Adoption of omnichannel
strategies in Life Sciences

In the fall of 2022, Definitive Healthcare surveyed leaders at life
science organizations to learn more about their teams’ use of
omnichannel strategies and the challenges they face in

implementation and measurement. Here’s what we found.
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What it all means

For life science companies, omnichannel strategies can result in increased customer and prospect engagement
and expanded outreach channel options. The strategies aren’t free of additional expense—many report investing
in additional resources and promotional spend to implement. But the increases in brand awareness, conversion
rates, and revenue demonstrate the value of omnichannel.
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