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The great thing about working with Right On Pointe 

is all the varied experiences its staff has in the event 

and marketing space. Sara and her team are very 

focused and able to articulate what a user conference 

could do to create business impact. They know what 

works and doesn’t work, from the high-level strategic 

decisions down to tactical items.

“

“

MICHELLE FISCHER
Vice President, Marketing
Lanyon



CLIENT
Lanyon

INDUSTRY
Technology/Hospitality

LOCATION
Dallas, Texas

OBJECTIVES
• Create an event strategy and 

plan for company’s first user 
conference, Lanyon Live

• Design an outstanding 
educational and networking 
event for an extremely 
discerning audience, event 
planners 

• Integrate the input of multiple 
business units in event planning 
and design 

• Showcase Lanyon’s integrated 
Smart Events Cloud solution for 
running large-scale conferences 
effectively 

• Create cross-sell and upselling 
opportunities through the event 

• Introduce Lanyon customer 
service staff to drive home the 
event theme, “Better Together”

RIGHT ON POINTE SERVICES
• Strategic event services

KEY SUCCESSES
• Designed, planned, and 

executed Lanyon’s first user 
conference

• Achieved Lanyon’s goal of 
obtaining 390 registrants 

• Created a high-impact event 
with keynote addresses from 
Shark Tank’s Lori Greiner 
and Dreamforce’s Elizabeth 
Pinkham 

• Drove pipeline revenue 
opportunities for Lanyon at the 
event 

• Will partner with Lanyon’s 
marketing team on designing 
Lanyon Live 2016 

Designing a First-of-its-Kind 
User Conference for a leading 
Technology Company
There are few audiences harder to impress than event planners. After 
all, this group of professionals is responsible for delivering events 
that provide a major “wow” factor for conference participants in a 
wide array of verticals as they drive significant ROI for their respective 
companies. “This industry knows events,” says Sara Moseley, 
Founder, Right On Pointe, a strategic event services company. “They 
have to be blown out of the water.” 

Lanyon, a company that offers cloud-based applications to streamline 
the planning and execution of meetings and events, knew it had to set 
the bar high to garner both the quantity and quality of participation it 
wanted at its first-ever user conference, Lanyon Live. In July 2015, a 
cross-functional team, headed by Michelle Fischer, Vice President of 
Marketing, began brainstorming what the event should encompass. 
The clock was ticking. The event was slated to be held just four 
months away on October 26-28, 2015 in Dallas, Texas. 

PARTNERED
WITH

LANYON’S
MARKETING TEAM

ON DESIGNING
LANYON LIVE

2016
ACHIEVED

LANYON’S GOAL 
OF OBTAININGDROVE
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User Conferences Key to Driving Revenue 
and Creating Customer Loyalty
Companies in all industries are holding user conferences to gather prospects and existing customers for education, 
networking, and updates on new products and services. For many companies, these events prove to be strategically 
important to driving pipeline revenue opportunities. In addition, they enable prospects to hear how solutions drive 
business success from customer advocates, rather than sales people. Dreamforce, which draws more than 172,000 
participants from around the world, is the ultimate example of how to turn customers into raving fans. 

Michelle Fischer, Vice President of Marketing, Lanyon, was excited about the opportunity to use Lanyon Live to 
showcase the integrated Smart Events Cloud, which provides the full suite of tools companies need to run events as 
large as Dreamforce. Not only would Lanyon use thought leadership to discuss the solution’s capabilities, but the 
Smart Events Cloud would be used to plan and run Lanyon Live, serving as the ultimate product demo. However, 
Fischer felt there was a risk factor in her organization’s ability to design and deliver a high-quality event for its high-
demand participants. The user conference was just four months away, and Lanyon had never designed an event of this 
magnitude before.



Lanyon Team Supports Event 
Planners Hosting Global and 
Business-Critical Events

Using Best Practices to Set the 
Stage for an Event’s Success

The Lanyon team wanted to hold a user event near its Dallas 
headquarters, so that they could introduce customers to the employees 
who support them. The company had recently completed a series of 
acquisitions to develop a full-featured solution suite that helps event 
planners take global or large-scale conferences from initial concept 
creation through seamless execution and participant follow-up. Lanyon 
executives felt it was important to show busy event planners and 
hoteliers, the target audience, that they would have access to superb 
customer services in volume- and transaction-intensive environments. 

As Fischer was pondering her options, she met Moseley at a live event 
Cisco was hosting for it’s customers.  Moseley was at the customer event 
with her client, Christine Krumbholz, Senior Manager of Corporate Events, 
Omnitracs, to evaluate Lanyon’s Smart Events Cloud solutions, which 
Cisco was using to power their users conference.

As the three professionals spoke, Fischer had a realization, “Sara and I 
had just one degree of separation from each other, because we’d both 
worked with a lot of people who I really respected. When I realized what 
Sara’s firm offered and what she was working on with Omnitracs, our 
sister company, it became clear to me that I needed Right On Pointe, too.”

“We didn’t know what we didn’t know,” continues Fischer. “So one of 
the first things Sara and her team did was discuss best practices for 
event planning. Right On Pointe helped us lay out what a project plan 
should look like for a conference of this size. We then worked through all 
of the different elements and brainstormed ways to achieve our goals. 
Right On Pointe helped us create a strategy for Lanyon Live and then the 
tactical plan, timing, and sequence of everything we needed to deliver 
the event. So that was incredibly important to the event’s success.”

Among the advice Right On Pointe contributed: securing a woman 
entrepreneur keynote speaker whose story would resonate with 
the mostly female audience, using an internal campaign to help the 
sales organization drive registrations and sell sponsorship programs, 
running each breakout session only once, and using a variety of learning 
environments. Breakout sessions had a mix of classroom, roundtable, 
theater, and even beanbag seating to foster engagement and 
participation. 

When I realized what  

Sara’s firm offered and 

what she was working on 

with Omnitracs, our sister 

company, it became clear to 

me that I needed Right On 

Pointe, too.“

“

MICHELLE FISCHER
Vice President, Marketing
Lanyon



Creating a True 
Partnership to Facilitate 
Decision Making

Onsite Supports Key to 
Maximizing Aggressive 
Timetable for Event 
Design and Launch“Sara, Candice, and the rest of the Right On Pointe 

team did a great job integrating with our team,” says 
Fischer. “Sara and Candice had an honest, collaborative 
approach that worked very well with our executives 
and staff. They worked with us as a true partner and 
participated in every call or meeting that we needed to 
have. I never doubted that they were 120% committed 
to the success of Lanyon Live and the success of our 
team. They were all-in and just dove in to help wherever 
we needed support.” 

With an aggressive schedule of just four months to 
launch the event, Fischer decided that she needed 
onsite support. Candice Crossfield, Meeting and Event 
Producer for Right On Pointe, spent two days a week at 
Lanyon’s headquarters, working with Fischer and her 
team of two event planners and facilitating input from 
key stakeholders. Participants from Lanyon’s sales, 
product management, marketing, professional services, 
and technology organizations, all contributed to the 
design and planning of Lanyon Live. 

“Candice’s onsite presence was great for building 
relationships across the organization that were 
ultimately helpful in helping us move faster,” states 
Fischer. “Candice was able to work with the marketing 
team that was responsible for all of the creative 
branding, content, integrated marketing and promotion, 
speaker management, and executive facilitation. And it 
also made our communications more effective for the 
times when Candice wasn’t onsite, as we had built that 
rapport.”

“As we got closer to the event, we realized that we 
didn’t have enough bandwidth to get everything done,” 
says Fischer. “So I increased the scope of work with 
Right On Pointe as the team was doing such a great 
job and we really needed the support. They took on 
the procurement and management of the production 
company and created the sponsorship program and 
promotional materials. There were lots of different 
moving pieces that Right On Pointe was able to take on 
and own, which was really helpful to us,” she adds.



Maintaining Flexibility for Last-
Minute Registration Surge

Right On Pointe helped Lanyon achieve its goals for a spectacular event. The 
first day featured a customer advisory board meeting and an opening reception 
that was held poolside at the luxury Fairmont Hotel in downtown Dallas. Days 
two and three featured thought leadership sessions and a customer awards 
luncheon.

One of our greatest challenges 

that we had to negotiate was 

the unknown, since this was 

a brand-new conference. We 

didn’t have any historical 

data about the number of 

registrations and drop-offs that 

we would expect. So Sara and 

Candice worked closely with 

our team to navigate changes 
as the counts were coming 

in, because they affected 

everything from the general 

session setup to the rooming 

list and the beverage count. 

We had a last minute surge on 
attendance, so up until that 

final week we were making 

changes.

“

“

MICHELLE FISCHER
Vice President, Marketing
Lanyon



Entrepreneur Lori Grenier and 
Event Expert Elizabeth Pinkham 
Serve as Lead Speakers
Highlights of the user conference included a keynote address by Lori 
Grenier, a famed retail products inventor who has created over 450 
products and appears on QVC and is one of the Sharks on Shark 
Tank. “Right On Pointe was instrumental in finding Lori. She received 
critical acclaim from the audience. People really enjoyed hearing her 
story,” says Fischer. 

Elizabeth Pinkham, Senior Vice President of Strategic Events 
and Executive Briefing Centers for Salesforce, was another big 
draw. Pinkham did a Q&A interview discussing how her company 
continually evolves the Dreamforce user conference to meet 
customers’ rising expectations. Salesforce uses Lanyon’s solution 
to run Dreamforce, checking in as many as 5,000 attendees per 
hour for sessions at 219 stations across the conference campus.1  
Using Lanyon analytics, Pinkham and her team are able to evaluate 
session popularity, sponsor leads, and attendance patterns, among 
other variables.2  “We couldn’t do Dreamforce without Lanyon,” said 
Pinkham.3 

At the end of day two, Lanyon Live held an 80s party at a bomb 
factory that had just been converted into an edgy event space. 
Participants dressed up in 80s wear and danced to the music of the 
Spazzmatics, an 80s cover band, as they enjoyed an open bar and 
food. They also used branded selfie sticks to shoot imagery of the 
event.

1Allison Hall, “What a Massive User Conference Can Teach Any Meeting,” MeetingsNet, November 9, 2015, 
 http://meetingsnet.com/attendee-management/what-massive-user-conference-can-teach-any-meeting. 
2Ibid. 
3Lanyon Live Section, Lanyon Corporate Website, undated, http://www.lanyon.com/lanyonlive/ 



Making the Right Decisions for a High-
Impact Event
“The great thing about working with Right On Pointe is all the varied experiences its staff has in 
the event and marketing space,” says Fischer. “Sara and her team are very focused and able to 
articulate what a user conference could do to create business impact. They know what works and 
doesn’t work, from the high-level strategic decisions down to tactical items. So that was extremely 
valuable.”

Lanyon exceeded its registration goal, obtaining 390 registrations with 349 of that number 
actually attending. “That was outstanding for us,” says Fischer. “We also sought to generate 
pipeline revenues from the event, and that is still coming in. Another objective was to demonstrate 
that customers who attended the user conference are more likely to renew their yearly services with 
us. We are in the process of proving that out now.” 

Lanyon executives were extremely pleased with the success of the event and plan to hold a 2016 
event. Based on her success working with Right On Pointe, Fischer says she will engage the firm 
again and focus on creating an even more outstanding event for Lanyon customers. “I can’t say 
enough good things about the Right On Pointe team. They were the kind of people I would want 
to hire and be a part of my team, all of the time. They were wonderful partners to work with,”         
says Fischer. 

RIGHT ON POINTE
2451 Cumberland Parkway,
Suite 3775 | Atlanta, GA 30339

T: 404-307-0295
info@RightOnPointe.com

WWW.RIGHTONPOINTE.COM


