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Welcome!

Liz Huff
Sr. Director of Customer Success 

Upland Second Street
lhuff@uplandsoftware.com

Julie Foley
Sr. Customer Success Manager 

Upland Second Street
jfoley@uplandsoftware.com



Do you have 
questions?
Ask in the GoToWebinar
Panel during the webinar, 
and we will answer them at 
the end!



Our Partners
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$ Billions

Local Advertising

Local Promotions/Marketing

Credit: Borrell Associates

Gap is forecasted to
start widening again

Why Promotions?



Revenue Best 
Practices

• Sell long-term deals

• Prize Relevance + Value = 
Participation

• Seasonal/market initiatives

• Save + grow with promotions

• Make it a package – not a one-off

• Educate and engage audience

• Community involvement

• Get National Sweeps sponsored



Sell Long-Term Deals



Best 
Practices:
Sell Long-
Term Deals

• Recurring Revenue

•Multi-month promotions

• Tied to programming or 

special sections

• Sponsorship revenue model

• Larger Advertiser budgets 



Living In Treasure Coast
Treasure Coast News

Revenue: $40,000

• Recurring monthly photo 
gallery
• Sponsored by real estate 

company 

• Highlighted favorite places in 
the Treasure Coast



Birthday Club
WGN-TV

Revenue: $50,000

• Recurring campaign

• Rotated sponsors

• Used a multi-channel approach
• Monthly contests
• Emails
• Birthday newsletter
• TV spots



Sponsored Monthly 
Photo Contest
The Pilot

Revenue: $24,000

• Seasonally themed photo contest 
each month

• Successful multi-year campaign
• Running since 2020



Baptist Health Juice 
Quiz Campaign
WJXT-TV

Revenue: $200,000
• $17,000 per month

• Each month, created a quiz based 
on hospital’s blog content
• Flu
• Measles
• Pregnancy

• COVID

• Multi-year campaign



Prize Relevance + Value = Participation



Best 
Practices:
R+V=P

• Align prize and contest 

theme with target audience

•Offer a valuable prize

•More participation = more 

revenue for next promotion



Visit Bloomington
WMEE-FM

Revenue: $7,225
• Prize

• 2 nights at a hotel, 4 tickets 
to WonderLab Museum, 4 tickets to Urban Air 
Adventure Park, $200 in restaurant gift cards 
to a variety of local favorites, and a $100 visa 
gift card

• Sponsor signed up to run this promotion after 
seeing it’s success the previous year

• 600+ sponsor opt-ins
• 1800+ total of all campaigns run

• Sponsor committed to running 2 more 
campaigns after this success



Win a Trip to the Draft 
Selection in Vegas! 
Las Vegas Review-Journal

Revenue: $100,000
• Prize

• 3 nights stay at the resort, Food/beverage credit, 
Admission to NFL Draft viewing parties, Airport 
transportation

• Sponsored by Virgin Hotels Las Vegas

• Included in a larger campaign that ran 9 months
• Special section, ongoing draft coverage, video 

highlights

• Targeted out of market pro-football enthusiasts with 
over 2.2millon programmatic impressions 

• 2,387 email opt-ins (84% opt-in rate)



JF Miller Heating & Air AC Unit 
Sweepstakes
WBYR-FM

Revenue: $25,000

• Prize
• A brand new AC unit

• Users submitted photos of their ugly AC 
unit
• 115 submissions

• 75 sponsor opt-ins

• Thank You email with 20% off coupon for 
AC repair
• 38% open rate



225 Acadian House 10k Kitchen 
Giveaway
225 Magazine

Revenue: $8,850

• Prize
• $10,000 remodel

• Sponsored by Acadian House Design + 
Renovation

• Asked readers to submit photos of their 
kitchens that need updating

• Great lead-gen questions
• Which design/color style are you most 

interested in?



The FUGE Wedding Reception 
Sweepstakes
Bucks County Courier Times

Revenue: $9,500

• Prize
• Wedding reception valued up to $10K

• 121 sponsor opt-ins

• A lot of lead-gen:
• Are you engaged and seeking a 

reception venue?

• Is your guest list larger than 100 
people?



Seasonal/Market Initiatives



Best 
Practices:
Seasonal/
Market 
Initiatives

•Make contest theme 

seasonal/timely

•Combine promotions with 

internal programming, 

events, etc.



Summer Chillin’
KESQ-TV 

Revenue: $1,250

• Ran promo in National Ice Cream month
• $1.00 off ads on contest page spurred walk-

in traffic

• 309 client opt-ins

• First-time client went on to spent an 
additional $2,000 
• Also secured sponsorship for Valentine's 

Day, Mother's Day, Father's Day and 
Holiday contests



The Real Pets of PineStraw
The Pilot

Revenue: $5,425 

• Fun, quirky, and current theme

• 21 hot and actionable leads for sponsor

• 245 entries - most to date

• Photos published in special advertising 
section
• Businesses that had never given them the time 

of day were thrilled to be included



Beautiful Baby Contest
WMEE-FM

Revenue: $3,000 

• Goal:
• Engage young moms with a ‘viral’ promotion

• Tie into WMEE Baby & Family Fair event

• 616 sponsor opt-ins

• Collected 1PD for sponsor

• 100’s of opt-ins for WMEE’s email and 
mobile lists



Munch Madness
KLIN-AM/FM

Revenue: $10,000

• 64 local restaurants within the 
bracket

• 25,000+ votes

• 1,127 new promo opt-ins (46% 
increase)

• 211 new newsletter opt-ins (66% 
increase)

• 294 sponsor opt-ins



March Music Madness
The Villages Daily Sun

Revenue: $12,000

• Series of 4 voting brackets - one for 
each decade

• 4 sponsors for each decade - industry 
exclusive

• If sponsor guessed the actual winner 
correctly, they received a free full 
page color ad



Festival of Food Ticket Giveaway
WHAM-TV

Revenue: $5,000

• The client sold out of tickets!
• By end of contest, only way to get tickets was 

to enter to win

• Sponsor received weekly updates with the 
winners’ names and email opt-in list
• Allowed them to follow up with participants 

directly

• Thank you email contained ticket 
information

• 900+ opt-ins for sponsor
• ~30% opt-in rate



Father's Day "Dad Jokes" 
Sweepstakes
WDAF-TV

Revenue: $7,000

• 1,692 entries

• 764 sponsor opt-ins

• Great-lead-gen 

• On-air mentions and shared dad 
jokes throughout the promotion



Save + Grow Revenue With 
Promotions



Best 
Practices:
Save + Grow 
Revenue

•Drive leads for advertisers 

•Measurable ROI

•Database growth



Ingles Amazing Teacher Awards
Spartanburg Herald-Journal

Revenue: $227,000

• Saved insert revenue

• Recurring monthly promotion 

• Recognized teachers in their 
community

• Sponsored by grocery store 
chain 



Traeger Grill Giveaway
Citrus County Chronicle

Revenue: $25,000

• Created a sweepstakes to keep 
revenue from their original 
sponsors and save the package

• 900+ sponsor opt-ins



70th Anniversary Motorcycle 
Mayhem
The Leaf-Chronicle

Revenue: $12,500

• Multiple types of leads
• 313 considering trading or purchasing in 

the near future
• 263 interested in courses through riding 

academy
• 243 want to schedule a test ride

• 900+ opt-ins for sponsor

• Client so impressed, they want to 
integrate more promotions into overall 
marketing plan/events



Mr. Electric LED Landscaping 
Lighting Giveaway
WMEE-FM

Revenue: $40,000

• Used promotion to save annual 
campaign

• 200+ hot, qualified leads for local 
electrician



Piggly Wiggly 
Payday Giveaway
AL.com

Revenue: $5,000
• Goals:

• Collect customer data to strengthen Piggly Wiggly’s 1PD

• Increase app downloads

• Lead Gen & Extra Chance questions
• How often do you shop for groceries?

• What do you value most when shopping for groceries?

• Huge increase in category specific opt-ins and app 
downloads
• 1,900+ Wine Opt-ins

• 1,300+ E-newsletter opt-ins

• 750+ App Downloads

• Client signed for another contest to run months 
later, then 2 more after that!



Toilet Topper Giveaway
WKBT-TV

Revenue: $30,000

• Contest helped secure an annual contract 
for both digital and TV

• Sponsored by Noble Custom Woodshop

• 250+ entries

• 111 sponsor opt-ins

• Great lead-gen questions
• Sponsor was able to line up numerous jobs and 

had a waitlist of over a few months



Make It A Package



Best 
Practices:
Make it a 
Package

•Multi-media/multi-channel

• Support with core and 

digital media

• Package is more appealing 

to your advertisers



Indoor Waterpark Sweepstakes
USA Today

Revenue: $50,000
• Advertiser booked additional $175K 

in promotions campaigns

• 96,000+ entries

• 29,000+ sponsor opt-ins

• 580 resort bookings



Purdue Farms Sweepstakes
Adams Publishing Group

Revenue: $38,526

• Goals:
• Create a ‘taste & review’ concept

• Audience development and brand awareness

• Multi-market campaign
• Included newsrooms, advertising, and test kitchen 

video

• 6,500+ sponsor opt-ins

• 460 users purchased sampler pack from offer 
in Thank You email 
• LTV of 460 customers: $55,200



Iconic Sports Venue Bracket
WDIV-TV

Revenue: $50,000

• Goal:
• Drive audience engagement with local topic 

that can double as content

• 5-bracket package

• Sponsor mentioned on-air, featured in 
newsletters, articles, and social media

• Part of ongoing bracket segment in mid-
day show

• 200+ sponsor opt-ins



Gift A Little Excitement- Holiday 
Scratchers
WSLS-TV

Revenue: $14,000

• 130,000 digital impressions and 
~950,000 on-air impressions for 
sponsor

• Used creative marketing techniques 
like 'man on the street' style interviews, 
vignettes with the Lottery logo, long 
form interviews, and a kitchen segment



Free Stuff Frenzy
WWTV-TV

Revenue: $10,450

• 20-day promotion with 19 total 
sponsors
• Separate prizes and sponsor each 

day with one grand prize winner

• 42,072 entries total
• Largest contest to date

• 7,000+ clicks on Facebook



Big Holiday Giveaway
KTVZ-TV

Revenue: $15,000

• Multiple Sweepstakes
• 16 local sponsors

• 262,000+ combined entries

• 20,000+ new combined opt-ins



Best Wedding Services in Calgary
Avenue Calgary

Revenue: $21,800

• 25,000+ nominations

• 43,700+ votes

• Sold for the ballot:
• Enhanced listings, category ads, group ads, 

ROS display ad packages, print packages 
and more



Educate and Engage



Best 
Practices:
Educate 
and Engage

•Use promotions that 

educate while engaging 

•Quizzes are fun!

•Great for home and 

professional services 

clients



Test Your Medicare Knowledge
Palm Beach Post

Revenue: $60,000

• Goals:
• Educate audience about Medicare

• Brand awareness

• 150+ quiz submissions

• 83 sponsor opt-ins



Generator Giveaway
USA Today

Revenue: $96,000

• Goals:
• Increase brand awareness
• Gather sales leads

• Included sponsor video for extra 
chances

• 3,200+ sponsor opt-ins

• 1,000+ hot leads



What Iconic Mississippi Dish Are You?
AL.com

Revenue: $10,000

• Goal:
• Promote Vicksburg and its local 

eateries/areas

• Gather 1PD and grow database

• Success from this quiz strengthened 
client relationship

• 2,170 sponsor opt-ins

• Reached 344,000+ through Facebook 
paid strategy



Back to Homeschool Curriculum 
Awards
Homeschool.com

Revenue: $15,000

• Goal:
• Give families insights on 

new/valuable curriculum that is 
available to them 

• 24,000+ nominations/votes

• New opt-ins for newsletters
• 415  for middle school newsletter
• 356 for high school newsletter



Hurricane Preparedness
Pensacola News Journal

Revenue: $151,000

• Goals:
• Increase brand awareness

• Drive users to their storm preparedness 
site

• 16,327 entries

• 1,700 sponsor opt-ins

• 1,072 opt-ins for Pensacola News 
Journal

• 722 website visits, 489 FB visits



National Beef Association 
Sweepstakes
Chicago Tribune

Revenue: $13,100

• Goals:
• Attract interest in the brand
• Collect 1PD for future 

promotions/marketing

• Ran promotion at perfect time
• Right before summer and grilling 

season

• 1,975 entries



Community Involvement



Best 
Practices: 
Community 
Involvement

• Barstool topics

• Feel-good content

• Topics your audience cares 

about



Military Photo
Contest Projects
Pittsburgh Post-Gazette

Revenue: $40,000

• Goal:
• Honor frontline workers & and veterans

• Veterans' gallery was turned into a 
print special section in the newspaper 
• Also created a Veterans Day e-edition 

offering recognition to 1,000 veterans 
who entered



Chime in for Changemakers
USA Today

Revenue: $100,000

• Goal:
• Shift focus from product to community

• Huge branding campaign for Chime that also resulted in 
key 1PD capture about what motivates someone to 
change banks

• 1,083 nominations

• 668 opt-ins for Chime

• Lead-gen for Chime:
• Do you currently bank with Chime?

• What type of bank do you use today?

• What would motivate you to change banks?



Volunteers Count
KXLY-TV

Revenue: $30,565

• Goal:
• Give back and honor volunteers

• Community nominated an 
outstanding volunteer for a 
chance to win a $1,000 donation to 
their non-profit/charity

• 92% opt-in rate for sponsor



Michigan Wildlife Council Photo 
Contest 
Detroit Free Press

Revenue: $28,000

• 775 entries

• 1116 votes

• 227 opt-ins for the paper

• 687 opt-ins for the sponsor



Athlete Of The Week
Cincinnati Enquirer

Revenue: $79,500 

• Goal:
• Align with marketing initiative that 

promoted to high school athletes 
and their parents

• Sponsored promotion for 2 years

• 2,700+ opt-ins for sponsor



HighSchoolOT.com Honors
WRAL-TV

Revenue: $65,000

• 57,270 votes

• 4,800+ opt-ins for High School Sports 
newsletter

• Included a virtual/TV Special for 
Awards
• Featured interviews with athletes



Salute to Nurses
The Oklahoman

Revenue: $75,000

• Ballot ran during National Nurses 
Week

• Utilized 3 sponsors

• 10,100+ votes



Top Nurses Awards
The Plain Dealer/Cleveland.com

Revenue: $50,000
• Achieved 123% of their revenue 

goal!

• Program included ballot, in-
person event, and special print 
section
• 3 sponsors

• 22,000+ votes

• 150+ leads for each sponsor



8 On Your Plate Restaurant 
Sweepstakes
WRIC-TV

Revenue: $36,750

• Goal:
• Increase visibility of local restaurants

• Drive foot traffic, online orders, and email 
lists

• Sweepstakes run each month 
featuring 1 local restaurant
• 10 sweepstakes featuring 8 restaurants 

total

• Also included promotion via email, social 
media and on-air tv spots

• 14K+ opt-ins for restaurant sponsors



Support Local Restaurants
Times Colonist

Revenue: $20,000

• 50 local restaurants participated

• 12 days with 12 promotions 

• As many as 35 restaurants 
participating in EACH of the 12, 
five-day promotions



#inUTAH Bracket Challenge
KSFI-FM

Revenue: $50,000

• Goal:
• Support locally owned businesses

• Sponsored by the Utah 
Governor’s Office of Economic 
Development

• ~2,000 votes per bracket



Get National 
Sweepstakes Sponsored



Best 
Practices:
National 
Sweepstakes

• Sell all 4 to one sponsor

• Line up with advertiser 

sales cycles

• Big Prize provided by 

Second Street



Shield Exteriors Sweepstakes
Federated Fort Wayne

Revenue: $34,000
• Total yearly contract: $292,000

• Same sponsor for all 4 
sweepstakes

• Sponsor turned into largest 
client for media company

• 1,600+ opt-ins for sponsor



Rent or Mortgage for A Year
Forever – Delmarva

Revenue: $14,250
• Sponsored by AC company

• 708 new sponsor opt-ins
• 50% opt-in rate – highest they’ve ever 

had

• 298 warm leads
• Requested free system evaluation

• Promotion ran on multiple stations
• Displayed the power of other 

audiences to client



Viva Live Long Live Well
South Shore Home & Style

Revenue: $2,000

• Goal:
• Raise brand awareness

• Gather leads

• New client turned into consistent 
advertiser

• Now an internal case study to display 
power of sweepstakes to other clients

• 3,776 clicks for client’s Instagram account

• 1,402 new opt-ins



Six-Figure Promotions that 
Accomplish Multiple Goals



Best 
Practices

• Long-term deal

• Relevance + Value= Participation

• Seasonal/Market Initiatives

• Save and Grow Revenue

•Multi-media Package

• Educate and Engage

•Community Involvement





Best of the Pines
The Pilot

Revenue: $285,000 

• Revenue increased 400% since they 
started with Second Street

• Creates major brand awareness

• Thousands of opt-ins
• 2,500+ contest opt-ins

• 2,200+ newsletter opt-ins

• One main sponsor with 12 supporting 
sponsors

• Promotion ‘sells itself’



Best of Western Kentucky
WKDZ-FM

8th year running with 10% revenue 
growth

• Goal:
• Generate Q1 revenue
• Recognize local businesses
• Drive website traffic, grow 

database, brand recognition

• 48,000+ votes

• 1,200+ new opt-ins



Best of Boise
Boise Weekly

Revenue: $127,000
• YOY Growth: 277%

• Email Database YOY Growth: 
9,108

• 173,000 nominations



Best of Sumter
Sumter Item

Revenue: $275,000
• YOY growth: +$32K
• 8% over revenue goal

• 12,000+ nominations 

• 267,000+ votes

• 3,600+ new opt-ins



Viewer’s Choice Awards
WXXV-TV

Revenue: $41,000

• 13,000+ opt-ins

• 28,000+ people participated
• ~27,000 new users

• 264,000+ total votes



2022 Best of Hawaii
KITV-TV

Revenue: $90,000

• 3,800+ participants

• 53,000+ votes

• 870 promo opt-ins

• 892 newsletter opt-ins



Best of Savannah 2022
Connect Savannah

Revenue: $125,000
• 159% over goal!

• 35,000+ nominations

• 305,000+ votes

• 5,000+ newsletter opt-ins



2022 Family Favorites
Baton Rouge Parent’s Magazine

Revenue: $100,000

• In-person event for all winners and 
runners-up

• Replicating this contest in 2 other 
markets

• 4,700+ magazine opt-ins

• 3,900+ birthday club opt-ins



Best of Sun Coast
Sun Coast Media Group

Revenue: $460,000
• YOY revenue growth: 18%
• Doesn't include event ticket sales!

• Four separate ballots!

• 109,000+ votes

• 8,300+ combined opt-ins
• YOY email database growth: 15%



Best of The Gulfshore
Gulfshore Life

Revenue: $123,000+

• Drove 263,000 page views
• 37.33% increase
• 14% bounce rate decrease

• 28,000+ votes

• 1,200+ new opt-ins



Best of the Best Palm Beach County
Palm Beach Post

Revenue: $550,000+

• 28,000+ nominations

• 208,000+ votes

• 7,700+ new opt-ins for paper

• 2,000+ new opt-ins for sponsor



Best of the The Capitol Region
Times Union

Revenue: $219,000

• Sponsorship from 75+ advertisers

• 50,000 people voted 500,000 times

• 177,122 nominations

• Planning a winner’s event for next 
year

• 6,200+ newsletter opt-ins

• 4,300+ promo opt-ins



A-List
St. Louis Magazine

Revenue: $225,000
• YOY growth: 86%

• 77,000+ nominations

• 569,000+ votes

• 8,400+ combined opt-ins for their 3 
newsletters

• First time advertiser secured 
multiple leads and booked 5 events 
in 4 months



$5,120,000



Resources



lab.secondstreet.com



Upcoming 
Webinars

• 2024 National Sweepstakes
• Thursday, August 24

• Seller’s Series: Lead-Gen Edition
• September 25th-27th

• 30 in 30
• Thursday, October 26

• Seller’s Series: Best Of Ballots 
• Nov. 13-15

Use the QR code to access 
all available webinar 
sign-ups!



Sign up for the Lab Newsletter!



Thank You!

Liz Huff
Sr. Director of Customer Success 

Upland Second Street
lhuff@uplandsoftware.com

Julie Foley
Sr. Customer Success Manager 

Upland Second Street
jfoley@uplandsoftware.com


