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As an industry that deals to a
large degree with international
clients and events that rotate
through many parts of the
world, we spend a lot of t ime
looking at international trends
and the implications of issues
such as the globalisation of
business activit ies. While this is
useful in creating a broader
context for our activities as
concress cenlres lhe realitv is- -  
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that most of us are heavily
occupied with events and
conditions much closer to home

To begin,  we need to
recognise two real i t ies First ,
we do onerate in a nlobal
industry,  s imply because the
expectations of clients are
becoming universal .  As
ment ioned, many cl ients
totate their  events through
many di f ferent countr ies and
faci l i t ies,  and so come to have
a wide hasis for  comnarison.
This,  in turn,  leads to them
reaching their  own conclusions
about what is possible,
pract ical  and economical ,  and
+ h - +  . h - ^ ^ . , ^ , 1 - - +  + l - ^ ,rnar snapes wnar rney expect
to get when they come to any
faci l i ty  in the wor ld

At the same t ime, i t  is  c lear
t ha t  rn re  aq  rnnnrpss  Cen t les  a l l

wotk in a local  environment
shaped by condi t ions in our
own countr ies and ci t ies;  a
very large proport ion of  our
bus iness  rs  regrona l  and we
ate heavi ly impacted by
everything from regional
economics to local  pol i t ics.

How can we and our
customers then benefit from our
understanding of global issues? |
believe there are three
rmp0ftant ways:

First, we can learn by
example In the world of
rnnnTpqq rpntres therq 3;g

variations of practically every
imaginable form of facil i t ies,
operations, economics,
governarce, funding and
market ing,  and al l  these have
somelhinn tn tearh rrs FTom
such a wide array of choices it
is  oossible to select  those
models that most closely
approximate the conditions we
ourselves are working under
and that therefore resoond best
to our local  chal lenges. In th is
way, mofe efficient local
m n i a l <  i o v o l n n  : n d  o ,-, - -vefyone,

ftom the ownefs of the centre
to the customers who use ouf
facil i t ies, benefits.

Second. the abil itv to refer to
global issues and examples
often helps guide local decision
making Most owners and
governments - who in our
rndustry, are often the same
people - take comfort from
knowing that the direction they
u r L  i l  r r L r  r u I  1 9  L v  t u r \ L  r - )

consistent with what others are
doing elsewhere. At the same
time, they can be encouraged to
take action to avoid situations
where exoerience in other
countries has shown there are
n n t a n t i : l  n r n h l o m q

As an example, we have all
seen the results of ovebuilding
ranarilv - where loo much
space ultimately leads to
Iowered government investment
and reduced quality of services
and facil i t ies for clients Ihe
belter the quality of decision-
making, the more l ikely it is that
these kinds of problems can be
avoided - and decision-making
benefits from having the best
possible information available as
to the consenlPnrPs of various
coulses of action.

Finally, the emergence of
global standards helps improve
the local product because it
creates clear and well defined
obiertives for renlre ownets and
managefs to focus on In the
absence of universally accepted
standards everv centre is forced
tn develnn thpir  nrnrn and theser v  u ! v ! r v H  L r  r L i l  v v v r r /  L

can vary widely.
The resul t  is  that  c l ients

never know exact ly what to
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expect, and must invest
heavi ly in their  own research
and analysis to ensure that
they wi l l  get  what they need
and expect f rom any part icular
centre.  By having overal l
standards,  even recognis ing
that there wi l l  be lots of
var iat ion based on local  or
histolic factors, there can be a
level of confidence that there
wi l l  be no unhappy surpr ises
that impact not only the c l ient

and their  delegates but
ul t imately damage the overal l
reputation of the industry.

T l - ^  l - . ^ ^ - +  ^ - . +  ^ IIne rafgesr pafr  0r  a
congfess centre's business wil l
a lways be regional ,  and the
most important operat ing
issues wi l l  a lways be dr iven by
local conditions. However, by
looking at  ways to apply
global  lessons to these local
chal lenges and opportuni t ies,
we can improve the output of

out centles to evetyone's
benef i t .  That 's why our
internat ional  connect ions are
so valuable -  and why
organisatrons l ike AIPC wi l l
cont inue to play a valuable
role into the future ff i
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" As an example,
we have all seen the
results of overbuilding
capacity - where too muft
space ultimately leads to
lowered government
investment and reduced
quality of services and
facilities for clients"

AIPC contact details:
marianne.de.raay@aipc.org or
www.arpc.0rg
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