How To Get Fast
Responses To Your
Meeting RFPs
Save time and frustration with these simple tips
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1. Introduction
RFP spam
A peek into the world of hotel sales.
There’s one word that best describes the atmosphere in
today’s hotel sales office: HAIRBALL. Over the past five
years, things have changed dramatically for hotel sales
managers. Understanding these changes is the first step
to take in improving the offers you get from hotels.
The biggest change that’s taken place for both planners
and hotels is the adoption of eRFPs, the technology that
enables planners to send their meeting requests to hotels
in just a couple of clicks and magically receive complete
proposals in a few hours. Or at least that’s how it was
sold.
The reality is that the technology that was supposed
to save so much time is now the #1 reason you’re not
receiving timely, complete hotel proposals.
You see, the problem with eRFP technology is that it’s
made it too easy to send requests to way too many
hotels. It’s not unusual today to see one meeting sent
to 40, 50 or even 90 hotels at one time. In 2010, Zentila
coined a term that is now standard in the industry to
describe this phenomenon: RFP SPAM.
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Hotels have
seen a 300%
increase in
RFPs over the
last 5 years
with little to
no growth in
salespeople.

RFP spam (cont.)
So what does RFP SPAM have to do with your meeting
request? Plenty.
• 300%: The growth in meeting leads sent to hotels over the past
5 years as a result of RFP SPAM. The problem? The number of
salespeople per hotel hasn’t kept up. In fact, in most cases, there
are fewer salespeople in hotels today than there were five years
ago.
• 87%: According to MPI-WEC data, this is the decrease in the
RFP closing ratio from just five years ago. The problem? Hotel
salespeople are spending all their time responding to meeting
leads that never book. At an average of 45 minutes per response,
that means they spend 50 hours before booking their first
meeting. UGH!
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About Aventri
Aventri is the first true live connection management
platform. Continually transforming the way event managers
execute their events while transforming the market, Aventri
allows clients to create valuable in-person experiences,
grow influential communities and expand brands. The
comprehensive integrated solution starts with meeting
request to venue sourcing, to every component of event
management including registration, event marketing
solutions, travel management, mobile apps to the allimportant “experience” at the event with badges and onsite
solutions. The platform connects event attendees and drives
real-time attendee engagement while capturing meaningful
data and analytics to help understand an event’s success and
provide real-time ROI.
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Contact sales
We're here to help
with more money
saving tips
sales@aventri.com

