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Cities are global 
meeting places 

Foto: UnsplashCC 



Cities are 
international actors 

on the meetings industry 
Foto: Piotr Zmyślony 



International Congress and Convention Association (ICCA) 2014  
RANK CITY # MEETINGS 
1 Paris 214 
2 Vienna 202 
3 Madrid 200 
4 Berlin 193 
5 Barcelona 182 
6 London 166 
7 Singapore 142 
8 Amsterdam 133 
9 Istambul 130 
10 Prague 118 
92 Poznań 14 
– Kutaisi less than 5 



Union of International Associations (UIA) 2014  
RANK CITY # MEETINGS 
1 Tbilisi 8 
2 Batumi 2 



ICCA forms its ranking on the basis of collected data on 
association meetings with breakdown into two categories: 
international associations and international, non-governmental 
associations which meet at the same time three conditions:  

ü  they are held periodically, 

ü  they gather minimum 50 participants, 

ü  they migrate between at least 3 countries.  

 



Union of International Associations (UIA) 2014  
RANK CITY # MEETINGS 
1 Brussels 778 
2 Singapore 772 
3 Vienna 365 
4 Paris 280 
5 Seol 204 
6 Bangkok 181 
7 Tokyo 179 
8 Madrid 175 
9 Geneva 170 
10 Barcelona 162 

Poznań 12 
Kutaisi – 



Union of International Associations (UIA) 2014  
RANK CITY # MEETINGS 
1 Tbilisi 6 



UIA forms its ranking on the basis of collected data on international 
meetings which meet at the same time four criteria:  

ü  they last at least 3 days, 

ü  they gather minimum 300 participants, 

ü  participants come from minimum 5 countries, 

ü  at least 40% of participants come from foreign countries.  

 



To be competitive and 
high-quality destinations 
 on global meetings 
market cities must 
perform like 
organisations, 
not places 

Foto: Unsplash CC 



Convention Bureau (CB/CVB) 

The entity responsible for promoting and 
organizing conferences, exhibitions, 

conventions, incentives and various events 
at a city 



Convention Bureau (CB/CVB) 

CVB structures: 
ü  non profit private-public partnership 
ü  a company funded by the private sector 
ü  a department of public authority 
ü  a private sector trading 
ü  A DMO’s department 



 Buyers  Agencies  Providers 
 
VENUE 
ADMINISTRATORS: 
n  hotels 
n  congress centers 
n  universities 
n  training centers 
n  unusual venues 
 
PROVIDORS AND 
SUBCONTRACTORS: 
Catering companies 
Mulitmedia solutions 
Furniture rentals 
Artistic agences 
Transaltors 
Design 
ICT solution 
Visual identification 
systems 

 
MEETING 

INITIATIORS / 
EVENT HOSTS 

n Corporations 
n Associations 
n Governmental 

Institution 
n Non-

Governmental 
Organisations 

 

Professional Congress 
Organisers (PCOs) 
Event agencies 

CONVENTION 
BUREAUX 

Meeting Planners (MPs) 
/ Event managers (Ems) 



 
 



Association meetings Corporate meetings 

Delegate numbers can be in the 
hundreds — even thousands  

Delegate numbers tend to be fewer — 
usually under 100 and often a few 
dozen  

The decision process for choosing the 
destination can be long and complex, 
often involving a committee  

The decision process for choosing the 
destination is shorter and simpler — it 
is often made by one person 

Spending per delegate per day can be 
moderate, as the delegates are 
usually paying out of their own 
pockets  

Spending per delegate per day can be 
higher, as the delegates’ companies 
are usually paying  

These can last for several days, or 
even a week in the case of large 
international association conferences  

These are generally shorter and often 
last for only one day  

Held in large, purpose-built 
conference centres  

Many corporate events are held in the 
seminar rooms of hotels.  



Association meetings Corporate meetings 
Conferences represent an opportunity 
to make a profit, which can in turn be 
used to pay for the associations’ 
running expenses  

Conferences represent a cost that 
must be financed out of the profits 
made elsewhere by the companies  

The lead-time for an association 
conference can be several years  

The lead-time for a corporate 
conference is usually much shorter 
than for an association conference  

Rarely cancelled as the by-laws of the 
association usually state that an 
annual conference must be held  

Can be cancelled more easily, 
particularly in times of financial 
hardship for the company  

Delegates’ partners are usually 
welcome to attend association 
conferences, so parallel partners’ 
programmes of events are often 
planned for them  

Delegates’ partners are rarely 
encouraged to attend  



Leisure travel Business travel 
Who pays for the trip? The traveller The employer 
Who or what determines 
the destination? 

The traveller The organiser of the 
event  

When do trips take 
place? 

In leisure time 
Classic holiday periods 
and at weekends 

In working time 
Mainly outside holiday 
periods; Monday–Friday 

Planned how far in 
advance? 

A few months or 
spountaneously 

Years in advance 

Who travels? Anyone with the money 
and time to travel 

Adults; mainly managers 
and specialists 

What type of travelling 
companions? 

Friends and family Colleagues or 
unaccompanied 

What type of 
destinations? 

Costal/rural/mountain/
urban 

Large, industrialised  
cities 



 Buyers  Agencies  Providers 
 
VENUE 
ADMINISTRATORS: 
n  hotels 
n  congress centers 
n  universities 
n  training centers 
n  unusual venues 
 
PROVIDORS AND 
SUBCONTRACTORS: 
Catering companies 
Mulitmedia solutions 
Furniture rentals 
Artistic agences 
Transaltors 
Design 
ICT solution 
Visual identification 
systems 

 
MEETING 

INITIATIORS / 
EVENT HOSTS 

n Corporations 
n Associations 
n Governmental 

Institution 
n Non-

Governmental 
Organisations 

 

Professional Congress 
Organisers (PCOs) 
Event agencies 

Meeting Planners (MPs) 
/ Event managers (Ems) 

CONVENTION 
BUREAUX 



How does CVB operate on 
the meetings market? 

 
 



CVB quality objectives 

1. Promoting and „selling” the city as a 
meeting destination 

2. Attracting meetings and events to a city 
3. Promoting city’s meetings and events 



CVB activities 

ü  Contacting buyers and relaying the latest information 
on venues and providers operating in the city’s 
meetings industry 

ü  Source of information on venue capacity, numbers of 
room and other aspects of local tourist industry 

ü  An industry coordinating, providing a clear focus and 
encouraging less industry fragmentation 

ü  Linking event hosts /meeting planners with local PCOs 
and service providers 

ü  Providing tourist information during the event  



But first of all: 
 

bidding  



Bidding and decision-making 
process 

ü  very complex 
ü  frequently takes place over a longperiod of months or 

even a year 
ü  formal elements of the process may be extended 

because of informal negotiations, additional inspection 
visits, and the involvement of consultants and 
stakeholders 

ü  even after a decision is made, typical lead-times 
between when the decision is finally announced to 
members  

 



1. Call for proposals/ Expressions of 
Interest  

ü  The association (main event host – MEH) opens a bid 
process by sending state/local members a CfP  

ü  Members submit expressions of interest in hosting the 
event including (examples): 
ü  Letter of expression of interest from the CEO indicating its 

institutional support and commitment 
ü  Letter of support from the convention bureau and/or 

convention centre or several contending convention centres 
in the host country/city 

ü  Confirmation that the local event hosts (LEH) will provide a 
financial investment of … 





2. Invitation to bid 

ü  The MEH evaluates all received Expressions of 
Interest according to a number of selection criteria 
(examples): 
ü  rotation pattern / macroregion pattern 
ü  relationship and support from other members in the country 
ü  expertise potential and institutional commitment of LEH 
ü  basic local conditions and financial support 
ü  Capacity to mobilise local and regional press 
ü  Good relationship with local/regional/state authorities 
ü  Membership growth potential 



2. Invitation to bid 

ü  The shortlist of EoL/CBs are prepared and announced 
ü  Shortlisted CBs/LEHs are invited to bid for the event 



3. Main bidding process  

ü  Upon acceptance to bid, the invited CBs/LEHs 
prepare a bid document, in accordance with MEH’s 
instructions and guidelines 

ü  Bids are submitted to MEH > deadline 
ü  The evaluation process is based on the rating of a 

number of criteria 



3. Main bidding process:  
Decision-making criteria 

ü  logistical and organisational criteria 
ü  financial and economical criteria 
ü  destination criteria 
ü  member business contribution/expertise criteria  
ü  convention bureau criteria 



4. Site inspections 
ü  different types of site inspection, ranging from very 

informal evaluations of the general suitability and 
appeal of a destination, through to rigorous 
evaluations matched to detailed bid decision-making 
criteria 

ü  People involved: internal technical specialists, outside 
consultants or partners, a volunteer leader or 
committee will attend, association staff (usually CEO 
and/or specialist meetings department personnel) 

ü  Usually applicants are required to cover the costs of a 
2-3 day site inspection 



5. Bid presentations 
ü  The bidders are invited to present their bid in front of the MEH’s 

Selection Comitee 

ü  Models of presentations: made by members only /members 
partner with suppliers / suppliers only 

ü  Some associations have detailed rules about how the 
presentation needs to be made, others have a far more ad hoc 
approach  

ü  Bidders have the biggest opportunity to influence decision makers 
in an emotional way. This is when factors such as depth of 
commitment, enthusiasm and empathy with the association’s 
internal objectives can offset financial or logistical disadvantages  

ü    



5. The decision 
ü  Some additional information may be required from the bidders 

after the presentation  

ü  Decision can be made by consensus or there a formula for 
calculating and aggregating the individual views of each 
decision-maker 

ü  Most associations are highly competent at announcing and 
celebrating the winning destination, members and bid  

ü  Feedback to losing bidders 

ü  Negotiations with the winner 

ü  Draw up and sign contract or letter of agreement  



Thanks for 
bidding your attention for 

the lecture! 
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