
THE SOLUTION:

Citymeals on Wheels came to Care2 to target 
engaged NYC residents. Over the course of 3 months, 
Citymeals recruited 6,000 new local supporters from 
3 petitions promoted across the Care2 network. 

With the help of their online agency partner, Sanky 
Communications, Citymeals implemented a 4-part 
welcome series to engage and educate their new 
supporters before they were entered into Citymeals’ 
regular fundraising stream.

THE CHALLENGE:

Citymeals on Wheels, an organization that delivers 
meals to New York’s homebound elderly, needed 
to reach new supporters who would be inspired to 
donate. With a local focus and a very specific 
mission, reaching the right online audience was 
crucial.

THE RESULTS:

In just 4 months, Citymeals saw a 40% return on 
investment. Care2 leads showed a 0.10% 
response rate, versus the industry average of 
0.07%. Citymeals received 97 gifts, with an 
average gift of $45.99. During the same period 
the previous year, Care2 leads had a response 
rate below industry benchmarks. Why the 
di�erence? Citymeals used a welcome series 
that wasn't in place previously.

Additionally, Citymeals suppressed the new leads from all other communications for an uninterrupted 
on-boarding process. Throughout the welcome series, Citymeals tailored the messaging to remind 
their new supporters that they initially took action on Care2. The Citymeals supporters recruited on 
Care2 continue to take action at very high rates. Fifteen months after the initial welcome series, 
Citymeals has achieved an ROI of 115%, yielding 177 unique new donors to the organization.

HOW USING AN EMAIL WELCOME SERIES HELPED 
CITYMEALS ON WHEELS ACHIEVE 40% ROI IN ONLY 4 MONTHS
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Here’s a quick look at how Care2’s 
leads performed:



CITYMEALS ON WHEELS EMAIL WELCOME SERIES

email 1: thank you for signing our petition

This message should be sent to your newly acquired supporters as soon as you 
receive them from Care2. 

Also ask Care2 about a client branded confirmation email that is sent within 24 hours 
or about direct delivery into your database via a databridge. 

WHY USE A WELCOME SERIES?

A welcome series is a necessary part of the acquisition process. Its main purpose is to cultivate and 
engage newly acquired supporters. Organizations don't typically achieve ROI from the welcome 
series alone, but rather they use it as a primer for a subsequent fundraising campaign.



email 2: learn more about our mission

This message was sent about 1 week after the 
initial confirmation email. 

They used an infographic highlighting 
compelling stats on the homebound elderly 
population and how Citymeals serves them. 

Notice the soft donation ask at the end.



email 3: appeal

This message was sent about 1 week after 
email 2. 

It’s a fundraising appeal focused on a heartfelt 
story of a Citymeals meal recipient with 
strategically placed text links and donate 
buttons.

email 4: reminder

This message was sent 2 days after email 3. 

It was a resend of the fundraising appeal with a 
lift note above the email template signed by the 
Executive Director.


