[bookmark: _ata5h1nreigj]USAEV Core Travel Sales Academy Day 8: Group Sales and B2B Account Development Study Guide & Field Sales Playbook
[bookmark: _pr98qrxkom3a]Section 1: Glossary & Core Technical Concepts
Term,Operational Definition & Field Execution Context
B2B Travel Sales,"Business-to-business travel transactions selling travel management, group logistics, retreats, conferences, and event solutions directly to corporations, associations, schools, sports teams, and non-profits rather than individual leisure travelers."
Room Block,"A designated count of hotel rooms held by a resort or property exclusively for a group at a negotiated rate, governed by strict deposit schedules, drop dates, and performance rules."
Attrition Penalty Clause,"A contractual commitment specifying the minimum percentage of reserved rooms or seats a group must fulfill. If the group fails to meet the minimum threshold (e.g., 80% pickup), the organization is financially liable for the unfulfilled revenue gap."
Tour Conductor (TC) Ratio,"A complimentary (""comp"") room or ticket ratio provided by suppliers based on group volume (e.g., 1 comp earned per 15 or 20 paid rooms/passengers). Used to offset group leader costs or improve overall group profit margins."
Duty of Care,"The legal and moral obligation of an organization to ensure the safety, security, and well-being of employees, athletes, or members while traveling on company or organizational business."
Request for Proposal (RFP),"A formal procurement document submitted to vendors detailing an organization's travel scope, requirements, budget constraints, and evaluation criteria for bidding purposes."
Group Air & Charter Sourcing,Contracting contracted group seat allocations on commercial airlines or securing private aircraft through properly certificated direct air carriers or licensed charter brokers.
Organizer Economics,"The pricing structure, fee margin, deposit schedules, and complimentary earned assets engineered into a group proposal to support the group leader's budget or organizational overhead."
[bookmark: _xvig6fkbm0af]Section 2: B2B Group Travel Dynamics vs. Individual Leisure
Selling travel to organizations requires a fundamental shift from emotional, consumer-focused leisure selling to consultative, risk-averse, multi-stakeholder corporate sales.
                               ┌─────────────────────────────────────────┐
                               │   Organizational Travel Decision        │
                               └────────────────────┬────────────────────┘
                                                    │
         ┌──────────────────────────────────────────┴──────────────────────────────────────────┐
         ▼                                                                                     ▼
┌──────────────────────────────────────────┐                               ┌──────────────────────────────────────────┐
│        Corporate / Institutional         │                               │        Affinity / Ministry / Sports      │
├──────────────────────────────────────────┤                               ├──────────────────────────────────────────┤
│ • Procurement & CFO Financial Sign-off   │                               │ • Board / Committee Policy Approval       │
│ • HR & Duty of Care Compliance           │                               │ • Group Leader / Travel Coordinator      │
│ • Fixed Invoicing & Predictable Costs    │                               │ • Staged Individual Deposit Payments     │
└──────────────────────────────────────────┘                               └──────────────────────────────────────────┘

[bookmark: _u7c589kkritx]Key Differences Matrix
Operational Dimension,Individual Leisure Travel,B2B & Organizational Group Travel
Primary Decision-Maker,"Single traveler, couple, or family head.","Multi-layered: HR, CFO, Executive Assistants, Athletic Directors, Church Boards."
Buying Trigger,"Vacation time, milestone celebration, personal rest.","Corporate strategy, annual retreat, athletic schedule, mission objective, conference."
Sales Cycle Length,Days to weeks.,Weeks to several months; often operating on multi-year contract cycles.
Risk Profile,Individual budget limits and personal cancellation risk.,"Organizational liability, attrition penalties, policy compliance, Duty of Care exposure."
Financial Volume,"Single booking ($1,500 – $15,000 GTV).","Multi-room/seat contract ($10,000 – $250,000+ GTV per transaction)."
Payment Workflow,Single credit card transaction.,"Corporate card, wire transfers, split invoicing, or staged member deposit schedules."
Retention Value,Periodic personal trips; variable timing.,"Highly predictable, repeatable annual or quarterly accounts."
[bookmark: _wda7xdeos2hq]Section 3: Mapping & Qualifying Organizational Decision-Makers
To close organizational accounts, travel advisors must identify, engage, and solve the specific pain points of five primary decision-maker personas.
[bookmark: _fxg99g8pidc8]Decision-Maker Persona Matrix
Decision-Maker Role,Primary Organizational Focus,Value Proposition & Sales Approach,Key Discovery Questions
HR & People Ops,"Employee experience, retention, culture, Duty of Care compliance.","Emphasize seamless logistics, stress reduction for employees, safety protocols, and turn-key event execution.","""What employee engagement or culture outcomes are driving this retreat, and how are travel disruptions currently handled for your staff?"""
Executive Assistants (EAs),"Operational execution, time savings, executive scheduling, detail management.","Position yourself as an operational extension of their desk, saving them dozens of hours in vendor management and troubleshooting.","""What is the most frustrating part of coordinating executive travel and team off-sites alongside your daily priorities?"""
CFOs & Procurement,"Cost predictability, clear line-item billing, risk mitigation, contractual terms.","Focus on transparent quotes, attrition management, verified supplier terms, and measurable return on travel spend.","""What financial controls, cancellation terms, and approval workflows are required by your procurement policy?"""
Athletic Directors (ADs),"Rigid competition schedules, budget limits, athlete nutrition/rest, team safety.","Highlight group air/charter logistics, team room block guarantees, early/late check-in coordination, and meal logistics.","""How do flight delays or hotel check-in friction currently impact team preparation and your athletic budget?"""
Church Boards & Ministry Leaders,"Mission alignment, stewardship, payment flexibility for members, spiritual purpose.","Reassure with structured payment timelines, clear group-leader support, and specialized faith-based itinerary management.","""What payment structure and administrative support does your board require to feel confident launching this group trip?"""
[bookmark: _6o00tgdhkntt]Corporate Travel Policy Qualification & Duty of Care
When qualifying any corporate or institutional account, advisors must audit the client’s internal travel policy and Duty of Care requirements:
1. Approval Workflows:  Who holds final contractual signature authority versus day-to-day operational sign-off?
2. Policy Caps:  Are there specific caps on per-night lodging rates, airfare classes (e.g., economy-only for non-executives), or ground transportation?
3. Emergency Protocols:  Does the organization require real-time traveler tracking, centralized emergency contact numbers, or specific travel protection coverages?
4. Data Privacy & Compliance:  Ensure attendee personal identifiable information (PII) is handled strictly through secure systems in compliance with privacy guardrails.
[bookmark: _3mg2qwb70h0n]Section 4: Group Economics, Room Blocks, Attrition & TC Comps
[bookmark: _xfzfvyco8kos]Room Block Management & Deposit Schedules
Group contracts require managed inventory blocks. Advisors must structure supplier master contracts with clear milestones:
Contract Execution ──► Initial Deposit Due ──► Room Block Cutoff (e.g., 30-60 Days Out) ──► Final Payment & Passenger Manifest

· Initial Deposit:  Secures the room block or group air seats.
· Attrition Cutoff Date:  The final date where unallocated rooms can be released back to the supplier without financial penalty.
· Rooming List / Passenger Manifest Due Date:  The deadline for submitting complete legal names, dates of birth, and room assignments.
[bookmark: _g0a7jyih6o9f]Attrition Penalty Clauses & Risk Controls
Attrition clauses protect suppliers against unsold inventory. The advisor must calculate and negotiate these thresholds to shield the organizational client from financial penalties.Example Attrition Formula:   $$\text{Allowable Attrition} = \text{Contracted Rooms} \times (1 - \text{Minimum Required Commit Percentage})$$   $$\text{Penalty Liability} = (\text{Contracted Rooms} - \text{Released Rooms} - \text{Actual Picked-Up Rooms}) \times \text{Agreed Single Night Room Rate}$$Risk Control Protocol:
· Negotiate minimum pickup commitments down to reasonable levels (e.g., 80% pickup requirement).
· Establish a phased drop schedule (e.g., release 10% of unneeded rooms at 90 days, another 10% at 60 days) to avoid sudden end-of-contract penalties.
· Monitor room block pickup weekly inside Travel Dakdan GoHighLevel.
[bookmark: _lb3kw3bm88yx]Tour Conductor (TC) Comp Ratios & Organizer Economics
Suppliers reward group volume by offering complimentary slots (TC comps). The advisor must apply these comps strategically according to the client's business goals:| Comp Application Strategy | Operational Execution | Best-Fit Buyer || ------ | ------ | ------ || Offset Group Leader Cost | Apply earned TC comp rooms/seats to cover the pastor, coach, or EA traveling with the group. | Faith groups, schools, athletic teams. || Reduce Per-Person Package Price | Divide the monetary value of earned TC comps evenly across all paid attendees to lower the headline rate. | Price-sensitive associations or non-profits. || Generate Agency Service Margin | Retain TC comp credits as agency gross revenue where permitted under client agreement terms. | Complex corporate event management. |
[bookmark: _czaejnftldcq]Section 5: RFP Proposal Structure & B2B Sales Framework
When responding to an enterprise Request for Proposal (RFP) or presenting an executive group pitch, advisors must structure proposals for maximum clarity and consultative authority.
[bookmark: _z2csvgk5oojj]Enterprise RFP Proposal Architecture
1. Executive Summary ──► 2. Scope of Work & Logistics ──► 3. Transparent Packaging ──► 4. Risk Mitigation ──► 5. Actionable Close

1. Executive Summary:  Restate the organization's strategic purpose, travel goals, and logistical constraints.
2. Scope of Work & Logistics Design:  Detailed primary and alternate itineraries, hotel property specs, transportation routing, and group management services.
3. Transparent Package Architecture:  Clear separation of base rates, taxes, resort fees, inclusions, exclusions, and optional add-ons.
4. Risk Mitigation & Terms:  Specific documentation of deposit timelines, attrition clauses, cancellation policies, supplier sources, and Duty of Care provisions.
5. Actionable Next Steps:  Explicit decision deadlines, quote expiration dates, and approval authorization links.
[bookmark: _w3hahpwcyzes]Field Sales Opening Lines for B2B Prospecting
1. “We specialize in taking the logistical burden of group travel off Executive Assistants and HR teams, ensuring predictable costs and full Duty of Care for your staff.”
2. “When your organization plans its annual off-site, how do you handle attrition risk and emergency travel disruptions for your attendees?”
3. “We help college athletic departments and team managers streamline group travel procurement, from room blocks to charter flights, so coaches can focus on performance.”
4. “Many church boards struggle with group payment collection and liability when planning pilgrimages—we provide a turn-key framework that handles both securely.”
5. “Does your current corporate travel setup give your CFO full line-item billing transparency while protecting your travelers 24/7?”
[bookmark: _poyxf4uygd2p]Section 6: Specialized B2B Logistics: Sports Charters & Affinity Groups
[bookmark: _82qalastu5if]Sports Team Charter Sourcing Logistics
Serving professional, collegiate, or high-performance athletic organizations (Sports Media / USAEV ecosystem) requires specialized air procurement.
       ┌────────────────────────────────────────────────────────────────────────┐
       │                 Sports Team Charter Sourcing Flow                      │
       └───────────────────────────────────┬────────────────────────────────────┘
                                           │
  ┌────────────────────────────────────────┼────────────────────────────────────────┐
  ▼                                        ▼                                        ▼
┌──────────────────────────┐    ┌──────────────────────────┐    ┌──────────────────────────┐
│ Flight Schedule & Route  │    │ Luggage & Heavy Gear     │    │ Passenger Manifest &     │
│ Aircraft Sourcing        │    │ Cargo Sizing             │    │ Security Clearance       │
└──────────────────────────┘    └──────────────────────────┘    └──────────────────────────┘

[bookmark: _fc4j36nc4ehp]Compliance & Regulatory Guardrails for Air Charter
· Operator Representation Standard:  USAEV travel advisors must  never  represent themselves or the agency as an air carrier or aircraft operator unless legally true.
· Provider Sourcing:  Charters must be sourced exclusively through properly certificated direct air carriers or appropriately licensed charter brokers/providers from approved supplier lists.
· Manifest Accuracy:  Secure passenger manifests (names, DOBs, TSA information) must be collected and delivered within strict provider deadlines.
· Baggage & Equipment Specs:  Verify cargo capacity for athletic gear, medical trunks, or broadcast equipment prior to contract sign-off.
[bookmark: _7dkokzpwdtxc]Affinity & Faith-Based Group Logistics (Grow Ministry)
· Staged Payment Plans:  Faith-based and community affinity groups rely on structured installment plans. The advisor must align client payment schedules directly with supplier deposit deadlines.
· Group Leader Support:  Provide turn-key registration templates, promotional fliers, and FAQ sheets to empower the volunteer or ministry group leader.
· Missionary & Service Logistics:  Verify special visa requirements, international baggage allowances for humanitarian equipment, and emergency evacuation protocols.
[bookmark: _adqbyr5mepxe]Esports & Academic Team Logistics (Fanz / Esports Ecosystem)
· Technology & Facility Needs:  Require high-speed internet, dedicated practice/meeting spaces, and secure storage for sensitive equipment.
· Minor Traveler Protection:  When working with high school or collegiate teams involving minors, strictly enforce chaperone ratios, minor rooming policies, and parental consent documentation in compliance with institutional policies.
[bookmark: _11gmbuxmztl9]Section 7: Multi-Year Account Development & Retention Cadence
The real profitability of B2B sales lies in converting single group bookings into recurring, multi-year organizational accounts.
[bookmark: _jiq5s5f1rsld]The 12-Month B2B Account Development Cadence
Month 1: Trip Execution & Duty of Care Support
   │
Month 2: Post-Event Debrief & CFO Reconciliation Report
   │
Month 4: Mid-Year Strategic Review & Next Year Planning
   │
Month 7: RFP Renewal & Early Block Lock-in
   │
Month 10: Attendee Registration Launch & Deposit Collection
   │
Month 12: Next Annual Event Execution

Account Stage,Action Item & Deliverable,Primary Objective
Post-Event (Days 1–14),Conduct formal debrief with EA/HR. Deliver Post-Event Logistics Summary and CFO spend reconciliation report.,Reassure procurement; document performance metrics.
Nurture (Months 2–5),"Share relevant industry benchmarks, seasonal group trends, and luxury/wellness retreat concepts.",Maintain mindshare without aggressive selling.
Strategic Planning (Month 6),Schedule annual travel review with HR/CFO to discuss upcoming fiscal year calendar and retreat goals.,Secure advance notice on upcoming corporate budgets.
Renewal Contracting (Month 8),Present multi-year or early-bird block proposal for the next annual conference or athletic season.,Lock out competing travel agencies; secure group space early.
[bookmark: _unbvpxhesrna]Section 8: Travel Dakdan GoHighLevel Corporate CRM Execution
Travel Dakdan GoHighLevel (GHL) is the central revenue operating system for tracking B2B opportunities, managing procurement tasks, and organizing organizational contacts.
[bookmark: _fgmmwgalkdp0]B2B Opportunity Pipeline Stages
New B2B Lead ──► Discovery Scheduled ──► Qualification Complete ──► RFP / Proposal In Development ──► Proposal Sent ──► Decision Pending ──► Contract / Deposit Authorized ──► Booked & Managed

[bookmark: _ns3ayctzmx8h]Essential Corporate Contact & Account Tracking Fields
Advisors must maintain complete records for B2B contacts. Never mix student or personal contact lifecycles with organizational reservation pipelines.| GHL Custom Field Name | Operational Data Required | Purpose || ------ | ------ | ------ || Travel Specialization | Corporate & Group Travel / Team Charter / Faith-Based | Categorizes the account niche. || Organization Legal Name | Official corporate/institutional entity name. | Procurement contract mapping. || Key Decision-Maker Role | CFO / HR / EA / Athletic Director / Board Chair. | Identifies stakeholder level. || Annual Group Travel Budget | Estimated gross travel value (GTV). | Ranks account priority. || Contracted Attrition Date | Specific calendar date for room block releases. | Triggers automated advisor task alerts. || Specialty Tag | travel_cert_corporate, travel_cert_charter, travel_cert_faith | Enables targeted marketing workflows. |
[bookmark: _uz7hckfbcaa9]CRM Hygiene Rules
1. Next Action Standard:  Every open B2B opportunity  must  have a scheduled task, due date, and assigned team member. Unscheduled leads are unacceptable.
2. Detailed Activity Notes:  Timestamp every phone call, RFP revision, and board meeting summary directly inside the contact record.
3. Data Security Guardrail:  Never store unapproved, restricted supplier passwords, sensitive payment card numbers, or full employee health data in GHL standard fields.
[bookmark: _iv5ijq5uao8v]Section 9: Qualification, Proposal & Pre-Booking Verification Checklists
[bookmark: _q98y234n8e7e]B2B Account Qualification Checklist
·  Primary business outcome and event goals established.
·  All decision-makers identified (Signer, Influencer, EA/Logistics Lead, CFO/Procurement).
·  Expected attendee count, rooming pattern, and flexibility window documented.
·  Organizational travel policy restrictions and Duty of Care requirements verified.
·  Budget parameters and payment handling structure (corporate card, invoice, attendee direct-pay) confirmed.
·  Decision deadline and RFP review schedule logged in Travel Dakdan GHL.
[bookmark: _orcvhjwwh314]B2B Proposal Quality Checklist
·  Executive Summary directly addresses stated organizational objectives.
·  Primary package option presented with clear logistical justification.
·  Alternate package option included only if it provides meaningful choice.
·  All rates, taxes, resort fees, and service charges transparently separated.
·  Deposit schedule, room block cutoff dates, and attrition penalty terms explicitly detailed.
·  Supplier sources noted; live facts and availability independently verified.
·  Proposal includes a definitive expiration date and a clear call to action for signature.
[bookmark: _5vwiusjnsrnp]Pre-Booking & Compliance Verification Checklist
  [ ] Live Supplier Verification
      Verify rates, inventory, and supplier terms against current rosters.
                   │
                   ▼
  [ ] Entity & Brand Guardrails
      Confirm contract identifies USA Entertainment Ventures LLC as operating brand.
                   │
                   ▼
  [ ] Regulatory & Licensing Gate
      Verify seller-of-travel and state compliance requirements before authorization.
                   │
                   ▼
  [ ] Air Charter Compliance Check
      Ensure properly certificated carriers/licensed brokers are under contract.
                   │
                   ▼
  [ ] Payment & CRM Audit
      Use approved payment systems; update GHL opportunity status and next task.

·   Live Supplier Verification:  Current supplier roster facts, rates, terms, and availability verified directly before contract presentation.
·   Entity & Brand Guardrails:  Program hierarchy correctly represented (USA Entertainment Ventures LLC as legal entity; specialty channels properly positioned).
·   Regulatory & Licensing Gate:  Relevant state seller-of-travel and legal requirements checked prior to final client authorization.
·   Air Charter Compliance Check:  Sourced air carriers or charter brokers verified as properly certificated/licensed. No false operator claims made.
·   Payment & CRM Audit:  Payment handled through authorized systems without storing raw card data. GHL pipeline stage updated with full documentation and scheduled next action.

