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from the bridge
Terry Dale, CLIA President and CEO

We were heartened but not surprised last month to find that the
cruise industry, even in tough times, continues to make an important
impact on the U.S. economy, to the tune of $40 billion and over
350,000 jobs. That’s good news for you, the cruise industry and the
country and, if we continue to sell cruises, the impact can only grow
larger. On that note, let me encourage you to plan ahead for World’s
Largest Cruise Night 2009, your opportunity to cash in on the biggest
single cruise industry event of the year. Although it’s only August, let’s
put 2009 behind us and begin preparing for a great 2010. This year’s

event promises to be bigger and better than ever, so sign up and take advantage! In the
meantime, you’ll find a lot to think about in this issue of CLIA Today. Happy sailing!

breaking news
This Year’s Biggest Opportunity to Sell Cruises is Coming
Up; World’s Largest Cruise Night Open For Registration

October 14 is the date for CLIA’s “World Largest Cruise Night
(WLCN),” the 2009 centerpiece of National Cruise Vacation Month.
Agent registration opens August 13 for what CLIA, its member lines,
and thousands of travel agencies across North America expect to be
the single biggest cruise promotion of the year.

Marking its fifth consecutive year, WLCN is highlighted by CLIA
member cruise lines partnering with travel agencies to produce a

broad range of special events and promotions, both online and in-store, designed to
showcase the incomparable value of cruise vacations. WLCN has greater participation
every year and this year is expected to be an even greater opportunity for agents to
capitalize on “consumer-friendly” value offered by the lines.

“Throughout the year we’ve seen consumers responding strongly to the outstanding
value offered by CLIA member lines for cruises in every part of the world and in every
price category,” said Bob Sharak, CLIA’s executive vice president. “World’s Largest
Cruise Night” will bring it all together in one place and during one 24-hour period, thus
providing participating agents with an unbeatable chance to cash in.”

In 2008, over 4,000 agents participated in WLCN events and online Virtual WLCN promo-
tions estimated to have generated almost 43,000 bookings, $41.4 million in sales and nearly
$5.4 million in commissions. A record number of consumers attended physical WLCN cruise
events held by over 1,100 travel agencies. Over 3,000 agencies participated in Virtual
WLCN promotions, sending email invitations to consumers inviting them to visit a
customized Web site with cruise line videos, agency contact information and special
offers. Nearly 500,000 consumers were invited to visit a customized WLCN website to
obtain information on special offers. Over 65,000 videos were viewed by consumers on
virtual WLCN. Reflecting how travel agencies took advantage of the 2008 WLCN
platform, every Liberty Travel location participated with store events.
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In 2009, agents will once again have an enhanced Virtual WLCN option that enables
them to customize a Web page featuring their agency information and choose several
informative videos from participating CLIA member lines. These videos are designed to
be sales stimulants and assist agencies in maximizing their participation in this event. A
unique URL will then be created that can be distributed to their clients and new
prospects, inviting them to participate remotely. The Virtual WLCN option is available
throughout the month of October, providing a tool for CLIA member agents to utilize all
through National Cruise Vacation Month.

All CLIA member travel agencies across North America are once again invited to
promote cruising during National Cruise Vacation Month and this one 24-hour period to
celebrate WLCN. The wide-ranging portfolio of one-day physical events have included
luncheons, cocktail parties, in-office cruise nights, cruise events at hotels, vents at
comedy clubs, full-scale expos, and many other activities - all of which promote the value
and desirability of cruise vacations to current and potential clients. The variety of ways
tom promote cruising and your agency is limited only to imagination.

So, don’t hesitate! To register your CLIA travel agency to participate in World’s
Largest Cruise Night, please visit CLIA’s Web site at wwwwww..ccrruuiissiinngg..oorrgg.  

Cruise Industry Continues to Make Major Contribution to
US Economy

CLIA has released “The Contribution of the North American Cruise Industry to the
U.S. Economy in 2008” report and, once again, it demonstrates the cruise industry’s
strong contribution to the economic impact of all 50 states.

The report can be found at wwwwww..ccrruuiissiinngg..oorrgg or wwwwww..CCrruuiisseeIInndduussttrryyFFaaccttss..ccoomm, a
new Web site launched July 29th by CLIA. The top line results show growth in four main
categories: direct spending, total output, job creation and wages.  

In 2008, direct spending in goods and services by cruise lines and their passengers
totaled $19.07 billion in America, a two percent increase over the previous year. Adding
indirect spending, which includes expenditures of cruise line vendors and those businesses
that provide the goods and services to passengers and crew, the total gross economic
impact in the United States was $40.2 billion – a six percent increase over 2007.

The cruise industry also generated 357,710 jobs that paid a total of $16.2 billion in
wages and salaries nationwide, according to the report, which was compiled by Business
Research and Economic Advisors (BREA) of Exton, Pa. CLIA began conducting a national
cruise industry economic impact study in 1997, and has conducted one every year since
then. Last year represents the eleventh consecutive year of growth in job creation in the
cruise vacation industry. 

Passenger embarkations on CLIA member cruise lines at U.S. ports totaled nearly 9
million in 2008. Globally, 13 millions passengers took a cruise vacation last year, a four
percent increase over 2007. Florida remains the center of cruising in the United States,
accounting for 57 percent of all U.S. embarkations. The state is home to the top three
ports in the nation - Miami, Port Canaveral, and Port Everglades. 

Like Florida, California houses cruise line headquarters and ports of embarkation.
During 2008, the state’s four ports - Los Angeles, Long Beach, San Diego and San
Francisco - boarded more than 1.4 million passengers, a 7.7 percent increase from 2007.

CLIA estimates that a 2,500 passenger ship generated approximately $333,000 in
passenger and crew onshore spending in a home port city in 2008. A similarly sized ship
making port-of-call visits generated approximately $320,000 per U.S. port call.

training
CLIA’s 3rd Quarter Agent Training Program (ATP) Schedule

Do more with less and find cost-effective, innovative ways to get
your message out. This quarter’s Agent Training Program does just
that, by focusing on two vitally important topics: creating a simple yet
effective business plan and using local media to generate awareness
and new sales. The two seminars offered this quarter are:

CCrreeaattiinngg  aa  CCrruuiissee  MMaarrkkeettiinngg  PPllaann  ((1155  ccrreeddiittss))
Successful businesses know a marketing plan is an absolute essential. This seminar will
show you how all the pieces fit into the marketing puzzle while identifying the essential
components in a successful yet simple marketing plan and how to apply them.
LLooccaall  PPuubblliicc  RReellaattiioonnss  TTeecchhnniiqquueess::  HHooww  ttoo  MMaaxxiimmiizzee  YYoouurr  AAggeennccyy’’ss  VViissiibbiilliittyy  ((1155  ccrreeddiittss))
Being a competent and respected travel agent is good, but being a well-known one – the
“expert everyone comes to – is even better. In this seminar, you’ll learn how to become
a “star” in the cruise selling business by increasing your visibility – both personal and
your agency’s – in today’s competitive marketplace. And, you’ll discover dozens of low-
or no-cost public relations techniques that will enhance your promotional strategies.
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CClliicckk  hheerree for the 3rd Quarter ATP schedule. 33rrdd  QQuuaarrtteerr  RReemmaaiinniinngg  CCiittiieess  aanndd  SSeemmiinnaarrss::
MN Minneapolis 8/18/2009
NV Reno 8/25/2009
NH Manchester 9/1/2009
WA Spokane 9/15/2009
IN Indianapolis 9/22/2009

TrainingFest Winding Down But It’s Not Too Late to Sign Up
Five cities remain on the TrainingFest schedule so take

advantage of one of the fastest ways to earn CLIA Certification.
TrainingFest enables agents to earn up to 70 credits toward CLIA

Certification by choosing up to four of eight seminars offered during
the two-day period. New this year will be “Who Are You? An

Exploration of Your Abilities, Skills and Strengths,” and “Delivering Great Customer
Service.” Other topics include: “Cruise Vacations – An Introduction,” “Principles of
Professional Selling,” “Selling to Special Interests,” “Building a Smart Business Plan,”
“Power Selling Techniques,” and “Cruising – The Ultimate Incentive.”
HHeerree  aarree  tthhee  rreemmaaiinniinngg  ddaatteess  aanndd  ppllaacceess;;  ccoonnttaacctt  CCLLIIAA  ffoorr  mmoorree  iinnffoorrmmaattiioonn::
• 8/20 & 8/21 Washington DC/Arlington, VADC
• 8/27 & 8/28 Edmonton, AB
• 9/10 & 9/11 Philadelphia, PA
• 9/17 & 9/18 Las Vegas, NV
• 9/24 & 9/25 Chicago/Rosemont, IL

Agents may sign up for  TTrraaiinniinnggFFeesstt  oonnlliinnee, or by phone or fax. Please call (754) 224-
2200 for more information or visit the web site.

First Cruise Line Employee to Earn CLIA ECCS Certification
- Ms. Dana Gain 

Dana Gain has been building business for Carnival since
September 2002 when she started with the company as a sales
representative. Now she is the very first cruise line employee to
earn CLIA’s prestigious Elite Cruise Counsellor Scholar status. 
At Carnival, Gain was promoted to sales manager in 2005, was
promoted again in 2008 to sale director, and currently manages
the largest territory in Canada for the company, Western Ontario.

In 2005, she won Regional Salesperson of the Year, and in her time at Carnival has
shaped several innovations including the creation of a 35-page reference manual to help
train agents on the benefits of group business.

Dana received her ECC from CLIA in October of 2007 and her Bachelor of Arts in
Psychology from the University of British Columbia in 1998. She has made appearances
on both television and radio, and has extensive experience lecturing to travel counselors
and consumers alike. Congratulations Dana!

Colorado Agent Becomes 16,000th to Achieve CLIA
Certification

CLIA Certification is the simplest and most effective way to
cash in on potential of cruise selling. That’s why 10,000 agents
today are currently enrolled and pursuing their CLIA Certified
Cruise Counsellor designation. One CLIA travel agent, Stacy
Cramblit, of Anderson Travel in Parker, Colorado, just set a CLIA
Certification milestone and just became the 16,000th  person to
achieve CLIA certification. Way to go Stacy!

The 10,000+ travel agents currently pursuing their CLIA
Certification are well on the way to increased cruise sales and

profitability. Through independent surveys, CLIA Certified Cruise Counsellors have re-
ported that on an average their annual cruise sales productivity increased 261%! CLIA
offers three levels of achievement - Accredited (ACC), Master (MCC) and Elite ECC. ECC’s
can go on to attain the ultimate Certification, Elite Cruise Counsellor Scholar (ECCS). You can
conveniently earn credits toward Certification through classroom and online training, cruise
experience and much, much more. Among the best ways to become Certified: attend
training classes near your city, participate in TrainingFest, and attend CLIA’s annual cruise
conference, cruise3sixty, all of which offer unprecedented opportunities to earn credits. 
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Seminar of the Month: Power Selling Techniques 
15 Credits

This seminar focuses on methods to boost cruise sales. Implement the “forgotten”
steps of sales that can have a huge effect on your closure rate, apply super skills that can
make your job easier and produce remarkable results, and become a superstar
salesperson.

CLIA Has Great Online Tools to Help You Learn At Your
Own Pace

Your training is just a click away! Did you miss this year's CLIA classroom training
seminars in your area or a cruise conference? Now you can learn and earn at your own
pace from either the comfort of your home or the office. Just select any one of CLIA's
24 online courses available when you visit the Travel Agent Resource Center at
wwwwww..ccrruuiissiinngg..oorrgg, or go directly to wwwwww..tthheeaaccaaddeemmyy..ccoomm and earn 15 credits (per
course with a passing grade on the corresponding test) for each course toward your
Accredited or Master Certification, or toward the fulfillment of the training requirements
for your Elite or Elite Scholar Certification. Click hheerree for more info.

CLIA’S TRAINING COMES TO YOU!
CLIA’s training programs come directly to you by way of scheduled classes and  CLIA’s Training
By Request Program (when you gather 50 agents or more for training). View our calendar and
find the next training classes in your area or call us at 754-224-2200 ext. 225 or 220.

membership
Don’t Go it Alone; Success Depends On Coaches And
Teamwork
BByy  SSccootttt  KKooeeppff  CCTTCC,,  MMCCCC,,  pprreessiiddeenntt,,  NNaattiioonnaall  AAssssoocciiaattiioonn  ooff  CCaarreeeerr  TTrraavveell  AAggeennttss

How would you describe this year when it comes to retail travel and
cruise sales? I have heard many words but the most often has probably
been "interesting". I hate that word. It's not that I do not like interesting
things or people; like all of us, I do. My feeling stems from my days as a
performer when after singing a song or performing a role someone
would say "Well, that was interesting". What the heck does that mean?
Say it is good or say it was bad, just not interesting!

So how about an answer to my first question like "it stinks". Your honesty will be
praised but be careful: attitude trumps everything and if you say that often enough it
will become a self fulfilling prophecy. 

How about "wonderful"? Now your integrity or your sanity will come into question.
Even if you are having a banner year (count your blessings) it sounds too simple and
certainly does not express the hard work you must have put in to make it a wonderful year. 

Then how about "I am trying as hard as I can to make the best of it." Sounds OK but it
reminds me of the brutally honest reply LA Dodgers Manager Tommy Lasorda gave to one
of his players who said he would try harder. "If I wanted people to try hard I would field the
team with truck drivers and plumbers who will try their best to play baseball. You are a
professional and so I do not expect you to try, I expect you to do!" Ouch, the truth hurts.
But he is right and as professional travel agents, even when the score is lopsided and
the odds are against us, we can and do sell travel. So, why not answer the question with
something like this: "Even in times like these I am making dreams come true." Fill in your
own words but you get the point. Realistic AND optimistic. These are tough times and
you are working harder for every buck, but those with the right attitude now and who
persevere now will come shining through when the times get better!

As a final note I will come back to Tommy Lasorda's comment. The player he said that
to probably bristled when he heard it but then he probably played harder to prove he
was a professional. 

The point is we all need coaches and a team we can work with to encourage and
support one another. I applaud you for your membership in and support for CLIA because
this is an organization that continually provides leadership in travel agency professional
development and Certification. I also encourage you to look at NACTA as we have
MasterMind – an in-depth training program. It is an exclusive program that provides tough
questions and content to chew on with a small group of agents (your team and coaches).
Don't try to go through this business alone - with the right support group – CLIA and
NACTA - you will indeed make more dreams come true than you can imagine.
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Talk to Your Customers
BByy::  JJooaanniiee  OOgggg,,  CCTTCC,,  MMCCCC..  wwwwww..hhoommeebbaasseeddttrraavveellaaggeenntt..ccoomm

One of the best ways to “be there” for your customers during
economically challenging times is to maintain consistent communication.
Let them know you care about them and are genuinely interested in them
other then to just SELL. Believe me, they would probably love nothing
more then to stress-down and enjoy a much deserved cruise vacation.
However, your customers know what their budget will allow and if you
maintain a relationship with them now, as his or her travel agent friend,
they will most certainly remember your loyalty and friendship and

respond in return. Here is an example of what I am sharing.
Our son Andy moved out a year ago and is attending college a two-hour drive from our

home. The college offers dental services to students at a very reasonable rate and he has
not visited his hometown dentist in favor of the lower prices that he can access. Since we
are not yet able to have our teeth taken care of online, his decision makes sense due to his
budget and locale. His hometown dentist here in San Diego has begun to send him emails
every couple of months, just to stay in touch. I told them he was away at college and seeing
another dentist, but they continue to send him nice little notes asking how he is doing in
school and generally just personally touching base.  While you and I know that it is
probably an office staff working the dentist’s CRM, I thought it was an interesting approach
for a dentists to take. The dentist has been taking care of Andy’s teeth for many years and
as he is a Gen X, they know how to connect with him both mentally and emotionally.
So why is it so necessary to Talk to Your Customers now more then ever?
SSttaabbiilliittyy. By reaching out and engaging your customers in dialogue instead of sending
them ads, you are sending the obvious message that you and your company will be there
for them, now and in the future.
LLooyyaallttyy. Your genuine personal interest in him or her (beyond that of a just selling) and
your loyalty to them will create friendship and loyalty in return.
RReelleevvaannccee.. Staying in touch with your customers and capturing whatever tidbits of
evolving needs they may have will assist you in future sales engagements. They may have
changed careers and have new travel needs. Keep up with their lives through constant
contact and expand your knowledge base of each client.

Start today by picking up the phone and calling one of your best customers just to
talk. Calling one or two a day will cement your loyalty to them and remind them his or
her loyalty to you. 

Are You Ready To Sell Cruising – Accessible Style?
BByy  RRoobbeerrttaa  SScchhwwaarrttzz,,  CCTTCC,,  MMCCCC,,  SSAATTHH  DDiirreeccttoorr  ooff  EEdduuccaattiioonn

Savvy agents are always looking ahead, seeing what the next market
will be. If you haven’t had any experience with the accessible cruising
market, now is the time to “get on board!” SATH (Society for Accessible
Travel & Hospitality) has had the pleasure of working together with CLIA
for many years in helping the cruise industry become more accessible.

In the United States alone, there are approximately 54 million people
with disabilities, representing almost 20% of the population. And that’s
not counting baby boomers who are getting older and don’t often

identify themselves as having a disability.
So what do you need to know to feel knowledgeable and comfortable in addressing

this market? Here are some basic tips to get you started:
• The market for people with disabilities (PWD) is more than just wheelchair users. In 

fact, the largest percentage of PWD is those with hearing loss, followed by vision loss, 
then mobility. Cognitive disabilities and medical dependency are also viable markets.

• Try to narrow your focus…select a market segment that you are familiar with. Most 
people are really only one, two or three degrees separated from someone with a 
disability. Don’t try to be all things to all people…it usually doesn’t work in any market.

• Learn about accessible cruising. Cruise lines today have done a wonderful job of making 
their ships more accessible to all types of disabilities. Here are some basic things to know:
• The newer the ship the more accessible features it will have.
• There are more wheelchair accessible staterooms, with wider doorways with no sill,
larger square footage, roll-in showers, lowered safes and clothes hanging areas. Many
more categories are available now including balconies and suites. 
• Public areas feature automatic doors, ramps, accessible seating in showrooms and
casinos, and accessible restrooms.
• Hearing kits are available to help those with hearing loss.
• Service animals are allowed and are provided with special relief areas.
• Staterooms and public rooms are identified with Braille signage. Braille and large
print menus are available.

http://www.homebasedtravelagent.com/
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• Some ships have accessible tenders; make sure the wheelchair or scooter will fit
before your client sails.

• It’s important to know that while the ship itself may be accessible oftentimes the ports 
of call pose a different challenge. Find out about access in the port of call. Some ports 
do not allow any type of animal to come ashore which can pose a problem for those 
with service animals.

• Find out specific client needs, what they can and cannot do. The more information you 
have the better the experience for the client. Most cruise lines have special 
departments that will work with you to identify these needs.
Many CLIA agents who specialize in this market are also members of SATH

(wwwwww..ssaatthh..oorrgg) and have shared their knowledge and experience. We invite you to join
our mission, and if you would like further information, feel free to contact us at 212-447-
7284 or Roberta@sath.org. 

Help Make A Difference! 
Tourism Cares is making a difference - again! On Friday,

September 11th, 2009, in commemoration of President Obama's
signing of the Edward M. Kennedy Serve America Act, Tourism
Cares will hold its inaugural Tourism Cares for America Volunteer
Day, on the National Mall and Memorial Parks in Washington, DC.

This event is a special version of the signature Tourism Cares for America event of which
CLIA has been a perennial Association Sponsor.  

Tourism Cares is inviting its travel and tourism industry partners to bring their families and
friends to help brighten up our nation's capital. The National Park Service needs help, and
who better to come to its aid once again than the friends and supporters of Tourism Cares? 

The project involves a few hours of volunteering to help do needed painting projects
around the World War II Memorial, the Korean War Veterans Memorial, the Franklin D.
Roosevelt Memorial and Lafayette Park. These often-visited historic sites are important
to every American, and the beautification of their surroundings is important work. I hope
you can join in and help. If you have any questions about this special project, please
contact Holly Powers at hollyp@tourismcares.org or call 781-821-5990, Ext. 206.

CLIA Launches New Information Portal 
The release of the cruise industry’s 2008 economic impact data coincides with the launch of

CLIA’s new information portal, wwwwww..CCrruuiisseeIInndduussttrryyFFaaccttss..ccoomm. The site is intended to provide
information about the operations of the cruise line industry and highlights the industry’s
commitment to protecting the environment and ensuring the health and security of passengers
while cruising. The portal contains information on the industry’s compliance with national and
international standards as well as best practices and various initiatives. Be sure the check it out!

events
Don’t Miss These Upcoming Cruise Industry Events:   
• CLIA's 2009 TrainingFest series - Fast Track your cruise training and quickly earn CLIA
Cruise Counsellor Certification. This unique two-day program features eight seminars in
two days and is offered in:

• The 6th annual CLIA cruise3sixty conference at the Vancouver Convention Center in
Vancouver, BC., June 2-6, 2010. For information and to register visit wwwwww..ccrruuiissee33ssiixxttyy..ccoomm..
• CLIA's fifth annual WORLD’S LARGEST CRUISE NIGHT Promotion - Save the date, October
14, 2009! CLIA's WLCN is the catalyst for member agencies and cruise lines to conduct live and
virtual consumer cruise promotions. In 2008, over 1,100 CLIA agencies conducted live events
and over 3,000 agents conducted virtual WLCN events collectively generating over $41 million
in cruise sales. CLIA WLCN event registration opens this summer at wwwwww..ccrruuiissiinngg..oorrgg..
• THETRADESHOW, September 13-15, 2009 at the Las Vegas Convention Center in Las
Vegas, Nevada. Maintain your CLIA accreditation at THETRADESHOW, which features
five CLIA sponsored educational seminars, where you can earn up to 40 CLIA credits.
Browse THETRADESHOW exhibit floor section devoted entirely to cruise lines, or check
out your favorite international destinations. Register this week only for a chance to win
one of 60 Champagne Night Tours of the Las Vegas Strip, courtesy of Travel Advantage
Marketing, and receive a free ticket to one of Las Vegas’ most popular shows. Go to
wwwwww..tthheettrraaddeesshhooww..oorrgg and register now for $49! 
• LUXURY TRAVEL EXPO 2009, December 1-3, 2009, Las Vegas Nevada. Receive CLIA
training by attending these two CLIA seminars: Better Listening Skills for Better Business,
and “Creating a Cruise Marketing Plan,” both on December 3.

• Washington DC/Arlington VA, 
August 20-21

• Edmonton, August 27-28
• Philadelphia, September 10-11

• Las Vegas, September 17-18
• Chicago/Rosemont, 

September 24-25.
Click hheerree to register.

http://www.sath.org/
http://www.cruiseindustryfacts.com/
http://www.theacademy.com/atp/tfest2009/index.asp
http://www.cruise3sixty.com/
http://www.cruising.org/
http://www.thetradeshow.org/splash.htm
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Key Selling Points
1. Carnival delivers fun, memorable vacations to our guests aboard any one of our 

23 fabulous floating resorts
2. Sailing from 24 departures ports with a choice of 3 to 18 day itineraries
3. Total Choice Dining, includes formal and casual dining, plus Reservation-only supper 

club on select ships
4. Supervised kids programs: Camp Carnival for 2-11. Circle “C” for 12-14 and Club O2 for 15-17
5. Exciting shore excursions offering lots of choices, including golf
6. Spa Carnival offering pampering services. Fitness centers with the latest equipment, 

classes, sauna and steam
7. Onboard fun including casino, bars and lounges, spectacular stage shows and 

duty-free shopping

member line FAM & educational
opportunities
Princess Academy Launches New Course     

Because a marketing plan is the basis for successful business
growth, Princess Cruises’ Princess Academy has launched a new
course, “Create a Winning Marketing Plan,” to help travel agents
develop this business blueprint to achieve their sales goals.

The new course details how agents can create a marketing plan that takes advantage of
promotional opportunities to increase their business. Agents will learn a five-step marketing
plan process, which starts with self assessment – how an agency uses advertising, which
destinations they sell the most, and how the agency generates its revenue. The course also
shows agents how to set goals and create a regular quarterly calendar for marketing
strategies. Agents will learn how to target clients for profitable group business, cruise sales
and cruise nights, and how to make the most of other proven sales tactics.

The course is part of Princess Academy’s “Sale Strategies” series, featuring practical
and easy tactics to help travel agents boost sales and grow their business. Using the
expertise of the Princess sales team, these courses prepare agents to take specific
actions that can lead to increased revenue.

The new Marketing Plan course is part of the most comprehensive online training
program in the cruise industry. Princess Academy provides agents with an extensive
curriculum of more than 30 courses that offers valuable product and sales training. The
program is designed to help agents build their business by becoming experts on a wide
range of topics, earning their “stripes” as they progress through four levels: First Officer,
Staff Captain, Captain and finally Commodore. They also earn valuable rewards,
including onboard perks and even eligibility to book a graduation cruise course.

Additional information about Princess is available through the line’s online travel
agent center at wwwwww..oonneessoouurrcceeccrruuiisseess..ccoomm. To contact the travel agent customer
service department, call 1-800-421-1700. 

Sail With The President On AMAWATERWAYS
This fall, why not cruise in Presidential company? AMAWATERWAYS’

President, Rudi Schreiner, that is. Schreiner will lead his annual
“President’s Cruise” on the beautiful, new MS Amalyra from October
26-Nov. 2, 2009. The “Europe’s Heartland” itinerary will sail from
Nuremberg to Trier, Germany, across some of Europe’s most

breathtaking scenery. Cruise through the historic Main-Danube Canal, onto the Main
River, known for its historic medieval towns. Continue along the picturesque Rhine,
dotted with castles, before entering the Mosel river valley, known for Europe’s steepest
vineyards. With scenery highlighted by fall colors, towns such as Bamberg, Wurzburg,
Miltenberg and Mainz are especially appealing. And, agents won’t want to miss the
opportunity to cruise with one of the industry’s pioneers. The 7-night FAM cruise price starts
at $630 per person. Contact AMAWATERWAYS for conditions, restrictions and reservations.

General Office:  
305-599-2600 or 800-438-6744 

Brochures / General Information: 
800-327-7276 

Individual Reservations: 
800-327-9501 or 800-CARNIVAL 

Group Reservations: 800-327-5782 

Incentive Sales: 800-438-6744 

Charter Information: 
1-800-438-6744, Ext. 70007 

Air/Sea Arrangements: 800-321-6666 
Handicapped Passenger Services: 
800-CARNIVAL ext. 70025 

Guest Passenger Relations: 800-929-6400 

Travel Agent Sales Support: 800-327-7276 

Travel Agent Relations: 800-327-7276 
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Introducing New On-Site Training Events With Carnival
Carnival Cruise Lines is pleased to offer travel professionals an

amazing opportunity to participate in “Fun For All” weekend events
and VIP shipboard luncheons! These popular venues provide a super-

fun way to learn all about the innovative features and amazing amenities on Carnival
ships as well as a chance to learn about new sales programs and the hottest selling tips.
Space is limited for all events so don’t miss this opportunity! Register today! For dates
& details visit: wwwwww..BBooookkCCCCLL..ccoomm and click on the On-Site Training Events link.

Catch The Buzz At Costa On Two Fams
Experience the charm of Cruising Italian Style firsthand aboard the

beautiful Costa Atlantica on a seven-night Caribbean cruise departing
January 9, 2010 or Costa Fortuna, February 28! Fam rates start at $299
per person. Voyages include informative group, marketing and product
seminars to maximize your sales & profits, hosted cocktail parties and

networking opportunities, and a tuition Reimbursement Program with the opportunity to
earn back your cruise-only fare. Contact Costa for details and reservations.

Sail the Seabourn Spirit in November
Seabourn is offering a travel agent special on Seabourn Spirit’s

November 15th sailing from Lisbon to Ft Lauderdale at $1380/person.
It's a 12 day sailing at $115/day. Contact Seabourn for restrictions,
conditions and reservations.

Hurtigruten Academy Fully Operational
Hurtigruten's user-friendly online education program,

“Hurtigruten Academy,” is now fully implemented at
wwwwww..hhuurrttiiggrruutteennaaccaaddeemmyy..ccoomm. Each of the 14 15-60 minute

modules allows travel agents to learn and proceed at their own pace and on their own
schedule. All come with a pretest, topical content, interactive activities and a final review
and upon successful completion of the course, agents become Certified Hurtigruten
Specialists and receive a Certificate of Achievement and window decal to display their
achievement to their clients. In addition, they earn valuable CEUs from the Travel
Institute and up to 15 credits from CLIA.

The lessons are designed to educate agents on Hurtigruten’s overall brand
experience, guest demographics, ships, destinations, itineraries, amenities, sales tips,
best practices and professionally address clients' concerns -- making them experts and
improving their ability to successfully sell Hurtigruten voyages. The module titles clearly
identify the contents of each lesson -- "Who is Hurtigruten?," "A Closer Look at the
Ships," "Benefits to Travel Agents" and "Completing the Sale" are just a few. Four
modules are dedicated to the major itineraries and destinations offered by the leader in
expedition cruising: Norway, Antarctica, Greenland and Spitsbergen. To access the
modules, agents register at wwwwww..hhuurrttiiggrruutteennaaccaaddeemmyy..ccoomm. Other support offerings on
the company's expanded TTrraavveell  AAggeenntt  ssiittee include online videos that can be shared
with clients; postcards, e-mails and other customizable materials; poster request forms;
press releases; a photo library; information on educational seminars in conjunction with
CLIA training; promotions and FAM opportunities; and an overview of Hurtigruten's
highest level of agent accomplishment - the Elite Status Program.

Additional information can be obtained from Hurtigruten Inc., (800) 323-7436; fax
(954) 486-9340; for brochures (800) 582-0835, 24 hours a day; wwwwww..hhuurrttiiggrruutteenn..uuss.

partners
American Express OPENSM

AAmmeerriiccaann  EExxpprreessss  OOPPEENNSSMM is dedicated exclusively to the success
of small business owners and their companies. With tailored
products and services, the team delivers purchasing power,

flexibility, control and rewards to help customers run their businesses.  
Business Cardmembers can leverage an enhanced set of products, robust on-line

account management capabilities, and automatic savings from an expanded lineup of air,
lodging and other business partners. OOPPEENNFFoorruumm..ccoomm, an example of the resources
OPEN provides, is an on-line portal that offers insights from expert business owners as
well as opportunities for networking with other entrepreneurs. 

To obtain more information about OPEN, visit OOPPEENN..ccoomm, or call 1-800-NOW-OPEN
to apply for a Card. Terms and conditions apply. 

https://www.bookccl.com/LogIn/default.asp
http://www.hurtigrutenacademy.com/
http://www.hurtigrutenacademy.com/
www.hurtigruten.us/travelagents/TravelAgents.asp
http://www.hurtigruten.us/
http://www.open.com/
http://www.openforum.com/
http://www.open.com/
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Vancouver - So Much More Than Just A Port!           
With its pristine natural surroundings, cosmopolitan charm,

unforgettable attractions and welcoming spirit, Vancouver provides the
perfect setting for endless experiences. Simply put, it’s one of the
world’s finest cities to visit. In 2007, readers of Travel Weekly magazine
named Vancouver the “Best Destination in Canada” for the fourth

consecutive year. When your clients cruise out of Vancouver, make sure you give them
ample time to explore some of these great attractions!

Granville Island - Lively and artistic with a popular public market, galleries, shops,
theatres and much more; named one of North America’s best neighborhoods.

Stanley Park - This 1,000 acre urban park has been named one of the top 10 greatest
public spaces in the world and home to the largest red cedar in North America and the
popular 9 km Seawall.  For more assistance please visit us on oouurr  wweebbssiittee. 

Port Everglades, Department of Broward County         
PPoorrtt  EEvveerrggllaaddeess is the cruise ship capital of the world with more

than 3 million passengers expected this year and more homeported
cruise ships than any cruise port worldwide. Fourteen cruise lines sail
from the South Florida seaport including: Carnival Cruise Lines,

Celebrity Cruises, Costa Cruise Lines, Cunard Line, Discovery Cruises, Holland America
Line, Imperial Majesty Cruise Line, MSC Cruises, Princess Cruises, Regent Seven Seas
Cruises, Royal Caribbean International, The Yachts of Seabourn, and Silversea Cruises.
And, beginning in Fall 2009, Port Everglades will be the home of Royal Caribbean
International’s new 5,400-passenger Oasis-class ships, largest cruise ships in the world.

The Port's ever-expanding fleet of cruise ships provides guests with an array of cruise
vacation choices from the sunny Greater Fort Lauderdale area including everything from
sampler-size day cruises to around-the-world cruises. Details on the latest cruise
offerings are available on the Internet at wwwwww..bbrroowwaarrdd..oorrgg//ppoorrtt.

Crestline Custom Promotional Products         
CCrreessttlliinnee is a direct marketing company offering an extensive

assortment of quality, low price, custom imprinted products. Let us
help you find just the right product to promote your business. From
pens and drinkware to tote bags, apparel, tradeshow supplies and

more, there’s something to meet every objective. Our associates take pride in providing
superior customer service, with an easy, stress-free ordering process. Contact Mike
Randall today to help you plan your next marketing promotion. Satisfaction guaranteed.
Phone: 1-800-925-0171 ext 2768 • Fax: 1-800-242-8290 • mrandall@crestline.com

Preferred Partner Special Needs At Sea          
CLIA’s Preferred Partner is Special Needs at Sea, a Special Needs

Group Inc. company. Providing a one-stop source for special needs
travel around the world, Special Needs at Sea offers a broad range of
special needs equipment for purchase and rental including wheelchairs,
scooters and power chairs with capabilities to support 500 pounds or

more as well as oxygen (liquid, cylinder and concentrator); hearing impaired equipment,
Braille printing, and more. The company has been recommended by many of the world's
major cruise lines for superior service and value. It also provides consultation services for
cruise lines regarding special needs policy and new-build design. And, travel agents are
encouraged to register for eligibility to receive a 10% commission on all rentals. For
more information about Special Needs at Sea, the toll free number is 1-800-513-4515 or
visit wwwwww..ssppeecciiaallnneeeeddssaattsseeaa..ccoomm.

help us help you
This e-newsletter is designed to provide you timely updates on CLIA activities and

events. We’re always looking at ways to improve, and we welcome your comments and
questions. To send us your ideas for the CLIA Today e-newsletter, please email us at
cliatoday@cruising.org Due to the volume of responses, we are unable to personally
respond to each suggestion, but we promise that each will be read. We will do our best
to incorporate your feedback into this e-newsletter.

For general questions and comments regarding CLIA’s training and membership,
please continue to use our regular email info@cruising.org.

http://www.tourismvancouver.com/travel/
www.broward.org/port
www.broward.org/port
http://crestline.com/
http://www.specialneedsatsea.com/default/index.cfm



