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• Articles we would normally publish that a 
client can sponsor. - Sponsored

• Articles we write in a custom way around a 
theme that the client can sponsor. Maybe the 
client is a subject matter expert. - Sponsored

• Articles/content provided by the client and 
sponsored by the client.  - Native
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Define it…



Value of Paid Content

•Creates high visibility

•Thought Leadership – Experts on a subject

•Educate the consumer

•Case histories - solutions



Secret Sauce

• Keys to selling paid content

• Creativity is key

• This is a shiny object… look over here.

• Sell the promotion around the content 
offering

• There is power and money in the promotion

• Use simple tools to explain complex ideas

• This is not a “no-brainer”



BEST PRACTICES

• Content often comes from a separate budget than ads

• Custom content requires a dedicated project manager

• Do not use staff writers – freelancers

• Content projects require more lead time and more 
oversight

• Custom content, done well, makes your customer look 
good
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Sponsored Content Proposal 
Presented to:  David Kelley, Amtrak 
Presented by:  Ryan Dohrn, Sales Pro Magazine 
 
Overview:  This proposal is focused on aligning the Amtrak brand with three 
articles being written about business travel in Sales Pro Magazine and online 
at SalesTrainingWorld.com.  This unique series will feature an Amtrak 
spokesperson as a subject matter expert in each article.  It will also feature 
unique Amtrak branding and photos in all components of the campaign.   
 
Maximum Exposure Sponsored Content Plan: 

1. Each month a two-page article of 1200 words or less with photos is 
featured in Sales Pro Magazine. Amtrak is a positioned as a subject 
matter expert (SME) in the article.   Total monthly readers, 55,000. 

2. Article will be featured online at SalesTrainingWorld.com .  Total 
monthly unique readers online 15,000.   

3. Article will be promoted two times each week on the STW social media 
channels.  Total monthly reach estimate of 75,000 readers.   

4. Article will be mentioned in one monthly eNewsletter push to 5,700 
readers.   

 
Monthly reach of campaign:  150,700 readers 
Monthly value of the campaign:  $6500 
DISCOUNT for multi-media buy:  - $1250 
Actual cost:  $5250 per month 
 
Smart Exposure Sponsored Content Plan: 
All of the Maximum Exposure Plan above minus Print. 
 
Monthly reach of campaign:  95,700 readers 
Monthly value of the campaign:  $5900 
DISCOUNT for multi-media buy:  - $950 
Actual cost:  $4950 per month 
 
Basic Exposure Sponsored Content Plan: 
All of the Smart Exposure Plan minus Print and Social. 
 
Monthly reach of campaign:  20,700 readers 
Monthly value of the campaign:  $3500 
DISCOUNT for multi-media buy:  - $350 
Actual cost:  $3150 per month 
 
 

Note:  All value based pricing above is based on a  
minimum three month campaign. 
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Max out ROI
• Be creative.

• Selling it backwards.

• Drive traffic to the content.

• Promotion is key.

• Use lead gen forms if needed.

• Don’t give away the data.
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