Senior Planner Forum Key Take Aways and Feedback:

Strategic alliances: how and when to outsource?

1. consolidate meetings department

2. change perception from planner to more of a strategic meeting manager

3. scale down your business by outsourcing(control costs with peaks and valleys)

4. use outsourcing for shorter term meetings

5. how do you introduce the idea of outsourcing to your organization, without risking your position?

6. It’s not always about demonstrating ROI but rather about bringing value to the table

7. It comes down to dollars and sense

8. outsourcing can be a double edge sword for a corporate planner

9. outsource in order to get the best service and make you look good

10. outsourcing brings you bigger relationships and greater buying power

11. leverage your MPI relationships by co-sourcing

Strategic Meeting Management:

1. Key elements include, strategy aligns with the company’s mission, defines process and procedure, give ROI-by qualifying returns and gives value to the clients and recipients

2. Challenges include: managing perception, implementation and buy in, compliance and focus in this environment.
3. Advantages are: reduces liability, centralizes the company spend and creates savings, and positions the meeting planner as an integral part of the organization.

Reducing costs during this economic downturn:
1. be open and honest regarding the business needs for both planners and suppliers

2. perception in driving the current actions and reactions.

3. use creative negotiations to create a win/win(attrition, rebooking)

4. keep communications open to build future relationships

5. change from strictly strategic to thinking of how to show the value/purpose of face to face meetings.

6. scratch my backs, I’ll scratch yours

7. social networking at meetings

8. back to meeting basics, a green focus vs a golf tournament, for example

9. short term agenda vs long term relationship

10. suppliers have debt service, salaries, insurance costs,

11. ask for occupancy reports to support attrition numbers

Leveraging your relationships with MPI

1. get involved,

2. join a committee

3. network with a purpose

4. support each other(buy MPI)

5. use MPI’s global network

6. get other people to tell your story

7. become an ambassador for MPI

Keeping up relationships in a buyers then sellers market:

1. in negotiations everyone should make a profit

2. repeat business should be the outcome

3. be team players, respectful and honest

4. do we have data to prove the long term relationship to the corporate planner
5. offer other valuable goods and concessions

6. know your budget and bottom line

7. lead with generosity

8. be loyal and passionate

9. develop relationships

10. work together to get the business and repeat business

11. dealing with seasoned professionals: honesty, best deal up front, training the new generation to be better planners

