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L E A D E R S H I P  L O S S
In-person conferences and meetings are the 
major platform for most healthcare organizations 
to demonstrate and perpetuate themselves as 
industry experts to all of their stakeholders and 
competitors. Virtual gatherings will allow them
to assert their leadership.

N E W  D I G I T A L  E X P E C T A T I O N S   
Virtual events could become the new standard for customer 
experiences and people will look to organizations they 
respect for leadership, excellence and a positive experience. 
The organizations who can’t succeed digitally in the eyes of 
their customers will be left behind.

U N P R O V E N  V A L U E  P R O P O S I T I O N S  
Many organizations are going virtual for the first time without a record of success or customer experiences. 
They will have to work harder to convince both registrants and sponsors that investing their time and 
money is worth it.

N E W  C O M P E T I T I V E  T H R E A T S  
The majority of organizations will go virtual and 
increase the choices and experiences for 
customers. If customers, who still have 
informational and learning needs, don’t get what 
they need from one organization, they will move 
on to one of the many others.

T R I C K L E - D O W N  R E V E N U E  
Conferences, with their ability to demonstrate value 
and foster relationships, have far reaching impact 
for future purchase decisions across other 
programming and revenue generating sources of 
income on which healthcare organizations rely. 

Expecting lower registration and sponsorship revenue, organizations might be predisposed to downplay marketing 
for these events. However, healthcare organizations who put extra muscle into marketing virtual events might not 
only retain valuable customer relationships but acquire new ones and put themselves in a more competitive position 
for the long-term. 
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