
AMPLIFYING 
GIFT AID:

A MARKETING CASE STUDY 
OF OPT-IN OPTIMISATION



Have you ever been asked 
to complete a form, or sign 
a document, that required 
you to STOP what you were 
doing, read it & understand 
it before you felt 
comfortable responding?





❏ What is Gift Aid and 
why does it matter?

❏ The challenge
❏ Decision making 101
❏ Historic activity
❏ Case Study deep 

dive
❏ Question Time

Agenda
10:10-10:55



What is 
Gift Aid?







HMRC’s UK charity tax relief statistics

https://www.gov.uk/government/statistics/uk-charity-tax-relief-statistics/uk-charity-tax-relief-statistics-commentary


The Challenge

DM & EM response 
rates around 1%





Option A - 25% more

Option B - Volunteer Delivered

Option C - Higher quality paper

Option D - Portrait



A



B



C



D









Option A - 25% more

Option B - Volunteer Delivered

Option C - Higher quality paper

Option D - Portrait











Good Morning, my name is Jack. 
I’m calling on behalf of the 
RSPCA. Is it possible to speak to 
Dorothy please?

We’re not asking for a donation 
today, it’s just a quick
administration call to ensure we 
keep our records up to
date and that we have the 
correct details on file for you.



❏ Gift Aid eligibility check

❏ FAQs document

❏ Training

❏ Specific start dates

❏ Address confirmation

❏ New supporter flag for do 

not contact about GA again

❏ Oral GA confirmation letter

Script specifics

x



Digital





Screen recording 2021-12-02 14.37.45.mp4

http://drive.google.com/file/d/1QbaFEaKuNp5c-cpWGk0Xb695oiDaoeab/view




Contacts:  20k

❏ Confirmed non-taxpayer

❏ Opt-in to Gift Aid

❏ Do not contact about Gift 
Aid in the future

❏ Not eligible at this time



£230k
In-Year income (year 1)



1.7% 
Digital

98.3%
Telephony





+8%









15% 
non UK taxpayers

15%
undeclared

*

*



Looking ahead…



❏ More than a box

❏ Insight, innovation & 
consistency 

❏ System 2: Administrative 
not emotional

Opt-in Optimisation



?
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