
Procurement Tips and Strategies: 
Applied to Travel





Cheers!



“We are a consultancy, unlike any other, on a mission to 

create better travel & meetings management.”



WHAT WE DO

“We know both sides… because we’ve been there.”

SUPPLIERS
1. STRATEGY

2. MARKETING

3. DELIVERY
BUYERS
1. STRATEGY

2. SOURCING

3. DELIVERY



By the end of this session…

We will have takeaways across:

1. Sourcing

2. Delivery

3. Strategy



They try to treat 

travel purchasing 

as a commodity.

They don’t 

recognize the 

complexity of travel 

purchasing. 

They lack analytical 

insights

The Voice of Procurement

They don’t manage  

contracts or care 

about saving the 

company money

The Voice of Travel Managers



Value from Both Sides

Travel

Know what travelers want

In tune with the industry

On the frontlines

Day to day engagement 
with travelers and 
suppliers

Understand the 
importance of 
satisfaction, risk and cost

Procurement 

Negotiating skills

Contract expertise

Ways to find savings

Insights from working 
with other departments 

Contract management



Sourcing









The Corporate Rates are available at participating locations and require 
a confirmed advance reservation. Corporate Rates are subject to vehicle 
availability and may require a guaranteed reservation. Corporate Rates 
may not be available during periods of peak demand. During those 
periods, daily rates less any applicable discount shall apply. 



$500,000 Spend, 
$40 rate, 12,500 

transactions

$38 rate

New rebate 
= $20,000

5% Rebate $25,000

$25,000

?



The Company must meet its volume commitment for each three 
month period of the Agreement and so long as the Agreement is not 
terminated, Supplier agrees that it will not increase the Corporate 
Rates for the 24 month period commencing 01/01/2018 and ending 
12/31/2019.

During the term of this Agreement, if Supplier costs increase by 
7.5% or more over the prior year, Supplier may modify the Corporate 
Rates and discounts upon 30 days prior written notice to Company.



Defined Terms

After
Hours 
Service



Will the contract terms apply everywhere?



TRIPBAM Hotel Scenario

Premium paid for 

lenient cancellation 

policy = $25

Cost per booking 

associated with last 

minute cancellations 

= $4 - $8







Delivery



o What is the plan? 

o How will the supplier 

determine success? 

o What metrics are used? 

o What issues traditionally 

come up? 

o How are those addressed?

o What resources are needed 

for a successful 

implementation? 













Strategy



Demand

Data

Duty of Care

Engage

Air/Rail

Meals

Lodging

Payment

Ground

Distribution/Service Platform

Policy

Team

Foundations

Sourcing & 

Servicing

Programme 

Enablers 

Optimal Position

©Festive Road





Category Budget Recost 1 Recost 2 Actual 
Accommodation $233,918.13 $233,918.13 $233,918.13 $203,962.05

Activities $59,350.00 $59,350.00 $50,600.00 $67,103.15

Additional 

Services
$6,575.00 $6,575.00 $6,312.50 $4,382.17

Decor $52,727.60 $52,727.60 $53,958.32 $44,453.97

Entertainment $49,762.40 $49,762.40 $49,751.40 $44,244.00

Event Production $62,142.20 $62,142.20 $62,142.20 $64,312.64

Food & Beverage $388,451.28 $388,451.28 $354,996.20 $283,475.63

Transportation $22,346.32 $23,262.31 $28,242.31 $43,679.00

Room Rental $20,300.80 $20,300.80 $20,300.80 $19,520.00

Travel $146,562.00 $146,562.00 $122,135.00 $131,033.92

Travel Staff $23,268.12 $23,268.12 $23,268.12 $20,922.16

Total $1,072,417.85 $1,073,333.84 $1,012,638.98 $934,430.03





Bleisure Travel Policy

o What expenses are covered?

o How can employees use your negotiated programs for leisure? Can 

this help contribute to your overall volume for future negotiation?

o Address how employees indicate their business expenses vs. leisure 

expenses

o Are the same price policies still in place?



Cost 

Avoidance

Soft Dollar

Hard Dollar

- Negotiated airfare

- Hotel rates

- Transaction Fees

- Amenities

- Waived change 

fees

- Use of travel 

credits

- Advanced booking

- Frequent Flier 

Benefits

- Rent vs. Drive







hello@festive-road.com +44 (0) 208 123 5678www.festive-road.com

THANK YOU


