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Welcome!

Ellen Trunk
Customer Success Manager
etrunk@uplandsoftware.com

Liz Huff
Sr. Director of Customer Success

lhuff@uplandsoftware.com



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



The Opportunity



Credit: Borrell Associates

Local Advertisers Wish List for Media Partners

Compiled from open-ended suggestions from 593 
respondents in Borrell’s Fall 2023 Survey of Local Ad Buyers; 
top category (”More affordable products”) accounted for 
16% of the total respondents.

More than 
half the time

12%
Top 10 List

1. More Affordable Products
2. Measurement/Tracking
3. Customized Solutions
4. Targeting Capabilities
5. Knowledge About My Industry
6. Build Relationship/Partnership
7. More Transparency in Pricing
8. More Results/Effectiveness
9. Help for Non-Profits
10. Avoid A.I./Be Personal



Credit: Borrell Associates

DIY Platforms vs. the Local Sales Rep

“How often do you deal with a 
sales rep vs. buying 

advertising in a self-serve 
manner with no human 

interaction?”

Every or 
almost 

every time

11%

16%

Rarely/never

Less than 
half the time

About half 
the time

More than 
half the time

41%

20%

12%
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Local Advertising

Local Promotions/Marketing

Credit: Borrell Associates

Gap is forecasted to
start widening again



YOUR 2024 Plan



YOUR Plan

•National Sweepstakes

• Best Of Ballot

• Recurring Revenue

• Lead Generating Campaigns

•National Sports



Let's Break it Down!



National Sweepstakes



Why you 
should 
prioritize 
National 
Sweepstakes

• 4 sweepstakes included in your 
Second Street license

• National prizes provided by 

Second Street

• Attract many participants with 

national prize & that gives more 

exposure to your local sponsor and 

local prize offerings

• Enable you to grow both your 

database and your advertiser’s 
database

• You can choose your own themes!



$5,000 
Sweepstakes

$5,000 
Sweepstakes

$5,000 
Sweepstakes

$15,000 
Sweepstakes

January April July November

2024 National
Sweepstakes



2024 National Sweepstakes – Get the Kit!

January February March April

May June July August

September October November December

Q2 April 22 2024 -

Q3 July 29, 2024 – August 27, 2024

Q4 November 4, 2024 – December 10, 2024

May 21, 2024

Q1 January 29, 2024 – February 27, 2024



Automotive

Banks, Credit Unions

Retirement/Wealth

Home Services

Grocery

Insurance

Healthcare

Real Estate

Mortgage Lenders

Furniture Retailers

Indoor/Outdoor 

Home Improvement

Advertisers 
to Target



Case Study



Case Study

• $34,000 revenue in addition to 
their 6-figure yearly spend!

• 1,641 Marketing Leads

• Gained valuable 1PD insights on 
entrants 

• Advertiser loved the exclusive 
year-long sponsorship of the 4 
National Sweepstakes

WBYR-FM, Fort Wayne, IN



National Sweepstakes Kit

• Revenue Goals

• Database Goals

• Advertisers to Target

• Sales Sheets for Your Industry

• And more!



Best Of



• YOY Revenue Growth

• YOY Audience Growth

• Email Acquisition

• Year-Round Celebration of your 

local business owners

• Community Engagement

• “Feel good” news

• Reach – mass appeal

• Multi-media advertiser campaign

• New customer acquisition

Why run a 
“Best Of”? 



Average partner will grow 
revenue by 30% YOY



Target the business categories that:  
• Show up in 3+ categories 
• Are locally competitive
• Historically buy packages

• Healthcare
• Home Services
• Legal 
• Insurance
• Real Estate
• Financial
• High-End Retail

Advertisers
to Target



Case Study



Best of the Pines
The Pilot | Southern Pines, NC

• 2020
• $144K 

• 2021
• $208K

• 2022

• $285K 

• 2023
• $305K 

• Revenue has grown 400% since 

using Second Street 



Best Of Resources

• Citywide Ballot Best Practices Guide

• Citywide Ballot Calendar & Revenue 

Calculator

• Best Of Ballot Sales One-Sheets



Recurring Revenue



2 Types of Recurring Revenue



1. ‘Of the Month’ Campaign
• Sponsorship model of revenue with big 

dollar monthly investment

• Generate leads over time with a unique 

lead-gen question each month

• Examples:

• Baby of the Month

• Athlete of the Month

• Teacher of the Month

• Hometown Heroes

• Nurse of the Month



2. Annual Buys with
Lead-Generation Campaigns
• Understand advertiser’s profit 

centers/sales cycles

• Create custom advertiser 
campaigns based on those 
specific sales cycles

• Generate qualified leads with each 
campaign & use HOT LEADS

• Example HVAC Advertiser:
• Q1 – Furnace Maintenance

• Q2 – AC Service / Prep

• Q3 – Energy Efficiency

• Q4 – Furnace Service / Prep



• Financial

• Education

• Automotive

• Healthcare

• Lead-Driven Home Services

• Medical

• Grocery

Advertisers 
to Target



Monthly Photo Contest

• Sponsored by a fast-food restaurant

• Seasonally themed photo contest 

each month

• Helping restaurant drive app 

downloads with families & helping 

keep their presence strong in the 

community

• $24,000 Revenue

The Pilot, Southern Pines, NC



Advertiser Lead-Gen



• Leads

• Database Growth

• Education

• Community Involvement

• Capturing Social Audience

• Audience Data

Why focus on 
Lead-Gen for 
Advertisers?



• Home Services

• Healthcare

• Financial

• Insurance

• Education

• Legal

• Retail

• Hospitality

Advertisers 
to Target



Case Study



Leads

Allen County Sheriff Department 
Sweepstakes
WQHK-FM

• Goals:
• Gather recruitment leads
• Brand awareness and to promote a 

positive image in the community

• Execution:
• Sweeps bundle

• Each seasonally themed with relevant prize

• Results: 
• 595 employment leads

• 32 open positions filled!
• “The work we’ve done on K105 is single handily 

keeping us afloat in the recruitment game.”



Allen Service Air 
Conditioning Sweepstakes

• Allen Services gave away a new air 

conditioner

• Great lead-gen:

• Would you like to schedule a Free A/C 

Estimate?

• 56 said yes!

• Allen Services has attributed $70,000 
in sales to leads from this campaign

• $5,900 revenue for paper

Fort Collins Coloradoan, Fort Collins, CO



National Sports



National 
Sports –
Sell them 
TOGETHER

•College Hoops

• Pro Football



Your 
National 
Sports 
Strategy

•Maximize your Revenue 
Potential and Sell 
EFFICIENTLY!

•Managed Pick'em Contest

• Supplemental Weekly 
Quizzes

• Sports Themed Bracket

• Ticket Giveaway



Advertisers 
to Target

•Hospitality

• Automotive

• Financial

•Grocery

• Retail







Sports Turnkeys

Greatest Halftime 
Performance Voting Bracket

Best of Pro Football
(for each conference)

Can We Guess Your 
Tailgate Personality?



BONUS!
First Party Data



84%
of promotions activity 
comes from email.

• Email drives participation

• Email is the #1 driver of 

promotions activity



94%
of new email opt-ins 
come from promotions.

• Promotions drive email 

growth

• Promotions are the #1 

driver of email permissions



Revenue Plan



Campaign Idea January February March

$5,000 National Sweeps $3,750 $3,750

Hometown Heroes $2,500 $2,500 $2,500

Citywide Best Of Ballot $15,000

Lead Gen Campaign $5,000 $5,000 $5,000

Football Bundle $5,000 $5,000

College Hoops Bundle $5,000 $5,000

MONTHLY TOTAL $16,250 $21,250 $27,500

Q1 Plan



Campaign Idea April May June

$5,000 National Sweeps $3,750 $3,750

Hometown Heroes $2,500 $2,500 $2,500

Citywide Best Of Ballot $25,000 $75,000

Lead Gen Campaign $5,000 $5,000 $5,000

MONTHLY TOTAL $36,250 $86,250 $7,500

Q2 Plan



Campaign Idea July August September

$5,000 National Sweeps $7,500

Hometown Heroes $2,500 $2,500 $2,500

Athlete of the Week / Month $2,500 $2,500 $2,500

Lead Gen Campaign $5,000 $5,000 $5,000

Football Bundle $5,000 $5,000

MONTHLY TOTAL $10,000 $22,500 $15,000

Q3 Plan



Campaign Idea October November December

$15,000 National Sweeps $7,500 $7,500

Hometown Heroes $2,500 $2,500 $2,500

Athlete of the Week / Month $2,500 $2,500 $2,500

Lead Gen Campaign $5,000 $5,000 $5,000

Football Bundle $5,000 $5,000 $5,000

Quarterly TOTAL $15,000 $22,500 $22,500

Q4 Plan



TOTAL 2024
REVENUE $302,500



Resources



lab.secondstreet.com



lab.secondstreet.com/playbooks/



Thank You!

Julie Foley
Sr. Customer Success Manager

jfoley@uplandsoftware.com

Matt Hummert
Customer Success Manager

mhummert@uplandsoftware.com

Liz Huff
Sr. Director of Customer Success

lhuff@uplandsoftware.com

Ellen Trunk
Manager of Customer Success
etrunk@uplandsoftware.com

Kristen Wehe
Customer Success Content Creator

kwehe@uplandsoftware.com


