Aquatic Adventures), or adventure routes (Ride Fear Free), advisors log accessibility needs and logistics only. Advisors  must never  offer medical advice, certify health/diving fitness, or guarantee safety.
· Seller of Travel & Licensing:  Internal USAEV certification certifies competency; it does not replace state Seller of Travel legal requirements, insurance licensing, or third-party industry credentials. State compliance status must be verified before authorizing client transactions.
· Representation of Earnings & Inclusions:  Advisors must accurately represent prices, inclusions, and cancellations based strictly on confirmed supplier terms. Unearned, estimated, or uncertain commissions must never be represented as guaranteed income.
[bookmark: _q66zm31sggfb]10. Practical Field Sales Reference: Quick-Glance Playbook
[bookmark: _lqmxe39rkv2a]5 Consultative Opening Lines
1. "Thank you for connecting today! Before we look at destinations, my job is to understand what success looks like for your trip. May I ask a few quick questions about your expectations?"
2. "I help clients design tailored travel experiences. To make sure I build an itinerary that fits your rhythm and budget, let's spend 10 minutes reviewing your core priorities."
3. "Planning a trip involves balancing schedule, comfort, and value. What are the three non-negotiables that will make this trip incredible for you?"
4. "Past trips give us the best blueprint for future ones. What was something you loved—and something you’d want to avoid—from your last major vacation?"
5. "To ensure I respect your time and finances, what total budget range should we aim for across accommodations, flights, and activities?"
[bookmark: _xsdt1mupuxv8]Field Qualification Checklist
·  Is the primary purpose of the trip clearly defined?
·  Is the total headcount, including age breakdown, confirmed?
·  Are fixed vs. flexible dates and gateway airports identified?
·  Is there a realistic target budget range established?
·  Have Must-Have, Should-Have, and Nice-to-Have elements been separated?
·  Are passport validity dates (6+ months out) and visa needs verified?
·  Have physical, accessibility, or mobility needs been identified?
·  Are all final decision-makers identified along with the decision timeline?
·  Is the next follow-up appointment for proposal delivery locked in?
·  Has the full discovery record been logged under Discovery Complete in Travel Dakdan?

