[bookmark: _1j438zark5or]USAEV Core Travel Sales Academy Day 5: Travel Economics Field Study Guide & Sales Playbook
[bookmark: _g25iv7abknry]Module 1: Overview & Learning Objectives
Day 5 of the USAEV Core Travel Sales Academy focuses on  Travel Economics . A professional travel advisor must master the financial mechanics of the travel industry to build a profitable, compliant, and sustainable business. Understanding revenue structures, supplier economics, quote construction, and financial recordkeeping ensures advisors provide transparent client recommendations while accurately managing agency yield.
[bookmark: _u9fqbysb9hy]Core Learning Objectives
1. Analyze Price Components:  Deconstruct travel pricing into base fare, non-commissionable fees (NCFs), taxes, supplements, inclusions, and optional add-ons.
2. Master Commission Mechanics:  Calculate gross commissionable amounts, net rates, supplier payment timelines, split allocations, and reconciliation workflows.
3. Structure Professional Service Fees:  Apply fee structures in compliance with USAEV policy and legal standards, properly framing fee value to clients.
4. Evaluate Group Economics & TC Credits:  Leverage group room/seat blocks, tier pricing, attrition rules, and Tour Conductor (TC) credits to optimize group travel profitability.
5. Calculate Margins & Cancellation Exposures:  Perform precise margin calculations and articulate client financial commitments, including deposit deadlines, final payment dates, and cancellation penalty schedules.
6. Execute the Quote-to-Cash Workflow:  Transition client opportunities through the 12-stage core sales lifecycle while maintaining structured financial logs in Travel Dakdan GoHighLevel (GHL).
[bookmark: _efpz1tz3hgvw]Module 2: Price Anatomy & Financial Terminology
To accurately quote packages and calculate earnings, an advisor must distinguish between the total price paid by the traveler and the actual commissionable revenue base.
Total Package Price (Gross Travel Value)
├── Commissionable Base (Lodging Base, Cruise Fare Base, Tour Base)
└── Non-Commissionable Elements
    ├── Government Taxes & Port Fees
    ├── Mandatory Resort / Facility Fees
    ├── Airfare Taxes & Fuel Surcharges
    └── Excluded Optional Add-ons / Transfers

[bookmark: _8iyv6vuky4zq]Key Price Components
Term,Definition & Application,Financial Impact
Gross Travel Value (GTV),"The total monetary value of all travel components booked for the client, including base fares, taxes, fees, and add-ons.",Used in Travel Dakdan to measure total production scale and volume.
Commissionable Base,"The portion of the gross price upon which supplier commission percentage rates are calculated (e.g., cruise fare minus NCFs/taxes, hotel room rate before resort fees).",Determines the actual gross commission dollar amount generated by the booking.
Non-Commissionable Fees (NCFs),"Mandatory charges assessed by suppliers or authorities that do not generate commission (e.g., port charges, administrative fees, security taxes).",Increases client GTV but generates zero commission revenue for the agency.
Net Rate,A wholesale cost provided by a supplier where no built-in commission is included. The selling price is established by adding an approved mark-up or fee.,Requires direct gross margin calculation before presenting to the client.
Supplements & Surcharges,"Additional fees added for single occupancy, peak season, holiday travel, or special dietary/room upgrades.",May be commissionable or non-commissionable depending on specific supplier contract terms.
Inclusions vs. Exclusions,"Items explicitly covered in the quoted package (e.g., meals, transfers, gratuities) versus items the client must pay out-of-pocket on-site.",Clear separation prevents client disputes and protects quote accuracy.
[bookmark: _6vxsaqauzpzz]Module 3: Commission Mechanics & Split Structures
Commissions represent the primary revenue source paid by travel suppliers (cruises, resorts, tour operators, car rentals, insurance) to the host/operating agency ( USA Entertainment Ventures LLC ).
[bookmark: _whjndqx1f3c4]1. Commission Calculation Logic
Commissions are calculated as a percentage of the  Commissionable Base , not the total Gross Travel Value.$$\text{Gross Commission Revenue} = \text{Commissionable Base} \times \text{Supplier Commission Rate}$$Example:  A cruise package has a Gross Price of $3,200.
· Gross Price: $3,200
· Port Taxes & NCFs: $400 (Non-Commissionable)
· Commissionable Base: $2,800
· Supplier Commission Rate: 16%$$\text{Gross Commission Revenue} = \$2,800 \times 0.16 = \$448.00$$
[bookmark: _ykera1w6w4t5]2. Payment Timing & Reconciliation
· Payment Triggers:  Most travel suppliers pay commissions  post-travel  (typically 14 to 60 days after the client completes travel or checks out). Cruise lines and tour operators may disburse secondary add-on commissions post-travel while holding base commissions until final payment cleared.
· Unearned Income Rule:  Unearned or prospective commissions must  never  be represented as guaranteed or earned income until travel is completed and funds are reconciled by the agency.
· Reconciliation Workflow:  Upon supplier disbursement, the payment is matched against the booking record in Travel Dakdan using the supplier confirmation number, gross travel value, and expected commission fields.
[bookmark: _42ws1jthiwv]Module 4: Professional Service Fee Structures
In addition to supplier commissions, professional service fees may be utilized to compensate for discovery, custom itinerary design, group coordination, and complex logistics, subject to USAEV company policy and applicable laws.
[bookmark: _wkg1umy2765x]Fee Categories & Application Rules
Fee Type,Purpose / Scenario,Policy & Compliance Requirement
Discovery / Planning Fee,"Charged prior to initiating extensive research or itinerary engineering for complex multi-stop, custom safari, or luxury stays.",Must be disclosed in writing and collected prior to delivering client proposals.
Professional Design Fee,"Applied to complex air-only, corporate, or non-commissionable specialty bookings where supplier margins are minimal or non-existent.",Must be clearly separated on quotes and invoices from supplier base rates.
Group Management Fee,"Covers administrative coordination, attendee roster tracking, and organizer support for large groups or conferences.",Must be detailed in the group contract and agreed upon by the group decision-maker.
Change / Service Fee,"Covers labor costs associated with client-requested itinerary modifications, ticket reissues, or cancellations.",Requires upfront written client acknowledgement during initial quote approval.
[bookmark: _41q8orw029h5]Value Framing Principles for Service Fees
Advisors must articulate the tangible value of professional service fees during discovery:
· Expertise & Customization:  Direct matching of tailored products to client constraints without order-taking guesswork.
· Time Savings & Logistics Management:  Complete handling of transfers, booking logic, timing buffers, and special requirements.
· Support & Advocacy:  Dedicated problem resolution and service recovery if disruptions or schedule changes occur.
[bookmark: _zbcwpcor4swy]Module 5: Group Travel Profitability & TC Credits
Group travel (corporate retreats, faith pilgrimages, esports teams, destination weddings, affinity groups) generates higher Gross Travel Value and offers unique profitability levers.
Group Economics Levers
├── Room / Seat Block Allocations (Securing tiered rates)
├── Tour Conductor (TC) Credits (Earned free slots based on ratio)
├── Organizer Economics (Passing credits vs. absorbing for margin)
└── Attrition Protection (Managing minimum room night thresholds)

[bookmark: _svxp4rv85ypd]1. Tour Conductor (TC) Credits
Suppliers frequently issue Tour Conductor credits (comps) based on group volume. For instance, a cruise line or resort may offer  1 free passenger/room credit for every 10 or 15 paid double-occupancy rooms  ( $1:10$  or  $1:15$  ratio).
1. Earned TC Value Calculation:  The credit amount typically equals the base fare of the earned room/cabin category (excluding taxes and NCFs).
2. Strategic Allocation Options:
3. Group Leader Benefit:  Provide the free room credit to the group organizer/pastor/host to reduce their personal travel cost.
4. Group Price Reduction:  Divide the dollar value of the TC credit across the total group roster to lower the per-person package price for all attendees.
5. Agency Margin Yield:  Retain the earned comp value as additional agency gross margin when permitted by contract terms and client agreements.
[bookmark: _plgo6q4s19mk]2. Group Risk & Attrition Management
· Attrition Clauses:  Group contracts specify deadlines by which a percentage of the blocked rooms/seats must be deposited. Unsold inventory must be released prior to attrition cut-off dates to avoid financial liability for unused space.
· Group Deposit Schedules:  Group leaders must enforce strict payment schedules with attendees to align with supplier deposit and final payment deadlines.
[bookmark: _vngahtv2krtn]Module 6: Margins, Calculations & Cancellation Exposure
[bookmark: _g89s9aagltj5]1. Margin & Commission Calculations
[bookmark: _dqr7dl2z90zz]Scenario A: Standard Package Commission Calculation
· Client Package:  Resort & Transfer Bundle
· Gross Price:  $5,500
· Resort Fees & Non-Commissionable Transfers:  $500
· Commissionable Base:  $5,000
· Commission Rate:  12%$$\text{Gross Agency Revenue} = \$5,000 \times 0.12 = \$600.00$$   $$\text{Agency Margin \% of GTV} = \left(\frac{\$600}{\$5,500}\right) \times 100 = 10.91\%$$
[bookmark: _ceuqc3epjwr]Scenario B: Net Rate Mark-up Calculation
· Wholesale Net Package Cost:  $4,000 (Non-commissionable net rate)
· Approved Target Agency Margin:  15% on Gross Selling Price$$\text{Gross Selling Price} = \frac{\text{Net Cost}}{1 - \text{Target Margin \%}} = \frac{\$4,000}{1 - 0.15} = \frac{\$4,000}{0.85} = \$4,705.88$$   $$\text{Gross Profit / Mark-up Amount} = \$4,705.88 - \$4,000.00 = \$705.88$$
[bookmark: _57vtou9eixg5]2. Deposit, Final Payment & Cancellation Exposure
Advisors must document and track financial schedules to prevent booking cancellation or financial loss.
Booking Timeline & Exposure
├── Deposit Due Date (Secures inventory & locking terms)
├── Final Payment Deadline (Clears full supplier balance; typically 60-90 days pre-departure)
└── Cancellation Penalty Progression (Penalties escalate from deposit forfeiture to 100% loss)

· Deposit Requirements:  A initial non-refundable or refundable deposit locks inventory, room categories, and fare rules.
· Final Payment Deadlines:  Set by suppliers (e.g., 60, 90, or 120 days prior to departure). Failure to submit full payment by the deadline results in automatic supplier cancellation and forfeiture of deposits.
· Cancellation Exposure Mechanics:  Cancellation penalties increase as the departure date approaches. Advisors must provide a clear written  cancellation timeline  to clients detailing non-refundable amounts at each milestone date.
[bookmark: _xgj1ys8xc1az]Module 7: The Quote-to-Cash Workflow
The quote-to-cash process governs the financial and operational progression of a client lead from initial contact to post-travel review.
[Lead] ➔ [Discovery] ➔ [Qualification] ➔ [Recommendation] ➔ [Quote] ➔ [Follow-Up]
                                                                      │
[Next Trip] ◄─ [Referral] ◄─ [Review] ◄─ [Service] ◄─ [Booking] ◄─ [Close]

[bookmark: _wnnq9mxci8o]The 12-Step Core Sales & Revenue Sequence
1. Lead:  Intake via recruitment/marketing channels into Travel Dakdan CRM.
2. Discovery:  Conduct structured needs analysis capturing goals, budget range, and constraints.
3. Qualification:  Confirm financial feasibility, decision timelines, and buyer readiness.
4. Recommendation:  Develop primary and alternative package concepts aligned with client goals.
5. Quote:  Construct an explicit quote separating base price, taxes, inclusions, and payment dates.
6. Follow-Up:  Execute systematic follow-up touches to answer questions and resolve objections.
7. Close:  Secure client approval, booking authorization, and required disclosure sign-offs.
8. Booking:  Process payment via approved supplier portals and secure confirmation numbers.
9. Service:  Provide pre-trip documentation, voucher delivery, and change/emergency support.
10. Review:  Conduct post-trip consultation to evaluate service delivery and satisfaction.
11. Referral:  Request targeted referrals based on the client's completed specialty experience.
12. Next Trip:  Schedule reactivation reminders and initiate the repeat travel planning cycle.
[bookmark: _uxp0568w8f1x]Module 8: Travel Dakdan GoHighLevel Financial Recordkeeping & CRM Tracking
Travel Dakdan (GoHighLevel subaccount)  serves as the central revenue operating system for tracking client pipelines, production metrics, and financial records.
[bookmark: _swv367pqw5nh]1. Essential Advisor Production KPI Fields
CRM Metric Field,Description & Purpose,Operational Formula / Source
Gross Travel Value (GTV),Total cumulative dollar amount of all booked client travel.,Sum of confirmed total quote prices in Booked status.
Commission Generated,Total gross commission expected/earned under approved accounting rules.,Calculated based on commissionable base  $\times$  verified rate.
Average Booking Value,Average gross size of completed client bookings.,$\text{Gross Travel Value} \div \text{Total Bookings Count}$
Lead-to-Quote Rate,Efficiency of converting initial leads into delivered quotes.,$\text{Total Quotes Delivered} \div \text{Qualified Leads}$
Quote-to-Booking Rate,Primary sales conversion efficiency metric.,$\text{Confirmed Bookings} \div \text{Total Quotes Delivered}$
[bookmark: _hzxh98b53572]2. Mandatory Quote Log Record Fields
Every quote generated by an advisor must be entered into the  Travel Dakdan Quote Log  with zero missing required fields:
Quote Log Record Structure
├── Client / Case ID
├── Primary Supplier(s) Name
├── Quote Date & Expiration Date
├── Total Gross Price (GTV)
├── Required Deposit Amount
├── Final Payment Due Date
├── Expiration / Price-Change Risk Factors
├── Verification Status (Verified Live vs Pending)
└── Opportunity Status (Proposal Sent / Decision Pending / Booked)

[bookmark: _j7qjb04bku43]3. Data Privacy & Payment Security Guardrails
· Payment Credentials Rule:  Never enter raw credit card numbers, CVVs, expiration dates, or bank account details into Travel Dakdan notes, custom fields, email threads, or unapproved Synthetic Intelligence (SI) systems.
· System Passwords Rule:  Never record restricted supplier portal passwords, logins, or agency credentials in CRM contacts, production logs, or public training assets.
· Separation of Lifecycles:  Keep candidate/student training pipelines strictly separate from traveler reservation and client financial pipelines.
[bookmark: _g7p1n01piwle]Module 9: Field Sales Playbook & Conversational Scripts
[bookmark: _cqdunmpm909l]1. Opening & Purpose Framing
"Thank you for taking the time to speak today, Client Name. My objective is to review your travel priorities, walk through the exact financial investment and package options, and ensure every component—from deposits to cancellation protections—is clear before we move forward. May I confirm a few details about your target budget before we review the proposal?"
[bookmark: _jm1sxloidbn2]2. Value Framing Script for Pricing & Fees
"When evaluating this package, it is helpful to look at the overall value rather than just a single room rate. Our quoted price of $Amount is a complete package that includes List inclusions: accommodations, transfers, resort amenities, taxes, and dedicated coordination. By booking through USAEV, you secure verified supplier inventory, complete schedule management, and dedicated support if any disruptions occur during your trip."
[bookmark: _m8ifsebxnq4g]3. Handling Common Financial Objections
[bookmark: _pqmscj5deril]Objection A: "I found a lower price online."
· Advisor Response:"I completely understand wanting to ensure you are getting the best value. Let's compare the online offer side-by-side with our quote. Frequently, third-party sites list baseline rates that exclude mandatory resort fees, port charges, transfers, or flexible cancellation terms. Additionally, our package includes verified supplier support and direct coordination. Let's verify if that online rate includes the exact room category, meal plan, and change flexibility we built for you."
[bookmark: _mw1y9nx9qq4]Objection B: "Why do I need to pay a deposit today?"
· Advisor Response:"The deposit secures your specific inventory, room category, and promotion rate with the supplier. Travel pricing and availability fluctuate live. Submitting the $Deposit Amount deposit locks in today's price and guarantees your reservation while giving you until Final Payment Date to pay the remaining balance."
[bookmark: _grvvjbp5ath8]Objection C: "I am worried about losing my money if I have to cancel."
· Advisor Response:"That is a valid concern, which is why we clearly detail the cancellation rules before booking. For this itinerary, your deposit is refundable/non-refundable up until Date. After that date, supplier penalties scale according to this timeline review cancellation schedule. To protect your financial investment against unexpected medical or emergency cancellations, we strongly recommend reviewing travel protection options within authorized guidelines."
[bookmark: _jtr7cmgzeyz]Module 10: Verification, Compliance & Quality Assurance Checklist
Prior to presenting any quote or confirming a booking, advisors must pass all items on this  Pre-Booking Verification Checklist . Any critical compliance miss requires mandatory remediation before proceeding.
Pre-Booking Quality Assurance Flow
[Verify Live Supplier Terms] ➔ [Audit Price Anatomy & Taxes] ➔ [Check Disclosures & Rules] ➔ [Log Record in Travel Dakdan]

[bookmark: _nlt3e1tvg9yx]Pre-Booking Verification Checklist
Status,QA Item,Verification Requirement
,Live Supplier Verification,"Price, inventory, and supplier policies have been independently verified against current live supplier sources (not relying solely on unverified SI output)."
,Price Anatomy Accuracy,"Gross price, commissionable base, taxes, port fees, NCFs, and resort fees are mathematically correct and explicitly separated."
,Inclusions & Exclusions,Proposal explicitly lists what is included in the fare and what out-of-pocket expenses remain the client's responsibility.
,Deposit & Final Payment Dates,"Exact deposit dollar amounts, final payment deadlines, and price expiration windows are documented."
,Cancellation Schedule,"Supplier-controlled cancellation penalty dates, non-refundable deposit terms, and refund exposure timelines are clearly stated."
,Travel Protection Boundaries,Travel insurance/protection options have been discussed within permitted scope using approved supplier materials without overstepping licensed insurance boundaries.
,Payment Security Compliance,"No credit card numbers, CVVs, or sensitive payment credentials are stored in unapproved CRM fields or unapproved SI tools."
,Legal & Identity Guardrail,"Internal USAEV certification is presented correctly as a company competency credential, not represented as a government license or third-party accreditation."
,Travel Dakdan Record Complete,"Opportunity is updated in Travel Dakdan with GTV, expected commission, next task, due date, and complete quote log fields."
[bookmark: _epkbty51v8rx]Module 11: Day 5 Assessment & Knowledge Check
To satisfy the Day 5 assessment gate, advisors must achieve  at least 85% overall  on the Foundations Exam and  100% on all critical compliance items .
[bookmark: _1i1c3mccw8kn]Sample Assessment Items
[bookmark: _q5ryw3xn7pmy]1. Question: Why must supplier pricing and policies generated during research be independently verified before presentation to a client?
· Correct Answer:  Pricing, policies, inventory, and fare restrictions change continuously in live supplier systems. The advisor retains ultimate professional responsibility for factual accuracy, compliance, and recommendations; SI tools accelerate drafting but cannot replace live verification.
[bookmark: _h702eicd2dz2]2. Question: Calculate the gross commission for a resort package with a Total Price of $4,500, mandatory taxes/fees of $500, and a supplier commission rate of 10%.
· Calculation:$$\text{Commissionable Base} = \$4,500 - \$500 = \$4,000$$$$\text{Gross Commission} = \$4,000 \times 0.10 = \$400.00$$
[bookmark: _trvmtpu25neg]3. Question: What is the rule regarding sensitive payment information in Travel Dakdan GHL?
· Correct Answer:  Sensitive payment credentials (credit card numbers, CVVs, bank details) and restricted supplier passwords must  never  be entered into Travel Dakdan notes, custom text fields, emails, or unapproved SI platforms. Only approved payment processing portals and authorization procedures may be used.

