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The Challenge:
Trompeter, the leading manufacturer of 
interconnect products for telco central office
applications, faced declining sales resulting from 
a market crash. To offset this loss of volume, 
the company developed a line of products for 
Outside Plant (OSP) applications with reliability
and certification requirements similar to the 
telco central office. Trompeter’s best shot at a 
successful launch was to leverage its outstanding
reputation in an adjacent market space and its
widely-accessible installer training programs to
persuade risk-averse Outside Plant customers 
to consider a supplier new to their world. 
Trompeter faced a well-entrenched leader in the
OSP segment.

OnRamp’s Solution:
We introduced the OSP product line through a
integrated campaign including trade shows, trade
publication advertising, feature story placements,
and product releases. We built a feedback loop
into the campaign deployment to enable message
adjustment as the campaign rolled out.

Results:
Trompeter’s OSP products are currently the shining
star in the company’s product portfolio.
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