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Visit England 
Business Events 
Sales and Marketing 
Opportunities
(April 2014 – March 2015)



Simon Gidman 
Head of Business Visits & Events

Simon.Gidman@visitengland.org
+44 (0)20 7578 1442

Polina Perry 
Events & Exhibitions Manager

Polina.Perry@visitengland.org
+44 (0)20 7578 1472

Welcome to VisitEngland’s 
‘International Business Events 
Sales & Marketing Opportunities’ 
for the period of April 2014-March 
2015.

As one of the world’s most 
dynamic economies, with a host 
of international airports and an 
astonishing diversity of venues, 
England is a leading destination 
for international business travel 
and business events. 

From state of the art convention 
centres and contemporary city 
hotels to our stunning range of 
unique venues and stately country 
house hotels, English venues open 
their doors to all types of events. 

VisitEngland is the official tourism 
organisation for England proudly 
promoting this outstanding 
business event products.

VisitEngland’s Business Visits & 
Events team aims to increase the 
number and value of international 
business events to England by 
providing English destinations, venues 
and other suppliers with effective 
platforms to reach international event 
organisers. This includes international 
associations, corporates and business 
events agencies.

VisitEngland has a network of 
seven overseas offices in England’s 
key source markets. Our offices 
are located in Brussels, Berlin, 
Paris, Dublin, New York, Sydney 
and New Delhi. 

Following an intensive period of 
market research we are pleased to 
announce a suite of international 
sales and marketing opportunities 
targeting international business 
event organisers. 

Within this brochure you will 
find a series of on-territory 
“England” events, sales missions, 
trade shows and promotional 
supplements to support our 
presence at leading trade shows. 

We hope you will find these 
opportunities add value to your 
own international sales and 
marketing plans and we look 
forward to you joining us. For 
further details about any of these 
opportunities please contact the 
relevant representative outlined in 
the opportunity. We look forward 
very much to working with you in 
the future.

Simon Gidman
Head of Business Visits & Events

Introduction

Four Seasons Hotel, Hampshire
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IMEX 2014 – Frankfurt 20–22 May 2014 Worldwide £6,750 + VAT 31 Jan 2014

USA East Coast Sales Mission May 2014 North America £1,500 + VAT 28 Feb 2014

American Society of  May 2014 North America £1,300 + VAT 28 Feb 2014 
Association Executives (ASAE)

Canada East Coast Sales Mission June 2014 North America £1,500 + VAT 28 March 2014

AIBTM 2014 – Orlando 10-12 June 2014 North America £5,100 + VAT 28 Feb 2014

Austrian Sales Mission  July 2014 Central Europe £1,200 + VAT 28 March 2014 
Vienna, Linz and Salzburg

India Sales Mission  July 2014 Asia £1,500 + VAT 28 March 2014 
Mumbai and Delhi

Torchbearers 2014 – Bermuda 22-25 Aug 2014 North America £5,000 + VAT 31 Jan 2014

IBTM India – Chennai 3-5 Sep 2014 Asia £3,000 + VAT 25 April 2014

USA Midwest Sales Mission  15-19 Sep 2014 North America £1,500 + VAT 25 April 2014 
Chicago and Minneapolis

IMEX America 2014  14-16 Oct 2014 Worldwide £6,750 + VAT 28 Feb 2014 
Las Vegas 

‘Meet the Buyer’  Oct 2014 North Europe £1,200 + VAT 30 May 2014 
Brussels and Amsterdam 
(an England showcase roadshow)

EIBTM 2014 – Barcelona 18-20 Nov 2014 Worldwide £6,900 + VAT 28 Feb 2014

‘Meet the Buyer’  Jan 2015 Central Europe £1,500 + VAT 8 Aug 2014 
Berlin, Düsseldorf and Munich 
(an England showcase roadshow)

AIME 2015 – Melbourne Feb 2015 Worldwide £6,000 + VAT 8 Aug 2014 

‘Meet the Buyer’ – Scandinavia Feb 2015 North Europe £1,500 + VAT 8 Aug 2014 
(an England showcase roadshow)

German Sales Mission  March 2015  Central Europe £1,200 + VAT 3 Oct 2014 
Frankfurt, Düsseldorf and Cologne

Successful Meetings University  March 2015 North America from £4,000 + VAT 3 Oct 2014 
International – New York 

Association Networking Dinner  March 2015 North Europe £900 + VAT 3 Oct 2014 
Brussels

‘England’ feature & advertising Year Round All markets Please enquire Please enquire 
opportunities in leading  
international trade publications

 

Opportunity Dates Market Cost Booking deadline

Opportunity
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IMEX 2014
Key Point: IMEX is one of the 
world’s leading trade shows for the 
meetings, incentive, conferences 
and events market. VisitEngland 
provides the English industry with 
the perfect platform to reach this 
lucrative market.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators.

Date/location: 20–22 May 2014, 
Frankfurt Messe, Germany.

Insight/opportunity:
The IMEX Hosted Buyer Programme 
has been specifi cally designed 
to encourage high-calibre buyers 
to visit the largest meetings and 
incentive travel exhibition in the 
world. 3,962 hosted buyers from 
75 countries and over 10,000 trade 
visitors attended IMEX in 2013.

Hosted buyers make their 
appointments via an online diary, 
which has an integrated direct 
messaging service, so buyers can 
correspond with exhibitors and 
prepare for the meeting in advance. 

Each hosted buyer commits to 
at least 8 appointments and a 
minimum of 6 hours at IMEX per 
attendance day. Over the course of 
3 days, almost 65,000 appointments 
were made, of which 53,000 took 
place on a 1-on-1 basis (a 33% rise 
on 2012 year’s fi gures for individual 
appointments). Groups of hosted 
buyers will also attend stand 
presentations 3 times a day.

What is included?
In 2014 VisitEngland will co-ordinate 
the England branded pavilion 
at IMEX in a central location on 
the main aisle. Exhibiting partner 
benefi ts include:
•  Pod with a 32’’ plasma screen 

playing images of your choice 
on a showreel; lockable storage 
cupboard, a work desk and 
catering facilities in the main 
presentation area.

•  Personalised page on the 
IMEX website – your company 
description, contact details, 
company press releases and your 
logo.

•  Free entry in the offi cial IMEX 
show catalogue.

•  Online diary of pre-scheduled 
appointments and a schedule of 
targeted group appointments to 
the pavilion.

•  Exhibitors will have access to 
the Pre-Show Email tool which 
generally goes live approximately 
4 weeks prior to the show, and 
the tool will still be available for 
use up to 6 weeks post show.

•  Opportunity to order free of 
charge visitor invitations via the 
IMEX website to send to your key 
clients.

•  Exhibitors are welcome to 
attend seminars and networking 
sessions within the tradeshow 
Education Programme.

•  A Welcome Dinner for partners 
hosted by VisitEngland.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

The hotel VisitEngland will be 
staying at will be announced to 
partners for those wishing to join 
us. In addition to our suggestion, 
the list of offi cial hotel partners of 
IMEX will be featured on the trade 
show website.

Cost of Opportunity to partner: 
£6,750 + VAT per company.

Contact for further information: 
Polina Perry.
polina.perry@visitengland.org

Date
20-22 May 2014

Location
Frankfurt Messe, Germany

Cost
£6,750 + VAT

GLOBAL TRADE SHOWS

There will be an additional opportunity for partners to 
feature in the IMEX edition 

of CIM Magazine, one of the 
most infl uential meetings 

and incentive publications in 
Germany. Additional cost – starts at £2,400
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AIBTM 2014
Key Point: AIBTM is one of the 
leading global exhibitions for 
the U.S. meetings and events, 
incentive and business travel 
industry, facilitating meetings 
and networking opportunities for 
suppliers and buyers.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators.

Date/location: 10-12 June 2014, 
Orange County Convention Centre, 
Orlando, USA.

Insight/opportunity:
The tradeshow offers three days 
of focused business, networking 
and pre-scheduled one-to-one 
appointments with senior level 
meeting planners. The Hosted 
Buyer Programme attracts 1,000 
senior level corporate, association, 
incentive and business travel 
buyers from across the world. 
The Hosted Buyers are required 
to attend 8 pre-scheduled 
appointments per day with 
exhibitors of their choice and 2 
destination presentations.

In 2013, post show results indicate 
that over $250,000,000 worth of 
business will be placed as a result 
of AIBTM. Over 700 companies 
exhibited and over 3,000 industry 
professionals attended (this fi gure 
includes hosted buyers and trade 
visitors) AIBTM in 2013. 18,000 
appointments are anticipated at 
AIBTM in 2014.

AIBTM has partnered with the 
industry’s leading associations 
to provide exhibitiors and 
attendees with an extensive and 
accredited education programme 
designed to enhance career 
development, stay up-to-date with 
latest industry trends and increase 
business networks.

What is included?
In 2014 VisitEngland will co-ordinate 
an England stand in the international 
zone of the exhibition hall. 
Exhibiting partner benefi ts include:
•  A meeting table with 2 chairs, 

access to on stand storage, 
a power source and a central 
plasma screen for displaying 
images.

•  The stand design will be 
branded to refl ect stand partners 
attending.

•  Access to a Pre-Scheduled 
Appointment Diary with each 
partner receiving a personal 
diary of appointments with 
Hosted Buyers who request 
to see you through an online 
matching process.

•  A Welcome Dinner for partners 
hosted by VisitEngland.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

The hotel VisitEngland will be 
staying at will be announced to 
partners for those wishing to 
join us. In addition to our hotel 
suggestion, the list of offi cial hotel 
partners of AIBTM will be featured 
on the trade show website.

Cost of Opportunity to partner: 
£5,100 + VAT per company.

Contact for further information: 
Polina Perry.
polina.perry@visitengland.org

Date
10-12 June 2014

Location
Orlando, USA

Cost
£5,100 + VAT 

GLOBAL TRADE SHOWS
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IMEX America 2014
Key Point: IMEX America provides 
you with a unique opportunity to 
exhibit at America’s largest meetings 
industry trade show with a target 
market focus on North America.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators.

Date/Location: 14–16 October 2014, 
Sands Expo Convention Center, Las 
Vegas, USA.

Insight/opportunity: IMEX America 
organises North America’s largest 
and most powerful Hosted Buyer 
Program for the meetings and 
incentive travel industry. In 2013 
there were 50,000 prescheduled 
appointments. Buyers commit to 
a minimum of 8 appointments per 
day each appointment lasting 30 
minutes. In addition to individual 
appointments buyers will attend 
group presentations on the stand. 
The 2013 exhibition welcomed 
2,691 hosted buyers from 40 
countries and over 10,000 show 
visitors. IMEX America plans to 
expand this further in 2014.

What is included?
In 2014 VisitEngland will co-
ordinate the England branded 
pavilion at IMEX America in an 
excellent location in the central 
aisle near to the main entrance.

Exhibiting partner benefi ts include:
•  Pod with a 22’’ plasma screen 

playing images of your choice on 
a showreel, a lockable storage 
cupboard, a work desk with 2 
chairs and use of presentation 
area with a plasma screen with 
ability to play your company 
video.

•  Personalised page on the IMEX 
America website – your company 
description, contact details, 
press releases and your logo.

•  Free entry in the offi cial IMEX 
America show catalogue.

•  Online diary of pre-scheduled 
appointments and a schedule of 
targeted group appointments to 
the pavilion.

•  Access to a selection of IMEX 
America buyers to target before 
and after the show. This is 
an ideal way for exhibitors 
to promote their presence 
and encourage buyers to 
select appointments with 
them. Exhibitors also have 

the opportunity to target a 
selection of buyers for follow up 
communication during the three 
weeks after IMEX America.

•  Opportunity to order free of 
charge visitor invitations via the 
IMEX America website to send to 
your key clients.

•  Seminars and social networking 
opportunities.

•  Additional sponsorship 
opportunities.

•  A Welcome Dinner for partners 
hosted by VisitEngland.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

The hotel VisitEngland will be 
staying at will be announced to 
partners for those wishing to join 
us. In addition to our suggestion, 
the list of offi cial hotel partners of 
IMEX America will be featured on 
the trade show website.

Cost of Opportunity to partner: 
£6,750 + VAT per company.

Contact for further information: 
Polina Perry.
polina.perry@visitengland.org

Date
14–16 October 2014

Location
Las Vegas, USA

Cost
£6,750 + VAT 

GLOBAL TRADE SHOWS
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EIBTM 2014 
Key Point: EIBTM is well 
established as one of the leading 
trade shows for the meetings, 
incentives, conferences, events 
and business travel industry. 
VisitEngland provides the English 
industry with the perfect platform 
to reach this lucrative market.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators.

Date/location: 18-20 November 
2014, Fira Gran Via Exhibition 
Centre, Barcelona, Spain.

Insight/opportunity:
The EIBTM Hosted Buyer 
Programme attracts over 4,200 
high level buyers and planners 
from the global meetings, events 
and business travel industry to 
place international business with a 
selection of 3,100 venues, hotels, 
destinations, technology, business 
travel and event services providers 
representing over 150 countries. 

Hosted Buyers formally commit to 
attend at least 7 Pre-Scheduled 

Appointments (PSAs) and 1 
Destination Presentation each day 
that they attend the event.

In addition to the individual 
pre-scheduled appointments, the 
VisitEngland stand will host three 
group presentations per day.

What is included?
In 2014 VisitEngland will co-ordinate 
an England branded pavilion 
located in the centre of the hall.

Exhibiting partner benefi ts include:
•  Pod with a 32’’ plasma screen 

playing images of your choice 
on a showreel; lockable storage 
cupboard, a work desk and 
catering facilities in the main 
presentation area.

•  Personalised page on the 
EIBTM website – your company 
description, contact details, 
company press releases and your 
logo.

•  Free entry in the offi cial EIBTM 
show catalogue.

•  Online diary of pre-scheduled 
appointments and a schedule of 
targeted group appointments to 
the pavilion.

•  Exhibitors will have access to 
the Pre-Show Email tool which 

generally goes live approximately 
6 weeks prior to the show, and 
the tool will still be available 
for use up to 6 weeks post 
show.

•  Opportunity to order free of 
charge visitor invitations via the 
EIBTM website to send to your 
key clients.

•  Seminars and social networking 
opportunities.

•  Additional sponsorship 
opportunities.

•  A Welcome Dinner for partners 
hosted by VisitEngland.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

The hotel VisitEngland will be 
staying at will be announced to 
partners for those wishing to join 
us. In addition to our suggestion, 
the list of offi cial hotel partners 
of EIBTM will be featured on the 
trade show website.

Cost of Opportunity to partner: 
£6,900 + VAT per company.

Contact for further information: 
Polina Perry.
polina.perry@visitengland.org

Date
18-20 November 2014

Location
Barcelona, Spain

Cost
£6,900 + VAT 

GLOBAL TRADE SHOWS
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AIME 2015 
(Asia-Pacifi c Incentive & Meetings Expo) 
Key Point: Meet key decision 
makers in the business event 
industry from Australia, New 
Zealand and South East Asia at the 
largest tradeshow in the region.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators.

Date/location: February 2015 (dates 
tbc), Melbourne, Australia.

Insight/opportunity:
The Asia-Pacifi c Incentives and 
Meetings Expo (AIME) is a two 
day exhibition for those involved 
in organising meetings, incentives, 
events and business travel. AIME 
is the largest international 
business expo in Australia with 
over 750 exhibitors from 5 
continents. Over 3,200 buyers 
attended AIME in 2013. It is 
estimated that the amount of 
business placed at AIME 2013 
stands at over $250 million 
($USD). This includes planning 
of conferences/meetings, special 
events, incentives and corporate 
hospitality.

Hosted buyers are given the 
opportunity to meet with 
exhibitors through a dedicated 
and exclusive Pre Scheduled 
Appointment (PSA) system. 

Exhibitors and hosted buyers 
complete a preference form of up 
to 30 Hosted Buyers they would 
like to meet with at AIME. After 
the preference stage is completed 
the Hosted buyer and Exhibitor 
preferences are matched. The 
system operates three matches in 
the run up to the show.

What is included?
In 2015 VisitEngland will co-ordinate 
an England branded stand in the 
international zone of the exhibition 
hall.

Exhibiting partner benefi ts include:
•  A meeting table with 2 chairs, 

access to on stand storage, 
power and a central plasma 
screen for displaying images. 
Stand imagery will refl ect stand 
partners.

•  Access to a Pre Scheduled 
Appointment Diary – each 
partner will receive a personal 
diary of appointments with 
Hosted Buyers who you request 

to see and who request to see 
you through an online matching 
process.

•  We will provide each exhibiting 
partner with an enhanced 
e-listing package.

•  A Welcome Dinner for partners 
hosted by VisitEngland.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

The hotel VisitEngland will be 
staying at will be announced to 
partners for those wishing to join 
us. In addition to our suggestion, 
the list of offi cial hotel partners of 
AIME will be featured on the trade 
show website.

Cost of Opportunity to partner: 
£6,000 + VAT per company.

Contact for further information: 
Polina Perry.
polina.perry@visitengland.org

GLOBAL TRADE SHOWS

Date
February 2015 (tbc)

Location
Melbourne, Australia

Cost
£6,000 + VAT 
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BELGIUM
Belgium is Britain’s 9th most sizeable market in terms of visits. Business 
accounts for 17% of all tourism spend which shows the importance of this 
market. The rate of business tourism visits has increased by 6% from 2012-
2013, representing a return to stability following the initial economic crisis.

The Belgian capital of Brussels is widely considered to be the heart of 
Europe and is home to more than 700 associations, including over 300 
who would consider England for their congresses and meetings. 40% 
of these associations are science related followed by fi nance/business, 
industry and commerce.

1300 foreign companies have chosen Belgium as a location for their 
European headquarters many of whom use ‘meetcentives’ as a way of 
motivating their employees or inspiring loyalty among clients. Incentive 
travel is expected to experience a growth of 3-4% per year over the next 
5 years. The pharmaceutical industry leads the way in incentive trips closely 
followed by the metal, IT, automotive and food industries.

THE NETHERLANDS
The Netherlands is Britain’s 8th most valuable tourism market. Business 
accounts for 30% of all visits with a high spend of £382 per trip. During 
the global economic crisis, the Netherlands experienced a sharp decline 
in business tourism but in 2012-2013 we have seen a growth of 12%, 
suggesting that the effects of the economic crisis are reducing.

The Netherlands is home to more than 700 associations, 275 of which have 
potential to hold their annual congress or event in England. The Hague is a 
popular destination for international associations as it is home to 150 peace 
and justice organisations such as the International Court of Justice and the 
International Criminal Court. 50% of associations are related to science 
followed by industry and fi nance and business.

Over 400 international companies are headquartered in the Netherlands 
including ING, Heineken, Tom Tom, Philips, Nike and Shell.

SCANDINAVIA
Sweden, Norway and Denmark are key markets for business tourism in 
England as business visitors have a high spend rate of approximately 
£528 per visit. Sweden is Britain’s 11th most sizeable inbound market by 
volume of visits and Norway is Britain’s 9th most valuable source market 
with a constantly increasing average spend. Denmark lies in 17th place, 
experiencing a spend increase of 17% in 2012 and a 2% rise in business 
tourism visits.

Scandinavia is home to over 370 international associations, 220 of which 
have potential to hold their annual congress or event in England. Science 
related associations top the list, followed by creative, commerce and 
industry.

North Europe & Nordic Offi ce
VisitEngland
229 Rue Royale
1210 Brussels
Belgium

Lesley Williamson 
Regional Manager

Lesley.Williamson@visitengland.org
+32 (0)23500780

Hannah Longman
Business Visits and Events Manager

hannah.longman@visitengland.org
+32 (0)494 482 768

NORTHERN EUROPE
MARKET OPPORTUNITY PROFILE
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‘Meet the Buyer’ 
Belgium & Netherlands 
Key Point: A unique opportunity 
to showcase the best of England’s 
business events product to key 
meetings, incentive and conference 
buyers from the Belgian and Dutch 
markets.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators 
targeting the Belgian and Dutch 
market.

Date/Location: October 2014 in 
Brussels & Amsterdam.

Insight/opportunity:
Brussels is the heart of Europe 
and home to more than 700 
associations, including 300 
who could come to England 
for their congresses/meetings. 
1300 foreign companies have 
chosen Belgium as a location 
for their European headquarters. 
The aim of this opportunity is 
to meet with the most promising 
of these associations and 
corporates in order to showcase 
England as a business 
destination. 

The Netherlands is home to 
many PCO’s who arrange a 
variety of meetings for the Dutch 
corporate and association market. 
Their main clients are from the 
insurance industry followed by 
pharmaceuticals and banking. 

There are over 400 international 
companies headquartered in the 
Netherlands. We have identifi ed 
over 275 international associations 
with potential to hold their events 
in England and we aim to meet the 
key players in the meetings market.

What is included?
Exhibiting partner benefi ts include:
•  Free fl ow workshop where 

partners each have a table to 
present their product in each city.

•  A minimum of 30-35 buyers 
expected to attend each event.

•  A prestigious venue for the event 
in Brussels and Amsterdam.

•  Drinks and canapés.
•  Partnership with interested 

airline (tbc) and local UKTI offi ce.
•  A press release will also be sent 

to business event and corporate 
press to announce this event in 
advance.

•  Transport between Brussels and 
Amsterdam.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,200 + VAT per partner
(Note: A minimum of 6 partners 
are required to run this event).

Contact for further information: 
Hannah Longman.
Hannah.longman@visitengland.org

Date
October 2014

Location
Brussels/Amsterdam

Cost
£1,200 + VAT 

NORTHERN EUROPE
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‘Meet the Buyer’
Scandinavia 
Key Point: A superb opportunity 
to showcase the best of England’s 
business events product to key 
meetings, incentive and conference 
buyers from the Swedish and 
Danish/Norwegian markets.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators 
targeting the Scandinavian 
market.

Date/Location: February 2015 in 
Stockholm and Copenhagen OR 
Oslo (tbc).

Insight/opportunity:
Business travel from Scandinavia 
has increased in recent years. 
Small meetings and incentives 
are the main reason for business 
travel to England and total spend 
from Scandinavian visitors has 
been on the rise for the past 
5 years. The favourable economic 
situation combined with ease 
of access to many different 
English cities makes Scandinavia 
an important business events 
market.

What is included?
Exhibiting partner benefi ts include:
•  Free fl ow workshop where 

partners each have a table to 
present their product.

•  A minimum of 25 buyers 
expected to attend each event.

•  A prestigious venue for the 
events.

•  Partnership with interested 
airline (tbc).

•  Drinks and canapés.
•  A press release will also be sent 

to the Scandinavian business 
events press to announce this 
event in advance.

•  Transport between Stockholm and 
either Oslo or Copenhagen (tbc).

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,500 + VAT per partner
(Note: A minimum of 6 partners 
are required to run this event).

Contact for further information: 
Hannah Longman.
Hannah.longman@visitengland.org

Date
February 2015

Location
Stockholm/Copenhagen/Oslo (tbc)

Cost
£1,500 + VAT 
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VisitEngland Association Networking Dinner
Brussels 
Key Point: VisitEngland invites 
you to join us at an exclusive 
networking dinner for International 
Associations based in Brussels. 
This is an opportunity to showcase 
England’s fi nest cities, their main 
conference venues and excellence 
in our key economic and academic 
sectors.

Target: International associations.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport operators 
targeting the Belgian association 
market.

Date/Location: March 2015 in 
Brussels.

Insight/opportunity:
Brussels is the heart of Europe and 
home to over 700 associations. 
We have identifi ed 300 who could 
come to England for their annual 
congress/meetings. The aim is to 
meet with the most promising of 
these associations.

What is included?
Exhibiting partner benefi ts include:
•  Drinks reception at the start of 

the evening.
•  Networking dinner in a 

prestigious venue in the centre 
of Brussels.

•  A minimum of 45 association 
executives to attend.

•  Partnership with interested 
airline (tbc).

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.
included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£900 + VAT per delegate
(Note: A minimum of 6 partners 
are required to run this event).

Contact for further information: 
Hannah Longman.
Hannah.longman@visitengland.org

Date
March 2015

Location
Brussels

Cost
£900 + VAT

NORTHERN EUROPE
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Advertising opportunity 
North Europe and Scandinavia
Key Point: The opportunity to 
advertise or editorially feature in 
key online or offl ine meetings and 
events publications.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, DMC, 
transport suppliers targeting the 
Belgian, Dutch or Scandinavian 
markets.

Date/Location: 2014, Northern 
Europe.

Insight/opportunity:
Reach Northern European 
professionals who organise 
international incentives, 
conferences and events. The 
leading publications are read 
by professional incentive and 
conference organisers, personal 
assistants, human resources 
managers, executive secretaries 
and other administrative 
professionals who organise their 
company’s international meetings, 
incentives and other events. The 
opportunity will be in online 
e-newsletter format and offl ine 
publications.

Below fi nd details of some of 
the publications we could work 
with:

HEADQUARTERS Magazine 
Europe and Asia Pacifi c 
(Associations)
•  Circulation: 7500 hard copies 

and 850 digital copies.
•  Readership: International 

assocations organising 
international congresses 
worldwide, PCOs, members 
of EFAPCO, IAPCO and the 
European Society of Association 
Executives.

MICE 2 Magazine
Belux
•  Circulation; 9000 copies.
•  Readership: MICE organisers, 

corporate planners, incentive 
houses, European institutions.

QUALITY IN MEETINGS 
Magazine
Netherlands
•  Circulation: 7000.
•  Readership: Meeting planners, 

corporate event managers, 
PCO’s, association executives.

MEETINGS INTERNATIONAL
Sweden
•  Circulation: 13 000.
•  Readership: meeting planners in 

Denmark, Norway, Sweden and 
Finland, members of MPI and 
distributed in cooperation with 
Rezidor Hotel Group and Nordic 
Hotels.

What is included?
Depending on the chosen package, 
partners can advertise online and 
offl ine with a reach across Europe.

Cost of Opportunity to partner: 
Please enquire about this 
opportunity. A minimum number of 
partners will be required to ensure 
this opportunity is progressed.

Contact for further information: 
Hannah Longman.
Hannah.longman@visitengland.org

Date
2014

Location
Northern Europe

Cost
Please enquire 
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CENTRAL EUROPE
GERMANY
Germany is the 2nd most important tourism market for Britain in 
terms of volume and spend and the world’s 2nd biggest market for 
international tourism expenditure with US$ 82.8bn expenditure in 2012.

Germany is Europe’s export champion and has seen a strong and stable 
economic growth despite the Eurozone crisis. In 2012 the number of 
business trips increased by 7.1% in companies with 500+ employees and 
by 4.3% in the public sector. This is partly due to the high employment 
rate in Germany and that the number of organisations grew by 1.9%. 
Consequently business travel in Germany is now close to pre-recession 
level.

Germany has particularly strong trade links with England with its 
key industry sectors corresponding with England’s major fi elds of 
competence, notably life science, advanced engineering, pharmaceuticals 
and chemicals, transport and logistics, energy and environment as well 
as fi nance & insurance.

Germany is home to over 130 international associations which have 
potential to hold their annual congress or event in England.

The German meetings and incentive market currently consists of approx. 
1,500 intermediary companies (agencies) and 4,500 corporations 
organising incentive travel and meetings programs.

Companies from the fi nance & insurance, pharmaceutical, medical and 
chemical industry as well as IT and electronics are the biggest producers 
of incentives and events (between 10 to 30 trips on average per annum) 
with a quarter of overall incentive agencies and corporate meeting 
planners carrying out events with 250 and more participants. The 
average daily spend per person is €605 although every fourth incentive 
travel planner can apply a budget of €800 and more.

Central Europe Offi ce
VisitEngland
Alexanderplatz 1
10178 Berlin
Germany

Kathleen Thompson
Regional Manager

kathleen.thompson@visitengland.org
+49 (0)30 3157 1925
+49 (0)30 3157 1940

Christina Meakin 
Business Visits & Events Manager

Christina.Meakin@visitengland.org
+49 (0) 30 31571925
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‘Meet the Buyer’
Germany 
Key Point: A fantastic platform to 
meet corporate and association 
event planners or their PCOs/
agencies at an exclusive event 
that will showcase the breadth 
and depth of England’s meetings 
and events offer. All buyers will 
be qualifi ed as having an interest 
in England as a business events 
destination.

Target: Corporate, Agency, 
Association.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, transport suppliers.

Date/Location: January 2015 in 
Berlin, Düsseldorf and Munich.

Insight/opportunity:
Germany is Europe’s largest 
economy and UK’s most valuable 
trading partner in terms of imports 
and second most valuable in 
terms of exports, resulting in a 
signifi cant amount of German 
business visits to England each 
year. In 2012, corporate business 
visits and events spiralled 
upwards and with a strong and 
stable economic growth and high 
employment levels forecasted for 

2014, Germany is one of England’s 
most important markets.

Being export champions, Germany 
is home to a large number of 
corporates, PCOs and associations 
who plan and deliver events 
and conferences throughout the 
year, notably from the fi elds 
of life science, automotive and 
advanced engineering, transport 
and logistics, chemicals and 
pharmaceuticals as well as fi nance.

The roadshow will stop at three 
of Germany’s biggest economic 
powerhouses: Berlin, Munich and 
Düsseldorf.

What is included?
The three-day roadshow will 
include at each location:
•  Welcome drink with key note 

speaker.
•  Drinks and English-inspired food 

during the event.
•  English themed entertainment.
•  Informal event set-up with tables 

for each partner.
•  A minimum of 30 German buyers.
•  Press release to industry 

contacts, journalists and key 
publications.

•  Transport between German cities.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,500 + VAT per delegate
(Note: a minimum of 8 partners 
are required to run this event).

Contact for further information: 
Christina Meakin.
Christina.Meakin@visitengland.org

Date
January 2015

Location
Berlin/Düsseldorf/Munich

Cost
£1,500 + VAT
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German Sales Mission
Frankfurt, Düsseldorf and Cologne 
Key Point: Meet and present 
to a mix of leading meetings, 
conference, events and incentive 
organisers from three of Germany’s 
top economic hubs: Frankfurt, 
Düsseldorf and Cologne.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, DMCs, 
hotels, transport suppliers.

Date/Location: March 2015 in 
Frankfurt, Düsseldorf and Cologne.

Insight/opportunity:
Frankfurt/Main is Germany’s 
fi nance capital and home to over 
260 national and international 
commercial banks and institutions 
such as Deutsche Börse and The 
European Central Bank, as well 
as accounting fi rms and a large 
number of key associations.

Düsseldorf is one of Germany’s 
powerhouses in the fi elds of 
Chemicals and Pharmaceuticals 
with a focus on Life Sciences 
und Biotechnology. Over 90 
leading national and international 
companies have established their 

headquarters here including Bayer 
and Johnson & Johnson to name a 
few. In addition, two internationally 
renowned life science research 
centres with over 1,300 scientists 
as well as a number of associations 
call Düsseldorf their home. 

Cologne is a leading cluster in 
technology and innovation and is 
Germany’s key media city in terms 
of programme production. With 
around 50,000 people employed 
in the industry, the creative sector 
is one of the largest complexes 
in Cologne. In addition, nearly 
20,000 people work in broadcasting 
companies, radio, fi lm and TV 
production, in the printing industry 
and the games industry and 
software houses.  A number of 
direct fl ights to England make it an 
important region to target incentive 
and corporate meeting planner. 

What is included?
The three-day sales mission 
includes:
•  Three days sales calls in Frankfurt, 

Düsseldorf and Cologne with 
appointments at buyers’ offi ces or 
invitation to drinks/lunch

•  Informal after-work drinks 
receptions on one day including 

presentation by VisitEngland to 
introduce all participating partners

•  Press release of the event
•  Branded invitation with an RSVP 

to the event targeting buyers on 
the B2B database to promote the 
networking event

•  Travel between German cities

Please note that accommodation, 
hotel transfers or transportation from 
the UK is not included. VisitEngland 
will arrange for a partner hotel as an 
option for partners.

Cost of Opportunity to partner: 
£1,200 + VAT per partner
(Note: a maximum of 3 partners 
are able to participate in the event 
and will be sold on a fi rst come 
fi rst served basis).

Contact for further information: 
Christina Meakin.
Christina.Meakin@visitengland.org

Date
March 2015 

Location
Frankfurt/Düsseldorf/Cologne 

Cost
£1,200 + VAT 
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Austrian Sales Mission
Vienna, Linz and Salzburg
Key Point: A fantastic opportunity 
to showcase the best of England’s 
business events product to key 
meetings, incentive and conference 
buyers from the Austrian market.

Target: 
Corporate, Association, Agency

Who is it appropriate for:  
Destinations, venues, DMCs, 
hotels, transport suppliers

Date/Location:
July 2014 in Vienna, Linz and 
Salzburg

Insight/opportunity:
Austria enjoys a stable economy, 
low infl ation rate and low 
unemployment rate. Important 
industries are the food, beverage 
and tobacco industries, the 
machinery and steel manufacture, 
the electrical and electronics 
industries, the chemical industry 
and the automotive industry. 

Austria is home of a number 
of medical associations, 
internationally renowned university 
and research institutions as well as 
various international organisations 
such as UNESCO and OPEC.

Vienna is also one of the three UN 
headquarters – along with New 
York and Geneva. The UK ranks 
amongst Austria’s most important 
trading partners for exports. 

In 2012, Austrians undertook a 
total of 13.5 million trips abroad, 
of which 19% (1.9 Million trips) 
were business tourism related. The 
majority of trips are conferences, 
incentives and to attend an 
exhibition, followed by corporate 
meetings.  

What is included? 
The three-day sales mission 
includes:
•  Three days sales calls in 

Vienna, Linz and Salzburg with 
appointments at buyers’ offi ces 
or invitation to drinks/lunch

•  Informal after-work drinks 
receptions on one day including 
presentation by VisitEngland 
to introduce all participating 
partners

•  Press release of the event
•  Branded invitation with an 

RSVP to the event targeting 
buyers on the B2B database 
to promote the networking 
event

•  Travel between Austrian cities

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included. 
VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,200 + VAT per partner
(Note: a maximum of 3 partners 
are able to participate in the event 
and will be sold on a fi rst come 
fi rst served basis).

Contact for further information: 
Christina Meakin.
Christina.Meakin@visitengland.org

Date
July 2014

Location
Vienna/Linz/Salzburg

Cost
£1,200 + VAT 
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Advertising Opportunity 
Germany
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Key Point: The opportunity to 
advertise or editorially feature in 
key online or offl ine meetings and 
events publications.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, DMC, 
transport suppliers targeting the 
German market.

Date/Location: 2014, Germany.

Insight/opportunity:
Reach German professionals who 
organise international incentives, 
conferences and events. 

The leading publications are read 
by professional incentive and 
conference organisers, personal 
assistants, human resources 
managers, executive secretaries 
and other administrative 
professionals who organise their 
company’s international meetings, 
incentives and other events. 

The opportunity will be in online 
e-newsletter format and offl ine 
publications.

Cost of Opportunity to partner: 
Please enquire about this 
opportunity. A minimum number 
of partners will be required 
to ensure this opportunity is 
progressed.

Contact for further information: 
Christina Meakin.
Christina.Meakin@visitengland.org

Date
2014

Location
Germany

Cost
Please enquire 
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USA
The USA ranks 2nd in the world for international outbound tourism 
expenditure and currently has 80.7 million outbound visits. Nearly two 
fi fths of spend from the USA is accounted for by business visits while a 
third is from holiday trips.

In 2012, 649,000 Americans visited England on business spending in 
excess of $1.5billion.

Key growth sectors in the USA are life sciences, ICT and fi nancial & 
business services. These sectors provide an excellent opportunity for 
business events from this market.

CANADA
Canada is an important market for England as there is a high level 
of association between the countries. It is 7th in the world for its 
international tourism expenditure and its business visits are increasing 
year on year.

Overall growth since 2011 is 13% for business visits and there continues 
to be development of new routes between the two countries with Air 
Canada launching a new Manchester route in 2014.

In terms of key economic clusters there are two principle economic 
centres: Ontario and Vancouver. The Canadian economy has proved to 
be one of the most robust in recent years and meeting and incentive 
programmes have seen little negative effect in comparison with other 
countries. 

20

NORTH AMERICA
North American Offi ce
VisitEngland
British Consulate-General New York
845 Third Avenue, 10th Floor
New York, NY 10022
USA

Emma de Vadder 
Regional Director

emma.devadder@visitengland.org
+1 212 850 0363

Kirsteen Scott 
Business Visit and Events Manager

kirsteen.scott@visitengland.org
+1 212 850 0365
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East Coast USA Sales Mission
North Carolina
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Key Point: A superb opportunity 
to meet with leading corporate 
and association meeting and event 
planners on the east coast of 
America. VisitEngland will arrange 
meetings with key contacts for 
partners to meet with over a week.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, DMCs, 
hotels, transport operators 
targeting the US market.

Date/Location: May 2014, North 
Carolina (to coincide with the 
launch of the new route from 
North Carolina to Manchester).

Insight/opportunity:
The East Coast of the USA is a 
major centre for American based 
corporates and associations, 
particularly in the fi elds of fi nance, 
ICT and life sciences/healthcare. 
The region has the highest 
number of headquarters anywhere 
in the US. This mission will target 
leading prospects in the following 
key East Coast locations: New 
York, New Jersey, Washington DC & 
Virginia.

Targeting corporate, association 
and agency planners organising 
international meetings this week 
of face to face appointments will 
allow partners to showcase their 
product to key buyers pre-qualifi ed 
as showing an interest in England 
as a destination for their event.

What is included?
The 5-day mission includes:
•  Dinner for partners on evening 

prior to start of mission.
•  Five days of face to face sales calls 

on the East Coast of the USA.
•  Meetings with clients and 

networking events over the 
week.

•  Transport between appointments 
on the East Coast.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,500 + VAT per partner
(Note: A maximum of 3 partners 
are able to participate in this event 
and will be sold on a fi rst come 
fi rst served basis).

Contact for further information: 
Kirsteen Scott.
Kirsteen.scott@visitengland.org

Date
May 2014

Location
North Carolina, USA

Cost
£1,500 + VAT 
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ASAE Spring Expo Annual Event
Washington DC

22

Key Point: Meet with key 
associations who are looking 
to expand their chapters into 
international waters. This is 
an opportunity to meet with 
leading US-based associations 
from all sectors including life 
sciences, business & fi nance and 
government.

Target: Association.

Who is it appropriate for: 
Destinations, venues, DMCs, 
hotels, transport operators 
targeting the international 
association market.

Date/Location: 14-15 May 2014, 
Washington DC.

Insight/opportunity: The 
Washington DC/Virginia area is 
a central hub for international 
associations based in the USA. 
ASAE (American Society of 
Association Executives) brings 
together those associations 
already holding their events 
internationally and those planning 
to ‘internationalise’ their existing 
events. As well as being an 
excellent educational experience 
for those targeting the international 
market, ASAE also provides 
attendees with a great way of 
meeting international associations.

What is included?
•  Dinner for partners on evening 

prior to start of Conference.
•  Meetings with clients and 

networking events over the 2 
days.

•  Attendance to all education and 
showcases.

Cost of Opportunity to partner: 
Please enquire for further 
details (Note: A maximum of 3 
partners are able to participate in 
this event and will be sold on a 
fi rst come fi rst served basis).

Contact for further information: 
Kirsteen Scott.
Kirsteen.scott@visitengland.org

Date
14-15 May 2014

Location
Washington DC, USA

Cost
Please enquire 
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Canada East Coast Sales Mission
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Date
June 2014

Location
Canada

Cost
£1,500 + VAT 

NORTH AMERICA

Key Point: A superb opportunity 
to meet with leading corporate 
and association meeting and event 
planners in Canada’s key economic 
centres. VisitEngland will arrange 
meetings with key contacts for 
partners to meet with over a week.

Target: Corporate, Association, 
Agency in the following sectors: 
ICT/Creative Industries/Finance/
Medical.

Who is it appropriate for: 
Destinations, venues, DMCs, 
hotels, transport operators 
targeting the Canadian market 
in particular the sectors outlined 
above.

Date/location: June 2014.

Insight/Opportunity:
The East Coast of Canada, mainly 
Ontario, is a major centre of 
fi nancial institutions, as well as 
being a hub for the business 
services, life sciences and 
automotive/manufacturing sectors.
VisitEngland will set up sales 
appointments with leading 
corporate, association and agency 
planners responsible for placing 
European business.

What is included?
The mission would include.
•  Dinner for partners on 

evening prior to start of 
mission.

•  Five day mission in Canada’s 
leading economic centres 
(Eastern Canada).

•  Meetings with clients and 
networking events over the 
week.

Transport between appointments 
in Canada is included in the Cost
Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included. 
VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,500 + VAT per partner
(Note: A maximum of 3 partners 
are able to participate in this event 
and will be sold on a fi rst come 
fi rst served basis).

Contact for further information: 
Kirsteen Scott.
Kirsteen.scott@visitengland.org
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Torchbearers 2014
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NORTH AMERICA

Key Point: A unique opportunity to 
meet with North America’s leading 
incentive planner at this exclusive 
B2B event.

Target: Corporate, Agency – focus 
on Incentive.

Who is it appropriate for: 
Destinations, venues and 
DMCs targeting the North 
American incentive and meetings 
market.

Date/Location: 22-25 August 2014, 
Fairmont Southampton Hotel, 
Bermuda.

Insight/opportunity:
North America is the world’s 
largest market for outbound 
incentive trips and offering 
incentives is on the rise again 
after a short decline since 2008. 
Although London is still a major 
attraction for incentive groups, 
organisers are now looking 
further afi eld to experience ‘new’ 
destinations that their delegates 
may not have previously visited.

California, Texas, New York/New 
Jersey and the Mid-West are all 
key areas where incentives are 

prominent and especially in sectors 
such as Oil & Gas, Finance & 
Business, Creative and Life Sciences.

‘Torchbearers’ is an exclusive 
event targeting North America’s 
top meeting and incentive 
agents and corporates. The three 
day event consists of a series 
of one-to-one pre-scheduled 
appointments, networking 
breakfasts, lunches and dinners as 
well as ‘incentive’ activities in the 
host destination.

All suppliers and buyers have the 
opportunity to prioritise who they 
would like to meet with in advance 
and these are carefully matched by 
the event organisers. There is also 
an additional ‘shopping’ session 
where suppliers are able to fi ll up 
their diaries with buyers not yet 
committed to appointments.

Approximately 50 buyers and 
50 suppliers ensure that there 
is ample opportunity to meet all 
buyers during the event.

The event is hosted by the 
tourism organisations of the UK 
(England, Scotland and London), 
Switzerland, Ireland and Monaco.

What is included?
The VisitEngland package includes:
•  20-30 Appointments over the 2 

days.
•  Attendance at all networking 

events.
•  2 night’s accommodation.
•  All meals.
•  Opportunity to stay on for the 

Post Tour (additional cost £600).
•  Opportunity to advertise within 

program (additional cost £500).
•  Transfers included.

Please note that transportation 
from the UK is not included.

Cost of Opportunity to partner: 
£5,000 + VAT.

Contact for further information: 
Kirsteen Scott.
Kirsteen.scott@visitengland.org

Date
22-25 August 2014

Location
Bermuda

Cost
£5,000 + VAT 
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Midwest USA Sales Mission
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NORTH AMERICA

Key Point: An opportunity to meet 
with leading meeting, incentive 
and event planners in the Midwest 
of America.

Target: Association, Agency.

Who is it appropriate for: 
Destinations, venues, DMCs, hotels.

Date/Location: 15-19 September 
2014, Mid West.

Insight/Opportunity:
The mid-west region is a key North 
American hub for association, 
corporate and incentive business 
with key sectors identifi ed as 
life sciences, business services, 
engineering and ICT.

VisitEngland will set up sales 
appointments with leading 
planners responsible for placing 
European business.

What is included?
The mission would include:
•  Dinner for partners on evening 

prior to start of mission.
•  Five day mission in the Midwest 

of the USA.
•  Networking events over the 

week (tbc and depending on 
the nature of those clients 
interested).

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£1,500 + VAT. (Note: a maximum of 
3 partners are able to participate 
in the event and will be sold on a 
fi rst come fi rst served basis).

Contact for further information: 
Kirsteen Scott.
Kirsteen.scott@visitengland.org

Date
15-19 September 2014

Location
Mid West, USA

Cost
£1,500 + VAT 
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Successful Meetings University

26

NORTH AMERICA

Key Point: A superb opportunity to 
meet with leading North American 
corporate & incentive planners at 
North America’s only trade event 
focused purely on outbound 
meetings and events.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, transport suppliers 
targeting the North American 
market.

Date/Location: March 2015, 
New York.

Insight/Opportunity:
A 2-day event, Successful Meetings 
University is one of North America’s 
most established trade events 
bringing together key planners 
from all over North America placing 
international business. 

The event consists of a series 
of pre-scheduled appointments, 
networking breakfasts, lunches 
and dinners.

What is included?
Attendance with VisitEngland at 
this event includes:
•  A B2B table top set up with 

20+ appointments over 2 days.
•  Attendance at all networking 

breakfast, lunches and dinners 
throughout the 2 days.

•  A half or full page advertisement 
is included in the March edition 
of Passport and editorial will 
also be included in the May 
edition of Successful Meetings 
May 2015.

Please note that accommodation, 
hotel transfers or transportation from 
the UK is not included. VisitEngland 
will arrange for a partner hotel as an 
option for partners.

Cost of Opportunity to partner: 
Prices start from £4000 + VAT 
(depending on advertising package 
chosen).

Contact for further information: 
Kirsteen Scott.
Kirsteen.scott@visitengland.org

Date
March 2015

Location
New York

Cost
from £4000 + VAT
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ASIA PACIFIC
Asia Pacifi c Offi ce
VisitEngland, 
Room 1, Hotel Diplomat
9, Sardar Patel Marg
Diplomatic Enclave, Chanakyapuri
New Delhi – 110021

Reem Khokhar 
Regional Manager

reem.khokhar@visitengland.org
+91 989 965 3543

Kersti Martin 
Marketing & PR Consultant AUS & NZ

kersti.martin@visitengland.org

MARKET OPPORTUNITY PROFILE

INDIA
India is amongst the fastest growing business travel markets globally. 
According to a study conducted by Economic Times in 2013, around 44 per 
cent of Indians undertake fi ve business trips a year and a further 44 per cent 
of these travellers extend their stay for vocational purposes. The incentive 
market continues to grow in India with the pharmaceutical, banking and 
insurance industries being the most likely to arrange incentive travel.

One of India’s biggest industry sectors, textiles, enjoyed a two-way 
merchandise trade with the UK totalling £10.87 billion in 2012. Increasingly, 
the UK is seeing new businesses from India in the chemical, engineering, 
fi nancial services, life science, media and entertainment industries. The 
Indian Government statistics show 50% of India’s investment in Europe 
goes to the UK and considers the country as a gateway into the rest of 
Europe and America.

AUSTRALIA
Australia boasts an outstanding economic track record and is a dynamic and 
dependable market. With its similar language, culture, history and business 
practices to Britain, England is a popular destination for Australians.

The Australian economy has been ranked as the world’s most resilient 
economy for six out of the last eight years.

In 2012, Australia was Britain’s 10th most sizeable market in terms of 
visits, 5th for nights and 4th for spend with 7% of visitors travelling 
for business related purposes. Business accounts for 12% of all tourism 
spend with an average spend per visitor of £1,803. Britain is the most 
popular European destination for visitors from Australia who stay for 
business an average of 10 days.

The key business sectors in Australia are; Science and innovation, 
Financial services, Mining and minerals, Oil and gas, ICT, Biotechnology, 
Agribusiness, Energy, Environmental technologies, Business and 
consumer services and Education and training.
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India Sales Mission
Mumbai and Delhi
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Key Point: An excellent opportunity 
to meet with leading Indian 
meeting and incentive planners 
in the key outbound hubs of 
Mumbai and Delhi. VisitEngland 
will arrange meetings with key 
contacts for partners to meet with 
over a week in both destinations.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s and transport operators 
targeting the Indian market.

Date/Location: July 2014, Mumbai 
and Delhi.

Insight/opportunity: The economy 
in India is one of the fastest 
growing in the world and is 
frequently referred to as an 
emerging ‘BRIC’ market. With an 
increase in international industry 
prospects developing in Europe, 
long-haul travel has become the 
focus of opportunity for Indian 
business event planners. 

As per ‘Fortune India’, 
approximately 60% of the 
country’s Fortune 500 companies 

are headquartered in Mumbai and 
Delhi and a majority of business 
travel in managed within these 
two cities. The former capital city 
of Mumbai is the fi nancial hub of 
the country, whilst the new capital 
city of Delhi is the key political 
centre of India. 

This sales mission will present the 
opportunity to meet with India’s 
leading corporate event planners 
and business travel agencies with 
an interest in placing business in 
European destinations. 

What is included?
•  Dinner for partners on evening 

prior to start of mission.
•  Five day mission in Mumbai and 

Delhi.
•  Face to face meetings with a 

minimum of 6 clients in each city 
to present your product.

Accommodation, hotel transfers, 
meals, visas or transportation from 
the UK are not included. 

VisitEngland will however arrange 
for a hotel as an option for 
partners.

Domestic fl ights between Delhi 
and Mumbai can be booked by 
VisitEngland at additional cost. 
VisitEngland will supply fl ights 
options for partners.

Cost of Opportunity to partner: 
£1,500 + VAT per partner
(Note: A maximum of 3 partners 
are able to participate in this event 
and places will be sold on a fi rst 
come fi rst served basis).

Contact for further information: 
Reem Khokhar.
reem.khokhar@visitengland.org

Date
July 2014

Location
Mumbai/Delhi

Cost
£1,500 + VAT 
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Key Point: An opportunity to meet 
with corporates, associations and 
agencies in India at the second 
edition of the Incentives, Business 
Travel and Meetings show. 

The event will be held in Chennai 
(formerly Madras) which is not 
only the gateway to South India 
but an upcoming meetings and 
incentive destination itself. Next 
year IBTM India will take place at 
the ITC Grand Chola Hotel from 
3-5 September 2014.

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, 
DMC’s, PCO’s, transport 
operators targeting the Indian 
market (majority from Delhi and 
Mumbai).

Date/Location: 3-5 September 
2014, Chennai.

Insight/Opportunity:
IBTM India is arguably the most 
focused MICE show in India for 
India’s outbound, inbound and 
domestic incentives, business 
travel and meeting industry. 

Taking place from 3-5 September 
2014, the second edition will bring 
together buyers and exhibitors for 
three days of business, education 
and networking in Chennai. The 
event has a table-top format with 
pre-scheduled appointments with 
buyers from across India (majority 
from Delhi and Mumbai) along 
with a half day education session 
and multiple networking functions.

Exhibitors have the opportunity to 
meet with 50 Indian Hosted Buyers 
and 50 International Hosted 
Buyers. These Buyers will be a mix 
of association, corporate and third 
party agencies.

What is included?
•  One table and two chairs in an 

England area of the exhibition 
hall.

•  Table signage with company 
logo.

•  One exhibitor badge.
•  Diary of up to 36 pre-scheduled 

appointments with Hosted 
Buyers.

•  Company and product profi le on 
IBTM India website.

•  Listing and company description 
in the offi cial IBTM India 
catalogue.

•  Access to online Hosted Buyer 
profi les four weeks prior to the 
event.

•  Access to the IBTM India Forum.
•  Invitations to IBTM India 

networking events, including the 
Welcome Reception, Gala Dinner, 
two Networking Lunches and 
coffee breaks.

Please note that accommodation, 
hotel transfers or transportation 
from the UK is not included.

VisitEngland will arrange for a 
partner hotel as an option for 
partners.

Cost of Opportunity to partner: 
£3,000 + VAT per partner.

Contact for further information: 
Reem Khokhar.
reem.khokhar@visitengland.org

IBTM India Tradeshow
(Incentive, Business Travel & Meetings)

Date
3-5 September 2014

Location
Chennai, India

Cost
£3,000 + VAT 
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Advertising Opportunity 
Australia
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Key Point: The opportunity to 
advertise in key online or offl ine 
meetings and events publications. 

Target: Corporate, Association, 
Agency.

Who is it appropriate for: 
Destinations, venues, hotels, DMC, 
transport suppliers targeting the 
Australian market.

Date/Location: 2014, Australia.

Insight/opportunity:
Reach Australian professionals 
who organise off-shore incentives, 
conferences and events. The 
leading publications are read 
by professional incentive and 
conference organisers, personal 
assistants, human resources 
managers, executive secretaries 
and other administrative 
professionals who organise their 
company’s off-shore meetings, 
incentives and other events. The 
opportunity will be in online 
e-newsletter format and offl ine 
publications.

What is included?
Depending on the chosen package, 
partners can advertise online 
and offl ine with a reach across 
Australia.

Cost of Opportunity to partner: 
Packages start from £250 + VAT.

Contact for further information:  
Kersti Martin.
Kersti.Martin@visitengland.org

Date
2014

Location
Australia

Cost
from £250 + VAT
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