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Cruise Commissions vs. Travel Insurance Commissions 
Which one offers you the easiest profits? You might be surprised by the answer! 
 

I love this topic.  That is because I think most travel agents will agree that selling cruises is a pretty profitable 

avenue. However, then there's that pesky travel insurance option. You are a travel retailer, not an insurance 

agency, right?  Hey, if you do not mind my thoughts, I would like to suggest that you are actually of both, or at 

least you should be. As such, have you ever asked yourself, "Do you make more money on an hourly basis 

selling cruises or travel insurance?" 

 

Everyone could use travel insurance, but not every client books a cruise 
 

Some, but not all, of your patrons, want a cruise vacation. However, not only do cruise passengers need travel 

insurance but so do all the rest. As an agent, you spend a minimum of an hour selling a cruise to a client, but 

probably only 10-15 minutes presenting travel insurance to that same customer.  

 

Running the numbers 
 

Let's look at an actual case to see if you'd make more money selling TravelSafe Insurance travel insurance for 

the cruise versus the cruise itself. Let’s take an actual example of a Carnival Cruise and line it up against a 

TravelSafe quote. 

 

The Cruise Sale: 

 

4 Day Western Caribbean from Miami, FL/Carnival Imagination, Feb 04, 2013, (Mon - Fri) 

Cruise Cost PP $418 (includes $99 non-commissionable port charges) 

Gov't Fees & Taxes $43.83 (refundable) 

 

Commission based on $275.17 cruise fare @15% = $41.28 

 

The Travel Insurance Sale: 

 

TravelSafe Vacation Classic Plan for a 55-year-old traveler 

Insurance premium for the $418 cruise = $54.00  

(and that includes "Cancel for Any Reason" coverage) 

 



Commission based on $54 premium @30% = $16.20 

 

So, the cruise commission was higher, right?  Wrong.  Let's keep doing out the math by figuring in our selling 

time. 

 

Paid by the hour 
 

We cannot forget to factor in the time it took to sell each product into the selling equation. That way we can 

figure out your hourly income (sort of like comparing "Unit Prices" on groceries at the store). 

 

In the above example, from start to finish, you've probably spent at least an hour selling a cruise and earned 

only $41.28. However, travel insurance is a pretty quick transaction.  The whole taking somewhere around 15 

minutes. That means that your hourly rate was $64.80 ($16.20 x 4 quarter hours)! Hmm...$64.80 (TravelSafe) 

vs. $41.28 (Cruise)...not a bad deal! 

 

Think about how and what you are selling 
 

I am not suggesting you should stop selling cruises or any other travel offering for that matter. I just want to 

impress upon you how much money you lose when you arbitrarily skip selling travel insurance, particularly 

TravelSafe Insurance. Besides all that, not only are you making more money selling travel insurance, you are 

demonstrating to your clients that you care about their well-being! 
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