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Purpose

The purpose of this document is to help our sales team and channel partners understand how to present the
SmartTrip tools to their prospects.
Our product is unique, in that we can very easily build an account for a prospect and store the first tool on our
website to show to them as a part of the sales process. Once they have seen it and played with it to see how it
works for the end traveler, they can sign up as a client (http://www.tripproximity.com/legal) and we will then
invite them to the portal and schedule their activation session.
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Products, Accounts Owners, Referrals and Account Types
Welcome to Solutionz. Solutionz Innovations LLC is the name of our company (Solutionz for short) and we
specialize in building smart tools. This document is focused on getting ready to pitch a new prospect for our
SmartTrip Tool, which uses our patent pending TripProximity technology. The best way to ensure your success,
with anything, is to understand it at its basic fundamental level. So, let’s start with a few of the fundamentals.
Understanding our product, our models and our brands is imperative to our ability to sell to our Prospects and
serve our Clients. We provide dynamic tools to help enterprise systems, websites, businesses, venues and events
better serve travelers who need to stay overnight nearby their intended destination. We deliver convenience,
context and confidence to the traveler.
We do ALL that we do to serve the greater good, giving back with each trip booked using our SmartTrip tools.

The Product

Our patent pending technology.
TripProximity™ powers the various SmartTrip tools; which include
Venue, Event and Anywhere tools.
The actionable habitation for each of the SmartTrip tools built for a
Team member, Channel Partner, Prospect or Client.

Admin Accounts

Every account that is created, using the registration process
(https://portal.tripproximity.com/register), is separate and distinct.
Each team member or channel partner has their own ADMIN account
that can be used for learning how the system works. You cannot hurt
the product through practice, even when it isn’t set up properly; and
the internal “test portals and tools” will not normally be seen by a
client.

Internal:
Team Member or
Channel Partner

Within that account, tools can be created for prospects to mock-up how
their site would look with our product plugged in; but the internal
ADMIN portals will not be shown to prospects during the sales process.

External:
Prospects and Clients

If the prospect becomes a client, that tool can be moved to their own
account, using the Referral Code link (shown on the Account page
within the portal). Internally, these are set up as “tracking” accounts.
For larger prospects, we create an account for them, specifically, to
show them how the portal works, in addition to mocking up how the
site would look. Once they register, we change the status of the
account to a Client.

Referrals

Referral codes are stored in Slack as a Channel #r-referral_codes.
Every account has a referral code. The use of the code when building a
new account ties a specific account to either an individual or company
that referred them.

Account Types

It is important know which type of entity each prospect is.
Typically, a for profit company, association or organization that has
visitors to their facilities
501c3 charity registered with the Internal Revenue Service, such as
schools, hospitals, NGO’s
Person with their own website, blog, club or group leader, etc.

Organization
Non-Profit
Individual/Group
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Business Models/Brands
Royalty plus Giving

We offer our clients two models, which are tied to our various brands:
The Royalty plus Giving, model can be used by individuals, groups and
companies. Our base model is a 10% royalty and 10% donation, from
the revenues we collect from their bookings, to their 501c3 charity of
choice. There are other bonus amounts available for client engagement
and volume to incentivize growth, as part of our Success Plan.
Should a client insist that they do not wish to list a charity of choice, we
explain that one of our core values is Giving, and that we will still be
giving 10% of our revenues received from their bookings to charity.
The Giving Only model, which is for both non-profits and those
individuals, groups and companies who wish to donate all the financial
benefit of the use of the SmartTrip tools to their 501c3 charity of
choice. The base donation is 25% of the gross revenues we receive from
their bookings.

Giving Only

Unique Deals and Private Label
How is money generated

If the client is a non-profit, this is the default brand.
All Unique or Private Label deal decisions are made during the sales
cycle and are part of the Agreements signed by the clients, prior to
any Activation of the tool(s).
Usage model – travel bookings
The tools supporting both of these models/brands, each function in the
same way; by generating commission revenue from hotel, car or air
bookings. There are many variables that impact the percentage that we
are paid. For planning purposes, you can use 10% of the gross sale for
hotel and car; and air is a flat $3 fee.
When those revenues are collected by Solutionz, we share the agreed
upon percentage of our gross revenue received from their bookings, in
either royalty or donation to their charity of choice. The difference in
the models and brands is only in the manner in which the collected
funds are distributed, by us, back to the Client.

Levels

1
2
3

For details on the levels, see http://www.tripproximity.com/levels
From the TripProximity or TravelingToGive websites, you can create
your own tool. Each of our Team members and Channel Partners have
their own referral code, which are used to create a new account, either
by someone at Solutionz or by providing the code to a Client.
Self-service clients come in at a level 1, where there is no revenue
sharing, until they reach 10 bookings; at which time they are
automatically upgraded to level 2.
All of our referral codes automatically establish new accounts at level 2;
and get paid from the first booking on a quarterly basis.
Our Marquis Partner Program promotes a client to level 3, which gets
paid on a monthly basis and has access to our new Concierge tab
function.
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Begin with the end in mind
It is always a good idea to envision where the client will use the tool. The better you get at thinking this through,
the more you can tell the story of how their users will relate to the new capabilities.

As we look at how to implement the tool on our prospect’s sites, there are often multiple options. Remember that
our clients can take the tool live in more than one place, but not all positioning is equal. Here is how we look at
the two examples above and what would be the “best” option.
Good

Better
Best

The one on the left is a landing page that would be accessed from the Attend the Service on
the top navigation. For someone who already has the information about the service and just
needs to make their plans it is a venue tool. This is good placement, but it requires that the
user have the date information in front of them. Another good placement is to look at any
place on the site that has a map or driving directions and put the map facing version of the tool
there.
The one on the right is a venue tool inserted into the right column of the Obituary listing page,
so if they are doing planning, this is more likely to be used, because they have everything they
need to plan their trip.
“Best” would be to insert a dynamic event tool on the obituary page, populating the date of the
service and personalizing the tool with the information from the obit. In the case of this funeral
home, a third party provides that functionality, so the funeral home doesn’t have this option on
their own.

When the tool is used in multiple places, it is a good idea to clone the original tool and use a unique tracking code
to track where the tool is placed.
The tool shape and size will adjust to where it is inserted, so don’t be afraid to suggest it in a narrow column, like
the example on the right. You may also suggest different versions of the tool, such as the map view, instead of a
page that gives a map and driving directions. Even though driving directions are normally done on a mobile device,
being able to visualize where your destination is a key part of the usefulness of the mapping tool.
A good way to determine these best practices for placement, is to become familiar with your Prospect or Client’s
website. This puts you in a position to make recommendations from the beginning of your relationship building in
the sales process.
If you need help to see the possibilities, the team is here to help.
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Before you begin building the account and the first tool
When you are ready to register the account, this “checklist of information” is gathered to assist you or the team
member “builder” of your account and tool(s).
Referral Code

Find the proper code in Slack under: r-referrals_codes
When the portal is being set up so that tools can be created for the “user”; you
will need to have your referral code (or the referral code of the person that you
are building the tool for) for the creation of both the portal and the smart trip
tools. This allows the referrer to get credit for the use of the tool for bookings.
And coupled with the use of the admin login, it also allows you to sign-in to the
account to view the clients’ analytics for the tools utilized.

Prospect/Client
Information

Contact information
Phone number, name as listed in Google Maps and their address; and, if they
are a 501c3, their legal name as listed in Charity Navigator. Quick tip, go to
http://www.google.com/maps/ and type in the name of the business or nonprofit. Name of the primary contact plus their contact information.

The View of the Tool
Map View option

The Type of Tool(s) that
you will be building
Venue

Event
Anywhere
Where will the tool be
used?
On client website
Hosted by Solutionz
Dynamic tool

The I’m Staying Hotel view is the default – this is our preference as we make
94% of our revenues from hotel bookings.
The Map view is an alternate if we are replacing a Google or Bing Map or
installing the tool on a page that has driving directions. This would be used if
the bulk of all visitors are local and just need to know where the facility is. For
large volume accounts, there is a fee for this, or they can provide their Google
API Key (in the Account page)
A client can use one or more of our tool types. They each have a different
purpose.
This is a tool for a specific place that has an address, such as a company’s
headquarters for a Contact Us page.
For a for-profit company, this tool is created automatically as the first tool,
based on the lookup done on the Organization Name field.
This is a tool for a specific event, held at a specific place, on a specific date. If
you need this type of tool, you’ll need to get the event date and venue
information.
This tool can be used for travel from anywhere to anywhere, for any reason.
It is automatically created as the first tool for Non-Profits and for Groups or
Individuals.
We have multiple ways for the client to use the SmartTrip tool and as you work
with more and more clients, it will become obvious which method is right for a
prospect.
Prior to the tool actually being installed, you will need the URL where they will
put it, so we can test and sign off on the activation.
We can host the tool on our site if the client doesn’t have a website. This is a
good choice when you want to show the client how the tool actually works.
Any client with a large volume of locations or events will likely want to use our
dynamic tool, where they write a script to pass us that data in real time.
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Step #1 – Create Admin
Login
•

Click on the proper referral
link from Slack
(#r-referral_codes channel)
to get to the new account
creation screen shown here.

IMPORTANT NOTE:
Every time a new account is created
for a prospect by using your Referral
code link, the FIRST LOGIN to create
is for our internal administrative
access to that account; and is called
the Admin Account
This allows us to:

•

•
•

•

Ensure that their Account
Page is filled out correctly
before we invite the client
to the portal
Set up the tool(s) that we
wish to show the client
Invite new members
(clients, partners, etc.) to
the portal once they have
registered
View and modify their
tools and their dashboard

Detailed directions on how to
complete this form for the Admin
account are found on page 6,
immediately following.
When you follow these instructions
to complete the prospect
registration, the account will be
ready to use to build smart trip tools
for the prospect.
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Select only one option: Organization / NonProfit / Individual or Group
ADMIN

This is NOT your real email address; but one that will be used
for any of the Solutionz team to login to this account.

%companyname%@solutionz.com
Streamline the name to make easy to
remember.
For example, if company name is A to Z
Technologies (use AZTech)
If you don’t have the phone #, use 000-0000000 and then go back and update the account
later
Enter the proper name of the organization.
For companies and non-profits, select from the
drop down to get the proper address. This
address gets written into the Account file and
for companies is used for the first venue tool.
If there is no organization that matches the
name of the firm, you will have to look up the
address of the firm and update the first tool
manually using Customize and you will also
have to update the Account page manually.
solutionz
This is used for all ADMIN accounts and is NOT
shared with the prospect/client
Select the right non-profit from the drop
down. You may have to look up the charity on
Charity Navigator to ensure that you have the
right name. It isn’t always the same as the
name they use publicly.
(mandatory for non-profits, optional for all
others)
Check the box for email communication, so we
have the permission to contact the client.
Click on green LET’S GET STARTED

At this point, the Account is created, but there are still some elements of the Account page that will
need to be updated later.
The system will immediately take you to a three-part welcome screen; which should be read through.
The Welcome Sequence is described on page 7.
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Step #2 – Welcome Sequence

Press the View Your First Tool button and you will then see the Preview Screen

At this point, you will save the tool by pressing the green READY TO USE button. Then select Host it for me and use
the company name (no spaces or special characters) as the name of the tool. You will be presented with a link,
which you can use to show the tool to the prospect.

There is further customization that you may want to do to the tool. That is described in
the Smart Tool Customization guide.
You can then use any of the functions on the left navigation, but first, we will finish the
account page, which was partially completed when you did the registration. This step must
be completed prior to inviting the client to the Portal and Tool. The directions follow on
page 8.
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Step #3 – Update Account Page
Next, you will complete the account page. Before you invite the client to the Portal, you should have done this
update and added their logo or a photo of their office to the page.

•
•
•
•
•

Double check the address
If you didn’t have the phone number when you registered, look it up now
Insert the web URL of the client’s site or blog or their Facebook page if that is where they will put
the tool
Upload an image to put on the upper left portion of this page – a rectangular photo with the logo
or photo in the top or middle of the shape is best as the system covers the lower right portion
with a white curved shape.
If you know their charity of choice, fill it in. This is not critical, as we only donate to their charity
once a year if the account is not a non-profit. The client may override this default charity with
each tool they create.

Upon completion of the Admin Login and ensuring that everything is set up properly; review with
a Team executive. They will then help with the mockups for the sales presentation to the prospect. We DO
NOT invite the client to the portal until they have registered as a client.
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