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“Welcome!

Julie Foley
Sr. Customer Success Manager 
jfoley@uplandsoftware.com



Send in your
questions!
Submit your questions in
the Questions panel during
the webinar, and we will
answer them at the end or
follow up with you!



What is Branded Content?



“
What is

Branded Content

A marketing strategy that
uses engaging content via education
& storytelling to provide a valuable
benefit to advertisers while increasing
audience engagement and revenue
for local media publishers.



Branded Content Marketing
is an $85+ billion industry with

over three-quarters of spending in
digital formats, growing more than

5% year over year

Source: Borrell Associates



Source: Borrell Associates

Probably
Overspending

11%

Spending Budgets for Those Using
Content Marketing

This is your
opportunity!

Probably
Underspending

40%

Spending
Appropriately

39%



Who is interested in Branded
Content Marketing?



Source: Borrell Associates

Spending on Branded Content Marketing

Buying Branded 
Content Marketing

NOT Buying Branded
Content Marketing

Profile by 
Company Size

Very
Large 
6%

Focus on Medium-
Large companies
with the money to

spend and need for
content

Medium 
26%

Small 
68%

Very
Large 
19%

Small 
35%

Medium
46%



Who to Target



Source: Borrell Associates

Each Industry Spends Over $1 Billion
Annually on Branded Content Marketing 

Credit & Mortgage Services Government Colleges & Universities

Automotive Sales Banks Medical Doctors

Telecommunications Services Grocery/Food Stores Other Medical Professions

Digital Businesses Financial Services Hospitals

Real Estate Services Home Improvement/Retail Travel Services

Eating & Drinking Places Miscellaneous Retail Do these all sound familiar??



Case Study
MidWest America FCU
Savings Quizzes
WQHK-FM

 Goals:
     → Educate audience
     → Data collection
     → Promote mobile app

 Results:
     → 100+ sponsor opt-ins
       → Lead-gen data

Have you heard about the ZOGO
Mobile App 

       → 20+% follows on FB & Insta
       → Five figure revenue



How Effective is Branded Content
Marketing?



Source: Borrell Associates

% Rating Advertising Type
Moderately Effective or Better

0% 20% 40% 60% 80%

SEM

Social Media

Braodcast TV

Streaming Video/OTT

Website Ads

Cable TV

Content Marketing

Direct Mail

Radio (AM/PM)

Mobile In-App Ads

Email Marketing

Out-of-Home/Outdoor

Events/Sponsorships

Mobile SMS/Text Ads

Other Printed Publication

Streaming Audio

Newspapers

Magazines

Online Listings

Printed Directories

80%

78%

76%

75%

74%

71%

70%

70%

68%

66%

65%

63%

62%

61%

58%

57%

57%

52%

50%

35%

70% think Branded
Content Marketing is

Effective



Source: Borrell Associates

Which Channel is Most Effective
for Marketing Your Content

% say this is
moderately/very/

extremely effective
87% 80% 77% 74% 71%

Video Newsletters
Digital

Articles/
Blogs

Brochures/
Flyers

Social Media
Posts



Case Study
Power Your Future Quiz
The Columbus Dispatch

 Goals:
     → Educate audience
     → Quality leads

 Results:
     → 58 recruitment leads
       → 122 advertiser opt-ins
       → Lead-gen data:

Are you currently working
independently or with a company?

      → $42,000



What is the Value Proposition
of Branded Content?



Source: Borrell Associates

% Who Selected Each as a Purpose of
their Content Marketing

0% 20% 40% 60% 80%

Build awareness

Engage or connect

Educate

Drive traffic to website or store

Increase likes/follows

Generate leads or sign-ups

Build credibility in industry

Create conversation

Sell or promote specific products/events/svcs



Audiences are tuning out
passive ads

Branded content is 22x
more engaging than

display ads

The Value of Branded Content



Audiences are tuning out
passive ads

Interactive content
(promotions) is consumed
intentionally, not ignored

The Value of Branded Content



Audiences are tuning out
passive ads

Brand recall is 59% higher
for branded content than

other digital ads

The Value of Branded Content



Engagement is inherently
higher

Branded Content with
promotions invites action,

meaning advertisers receive
time & attention, not just

impressions

The Value of Branded Content



Advertisers are looking
for data

collection solutions

Branded Content with promotions
drives

measurable results and real
leads that are far more valuable

than impressions

The Value of Branded Content



Case Study
Cruise Line Quiz
USA TODAY

 Goals:
     → Educate audience
     → Leads & email growth
     → Brand awareness

 Results:
     → 3,000+ sponsor opt-ins
       → Lead-gen data

Do you plan on taking a
cruise in the next...

       → 1,900 leads
       → $14,000



Case Study
Michigan College Guide
Giveaway
Detroit Free Press

 Goals:
     → Foster meaningful engagement
     → Educate audience
     → Data collection

Results:
     → ~150 sponsor opt-ins
       → Lead-gen data

Would you prefer to study..
What’s the most important factor
in choosing your college?

       → $50,000

“Revenue was up 25%
which we can attribute

to the college guide
promotion we added

this year”



The Bottom Line

Branded Content paired with
Promotions is a story & experience,

not just visibility



This combination allows an
advertisers to educate your audience,
boost awareness for their brand, and

engages your audience while
gathering data and leads in a way

static ads simply can’t



How to Sell



How to Sell
The Value Proposition

Remember their goals:

Build awareness

Educate and engage

Drive leads



How to Sell
Middle of the Funnel Strategy

Branded Content

+
Promotions

=



How to Sell
Your Approach

Don’t sell a one-off

Multi-month or annual

proposals

Include a prize to incentivize

participation

Quizzes with a prize
have 

1,600% more
participation 



Case Study
City of Fort Wayne 
Quarterly Quiz Bundle
Federated – Ft. Wayne

 Goals:
     → Educate audience
     → Email growth

 Results:
     → 800 users per quiz
       → 500 pledges per quiz
       → 1,300+ sponsor opt-ins
       → Recurring campaign 
       → $48,600



How to Sell
The Package

Part of a multi month / annual campaign

Assets included:

Video, OTT, Digital, Email, Social, Core

How it’s distributed:

Quiz/Poll embedded in an article

Include: 

Lead gen questions

Opt-ins

Social opportunities



Key Takeaways



This is an $85 BILLION
opportunity



40% of advertisers think
they’re underspending



Who you should be
targeting

Credit & Mortgage Services

Automotive Sales

Telecommunications Services

Digital Businesses

Real Estate Services

Eating & Drinking Places

Government

Banks

Grocery/Food Stores

Financial Services

Home Improvement/Retail

Miscellaneous Retail

Colleges & Universities

Medical Doctors

Other Medical Professions

Hospitals

Travel Services



Remember their Goals

0% 20% 40% 60% 80%

Build awareness

Engage or connect

Educate

Drive traffic to website or store

Increase likes/follows

Generate leads or sign-ups

Build credibility in industry

Create conversation

Sell or promote specific products/events/svcs

78%

71%

67%

64%

55%

46%

43%

37%

34%

Promotions
achieve
them all



Case Study
Voyage of a Lifetime Quiz USA
TODAY Co.

 Goals:
     → Educate audience
     → Sales and Marketing Leads

  Results:
     → 17,728 sponsor opt-ins
       → Lead-gen data:

What amenities are most important for your
cruise? 

       → $40,000
       → $600,000+ secured for 2026



Resources



Scan to learn more!



https://lab.secondstreet.com/articles/sales-one-sheets/



lab.secondstreet.com



Scan to register!

Come celebrate the biggest and brightest success stories

from our partners in the 17th annual Second Street Awards!

We’ll highlight the best promotions of 2025 and provide you

with some great ideas to fill your 2026 calendar and beyond.

Thursday, March 26
12 PM CDT | 1 PM EDT



“Thank You!

Julie Foley
Sr. Customer Success Manager 
jfoley@uplandsoftware.com


