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NXTMICE  COMBINES INDUSTRY 
INSIGHTS AND LEADERSHIP.  
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After weeks of downtime, the international MICE industry needs 
to be started up again as soon as possible. The desire to get going is 
there, but everybody seems to be waiting for each other. Who is going 
to take the first step? What event will be the first to go ahead? 
And meanwhile, the deficit is only getting bigger. The event industry is 
a market of rolling motions; if the first domino goes over, we’re off 
towards a hope-filled future. But we do need the courage to give it that 
first push.

With the first 1.5-metre congress of the Netherlands, NXTMICE, 
we’re getting things going. Who’s next?

Erik-Jan Ginjaar, CEO Postillion Hotels

By the 
industry, 
for the 
industry 
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YES, 
WE CAN!

The past few months, the MICE industry took some big hits. 
Meeting became impossible, borders were closed, people stayed 
home, and it cut us deep. Covid-19 affected everyone, both 
mentally and financially.

By now, we’re allowed to meet again, but do we have the courage? 
And are we able to make events with fewer visitors profitable?

‘Yes, we can!’, the professionals in the industry exclaim optimistically. 
During NXTMICE, the first 1.5-metre congress of the Netherlands, 
we looked at The New Normal with renewed confidence. 
The conclusion was that, as international frontrunner in innovation, 
the Netherlands is the country of choice for sharing ideas on this 
subject. And if there is one single industry that is known for its 
organisational and control talents, it is the event industry.

However, we do need to share that expertise, and that starts with 
courage. The nerve to get started, to join forces, to look for creative 
solutions together, and to show that it can be done. Conference 
centres in the Netherlands need to earn the confidence of both 
visitors and government. The lock needs to come off! And we can 
only achieve that by showing that we can safely organise business 
events in times of Corona.

NXTMICE
S T A T E  O F  T H E  I N D U S T R Y
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WATCH THE DEBAT ONLINE

https://www.youtube.com/watch?v=_E87oxr8SJo
https://www.youtube.com/watch?v=_E87oxr8SJo


To rebuild the congress and event industry 
as quickly as possible, in line with the
conditions that the temporary measures 
require, three questions are crucial: 

• How do we rebuild the CONFIDENCE 
 of consumers?

• How can we ensure that organisers
 start INVESTING in live events again?

• Should we, for the time being, continue to 
 focus on the national market, or are there 
 INTERNATIONAL opportunities out there? 
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CONFIDENCE
‘Our work is about people. We are, first and foremost, an industry that brings 

people together. That is why we need to investigate what those people are 
thinking, doing, and are going to do. So that we can rebuild the confidence.’

Roderik van Grieken, debate leader Table of Twenty (Tafel van Twintig)
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HOW DO WE REBUILD 
THE CONFIDENCE OF 
CONSUMERS?

1. START SMALL
Geerte Udo, director of Amsterdam-&partners knows from 
experience that ‘Confidence is something you need to build’. 
‘And if we move too fast, we run the risk of a setback. So, let’s 
take it slow and start by hosting some smaller events.’

Dirk Prijs, director of Genootschap voor Eventmanagers (association 
for event managers) underpins ‘Now that events are allowed again, 
we do indeed need to start by taking a few small steps, to show that 
it can be done. To bind people to us again, we first need to lay a new 
foundation. Through small, internal events, we can prepare ourselves 
to organise meetings as safely as possible.’
 
‘It is a fact though, that it is more difficult to make smaller events 
profitable’, says Maurits van der Sluis, Chief Officer / Board of 
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1. Start small
2. In a hybrid format
3. Supported by solid data

Now that the curve is levelling out more and more, and the number of 
corona infections in our country is reducing rapidly, we’ve arrived at a 
point where we need to start hosting events again. In a combination 
of ‘in person and online’. With small, though significant, steps, we can 
show that it can be done.

This is what the captains of industry are saying
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Directors RAI Amsterdam. ‘But they do provide opportunity to test 
new protocols. That allows us to gather information that will greatly 
benefit us in the future.’

2. HYBRID MODELS 
‘People want to get back to it, but it is still a bit unnerving to them’, 
notes Pieter Bas Boertje, CEO of D&B Eventmarketing. As such, he 
too expects to see smaller groups at first, combined with hybrid-format 
events.

‘A hybrid model, open to both online and in-person visitors to 
conferences, is an essential step in reducing the risk of a setback’, 
emphasises Geerte Udo. ‘Moreover, it offers plenty of opportunity 
for increasing the visitor numbers.’

‘In terms of technology, we, as the Dutch congress and event industry, 
are in great shape’, says Noortje Teurlings, Board Member Community 
at Meeting Professionals International (MPI). ‘Because of that, those 
hybrid formats work perfectly and can be implemented fast.’

3. GATHERING EVIDENCE 
‘We, as an industry, need to show that the opportunities are there!’ 
emphasises Erik-Jan Ginjaar, CEO of Postillion Hotels. ‘To get the 
locks taken off, we need to set some good examples.’

‘We need to obtain evidence’, Riemer Rijpkema, Director of 
CLC-VECTA agrees. ‘By collecting data about how visitors behave, 
we can show that we really can keep those safety risks under control, 
and we can clear the way for further easing.’
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PRACTICE & PREACH
Explain that you’re doing the right thing and show it! 

EXUDE DEPENDABILITY 
Show that you’re working safely. Open the doors, be
transparent. Take away as much doubt as possible for your 
visitors by establishing a quality label that evidences and 
puts people at ease. You can depend on us! 

NXTMICE
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MAKE GOOD USE OF YOUR SKILLS
There are few other industries that are organised and standardised 
as well as the congress and event industry. Make good use of this 
advantage and implement safety standards as quickly as possible. 

EXPAND IT TOGETHER 
Let us, together, ensure that people’s preference goes to 
real events rather than online platforms. Either entirely in 
person, or in a hybrid form.

SHOW THE ADDED VALUE OF MEETING IN PERSON
Comply with the rules, but above all, make it fun. Show that live 
events are, and remain, unparalleled. 
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Confidence...it arrives on foot and departs on horseback. Even if 
they want to get back to the pre-corona crisis level, it is extremely 
important that we don’t get ahead of ourselves. To avoid taking the 
wrong decisions or making mistakes motivated by emotion, we 
need to take our time to assess and approach matters properly. 
Entrepreneurship is our strength and that cannot become affiliated 
with posing a risk to public health and safety. The breach of confidence 
that would arise from that, would be much harder to recover from 
than the chaos caused by Covid-19 itself.

The government is taking point in cleaning up that chaos, and the
only thing the market can do, is to follow step by step. However, 
what we can do, is accelerate the pace at which we follow. Restrictions 
can be eased, if there is evidence that it is safe to do so, and that 
evidence is something we can supply. As a collective. The whole is
greater than the sum of its parts! In the coming period, it is therefore 
especially important to collect and share both data and knowledge. 
With each other, with the parties lobbying in The Hague, and, 
ultimately, with the government. Organising an event safely, in 
compliance with the safety measures, is possible and we are going 
to prove it!
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INVESTING
‘The core is our passion for our profession and for the people, 

but ultimately we do need practice sound management in 
order to survive.’

Roderik van Grieken, debate leader Table of Twenty (Tafel van Twintig)

20 KOPSTUKKEN UIT DE BRANCHE IN DEBAT OVER HET NIEUWE NU

‘Hoe zorg je er tijdens recessie voor dat gasten 
                     toch INVESTEREN in een event?’

‘Hoe bouwen we het consumenten
              VERTROUWEN weer op?’

‘Hoe ziet de toekomst van de 
  INTERNATIONALE MICE-industrie eruit?’

20



20 KOPSTUKKEN UIT DE BRANCHE IN DEBAT OVER HET NIEUWE NU

‘Hoe zorg je er tijdens recessie voor dat gasten 
                     toch INVESTEREN in een event?’

‘Hoe bouwen we het consumenten
              VERTROUWEN weer op?’

‘Hoe ziet de toekomst van de 
  INTERNATIONALE MICE-industrie eruit?’

20

NXTMICE
S T A T E  O F  T H E  I N D U S T R Y

HOW CAN YOU ENSURE THAT 
ORGANISERS START INVESTING 
IN LIVE EVENTS AGAIN?

1. NEW BUSINESS MODELS
‘In terms of price-quality comparison, the Netherlands has garnered 
a good reputation’, an optimistic Stephan Stokkermans, Managing 
Director of Grand Hotel Huis ter Duin, says. ‘Especially in the higher 
segment. As such, I expect there will be some leeway for necessary 
price increases. We probably didn’t actually need Corona to justify 
that.’

Nicolette van Erven, Owner and Managing Director of Congress 
by design / IAPCO Board Member: ‘I expect events to become more 
expensive. That is why new business models need to be developed. 
Based on those hybrid models, for example. Which will allow us to 
increase the number of paying online visitors. The good news is that 
the online development that we had already implemented,
are playing an important part in this. These developments are now
implemented as quickly as possible.

15

1. New business models
2. Creative solutions
3. Joining forces
4. Risk reduction

An increase in the total cost of events is unavoidable. That is why The 
New Normal requires new business models and creative solutions. By 
joining forces, we can share the costs and take as wide as possible an 
approach, despite the restrictions.

This is what the captains of industry are saying
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2. 2. CREATIVE SOLUTIONS
‘Creating new business models requires the creativity of 
entrepreneurs’, Stokkermans emphasises. ‘The hospitality industry 
is already showing this can be done.’ The director of Huis ter Duin 
sees opportunities in redistributing and segmenting. ‘Our strength 
was in meetings for up to 1,300 people’, he explains. ‘That scale is 
not likely to be achieved for the foreseeable future. Perhaps now, 
that will be scaled back to only 300 people, divided over three hotels. 
When it comes to large(r) events, we will have to join forces.’

‘We need to involve the next generation in finding those creative 
solutions’’ emphasises Marco ten Hoor, Academy Director at Stenden 
Hotel Management School. ‘Especially now, we need their innovative 
ideas. Normally, the event industry is the most popular choice within 
the hotel schools’, he tells us. ‘But as a result of the corona crisis, 
we are seeing those numbers drop. Therefore, we need to show new 
graduates our versatility and resilience, show them that, online, we will 
most certainly keep going.’

‘Over the last period, the catering industry clearly showed that 
versatility’, says Michiel Meier Mattern, Chairman of ONCE - Official 
Network of Catering Events. ‘If you’re talking about new opportunities; 
we see many. Through robotics, for example, to comply with social 
distancing. Of course, the question now is how you can maintain the 
atmosphere. By thinking long and hard on this, together, we will find 
solutions for that as well. A lot can be done, as long as you work 
together.’

3. JOINING FORCES 
‘At this stage, it is not about the profits’, opines Désirée Baltussen, 
Director of Conventions at Rotterdam Ahoy, realistically. ‘It is about 
showing that we are capable of providing the management and 
organisation required.’ ‘The necessity, for example, of linking rooms 
together and expanding on pay-per-use technology, require additional 
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investments’, she explains. ‘The cost of those, we need to cover 
together. By looking at budgets and creative solutions together with 
all involved parties.’

‘The conference and meeting industry is great at organising, planning, 
and limiting safety risks’, stipulates Judith Huisman, Co-Founder of 
Meetingselect. ‘This happens to be exactly what we’re good at, even 
better if we share our knowledge. That is where awesome initiatives 
and solutions will be found.’

4. REDUCING RISKS
‘The biggest challenge for all involved parties, nationally and 
internationally, is making the budget work’. says Niels Klinkhamer, 
Managing Director of Klinkhamer Group | conferences & events. 
‘To still be able to attract initiators at times like these, especially from 
abroad, it is important that we create an as flawless and as risk-free as 
possible climate. By easing the cancellation policies, modifying the 
payment conditions.... By more clearly communicating that we, in 
the Netherlands, can use the pre-financing and guarantee fund 
(Voorfinancierings en Garantiefonds, VGF).’

17



INVEST IN PARTNERSHIP
The additional costs due to the corona measures cannot simply 
be passed on to the client. Invest in the partnership between 
client and sites and, together, look at ways to create added 
value through events. 

FOCUS ON HYBRID FORMATS
Both nationally and internationally, ‘hybrid’ is the keyword. 
With significantly fewer actual visitors than before, online 
guests have become a requirement. We are absolutely able 
to make events profitable, for example through pay per view. 
By attracting more paying online viewers, we can earn our 
money in The New Normal as well. 

NXTMICE
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BE TRANSPARENT ABOUT COSTS
Post-corona, different costs will apply. Explain this and show what 
factors contribute to the costs. For example, through ‘menus’, 
offering a light, medium, or large concept, you can provide 
transparency about what exactly a client is paying for. 

LISTEN TO EACH OTHER
Classical is a thing of the past, we need to do more jamming. 
Really listen to each other, sitting down with all involved 
parties and, together, shaping a great, joint, event.

18
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The bill for the temporary measures due to Covid-19 is high. But 
we need to bite this nasty bullet. Focussing on slow growth and then 
scaling up with moderation, will allow us to get through this as fast 
as possible.

The initial blow can be softened slightly by implementing modest 
price hikes. These can be justified because the quality and reputation 
of the Dutch MICE industry is excellent. The best option for 
subsequently returning to the levels of the past, is by introducing 
new business models. The ‘hybrid model’ seems to be particularly 
suitable for this. By offering both a live and online experience for 
the same event, we create opportunities for practically unlimited 
increases in visitor numbers. That online experience then does need 
to be just as spectacular as the physical experience.
It is up to us, in the coming period, to implement this as hospitably 
and tastefully as possible!

NXTMICE
S T A T E  O F  T H E  I N D U S T R Y
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INTERNATIONAL
‘At the start of this year, it looked like our industry would be taking the limelight 

thanks to the Eurovision Song Festival, the Grand Prix, Euro 2020 football....
Unfortunately, things turned out differently and, so far, we’re not seeing guests 
from abroad. In fact, Schiphol Airport expects it will not achieve the 2019-level 
until 2024. Does that mean we should, at least for now, focus on the national 

market, or are there still international opportunities out there?’

Roderik van Grieken, debate leader Table of Twenty (Tafel van Twintig)
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SHOULD WE, FOR NOW, FOCUS 
ON THE NATIONAL MARKET, OR 
ARE THERE STILL INTERNATIONAL 
OPPORTUNITIES OUT THERE? 

  

1. THE LOCAL MARKET AS A STEPPINGSTONE TO THE 
INTERNATIONAL MARKET
‘Definitely keep the focus on the international market’, advises Jos 
Vranken, Managing Director at NBTC Holland Marketing. ‘But 
start, initially, close to home, to first re-establish the corridors to 
neighbouring countries.’

‘Focus on the regional market’, Jeroen Duiker, VP of Global Network / 
BCD M&E, agrees. ‘Use the local market to prove what we, as industry 
and as country, can do and then use it to conquer Asia and America.’ 
Those markets especially, are looking on in amazement at the Dutch 
approach, he knows. ‘For example, the fact we’re not wearing face 
masks is inconceivable to them. That is why we need to provide 
unequivocal evidence that we are most definitely capable of organising 
events risk free.’

1. Start with the Netherlands and surrounding countries and 
 from that foundation, expand internationally
2. Convince other countries through innovations

By doing everything at the absolute highest level locally first, 
and showing this, together we can clear the way to attract 
clients and guests from abroad.

22
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‘We first need to show locally that we are doing really well’, Jaap 
Bakker, Board Member for ICCA/Managing Partner Panthen meeting 
services, also agrees. ‘And then focus as much as possible on the
international market and putting the business tourism in motion again. 
We need the international clients.’

2. 2. CONVINCE THROUGH INNOVATIONS
‘The Netherlands is known for its innovations’, Wilbert Lek, Managing 
Director at Rotterdam Partners, emphasises. ‘We are providing 
solutions to questions all over the world! We should do the same thing 
here and use it to convince the international market that events can 
be organised safely.’ To do this, the marketing and communication 
towards the international market should be running at full power even 
now’, he advises. ‘This message must be communicated to the world 
from day one!’

‘We’re allowed to fly and travel by public transport, but conferences 
are prohibited. That can’t be explained.’, says Arjen Paardekoper, 
lawyer and partner at Blenheim Advocaten, expressing the fear that 
the conference industry will become the last to reopen. ‘As such, I 
expect that we will move to an international system that does allow 
for it as soon as possible. Especially the MICE industry is extremely 
serious about safety and organisation’, he emphasises. ‘And the 
Netherlands is known for its ability to come up with innovative 
solutions. That is something we need to show, now more than ever.’

‘We’re known for our ability to look past borders’, Peter-Willem 
Burgmans, Managing Director of MCI the Netherlands, concurs. 
‘Let’s make sure we hold on to that status and apply our strength, 
literally and figuratively, to rebuilding the industry as quickly as 
possible.’
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DON’T GIVE THE COMPETITION ANY CHANCE 
The international market is improving again, we need to take steps now to 
ensure our place in it. Otherwise, we risk that network we’ve been carefully 
building up over the past years being lost to other countries.

MAKE HYBRID INTO AN INTERNATIONAL PRODUCT FOR SUCCESS
The Dutch congress and event industry is one of the front-runners in the 
organising of hybrid events. But, by only implementing this nationally, you’re 
missing out on important opportunities.

24

STICK TO YOUR STRENGTHS
After all, we just happen to be great at organising international 
congresses. Letting go of that would be a real waste.

DISTINGUISH BY SPECIALISING
Take the opportunity that is in front of you right now: as the Dutch industry, 
specialise in organising hybrid congresses and then expand that successful 
product to the international market.

TAKE THE FASTEST ROUTE TO LIQUIDITY
The industry needs liquidity and the most sensible approach is for 
people to look for it where it is relatively easy to obtain: nationally.  

PRESELECT THE LANE TOWARDS SUSTAINABILITY
Sustainability will play an ever growing part in event organisation. 
Start capitalising on that early, by operation nationally as much as 
possible and keeping the ecological footprint small. 

This is what the event professionals are thinking



Taking our attention off the international market is inadvisable. 
The Dutch MICE industry can’t survive on the national market as its 
only sales channel. Simply because it is a big industry and the national 
demand is comparatively small. Moreover, international events often 
have longer lead times, often as long as year or even more. Taking our 
focus off this market now, would lead to big problems in the future.

The primary focus should be on the Netherlands and neighbouring 
countries, because local demand for our events will be the first to be 
restored. Also, our cars currently feel like the safest form of transport. 
The engagement from the rest of the world does, of course, depend on 
various factors beyond our control, will people feel comfortable flying 
again? What is the situation concerning corona in other countries? The 
factor we can influence however, is people’s confidence. By utilising the 
aforementioned data to provide unequivocal evidence that we are most 
definitely capable of organising events risk free.

NXTMICE
S T A T E  O F  T H E  I N D U S T R Y
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