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One might ask why "booking smart” is a topic for discussion in the operations portion of our web site.  Traditionally it has always been the Sales Department's sole responsibility to schedule facility events and programs. This one-sided perspective of event booking can lead to increased operating costs and wasted building resources that may have a direct effect on your operating bottom line. 

By effectively and efficiently utilizing the space in your building, you can maximize your resources and revenues. The Rhode Island Convention Center recently experienced this actual scenario. Below I discuss the financial impact of our decisions and how the choices we made directly affected our bottom line.

Space Assignment

Our Sales Department received a meeting room request (1000 sq. ft) that was needed for a total of nine hours. The Rhode Island Convention Center's meeting rooms are broken into two separate wings consisting of eight breakout rooms on the east side and nine breakout rooms on the west side. As they checked availability, they found that two meeting rooms had been booked in the East Wing and the entire West Wing was open. 


Initially, the Sales staff thought to book the new group in the open West Wing, thus avoiding any potential conflicts with space and noise with the confirmed event in the East Wing. While it seems like a perfectly reasonable decision, it did come with additional operating costs. After informing Sales of our concerns, we decided to do a cost analysis to determine the impact of running the second event in the vacant West Wing.        

Energy Costs 

We first examined the direct energy costs associated with operations of the west meeting room and corresponding pre-function area. The energy costs reviewed included escalator, lighting, air handler units, and chiller operations.  Below is the cost breakdown:

Running (4) additional escalators


$25.00
per hour


Additional lighting costs



$  1.55 per hour

Operating (3) additional air handler units 

$11.72 per hour

(supply & return fan motors)

Increased chiller load (40 tons)


$  3.00 per hour

Total Energy Costs



          $ 41.27 per hour



Labor Costs

We also examined the labor costs associated with servicing a second wing. Clearly it takes more time and effort to service multiple groups spread out throughout the facility, as apposed to within the same area.  This has a direct effect on the custodial (restroom maintenance), electrical (turning on additional lighting and escalators) and the Food & Beverage Department.  Conservatively, we estimated that an additional four hours of labor was associated with the placement of the group in the West Wing.  

The complete cost analysis for the operation of the additional West Wing for the nine-hour meeting was as follows:

Additional Energy Costs ($41.27 per x 9 hours)

$371.43



Additional labor costs ($20 per x 4 hours)                 

$  80.00


Total additional Costs


$451.43




Meeting Room Rental


$400.00

Net Loss if booked in the west meeting room wing
($ 51.43)

The Outcome

The cost analysis painted a clear picture of where the new booking should be scheduled. Maximizing the space and resources of the East Wing was clearly the more cost-effective decision. In this case, we almost turned a profitable filler event into a money loser.  Although the financial implications are not staggering, throughout the course of the year these smart decisions can add up to real savings. While your circumstances and building layouts may vary, I recommend that you adopt a closer booking relationship with your Sales Department. Your efforts to educate them on the financial gains associated with “booking smart” will enable them to make more fully informed scheduling decisions that will benefit your facility’s bottom line. 

