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Travel Agency Opportunities
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Travel Agency Opportunities

How to Influence the Travel
Purchase

Marketing

Sales

Marketing Travel
The Best Travel Agencies Market
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Effective Marketing

Target Marketing
Right Promotion
Right product
Right Client
Right Time

What is the Purpose of Marketing?

1. Keep existing clients.
2. Get new business.




Effective Marketing

C

[EXGeneric
ElTravel Category
[EXIProduct
[ETOffering

1 Infor s,
Your Agency Nam
at 310-555-1234

EXTiming
EIRelevancy
[EXIContent
[ElPresentation
[EXDistribution




What's the foundation of your
marketing program?

eMail
[EICustomized
ElTargeted
ElTimely
[EIMeasurable
[EILinks/Integrated
E1Viral
[EIAffordable

INSIGHT VACATIONS

Effective Sales

Sales / Merchandizing

Point of Sale Technology

Information
Skills
Training
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Let’s break into groups!




Creating a Well Rounded
Marketing Strategy

Agency/Agents

Creating a Well Rounded
Marketing Strategy

1. Vendor Driven Marketing
2. Client Driven Marketing

3. Agency Driven Marketing




Vendor Driven Marketing

Preferred Supplier
Marketing:

Identify and focus on
your key vendors.

Develop an on-going
plan designed to
drive in desired
business with the
desired suppliers by
putting the right
product in front of the
right customer.

FUNITEDVAGATIONS

INSIGHT VACATIONS Car
Tho At of Tocaring i Sl AVIS

Vendor Driven Marketing

Identify the right products
then match to the right customers.

1.Use preferences as a way of targeting a
specific promotion. (Marketing Info)

2.Use past travel as a way of targeting a
specific promotion. (Travel History)

3.Use promotional frequency as a way of
targeting a specific promotion. (Past
Mailers)
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Vendor Driven Marketing
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1.) Use preferences e o i
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Vendor Driven Marketing

1.) Use preferences as a way of targeting a specific
promotion. “Include” only those that apply.
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Vendor Driven Marketing

1.) Use preferences
as a way of
targeting a specific
promotion.

Join us aboard CARNIVAL GLORY
for the 3rd Annua
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Vendor Driven Marketing

1.) Use preferences as a way of targeting a specific
promotion. “Exclude” only those that don't apply.
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Vendor Driven Marketin

2.)Use past travel as
a way of targeting a
specific promotion.

Vendor Driven Marketing

2.) Use past travel as a way of targeting a specific
promotion. “Include” those that have previously booked
with a particular Vendor.

B2 Profile Query Level 3
General Info m Matketing Wituoso Segmentation
ids | Mare Fields Trawvel History |
Filter T ppe: ‘Does Have Travel History Records with the following critenia
< Travel History
Booking
Vendor |15 Equal to _~ | Seaboum Cruise Lingf
Travel Categanies]
Total Fare | B |
Commission Amount | - of
Agent Name | |l
Ticket Mumber | K
Passenger Namal ;I‘
Depart Dates | = to
Inwoice
Cient | =]
Giroup | =]
Invvoice Humber | =l
Inwoice Type | v‘
ok | Cocel | Rewt |
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Vendor Driven Marketing

2.) Use past travel as a way of targeting a specific

promotion. “Include” those that have previously spent a
particular amount.

[ Profile Query Level 3
iy

=R
SeaConts | Monm Feds  TravelHisey | TPl Masking P |

Vendor Driven Marketing

2.) Use past travel as a way of targeting a specific promotion.

“Exclude” those that have cruised within a recent period.

e ity | TP Masketing sk |

rrrrr

Depat Daes [RERRI < 2572005

<] o e

ok Carrel

Fecet
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Vendor Driven Marketin

3.)Use promotional
frequency as a way of
targeting a specific
promaotion.

Vendor Driven Marketing

3.) Use promotional frequency as a way of targeting a specific

promotion. Exclude” those that have received marketing pieces

in the last 3 months.

B2 Profile 3 i [=] %
ResCaids | More Fields | Travel History | TPW Marketing Fi |
Generallnfo | Communicston |  Maketing | Winuoso Segmentabon Activities 1 Family/Employes | Can
Filter T ppe: \Doe,s NOT Have Activity Records with the following criteria ﬂ .".‘

Activities

Activity Type Rezpondead

= |

=030

Login Name | |

Create Date | 1

Sublect el

ok | Concel Reset | ”
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Vendor Driven Marketing

Query across Marketing Info, Travel History and/or Activities

|Level 3 Query Filter summary | [tevel 3 query Fitter Summary

13 Filler Nomber 1 = Fickie Level 3 Filer Number 1
Lol Profie Tupe [Lesrel)
[Prof
Checked [Finess. Spa/Hesin]
g Ay Activay Records vaih the lolowing citiis)
Msiers (1))
D 2006] 1o =" [3117/2006])

0 124174 o 7
tory Fibei Type: Daes Flave Tamvel Histoey Recoeds weth the loloweng ciiteris]

[Baoking Trawel Calegony [Cruze])

e
et Type: Des Have Tavel Histoey Aecords with the followeng criteris]
el Calegrony [Crse])

N 3

qual 10 Ackive]

D [Sctivty Fiter Type: Does NOT Have &ry isctivity Rsords with the ioloving citeria)
[Maders (1))
AND ctialy Data Is From “=0.3,00 [1 2417/2008] 1o =" [3A7/2008])

Use one filter set and
the results must match
all of the criteria.

Narrowing your results.

Use multiple filter sets and
the results can match any
of the criteria. Broadening
your results.




Client Driven Marketing

Sweet Spot

Marketing:

Identify and focus
on key niches
within your
customer base.

Anticipate your

clients’ travel
needs. Use their
preferences and
past purchasing
behavior to
create
personalized
offers that
stimulate travel
purchases.

@

Client Driven Marketing

|ldentify the right customers
then match to the right products.

Find the “sweet spots” in your database
by using the following:

1.) Marketing Code Statistics Report
2.) Family Member Information

3.) Special Dates

4.) Top X
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Client Driven Marketing
1.) Marketing Codes Statistics Report

[F3 ClientBase Plus - [Marketis ] ME] X ]
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Fage 108

[ 061 312006 12276PH | OName | cbel. BEverts

Use Marketing Code Statistics to find the sweet spots in your
customer base.

Client Driven Marketing
1.) Marketing Code Statistics Report

=
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Learn more about those niches within your database by first filtering
on the niche marketing code and then re-running Marketing Code
Statistics report.
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Client Driven Marketing

2.) Family Member Information

B:Profile Query Level 2 M=
General Info | Maiketing | Actvties Famiy/Employe | Cards | ResCards | More Fields | Travel History |
Relationship/Position Coutesy Tite  First Name: Middle Name: Last Name
I = || | \
Bitth Date: Gendst Cligenship Depatmert
From - NiEH | =] = [
To = | 2005
Communication
ype Ertry Desciiption
[ £
Passport
Piimary Passpot Numbes  lssuing City Issuing Country
I =] | [ =] >
Expeation Issue Date
[ o] =0 o] =l
ok | Cancel | Reset ‘

Use Family Member Birthdates to locate families with
small children.

Client Driven Marketing

3.) Special Dates.

Profile Query Level 2 ﬁ
[ Giarieial 75 | Masketing | | Activies | | Cands | ResCands | More Fiskds | Tusvel History |
| | | Commuricatons
Frotie T | Profile Mo. t spe
: ":N:,pal x| Profie o o [
cfle Name:
Entry Desciplion
Last Fist [ ML Coutesy Tite =
I~ Primary I~ BilTo [~ ShpTo [ Atenste Addess Special Daes
Morth  Day Yea Tuge
[ SecondAddises  Fiom =] Ta From [May = ][ .[1981 [wedding =
[ i
Address Line 1 | e sl) e
Address Line 2 | Bt SSute| g Cieate Date
ZnCoe| =] I B
Countiy |

iefaceD [ TvelCaegeo| Frofile Madiied Da:a . 5
oo coe =] Puofle Modiied User.  Prodie Status
WebID webPasmwend | | =] feawe <]
BeleredBy [ <) VendoriD | Prefered [~
Branch [ +] samion[
Aifine No w[

0K Cancel FReset ]
Anticipate Special Occasions and Market accordingly.
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Client Driven Marketing

4)Top X.  wwemssyus Jae

uuuuuuuuuu | Acives | ForEriopes | Cats | Rt | Mo Pkt Trove Hiy |
8 e

Vet s e

80/20 rule suggests 20% of your customer base is your
sweet spot.

Client Driven Marketing

Generic HTML i :
templates for your
agency Can be used $Price Here

to create your own

customized
promotional piece.

k/m fuwd

E. Main Street + Pamona,
Web: wiww. -wu-nmu.g Phone: msssmq
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Agency Driven Marketing

Wede 7Travel

138 E. Main Street » Pamona, CA 91768
Web: www.worldwidetvl.net » Phone: 310.555.1234

Agency/Brand
Marketing:

Develop your
agency brand and
market your agency
in addition to
specific travel
offerings.

Create and nurture
relationships with
your customers by
touching them
regularly.

21



Agency Driven Marketing

Heighten your presence and develop
a high touch client strategy.

1.) Polish your Brand and Logo and make
sure all agency collateral reflects it.

2.) Market Your Agency and Agent
Services/Expertise, not just your Vendors.

3.) Mine your database for relationship
building opportunities.

Agency Driven Marketing

1.) Polish your Brand and Logo and make sure all agency
collateral reflects it.

|Invoice Page Setup ﬁ‘

Use Headers and Footers to

customize Invoices, Itineraries and
Trip Statements.
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Agency Driven Marketing

1.) Polish your Brand and Logo and make sure all agency
collateral reflects it.
B Preview =L X )

| Document Template Page Setup B re==sx Y

A A Tewt (5 Add Picnre Add R
[Fipot st gt Foctm | Page Headee | Pags Fooss
n 7

S T POPY PRI | AN POY PPN & PO PO PO P & PO PRUT TV UL . O OUY PHY POOY MY PSR POOY PO SO T IO
o

Wede Travel.

138 E. Main Street + Pamona, CA 91768
Webr: wurw. worldwidetvlnet + Phone: 310 555 1234

Use Headers and Footers to
customize Document Templates.

Agency Driven Marketing

1.) Polish your Brand and Logo and make sure all agency
collateral reflects it.

B ChantBass Plus - [ClientSurveyRspart] L0 %]
| Reports Page Setup x| ‘“\i‘“, T [ Sl Do T T B

A pciTent | (5 Sdd Pichae AddRE

[Viak iz Fipea Focim | Page Hiadr | FageFooter
i 7 3

_ FERTITELL P IPTITRINY R PISTPARYOYOY Y PIRPRIT PO PO TR
o d ¢

138 F. Main Street + Pamona, CA 91768
Wab: www. worldwidetyLnet + Phona: 310.555.1234

W TR i ik Pl

Use Headers and
Footers to customize
Travel Surveys.
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Agency Driven Marketing

2.) Market Your Agency and Agent Services/Expertise, not just
your Vendors.

Put Your Promotion Title and
Destination Here

tour TRAVEL
EXPERTISE ...

, TOUR GDOD FORTURE!

Departure City, State
e,

Dates and Ship Here
Trip duration and Ttinerary Here
Info about Promatian Here
and Here

Book now! Hurry, this Rste won't last!

Good Forlune

Toll Free (800) 555-1234
(310) 555-1234
Tarms ane Condaions Hare

Use Custom Templates to create
marketing materials focusing on your
agency’s services.

Agency Driven Marketing

3.) Mine your database for relationship building opportunities.

. 5 preview =) X |
| Profile Query Level 2 B tem=ix aa
Genaial 00 | Mok irg | Viaoso Segrmriation | Acivims | Farip/E raghoyes | Cands | FeiCancs | Moom Pz | Tusval Htory |
| Comrsins
e L 'L]_'_U
B -
sutetine - . o wiote Travet
Lt Ll I — =l v
[Py BT [ SeTo [ Aenssidbe T o
I~ Saccodadaes Fon -1 1g| - From =1 =]
scdemLio | LI
Asslin? [ At fSuts) i"“_“n'f""“" 0
o —s — | [ ]
Zolak =] e St
[ <
Fuclie Mol bale
Irtetace o [ Toare Caegeny [ L |1 = | p—
Primey e =) T] | Poboedun Pt ana
wiebin [ Wik Posowend [ [ [acive =]
Brioitly <] Vewwm T P [
Buanch [ =] o |
s tia” "
0 Cance - -
L — = L ——

Welcome new customers to your agency.




Agency Driven Marketing

3.) Mine your database for relationship building opportunities.

B preview x|
|Profile Query Level 2 B e s =58
Gl 140 | ki | ¥k St oo | A | FassbEmabeyme | Coid | o | Mo s | Tabos sy |
| Commuricdion:
R L i .
Prdhﬂml .‘ -
. Enhy 1
L o i a5 | R
P aTa  FSeTe T - SpecalDoer g
LRSS = e e M o e Im WVM?’M
e ] N A e
advessLie [ el =l #
| et S ‘W“D-“D* i
Zo o e e |
oty
mtzce 0 | Taws Cigay 1 | i ]
vy igert [ o [ =] | oot Mustmg U Pactle Stk
e [ - [ ] eete |
BlcksosdBe - e I Fuelsed [
Bt =] San]
PO Y
- — ~ TS

Thank customers who refer you to others.

Agency Driven Marketing

3.) Mine your database for relationship building opportunities.

Bl Preview
0emm¥ s S

st these special vacations create

Sharon Meyer,
W acation Travel Specialist

exything went After al, e favorite part o

[SE) |

[T MO [ T ¢ et [T Te— LT SO

Send Welcome Home Letters.
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Agency Driven Marketing

3.) Mine your database for relationship building opportunities.

Profile Query Level 2 ﬁ
{Beneral 7o | Maketig | | Activities | | Cards | ResCards | More Fieids | Tiavel History |
| | | TU"’Iv\\.ﬂ: abons:
Profie Type ~| Broiie No o e
= ] I Pimay
e | Entr Dezcrption
v il
Last Fist ML Coutes Tite >

I~ Primary I BilTo [~ ShipTo [ Alemale Addess Spe B'Da'
Year Tupe

Day
[ SecondAddiess From e Fiom w\YJF 1981 [weddings =

Address Line 1 | Tafuay =] frse
Address Line 2 | gt /Sute| ig Cieate Date
e =) o = e I |
curty —
iedacelD [ TiavelCategory liJ P',——“”‘”“"'ia‘mﬁ o

-
Frimary Agert Group. Profle Modiied Uss — Profile Ststus
eb 1D [ = active |

Refened By k3| Vendor D Prefered [
Branch | Salutalion
Ailne Ho to

oK Cancel Resel
Celebrate Special Occasions.

Agency Driven Marketing

3.) Mine your database for relationship building opportunities.

FJ CTRABEES PY = [CHe S lrvesRepert] =g
b3 File Edt  Repor Merge Worksatic habua s Lelites  Windows o x
mmu ] ca\ ‘¢ | " B q 9]

@ v 1ot

Lugn Msme-VSBA | D atohssemt \piogrmn s bamdsishase\ T et | G621 312006 VHEARFM | Dtlms | Gbol:Png

Send Travel Surveys.
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Agency Driven Marketing

3.) Mine your database for relationship building opportunities.

eldeas are limitless:
*Trip Anniversary Cards
*Pre-Trip E-mail
*Forget Me Not
*Agents Can Handle Individually
*Marketing Managers Can Handle in Mass
*Queries

*Reminders
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'\?L Tips and Tricks: ClientBase

[(EXICreate Mailers and use Consistent Subjects
[EXSave Queries/Use Date Formulas
[EXMarketing by Passenger

[EXAIl Capsis a no-no

[(EXUse Required Fields...but carefully
[EXSalutation — Important field

[EXIdentify your agency in the From Email address:
World Wide Travel<email@worldwide.com>

[EXDo not use BCC method
[EXReset Connection Every X e-mails

'\_f;{L Tips and Tricks: E-mail

[EXShort and sweet - too many scrolls loose your
client

[(EXCAN-SPAM ACT 2003 (Applies to Promotional vs.
Transactional e-mails)

—The “From” and “Subject” can not be
deceptive or misleading

— A valid physical postal address for the sender -
P.O. Box may not qualify

— Recommend adding a phone number as well
— A functioning return e-mail address

— A functioning opt-out/unsubscribe mechanism
Clients must be removed from the list with-in 10

days
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\?L Tips and Tricks: E-mail

[EXAlways include a text version of your emaill
with the HTML version

[(EXIChoose your Subject Lines Carefully:

— Avoid Spam trigger words: Sales, Deals,
Greatest, etc.

—No characters/symbols &, , -,#,*
— Do not use all capital letters
—No ‘!’
[EX\Watch your font sizes ( 3 or smaller) and
number of ! in the body of your html email

gy Tips and Tricks:

Sources for Client Lists

[EXYour Frontline Agents!!!

[EXAdvertising: Radio, Newspaper, Yellow
Pages, Local Sponsoring etc.

(EXWeb Site

[EXPurchase Lists

[EXPartner with local businesses
[EXAttend niche expo’s
[EXBridal Fairs

[EXWelcome Wagon
[EXICounty Assessors Office
[EXICorporate Clients
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* @ Tips and Tricks:
Sources for Marketing Content

Your Preferred Vendors

Your Consortia

TRAMS Marketing Advantage (TMA)
Passport On-line

AlPlus (www.myagencyinc.com)
Create custom agency templates
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Q&A
Ask the Experts

Lee Rosen, President TRAMS, Inc.
Lindsay Chomyn, Dir Operations, TMA
Dan Palley, TRAMS CTO

Introduction to Agent Sales

31



Close More Sales

Marketing
Sales
Service
Processing

32



Agency Marketing Campaigns

Supplier Driven Sweet Spot Agency/Brand

@@@@ R R RR m{/ %ng?
ZERET /R e

Leads/Trip Inquiries

FEFEEs
DRI

Close Ratio is the percentage of
your total Trip Inquiries that
result in a sale.

Sale

Trip Inquiry =
Opportunity for
Sale

33



Close More Sales

1,000 Leads 1,100

10% Close Ratio ~ 10%

$100,000  Gross $110,000
($1,000)

$2,000 Net $2,200

(29%) (+10%)

1,000
20%

$200,000

$4,000
(+100%)
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Sales Activities

—Structure Your Agents’ Sales Activities
eDocument Each Inquiry
<Use and Update Profile Data
=Use Reminders / Track Sales Cycle

Sales Activities

—Structure Your Agents’ Sales Activities
<Document Each Inquiry

35



Structure Your Agents’ Sales Activities
Document each inquiry.

T
[p4 ChientBase Plus =
File Edit Reports Merge To \Workstation Defaults Global Defaults Utilities Windowes  Help
Profile Manager
g H S e i wEhO B A@E e o
Profie  Remnd  Note Mader  Fescard Inveniary P Label Letter PHR Emal Glace GoTo  Delete
Profles | sctivikes | Res Cards | Irvsntory | Intemst | Level 1 | Love2 | Level 3| Dups Chacker Rosuts |
Filters

[Frofie tameiCompany =] [ase & Reteh |
[Fomtyrrravior hame =] |

(] Cliset Semvch
1 Lainise

03 Coperate
1 A1 Praties

il

[Franry gt [Name (PROPLE) [Last ame (PAAz] s e (P|Courtesy Y Sobtaton (PROPLE)
[ smaron weyer Averceansn asie Kenoelh M. Amd e Suasn s Ko

1252 East Apple 51

5 ov
1 Live Corvact Susplens
3 Live Correct Cnase
23 ckivess Missing
1 Sewice Frovels:
23 Cie / Cosers
1 Mordliod Laut 7 Dae
{20 Mew Clierns Lact 7 Daps
= () Porsorst
(23 My Customess
23 My Neww Clerts
1 My st Cisomers
23 Costomess -Ha Bus 171
1 P Crisers
(3 Cunard Prome
3 Cunard Paomo Irverest

€| >

L Dasbaseec v 10101EN /2200543414 | DAlume  Gicbal: Poling

Locate your client’s profile using Profile Manager Query

Structure Your Agents’ Sales Activities
Document each inquiry.

B ClientBase Plus

One click to create a
new Res Card! Think
of it as a trip folder.

Ble Edt Reports [Merge To WorkstationDefaukts global Defaults Utikies Windows tiep

Profile Manager

.

Fiofie Remind  Note M

~

= A __wm =
PS ClientBase Plus - [New ResCard]

ME] X
9 | '8 Fie Edn Beports Merge To orkstation Defaults Giobsl Defouts Lbiiies Windows Heip T
ResCards | Irverioy [EERY rios Card EREH Inveiced n CB+ Inwoiced Outside CB Balance anesate] P20 priet T | e goches
Prafies . — am ‘Ao aca am rraace Hierory wtmmard | 1) Rorper
Filler Gowanws  sasnt Status BaisvalenCock  Makalra Souce G Bianch te. ok
[From EAS20 " - | [Shacabas [heive <[ =l =l =] [T =]
e— i Hamn Locaer Ha. Tip Sta Db To Erd D e
[Farrit [P8eTAbsFerves - 1qH] [ T I =1 =[ =] fenty
——ss__wsssa._—’ Adesins
Cimi Ship 1o Ackdrs Chan Bl 1o Addonsz T
¥ M. Ferreth Ao M1 M. erph Ak
3 11255 E e Ak St 1255 East Acgle 5t
(1 Chient Search i Pat, £ 98025 Mieris Pai. Ca 54025
5 e Pron
(L Coporate Primal

LI;IJ ﬂp:fi!k B[Srarc Fiesmrvations | dmvoes. Agent Romas | Clant Fandback sbot Tro | somm ks |
e

() Other e =
(L3 Vendor

(L3 Tou Supgler - Prefened
(1 Crdsts Lines - Predened
(21 Servies Provider

(L] Live Cannect Suppliess
(2 Live Connect Crise
10 Addess Missng

(21 Service Provider

(1 Modiied Last 30 Days

13 Client. ¢ Cruisers

10105821 B/1S/2005 214 TIAM | Dlasms |Gkl Foliess

Use Res Card as scratch pad for all trip notes.
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Sales Activities

—Structure Your Agents’ Pre-Sale Activity
< Document Each Inquiry

eUse and Update Profile Data

Structure Your Agents’ Sales Activities

Use and update profile data.

B4 ClientBase Plus - [Dechter/Brad - LEISURE] =E
:@ File Edt Beports Merge Te ‘Workstation Defaultz Global Defaults LEilites  Windows Help -3 %

s A G B @S 4=

Femid Mol Mader ResCad Recspt | Firt PR Emsl  Oiew

uick View v FiToScwen =AW F| Reresh il
Mr. and Mrs, Brad Dechter Home PRone +1 (714) 950-7732  Primary Agent Sharon Meyer || Marketing [nfo [Travel Preferences] |
208 W Orange %
Huntington Beach, cagzrig | Home Emall Dechisr@msn com Created ON10/2111987 =
Salutation Brad and Cindy ing Anniversary Apr 77 i B ]
Wherz?  Carbbean
Qroups Whers?  EuopelBetksand France
tosatearot | | Groupe hew  llexico
e USAMawal
Where?  USAlLasVeges
Wt Whom?  CougheMature
ah Whom?  Famdy Toans
vt Typer  Abisane
What Type?  Cruse
Gegat | Exp Date | Hams an Acet
Furjet Vacations 1142006 O Srad Dechier
Funetvacaons 102520 o brog Decnier
TawToms  WISG0M 11240 4550
. UniedVacsions 242000 100000 ©
Unked Vacatons  S242005 1254300 138842
Amercan Asioss  1MARD. TETLO0 >
StaniDsle | Crent., | Crews ag, | Rea Cyce [ Trig ame Regon...| Greup
1018 Sharan L. Under Consdera.. Mawss Annivers
200 A0 Shwonid.  Booked Gancun Getaway  Mesica
SnaRon Madeina Advenlures 1 Pare & London  The Werkd o1
swanon Barge - Frovence France Descrten
shamon Canard s b escroton of w =

Use Quick View to access client details necessary
during sales process.
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Structure Your Agents’ Sales Activities
Use and update profile data.

$o. File Edit Reports Merge To Morkstation Defaults  Global Defadlts  Utilties  Windows  Help

- 8 X
(¥ E
I . 2 28X
FRemind  Note Mailer  Rescard Print Letter PNR E-mail
Mr. And Mrs. Kenneth Able Home +1 (650) 988-1345 Primary Agent Sharon Mey =&
1255 East Apple St Direct line +1 (480) 111-3333 Created 10/21/1997 -~ d _—
Ienlo Park, CA 94025 billa@aol.com £ Close
E-mail kKenag@aal com Groups w e |
Interface ID BAO98E1222 Profile No. 384 = %
General Info | Remarks | Marketing | Family Mernbers | Activities  Travel Histo | Cards | RiesCards | Papment History | Attachments | PNR Entries | More 4| ¥ |
Sort |Issue Date w| lssueDate [7411/2004 = Count: 2 Salez Commizsion  Cusiom Huery
Totak 114000 150,00 -
Tol Cat.[[Crize] | P05 x| | erage: 570,00 75,00
ISSUEDATE | Totsl Fare_[endar [INvOICENUM]INVTYPE| TRAVELCATEGORY | CLIENTPAYS TATUS|VENDORPATSTATUS _[FIRSTIN ~
|| 241642005 940,00 Celebrity Cruises 100236 Sale Cruise Closed Open WJames Si
|_]12113/2004 200,00 Celebrity Cruises 100217 Sale Cruise [RFY Open James Si
v
< | >
Login M O \program fil Ireinvent.l | 767,536 KB| 711/2005 11:13:02AM | D Alams | Global : Poling

Use Travel History

Structure Your Agents’ Sales Activities
Use and update profile data.

B ClientBase Plus - [Able/Kennet
i

- LEISURE]

ile Edit Reports [Merge To ‘Workstation Defaults  Global Defaulks  Utilities
(e

LTS |

Hermind MNote Mailer  Rescard Print Label Letter PNR

Home +1 (650) 488-1345

]

x

Windows  Help

E-mail

Mr. And Mrs. Kenneth Able Primary Agert Sharon Mey =&

1255 East Apple St Direct line +1 (4803 111-3333 Created 10/21/1997 | g —
Menlo Park, CA 24025 hilla@@aal.cam = Close
E-mail kenai@an| corm Groups ha et
Interface ID B509881222 Profile No. 384 E 3 L)

Gieneral Infa | Fiemarks | Marketing Family Members | Activities | Travel Histary | Cards | ResCards | Payment Histors | Attachments | PN Entries | More 4|

Age |F|e|atmneh\p |Name |LastName \FustName Smoking |Dru\9e Size|Cruil & Add ‘ Madify | Delete
| |73 Spouse Able/Suzan Able Suzan Small to Lar Late Rafrosh
|p|74 Frimary / Able Ken Small to Lai Late
|44 Son Able/Bill Able Bil Copy Faste
Family Details

Remarks

-
a0 () >

Login Name=SHARON | Databaze=c:\program filesshamshdatabases30ieinvent ib | 766 536 KB 7/11/2005 11:13:39 AM | 0 Alarms  Global : Polling

Use and update Family Member details
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Structure Your Agents’ Sales Activities

Use and update

B ClientBase Plus - [AblefKenneth - LEISURE]

pbrofile data.

f. e Edit Reports Merge To Workstation Defaults  Global Defaults  Utiities  Windows  Help EIE3

I | 5. ¢ g B
Femind  Mote  Mailer Rescard | Print  Label

etter  FNR  E-mail

M. &And Mrs. Kenneth Ahle Home +1 (B50) 988-1345 Primary Agert Sharon Mey =i
1256 East Apple St Direct line +1 (480) 111-3333 Created 10/21/1987 |~ g [
Wenlo Park, CA 94025 billag@aal.com ES Close
E-mail kehai@aol.com Groups w e |
Interface ID 6509881222 Profile No. 384 = ®
General Info | Remarks Marketing | Family Members | Activities | Travel Histary | Cards | ResCards | Papment History | Attachments | PMR Enlries | Mare 4| »
Europe/BiitIreland Frar & || 1. When? 2. Where? 3, With Whorm? 4. What Type?
Europe/Meaditar » Spiing Africa -~ Single:Matuie ¥ Ciuiise
Europeesten Summer sia Single:SiCitizen | Mator Coach Tour
S oPaciic I Fall Australia/New Zealan Single: Parent | Package
winter Bermuda Couple'y ourg v AllInclusive
Transcanal | Last Minute Canada Couple:Mature Visits Friends/F elat
USA/Alaska Mo History 3 prs Caribbsan | Couple:SiCitizen
USAMHawai Central/So Ametica Famiyroung
Europe/E astem Farily: Teens
= ?
3 fth oy " ! Europe/Brit. reland Fi. Single'roung
Couple:SiCitizen | E Crope/Mediter
= 4, What Type? Europe/Scandinavia A
i 3 2
e e \what Interests? 6 What Budget? 7. Client Status 8. Complenx Queres -
e Golfing A [V Econamy Prospect No History 3 prs L
ackags  Modersie < Cient JGecterthenzip |
AllInclusive Museum vl Deluse Advocate
= 5 What Interests? 4 Music WP
Bridge/Cards Shopping
CulinatyAwine Hly
¥ Snorkeling/S cuba
= B What Budget? Spa/Health
Econamy Sur/Beach
Moderate v Tenris
I Helicopter Sking

Login Name=SHARDN

D atabase=c:\program files\triams\database\30reinvent b 765,808 KB 7/11/2005 11:14:53 &M 0 Alarms | Global @ Palling

Use and update Marketing Information

Structure Your Agents’ Sales Activities

Use and update profile data.

5% ClientBase Plus - [Able/Kenneth - LEISURE] =&
T flc E3 Eoports MorpoTo Workstabon Defauks Giobal Dafoults (libes Windaws Hol BLIE]
il A
Foord Now Mo Recad| Receot A Label etm PN Eanal
Wi And N enneth Able Home~1 (650) SBS- 1345 Primary Agent Sharon Mey 2 ~
1255 Eaat Apple St Dwectwng+1 (480) 1113333 Cremmatoainoer | o || B
Mienla Park, GA 94025 susanggal.com | =
EmaikENaEA0L COM Greuos had
eruce © 6509881222 Frofe o, 384 = B
Genesalinia | Flamaks | Marketing | Famils Members | Actiies | Travel Hitop | Cands | ResCaids | Pagmmar: Historp | Attachmenz | PME Erire: | Mote Fiekds | Groups |
[ —
Tope[(eunm -
oot . =l — Pl 0 T [Home =]
o My Coteny T [ A 7
I | | r WO T | [Dweies v
[ o T o ST ccHoy || Efwordadzon [ =]
Ackivess Line 1 125 Eart Aol 51 “Emal |kenwBacl o
Ackdress Line 2 ApliSuln = web e |
PN e [ e P | Al Commurications
County | Additional Addresses ‘Special Dates
] s
Irimlace D [F509391222 Frimary Agent [Shircr Masms | 0 R
Branch Mo [T v Wih T ] Sabdaben [Suson sl = =
Boimeay fakn =] webi | et P Ao Seacullde
Create Data[10721 /71357 | | Profie Slahis
Fras—] e ]
Frofile Last Modibed SHARGN 2272005 12403 PU Ry 55DBA - =
T

28| 2/27/2006 21101 P | Qplams | Glbal: Polirg

Use and update General Information
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Structure Your Agents’ Sales Activities

Use and update profile data.

1016416+ BAG/2005 21854 AM | DAlams | Glcbal - Folng

DDDDDDD

Use Res Card Remarks for Documenting what you Learn

Sales Activities

—Structure Your Agents’ Sales Activities

< Document Each Inquiry
= Use and Update Profile Data

=Use Reminders / Track Sales Cycle
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Structure Your Agents’ Sales Activities

Use Reminders to schedule next follow-up.

E ClientBase Plus - [New Reminder]

B bie Git Repors HergsTo BorkstsunDstedts GobdDefouks Wikiss Widows b0
Reminder & GowPiils | @ Print Datsd
@ Fle Et Reports MergeTo Workstation Defauks Gobal Defauks Uiies Windaws F

v And M= Kennet Able Pheee: +1 [ES0) 5661345 o |
Imﬁ!i Toid  Invoied Totdl Biakros jen | 1255 East Apple St

Ho. 472 000 [} 000 @ Menio Park. CA 84025 sl i [
CosaDas  Agent Stes [

[6n52005 <] [ShamMeser  [poie =]

E ClientBase Plus - [ResCard]

Besmvatin Cucke |
e O S Ry == -
ved ot i Mame ocealer Na. L 7 «| I ToDaTi | |384]. =]
[1364] 8bie Xarne =] [erviversany Cuioa [ Hamsi <[ |® Siot Time Ousston =
prT— 120 -] [iEmmie (473 Arevvecsay o =0
T, ¥ Use Pealie Ship To il T W Uze Protie B Ta
Cierd Ship To Addess Clert Bl To Address Lageia Pricy Pamiode Tuos Create Date
[SHERON C=] [Wedhan =] P =
Suibec)
[Tip oy ool |
N 7 Setalem [Tmrte ] ot o checubed ime of Rerindse | Compled
Resawvatioss | I ‘ Reiahs | it Feedback ot Top | ttachanents | b [CalEors ared st by pining down he daia]
[ [ociare Subipt
¥
Login Mame<SHARON | Databasesc \progiam fies\rams\ 3 ieimvent b | 657.3| 2/21/2006 123039 PM 0 Alams  Global: Paling
< >
L o 7110 2/21/2006 115325 2M 0 Al | Blcbsl - Pling
1 £¥ s Bomc. - Boee. @EEO 159

Create Reminders right from the Res Card

Structure Your Agents’ Pre-Sale Activity

Use Reminders to schedule next follow-up.

[/ ClientBase Plus
e £ o e

=/
T Wristam Defiks ekl Defnike_UpWR_ RS BRD

5
LN Lerrme= ™

1o

L Larrr

=
W

Work from a daily to-do list and day planner
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Structure Your Agents’ Pre-Sale Activity

Track the Sales Cycle.

|85 ClientBase Plus - [New ResCard] )X
& eports Mergs To yiorkstation Dafoults Global Defaults BE

ok

Login Hame=SHARDN | Databasems \progiam es\iamst s abose\chosesaies b | 1016716 b B15/2006 91326 AM | 0 Alarms Giobal  Foling

Use “Res Cycle” to document status of sales progress
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-‘ Pre-Sale Activities

— Structure Your Agents Pre-Sale Activity
—Manage Your Trip Inquiries

Manage your Trip Inquiries

Count them.

= B A | =
(el CoterPn

werkory | Prink Emsi | Glace GoTo  Delels

[ revett vz |

(X |=g1
—
ain =N ame FesCord Stahus Markeion Souce -
[frezzos v |wl7ezzzas «| [ [ =1/ = 2
Trip Start Date TrgMame Ragion/Dsstingtion
| =1 [ =1 [olurs
Tr ResCard Locator  Actiities? ResCard Branch ~
od [ ~]rof =T [ = =]
. ResCard Passenger Name (Last/Fast)
3 Bge - Lact 4 Morthe —
0 2003 Traweled Bockings
= [E) Personal More Flelde
L0 New Cends - Last 7 days
Cancks
3 All Tiip Incuities “Year to Date
Corfamed Tolsl Fare Confirmed Tatal Commission FResCard Recond Humber
w | = I w [
Feservation B
ok | Concel | Reset |
Logh HARON | D. Fverrventd | 934.872KB| 7/22/20051.06.47PM | D Alame | Global | Paling

5] closing Solest S inbos— Microsoft Qisdsh 106 m

Use Res Card Manager Queries
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Manage your Trip Inquiries

Count them.

[ ClientBase Plus

)]

Elle Edt Eeports Merge To Yorkstoton Defaults Global Defaults Utiliies  Windows Help

ResCard

5 & M W

Profies | Activiies Fies Cards | inwenton | Intemet |

[0 All Res Cards

[0 Cuneely Travaling

122 Final Pay Due Nest 2 Morshs
11 Tiips Fnished In Past 45 Days
(0 New Res Cici - Last IMo
120 Active Re-Cards

[ TrdCur- 15 to + E0Daps

120 2003 Traveled Bookings

= [E] Personad
(0 New Cands - Last 7 days.
(0 My Activs Fss-Caiids
10 Final Due - Hest 30 Days
{23 Az Carkon Bakings
(0 ANl T Inqures Year to Date

Fioiie  Remind  Nole  Maier  Rescard Inventoy

= B

(o d |

Firk  Label (oller  PNR  Emal | Glance Golo  Delete

Level1 LevalZ |
Filters

ards
FResCand i

e
(Create D ate Between '7/22/2006" And "7./22/ 2005"

Status [Creste Oy 1[Craste Agent

Name (PROFILE} [Destration (RESC[ResCycle (RESCARD) [Trio Hame (RESCARD) Agent i~

|active 77222005 | Sharon Meyer
|Active 772212008 | Sharon Meyer
Cancell 772212005 | Mary Jones
Active 77222005 | Mary Jones
acve 77222005 | Sharon ueyer
|active 72212008 | Sharon Meyer
active | 7:222005 | Sharon Meyer

Blactve 77222005 Sharon Meyer Abimcennen  Hawsi

Harmon/an Untea States.
OrewsFaireen  Carisbean

VieichDiane
AmaraiSieve  Mexico
Seyternmoy  Carmbean
Dechieriraa  Wawai

BelissimaMoward Europe

AusiraliaHew Zea| Dropped from Consider

Unger Consideration
unser Conakeraton
Unger Consideration
Unger Consiteration

SO Anniversary Cruise somw
Vegas Getaway

Land Oniy Grand Cayman

hankagiving Trip

Xmas Cabo San Lucas Vaca

Jamaics A1Incuse

Mawail Cruise
2 Week PorugaliSpain

Logn Name=SHARDN

Count by Agency

ib | 673,488 KB| 7422/2005 1:30:58FM | 0 Alams

Glokal : Paling

Manage your Trip Inquiries

Count them.

|23 ClientBase Plus

Elle Edit Reports Merge To Workstation Defaults Global Defaults  Utilities Wi

ndows  Help

[ X |

ResCard

Y

Frofle Remid  Nae  Maie
Profiles | Actrviies Fes Cards | Inventany | Intemet |

W o L

Rescard Irveniary

=,
i lael ot PR

& o

Emsi  Glace  GoTo

x

Deiste

5% RerCard Managsr
Global

[ AllRios Cards
120 Currenty Traveing

13 Final Pay Dus Next 2 Morehe
(3 Trip: Fiished! In Past 45 Dags
13 Mo Fles Crds - Last 3o
121 Active ResCards

3 TriCur-15 10+ 60 Daye
(230 Blocked Space

(20 Bhas -Last 4 Mordhe

(20 2003 Trevmled Bookings

= [E] Persondl

(3 Mew Cand - Lot 7 o
(1 My fctive Res Cards

(3 Final Dus - New 30 Daps
(23 itz Carkon Bockings

[0 Al Trip Inquisies Year 1o Date

ol Leveiz |
itars

FesCards
FesCard Fiirs

Cresle Dste Betwean '7/22/2005" And " 7/22/2006"

Ta| 2 Firer
o| & Raiiesh

¥

<

[Coate Agogs [Hiame (PROFLE) [Destnation (RESC|RemCycie (RESCARD) [Tria Name (RESCARD)

Ausiraiatiew Zeal Diopped from Conside

e
Cancell 712212005 | Mary Jones
clive /2212005 | Mary Jones
actve 7222008 | Sharon Meyer
12272005 | Sharon ueyer
acive 712212005 | Sharon Meyer

T
|

aciive Ti2212005 | Sharon Meyer SeyferinRoy
ctive 712212005 | Sharon Meyer DechisBrad
Sharon Meyer Belissima/oward Eurooe

aictive | 7razr01

Mexice
Hawai
Untea States

Under Consileration
Under Consiteration

Under Consiteration
Under Consideration

anksgiving Trip
Hmas Cabo San Lucas Vi -
S0t Anniversary Cruse sotnwe
veges Getaway

Land Ondy Grand Cayman

2 Week FartugaliSpain

Logn Hame=SHARDH

Database=c: \program hles\trams\databaze\ Zreinvent ib

873,538 KB 7/22/7005 131 59 FM | 0 Alams

Global : Foling

Sort by Agent
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Manage your Trip Inquiries

Count them.

[é ClientBase Plus - [AgentStatisticsReport] I=Ed
B3 fle gdt Reports Merge To workstation Defaults  Global Defaults  utiies  windows  Help = | ]
oo @@ wlarn| p|E D=
Report: Agent Statistics
gent: SHAROM
Date/Time. 7/22/2005 1.34.01 PM
Fitar. ~+ ResCards
ResCard Filters
Create Date Between “7/22/2005" And “7/22/2005
=" Genaral Info
Profile Status Is Equal to Active
ary Jones Query Results Matchas % of Results Average # of Da
Booked 2 [] 0% o
Cancelled 2 o 0% o
Dropped from Considaeration 2 1 50 00% o
Paid in Full 2 o 0% ]
Returned from Trip 2 1] 0% ]
Under Consideration z ¥ 50100% H
Under Deposit 2 0 0% o ‘=l
j=haro [@ Results Matchas A # of D
Booked i 1667% ]
Cancelled 6 0 0% o
Dropped from Considerstion & 1] 0% o
Pasdin ol H o o H
Returned from Trip & o 0% o
Under Consideration ] 4 66 67% ]
Under Deposit & 1 16.67% T
[
Page 1011
Logis _DN D 0N tib  SEEESS KR 7/22/2005 1:3409PM | 0 Alams Global - Paolling

Report by Agent and Reservation Cycle

Manage your Trip Inquiries

Monitor them.

B S HEAR e Te Tt fememe e i Dot B Fle Edn Reporis Merge To Workstaon Defaulis Global Defaulis Utiities Viindows beip

[ Fes Gard SRS TR Wﬁm o J * Bml
ResCard Manager Mo, €5 (0] (1] a0 rusice By P

_ B o e e
B35 08 BN BB L oy e
Foottes | Auiviies P Caids | Invarvy | i T s

Leval1 Lavel2 i i
E T

[ ClientBase Plus [¥ ClientBase Plus - [ResCard] =8
e
T |

Lsesuetle Tip st D hnEmndnJ

= et
AeiCaaFRen Chers Eill o duidbess
[ M1t M Keneem,
Vo
ik
Rorvemwaons | Imvcivs Aetiies | Aot Remarks | Chord Fraodback dbout Tri | Attachmenis | Wore Fisks
[ime  [ocityometion [stwet [ty [Logr/ommed Hame | Crasia s [Pomlpusien | As
] Tiplraay Fokmlp Figh  SHANON TR 1B TR N Wody
[EEr——
Cimimte.
panein
3 0 Trp ey s Yo s s Eacred
Heew iy Incssen Te e
@ v Tosas B
wa
|« >
Dustiionc e P s |Gkl Polieg

Verify follow-up Reminders are in place for those still
“Under Consideration”.
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Manage your Trip Inquiries

Monitor them.

¥ ClientBase Plus L) %]
ResCard Manager
[ I - El ﬁl E ‘61 o 3 X

_-a};i

Lo aresGHARN | Dobsrem s osomnsdtnbons Momreee s | WL F) /237086 21327 P | 1A

st e Rl caasabsst ncieari b._| STRSEDNE 7/222MR2 2P Dl |

Learn from and continue marketing to those “Dropped
from Consideration”.
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N Pre-Sale Activities
|

— Structure Your Agents Pre-Sale Activity
— Manage Your Trip Inquiries

—Track Closing Ratios

Track Closing Ratios

1,000 Leads 1,100 1,000

10% Close Ratio@ 2@

$100,000  Gross $110,000 $200,000
($1,000)

$2,000 Net $2,200 $4,000
(2%) (+10%) (+100%0)
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Track Closing Ratios

Run the Close Ratio Report (Reports|Res Card|Close Ratio)

|L-' ClientBase Plus - [CloseRatioReportBasedonConfirmedReservations]
Bj Fle Edit Reports Merge To Workstaion Defaults Global Defaults  Utiities

oo (v p& de B

Windows Help

Report: Close Ratio Report Based on Confirmed Reservations
’ SHAR

en “1/1/2006" And "=" [2/27/2006]

Equal 1o Active

7 3 4 429% ] 3.060 20
4 10 4 Ta% 3 6215 56
Totals. 2 13 4 619% 4 5,487 40

Logn Name=SHARON D atsbase=c-\progrem lleshirams\dstshaseclsesalesib | 8540 | 227/2006 20344 P | 0 aleems | Global - Foling

294 86
66557

56002

M=) |

Page 1 of1
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—‘ Pre-Sale Activities

— Structure Your Agents Pre-Sale Activity
— Manage Your Trip Inquiries
— Track Closing Ratios

—Create a Sales Formula

Create a Sales “Formula”

Use “Batched Reminders” to direct your agents to use a
consistent follow-up plan.

.4}
| Res Card (ARSI e

Mo 452 om 00g o e

Cisale Date Apent Status Bassrvalion Cocle. Mot Source  Briwp Branch Mo

772272005 =] [Many dores cive =] [Under Cansider - =110 Teavelw = =

i

Prepared for Trip Hame Locator No. Aegion/Destnation Tnp Start Date  Trip End Date.

&1 AmaraisSieve =[] fxma: Cabo San Lucas Va [ Meico - | -

(e Bl 1o Acddness Pazsenzer |

M1, and bie. Steve Amarel . o =

519 Arcon Ave 5154 B4 Batch Reminder 2l

5 ania Monica. CA 30401 Sanla

Baich Remivler Nams  Descigicn
Fomda | ~| [3.5.7.14poces

s s A s P o | (2 [ttt T [t b

Duation [Timeless | Add

] Tl Inqary Folne U Yes [
Hod
[fiee ooy DoTine St B s Tuk i mniyralont e ey |17
C B e Tk T Flont oue [| | Zay
B 2572005 Tk Tiio Inauiey Falos-U Yor Deleta

Fishesh

Batched
Fleminger

G
Remngees | 5
<

¥ Database=c:! 573163K8| e A TZITSPW | 0fams |Gt Folrg
m ) Closing Salest [ nbox - Microsoft ... m &) All Hawaii Cruises...

Qidd 2230

49



Integral Role of Agents

@ Agents
8 Fuel Your
& Marketing

Conclusion

“Experience has taught me that
there is one chief reason why
some people succeed and some
people fail. The difference is not
one of knowing but of doing. The
successful man is not so superior in
ability as in action. So far as
success can be reduced to a
formula it consists of this: doing
what you know you should do.”

Roger Babson - Philanthropist
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Conclusion

For Best Sales...
Practice Best Management!
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NOTES:









