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Navigating Objections & Securing the Close

USAEV Core Travel Sales Academy
Day 7: Objection Handling, Negotiation, and CRM Telemetry
Operating System: Travel Dakdan GoHighLevel
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Turbulence is a Predictable System State

/Turbulence / Objection

Resolution & Close

Discovery

SEl | e i 11 Finish

The Misconception: The Operational Reality: The Objective:

An objection is a rejection of your Objections are requests for clarity. Do not avoid the turbulence. Guide
expertise or a failure in the They represent the natural friction of the client’'s momentum toward

discovery phase. committing capital and time. a confident close without applying
manufactured pressure.




The Consultative Response Loop

1. Acknowledge (Radar Lock):
Validate the concern without immediately
conceding ground.

o
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2. Clarify (Isolate the Signal):
Ask targeted questions to ensure you are
answering the real fear, not a symptom.
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3. Resolve (Deploy Countermeasure):
Present fact-based tradeoffs using USAEV-verified
supplier terms and package architecture.
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4. Confirm (Verify Telemetry):

Ask a closing question tied directly to the
next action.
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Target Lock The 5 Core Objectlon Proﬁles
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| Blip 1: Price

. "Your quote is higher than |
l expected."

- Blip 2: Comparison Shuppinﬁn
. "l found a cheaper package online."
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myself.”

‘Blip 3: The DIY Booking
"I can probably just book this
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~ Blip 4: Indecision & Partner Approval 7' -_-H\'\ ' Blip 5: Timing : I
"I need to think about it / ask my spouse.” . "We're not ready to commit today." J
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| Turnaround 1: Rebalancing the Price Equatio
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| iI The Root Fear:

Paying for unnecessary E |
., margin without receiving Verified Inclusions
. tangible value.

Base Price Transfer Sequencing

: I
I The Playbook Maneuver:

. Shift the metric from Cost to
. Total Trip Value.

Supplier Flexibility
Specialty Expertise

I Execution: -  Human Accountability r

Detail the hidden costs of raw
base fares.

Restate the client's original goal
(from Discovery) and explain
how the proposed structure

. specifically protects that goal.
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| Turnaround 2: The Like-for-Like Matrix —__ -~ .. .  ~

A\ Unverified Online Booking @ USAEV Package o
X JJHH
Run of House / Unassigned Guaranteed Category & Location <

Excludes resort fees, port taxes, gratuities Fully modeled total gross travel value

Verified supplier flexibility and timeline \

Highly restrictive, non-refundable .

Integrated air, ground, and lodging

Disjointed, multi-vendor risk architecture




—| Turnaround 3: The lllusi
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| Visible Tip (The Client's View):
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Transactional booking convenience.
i\] Booking Interface / Clicking Buy
N,

f DIY Convenien
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The Underwater Architecture
(Your Value):

- Supplier safety and inventory verification
- Transfer and time-zone sequencing

- State compliance and entry
documentation checks

- Risk mitigation and contingency routing
- Emergency advocacy and service recovery
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~| Turnaround 4: Isolating the Decision Block
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Path A: Hidden Risk
Probe for the unspoken fear. |
(What specific part of the itinerary is causing the hesitation?) J 7
e
—> Action: Clarify and adjust the proposal. [ / ;

Path B: Missing Authority

The non-present decision-maker.
(I need to ask my partner/board.)

—> Action: Identify their specific decision criteria.
Provide a condensed USAEV summary built for sharing.

Path C: Information Overload

—> Action: Remove alternatives. Present only the primary
recommendation that best fits the discovery profile.

ﬂ
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—| Turnaround 5: Calibrating System Urgency  ____ . =7
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..( Passive Indecision j [ Legitimate Urgency ) ( Manufactured Pressure \
(Grey Zone) (Amber Zone) (Orange Zone)
| I Letting quotes expire without | * Driving action using true, verified | Inventing false deadlines, promising
5~ follow-up. Leaving the client | supplier mec_hanics. (e.g., This cabin unverified discounts, or aggressive
=l (k vulngrable to sold-out inventory. } ] -r-q- category is n.n a 24-hour h?_IFI] ) ] R“ badgering. Strictly prohibited. )
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-{ The Turnaround Diagnostic Matrix __ Sl =N
|
| Objection Type Root Client Fear Playbook Response Direction CRM Next Action
. : : Reframe total trip value & Update Quote sent, set
brice Paying for uneamed margin inclusions A8hr follow-up task @ &

Like-for-like audit of hidden  Log competitive URL, note

Comparison Missing a better deal fees/terms differences explained

Highlight coordination, risk

Advisor is an unnecessary Send verified logistics

DIY : mitigation, and specialty |
middleman expertise breakdown
Ty Making the wrong Isolate the hesitation, Log specific missing N —
choice/Conflict provide shareable summary criteria, schedule call
Timin Commitment before Explain true supplier Note supplier hold expiration,
J readiness deadlines without pressure set automated reminder
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—| Operational Boundaries: The Flight Limits e i
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Authorized to Negotiate & Adjust Strict Compliance Violations A
- Package components and pacing - Inventing non-existent supplier promotions —
- Room types and lodging alternatives - Copying/sharing restricted supplier credentials
- Pre/post trip extensions - Guaranteeing weather, wildlife sightings, or
- Service fee waivers (where permitted by policy) personal safety
- Providing any medical or health outcome advice
=1 — S —— e — & |
NS — T | N S e i Ndiobok



_ N\ 7 N e
'- | Navigating Cancellation Fears
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| Navigating Cancellation Fears

The Scenario:
What if we have a medical emergency and need to

Accurately explain the verified supplier deposit,
final payment, and cancellation timelines.

The Boundary Lock:
Discuss travel protection only within the authorized

| cancel?
| ‘ The Authorized Maneuver:

scope of your materials.
The Rule:
You are a travel advisor, not an insurance underwriter.
Never guarantee coverage payouts, interpret policy
.y legalese, or determine medical fitness to travel. ;
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—| Telemetry: The Opportunity Logic Pipeline ~ e
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| Telemetry: The Opportunity Logic Pipeline
n \“I'I'
| | L (- ) 4 N 4 E
| Node 2: Node 3: _
Node 1: Turbulence : _0 € o i Node 4: DEDDSIU
Proposal Sent (The Objection) Decision Pending Booking Auth
o T The objection has been |
The itinerary is in the The client pushes back. : , The close.
client’s hands. The opportunity is still ARG M
| Consultative Loop.
G J alive. & ), e >
Operational Mandate: An objection means the lead is active. It must never
sit idle in Proposal Sent. It requires a logged Next Action to trigger the
‘ k correct follow-up automations. )
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-| The Black Box: Anatomy of a Compliant Record

ST 2 3
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| Callout 1 (Timestamp): —— — Gallout 4 (Disclosures
System-generated record Made): e
of the interaction. | — | Confirmation that >
0 | e— fm—f [ — cancellation terms or 8574
| il = T supplier deadlines were (L
| o | (=== =—1||O | verbally communicated. =
Callout 2 (Objection Noted): — |° ||{=— ) =9||3
Precise documentation of |l —
the client’s friction point e — E]Jr— Callout 5 (Next Action):
(e.g., Client concerned about 1 — | The mandatory scheduled
non-refundable deposit). e R follow-up task ensuring A\ _
° the lead does not die in  C—
== j the pipeline. “
Callout 3 (Response Given): e
Summary of the consultative
turnaround used.
—| @ - = - 4
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| Cleared for Flnal Approach

" Cleared for Final Approach

Day 7 Practical Gate:
- Execute 10 rapid-fire objection drills.

The Operator's Creed:
- Trust the Consultative Framework.
- Maintain strict Compliance Boundaries. ——

- Complete 3 end-to-end closing roleplays (Minimum score: 85%).

- Log the absolute reality in Travel Dakdan.
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Next Step:
Proceed to the simulation deck. Validate your
telemetry. Close the file.
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