ODYSSEYSOUL / FIELD GUIDE

Before You Become a Travel Advisor

A transparent field guide to the work, systems, responsibilities and questions worth understanding first.

INDEPENDENT TRAVEL-ADVISOR EDUCATION
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READ THIS BEFORE YOU DECIDE

L ook past the highlight reel.

A travel-advisor business can be meaningful work for someone who values service, detail and consistent
follow-up. It is also a real independent business: clients must be found and cared for, systems must be learned,
records must be accurate, and results are never guaranteed. This report is designed to help you ask better
guestions before choosing a path.

Important This is education, not an offer of employment and not a promise of income.
Specific costs, compensation and obligations are defined by the current
agreements and official documents that apply to your market.

Inside

01 What the work actually includes
02 The client journey

03 Systems and business duties
04 Host agency due diligence

05 Fit and readiness scorecard

06 Your next-step decision
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PART ONE - THE REAL WORK

It Isaservice business that happens to be
about travel.

Advisors consult with clients, research suppliers and destinations, present options, handle bookings and payments
through approved channels, prepare documentation, and stay reachable while clients are away. The expertise is
real and it is learned.

SERVICE Consultations, preference gathering, proposals, documentation and care while
clients travel.

SALES Presenting options clearly, answering objections honestly and asking for the
decision.
FOLLOW-UP Most travel decisions take time. Staying present without pressure is a core skill.

ADMINISTRATION Records, deadlines, payments through approved channels, and your own business
compliance.

A typical client journey

* Discover — understand the traveler, purpose, dates, needs and budget boundaries.
» Research — compare destinations, suppliers, routes, terms and suitability.

* Present — explain options and trade-offs clearly without hiding conditions.
 Confirm — document approvals and use the required payment channels.

* Prepare — check documents, deadlines and final travel information.

» Support — remain organized and responsive before, during and after travel.
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PART TWO - SYSTEMS AND DUTIES

Build the operating discipline.

A polished client experience depends on what happens behind the scenes. Tools do not replace judgment; they
help you deliver it consistently.

Client relationship management

Keep consent, preferences, conversations, follow-up dates and next actions organized.

Research and itinerary design

Record sources, compare like with like, and explain why an option fits the brief.

Booking and documentation

Use approved systems, confirm names and dates accurately, and retain the required records.

Money and deadlines

Explain payment schedules, supplier terms and any professional fees in advance and in writing.

Service recovery

Know who supports you when plans change and how to escalate without making promises you cannot control.

Marketing and referrals

Create useful, honest content; follow up consistently; and protect the boundary between traveler marketing and
advisor-opportunity education.

Independent Independent advisors generally operate as self-employed business owners. You
means set your schedule and build your client base, while remaining responsible for
independent marketing, record keeping, insurance requirements and taxes. Seek professional

advice where appropriate.
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PART THREE - HOST AGENCY DUE DILIGENCE

Understand the relationship before the
atmosphere.

A host agency typically provides accreditation, supplier access, booking systems, support and back-office services
in exchange for fees, a share of commission, or both. Compare specific written terms, not only community or
lifestyle language.

01 What exactly am | paying, and on what schedule?

Write the answer, the source document, its effective date, and any question that remains.

02 How and when is commission paid?

Write the answer, the source document, its effective date, and any question that remains.

03 What happens to pending commission if | leave?

Write the answer, the source document, its effective date, and any question that remains.

04 What training is included, and what costs extra?

Write the answer, the source document, its effective date, and any question that remains.

05 Who supports me when a client has a problem mid-trip?

Write the answer, the source document, its effective date, and any question that remains.

06 Who owns the client records | create?

Write the answer, the source document, its effective date, and any question that remains.
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07 What registration, licensing, insurance or tax duties apply where | live?

Write the answer, the source document, its effective date, and any question that remains.

08 Which countries and residents are currently eligible?

Write the answer, the source document, its effective date, and any question that remains.

09 What are the cancellation, refund and exit terms?

Write the answer, the source document, its effective date, and any question that remains.

10 What is not included that | will need to arrange myself?

Write the answer, the source document, its effective date, and any question that remains.

11 Which claims am | prohibited from making in marketing?

Write the answer, the source document, its effective date, and any question that remains.

12 Which agreement controls if a presentation and contract differ?

Write the answer, the source document, its effective date, and any question that remains.
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PART FOUR - READINESS SCORECARD

Fit is about behavior, not enthusiasm.

Answer honestly. A “not yet” is useful information and gives you something concrete to investigate before making
a commitment.

I genuinely enjoy service and detail work. YES / NOT YET
I am comfortable being self-employed and self-directed. YES / NOT YET
| can follow up consistently, even when it is quiet. YES / NOT YET
I am willing to learn destinations, suppliers and systems properly. YES / NOT YET
| can be patient with a business that builds over seasons. YES / NOT YET
| am comfortable discussing money, terms and deadlines clearly. YES / NOT YET
| can maintain accurate records and protect client information. YES / NOT YET

I have identified realistic weekly time for learning, prospecting, service and
administration.

YES / NOT YET

| understand that travel perks do not substitute for business results. YES / NOT YET

I have read the current agreements and official disclosures for my market. YES / NOT YET
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PART FIVE - YOUR DUE-DILIGENCE FILE

Read official termsin the right order.

Keep copies of the current documents that govern your decision. Do not rely on screenshots, old presentations or
someone else’s summary when an official agreement or disclosure is available.

 Confirm your country appears on the current open-markets list. Market availability can change.
» Read the applicable independent-contractor or representative agreement.

* Read current policies and procedures, including conduct and marketing rules.

* Review the compensation plan together with the current Income Disclosure Statement.

* Record all setup, recurring, optional and cancellation costs in your own currency.

» Write down who provides client support, business support and escalation help.

» Keep the version date of every document you reviewed.

Official starting Open markets - Income Disclosure - Advisor FAQ - Advisor presentation
points

No income or earnings claims

OdysseySoul provides education about the independent travel-advisor profession. We make no representations or
guarantees about income, earnings, commissions or business results. Outcomes depend on individual effort, skill,
market conditions, time invested and factors outside anyone’s control.

Not employment

Exploring or joining an independent travel-advisor path does not create an employment relationship with
OdysseySoul. Specific rights, obligations, compensation and terms are defined by the agreements you enter into
with a host agency or other parties.
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https://www.odysseysoul.com/open-markets
https://www.odysseysoul.com/income-disclosure
https://www.odysseysoul.com/advisor-faq
https://www.odysseysoul.com/travel-advisor-presentation

PAUSE BEFORE THE NEXT CLICK

Y our decision page.

Complete this page after reading the official documents. If any answer is unclear, ask for it in writing before
enrolling.

The work | am prepared to do each week

The support | need to operate responsibly

Costs | have verified from current official documents
My market eligibility and source

The agreement terms | still need explained

My reason for exploring this business

My decision: continue / pause / decline

The date | will revisit this decision
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Continue only when the facts fit.

Explore the advisor education, review the official documents for your market, or book a
conversation with Jeralin. Asking a question does not enroll you and no payment is taken on
OdysseySoul.

EXPLORE THE ADVISOR BUSINESS -

REVIEW OPEN MARKETS -

BOOK A CALL WITH JERALIN —

APPLY WHEN READY -

OdysseySoul provides education about the independent travel-advisor profession. No income, earnings or business results
are guaranteed. Independent advisors are self-employed. Specific terms are governed by the agreements you enter into.
OdysseySoul is the parent brand for BookOS Travel and the OdysseySoul advisor community. See
odysseysoul.com/disclosures and /privacy.
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https://www.odysseysoul.com/join
https://www.odysseysoul.com/open-markets
https://calendly.com/jjsoares
https://www.odysseysoul.com/become-an-advisor

