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What is an “association”

"...where two or more persons are bound 
together for one or more common 
purposes by mutual undertakings, each 
having mutual duties and obligations, in 
an organisation which has rules
identifying in whom control of the 
organisation and its funds is vested, and 
which can be joined or left at will.”



What is ITM’s purpose?

• Provide a network
• Provide knowledge
• Provide opportunities



Getting the best out of 
membership…



Understand Where You Sit

• Take part in ITM Research
– Snapshot Surveys
– Commissioned Supplier Research
– Commissioned Buyer Benchmark Research
– Membership Survey
– Annual Trends Survey 
– Travel Booker Survey (development in 2010)
– GLOCAL, SMENE & MEET



Understand Where You Sit



Reviewing Products?
For suppliers and buyers…

• Business Travel Show – VIP
• Times Crème
• The Business Travel Conference
• Business travel publications
• Sponsor briefings - SupplyLine
• Supplier Research and White Papers via ITM 

Exchange
• Take advantage of Special Member Rates



Understand Industry Issues



Create Relationships



Develop your career 



Develop your career 



Getting the best out of ITM
• Network, network and network again. I have learned almost as much from my 

fellow ITM colleagues over the last 18 years as I have from doing the job.

During the networking process, try to identify one of the "veterans" (sometimes 
called old gits) and use them, in the nicest way, as a mentor. In an unplanned 
way, I did this when I first joined, and I have never been refused advice or 
guidance when I have approached the more experienced people. They should 
be more than willing to help and further the aims of the Institute.

Get involved. My reason for joining was that I was new into Travel 
Procurement/Management, and I wanted to learn, isn't that why you join a 
professional Institute? I was invited to join the London Committee, and later, the 
Board.  Its your Institute, help to take it forward, and we all gain.  I like to think I 
may have made a small contribution to the ITM over the years, but most 
importantly, and I go back to my original reason for joining, I have personally 
learned so much, which I don't think I would have done otherwise.

Dennis Bailey, DeNovo Management



Getting the best out of ITM
• Go to conference, go to travel show, keep in touch with other buyers, have 

contacts with suppliers (i.e. agents, hotels, airlines) for when needed!

Hannah Bodilly, E&J Gallo

• The way to get the best out of the ITM is to get involved/attend events and be 
happy to contribute 

Morag Alabaster, Zibrant



Getting the best out of 
conference

Why let me tell you when others can…



Getting the best out of 
conference

• Plan which sessions you will attend in advance so you can 
ensure that you have your contribution/questions already 
thought out

• Use coffee breaks to meet with other delegates and arrange in 
advance – it’s very hard to find people sometimes

• Don’t be afraid to ask questions – there is a wide range of 
expertise and different levels of experience to be drawn on.    

• No one minds you introducing yourself but they do not want to 
be sold to at the conference!

Morag Alabaster, Zibrant



Getting the best out of 
conference

• Don't be shy, try and network as much as possible and attend as many 
educational sessions as are relevant to your working objectives. 

• Don't be afraid to ask a "dumb" question. You can bet your life that there is 
someone in the room who has the same issues/concerns, but is afraid to ask.  

• Take plenty of notes to support the presentations which will be available on the 
ITM site after the conference and don't be afraid to approach the speakers after 
each session to clarify any issues arising, or follow up with them after the
conference.

• ENJOY YOURSELF, you are amongst friends.

Dennis Bailey, DeNoVo Management



And finally…Some 
Conference Do’s & Don’ts

• Do relax and enjoy yourselves
• Do ask questions during sessions and outside
• Do try and give a feedback report to your company as it will help 

in future attendance
• Do complete the feedback for ITM after the event
• Do attend the AGM and exercise your vote on key issues
• Do engage suppliers if you are a buyer
• Do approach ITM Directors and staff if you have questions

• Don’t get so drunk that you can’t walk – remember that there’s 
500 people watching!

• Don’t sell, sell, sell if you’re a supplier
• Don’t forget to come back next year…



Getting the best out of 
conference

• Network with agents, buyers, hotels, airlines
• Speak to potential suppliers such as new agents, airlines about 

route-deals etc
• Ask other buyers who they use and their opinions on their 

service
• Ask other buyers who they use/have used as agent, booking 

tool, perceived benefits offered, travel policies etc

Hannah Bodilly, E&J Gallo



Thinking Differently.  Acting Positively.

E-mail : paul.tilstone@itm.org.uk

Tel : 0208 123 5678

Mob : 07714 225853


