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THE TRAVEL AGENT’S STORE COACHING PROGRAM
To help you get the maximum benefit from your purchase The Travel Agent’s Store
offers a free coaching session with the author of the e-Guide. The coaching sessions
last for up to one-hour and are conducted via Skype. Once you have read through and
studied this e-Guide jot down any questions, challenges you have, then email to
steve@thetravelagentsstore.com to arrange a coaching date and time.

Be sure to take advantage of this offer!

Presentation Skills for Travel Trade Professionals © 2014 Steve Crowhurst, SMP Training Co.
All rights reserved. Printed in Canada. No part of this book may be used or reproduced, stored in a retrieval system
or transmitted in any form or by any means, electronic, mechanical, photocopying, recording, scanning or otherwise
whatsoever without written permission or authorization through payment of a Permission to Copy fee (except in the
case of brief quotations embodied in critical articles and reviews) . For information please contact SMP Training Co.
steve@smptraining.com or call 250-738-0064
Protected by the Canadian Copyright Act.
For general information on SMP publications and services please email: steve@smptraining.com
Illustrations by Steve Crowhurst unless otherwise noted.
Limit of liability/disclaimer of warranty: SMP Training Co., publisher and the author make no representations or
warranties with respect to the accuracy or completeness of the contents of this work and specifically disclaim all
warranties, including without limitation, warranties of fitness for a particular purpose. No warranty may be created
or extended by sales or promotional materials. The advice and strategies contained herein may not be suitable for
every situation. This work is sold with the understanding that the publisher and author is not engaged in rendering
legal or other professional services. If professional assistance is required, the services of a competent professional
person should be sought. Neither the publisher nor the author shall be liable for damages arising here from. The fact
that an organisation or website is referred to in this work as a citation and / or potential source of further information
does not mean that the author or the publisher endorses the information, the organisation or website may provide
or recommendations it may make. Further, readers should be aware that Internet websites listed in this work may
have changed or disappeared between when this work was written and when it is read.
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Welcome to one of my favourite topics
and that’s because travel trade keynote presentations
is one of the activities I do for a living.

“Look Ma! No PowerPoint!”

My speaking career has taken me to various countries around the world and generated more
money in speaking fees than should be allowed by law! But hey… I’m good with that. My desire
is that you now take on the mantle of being a presenter and keynote speaker for the travel
company you work for and hopefully this no-fluff, tell-it-like-it-is eGuide will help you get up on
stage and deliver the best of you.
I’ll share with you some hard won tips such as never jump down from the stage, always carry two
Tylenol in your pocket to ward off a migraine in the middle of your presentation (yup… I lost half
the room when my sight went fuzzy!); always check the AV equipment the night before, first
thing in the morning, and again before you present; always carry a hard copy of your
presentation; always carry a USB flashdrive with your presentation and handouts saved to it;
always wear a white shirt / blouse; always seed your presentation with keywords…. and never
opt to deliver a keynote over lunch.
Steve Crowhurst
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The Travel Trade Presentation

We’re in the age of
the image, the video,
16:9 screens, short
attention spans and
unforgiving
travel
trade audiences who
have attended dozens
of presentations, enough
to judge yours on their
personal “that sucks” scale
and not only that, they can be
in your audience and check
your credentials on their
smartphone or tablet. As you
present or misrepresent your been there done that list of accomplishments, someone in the
audience has already confirmed what you say to be true or found slight exaggerations. Well
intended of course, but still an exaggeration and that’s going to kill your credibility.
To show a PowerPoint that’s square in design, and slides that are reams of text with a dozen
bullet points per slide will label you instantly as a dinosaur. Projecting your presentation onto a
small 6 x 6 square screen doesn’t help your street cred’ rating either. You, your image, your
brand are all losing that shine you once had.
If you want to be cutting edge then you’ll be using the wide-screen design configuration of 16:9,
your slides will feature glorious high definition travel images and graphics and little to no text.
You’ll be using your tablet with specialty apps for keynote speakers and tapping your tablet
screen to change the image on the big screen. It’s a whole new world for travel trade presenters
however most of the basics remain the same.
If you work in the travel industry on the travel agent side (owner, manager, consultant, HQ team,
OSR, IC, Host Agency, Franchisor…) or on the supplier side (HQ team, BDM, air, hotel, car, rail,
resort, cruise, CRS…) then this Guide is for you.

Page 6

Relax you guys! I’ve done this a thousand
times before. I’m at my best thinking
on the spot, off the cuff… honest.
Winging it keeps me fresh!

Well it takes guts that’s for sure. And it
could get messy by the end of the
presentation.
At the very least have a series of note cards
or a keyword prompter on your iPad or
iPhone.
You may wish to “seed” your PowerPoint
slide deck with keywords (more on that
topic coming up) or have some fun and go
retro, pull a Bob Dylan and use cue cards as
part of your presentation or have someone
hold them up off stage for you.
Yeah you might even use sticky notes like
this guy, numbered in sequence and then
you pull them off as you move through
your topic. Might work.
Or… if you are techno
savvy
and
very
comfortable with gadgets
on stage then you can go
Ng and use your iPad as a
tele-prompter using the mPROMPT app.
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When you “seed” a presentation it means to somehow, somewhere set up “cheat sheets” in the
room, add keywords to your PowerPoint, have “friendly” people in the audience and even, yes,
have inked notes written on your inner arm. Or if you deliver the same speech over and over
again how about tattooing the entire script on your person! Caution: don’t deliver that speech
after the age of 93!
Audience:
To seed the audience means to have a number of people prepped to ask you questions from their
seat, from the crowd, from wherever the audience is located. You may use members of your own
staff, well-travelled clients or people you don’t know but are interested in participating. All they
do is ask the question you have given them. The answer you provide on stage and to the entire
audience.
Tablets and More:
What a great time to be alive as a keynote speaker. Imagine wandering about a
room full of people waving your iPad about to emphasize a point and at the same
time using it as a tele-prompter and even as your LCD projector connector. If you
would like to go the iPad route, check out this app 2Screens - Presentation Expert
By Edwin Lam. The previous mPROMPT app mentioned also works with iPad.
PowerPoint
There are many ways to seed a PowerPoint deck
and to do so beats having slide after slide of text
which is an absolute tragic thing to sit through as a
member of your audience. The best way to use
your PowerPoint is to use graphics instead of text
and then to seed each slide with keywords that will
prompt you to deliver the next and most
marvellous segment of your speech. Here’s how:
See the blue line at the bottom of the screen… that’s where you seed your slide with keywords.
Using words or even a question such as “So what commission does Deelux pay travel agents?”
You glance at the screen, repeat the question to the audience and then answer the question.
Simple. Easy. Effective. You never have to carry any notes or be tethered to the podium.
The size of font you’ll use for your seeded text is very small, not even the front row will be able
to read it. The colour you must use is light grey. Test various greys until you find the right one
that is visible to you from 5 feet away from the screen. Usually you’ll walk / stroll back to and
across and in front of the screen as you “eye-ball” your next keyword, question etc.
P a g e 12
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WHO IS
WHERE

DOOR
PRIZES

You know where this is heading. If you are going to appear on stage and represent yourself, your
agency, your corporation, your industry then you cannot come off like anything other than a true
professional. How you do that depends on what you wear, how you look, where you look, your
introduction, your tone of voice, your pitch, the words you use or abuse and whether or not what
you say matches the look in your eyes and your body language. Most audiences can pick up on
the fact that you are winging it - that you know not much to nothing about your topic.
Forget all the clever, common expressions of “Yo!” and “Let’s do this!” They are boring and show
no imagination. For female presenters: lose the 3” false nails, no bed-hair arrangements, make
sure your clothes fit but not skin tight, no crotch level skirts, go light on the perfume. For the
male presenter: yes, check your trouser fly is UP! No bed hair for you either. White shirts do not
show under arm stains. No tatty jeans, or lemon coloured shoes. Clown noses are old, so old. Iron
your shirt for God’s sake. Remember where a woman’s eyes are when in the audience too. “Ah
ya’all feelin’ me?” “Are ya down with this?” “Whassup if ya ain’t?”
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Remember that you start with the close out and then work towards it as you plan the opening
and body of your presentation. Knowing how you want your presentation to end (which includes
your parting words, how the audience leaves the room, what they receive on their way out etc.)
allows you to focus on “getting there” – planning each minute you are presenting. Let’s start
here: read the left column – fill in the right column with your ideas and notes.
Effective Presentations Are Balanced
and Satisfy Four Basic Criteria
1.
2.
3.
4.

Does your presentation tick the boxes for all
four criteria?

Attention-getting
Meaningful
Memorable
Activating

Types of Presentations





Scripted – rehearsed – using notes
Memory – rehearsed – without notes
Impromptu – improvised, off the cuff
Extemporaneous – prepared/given
without notes

The Purpose of Your Presentation





What will be your audience’s Take Away?

Persuade
Tell & Sell
Promote
Cause change

Variables Affecting Your Presentation
and Speaking Credibility






Which one will you opt for?

Is there anything you need training – coaching
on that should be factored into the plan?

Character
Competence
Composure
Likeability
Extroversion
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Seating Arrangements,
Sight Lines and More…
As you are the star of the show, it’s important that you can be seen by everyone in the
audience. You can take care of the preferred seating arrangements and check the line of sight
for all attendees IF you are arranging the event. If you are invited to speak at a corporate
account conference or a travel club one of your clients belongs to, then the stage would no
doubt be pre-set which means you must work with what you’ve been given. Let’s assume you
are in control and explore the various layouts.

The Most Typical Travel Trade Seating Arrangements

Theatre Style

Banquet Style - Rounds of Six or Eight

Round Robin – You move to next table

Round Robin – You stay put - TAs move

Other Well Known Layouts

Classroom Style

Chevron Style

U-Shape

Semi-Circle

ALWAYS BOOK THE LARGEST SCREEN POSSIBLE FOR THE VENUE.
IT’S MORE EXPENSIVE, BUT IT’S WORTH IT.
P a g e 34

If you do not have the jitters before speaking in public you
may be overconfident to the point where you “come
across” as aloof, too slick, too smooth and you may
even make a mistake. Your adrenaline will surely
keep you on your toes. Your job is to control and
balance the good and bad stress. Here are a few
tips to help you stay in control.
1. From experience you will cut the jitters down by
75% if you have truly practiced your presentation,
know your PowerPoint inside out and also practiced
your opening lines.
2. Meet people at the door to break the ice.
3. Identify some “friends” in the audience to call on later
during your presentation.
4. Use body language that appears relaxed.
5. Smile and glance at the audience.
6. Start slowly, enunciate clearly then gradually
speed up.
7. Open with a genuine statement of recognition,
fact and use good humour to connect.
8. Realize that you know more about your topic than
the audience – (You should that is!)
9. Focus on the audience’s needs.
10. Dress well and look your best.
11. Plan, be scripted and be ready for the
unexpected.
12. Arrive early and check all equipment
– walk around the room.
13. Put “opening night” energy into your mind, body & spirit.
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I just don’t
know if I can
do this…

The hotel room
was too small,
I’m calling my
lawyer!

“What the…?”
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It’s waiting for you if you want it.
Getting paid to travel and talk about travel!
When you work in the travel industry you are open to a number of dual careers. Many travel
agents for instance become travel writers and photographers. They sell travel and they sell their
books too. The books they write become a marketing tool and sell the travel agent’s expertise
and services. The same dual career applies to public speaking.
The same concept applies to those who work for a supplier however most often the speaker on
the stage is the current CEO. If your company allows it, you may be a BDM and if you are an
excellent speaker, presenter, not only can you speak on behalf of your trade employer, you could
also be on the speaking circuit to earn speaking fees talking about travel or any other topic.

Develop your core speaking travel trade niche – could be FITs, management stuff, weddings &
honeymoons, sales, social media… OR, if you are an expert on anything else… speak about that.
Look for local to national companies online and send them a video of yourself in action and then
if they like you, negotiate your fees. You can also market yourself as a speaker to your travel
trade connections and sell yourself for fees ranging from $1,000 to $5,000 +++.
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ROUND OUT YOUR SPEAKING SKILLS
Look for these sister publications
to the one you are reading:

Look for the
Special Presentation Skills Bundle
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THANKS FOR SHOPPING AT

There is always something new and exciting being created and
uploaded to the store so be sure to check back often.

www.thetravelagentsstore.com
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