Contract Trends

I would mention revenue vs profit and that hotels are legally entitled to 100% of profit regardless of cancellation timing … also that comp ratios ONLY apply to consumed rooms not attrition/cxl.

David Brokaw

Sales Manager

Loews Ventana Canyon Resort

I’ve recently experienced a client wanting re-sale credit for re-sold F&B.  This is just about impossible for a hotel to track – and what it be based on F&B re-sold in the actual meeting room that was released and then re-sold?

I’ve also seen a trend for resort fees to be based on a percent of the guest room rate instead of a flat fee, but the services involved don’t vary.  So, a guest staying in a room would be less than a guest paying a suite rate- but the resort fee amenities would be the same.

I’ve seen third parties asking for a commission on any attrition or cancellation payments.

Julie Hills

Senior Director of Pharmaceutical Sales

Hilton Sales Worldwide

I’m working with a hotel contract (Embassy Suites) that has a clause called “Sleeping Room Performance” as follows:

“If the event his held, but the Hotel does not realize the total revenue anticipated from your event, you agree to pay performance damages.  The damages owed will be the amount necessary for the Hotel to receive no less than 85% of the total anticipated room revenue from your event in the amount of $_____.”

Diane Williams

Independent Planner

AV patch in prices – Hotels used to be cooperative about patching into their electric if you brought your own AV – now the relationship is strained – OR – they add huge charges.

Set-up charges for classroom seating or changing from an AM set-up to a different PM set-up.

Gary Rosenberg

CMI Resources

Resort fees for services that used to be included in the room rate (pool, paper, business center).

No name changes after the cut-off date or a fee for each one.

Surcharges for phone access that is “not negotiable” but used to be on an as needed basis.

Charles Massey

Synaxis

Paying commission only on a suite bedroom, not the price of the whole suite if it was used as a break out – that now becomes meeting rental.

When a planner mentions as the deal is getting final “just throw in transportation costs” and the profit margin for the hotel is now lost.

When a planner wants fresh squeezed orange juice and is unaware to the labor costs involved.

Haley Powers

Insiteful Meeting Planners

Asking for compensation based on a service issue.

Postponement rebooking clauses.

Change of management clauses

Nick Sotis

ProSites

On attrition and cancellation, paying room profit vs. contracted room rate.

Under attrition … clause saying we will review pick up history from previous year’s meeting and make adjustments within 30 days following the meeting.

Gail Seawright

Director of National Accounts

Loews Ventana Canyon Resort

Noise Abatement:  It is our understanding that there is no group or meeting scheduled in adjoining conference space using either amplified audio or extensive audio-visual production requirements.  It is understood that “Company Name” approval must be given before the hotel enters into a contract for adjoining conference space with any group that requires amplified adio or extensive audio-visual requirements.

Laurel McCarthy

Krisam Group

Performance clauses:

- Wanting 10% for overset on F&B guarantees, versus 5%.  (Clients are attempting to be very conservative in numbers.)  

- Clients are requesting more details in the concessions section – more quantitative, less open to interpretation.  (i.e. complimentary meeting room rental, to include office and registration desk for group, versus just complimentary meeting room rental.)
- Asking for more concessions in order to showcase "savings" to their owners/boards, etc.

- Want specific savings details in the contract. (i.e. complimentary overnight self-parking.  Fee normally $9.00 per vehicle, per night.)
- F&B and A/V pricing is an even hotter button, with requests to lock in on pricing and/or extend a discount.  Additionally, requesting discounts on activities and locking in on pricing.
- Looking for more lenient terms for cancellation and ask for rebook clause.
- Looking for attrition across the board, not just guest rooms.  Either want attrition clause as part of F&B or F&B minimum to reflect same attrition allowance as guest rooms.
- Looking for more freebies in contract, such as complimentary easels,  chimineas (or heaters), etc.  

- Clients are really "visualizing" what they could potentially need on-site and asking as part of the contract phase.
- More industries are asking for non-compete clauses, not just pharma/med or insurance.
- More items are being designated as billed to individual -- some organizations are telling us it is easier to have individual expense reports come back with room, tax, gratuities and incidentals than it is to have a huge master bill.  This way, they are still able to hold some events that may have been considered not mandatory.
- Lastly, organizations are taking longer and longer in the decision and contract process, going over every item with a fine-tooth comb.  They are more savvy about asking for additional concessions after a draft has been received, stating it may held justify picking a destination with less airlift (less convenient).  Sometimes, it is not offsetting potential costs (such as a higher airfare to Phoenix, cheaper into Tucson) but potential inconvenience from having fewer options in times/seats, more connections and potentially more nights from staying an extra day due to being unable to get back home same day immediately following the conclusion of an event.

Robyn Sprenger

Sales Manager

Loews Ventana Canyon Resort

