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TIRES DESIGNED FOR CHAMPIONS©

1.HOOSIER  
TIRE EAST

56-H Loomis Street 
Manchester, CT 06042 
Phone: (860) 646-9646 
Email: rob@hoosiertireeast.com

2.HOOSIER TIRE  
MID-ATLANTIC

BALTIMORE 
2931 Industrial Park Drive
Finksburg, MD 21048 
Phone: (410) 833-2061 
Email: sales@hoosiermidatlantic.com  
www.hoosiermidatlantic.com 

3.HOOSIER TIRE 
MID-ATLANTIC 

PITTSBURGH 
110 South Pike Road, #207 
Sarver, PA 16055 
Phone: (724) 360-8000 
Email: sales@hoosiermidatlantic.com  
www.hoosiermidatlantic.com

4.HOOSIER TIRE 
OHIO VALLEY

1933 Staunton Turnpike
Parkersburg, WV 26104
Phone: (304) 428-5000
Email: todd@poske.com
www.poske.com 

5.HOOSIER TIRE  
MIDWEST

SPRINGFIELD 
3886 E. State Route 54 
Springfield, IL 62707 
Phone: (217) 522-1955 
Email: jessica@racetires.com 
www.racetires.com 

6.HOOSIER TIRE  
MIDWEST

INDIANAPOLIS 
4155 N. 1000 E., Ste A,  
Wally Parks Dr.  
Brownsburg, IN 46112 
Phone: (317) 858-1234 
Email: hoosiertiregirl@gmail.com  
www.racetires.com

7.HOOSIER  
TIRE MIDWEST

PLYMOUTH 
1801 Jim Neu DHrive 
Plymouth, IN 46563 
Phone: (574) 936-8344
Email: hoosiertireply@aim.com
www.racetires.com 

8.HOOSIER  
TIRE NORTH

21601 John Deere Lane
Rogers, MN 55374
Phone: (763) 428-8780
Email: htnrace@aol.com 
www.hoosiertirenorth.com

9.HOOSIER  
TIRE SOUTH

ASPHALT 
P.O. Box 537 
Welcome, NC 27374 
Phone: (336) 731-6100 
Email: hoosierasp@lexcominc.net

10.HOOSIER  
TIRE SOUTH

DIRT OVAL 
P.O. Box 1437 
Clinton, TN 37717 
Phone: (865) 457-9888 
Email: hoosierdavid@bellsouth.net

11.HOOSIER  
TIRE SOUTH

ROAD & DRAG 
P.O. Box 6080 
Maryville, TN 37802 
Phone: (865) 984-3232 
Email: road&drag@hoosiertiresouth.com

12.HOOSIER TIRE 
GREAT PLAINS

3801 W. Pawnee, Suite 200  
Wichita, KS 67213 
Phone: (316) 945-4000 
Email: sales@hoosiertiregp.com  
www.hoosiertiregp.com 

13.HOOSIER TIRE 
GREAT PLAINS

NEBRASKA
12252 N 153rd Circle  
Bennington, NE 68007
Phone: (402) 281-9700
sales@hoosiertiregp.com 
www.hoosiertiregp.com

14.HOOSIER TIRE 
SOUTHWEST

103 Gross Road, Bldg. A  
Mesquite, TX 75149 
Phone: (972) 289-RACE (7223) 
Email: tom@smileysracing.com www.
smileysracing.com

15.HOOSIER  
TIRE WEST

2608 E. California 
Fresno, CA 93721 
Phone: (559) 485-4512 
Email: racing@hoosiertirewest.com www.
hoosiertirewest.com

16.HOOSIER TIRE  
CANADA

117-119 Cushman Road 
St. Catherines, Ontario,  
Canada L2M 6S9 
Phone: (905) 685-3184 
Email: ronmckay@bic  
knellracingproducts.com  
www.hoosiertirecanada.com

17.HOOSIER TIRE  
CANADA-NY

1733 Maryland Avenue 
Niagara Falls, NY 14305 
Phone: (716) 285-7502 
Email: usasales@ 
bicknellracingproducts.com 
www.bicknellracingproducts.com

18.HOOSIER  
TIRE  

WESTERN CANADA
5601-45 ST Leduc, 
Alberta, Canada T9E 7B1 
Phone: (780) 986-7223 
Email: parts@geeandgeeracing.com
www.geeandgeeracing.com

www.hoosiertire.com
65465 SR 931, Lakeville, IN 46536 (574) 784-3152
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MAKING NEWS STORY BY RPM WORKSHOPS

The Value of Relationships and the Need for New 
People... 
 
Recently a conversation was taking place between my-
self and a close friend. 
 
My friend was a meeting in the Midwest, I was traveling 
to do something that took the better part of a year to co-
ordinate and record. It was an interview for a documenta-
ry on someone who had unfortunately passed away in a 
tragic accident that was a very close friend. The docu-
mentary was being filmed to preserve his legacy. 
 
During the conversation I stated “I wish I had a clone...” 
something the world really doesn’t need, however the 
desire to be two places at once was a menace in my 
mind. That happens a lot. It happens to all of us and in 
this day-and-age, it has become incredibly challenging to 
find people who are not only dependable, but trustworthy 
enough to get things done the way we want or expect 
them to be accomplished. 
 
As we look at our industry it is increasingly easy to see 
that there are less people doing more things. 
 
No longer is the typical promoter just promoting one 
track. That is a rare thing now. Most promoters are pro-
moting multiple tracks, perhaps a Series, another busi-
ness and some folks have “real jobs” in addition to their 
promotional positions within racing. We all seemingly take 
on more versus bringing in new talent to grow and build 
our talent pool. 
 
That pool is slim and getting slimmer. You know exactly 
what I’m writing about if you have looked for help recent-
ly. 
 
It is true that is difficult to find new and good help, but it’s 
out there somewhere. 
 
We as the stewards of our sport and this business have 
to cultivate it rather than protect it to the point where it 
becomes counterproductive for any of us. 
 
There are some folks who have had unique solutions, 
however those unique solutions are few and far between. 
 
When we look around the rooms that we enter, familiari-
ty provides a good feeling, but seeing some new faces 
provides encouragement that the we are looking toward 
the future. 

 
As we move forward I hope that we continue to do this 
and boast the future of the sport with new and talented 
folks that share our values and have their own vision for 
expanding the sport. The one thing we can’t do this with-
out is people and there is no value we can place on that. 
 
In November there will be two “Newsletter” pieces going 
out. An RPM@Reno Western Workshops “Preview” and 
the Newsletter that will be similar to the “Preview”. 
 
The “Preview” will have the entire agenda and plan for 
the Workshops at the Silver Legacy. 
 
We will expound on what we’ve learned in the past and 
introduce some different variety based on the availability 
of pertinent information. We look forward to providing this 
to all of you and hope that you will engage in vibrant and 
educational discussions to continue to move the Work-
shops forward. 
 
We look forward to seeing you all soon!
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MAKING NEWS STORY BY RPM WORKSHOPS

As managers and stewards of the sport and our businesses, we have a 
responsibility to ensure there is a future by cultivating personnel that can 
lead us into the future. Fewer people taking on more tasks is counterproduc-
tive to health and development of our businesses future.
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MAKING NEWS STORY BY RPM WORKSHOPS

The 52nd Annual RPM@Reno Workshops will take place at the Silver Legacy 
as part of the “The Row” in Reno, Nevada on Tuesday, December 3; Wednesday, 
December 4 and Thursday, December 5. The RPM@Daytona Workshops will take 
place Sunday, February 9; Monday, February 10 and Tuesday, February 11, 2025 at 
The Shores Resort & Spa.
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MAKING NEWS STORY BY RPM WORKSHOPS

The 52nd annual RPM@Reno Western Workshops and RPM@
Daytona Workshops are ready for attendees and exhibitors to 
register and book their lodging at each event. 
  
The RPM@Reno Western Workshops will take place for the 
second consecutive year at the popular Silver Legacy, which 
is part of “The Row” in downtown Reno, NV. The Western 
edition will kickoff on Tuesday, December 3rd with “the green 
flag” presented by MyRacePass in NOVI at the Eldorado with 
an opening reception and registration time. The Workshops 
will begin on Wednesday, December 4th and conclude on 
Thursday, December 5th, with attendees and exhibitors hav-
ing plenty of time to reach their weekend destinations. 
  
The hotel registration link for the Silver Legacy is as follows; 
https://book.passkey.com/event/50906779/owner/7272/

home?utm_campaign=295560759 
  
The credential for MyRacePass can be found here; https://
www.myracepass.com/businesses/21560/tickets/1418790 
  
Credentials may be purchased offline by visiting here; https://
www.promotersnewsletter.com/reno-apply-offline/ 
  
The RPM@Daytona Workshops once again be held at The 
Shores Spa & Resort in Daytona Beach Shores, FL. 
  
There will be a brief registration on Sunday, February 9, from 
3:00 pm until 5:00 pm, at The Shores, followed by a Super 
Bowl “Watch” party in the Richard Petty ballroom beginning 
at 6:00 pm. The gathering is intended to be an informal 
“socializing” opportunity for visitors to the Workshops. The 
52nd RPM@Daytona Workshops will continue beginning on 
Monday, February 10th and run through Tuesday, February 
11th when the 48th annual Auto-Racing Promoter of the Year 
(ARPY) will be announced. 
  
The hotel registration link for the Shores Spa & Resort is as 
follows; https://be.synxis.com/?Hotel=17713&Chain=5433&ar-
rive=2025-02-09&depart=2025-02-12&adult=1&child=0&grou
p=2502RPMRAC 
  
The credential for MyRacePass can be found here; https://
www.myracepass.com/businesses/21560/tickets 
  
Credentials may be purchased offline by visiting here; https://
www.promotersnewsletter.com/daytona-apply-offline/ 
  
The Workshops will have a stellar lineup up of speakers and 
presenters set for promoters who attend the annual work-
shops to garner ideas and continue developing and growing 
their businesses while having the opportunity to connect with 
a variety of colleagues, industry professionals and exhibitors 
that touch every corner of the short track racing industry. 
  
The 52nd Annual RPM@Reno Western and RPM@Daytona 
Workshops stand as a “can’t miss” event for track promoters 
throughout North America.

RPM@RENO AND RPM@DAYTONA WORKSHOPS “SET-
TO-GO” WITH 

LOCATIONS AND REGISTRATION FOR THE 52ND ANNU-
AL RPM WORKSHOPS 

- Registration Opens with MyRacePass Ticketing Plat-
form for RPM@Reno Western Workshops at the Silver 
Legacy – part of The Row and RPM@Daytona at the 

Shores Resort & Spa –
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LEGAL UPDATE STORY BY RPM WORKSHOPS

“Pro Bono” Hour and “The Legal Update” - why this is so important to you... 
 
The “Pro Bono” hour and legal sessions at the RPM Workshops are services provided by and are contributed to the 
Workshops from the firm of Agajanian, McFall, Weiss, Tetreault & Crisp, as well as Ronald P. Bennett and others in the 
past. 
 
On average an attorney charges $3,500 in just a retainer fee. The hourly rate varies from that point, once the “retainer 
fee” is used up. At RPM, twice a year, we have some of the top attorney’s in motorsports donating their time to and for 
you to listen, ask questions and have access to them on multiple levels to assist your business. 
 
If you have been in the motorsports business for any amount of time you have probably had a situation occur where 
you required an attorney, so there should be an appreciation for the services these folks are providing to our business. 
 
We all understand the “boredom” and “fear” that comes from the “legal language” along with a remaining factor, “it 
can’t happen to me...” or “my insurance provides me with....” and there are no guarantees for either. 
 
The sessions provide topics that look at many of the angles that are dealt with from the release and waiver to things 
that will assist in further shielding yourself from potential challenges. 
 
It is our jobs as “Stewards” of the industry to continue to guide the sport and these folks can help those situations to 
guide us away from potential problems and help us into situations that prevent other challenges from rearing their ugly 
heads. 
 
The sessions that are provided by these legal experts are invaluable to the industry and more importantly, invaluable 
to your business. Counseling from these experts is an incredible opportunity for all of us to help, grow and prosper our 
business. Each Workshop it is set in front of all of us and will remain a part of the Workshop for years to come.

Paul Tetreault of Agajanian, McFall, Weiss, Tetreault & Crisp in the “Pro 
Bono” Hour at The Shores in Daytona at RPM in February of 2024.
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TicketSpice brings a specialized ticketing experience to the promoter and the customers to provide effortless online event 
management and ticket sales, marketing and ticketing that helps event organizers increase their bottomline.

WWW.TICKETSPICE.COM

9142 D STREET, SACRAMENTO, CA 95814 888-798-9569

NOTICE SAVE THESE DATES 
52nd Annual RPM@Reno 

52nd Annual RPM@Daytona Workshops 

RPM@DAYTONA 
WORKSHOPS  

MON, FEB 10 & 
TUES, FEB 11, 2025

RPM@RENO  
WORKSHOPS  
WED, DEC. 4 &  

THURS, DEC. 5, 2024
RPM@RENO - SILVER LEGACY, RENO, NV

RPM@DAYTONA- THE SHORES RESORT, DAYTONA BEACH, FL
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GOOD MANAGERS MATTER

Good Managers Matter!
 
We’ve all heard the saying “People don’t leave companies—they 
leave managers” over and over and over again. It’s a cliche be-
cause it’s mostly true and provides an easy way to share with you 
about how important your managers are to your business’s culture 
and your employee experience. But what has been found is that 
the phrase also understates the importance of how good manag-
ers affect your business’s bottom line because of their impact on 
employee retention and engagement. 
 
A good manager will deliver real returns for your business. Your 
managers are a vital piece in your business and the ability to hold 
onto your good ones will improve your business. But I believe 
your managers have an even greater role in employee turnover, 
engagement, and performance than most people realize. 
 
1. Managers boost retention rates - Having a supportive manag-
er will double employee retention. Having a manager who is just 
going through the motions, on the other hand, drops the retention 
rate of employees by more than half. Even if you have a manager 
who tries but is just too busy and not effective to fully support your 
staff will actually hurt your retention rates by more than 25%.
 
Just imagine if you could cut your turnover rate in half—how much 
time and money would that save you and your business? How 
much better would your employee morale be as well? Since many 
of you are currently struggling with employee retention as more 
than half of employees say they intend to leave their current jobs, 
improving your managers could help drive a lot of improvement in 
your business. 
 
2. Managers drive employee engagement. Managers also have a 
big impact on team and employee engagement. Recent research 
from Gallup found that a stunning 70% of your team engagement 
is determined solely by your team’s manager. That’s right: nothing 
else has as significant of an impact on your employee engagement 
levels as their manager. Just one manager’s impact can make a 
huge difference in your business’s productivity and profits. If you 
want to increase employee engagement you must focus on sup-

porting manager engagement to get the best results. 
 
3. Managers create and carry out your culture. - With out a doubt, 
your managers are the secret ingredient in carrying out and en-
forcing high-performing cultures. By enabling your team’s perfor-
mance (not just managing it) and providing coaching, motivation, 
and feedback, you will drive high levels of performance in your 
business. 
 
Why Are Your Managers Struggling?
 
Lack of Training 
 
Let’s look at how do people become managers in the first place. In 
many businesses, they’re individual contributors who are pro-
moted because they’re great at that role, and they’re expected to 
jump into people management with little or no training. Almost half 
of managers state that they were never trained in the skills needed 
to be exceptional at their job. 
 
You need to train every new manager in how to hold effective 
1:1s, how to give frequent and specific feedback, how to enable 
performance instead of just managing it, and how to hold difficult 
conversations with employees, among other vital tasks. Expecting 
them to know instinctively how to do these complex, challenging 
things right off the bat is a recipe for failure. 
 
When was the last time you invested in a training workshop for 
your managers or provided them with free books or resources to 
help them learn these impactful skills. Those investments will help 
your managers feel your support and by investing in them you will 
have higher levels of employee engagement. 
 
The most common response coming from management level 
people is that they were thrown into their role and job without 
much training. Teaching and supporting your managers will mean 
helping them do what they need to do best: coaching, enabling, 
and supporting their people. 
 
Managers are truly the strongest drivers of supporting your core 
values, performance, productivity, and profit at your business, 
thanks to their important impact on employee retention and 
engagement. If you invest in giving them more training, tools, and 
more of your attention, you’ll have a much more effective and pow-
erful customer and employee experience in your business.
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SPONSORSHIP

Sponsorship Proposal Tips 
 
It’s the time of the year that many of us are approaching 
renewals, potential partners and even cold calling on new 
businesses and measuring their interest in being involved 
with the sport. Writing a proposal that works is a challenge, 
however some of these tips may be helpful with your en-
deavors. 
 
Sponsorship Packages Start With What You Have to Sell 
Your sponsorship package will be completely empty without 
a list of things to sell. These things that you sell are called 
“assets” and those assets are grouped together into your 
sponsorship proposal “inventory.” Most people start the 
sponsorship process by creating a sponsorship proposal 
template based on their financial goals, full of predefined 
benefits, grouped into three or four levels. They then send 
out these templates…and hear nothing back. 
 
Rather than creating a single sample sponsorship pack-
age and sending it to everyone you know, start instead by 
building an inventory of everything you are willing to sell. 
 
Should Your Sponsorship Packages have a Menu?
 
Gold, Silver or Bronze (or any other stock levels) sends a 
message to your sponsors that you are an amateur. Don’t 
do it! List some of the ways that you can help your sponsors 
achieve their goals but don’t list them out as packages that 
they have to buy. Instead, show your sponsors that you have 
options that help them with the following areas: 
 
• Brand building 
• Product placement 
• Sampling 

• Contests 
• Growing their database 
• Thought leadership
 
Show your sponsors how you’ve helped other sponsors 
achieve their goals by working with you. 
 
Corporate Sponsorship Inventory Building
 
Get your leadership team, program team, marketing depart-
ment, volunteers and current sponsors together and ask 
them what they think you should be selling. 
 
Come up with a list of everything you currently sell and then 
ask the group what’s missing from the list. Look at your 
competition and see what they are offering. Once you’ve 
done this exercise, challenge your group to come up with a 
list of five things not on the list and not being done by your 
competition. 
 
How to Ask for Corporate Sponsorship Matters Less 
Than Who to Ask!
 
But how do you know who to ask? This process is far easier 
than most people realize. You see, the trick to a good spon-
sorship proposal is that it has very little to do with what you 
write…when you have the right audience. 
 
It is with firm belief that when you have a good asset list and 
well deserved audience, your ideal sponsor appears on their 
own. Take the list you created in the “sponsorship proposal 
inventory building” section and ask yourself what types of 
companies want to hear about these opportunities. 
 
Look at your audience, who will attend your event, who cares 
about your brand and who do you interact with through your 
e-mail lists and social media, and ask yourself which com-
panies want to connect with that group in the ways you’ve 
outlined. If you have a media sponsorship, make sure to 
include their audience in this process. 
 
When you’re done, move on to your competitors and see 
who they are working with. Now, for every sponsorship pros-
pect you’ve added to your list, research their competitors. If 
one bank has interest in your brand then more probably do. 
Do this with every prospect on your list and suddenly you will 
have more prospects than you know what to do with! 
 
Know What to Charge for Everything in Your Sponsor-
ship Packages
 
It’s worth noting that so far, this guide on the corporate spon-
sorship proposal hasn’t even discussed graphics, number of 
pages or sponsorship level name ideas. There’s a reason for 
this! 
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SPONSORSHIP
It is true that most sponsorship sales involve a sponsorship 
proposal. It is not true, however, that a sponsorship proposal 
is sufficient to sell sponsorship. Having the right products 
and knowing your customer are essential, and so is knowing 
what to charge for the assets in your sponsorship proposal. 
 
Before you reach out to your prospects, spend some time 
figuring out what to charge for everything in your sponsor-
ship package. The best way to do this is to list every single 
item you plan to sell in your sponsorship proposal along with 
who will see it (or hear it) and assign a value to that benefit. 
Use resources like Google Adwords and the local newspa-
per when trying to determine what to charge for things like 
logo placement. Assign a value to samples, product place-
ment, speaking opportunities, free tickets, exhibit space…
basically, if you offer it to a sponsor, give it a value. 
 
Why do this? Well, for two reasons. First, it tells you how 
much money you can realistically expect to make through 
sponsorship. Second, it gives you the ability to negotiate with 
sponsors and trade benefits across the various levels within 
your sponsorship packages. 
 
Finding the Right Contact 
 
Even the best designed, best researched and best priced 
sponsorship proposal won’t work if you send it to the wrong 
person! So who should you send your sponsorship request 
to? Look for people with the following in their titles: 
 
• Brand 
• Marketing 
• Sponsorship 
• Business Development 
• Communications 
• Product
 
Those with Corporate Social Responsibility in their title 
typically handle the “corporate philanthropy” side of things 
though this can often be combined with sponsorship and 
cause related marketing. If you can only find a CSR person, 
approach them with the request that they help you find the 
best contact for your proposal. 
 
Want to Know How to Write a Sponsorship Proposal? 
Ask Your Prospect!
 
Never submit a sponsorship proposal cold, without talking to 
someone first. Sometimes you meet them by e-mail, phone 
or, best of all, in person. When this happens, never bring 
anything but a mental list of questions. 
 
Here are the questions to always ask prospects before 
you submit a sponsorship proposal: 
 
• Who is your target audience? 

• How do you normally engage in sponsorship? 
• What does your target market value? 
• What can you tell me about your sales goals for the coming 
year? 
• What would you consider to be the most important ele-
ments of a sponsorship proposal?
 
The Sponsorship Proposal Template 
 
Here is a really simple sponsorship proposal template: 
 
Sample Sponsorship Proposal Outline
 
Remember: your sponsorship package is not the sales tool…
you are! 
 
Page One: Title Page or Sponsorship Proposal Letter
 
Include your logo and the name of the opportunity or pro-
gram and your tagline. Keep this simple and NEVER call it a 
“sponsorship package”! 
 
Page Two: Describe Your Audience
 
Sponsorship is all about the audience! Your sponsors want 
to connect with a particular group of people and they want 
that group of people to take a very specific action. Before 
you ask your sponsors for money, tell them about your audi-
ence. 
 
Page Three: Describe Your Opportunity
 
Paragraph one: 
 
Talk about your cause, event or brand. Note, one paragraph 
only! Plain and simple- don’t talk about need or sad stories. 
 
Paragraph two:  
 
Talk about the opportunity, program or event. 
 
Page Four: Think Menu not Sponsorship Levels 
 
Never say “sponsorship opportunities.” Instead use some-
thing like “Engage Leaders in Industry X” or “Reach out to 
People of a Certain Age or Geography” or “Come and Meet 
X Sector” Start with a statement about how you like to work 
with sponsors and your philosophy. Most orgs put a state-
ment at the end of their package stating “we are also willing 
to customize. Contact us.” Don’t do this! 

Instead, open by telling your prospects that these are 
suggestions to get the process started. Invite them to have 
a look and contact you with their own suggestions about 
how they want to engage your network, then list all of your 
assets and opportunities! 
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SPONSORSHIP
Page Five: Sample Activations
 
This is the section where most people put a grid labeled 
“Gold, Silver, Bronze” but not you! Instead, list your ideas (as 
discussed above) to help bring your audience and sponsor 
closer together while helping your sponsor achieve their 
goals. Be sure to include opportunities for branding, sam-
pling, attendee experience and contests. Will you sponsor 
buy one of these items off the shelf? Almost certainly not…
but it gets them thinking and shows them that you know how 
to play the sponsorship game. 
 
Page Six: The Contact Page
 
Use a title like “we want to hear from you!” Use a call to 
action. Encourage sponsors to get in touch, tell you what’s 
missing and tell you what they want to add or change. Make 
it clear that your proposal is a conversation tool and not set 
in stone. Do not include a section for your sponsor to cut out 
and mail back with their payment. 
 
Proposals don’t sell sponsorship, people do! 
 
Your Corporate Sponsorship Sales are Only as Strong as 
Your Follow Up
 
Once you have sent your sponsorship proposal to your pros-
pect, give them a few days to sit with it. Because you spent 
the time talking to them and getting to know them on the 
front end, you have earned the right to follow up. 
 
Get in touch with your sponsors, ask them what they thought 
of your sponsorship request, ask them what they thought of 
benefits and what advice they have to change your sponsor-
ship package to better suit their needs. 
 
Expect to follow up with your sponsor multiple times! 
 
After the Successful Sponsorship Package, the Real Work 
Begins
 
Once the money arrives, it’s time to kick back and relax 
right? Not so fast! I would say that getting the commitment 
from a sponsor is about 20% of the total work of sponsor-
ship. In other words, now that you have the money you still 
have 80% of the process ahead. Sponsorship is a transac-
tion and when sponsors don’t get what they paid for, they will 
ask for a refund or worse, they will tell their colleagues how 
terrible you are to work with. 
 
Get ready to work hard for your sponsors! 
 
Do’s and Don’ts for Sponsorship Proposals 
 
You want to get your sponsorship proposal right. Besides fol-
lowing along with my template above, don’t miss this collec-

tion of best practices for writing and sending your proposal. 
DO Follow the Template
 
Okay, so maybe this one is a wee bit obvious, but never-
theless, Iit has to be said. Create the sponsorship proposal 
template. 
 
DON’T Write Your Proposal Before the Discovery Session 
 
You might think you saved yourself time, but you actually did 
anything but. 
 
You can’t possibly put together a quality proposal until you 
have the discovery session. Don’t put the cart before the 
horse here! 
 
DO Customize Your Proposal
 
The entire goal of a sponsorship proposal is to tailor it to your 
sponsorship prospects. That requires you to put together a 
custom proposal. You can still follow along with my outline, 
but you want to make all the fields unique to your sponsor. 
 
DON’T Say the Proposal Is Customized 
 
The one faux pas to avoid at all costs (well, besides mention-
ing the words “sponsorship proposal” in your proposal) is to 
tell the sponsor you customized the proposal. 
 
Why is this such a big gaffe? You’re trying too hard to 
scream to the sponsor that yes, you did indeed customize 
the proposal. 
 
If you actually customized it, it shouldn’t be such a big deal 
that you feel the need to mention it. Just don’t mention cus-
tomization anywhere in your sponsorship proposal and you’ll 
be as good as gravy. 
 
DO Add Your Contact Information
 
This is another one of those tips that maybe seems a bit 
too obvious, but again, you’d be surprised how people can 
sometimes forget the most obvious information! 
 
You want your sponsorship prospect to get in touch with you, 
right? Certainly the answer is yes. 
 
That’s why you need to include contact information. Throw in 
your email address, business phone, fax number (if you still 
fax), social links, whatever you’ve got. 
 
The more options a prospect has to get in touch with you, 
the easier you make it for them. That doesn’t guarantee you’ll 
get a response, of course, but it doesn’t hurt your chances, 
either. 
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SPONSORSHIP

“I have learned more at the RPM Workshops 
and Trade Shows then I do at any other 
Trade Show”, Gregory Geibel, General Man-
ager, Promoter, Lernerville Speedway

DON’T Use Sponsorship Tiers
 
Ah, the dreaded tiered sponsorship proposals. You know, 
like gold, silver, and bronze, or platinum, rose gold, and 
copper. 
 
The names don’t matter as much as the contents. Tiered 
sponsorship levels are about as old as dirt. Okay, maybe not 
quite that old, but it feels like it! 
 
Sponsors have seen these a million times. The only instance 
that wouldn’t be true is if you’re working with a brand-new 
business. Still, I’m sure even they’ve heard horror stories 
about sponsorship tiers. 
 
To put it simply, sponsors don’t want to have their arm twist-
ed into buying X, Y, and Z when all they really wanted was 
W. So please, skip the tiers. 
 
DO Wait Until the Prospect Asks to See the Proposal
 
The hardest thing in the world is being patient when you’re 
pleased as punch with your proposal and just want to send 
it off. However, it’s for the good of your sponsorship oppor-
tunity. 
 
Your prospect will ask to see the proposal sooner or later. 
Well, most of the time they will, anyway. Sometimes, they 
don’t need to see a proposal at all. That’s why you should 
only put one together only when the sponsor asks for it. 
 
Keep being patient until that moment comes! 
 
DON’T Attach the Proposal to a Cold Email 
 
By far, the biggest mistake you can make is to blast contacts 
on your email list with your sponsorship proposal attached to 
a cold email. 
 
That’s a great way to get blocked and reported for spam. 
You will not yield any results. Sure, people might open your 
email, but as soon as they realize what it is, they’ll send it 
straight to the trash. 
 
Don’t waste your time mass-emailing your proposal. Instead, 
focus on making it as unique as possible for the prospect 
you’re speaking with. 
 
FAQs (Frequently Asked Questions) 
 
Can I present my sponsorship proposal during the discovery 
session?
 
No, please don’t. You need the discovery session to be an 
exploratory meeting so you can then put together your spon-
sorship proposal later. Leave your cookie cutter proposal at 

the office and plan to rewrite it from scratch according to my 
template later.
 
Do sponsors ever accept unsolicited proposals?
 
In past experience, they don’t. That doesn’t stop people from 
trying, though.  
 
Focus on prospecting for sponsors and then waiting until 
they ask for your proposal. You’ll be in a much better posi-
tion to get results. 
 
Wrapping Up 
 
The sponsorship proposal is important, but is it the end-all, 
be-all of sponsorship? Nope, it sure isn’t. You can close 
deals without a formal proposal. 
 
However, if you require one for your sponsorship opportuni-
ty, remember this advice. Always have the discovery session 
first. Customize your proposal according to what you learned 
at the discovery session, but don’t mention the words “cus-
tom” or “sponsorship proposal.”

Whether you are selling a major sponsor-
ship or updating your billboards, sponsors 
are looking for more return on investment 
each day, just as we are seeking more. It is 
what makes the world go around these days.
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The RPM Newsletter and Workshops was once 
again part of the TOPS H.Q. Workroom and 
Lounge which provides meeting space for Track 
Operators, Promoters and Sanctioning Bodies, 
along with hosting the popular “BS & Brews” 
which gives industry folks the opportunity to 
network and let their hair down in casual conver-
sation.

In the great news department, K&K Insurance 
and RPM have once again renewed as K&K 
continues to believe and assist in fostering the 
continued development of the RPM Workshops. 
We are proud to maintain their partnership going 
forward and look ahead to our continued efforts 
to help the industry.
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Pennsboro Speedway Returns to Action
 
The Legendary Pennsboro Speedway has made it’s come-
back through the efforts of Barry Braun and XR Events. 
 
Despite a “number of obstacles,” including being delayed 
after a flood in the Spring, the revived Pennsboro Speed-
way hosted its first race in 22 years this past October. 
 
Many of the original quirks of the Legendary Pennsboro 
Speedway that race-lovers might remember from the 1990s 
have been kept by XR Events—the group that is restoring 
the speedway. The original track shape and hillside seating 
are just a few of the things that make Pennsboro different 
from other speedways, although the hillside will only be 
one level for the 2024 season. 
 
Handicapped and limited parking at the track will be first 
come, first serve. Additional parking with a free shuttle 
service was available.  
 
Camping for the event sold out. 
 
XR Events originally planned to host the first Pennsboro 
Speedway revival race earlier this year, but after deciding 
to change the track layout to the original big track and 
flooding in the spring, the opening was pushed back. 
 
It was originally built as a horse-racing track in 1887 and 
converted to cars in the 1960s. Over the years, it hosted 
some of the biggest dirt track races in America, including 
the “Hillbilly 100” and the “Dirt Track World Championship,” 
according to Ritchie County’s tourism website. 
 
Although kids races are held regularly on the smaller track, 
the original half-mile track has not seen a race since 2002.

The Pennsboro Speedway flood earlier 
this spring. This flood delayed the opening of 
the facility to October.

Set in the mountains of West Virginia 
Pennsboro Speedway was a destination for 
many dirt Late Model racers and fans for 
many years. It has been brought back to life 
and many of the unique parts of the track 
remain in tact for visitors to enjoy now.
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nesses each year. 
• 370,000+ annual visitors, significantly contributing to local 
spending on accommodations, dining, fuel, groceries, shopping, 
and tourism. 
• Economically Impactful Race Teams: Race teams contribute 
$28 Million annually, traveling an average of 325 miles from 28 
different states to participate in races. Over 9,000 race cars were 
entered into events in 2023. 
• Loyal Fan Base: 72% of fans identify as “very enthusiastic” or 
“absolute fanatics.” 
• Additionally, 29% travel over 100 miles to attend, with fans 
coming from 29 different states. 
 
The study reveals that Tulsa Raceway Park and Tulsa Speed-
way consistently provide greater economic contributions and 
attendance than other major sports and events in the region. 
For instance, while the Rocklahoma music festival attracts 
about 60,000 attendees, the two racetracks draw approximately 
370,000. 
 
The Tulsa Drillers Baseball team hosts 69 events, whereas Tulsa 
Speedway and Tulsa Raceway Park collectively hold an average 
of 113 events annually. 
 
In terms of economic impact, the Senior PGA, PGA Champi-
onship, and LIV Golf events combined generate around $100 
million, while the motorsports facilities contribute $83 million. 
However, the golf tournaments are typically one-time or sporadic 
events, whereas the racetracks deliver consistent year-after-year 
economic activity. 
 
Over the next five years, Tulsa Raceway Park and Tulsa Speed-
way are projected to generate over $415 million in economic im-
pacts, underscoring their significant role in consistently boosting 
local and state economies. 
 
As a secondary component of the study, the USMA Research 
Team conducted a hypothetical detailed analysis of Tulsa 
Raceway Park hosting a National NHRA (National Hot Rod As-
sociation) event. The findings indicate that such an event could 
enhance Tulsa’s economy by an estimated $32.2 million, further 
highlighting the racetracks’ potential to drive significant econom-
ic activity in the region.

GET IN THE KNOW

Interesting Numbers - Tulsa Raceway Park and Tulsa Speed-
way provide $83+ Million to Tulsa Area Annual Economics 
 
Tulsa Raceway Park and Tulsa Speedway provide $83+ Million to 
Tulsa Area Annual Economics 
 
During the spring of 2024, the United States Motorsports Asso-
ciation and the owners of Tulsa Raceway Park and Tulsa Speed-
way surveyed the fans for the Economic Impact the facilities have 
on the Tulsa area. 
 
The USMA provides an amazing comparison between the race 
tracks and local sporting events, looking at the economics 
around large Golfing events, attendance at local music festivals, 
and more. 
 
Tulsa Raceway Park and Tulsa Speedway Turbocharge Oklaho-
ma’s Economy with Over $83 Million Annual Impact 
 
The Department of Motorsports Industry Research at the United 
States Motorsports Association (USMA) has released a com-
prehensive independent study titled “Turbocharging Oklahoma: 
Discovering the Economic Power of Tulsa Raceway Park and 
Tulsa Speedway,” which details the substantial economic and 
socio-economic impacts of these two iconic racing venues on 
Tulsa and the state of Oklahoma. 
 
Led by Dr.Robert Dunn, Ph.D., the study highlights a remarkable 
$83.2 million in annual economic output, along with job creation 
and significant boosts to local businesses and tourism. 
 
Key findings of the report include: 
 
• $83.2 Million in annual economic output generated by the 
racetracks. 
• 547 jobs are supported annually across the local economy. 
• $37.6 Million in increased local earnings benefiting area busi-

Tulsa Speedway was also vital to the 
economic impact numbers produced in the 
USMA study.

Tulsa Raceway Park host to a great drag 
racing event has produced some interesting 
economic impact numbers.
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GET IN THE KNOW
MyRacePass Updates 
 
Fall is here, and there has been a lot of good racing so far in 
September. It seems like every time we open social media 
or turn on a PPV there are just really good races happening 
across the country.  
 
Let’s start with sharing the 1099 video again. This has proven 
helpful for many, many tracks in the past so I want to make 
sure everyone has a chance to see it!
 
Working with 1099 Forms in MyRacePass 
 
Season Passes are most certainly a thing here at MyRace-
Pass. Now is a great time to reach out to the MRP Team to 
learn about how you can get 2025 Season Passes available to 
your fans which would make a great Christmas Gift! 
 
Manually adjusting lineups can be necessary for many as you 
run new and unique formats that might not be built into MRP 
at this time. Here is an article for manually adjusting lineups 
here
 
Manually adjusting lineups article 
 
We get a lot of questions from fans and tracks alike 
about Ticket Refunds. Here are 3 different articles showing 
how they work for promoters to see. 
 
Issuing Refunds for Rainouts/Cancellations
 
Refunding an individual ticket
 
Migrating tickets from one event to a new event 
 
A reminder! Make sure to confirm or refund your paid registra-
tions! 
 
It can be a good idea for your end-of-the-year banquets to 
have tickets available. It not only helps to get a head count, 
but also alleviates the lines to get into your banquet halls. 
 
If you are interested in a ticket map for your grandstands, pits, 
campgrounds, or anything else in 2025, now is the time to get 
the process started! Please reach out with any questions you 
might have! 
 
The same holds true for announcer audio in the MyRacePass 
app! If you have questions about connecting for your fall spe-
cials or for 2025, please reach out!

Mark Your Calendars - RPM Workshop Dates for 2024 
and 2025 
 
The RPM Workshops dates for next year following RPM@
Daytona in 2024 will be as follows: 
 
RPM Western Workshops will take place on December 3, 4 
and 5, 2024. 
 
RPM@Daytona will take place February 9, 10 and 11, 2025 
and will likely take place at The Shores in Daytona Beach 
Shores, Florida, provided things do not change.
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GET IN THE KNOW

Scan and Schedule for the Promotion!

TicketSpice was started in 2008 and has worked with 60,000 organizations, processing over $1 Billion per year. Birthed 
from the ethusiast motorsports industry, we know what it feels like to be overcharged for solutions that overpromise and 
underdeliver. More at www.ticketspice.com/speedways
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TAKE NOTE - ARPY REGIONS CHANGING FOR 2024

Following an interesting meeting at PRI that happened 
quite by chance, we have chose to add Australia and New 
Zealand into our voting. Australia and New Zealand have 
a hotbed of racing. In addition to this we have adjusted 
the regions to include our neighbors to the North. As RPM 
continues to seek growth, we feel this is a positive move for 
the organization. 
 
Region 1; 
 
Canada - Nova Scotia, Quebec, Prince Edward Island, New 
Brunswick, Newfoundland 
 
United States – Maine, Vermont, New Hampshire, Con-
necticut, New York, 
Massachusetts, Rhode Island, Pennsylvania, New Jersey, 
Delaware, 
Maryland 
 
Region 2; 
 
United States – Virginia, Tennessee, North Carolina, South 
Carolina, 
Georgia, Florida, Alabama, Mississippi, Louisiana, Kentucky 
 
Region 3; 
 
Canada – Ontario 
 
United States – Michigan, Ohio, Indiana, Illinois, West 
Virginia 
 

Region 4; 
 
Canada – Manitoba, Saskatchewan, Nunavut 
 
United States – Wisconsin, Minnesota, North Dakota, South 
Dakota, 
Wyoming, Montana 
 
Region 5; 
 
United States – Missouri, Nebraska, Colorado, Texas, Okla-
homa, Kansas, 
Arkansas, Iowa 
 
Region 6; 
 
Canada – Alberta, British Columbia, Northwest Territories, 
Yukon 
 
United States – Idaho, Washington, Oregon, California, 
Nevada, New 
Mexico, Arizona, Utah, Alaska, Hawaii 
 
Region 7; 
 
Australia, New Zealand
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TRAXPIX 2024

Left-to-Right; 300 Raceway (formerly Farley Speedway in Iowa) has under-
gone many improvements (Gregg McKarns photos). New concessions and 
great “farming” equipment to keep the track in great racing shape. 

Left; An interesting ad to many speedways 
are areas for fans and groups. At Farley 
Speedway it’s the “Party Zone” with a local 
sponsor. A great additional revenue idea all 
of the way around.
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MORE TRAXPIX 2024

Above; A great patio, outdoor service area. The frontstretch and viewing 
area to the flag stand. All well thought out at 300 Raceway.

Above; Paved parking and a wide open midway area give fans plenty of 
space to make their way into 300 Raceway.

Left; A bar, event and press event area are part of the 300 Raceway 
layout, which provides a great place for professionally run top level 
events.
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MORE TRAXPIX 2024

Above: The track provides plenty of racing room with ample area 
for crew members and spectators to see the competition up close 
and personal.

ATM for fans to get cash at the race track. ATM’s would be a topic 
of interest for a brief synopsis in these pages. Are they worth it? 
Do you subcontract to a bank or independent? Does this cost you 
sales? Can you make it back by accepting credit cards? All valid 
questions in regard to having an ATM present on your property.

Below; The concession area provides tables and high tops for 
patrons to take a break and enjoy their purchases from the conces-
sion area at 300 Raceway.
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RPM MARKETPLACE

WEST VIRGINIA MOTOR SPEEDWAY HAS BEEN PLACED ON THE MARKET 
FOR SALE.

West Virginia Motor Speedway and it’s facilities recently received an entire renovation with all 
brand new finishings inside the buildings. West Virginia Motor Speedway is known for its beau-
tiful valley views and its unique terraced seating on the front straight hillside. More information 
can be found here; www.loopnet.com/Listing/1-Matheny-Dr-Mineral-Wells-WV/29717599/

HERMISTON RACEWAY IN OREGON IS NOW AVAILABLE FOR SALE

STATELINE SPEEDWAY  
IN BUSTI, NY FOR SALE

77 acre property, with a ranch home, in addition to the stock car track is 
a gokart track. The facility, in the Southern Tier of New York is very near the 
Pennsylvania border, with pride and upkeep being a focus on the facility, this 
track is ready for the right owners. 
 
More information can be found here; 4150 Kortwright Rd, Jamestown, NY 
14701 | MLS #R1453778 | www.loopnet.com/Listing/4150-Kortwright-Rd-
Jamestown-NY/27671334/ 
 
Note that there has been a significant price reduction for this facility and from 
an RPM perspective, it is worth it.

This 25.47 acres of industrial land offered at 2,000,000 USD in Hermiston, Oregon at 81242 N Highway 395. The sale is subject to a least that will expire 
September 30, 2024. 
 
More information can be found here; www.loopnet.com/Listing/81242-N-Highway-395-Hermiston-OR/31063623/
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2914 E. BATTLEFIED ST., SPRINGFIELD, MO 65804 
417-553-9105 Navigating each client with the precision 
and skill derived from 40 years of full-service experience. 
Taking the specifics of your identity as an idea or program 
and route your campaign in the most-effective manner 
possible driving results you can see.

MEDIA & STREAMING SERVICES 
SPEED SPORT, SPEED SPORT TV,  
TURN 3 MEDIA
WWW.SPEEDSPORT.COM 
WWW.SPEEDSPORT.TV 
142 F SOUTH CARDIGAN WAY, MOORESVILLE, N.C. 
28117 704-790-0136 Media provider, formerly National 
Speed Sport Newss owned by Chris Economaki, Speed 
Sport has become a multifaceted media company offering 
publicity platforms for all forms of motorsports in addition 
to providing a full streaming service led by Chris Graner 
and Rivet.

PERFORMANCE RACING INDUSTRY (PRI)
WWW.PERFORMANCERACING.COM 
27081 ALISO CREEK RD., STE 150 ALISO  
VIEJO, CA. 92656 949-499-5413 
Since it’s inception in 1986, Performance Racing Industry 
(PRI) has served the motorsports as key source for trends, 
merchandising, new products, business strategies and more. 
PRI is also the developer of the world’s premier auto racing 
trade show, held each December in Indianapolis, Indiana.

SPEEDWAY ILLUSTRATED
WWW.SPEEDWAYILLUSTRATED.COM
PO BOX 741, EPPING, NH 03042 877-972-2362 
Speedway Illustrated is a print magazine devoted to oval-
track racing in America. Produced for over 20 years by the 
most accomplished, award-winning, and longstanding 
team of journalists in motorsports, you can enjoy the best 
coverage and do-it-yourself race-winning tech to race 
safer, be faster, and spend wiser.

RACING AMERICA 
WWW.RACINGAMERICA.COM  
7188 WEDDINGTON ROAD, UNIT 144, CONCORD, NC 
28027 705-534-0161
Racing America continues to provide short track racing 
coverage throughout North America, streaming online as 
well as media coverage.

MOTORSPORTS SAFETY

INTERNATIONAL COUNCIL OF 
MOTORSPORTS SCIENCES (ICMS) 
WWW.ICMSMOTORSPORTSSAFETY.ORG 
9305 CRESTVIEW DR. DENTON, TC 76207 940-262-
3481 An organization of passionate professionals 
dedicated to advancing the scientific, medical, 
and educational aspects of the human element in 
motorsport. The mission is: through rigorous research 
and collaborative discussions, to bring forth the latest 
innovations and initiatives in motorsport safety. 
 
THE JOIE OF SEATING 
WWW.THEJOIEOFSEATING.COM 
4537 ORPHANAGE RD, CONCORD, NC 28027 704-
795-7474 In addition to producing seats of various 
safety compliances, The Joie of Seating, led by founder 
and NASCAR Champion, Randy LaJoie is the founder 
of “The Safer Racer” program, pushing safety initiatives 
throughout the entire sport.

PRINTING SPECIALISTS
PRINTED IMAGE OF BUFFALO
WWW.PRINTEDIMAGEOFBUFFALO.COM 
1906 CLINTON STREET, BUFFALO, NY 14206 
716-821-1880 Y
our one stop source for printing, graphics, design and 
promotional materials for the all of your print house needs.

RACE TIRES 
HOOSIER RACING TIRE 
WWW.HOOSIERTIRE.COM 
65465 STATE ROUTE 931, LAKEVILLE, IN 46536 
574-784-3152 Complete line of custom-manufactured 
spec racing tires for oval tracks, drag racing and road 
racing. The only company exclusively manufacturing 
racing tires.

AMERICAN RACER RACE TIRES 
WWW.AMERICANRACERONLINE.COM 
1545 WASHINGTON ST., INDIANA, PA 15701,800-

ADVOCACY 
UNITED STATES MOTORSPORTS  
ASSOCIATION 
UNITEDSTATESMOTORSPORTS.COM
E-MAIL: info@unitedstatesmotorsports.com
166 CRYSTAL CIRCLE, MOORESVILLE, NC 28117 
704-325-8003 Formed in 2015 by a coalition of industry 
businesses who recognized the need for greater organization, 
data and state/local advocacy for racing. Working every day 
all day as America’s Grassroots Racing Advocate.

ADVERTISING & DESIGN
SIMES GRAPHIC DESIGNS 
WWW.SIMESGRAPHICDESIGNS.COM 
414 MAIN ST., MANDAN, ND 58554  
888-457-4637 Simes Graphic is full-service art studio that 
services short track racing. They design and print all types 
of brochures, posters, promotional materials.

PRINTED IMAGE OF BUFFALO
WWW.PRINTEDIMAGEOFBUFFALO.COM 
1906 CLINTON ST, BUFFALO, NY, 14206 
Your one stop source for printing, graphics, design & 
promotional materials for the racing industry.

APPAREL, SOUVENIRS, NOVELTIES 
RACE TRACK WHOLESALE 
WWW.RACETRACKWHOLESALE.COM 
817 DELAWARE, INDEPENDENCE, MO 64050, 
816-718-2231 FAX: 866-365-2231 
Wholesale distributor of racing souvenirs, imprinted 
promotional items, apparel, and track supplies. Serving 
short track racing since 2008.

VELOCITA USA  
WWW.VELOCITA-USA.COM 
7987 OLD US HIGHWAY 52, LEXINGTON, NC 27295 
336-764-8502 Retailer of fire suits; safety crew suits; 
officials shirts, custom awards and jackets.

AUDIO, VIDEO PRODUCTION 
MOFFETT PRODUCTIONS 
WWW.MOFFETT.COM 
509 CLARENCE STREET, TOMBALL, TX 77375, 
281-440-0044 Professional audio production. Radio 
spots, TV ads, Tracks Trax race track audio CDs. Great 
creative, fast service, reasonable prices.

BANNER PRODUCTION         
 
GCI DIGITAL IMAGING - GRAND 
FORMAT PRINTING 
WWW.GCI-DIGITAL.COM 
5031 WINTON RD. CINCINNATI, OH 45232 
513-521-7446 Professional production for the fast and 
seamless way to produce your Grand Format Printing.

CRATE RACING ENGINES         
CHEVROLET PERFORMANCE PARTS 
WWW.CHEVROLET.COM/PERFORMANCE/
CRATEENGINES
6200 GRAND POINTE DR., GRAND BLANC, MI 48349 
810-606-3655 Circle track crate engines. Engine, chassis 
and other racing/high-performance accessories available 
at your local GM dealer. For information, contact Bill 
Martens.

DECALS
RACECALS
WWW.RACECALS.COM 
E-MAIL: info@racecals.com
24215 SE GREEN VALLEY RD, AUBURN, WA 98092 
1-888-928-8322 Printing quality decals for the 
Motorsports industry, coast-to-coast and every genre of 
motorsports you’ll RaceCals work. Die Cutting; Digital 
Printing; Banners and Designing are all things you can 
count on RaceCals for.

INSURANCE, RISK MANAGEMENT 
K&K INSURANCE GROUP 
WWW.KANDKINSURANCE.COM 
1712 MAGNAVOX WAY, PO BOX 2338,  
FT. WAYNE, IN 46801-2338 800-348-1839

K&K INSURANCE GROUP CANADA 
WWW.KANDKCANADA.COM 
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DIRECTORY OF SERVICES
#101-5800 EXPLORER DRIVE,  
MISSISSAUGA, ON, L4W 5K9, 800-753-2632 
The industry’s largest provider of racing insurance. 
More than 60 years of underwriting and risk 
management experience. Motorsport’s most 
experienced in-house claims staff. International 
service capability.

JONES BIRDSONG  
MOTORSPORT INSURANCE
WWW.JONESBIRDSONG.COM 
125 W. LAKE, STE 200, WAYZATA, MN 55391,  
952-467-6111 Jones Birdsong Motorsports offers the 
widest range of products designed to protect motorsports 
associations, facilities, teams, and special events.

NAUGHTON INSURANCE, INC. 
WWW.NAUGHTONINSURANCE.COM 
1365 WAMPANOAG TRAIL, EAST PROVIDENCE, RI 
02915, 401-433-4000 Motorsports insurance programs 
for race tracks, teams, sanctioning groups, and drivers 
since 1947. Programs available in all 50 states.

SAFEHOLD 
WWW.SAFEHOLD.COM/INSURANCE-PROGRAMS/
MOTORSPORTS/ 
2050 WEST SAM HOUSTON PARKWAY SOUTH, SUITE 
1500, HOUSTON, TX 77042
Decades of risk management experience in motorsports, 
Safehold understands the industry’s unique exposures. 
Offerings of participant primary and excess medical 
coverage, as well as other benefits for drivers, crews, and 
other participants.

SPORTS INSURANCE SPECIALISTS 
WWW.SPORTSINSURANCESPECIALISTS.COM 
14033 ILLINOIS ROAD, SUITE A, FORT WAYNE, IN 
46814, 855-969-0305 Sports Insurance Specialists 
offers a complete motorsports portfolio of participant and 
spectator insurance. A proven industry leader. “Let’s kick 
some rIsk.”

LUBE, FUEL, ADDITIVES

AMP LIVE EVENTS,MONSTER TRUCK 
NITRO TOUR 
WWW.MONSTERTRUCKTOUR.COM 
429 MONROE ST., OCONTO, WI 54153 
920-819-2023 Producers and provides of Live Monster 
Truck events.

LUBE, FUEL, ADDITIVES 
SUNOCO RACE FUELS 
WWW.RACEGAS.COM 
PO BOX 1226, LINWOOD, PA 19061 800-722-3427 
The largest refiner of racing gasoline. National distribution 
of quality brands. SUNOCO, Turbo Blue, and Trick.

VP RACING FUELS 
WWW.VPRACINGFUELS.COM 
204 EAST RHAPSODY DR., SAN ANTONIO, TX 78216, 
210-635-7744 VP Racing Fuels is known as the world 
leader in racing fuel technology and the official fuel of 60 
plus series.

FUEL FACTORY USA
WWW.FUELFACTORYUSA.COM 
E-MAIL: info@fuelfactoryusa
4431 WILLIAM PENN HWY., SUITE 6, 
MURRYSVILLE, PA 15668 1-412-404-3329 
Performance-driven, built for racers by racers. Focused 
on race fuel, plain and simple A desire to go fast and 
win, with the same goal for you. Fuel Factory, building a 
culture, built for speed.

MARKETING
DIGITAL THROTTLE, LLC
WWW.DIGITALTHROTTLE.COM 
E-MAIL: INFO@DIGITALTHROTTLE.COM  
774 MAYS BLVD #10-45, INCLINE VILLAGE, NV 89451 
800-314-4702 Founded in 2009, we specialize in 
managing digital advertising for clients in automotive, 
powersports & motorsports markets. Working across all 
platforms: Social, Video, Display, Search & eCommerce. 
Our “real-world” industry experience and online 
advertising expertise utilize the latest technologies to 
measure ad performance and adjust every ad campaign to 
maximize results.

VIETTI MARKETING GROUP
WWW.VIETTIMARKETING.COM 

662-2168 Race tires forged in the highlands of Western 
Pennsylvania for racing around the world.

T3 – TIRE TRACKING APPLICATION 
2180 N PAYNE RD LAKE RD, MIDDLEVILLE, MI 49333, 
269-348-1347 E-Mail: buddy@t3tireapp.com 
The “Mobile Application” that is changing the tire tracking 
and inspection game. Easy to use mobile tire scanning 
application for us at the trackside tire inventory tracking.

RADIOS, COMMUNICATIONS 
RACECEIVER RACE COMMUNICATIONS 
WWW.RACECEIVER.COM 
872 MAIN ST. SW, UNIT D2, GAINESVILLE, GA 30501, 
866-301-7223 Raceceiver one-way radios and race 
communications.

WADDELL COMMUNICATIONS 
WWW.FACEBOOK.COM/WADDELL-COMMUNICATIONS 
12 NOB RD., PLAINVILLE, CT 86062, 860-573-8821 
Racing Electronics Authorized Dealer with a focus on 
successful communication plan for competitors, officials, 
track and series applications.
 
TRACK TUNE  
WWW.TRACKTUNE.LIVE 
11528 197 ST. SE SNOHOMISH, WA 98296 425-766-
3440 Providing a mobile application so fans may hear 
your announcers utilizing the application through their 
mobiile device and speaker system.

 RELIGIOUS SERVICES 
RACING WITH JESUS MINISTRIES 
WWW.RJWM.COM 
PO BOX 586, TOLLAND, CT 06084, 860-202-3598 
Established in 1980, is known as the Racer’s Church. 
Ministering to the racing community through established 
sanctioning bodies, regional touring series and local 
tracks, seeking to provide opportunities for those we reach 
to fulfill the Great Commission in their lives.

SANCTIONING GROUPS 
IMCA-INTERNATIONAL MOTOR CONTEST ASSOC. 
WWW.IMCA.COM 
1800 WEST D STREET, VINTON, IA 52349  
319-472-2201 The nation’s oldest, largest, and leading 
sanctioning body. We focus on affordable divisions to 
assist the profitability of our sanctioned facilities and 
events.

NASCAR 
WWW.NASCAR.COM 
ONE DAYTONA BLVD., DAYTONA BEACH, FL 32114,  
386-310-6272 The NASCAR Home Tracks Program offers 
sanctioning opportunities for weekly racing and touring 
series events across North America and Europe.

WISSOTA PROMOTERS ASSOCIATION 
WWW.WISSOTA.ORG 
24707 CTY. RD. 75, ST. AUGUSTA, MN 56301  
320-251-1360 A member-driven sanction in the Upper 
Midwest featuring eight divisions of race cars: Late Models, 
Modifieds, Super Stocks, Midwest Modifieds, Street Stocks, 
Mod Fours, Pure Stocks and Hornets. As a member of 
WISSOTA, you vote on policies and rules and help guide 
YOUR organization. Click on Promoter Center at wissota.org.

TICKETS, TICKETING SYSTEMS 
EVENT SPROUT
WWW.EVENTSPROUT.COM 
Rana Ventures, LLC 2549 WAUKEGAN ROAD #782 
DEERFIELD, ILL 60015 713-320-0809 specializes in 
electronic ticketing of events. Easy setup along with the 
sale of automated ticketing machines.

SAFFIRE 
WWW.SAFFIRE.COM 
248 ADDIE ROY ROAD, SUITE B-106, AUSTIN, TX 78746 
provided an integrated experience between ticketing and 
websites, helping you increase your automated sales. 

TICKETSPICE
WWW.TICKETSPICE.COM 
9142 D STREET, SACRAMENTO, CA 95814 888-798-
9569 TicketSpice brings a specialized ticketing experience 
to the promoter and the customers to provide effortless 
online event management and ticket sales, marketing 
and ticketing that helps event organizers increase their 
bottomline.
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TRACKSIDE APP 
WWW.TRACKSIDEAPP.COM 
1321 DAVIS ST. SW., CANTON, OHIO 44706 330-754-
3364 Trackside has been refined to provide seamless 
event management, marketing and ticketing that makes 
events better for event organizers.

TIMING, SCORING, DISPLAYS

FLAGTRONICS 
WWW.FLAGTRONICS.COM 
8052 ELM DRIVE, STE G, MECHANICSVILLE, VA 23111 
804-8157201 providing track wide lighting, safety and 
other options to assist in race management and safety 
awareness inside and outside the vehicle.

MYLAPS SPORTS TIMING 
WWW.MYLAPS.COM 
2030 POWERS FERRY RD SE, STE.110, ATLANTA, GA 
30339 678-816-4000 MyLaps offers the best in class 
sports timing systems to measure, publish, and analyze 
race and participant results for all sports and specifically 
auto racing.

RACECEIVER RACE MANAGEMENT 
WWW.RACECEIVER.COM 
872 MAIN ST. SW, UNIT D2, GAINESVILLE, GA 30501 
866-301-7223 Raceceiver race communications. 
Raceceiver race management timing and scoring system.

WESTHOLD CORPORATION 
WWW.WESTHOLD.COM
E-MAIL: INFO@WESTHOLD.COM 
5355 E. 38TH AVE., DENVER, CO 80207 408-533-0050 
Westhold is a leading seller and manufacturer of race 
timing and scoring systems, scoreboards, message 
centers, video displays, and software.

WEATHER INSURANCE 
VORTEX INSURANCE AGENCY 
WWW.VORTEXINSURANCE.COM 
7400 W. 132 ND ST., SUITE 260, OVERLAND PARK, KS 
66213, 913-253-1210 Vortex Insurance offers weather 
insurance policies to mitigate the financial risk adverse 
weather presents in business.

WEBSITES & E-COMMERCE 
FIRETHORN MARKETING 
WWW.FIRETHORNMARKETING.COM
E-Mail: clint@firethornmarketing.com 
500 NORTH ESTRELLA PARKWAY, GOODYEAR, AX 85338  
304-481-2464 - Firethorn Marketing offers develops 
incredibly easy to manage and fully responsive websites.

MYRACEPASS 
WWW.MYRACEPASS.COM 
PO BOX 81666, LINCOLN, NE 68501 402-302-2464 
MyRacePass is a leader in the software development in 
motorsports specializing in a Race Management System, 
Website Development, Online Ticket Sales and Apparel Design.
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A SINCERE RPM “THANK YOU” GOES OUT  
TO THE FOLLOWING GROUP OF EXHIBITING  

COMPANIES WHO HELPED MAKE THE  
50TH ANNUAL RPM WORKSHOPS AT THE  

SHORES RESORT & SPA IN DAYTONA  
BEACH SHORES A TRULY SPECIAL EDITION  
OF OUR ANNUAL EAST COAST GATHERING;

HOOSIER RACING TIRE (LAKEVILLE, INDIANA);

K&K INSURANCE (FORT WAYNE, INDIANA);`

CHEVROLET PERFORMANCE PARTS (GRANDE BLANC, MICHIGAN);

TICKETSPICE (SACREMENTO, CALIFORNIA);```

MYRACEPASS (LINCOLN, NEBRASKA);

FIRETHORN MARKETING (GOODYEAR, ARIZONA);

SPEED SPORT / SPEED SPORT TV / TURN 3 MEDIA (MOORESVILLE, 
NORTH CAROLINA);

IMCA RACING (BOONE, IOWA)

NASCAR (DAYTONA BEACH, FLORIDA);

RACE TRACK WHOLESALE (INDEPENDENCE, MISSOURI);

PIT PAY (CHARLOTTE, NORTH CAROLINA);

SIMES GRAPHIC DESIGN (MANDAN, N.D.);

RACECEIVER (GAINESVILLE, GEORGIA);

MYLAPS TIMING & SCORING (AMB) (ATLANTA, GEORGIA);

SPORTS INSURANCE SPECIALTIES (FORT WAYNE, INDIANA);

JONES BIRDSONG (CHANHASSEN, MINNESOTA);

VORTEX INSURANCE AGENCY (OVERLAND PARK, KANSAS);

WISSOTA (ST. CLOUD, MINNESOTA);

VP RACING FUELS (SAN ANTONIO, TEXAS);

SUNOCO RACING FUELS (MARCUS HOOK, PA.);

AMERICAN RACER TIRE (INDIANA, PENNSYLVANIA); 

EVENT SPROUT (DEERFIELD, ILLINOIS);

WESTHOLD (SANTA CLARA, CALIFORNIA);

MERCURY MARINE / QUIKSILVER (FOND DU LAC, WISCONSIN);

PERFORMANCE RACIN G INDUSTRY (PRI) (LONG BEACH, CALIFORNIA);

UNITED STATES MOTORSPORTS ASSOCIATION (USMA)  
(MOORESVILLE, NORTH CAROLINA);

SPEEDWAY ILLUSTRATED (EPPING, NEW HAMPSHIRE);

RACECALS (AUBURN, WASHINGOTN);

SPECTRUM WEATHER INSURANCE (LIBERTY, MISSOURI);

FUEL FACTORY (MURRYSVILLE, PENNSYLVANIA);

DIGITAL THROTTLE (INCLINE VILLAGE, NEVADA);

VIETTI MARKETING GROUP (SPRINGFIELD, MISSOURI);

FLOSPORTS / FLORACING (AUSTIN, TEXAS);

T3 TIRE TRACKING APPLICATION (MIDDLEVILLE, MICHIGAN);

RACING WITH JESUS MINISTRIES (TOLLAND, CONNECTICUT);

RPM PROVIDES A UNIQUE UP CLOSE & PERSONAL 
OPPORTUNITY TO MEET WITH REPRESENTATIVES  

OF THE BUSINESS. THE FOLKS WITH THESE  
COMPANIES TOOK THE TIME TO RECOGNIZE HOW  
IMPORTANT YOU ARE BY BEING IN ATTENDANCE  
AT RPM TO CREATE NETWORKING, MEETINGS  
AND ONE-ON-ONE DISCUSSION, ALL IN THE  

BUSINESS WHEN IT COMES TO RPM AND THE  
ANNUAL RPM@RENO WESTERN & RPM@DAYTONA 
WORKSHOPS. COMES TO RPM AND THE ANNUAL  

RPM@RENO WESTERN & RPM@DAYTONA WORKSHOPS.


