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Hello and welcome to our mapping document for City and Guilds Level 3 Travel and Tourism 4976 

Where you see outcomes that have been highlighted in yellow,  this indicates they are already 
covered by the Travel Training Academy and the relevant sessions can be used as underpinning 
knowledge for these outcomes.  

Where you see outcomes that have been highlighted in blue, this indicates that this topic will be 
included in the Travel Training Academy by 31st December 2020 (dependent on demand) 

Where you see outcomes that have been highlighted in pink, this indicates these outcomes are 
practical and will be required to be assessed in college.  

 

City and Guilds Unit  
 
 

 Travel Training Academy  

 
Unit 303 Promotions and sales in 
travel and tourism 
 
Outcome 1 Understand promotional 
activities for travel and tourism 
products and services 
 
Assessment Criteria 
 
Knowledge 
 
The learner can: 
 
1. explain the importance to travel and tourism 
organisations of promotional activities for 
their products and services 
 
2. describe promotional activities used for 
travel and tourism products and services 
 
3. explain the use of AIDA in promotional 
activities 
 
4. explain how travel and tourism organisations 
select the most effective promotional 
activities for their products and services 
 

 
 
 
  



5. describe the advantages and disadvantages 
of advertising media 
 
6. explain the importance of evaluating the 
effectiveness of promotional activities. 
 
 
 
 
 
Unit 303 Promotions and sales in 
travel and tourism 
 
Outcome 2 Be able to sell travel and 
tourism products and services 
 
Assessment Criteria 
 
Practical skills 
 
The learner can: 
 
1. sell travel and tourism products and services 
to customers. 
 
Knowledge 
 
The learner can: 
 
1. describe the key stages of the sale process 
 
2. describe sales techniques used to establish 
customers’ wants and needs 
 
3. explain the importance of selecting products 
which meet customers’ wants and needs 
 
4. explain how to sell products and services 
linked to promotional activities 
 
5. identify product knowledge required to sell 
travel and tourism products and services to 
Customers 
 
6. explain the importance of using resources to 
aid product knowledge 
 
7. explain the effectiveness of different sales 
mediums. 
 

 
 

This outcome is covered in great depth in our 
68 page workbook- Customer Service, Selling 
Skills and Customer Complaints for 
Travelicious, our fictional travel agent.  

Rather than learning about selling skills in the 
abstract, this would allow you to teach selling 
skills in a holistic way. As well as completing the 
workbook- which has a range of role-plays, case 
studies and activities, your students could also 
complete some Learn2Book sessions.  

This means they could learn the theory of 
selling skills as well as how to make a package 
holiday booking.  

So, when they return to college in small groups- 
in order to maintain social distance- you could 
carry out a range of role-plays (based on 
Learn2Book sessions) where they have to 
employ their selling skills (learned from the 
workbook) whilst making a package holiday 
booking- exactly what happens in a retail travel 
agent.  

 



 
 
Unit 303 Promotions and sales in 
travel and tourism 
 
Outcome 3 Understand how to close 
a sale for travel and tourism 
products and services 
 
Assessment Criteria 
 
Knowledge 
 
The learner can: 
 
1. describe the key stages involved in closing a 
sale 
 
2. explain how to overcome customers’ 
objections 
 
3. explain the importance of offering 
alternative products and services to customers 
 
4. explain how to increase the value of a sale. 
 
 

 
 

Again, this outcome can be covered using the 
content of our 68 page workbook- Customer 
Serivce, Selling Skills and Customer 
Complaints. 
 
 

 
 
Unit 303 Promotions and sales in 
travel and tourism 
 
Outcome 4 Understand after sales 
service in travel and tourism 
 
Assessment Criteria 
 
Knowledge 
 
The learner can: 
 
1. explain the importance of providing an after 
sales service 
 
2. describe activities relating to after sales 
service in travel and tourism organisations 
 

 
 



3. explain the benefits of an after sales service 
in travel and tourism organisations. 
 
 
 
 
 
Unit 330 Package holidays 
 
Outcome 1 Understand package 
holiday products 
 
Assessment Criteria 
 
Knowledge 
 
The learner can: 
 
1. define the term ‘package holiday’ according 
to The Package Travel, Package Holidays and 
Package Tours Regulations 
 
2. identify mass market tour operators 
 
3. describe the types of package holiday offered 
by mass market major tour operators 
 
4. describe the types of package holiday offered 
by specialist tour operators 
 
5. outline information required to book a 
package holiday 
 
6. explain how package holidays can be 
dynamically packaged to meet the 
requirements of different customers 
 
7. explain how package holidays meet the 
wants and needs of different customers. 
 
 
 
 
 
 
 
 
 

 
 
This cover could be covered well using 
Learn2Book Level 1 which covers what is 
included in a package holiday, key benefits of 
booking package holidays, different types of 
package holidays offered by tour operators.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 



 
Unit 330 Package holidays 
 
Outcome 2 Arrange package 
holidays on behalf of customers 
 
Assessment Criteria 
 
Practical skills 
 
The learner can: 
 
 
1. select package holidays that meet customer 
requirements 
 
2. confirm package holiday costs, applying 
correct discount levels. 
 
Knowledge 
 
The leaner can: 
 
1. explain booking conditions shown in package 
holiday brochures 
 
2. interpret information from computer 
reservation systems 
 
3. interpret information from package holiday 
brochures 
 
4. interpret internet information 
 
5. interpret information from travel agent 
manuals 
 
6. explain the importance of summarising 
gathered information to inform customer 
choices. 
 

 
  
Learn2Book would cover this outcome well. 
Students get a job as a trainee travel agent with 
Travelicious (our fictional travel agent). The first 
level of Learn2Book introduces you to the 
concept of retail travel and what a travel agent 
does. It looks at the key services it offers and 
the types and benefits of booking a package 
holiday.  

It then introduces them to Parasol Holidays, our 
(fictional) tour operator. Students are 
introduced to Parasol Holidays’ Summer Sun 
brochure to Majorca. This brochure is based on 
brochures offered by mass market tour 
operators and includes a range of pricing 
panels, supplements and reductions to allow 
your students to make full package holiday 
costings. The brochure also includes full terms 
and conditions, car hire, flight only and travel 
insurance.  

Your student is then introduced to PARS- 
Parasol Holidays’ Reservation System, which is 
used to make package holiday bookings. Your 
students are then given a range of customer 
enquires (around 20 of them) and are asked to 
complete a Customer Enquiry Form (CEF). They 
would then make the booking for their 
customer.  

Booking forms are also included as well as 
Travelicious stationery, to allow for a more 
realistic learning experience.  

Customer scenarios cover a wide range of 
issues from bookings with children and infants, 
flight only bookings, late bookings, allocation 
on arrival, bookings with under-occupancy 
supplements, being unable to get the holiday 
your customer requested, to name a few.  

So, rather than getting your students to simply 
describe, they could go on and complete 
package holidays bookings for their customers.  
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