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What's So Special About Worl

PERSPECTIVE By THom CONNORS & GREGG CAREN

e are continually asked the question,
“What can private management do
for me?” (Or, cynics may ask, “What
will private management do TO
me?”) Th|s quuy comes from clients





- tion-public sector owners of facilities and show managers.

For example, municipalities want to know how private management can help reduce operating deficits, even-dare they say-generate operating surpluses, or profits in pri- vate-sector speak. They ask if we can increase their event bookings, and how we will manage their first-class venue.

Show managers who select facilities we manage want to know what benefits they (inclusive of exhibitors and atten- dees) will reap if they do business with a facility that is pri- vately managed.

The following are some answers to these queries, and an explanation of some of the benefits that clients on either end might enjoy if they choose to work with a privately managed facility.

For starters, our approach is "full service," one that mir- rors the management and service structure of the hotel industry. The full-service aspect of private management is not exclusive to us. It would be presumptuous to ignore our many fine peers in the public sector. You might say, "some of our best friends are public sector facility managers."
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Seriously, this is not rocket science, and we know that there are a number of terrific, first-class facilities out there with managers on both corporate and municipal payrolls.

So, what is the angle on private management? Like our hospitality industry brethren, we offer a compete package of services, systems and, above all, career-oriented profes- sionals.

Seasoned veterans of event and facility management can remember a time when it was common for building man- agers to unlock the doors, turn on the lights and perhaps even toss you the keys and ask you to lock up when you were done. Hard to believe these days.

But as the convention, """""""""""""""""""""""""""""""" tradeshow and meetings "Still, one gross industry-or clients and

" " events-grew more spe- mlSunde~standIng cialized and sophisticated, about pnvate- facility management was management business forced to grow as well.

models has lingered, ..

hbI"fhhThe Trend Toward PnvatJzation t e e le t at t e It was Gov. Edwin Ed-

services we offer and wards of Louisiana who, the decisions we after experiencing the first- make are in the class service at the New

" " " Orleans Hyatt, turned to Interest of Increasing that leader in the hospitality our own profits:' industry and asked whether """""""""""""""""""""""""""""""" it could help improve oper-

ations at the Superdome. The answer was yes, and the result was a new business called Facility Management Inc. or FMI, the forerunner of today's SMG.

In time, more arenas and stadiums were added to the SMG roster as the trend toward privatization continued. By the early 1990s, the company recognized a need for fur- ther specialization and created two operational divisions to meet the distinctly different needs of sports and entertain- ment venues, and convention and meeting facilities.

The business model developed for private management of convention and exhibition facilities reflected, for the first time, the uIiique needs of the clients-event organizers, exhibitors and attendees. The resulting menu of services has evolved far beyond those of the early days when "lights, air
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The SMG-managed Atlantic City Convention Center, Atlantic City, NJ
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