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The Cruise Market Landscape /

Couples &

Retirees

River Cruising

E

Luxury Cruises

&

Extended Pre/Post
Packages

U

Contemporary
Ocean Cruising

a___

Family-Specific
Cabins

L

Active Onboard
Atmosphere

L

Group Cruising

Faith-Based Themes

Dedicated Meeting
Spaces

Expedition Cruising

Remote Destinations

Speciallzed Wildlife
Excursions

QR

Affinity
Groups &
Churches

Adventure
Travelers
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Diagnostic Matrix: Modalities /

Ocean Cruising

River Cruising

Expedition Cruising

@ Core Philosophy: The ship

Is the destination.

@' Atmosphere: Abundant
activities, varied dining,

large-scale entertainment.

@/ Cabin Strategy: Highly
varied (Interior to
Mega-Suites).

@ Core Philosophy: Port-
intensive and culturally

immersive.

@/ Atmosphere: Intimate,
calm, highly scenic
continuous sailing.

/) Cabin Strategy:
Balcony/Window focused,
standardized luxury.

@ Core Philosophy: Remote
access and wildlife
exploration.

/) Atmosphere: Educational,
rugged luxury, Zodiac
landings.

@' Cabin Strategy: Utilitarian

luxury, gear-focused
amenities.
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Preferred Supplier Ecosystem / =

Rules of Engagement:
Advisors must use current
approved access procedures.

Never copy supplier credentials
into public or training content.
Verify live supplier status before

quoting. A

AMA Waterways
Viking
Uniworld
American Cruise Lines

y

it

Ocean / Premium‘)‘.
Vv
Holland America
Princess
Celebrity
Virgin Voyages
Cunard

% Expeditinn / Ultra-Luxury

II III
Al Seabourn

Silversea
Lindblad
Hurtigruten
Regent

® . Scenic J

e
\ H‘a_ﬁ_

Contemporary [ Active

Royal Caribbean l
MSC
Norwegian
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The Discovery Decision Tree / S

4

Ocean, River, or Expedition? i

Who & Mobility ] [ Ship vs. Port ]
Who is traveling? What How important are ports
accessibility requirements versus the onboard ship
exist? experience?

-> Drives ship size & cabin -> Drives itinerary selection
selection. & sea-day ratio.

[ Logistics

|s this a group needing

cabin blocks? Pre/post
plans?

-> Drives group allocation
& cross-selling.
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Demystifying Stateroom Categories / =—u

CENTER AXIS

EENTER AKIS

HULL STRUETURE
.B3LGIVNY

S -

S

Oceanview

OUTWARD EXPANSION

DECK LEVEL INDICATOBS

OUMIARD THNIEATONS

N Interior <

PASSENGER ZONES

butler service. Maximizes

) il :
client experience and
- commission yield.

4 VIP amenities, priority access,

A

itineraries (e.qg., Alaska).

4 Secures private outdoor space.
o Priority for highly scenic

T

4

(4 Introduces natural light.

o High-value upgrade for clients

prone to claustrophobia.

V)

4 Budget-focused. Ideal for

active cruisers prioritizing

destinations over cabin time. >
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Package Architecture & Onboard Revenue / |

ackage Extens;ﬂ

7 ? ‘Eii Dﬁa\IdUmESHC air

S, SPecialty din,

Cabin category,
taxes/fees, standard
dining, baseline
entertainment.

7Actinn Required:

Document all inclusions,
exclusions, and quoted fees
precisely in Travel Dakdan.

N
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Group Economics & Berth Allocations .-
O~ and inventory based on OH back to the supplier
Slfpmeilal] sl Wbl without financial penalty. -
Requesting Deposit Attrition Cu:(?::;tur
P the Block SEhE Dates Tc) c Bnﬂking Timeline
e Earning ratio mechanics
Managing initial group
O| deposits versus named O | (e-9., 1 free berth for every
individual deposits. 16 booked) and applying
that value to the group.
| WIERERRN & P
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Understanding Commission Logic /

1

HORICERENTE

7

a2

S

Base Fare

Taxes & Fees

The core cabin cost. This is
the commissionable amount
where the advisor's
percentage is applied.

Non-Commissionable Fares.
Port fees and supplier
overhead costs bundled into
the advertised price.
Uncommissionable.

Mandated port and
government taxes.
Uncommissionable.

st |

F_

Strict Rule: Never represent
unearned or uncertain
income as guaranteed.
Always verify exact
commissionable amounts
directly in the supplier portal
before forecasting revenue
in Travel Dakdan.

\ sl

i
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The Sales Conversation Arc

O >0
o1 0 e
State Purpose Present Tradeoffs Explain Terms
Open with the traveler's Present 1-3 Clearly state

well-structured cruise
options. Clearly
explain tradeoffs
regarding ship size,
dining, and port
docking locations.

core goal (e.g., family
reunion, scenic
relaxation), not a
destination pitch.
Summarize the need
back to the client.

inclusions, exclusions,
exclusions, deposit
deadlines, and
cancellation policies.
Ensure NCFs and
taxes are handled
transparently.

Bl RReRa Il |

The Next-Step Close

Ask for the specific
next commitment—
guote approval,
deposit payment, or
booking authorization.
Document in Travel
DELGENE

=2

TEeme | =
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Overcoming Cruise Objections

=

lient Friction Point

Consultative Advisor Response

O All cruise lines seem the same.

Differentiate based on ship style, passenger profile,

itinerary pacing, service level, and destination focus.

Compare like-for-like. Audit cabin categories,

Y
L

seasickness or health.

—

o, The fare online is lower. Ej active promotions, hidden port fees, inclusions,
cancellation rules, and advisor support value.
e edEb ol - Do not give me:dlcal advice. Explgln ship stab_lllzers
=) and protected inner passages. Direct all medical

[
L

questions to qualified healthcare professionals. |
LR

M Gemini Notebook



Cross-Selling the Ecosystem

‘ Faith-Based Travel (Grow Ministry)

= | Organizing Christian-themed group

cruises or biblical history sailings.

Luxury & Wellness (Dream

Spas) I |

Upgrading to suite-class, thermal spa | © |
passes, or luxury wellness pre-stays. | =

DI 0l |
E

CEE [HY S0

s

0 S e e— ] Cruise Travel &
= - | Specialist .........

Al  Safari & Aquatic Adventures |
(Zoo Media) s _ <

Adding high-value wildlife extensions = Structuring incentive travel programs | f’#,

2 before or after expedition cruises. | and corporate retreats at sea. i
Il e i o |

NIERERS & | =
| _




Compliance & Risk Guardrails

ﬂlﬁ

i

O

oy
b

Verification is Mandatory

Verify current line promotions, exact commissions, cabin availability, and final payment

dates from authoritative supplier sources.

ik
L

o,

No False Guarantees

K"
W

Never promise cabin upgrades, onboard credit (OBC), amenities, or price matching

unless explicitly confirmed by the supplier.

il
L

{:} ﬂ i) -_-I-- |
M) Credential Secrity. e 17 0 o i oy i
e Never copy restricted supplier credentials into training outputs, unapproved Sl systems, ¢
AT .
e or public assets. : |

Cr

Scope of Practice

i
Tt

Never give medical advice regarding seasickness, mobility, or health fitness for travel.

0




Practical Certification & Next Steps

> ¢ N —

| \/I _ Conduct a simulated client discovery

identifying profile and constraints.

|\/I _ Produce a logical cruise package

outline (cabin, ancillaries, pre/post).

|\/I _ Present the offer with clear tradeoffs

and respond to at least three objections.

\/ 'Requirement4: Cross-Selling | dentify at least two relevant cross-sells
from the USAEV ecosystem.

\/ 'Requirement 5: Operational Excellence’ Achieve 100% on compliance items
and properly document in Travel

IELGEND

= . ——r:
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