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In the Beginning (February/March 2020)

• States of emergency and 
a global pandemic

• Force Majeure
• Impossible
• Illegal
• Etc.

• Is anything impossible?
• Brand-wide approach



The Continuing Pandemic

• Negotiate a compromise
• Rebook, rebook, rebook
• Apply deposits/damages to 

rebooked event

• Renegotiate force majeure
• Renegotiate attrition, cut-off 

dates, deposit requirements
• The limits of lawyering



Present Day

• Force Majeure, redux
• Pandemic, outbreak, epidemic, 

public health emergency
• Impractical, unhealthy, unsafe, afraid
• Affected amenities
• Corporate travel policies 

• COVID-19 Clauses 
• Health and safety laws; WHO/CDC 

guidelines; hotel policies
• Additional termination right(s)
• Right to renegotiate if situation 

doesn’t improve



Present Day and Beyond

• COVID-19 is a known quantity
• Risk allocation if pandemic 

worsens or doesn’t improve
• Be the party holding the money
• Check indemnity language 
• Consider attendee waivers



Thank you!

PHONE 206.816.1483

EMAIL ruth.walters@foster.com 

CONTACT


