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How to Run your Most Successful 
‘Best of’ Ballot yet



Welcome!

Samantha Cunningham
Advertising Account Executive

The Pilot, PineStraw, and The Sway

Julie Foley
Sr. Customer Success Manager

jfoley@uplandsoftware.com

Vince Johnson
Group Publisher

The Sumter Item & Gulf Coast Media

Matt Hummert
Customer Success Representative
mhummert@uplandsoftware.com



Do you have 
questions?

Ask in the GoToWebinar Panel 
during the webinar, and we will 
answer them at the end!



Agenda

• The Pilot & Sumter Item

• Best Practices

• Sales Strategies

• Marketing Strategies for 

Audience Growth



The Pilot 



Sam Cunningham

Advertising Account Executive 

The Pilot, PineStraw, and The Sway  

Southern Pines, NC



Best of the Pines
The Pilot | Southern Pines, NC

• 2020

• $144K in revenue

• YOY revenue growth +$41K 

• 11% over revenue goal 
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Best of the Pines
The Pilot | Southern Pines, NC

• 2020
• $144K in revenue

• YOY revenue growth +$41K 

• 11% over revenue goal

• 2021
• $208K in revenue

• YOY revenue growth +$64K

• 16% over revenue goal 

• 2022

• $234K in revenue

• YOY revenue growth +$26K

• 7% over revenue goal 



The Sumter Item 



Vince Johnson

Group Publisher

The Sumter Item, Gulf Coast Media & Lexington County 
Chronicle

Sumter, SC & Foley, AL



Best of Sumter

• 2020

• $187K in revenue

• YOY revenue down -$24K (Peak of COVID, No 

Event) 

• 15% below revenue goal 

The Sumter Item | Sumter, SC
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Best of Sumter

• 2020

• $187K in revenue

• YOY revenue down - $24K 

• 15% below revenue goal

• 2021

• $243K in revenue

• YOY revenue growth +$56K

• 12% over revenue goal 

• 2022

• $275K in revenue

• YOY revenue growth +$32K

• 8% over revenue goal 

The Sumter Item | Sumter, SC



More Ballots! 

• Running multiple Ballot programs

• Best of Baldwin 

• $25K 2021

• $80K 2022



Best Practices



Designate a Ballot Champion



Designate a Champion

• Project manager:

• Set goals, plan, and execute

• Work with other departments & teams



Plan 6 months out



Plan 6 months out

• 6 months out: 
• Create ballot timeline

• Designate market champion

• 3 months out:  
• One on One weekly calls with local market 

champion

• Make sure the timeline is on track

• 1 month out:
• Sales Kickoff  and Training



Plan 6 months out

• Ballot runs June-September

• Planning begins in January
• Audit ballot categories

• Contact Local Artists for new look 

• Contact large sponsors from previous 
years to renew

The Pilot | Southern Pines, NC



Plan 6 months out

• Always running a ballot

• Planning is year-round
• Audit ballot categories

• Adding categories for revenue and 
audience growth

• Continually innovating sales packages and 
process

The Sumter Item | Sumter, SC



Train your Sales Team



Train your Sales Team

• Sales Rep education is very important 

• Sample Ballot to show what is available to 
sell

• Once you train your sales team this 
becomes the easiest thing they sell all year



Sales Strategies



Set Revenue Goals



Set Revenue Goals

• Goals

• Individual Goals

• Teams Goals

• Goals for each phase

• How you do it

• Sales Incentives



Set Revenue Goals

• #1 focus is reaching EVERY winner from the 

previous year

• Not an email, a CONVERSATION

• Use a Contact Tracker



Sales Contact Tracker



Increase Value of 
Sales Packages



Increase Value of Sales Packages



Increase Value of Sales Packages 

• Add new items to the packages 
each year to increase value for 
local businesses
• Live FEED $199 to add on during 

nom/voting

• Enhanced Listings in daily newsletter



Increase Value of Sales Packages



Sell Ballot Sponsorships



Sell Ballot Sponsorships



Sell Ballot Sponsorships

• Larger advertisers

• Red Carpet sponsor

• Brief Welcome Speech at event

• Allow sponsors to pay over several 
months vs. all at once 



Ballot Sponsorships

• Sponsorships

• Table sales

• Ticket sales

Best of Baldwin



Ballot Sponsorships
Best of The Pines

• Specialty Cocktail

• Sponsor Lounge

• Table sales

• Ticket sales



Perfect Your Pitch



Perfect your Pitch

• Create Scripts with Value Proposition

• Unique URL for enhanced listing

• YOY Audience Growth

• Not Pay to Play

• What you get as a winner at NO cost: 

• Window Cling, Ticket to the Event, Certificate, 

Mention in the Special Issue



Be Prepared to 
Overcome Objections



Be Prepared to Overcome 
Objections

• Value of Packages

• Audience Numbers
• Know your stats! 



Marketing Strategies  



Focus on your Branding



Focus on your Branding

Establish a brand within the community 
that is synonymous with the very best 
within your market.  



”Fix your dang logos”



Have an Inbound 
Marketing Strategy



Have an Inbound B2B 
Marketing Strategy

• Put Featured Entrant examples in daily 
Newsletters so business owners know what 
they look like in the ballot

• Send out Congratulations Email to your top 
3



Create a Media Kit



Create a Media Kit

• FAQs

• Social Media Images

• Tips to get nominated



B2C Marketing



B2C

• Nominations are open

• Voting has opened

• Winners



B2C

• Letter from the publisher



B2C

• Social Media posts



Celebrate Winners 
Year-Round



Celebrate Year-Round

• Showcase winners year-round

• Simply the Best

• $33K in additional revenue



Celebrate Year-Round

• Hall of Fame

• Do this during special anniversary 
years (5,10,15)

• $12,000 revenue



Takeaways



Designate a Ballot Champion



Plan 6 months out



Train your Sales Team



Set Revenue Goals



Increase Value of 
Sales Packages



Sell Ballot Sponsorships



Perfect Your Pitch



Be Prepared to Overcome External 
Objections



Focus on your Branding



Have an Inbound 
Marketing Strategy



Celebrate Winners 
Year-Round



Resources 



uplandsoftware.com/ss-resources



uplandsoftware.com/ballots-guide



uplandsoftware.com/ballots-calendar



uplandsoftware.com/sales-one-sheets



Thank You

Samantha Cunningham
Advertising Account Executive

The Pilot, PineStraw, and The Sway

Julie Foley
Sr. Customer Success Manager

jfoley@uplandsoftware.com

Vince Johnson
Group Publisher

The Sumter Item & Gulf Coast Media

Matt Hummert
Customer Success Representative
mhummert@uplandsoftware.com
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