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YOUR BIDBOOK
A TAILOR-MADE ANSWER TO AN ASSOCIATION’S REQUEST FOR PROPOSAL

• WHAT IS AN ASSOCIATION?

• WHAT DO CONVENTION BUREAUS (CVB’S) & SUPPLIERS NEED FROM ASSOCIATIONS TO CREATE
AND SUPPORT SUCCESSFUL BIDS?

• WHAT ARE THE CHALLENGES & ISSUES IN WORKING WITH ASSOCIATIONS?

• WHAT ARE THE 5 MAIN CHALLENGES IN WORKING WITH CVB’S AND SUPPLIERS?

• WHAT ARE ASSOCIATION TRENDS THAT CVB’S & SUPPLIERS SHOULD BE AWARE OF IN ORDER TO
COMPETE AND WIN BIDS?

WHAT DO WE COVER?



ASSOCIATIONS 
DON’T SEE THEMSELVES AS PART OF THE 

MEETING & EVENT INDUSTRY!





1. ASSOCIATIONS – SOME BACKGROUND & BASICS



1. FIRST POINT OF CONTACT USUALLY WITH CVB -
WHAT IS ACTUALLY THE ROLE OF A CVB?



OFTEN… 
CASH IS KING



2.   OFTEN… THE BEST BID DOESN‘T ALWAYS WIN…



ARE YOU UP FOR THE CHALLENGE?



3. ENGAGING IN BIDDING PROCESS 
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4. BASIC COMPONENTS AND DIFFERENT PARTS OF A BIDBOOK



4. BASIC COMPONENTS AND DIFFERENT PARTS OF A BIDBOOK
BIGGEST COSTS FOR AN ASSOCIATION / IMPACT & BALANCE
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4. COMPONENTS AND DIFFERENT PARTS OF A BIDBOOK
MOVING FROM PRACTICAL COMPONENTS TO… 



EXAMPLE OF TRENDS / STAKEHOLDERS MAPPING
WHAT ASSOCIATIONS ARE LOOKING FOR IS CHANGING



5. COOPERATION
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6. CONCLUSIONS
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6. CONCLUSIONS
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LAST THOUGHT…     



LET’S TALK
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WHAT ARE THE TRENDS TODAY?



KNOW YOUR CLIENT 

BUILDING RELATIONSHIPS



COOPERATION



NOT WINNING

WHY DID YOU LOSE THE BID?



Els Meersschaert, Tussentijd
BEST PRACTICE

WORKING TOGETHER


