
Advanced Hotel Contract 

Negotiations



Channel Setting Instructions for ResponseCard RF

1. Press and release the "GO" button.

2. While the light is flashing red and green, enter the 2 digit 

channel code (i.e. channel 1 = 01, channel 21 = 21).

3. After the second digit is entered, Press and release the 

"GO" button.

4. Press and release the "1/A" button.  The light should 

flash yellow to confirm.
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EMC Venues is a one-stop marketplace 
for meeting & event planners and venues 
globally.

Passionate about education for our 
industry, we offer many opportunities for 
you to continue to enhance your skills, 
network with your peers and reach the 
meeting suppliers you need to do business.



4

MEET Mid-Atlantic               Aug 17-18, 2009

Washington, DC

MEET East Coast          October 29-30, 2009

New Jersey/New York

MEET West Coast  December 3-4, 2009

San Francisco, California



Martha Austin Lobb

Consultant

22 Years Experience in Hospitality Industry

7 years in Operations

12 years in sales/negotiations

3 years as meeting planner

Your Presenter:



Learning Objectives

1. What does good look like?

ïUnderstanding the value of your meetings

2. Effectively negotiate the contract clauses 
of most concern to group

ï Focus on the ïAttrition & Cancellation, 
Concessions, Legal Terms

3. Contract Execution Techniques, Must 
Haves & Hotel Service Delivery

ïDefinitions

ïPointers 



Contracts Disclosure Statement:

ÅThe handouts, visuals and presentation are 

provided with the understanding that the 

presenter and sponsoring organization are 

not engaged in rendering legal, accounting or 

professional services.  The information in 

todayôs  program is not intended to be ñlegal 

advice.ò  Meeting sponsors and hotels should  

consult a qualified attorney to review all 

contracts and addendums.



What Adds Value to a Venue?

Sleeping Rooms

Food & Beverage

Audio Visual

Repeat Business

Flexibility

Pattern

Are Your Meetings Valuable?



Question

ÅWhat Item Do Hotels Make The Most 
Profit On?

ïFood & Beverage

ïSleeping Rooms

ïMeeting Room Rental

ÅAnswer:  Sleeping Rooms!  

ï(hotels make an average profit of 70-80% on 
sleeping rooms and only 10-20% on F&B) in 
this economy with food costs higher



Based on:

Pattern

Room/Space ratio

Seasonality

Volume

How Hotels Measure Value



Do Your Homework!  

Not all hotels measure value the 

same way!

Ask your salesperson about:

Average Occupancy and Rates

Preferred Patterns

High and Low Seasons

Remember:



Rates/Dates/Space



Checklist

Rates:

V Are they defined, run of house? Type of Room?

V Packages defined?

V Inclusions defined?

V Are they offering pre and post?

V Are taxes and fees outlined?
*Add a no additional fees provision for protection

Dates:

V Are they correct (Day and Date)? 

V Does the meeting space match the RFP?

V Are cutoff dates listed clearly?  Define what happens after the 
cutoff date.

Space:

V Is it correctly outlined? Donôt forget meals

V 24 hour hold outlined?

V Room names or square footage listed?



Concessions

ÅWhat is of the most value to YOU?  
To Your GROUP?

ÅAssign $$ Value to concessions

ÅRemember:  It is not always about 
the lowest room rate.  If you can 
make the revenue manager happy 
(room rate) then concessions will 
likely be easier to obtain!



Concessions

VAre Comp rooms defined? 

VAre upgrades Defined?

VIs Meeting Space rental Defined, even 

if comp?

VAre negotiated discounts defined?

VAnything you negotiated, should be 

listed



Negotiating Fair 

Contracts



If you ask for something before 

the contract is signed, itôs called 

ñnegotiatingò

If you ask for something after 

the contract is signed, itôs called 

ñbeggingò

Rememberé



John f. Kennedy saidé

ñLet us never negotiate out 

of fear. But let us never 

fear to negotiateò



Policies to Negotiate

Policies to Negotiate

Å Cancellation

Å Attrition/Reduction

Å No Walk/Relocation

Å Resell

Å Billing/Payments

Å Renovation

Å No Compete

Å Shipping & Receiving

Å Quiet Enjoyment

Å Hotel Quality

Å Green Meetings

Å Certifications

Å 83% of planners said attrition 
will be an issue in 2009

Å 31% of planners identified 
cancellation and attrition 
clauses as one of the 
operational trends with the 
greatest impact on meetings

Å 71% of both planners and 
suppliers want to work 
together as a partner



4 Steps to Negotiations

1. Preparation- The most commonly 

forgotten step, gather information

2. List Key Issues to Negotiate- what you 

want, what they want

3. Achieve agreement-Set Details 

4. Follow up- monitor agreements on both 

sides



Should you have:

ÅYour own contract?

ÅYour own Addendum?

ÅA list of clauses to insert that covers 

needs important to your group?



Attrition & 
Cancellation 


