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Executive summary 

Introduction 

 

This report brings together a wealth of information to describe the current and future 

labour market and skills issues facing the events sector, with particular emphasis on 

business events. 

 

It describes the contribution of business events to the UK economy1, its size and 

structure as well as skills and recruitment and retention issues associated with the event 

organiser workforce. It then describes current and future trends affecting the industry 

and the implications this may have on the workforce and skill needs. 

 

Industry size and structure  

 

·  The events industry is extremely diverse and fragmented. The main focus of this 

report is on business events  

·  Business events are comprised of the following sub-sectors2: 

o Conferences, meetings and exhibitions 

o Incentive travel 

o Corporate events and corporate hospitality  

o Outdoor events 

·  It is difficult to calculate the total number of businesses and employees that make 

up the events industry for the following reasons:  

o The industry is extremely diverse and difficult to define  

o There is overlap with other industries (for example hotels) 

                                            

1 People 1st is working with other Sector Skills Councils to undertake additional activities to address the skill issues in 
leisure events 
2 Leisure events is made up of community events (charity and fundraising), live entertainment events, sport events and 
celebrations events (weddings, parties, awards) 
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o Only part of the industry is covered by official government Standard 

Industrial Classification (SIC) codes  

·  Employment estimates for different elements of the events industry are:   

o 530,000 (whole events industry) 

o 23,200 (those working for Convention and Trade Show Organiser 

establishments)3 

o 15,500 (those working in Conference, Event and Exhibition Manager 

roles) 

o There are approximately 3,000 Convention and Trade Show Organiser 

establishments in Great Britain of which 90 percent are in England. 

·  Business visits and events are worth over £22 billion to Britain’s economy4 in 

terms of its wider economic impact through associated delegate expenditure on 

travel, entertainment, shopping, pre and post conference tours.  

·  Events vary in size, type and impact, but generally involve the following key 

players: event organisers, event industry suppliers and clients. 

·  Event organisers project manage the event and liaise with suppliers who are 

providers of different types of services for the event to ensure the successful 

delivery of the event.  

·   In the business events sector there are four types of event organisers:  

o Corporate in-house organisers. Where corporate organisations have in-

house expertise to put on an event, the process will be done in-house, 

either by an in-house event planner or an individual who has been tasked 

with organising the event, such as the personal assistant (PA), rather 

than being outsourced to a professional event organiser.  

o Associations (not for profit) in-house organisers who organise events for 

their members rather than external clients. 

o Organisers who work for agencies/professional event management 

companies. These organisers act as intermediaries between clients and 

suppliers.  

o Entrepreneurs – develop events to sell in a commercial way not for a 

client but for themselves. 

·  Business events fall across several sectors including hospitality, creative media 

and logistic. 
                                            

3 An establishment can either be an independent business or a unit that is part of a chain (for example, one Ladbrokes 
betting shop).   An enterprise, on the other hand, refers to the parent company or chain which may cover a number of 
establishments. 
 
4 http://www.businesstourismpartnership.com/pubs/BVE_Leaflet_low_pages.pdf (March 2007) 
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Skill requirements of the workforce 

  

Typical main event organiser occupations include: account director, account manager 

and event executive.  

·  Main skills needs associated with account directors include:  

o People management and leadership  

o Strategy and budget management 

o Solid understanding of suppliers  

·  Main skill needs associated with account managers include: 

o People management 

o Project management 

o Ability to liaise and build relationships with clients 

o Supplier management 

·  Main skill needs associated with event executives include: 

o Excellent verbal and written communication 

o Excellent organisation and administrative skills 

o Customer service 

o Degree in event management desirable   

·  Skills gaps include understanding the client’s industry/needs, managing 

suppliers, customer service, crowd management and an understanding of 

legislation/standards such as health and safety and sustainability.  

·  Vacancies are relatively easy to fill and labour turnover is low, especially where 

employers offer training and progression routes.   

·  Most people start at the bottom and progress to senior roles and positions and 

tend to be recruited from within. The leap between events executive and account 

manager is very high. It is therefore pertinent that the person who progresses 

into this position is completely ready. 

·  Generally speaking, the skill needs of organisers are similar across the four 

business events sub-sectors providing scope for movement across the sub-

sectors, albeit these progression routes are not necessarily clearly defined.  
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Workforce development  

 

·  People 1st Employer Survey 2009 found that induction and informal training are 

both used widely; while 73% of businesses interviewed gave staff the opportunity 

to take a nationally recognised qualification and 60% offered paid or part-paid 

training. The use of apprentices is much lower (9 percent). In addition, employers 

were asked if they used the government’s Train to Gain scheme; 19% had. 

·  Post-induction workforce development tends to occur on-the-job via coaching 

from the line manager, is very practical and is based around learning through 

experience.   

·  Employers who provide in-house workshops to develop staff may cover the 

following topics:  

o Budgets 

o Microsoft Excel  

o Project Management Guidelines  

·  The types of external training event management companies use will vary based 

on the individual’s skills. Examples include:  

o Destination knowledge  

o Health and safety training  

o Negotiation training 

o Personal development management training 

o Presentation skills 

o Customer services  

o Sales skills  

·  Employers perceive that there is a lack of professional qualifications for those 

working in the events industry.  Many employers would like to see some 

formalisation around continuing professional development (CPD). 

·  Employers have mixed views regarding event management courses. The 

research findings show that employers were pleased to see that event 

management courses are popular and increasingly available which is helping 

professionalise the industry and equip learners for entry level, however concerns 

were expressed over a perceived lack of practical/industry experience and the 

extent to which some lecturers may lack practical experience. 

 

 

Current trends and issues  
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·  Prior to the recession, the events industry was experiencing growth over the last 

10 years that outpaced many sectors in the visitor economy. 

·  The following trends have emerged as a result of the recession: 

o Events are down by more than 20% (Eventia’s Member Survey February 

2009) 

o However the public sector is currently still spending money on events.  

o Competition between event organisers has increased, often with 

substantial numbers of organisers being invited to tender for the same 

business.  

o Lead times have decreased and the nature of meetings has changed with 

later start times and cuts made on catering. 

o There has been a growth in public events with fewer consumers 

vacationing abroad, leading to an increase in spend on UK leisure such 

as festivals.  

·  The events industry has responded to  these changes in the following key ways: 

o Diversifying to expand their offer. 

o Workforce development with emphasis on sales and customer service 

skills.  

·  Other trends noted include: the changing behaviour of clients in terms of wanting 

more value for money, as well as a unique experience; environmental trends with 

the development of a new standard on sustainable events and social trends with 

younger generations pushing for increased use of technology and more engaging 

meetings.  

 

Future trends  

 

The following trends and issues were identified as potentially having future implications 

on the events industry: 

 
·  Quality assurance – being an international industry, events may see the 

introduction of an international standard or some sort of quality assurance put 

into place, such as Accreditation in Meetings (AIM) being promoted by the 

Meeting Industry Association 

·  Continuing professional development – introducing CPD would help 

professionalise the industry as well as facilitate progression routes and up-skill 

the workforce.  
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·  Technology – continued technological trends which complement face-to-face 

interactions is likely to continue. 

·  Political – a potential new Conservative Government is likely to cut public sector 

spending which may reduce the amount of events held by public sector 

organisations 

·  Sporting events – described as the “golden decade of sporting events” the next 

ten years will see the UK hosting several high profile sporting events which is 

ample opportunity for organisers to gain further experience and skill in organising 

events on a grand scale.  

 

Next steps: addressing the issues raised in this research 

Three themes emerge from this research and similar studies that have looked at the 

training culture in the industry. They will need to be addressed if the events industry 

is to possess the skills it requires and develops a strong culture of continuing 

professionalism.  

 

The themes are: 

�� �� � � � �	� � 
�� 
 � 	� � �� �
� � 	
 � � � �

� � � �	� � � ��� � � �� � � 	� � � ��
� � � � �� � � � � �

� � � �	�	� � �	� � �

 � � � �� � � � � �

 

 

By their vary nature the themes are complementary and to have the desired impact 

on skills and professionalism require progress to be made in all three areas. 

The key issues are explored under each theme, as well as some possible solutions. 
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1. Qualifications 

There is an array of qualifications available to employers to support work-based 

training. These can be generic (such as health and safety), sector-specific (such as 

food safety) or industry-specific (such as events management or temporary 

structures). In addition, higher education institutions accredit Foundation Degrees in 

events management that can support skills development. 

 

Many employers are unaware of what’s available and how they can gather the 

appropriate information. Consequently, most training is informal and does not result 

in a qualification. This does not mean it is of lesser quality, only that there are no 

consistent benchmarks across the sector and employers are not benefiting from 

public funding which could help them up-skill their workforce. 

 

Research suggests that employers are usually looking for a specific qualification or 

training programme that could be delivered in a short period of time. Currently, 

competence-based qualifications are large, but the way in which they are structured 

means that they would be offered in much smaller packages, which could help 

support continuing professional development. Alternatively, niche training packages 

could be developed to address very specific skill needs. These could be stand alone 

training programmes or be accredited by a higher education institution or awarding 

organisation.   

 

There are also a number of qualifications available to develop the skills and 

knowledge of those entering the sector. Unlike most industries, these are 

concentrated in higher education rather than further education. There are 

benchmarks in place to encourage consistency in content as well as co-ordinated 

action across individual institutions through the Association for Events Management 

Education (AEME) 5. Employers largely welcome this provision and benefit from the 

ease in which they can recruit.  

 

Possible solutions 

 

                                            

5 AEME - the Association for Events Management Education aims to advance the education of the public in the 
subject of events and events management.. It is made up of events academic professionals in higher education 
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·  In order to ensure that there is clear progression into and across the sector, 

available qualifications could be matched against specific job roles and their 

individual needs. This could be fed into broader information and advice given 

to employers and jobseekers to help them find the right training and courses 

(see below). It would also identify gaps in provision where qualifications or 

bespoke training is required. This would involve a number of Sector Skills 

Councils who cover the broad range of skills required in events. 

·  There have been calls for competence-based qualifications to be developed 

at operational levels6. Given the nature of the labour market and the historical 

poor levels of take-up there needs to be a consultation with industry to better 

understand the need at this level and whether the development of 

competence-based qualifications is the answer. 

·  Foundation Degrees in Events Management are offered by a number of 

higher education institutions. They are an ideal qualification for managers or 

aspirant managers in employment. Currently, there is no consistency in the 

content of a Foundation Degree in Events Management. Employer awareness 

is low and consequently the industry is missing out on the opportunity 

afforded by these qualifications.  Through the collaboration of Foundation 

Degree Forward7, AEME and individual higher education institutions and with 

the input of employers, there is an opportunity to agree a core content and 

badge those Foundation Degrees that meet these criteria. The purpose, 

expectations and benefits of Foundation Degrees can then be communicated 

much easier to employers and learners (see below). 

·  The Diploma in Travel and Tourism will see its first learners start from 

September 2010. It has been developed in response to employer demands 

for better skilled and employable young people. It is being created in a 

number of areas to appeal to students of all abilities and aspirations, who like 

to learn about subjects in ways that relate to real life. The qualifications are 

designed for students aged 14-19 and are set to become one of the three 

main education choices - alongside GCSEs/A levels and Apprenticeships. 

Given their likely impact it is important that there is suitable progression from 

the Diploma into work and higher education. Events is one of the industries 

covered by the Diploma and it is critical that it paints a realistic picture of the 

                                            

6 This would be made available at level 2 
7 Foundation Degree Forward is a national body that supports the development and validation of high quality 
Foundation degrees 
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events industry and that there are realistic progression routes onto other 

programmes, especially in higher education. 

·  Not only are many employers confused about what qualifications are 

available and their purpose (see below) - they are also unsure of their benefit 

over and above their own in-house training. By producing case studies we 

can illustrate how employers have used qualifications, but also demonstrate 

their financial and wider impact on a business.  

 

2. Continuing Professional Development 

 

Issues  

 

The results from the Labour Market Review were also strongly reflected in the 

‘Taking the Pulse’ report in that there was unilateral agreement that a CPD system 

was needed to meet the demands of all sectors of the Events Industry and of all 

individuals working in it.  

 

To allow this to occur it was felt that there would need to be a Working Party which 

would establish a CPD programme that took account of the diversity of views and 

requirements of various Industry sectors and players. The intention is not to create 

another association but to provide an umbrella ‘Institute’ with a remit that could 

coordinate a CPD scheme. 

 

The ‘Taking the Pulse’ report and the subsequent consultation period identified that 

many of the trade associations were providing an excellent service to their members 

in keeping them abreast with key issues, however major areas of concern were: 

 

·  Many trade associations who offered training courses to their own members 

were seeing participation rates fall and in some cases courses being 

cancelled. There was also an issue over duplication of course topics and 

clashes of calendar dates 

·  If a member of one association attended a course there was no guarantee 

that the course would be recognised or accepted across the industry.  

·  In considering a CPD programme, discussions had included whether there 

should be different levels of membership, based upon the way individual 

members had updated their skills.  



 

 - 13 -  

·  Issues centred around the delivery of course and educational provision in an 

industry renowned as having to work flexibly.  

·  There was also the fact that many may not wish to commit to a full-time 

educational course, instead desired short courses that make a significant 

impact. 

·  This would mean that CPD for the events industry would need to be more 

demand-led, given the varied nature of the specialisms in events.  

·  The way in which each element of CPD is given credits remains a crucial 

issue along with whether each CPD course should be given CPD points for 

attendance or as a part qualification. This could be on the basis of a number 

of credits or as a qualification. 

 

Possible solutions 

 

·  There has been considerable research and time spent on exploring the 

feasibility of an Institute of Event Management that would be established as 

an autonomous body to accredit the education offerings of educational 

institutions, trade associations and private training providers.  

·  The Chartered Management Institute (CMI) has provided consultation and 

advice on how the Institute of Event Management could operate within the 

CMI educational and administrative framework. The assertions are that the 

Institute of Event Management could operate autonomously within the CMI in 

much the same vein as the Institute of Business Consultants or Women in 

Management. 

·  A recent bid for a National Skills Academy (NSA) for the Travel and Tourism 

Industry had support from a range of events organisations and associations 

on the basis that, if it were to progress further, the events industry would need 

to be more explicitly represented. The NSA bid for Travel and Tourism has 

stated ‘It will establish centres of excellence in the increasingly important 

tourism sector, focusing on destination development, tour operations, events 

management and visitor attractions in each English region.  It will ensure our 

domestic workforce is skilled to meet the challenges of the 2012 Olympic 

Games, the 2015 Rugby World Cup and other leading events that follow’ 

·  Foundation Degrees with a common agreed framework and recognition 

through FDF could benefit employers; additionally the design of flexible 

modes of study with emphasis on work-based learning is essential. 
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Furthermore, the ability for individuals to undertake Foundation Degrees in 

manageable sizes would be welcome.  

·  There is already evidence that trade associations are finding accredited 

solutions to the CPD question, which is obviously beneficial to the members 

of that association - however, it leads to the proliferation of awards. 

Therefore, there would need to be recognition of CPD schemes within any 

centralised structure.  

·  A short term and relatively quick solution would be to develop a central CPD 

portal offering online and offline courses designed to meet professional 

development needs. They could support the competencies required by 

Employers, Professional Bodies and Sector Skills Councils. Learners that 

enrol on the professional courses are able to gain access to a range of tools 

that help them to identify skills needs, log learning hours, build a portfolio for 

assessment purposes and claim for Accreditation for Prior Experiential 

Learning (APEL). APEL is a rigorous but not onerous mechanism of 

recognizing an individual’s expertise and prior experience. The portal can act 

as a repository for case studies, study material and e-learning material. 

 

3. Information, Advice and Guidance 

 

Issues 

 

Ensuring that employers and employees have an accurate understanding of what 

qualifications and training are available is critical if we are to better align ongoing 

training and development undertaken by employers with available support. Research 

by People 1st has found that the single reason why employers do not provide 

qualifications to their staff is the fact that they are confused about what is available. 

 

Similarly, learners and jobseekers need an accurate understanding of the industry – 

to dispel myths, highlight opportunities and be clearer about what employers are 

actually looking for. This will not only ensure that new entrants have a realistic 

expectation of what they will encounter when they enter the industry, but also they 

are entering with the skills and knowledge that employers are seeking. 

 

Employers, employees, learners and jobseekers access information through different 

media and it is important that the information being conveyed is consistent and open 

to all these routes. Any activities undertaken in this area therefore need to involve a 
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wide range of possible partners and information needs to be disseminated as far as 

possible in order to maximise their use.  

 

One area of focus in recent years has been the development of uksp.co.uk which 

aims to help employers overcome the confusion about available support. uksp.co.uk 

has a qualifications guide that enables browsers to find relevant qualifications and 

provides a ‘plain-English’ overview, an understanding of the content of each 

qualification, as well as where they are delivered and what funding is available. 

 

It also highlights for jobseekers the range of development routes available across the 

sector, including the events industry. For each job role it provides information on 

typical role and salary, as well as the type of qualifications and support required to 

gain the skills and knowledge employers seek. There are also job profiles that 

explain how people already in the industry have developed their careers. 

 

Possible solutions 

 

·  Given the lack of focused information on career opportunities in the events 

industry, there is an opportunity to produce a dedicated guide that outlines the 

range of careers opportunities, including entry and development routes and 

snapshots of those already working in the sector. The guide could be 

produced in a format that partners can embed in existing information and 

advice or as a stand-alone guide. This could be disseminated to different 

education institutions, careers companies and trade associations.  

·  Stand-alone case studies could be produced to provide a set of profiles of 

people working in the sector. These would be chosen from a range of job 

roles, organisations and different parts of the industry. They would provide a 

snapshot of a ‘day-in-the-life’, what motivates people in their roles and an 

understanding of their educational and career journey in how they ending up 

doing their role. 

·  Following the review of wider qualification needs highlighted above, there will 

be a need to update uksp.co.uk to ensure it reflects the needs of the industry 

and can provide accurate information on the relevant qualifications and 

training opportunities available. 
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Work is underway through a partnership with trade associations, educators and other 

partners to address these issues and establish a potential Institute of Events 

Management. 
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1. Introduction 

 

People1st is the sector skills council (SSC)8 for the 14 industries that make up the 

hospitality, leisure, travel and tourism sector: 

 

·  Events 

·  Hotels 

·  Restaurants 

·  Pubs, bars and nightclubs 

·  Food and service management 

·  Hospitality services  

·  Membership clubs 

·  Travel services  

·  Tourist services 

·  Gambling 

·  Visitor attractions 

·  Youth/backpacker hostels 

·  Holiday centres 

·  Self-catering accommodation 

 

 

We hold a government licence to carry out a strategic programme of work to make 

sure that the skills employers in these industries need are the skills they get. 

 

As part of this work, we research each of our 14 industries to make sure employers 

have up-to-date, high quality market intelligence. We examine a wide range of key 

                                            

8 Sector skills councils (SSCs) are state-sponsored, employer-led organisations that cover specific economic 
sectors in the United Kingdom. They have four key goals: 

·  to reduce skills gaps and shortages  

·  to improve productivity  

·  to boost the skills of their sector workforces  

·  to improve learning supply 

There are 25 SSCs in the UK. People 1st represent the hospitality, leisure, travel and tourism sector.  
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issues around skills, productivity and employment in each industry. The majority of 

our reports are free and available at www.people1st.co.uk  

 

This report provides information on the events industry.  

 

1.1 Aims and objectives 

 

This report aims to:  

 

·  Describe the size and structure of the events industry  

·  Provide an overview of the size and characteristics of the events industry  

workforce and the associated skill needs 

·  Describe recruitment and retention within the industry  

·  Describe training and development practices across the industry  

·  Identify current trends and issues and examine potential future opportunities 

and threats for the industry  

 

1.2 Methodology  

 

The research included:  

 

·  Extensive desk research including reviews of the latest industry publications 

from relevant trade associations and market research organisations alongside 

online research. 

·  Analysis of relevant national data sources including the Labour Force Survey 

(LFS). 

·  People 1st Employer Survey, 2009, covering a sample of 70 events 

employers from across the UK. 

·  Five one-to-one interviews with industry experts / trade associations and ten 

one-to-one interviews with event industry employers.  
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1.3 About this report 

 

This following section provides explanatory notes about the research which should 

be borne in mind by the reader and outlines the structure of the report.   

 

·  The events industry plays an important role within the wider hospitality, 

leisure, travel and tourism sector. Not only does it indirectly benefit the sector 

by bringing domestic and international visitors to specific destinations 

requiring accommodation, food and beverage etc., it also directly employs 

hospitality roles such as chefs, waiting and bar staff in its own right. 

Therefore, the industry suffers from the same skills shortage and gaps as 

other industries in the wider sector, for example management and leadership, 

chefs skills and customer service. At the same time it requires the skills for a 

number of job roles that are specific to events and are not often found in other 

parts of the sector. Given the amount of research published on these wider 

skill needs, this report focuses on the skills required for core occupations 

found in the events industry, particularly  events organisers in the business 

events sub-sector.  

·  Scale of the research: the findings of this report are based on a small number 

of qualitative interviews and therefore generalisations cannot and should not 

be made regarding the whole of the events industry. 

·  The economic climate: this research was conducted during a recession. It 

should therefore be borne in mind that this is a unique time.  Thereby it is 

difficult to provide a standard picture of the industry (should one exist).  

·  Size of the industry: it is difficult to provide exact figures on the total size of 

the events industry in terms of number of businesses and total employment 

due to: 

o The fragmented and diverse nature of the industry  

o There is overlap with other industries (for example hotels)  

o Only part of the industry is covered by official government Standard 

Industrial Classification (SIC) codes  

 

The report is structured as follows: 
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Chapter 2 provides an overview of the events industry in terms of how business 

events are defined, its sub-sectors, and the number of establishments and size of the 

workforce. 

 

Chapter 3 describes the key players that are involved in the planning and delivery of 

an event as well as making reference to the diversity of the industry and its 

relationship with other sectors of the economy.  

 

Chapter 4 is dedicated to event organisers and describes the following 

o Profile of the workforce 

o Skills, recruitment and retention 

o Progression  

 

Chapter 5 focuses on how the event organiser workforce is developed, both in-house 

and externally, and describes employer views on external provision. 

 

Chapter 6 describes current trends and issues affecting the industry and potential 

implications on skills and the workforce.  

 

Chapter 7 describes possible future trends which may impact on the industry and the 

implications this may have on skills and the workforce. 

 

Chapter 8 is a conclusion that examines the main findings of the research. 

 

1.4 Acknowledgements  

 

People 1st would like to thank those employers, trade associations and industry 

experts who gave their time and knowledge on the event industry. Please see 

appendix 1 for a list of in-depth interview participants / those that were consulted and 

gave their feedback to help with the writing of this report. 
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2.  Overview of the events industry 

 

This chapter defines the events industry, with a focus on business events and its 

sub-sectors. It then describes the size of business events in terms of the number of 

establishments, size of workforce and its economic value.  

2.1 Defining the industry  

 

Defining the event industry is a challenge. The industry really only began in the UK in 

the seventies and has since become an extraordinarily diverse business. An event 

can best be described as any situation in which a company presents itself face-to-

face with its target audience.  

 

Events can also be defined by the type of event, the sector that the end user comes 

from or the coverage of the event, for instance the domestic or international market. 

 

Types of events include face-to-face meetings, from trade shows to company 

meetings and corporate hospitality events, to narrowly focused public relations (PR) 

initiatives.9 

 

The events industry has grown substantially over the last ten years and is highly 

fragmented.  It consists of some medium size companies and many small (one or two 

person) companies.  

 

People 1st asked industry employers and stakeholders to give their definition of the 

event industry. The commentary below shows the complexity of the industry: 

 

"The event industry brings together the organisers and buyers of events of all kinds 

and particular business events of all kinds - training courses, road shows, sales. It  

also includes consumer events, so it brings together the organisers who supply the 

myriad of services, be they venues providing the location, be they destinations, 

production companies who organise the stage management of that event, specialist 

caterers and a whole range of other services or providers together go to make up the 

event industry." (Events industry expert).  

 
                                            

9 Key Note Market Report, 2008, Exhibitions and conferences  
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2.2 Sub-sector perspective: business events  

 

The event industry is comprised of the following: 

 

Business events (also known as business tourism) 

·  Conferences, meetings and exhibitions 

·  Incentive travel 

·  Corporate events and corporate hospitality  

·  Outdoor events10 

 

Leisure events: 

·  Community events (charity and fundraising) 

·  Live entertainment events  

·  Sports events 

·  Part / celebration event / weddings 

 

Unless otherwise stated, this report focuses mainly on business events. In looking 

to address the skill needs of leisure events, People 1st is convening a collaborative 

group with a number of other Sector Skills Councils who have an interest in this area 

of the industry. 

Business events can be defined as: 

 

“Business tourism is the provision of facilities and services to the millions of 

delegates who annually attend meetings, congress, exhibitions, business event, 

incentive travel and corporate hospitality11”  

2.3   Definitions and characteristics of business event sub-sectors 

2.3.1  Conferences / meetings and exhibitions  

 

Definitions of what constitutes a conference vary. The MIA defines a conference 

event as one ‘that involves a minimum of eight people, occupying a venue for at least 

4 hours’ duration.’12 

                                            

10 Outdoor public events cover major festivals (such as Edinburgh International Festival), music event (e.g. 
Glastonbury), agricultural shows, sporting and charity event through to small village and craft event. 
11 http://www.iccaworld.com/aeps/aeitem.cfm?aeid=107  
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Within the conferences market, there are many different types of conference. Key 

Note has identified the following major types: 

 

·  Company meetings — internal meetings to which employees or shareholders 

might be invited. Often, travel and accommodation expenses are met by the 

company. Company meetings might also include company ‘away days’ that 

are used to scope new ideas or for team building. 

·  Networking events — often free to attend, networking events include those 

organised by, for example, local trade associations or by marketing 

companies to introduce their services, charging a nominal entrance fee to 

cover expenses. 

·  Paid-for open conferences — events organised by professional conference 

organisers around a theme, where a series of speakers discuss issues 

pertinent to that theme. Events might include conferences centred on 

developing technologies or markets for example, which might attract 

delegates from organisations wishing to develop their expertise. 

·  Paid-for closed conferences — events organised by specific associations to 

members and other industry practitioners, where speakers present, for 

example, new research findings or new thinking. Events might include political 

or medical conferences, or delegates from pharmaceutical or health 

organisations. 

 

Conference venues are defined by Eventia as a ‘paid-for facility containing at least 

three meeting rooms for hire with a minimum capacity of 50 theatre-style in its largest 

room.’13  

 

Conference venues are classified as follows: 

 

·  Purpose-built conference centres — including International Conference 

Centres, known as ICCs  

·  Conference and training centres 

·  Multipurpose venues  

·  Hotels  

                                                                                                                             

12 Key Note, Market report 2008, Conferences and Exhibitions, p2 
13 Key Note, Market report 2008, Conferences and Exhibitions, p2 
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·  University and other educational institutions 

·  Unusual venues — including historic houses, sports stadia and theme parks. 

 

2.3.2  Exhibitions 

 

The Association of Event Organisers (AEO) defines an exhibition as ‘an event that 

enables buyers and sellers to meet together in a market situation’.  

 

Exhibitions tend to be organised by commercial organisers, (many of which also 

publish trade publications within the particular markets in which they specialise) as 

well as by trade associations and other corporate and public bodies. 

 

2.3.3  Corporate Event and Corporate Hospitality  

 

The corporate event sub-sector covers incentive travel, client entertainment, staff 

entertainment, meetings and conferences. 

 

Information from the British Hospitality Association, based on its Food and  

Management Survey reveals that there are almost 4,000 support services to the 

corporate event and corporate hospitality industry as part of a catering contract, 

including cleaning and domestic services, shops, housekeeping and laundry, but 

even extending to services such as fire, waste management, mailroom facilities and 

crèches. It is estimated that such support services have an annual value of 

approximately £500 million.14 

 

2.3.4  Incentive Travel  

 

Incentive travel is a tool used by organisations to motivate their staff and/or external 

sales agents, with the objective of improving performance at both individual and 

corporate levels. This tool offers individuals or teams the chance to qualify for an 

exceptional travel experience, subject to their attaining preset goals.15 

 

                                            

14 Ibid 
15Business Tourism Briefing. An Overview of UK’s Business Visits and Events Industry, March 2007 
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London is the most popular UK incentive destination, followed by Edinburgh, Scottish 

golf resorts and Stratford-upon-Avon.  

 

In addition to accommodation, incentive participants enjoy top quality entertainment 

programmes as part of their reward, such as excursions, theatre trips and lavish 

dining experiences. 

 

The difference between incentives and conferences is sometimes blurred. Some 

incentives incorporate business meetings, while some conferences nowadays have a 

significant social and leisure programme, and are held in highly aspirational 

locations, making them a motivational event. The defining line through these blurred 

boundaries is that participants have to qualify to earn an incentive reward. 

 

2.3.5  Outdoor events 

 

High profile outdoor events cover major festivals (such as Edinburgh International 

Festival), music events (e.g. Glastonbury), agricultural shows, sporting and charity 

events through to small village and craft events. 

 

Outdoor events have developed into a highly professional and quality standard 

industry involving local authorities, show organisers, event management companies, 

promoters, venue owners together with suppliers of equipment and services, 

entertainment agencies, consultants and practitioners in general. 

 

Little research into the value of the market has been undertaken but a few years ago 

the National Outdoor Event Association (NOEA) carried out a survey and 

conservatively estimated that the outdoor event industry had an annual turnover of 

up to £1 billion.16 

 

The NOEA drew up a Code of Practice for outdoor events, and continues to work 

towards raising standards. This work impacts directly on liability insurance which is 

crucial for the events industry. Linked to health and safety, security has become a 

critical issue, particularly at high profile public events like Glastonbury and Notting Hill 

                                            

16 Ibid 
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Carnival. This leads to greater public confidence, better attendance and good PR for 

the industry. 

 

Many of these events last from 1-3 days and attract tens of thousands of visitors. 

This can involve considerable travel and staying overnight in places ranging from 

campsites to upmarket hotels. This has substantial benefits for local economies and 

can dramatically affect the environment of a region, bringing more spend from visitors 

and tourists and hence more employment and wealth to the community. 

 

It should be noted that these four markets are not mutually exclusive. For example 

incentive travel could incorporate outdoor event elements and equally a conference 

may include corporate hospitality features.  

 

2.4   Size of the events industry 

2.4.1  Number of establishments17   

 

Calculating the number of businesses that make up the events industry is notoriously 

difficult. There are several reasons for this:  

 

·  As discussed above, the industry is extremely diverse and difficult to define  

·  There is overlap with other industries (for example hotels)  

·  Only part of the industry is covered by official government Standard Industrial 

Classification (SIC) codes  

 

SIC codes are used to classify industries of the economy.  These codes are used in 

all major government surveys (at the 4 digit level). The codes that apply to the events 

industry are highlighted in bold in the table below. These codes are the best available 

and most closely associated with business events.  

 

Table 1: SIC codes associated with the events industry  

4 digit SIC code 5 digit SIC code 
82.30 Convention and trade show organisers 82.30/1 Activities of exhibition of trade show 

                                            

17 An establishment can either be an independent business or a unit that is part of a chain (for example, one 
Ladbrokes betting shop).   An enterprise, on the other hand, refers to the parent company or chain which may cover 
a number of establishments. 
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organizers  
82.30/2 Activities of conference organisers 
68.20/1 Renting and operating of Housing Association 
real estate 
68.20/2 Letting and operating of conference and 
exhibition centres 

68.20 Renting and operating of own or 
leased real estate 

68.20/9 Letting and operating of own or leased real 
estate (other than Housing Association real estate and 
conference and exhibition services)  

 

As government surveys such as the Annual Business Inquiry and Labour Force 

Survey do not report data at the 5 digit code level, ‘official’ business and employment 

data is only available for the Convention and Trade Show Organisers element of the 

industry and not the supply of venues.  

 

The table below shows the number of Convention and Trade Show Organiser 

establishments18 in Great Britain by nation and English region.  

 

Table 2: Convention and Trade Show Organiser establishments by nation and region  

Nation Establishments  
England 2,700 
Scotland 200 
Wales 100 
Great Britain 3,000 
English Region  Establishments  
East 300 
East Midlands 200 
London 800 
North East 0* 
North West 200 
Scotland 200 
South East 600 
South West 200 
Wales 100 
West Midlands 200 
Yorkshire and The Humber 200 

Source: Annual Business Inquiry (ABI) 2008 
*suppressed for confidentiality. 
 

The data suggests there are approximately 3,000 Convention and Trade Show 

Organiser establishments in Great Britain of which 90 percent are in England. Within 

England, London has the most Convention and Trade Show Organiser 

establishments followed by the South East.   

 

                                            

18 An establishment refers to an individual business unit 
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2.4.2  Number of employees per establishment19  

 

The majority (93 percent) of these establishments are small, employing between 1 

and 10 people. It is suggested20 that there are only 20 to 30 event companies that 

employ over 100 people.  

 

2.4.3  Size of workforce  

 

For the reasons described in section 2.4.1 it is very difficult to obtain precise figures 

on the overall size of the events industry workforce.   

 

Official government employment data is only available for the elements of the 

industry covered by 4 digit Standard Industrial Classification (SIC) codes or 

occupations which have Standard Occupational Classification (SOC) codes.  There is 

only one SOC code that is specific for those working in the events industry; this is 

1222 Conference, Event and Exhibition Managers.  

 

The table below sets out employment estimates for different elements of the event 

industry.   

 

Table 3: Employment estimates for different elements of the events industry  

Description  Total employment  Source 

Whole events industry 
(including suppliers21)  

530,000 BusinessTourismBriefing. An Overview of 
UK’s Business Visits and Events Industry, 

March 2007 
Those working for Convention 
and Trade Show Organiser 
establishments (SIC 82.30) 

23,200 Labour Force Survey  (LFS) January to 
September 2009 

Those working in Conference, 
Event and Exhibition Manager 
roles (in all businesses) (SOC 
1222) 

15,500 
Labour Force Survey  (LFS) January to 

September 2009 

 

Given the absence of any other SOC codes that are specific to the events industry, 

the code for Conference and Exhibition Managers is likely to include account 

directors as well as account managers.  

                                            

19 An establishment can either be an independent business or a unit that is part of a chain (for example, one 
Ladbrokes betting shop).   An enterprise, on the other hand, refers to the parent company or chain which may cover 
a number of establishments. 
 
20Based on an interview with an events industry expert 
21 Please see page 21 for a list of typical suppliers that may be associated with putting on an event. 
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2.4.4  Economic value  

 

Below are key facts and figures regarding the economic value of the business events 

sector: 

 

·  Business visits and event are worth over £22 billion to Britain’s economy22 in 

terms of its wider economic impact through associated delegate expenditure 

on travel, entertainment, shopping, pre and post conference tours.  

·  There are already 450 major events held nationally worth around £1 billion to 

the UK economy. 

·  Business visits represent 28% of all overseas visitors 

·  Around 80 million people attend 1.5 million conferences and meetings 

annually. 

·  Business visitors spend an average of £122 per day – nearly twice the daily 

rate of that spent by the leisure traveller.  

 

Below is more detailed commentary that shows how business events are performing 

economically albeit the figures were compiled before the recession: 

 

Conferences and meetings - The UK conference market experienced a downturn in 

the period 2006-8 (in terms of direct revenue to venues) with an estimated value of 

£7.2 billion, compared with £8 billion in the 3-year period 2005-7. This is due mainly 

to a reduction in the average number of conferences per venue, especially a fall in 

the proportion of residential conferences. 23 

Exhibitions and trade fairs - estimated to be worth £9.3 billion annually24. This 

figure does not include the value of business transacted at exhibitions. 

Incentive travel - no official recent research has been conducted into this sub-sector 

but independent and unattributable statistics indicate that the market for meetings 

and incentive travel is worth around £1.2 billion annually.25 

Corporate event and corporate hospitality – is estimated to be worth at around £1 

billion annually.26 

                                            

22 http://www.businesstourismpartnership.com/pubs/BVE_Leaflet_low_pages.pdf (March 2007) 
23 UK Events Market Trends Survey, 2009 (Eventia) 
24 AEO/KPMG research 2005 
25 Business Tourism Briefing. An Overview of UK’s Business Visits and Events Industry, March 2007 
26 Business Tourism Briefing. An Overview of UK’s Business Visits and Events Industry, March 2007 
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Outdoor events - estimated value of at least £1 billion annually.27 

Business (or individual corporate) travel. No reliable estimates of this sub-sector 

exist, although Business Tourism Leads The Way suggested that it was worth 

upwards of £6 billion per annum in 1998.28 

2.5  Trade associations  

The events industry has a large number of trade associations. Please see appendix 4 

for examples of event industry trade associations. There are two main umbrella 

groups that encapsulate the majority of trade associations. The Business Visits and 

Events Partnership (BVEP), for instance, cover business events trade associations 

while the Events Industry Forum covers many of the outdoor events and supplier 

associations.  

 

The rationale for having so many trade associations is most likely to be due to the 

fragmented nature of the industry and because the concept of the industry is 

relatively new. 

 

Although the number of trade associations is a frequently voiced criticism, the 

associations are increasingly trying to work together and can be seen as an 

opportunity to engage employers into training.  

2.6  Chapter summary  

Below is a synopsis of points of interest from chapter 2: 

·  Events can be described as any situation in which a company presents itself 

face to face with its target audience.  

·  The industry is extremely diverse and fragmented. The focus of this report is 

mainly on business events (not leisure events) 

·  Business events are comprised of the following sub-sectors: 

o Conferences, meetings and exhibitions 

o Incentive travel 

o Corporate  events and corporate hospitality  

o Outdoor event 

·  It is difficult to calculate the total number of businesses and employees that 

make up the events industry for the following reasons:  

                                            

27 Ibid 
28 Ibid 
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o The industry is extremely diverse and difficult to define  

o There is overlap with other industries (for example hotels)  

o Only part of the industry is covered by official government Standard 

Industrial Classification (SIC) codes  

·  Employment estimates for different elements of the event industry are:   

o 530,000 (Whole events industry) 

o 23,200 (Those working for Convention and Trade Show Organiser 

establishments) 

o 15,500 (Those working in Conference, Event and Exhibition Manager 

roles) 

o There are approximately 3,000 Convention and Trade Show 

Organiser establishments in Great Britain of which 90 percent are in 

England. 

·  Business visits and events are worth over £22 billion to Britain’s economy29 in 

terms of their wider economic impact through associated delegate 

expenditure on travel, entertainment, shopping, pre and post conference 

tours.  

 

 

                                            

29 http://www.businesstourismpartnership.com/pubs/BVE_Leaflet_low_pages.pdf (March 2007) 
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3  Structure of business events   

 

This chapter examines the key players that are involved in the planning and delivery of 

an event as well as making reference to the diversity of the industry and its relationship 

with different sectors of the economy.  

 

3.1  What constitutes an event? 

 

Putting on an event is a complex process involving a range of players from different 

industries coming together at different stages to ensure the successful delivery of an 

event. Events will vary in size, type and impact, but generally involve the following 

key players: 

 

Event organisers.  Event organisers project-manage the event and liaise with 

suppliers who are providers of different types of services for the event to ensure the 

successful delivery of the event.  

 

 In the business events sector there are four types of event organiser:  

 

·  Corporate in-house organisers. Where corporate organisations have in-house 

expertise to put on an event, the process will be done in-house, either by an 

in-house event planner or an individual who has been tasked with organising 

the event, such as the personal assistant (PA), rather than being outsourced 

to a professional event organiser.  

·  Associations (not for profit) in-house organisers who organise events for their 

members rather than external clients. 

·  Organisers who work for agencies/professional event management 

companies. These organisers act as intermediaries between clients and 

suppliers.  

·  Entrepreneurs – develop events to sell in a commercial way not for a client 

but for themselves. 

 

Event industry suppliers. There are a wide range of specialist suppliers to the 

events industry from staging, production and lighting to security and catering.  
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The following are types of suppliers that may be needed for an event:  

 

·  Venues - indoor and outdoor venues are required for organising many events 

for example hotels, conferences centres, exhibition centres, and show 

grounds.  

·  Attractions (for instance the delegates play golf) 

·  Florists 

·  Rigging 

·  Builders  

·  Theming companies 

·  Staffing companies (e.g. stewards, bar staff, security) 

·  Drink companies  

·  Destination marketing and management (Conference bureaux - destination 

marketing organisations or DMOs). 

·  Producers 

·  Audio Visual  

·  Entertainment services  

·  Presenters  

·  Travel agencies  

·  Specialist hospitality  

·  Transport 

·  Temporary structure 

 

Appendix 4 provides further detail on venues and destination marketing and 

management.  

 

Clients. Clients are the “purchasers” of events, who contract event organisers 

(whether it be a sole trader, a small to medium enterprise (SME), large event agency, 

industry association) to run the event on their behalf. 

 

3.2  Relationships with other sectors of the economy  

 

By implication of such a diversity of components being involved, the business events 

industry draws on a wide range of employees, including a significant 

temporary/casual part-time workforce. 
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It is no surprise that business events fall across several sectors, as one of the 

industry experts with whom we consulted explained:   

 

“In the event sector we would classify ourselves as being partly in the hospitality 

sector because we do provide hospitality catering services, however we also put on a 

show so we are to that extent within the creative sector…a lot of people in the 

production side of events believe their skills are partly creative and also related to 

media and communications because the whole purpose of putting on many events is 

to provide a message to the people that are attending it. Much of that is brand 

communication so that is another element. Another area is logistics…putting on a 

massive event is all about organisation so logistics is critical. You could also add 

another definition as the attractions industry.” (Events industry expert)  

 

There are therefore many specialist areas in the events industry, depending on the 

scale and type of event:  

 

“There are specialists in festival event management who are different from people 

who run convention events…one is a public attraction, whereas for a conference you 

are driven to it either because you are a member of a professional organisation or 

because the company for which you work is having an event or the industry you work 

in is having a networking event.” (Event industry expert)  

 

Please see Appendix 2 for further information on the overlap between sectors 

represented by different SSCs and event sub-sectors. 

 

3.3  Chapter summary  

 

Below is a synopsis of points of interest from chapter 3: 

·  Events vary in size, type and impact, but generally involve the following key 

players: event organisers, event industry suppliers and clients. 

·  Event organisers project-manage the event and liaise with suppliers who are 

providers of different types of services for the event to ensure the successful 

delivery of the event.  

·   In the business events sector there are four types of event organisers:  
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o Corporate in-house organisers  

o Associations  

o Organisers who work for agencies/professional event management 

companies  

o Entrepreneurs  
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4  Business events workforce 

The following chapter focuses on business event organisers. It includes workforce 

data as well as commentary on recruitment, retention and skills gaps associated with 

event organisers.  

 

As noted in chapter 3, event organisers project manage the event and liaise with 

suppliers who are providers of different types of services for the event to ensure the 

successful delivery of the event.  

 

There are many different names for similar job roles in the industry as one employer 

explained:  

 

“Everyone in this industry has different names for the jobs that are done…[they] can 

have a number of different levels – sometimes they have introduced a position like a 

senior accounts manager  as being someone who can look after slightly larger and 

more complex events…[an] event executive is probably the same as an event 

coordinator etc.”  (Large event company)  

For consistency the occupations show in figure 1 will be used.30 

 

Figure 1: Typical occupational hierarchy: Event organisers 

 

 

 

 

 

 

 

 

 

 

 

                                            

30 The research found that the following alternative job titles are also used for the job titles cited in figure 1: 
o Account manager may also be referred to as an events manager 
o Event executive may also be referred to as event assistant, event coordinator or event administrator.  

Account director 

Account manager 

Event executive 
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The table below provides a summary of the main job roles and core responsibilities 

for event organisers. For a guide on how each occupation is involved in different 

stages of an event, please see the matrix in Appendix 5 typical activities involved in 

the organisation of an event.   

 

Table 4: Main job roles and their core responsibilities of operations team  

Occupation  Core responsibilities  

Account director ·  To manage and develop the client relationship at a senior level with a view to 
maximising the client business opportunity to the full. 

·  To be responsible for specific strategic client development plans and activities. 
·  To make and manage client appointments and the preparation of relevant 

proposals and budgets (may involve working alongside sales team if company has 
one). 

·  To be responsible at a senior level for the delivery of projects on time and within 
budget – meeting and exceeding client’s expectations. 

·  To monitor progress against targets and profit margins. 
·  To keenly develop and manage supplier relationships 
·  To oversee and monitor project progress through their team. 
·  To monitor and maintain quality and adherence to processes, identifying and 

contributing to their improvement. 
·  To provide leadership, direction and support to the team whilst maintaining 

motivation and enthusiasm to successfully deliver the project 
·  At a senior level to be fully responsible for all project budgets from conception 

through to reconciliation. 
·  To drive for excellence in customer service and quality delivery. 

Account manager 

 

·  To act as the Account/Event Manager and be responsible for the development, 
production and delivery of projects from proposal, to delivery, to debrief and final 
reconciliation in line with client’s requirements 

·  To deliver event on time within budget and to meet and exceed client’s 
expectations. 

·  To actively set, communicate and maintain timelines and priorities on every 
project. 

·  To effectively communicate, maintain and develop client relationships with a view 
to retaining existing business and developing new opportunities. 

·  To manage supplier relationships. 
·  To manage operational and administrative functions as required to ensure the 

effective and efficient delivery of specific projects 
·  To provide leadership, direction and support to the team whilst maintaining 

motivation and enthusiasm to successfully deliver the project 
·  To carry out on site inspections and attend and project manage events as 

required. 
·  To be fully responsible for all project budgets from conception through to 

reconciliation. 
·  To pro-actively report on development of projects to the Account /Event Director. 
·  To drive for excellence in customer service and quality delivery. 
·  To monitor and maintain quality and adherence to processes, identifying and 

contributing to their improvement. 
 

Event executive 

·  To assist in the delivery of event on time within budget and to meet and exceed 
client’s expectations. 

·  To maintain timelines and priorities set on every project. 
·  To effectively communicate, maintain and develop client relationships with a view 

to retaining existing business and developing new opportunities. 
·  To manage operational and administrative functions as required ensuring the 

effective and efficient delivery of specific projects. 
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·  To support team members whilst maintaining motivation and enthusiasm to 
successfully deliver the project. 

·  To assist in the building and maintenance of project budgets from conception 
through to reconciliation. 

·  To pro-actively report up on project timelines and activities. 
·  To manage supplier relationships. 
·  To drive for excellence in customer service and quality delivery. 
·  Accurate and timely management of delegate database systems.  
·  To maintain quality and adherence to processes, identifying and contributing to 

their improvement. 
 

Where the event company is large there is likely to be a separate marketing and 

sales team who work very closely with the occupations above. They are responsible 

for doing the following: 

 

·  Sales team – winning business, getting sponsorship  

·  Marketing team – delivery, knowledge of audience and how to communicate 

with them. They will be in charge of delivering the visitors and sending out 

delegate packs.  

·  Operational / logistics team – comprised of event organisers with the typical 

hierarchy in figure 1. They put the event on and liaise with the venue, 

location, are responsible for health and safety, risk assessment and for 

ensuring that what the client wants is delivered on schedule.  

 

 

4.1  Workforce profile  

Workforce profile information is available for those working for Convention and Trade 

Show Organiser establishments. 

 

4.1.1  Age profile  

 

The figure below shows the age profile of those working for Convention and Trade 

Show Organiser establishments. Just over a quarter of the workforce is aged 

between 25 and 29 with over a third under the age of 30.   For the HLTT sector as a 

whole, a higher proportion (44%) are aged under 3031. 

 
 
 

                                            

31 Labour Force Survey 2007/08 
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Figure 2: Age profile of the events workforce  
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4.1.2  Gender profile  

 
In terms of the gender split, the data suggests that 55% of those working for 

Convention and Trade Show Organiser establishments are female and 45% are 

male.32 

 

4.2  Skills, recruitment and retention 

 

The following section describes the main entry routes, skill needs and recruitment 

and retention issues for each of the occupations shown in figure 1.  

 

                                            

32 Labour Force Survey (January – September 2009) 
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4.2.1  Events executive  

 

Entry routes into the events industry  

 

Events management courses have become increasingly popular in the last ten years 

and are a common entry route into the events industry. For examples of courses 

associated with events management, please follow the link below: 

 

http://search.ucas.com/cgibin/hsrun/search/search/StateId/DpMjmGypFuxDvOEQbVyYLi89C

k_9AUd94/HAHTpage/search.HsKeywordSuggestion.whereNext?query=2139&word=EVENT

+MANAGEMENT&single=N 

 

Data sources show that there were 3,360 event management learners in  2007/08.33 

91% (3, 045) were full time students, the remainder, 9 percent (310) were part time.34 

 

The majority of event management learners (76%) were completing a first degree 

while 9% were completing post graduate taught courses: 

 

Table 5: Mode of study for event management learners  

Event management Postgraduate Research          5  0% 
  Postgraduate Taught       290  9% 
  First Degree    2,565  76% 
  Other Undergraduate       500  15% 
  Total    3,360  100% 
 

The majority of learners were resident in England (79%), 5 percent Scotland, 2 

percent Northern Ireland and 1 percent Wales. 

 

Table 6: County of domicile for event management learners  

Event management England    2,645  79% 
  Wales        45  1% 
  Scotland       170  5% 
  Northern Ireland        60  2% 
  UK unknown          5  0% 
  Other       440  13% 
  Total    3,360  100% 
 

 

                                            

33 The Higher Education Statistics Agency (HESA) collects data in respect of all students in higher education.   The 
latest data covers the period from 1 August 2007 to 31 July 2008. 
34 Ibid 
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The figure below shows HESA35 data on the destination of leavers from higher 

education (based on completed questionnaires).   From this they estimate that 74 

percent of event management students are employed in full-time paid work. 

 
Figure 2: HESA collect data on the destination of events management leavers from 
higher education 
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In terms of the industries which they enter, 15 percent are estimated to go directly 

into the ‘organisation of conventions and trade shows’ (SIC code 8230) whilst 8 

percent enter employment in ‘hotels and similar accommodation’ (SIC code 5510) 

with the remainder entering a diverse range of other industries. 

 
 
Recruitment practices 
 
 
For event executives, employers tend to recruit either via local newspaper, trade 

press, online or word-of-mouth.  

 

                                            

35 The Higher Education Statistics Agency (HESA) 
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Under the current economic climate, some event companies have frozen recruitment 

and there have been redundancies. Some employers have therefore expressed 

concern over the number of graduates wanting to enter the market because they 

perceive there to be greater supply than demand: 

 

 “There are probably too many event management courses and too many event 

graduates.” (Sole trader)  

 

Although the demand for graduates has decreased in the downturn, it must be taken 

into consideration that the market is not fixed and therefore what is an adequate 

supply at one time, can be an oversupply during another. Since three quarters of 

learners are studying for a First Degree, supply and demand also needs to be 

considered in terms of a 3-4 year lead time for learners to complete and become 

available on the recruitment market. 

 

Entry requirements 
 
Generally speaking, event executives are junior staff who join once completing a 

graduate degree and have no experience. Having said this, those that do not have a 

degree but have office experience can be equally suitable for the job, as one of the 

employers People 1st spoke to explained: 

 

“If they have office experience, for example two years working as a secretary or 

administrator, my experience is that they are equally qualified to do that role as 

somebody who has been through a three year degree process because they have 

the practical experience, the graduate tends to have the knowledge but does not 

necessarily have the practical experience.” (Event management company – SME) 

 

The skill and attribute requirements of an event executive include the following:  

 

·  A degree level would be more advantageous – ideally an event 

management degree 

·  An understanding of the needs of event companies. 

·  IT skills. 

·  Verbal and written communication skills. 

·  Excellent organisation and administrative skills. 

·  Time management. 
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·  Articulate. 

·  Approachable. 

·  Customer service skills. 

 

Some event management companies may have an event executive and event 

coordinator /administrator or assistant. This role is generally quite similar, if not the 

same to that of an event executive and therefore so are the skill requirements.  

 

The research found that some event management companies may have an event 

executive and event coordinator/assistant/administrator. Where employers have both 

positions, the main difference is that the event coordinator / administrator is 

responsible for managing registrations, while the event executive will be responsible 

for putting delegate programmes together as well as some desk research around 

potential venue hire.  

 
 
Ease of filling vacancies  
 

The event executive role tends to be quite easy to fill because those applying tend to 

be either graduates with little experience or an individual with an administrative 

background.  

 

Despite being relatively easy to fill, the role does require a lot of in-house training: 

 

“The administrative role is relatively easy to fill but there is a great degree of in-house 

training required. As an employer you have to be committed to training people in-

house. This is because you either get someone who is not experienced in the event 

industry because they have worked in another industry or they are coming in post- 

university with a degree and little experience.” (Event management company – SME) 

 

Employers added that some graduates have a misperception of what the role of an 

events executive entails. They may be under the impression that their role will be 

glamorous and involve organising festivals and PR parties. However, “most of it is 

not like that, it really is an administrative role” (Event management company – SME) 

 

Equally some event management graduates believe they will enter the middle level 

rather than lower level.  
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Skill gaps  
 

Employers note that the main skills that event executives lack are:  

 

·  Administrative skills 

·  Attention to detail 

·  Communicating over the telephone  

·  Interpreting and understanding messages 

·  Knowledge of CRM systems (e.g. ACT, Microsoft) 

·  Customer service  

 

4.2.2  Account manager  

 
Entry requirements 

 
The main skills and attributes required of an account manager include the following: 

 

·  Project management skills. 

·  The ability to prioritise. 

·  People management. 

·  Budget management. 

·  Delegation skills.  

·  Multi-tasking – they will need to manage several different events at the same 

time. 

·  Excellent organisation and communication skills. 

·  The ability to liaise with people at all levels – e.g. clients and suppliers. 

·  Understanding of suppliers e.g. venues and what they have to offer. 

·  A good understanding of events management all round. 

·  IT skills. 

·  Good written skills. 

·  Negotiation skills. 

·  Selling skills (please note that the research suggests that where there is a 

sales team or specific sales position then this skill is not essential for an 

event/account manager). 

·  Ability to carry out risk assessments.  

·  Trouble-shooting (serious minded and able to react to pressure). 
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·  Strategic marketing.  

 

The most important skill needs for an account manager are project management and 

the ability to prioritise as some of the research participants commented: 

 

“They have to be able to multi-task and project manage several different events at 

the same time” (Event management company employer – SME)  

 

“An account manager is a project manager with specialist knowledge and skills and 

the grounding must be in business, administration, management and leadership skills 

and strategic marketing.” (Event industry expert)   

 

“Excellent project management and organisational skills are vital” (Large Event 
Company) 

 
An account manager has a huge amount of responsibility in project managing each 

step of the event, from preparing for the event to trouble shooting. The gap between 

events executive and account manager is very large. It is pertinent that the event 

executive has had the relevant experience and coaching before they are promoted: 

 

“If you put somebody in [the event management positions] too soon they can just 

crumble, the pressure is enormous…that is why the development process is so 

important, the step up is massive.” (Employer, large event company)  

 
Recruitment practices 
 
 
Generally speaking, employers in event management companies prefer to recruit 

from within: 

 

“If we train people up the ranks from event administrator to event director, we know 

they have no skill gap” (Event management company, SME). 

 

In terms of recruiting from other industries, the research suggests that those with a 

hotel industry background, such as a sales manager position or who have delivered 

events at hotels have the appropriate skills to cross over.  
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For the account manager position employers tend to advertise nationally, for instance 

in the Guardian and in trade press online, such as M and IT magazine. They will also 

use specialist event recruitment agencies such as JB event recruitment and ESP 

recruitment.  Filling these posts therefore tends to be quite expensive, costing £30 – 

35,000 per post, emphasising the importance of retaining staff and offering 

development and progression routes within the organisation. 

 
 
 
Ease of filling vacancies  
 
 
Employers suggest that the account manager position has become easier to fill. This 

is due to redundancies, which have been made as consequence of the recession 

creating a greater pool to recruit from.  

 

Equally, there is rarely a shortage of event executives that are keen to be promoted.  

 
 
Skill shortage vacancies  
 
 
One employer, who had recently filled an account manager position, reported that 

their applicants had a hospitality background and they had skill shortages in the 

operations /logistical side of event management: 

 

“The main things that were missing from a lot of the applicants was the basic 

operational and logistical side of putting together an event…many were lacking the 

hands on experience and crowd management” (Employer, in-house event organiser) 

 

Another employer made similar comments:  

 

“Generally it’s having the all round experience at event management that’s a 

shortage” (Event management company – SME) 

 

It was also added that applicants that have worked for a different service industry or 

for instance have a venue background, may need to acquire more knowledge but this 

is not seen as a problem as it can be learned on the job.  

 



 

 - 47 -  

In addition, one employer said that it was difficult to find employees that are multi-

skilled.  

 
Skill gaps  
 
 
The research suggests that there may be a skills gap in understanding the client’s 

industry and their needs because they have not been exposed to a certain type of 

client. However, this may also be considered to be more of a lack of the appropriate 

mind set rather than as a skills gap per se. For example the employee may lack the 

drive to go the extra mile for the client and be proactive.  

 

This is closely linked to customer service and having the right attitude and managing 

the client in the appropriate way, as one employer told us:  

 

“Managing clients can be a skills gap, specifically understanding that the client is king 

and that you’ve got to work around what the client wants.” (Event management 

company, SME). 

 

Other skills gaps cited included people management and ensuring excellent 

communication skills throughout each step of project managing the event.  

 

Specifically for the management of large scale outdoor events, skills gaps include 

events safety, crowd management and supplier management.  

 

4.2.3  Account director  

 
 
Entry requirements 
 
 

The main skills and attributes required of an account director include the following: 

 

·  Prior experience in the event industry – ideally worked as an event/account 

manager.  

·  Overall understanding of IT and telecoms. 

·  People management. 

·  The ability to work well under pressure and remain focused.   

·  The ability to be decisive. 
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·  Negotiation and persuasion skills.  

·  Communication and organisation skills. 

·  Eye for detail.  

·  Marketing – an understanding of how events sit within the overall marketing 

strategy. 

·  Proactive. The ability to identify opportunities to develop events.  

·  Strategy management.  

·  Multi-tasking.  

·  Budget management. 

·  Solid understanding of suppliers. For instance what different venues have to 

offer and how to negotiate with them. 

·  Relationship building.  

·  Leadership skills.  

 

Account directors are more people managers compared to the event manager.  They 

are managing the team and deal with clients from the point of view of logistics and 

strategy. They need to be strong relationship builders because they play an 

intermediary role between client and supplier, as one of the participants we spoke 

with explained: 

 

“They [account director] need to get a fair balance between negotiating well for our 

clients but also ensuring the suppliers are not being ripped off.” (Event management 

company employer – SME)  

 
 
Recruitment practices 
 

As with the account manager role, employers prefer to recruit from within. Where 

they are recruited from outside the industry they tend to employ people with sales or 

event roles in the hotel industry. 

 

Senior positions are advertised in the same way as for the account manager and 

incur similar recruitment costs. 

 
 

Ease of filling vacancies  
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There are mixed views regarding the ease of filling event director vacancies. The 

research found that according to some, filling this vacancy can be a challenge 

because it is perceived that by the time many organisers reach this position they are 

burned out, as was commented:  

 

“At the higher level, many people leave the industry. Trying to recruit people 34-45 is 

a difficult thing to do” (Events industry expert).  

 

Alternatively, some employers said that this role was easy to fill because when they 

recruit externally they use specialist event recruiters. In addition employers can go 

online and advertise in the trade press.  

 

It was also suggested that recruitment tends to be easier in England because there 

are more specialised recruitment agencies for events than in Northern Ireland, 

Scotland and Wales.  

 

Additionally there is currently an increased supply of candidates of a higher calibre 

due to the recession. 

 

Skills gaps 

 

Many employers said that existing staff often do not lack skills because the 

recruitment process is so stringent whereby employers only recruit individuals with 

the skills they need.  

 

Having said this, the research also found that where skill gaps do exist these tend to 

be associated with technical skills such as heath and safety, new legislation and 

sustainability.  

 

4.2.4  Labour turnover for event organisers  

 

Although the employers we spoke to were not able to provide a labour turnover 

figure, it was apparent that turnover is not very high across all the event organiser 

occupations. The following reasons were suggested: 

 

·  The recession means that people are less likely to risk moving 
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·  With the Olympics ahead, it is a good industry to stay in 

·  The job roles are quite varied which again incentivises employees to stay. 

·  Those in the industry tend to be committed and driven and they can see the 

result of their work:  

 

“People that are involved in events do tend to be committed, people who work in our 

industry enjoy it…it’s project driven so you can see a start and an end and the 

success of how things are going…you see the result and can build on them the 

following year.” (Event management company – SME) 

 

One employer summarised:  

 

“If you have a policy in-house to train your own people so you can develop them to 

go up the ranks. Turnover is quite low…if you can provide a career path and variety 

they will stay.” (Event management company – SME) 

 

People 1st Employer Survey, 2009, covering a sample of 70 people from across the 

UK in the event sector found labour turnover to be 21%, which is relatively low when 

compared with the whole of HLTT for which labour turnover is 31%.  

 

People 1st also asked employers the following question: Generally, do you consider 

staff turnover to be a problem for the business to any degree? 

 

The table below shows that the majority (86%) said that turnover was not a problem, 

while 14% said it was a minor problem.  

 

Table 7: Generally, do you consider staff turnover to be a problem for the business to 
any degree? 
  Frequency Percent 
A severe/quite severe problem 0 0% 
A minor problem 10 14% 
Not a problem 60 86% 
A benefit (for example, because 
gives a chance to adjust workforce 
numbers or get better staff) 

0 0% 

Other 0 0% 
Total 70 100% 
 

Table 8 provides a summary of the skills, recruitment and retention issues discussed 

above.  
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Table 8: Skills, recruitment and retention: event organisers  

Occupation Entry requirements Ease of filling 
vacancies 

Skill shortage 
vacancies 

Skills gaps 

Accounts director  ·  Prior experience of event 
industry  

·  Solid understanding of 
suppliers 

·  Strategy management 
·  Relationship building 
·  Negotiation and persuasion  

skills  
·  Budget management 
·  People management  

Tends to be recruited 
internally and relatively 
easy to fill  

Technical knowledge such 
as health and safety, 
sustainability.  

Technical knowledge such 
as health and safety, 
sustainability. 

Account manager  ·  Budget management 
·  People management 
·  Multi-tasking 
·  Understanding of suppliers 
·  Project management  

Relatively easy to fill, 
especially since 
redundancies have been 
made by some event 
agencies 

·  Basic operational and 
logistic side of event 
management 

·  All round hands on 
experience at event 
management   

·  An understanding of 
the client’s industry  

·  Customer service  
·  Managing clients and 

suppliers 
·  Crowd management   
 

Event executive  ·  Excellent verbal and written 
communication 

·  Time management  
·  Articulate and 

approachable  
·  Customer focused 

These roles tend to be 
quite easy to fill because 
those applying tend to be 
either graduates or 
individuals with an 
administrative background                  

Graduates may not have 
the right attitude to go 
above and beyond to do a 
good job 

·  Attention to detail  
·  Customer service 
·  Interpreting and 

understanding 
messages  
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4.2.5  Outsourcing of skills  

 

It was added that all levels of employees have different skills to bring and where 

there are specific skills lacking, they can be out-sourced, for instance the creativity 

and design element of an event: 

 

“The trend is moving to outsourcing a lot of those elements and the client has to pay 

for them so we don’t need to have them in-house” (Event management company – 

SME) 

4.2.6  Sales skills in the events industry  

 

Sales skills are important in the events industry, particularly in terms of developing 

new business and selling exhibitions. The research found that employers are of the 

view that selling skills are fundamental to the industry but not necessarily for event 

organisers.  

 

Employers who held this view said that it was better to employ someone separately 

who specialises in sales and to do sales only. This is because people in event 

specific roles trend to have very soft skills, they are relationship builders and 

organisers. Sales people, on the other, hand tend to be assertive and focused on 

achieving their targets: 

  

“My experience is that sales does not fit well with the people who have soft skills...I 

think selling is a core skill in this industry but it does not fit with the event 

occupational structure.” (Employer, Event management company, SME)   

 

This employer, having employed 25 people in her previous role, found that event staff 

did not like doing the sales side as it did not fit their personalities. 

 

Another employer echoed this view:  

 

“There are certain people who are good at sales, pure sales, while there are those 

that are good at business developing and I think they are two totally different core 

skills – one is about growing a client and developing relationships with clients 

(business development), in our business that would be suited to an account director. 
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We believe those skills are different to sales…our pure sales people do nothing but 

sales: they will cold call, do the research behind companies and do proposals to 

brand new clients. Business developers develop relationships in a softer manner.” 

(Employer, Large Event Company)  

 

Having said this, as a result of the recession, some businesses are finding that sales 

skills are becoming increasingly important and are therefore multi-skilling employees 

as they are having to do this as part of their job role even though they have specific 

sales people are well: 

 

“Sales skills are vital. More and more of our employees are doing this as a part of 

their job, for instance to convert a sale rather than just take a booking. When demand 

was high you could get away with just taking a booking, now have to work harder.” 

(Employer, Conference centre) 

 

4.3  Progression  

 

Most employers prefer to recruit internally and it is common for directors to have 

started out as administrators / coordinators:  

 

“Most of our account directors were event coordinators here. We will develop event 

coordinators from administrative roles through to learning how to handle a budget, 

how to create work schedules, timelines on projects and will give them more and 

more responsibility while they are still being overseen.” (Employer, Large event 

company)  

 

The average role tends to last approximately 3 + years for all the occupations, but 

then employers have seen some event directors that have worked at the same 

organisation for 10 years. Administrators/coordinators/executives tend to move, 

especially if they do not see there is an opportunity to progress to the next post. 

 

“They either stay in the same company or move to a better post in a different [event] 

company.” (Employer, Event management company, SME)  
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4.3.1  Movement between business events sub-sectors 

 

Generally speaking, the skill needs of organisers are broadly the same regardless of 

which sub-sector of business events they are organising for. Many agencies and 

event management companies may embrace all four sub-sectors, namely 

conferences, incentive travel, corporate and outdoor events or they may have 

different teams responsible for different types of event but there will be blurring.  

Having said this there are some organisers that focus specifically on one of the sub 

sectors such as incentive travel. Under the current economic climate, most 

organisers are grabbing any type of event they can get hold of.  

 

4.4  Chapter summary 

Below is a synopsis of points of interest based on chapter 4: 

·  Typical main event organiser occupations include: event executive, account 

manager and account director. 

·  Main skill needs associated with event executives include: 

o Excellent verbal and written communication 

o Excellent organisation and administrative skills 

o Customer service 

o Degree in event management desirable   

·  Main skill needs associated with account managers include: 

o Project management 

o People management 

o Ability to liaise and build relationships with clients 

o Supplier management 

·  Main skills needs associated with account directors include:  

o People management and leadership skills 

o Strategy and budget management 

o Solid understanding of suppliers  

·  Vacancies are relatively easy to fill and labour turnover is relatively low  

·  Most people start at the bottom and progress to senior roles. Positions tend to 

be recruited from within. The leap between executive and account manager is 

high. It is therefore pertinent that the person who progresses into this position 

is completely ready. 
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·  Skills gaps include understanding the client’s industry/needs, managing 

suppliers, customer service, crowd management and understanding of 

legislation/standards such as health and safety and sustainability  

·  Generally speaking, skills needs of organisers are similar across the four 

business events sub-sectors providing scope for movement across the sub-

sectors, albeit these progression routes are not necessarily clearly defined.  
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5   Workforce development  

 

The chapter below gives an overview of the most common methods of workforce 

development in the business events industry. It also provides a detailed account of 

an in-house training programme based on an employer People 1st spoke to as part of 

this research. The section also describes employer and industry expert views on 

qualifications and higher education provision for the events industry.  

5.1  Qualification levels36  

 
52 percent of the workforce37 is qualified to Level 4 and above. This figure is likely to 

be this high due to the amount of graduates with event-related degrees.  

 
Figure 3: Level of qualification held by workforce 
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36 What the levels mean in practice: 
Entry level – includes basic literacy and numeracy qualifications  
Level 1 - includes GCSEs at grades D – G, an NVQ level 1, a level 1 Certificate or equivalent  
Level 2 - includes 5 GCSEs at grades A*-C, an NVQ level 2, an Intermediate GNVQ or equivalent  
Level 3 - includes 2 GCE A-levels (or AS equivalent), an NVQ level 3, an advanced GNVQ or equivalent  
Level 4 - includes any degree, higher degree, an NVQ level 4 or equivalent  
Level 5 - includes post-graduate certificates and diplomas, masters degrees and doctorates. 
 
37 This is based on events SIC code (82.30): those working for Convention and Trade Show Organiser 
establishments.  
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5.2  Type of training used  
 

Within the People 1st employer survey, 200938, employers were presented with a list 

of training practices and asked which they had done. The popularity of various 

training practices is outlined in the table below.  

 

Informal training (where staff are shown new things or skills on the job) and induction 

are both used widely, while 73% gave staff the opportunity to take a nationally 

recognised qualification and 60% offered paid or part-paid training.  

 

The use of apprentices is much lower (9 percent). In addition, employers were asked 

if they used the government’s Train to Gain scheme; 19% had. 

 

Table 9: Could you say whether you©ve done any of the following in the last year? 
 
  Frequency Percent 
Trained staff informally by showing them new things or skills as 
they work 66 94% 
Given short introductory training to new staff members 62 89% 
Trained staff formally using the company©s own expertise 55 79% 
Given staff the opportunity to take nationally recognised 
qualification 51 73% 
Paid or part-paid for training 42 60% 
Used the government©s Train to Gain scheme 13 19% 
Any other form of training? 7 10% 
Had an Apprentice on the government-supported Apprentice 
scheme 6 9% 
Source: People 1st Employer Survey, 2009  
 
Employers were presented with a list of seen and/or expected training benefits. 

Improved quality in products and services, better customer service standards and 

better staff morale were all seen as expected benefits of training.  

 

Other seen or expected business benefits of training included higher productivity, 

improvements to bottom line profit as well as improvement to the business’ ability to 

withstand the economic downturn.  

 

 
 

                                            

38 Representative survey of employers (UK 70 event employers). 1, 400 HLTT sector employers in total participated 
in this telephone survey.  
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Table 10: Have you seen or do you expect to see any of these benefits from training 
in your business? 
 
  Frequency Percent 
Improved quality in products or services you supply 62 89% 
Better customer service standards 62 89% 
Better staff morale 62 89% 
Higher productivity in the sense of getting more output for each 
hour that staff work 58 83% 
Improvements to bottom-line profit 52 74% 
Improvements to the business© ability to withstand the economic 
downturn 52 74% 
 
 

5.3 In-house training  

 

Interviews with employers show that most businesses provide inductions, which will 

vary in length, but usually last a couple of weeks. During this time the new employee 

will meet relevant members of staff and begin to understand the company.  

 

Going forward, workforce development tends to occur on-the-job via coaching from 

the line manager and is very practical, based on learning through experience.  For 

instance, the account manager may be responsible for coaching the event executive. 

This means they will meet regularly to discuss what they have learnt and where the 

gaps are in terms of what they further need to learn and understand.  

 

 
MCI39, who People 1st spoke to as part of this research, have an array of internal 

courses and training programmes their staff can attend. The section below shows 

how MCI run their internal training to develop their workforce.  People 1st used MCI 

as an example because of the detailed and structured nature of their in-house 

training.  

 

Personal Development Managers / Personal Development Plans / Personal 

Training Plans  

  

                                            

39 MCI is an independent, global association, communications and event management company. MCI’s combined 
expertise enables us to offer strategy, creativity and execution in the field of association management (AMC), 
Congress and Exhibition (PCO), live communication, meetings, events and incentives and performance improvement 
programmes 
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Each member of staff at MCI in the UK has a Personal Development Manager 

(PDMs) as well as their own Personal Development Plan (PDP) and Personal 

Training Plan.   Staff are expected to own and drive forward these plans and for all 

training to be relevant to their job or their development to the next level.   

  

Quarterly Performance Reviews and Annual Appraisals 

 

Personal Development Managers conduct Quarterly Performance Reviews (QPR) 

and Annual Appraisals with each member of staff.  They focus the mind of both the 

PDM and staff member to the core competencies and abilities.  The section headings 

of the QPR and Appraisal are the same, with the Appraisal being a summary of the 

year and the achievements made.   

  

The headings MCI use are as follows: 

 

·  Customer Focus 

·  Achieving Results 

·  Planning and Organising 

·  Thinking and Problem Solving 

·  Judgement and Decision Making 

·  Communication 

·  Working Effectively with Others 

·  Managing and Developing 

·  Leading Others

For each role there is a different weighting for each section (for example an event 

coordinator would not be expected to score highly in Leading Others). This training is 

fairly structured and is driven by the Personal Development Plan:  

 

“Those things that they need to develop will be structured into the next event that 

they be running/involved in.”  

 

“It is structured, it is monitored, we know when people reach a certain level and 

competence and only once they have reached that level will they be promoted to the 

next.”  
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Internal Training (organised by MCI UK) 

Internal Workshops 

  

MCI review staff training plans and also consult with them on what they call ©quick fire 

workshops©.  The intention behind these is to help staff brush up on their skills, where 

they feel a reminder would be useful.  Examples of workshops include:  

  

·  Budget workshops (budget management and planning, forecasting, payment 

schedules, pricing, pivot tables, reconciliations etc) 

·  Microsoft Excel workshops 

·  Product practice (internal business unit) information/training (in order to cross 

sell services) 

·  Project Management Guidelines - a brush up on the essentials (e.g. work 

schedules, contact reports, planning etc) 

·  Pharmaceutical compliance knowledge training (because MCI have a large 

amount of pharmaceutical  clients, this is important to ensure they are event 

compliant) 

 

Project Management Guidelines   

  

MCI’s Project Management Guidelines are comprised of the different elements that 

need to be done to arrange an event. These guidelines form the fundamental of what 

drives workshops and personal development as well as outline the fundamental 

structure of what drives events. 

 

“These guidelines are all the different elements of what needs to be done to arrange 

an event, different levels in the organisation use different parts of the guidelines…the 

more they can be responsible for, the more they are developing.”  

 

 

MCI Institute 

  

The MCI Institute is run out of MCI’s Group Head Quarters in Switzerland. It offers 

bespoke training and most of that training is delivered by internal staff.  In some 

cases external trainers are used. 
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MCI also offer senior event staff the opportunity to work to achieve the MCI/CMP 

(Certified Meeting Professional) exams.  The Certified Meeting Professional (CMP) 

credential was developed by the Convention Industry Council (CIC) and recognises 

those who have achieved the industry’s highest level of professionalism.  The 

requirements for certification are based on professional experience and a rigorous 

examination.  The elite CMP community apparently now number more than 12,000 in 

34 countries around the globe, however the majority are currently North American 

based. 

  

To qualify as a candidate to take the CMP examination, staff members must fulfil the 

following three criteria: 

  

·  A minimum of three years’ employment experience in meeting management 

·  Current, full time employment in a meeting management capacity 

·  Responsibility and accountability for the successful completion of meetings. 

  

The employer added that the exam is very tough and it is unlikely that someone with 

just three years experience would make it through.  

 

Other training offered by MCI Institute (organised by the Headquarters in 

Geneva) includes: 

  

·  Hawks and Doves (sales training and techniques - an external trainer is 

used.  This was useful for both business developers and sales people) 

·  BCOM Training (This is their special Congress registration group 

database/website) 

·  PCO technologies (Abstract management, Housing, Speaker and VIP 

Management, Registration Management) 

·  Account Manager Training 

·  Destination Management essentials 

·  Effective negotiation training 

  

5.4  External training courses 
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The section below describes the general external training courses employers in the 

events industry may use.  

 

Training will depend on the individual and their needs. For instance one employer 

explained that they may send their staff on the following type of external training: 

 

·  Destination Knowledge - familiarisation trips (often sponsored by suppliers) 

·  Health and Safety training - specifically for the production staff (e.g. audio 

visual and equipment set-up, IOSH) 

·  Negotiation training 

·  Personal development management training 

·  Presentation skills 

·  Customer service 

·  Fundamentals of sales 

 

This particular employer uses providers that can write a bespoke programme for 

them because the training has to be specific to someone’s job role and the needs of 

the business:  

 

“We believe that training has to be specific to somebody’s job, it’s not about buying 

off the shelf, we don’t want someone to be taught from an off the shelf package to 

learn only what is necessary to do the job” (Large event management company)  

 

Another employer added, regarding external training: 

 

“It’s not the case that we have a list of training that this role requires…it is more 

tailored to the individual and what their requirements and personal skills are.” 

(Employer, in-house organiser)  

 
Employers acknowledge that it is beneficial to send staff on external training courses, 

albeit work experience is perceived as equally valuable:  

 

“I think they can learn as much from the work experience as they can from sitting in a 

classroom…but this can be good to get out and meet other people” (Event 

management company – SME)   
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5.5  Views on qualifications / training  

 

When asked what their views were on qualifications for the event industry, the 

employers interviewed gave the following responses:  

  

·  “There is a lack of professional qualifications for once people have actually 

entered the industry and have been working two, three, five years and, by 

and, large we don’t provide that professional qualification whether it’s 

destination marketing or event management or the provision of other 

services, there is not a qualification you can work towards” (Events industry 

expert)  

·  It was perceived that in other professions employees have to constantly 

update their knowledge and skills but that this does not apply as yet to the 

event industry. 

·  The industry “need to get everyone working together towards an agreed 

qualification with university involvement and certification...it’s not an easy 

objective” (Events industry expert). 

·  One employer commented that there is a “lack of awareness of how powerful 

things like apprenticeships would be for a venue structure” (Employer, Venue 

management company).  In particular, the mechanical, engineering and 

rigging roles would benefit from the apprenticeship scheme.  

·  Many employers would like to see some formalisation around continuous 

personal development (CPD): 

 

“It would be nice to have a degree and have an ongoing CPD so on an annual basis 

employees are continually developing and then we could say to our clients that our 

staff are developed and have the appropriate skills.” (Event management company – 

SME)   

 

·  This view was echoed at the Taking the pulse: the future of Event Education, 

Training and CPD conference that took place in June 2009 organised by the 

University of Derby. Those that attended included key employers and 

organisations/associations from the events industry. There was consensus 

that a CPD Programme is needed to meet the demands of all the sectors in 

the event industry and all the individuals working in them. It was 

recommended that, for implementation, there would need to be a Working 



 

 - 64 -  

Party who would establish the CPD programme to take account of the 

diversity of the views and requirements of various industry sectors. 40  

 

5.6  Views on Higher Education provision  

The research found that employers have mixed views regarding event management 

courses. Employers were pleased to see that event management courses are 

popular and increasingly available which is helping professionalise the industry and 

equip employees for entry level:  

 

“I think it’s great that the [event] industry is now being recognised as a professional 

industry and that people who want to go into that industry have the opportunity to do 

so. The more schools and universities providing such education will give us a 

broader pool to recruit from.” (Employer, large event management company)  

 

“The event management degrees certainly equip you to start working at the bottom 

level of an agency.” (Sole trader)  

 

On the other hand, the following concerns were expressed: 

·  It was perceived that graduates generally do not receive enough, first hand 

onsite experience. One employer therefore recommended that all courses 

should have onsite experience built into them to ensure students understand 

the practical side, rather than just the theory: 

“You simply can’t sit in a classroom and tell people what happens on site… you can 

show them examples but they will never fully understand it until they go out and do it” 

(Event industry expert ) 

·  Some employers questioned whether some lecturers teaching the courses 

had first hand experience of running events or whether they only knew the 

theory:  

“There are some very good courses but it worries me that a good number of those 

running the courses or lecturing haven’t run festivals and events…some of them 

have and are very good” (Event industry expert).  

                                            

40 Taking the pulse: the future of Event Education, Training and CPD, Conference Summary, P14. For the full report 
please follow this link http://www.derby.ac.uk/files/taking_the_pulse_-_conference_summary_report.pdf 



 

 - 65 -  

·  Some employers perceived there to be a greater supply of graduates than  

demand, especially in the current economic climate:  

“The number of graduates coming in looking for jobs frightens me because four of my 

staff and me were made redundant.” (Event industry expert)  

 

·  Another concern expressed by employers was some students’ misperception 

of what is involved in working in the events industry. Some students may be 

under the impression that they will run London Fashion Week or Glastonbury: 

 

“A lot [of students] will end up with jobs that they don’t want…the students I have 

spoken to are quite rigid, they want to work in organising festivals for instance…the 

universities and colleges need to adapt the content of the degrees to make them less 

rigid and also be honest with the students and give them a realistic picture of what 

the industry is like.” (Events industry expert)  

5.7  Chapter summary 

Below is a synopsis of points of interest based on chapter 5: 

 

·  People 1st Employer Survey 2009, found that informal training and induction 

are both used widely, while 73% gave staff the opportunity to take a nationally 

recognised qualification and 60% offered paid or part-paid training. The use of 

apprentices is much lower (9%). In addition, employers were asked if they 

used the government’s Train to Gain scheme; 19% had. 

·  Post-induction workforce development then tends to occur on-the-job via 

coaching from the line manager, is very practical and based around learning 

through experience.   

·  To take the example of MCI, who provide in-house workshops to develop 

staff, they cover the following topics:  

o Budget workshops  

o Microsoft Excel workshops 

o Project Management Guidelines  

·  The types of external training event management companies use will vary 

based on the individual’s skills. Examples include:  

o Destination knowledge  

o Health and safety training  

o Negotiation training 
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o Personal development management training 

o Presentation skills 

o Customer services  

o Sales skills  

·  Employers perceive that there is a lack of professional qualifications for those 

working for the events industry.  Many employers would like to see some 

formalisation around CPD. 

·  Employers have mixed views regarding event management courses. The 

research findings show that employers were pleased to see that event 

management courses are popular and increasingly available which is helping 

professionalise the industry and equip learners for entry level, however 

concerns were expressed over a perceived lack of practical experience some 

learners receive and the extent to which some lecturers may lack practical 

experience. 
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6  Current trends and issues 

 

The following section provides an overview of the current trends and issues 

impacting the events industry. Please note that the implications of the trends are  

based on exploring potential scenarios and anecdotal evidence and therefore should 

be interpreted with care.   

6.1  Growth of the events industry over the last 10 years 

It is important to note that with the current economic climate, it is somewhat of an 

atypical time for the events industry. It is therefore important to take into 

consideration that prior to the recession the industry was experiencing growth over 

the last 10 years that outpaced many other sectors in the visitor economy. One of the 

participants People 1st spoke to provided the following commentary: 

 

“There has been a 53% growth in the sector in the last 10 years which actually has 

outpaced any other sector in the visitor economy. But that was at a time when 

corporate travel and corporate events were at their peak. Business travel has now 

been the most affected sector because it is business in Britain that has suffered the 

most in the recession. That said, whilst there is a significant reduction in incoming 

business  travel to the UK, the amount of domestic business still being transacted 

remains strong – it is only down by about 1% year-on-year and the evidence is that 

UK companies are tending to stay in the UK rather than go overseas for their 

meetings and events. Merchandising sales are very strong and many event 

organisers who decided they wouldn’t hold events this year because they thought it 

was going to be a wash-out are regretting it, business is very very strong.”  (Event 

industry expert)  

 

Based on this commentary, it is reasonable to assume that the size of the workforce 

will continue to grow after the recession. This reinforces the need for clear 

information, advice and guidance (IAG) for those entering the industry in terms of key 

job roles, job profiles, salaries, progression opportunities and required 

qualifications/training, skills and knowledge. Closer collaboration between higher 

education, students, employers and associations will be essential to facilitate this.  
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6.2  Economic trends - impact of the recession  

 

The medium of face-to-face meetings, events and exhibitions is still working but 

consumers and sellers are spending less.  Eventia’s Event Market Survey in 

February 200941 found that 51% of the respondents said that compared with this time 

in 2008, events are down by more than 20% while 5 percent said that they were up 

by more than 20%. 

 

Eventia42 undertook a survey with their destination marketing organisation (DMO) 

members in May 2009 and found that the main challenges these organisations were 

facing are as follows: 

 

·  67%  increased competition nationally 

·  67%  the economic climate 

·  50% reduced levels of funding 

·  30% lower volume of enquiries  

·  23% increased competition internationally 

·  10% environmental and corporate social responsibility (CSR)  

 

The event industry, as one employer pointed out, “is a great barometer of where the 

economy is, because every single sector has an exhibition.” (Large Venue 

Management Company)  

 

Three of the major sectors generating business events, namely finance, automotive 

and construction are going through economic problems. Having said this, for others, 

it is business as usual, with many business events going ahead as usual, for instance 

associations which must meet on an annual basis.  

 

Interviews with experts suggest that expensive venues are probably suffering more. 

For instance 5 star hotels probably feel the pinch more, whereas universities that 

provide venues are doing quite well because people are trading down slightly:  

 

                                            

41 The survey generated 65 responses – 22 from major event management agencies and the remainder from 
destinations, venues and other supplier members of the association. 
42 Eventia is recognised as the official trade body of the events and live marketing industry providing leadership and 
representation on important issues to Government, regulators and the corporate community. 
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“It’s certainly not a good time to be at the luxury end…but there are many 

conferences going ahead as usual – academic conferences for instance” (Academic)  

 

“I think the down turn in our business [events] will continue as long as the downturn 

in the economy is with us…we are a service industry so the more businesses that go 

out of business the fewer customers there will be around – as soon as things get 

back to normal in the economy, we’ll be back to normal too.” (Academic)  

 

The research found that the following trends are emerging as a consequence of the 

recession:  

 

Public perception  

 

The recession has had some unfavourable effects on the event industry. Many 

companies are cutting back and therefore do not want to be seen as spending money 

on putting on events. Companies are especially cutting back on incentive travel as 

they do not want to be seen as spending money on what can be perceived as a ‘jolly’ 

whilst they are making redundancies.  One of the participants we spoke with 

commented:  

 

“It’s quite different [the current market climate] to what it was a year ago…it’s not a 

good time and people are fairly unanimous that companies in particular are cutting 

back, partly because they don’t want to be seen as spending a lot of money on these 

events – it doesn’t look good to be sacking 10 managers one week and the following 

week taking directors to Monaco.” (Academic)  

 

Some cancellations, therefore, are occurring because of how staging an event would 

be perceived, rather than due to actual financial difficulties.   

 

“The client is concerned that if it does leak out that we are doing an incentive 

trip…that it would be perceived as wasteful use of the company’s resources in these 

times where people are being made redundant.” (Event industry expert)  
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Increased competition 

 

With the public sector still spending money on events, competition between event 

organisers has increased as the amount of organisers tendering for the same 

business has grown, unlike before where certain agencies specialised in corporate 

clients.  

 

By implication it is likely that tendering skills of some organisers have improved to 

compete for business that exists. Equally organisers are likely to have become more 

flexible and multi-skilled in order to work with the clients that they are not necessarily 

used to dealing with because they are working with what is available.   

 

Not-for-profit sector  

 

People 1st research suggests that the not-for-profit sector (e.g. associations and 

public sector organisations) accounts for approximately 50% of the client market and 

that this sector of the meetings market has remained fairly resilient: 

  

“When people are uncertain about their employment future they tend to align 

themselves with associations because it’s a good opportunity for training and 

networking and to meet with like-minded industry people, so associations are 

probably holding more meetings and events than they were.” (Events industry expert) 

 

In addition, the association sector is bringing in stable business since many plan 

beyond the economic cycles and are often planning ten years ahead.  

 

Shorter lead times 

 

Clients are increasingly expecting more value for their money. They are also booking 

more last minute in order to get a bargain but also due to the uncertainty in the 

economy: 

 

“Lead times - which is the time between booking an event and the actual event itself - 

are shrinking rapidly.” (Academic)  
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Indeed a key trend from Eventia’s UK Event Market Trend Survey was shorter lead 

times.  

 

The shrinkage in the lead time is making it more difficult for event organisers to 

prepare for and coordinate a meeting, where they have say a week when normally 

they would have months. So there is more pressure on the workforce.  

 

It was suggested that by implication sales skills have become increasingly important 

for account managers: 

 

“As lead times shrinks, they [event organisers] need more negotiation skills, selling 

skills in general as so many jobs in this are selling – selling venues. Marketing is 

important but you need to be able to sell the space…part of the selling process is 

negotiating.” (Academic) 

 

Changing nature of meetings  

 

The recession has changed the nature of meetings generally, albeit the actual 

business of meetings is still occurring. With the increase of day meetings (without 

overnight stays), start times are later to allow for traffic and delegates to leave earlier 

to travel home. Lunches are not being provided as often as they were and companies 

that used to hire venues are having meetings in their own offices. 

 

The diversity of the events industry means these changes will inevitably have had 

repercussions on other sectors namely hotels with a decrease in overnight stays from 

delegates and contract catering, with some companies opting out of the provision of 

lunch.  

 

Growth in UK leisure time  

 

The growth of outdoor public events was especially strong in 2009, with a greater 

amount of the public choosing to spend their leisure time in the UK, as well as an 

increased desire for face-to-face contact in order to balance ever-invasive impact of 

technology in people’s lives:  
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“The growth in the public event (Glastonbury, Farnborough, and Edinburgh) sector is 

very strong this year. People are definitely looking for events as a day trip 

opportunity, as a way of filling their leisure time which in many cases was greater 

than it was because people are working fewer days or are out of work and it’s good 

value for money.” (Event industry expert)  

 

 “There is no research or evidence yet but the feeling is that a good number of people 

have chosen to holiday in the UK which has brought in more crowds [to 

festivals]…they know they get good value for money.” (Events industry expert)  

 

Interestingly, while the travel industry is becoming quite bespoke and tailor made/DIY 

holidays are popular, the event industry has gone the other way. Clients want to have 

all that that they need and more in and around the event in terms of for instance 

accommodation and other leisure extenders. This may mean we see event 

organisers working more closely with the travel and attractions industry.  

 

Event location 

 

In terms of where meetings are held, UK clients tend to be staying at home rather 

than taking their meetings to Europe or further afield in trying to keep travel cost 

down. 

 

UK venues and events will need to be of the highest standard when compared to 

their international counterparts, as well as provide a unique experience that is value 

for money.  

 

6.3  Industry response to the recession   

The section below describes how events employers have responded to the economic 

climate.  

6.3.1  Diversification  

 

One employer explained that their conference centre is diversifying its offer to cope 

with the current economic climate. For instance their centres have diversified into the 

social event offer more heavily and now offer their meeting rooms by the hour as 
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opposed to by the day and an overnight stay. By implication hotels are suffering 

because they are not getting as many 24 hour occupants.  

 

Other companies are trying to increase their customer base by expanding their 

entertainment offer. For instance, Ascot Racecourses are looking at ways to attract 

customers who are not necessarily racing fans: 

 

“We’re not moving away from racing but adding to it…need to offer more than just 

racing to expand in the market…so we are increasing the offer…we like to think of 

ourselves as more of a leisure venue also…it’s the whole offer.” (Employer, in-house 

organiser)  

 

Sole traders who do not have as much work as they used to are also diversifying 

their offer.  

 

6.3.2  Workforce development  

 

Sales skills  

 

Some companies have recognised the need to invest in skills training so that they 

come out of the recession better equipped. As one employer commented: 

 

“Longer term it’s about skill. Traditionally our industry, including hotels, has been 

short of skill and currently skill is a key discriminator in the commercial climate that 

we sit in…skill is a key issue in terms of quality.” (Employer, large conference centre) 

 

This employer highlighted the importance of sales skills under the current economic 

climate. Where demand is not as high it is vital to be proactive with potential clients:  

 

“Sales skills are vital. More and more of our employees are doing this as a part of 

their job, for instance to convert a sale rather than just take a booking. When demand 

is high you could get away with just taking a booking, now we have to work harder” 

(Employer, large conference centre) 
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Customer service 

 

With the UK increasingly becoming predominantly a service economy, the event 

industry has to ensure they are delivering great customer service and providing real 

value to the customer, if they are to survive in the current economic climate, as one 

of the employers we spoke to explains:  

  

“I think this industry is at a cross roads, it’s had to press a re-set button. The people 

that have been successful in this industry are the people that have looked after the 

customer and gone back to sales and marketing and really delivering value to the 

exhibitor and the visitor.” (Event industry expert) 

 

“Customer service skills are about providing proper value, research into the market 

and proper editorial thinking.”(Event industry expert) 

 

From this point of view the recession can be viewed in a more positive light because 

it will mean the weaker companies do not survive, while the successful companies 

who are passionate about their customers thrive.  

 

Another part of providing excellent customer service in the events industry is 

providing customers with an insight into what future trends are likely to occur for their 

industry. It is about showing customers the latest trends and how buyers are 

behaving.  

 

6.4  Consumer trends  

Changing behaviour of clients 

 

One of the biggest changes over the last ten to twenty years is the number of female 

delegates as a result of more women in the workforce and in managerial positions. 

Consequently food choice has become healthier  

 

Conferences now are much more interactive than they used to be with more 

emphasis on delegates speaking to each other and breaking out into seminar rooms. 
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This is having an impact on the way venues are designed. For instance large 

auditoriums also need to have break-out room facilities. 

 

As clients become increasingly technologically savvy, they expect good lighting and 

sound, good visual aids and big screens for power-point presentations.  

 

Clients increasingly want unique experiences. More and more unusual venues are 

entering into the market such as museums and cinemas. Equally more and more 

new venues are opening internationally and Britain is no exception: 

 

“It is very much a buyers’ market, clients have an over choice for venues and so 

there is downward pressure on rates” (Academic). 

 

“People are more discerning, want more value for money, want creative and 

innovative thinking…every year an event has to refresh itself….creative thinking is 

important.” (Event industry expert)  

 

Eventia’s Member Survey in February 200943 also found that there is increased client 

demand for more creativity and added value on a lower budget.  

 

Again this emphasises the need for events organisers to understand their client’s 

needs and to meet them by correct management of suppliers.  

 

6.5  Environmental trends 

 

Sustainability  

 

Sustainability is a huge trend at the moment across all industries. There is now a 

British standard on sustainable events. 

BS 8901 is the new British Standard which has been developed specifically for the 

events industry with the purpose of helping the industry to operate in a more 

sustainable manner. The standard defines the requirements for a sustainable event 

                                            

43 Eventia do an annual survey – the UK events market trends survey –510 venues reported back 
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management system to ensure an enduring and balanced approach to economic 

activity, environmental responsibility and social progress. 

It is important that all aspects of an event are sustainable. Event organisers need to 

consider the social, economic and environmental impacts of organising their event. 

Every choice, from the venue and travel arrangements, through to the content of the 

delegate packs should be designed to be as ecologically responsible as possible.44 

This has and will continue to create a training need to ensure that all those working in 

the industry understand the new standard and its implications on the way they work.  

 

6.6  Social trends 

Younger generation 

 

The youngest generation in professional life is changing the nature of meetings and 

conferences. Their needs are different; they want more use of technology such as 

being able to bring their lap tops, to sit and type during the meetings and to have free 

WIFI. 

 

One employer commented that “it’s more difficult to persuade generation Y to join 

associations and to come to conferences.”  (Academic) 

 

Consequently, the business events industry has to emphasise the side of the 

business that cannot be attained technologically, namely face-to-face encounters as 

a result of networking.  

 

Marketing events via social networking sites such as Facebook and Linked-In may 

encourage the younger audience to attend more business events. 

 

6.7  Chapter summary 

Below is a synopsis of points of interest based on chapter 6: 

                                            

44 http://www.bsigroup.co.uk/en/Assessment-and-Certification-services/Management-systems/Standards-and-
Schemes/BS-8901/?sb=3 
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·  Prior to the recession, the events industry was experiencing growth over the 

last ten years. 

·  The following trends have emerged as a result of the recession: 

o Events are down by more than 20% (Eventia’s Member Survey 

February 2009) 

o With the public sector still spending money on events, competition 

between event organisers has increased; organisers are tendering for 

the same business. 

o Lead times have decreased and the nature of meetings has changed 

with start times being pushed and cuts made on catering. 

o There has been a growth in public events with fewer consumers 

vacationing abroad leading to an increase in spend on UK leisure 

such as festivals.  

·  The events industry has responded to these changes in the following key 

ways: 

o Diversifying to expand their offer. 

o Workforce development with emphasis on sales and customer service 

skills.  

·  Other trends noted were regarding the changing behaviour of clients in terms 

of wanting more value for money, as well as a unique experience; 

environmental with the development of a new standard on sustainable events 

and social with younger generations pushing for increased use of technology 

and more engaging meetings.  
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7  Future trends  
 

The following chapter provides an overview of factors that are likely to impact the 

events industry, albeit some trends are continued rather than new.  Please note that 

these are potential scenarios based on anecdotal evidence and should not be taken 

as a given.    

7.1  Quality assurance 

 

One employer suggested that the future will see greater emphasis on security 

management, health and safety and risk assessment. This will be especially pertinent 

when dealing with suppliers, such as Destination Management Companies (DMCs), 

internationally, as an employer commented:  

 

“How do you ensure as an event organiser or agency that the people that you 

contract with to provide different services are of a certain minimum standard and 

work to the kind of standard we have in the UK?” (Event industry expert)  

 

Therefore, quality assuring or a benchmark on a global level may be something that 

is done in the future: 

 

“We are a global industry so it is about trying to ensure that other countries are 

operating to a certain minimum standard…this is very difficult to put into place but is 

an objective, if we want to be taken seriously as a profession.” (Event industry 

expert) 

 

If a global standard was to be introduced this is likely to create a training need 

associated with the standard as well as potentially the scope for new occupations 

such as a quality assurance managers / inspectors.  

 

7.2  Continuing professional development  
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The events industry currently does not have continuing professional development 

that leads to nationally recognised qualifications. Having CPD will help 

professionalise the industry in the future: 

 

“If event professionals really want to be known as event professionals, not only might 

they have done an event management degree at university but then once they get 

into the workforce there is a programme of continuing education, training and 

professional development that leads to recognised qualifications which we don’t have 

at the moment.” (Event industry expert)  

 

As well as professionalising the industry, CPD would facilitate clearer progression 

routes into the industry as well as improve the skills of the workforce.  

 

7.3  Technology  

 

The use of technology will continue to complement, but not replace, face-to-face 

encounters.  

 

Employers agree that virtual events will not replace face-to-face contact: 

 

“The more virtual relationships we have, for instance via Facebook, there will be an 

increased need for face to face contact…we saw the rise in events along with digital 

increase.” (Employer, large event agency)  

 

In terms of skills, event organisers will need to continue to be aware of the latest 

technological trends and how to manage suppliers to ensure that they meet client 

needs.  

 

7.4   Political 

 

A new Conservative Government in 2010 may impact the events industry in the 

following ways: 

·  A decrease in public sector spending may mean fewer government 

departments or publically funded agencies will hold events. 
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·  A decrease in the number of government agencies may lead to a decrease 

the number of public sector events  

·  The support for high speed train routes to Birmingham, Leeds and 

Manchester connected to the Channel Tunnel may increase the 

attractiveness of UK cities for conferences from businesses on the continent 

·  The policy decision not to support a third runway at Heathrow may adversely 

affect international arrivals to London, but could increase the attractiveness of 

regional airports and destinations 

 

7.5  Sporting events 

Not only is London hosting the Olympic and Paralympic Games in 2012, but the next 

ten years have been described as the ‘golden decade’ of sporting events by Gordon 

Brown and others. Please see Appendix 3 for a list of sporting events the UK is 

hosting or bidding for.  

 

This is an opportunity for the whole events industry to reap the benefits of hosting a 

plethora of high profile events and gain further experience and insight into the 

processes involved.  

 

7.6  Chapter summary 

 

Below is a synopsis of points of interest based on chapter 7:  

 

The following trends are likely to have implications on the future of the events 

industry:  

 

·  Quality assurance – being an international industry, events may see the 

introduction of a national standard or some sort of quality assurance put into 

place.   

·  Continuous professional development – introducing CPD would help 

professionalise the industry as well as facilitate progression routes and up-

skill the workforce.  

·  Technology – continued awareness of technological trends which 

complement face-to-face interactions is likely to continue. 
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·  Event organiser specialists – the industry may see an increase in organisers 

who specialise in particular industries which may further professionalise the 

industry since “specialists” are arguably better able to meet the needs of 

clients.  

·  Political – a potential new Conservative Government is likely to cut public 

sector spending which may reduce the amount of events some associations 

for example hold.  

·  Sporting events – described as the “golden decade of sporting events” the 

next ten years will see the UK hosting several high profile sporting events 

which is ample opportunity for organisers to gain further experience and skill 

in organising events on a grand scale.  
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Appendix 1: list of interview participants  

·  Ascot Racecourses 

·  Business Visits and Event Partnership (BVEP) - Michael Hirst  

·  Chartridge Conference Company  

·  Event Supplier and Services Association -  Chris Skeith  

·  Eventia / Tony Rogers Conference & Event Services Ltd – Tony Rogers 

·  Happening Event Management  

·  Association of British Professional Conference Organisers - Lesley Maltman 

·  The London Organising Committee of the Olympic Games (LOCOG) 

·  Mrs Casey Music 

·  MCI Group   

·  NEC Group    

·  Susan Spibey – Consultant  

·  United Business Media Ltd   

·  UK Travel Awards  

·  University of Derby  

·  University of Westminster   
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Appendix 2: Overlap between sectors represented by SSCs and event sub-

sectors 

Event sub-
sector 

Constituent elements  Sectors represented by 
Sector Skills Councils 
(SSCs)  

Sector Skills 
Council (SSC) 

Conferences, meetings and 
exhibitions 

Hotels, travel, visitor 
attractions, food service 
management, creative media, 
passenger transport, audio 
visual 

People 1st, Go Skills, 
Skillset, Skills for 
Logistics, Creative 
and Cultural, Skills 
for Security  

Incentive travel  Hotels, travel, visitor 
attractions, passenger 
transport, restaurants. 

People 1st , Go 
Skills, Creative and 
Cultural 

Corporate event and corporate 
hospitality  

Hotels, food service 
management,  freight logistics, 
Audio visual  

People 1st, Skills for 
Logistics, Skillset 

The business 
tourism/busine
ss event sub-
sector  

Outdoor event  Food service management, 
Audio visual, passenger 
transport, creative media, 
freights logistics  

Skillset, SkillsActive, 
People 1st, Go Skills, 
Creative and 
Cultural, Skills for 
Security, Skills for 
Logistics 

Community event 

Live entertainment event  

Sports event 

Leisure event 
sub-sector  

Special event: party/celebration 
event /wedding planning/award 
ceremonies  

Audio visual, creative media 
hotels, pubs, bars and 
nightclubs, visitor attractions, 
contract catering, freights 
logistics, audio and visual 

Skillset, SkillsActive, 
People 1st, Go Skills, 
Creative and 
Cultural, Skills for 
Security, Skillset 

Charity events 
sub-sector 

Charities are increasingly using events to raise money or to raise awareness of the issues 
for which they have been established. There is little written about charities within the 
context of the event industry.  

 

Please note depending on the scale and nature of the event, other suppliers may be 

involved that are not represented by the SSCs noted. The table should be treated as 

a guide.  

 



 

 - 85 -  

Sector skills council responsibility 

Below are descriptions of the relevant SSCs’, responsibilities, which are referred to in 

the table above:   

 

·  Skills for Logistics is the Sector Skills Council for the UK©s freight logistics 

industries.  

·  Skillset is the industry body which supports skills and training for people and 

businesses to ensure the UK creative media industries maintain their world 

class position. 

·  GoSkills is the Sector Skills Council (SSC) for passenger transport 

·  SkillsActive is the Sector Skills Council (SSC) for the sport & recreation, 

health & fitness, outdoors, playwork and caravans industries. 

·  Creative and Cultural is the SSC for advertising, crafts, cultural heritage, 

design, literature, music, performing and visual arts. 

·  Skills for security the SSC for people employed in security roles 
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Appendix 3: UK sporting events 

 

2010 - Ryder Cup in Newport - Hosting 

2010 - World Lacrosse Championship in Manchester - Hosting 

2010 - Women©s Rugby World Cup in London - Hosting 

2010 - ATP World Tour Finals in London - Hosting 

2011 - International Children©s Games in Lanarkshire - Hosting 

2011 - ATP World Tour Finals in London - Hosting 

2011 - Champions League Final in London - Hosting 

2012 - Summer Olympics in London - Hosting 

2012 - ATP World Tour Finals in London - Hosting 

2013 - Rugby League World Cup in United Kingdom - Hosting 

2014 - Super Bowl XLVIII in London - Considering 

2014 - Commonwealth Games in Glasgow - Hosting 

2014 - Ryder Cup at Gleneagles - Hosting 

2015 - Rugby World Cup in England - Hosting 

2015 - World Athletics Championship - Considering  

2018 - FIFA World Cup in England - Bidding 

2019 - Cricket World Cup in England - Hosting 
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Appendix 4: Examples of events industry trade associations  

 

Trade association 

 

Description  

The Association of British 
Professional Conference Organisers 

 

The Association of British Professional 
Conference Organisers (ABPCO), which was 
founded in 1981, is the only association in the UK 
whose members are exclusively professional 
conference organisers. ABPCO’s membership 
comprises 75 Full Members and 12 Associate 
Members. 

 

Association for Conferences and 
Events 

 

Like the exhibitions.co.uk website, the 
Association for Conferences and Event (ACE) is 
administered by the Tarsus Group PLC, a major 
international exhibition organiser. ACE acts as an 
information centre and forum for members, who 
include corporate companies, traders, institutions, 
associations and charities. 

 

Eventia Eventia was created in January 2006, following 
the merger between two complementary trade 
associations: the Corporate Event Association 
(CEA) and the Incentive Travel & Meetings 
Association (ITMA). 

Its membership is classified into the following four 
sectors: 

·  Event Organiser Members — companies that 
design, promote and manage event 

·  Partner Members — companies that provide 
support to the industry, such as venues and 
temporary structures companies 

·  Affiliate Members — organisations whose 
activities are complementary to Eventia 

·  Freelance Members — self-employed event 
directors and managers. 

·  Eventia’s total membership is around 300 
members. 

Event Industry Alliance The EIA was formed and is co-owned by the 
AEO, AEV and ESSA: 

·  AEO — representing companies that 
organise trade exhibitions and consumer 



 

 - 88 -  

event 
·  AEV — representing venue owners 
·  ESSA — representing exhibitions contractors 

and service suppliers to the event and 
exhibitions industry. 

The EIA was created by these three bodies in 
order to promote the live event industry and to 
provide an association management secretariat 
service in the events industry. The EIA is also the 
publisher of the annual exhibitions statistics 
report, EIA Facts 

The Event Services Association The Event Services Association (TESA) was 
founded in 1990 and represents event organisers, 
promoters and suppliers throughout the UK. Its 
committee largely comprises members of 
organisations on the supply side of the exhibitions 
and conferences industry. It was formed to 
promote good practice in the industry and 
publishes Event Organiser Magazine six times a 
year 

Meetings Industry Association  Founded in 1990, the MIA is the largest trade 
association for organisations involved in the 
meetings industry. It administers its own 
accreditation scheme, which offers assurance to 
buyers that members will deliver high standards. 

The MIA is the publisher of the annual UK 
Conference Market Survey, which annually 
surveys its meetings and conference organiser 
members. 

National Outdoor Event Association  The National Outdoor Event Association (NOEA) 
represents organisers, venues, local authorities, 
promoters and suppliers of outdoor event. It has 
been established for 25 years and has more than 
380 individuals and organisations in its 
membership. Along with ACE, it publishes The 
Main Event trade magazine. 
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Appendix 5: Typical activities involved in the organisation of an event   

The table below shows the typical activities event organisers are involved in when putting on an event. Please note that this table is to be used 
as a guide for an illustrative purpose.  There will be variation depending on the event organiser as well as type and scale of event.  In addition 
the activities are not sequential as again this will depend on how the event organiser works and the type of event they are organising. People 
1st would like to give special thanks to Jacinta Scannel, Happening Event Management and Tony Rogers, Tony Rogers Conference & Event 
Services Ltd, for their input.  

Activity involved in 
organising this event  

What this activity involves -
broad functions  

Occupations responsible 
for carrying this activity 
out 

Main skills/attributes this occupation(s) needs 
to carry out this activity  

Pre-event planning and 
research  

o Receive a tender 
document  

o Plan and research the 
Who? What? When? 
Where? Why? How?  Cost 
of the event. 

Event director/manager  
 

o Strategic planning 
o Financial management/planning 
o Communication skills 
o IT skills 
o Good knowledge and understanding of the 

event industry all round 

Pitch for an event    o Write proposal  
o Present proposal and 

hopefully get appointed   

Event director and event 
manager  

o Excellent written and communication skills 
o Proposal/report writing 
o Pitching and presentation skills 
o Client management  
o Budget management 
o Project management  
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Sourcing, selecting and 
negotiating with the venue 

o Reviewing information 
sources on venues and 
destinations 

o Circulating an Request For 
Information (RFI) and/or 
Request For Proposal 
(RFP) to appropriate 
destinations/venues 

o Assessing proposals and 
undertaking site visits 

o Checking accessibility 
o Negotiating best package 

with venue  

Event director and event 
manager; 
 

o Understanding of venue and destination options 
o Knowledge of event industry 
o Experience of site visits and showgrounds 
o Good people and communication skills 
o General admin and IT skills 
o Customer service skills 

Budgeting and financial 
management    

o Assembling a budget  
o Reviewing options for 

sponsorship and other 
funding streams (obtain 
quotes and negotiate on 
rates) 

o Preparing cashflow 
projections 

o Managing income and 
expenditure 

o Preparing financial 
reconciliation post-event  
 

Event director and event 
manager; 
 
Event 
executive/coordinator – 
administrative involvement.  

o Excellent written and numeracy / financial skills 
o IT skills including spreadsheets 
o Budget management 
o Project management 
o Understand impact of currency fluctuations if 

overseas event 
o Understand VAT 
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Programme planning o Deciding on the content, 
style and pace of the 
programme 

o Selecting, inviting and 
coordinating speakers / 
session leaders  

o Reviewing balance between 
business and leisure/social 
activities  

Event director/manager 
 
Event 
executive/coordinator for 
detailed administration 
(e.g. putting together and 
posting delegate packs) 

o Good knowledge of the industry/sector within 
which the event is located 

o Experience of live (and, where appropriate, 
virtual) event 

o Empathy with delegates and attendees 
o Attention to detail 
o Excellent communication skills 
o Creativity 

 
Event marketing o Preparing and 

implementing an event 
marketing plan 

Event director/manager  
Event 
executive/coordinator for 
detailed administration 

o Knowledge of the full range of marketing tools, 
including e-tools and social media 

o Marketing skills 
o Excellent communication skills (oral and 

written) 
o Creativity 
o Ability to learn about specific target market and 

understanding of clients industry 

Accommodation 
management 

o Block booking hotel 
rooms 

o Managing contracts 
o Negotiating 

rates/cancellation 
terms 

o Selling rooms 
o Site visits of hotels 
o Checking invoices  
 
 

Event /manager  
Event 
executive/coordinator for 
detailed administration 

o Good knowledge of hotel industry  
o Good written and communication skills 
o Negotiation skills 
o General administration  
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Exhibition sales o Draw floorplans (or appoint 
external company to do 
this ) 

o Write exhibition prospectus 
o Prepare sales forecast 
o Sell space 
o Write and issue exhibition 

manual 
o Contract suppliers  
o Observe H&S regulations 
o Management of event on 

site 
o Oversee set-up and 

breakdown 

Event director and event 
manager 

o Good negotiation skills 
o Communication skills 
o Supplier and client management 
o Good understanding of technical requirements 

for an exhibition 
o Spatial awareness (to understand floor plans  
o Knowledge of exhibition industry (stand types, 

health and safety requirements, traffic 
management, stewarding etc) 

Sponsorship sales o Write sponsorship 
prospectus 

o Prepare sales forecast 
o Sell sponsorship items 
o Write and issue exhibition 

manual 
o Contract suppliers of 

sponsored items 

Event director and event 
manager 

o Good negotiation skills 
o Communication skills 
o Supplier and client management 
o Knowledge of sponsorship industry (benefits of 

return on investment) 

Print management o Identify print requirement 
o Prepare print budget 
o Negotiate costs 
o Provide text/pictures/ etc 
o Check proofs 
o Agree timeline 
o Sign off final items 

Event manager  o Communication 
o IT skills 
o Design skills desirable 
o Budget management 
o Project management 
o Client liaison 
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Transport management o Book travel for speakers, 
delegates, attendees 

o Agree arrival /departure 
times 

o Agree modes of transport 
o Agree pricing structure 
o Check health and safety 

legislation 
observed/insurance in 
place 

o Work within budget 
o Ensure safe loading/off 

loading areas 
o Brief supplier 
o Passenger briefing 

Event manager 
 
Event 
executive/coordinator for 
detailed administration 
 

o Good communication skills 
o General admin 
o Supplier negotiation 
o Budget management 
o Project management  
o Organisation and logistics skills 

Speaker management o Write to speakers 
o Manage requirements 

(travel, accommodation, 
presentation) 

o Liaise in advance 
o Manage on-site 
o Thank you afterwards 

Event manager o Customer service 
o General admin 
o Language skills useful 
o Good written and verbal communication skills 

Technical management o Identify requirements 
(Stageset, lighting, sound, 
projection, room set-up, 
accessibility needs, 
(induction loops etc))   

o Brief supplier 
o Brief speakers/users 
o Manage on site 
Agree budget and monitor 

Event manager o General understanding of technical equipment 
requirements 

o General admin skills 
o Project and budget management 
o Supplier management 
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Signage o Undertake signage audit 
o Agree requirements 
o Brief supplier 
o Oversee set-up and 

breakdown 

Event  manager o Good communication skills 
o Budget management 
o Project management 
o Supplier management 
 

Temporary Staff 
management 

o Recruit on-site staff 
o Allocate tasks 
o Brief staff 
o Manage staff 

 
 

Event manager o Overall understanding of industry 
o Staff management 
o Communication skills 
 
 

Event evaluation o Assessment and 
evaluation of event and 
measurement of Return On 
Investment (ROI) and 
Return On Objectives 
(ROO)  

Event director/manager  
 
Event 
executive/coordinator for 
detailed administration 

o Strategic management 
o Financial management/planning 
o Communication skills 
o IT skills 
o Good understanding of the industry all round 

o Evaluation skills 
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Appendix 6: Quality Assurance Agency for Higher Education: 

Benchmarks for Event Management Degrees  

 

The content of event management courses is very varied. However, courses 

validated in the last 18 months should be using the Quality Assurance Agency45 

(QAA) benchmarks, which are described below.  

 

An honours graduate in events will be able to analyse and evaluate the 

concepts and defining characteristics of events as an area of academic and 

applied study, including being able to: 

 

·  explain, interpret and challenge theories and concepts which are used to 

understand the origin, purpose, meanings and development of events from a 

range of critical perspectives 

·  display an insight into the structure of event providers and their sectors, 

and analyse the political, technological, social, environmental and economic 

factors which affect, or impact upon, the supply of, and demand for, event 

·  analyse and reflect on the different cultural and business concepts, 

intercultural and international dimensions of event 

·  demonstrate a critical awareness and understanding of how core values, or 

example, ethics, integration, sustainability, creativity, strategy, and continuous 

improvement, relate to, and are reflected in, event. 

 

An honours graduate will be able to demonstrate a range of professional event 

planning and management knowledge and skills, including being able to: 

 

·  demonstrate a critical awareness and understanding of appropriate domains 

including administration, design, operations, marketing and risk, and how they 

apply to the phases of events, such as initiation, planning, implementation, 

event and closure 

·  operate and effectively manage resources, including human (paid or 

volunteer), financial, venue, and subcontracted and technical resources 

                                            

45 http://www.qaa.ac.uk/academicinfrastructure/benchmark/default.asp 
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·  display critical knowledge, understanding and application of risk management 

and the legal, ethical and regulatory frameworks that affect event 

management 

·  plan, control, analyse and evaluate event, support service provision and their 

logistics 

·  design event, including the programming of spectacle, exhibition, ritual, 

performance and hospitality 

·  engage with, contribute to and produce event, based on an acquisition and 

understanding of appropriate vocabularies, skills, working methods and 

professional business communications. 

  

An honours graduate will be able to recognise and value the centrality of the 

attendee and/or client and meet and respond to their needs and expectations, 

including being able to: 

 

·  analyse the nature, characteristics, needs and expectations of different 

consumers through applying consumer behaviour theories and concepts 

·  generate creative ideas/concepts, proposals, pitches and solutions to meet 

differing needs 

·  analyse and evaluate the quality of the event experience and its impact on the 

event consumer and/or client and the wider organisation 

·  evaluate the importance of cultural and other diversities in developing access 

to, and participation in, event by specific target groups 

·  demonstrate an understanding of the ways in which attendees behave at 

event and within the venue and surrounding destination. 

 

An honours graduate will be able to utilise, and understand the impact of, 

rationales, sources and assumptions embedded in policy, planning and 

delivery mechanisms in an event context, including being able to: 

 

·  evaluate the contribution and impacts of event in social, economic, 

environmental, political, cultural, technological and other terms 

·  appreciate the ethical and sustainability issues associated with the operation 

and development of event 

·  write and critique event plans, event strategies and to recognise and meet the 

needs of specific stakeholders 
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·  critically reflect upon the role of those organisations and structures charged 

with a responsibility for the promotion of, or the training of practitioners in 

event 

·  demonstrate a critical awareness and appreciation of existing and emerging 

standards, policies, initiatives, frameworks and contemporary issues. 

 

 

 

 

 

 



 

  
 

- 98 -  

Appendix 7: Event suppliers  

As can be seen on page 26, there are a plethora of suppliers that contribute to the 

running of an event. People 1st acknowledges that all suppliers are vital in ensuring 

an event runs successfully.  

 

The following section will focus on venue management46 and destination marketing 

and management. This is because elements of these are aligned to the People 1st 

footprint 47 although there is strong overlap with other SSCs also. This section 

therefore primarily serves the purpose to show the depth and complexity of the role 

suppliers play in the event industry.   

 

Venue management companies  

The workforce  

The section below describes a typical workforce structure of a venue management 

company. 48 

 

Broadly speaking, venue management companies are split into two teams: a sales 

team and an operations team. 

 

Sales team  

The sales team in a venue management company tend to be involved in the following 

types of selling activities: 

 

·  Exhibitions sales, which is selling the tenancy to event organisers. 

·  Conference selling –conference space within an exhibition venue. 

·  Media sales – media collateral onsite. 

·  Special event sellers – selling halls for bespoke event such as those for  

corporate companies. 

·  Managed event selling – have a core team, akin to an event organiser who 

have clients like for instance associations.  

                                            

46 For a list of the main venue suppliers, broken down by geographical regions and nation, please follow this link:  
http://www.aeo.org.uk/page.cfm/Link=619/t=m/goSection=13 
47 Catering falls under the People 1st footprint. It is covered in a separate report dedicated to hospitality services and 
food service management. 
48 The example is based on the NEC. There will be variations between different venue management companies. 
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·  Ancillary selling –ancillary products may be include products like electricals, 

water, gas, rigging services, while customers include the organisers, the 

exhibitor or the visitor.  

 

Operations team 

Core functions of the delivery team include: 

 

·  Facilities management activities – security services: site and event security. 

·  Traffic and logistics that control the traffic and car parking activities.  

·  Building and engineering functions – estates management.  

·  Venue services – delivery vehicles for the ancillary selling that they do. Also 

sitting within this is the rigging team, graphics team mains and mechanical 

services team. 

·  Event management – responsible for the coordination between the venue and 

the event organiser. The event manager can be described as “the conductor 

of the delivery orchestra.” This role is dealing with all the above as well as the 

third party event organiser. “Multi-skilling becomes most relevant”. There is 

also a nursing provision and help desk function.  

 

On top of these, IT, finance, marketing and human resources (HR) teams are all 

present. Different venues will take different approaches in terms of which services 

they keep in-house or outsource. For instance Earls Court and Olympia are two 

physical venues but  a group owns them, thereby some of their functions, for 

instance HR go across the both venues. Equally, the NEC outsources security and 

traffic and logistics.  

 

The employer we spoke with pointed out that the types of services venue 

management companies provide are very similar to those services that you find in 

other infrastructure businesses because venues are essentially big pieces of 

infrastructure. This would suggest that many of the services venue management 

companies provide are covered by Go Skills and Skills for Logistics remits.  

  

 

 

Skills perspective  
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To take the example of NEC, the sales and operations team’s skills are broken down 

into the following categories:  

 

·  Horizontal skills – management and supervisory skills. Management skills are 

the same whether you are a sales or operations manager because you are 

also a people manager. 

·  Vertical skills – these are very specific skills to the departmental function the 

employee operates in.  For instance the rigging team (technical and 

compliance, Health and Safety) versus media sales team (influencing and 

sales). 

·  Entry level skills – numeracy / literacy skills  

 

Destination marketing and management 

 

The workforce  

 

Britain has approximately 50 conference bureaux (destination marketing 

organisations or DMOs).49 Bureau is a generic term that covers a variety of models in 

terms of staffing, funding and operations, although all share the same fundamental 

mission which is to “solicit and service conventions and other related group business 

and to engage in visitor promotions which generate overnight stays for a destination, 

thereby enhancing and developing the economic fabric of the community”.50 

British conference bureaux have an average of three staff, typically a: 

·  general manager 

·  sales executive 

·  administrative assistant 

 

But the range is from just one member of staff up to 20.  

 

Conference bureaux provide a range of services, many free of charge, to event 

organisers. They aim to offer a ‘one-stop’ enquiry point for their destination, with 

                                            

49 Tony Rogers, ©Conferences and Conventions: A Global Industry (second edition)©, published by Elsevier 
Butterworth-Heinemann. 
50 Gartell, 1994 
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impartial advice and assistance. Such services are likely to include some or all of the 

following51: 

Pre-booking the event: 

·  Literature and web site information. 

·  Venue location and selection advice. 

·  Availability checks. 

·  Rate negotiation. 

·  Provisional booking service. 

·  Familiarisation/inspection visit. 

·  Preparation of bid documents. 

·  Assistance with bid presentations to a selection committee/board. 

·  Assistance with civic hospitality requests. 

 

Preparing for the event: 

·  Block accommodation booking service for delegates 

·  Co-ordination of the full range of support services including transportation, 

registration, translation, office support.  

·  Promotional and PR support to maximize delegate numbers and increase 

awareness of the event in the host destination. 

·  Supply of delegate information. 

·  Planning partner programmes, social programmes, and pre- and post-

conference tours. 

·  Arranging contact with local conference service companies and event 

organisers. 

 

During the event: 

·  Provision of ‘Welcome Desks’ for delegates at major points of entry 

·  Civic welcome and recognition and possible financial or in-kind support and 

subvention. 

·  PR support. 

                                            

51 Tony Rogers, ©Conferences and Conventions: A Global Industry (second edition)©, published by Elsevier 
Butterworth-Heinemann. 
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·  Provision of tourist information. 

 

After the event:  

·  Post-event evaluation and follow-up research. 

·  Consultancy support to the destination which will next host the conference. 

 

A typical portfolio of marketing activities for a British conference bureau will include 

some or all of the following, dependent upon staff and financial resources: 

Direct marketing - particularly direct mail, but also telesales and, occasionally, 

with a sales person ‘on the road.’ 

Web site and e-marketing – promotion via a dedicated conference and business 

tourism web site and the use of electronic communications such as e-newsletters 

and email ‘blasts.’ 

Print and audio-visual production - compiling conference destination guides 

and other promotional print, as well as videos, DVDs/CD-ROMs. 

Exhibition attendance - taking stands at trade shows such as International 

Confex, Event UK, EIBTM, IMEX. 

Overseas trade missions - participation in overseas roadshows and workshops, 

often organised by VisitBritain. 

Familiarisation visits - organising visits for groups of buyers and press 

representatives. 

Receptions - co-ordinating receptions, lunches, occasionally small workshops to 

which key clients, existing and potential, are invited. 

Advertising - in local and national press.. 

Public relations - circulating information and releases to the media and often to 

influential community organisations. 

Ambassador programmes - identifying, recruiting, training and supporting key 

individuals in the local community (university academics, hospital professional 

staff, leading industrialists, members of the business community, trade unionists) 
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as ‘ambassadors’ for the destination, assisting them to bid for and attract the 

annual conference of the professional institution or trade union to which they 

belong. Other variations of ambassador programmes aim to recognise and 

publicly acknowledge particular initiatives undertaken by companies and 

organisations designed to attract more conference business to the destination. 

Supporting conference bids – giving support to committees and associations 

bidding to bring a convention to their destination. This includes the provision of 

information for bid documents as well as personnel assistance with formal 

presentations to selection panels 

Financial assistance – organizing civic receptions and other forms of financial or in-

kind support to conferences which meet certain economic benefit criteria. Such 

support (often described as ‘subvention’) and criteria vary from destination to 

destination, and are usually only available to conferences in the ‘not-for-profit’ sector. 

 

Skills perspective 

Typical skills associated with staff at a conference bureau include:  

 

·  High level communication skills, written and oral (©people© skills in the 

broadest sense). 

·  Presentation skills - compiling and presenting destination bids to secure 

event; presenting to stakeholders. 

·  Marketing planning and implementation, including destination brand 

development and management. 

·  Sales skills - internal to stakeholders, external to clients and media 

·  Financial skills - budget management, subvention management. 

·  IT skills - web, social media, database management/CRM, ©Microsoft Office 

2007© and similar. 

·  Broad understanding of the legislative landscape and how this impacts 

destination management, client issues/event. 

·  Foreign language skills (where bidding to attract international business). 

·  HR skills - both for internal DMO team management but also in terms of 

identifying training needs for the destination©s venues and suppliers. 

Section summary 

Below is a synopsis of points of interest based on the section above: 
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Venue management companies 

 

·  Broadly speaking, venue management companies are split into two teams: a 

sales team and an operations team. Core functions include (albeit  different 

venues will take different approaches in terms of which services they keep in-

house or outsource): 

o Exhibitions sales 

o Conference selling  

o Media sales  

o Special event sellers  

o Managed event selling  

o Ancillary selling 

o Facilities management activities  

o Traffic and logistics  

o Building and engineering functions  

o Venue services  

o Event management  

·  Sales and operations teams’ skills are broken down into the following 

categories: Horizontal skills – management and supervisory skills. Vertical 

skills – these are very specific skills to the departmental function. Entry level 

skills – numeracy / literacy skills  

 

Destination marketing and management 

 

·  Britain has approximately 50 conference bureaux (destination marketing 

organisations or DMOs). 

·  British conference bureaux have an average of three staff, typically a 

o General manager 

o Sales executive 

o Administrative assistant 

·  Conference bureaux provide a range of services, many free of charge, to 

conference organisers and meeting planners. They aim to offer a ‘one-stop’ 

enquiry point for their destination, with impartial advice and assistance 

·  Typical skills associated with staff at a conference bureau include: 

o Communication skills 
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o Presentations skills 

o Sales skills 

o Financial skills 

o Marketing planning and implementation, including destination brand 

development and management. 

 

 


