






4. GO DIRECT. OWN YOUR DATA 



2. Own your data 



5. RAPID RESPONSE & 

 DAILY CONTENT CURATION 

 
(Hint: ditch the newsletter) 













6. LIVE AND BREATHE 

 THE NUMBERS GAME 





Value of an email sent? 

i.e. ~$0.17 



What’s the average lifetime value 
of an email on your housefile? 

 
$5-$20 



What’s the average response rate 
per standalone ecommerce appeal 

email sent? 

i.e. ~0.07%-0.5% 



7. MAXIMIZE YOUR EMAIL STRATEGY. 



EMAIL DRIVES ECOMMERCE 



Social Loves Email     Part 1 of 2 Social Loves Email     Part 1 of 2 



RESOURCES 

Calculate Social Media ROI: 

SocialNetworkCalculator.com  
 
Email acquisition ROI and Listgrowth: 

Emailupside.com 
 
Nonprofit Times – Digital Marketing Strategy: 
frogloop.com/smart-digital-fundraising 
 
Benchmark Studies: 

Frogloop.com/benchmarks 

 







 
 
 

Justin Perkins 

Sr. Director Brand Engagement 
justin@care2team.com 
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Birch Benders “open kimono” critique session:  

 
Panelists:  
Chuck Miller, The Market Element; Jason 

Cormier, Room214;  

Kaitlyn Viater, Linhart PR;  

Andrea Daily, Door to Door Organics;  

Lizzi Ackerman, Birch Benders Foods; and 

Matthew LaCasse, Birch Benders Foods. 



The view from inside interview: Moderated by Carlotta 
Mast, New Hope.  

 
Panelists:  
Lori Anderson, WhiteWave  
Suzanne Wolke, Udi’s 
Katie Proctor, Ancient Harvest. 



Third Street Inc. “open kimono” critique session:  

 
Panelists:  

Doug Zucker, SRG 

Peter Genuardi, Strength in Members  

Samantha Johnson, Vermillion 

Whitney Petersen, FIG; and John Simmons, Third Street. 


