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CourseIntroduction / Overview:

The business travel sector isadynamic and essential component of the global economy, requiring
specialized skills in management, technology, and client relations. In an age of rapid change and evolving
corporate needs, business travel agencies must innovate to remain competitive and deliver exceptional value.
Thisisthe central theme of the Strategic Management and Operations for Business Travel Agencies Training
Course offered by BIG BEN Training Center. This comprehensive course is designed for professionals
seeking to master the complexities of managing a modern business travel agency. Drawing upon key
academic concepts from authors such as Adrian L. K. T. V. Pforr and L. T. P. J. Pforr in their work "Tourism
and the Business of Management," the curriculum delvesinto critical areas including strategic planning,
revenue management, and risk assessment. Participants will gain a deep understanding of corporate travel
policy development, supplier negotiations, and the implementation of advanced travel management
solutions. By focusing on operational excellence and strategic foresight, BIG BEN Training Center ensures
that participants are equipped to navigate market fluctuations, enhance client satisfaction, and drive
profitability. The course provides a practical roadmap for transforming a business travel agency into a
strategic partner for corporate clients, managing complex travel programs, and leveraging data for informed
decision-making.

Target Audience/ Thistraining courseissuitablefor:
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Travel consultants and planners.

Operations and revenue managers.

Business travel agency managers and owners.

Corporate travel managers and coordinators.

Account and client relationship managers.

Professionals in corporate procurement and expense management.

Target Sectorsand Industries:

e Businesstravel agencies.

Hospitality and airline industry.

Corporate and institutional travel departments.

Financial services and corporate procurement.
Government agencies and non-profit organizations.

Event management and MICE (Meetings, Incentives, Conferences, and Exhibitions) sector.

Target Organizations Departments:

e Operations and Administration.

e Sales and Account Management.

Strategic Planning.

Finance and Procurement.

Client Services.

Travel and Logistics.

Cour se Offerings:

By the end of this course, the participants will have able to:
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Formulate a strategic business plan for amodern travel agency.

Optimize operational processes to improve efficiency and service quality.

Develop and implement corporate travel policies that align with business objectives.

Negotiate effectively with airlines, hotels, and other suppliers to secure favorable rates.

Analyze and manage financial performance and profitability.

L everage technology and data analytics for informed decision-making.

Design robust risk management and crisis response plans for corporate travel.

Course M ethodology:

Thistraining course employs a highly interactive and practical methodology designed to foster deep learning
and skill application. The approach is centered on real-world scenarios and hands-on activities, ensuring that
participants can immediately apply the concepts learned to their professional environments. The training
incorporates a mix of engaging methods, including collaborative group work and in-depth case studies of
successful and unsuccessful business travel agencies to highlight best practices and common pitfalls.
Participants will engage in dynamic brainstorming sessions and role-playing exercises to simulate complex
client negotiations and crisis management scenarios. Course content is delivered through a combination of
expert-led discussions, interactive workshops, and peer-to-peer feedback sessions. This comprehensive
training approach, which includes practical exercises and reflection, is a hallmark of BIG BEN Training
Center. The methodology is structured to cover essential topics such as bu

Course Agenda (Cour se Units):

Unit One: Strategic Planning for Business Travel Agencies
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The business travel ecosystem and market dynamics.

Developing amission, vision, and strategic objectives.
Competitive analysis and market positioning.

Client segmentation and niche specialization.
Building a strong value proposition.

Financial modeling and revenue forecasting.

Business plan development.

Unit Two: Operational Excellence and Process M anagement

Optimizing the booking and fulfillment process.
Implementing effective client management systems.
Data analytics for operational efficiency.

Expense management and reporting.

Quality control and service standards.

Managing travel technology platforms.

Leveraging automation for increased productivity.

Unit Three: Supplier and Partner Relationship M anagement

Negotiating contracts with airlines, hotels, and car rental companies.
Building strategic partnerships with technology providers.
Managing Global Distribution Systems (GDS).

Familiarization with corporate loyalty programs.

Understanding commission structures and override agreements.
Resolving service disputes with suppliers.

Building a network of trusted global partners.

Unit Four: Corporate Travel Policy and Risk M anagement
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Developing and enforcing a comprehensive corporate travel policy.

Duty of care obligations and traveler safety.

Assessing and mitigating travel-related risks.

Emergency response planning and crisis communication.
Health and security protocols for international travel.
Ensuring compliance with corporate and regulatory requirements.

Managing travel disruptions and unforeseen events.

Unit Five: Sales, Marketing, and Client Relations

e Strategies for acquiring and retaining corporate clients.

o Effective proposal writing and presentations.

e Building strong client relationships and account management.

e Implementing aclient feedback system.

e Marketing a business travel agency's value proposition.

e Leveraging digital marketing and social selling.

e Measuring client satisfaction and ROI.

FAQ:

Qualificationsrequired for registering to this cour se?

There are no requirements.

How long is each daily session, and what isthetotal number of training hoursfor the

cour se?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and
interactive activities, bringing the total duration to 20 - 25 training hours.

Something to think about:
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In an increasingly automated and self-service travel landscape, what are the most critical skills a business
travel professional must develop to remain indispensable to corporate clients?

What unique qualities does this cour se offer compared to other
cour ses?

This course provides a distinct and specialized focus on strategic management and operational excellence
essential for success in the niche of business travel. Unlike other programs that may cover general tourism,
thistraining course is tailored to the specific demands of corporate clients, emphasizing complex topics like
corporate travel policy development, supplier negotiations, and advanced risk management. The curriculum's
strength liesin its practical approach to integrating technology and data analytics into daily operations,
transforming atraditional agency into a modern, data-driven entity. It goes beyond simple booking processes
to cover the high-level strategic planning necessary to be atrusted advisor to businesses. By focusing on both
tactical skills and strategic foresight, BIG BEN Training Center ensures that professional's are equipped not
only to manage day-to-day operations but to anticipate market trends, mitigate risks, and build long-lasting,
profitable relationships with corporate cli
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