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Performance Report: 2018

In 2018 we achieved the following results:
 Contracted for 146 future events that are expected to generate $58.96 million in direct spending (economic impact) in our communities. 

 Generated $653,937 in contract revenue for Monona Terrace, 93% of goal

 Earned over $13 million in media – driven by Bucky on Parade and continued CrossFit coverage

We accomplished key initiatives in each area of our strategic vision:
 Storytelling:  Continued to build rich content for our website and visitor communications

 Product Development:  Continued engagement in the Alliant Energy Center Master Planning Committee and Destination District conversation

 Destination Development:  Developed and launched “Essential Madison Experiences” 

 Branding:  Launched a Destination Awareness campaign:  https://msn.visitmadison.com achieving over 6 million impressions 

 Event mix:  Created Bucky on Parade and secured significant future convention and event business

 Organization Viability:  Restructured our governance in preparation for launch of new organization name



What’s Next: 2019

We have identified and aligned to deliver these key initiatives for each of our strategic pillars:

 Storytelling:  

 Redesign of our website:  enhanced content 

 Attend and engage with media at key trade shows:  TBEX and IMM

 Product Development:  

 Continued engagement in the Alliant Energy Center Master Planning Committee and Destination District conversation

 Nolen Waterfront Initiative

 Destination Development:  

 Continue to develop new immersive experiences

 Destination Training 

 Branding:  

 Continue MSN campaign

 Rollout of new organization name 



What’s Next: 2019

We have identified and aligned to deliver these key initiatives in each area of our strategic 
vision:

 Event mix:  

 Implement key strategies to drive sales efforts

 Provide excellent customer service to new and existing clients

 Organization Viability:  

 Continue to build new organization structure

 Culture Conversation

 DNext update



2018 Review and lessons learned

Short booking window - leads created and contracted in 2018 were significant

 National Association of County Veterans Service Officers 

 Lead created Feb ’18, closed Nov

 Dates - June ‘21 

 Values - $50.7K contract revenue, $1.6M direct spend, 2,170 room nights

 American Astronomical Society 

 Lead created June ’18, closed Dec 

 Dates June ’20 

 Values - $78K contract revenue, $1.2M direct spend, 1,900 room nights 

 National Association for Campus Activities 

 Lead created June ’18, closed Dec 

 Dates April ‘21

 Values - $43.8K contract revenue, $980K direct spend, 900 room nights 

 American Association for the History of Medicine

 Lead created September ’18, closed Dec

 Dates May ‘21

 Values - $18.1K contract revenue, $328K direct spend, 630 room nights 



2018 Review and lessons learned

 New business as a % booked increased

 Incentive fund usage – was needed to get short listed or to close business
 But doesn’t always make a difference

 Madison area hotel options vs. Monona Terrace – client driven

 Three City Alliance was a deal maker 

 YE reduction of Third Party commissions from 10% to 7% created booking urgencies

 Creating a more robust pipeline is critical and needed – here are 2019 Strategies to make 
that happen!   



ENSURE A MIX OF DEMAND GENERATING EVENTS OCCUR THROUGHOUT THE YEAR

• Leverage One City - One 
Contract  

• Further integrate partner 
sales strategies, business 
development and sales 
processes

• Create Convention 
Experience Program 

• Redesign lead management 
communications that enhance 
customization, leverage tailored 
destination strengths and BYMH

• Review incentive fund guidelines 
and booking processes 

• Be appropriately assertive and 
strategic with fund usage in the early 
lead stage to make client’s short list 

• Add new Convention Sales 
Manager  

• Create new Business 
Development position  

• Roll-out Madison Solution 
Network to grow BYMH

• Engage lead generation 
service

• Leverage One City – One Contract 
• Maximize PCMA Knowledge 

Exchange partnership
• Roll-out MSN branding to B2B 

market
• Create new video, digital and print 

assets, enhance focus on core 
industry sectors and intellectual 
capital 

• Create Madison Convention 
Experiences program
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 Redesign lead management 
communications that enhance 
customization, leverage 
tailored destination strengths 
and BYMH
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processes 
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Appendix



ALL 2018 DESTINATION MADISON 
DEFINITE CONTRACTSFOR MONONA TERRACE



ALL 2018 MASC DEFINITE CONTRACTS
FOR MONONA TERRACE



MONONA TERRACE – DESTINATION MADISON & MASC
Confirmed Events occurring in 2019-2025



MONONA TERRACE – DESTINATION MADISON & MASC
Confirmed Events Occurring in 2019 - 2015
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