[bookmark: _ppnaz4iwyxhd]USAEV Core Travel Sales Academy Day 6: Proposal Presentation and Closing Study Guide & Field Sales Playbook #### Section 1: Core Frameworks & Key Terms | Term / Concept | Definition and Operational Boundary | | ------ | ------ | | USA Entertainment Ventures LLC (USAEV) | The legal, licensing, and operating brand. Specialty brands (e.g., Dream Spas, Grow Ministry, Zoo Media, Ride Fear Free, Sports Media) operate as programs and marketing channels beneath USAEV. | | Gross Travel Value (GTV) | The total booked value of the travel transaction, used as a primary production scale metric in Travel Dakdan CRM tracking. | | Proposal Formula | The standard consultative presentation structure: 1) Restate client goal, 2) Explain structural fit, 3) Present primary recommendation, 4) Present alternate options (when adding value), 5) Detail inclusions/exclusions/deadlines, 6) Execute a next-step close. | | Next-Step Close | A closing method tied directly to confirming the immediate concrete operational action (e.g., quote approval, deposit payment authorization, or hold placement) rather than applying high-pressure sales tactics. | | Synthetic Intelligence (SI) Operating Standard | The standard governing AI use: SI accelerates research, drafting, and comparisons, but the travel advisor remains 100% responsible for verifying facts, supplier terms, and compliance before presenting to clients. Sensitive payment or restricted supplier credentials must never enter unapproved SI models. | | PCI / Payment Privacy Compliance | Protocols restricting credit card and personal financial data handling. Payment credentials must only be processed through approved payment systems and never stored in clear text, CRM notes, or SI prompts. | | Travel Protection Scope Boundary | The compliance line requiring advisors to explain travel protection only within authorized scope and using approved supplier/carrier materials without misrepresenting coverage or making unauthorized claims. | #### Section 2: Proposal Architecture & Structure A professional travel proposal converts discovery data into an actionable, client-centered recommendation. Advisors must build proposals that clearly separate pricing components, outline supplier terms, and present structured choices without overwhelming the traveler.  [ Client Discovery Goals & Constraints ] │ ▼ [ Restate Goal & Solution Fit ] │ ▼ ┌───────────────────┴───────────────────┐ │ │ [ Primary Recommendation ] [ Tiered Alternate Option(s) ] • Detailed Itinerary • Good / Better / Best Fit • Verified Inclusions • Clear Tradeoff Focus │ │ └───────────────────┬───────────────────┘ │ ▼ [ Financial & Compliance Terms Breakdown ] • Separated Base, Taxes, Inclusions/Exclusions • Supplier Deposit & Final Payment Schedule • Expiration Date & Change/Cancellation Risk │ ▼ [ Consultative Next-Step Close ]  ##### 1. Structure of a Client-Ready Proposal * Goal Restatement: Begin by summarizing the primary trip purpose, decision criteria, dates, and priorities gathered during discovery. * Structural Alignment: Explain why the recommended components directly fulfill the traveler's stated requirements. * Primary Recommendation: Deliver a primary package option complete with schedule pacing, accommodation fit, ground logistics, and inclusions. * Tiered Alternatives (Good / Better / Best): Present secondary options only when they offer distinct, valuable tradeoffs (e.g., alternative room categories, cabin types, or schedules). Avoid presenting excessive choices that cause decision fatigue. * Price Anatomy Breakdown: * Base travel cost. * Taxes, mandatory fees, and supplements clearly separated. * Explicit list of included amenities/services. * Explicit list of excluded items (e.g., resort fees paid on-site, meals not specified, gratuities). ##### 2. Required Supplier Terms and Expiration Disclosures Every quote and proposal generated must explicitly state the following operational items before delivery: 1. Deposit Amount & Final Payment Due Date: Document exact dollar amounts and strict calendar deadlines controlled by the supplier. 2. Cancellation & Refund Schedule: Detail supplier-controlled cancellation penalties, non-refundable deposit terms, and refund exposure timelines. 3. Quote Expiration & Rate Risk: State clearly that fares, inventory, room/cabin availability, and supplier promotions are subject to change or expiration until a formal deposit or payment authorization is applied. 4. Supplier Source: Document internal supplier sources (e.g., CCRA/USAEV roster partners such as Viking, Classic Vacations, Royal Caribbean, Collette) in internal records. #### Section 3: The 10-Minute Proposal Presentation Cadence Day 6 requires advisors to master a structured, 10-minute verbal proposal presentation. The objective is to guide the client smoothly from value framing to decision confirmation without using artificial pressure. ##### Presentation Agenda & Timing Breakdown  0:00 - 1:30 ─── Step 1: Frame & Restate Discovery Goals 1:30 - 5:00 ─── Step 2: Deliver Primary Recommendation & Value Fit 5:00 - 7:00 ─── Step 3: Present Tiered Tradeoffs & Exclusions 7:00 - 8:30 ─── Step 4: Detail Economics, Terms & Deadlines 8:30 - 10:00 ─── Step 5: Execute Consultative Next-Step Close  | Time Marker | Step | Focus & Execution Standard | | ------ | ------ | ------ | | 0:00 – 1:30 | 1. Frame & Restate | Open the conversation by thanking the prospect, restating their top 3 trip priorities, budget boundaries, and fixed constraints. Confirm nothing has changed since discovery. | | 1:30 – 5:00 | 2. Primary Recommendation | Present the primary itinerary. Focus on experience, convenience, pacing, and location fit rather than listing plain features. Highlight how it solves their core needs. | | 5:00 – 7:00 | 3. Tiered Options & Tradeoffs | Introduce a value or premium alternative if appropriate. Clearly explain the operational tradeoffs (e.g., lower price point vs. additional connections; higher price vs. VIP transfers and oceanfront upgrades). | | 7:00 – 8:30 | 4. Financials & Terms | Transparently review total package price, separated taxes/fees, included vs. excluded items, deposit requirements, and payment/cancellation deadlines. | | 8:30 – 10:00 | 5. Next-Step Close | Transition directly into a closing question tied to the immediate next action required to secure the inventory. | ##### Urgency Without Pressure: Communicating Inventory Limits Advisors must create legitimate urgency based on verified supplier facts rather than artificial high-pressure tactics. * Compliant Approach: "Because this cruise sailing/resort category has limited room block availability for your dates, this rate and cabin hold are only guaranteed until Date/Time by the supplier. Securing the deposit today locks in this specific inventory." * Non-Compliant Approach: "You must buy this right now or the price will double tomorrow!" (Never invent false deadlines or unsupported availability claims). #### Section 4: Consultative Closing Transitions & Opening Scripts ##### Opening Line Frameworks (Discovery to Proposal Transition) * Universal Opening: "Thank you for taking the time to review this today. Based on our discovery call, you mentioned that Priority 1, Priority 2, and staying within Budget Range were the most critical factors for your trip. I've designed a recommendation that hits those exact goals. Before we dive into the details, is there anything that has shifted with your dates or travelers since we last spoke?" * Group / B2B Opening: "Thanks for joining today. In our qualification session, we established that your organization needs an itinerary supporting Number attendees with Specific Requirement while keeping registration seamless for your group leaders. I've engineered a package that fulfills these procurement needs. Let's walk through the structure." ##### Consultative Closing Transition Scripts  [ Financials & Terms Review Complete ] │ ▼ "Which option best fits your vision?" │ ┌─────────┴─────────┐ ▼ ▼ [ Primary Option ] [ Alternate Option ] │ │ └─────────┬─────────┘ │ ▼ "Great. To secure that inventory before the supplier deadline on [Date], our next step is authorization of the deposit." │ ▼ [ Execute Payment Authorization Workflow ]  * Option Selection Closing Script: "Now that we've reviewed both the primary resort package and the upgraded villa option, which of these two structures aligns best with the experience you want to have?" * Next-Step Deposit Authorization Script: "Since Option A gives you the exact flight schedules and room category you preferred, our immediate next step to lock in this pricing and hold the inventory before the supplier's Date/Time deadline is to process the deposit authorization of $Deposit Amount. Would you like me to send over the digital payment authorization link now?" * Decision Confirmation Script: "We've confirmed that the itinerary covers all your key preferences, and the supplier holds the deposit terms through Friday. Shall we proceed with securing the booking authorization today so we don't risk losing that specific cabin category?" #### Section 5: Objection Responses During Presentation Objections presented during a proposal delivery must be handled calmly, consultatively, and with strict factual accuracy. Never make unsupported price-match guarantees, health claims, or false promises.  [ Client Presents Objection ] │ ▼ [ Acknowledge & Validate ] (Maintain calm, professional tone) │ ▼ [ Clarify & Reframe ] (Focus on total trip value & fit) │ ▼ [ Provide Fact-Based Solution ] (Use supplier facts & tiered options) │ ▼ [ Confirm & Ask Next Step ]  | Objection Category | Client Statement | Advisor Consultative Response Strategy | Scripted Response | | ------ | ------ | ------ | ------ | | Price / Value | "This overall cost is higher than I expected to spend." | Reframe around total trip value, guide quality, included components, and convenience. Present a structured lower-tier alternative if budget is rigid. | "I completely understand watching the budget. When looking at this total, keep in mind it includes your private transfers, daily breakfast, and verified park fees, which prevents out-of-pocket surprises. However, if we need to bring the cost down, we can look at the secondary package which adjusts the room category while keeping all your core activities intact. How would you like to proceed?" | | DIY / Online | "I can probably book these same hotels online myself." | Acknowledge online convenience, then contrast with professional coordination, supplier verification, timing logic, problem resolution, and support. | "You can certainly find travel components online, but what we provide is the end-to-end integration—ensuring transfer timing connects properly, verifying supplier terms, managing room assignments, and providing direct support if flights delay or issues arise. We take on the operational coordination so you don't have to manage it yourself. Shall we move forward with the verified booking?" | | Indecision / Timing | "I need some time to think this over." | Ask consultatively what specific detail needs resolving. Note hard supplier deadlines without manufacturing fake urgency. | "I want you to feel completely comfortable with the choice. What specific detail or question can I clarify right now to help with your decision? Keep in mind that the supplier holds this rate and room availability until Date/Time, so I want to make sure we don't lose this specific setup while you review." | | Partner / Approval | "I have to check with my spouse / group board before approving." | Identify specific decision criteria, offer a shareable summary or brief presentation, and establish a firm follow-up appointment. | "That makes complete sense. To make that conversation as easy as possible, I will email you a shareable proposal summary detailing the inclusions and deposit deadlines. Let's set a quick 5-minute check-in call for Thursday at 10:00 AM after they've had a chance to look it over. Does that time work for you?" | | Cancellation Fear | "I'm hesitant to commit because I might need to cancel." | Explain exact supplier cancellation timelines and deposit rules transparently. Offer travel protection options within allowed scope. | "That is a very valid concern. Let's look at the exact supplier terms: your deposit is fully modifiable up until Date, and final payment isn't due until Date. Additionally, we can review formal travel protection options to cover unforeseen emergencies. Knowing those terms, are you comfortable moving forward with the initial deposit?" | #### Section 6: Payment Authorization & PCI Compliance Workflows Handling payment data requires strict adherence to security protocols, state compliance, and USAEV standards. Failing to secure client data or exposing credentials represents a critical compliance violation.  ┌─────────────────────────────────────────────────────────────────┐ │ APPROVED PAYMENT PATHWAY │ │ │ │ Client Direct Processing ──► Approved Secured Authorization Form │ │ │ │ │ ▼ │ │ Direct Gateway / Supplier Portal │ └─────────────────────────────────────────────────────────────────┘ ┌─────────────────────────────────────────────────────────────────┐ │ FORBIDDEN INSECURE PATHWAYS │ │ │ │ [X] Credit Card Numbers in GHL Custom Fields or Notes │ │ [X] Sensitive Payment Credentials Entered into SI Prompts │ │ [X] Credit Card / CVV Details Sent via Standard Email/Text │ └─────────────────────────────────────────────────────────────────┘  ##### 1. Mandatory PCI & Data Protection Rules * Zero Text Field Storage: Credit card numbers, CVVs, expiration dates, and bank details must NEVER be typed into GoHighLevel notes, custom fields, task descriptions, or email bodies. * SI Prompt Safety Boundary: Advisors are strictly forbidden from placing sensitive client payment credentials, passport numbers, or restricted supplier portal login credentials into unapproved Synthetic Intelligence (SI) tools or prompts. * Approved Payment Processing: All payment authorizations must be collected through approved digital authorization systems or submitted directly into secure supplier booking portals. ##### 2. Step-by-Step Payment Authorization Workflow 1. Present Terms: Detail deposit amount, final payment deadline, and cancellation penalty schedules in writing. 2. Issue Authorization Form: Send the approved digital payment authorization form to the client. 3. Verify Client Confirmation: Ensure the client signs and acknowledges the pricing breakdown, travel details, and supplier terms. 4. Process via Approved System: Process the payment directly with the supplier or through approved agency payment systems. 5. Log Confirmation in CRM: Record the transaction date, deposit amount, supplier confirmation number, and final payment due date in Travel Dakdan. Attach the confirmation document to the client opportunity record. #### Section 7: Travel Dakdan GoHighLevel Opportunity Tracking Travel Dakdan (GoHighLevel subaccount) functions as the revenue operating system. Advisors must track proposals, update opportunities, and manage pipeline stages accurately while keeping student lifecycle records completely separate from traveler reservation pipelines. ##### 1. Sales Pipeline Stage Progression (Day 6 Focus)  [ Research / Supplier Verification ] │ ▼ [ Proposal In Development ] ◄── Proposal construction & quote logging │ ▼ [ Proposal Sent ] ◄── 10-Minute proposal delivered to client │ ▼ [ Follow-Up ] ◄── Active follow-up & objection handling │ ▼ [ Decision Pending ] ◄── Awaiting spouse/board/group approval │ ▼ [ Deposit / Booking Authorization ] ◄── Payment authorization signed │ ▼ [ Booked ] ◄── Supplier confirmation logged  ##### 2. Opportunity Stage Definitions & Action Items | Pipeline Stage | Mandatory Advisor Entry Actions | Required Data & Timestamp Checklist | | ------ | ------ | ------ | | Proposal In Development | Draft itinerary options; calculate pricing; verify supplier facts, terms, and availability. | • Primary destination & travel dates
• Estimated Gross Travel Value (GTV)• Attached draft proposal file | | Proposal Sent | Deliver proposal presentation; email proposal summary; log client presentation call notes. | • Date/time proposal delivered• Quote expiration date• Scheduled follow-up task | | Follow-Up | Execute follow-up cadence touches; address client questions or scope adjustments. | • Notes on client feedback• Updated quote options (if modified)• Next touchpoint due date | | Decision Pending | Record pending decision factors (e.g., waiting for partner review, group board vote). | • Decision deadline timestamp• Action item owner (Advisor or Client)• Specific pending decision item noted | | Deposit / Booking Authorization | Issue payment authorization form; verify form completion; record deposit terms. | • Deposit amount & authorization status• Final payment due date• Supplier payment deadline | | Booked | Process deposit with supplier; record confirmation; move opportunity to service status. | • Supplier confirmation number• Final GTV & expected commission• Pre-travel service task sequence created | ##### 3. CRM Hygiene & Compliance Rules * Mandatory Next Actions: Every active opportunity record in Travel Dakdan must have an assigned task, due date, and explicit next action. No open opportunity may sit without a scheduled task. * Separation of Lifecycles: Maintain complete separation between student/apprentice training records (academic progress, exam scores, practical gates) and traveler reservation pipelines. Never cross-contaminate client booking records with training data. #### Section 8: Field Playbook Checklists & Practical Rubrics ##### Proposal Quality Checklist (Quote Rubric Alignment) Before delivering any proposal to a client, advisors must verify every item on this checklist: *  Client Goal Restatement: Proposal opens with a clear restatement of the traveler's stated purpose, dates, and priorities. *  Accurate Price Structure: Base trip cost is clearly calculated without mathematical errors. *  Taxes & Fees Separated: Government taxes, airline fees, and mandatory supplier supplements are distinctly itemized. *  Inclusions & Exclusions Listed: Explicitly defines what is included (transfers, meals, tours) and what is excluded (resort fees, baggage fees, optional tips). *  Deposit & Payment Deadlines Documented: Exact deposit dollar amount and hard final payment calendar dates are clearly stated. *  Cancellation & Refund Terms Outlined: Supplier-controlled cancellation exposure and non-refundable deposit terms are documented. *  Quote Expiration & Rate Risk Noted: States clearly that pricing and inventory are subject to change until deposit authorization. *  Supplier Fact Verification: All flight times, cabin categories, hotel room types, and inclusions have been verified against current supplier portal sources. *  Clear Next Action: Proposal concludes with an explicit closing step and call to action. ##### Pre-Booking Verification Checklist (Self-Review Before Payment) Advisors must complete this self-audit immediately prior to submitting payment authorization to any supplier:  PRE-BOOKING VERIFICATION AUDIT │ [ ] Traveler Names Match Government IDs Exactly │ [ ] Travel Dates, Flight Legs & Accommodations Re-Checked │ [ ] Inclusions, Exclusions & Payment Terms Documented │ [ ] Payment Collected via Approved PCI-Compliant Pathway │ [ ] State & Regulatory Compliance Rules Checked │ [ ] SI Content Audited & Verified Against Live Sources │ [ ] Opportunity Updated & Next Task Scheduled in CRM │ ▼ READY FOR SUPPLIER BOOKING  *  Traveler Identification: Verified that all traveler full legal names, dates of birth, and passport/ID details match government documentation exactly. *  Itinerary Pacing & Logistics: Re-checked connection buffers, transfer timing, check-in/check-out rules, and schedule logic. *  Compliance & Disclosure Clearance: Verified state seller-of-travel requirements, travel protection disclosures, and required client consent documentation. *  Secure Payment Gateway Used: Confirmed payment was processed using an approved secure authorization system with zero card credentials stored in CRM text notes or SI tools. *  SI Output Audit: Ensured any AI-assisted research or client communications were thoroughly audited for factual accuracy, correct pricing, and tone before final delivery. *  Travel Dakdan Record Completed: Updated opportunity stage to Deposit / Booking Authorization or Booked, logged GTV, attached confirmation files, and set the pre-travel service task.

