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As a new travel advisor, establishing strong relationships within the industry is crucial for your success.
One of the most important connections you can make is with your vendor Business Development Manager
(BDM). The BDM is a key resource who can provide valuable support, insights, and opportunities to help
you grow your business. Here are several reasons why reaching out to your BDM should be a top priority.

1. Personalized Support and Guidance

BDMs are dedicated to helping travel advisors succeed. By introducing yourself, you open the door to
personalized support and guidance tailored to your specific needs. BDMs can offer advice on how to
effectively sell their products, share best practices, and provide training on new tools and resources. This
personalized attention can be invaluable, especially when you are just starting out and navigating the
complexities of the travel industry.

2. Access to Exclusive Resources and Opportunities

Vendor BDMs often have access to exclusive resources and opportunities that are not available to the
general public. These can include special promotions, fam trips, and educational webinars. By building a
relationship with your BDM, you can gain access to these valuable resources, which can enhance your
knowledge and give you a competitive edge. Additionally, BDMs can provide insights into upcoming
product launches and industry trends, helping you stay ahead of the curve.

3. Enhanced Product Knowledge

A deep understanding of the products you are selling is essential for building trust with your clients and
making informed recommendations. BDMs are experts on their company's offerings and can provide in-
depth product knowledge that goes beyond what is available in brochures or online. By connecting with
your BDM, you can gain a deeper understanding of the unique features and benefits of the products,
enabling you to better serve your clients and increase your sales.

4. Networking and Relationship Building

The travel industry is built on relationships, and your BDM can be a valuable ally in expanding your
professional network. BDMs often have extensive connections within the industry and can introduce you to
other key players, such as suppliers, tour operators, and fellow travel advisors. These connections can
lead to new business opportunities, collaborations, and partnerships that can help you grow your business.

5. Problem Resolution and Advocacy

Inevitably, challenges and issues will arise in the course of your work as a travel advisor. Having a strong
relationship with your BDM can be a significant advantage when it comes to resolving problems. BDMs can
act as advocates on your behalf, helping to expedite resolutions and ensuring that your concerns are
addressed promptly. This support can be particularly valuable in maintaining client satisfaction and
protecting your reputation.

6. Building a Strong Foundation for Future Success

Establishing a relationship with your BDM early in your career sets the stage for long-term success. As you
grow and evolve as a travel advisor, your BDM can continue to provide support, resources, and
opportunities that align with your goals. By investing in this relationship from the outset, you create a
strong foundation that can help you navigate the challenges and seize the opportunities that come your
way.

In conclusion, contacting your vendor Business Development Manager to introduce yourself is a strategic
move that can yield numerous benefits. From personalized support and exclusive resources to enhanced

product knowledge and valuable networking opportunities, your BDM is a key partner in your journey to

success as a travel advisor. Taking the time to build this relationship can pay dividends throughout your

career, helping you to achieve your professional goals and deliver exceptional service to your clients.



