
HOW TO SELL AUSTRALIA
Quick reference · Talking points · Objection redirects · Closing the sale

For travel advisor use. This is your talk track for turning interest into a booking. Pair it with the Fast Facts sheet for trip details.

Your best selling point is the size of the place.
Australia is almost the size of the continental United States, with the population of Texas. That one fact reframes the whole

trip. The distances between the icons are far greater than they look on a map, the internal flights and transfers are a core part of the

experience, and small logistical mistakes quietly cost your client days and dollars.

Why this makes you essential: your client can book a hotel online, but they can't see that Uluru is a 3.5-hour flight (or a five-day

drive) from the coast, that the seasons are reversed, or that two nights in a city gives them one real day. You can. That expertise is

the product you sell.

The DIY trap - your opening: Most clients come to you already feeling overwhelmed. They start researching, discover how much there

is to see and do across Australia, and trying to assemble all the bits and pieces of an itinerary quickly becomes daunting. The more they

dig, the bigger and more complicated it looks. That overwhelm is exactly why they need an advisor - you turn a tangle of flights, tours,

and hotels into one clear, confident plan.

WHY CLIENTS NEED AN ADVISOR FOR AUSTRALIA

Learn these six points. They are your answer whenever a client asks why they should book through you. Say them in your own words:

The scale is deceptive. Australia is a continent, not a country

you tour in a week. Multiple regions mean multiple internal

flights, and sequencing them well takes experience.

The stakes are high. For most clients this is a once-in-a-

lifetime trip and a major investment. A wasted day or a wrong-

season booking costs them dearly.

The seasons are reversed. Your client's winter is Australia's

summer. Travelers routinely pick the wrong region for the

wrong month, and you prevent that.

The date line confuses everyone. Losing a day on the way

over and gaining it back trips up flights, transfers, and

expectations. You set it straight up front.

You have access and rates. Your supplier relationships,

included extras, and pricing aren't available to a client booking

on their own.

You are one point of contact. Flights, hotels, transfers, tours,

and support in a distant time zone all run through one person

who has their back.

OBJECTION REDIRECTS

What the client says, and how you turn it around. Stay warm and reassuring, never defensive.

"It's just so far. The flight is too long."

Reframe the journey as part of the trip. The new Fiji Airways

route through Nadi is the shortest way to reach the Great

Barrier Reef from North America, and your client can break the

flight with a South Pacific stopover. In a premium cabin, the

flight becomes rest instead of endurance. They sleep, cross the

date line, and wake up in paradise.

"It's expensive."

Move the client from sticker price to value per day. Spread

across a two-week trip of a lifetime, the daily cost is modest for

what's included: flights, hotels, transfers, and marquee tours.

Going once and doing it right beats a cheaper trip that misses

the highlights and has to be repeated.

"We'll just book it ourselves."

Lead with the size reframe. Australia is the size of the United

States with the population of Texas, and the logistics are where

DIY trips go wrong. One mistimed internal flight or wrong-

season city can cost more than your service ever would. You do

this every day; your client would do it once.

"When is the best time to even go?"

Simplify it, don't lecture. There is no bad time, only the right

region for the date. The reef and the tropical north shine in the

North American summer, and the southern cities shine in theirs.

Give the client one clear recommendation for their dates rather

than a menu. That certainty is exactly what they came to you

for.

"Isn't the wildlife dangerous?"

Stay calm and factual. Millions of people visit every year

without incident. The tours are professionally guided, the reef

operators are world-class, and the iconic wildlife encounters

with koalas, kangaroos, and penguins are gentle and family-

friendly. It's an adventure, not a risk.

"Let's think about it and book later."

Create gentle urgency with real reasons. The limited-time Fiji

Airways fare won't last, peak-season space books far ahead,

and prices only move one way. Offer to hold a plan now so the

client doesn't lose the dates or the fare. Momentum works in

your favor here.
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HOW TO SELL AUSTRALIA
Discovery questions · Match the trip · Lines that close · Now, not later

DISCOVERY QUESTIONS THAT LEAD TO A BOOKING

Ask a few of these early. They qualify the client and steer the conversation toward one of the four featured itineraries:

Is this a bucket-list first trip to Australia, or a return visit?

What's pulling you there most: the reef, the wildlife, the cities,

or all of it?

Are you traveling as a couple, a family, or a group?

Have you given any thought to your budget, inclusive of

flights, tours, and hotels? (A healthy budget is $350-$450 a

day for Economy air and 4-star hotels with marquee tours in

standard season.)

How do you feel about a longer flight, and would a premium

cabin or a Fiji stopover change that?

Roughly how many nights can you take? Steer toward 10 to

14 or more.

Is this a special occasion, such as an anniversary, a

retirement, or a milestone birthday?

MATCH THE CLIENT TO THE TRIP

A fast decision guide to the four featured itineraries.

If the client is… Recommend

Short on time but wants the icons 9-Day Great Barrier Reef & Sydney. Reef, rainforest, and Sydney Harbour in

one clean loop.

A first-timer who wants all the highlights 12-Day Bula Australia Highlights, with a 2-night stopover in Fiji. Reef,

rainforest, Australia Zoo, Sydney, and an island finish.

A family or a wildlife lover 14-Day Australia Beaches & Wildlife. Koalas, Australia Zoo, and the Phillip

Island penguins.

A couple wanting refinement and a beach finish 12-Day Australia & Fiji Luxury. Private touring, harbour-view luxury, and a Fiji

island escape.

LINES THAT GET THEM OVER THE LINE

Ready-to-say selling points. Drop them in naturally when the moment is right:

On the flight: "It's now the shortest way to reach the Great

Barrier Reef from North America, and you can even break the

trip in Fiji."

On timing: "While you're escaping winter at home, you'll be on

the reef in summer sunshine."

On ease: "Every flight, transfer, and tour is arranged. You just

arrive and enjoy it."

On value: "This is the trip people dream about for years. Let's

make sure you do it once and do it right."

On expertise: "I've built this so you're always in the right place,

in the right season, with nothing wasted."

On the finish: "We can end on a Fijian beach so you fly home

rested, not frazzled."

TURN "LATER" INTO "NOW"

Fare window: the limited-time Fiji Airways fare makes these

trips more affordable right now than they usually are. That

advantage has a shelf life.

Availability: marquee hotels, reef charters, and peak-season

dates book out months ahead. Early planning protects the best

of everything.

Price direction: airfares and rates rarely fall. Locking a plan in

protects today's pricing.

Soft close: "Let me put together a no-obligation plan and hold

your preferred dates. You'll see exactly what it looks like, and

nothing is committed until you're ready."

Use this sheet alongside the Fast Facts: Selling Australia sheet for seasons, flight times, visas, and regional detail. This sheet is your conversation

and closing guide; Fast Facts is your reference layer.
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