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Poretta & Orr is pleased to 
publish our Executive Summary 
on a recent healthcare convention 
marketing educational session 
presented at MassBio in Cambridge, 
Massachusetts. With over 30 
years of healthcare convention 
marketing, events and exhibition 
experience, our session on how 
to Maximize Your Convention 
Marketing Results: Development 
of Strategies for Biotechs from Pre 
Launch to Product Maturity is filled 
with impactful insights on how to 
incorporate successful strategies into 
your convention marketing program.
Poretta & Orr is a results-oriented, 
marketing company specializing in 
cutting-edge and relevant exhibits, 
events and strategic marketing 

programs. Our expertise and passion 
for the industries we are entrenched 
in such as: healthcare, information 
resources/publishing, technology and 
sporting, is clearly evident in our 
collective body of work.
For over 30 years, we have 
committed ourselves to exceeding 
objectives, listening to our client’s 
needs and delivering solutions that 
help our clients capitalize on their 
investment. We offer creativity and 
innovative solutions and services and 
expect our client’s to demand it of 
us. Visit our website for a full list of 
our capabilities.
Rob Metz, Senior Vice President 
Global Business Operations 
& Chief Compliance Officer, 
Horizon Therapeutics joined 
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Poretta & Orr for an interactive 
session at MassBio in Cambridge, 
Massachusetts to share his “lessons 
learned” marketing strategies. 
Throughout the session, Rob stresses 
the importance of working with a 
trusted and experienced partner. 
Rob credits Poretta & Orr as being 
instrumental in helping Horizon 
Therapeutics grow from a small 
company to the billion dollar 
company it is today. https://vimeo.
com/293599211/9f652ddf76
MassBio® is a not-for-profit 
organization that represents and 
provides services and support for 
the world’s leading life sciences 
supercluster. Representing 1,000+ 
biotechnology companies, academic 
institutions, disease foundations and 

The above graphic highlights the 
key components and framework 
needed to develop a successful 
exhibit program. Clearly defined 
roles and responsibilities are vital to 

success. Many think that building 
a booth that is visually appealing is 
the only priority. However, those 
with experience know the key to 
a successful convention marketing 

program is an integrated marketing 
approach and a well thought out 
communication plan.

HIGHLIGHTS:

Considerations needed to implement a successful 
framework for convention planning, include 
identification of essential partners and their roles.

• Utilize a strategic use of conventions through all 
phases of product life cycle.

• Review best practices relating to conventions, 
pre-launch and launch phases.

• Implement best practices pertaining to planning 
and program evaluation as a critical component 
of a successful convention marketing program.

• Agency collaboration processes are important to 
adopt.

HEALTHCARE CONVENTIONS 101 - ROLES & RESPONSIBILITIES

other organizations involved in life 
sciences and healthcare, MassBio 
leverages an unparalleled network of 
innovative companies and industry 

thought leaders to advance policy 
and promote education, while 
providing member programs, events, 
industry information, and services.

• Determine 
objectives

• Define success 
measurements

• Provide budget 
parameters & 
targets

• Develop internal 
communications 
platform

• Define exhibit 
strategy & 
metrics

• Provide turnkey 
fabrication & 
production 
support

• Full logistical 
management

• Event & 
ancillary on-
site program 
support

• Owners of 
brand & brand 
creative

• Translate 
creative needs 
& ideas to 
production 
partners

• Maintain 
artwork 
ownership 
& creative 
oversite

• Drives 
major show 
opportunities

• Essential to have 
a relationship 
with 

• Owner of 
key show & 
demographic 
information

• Selects 
locations, dates 
& venue

• Provide housing 
& other exhibitor 
services

• Provide 
logistical 
support on-site

• Maintain 
majority of city 
rates & costs for 
shows

• Require certain 
process for 
approval of 
exhibit work

• In charge 
of union 
regulations

• Provide on-site 
services

• Dictate 
certain show 
regulations

• Provide union 
jurisdictions

• Provides 
certain exhibitor 
services like 
catering, power, 
etc. 
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Regional Launch Strategy:

Have a clear understanding from 
the inception of your convention 
marketing program what messaging 
and audience is critical to reach 
for your convention program to be 
successful. Once the right audience 
is identified, measuring results 
is key to demonstrating success 
and a roadmap for how to move 
forward. Explore not only the larger 
conventions in any given specialty 
but also the local or regional 
conventions can be helpful.

• Utilize and leverage smaller more intimate show 
settings when appropriate

• Size of show and booth does not dictate importance 
of show

• Communicate to sales representatives the 
importance of one on one interaction

• Regional programs can grow quickly based on field 
requests, constantly evaluate return

Growth Strategy:

Clearly defined roles and 
responsibilities for those on the 
convention marketing team is 
critical for success. A clearly outlined 
communication plan, hierarchy and 
ownership is vital. 

• Develop overall multi-brand 
hierarchy approach

• Establish message by brand 
category and target audience

• Assign agency responsibilities 
clearly assuming multiple brand 
agencies involved

• Create a flexible exhibit asset 
that can grow and adjust with 
corporate needs

• Determine lines of 
communication and internal 
ownership of convention process

Agency Collaboration:

Working with an agency is often 
a necessary component of any 
convention marketing program. 
Understanding each other’s roles 
and responsibilities, as well as 
expectations for all parties involved, 
is important to keep this partnership 
healthy.

• Understand roles and 
responsibilities of each party 
involved

• Provide single clear direction 
to both parties regarding 
expectations

• Let them work for you, allow 
agency partners to collaborate 
offline and develop solutions

• Set budget parameters for all 
parties

• Require individual check in and 
status updates from both parties

Conclusion:

Clearly every convention marketing 
program has different needs 
but there are definite common 
denominators to recognize to ensure 
that your company’s convention 
marketing program is achieving 
optimal success. Throughout this 
summary we have provided the 
highlights of strategies that are 
utilized by the highly successful 
Horizon Therapeutics. Poretta & 
Orr has been a valued partner with 
Horizon from the inception of their 
convention marketing program 
and we are proud of the success 
and growth Horizon Therapeutics 
continues to achieve.  
To hear Rob Metz discuss first-
hand the importance of Horizon’s 
collaboration with the right partner, 
Poretta & Orr, watch this short 
video.
 https://vimeo.com/293600003/
b42801a8a9

For additional information about 
Poretta & Orr, our capabilities or for 
more information about this presen-
tation, please contact:

Jacqueline Beaulieu, HMCC
Director Strategic Marketing & 
Client Engagement
beaulieuj@porettaorr.com

Phone: 215-345-1515
Direct:  404-509-4248
www.porettaorr.com


