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“ Because of my really positive experience with 

Right On Pointe, I recommended the firm to plan 

the user conference of our new parent company, 

Omnitracs. This event was a significant priority for 

our business as it was our first major event after 

the acquisition. Both the Roadnet and Omnitracs’ 

events went so well that we’re working with Right 

On Pointe for the next Outlook user conference, 

which will be held in January 2016.” 

KATE REEFE
Director of Marketing, Roadnet Technologies



CLIENT 
Roadnet Technologies

INDUSTRY
Fleet Management Software 

LOCATION
Baltimore, Maryland

OBJECTIVES
•  Increase the quality and attendance 

of Roadnet Technologies’ annual 
user event, while also driving 
sponsorships

•  Provide processes and best 
practices to streamline conference 
planning and content development

•  Facilitate decision making with 
cross-functional teams 

•  Generate meaningful sales 
opportunities

RIGHT ON POINTE SERVICES 
• Strategic event services

KEY SUCCESSES
•  Influenced sales opportunities 

resulting in valuable additions to 
the pipeline and closed business

•  Doubled sponsorships from 2014 
to 2015 to make Perform user 
conference a cost-neutral event 

•  Was recommended to help new 
parent company, Omnitracs, plan 
its Outlook 2015 user conference, 
announcing five acquisitions 

•  Provided ongoing strategic event 
services for Roadnet Technologies’ 
Perform user conferences

WAS 
RECOMMENDED 

TO HELP NEW 
PARENT COMPANY, 

OMNITRACS, PLAN ITS 

OUTLOOK 
2015 USER 
CONFERENCE, 
ANNOUNCING 
ACQUISITIONS

INFLUENCED 
SALES 

OPPORTUNITIES 
RESULTING IN 

VALUABLE ADDITIONS 
TO THE PIPELINE 

AND CLOSED 
BUSINESS

DOUBLED 
SPONSORSHIPS 

FROM 2014 

TO 2015 TO 
MAKE PERFORM USER 
CONFERENCE A COST-

NEUTRAL EVENT 

Helping Roadnet Technologies 
Out-Perform Competitors with 
its User Conference 
Like many B2B companies, Roadnet Technologies leverages its 
user conference, Perform, as an educational and sales event. The 
company’s annual customer event provides a golden opportunity 
to share the company’s vision for the industry, showcase client 
successes—as well as cross-sell and upsell products and services  
to its 250 to 300 attendees. 

Explains Roadnet Marketing Director Kate Reefe: “We have a very 
valuable client base. When we bring our customers together for a 
user conference, we want to provide it all—thought leadership, best 

practices, networking, and key takeaways. Our goal is to ensure our 
clients recognize Roadnet as leading the industry and offering them 
value on an ongoing basis. But we also use the event to introduce 
new products and services and generate sales opportunities. We are 
conscientious in ensuring the event is valuable to our customers and 
rewarding for us.”

WAS RECOMMENDED 
TO HELP NEW 

PARENT COMPANY, 
OMNITRACS, PLAN ITS 

OUTLOOK 
2015 USER 
CONFERENCE, 

ANNOUNCING FIVE 
ACQUISITIONS 
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Teaming with Right On Pointe  
to Evolve the Perform User Conference   
Roadnet Technologies hosted a user conference for two 
years, using internal staff to plan and manage it, but 
engaged with Right On Pointe to elevate the event in 

2014. “We really liked the fact that Sara Moseley had solid 

experience with user conferences and had run them from 
the inside, as a corporate marketing leader, rather than 
from a pure agency perspective,” says Reefe. “It was also 
very apparent that Sara was incredibly resourceful and 

able to design and execute events from the ground up, 
with very little direction and oversight. We knew she would 
roll up her sleeves and act as an extension of the team.”

Moseley did just that, traveling bi-weekly to Roadnet’s 
headquarters in Baltimore, Maryland, at the company’s 

request, so that she could help the marketing team 
facilitate decision making with internal stakeholders. 
Although many clients choose to work with Right On Pointe 
remotely, meeting in person for kickoff meetings, site visits, 
and other key decision making events, Moseley found the 
increased contact helpful. “I was able to build relationships 
with the Roadnet staff and work directly with cross-
functional teams,” says Moseley. “It was useful to meet 

face-to-face to develop a stronger market message and 
ensure the voice of the customer was represented in theme 
and session design.” 



“ The Right On Pointe team 

is expert at what they do; 

they understand what 

contracts should look like. 

They’ve seen hundreds if 

not thousands of contracts 

over the course of their 

collective careers, so 

they know what to spot 

and how to negotiate. We 

felt confident that we’re 

getting the best value 

possible.” 

KATE REEFE

 Director of Marketing,  
Roadnet Technologies

Recommending Right On Pointe for 
an M&A Showcase Event 
Soon after Right On Pointe began work, Roadnet Technologies was acquired 
by Omnitracs. Reefe was so impressed with Right On Pointe that she became 
a strong advocate for their services with the parent company. “Because of my 
really positive experience with Right On Pointe, I recommended the firm to 

plan the user conference of our new parent company, Omnitracs. That event 
was a significant priority for our business, as is was our first major event after 
the acquisition,” says Reefe.

Reefe says that Right On Pointe was instrumental in helping Roadnet 

shape its message for the Omnitracs user event. “We actually went through 
multiple iterations of conference brands to show that Roadnet was now part 
of an integrated organization with a larger vision. It was a bit challenging, 
because Omnitracs hadn’t rebranded the company yet. Right On Pointe helped 
execute that process: facilitating discussion and decision making about the 
conference name, creating the visual identity, and making sure everything 

aligned to that new brand,” says Reefe. 



Right On Pointe’s Processes 
Make Event Planning Easy
As a marketing leader whose job encompasses far more than 
events, Reefe says she values Right On Pointe’s systematic 
approach to planning. She goes on to explain that Right On 

Pointe provides processes, templates, tracking, and meeting 

facilitation for theming, content planning, and breakout 

session development. “People are so busy, and they don’t have 
time to figure out each detail every step of the way. Right On 
Pointe has eliminated much of that thinking. We simply use 

their content planning templates and move forward, confident 
that Right On Pointe will support the different tracks. They 
understand our objectives for products and services; keeping 

people focused on the right path.” 

Reefe also feels Roadnet is in good hands when it comes to 
vendor negotiations and interactions. “Right On Pointe does 

everything for you. They assist in the hotel selection process, 
work with the staff, the catering events team, A/V, and all of the 
other vendors to get you the information you need and negotiate 
the effective contract—not just great deals, but services that 

will meet our needs. The Right On Pointe team is expert at what 
they do, so they understand the nuances associated with events. 
They’ve seen hundreds if not thousands of contracts over the 
course of their collective careers, so they know what to spot and 
how to negotiate. We felt confident that we’re getting the best 
value possible,” she says.  



“ Right On Pointe is totally 

unique in the strategic event 

space. They’re not like other 

event planning companies or 

marketing agencies, because 

almost nothing is off the 

table. The Right On Pointe 

team will come in and talk 

to you about your company’s 

needs and develop a plan to 

achieve your business goals. 

They offer a level of expertise 

because they have built 

events from the ground up in 

their prior corporate careers. 

That level of confidence and 

competence alleviates the 

burden on marketing teams, 

because you know that 

everything is being handled: 

from the big picture needs to 

the intricate details.” 

KATE REEFE

 Director of Marketing,  
Roadnet Technologies

Strategic Events that Build the Sales 
Pipeline 
Roadnet measures several key metrics to assess conference impact, including 

attendance, bookings and sales. “We’ve influenced several significant deals and 
forged stronger relationships with key clients,” says Reefe. 

In addition, driving sponsorships is critical. “One of our goals is to make the 

event as cost-neutral as possible, utilizing partners and vendors to help fund 
the event while driving registrations was key,” says Reefe. Working with Right On 
Pointe, the company doubled sponsorships from 15 for the 2014 Perform event 

to 30 for the Omnitracs event. “Our sponsors found value in participating and 
received individual attention to ensure they were satisfied,” she states.  

“Both the Roadnet and Omnitracs’ events were so successful that we’re working 
with Right On Pointe for the next Outlook user conference, which will be held in 
January 2016,” Reefe continues. 





A Strategic Events Firm That Serves 
as an Extension of Your Company 
“Right On Pointe is totally unique in the strategic event space,” says Reefe. 
“They’re not like other event planning companies or marketing agencies, because 
almost nothing is off the table. The Right On Pointe team will come in and 
talk to you about your company’s needs and develop a plan to achieve your 

business goals. They offer a level of expertise because they have built events 
from the ground up in their prior corporate careers. That level of confidence and 
competence alleviates the burden on marketing teams, because you know that 
everything is being handled: from the big picture needs to the intricate details.”

“Even though we have grown our events team internally and have additional 
resources, we continue to use Right On Pointe, because they do such a great job 

with every aspect of the event planning and execution process,” concludes Reefe.  

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

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

WWW.RIGHTONPOINTE.COM 


