
Leisure travelers often cancel their hotel 
reservations, but entire events are rarely 
canceled. 

By making group business a large part of 
your overall bookings, your property will 
likely see a lower cancellation rate, which 
translates into greater overall certainty and 
higher annual revenue.
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5 Ways It Pays
To Prioritize
Group Business

1. REDUCED NEED FOR DISCOUNTS

INCREASING GROUP EVENT 
BUSINESS IS A WIN-WIN FOR 
YOUR VENUE, BECAUSE IT 
CAN INCREASE OVERALL 
REVENUE AND IMPROVE 
OPERATIONAL EFFICIENCY. 

2. LOWER CANCELLATION RATE

Counting on transient customers can leave 
the best hotels with empty rooms and 
reduced rates. 

Room blocks for events can help protect 
hotels, because attendees reliably fill more 
rooms, and there’s usually an attrition 
penalty for unfilled rooms. That leaves 
fewer vacancies—and less reason to 
discount rates.

By developing a consistent schedule for group events at your property, 
your hotel can boost reliable revenue and grow your customer base 

thanks to these five benefits:

A sold-out property also creates more opportunity for more incremental revenue, 
such as food/beverage and spa services. Over the year, those seemingly small 
di�erences in rates and other earnings can add up to a big di�erence in revenue. 

Additionally, your property can more accurately forecast room bookings with 
groups or events, which makes it easier to plan sta� hours to improve e�ciency 
and profitability.

While you o�er group discounts on guest 
rooms, event attendees typically spend more 
per room than other guests. 

Many attendees choose to upgrade to a suite 
or room with a view. Others come a day early 
or stay through the weekend. And almost 
everyone grabs dinner or drinks with their 
fellow attendees at some point.   

3. UPSELLING OPPORTUNITIES

Group bookings give opportunities for selling additional services like spa 
treatments or rounds of golf, especially for the “bleisure travelers" blending 
business and leisure in one trip.

When you book an event, you earn revenue 
from the group booking with one single 
buying decision. 

This means less marketing and sales time 
were needed to land a large amount of 
business for that time period. It takes a lot 
more e�ort from your sta� to earn the 
same amount of revenue through single 
room bookings.

4. LOWER OPERATIONAL COSTS

Plus, if groups members are adding additional days for leisure, a longer 
length of stay usually equals:

Many leisure travellers don’t go on vacation to 
the same spot every year. But many events will 
return to the same venue — if they have a good 
experience with the facility and service.

As a bonus, attendees who have a good 
experience may return to your property as 
leisure travelers in the future!

5. REPEAT BUSINESS

To learn more about why 
meetings and events are so 

important and how to make them 
even more profitable, download 

The Basics of Group Event 
Business eBook.
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