


The Old Way

Selling Features (Beds, Flights, Destinations) Selling Outcomes (Privacy, Recovery,
Celebration, Peak Performance)

The trap of transactional booking where Curating high-margin, complex itineraries that
algorithms easily compete on price. online booking engines cannot safely coordinate.

Luxury is not a price tag; it is a measurable, engineered outcome.
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5 The VIP Leisure Group The Executive Retreat

Eﬂ (Highly Social, High Restoration) (Highly Social, High Optimization) |

ac |
Seeking luxury group leisure, family Seeking corporate groups, incentive
milestones, and concierge support. travel, and peak performance.
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The Milestone Couple The Wellness Traveler

> (High Privacy, High Restoration) (High Privacy, High Optimization)

<

E Seeking anniversaries, honeymoons, Seeking detox, destination spas,

= and absolute isolation. and medical recovery logistics.
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Outcomes

Spa goals, curated dining,
and cultural interests.

Purpose

Celebration, recovery,
romance, or business?

What does "luxury” mean
to this specific traveler?

What specific wellness
outcomes or experiences
are desired?

Diagnose the why

before sourcing
the where.

Atmosphere

High-touch service vs.
absolute isolation?

Logistics

Room/villa standards,
premium transfers, and mobility.

Is a private or social
atmosphere more important?

What exact room, suite, or
villa standard is expected?
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The Core
Foundation

Premium Air Options
& Luxury Lodging.

The baseline requirement.

The Seamless
Layer
Private VIP Transfers,

Pre/Post Extensions, &
Protection. Eliminates
travel friction.
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The High-Margin ' !
Layer '=
Concierge-Style }
Planning, Golf/Recreation, 1
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& Curated Dining.

Bespoke experiences. !
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Key Insight: The outer
layers dictate the true
luxury experience. This
is where the USAEVY
advisor transitions from
a booking agent into an
indispensable curator
and maximizes
commission.
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The Privacy Seeker

The Diagnosed Need l

The Wellness Optimizer [

The Diagnosed Need

The VIP / Executive

0: Never fJIluliﬂ amenity the client did not explicitly express a ._:Ij_:[gjlfij';_i'ff;__;g_|'iﬁ}"|1;—.
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The Curated Amenity
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Private plunge pools, in-villa
dining, exclusive club-level
access, dedicated butler service.

The Curated Amenity

Hydrotherapy circuits,
personalized nutrition menus,
‘ sleep-science room setups.
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The Curated Amenity

Seamless connectivity, discrete
meeting spaces, expedited VIP
arrival/departure lounges.
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The USAEV Standard:
Always pre-book these add-ons through
approved USAEV/CCRA suppliers. This

secures limited inventory for the client and
captures the commission before departure.J
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Group
Economics
The VIP Coordinating disparate
EXDE rience oremium air arrivais
Meeti"g & Corporate meeting e Scheduled wellness
Wellness space requirements 2 Curated group dining > ok
 Advisor Value Proposition: The luxury advisor's ultimate value to a corporate client is entirely—i

| removing the coordination risk from the executive assistant or group leader.
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Dream Spas
Luxury &
Wellness
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2 . Ducumgnt Log every material detail, inclusion, :
£l and deadllne directly into the Travel Dakdan CRM. 12
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Defending Value: The Objection Handling Matrix

Client Objection: “Luxury is overpriced” / “I found a lower rate online.”

The Raw Online Booking The USAEV Curated Package

e Base room category (run of house). * Upgraded room category based on
verified supplier relationships.

* Confirmed, transparent inclusions.
» Private, seamless VIP transfers.

e * Flexible terms and dedicated human
e /Zero advocacy if disruptions occur. support.

e Hidden resort fees and taxes.
e Public, uncoordinated transfers.
e Strict, automated cancellation policies.

* Pre-booked, curated wellness add-ons.

Rule: Never discount. Compare like-for-like components.



Compliance & Risk Guardrails

NEVER DO LWAYS DO

e |\lake medical claims or guarantee » Verify supplier inclusions and
health outcomes from spa availability via the CCRA/USAEV
treatments. roster before quoting.

e Promise unverified VIP upgrades, » Respect strict privacy constraints
amenities, or exclusivity. and payment-security protocols

e Provide medical fitness-to-travel for affluent clients.
advice (refer to clinicians). * (Clearly document all cancellation
terms and resort fees.

Note: For medical/recovery clients, we handle travel logistics only, never medical advice.



Client Retention & The Loyalty Loop

The Lifetime Luxury Client

In-Trip
O Proactive surprise &
4~ N\ delight; seamless,
\ 2 /| invisible issue
| 7" resolution.
| /x\ | Pre-Trlp Post-Trip (Service) f;::-\\
. 1 | High-touch excitement Welcome home | )
| f/ building and final communication and formal {,_~ //
u logistics verification. feedback capture.

V & N\

Post-Trip (Growth) Q\Lj

Requesting reviews, specific referral
asks, and utilizing GHL automations
for anniversary reactivation.



The Practical Certification Scenario

The Challenge Client File
Receive and process a complex luxury/wellness lead.
The Requirements

Conduct a simulated 4-quadrant wellness discovery.
Build a primary and alternate luxury proposal.
Handle 3 live objections (including price comparison).
Identify 2 highly relevant cross-sells.

Document the entire lifecycle in Travel Dakdan CRM.

The Stakes The Stakes

80% overall pass requirement.
Strict 100% required on all critical compliance and privacy items to earn the Dream Spas Endorsement.
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Your transition to USAEV
Luxury & Wellness Specialist
begins now.

Next Action: Access the Dream Spas module
in Travel Dakdan and initiate your first mock
Wellness Assessment.
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