/.00 Media Safari
Travel Specialist

Phase 2 Specialty Academy Certification

N ‘-"" -'_ —

USA ENTERTAINMENT VENTURES LLC | TRAVEL DAKDAN OPERATING SYSTEM



The Safari Complexity Paradox

Safari travel represents the pinnacle of experiential tourism.
Clients are seeking a transformational, once-in-a-lifetime
connection with the natural world.

Connecting Border
Regional Flights Crossings
Seasonal Strict Permit
Weather Shifts Deadlines

But the mechanics of a safari are unforgiving. A single
missed detail—an expired visa, an unverified lodge, a
misunderstood migration pattern, or an invalid park
permit—can ruin an entire expedition.

Your role is to bridge the gap between emotional

desire and operational rigor. You hold the map.
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The Value of Curated Access

The DIY Risk

Destination Intelligence: Guesses migration Destination Intelligence: Uses verified, real-
timing based on outdated blogs. time migration schedules to optimize routing.

Accommodation: Risks thousands of dollars Accommodation: Books exclusively through
on unverified, potentially unsafe lodges. USAEV/CCRA preferred lodge networks.

Compliance: Navigates complex, shifting Compliance: Guarantees park permit
park permit and visa rules alone. compliance and entry protocol adherence.

Impact: Unknown conservation impact; Impact: Partners with verified conservation
potential exploitation. funding programs.




Editorial Field Guide

Identifying the High-Probability Safari Buyer

The Photographer /
Media Club

Buying Trigger: Specific species
access, golden hour light,
specialized vehicles.

Ideal Fit: Private or small-group
photography safaris, premium
mobile camps.

Cross-Sell: Aquatic photography
extensions.

The Conservationist
(Zoo/Aquarium Members)

Buying Trigger: Ethical wildlife
interaction, educational depth,
funding local communities.

Ideal Fit: Conservation-oriented
travel, educational and university
tours.

Cross-Sell: Local cultural or
mission extensions.

The Family /
Private Group

Buying Trigger: Safety, seamless
logistics, multi-generational
pacing, private guides.

Ideal Fit: Premium lodges and
camps with exclusive-use vehicles.

Cross-Sell: Pre/post city or beach
extensions.



Editorial Field Guide

Destination Intelligence & Seasonality A

Safari success depends on timing. Inspiration /ﬂr

must be separated from verified
operational facts.

Key Principles
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1. Ask-Research-Verify-Compare-
Recommend: Never assume historical
patterns hold perfectly. Always verify
current conditions. <
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2. Pacing & Geography: Account for
vast distances, gateway airports, and
time-zone effects when planning the
route.
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3. Weather & Demand: Match client
expectations to the realities of peak
demand pricing, seasonal closures,
and regional weather events.




Engineering the Safari Architecture

The Safari Package Blueprint

The Perimeter: Travel protection boundaries
and pre/post-safari stays.

The Impact: Included conservation fees and
community funding.

The Experience: Private guides, scheduled
game drives, and photography experiences.

The Access: Pre-secured park entry fees and
strict permit compliance.

The Basecamp: Vetted USAEV preferred
lodges and camps.

Transit Foundation: International & regional
air, seamless ground/bush plane transfers.
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The Consultative Discovery Process

Never open with a destination pitch. Ask enough questions to
understand the client’s decision-making criteria and risk factors.

The Diagnostic Question Bank

Purpose: What wildlife or conservation experiences matter
most? Is photography a primary focus?

Parameters: What is the expected comfort and luxury level?

Constraints: What specific mobility or health considerations
affect the daily itinerary?

Flexibility: How much schedule flexibility exists for optimal
migration timing?

Structure: Is this individual, multi-generational family, or
organizational group travel?




The Sales Conversation Framework

The Consultative Close Loop

1. Anchor on Purpose: ‘|

Open with the traveler's
(Future service/retention) ~ stated purpose, not a
| generic brochure pitch.

— i ——

6. Document in Travel | ~ 2.Summarize Need: |
Dakdan: Record every material Reflect the constraints and
detail, assumption, and next priorities back to the client

. next action in the GHL CRM. [ to confirm understanding.

—— —

5. Ask for Commitment: 1 3. Present 1-3 Options: ]
Secure quote approval, Deliver well-structured
deposit authorization, or the itineraries with clear tradeoffs
. next scheduled meeting. . (e.g. location vs. luxury).

===

4. Explain the Mechanics: l|
Detail inclusions,
~ exclusions, terms, and
' non-negotiable deadlines.
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Handling Safari-Specific Objections

“It’s too
expensive.”

The Pivot:

Reframe around the
complete experience.
Explain the hidden value of
elite guide quality,
comprehensive inclusions,
optimized seasonality, and
tiered alternatives.

“I can book this
myself online.”

The Pivot:

Highlight coordination
complexity. Explain the
necessity of bush-plane
sequencing, direct supplier
comparison, local support,
and verified permit
procurement.

“I am worried
about safety.”

The Pivot:
Rely on facts, not promises.

Use current official and
supplier information, explain
rigorous contingency
planning, and never
guarantee absolute safety.
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Strategic Cross-Selling: Ecosystem Leverage

Cross-selling must meaningfully
improve the traveler’s outcome or
reduce coordination risk.

Primary
Safari Sale

The 5-Question
Integrity Test Filter

1. Does it solve a stated
traveler problem?

2. Does it reduce risk or
improve convenience?

3. Does it meaningfully
improve the experience?

4. Is the client financially
and operationally suited
to it?

5. Can USAEV fulfill it
accurately and compliantly?

Z00 Media

Aquatic Adventures
(Beach extensions)

Dream Spas

Luxury & Wellness

(Post-safari recovery)

USAEV

Cruise Travel
(Regional extensions)




The Compliance & Risk Guardrails

Entry & Health

Verify current passport, visa,
health, and entry requirements
exclusively from authoritative
sources. Do not provide
medical fitness advice.

Park Permits |

Guarantee park permit =
compliance. Fees and access
rules change; verify status
directly before quoting.

Supplier Verification

Confirm current USAEV/CCRA
supplier terms, cancellation
policies, and live availability

AN\ before presenting any

\ \a proposal. Use responsible

e conservation positioning.

Managing
Expectations

Strict Rule: Never guarantee
wildlife sightings, exact

weather, or absolute safety.
The wild is unpredictable. j
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The Curator’s
True Product

The animals, the landscapes, and the luxury lodges are
the destination. But they are not your product.

Your true product is risk
reduction and curated access.

* You eliminate the friction of complex logistics.

* You guarantee compliance with invisible regulations.

* You ensure conservation dollars reach verified partners.

* You engineer certainty so the client can experience wonder.
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Practical Certification Scenario

The Challenge: You will receive a simulated lead seeking a premium safari. You must

conduct discovery, identify the persona, produce a package outline, respond to three
objections, identify two cross-sells, and explain all compliance boundaries.

Certification Scoring Weights
1 |[Discovery & Qualification 20%
2 | Package Design & Logic 20%
3 | Sales Presentation 20%
4 | Objection Handling 10%
5 |Cross-selling 10%
6 | CRM Documentation (Travel Dakdan) 10%
7 | Compliance 10%

(Note: Requires 100% accuracy on critical items to pass)



