
Key Insights to Building Better Partnerships 

Sales or Consulting? 
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   First, Some Dialogue… 

• What is your mood about your role, relative to 2-3 years ago? 
• Are you becoming more or less valued by your planners? 
• What is your greatest challenge as a CVB sales professional in 

today’s climate? 



Educators and Facilitators 

for  Planners and Community 

Stakeholders as: 

• Time Savers 

• Knowledge Providers 

• Connectors 

• Protectors 

Be Inquisitive 

Be Consultative 

Be the Driver! 

DMO Sales Pro’s 

Evolving Role 

2011 

Our 
Promise 

2012 

Our 
Value 

2013 

Our 
Roles 

2014 

Our 
Actions 

• Comprehensive View of the 
Destination 

• Local Expertise 
• Extensive In-Market        

Relationships 
• FREE to planners! 

We are the best first 

point of contact to help 

planners FIND the right 

fit for any size meeting. 



2015 

Be an 

Educated 

Educator 

DMO Sales Pro’s 

Evolving Role 

Our 
Mindset 



What do planners say? 



WHAT IS YOUR PAIN POINT? 

Planners don’t associate  
-top of mind- 

CVBs with FIND 
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Planners  Destination 

Offerings  



The Continuum of Earned Trust 

with Planners and Hotels 

Transactional Valued Partner  



• Sell value of  the DMO 

partnership before selling the 

destination 

• Build a better destination 

specific RFP 

• Give valuable consultative 

advice and opinions  

• Stay involved during and after 

the business is booked  

DMO Sales Professionals  

Who Are Drivers  



We are the best FIRST point of 

contact to help planners FIND the 

right fit for ANY SIZE meeting. 

CVB Promise and Value 

To Planners 

• Local expertise. 

• Extensive in-market 
relationships. 

• Comprehensive view of the 
destination. 

• Free to you!   



 

7  Ways Consultative Advice from DMO 

Pros Serves Planners! 

 1) Perspective  

2) Expertise and Specialized Knowledge 

3) Best Practices and Proven Methodology  

4) Strategic Mindset 

5) Analytical Horsepower and  Data Mining  

6) Advocacy 

7) Cost Savings and Extension of Staff 

 



   PERSPECTIVE  



KNOWLEDGE  



BEST PRACTICES & 
PROVEN METHODLOGY 



STRATEGIC MINDSET  



ANALYTICAL HORSEPOWER & 
DATA MINING  



ADVOCACY  



COST SAVINGS  



Key Steps to Sustaining the  

CVB Sales Professional Value 

 

 

1. Across the industry; talk the same language & promise the same 

thing 

2. Take action and adopt new roles to support both planners & 

destination stakeholders 

3. Join the industry movement in educating planners about our value 



Stay Connected 

Be a DMO Champion 

Website 
empowermint.com  

Podcast 
Meeting Planning Madness 

blog.empowermint.com/podcast 

Blog 
blog.empowermint.com 

Tips & Tools 
www.empowermint.com/insider 

LinkedIn 
DMAI’s Network for CVBs 

and Meeting Professionals 


