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The Destination Booking Agreement (DBA) is a best practice outline that helps guide Destination 
Organizations / Convention & Visitor Bureaus (CVBs) by creating recommended terminology and 
providing items for consideration, in an effort to maximize the organization’s success and provide 
consistency in messaging across the industry.

When creating a DBA there are several items that should be considered, as outlined below:

OUTLINE OFFERINGS

OUTLINE TIMELINES

GUIDING PRINCIPLES
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It is important that the DBA contains a clear and concise summary of the details of the 
proposal. Ensuring that the event dates, hotel room block and space specifics are outlined and 
accurate in the DBA is imperative.

Timelines are another important element in the DBA. When laying out expectations for all 
parties involved, any applicable timelines should be included. Though these will vary depending 
on the destinations structure, examples could include:

• Timeline for cancellations and corresponding fees

• Timeline for license agreements

• Timeline for both headquarter and overflow hotel contracts

• Timelines for deposits 

• Timeline for post-event data collection

Another important element of the DBA is ensuring it includes clear and concise performance 
requirements. If there is an expectation that the customer is required to complete a level of 
attendance, room block pick-up or any other performance metric, such requirements need to be 
clearly stated along with any corresponding contingencies. Laying this out in the DBA will allow 
both parties to have an understanding of the expectations and outcomes that are tied to those 
expectations.

Continued on Next Page

1Destinations International (“DI”) provides a variety of materials to its members including this Destination Booking Agreement (collectively 
“Resources”) for educational purposes and for general guidance. These Resources do not constitute legal advice; in all instances, legal 
professionals should be consulted. In no event shall DI be held liable for any damages resulting from use of the Resources even if DI has been 
informed of the possibility of such liability.
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Overview Document

The Large Market Roundtable is the committee that collective designed the best practices 
surrounding the Destination Booking Agreement. The organizations represented on the committee 
included:

• Atlanta CVB

• Choose Chicago

• Destination Toronto

• Explore St. Louis

• Greater Boston CVB

• Greater Miami CVB

• Houston First Corporation

• Las Vegas Convention & 
Visitors Authority

• Los Angeles Tourism & 
Convention Board

• Louisville Tourism

• Minneapolis CVB

• Nashville Convention & 
Visitors Corporation

• New Orleans & Company

• NYC & Company

• Philadelphia CVB

• San Diego Tourism 
Authority

• San Francisco Travel 
Authority

• Tourism Montreal/Greater 
Montreal Convention & 
Tourism Bureau

• Visit Anaheim

• Visit Austin

• Visit Baltimore

• Visit Denver

• Visit Indy

• Visit Orlando

• Visit Phoenix

• Visit Salt Lake

• Visit San Antonio

• Visit Seattle

• Visit Dallas

Case StudiesGuiding Principles

TOOLKIT

LARGE MARKET ROUNDTABLE
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CASE STUDY
DESTINATION BOOKING AGREEMENT (DBA)
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1Destinations International (“DI”) provides a variety of materials to its members including this Destination Booking Agreement (collectively 
“Resources”) for educational purposes and for general guidance. These Resources do not constitute legal advice; in all instances, legal 
professionals should be consulted. In no event shall DI be held liable for any damages resulting from use of the Resources even if DI has been 
informed of the possibility of such liability.

Location: Website:

Number of Staff:

Definition of City-Wide Event (# of Rooms on Peak):

Average Number of Citywides Per Year:

3-Year Average of Number of Canceled Events:

Overview of:1

Convention Center Overview

Total Meeting Space Sq. Ft.:

Number of Ballrooms:

Number of Exhibit Halls:

Total Rooms in Downtown:

Rooms Connected to Center:

Hotel Package Overview

TIMELINE
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1.9M Meetings

300M Room Nights

$325B of Direct Spending

1-in-10 Attendees are International

$845B in Economic Impact

5.9M Jobs

$249M Income Labor

$446B in GDP

$104B in Federal, State, and Local Taxes

What is it?

The Destination Booking Agreement (DBA) is a client agreement document that is utilized by a CVB/
Destination Organization when they secure a group for a future meeting or convention. Historically 
referred to as a Letter of “Agreement”, “Intent” or “Commitment”, the document typically outlines 
both the commitment and liability associated for both the booking organization and the host 
destination in the event of a cancellation or booking displacement.

Who does the DBA apply to?

The general guidelines and best practices are applicable to destinations and meetings of all sizes that 
exchange tangible goods throughout the booking process.

Why is the DBA needed?

• It creates recommended terminology that will provide uniformity in destinations and result in 
operational ease for meeting professionals as they work with different cities.

• It provides clear timelines, expectations, and accountability for both parties.

• It addresses the impact of event cancellations.

• It creates more opportunity for deeper partnerships between the CVB, Convention Center and 
potential event strategists.

What are the initial challenges?

• Onboarding and understanding during industry transition and implementation.

• Onboarding and understanding of venue and hotel partners.

• Onboarding and understanding of the event strategist.

What should be considered in advance?

• It is important to remember that every destination is structured and funded differently. In order 
to maximize success and create a DBA that works for the nuances of your destination, it is 
important to consult with your legal counsel  for review prior to launching. Working with your 
legal counsel and venue to understand your value propositions and the language around those 
items is of key importance.

PRE-PANDEMIC SNAPSHOT: US MEETING SECTOR ACTIVITY

DESTINATION BOOKING AGREEMENT (DBA)

ITEMS TO CONSIDER
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Oxford Economics Economic Significance of Meetings to the US Economy (2018)
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• Upon review with your legal counsel, ensuring that an agreement is enforceable will require the 
presence of value to both parties (consideration). Clear recognition of the value provided by the 
CVB is imperative and providing tangible examples of that value will avoid clauses which might 
be subject to challenge as not providing value.

For a full list of items to consider, please reference the Guiding Principles document in the DBA 
Toolkit.

Destination case studies are available. Please reference the Case Study folder within the DBA toolkit 
to view and download all case studies.

CASE STUDY EXAMPLES

Case Study Examples

https://destinationsinternational.org/destination-booking-agreement-dba

