
 
  

Cruise Industry Cruise Industry Cruise Industry Cruise Industry     

OverviewOverviewOverviewOverview 

 

 

 Last Updated 
February 3, 2026 



This training module is designed to help travel advisors confidently position cruise lines, identify the 
best fit for different traveler types, and use consultative sales techniques to guide clients toward the 
right cruise experience. The goal is not to sell a ship, but to match the traveler to the experience that 
will deliver the most value, enjoyment, and long-term loyalty. 
 

To start, here are some qualifying questions to help guide you into the cruise line segments further on 
in this training 

 
Key Selling Questions: 

Question What it Reveals How to Use it 
Have you sailed before? If so, what 

cruise lines? 
Cruise Experience 

Glean previous experience and 
establish baseline expectations 

What made you start thinking 
about a cruise? 

Emotional Trigger 
Anchor recommendations on 

this motivation 
What vacations have you loved the 

most in the past? 
Travel Personality 

Match cruise style to past 
success 

What did you not like about 
previous trips? 

Risk factors 
Avoid repeating 
disappointment 

Is this trip for relaxation, 
exploration or celebration? 

Priority focus Helps you narrow ship category 

Do you prefer structure or 
flexibility on vacation? 

Ship style fit Itinerary type 

How important is food on your 
vacation? 

Culinary expectations 
Position premium or luxury 

lines 
What is your ideal evening 

onboard? 
Entertainment tolerance Avoid mismatches in nightlife 

How do you feel about big crowds? Social style Boutique vs. mega-ship 
Are ports or the ship experience 

more important? 
Itinerary weighting 

Itinerary ports of call vs. days 
at sea 

How active do you want to be 
ashore? 

Physical readiness 
Match shore excursions, pacing 

and destination difficulty 

What kind of atmosphere do you 
enjoy? 

Vibe preference 
Guide toward family friendly, 
upscale, lively or serene cruise 

lines 
How importation are shows, 
nightlife and casual dining? 

Entertainment Priority 
Steer toward mass market vs. 

premium or luxury lines 

Are you traveling with kids or 
multi-generations? 

Group composition 
Identify family friendly, multi-

gen or adult focused cruise 
lines 

Are food & service importation to 
you? 

Service expectations 
Position premium, luxury or 

all-inclusive lines 
Do you prefer a calmer atmosphere 

without losing entertainment 
options? 

Balance preference 
Recommend premium lines 
that blend relaxation with 

activities 
 
  



Common Cruise Objections and How to Respond 
Handling objections is a natural and expected part of the cruise sales process. Objections are rarely a 
rejection of cruising itself. More often, they signal uncertainty, past experiences or unmet 
expectations. When travel advisors understand what is truly behind a client’s hesitation, they can 
respond with confidence, clarity and empathy. The following table outlines common cruise related 
objections, what those objections typically reveal and effective ways advisors can address them while 
guiding clients toward the right cruise experience. 
 

Common Objections: 

Client Objection What’s Really Behind It Advisor Response Strategy 

Cruises are too expensive. 
Price sensitivity or unclear 

value 

Explain inclusions and compare 
bundled value versus booking 

components separately. Reframe the 
conversation around overall experience, 

not just price. 

I don’t want to feel 
trapped on a ship. 

Fear of limited freedom 
Position the ship as a floating hotel and 

highlight daily port visits, personal 
choice and quiet spaces. 

I get motion sickness. Comfort and health concern 
Recommend stabilized ships, calmer 

itineraries and mid ship cabin locations 
to reduce motion. 

I don’t like big crowds. Social comfort level 
Steer toward smaller ships, premium or 
luxury lines with fewer guests and more 

space. 
Cruises feel too 

structured. 
Desire for flexibility 

Emphasize flexible dining, independent 
exploration and optional programming. 

I don’t want to be around 
kids. 

Atmosphere preference 
Recommend adult focused lines or 

itineraries that naturally attract fewer 
children. 

I don’t think I’ll like 
cruise food. 

Quality concern 
Match the client with cruise lines 
known for culinary excellence and 

specialty dining. 

I’ve heard cruises nickel 
and dime you. 

Fear of hidden costs 
Set clear expectations about what is 

included and position more inclusive 
cruise lines if needed. 

I don’t want to follow a 
group on excursions. 

Independence preference 
Explain independent exploration 

options, private tours and small group 
experiences. 

Cruises don’t feel 
authentic. 

Desire for meaningful travel 
Recommend destination focused 
itineraries with longer port stays, 
overnights and local immersion. 

I’m worried about crowds 
in ports. 

Over tourism concern 
Choose itineraries with quieter ports, 

better timing and thoughtful excursion 
planning. 

I don’t want to commit 
without knowing if I’ll like 

it. 
Risk aversion 

Suggest shorter itineraries, first time 
cruiser friendly lines or flexible 

cancellation options. 

I can just book this myself 
online. 

Unclear advisor value 
Reinforce expertise in matching cruise 
lines, managing details and advocating 

for the client. 
 



Ocean Cruise Lines 
Cruise Line Mass Market Premium Luxury Boutique 

Atlas Ocean Voyages   X  
Azamara  X   
Carnival Cruise Line X    
Celebrity Cruises  X   
Celestyal Cruises X    
Costa Cruises X    
Crystal Cruises   X  
Cunard  X   
Disney Cruise Line  X   
Explora Journeys   X  
Holland America Line  X   
MSC Cruises X    
Norwegian Cruise Line X    
Oceania Cruises  X   
Paul Gauguin Cruises    X 
Princess Cruises X    
Regent Seven Seas   X  
Ritz-Carlton Yacht 
Collection 

  X  

Sea Cloud Cruises    X 
Seabourn   X  
SeaDream Yacht Club    X 
Silversea   X  
Star Clippers    X 
Viking Ocean Cruises  X   
Virgin Voyages  X   
Windstar Cruises    X 

 
Ocean Cruise Line Descriptions: 

• Atlas Ocean Voyages – Polar-capable luxury ships with expedition-style itineraries. 

• Azamara – Destination-focused cruising with longer stays and overnights. 

• Carnival Cruise Line – Fun, casual, entertainment-driven cruising at great value. 

• Celebrity Cruises – Modern premium ships with elevated dining and design. 

• Celestyal Cruises – Value-oriented itineraries focused on Greece and the Eastern Med. 

• Costa Cruises – European-flavored mass-market cruising with lively onboard atmosphere. 

• Crystal Cruises – Classic luxury with spacious ships and refined service. 

• Cunard – Traditional ocean liners known for elegance and transatlantic crossings. 

• Disney Cruise Line – Premium family cruising with immersive theming and service. 

• Explora Journeys – Contemporary luxury emphasizing wellness, space, and inclusions. 

• Holland America Line – Premium cruising with strong enrichment and destination focus. 

• MSC Cruises – Large, modern ships with international style and competitive pricing. 

• Norwegian Cruise Line – Casual, freestyle cruising with wide dining and entertainment 
choices. 

• Oceania Cruises – Premium, food-focused cruising with smaller ships. 

• Paul Gauguin Cruises – Boutique luxury in French Polynesia with strong destination 
immersion. 

• Princess Cruises – Well-rounded mass-market cruising with strong itinerary variety. 

• Regent Seven Seas – Ultra-luxury, nearly fully all-inclusive cruising. 



• Ritz-Carlton Yacht Collection – Yacht-style luxury emphasizing lifestyle and service. 

• Sea Cloud Cruises – Elegant sailing ships offering old-world luxury. 

• Seabourn – Intimate luxury cruising with strong service and enrichment. 

• SeaDream Yacht Club – Casual luxury yachting focused on open-air living. 

• Silversea – Luxury cruising with both classic and expedition offerings. 

• Star Clippers – Tall-ship sailing experiences with a relaxed boutique feel. 

• Viking Ocean Cruises – Premium adults-only cruising with strong cultural focus. 

• Virgin Voyages – Adults-only premium cruising with modern design and dining. 
 
How to Explain Cruise Categories to Clients 

• Mass Market / Main Street: “These cruises feel like floating resorts — lots of entertainment, 
dining choices, and strong value. Great if you want fun, variety, and affordability.” 

• Premium: “These cruises offer a more refined experience — better food, service, and décor — 
without being overly formal or all-inclusive.” 

• Luxury: “Luxury cruises focus on space, personalized service, and inclusions. Most costs are 
bundled, so the experience feels effortless.” 

• Boutique / Yacht-Style: “These are smaller, character-rich ships that feel intimate and 
destination-focused rather than entertainment-heavy.” 

  



Expedition Cruise Lines 
Cruise Line Value Premium Luxury 

Aurora Expeditions  X  

HX Expeditions  X  

National Geographic / Lindblad  X  

Ponant Explorations   X 

Quark Expeditions  X  

Seabourn Expedition   X 

Silversea Expedition   X 

Swan Hellenic  X  

UnCruise Adventures X   

 
Expedition Cruise Line Descriptions: 

• Aurora Expeditions – Science-led expeditions with strong activity focus. 

• HX Expeditions – Comfortable expedition cruising with education and sustainability focus. 

• National Geographic / Lindblad – Premium expeditions with top-tier guides and enrichment. 

• Ponant – Luxury expedition ships with refined French hospitality. 

• Quark Expeditions – Polar specialists focused on immersive exploration. 

• Seabourn Expedition – Luxury expedition cruising with high-end hardware and service. 

• Silversea Expedition – Ultra-luxury expedition experiences with broad inclusions. 

• Swan Hellenic – Cultural and expedition cruising with modern ships. 

• UnCruise Adventures – Adventure-first itineraries with maximum off-ship time. 
 
How to Explain Cruise Categories to Clients 

• Expedition Value: “These trips prioritize adventure and time off the ship over luxury finishes.” 

• Expedition Premium: “You still get real expedition landings with good comfort, just fewer 
luxury extras.” 

• Expedition Luxury: “You get both serious exploration and top-tier comfort, dining, and 
inclusions.” 

 
  



River Cruise Lines 

Cruise Line Value 
Mid-

Premium 
Upper-

Premium 
Luxury 

American Cruise Line   X  
Amadeus River Cruises   X  
AmaWaterways   X  

Avalon Waterways  X   
Emerald Cruises   X  
Riverside Luxury Cruises    X 
Riviera Travel X    

Scenic Luxury Cruises    X 
Tauck River Cruises    X 
Trafalgar River Cruises X    
Uniworld Boutique River Cruises    X 

Viking River Cruises   X  
Viva River Cruises  X   

 
River Cruise Line Descriptions: 

• American Cruise Line – U.S.-focused river cruising with modern ships. 

• Amadeus – Elegant European river ships with strong comfort standards. 

• AmaWaterways – Upper-premium rivers with great food and included excursions. 

• Avalon Waterways – Value-focused premium cruising with spacious cabins. 

• Emerald Cruises – Stylish river cruising with good inclusions and value. 

• Riverside Luxury Cruises – All-suite, ultra-luxury river experiences. 

• Riviera Travel – Budget-conscious river cruising popular with European travelers. 

• Scenic – Ultra-luxury, nearly all-inclusive river cruising. 

• Tauck – High-end guided travel with strong enrichment and inclusions. 

• Trafalgar – Entry-level river cruising tied to guided land touring. 

• Uniworld – Boutique luxury river ships with strong design and service. 

• Viking River Cruises – Upper-premium, culturally focused river cruising. 

• Viva River Cruises – Contemporary value-premium river cruising. 
 
How to Explain Cruise Categories to Clients 

• River Value: “A more affordable way to see rivers, with simpler ships and more à la carte 
pricing.” 

• River Upper-Premium: “Comfortable ships with reliable inclusions, ideal for travelers who 
want ease without full luxury pricing.” 

• River Luxury: “Highly inclusive, boutique-style river cruising with top service, food, and 
enrichment.” 

 



Matching Travelers to Cruise Lines 
This section helps advisors quickly identify ideal cruise fits based on traveler profiles. These examples 
should be used as starting points, not rigid rules. 

 
Cruiser Type Cruise Line Recommendation 

Family of Four with Young Children 

Disney Cruise Line is the strongest fit due to youth 
programming, family-friendly cabins, and immersive 
entertainment. Royal Caribbean or Carnival may also 

work for budget-conscious families. 

Multi-Generational Family 
Princess Cruises, Celebrity Cruises, or Disney Cruise 

Line offer activities for multiple age groups while 
keeping logistics manageable. 

First-Time Cruisers 
Norwegian Cruise Line, Celebrity Cruises, or Princess 

Cruises provide flexibility, familiar dining options, and a 
gentle introduction to cruising. 

Empty Nesters or Active Retirees 
Holland America Line, Viking Ocean Cruises, and 

Princess Cruises appeal due to enrichment, destinations, 
and calmer onboard environments. 

Luxury Seekers Who Dislike Crowds 
Regent Seven Seas, Seabourn, Silversea, or Explora 
Journeys offer space, service, and minimal crowds. 

Food and Wine Enthusiasts 
Oceania Cruises, Celebrity Cruises, AmaWaterways, and 

Uniworld are strong matches due to culinary focus. 

Adventure Travelers 
National Geographic/Linblad, Silversea Expedition, 
Ponant, Quark Expeditions, or UnCruise Adventures 

provide immersive exploration. 

Couples Celebrating a Honeymoon or 
Anniversary 

SeaDream Yacht Club, Windstar Cruises, Ritz-Carlton 
Yacht Collection, or Virgin Voyages provide romantic 

and upscale environments. 

Cultural Explorers 
Viking Ocean Cruises, Azamara, Tauck River Cruises, 

and National Geographic Lindblad emphasize 
destination depth. 

 
 

Closing Sales Guidance for Advisors 
The most successful cruise advisors lead with curiosity, not product. Ask thoughtful questions, listen 
for emotional drivers, and present two strong options rather than overwhelming clients with choices. 
When travelers feel understood, pricing becomes secondary and loyalty follows. 
 
Cruising is not one product. It is a spectrum of experiences. Your role is to guide, not convince. 
 


