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A bit about me:

Amy Buddle (she/her)

Digital Strategist at Hynt
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Soft Opt-in is a GDPR-level change.



Did GDPR feel like it took your contactable 
supporter base from this…



To this?
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Soft opt-in could unlock an 
estimated £290 million in additional 

donations each year in the UK.
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However…
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Soft Opt-in is not just a question of 
data management.
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Soft Opt-in is a question of 
supporter experience.
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Complete this sentence:
“We’re implementing soft opt-in 

because…”
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“We’re implementing soft opt-in 
because we LOVE our database, and 

we adore consent management”

Said nobody, ever.
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“We’re implementing soft
opt-in because

we LOVE our database donors”

Said me, and you.
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1. What is Soft Opt-in?

2. Who, How and When?

3. What can I do with it?

4. Getting Started!
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One
What is Soft Opt-in?



© hynt. 2026

Under UK GDPR and PECR rules, consent is typically 
the only legal basis for direct electronic mail 
marketing.

*There are some exceptions

Before soft 
opt-in
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You can only email or text someone if they have 
explicitly checked a box and said,

“YES, YOU CAN CONTACT ME”

Before soft 
opt-in

(in layman’s 
terms…)
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As of 5 February 2026, registered charities may use 
legitimate interest as a lawful basis for direct 
electronic fundraising marketing as an exception to 
standard consent requirements. 

After soft 
opt-in



Since 5 February 2026, if somebody has shown any 
interest in your charity, you can assume that they 
are interested in hearing from you about your work.

You don’t need to ask them first.

(But, you should give them a chance to say no…)
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After soft 
opt-in

(in layman’s 
terms…)
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As of 5 February 2026, registered charities may use 
legitimate interest as a lawful basis for direct 
electronic fundraising marketing as an exception to 
standard consent requirements. 

But there are rules…

After soft 
opt-in



Two
Who, How and When?
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Charities can apply soft opt-in 
for supporters whose data was 

collected after a compliant 
charitable soft opt-in process 

has been completed.
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But what does this mean in 
practice?



You have to be a charity

You have to have obtained the supporter’s information
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ICO Guidance

Who, How and When?

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn
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ICO Guidance

You have to have obtained the supporter’s 
information

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn
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The charitable purposes soft opt-in 
commenced on 5 February 2026. 

You must only use it if you obtained the 
recipient’s contact details on or after this 

date.
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That is to say-

It is not retroactive!



You have to be a charity

You have to have obtained the supporter’s information

You did this through the person expressing an interest in, or offering or providing support for, your 
charitable purposes.
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ICO Guidance

Who, How and When?

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn
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ICO Guidance

Through the person expressing an interest in, or 
offering or providing support for, your charitable 
purposes

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn


You have to be a charity

You have to have obtained the supporter’s information

You did this through the person expressing an interest in, or offering or providing support for, your 
charitable purposes.

The sole purpose of your direct marketing is to further your charitable purposes.
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ICO Guidance

Who, How and When?

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn
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ICO Guidance

The sole purpose of your direct marketing is to 
further your charitable purposes

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn


You have to be a charity

You have to have obtained the supporter’s information

You did this through the person expressing an interest in, or offering or providing support for, your 
charitable purposes.

The sole purpose of your direct marketing is to further your charitable purposes.

You provided the recipient an opportunity to refuse or opt out when you collected their contact 
details.

You give the recipient an opportunity to refuse or opt out in every subsequent communication.
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ICO Guidance

Who, How and When?

https://ico.org.uk/for-organisations/direct-marketing-and-privacy-and-electronic-communications/guidance-on-direct-marketing-using-electronic-mail/how-do-we-comply-with-the-pecr-electronic-mail-marketing-rules/#HowDoWeUseTheCharitablePurposesSoftOptIn
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So-
You have to be a charity.
You have to collect the data through your own 
operations.
You have to give them a way to say no, today and in 
future.



Three
What can I do with it?



The new Soft Opt-in rules will help 
you lean in to Lead Gen.
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Rally/M+R Benchmarks 2024

List growth is a focus for most of the sector, and it’s 
growing year-on-year



Consideration: Lead Generation is like a great first 
date with your new supporter
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No idea who 
you are or 
what you 
stand for

Actively 
engaged in 

your mission

Supporting 
you 

financially

Lead generation 
come in here

>>
>>

>



Hospice UK wants to change the system

Over 23,000 
actions

 £0.32 CPL

£18 CPA

£19 Avg Gift

1.43 ROAS
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RSBC is creating a better world for children

Over 10,000 
actions

 £1 CPL

£80 CPA

£14 Avg Gift

0.19 ROAS
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Animal Free Research UK are protecting animals

Over 14,000 
actions

 £0.83 CPL

£46 CPA

£14 Avg Gift

0.30 ROAS
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The true power of Soft Opt-in is 
email marketing…
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● You own this channel!
● It’s your own direct channel to supporters
● It provides the highest Return on Investment (ROI) because it targets warm 

leads and existing audiences
● We’re able to nurture relationships, provide exclusive content, and drive 

repeat actions
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Bringing it all together with Email



Here are some examples
of some great emails:
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● A case-study led email with a strong emotional hook, three strong price points laddering up, and a tangible 
reason to give
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A Cause-led Emotional email



● A rational email that leverages your values and WHY you exist, but pushes forward a target we need to achieve 
together
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A Rational-led email



● A false forward that repeats the CTA form the main email, sent from a more senior member of staff or a different 
signatory, that uses false forward tactics

© hynt. 2026

A False Forward email



Three
Getting Started!
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Soft opt-in is not right for every organisation in 
their current situation. Ensure that it would be the 

right fundraising marketing approach for your 
charity, donors and beneficiaries.



© hynt. 2026

Some first steps…
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Train staff to understand when the exemption can be relied upon 

Working group: Successful adoption will require cross-team working to align compliance 
alongside day-to-day execution.

Look at the technical set up: Adapt your CRM to maintain the different levels of consent.

Review journeys: Identify any messaging that wouldn’t be appropriate for those with Soft 
Opt-in consent

Privacy policy: revise it to take account of your use of ‘soft opt-in’, and any other policies and 
procedures that may be affected by it.

Document the decision: Charities need to explain why someone is receiving marketing from 
them and be ready to justify how the soft opt-in is being used.



© hynt. 2026

Soft Opt-in is a GDPR-level change.



Soft opt-in will take your contactable 
supporter base from this…



Back to this!
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Complete this sentence:
“We’re implementing soft opt-in 

because…”



And it will take your team from this…



To this!



Build your digital fundraising skills, products 
and more with some free resources… 

Or get in touch:
hello@hynt.studio


