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Bidding

for a Congress

INTRODUCTION

A “bid” is defined as an invitation to hold an international congress in your country. In most
cases the national group or chapter of an international organisation will need to support the
initiative and will be responsible for the management of the congress if the bid is
successful. Having obtained such a commitment from the national organisation, formal
invitations can be prepared and the bid project can begin.

Bids may be handled in a different way depending on the destination presenting the bid.
There are cities with a Convention or Visitor Bureau, some active, some less so, and other
cities without one at all, which has an influence on who is taking the lead and initiative on
active congress promotion. It is however important that the PCO and the Convention
Bureau (if existing), and for larger congresses the Congress/Convention Centre, work
together in harmony unifying their efforts and strengths in order to achieve the common
goal.

Bidding for an international congress to be held in your country requires commitment and
effort by all parties involved in the process and warrants a dedicated course of action. The
energy, hard work and costs related to it are very often underestimated and it is vital that
the parties which make up the “bid team” take their responsibilities seriously in order to
mount a successful bid submission.

If it takes so much energy, hard work and money, is it worthwhile undertaking such an
initiative?

WHY BID FOR A CONGRESS?

A Congress brings enormous benefits to the professional community, the city and the
country. These benefits start years before the meeting is actually held, from the moment
the professional congress organiser (PCO) informs the governmental institutions about the
intention to bid to host the event. A chain reaction is created as everyone involved focuses
on one goal — winning the bid for the city and the country.

The PCO plays a very important role, usually activating all the links in the chain. The PCO
provides a case study to demonstrate the importance of the bid subject, how many
delegates the congress will bring to the country, the type of benefits the congress will bring;
what this represents in financial terms to the local economy; how many people will be
involved in the process (possibly in newly created jobs) and last, but not least, the
opportunity to show the world how wonderful the country and the city are!

Governmental institutions work alongside the local Convention Bureau and the PCO to
secure the right to host the congress.
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The benefits for the professional community (the client) include:

. networking with colleagues

state of the art information

business exchanges and co-operation

business opportunities

maximising attendance from members of the local profession due to the low cost of
attendance compared to offshore congresses (especially in third world economies or
other countries with low or no industry support).

The benefits for the country include:

pre and post tours increasing local income

an increase in tax revenues from commerce (shops, restaurants, hotels,...)

opinion leaders talk about their time in the host country

increase in the GDP for the country

o increase in the number of tourists visiting the country.

Interest is generated about the host country and city amongst delegates, often for the first
time. They will be keen to learn about the geographic location, the climate, the attractions,
the culture, the food and the people. Whilst delegates attend congresses with the aim of
networking and increasing their knowledge and skills, they are also attracted by the appeal
of the destination.

The benefits for the city include:

o generation of employment, by hiring temporary services
o increase in the GDP of the city

J increase in the municipality tax revenues from commerce
[ ]

word of mouth marketing — the delegates tell others about the favourable experience

they had in the city and the country.
If the congress is particularly large and has to comply with specific guidelines set by the
international organisation, it is likely that improvements will be made to the local congress
industry infrastructure. The Olympic Games is that most likely known as the event with the
highest impact on a city with regard to infrastructure and economy of the host city, however,
in some cases a congress may have a similar effect by improving the city's infrastructure to
enable it to accommodate such an important meeting.

THE BID CRITERIA

It is crucial to analyse the bid criteria and conduct in-depth research to ensure the right
decisions are made and the appropriate actions are taken in order to meet the bid criteria.

Aspects to be taken into consideration are:

v Locations of past congresses, confirmed venues for future congresses and the

frequency of the congresses

Established rotation between continents or countries

Next open year

Existence of an official tender document (guideline for bid presentation)

Specific congress requirements (meeting rooms, exhibition space, accommodation,

social events,...) and how the congress has evolved and progressed over the past years

Requested presence, involvement and support of the related national industry as

well as Local Authorities

v Accessibility of the host country for those nationalities which commonly attend the
congress and general infrastructure and logistics
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v Ideal dates (preferred season/month) taking into consideration dates of similar
congresses to be held in the same period

v Availability of congress facilities and hotels for the proposed dates

v Congress budget (is information available about the budgets of former congresses
and what is the financial objective of the International Organisation?)

4 Place and dates for the presentation of the bid

v Decision making process relating to future congress destinations, e.g. who has

voting rights, what is the voting procedure, what is the scoring system, what aspects
are more important than others.

Once all the data has been analysed, a decision needs to be made about the best
destination for the bid and the optimum future open date. The next open date is not always
the most appropriate one nor the best one to aim for; it may depend on continent/country
rotation. There may be the possibility that not enough members with voting rights who
support the bid will be at the meeting where the bid is going to be presented. Once it is
clear that the country and city meet the bid criteria a bid team needs to be created.

THE BID TEAM OR ORGANISING COMMITTEE

There are a number of members of a bid team and each one plays an important role in the
bid’s success. This group steers the bid direction and makes the fundamental decisions
regarding the overall Congress “look”. ~ The members of the Organising Committee can
consist of but are not limited to:

The person who initiated the Bid (often the chairperson)

This person is an eminent member in the field for which the Congress is being held. Ideally
the person has been involved in the international organisation and understands the politics
of the group. Generally this person will become the Congress Chair/President if the bid is
successful.

Invited members from the same field
These people can be other eminent members of the field or the young “stars” who have the
energy and commitment to assist the Chair in the bid process and the Congress.

Representative from the PCO company

The PCO representative works closely with the Committee Chair and the other members of
the committee to develop the bid. The PCO assists with the strategy for the bid, conducts a
financial viability study of the Congress and prepares the budget for the bid document.

Representative from the Congress venue
The representative from the Congress venue assists with knowledge about how the centre
works and advises the committee of how to make the best use of the centre.

Representative from the Convention Bureau/National Tourism Organisation (if existing)
This person advises the committee regarding the destination/product information, assists
with the preparation of the letters of support from Government officials, prepares the
presentation document, supplies gimmicks and promotional material to support the bid,
undertakes competitive analysis of the competitors and provides local support with the
International Organisations; (if not existing this role is often undertaken by the PCO and
Congress/Convention Centre).
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Representative from the host country airline
The airline provides travel support for those undertaking the lobbying of the bid and making
the final bid presentation.

Sponsor companies

A strong local and/or national presence of related industry may give the bid an added
financial value (additional fundraising, exhibition, national delegates, ...)

It is accepted practice that the representative from the PCO steers the bid along with the
initiator.

PROJECT MANAGING THE BID

Preparing a project plan for the bid brings order to the process, highlights the deadlines and
assigns responsibilities.

Elements of the project plan include:

Potential team members include the person who
initiated the bid, his/her professional colleagues,
Form a bid team or professional congress organiser (PCO), venue
organising committee representative, convention bureau/national tourism
organisation representative, airline representative.

N

Analyse the bid criteria

N
e Past congresses
Undertake background e Target audiences
research and prepare a e Theme
profile of the congress e Program overview
e Unique features
N
e Strengths
Compile a SWOT e Weaknesses
analysis for the bid e  Opportunities
e Threats

N

Shortlist suitable cities/venues

= Communicate with representatives of the
convention bureaux and venues

= Undertake site visits (if required)

= Negotiate terms/conditions with selected venue

Select city/venue

A\
Include:
= tasks
Expand the project plan = timings
P Projectp = resources
=  milestones

N4
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Prepare a bid budget
and confirm funding

N

Prepare a congress
budget and confirm
availability of an
appropriate level of
seed funding

N

Enlist the support of
other appropriate
parties

Confirm bid
components

N

Design the logo for the
bid

Produce the bid
documents

N

Plan any presentations
to be made (according
to the given timeframe)
and prepare any
supporting audio-visual
material
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Consider:

= funding from local convention industry operators
= support with travel from the airline

" sponsors

It is important to check the financial viability of the
project before proceeding any further.

International colleagues who will endorse your
bid

colleagues (local or offshore) who can provide
advice and/or assist with lobbying

convention bureau to produce the bid document
airline which can provide a discount on travel to
present the bid

= sponsors

For example:

=  pre-bid lobbying

= bid document

= audio-visual presentation

Work within any guidelines stipulated in the bid
invitation document.

Bid documents need to be eye-catching and
informative. Include:

= Letters of invitation and support
Executive summary

Destination information

Programs (scientific, social, activities)
Venue information

Financial information

PCO profile

Travel and accommodation

Audio visual material could include:
=  powerpoint presentation

= video

= logo

= images of the host country
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Organise a display = book the best site possible
stand (if appropriate) = hire furniture and equipment
= plan the display and stand activities
N4
Organise hospitality For example:
to be provided in = hospitality suite
conjunction with the bid = catered function
N4
Organise promotional Check on any restrictions in bringing a large number
items to give away of promotional items into the country where the bid
will be made.
v For example
= excess baggage allowance
Organise logistics = custom restrictions
associated with the bid = visas
4

Rehearse the
presentation

N

Make the bid

N

If any further
information is required
by the bid panel,
prepare and submit it

N

If required, host a site
inspection.

The project plan may not be as linear as suggested by the client and may need to be
adapted to the individual circumstances of the bid.
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SWOT ANALYSIS (Strengths, Weaknesses, Opportunities, Threats)

Prepare a SWOT analysis in the early stages of planning so that you can capitalise on
strengths and opportunities to help win the bid, turn attention away from any weaknesses
and work out strategies to overcome threats. Careful analysis should also be done of any
key competitors with a view to countering their claims and creating points for difference with
your bid. Ideas for consideration include:

Strengths

. A member or members of the organisation based in the host country hold office within
the organisation, e.g. President, Executive Secretary.

Acknowledged experts in the profession are based in the host country.

Suitable convention and exhibition facilities.

Appealing destination.

Excellent supporting infrastructure e.g. transport, hotels, restaurants.

Destination has successfully hosted conventions of a similar size and scope.

Close working relationship amongst the key suppliers e.g. PCO, convention bureau,
venues, airlines, hotels.

" Exchange rate (if favourable for the majority of the delegates).

Weaknesses

Available meeting facilities do not exactly match the convention’s requirements.
Professional group in the host country is relatively small and/or not well known.

An adequate level of seed funding for the project is not guaranteed.

Not all members of the professional group in the host country are committed to the bid.
Host country has not hosted a convention of a similar size and scope.

Local convention industry is not united in its support for the bid.

Exchange rate (if unfavourable for the majority of the delegates).

Opportunities

. Convention has never been held in the country or region.

. Professional group in the host country has a high profile/excellent reputation internationally
" Convenor is well respected internationally.

. Venue is determined by rotation, e.g. a northern hemisphere venue followed by a

southern hemisphere venue.

Local convention industry is willing to provide professional support in preparing the bid.

" Destination is perceived to be safe.

. Local industry presence to provide financial support

Threats

= Likelihood of a bid being submitted by a country in the same geographical region.

. Long travelling time from countries which are traditionally well represented at the
convention.

. Hotels and the airline are unable to provide as many complimentary rooms/airline
seats as those in competing countries.

. If the convention must take place in the high season, airfares and accommodation

rates may be uncompetitive.

Other destinations are bidding for a second time.

Aggressive lobbying by competitors.

Political instability (real or perceived) in the host country/region.

Concerns about personal security in the host country.

Fluctuating exchange rate, i.e. costs are unpredictable.
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BID COMPONENTS

Background research

Research past congresses and identify factors which could sway the bid. Contact with the
international organisation, previous host committees or previous PCOs could result in
valuable advice being provided.

Budget for the bid

A budget for the bid process needs to be agreed by all the bid’s stakeholders. It would
include: site visits by the selection committee; the bid document including logo
development; travel to present the bid; marketing campaign to the voting delegates and
Organising Committee meetings.

Budget for Congress

A budget for the Congress needs to be prepared to reassure the international organisation
that the host country is capable of hosting the Congress. This document is prepared by the
PCO.

Logistics

e Programme Overview: an outline of how the organising committee would manage the
professional program.

e Venue: source an appropriate venue/s for the Congress.

e Dates: if there are fixed date ranges for the Congress then the competing destinations
would need to select the most favourable dates for their particular area.

e Social Programme: the Organising Committee needs to identify suitable social
activities for Congress participants.

e Excursions: technical tours and/or social tours.

e Local Industry Sponsorship: support in principle from major industry supporters would
be beneficial to the bid and could include gifts.

e Lobbying/Politics: the background research would identify how the voting procedure is
managed by the international association. With this information the Organising
Committee can determine the best method of reaching as many voting delegates as
possible. This is an area where the inside knowledge of the workings of the group is
essential to the outcome of the bid.

e Bid Presentation: this information is generally identified in the formal bid criteria
prepared by the International Society. The Bid Organising Committee needs to
determine the strategy for the presentation of the bid to the voting delegates.

e Bid Document: this contains many sections and should include the destination’s
response to the formal bid criteria if there is one set; letters of support from various city
officials; industry overview in the bidding city and country; Congress budget; letter of
intent to bid by the host association; destination information; sponsorship strategy;
program outline; Congress venue information and PCO information. This needs to be a
professionally prepared document that can be sent either electronically or in hard copy.

Formal response to the bid criteria

Often the international organisation has a set of formal criteria that must be responded to
by each competing destination. Regardless of the other promotional information submitted
with the bid, if this criteria is not responded to, the efforts of the bid Organising Committee
would be worthless.
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SITE INSPECTION ARRANGEMENTS

This visit is extremely important and needs enormous involvement, not only from the PCO
but also from the Governmental Authorities, the Convention and Visitors’ Bureau; hotel
partners, local airline, transportation supplier and, of course, the Convention Center. The
involvement of the President of the National Society may also be of great importance by
addressing professional issues and by meeting with the representative(s) of the
International Society.

An accurate schedule has to be prepared by the PCO and sent in advance, not only to the
members of the international committee arriving in the city, but also to all those involved in
the site inspection.

Important tips for a successful Site Inspection:

e excellent research by Local Host Committee in order to have a broad understanding of
the inspectors' needs

e providing floor plans of the Convention Center/venue to inspectors prior to the visit

e knowledge of guidelines for past congresses, both successful and unsuccessful (or a
congress profile if guidelines are not available)

e obtaining information about other countries/cities which are bidding and making sure to
comment on the unique selling points that make the difference to “sell” your
destination.

e inspectors should be accompanied throughout the whole inspection visit by
professionals who know the geography, history and culture of the bidding country as
well as an extensive knowledge of the city able to answer questions and clarify
particular points

e visiting a selection of hotels that cover the wide range of accommodation needs (from
VIP to student accommodation) including the headquarters hotel (if there is one)

e Convention Center/venue staff must be involved in the site inspection

e having a technician on hand during the site inspection to cover any technical questions
and other important related aspects

e arepresentative from the Convention Bureau should be involved (if existing)

One of the most important and critical points of a site inspection is transparency. To
achieve this, people involved in the site inspection must be prepared to answer any and all
questions in the most satisfactory way possible, e.g. security; infrastructure; transportation;
accommodation; distances from Convention Center to official hotels; weather; local and
national tourism, amongst many others.

CONCLUSION

As a result of globalization, increased professionalism and an excellent interchange of
information, the success of a bid is highly influenced by the team work and effort. If all
team members work together in harmony, fulfil their role and undertake their responsibility,
there is a very good chance of achieving the common goal: To win the bid!

Disclaimer
The inclusion or exclusion of information from this document should not be interpreted as an
endorsement or non-endorsement by either IAPCO or AIPC. |APCO and AIPC are not responsible
for the accuracy or timeliness of the information presented in this document or for editing,
classifications or omissions. IAPCO and AIPC are not responsible for decisions or actions that may
be made as the result of information presented in this document.
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List of Members 2009

ARGENTINA

ICS Congresos Internacionales S.A.
Mariano R. Castex, Managing Director
E-mail: buenosaires@congresosint.com.ar

AUSTRALIA

ICMS Pty Ltd
Sarah Markey-Hamm, National Manager
E-mail: sarah@icms.com.au

Tour Hosts Pty Limited
Roslyn A McLeod, OAM, Managing Director
E-mail: darmstrong@tourhosts.com.au

The Meeting Planners
Karine Bulger, Chief Executive Officer
E-mail: kbulger@meetingplanners.com.au

AUSTRIA

AIMS International Congress Services GmbH
Susanne Kostka, Executive Vice President
E-mail: congress@aims-international.com

Mondial Congress & Events
Annette Jirasek, Managing Director
E-mail: walter@mondial-congress.com

BELGIUM

AIMS International Congress Services
Dorothee Flament, Office Manager
E-mail: brussels@aims-international.com

MCI Brussels
Idoia Rodés Torrontegui, Deputy MD
E-mail: idoia.rodes@mci-group.com

Semico Nv
Luc Niville, Executive Director
E mail: info@semico.org

BRAZIL

JZ Congressos
Juarez Filho Augusto de Carvalho, Exec. Dir.
E-mail: jzcongressos@jz.com.br

BULGARIA

AIMS International Congress Services
AIMS International Bulgaria EOOD
Anna Potzkova

E-mail: sofia@aims-international.com
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CANADA

Advance Group Conference Management Inc.
Rose M. Ironside, President
E-mail: rosei@advance-group.com

CongressWorld Conferences Inc.
Susan Roberts, Managing Director
E-mail: sroberts@congressworld.ca

International Conference Services Ltd
Mathias Posch, President
E-mail: mathias@icsevents.com

JPdL - International Congress Management Inc.
Jean-Paul de Lavison, President
E-mail: jpdelavison@jpdl.com

JPdL Québec Inc.
Alain Carbonneau, Dir. Inter. Convention Sales
E-mail: acarbonneau@jpdl.com

JPdL Toronto Inc.
Alain Carbonneau, Dir. Inter. Convention Sales
E-mail: acarbonneau@jpdl.com

Venue West Conference Services Ltd.
Sue Daugulis, President
E-mail: congress@venuewest.com

CHINA / HONG KONG

International Conference Consultants Limited
Katerina Tam, Director
E-mail: icc@icc.com.hk

CYPRUS

Serenas Cyprus Lid
Congress & Organisational Services
Email: mustafa.gurbuz@serenas.com.tr

CZECH REPUBLIC

AIMS International Congress Services
AIMS International s.r.o

Helena Hradilova, Head of Congress Dept.
E-mail: prague@aims-international.com

DENMARK

DIS Congress Service Copenhagen A/S
Peder Andersen, Managing Director
E-mail: psa@discongress.com

ICS A/S Copenhagen
International Conference Services
Julie Drehn, Congress Director
E-mail: julie@ics.dk
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FRANCE

BCA
Olivier Cassedanne, Chairman / MD
E-mail: o.cassedanne@b-c-a.fr

Colloquium
Annie Gigon, Managing Director
E-mail: a.gigon@colloquium.fr

Europa Organisation Paris
Marc Doncieux, President
E-mail: mdoncieux@europa-organisation.com

Europa Organisation Toulouse
Marc Doncieux, President
E-mail: mdoncieux@europa-organisation.com

MCI Paris
Philippe Fournier, Managing Director
E-mail: mciparis@mci-group.com

MCI Lyon
Philippe Fournier, Managing Director
E-mail: mcilyon@mci-group.com

GERMANY

CPO HANSER SERVICE GmbH - Berlin
Inge Hanser, Director
E-mail: berlin@cpo-hanser.de

CPO HANSER SERVICE GmbH - Dresden
Inge Hanser, Director
E-mail: dresden@cpo-hanser.de

CPO HANSER SERVICE GmbH - Hamburg
Inge Hanser, Director
E-mail: hamburg@cpo-hanser.de

INTERPLAN AG - Munich
Dr. Markus PreuBner, Managing Director
E-mail:info@interplan.de

INTERPLAN AG - Hamburg
Bruno Lichtinger, Managing Director
E-mail: hamburg@interplan.de

K.I.T. GmbH - Berlin
Stéphane Talboom, Director of Sales
E-mail: stalboom@kit-group.org

MCI Berlin
Gunda Stickan, Managing Director
E-mail: gunda.stickan@mci-group.com

MCI Stuttgart
Carsten Knieriem, Managing Director
E-mail: carsten.knieriem@mci-group.com

GREECE

AC&C International S.A,
Georgia Baroutoglou, Marketing Superviser
E-mail: gbaroutoglou@acnc.gr

IAPCO

International Association of Professional Congr

AKTINA CITY congresses & events
George Lassithiotakis, Managing Director
E-mail: info@aktinacitycongress.com

Erasmus Conference Tours & Travel S.A
Georgia Tsatsou, Managing Director
E-mail: info@erasmus.gt

HUNGARY

AIMS International Congress Services

AIMS International Kft

Susanne C Kostka, Executive Vice President
E-mail: budapest@aims-international.com

IRELAND

MCI Dublin
Siobhan O’Hare, Conference Director
E-mail: sohare@ovation.ie

ISRAEL

KENES International
Gideon Rivlin, Chairman
E-mail: conventions@kenes.com

ITALY

AIM Group — AIM Congress Milan Office
Gianluca Buongiorno, President
E-mail: g.buongiorno@aimgroup.it

AIM Group — AIM Congress Rome Office
Patrizia Semprebene Buongiorno, MD
E-mail: p.buongiorno@aimgroup.it

AIM Group — AIM Congress Florence Office
Michel Neijmann, Head of International Affairs
E-mail: m.neijmann@aimgroup.it

EGA, Professional Congress Organisers
Cristina Aru, Partner
E-mail: ega@ega.it

Formula Congressi Promotion Incentive s.r.|
Isabella Randone, Managing Director
E-mail: info@formulacpi.com

Key Congress and Communication srl
Arianna Caldon, Managing Director
E-mail: info@keycongress.com

Promo Leader Service Congressi

Luigi Cammi, Managing Director
E-mail: luigi.cammi@promoleader.com
JAPAN

Congress Corporation

Reiko Kubota, Managing Director
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E-mail: iapco@congre.co.jp
Japan Convention Services, Inc.

Tatsuo Arai, Executive Director
E-mail: iapco@convention.jp

KOREA

Insession International Convention Services Inc

Jay Moon, Manager
E-mail: jaymoon@insession.co.kr

MECI International Convention Service, Inc
Bannie Kim, CEO & President
E-mail: bannie@meci.co.kr

MEXICO

B. P. Servimed, S. A.de C. V.
Dr. Jorge Bisteni Bustani, Director General
E-mail:;jorge.bisteni@servimed.com.mx

MONACO

Publi Créations - AIM Group
Dr. Marino Lena, Managing Director
Email: m.lena@publicreations.com

NETHERLANDS

Academic Medical Center
International Affairs & Congresses
Vincent van Wulfen, Group Manager
E-mail: V.C.vanWulfen@AMC.UVA.NL

Congrex Holland BV - The Congrex Group
Annemiek van lersel, Operations Director
E-mail: annemiek.vaniersel@congrex.com

EAGE - EAGE Conferences bv
Ricardo Vivas
E-mail: eage@eage.org

Eurocongres International
Michelle Labouchere, MD/Partner
E-mail: labouchere@eurocongres.com

ICS - International Conference Services BV
Jerry A.F. Gaspersz, Managing Director
E-mail: j.gaspersz@ics-online.nl

NEW ZEALAND

The Conference Company

Jan Tonkin, Managing Director

E-mail: jt@tcc.co.nz

NORWAY

Congress-Conference AS
@ivind R. Lie, Director
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E-mail: congrex@congrex.no
PANAMA

Congrex Americas — The Congrex Group
Javier Montilla, Regional Managing Director
E-mail: javier.montilla@congrex.com

PORTUGAL

AIMS International Congress Services
AIMS Portugal Ltda.

Susanna Tocca, Managing Director
E-mail: Lisbon@aims-international.com

K.L.T. Congressos e Incentivos Lda
Stéphane Talboom, Managing Director
E-mail: stalboom@kit-group.org

SINGAPORE

MCI Singapore
David Goh, Managing Director
E-mail: singapore@mci-group.com

SLOVENIA

Cankarjev dom
Teja Alic, Head of Operation Division
E-mail: teja.alic@cd-cc.si

SPAIN

AOPC - Professional Congress Organiser
Paloma Bellés, Managing Director
E-mail: congress@aopc.es

ATLANTA/UNICONGRESS
Guillermo Fuster Fernandez, MD / CEO
Email: direccion@unicongress.com

Grupo Pacifico
Patrizia Milan, Direccién Técnica
E-mail: pmilan@pacifico-meetings.com

MCI Barcelona
Oscar Cerezales, Managing Director
E-mail: oscar.cerezales@mci-group.com

MCI Madrid
Guy Bigwood, Managing Director
E-mail : guy.bigwood@mci-group.com

SIASA Congresos SA
Mercedes del Portillo, Managing Director
E-mail: mportillo@siasa.es

TILESA OPC, S.L
Carlos de Sebastian jr, General Manager
E-mail: carlosjr@tilesa.es

Viajes Iberia Congresos
André Vietor, Managing Director
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E-mail: andre.vietor@viajesiberia.com
SWEDEN

Congrex Sweden AB - The Congrex Group
Stephanie Hellstedt, Sales Director
E-mail: stephanie.hellstedt@congrex.com

MCI Stockholm
Fredrik Vanerell, Marketing and Sales
E-mail: fredrik.vanerell@mci-group.com

SWITZERLAND

KENES International
Dan Rivlin, Managing Director
E-mail: drivliin@kenes.com

K.I.T. Swiss S.A
Stéphane Talboom, Dir of Sales & Operations
E-mail: info@kit-group.org

MCI Geneva
Richard Torriani/Philippe Fournier
E-mail: mci@mci-group.com

MCI Glattburg
Thomas Wuethrich, Managing Director
E-mail: Thomas.wuethrich@mci-group.com

TURKEY

Figur Congress & Organisation Services Ltd
Pinar Ceyhun, International Affairs
E-mail: pinarceyhum@figur.net

Flap Tour
Gurkan Gencler, Director
E-mail: gurkan@flaptour.com.tr

Koray Kurutepe [individual member]
K2 Conference and Event Management Co.
E-mail: koray.kurutepe@k2-events.com

Mustafa Kartopu [individual member]
Der Tur Tours & Travel
E-mail: mkartopu@dertur.com.tr

Serenas Tourism Congress Services Ltd Co
Mustafa Gurbuz, General Manager
Email: mgurbuz@serenas.com.tr

Topkon Congress Services
Kemal Kural, Managing Director
E-mail: congress@topkon.com

United Expo, PCO Congress and Tourism
Eli Simsolo, General Manager
E-mail: info@unitedexpo.com.tr

Visitur Conference and Destination Services
M. Talha Camas, President
E-mail: congress@visitur.com.tr

ZED Tourism Travel Agency
Cengiz Yazanel, General Manager

AP CO

International Association of Professional Congress Organizers

Email: info@zed.com.tr
UNITED ARAB EMIRATES

MCI Middle East
Sumaira Isaacs, Managing Director
E-mail: sumaira.isaacs@mci-group.com

UNITED KINGDOM

Concorde Services Limited — The Congrex Group
Sarah Fitzpatrick, Managing Director
E-mail: sarah.fitzpatrick@concorde-uk.com

MCI UK
Jennifer Jenkins, Managing Director
E-mail: jennifer.jenkins@mci-group.com

SECRETARIAT

www.iapco.org

Sarah Storie-Pugh
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