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INTRODUCTION





Hotel and Resort

Convention Center

Multi-Purpose Facility

MICE VENUE

Other venue



HOTELS AS MICE VENUE



MICE STANDARDS



MICE HOTEL

Convention Hotel is designed to provide for 

the special needs of convention and trade 

shows. 

o A convention is a large meeting place so 

that it could hold bigger groups of people. 

o MICE hotels provide accommodation rooms, 

restaurants & bars, ballrooms, meeting 

rooms, hotel facilities and services. 

Meeting Incentive Convention Exhibition =  MICE HOTELS



MICE HOTEL OTEL



THE TEAM

Conventions / Event

Services / Catering Sales
Sales & Marketing 

Department

Banquet Team
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WHO INVOLVED?

What difference between hotel 

salesperson & general salesperson?

 selling accommodation (rooms), function and 

events 

 contact with clients

 represent hotels and create brand awareness

Type of hotel sales 

o Corporate sales: FIT bookings, FIT contract

o Agent sales: FIT contract

o Event sales: Social events, party, weddings

o MICE sales: Incentive group, corporate group, 

company outing group

 Standard annual convention pattern:

1. Proposal Letter (Sales Kits)

2. Letter of Agreement (LOA)

3. Contract

4. BEO / Action Plan



OVERALL PROCESS
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1. Prospect

Search customer to contact, from where? 

Database, group history,  social media, news, competitors, and Google.



OVERALL PROCESSOTEL

2. Qualify

How to qualify: Google, call, email, referral from colleagues or supervisor.



OVERALL PROCESSOTEL

3. Needs and analysis

 Best way is to ask for more information

 Doing your homework: before asking, do some research, go to company profile, or search from the hotel 

database

- contact for appointment

- make hotel presentation

4. Proposals

 Discuss price and inquired period with hotel revenue department

 Create proposal with price offer and requirement

 Send out emails through email and call to follow up

5. Negotiate – factors and obstacles

 give examples

6. Deal – both sides agreed and issue contract 



PROPOSAL
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CONCLUSION

CONFIDENCE

FACE TO FACE COMMUNICATION

55% BODY LANGUAGE AND GESTURES

38% TONE OF VOICE 

7% WORDS USED IN COMMUNICATION
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