WE LOVE
OUR LUXURY
LOVERS.

THAT'S WHY
THEY KEEP
COMING BACK.

Through ongoing research we have identified our key
target customer — the attributes that define them,
how to communicate with them, and the best way

to sell to them. They are our ‘Luxury Lovers'. They're
affluent, like to shop, travel and are likely to spend
more on a holiday. They like the finer things in life and
that's why they love modern luxury. Convenience and
the most indulgent, comfortable accommodation
come top of their holiday list needs.

VISIT CRUISINGPOWER.CO.UK

— quality and value are key, so
asking about their budget upfront may limit what you can offer

— so upsell wherever possible; this
could apply to accommodation, flights, hotel packages, Celebrity
Exclusive shore excursions etc. and don't forget to mention the
shopping opportunities when in port

— so recommend Suite Class and its
extensive list of benefits

—so the first
thing to work out is which destination they'd like to visit

— 50 they can take longer cruises
to more faraway places, and perhaps even a back-to-back sailing

— so remember to ask about flights, hotels, transfers to
and from the airport and help them with mandatories such as visas
(sell Business Class and First Class flights where you can)

—sothe
benefits of a speciality dining/drinks package will appeal

— s0 pre-book their spa treatments,
shore excursions etc.
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