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POSTURE IS EVERYTHING
The Posture of a Professional Travel Booker

Dadra Driscoll
EVO Silver Consultant
IATAN Card Holder

What is Your Travel Business Posture?
• Have You Taken OWNERSHIP of 

Your Business or EMPLOYEESHIP?

• Mindset Shift: Who is Responsible 
For My Success? “They” or “I”

Leaders 
Take the 

Oversight!
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What is Your Travel Business Posture?

• What Value Do You Place 
on Your Time/Service?

• Have You Set Realistic Goals?
• Booking
• Training/Certifications

What is Your Travel Business Posture?

• Set Your Client’s Expectations

• QUALIFY YOUR CLIENTS!

• Don’t Be Afraid to Ask for the Sale
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What is Your Travel Business Posture?

• Who Do You Say You Are?

• Who Do Your Clients Think You Are?

• Would You Trust You With Thousands 

of Dollars to Book a Trip?

CHEAP

QUALITY

LUXURY

KNOWLEDGEABLE

Travel Expert and/or Specialist  

• Rate Your Confidence Level 1-10

• Have You Put in the Work?

• Don’t Shortcut Your Success by 
Being Q&A Dependent 

• Understand Basic Booking and 
Pricing Principles First (Peak 
Season, Payment Plans, etc.)



8/30/18

4

Practice Bookings on Each 
Platform Until You Are 
Confident in How to Use it!

Travel Expert and/or Specialist  
• The Customer is NOT Always Right
Scenario 1: Family of 4 (2 adults & 2 children) wants 

to go to Disney World for 7 days during Christmas, 

Stay on property, Flights included, Visit multiple parks 

per day with Rental Car

Budget $3,000

Flights: $250/person = $1,000
5 Day Park Hopper PLUS Ticket/person = $2,066 

STOP: BUDGET EXCEEDED BEFORE HOTEL 
& VEHICLE! = UNREALISTIC BUDGET
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Travel Expert and/or Specialist  
• The Customer is NOT Always Right
Scenario 2: Couple wants to go to Jamaica for 7 days, 
5 Star All-inclusive, Oceanview Suite, Butler Service, 
Valentines Day
Budget $1,000/person

Flights: $300/person 
Remaining budget $700/6= $116/day 

STOP: A 5 Star All-inclusive costs more than 
$116/day = UNREALISTIC BUDGET

Be Intentional About the 

Success of Your Travel Business!

• Learn Industry Policies & Procedures –
Don’t Pass on Opinions to Your Clients

• Understand the Vendors You Use 
(Master Only a Few When Starting Out)

• Don’t Be Afraid to Narrow Your Market at First

• Give Your Clients a Quality Experience That 
They Will Recommend


