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Starting a career as a travel advisor can be both exciting and overwhelming. One of the
biggest challenges new advisors face is building a client base. While online marketing
and social media play a crucial role in attracting clients, personal connections remain
one of the most effective ways to grow a travel business. Enter the FRANK Method—an
easy-to-implement strategy that leverages your existing network to find clients. FRANK
stands for Friends, Relatives, Acquaintances, Neighbors, and Kids (kid’s friend’s parents,
PTA parents, and sports parents). This method helps new travel advisors tap into their
personal connections to create a solid foundation for their business.

F — Friends: Your Built-in Support System
Your friends are an excellent starting point when building a client base. They already
know and trust you, making them more likely to book travel through you or refer others

who may need assistance. Here’s how you can leverage your friendships effectively:
1. Announce Your Business — Use social media, group chats, and in-person gatherings to let your friends
know you’re a travel advisor. Share your passion for travel and your ability to plan incredible vacations.
2. Be Their Go-To Travel Expert — Share travel tips, destination highlights, and exclusive deals in a casual,
non-salesy way. Position yourself as the person to call when they need travel advice.
3. Ask for Referrals — Even if your friends aren’t planning a trip soon, they may know someone who is. A
simple, “I'd love it if you kept me in mind for anyone looking to travel,” can go a long way.

R — Relatives: A Built-in Network
Family members can be a strong foundation for your travel business. They are often the

most supportive of your endeavors and can serve as some of your first clients.
1. Host a Family Travel Night — Invite your relatives to an informal gathering where you showcase exciting
vacation options and exclusive deals.
2. Encourage Word-of-Mouth Marketing — Family members love to brag about their own! If they have a
great experience booking through you, they’ll naturally recommend you to their friends and colleagues.
3. Leverage Family Gatherings — Use holidays, reunions, and celebrations to casually mention your services.
Be prepared with business cards or digital contact info.

A — Acquaintances: Broadening Your Reach
Acquaintances are people you interact with but may not have a deep relationship with
yet. This category includes former colleagues, gym buddies, bible study members and

people you’ve met through networking events.

1. Reconnect and Engage — Reach out to past colleagues or old friends on social media, casually mentioning
your travel services in conversation.

2. Use Social Media Strategically — Join community groups, professional networks, and hobby-based
forums where you can subtly share your travel expertise.

3. Offer Value First — Instead of a hard sell, provide travel insights, destination recommendations, and
general travel hacks to establish credibility.

4. Collaborate with Other Professionals — Partner with local businesses such as wedding planners, real
estate agents, or financial advisors who may have clients interested in travel.

N — Neighbors: Community Connections
Your local community is an excellent source of potential clients. Whether you live in a
neighborhood with an HOA, an apartment complex, or a small town, there are plenty of

ways to connect with those around you.
1. Attend Community Events — Farmers markets, festivals, and local meetups are great places to introduce
yourself as a travel advisor.



2. Start a Neighborhood Travel Club — Organize occasional travel-themed gatherings where you present
exciting vacation options.

3. Be Visible and Approachable — Wear branded gear, place a small travel sign in your yard, or distribute
flyers at community centers.

4. Offer Incentives for Local Clients — Small perks like a welcome travel gift for first-time clients can make
a difference.

K — Kids (Kid’s Friends’ Parents, PTA Parents, and Sports Parents): Tapping
into the Parent Network

If you have children, you already have access to a vast network of potential clients—other
parents! Families frequently travel for vacations, school breaks, sports tournaments, and

special occasions.

1. Engage with Other Parents — Strike up casual conversations during school events, playdates, and sports
practices about family travel.

2. Sponsor or Support Local Kids’ Teams — Many community sports leagues and school events allow
businesses to advertise. Sponsoring a team or event can increase visibility.

3. Host Travel Planning Sessions — Organize a small gathering for parents to discuss upcoming school
breaks and summer travel ideas.

4. Provide Family-Friendly Travel Insights — Share tips on stress-free family travel, Disney vacations, or all-
inclusive resorts in PTA meetings or school newsletters.

Making the FRANK Method Work for You
While the FRANK method provides a strong foundation, success depends on consistency

and authenticity. Here are some key ways to ensure you maximize this strategy:
1. Stay Organized — Keep a list of contacts and track interactions to follow up at the right time.
2. Use Social Proof — Share testimonials and success stories to build trust.
3. Follow Up Without Being Pushy — A gentle reminder or check-in can go a long way in converting an
inquiry into a booking.
4. Offer Personalized Service — Treat each client as a VIP by tailoring recommendations to their needs.

Conclusion

Building a client base as a new travel advisor doesn’t have to be daunting. By
implementing the FRANK method, you can leverage the trust and connections you
already have to grow your business organically. Friends, relatives, acquaintances,
neighbors, and fellow parents all present opportunities to establish yourself as a go-to
travel expert. With consistency, excellent service, and strategic networking, you’ll find
yourself booking trips for an ever-expanding circle of clients who value your expertise.
Over time, these initial connections will lead to referrals, repeat business, and a thriving
career in the travel industry.



