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Conference & Visitors Bureau

Highlights  2004 (continued)


Individual Sales and Services

· Visitor Services:  Assisted 132,598 visitors through our Visitor Information Center representing an estimated $7.2 million in direct visitor spending; responded to 7,901 phone calls requesting information; responded to over 1,000 email requests for information; fulfilled over 600 requests for promotional materials. Our 60 Visitor Information Center Volunteer Staff completed  8,727 hours of volunteer time at a value of approximately $110,000.

· Individual Lead Opportunities:  Distributed 306 wedding leads to partners

· Retail Sales:
$50,918 in gross retail sales

· Exhibitions:  Marketed Napa Valley area attractions, activities and accommodations at 4 targeted industry conferences and trade shows representing 190 contacts and 60 leads.  Trade shows included: LA Times Travel Show, San Francisco Hospitality Expo, International Gay and Lesbian Travel Expo, San Francisco.

· Guide Book:  Endorsed Napa Valley Guide Book as the destination’s official visitor guide and distributed approximately 15,000 copies through trade shows, visitor kits, meeting planners and partners

· Website:  Endorsed www.napavalley.com as the destination’s official website. FreeRun Technologies report web page views equaling 17,690,813  (20% increase over calendar year 2003) and user sessions equaling  1,744,658  (15% increase over calendar year 2003).

Group Sales and Services

· Group Lead Opportunities:  Distributed 156 leads for accommodations representing an estimated 20,643 room nights.  Distributed 43 non-accommodation leads representing an estimated 4,136 attendees.

· Definite Booked Business: Booked 43 leads for accommodations representing an estimated 1,743 room nights, representing an estimated $296,310 in direct visitor spending.  Booked 20 non-accommodation leads representing and estimated 627 attendees and an estimated $34,485 in direct visitor spending. 

· Let’s Meet in Napa Valley Familiarization Tours: Hosted 87 meeting and event planners in Napa Valley. 53 Partners cooperatively participated resulting in 6 definite bookings at 2 lodging establishments.

· Exhibitions:  Marketed Napa Valley area attractions, activities and accommodations at 6 major industry shows and conferences representing 429 contacts and 200 leads.  We attended California Society of Assn Executives, Seasonal Spectacular, EA, Genetech, Northern CA Chapter of Meeting Professionals International, International Pow-Wow, Affordable Meetings West, Incentive Travel and Meeting Executive Show.

Marketing and Communications

· Media Exposure:  The Destination generated an estimated $167,230 in equivalent advertising value.

· Media Assistance:  Assisted 323 media contacts in areas such as photo requests, story ideas, interviews and itinerary development for on site visits

· Cooperative Advertising:  Coordinated full page advertisement for the 2005 Annual California State Visitors Guide with 8 partners; Coordinated the quarterly Hotel Travel Index with 12 partners; Coordinated AAA’s Via Magazine November/December 2004 issue two page advertisement with 12 partners. Offered remnant-advertising opportunity to partners for the November Issue of Travel and Leisure Magazine. Total Advertising Value $101, 690.
Membership

· New Members:  Welcomed 42 new members to the CVB in 2004

· Retention: Retained 85% of CVB’s dues-paying members

· Events: Sponsored 14 events throughout the Napa Valley with a total of 955 attendees. The events included  9  Food for Thought educational lunches, our Annual Dinner in July and our Holiday Dinner in November, and three Blender networking events (the Blenders are a new program instituted at the request of our membership). 

· Administration: Began a complete reorganization of our membership database and hardcopy files. The project t will be completed early 2005.

Research and Performance 

· Research Projects Started: Visitor Profile Study 

Initiated Project Management phase in December 2004 

Scheduled Study completion date December 2005

· Research Projects Completed:  Surveys to Partners regarding partnership programs and marketing activities.  Surveys were also collected from planners and partners who participated in Let’s Meet in Napa Valley, 2004. 

· Performance Measurements Started:  Group Sales and Marketing and Communications activity measurements were implemented in 2004. The figures inform this report

Administration 

· Staffing: We undertook a major reorganization of staff in May with three positions eliminated. The two positions of Partnership Manager and Visitor Center Manager were combined into a single new Bureau Services Manager position and Bookkeeping was eliminated as a staff position. 

· Accounting: We converted our old manual accounting system into a QuickBooks Pro operating system. Our first accounting review was completed and our accountants declared the agency to be in good order and commended staff.

Leadership

· The Board: We mentored our new Executive Director, completed changes to our organization’s by-laws and received a positive vote from our Partners. We approved and implemented a new membership dues structure beginning July 1, 2004, and approved a lease and addendum to enable our Visitor Information Center and offices to move back together into new premises within the Napa Town Center. We approved a strategic direction for the next two years and the nominating committee created a matrix to assist them in recruit a more diversified leadership. In February Jim Beazley took over the Board Chair from Brent Miller, and in November Mimi Gatens took over from Jim Beazley. 

Napa Valley Conference & Visitor’s Bureau

1310 Napa Town Center, Napa CA 94559

Telephone 707.226.7459
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