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IDEAL TRAVELER
CLARITY AUDIT

For travel advisors who want more
consistent, high-quality inquiries
from the right travelers
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BEFORE YOU START

Most travel advisors believe they know their ideal traveler.
But in reality, most are only clear at a surface level.

They know:
e age
e budget
e destination preferences

But they are not clear on:
e what their traveler is worried about
e what's stopping them from booking
e what they actually need help with

And that's exactly why:
e inquiries feel inconsistent
e or the wrong travelers reach out

This audit will help you go deeper, so your messaging starts
attracting the right travelers.

Take your time with each section.
This is not about filling answers.

It's about understanding what truly drives your travelers to
inquire.

dipaliwagh.com



PART 1

SURFACE-LEVEL CLARITY
(Most Advisors Stop Here)

Describe your ideal traveler:
(Don't overthink this. Just write what comes to mind first.)

« Age range:

» Occupation:

» Budget range:

* Type of trips they book:

* Destination preferences:

Now pause.
Everything above describes WHO they are.
But it does not explain WHY they need you.

And messaging built only on demographics attracts
inconsistent leads.

Let's go deeper.
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PART 2
THE REAL STRUGGLE

What is your ideal traveler secretly worried
about?

[] Wasting money on the wrong experience
[1Booking the wrong hotel/resort
[ Missing exclusive experiences

[ 1Overpaying

[IPlanning overwhelm

[ILogistical stress
[1Visa/document confusion

[ 1 Disappointing family or partner
[ILooking inexperienced

[LINot having time to plan properly
[1Other:

Choose 1-2 that feel the most true. These matter more than checking everything.

Now answer this:

Before they reach out to me, my ideal traveler feels:

What is the main frustration they are trying to escape?
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PART 3
THE PROBLEM CLARITY FORMULA

Complete this carefully.

My ideal traveler is a

Who is struggling with

Because

They want

But they are worried that

This sentence is your messaging gold.

Now rewrite this as one sentence you could actually post:
(This is the foundation of your messaging, content, and ads.)

“I help [type of traveler] who are struggling with [problem] to
[desired outcome] without [fear]

dipaliwagh.com



PART 4
CONTENT ALIGNMENT CHECK

Look at your last 10 posts.
Are you clearly speaking to:

[ 1The struggle

[1The fear

[ 1The desired outcome
[IYour process to solve it

[IProof that you have solved this before
If you checked “no” more than twice, don't create

more content.

Fix your messaging first.
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FINAL REFLECTION

When your messaging speaks directly to a traveler’s
real struggle, they don't just “like” your content.

They feel understood.
And understood people inquire.

You have just done what most travel advisors skip.

Most people never go beyond surface-level clarity,
which is why their inquiries stay inconsistent.

If you want help turning this into actual inquiries and
bookings, | am happy to guide you.

BOOKA 1:1 STRATEGY CALL HERE
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