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Master Class Series

Professional Development
• 3 GTP Credits

Travel Program Strategy
• 4 GTP Credits

ESG
• 3 GTP Credits

Meetings Management
• 3 GTP Credits

Hotel Program 
Management
• 5 GTP Credits

Air Program Management
• 5 GTP Credits

Travel Management 
Companies

• 4 GTP Credits

Procurement
• 3 GTP Credits

Key Program Elements
• 4 GTP Credits

Registrations 5,685 Certifications 1.468

https://www.goldspringconsulting.com/master-class-courses
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https://www.goldspringconsulting.com/master-class-courses
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Master Class Series – Giving Partner 

Masterclasses are developed and 
delivered at no cost
Attendees are certified at no cost

However, we will begin nominating a 
charitable cause to be associated with 
each Master Class

Causes will rotate, please email your 
favorite non-profit. 

The Usher Syndrome Society is committed to 
fostering strong partnerships with compassionate 
supporters, like-minded organizations, and 
innovative researchers. These alliances amplify 
our collective efforts and broaden our impact, 
driving us closer to our ultimate goal of 
discovering treatments and a cure for Usher 
syndrome.

2025 Giving Partner Donations Page
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https://www.ushersyndromesociety.org/fundraisers/jack-zito/
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Industry Poll

Your industry peers have requested 
GoldSpring Consulting conduct a poll to gather 
valuable insights for their travel programs. To 
show your support and contribute to your 
colleagues' success, we invite you to 
participate in our brief survey below. Your input 
will be crucial in creating a comprehensive 
analysis, and the results will be shared with 
you to help you in your own travel program.

www.goldspringconsulting.com/industry-poll
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http://www.goldspringconsulting.com/industry-poll
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Agenda

2025 Insights and Trends

Face-to-Face Meetings

Attendee Engagement

Meetings Technology

Current Pricing Challenges

Contractual Insights

Agency Trends

Key Take-Aways
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What is your top 3 challenges in the meeting industry?

6%

59%

12%

12%

94%

76%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Attracting meeting professional talent

Outsourced program versus in-house meeting team

Meeting program alignment with your company objectives

Declining meeting attendance

Lower budgets

Increasing meeting costs
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Current Trends and Insights
7

• High employee longevity – 45.2% over 20 years
• Higher optimism than 6 months ago, growing number more pessimistic
• Meeting Professionals remain determined not to sacrifice attendee 

experience with cost cutting
• Supplier responsiveness is improving
• Impacts in destination/venue decision making
o Overall cost: 78.8%, Organization needs/values: 30.75%

• Top 3 factors in selecting a meeting venue
- Location: 82.45%, Rates: 73.4%, F&B: 42.5%

• Three greatest challenges
o Increasing costs: 89%, Lower budgets. 49%, Declining attendance:  31.3%
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What is your role in the meeting industry?

27%

50%

14%

9%

0% 10% 20% 30% 40% 50% 60%

Other

Business Travel and Meetings Manager

Meeting / Event Supplier

Meetings Manager
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The Return to Face-to-Face Meetings & Events
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• Face-to-face meetings remain the preferred option for 2025 and beyond.
• Meeting professionals agree that while all meeting formats are valuable, survey         

results* indicate a stronger preference for in-person meetings compared to      
hybrid and virtual events.
• 59% - in-person only
• 21% - virtual only
• 20% - hybrid

• There continues to be a need for compliance and oversight in small meetings
• Sustainability initiatives have become a higher priority on meeting agendas.

*2025 AMX GBT Meetings & Events Global Forecast
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Attendee Engagement
12

• Assess the types of attendees by gathering 
demographic information.

• View meeting costs as an “investment” 
rather than an “expense.”

• Measure the ROI for each event.
• Consider meeting solutions that are both 

customizable and scalable.
• Ensure it is a memorable experience by 

focusing on:
• Content Delivery
• Location / Venue
• Social Activities
• Networking Time
• Event AV and Production
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Meeting & Event Technologies
13

• The meetings industry is undergoing a 
significant transformation due to technology.

• The meeting technology sector is seeing a 
surge of new players catering to both 
attendees and meeting.

• Productivity for meeting professionals is being 
improved by technology, while attendees are 
enjoying a more enriched experience.

• Innovations like virtual reality, holograms, and 
wearable devices are introducing new aspects 
to how attendees experience events.

Technology
Percent usage 

planned for 
2025*

AI 50%
QR codes 38%

Live polling and  
feedback tools 33%

Wearable tech 25%
Mobile apps 41%
Onsite check-in tools 36%
Virtual reality 31%
Digital photo booths 23%

*2025 AMX GBT Meetings & Events Global Forecast
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Current Landscape

- Rising costs globally

- 2025 CWT GBTA Forecast

• AMEX 2025 Forecast: 40% of meeting planners said 
cost was their biggest challenge in 2025

• 2019 can no longer be considered the “baseline” 
when creating/evaluating budgets

4.3%
0.6% 
(4.3% 

in 
NA)

2.6% 2.4%

GroundHotelAirfareCost per attendee 
per day: $169 
(vs. $88 in 2021)

- Contracting struggles
• Contracts are far less forgiving than pre-

Covid
• New players at the table on both sides 

have weakened relationships and have led 
to lack of industry knowledge/what is 
“typical” in terms of negotiations and 
requested concessions

• Contentious climate as venues seek to 
increase revenue among rising costs and 
companies battle with the same rising 
costs but fixed budgets year-to-year
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Managing Rising Costs

Be flexibleNegotiateLeverage supplier
relationships

Book EarlyVenue Refresh

Look at office 
locations, unique 

venues, secondary 
cities 

Contract venue at 
least 12 months 

out for larger 
programs 

Utilize the same 
suppliers across 
events + verticals 
to increase buying 

power

Consider multi-year 
contracts, 

incorporate critical 
contract clauses

Alternate dates and 
in/out patterns

Increased push for meetings & events teams to have business view meeting spend as an investment vs. an expense

Copyright © GoldSpring Consulting LLC, 2025.  All rights reserved.
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What is your top contracting challenge?

12%

8%

17%

25%

38%

0% 5% 10% 15% 20% 25% 30% 35% 40%

Including performance standards

F&B minimums

Attrition clauses

Cancellation penalties

Supplier responsiveness
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Contractual Insights 

• Focus on what your program requires to ensure a 
successful event for stakeholders
• Identify these key items to focus on during the 

negotiation process – additional meeting space, 
decreased Food & Beverage min, etc.

• Negotiation power will vary based on venue and 
anticipated spend
• Larger hotel chains have stricter contract clauses/sales 

rep has less autonomy permitting changes, as most 
requests now need to go through legal 

• What value is your group bringing to the venue? 
Flexible date pattern, high Food & Beverage spend, 
multi-event opportunity, etc. 

17
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Contractual Insights: Key Clauses

1. Cancellation by either party
- Specify compensation the group 

would receive / request additional 
concessions to enhance attendee 
experience and/or reduce budget

2. Attrition
- Hotel Rooms + F&B

3. Rebook (at least 12 months)

4. Resell
5. Frustration of Purpose

6. Force Majeure
7. No Construction/Renovation
8. No Competitors
9. Performance

- Outline staff levels you want at key 
moments – peak check-in times, meals, 
receptions, etc. 

- All outlets that were operational at signing 
of contract should be open over event 
dates

10. Function Space Listed/Guaranteed

18
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Contractual Insights: Attrition Considerations

- Push for cumulative vs. nightly attrition
- Include language that credits group for all rooms held by 

attendees, regardless of booking method
- Be conservative with the initial block 

- Secure smaller block with option to add rooms later (at a higher rate) 
vs. risking high attrition charges

- Build in review dates throughout planning timeline to release 
rooms if necessary 

- If group incurs attrition fees, request hotel occupancy report 
to ensure correct number of rooms is billed (less those 
resold)
- Audits are conducted at no charge to the group

19
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Meeting Agency - Trends & Insights

• Shift in operating models
• Overhaul of pricing models 
• Negotiation opportunities:

• Separate the phases of the planning process –
sourcing/contracting, planning, and attendee 
management

• Additional fees now being charged for 
commission collection

• Reporting & Analytics to help drive Strategic 
Meeting Management (SMM) program 

20
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Key Take-Aways

• Continuous recruitment for industry talent
• Small meetings continue to increase; 

Strategy and Standard Operating 
Processes (SOP) are key

• Understand your attendee demographics
• Take advantage of AI to enhance 

effectiveness
• Flexibility with venue location choices
• Focus on your contract clauses
• Data is key from agency level – attendee 

engagement
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Thank you for your attendance
22
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