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Wave Season is a pivotal period in the travel industry, particularly for cruise bookings. It typically runs from
January through March and is characterized by a surge of promotions and discounts offered by cruise lines.
For new travel advisors, understanding Wave Season is crucial to maximizing bookings and providing
clients with the best possible deals. This essay will cover the historical context and significance of Wave
Season, the types of promotions available, and strategies for advising clients effectively during this period.

Historical Context and Significance

Wave Season originated as a strategic response by cruise lines to fill their cabins for the upcoming year. The
term "Wave Season" reflects the wave of bookings that occur during this time, driven by attractive
promotions and discounts.

Historically, this period aligns with the post-holiday season when many families and individuals start
planning their vacations for the year. The significance of Wave Season lies in its ability to generate a
substantial portion of annual cruise bookings, making it the busiest time of the year for travel advisors.

Types of Promotions
During Wave Season, cruise lines offer a variety of promotions designed to entice travelers. These
promotions can include:
1. Price Discounts: Discounts can be as steep as 50% off regular fares. This makes cruises more
affordable and attractive to a wider audience.
2. Onboard Credit: Many cruise lines offer onboard credit that can be used for special meals, drinks,
spa treatments, or experiences
3. Reduced Deposits: Lower deposit requirements make it easier for clients to commit to a booking
without a significant upfront cost
4. Complimentary Perks: Perks such as beverage packages, pre-paid gratuities, free Wi-Fi, and cabin
upgrades are common during Wave Season
5. Waived Kids’ Fares: Some cruise lines waive fares for children, making family vacations more
economical
6. Included Flights: Discounted or included flights can be part of the package, reducing overall travel
costs

Strategies for Advising Clients
As a new travel advisor, there are several strategies you can employ to make the most of Wave Season:
1. Educate Your Clients: Inform your clients about the benefits of booking during Wave Season.
Highlight the significant savings and added perks they can enjoy
2. Know Your Clients: Understand your clients' preferences and travel goals. Tailor your
recommendations based on their interests and past travel experiences
3. Plan Ahead: Start preparing for Wave Season well in advance. Create marketing materials, update
your website, and schedule social media posts to build anticipation
4. Leverage Supplier Relationships: Maintain strong relationships with cruise suppliers to stay
informed about upcoming promotions and exclusive deals
5. Personalize Your Approach: Use personalized communication methods such as handwritten cards
or customized emails to reach out to past clients and prospective new clients
6. Create a Sense of Urgency: Remind clients that Wave Season deals are time-sensitive. Encourage
them to book early to secure the best offers

Conclusion

Wave Season presents a unique opportunity for travel advisors to boost their bookings and provide
exceptional value to their clients. By understanding the historical context, types of promotions, and effective
strategies for advising clients, new travel advisors can navigate Wave Season successfully. Embrace this busy
period with enthusiasm and expertise, and you'll help your clients embark on unforgettable cruise vacations
while growing your business.



