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secondstreet.com/promotions-training

Daily Promotions Training – All Week!



Our Plan for Today



● Why Promotions NOW?
● What ARE Promotions?
● What to focus on right now
● What to plan for in Q3-Q4



Why Promotions?
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Promotions Overview



Second Street Platform

Enter to Win
      Sweepstakes

      Codeword Sweepstakes

      Photo Contests

      Video Contests

National Sports
      Football

      Basketball

      Racing

      

Questionnaires
      Polls

      Surveys

Ballots
      Citywide

      Year-Round

      Advertiser

Voting
      Photo Voting

      Video Voting

     Fan Voting Brackets 

Quizzes
      Personality/Outcome

      Trivia



What Advertisers Want Now



In the last 5 days...

Advertisers 
Want...

To be 
promoted

Ideas

Advice

To stay 
relevant

Opportunity 
to be 

on-air/in 
print/online

Leads



Sales reps for media companies 

get weaker in knowledge and 

bring very little new ideas... plus 

they never know anything about 

how to best market your industry.  

They are just order takers.

. 

They Want
IDEAS

Source: Comment from Borrell’s 2019 Local Advertiser Survey



Seeking a media company 

that integrates the various 

forms of advertising 

without buying individual 

pieces one at a time.

They Want
A PACKAGE

Source: Comment from Borrell’s 2019 Local Advertiser Survey



Credit: Borrell

Used Digital & 
Traditional Media Together

74%

Used Traditional 
Methods Only

22%

Used Other Methods 

1%

Used Digital Methods Only

3%



Know the industry, have the 

data... Be creative and 

proactive. Know the market 

for our industry...  Knowledge 

is key.

They Want 
Reps To

BE 
PREPARED

Source: Comment from Borrell’s 2019 Local Advertiser Survey



What to Focus on Right Now



You know your advertisers need you



Having conversations is KEY



Make sure you are giving them the right ideas and 
solutions, at the right time



Customize your registration form
● Be sure that your custom promotions:

○ Drive the measurable outcomes they are looking for

■ Ask the right lead-gen questions

■ Include an opt-in 

■ Incentivize sharing



Bundle Package 
● Be sure that your custom promotions:

○ Are part of a bundled campaign with elements of 

your media company needed to drive success
■ Core
■ Email
■ Online
■ Social
■ Promotion



The Right Prize
● Be sure that your custom promotions:

○ Have the appropriate prize to drive the right audience



Price Appropriately
● Be sure that your custom 

promotions:
○ Priced appropriately



Advertiser Solution 
Case Studies



Win Free Rent for a Year
KNDE-FM | College Station, TX

● Goal: Find people 
interested in renting

● 5 Leases Signed
● 110 people requested to 

be contacted by 
apartment complex

● Have run this 3 times 
with 2 clients (first client 
didn’t need it again)

● $9K in revenue



Solarbration Sweepstakes
WKBT-TV | La Crosse, WI

● Prize: Solar Panel System 

valued at $10,000

● Part of a larger advertising 

campaign

● Generated 1,630 leads

● $20,000 Revenue for station



Harbor Eye Vision Health Quiz
Seacoast Media Group | Portsmouth, NH

● 4 month multimedia buy 
○ Print + Digital
○ 3 quiz bundle with lead gen questions and 

opt-in
○ Follow up email campaign

● 250+ new patients 

● $20K in revenue



The Great Pave-Off
WHAM-TV | Rochester, NY

● 970 Entries

● 148 Opt-ins

● 66 Request for Estimates

● $250K Business Booked



Raise the Roof
KNDE-FM | College Station, TX

● 272 entries

● 253 homeowners

● 44 wanted 

consultation



Kiddie Academy Sweepstakes
St. Louis Magazine | St. Louis, MO

● Prize: 6 months of daycare

● 62% opt-in rate for sponsor

● 30+ hot leads

● $4,000 Revenue



Win A New Bra From Barbara's New Beginnings
WMEE-FM | Fort Wayne, IN

● 900+ entries

● 500+ opt-ins for bra fittings for the 

advertiser

● Grew opt-ins for their Mom Squad text 

club

● $17,000 Revenue for station



Grocery Giveaway Sweepstakes
Kenosha News | Kenosha, WI

● Prize: $500 gift card to 
Festival Foods

● 6,200 entries
● 33% opt-in rate for 

sponsor, 61% for 
paper’s newsletter

● $3,750 Revenue



STAATS Services Furnace Giveaway
Peoria Journal Star | Peoria, IL

● Lead-gen questions such as, “May we 

contact you you for a free in-home 

estimate?”

● In the first week, they sold 2 furnaces 

valued at $13,000 from the leads

● $10,500 Revenue for paper



Home Free for a Year

#secondstreetlab   @secondstreet

Patriot Ledger | Quincy, MA

● Sponsored by real estate broker

● Lead-gen questions asked about 

home-buying intent

● 192 looking to move within a year

● $6MM in real estate transactions 

within one month of contest



National Sweepstakes
From Second Street

Win Groceries 
For a Year

($4,800 prize)

Cash for 
Holiday Gifts

($3,500 prize)

Free Rent or 
Mortgage For a Year

($15,000 prize)

June 2020 September 2020 November 2020



What to Plan for Q3-Q4



Recurring Revenue Campaigns



What Are Recurring Revenue Campaigns?

Campaigns that run 

9 -12 months



What Are Recurring Revenue Campaigns?

Typically one presenting 

sponsor ‘owns’ the program



What Are Recurring Revenue Campaigns?

Sponsorship model of revenue
Monthly billing



What Are Recurring Revenue Campaigns?

Audience nominates people in 
their community to be the 

‘person of the week/month’



Incredible Kids
St. Louis Magazine

● Multi-month campaign with Children’s 

Hospital

● $2,500 a month 

● 15 month contract

● $37,500 in revenue



Incredible Kids
St. Louis Magazine | St. Louis, MO

#secondstreetlab   @secondstreet

● Multi-month campaign 

with Children’s Hospital

● $2,500 a month 

● 15 month contract

● $37,500 in revenue



Teacher Appreciation Awards

● Listeners nominated 

teachers making a 

difference

● Sponsors were promoted 

as supporters of teachers 

in the community

● $32,400 Revenue

Blueberry Broadcasting



Athlete of the Month
Herald-Journal

● Sponsor of 4 regional Athlete of the Week 

promotions

● Combined with sponsorship of Teacher of the 

Month

● Wanted community involvement

● Had cut spending - this solution brought them 

back



Birthday Club

● 2018 Second Street Award Winner - 

Best Birthday Email

● $1,250 a month

● Secured multiple sponsors bringing in 

$15,000 a year in revenue

Aberdeen American News



3 Recurring Revenue Campaigns

Recurring Revenue Campaign October November December

Incredible Kid of the Month $2,500 $2,500 $2,500

Monthly Grocery Giveaway $2,500 $2,500 $2,500

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

MONTHLY TOTAL $7,500 $7,500 $7,500

Quarterly Total: $22,500

Annual Total: $90,000



Sales One-Sheets for Top Advertisers

secondstreet.com/sales-one-sheets



Citywide Ballots



Advertisers 

EAGERLY ANTICIPATE 
this program



It should be the top 

REVENUE & AUDIENCE 
initiative of the year!



Average revenue growth 

30%
year over year 



Small
$130K

Midsize
$300K

Large/Major
$500K

Baseline Targets



Citywide Ballot Revenue

Nomination Packages
● 4 premium packages x $1,599 each
● 25 deluxe packages x $599 each

$21,371

Voting Packages
● 6 premium packages x $1,599 each
● 50 deluxe packages x $599 each
● 30 basic packages x $299 each

$48,514

Winners’ Packages
● 6 premium packages x $2,999 each
● 50 deluxe packages x $999 each
● 30 basic packages x $499 each

$82,914

Event Ticket Sales (optional) $15,000

TOTAL $167,799

Small Market Example



Voter’s Choice Awards
WRAL-TV | Raleigh, NC

● Second Street Award Winner

● 715% YOY revenue increase! 

● 15,000 email opt-ins

● Sold out event

● 2020 planning already underway



Best of Texoma 2019
Herald-Democrat | Sherman, TX

● Second Street Award Nominee

● $404,000 Revenue

● 311,000 votes

● 8K email opt-ins



NOCO Style Ballot
NOCO Style | Loveland, CO 

● Second Street Award Nominee

● First-year ballot

● $32,000 revenue

● 1,300 email opt-ins

● Case Study in the Lab! 



Citywide Ballot Best Practices Guide

secondstreet.com/ballots-guide



National Sweepstakes



National Sweepstakes
From Second Street

Win Groceries 
For a Year

($4,800 prize)

Cash for 
Holiday Gifts

($3,500 prize)

Free Rent or 
Mortgage For a Year

($15,000 prize)

June 2020 September 2020 November 2020



Home Free for a Year

#secondstreetlab   @secondstreet

Patriot Ledger | Quincy, MA

● Sponsored by real estate broker

● Lead-gen questions asked about 

home-buying intent

● 192 looking to move within a year

● $6MM in real estate transactions 

within one month of contest



Resources



secondstreet.com/promotions-training

Today, 1:00 pm ET



secondstreet.com/promotions-training

Friday, March 27th



secondstreet.com/promotions-training

Monday, March 30th



lab.secondstreet.com

Second Street Lab



lab.secondstreet.com
9 am - 5 pm CT, Monday through Friday

Chat NOW with Success!



Turnkey List

secondstreet.com/turnkeys



Seller’s Guide

secondstreet.com/sellers-guide



Sales One-Sheets for Top Advertisers

secondstreet.com/sales-one-sheets



Julie Foley
Director of Affiliate Success
julie@secondstreet.com

Thank You!

Liz Huff
Director of Affiliate Success

liz@secondstreet.com


