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Introduction

In a changing and challenging market, it’s 
important to know how your fundraising 
compares to the competition. But that 
information is hard to come by – and even 
when it is available, it can be difficult to draw 
meaningful conclusions because there are no 
consistent shared measures.

Giving Clarity has been developed to change that. 
Our mission is to provide UK fundraisers with the 
information they need to make better decisions and, 
in doing so, maximise the impact of their causes.
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What is Giving Clarity?

Giving Clarity is a benchmarking and insight service for UK charities. 

It brings together key performance data from a range of organisations in a 
simple, consistent format that allows subscribers to make ‘apples to apples’ 
comparisons between their programmes, their competitors programmes 
and the market as a whole. 

In the short term, Giving Clarity will offer a clear ‘snapshot’ of the market 
and your performance within it. But as the product evolves and endures, it 
will also reveal and track trends within your organisation and the market.

Who is it for?
Giving Clarity has been developed for medium to large charitable 
organisations that have a specific fundraising function. 

How will it help?

The information provided by Giving Clarity will help you manage and 
measure your fundraising programme at every level.

  It will help Fundraising Managers monitor the relative effectiveness of 
their programmes, set objectives for their staff and make plans based 
on what’s happening in the wider market.

  It will help Fundraising Directors develop and manage their fundraising 
portfolio, allocate resources effectively and make the case for 
innovation and additional funding.

  It will help Chief Executives and Trustees understand the market context 
within which fundraising operates and make more informed decisions 
about strategy and investment.



5

What does Giving Clarity cover?

Giving Clarity brings together a range of key data in a simple, 
consistent format:

 Expenditure, income & staffing levels by fundraising function

 Donor file volumes, recency, growth and levels of consent 

 Product portfolio – size, distribution and relative value

 Supporters giving in multiple ways and/or supporting  non-financially

  Income and performance across retail, corporate,  
trust & Lottery fundraising 

 Consent and level of complaints   

 Giving Clarity also includes important qualitative information such as:

 Levels of confidence in fundraising & the market

 Key challenges and opportunities – both internal & external

 Organisational attitudes to risk & innovation 

 Specific areas of strategic focus and divestment 

 The impact of current issues – such as Brexit and GDPR
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How is data presented?

Giving Clarity members will be able to access its reports and data 
in three key ways.

  At a members-only event where a digested ‘state of the market’ presentation 
will deliver key information in a way that will spark debate and drive ideas.

  In a written report that will include insight & commentary as well as data 
on your organisation’s performance relative to the market as a whole.

  Via a Tableau Database that will allow you to cut and manipulate the 
data via a simple visual interface. For example, you could compare your 
performance in donor recruitment with charities of a similar size and/or 
with organisations representing the same cause.

We believe that this combination of top-level insight and granular analysis 
makes Giving Clarity a uniquely flexible and useful tool.
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Access to Giving Clarity is conditional on participation – only those 
organisations who agree to share data will be able to see the results.

Because we know how busy data teams can get, we have put together a set 
of simple proforma to make the process of supplying data easy – and ensure 
that comparisons are valid. 

Once you’ve supplied your data, we’ll run through it to ‘sense check’ the 
numbers. But from then on, all the analysis is handled by us. 

  What does it cost? 
Giving Clarity costs £4,950 +VAT per year – which includes our analysis, the 
event, the written report and the database. IOF members will receive a 10% 
discount.

  How often does it happen? 
Giving Clarity will happen annually. Data for the preceding calendar year 
will be collected in January and then presented back in May.

  Is it anonymous? 
Yes – Giving Clarity data will always be completely anonymous. No 
organisation will be named in any report except their own. 

  Can I talk to other participants? 
Of course – Giving Clarity is a great opportunity to compare notes as 
well as data. So in addition to the annual event, we will be happy to 
make individual introductions where appropriate.

  Can you supply more bespoke analysis? 
The Tableau database will allow you to cut and shape the data yourself. If 
you need some help to dig deeper we’ll be happy to oblige but this work 
will mean an additional fee. 

  Can I ask questions? 
Yes. Although the format for the first proforma has been set, we’ll 
be asking participants to suggest new questions and topics for the 
qualitative sections of future surveys.

What do I have to do?
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Giving Clarity is a joint venture from Freestyle Marketing and Open. 

Freestyle Marketing is a fundraising consultancy run by Allan Freeman 
– who has been working with a number of the UK’s biggest charities for 
more than 25 years. Some of its recent clients include Cancer Research UK, 
British Heart Foundation, British Red Cross, Age UK, UNICEF & Dogs Trust.

Open is the UK’s leading specialist strategic and creative fundraising 
agency. Its clients include the British Heart Foundation, Barnardo’s, Crisis, 
Christian Aid, Friends of the Earth, RSPB, UNICEF and many others.

Who is behind this?

What do I do now?
Please get in touch. We’d love to tell you more, answer any further 
questions and then get you started with supplying your data.

givingclarity.co.uk

Lucy Edwards: lucy@givingclarity.co.uk
Allan Freeman: allan@givingclarity.co.uk

0207 490 9930
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Giving Clarity in action

Giving Clarity makes use of Tableau Reader software to allow you to cut 
and visualise the data in whatever way works for you. Here are a couple 
of examples. * 

I’m the Fundraising Director of a medium sized animal charity. 
My trustees and CEO are concerned that our income isn’t 
growing fast enough. What can I tell them?

On a top-line level we do seem to be underperforming – 
growth is speeding up but we’re not expanding as fast as  
the average charity.

Case Study 1
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However, Giving Clarity lets me compare our organisation 
to other animal charities of a similar size – and when I do, 
we show some of the strongest growth. 

The larger the circle, the larger the increase from the 
previous year.

Our charityOther animal charities
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Even better, if I cut the data in a different way, we can see that 
our ‘market share’ among animal welfare causes has been 
steadily increasing. 

So, despite not keeping up with the sector as a whole, 
compared to our direct competitors, we’re performing well!
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Income Group
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The programme at our health charity is bringing in the money 
but our CEO thinks that our ROI isn’t good enough. What’s 
going on?

Well, looking at the number of full-time staff we employ 
compared to similar sized charities, it seems we’re not  
short of people!
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If we plot that a different way, we can see our high number  
of staff and low R.O.I. make us a bit of an outlier. 
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Even worse, if we re-cut to look at income per staff member, 
we’re doing worse than charities of the same size and much 
worse than other health charities in this band. 

The darker the square in the heatmap, 
the higher the income per staff member, 
relative to the rest of the dataset.

Hmmm. Maybe it’s time to look closely at what everyone’s 
doing and make some changes. Because unless we’re 
growing much faster than the competition, something’s 
probably wrong...

*The data shown is for representational purposes only, not all of this 
reporting will be available in 2018. 
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