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Talking about
Convention Industry

o

. Background and Direction

The convention industry worldwide has been the focus of much
activity during the last 20 years. The last decade has seen significant
development of both the facilities and infrastructure to support the
expansion of this fast-growing industry. It is now a truly international
industry, witnessing huge investments across most of the countries in the
world. The convention market is one of Singapore’s fastest growing
industries in business tourism and hospitality sector. The island state has
been ranked among the world’s top three cities for meetings and
conventions and has been voted top convention city in Asia for 23
consecutive years.

“Meeting” is a generic term that is used to indicate almost any type of
get-together. It covers all off-sight gatherings including conventions,
congresses, conferences, seminars, workshops and symposia, all of
which bring people together for a common purpose—the sharing of
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information ( Australian Commonwealth Department of Tourism ).
Basically, there are four categories of meetings such like corporate
meetings, association meetings, government and intergovernmental
meetings and common interest meetings, each meeting has different
objectives that need to be met.

The acronym “MICE” came into being in the mid 1990s, it's fully
recognized that the term MICE relates to meetings, incentive travels,
conventions and exhibitions. The concept of it includes various types of
professional meetings (e. g. company meeting, association conference),
Fairs, Expo, Incentive Tour and some Mega Events. Despite being widely
recognized within many countries, especially the countries in Asia-Pacific
region, the term is not used globally. In Europe, it is called C & E
(Convention and Exposition) or M & E (Meeting and Exposition).

World famous meeting organizations include ICCA ( International
Congress and Convention Association ), UIA ( Union of International
Association ) and CIC ( Convention Industry Council ). The Convention
Liaison Council was founded in 1949 by four organizations to facilitate the
exchange of information within the meetings, conventions and exhibitions
industry. Now the Convention Industry Council, the organization has
grown to include 34 member organizations. CIC’s members represent more
than 103, 500 individuals and 19, 500 firms and properties involved in the
meetings, conventions and exhibitions industry. CIC offers many tools and
programs designed to support the industry and meet its challenges;
facilitate the exchange of information and ideas; and educate the public on
its profound economic impact.

The International Congress and Convention Association was founded in
1963 by a group of travel agents to exchange information on international
congresses and conventions. ICCA, headquartered in Amsterdam, the
Netherlands, is a not-for-profit trade organization whose primary purpose
is to be the global community for the meetings industry, enabling its
members to generate and maintain significant competitive advantage. ICCA
has approximately 800 members in 80 different countries. The members are
divided by the type of the company into different sectors which include
destination marketing, meetings management, meetings support,

4
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transport, venues and honorary members. The member companies and
organizations situated in the same geographical area are divided into
chapters. The divided chapters include African, Iberian, Latin American,
Mediterranean and UK Ireland. The purpose of dividing the members into
sectors and chapters is to enable networking between those members
which have certain aspects in common in order to enhance their business
activities in the industry. ICCA is a member of the following global
organizations : Convention Industry Council ( CIC) , Joint Meetings Industry
Council ( JMIC ), World Tourism Organization ( UNWTO ), Affiliate
Members Director (2007 ), Union of International Associations (UIA).
The association now has an international network of suppliers which is in
service for the international meetings industry.

Nofes .

1. fast-growing industry R30I

2. generic term £\ RiE

3. business tourism and hospitality sector % e FeFEREEET]
hospitality sector.: It includes all businesses that provide food,
beverages, and/or accommodation services.

4. Australian Commonwealth Department of Tourism 8 FCH ¥ B FP i D

MICE: It refers to meetings, incentive travels, conventions and

exhibitions. &RVGHR, HARUIESIN. ZRREE. SUONRETHEES.

company meeting /\F] 21

association conference fpsx2il

Mega Events B3

. not-for-profit IE 5 F

10 ICCA. (International Congress and Convention Assoc1at10n) ICCA B
R R S&AH B FR—EXRRAMGEE, R, BEhfER XK
ﬁﬂﬁ&@*ﬁEAfﬁ HETF&FEMEYE, ICCA 15 £ EEM#M XX

o

© o

Dialogue 1. What Makes a Great Convenfion City?

A- Christina (a college student doing her internship in NMSDC) ; B: Bob
5
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‘ | (NMSDC’s director of conferences). They are talking about how to choose a great

convention city.

A: When you begin planning a convention, you need to consider different
aspects of the city. What do you think are some of the important
criteria when choosing a convention city ?

B: In my view, the first concern is how accessible the city is. Since most
delegates now travel by air, the city to be selected must have a major
airport with frequent arrivals and departures. The city must also have
good local transportation, such as buses and trains.

A Sure, no wonder most renowned convention cities have direct air links
to many major cities worldwide, such as Hong Kong, Singapore and

Melbourne.

B: Another important factor is the accommodation capacity of the city.
Convention organizers concern about whether there is enough hotel
space and a variety of accommodations for attendees. For major
conventions, like the National Minority Supplier Development Council
(NMSDC) , a city must have available 1, 000 rooms per night and offer
access to large blocks of exhibit and meeting space. Most groups want
this space in the headquarter hotel or at a nearby convention center.

A: In most cases, the location should be affordable. However, record
numbers of attendees descend upon more costly cities like New York
and Washington.

B: That's true, they select those costly cities in order to sample their
cultural attractions, entertainment possibilities and myriad of
activities, fine restaurants and modes of local transportation.

A: How about those corporate meetings ?

B: The planners of corporate meetings want to see a city, CVB or property
that is interested in and values their business. Besides, choosing a city
where the organization has or can develop a strong corporate base is
also important. Often members of an organization employed by these
companies can draw upon them for such support as sponsored activities
or corporate recruitment.
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A. Any other factors to consider when selecting a convention city ?

B. Well, be aware of the time. You may hold your meeting during peak,
shoulder or off season, but the time affects the hotel rates and airfares
that are available. In addition, check whether there are other meetings
that will be held at the same time as your meeting, in the same city or
in the same hotel. The burden is on the organization planning the
meeting to stay abreast of who's coming. Make sure that no one else
can have anything at the same time that would conflict with your
program, and put it in your contract.

A. It seems that there are numerous criteria that must be met when you
begin planning a convention.

B That's right. I just mentioned some important factors which contribute

to a great convention city. You may find more later.

Notes .

1. NMSDC: It refers to the National Minority Supplier Development
Council. NMSDC #$H R & Z P HEBERMEAREZER 2.

renowned convention cities 34 B-&BUR T

accommodation capacity ¥ 7588

CVB: Convention and Visitor Bureau & i3Ut/5

peak, shoulder or off season FE%, FZEHIKRE

ook o

Dialogue 2 ; Booking a Meeting

(Ann is a sales representalive of Minneapolis Convention Center. Now
she is answering a call from John Charles who enquires about booking a
meeting at MCC. )

Ann: Good morning, this is Minneapolis Convention Center. What can
I do for you?
Charles: Good moming. I want to hold a meeting at your convention

centre.
7



