
 
 
Recap: A Day in the Life - Part #2 
How do I get clients? 
I have great news for you; you don’t have to hit the beat, you don’t have to put an ad in the 
newspaper, on the television, or on the radio.   

● 99% of our business comes from referrals-but ONLY if you are top of mind! (Your 
business is worth the weight of your mailing list!) 

● Put an announcement in the local newspaper for FREE in the Business Briefs section 
● Send an adorable announcement to your friends and family asking them simply to 

“check with Me before you book!” 
● Talk about Travel. When you meet a stranger, they will ask what you do? Continue 

with “Do you like to travel? Where have you been? Got any trips coming up? I would 
love to help add value to your vacation; I would love to be your professional Travel 
Consultant.” 

● Always ask for their business card first, but be sure to EXCHANGE 
● First and foremost; TRAVEL!! TALK ABOUT TRAVEL, TALK ABOUT PLANNING 

TRAVEL. TALK ABOUT ALL OF THIS ON SOCIAL MEDIA. 
 Talk about your travel and what you’re learning on FB and Instagram so that people 
know you are knowledgeable and want to book with you. 

●  If you know of someone who is traveling soon- let them know of sales or promotions. 
 
 
The key to being a successful travel agent is suppressing your own opinions and preferences 
and focusing on those of your clients. As both a sales and service person, you must understand 
your clients expectations, what they require and what they can realistically afford. You do this by 
asking the right questions that will reveal the guest’s needs. 
 
 
Ask more open-ended questions such as: 
—Where have you traveled in the past? 
—What did you like/dislike about your vacation(s)? 
—When you travel, do you usually prefer budget, moderate, deluxe or luxury accommodations? 
—What do you like to do on date night? 
—What are your favorite date night restaurants? 



—What kind of research have you done 
 
Immediately set a time to discuss quotes and recommendations  
 
What is Sales Malpractice? 

Making recommendations or providing quotes before exploring the guests needs. 
1. If they won’t give you their name, telephone number and email address, they are not 

your client and you should not waste your precious time planning their vacation. 
2. If they will not answer AT LEAST the basic needs questions, they do not understand 

your value and they are not your client.  
3. If you book their trip and they don’t like it, who do you think they are going to blame? 

What are they going to say when asked “why did you choose that?” “Where did  you 
book it?” 

 
Preferred Vendors 
 

We do NOT book directly through a hotel unless it is absolutely necessary. 
Why? Because if we book through a hotel and you’re not happy, there is no where to go. 
(Explained hierarchy in video)   
Not to mention … our relationship with our Preferred Vendors is a partnership. We both 
have vested interests.  

 
 
 
 
How we get paid? 

We get paid commission from hotels, tour operators, car rental companies, and 
sometimes even airlines, because if the guest is happy, everyone wins. They will 
recommend that destination, that resort, and US. They pay us to take the time to ask the 
right question, listen and consult with our mutual guests, ensuring their expectations are 
met, resulting in a 5-star review. 

 
The first year as a Travel Planner may be quite difficult. You are very slow at what you 
do, so it takes much longer to plan a trip, send a quote and complete a booking. 
However, that actually works to your advantage in a way. As you are slowly getting the 
word out about your ability to add value and essentially work as a personal concierge for 
free, guests will slowly trickle in. You do a great job planning for one person; they 
recommend a friend, who recommends a friend...and so on. On the contrary, the last 



thing you want is to put a big advertising campaign out there and get a bunch of 
business at once, that you can’t handle. That is shooting yourself in the foot, because if 
you give poor service right out of the box - well, it just doesn’t work like that; you’ll sink 
before you even leave the shore.  
The GREAT news is that at the one year mark, if you follow my lead, and you just work 
slowly and surely at serving each important guest that trusts you with their vacation 
planning, at year one, you will feel independent, you will be fast at what you do and the 
money will be flowing in. You will be traveling to the Caribbean for a week, while the 
checks are flowing into your mailbox at home. It JUST HAPPENS LIKE THAT - every 
time, you can ask all of the agents I have trained so far. There will be times you will want 
to quit your first year, but you HAVE TO STICK IT OUT and you WILL SUCCEED! I 
promise. 

 
Independent Contractor 

● You can work as an Independent Contractor or an Employee. As an employee, you 
have a boss that tells you when to work, what to do and how to do it; this boss also 
dictates the amount you are paid for doing said job. 

● As an independent contractor, you find a good mentor, your income potential is 
unlimited. 

 
 
FAM Trips are Travel Agent Familiarization trips. These are trips where travel agents are invited 
on a hosted visit to a destination, to experience a destination, resort, cruise ship, etc at a 
reduced rate or FREE. These are usually reserved only for Certified Travel Agents, but 
sometimes you can bring a guest or your family.  
You also have unlimited opportunities to earn reduced and free nights around the world by 
meeting sales goals. 
 
 
HOMEWORK 
Grab a pen and paper and make a list of everyone you know that likes to travel, or is planning to 
travel. 
Go to social media and expand that list. 
Now, send me a number of how many people that you think would have given you the 
chance to earn their business? 
 


