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Tuesday, 13 December 2011
LONDON

50 million good reasons to buy charity cards at Christmas!

Why charities want consumers to say “Yes” to charity cards from all outlets
Christmas comes but once a year — and so too do questions about where charity card money goes and how much of it actually goes to the organisation supported. But charities still want customers to say “Yes” to charity Christmas cards from all outlets. Why?

Yes, buying a card directly from a charity guarantees that all of the profit goes straight to the charity — and is very welcome. But the charity bears the investment in production, distribution and publicity — if it can afford this. Some cannot.

Yes, a lower percentage of the retail price may go to the charity from high street sales, but this is pure profit for the charity. Charities especially like this route as all the risks — investment, distribution, publicity, and unsold stock — are taken on by someone else. A significant sum is then guaranteed to the charity whatever the response.

Yes, awareness is important. Having charity cards in high street shops up and down the country is vital to raising public awareness about charities. The purchase of, say, an RSPCA card, promotes the charity brand. And an impulse purchase could turn into lifelong support from both the sender and recipient.

Yes, many charities are strongly supported online or by direct mail. But committed buyers usually seek out their preferred charity. Stores and shops can attract buyers that many charities may not be able to reach as easily.

Yes, online or direct mail purchases make money for charities. But so does high street retail, which stocks — and sells — huge volumes of charity cards every year, making up a significant part of the £50 million annually that cards raise for charities across the UK.

RSPCA trading manager Cathy Snow said, “Access to high street retail is an important source of the funds that support our work helping animals in England and Wales. Working with high street stockists is also a great way to let more people know about our work. We hope consumers will continue to buy charity cards — from all available outlets.”
Sharon Little, chief executive, Greeting Card Association, added, “High street outlets give charities a direct line to customers — and potential supporters. High street retailers offer a no-risk, high-visibility promotion both for charity cards and charity brands. And at Christmas — a time when people are most likely to spend on charity greeting cards — more outlets really do mean more choice for the consumer and more revenue for charities.”
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