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Have 
Questions?
Ask in the  Questions section the 
webinar, and we will answer 
them at the end!



Let's Recap



Social

Digital Ads

Events

SMS

Print Ads OTT/CTV

TV/Radio Spots

Email Marketing

Newsletters
SEO

Geofencing/Geo 
Targeting

Special Sections

Special Programming

Branded/Sponsored 
Content

Promotions



Results Promotions Deliver 

Leads

List Growth

Online/Foot Traffic

Data

Social Growth

Brand Awareness



A Multi-Channel Package

Has some or all of 
your advertising 

opportunities

Custom package 
that targets their 

goals

Multi-channel 
supports promotion 

of the contest

Promotion will 
provide the ROI​



Immediate Impact

Traffic, buzz, and brand 
awareness

The Value Proposition Story

Data-Driven Marketing 

Insights for smarter targeting and 
segmentation

Ongoing ROI

Hot leads & new, engaged email 
list that can be marketed to over 

and over



Lead Generating Campaign

Actionable Leads

In-market prospects that 
have shown explicit buying 

intent

Social Growth

Provides built-in sharing 
that drives social reach

Multi-Channel

Supported by multi-media 
marketing campaign

Custom Data

Collect audience 
preferences and buying 

intent

Long-Term Value

Build a list that drives 
sales well beyond the 

contest

Big Participation

The chance to win creates 
excitement & participation

Introducing the Solution



Let's take a poll



How do you continue the 
relationship? 

By Proving ROI



Ensuring Success: Following 
Along & Following Up



I sold the campaign.
Now I'll set a calendar reminder to 
follow up when the promotion is 

over

Do NOT 
do this!



Importance of Following Along

Establishes 
you as a 
partner

Shows you are 
invested in 

their success

Provides proof 
of success

Allows for 
pivoting

Fosters 
excitement of 

campaign



Rebecca Capparelli, VP Promotions, USA TODAY Co

"We meet weekly to go through every live promotion and 
see: how is it pacing? Are they getting quality activations? 
Are there any opportunities to expand reach or tweak 
the program for optimization? And our renewal rates are 
higher because of that."



Following Along



Using the Dashboard

Summary of all 
important stats at-

a-glance

Check Dashboard stats:
• First Day

• First Week

• At the end 

Use the Shareable 
Dashboard feature



How is the promotion 
pacing?

Share measurements of 
success the client values

• Leads
• Opt-Ins
• Audience Data

Remember, there is no 
perfect # of entries or 

opt-ins

Yes! I would like to know about more from 

Foley Roofing & Exteriors  in the community!
Follow Foley Roofing & Exteriors on Facebook



What if things aren't going 
well?



Best Practice: Weekly Meeting

Schedule internal 
weekly meetings 

to review & 
optimize all live 

promotions

Use the Promotions Performance 
Report to track



Pivoting

Flip your 
levers!

Send another 
invite email

Add promotion to 
your newsletter

Promote 
on-air

Unsold 
promotional spots

App push 

Social media posts 

SMS campaign

Run another print 
ad



What Drives Conversions

#1 driver is 
EMAIL

26% 
total entries came from days 

invite emails were sent



Pivoting

What not to 
change: Rules Prize



The Follow-Up



Sharing the Dashboard
Foley Roofing & Exteriors

Like Foley Roofing & Exteriors on Facebook for an extra chance to win!

Yes, I'd like to receive a free estimate!

Yes, I'd like to receive promotions and offers from Foley Roofing & 
Exteriors!

Are you considering any home improvements in the future?

Customizable logo, color, and 
data

• Entries
o Shows engagement

• People
o # of individuals who engaged

• Opt-ins
• Lead-Gen Questions
• Demographics

o Great if client is focused on certain age 
ranges etc.

• Postal Codes
o Top areas that engaged

Sunday 6/10/2026 at 11:00pm – Friday 6/19/2026 at 10:59pm





Sharing the Dashboard
Foley Roofing & Exteriors

Like Foley Roofing & Exteriors on Facebook for an extra chance to win!

Yes, I'd like to receive a free estimate!

Yes, I'd like to receive promotions and offers from Foley Roofing & 
Exteriors!

Are you considering any home improvements in the future?

Send notification emails

• On specific date
o Give mid-campaign updates

• At the end of the promotion

Sunday 6/10/2026 at 11:00pm – Friday 6/19/2026 at 10:59pm



Sharing Hot Leads

Turn on Notify & Share for 
client opt-ins

• Delivers hot leads
• Check in to see if the current 

notification schedule works
• Allows you to take a pulse
• Let's them know it’s 

adjustable
• Ask if they’d like a follow-up 

email at the end of the 
promotion



Share All Campaign Stats

Email Stats

Ad 
Impressions

Audience 
Reach/

Frequency 

Social Media 
Impressions



Post-Campaign Recaps that 
Sell the Next Deal



Let's take a poll



Rebecca Capparelli, VP Promotions, USA TODAY Co

We create reporting decks for our campaigns and give advertisers a one-
page best practice guide on what to do next. 

Are you importing emails into your database? Are you engaging with your 
social following? Are you contacting leads as soon as they come in and 
offering bounce back offers? 

So we try to stay really, really close because our clients deserve the kind of 
results that promotions can deliver, and our sellers sell more because they 
see the results they get.



Foley Roofing & Exteriors

Like Foley Roofing & Exteriors on Facebook for an extra chance to win!

Yes, I'd like to receive a free estimate!

Yes, I'd like to receive promotions and offers from Foley Roofing & 
Exteriors!

Are you considering any home improvements in the future?

Post Campaign Follow-Up

142 leads delivered

How many turned into sales?

What did they do with the data 
gathered?

Did they begin an email campaign 
for their new opt-ins?

Do they have any new needs this 
campaign uncovered? 

Sunday 6/10/2026 at 11:00pm – Friday 6/19/2026 at 10:59pm



Sharing All Metrics



Now keep the party going



Keep the Party Going

Insight Action Growth



Keep the Party Going

You learned:

• From the contest: 70% 
of your audience are 
considering gutter 
improvements

• From the CNA: Your 
client is going to be 
focusing on gutter sales

Which service/product is 
highest priority/most 

profitable?

• Roofing – warm time of the 
year

• Gutters/gutter guards for 
upcoming fall season



Keep the Party Going

Successful lead-gen 
campaign for 
roofing leads

Pivot to water mitigation 
quiz for gutter leads



Book the next campaign 
during the follow-up



Post Campaign 
Best Practices



Share your Success!

Weekly meetings to discuss revenue 
opportunities

Monthly, company-wide calls to 
share successes & case studies



Document Your Success!

Create internal case studies of 
successful promotions

Helps your team brainstorm

Use them to sell & prove concept to 
other advertisers



Key Takeaways



Takeaways

Improve post-
campaign reporting 

and follow-up

Train reps on telling the 
value proposition story

Lead with Promotions 
as the core of all 

campaigns

Build 
Multi-Channel Package 

around goals that 
drive ROI



Let's take a poll



Questions?



Resources



Sales Resources

Example Pitch 
Decks

Vertical Specific 
Ideas/

Case Studies

Turnkey Pricing 
Packages

Our sample sales sheets & 
decks per media type!

Our suggested pricing for all 
promotion types!

Use our case studies!



lab.secondstreet.com



Check out their strategies...



Download the Seller's Guide



Julie Foley
Customer 

Success Manager
kwehe@uplandsoftware.com

Matt Hummert
Sr. Customer 

Success Manager
jfoley@uplandsoftware.com

Kristen Wehe
Customer 

Success Manager
mhummert@uplandsoftware.com


	Slide 1
	Slide 2
	Slide 3: Have Questions?
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12: Ensuring Success: Following Along & Following Up
	Slide 13
	Slide 14
	Slide 15
	Slide 16: Following Along
	Slide 17
	Slide 18
	Slide 19: What if things aren't going well?
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24: The Follow-Up
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30: Post-Campaign Recaps that Sell the Next Deal
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35: Now keep the party going
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40: Post Campaign  Best Practices
	Slide 41
	Slide 42
	Slide 43: Key Takeaways
	Slide 44
	Slide 45
	Slide 46
	Slide 47: Resources
	Slide 48
	Slide 49
	Slide 50
	Slide 51
	Slide 52

