
ere’s the question:
would you be willing to

trade three hours of your time
for seven days of luxury,
pampering and exotic travel?
I thought so…

Then allow me to intro-
duce you to the world of

cruise ship speaking.  For both the neophyte
and seasoned speaker alike, status as an
approved cruise “enrichment” speaker can be
the greatest – and most relaxing – gig on the
seven seas.

The deal is simple: you furnish the cruise
lines three or four 1-hour presentations and
you get a free 7-day cruise for yourself and a
companion!  The best part is the lectures are
scheduled on sea days so you’ll have every
port day totally free to explore.  Further, you
cruise as a passenger (not a crewmember)
does, so you’ll get every other passenger perk,
too.

And here’s the thing— cruise ship speaking
is a relatively easy market for the beginning
speaker to break into.  Consider that the cruise
industry has exploded in the last decade and so
has the number of cruise ships.  The cruise
lines book speakers (known as “Enrichment
Lecturers”) on most of these ships.

Consequently, there is a constant demand

for platform talent worldwide. Further,
because cruise lines don’t budget for speaker
fees; they regularly book less seasoned presen-
ters in exchange for cruises.

But even this deal is financially attractive
because, while cruise ship speakers do not
receive direct monetary compensation, there
are numerous benefits to accepting a cruise
ship booking.  For example, during the first
week of August, 2005 I was booked as a
speaker on an Alaskan Inside Passage cruise.
(Check out video of this trip on my blog acces-
sible through the web site listed below).  This
time period is the peak of the peak season and
the ship was packed.

Can you guess what fares were on this
cruise?  The least expensive published accom-
modations started at nearly $2,000 per person.
Thus, accounting for my traveling companion,
I calculated that my compensation package
totaled at least $4,000 for three hours work.
True, this is less than my regular fee but a rela-
tively handsome deal for the new or emerging
speaker looking to climb to the next rung on
the ladder.  

Further, success with onboard presentations
can be parlayed into greater success back on
shore.  For example, cruise line letters of rec-
ommendation are an impressive addition to
your marketing arsenal.  Also, many cruise

ships host meetings and seminars, and you
may well have a meeting planner in your audi-
ence.  Similarly, one of your attendees may
have loved your presentation so much that
they recommend you to their corporation or
association.  (Hint: Create an environment for
this to happen.)   Beyond this, if you have a
consulting practice tied to your lecture topics
you may pick up a client or two. 

Let’s not forget that these benefits are good
for the Ol’ Salts, too.  While a compensation
package like this may not appeal to some
established speakers, I accept cruise ship
bookings because I really love to cruise and I
take the opportunity for much needed rest and
relaxation.

Perhaps the time has come for you to pursue
your career as a cruise enrichment lecturer.  

Daniel Hall is a speaker and author of Speak
on Cruise Ships: Eight Easy Steps to a
Lifetime of Free Cruises by Sharing Your
Passions and Interests as an Onboard Lecturer
(Even if You’re Petrified of Public Speaking)
reviewed in this issue.
www.SpeakersCruiseFree.com  
Daniel travels from Corpus Christi, Texas.
(361) 510-4981
Daniel@SpeakersCruiseFree.com
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s a speaker, trainer,
or consultant, have

you ever stopped to think
that you have valuable
property right on your
hard drive? Undoubtedly,
you have a variety of
notes that you have taken
over the years arranged in
various categories. You
may have written an arti-

cle or two, or perhaps several. In support of
your clients, you have developed forms that
enable them to more easily perform in their
careers. You also have a variety of presenta-
tions and slides such as those created with
programs including PowerPoint or Corel
Presentations, for example, as well as charts,
exhibits, graphs, and other items that consti-
tute materials for participants at your presen-
tations.

On top of all these items, it is likely that
you have boiler plate material for contracts
and agreements.  There may be carefully
worked boiler plate letters that you adapt
based on the particular situation at hand, and

other templates, rosters, and check lists that
represent value, the likes of which you may
not have recently, or ever, contemplated.

What about your data base? If you have
1,000 or 10,000 names, these represent an
intellectual property—marketing intelligence,
in this case.  Elsewhere on your hard drive,
you may have proprietary photographs, files
containing logos and/or trademark materials,
as well as formulas, processes, even material
that represents trade secrets. You may have
data, notes, or material on specific industries,
trend information, quotes, or collections.

Given the highly likely probability that
your hard drive examined in this new light
contains a wealth of intellectual properties,
how are you protecting your property?

* Do you have a well-developed and often
practiced back-up routine to save and store
your valuable files?

* Do you have security measures in place
so that unauthorized individuals are not privy
to them?

* Do you have a confidentiality policy and
trade secret policy prepared which mandates
that staff sign a written notice acknowledging

that they have read and understood such poli-
cies?

* Is it clear to all participating parties that
the work you authorize and pay for shall
become and remain solely your property?

* Have you developed an employee depar-
ture procedure, whereby all materials belong-
ing to you are returned?

* Do you have non-disclosure and non-
compete agreements in place with the employ-
ees who, upon departure, could easily start a
rival business?

The more valuable your intellectual proper-
ty, be it on your hard disc, or any place in your
office, the more important it is to safeguard
your belongings.

Jeff Davidson, MBA, CMC, is a professional
ghostwriter, on the web at
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BookToscript.com and
KickstartForAuthors.com
jeff@breathingspace.com
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