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INTRODUCTION

The High-Stakes Role of Travel
Management in 2025

In 2025, the world of travel management isn't just bouncing back; it's transforming in a big way. Disruptions like
global events, sudden tariffs, changing travel rules, and rising costs have made business travel incredibly tricky to
predict, plan, and in some cases even justify. With travel budgets under the microscope, managing a successful
travel program is more crucial than ever before.

Gone are the days when a travel manager simply handled logistics or managed expenses. Today, travel managers
are expected to be true architects, making sure business travel directly supports company goals such as boosting
sales, keeping talented people engaged, helping executives stay aligned, and building overall operational
strength. In this new landscape, a Travel Management Company (TMC) isn't just a vendor; they are your essential
partner. Your TMC can share vital insights, escalate decision-making, and ensure your travel strategy is perfectly
aligned with what your business needs most.

This whitepaper is designed to be your guide, offering practical ways to confidently meet today’s unique
challenges. We'll explore how to build a program that can handle disruptions, reduce those frustrating "leakage"
issues, unlock the full value of your TMC partnership, and fundamentally shift how your company uses travel—
from a mere expense to a powerful engine for growth. Within these pages, travel managers will discover tips to
help turn ideas into action and position their program to lead with confidence, no matter what the future holds.
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From Cost-Cutting to Resilience

Most travel managers are tasked with finding ways to
reduce expenses for their organization, but in today's
economy, saving money isn't enough to help a business
flourish. Rising prices, unpredictable tariffs, and constantly
changing regulations demand more than simple
cost-cutting. The modern landscape calls for agile,
risk-aware travel programs that can bend without
breaking. Companies that succeed in this environment
are those that prepare for disruption, rather than just
focusing on keeping spending down.

Partnering with a modern TMC like Direct Travel is a
key step forward. With tools that allow for dynamic
sourcing, real-time data analysis, and easy-to-use central
dashboards, a TMC partnership helps travel managers
gain visibility into spending patterns, policy exceptions,
and even traveler behavior. This means you can make
quicker, smarter decisions—whether it's adjusting flight
routes when prices jump, or reallocating travel budgets
based on new regional restrictions. It also gives senior
leadership a much clearer reason to invest in travel,
backed by impactful data.

Strategic resilience goes beyond having an emergency
plan. It's about building flexibility into your travel strategy
to keep things running smoothly, even when things get
tough. Companies that bake this kind of adaptability

into their travel approach are better equipped to pivot
quickly, reassign resources effectively, and ensure that
travel continues to support business objectives without
becoming a financial burden.

Understanding the Shift: Why Resilience
Matters More Than Ever

The growing emphasis on resilience stems from the
increasing unpredictability of today’s world. A sudden
global crisis, natural disaster, or economic shift can
render even the most carefully planned travel budget
obsolete. While cutting costs in response may be
necessary at times, it often comes at the expense of
missed opportunities, operational slowdowns, and
dissatisfied travelers. In contrast, a resilient travel program
takes a proactive approach—anticipating disruptions and
building in the flexibility to adapt quickly. This means
focusing not just on cost, but also on traveler safety,
business continuity, and strategic agility.
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Building Blocks of Resilience: Data, Tools,
and Partnerships

A strong, resilient travel program stands on three
connected pillars:

e Data-Driven Insights: Having access to real-time,
comprehensive data is crucial. Beyond visibility
into spending, your data should tell you where your
travelers are, if their plans change, and what external
risks they may encounter. A powerful analytics
platform from a TMC can bring all this information
together, helping travel managers spot new trends,
find weak spots, and make smart, proactive choices.
For instance, understanding past travel patterns
to certain areas, combined with current political or
economic news, can help predict
possible disruptions.

¢ Agile Tools & Technology: The right technology
lets you act fast. Dynamic sourcing tools mean travel
managers can react to changing prices or limited
availability. Centralized booking platforms with
built-in policy controls make the process smoother
for employees while making sure they stay compliant.
Tools that allow for quick re-routing or re-booking
during disruptions are essential. If a sudden airline
strike impacts travel to a key market, for example,
a resilient system could help quickly find an alternate
route and minimize the hit to the business.

e Strategic TMC Partnership: A TMC is far more
than just a booking agent, they're a hub of vital
information. Their global reach, relationships
with vendors, and access to industry-wide data
means they can give you incredible insights into
market conditions, new risks, and best practices.
Travel managers should have regular, strategic
conversations with their TMC to future-proof their
travel program. A strong partnership should also
include joint planning for potential crises so both
sides know exactly what to do to keep the
program on track.
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Case in Point: Navigating Supply Chain Disruptions

Let's take a closer look at organizations that rely heavily on international travel for managing their supply chains.
In today’s unpredictable world, disruptions to shipping routes, customs rules, or local transport can seriously affect
operations. A resilient travel program, with a proactive TMC by your side, can:

1. Monitor Global Events: The TMC'’s set of risk monitoring tools should immediately alert you to potential
problems in crucial regions.

2. Adapt Travel Policy: Policies should be quickly changed to allow for alternative travel options when standard
routes are unavailable.

3. Provide Real-Time Traveler Support: If a traveler gets stuck, 24/7 support from a TMC ensures fast assistance,
re-booking, or alternative arrangements, cutting down on wasted time and stress.

4. Plan for “What If” Scenarios: Regular discussions with your TMC should include preparation for different
disruptions, and setting up response plans beforehand.

This proactive approach doesn't just save money; it also ensures operations keep moving, ensuring that critical
supply chain functions aren't held back.

Key Takeaways

S it =g

Build a real-time cost and Anticipate potential disruptions Design travel policies that
risk dashboard with your TMC by looking at historical data, offer flexibility without losing
to get instant visibility current market trends, control, allowing you to pivot
and control. and global intelligence. quickly when needed.

Actionable Tips

Schedule monthly check-ins with your TMC, specifically to review external risk factors, discuss potential impacts,
and work together to adjust sourcing strategies.

Create a "Plan B Playbook" that includes pre-approved backup vendors, alternative routes, and clear guidelines
for using virtual options as a fallback to in-person situations.

Use your TMC'’s platform to run smart "what-if" forecasts, directly connecting potential travel changes to
key business goals.

For today’s organizations, resilience isn’'t optional—it’s a key driver of success. Travel programs that can adapt under
pressure are best positioned to stay aligned with business needs when it matters most.
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From Leakage to Loyalty

Even the most carefully-designed travel program falls short if travelers do not use it. Policy leakage—when employees
book travel outside the approved system—is a constant headache that hurts both your budget control and,

more importantly, traveler safety. In most cases, this issue isn’t driven by willful noncompliance. Rather, the program
might not be set up to fully meet the needs of its users.

When booking tools are clunky, approvals take too long, or policies aren't clear, travelers may turn to consumer websites
thinking they offer added convenience. This leads to a loss of visibility, makes reporting inaccurate, and weakens your
ability to negotiate better deals with vendors. The simple answer? Build a program that travelers trust and genuinely
want to use.

At Direct Travel, we believe in making compliance easy through smart design. This means providing intuitive mobile
booking platforms, putting policy guidance right where travelers need it, and communicating openly and consistently.
When the right choice is the easy choice, people will follow.

What's more, program compliance isn't just about saving money, it's about gathering critical data that helps travel
managers make better decisions. Without a full view of how employees are booking, you lose out on key insights into
trends, what your travelers really need, and where company funds are actually going. A smooth, user-focused platform
closes that gap, giving the travel manager the complete picture.

The Hidden Costs of Leakage: Beyond Direct Spend

Beyond the immediate financial cost of a more expensive flight or hotel room, the true impact of leakage goes deeper.
Consider these additional consequences:

Q Loss of Negotiating Power
I% Every booking made outside the system chips away at your total spending with preferred vendors.
‘% This weakens your hand when trying to negotiate better discounts, perks, and services in the future.

In an emergency, it’'s absolutely vital to know where your travelers are at currently. Leakage creates dangerous
blind spots, making it more difficult to find and help employees during a crisis.

a\ Compromised Duty of Care

4h Inaccurate Data & Forecasting
=’ Without a complete picture of all travel activity, data becomes unreliable. This affects everything from budgeting
.

and forecasting to understanding busy travel times and finding real cost-saving opportunities.

Reduced Productivity
Travelers who spend extra time searching for and booking out-of-policy travel are less productive.

Plus, the extra work of tracking and reconciling these bookings falls onto your finance and travel teams.

Erosion of Policy Adherence
When leakage becomes common, it sends a signal that policies aren't valued or enforced.
This could potentially lead to a broader disregard for other company guidelines.

X
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Designing for Loyalty: The User Experience Imperative

To stop leakage, you need to shift from just punishing off-channel bookings to offering positive experiences and making
things incredibly easy for users. Think about why people use popular consumer apps: they're intuitive, efficient, and meet

their needs. Your company's travel program should aim for that same standard.

* Intuitive Technology: The booking platform must
be as easy, if not easier, to use than consumer travel
sites. This means a clean design, powerful search
functions, and personalized suggestions based on
past travel and policy rules.

e Streamlined Approvals: Long, multi-step approval
processes can be a major turn-off. Use technology to
set up automatic approvals or provide clear updates
on approval status to manage traveler expectations.
Mobile approval options can also speed things
up significantly.

Accessible Policies: Policies should be short, easy
to understand, and readily available right within the
booking tool. Consider interactive policy guides or
in-app messages that gently guide travelers toward
compliant options.

Clear Value: Travelers need to understand why they
should book in-program. Highlight the benefits for
them: 24/7 support, access to special rates, duty of
care protection, and easier expense reporting.
Frame it as something that benefits them as
individuals, not just the company.

Example: A Seamless Booking Experience

Imagine a traveler needs to book a last-minute flight for an important client meeting.

From Leakage

The traveler finds a flight on a consumer
site, books it, and manually submits an
expense report, possibly forgetting details
or mis-categorizing costs. The company
may not be aware of the booking until

much later, and the traveler isn't covered »
by safety protocols.

To Loyalty

With Direct Travel as their TMC, the travel
manager knows their employees use
Avenir: Travel Edition for their bookings.

It automatically fills in this traveler’s profile,
suggests options that fit policy based

on their history, and highlights preferred
vendors with special rates. An automatic
approval request is sent, and since the flight
is within policy, it's instantly approved.

The trip details are automatically fed into
the expense system, and the company has
real-time visibility and safety coverage.
Both the traveler and manager feels
supported and efficient.

This clear difference highlights the power of designing for loyalty. When the approved way is the easiest way and the

most beneficial for the traveler, leakage naturally goes down.
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Key Takeaways

Think of leakage as a user Prioritize making your system Always communicate the real
experience challenge, not just easy to use. Simplify approval value of booking within policy
a behavior problem, and focus steps to remove friction and through channels that travelers

on design-based solutions. encourage adoption. see, building understanding

and buy-in.

Actionable Tips

. Conduct a thorough review of your current booking and approval process to pinpoint exactly where friction points
may occur.

- Introduce in-app nudges and prompts that naturally guide users to choices that align with policy, making
compliance feel effortless.

- Launch a quarterly “Did You Know?” campaign that highlights the specific tools, savings, and benefits available
to travelers who book within policy.

By intentionally focusing on the traveler's experience, you'll gain better compliance, more control, and greater
confidence in your program.
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SECTION 3

Activating Strategic Value
with the 7 Levers

Travel management today goes beyond day-to-day operations. Being able to demonstrate measurable value across
key areas can elevate the role of travel within your organization. At Direct Travel, we've identified seven core levers that
provide a powerful framework for elevating your travel program from a service function into a true business enabler.

Together, these levers offer a comprehensive approach to optimizing performance and maximizing impact:

1. Cost Optimization: Beyond cutting expenses, cost optimization includes smart vendor selection, pre-trip approvals,
and having clear visibility into all spending. It's about getting the most value for every dollar.

2. Traveler Experience: Successful travel programs put the well-being and productivity of travelers first. This includes
providing smooth, easy-to-use tools that reduce "booking fatigue" and ensure a seamless journey from start to finish.

3. Disruption Management: In an unpredictable world, proactive alerts, real-time re-routing support, and strong
communication are essential to minimize the impact of unexpected events on your travelers and
business operations.

4. Strategic Planning: Using data-driven forecasts and analysis to align travel activities with your company’s big-picture
goals moves your program from reactive to proactive.

5. Policy Compliance: Increasing compliance shouldn't mean frustrating your travelers. By using in-platform controls
that are intuitive, travel managers can guide employees without feeling overly restrictive.

6. Business Alignment: Strategic travel management starts with connecting travel activity to tangible business results,
such as fueling sales, streamlining operations, and hitting talent goals.

7. Technology Enablement: A robust tech setup is the backbone of any modern travel program. This includes
integrated platforms that centralize bookings, embed policies smoothly, and provide powerful analytics for
informed decisions.

By thoughtfully focusing on and optimizing these seven levers, travel managers can effectively transform what might
have been seen as just an administrative task into a forward-thinking, impactful force. These elements allow you to
anticipate needs, respond faster, and contribute meaningfully to your company's overall planning efforts. Together,
they create a connected system that continually improves as your business needs evolve.
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Deep Dive into the 7 Levers: Operationalizing Value

Let's look at each lever in more detail to understand its full potential:

Cost Optimization:

Smart Spend, Not
Just Less Spend

2

Traveler
Experience:
Empowering the
Road Warrior

3

Disruption
Management:
Staying Ahead of
the Unexpected

4

Strategic
Planning: Data as
Your Crystal Ball
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Strategic Sourcing: Going beyond just the “cheapest” option. It’'s about finding
vendors that offer the best overall value, including service, flexibility, and traveler
experience. This can often be accomplished through preferred programs and
negotiated rates.

Demand Management: Analyzing travel patterns to find opportunities to reduce
unnecessary trips, encouraging virtual alternatives when appropriate, and optimizing
timing for cost efficiency.

Proactive Spend Management: Using pre-trip approval systems that not only enforce
policy but also show potential spending before it happens, allowing for adjustments.

Intuitive Platforms: Providing online booking tools and mobile apps that are so easy to
use, travelers actually want to use them. This reduces hassle and encourages booking
within your program.

Personalization: Using traveler profiles, preferences, and past behavior to offer
relevant options and make the booking process simpler.

Seamless Support: Ensuring 24/7 access to help quickly solve any issues,
whether through live agents, chatbots, or self-service options.

Wellness & Safety Integration: Adding features that support traveler well-being,
such as real-time safety alerts and access to health resources.

Real-time Monitoring: Using technology to track global events (like weather, political
situations, or health crises) that could affect travel, and automatically alert travelers
and managers.

Proactive Communication: Setting up clear ways to talk to travelers during
disruptions, giving them updates, and outlining alternative solutions.

Rapid Re-accommodation: Empowering your TMC to quickly re-book flights, hotels,
or ground transportation if there are cancellations or delays, minimizing traveler
frustration and lost productivity.

Advanced Analytics: Moving beyond basic reports to predictive analysis that forecasts
future travel demand, identifies potential savings, and models how policy changes might
impact things.

Benchmarking: Comparing your travel program's performance against others in your
industry to find areas where you can improve and adopt best practices.

Budget Alignment: Using data to show how travel spending directly supports and
aligns with company budgets and strategic initiatives.
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e Embedded Policies: Building policy rules directly into your booking tool, giving real-
time guidance, and flagging choices that are outside policy before a booking is made.

5 ¢ Exception Management: Setting up a clear and efficient process for policy exceptions,

ensuring you have necessary flexibility where needed.
Policy Compliance:
Nudging Toward

the Right Choice e Education and Communication: Regularly informing travelers about policies and the

reasons behind them, highlighting the benefits of sticking to the rules (e.g., safety,
cost savings).

e Purpose-Driven Travel: Shifting focus from just "trips taken" to "goals achieved"
through travel, connecting corporate travel directly to specific business objectives
(e.g., sales growth, project completion).

6

e Cross-Functional Collaboration: Working closely with other departments (such as
Business sales, HR, and marketing) to understand their travel needs and illustrate how travel

Alignment: Travel helps them meet their key performance indicators (KPIs).
as a Strategic

Enabler ¢ Measuring Impact: Developing metrics beyond cost to include both qualitative and
quantitative ways to calculate business impact (e.g., how many deals closed after client
visits, how many employees stayed after team offsites).

e Integrated Platforms: Using a single, comprehensive platform that seamlessly
connects booking, expense management, duty of care, and analytics.

7

* Mobile-First Design: Making sure your travel program is fully accessible and meets the

Technology needs of today's diverse travelers.
Enablement: The
Digital Backbone e APl Integrations: Using open APIs to connect your travel platform with other company

systems (like HR or CRM) for smoother data flow and automation.

The Synergistic Effect: More Than the Sum of Its Parts

The true strength of these seven levers becomes readily apparent when they work together. For instance, strong
Technology Enablement (Lever 7) directly helps you with better Cost Optimization (Lever 1) through real-time
data and automated processes. An excellent Traveler Experience (Lever 2) significantly boosts Policy Compliance
(Lever 5). Ultimately, every lever contributes to stronger Business Alignment (Lever 6), changing how travel is
seen from just an expense to a valuable investment.

By continuously reviewing and enhancing your program across these seven dimensions, you can build a travel
strategy that goes beyond efficiency and compliance, and contributes to larger company goals.
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Travel as a Business Driver

Beyond transporting employees from Point A to Point B, business travel has always been fundamentally about achieving
the right outcomes. Travel plays a vital role in increasing revenue, strengthening company culture, and ensuring team
members are strategically aligned across the organization.

Whether it's a crucial sales meeting, a team get-together away from the office, onboarding new team members,
or executive strategy sessions—purposeful, well-timed travel delivers real value. But to secure the budget and get buy-in
from leadership, travel managers need to connect travel to company KPIs, not just expense reports.

This demands a shift in how we think. Instead of simply counting trips, consider the full impact of the journey:

g L

Did that face-to-face meeting Did a team offsite reduce Did a site visit speed up a new
help close a deal? employee turnover? employee's integration?

In a world where hybrid work and scattered teams are the norm, using business travel strategically becomes a major
competitive advantage. It can help different departments work together better, break down operational silos, and create
space for deeper, more meaningful connections with clients and colleagues.

The Evolution of Travel Value: Beyond Expense Reports

Historically, business travel could sometimes be seen as just another cost or an unavoidable expense listed on a balance
sheet. Shifting to think of travel as a business driver means rethinking this perspective entirely and treating travel as

a smart, strategic investment. This new way of thinking requires travel managers to speak the language of business
results, showing how every single trip directly helps the company reach its strategic goals.

TRAVEL
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Tangible Impacts of Strategic Travel

Let's break down how purposeful travel can lead to various business outcomes:

Revenue
Generation and
Sales Acceleration

2

Talent
Engagement and
Culture Building

3

Operational
Efficiency
and Strategic
Alignment
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Client Acquisition & Retention: Face-to-face meetings can often be more impactful than
virtual interactions, leading to stronger bonds, new clients and increased retention of
existing ones. Being physically present can make all the difference in closing complex
deals or solving critical client issues.

Market Expansion: Travel allows teams to explore new markets, conduct on-the-ground
research, set up local partnerships, and launch new products or services in distant areas.

Partnership Building: In-person collaboration with strategic partners can foster deeper
relationships and lead to joint ventures, shared development projects, and expanded
business opportunities.

Conferences & Trade Shows: Attending and exhibiting at industry events helps
generate leads, gather competitive information, and network in ways that directly feed
a sales pipeline.

Onboarding & Training: In-person onboarding gives new hires a more immersive and
engaging introduction to your company culture, helping them integrate faster and stay
longer. Specialized training programs often benefit greatly from hands-on, in-person
instruction.

Team Cohesion & Collaboration: For teams spread out geographically, regular
in-person offsites are vital for building camaraderie, encouraging collaboration across
different functions, and overcoming the limitations of virtual communication. This can
significantly boost morale and productivity.

Employee Retention: Investing in meaningful travel opportunities, like attending industry
conferences or participating in offsite strategy sessions, can be a valuable perk that
contributes to employee happiness and loyalty.

Leadership Alignment: Executive strategy sessions held offsite can provide a focused
environment free from daily distractions, allowing for deeper discussions and stronger
agreement on critical business decisions.

Project Kick-offs & Reviews: Important projects often benefit from in-person kick-off
meetings to set clear goals, define roles, and build team cohesion, especially when teams
are in different locations. Regular in-person reviews can speed up problem-solving.

Audits & Site Visits: For some industries, traveling for audits, quality control, or supplier
evaluations is necessary for maintaining operational standards and reducing risks.

Problem Solving: Complex issues that are hard to solve remotely can often be quickly
addressed through focused, in-person meetings, saving time and resources in the
long run.

Knowledge Transfer: Making it easy for experts to travel and share knowledge,
train teams, or implement new processes across different locations ensures consistent
operational standards and spreads best practices.
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Quantifying the Unquantifiable: Measuring ROI

While some travel impacts are directly measurable
(such as sales closed), others are more qualitative

(like improved team morale). The key is to develop ways
to measure and tell stories that effectively show value:

e Quantitative Metrics:

= Sales Conversion Rates: Track the percentage
of deals that close after a client visit.

= Project Completion Rates/Timelines: Compare
projects where key in-person meetings
happened versus those where they didn't.

= Employee Retention Rates: Evaluate if this
rate improves after team offsites or leadership
development trips.
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= Cost of Employee Turnover: Show how team-
building travel can help reduce this expense.

= Market Share Growth: Link this to journeys
where the company entered new markets or
expanded client relationships.

¢ Qualitative Metrics and Storytelling:

= Case Studies: Document specific examples
where travel directly led to a big business win,
detailing what happened before and after.

= Testimonials: Gather feedback from sales teams,
HR, or project managers about the clear benefits
of in-person interactions.

= Narrative Reports: Present your data alongside
compelling stories that illustrate how travel
impacted key business initiatives. For example,
"A crucial client meeting in Q2, made possible
by our flexible travel program, directly led to a
$X million contract renewal that was previously
at risk."

Your TMC as a Strategic Growth Partner

Travel managers can lean on their TMC to play a huge
role in the shift of approaching travel as a business driver.
Your TMC can help you:

e Track Purpose: Build "trip purpose" fields into
your booking forms to categorize travel by its
business objective.

¢ Provide Data: Supply reports that break down travel
spending by department, project, or purpose,
giving you a clearer view of the return on investment.

¢ Benchmark: Offer insights into how other successful
companies are using travel for growth.

e Consult: Advise you on the best strategies for
optimizing travel to meet your specific
business goals.

By moving beyond seeing travel as just a "cost center"
and embracing it as a strategic asset, your organization
can unlock significant competitive advantages, leading to
both financial success and a flourishing company culture.
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CONCLUSION

Leading with
Clarity in Uncertain Times

In an era that’s been undeniably complex for corporate travel, the real opportunity for travel managers isn't just to
manage budgets and logistics, but to lead organization through the change as it happens. The strongest programs
in the future will be those that fully embrace resilience, actively encourage traveler compliance, skillfully maximize
strategic tools, and clearly link travel directly to business growth.

At Direct Travel, we firmly believe that travel should propel your business forward—not just move people from one
place to another. With the right mindset, the right tools, and a strong partnership with your TMC, you have the power
to build a program that is focused on results and ready for the future. Our team works alongside our clients, not to
merely handle travel needs and itineraries, but to create agile, smart, and truly high-performing travel strategies.

Final Takeaways: Your Program Compass

w w
Be resilient, deliver value, and ensure Use the comprehensive seven- Partner with a TMC that offers
business travel aligns with company lever framework to assess proactive insights, strategic
goals. Use these core ideas to direct your program now and make advice, and innovative solutions.
strategic choices and make any adjustments for the future.
necessary operational adjustments.
\ y € y € 4

Next Steps: Activating Your Strategic Vision

- Share this guide internally to kickstart a meaningful discussion and strategic review of your travel program's
current state and future potential.

- Invite your TMC to be a true planning partner, leveraging their expertise and resources to help you shape
a forward-thinking travel strategy.

- Redefine what success looks like for travel in your organization—focusing less on how many trips are taken
and more on the tangible business value created.

With Direct Travel by your side as a strategic partner, your travel program can truly become a source of confidence—
empowering you to navigate uncertainty, adapt seamlessly to evolving business goals, and move your organization
forward with clear purpose and impactful results.

Ready to take your travel program from cost center to competitive advantage?

—> Schedule a consultation with our team.
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