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G Travel and Tourism Industry Fundamentals 16 chapters - 124 classes 100 marks



¢ 1 Understanding Fundamental Travel Terminology — 4 classes

1.1 Explore Basic Travel Terminology

1.2 Identify Key Global Destinations in Travel Contexts
1.3 Understand Airline and Accommodation Terminology
1.4 Apply Travel Terminology in Real-World Scenarios

< 2 Exploring Key Travel Agency and Tour Operations Vocabulary — 4

classes

2.1 Understanding Key Travel Terminology

2.2 Identifying Travel Agency Roles and Functions

2.3 Exploring Tour Operations Vocabulary

2.4 Applying Travel Terminology in Real-world Scenarios

« 3 Advanced Industry Jargon and Emerging Travel Trends — 4 classes

3.1 Decode Advanced Industry Jargon

3.2 Analyze Current Travel Industry Trends

3.3 Interpret the Impact of Emerging Technologies on Travel
3.4 Apply Industry Trends to Enhance Travel Planning

« 1 Overview of the Travel Industry and Its Segments — 7 classes

1.1 Understanding the Structure of the Travel Industry
1.2 Exploring Major Segments of the Travel Industry

1.3 Analyzing Key Players and Their Roles in Travel

1.4 Investigating Current Trends and Influences in Travel
1.5 Providing Travel Information and Advice

1.6 Major World Regions for Travel

1.7 Using Geography Knowledge in Itinerary Planning

« 2 Types of Travel Services and Products Offered — 5 classes

2.1 Exploring Different Types of Travel Services

2.2 Identifying Key Travel Products and Their Features

2.3 Understanding the Role of Airlines and Their Services
2.4 Processing Foreign Exchange Transactions

2.5 Evaluating Package Tours and Custom Travel Solutions

« 3 Role and Functionality of Global Distribution Systems (GDS) — 5

classes

3.1 Understanding the Evolution of Global Distribution Systems
3.2 Exploring Core Features and Functions of GDS Platforms
3.3 Examining Airline Reservation Processes via GDS

3.4 Investigating Hotel and Car Rental Bookings Using GDS
3.5 Applying GDS Knowledge to Real-World Travel Scenarios

« 4 Current Trends and Challenges in the Travel Industry — 5 classes

4.1 Exploring Current Trends Shaping the Travel Industry

4.2 Understanding the Impact of Technology on Travel Services

4.3 Evaluating Environmental Concerns and Sustainable Tourism

4.4 Analyzing Economic Challenges and Their Influence on Travel

4.5 Developing Strategies to Overcome Challenges in Travel Operations

« 8 Accommodation Types and Hotel Vocabulary — 10 classes

8.1 Classifying Tourism Accommodation Types

8.2 Hotels Motels and Guesthouses Compared
8.3 Resorts Hostels and Homestays

8.4 Star Ratings and Quality Grading Systems

8.5 Room Types Bed Types and Occupancy Terms
8.6 Meal Plans and Board Basis Abbreviations

8.7 Hotel Departments and Guest Services

8.8 Reading Hotel Descriptions for Clients

8.9 Accommodation Terms Used in Quotations
8.10 Matching Accommodation to Client Needs

* 9 Air Transport Products and Services — 10 classes

9.1 Scheduled Charter and Low Cost Airlines
9.2 Cabin Classes and Seat Features

9.3 Baggage Allowances and Excess Rules
9.4 Airline Alliances and Codeshare Flights
9.5 Direct Non-Stop and Connecting Flights
9.6 Airport Facilities and Passenger Flow

9.7 Meals Services and Special Requests
9.8 Airline Product Differences for Clients

9.9 Air Travel Terms Every Consultant Uses
9.10 Recommending the Right Flight Product

« 10 Rail Road and Car Rental Products — 10 classes

10.1 Indian Railways Classes and Train Types
10.2 Booking Rules for Rail Journeys

10.3 International Rail Passes and Scenic Trains
10.4 Coach Services and Intercity Buses

10.5 Self Drive Car Rental Basics

10.6 Chauffeur Driven Cars and Transfers

10.7 Ferries and Local Water Transport

10.8 Comparing Land Transport Options

10.9 Documents Needed for Land Transport
10.10 Combining Rail and Road in One Trip

* 11 Package Holidays and Tour Product Basics — 10 classes

11.1 What Makes a Package Holiday

11.2 Independent Travel Versus Escorted Tours
11.3 Fully Inclusive and Semi Inclusive Packages
11.4 Cruise Holiday Product Basics

11.5 Pilgrimage and Religious Tour Products
11.6 Honeymoon and Family Holiday Products
11.7 Adventure and Special Interest Products
11.8 Reading Inclusions and Exclusions Clearly
11.9 Comparing Brochure Packages

11.10 Choosing Products for Different Clients

12 Types of Tourists and Travel Motivations — 10 classes

12.1 Leisure Business and Visiting Relatives Travel
12.2 Inbound Outbound and Domestic Tourists
12.3 Push and Pull Factors in Travel Choice

12.4 Age Groups and Travel Preferences

12.5 Solo Couple Family and Group Travellers
12.6 Budget Mid Range and Luxury Segments
12.7 Seasonal Demand and Peak Periods

12.8 Travel Trends After Disruption

12.9 Identifying Motivation Through Questions
12.10 Matching Motivation to Product Suggestions

« 13 Travel and Tourism Industry in India — 10 classes

13.1 Size and Growth of Indian Tourism

13.2 Role of the Ministry of Tourism

13.3 State Tourism Boards and Corporations

13.4 Major Tourist Circuits and Destinations

13.5 Inbound Tourism to India

13.6 Outbound Tourism from India

13.7 Domestic Tourism Patterns

13.8 Approved Agents and Industry Associations
13.9 Government Schemes for Tourism Growth
13.10 Employment Opportunities in Indian Tourism

* 14 Quality Service Standards in Travel Businesses — 10 classes

14.1 Why Quality Matters in Travel

14.2 Customer Focus as a Business Principle
14.3 Service Standards in a Travel Agency

14.4 Written Procedures and Work Instructions
14.5 Keeping Accurate Customer Records

14.6 Checking Your Own Work Before Release
14.7 Recording and Learning from Errors

14.8 Handling Customer Feedback Formally
14.9 Continuous Improvement in Small Agencies
14.10 Following Quality Checklists Daily

« 15 Professional Brand Values and Workplace Conduct — 10 classes



6 World Geography and Time Zones for Travel 16 chapters - 126 classes 100 marks



* 1 Understanding Earth's Geographic Regions — 6 classes

1.1 Explore Earth's Physical Regions

1.2 Identify Cultural and Political Boundaries

1.3 Analyze Climate Zones and Their Impact

1.4 Apply Geographic Knowledge to Global Travel
1.5 Overview of the Three Global Traffic Areas
1.6 Applying Traffic Areas to Fares and Routing

« 2 Climate Patterns and Biomes — 4 classes

2.1 Exploring Climate Zones: Understanding Global Climate Patterns

2.2 ldentifying Major Biomes: Characteristics and Global Distribution

2.3 Analyzing Climate Influences: How Geography Shapes Weather and
Biomes

2.4 Connecting Climate and Human Activity: Impacts on Biomes and
Ecosystems

* 3 Human Geography and Cultural Significance — 4 classes

3.1 Explore: Understanding Human Geography

3.2 Analyze: Recognizing Cultural Landscapes

3.3 Investigate: Examining Cultural Diffusion

3.4 Apply: Linking Geography with Cultural Practices

* 1 Understanding Time Zones and Their Impact on Travel — 4 classes

1.1 Exploring World Time Zones: Understanding the Basics

1.2 Analyzing Time Zone Differences: Calculating Time Changes

1.3 Impact of Time Zones on Travel: Planning Seamless Journeys

1.4 Applying Time Zone Knowledge: Solving Real-Life Travel Scenarios

« 2 Daylight Saving Time and Its Role in Scheduling — 4 classes

2.1 Understanding Daylight Saving Time: Historical Context and Purpose
2.2 Exploring Global Variations in Daylight Saving Time Implementation
2.3 Analyzing Daylight Saving Time's Impact on International Travel

2.4 Applying Daylight Saving Time Knowledge to Travel Schedule
Optimisation

« 3 Coordinating Itineraries Using Time Zone Differences — 4 classes

3.1 Understanding Time Zone Basics

3.2 Calculating International Time Differences

3.3 Planning Travel Itineraries Across Time Zones
3.4 Adjusting Schedules for Time Zone Changes

¢ 7 Map Reading Countries and Capitals — 10 classes

7.1 Reading World Maps and Atlases

7.2 Latitude Longitude and Grid References
7.3 Continents Oceans and Major Seas

7.4 Countries and Capitals by Region

7.5 Borders Landlocked and Island Nations
7.6 Major Mountain Ranges and Rivers

7.7 Using Digital Maps for Trip Planning

7.8 Scale Distance and Direction Skills

7.9 Naming Places Correctly with Spellings
7.10 Map Practice Using Client Scenarios

« 8 Indian Destinations by Region — 10 classes

8.1 North India Hills Heritage and Pilgrimage
8.2 Rajasthan and Western India Highlights

8.3 Gujarat and Maharashtra Destinations

8.4 South India Temples Coast and Backwaters
8.5 East India and Odisha Destinations

8.6 North East India Special Destinations

8.7 Islands of Andaman and Lakshadweep

8.8 Himalayan Destinations and Seasons

8.9 Wildlife Parks and Nature Destinations
8.10 Planning Circuits Across Indian Regions

* 9 South and Southeast Asia Destinations — 10 classes

9.1 Nepal Bhutan and Sri Lanka Highlights
9.2 Maldives and Indian Ocean Resorts
9.3 Thailand and Cambodia Highlights

9.4 Vietnam Laos and Myanmar Overview
9.5 Singapore and Malaysia Highlights

9.6 Indonesia and Bali Destinations

9.7 Philippines and Island Hopping Basics
9.8 Popular Routes for Indian Travellers
9.9 Entry Rules and Visa Notes by Country
9.10 Matching Asian Destinations to Clients

« 10 Middle East and Central Asia Destinations — 10 classes

10.1 Gulf States and Dubai Highlights

10.2 Abu Dhabi Oman and Qatar Overview

10.3 Saudi Arabia and Umrah Travel Basics

10.4 Turkey and Eastern Mediterranean Overview
10.5 Jordan Egypt and Israel Highlights

10.6 Central Asia and Silk Road Cities

10.7 Climate and Cultural Cautions in the Region
10.8 Stopover and Short Break Options

10.9 Religious and Heritage Travel Routes

10.10 Matching Regional Destinations to Clients

« 11 European Destinations and Routes — 10 classes

11.1 Western Europe Capitals and Landmarks
11.2 Southern Europe Coast and Culture

11.3 Northern Europe and Scandinavia

11.4 Central and Eastern Europe Highlights
11.5 United Kingdom and Ireland Overview
11.6 Alpine Countries and Scenic Rail

11.7 The Schengen Area Geography

11.8 Popular Multi Country Routes

11.9 Cruise Ports and River Routes in Europe
11.10 Selling Europe to First Time Travellers

« 12 Africa Destinations and Safari Regions — 10 classes

12.1 East African Safari Countries

12.2 Southern Africa Highlights

12.3 Mauritius Seychelles and Indian Ocean Islands
12.4 North Africa and Morocco Overview

12.5 Great Migration and Wildlife Seasons

12.6 Victoria Falls and River Destinations

12.7 Health Precautions for African Travel

12.8 Entry Requirements Across Africa

12.9 Camp and Lodge Style Accommodation

12.10 Matching African Trips to Client Budgets

¢ 13 Americas Destinations and Gateways — 10 classes

13.1 United States Gateway Cities and Parks
13.2 Canada Highlights by Season

13.3 Caribbean Islands and Cruise Ports

13.4 Mexico and Central America Overview
13.5 Brazil and South American Highlights
13.6 Andes Patagonia and Amazon Regions
13.7 Hawaii and Pacific Coast Stays

13.8 Long Haul Flight Planning to the Americas
13.9 Entry Rules and Travel Authorisations
13.10 Selling Americas Trips to Indian Clients

« 14 Australasia Pacific and East Asia Destinations — 10 classes

14.1 Australia Cities Coast and Outback

14.2 New Zealand North and South Island
14.3 Fiji Tahiti and Pacific Islands

14.4 Japan Highlights and Seasons

14.5 South Korea and Taiwan Overview

14.6 China Hong Kong and Macau Overview
14.7 Planning Multi Stop Pacific Itineraries
14.8 Time Difference and Jet Lag Advice

14.9 Season Reversal in Southern Hemisphere
14.10 Matching Far East Trips to Clients

« 15 Airport City and Country Codes — 10 classes



e Itinerary Planning and Tailor-Made Travel 21 chapters - 127 classes 100 marks



* 1 Understanding Travel Itinerary Elements — 4 classes

1.1 Recognizing Key Components of a Travel Itinerary
1.2 Identifying Essential Travel Terminology

1.3 Constructing Simple Travel Itineraries

1.4 Evaluating ltinerary Effectiveness

< 2 Desighing Customized Travel Routes and Experiences — 4 classes

2.1 Understanding Traveler Needs and Preferences
2.2 Mapping Out Customized Travel Routes

2.3 Integrating Local Culture and Experiences

2.4 Evaluating and Refining Travel Itineraries

« 3 Practical Application and Evaluation of Itineraries — 4 classes

3.1 Understand Key Components of an Effective Itinerary

3.2 Analyze Existing Itinerary Examples for Strengths and Weaknesses
3.3 Create a Sample Itinerary Using Global Travel Contexts

3.4 Evaluate Sample Itineraries and Suggest Improvements

« 1 Understanding Travel Itineraries and Their Components — 5

classes

1.1 Exploring the Basics of Travel Itineraries

1.2 Identifying Key Components of a Travel Itinerary
1.3 Analyzing Customer Needs for Tailored Itineraries
1.4 Constructing Simple Travel Itineraries

1.5 Reviewing and Refining Travel Itinerary Details

« 2 Researching Destinations and Creating a Preliminary Itinerary —

5 classes

2.1 Understanding Travel Destinations: Characteristics and Culture
2.2 Identifying Key Attractions and Activities for Travelers

2.3 Evaluating Climate and Peak Seasons for Optimal Travel

2.4 Gathering Practical Information: Visas, Currency, and Language
2.5 Crafting a Preliminary Itinerary: Mapping Out Travel Plans

« 3 Customizing lItineraries for Different Client Needs — 5 classes

3.1 Understanding Client Profiles and Preferences
3.2 Analyzing Travel Objectives and Constraints

3.3 Crafting Tailored Itinerary Options

3.4 Integrating Special Requirements into ltineraries
3.5 Evaluating and Adjusting Itinerary Proposals

« 4 Utilizing Global Distribution Systems for Itinerary Planning — 5

classes

4.1 Understanding Global Distribution Systems (GDS): An Introduction
4.2 Navigating GDS Interfaces: Key Functions and Features

4.3 Searching for Flights and Accommodation Using GDS

4.4 Building Complete Itineraries in GDS

4.5 Optimizing Itinerary Accuracy and Efficiency with GDS Tools

¢ 1 Understanding Niche Tourism and Adventure Markets — 5 classes

1.1 Exploring the Fundamentals of Niche Tourism

1.2 Identifying Key Segments in Adventure Travel

1.3 Analyzing the Demographics of Adventure Tourists

1.4 Designing Tailored Itineraries for Specialized Markets

1.5 Evaluating Market Trends in Niche and Adventure Tourism

« 2 Essential Components of Effective Tour Desigh — 5 classes

2.1 Understanding Key Elements of Tour Design
2.2 Analyzing Target Audience Needs in Tours
2.3 Crafting Engaging and Cohesive ltineraries
2.4 Integrating Logistics and Timelines Effectively
2.5 Evaluating Tour Design for Quality Assurance

« 3 Crafting Customized Itineraries — 5 classes

3.1 Understanding Client Needs and Preferences
3.2 Selecting Suitable Destinations and Attractions
3.3 Constructing a Balanced and Engaging Itinerary
3.4 Incorporating Local Experiences and Resources
3.5 Reviewing and Refining Itinerary Plans

« 4 Evaluating and Enhancing Tour Experiences — 5 classes

4.1 Understanding the Core Elements of a Tour Experience
4.2 Analyzing Customer Feedback for Tour Improvement
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* 5 Resource and People Management — 5 classes

5.1 Introduction to Resource Management

5.2 Understanding Outdoor Program Needs

5.3 Team Dynamics and Roles

5.4 Logistics Planning for Outdoor Activities

5.5 Effective Communication in Team Management

¢ 1 Understanding Client Needs for Customised Travel — 6 classes

1.1 Identifying Key Client Preferences

1.2 Analyzing Client Travel Goals

1.3 Understanding Client Budget Constraints

1.4 Assessing Client Destination Interests

1.5 Mapping Client Travel Itinerary Needs

1.6 Customizing Solutions to Meet Client Expectations

* 2 Designing Tailor-Made Itineraries — 6 classes

2.1 Understanding Client Preferences and Needs
2.2 Conducting Destination Research Effectively

2.3 Integrating Activities and Experiences

2.4 Crafting a Balanced Travel Itinerary

2.5 Collaborating with Suppliers and Vendors

2.6 Presenting and Reviewing Tailor-Made Itineraries

« 3 Costing Strategies for Customised Packages — 6 classes

3.1 Understanding the Basics of Travel Package Costing

3.2 Identifying Key Elements that Affect Package Costs

3.3 Applying Pricing Models to Customised Travel Packages

3.4 Evaluating Supplier Contracts and Negotiating Rates

3.5 Crafting Competitive and Profitable Travel Packages

3.6 Implementing Dynamic Pricing Strategies for Customised Offers

« 4 Leveraging Technology in Customised Travel Solutions — 6
classes

4.1 Understanding Technology in Tailored Travel Experiences

4.2 Exploring Travel Management Software Tools

4.3 Utilizing Online Platforms for Travel Customization

4.4 Analyzing Data-Driven Travel Personalization Techniques

4.5 Implementing Mobile Solutions in Travel Packaging

4.6 Integrating Al and Machine Learning for Tailored Travel Plans

< 5 Advanced Techniques in Client Relationship Management — 6

classes

5.1 Understanding Client Relationship Management Frameworks

5.2 Identifying Client Needs and Preferences

5.3 Building Trust and Rapport with Clients

5.4 Customising Travel Solutions for Enhanced Client Satisfaction

5.5 Implementing Feedback Mechanisms for Continuous Improvement
5.6 Leveraging Technology for Effective Client Engagement

« 18 Multi Destination Routing and Journey Sequencing — 10 classes

18.1 Principles of Efficient Route Design

18.2 Open Jaw and Circle Trip Structures
18.3 Gateway Selection and Return Points
18.4 Overland Versus Air Legs

18.5 Transfer Times and Realistic Pacing
18.6 Rest Days and Flexible Time

18.7 Seasonal Order of Destinations

18.8 Visa and Entry Sequence Checks

18.9 Round the World and Long Haul Routing
18.10 Route Design Practice Briefs

* 19 Special Occasion and Family Itineraries — 10 classes

19.1 Honeymoon and Anniversary Trip Design
19.2 Family Holidays with Children

19.3 Multi Generation Family Travel

19.4 Pilgrimage and Spiritual Itineraries

19.5 Destination Wedding Guest Travel

19.6 Milestone Birthday and Celebration Trips
19.7 Senior Citizen Friendly Itineraries

19.8 Solo Traveller and Friends Group Trips
19.9 Special Dietary and Faith Considerations
19.10 Building Memorable Surprise Moments



° Travel Sales and Customer Relationship Management 18 chapters - 120 classes 100 marks



« 1 Understanding Tour Package Components and Value
Propositions — 6 classes

1.1 Exploring the Core Components of Tour Packages

1.2 Identifying Key Value Propositions in Tour Offerings

1.3 Analyzing Market Demand and Traveler Preferences
1.4 Evaluating Competitive Strategies in Tour Packaging
1.5 Designing Compelling Tour Package Offers

1.6 Communicating Value to Enhance Tour Package Appeal

« 2 Marketing Strategies for Targeting Key Travel Markets — 6 classes

2.1 Understanding Key Travel Market Segments

2.2 Analyzing Travel Market Trends and Data

2.3 Crafting Tailored Marketing Messages for Diverse Markets
2.4 Utilizing Digital Channels for Targeted Marketing

2.5 Developing Strategic Partnerships with Travel Agents

2.6 Evaluating the Effectiveness of Marketing Strategies

« 3 Digital Branding and Promotion in Tour Packaging — 6 classes
3.1 Understanding Digital Branding in Tour Packaging
3.2 Leveraging Social Media for Tour Promotion
3.3 Creating Engaging Content for Tour Packages
3.4 Utilizing SEO to Boost Tour Package Visibility
3.5 Analyzing Online Audience for Targeted Promotions
3.6 Measuring Success of Digital Branding Strategies

< 4 Building Customer Relationships and Enhancing Client Retention

— 6 classes

4.1 Understanding Customer Relationships in Tour Sales
4.2 Identifying Key Factors for Client Retention

4.3 Implementing Effective Communication Strategies
4.4 Customizing Tour Packages to Enhance Loyalty

4.5 Leveraging Feedback for Relationship Improvement
4.6 Evaluating Retention Strategies through Case Studies

< 5 Optimizing Pricing Strategies for Competitive Advantage — 6
classes

5.1 Understanding Market Dynamics in Pricing

5.2 Identifying Key Factors in Pricing Strategies

5.3 Analyzing Competitors' Pricing Models

5.4 Exploring Psychological Pricing Techniques

5.5 Implementing Discount Strategies Effectively

5.6 Evaluating Pricing Strategy Performance

* 1 Understanding Professional Relationship Dynamics in Travel and

Tourism — 5 classes

1.1 Explore the Importance of Professional Relationships in Tourism
1.2 Identify Key Stakeholders in Travel and Tourism

1.3 Analyze Communication Styles in Professional Relationships
1.4 Build Strong Networks in the Tourism Industry

1.5 Apply Conflict Resolution Strategies in Travel Contexts

2 Building and Nurturing Effective Partnerships — 5 classes
2.1 Understanding the Basics of Effective Partnerships
2.2 Identifying and Assessing Potential Partners
2.3 Communicating for Mutual Benefit
2.4 Strategies for Building Trust and Collaboration
2.5 Evaluating and Sustaining Long-Term Partnerships

* 3 Communication Skills for Destination Representation — 5 classes

3.1 Understanding the Basics of Effective Communication

3.2 Identifying and Adapting to Different Communication Styles

3.3 Mastering Active Listening Techniques for Better Engagement
3.4 Developing Persuasive Communication for Destination Promotion
3.5 Applying Feedback for Continuous Communication Improvement

* 4 Leveraging Technology for Relationship Management — 5 classes

4.1 Understanding Digital Tools for Relationship Building

4.2 Integrating CRM Systems into Your Workflow

4.3 Utilizing Social Media for Professional Engagement

4.4 Automating Communication for Effective Management

4.5 Measuring the Impact of Technology on Relationship Success

« 1 Building Customer Loyalty — 6 classes

1.1 Understanding Customer Needs

1.2 Creating Loyalty Programs

1.3 Personalized Customer Experiences
1.4 The Role of Trust in Loyalty

1.5 Retention Strategies for Customers
1.6 Analyzing Customer Feedback

2 Effective Communication Strategies — 6 classes

2.1 Building Rapport with Customers

2.2 Active Listening Techniques

2.3 Non-Verbal Communication Skills
2.4 Handling Difficult Conversations

2.5 Crafting Clear Messages

2.6 Cultural Sensitivity in Communication

* 3 Remote Customer Engagement — 6 classes

3.1 Leveraging Digital Communication

3.2 Virtual Customer Service Best Practices
3.3 Engaging Customers via Social Media
3.4 Using Chatbots for Customer Interaction
3.5 Building Online Communities

3.6 Measuring Remote Engagement Success

* 4 CRM Tools and Technologies — 6 classes

4.1 Overview of CRM Systems

4.2 Integrating CRM with Other Tools
4.3 Data Management in CRM

4.4 Utilizing Analytics for Insights

4.5 Mobile CRM Applications

4.6 Choosing the Right CRM Software

« 5 Measuring Customer Satisfaction — 6 classes

5.1 Defining Customer Satisfaction Metrics
5.2 Conducting Customer Surveys

5.3 Analyzing Survey Results

5.4 Implementing Feedback Loops

5.5 Benchmarking Against Industry Standards
5.6 Reporting on Customer Satisfaction

» 15 The Travel Selling Process Step by Step — 10 classes

15.1 Role of the Consultant as Trusted Adviser
15.2 Welcoming Customers and Building Rapport
15.3 Open and Closed Questions for Needs

15.4 Qualifying Budget Dates and Travellers

15.5 Product Knowledge as a Selling Tool

15.6 Matching Features to Customer Benefits
15.7 Presenting Two or Three Suitable Options
15.8 Comparing Prices and Value Honestly

15.9 Summarising and Checking Understanding
15.10 Selling Practice with Customer Briefs

* 16 Handling Objections and Closing the Sale — 10 classes

16.1 Common Objections in Travel Selling

16.2 Price Objections and Value Answers

16.3 Competitor Comparison and Online Prices

16.4 Fear and Safety Concerns of Travellers

16.5 Listening Before Answering Objections

16.6 Buying Signals and Timing the Close

16.7 Closing Techniques That Respect the Customer
16.8 Creating Honest Urgency with Real Deadlines
16.9 Following Up Unsold Quotes

16.10 Closing Role Play and Feedback

« 17 Upselling Cross Selling and Growing Sales — 10 classes

17.1 Difference Between Upselling and Cross Selling
17.2 Suggesting Insurance Transfers and Add Ons
17.3 Upgrades That Add Real Value

17.4 Selling Experiences and Excursions

17.5 Ethical Limits in Selling Extras

17.6 Setting Personal Sales Targets

17.7 Tracking Conversion from Enquiry to Booking
17.8 Using Seasonal Offers and Promotions
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