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The hidden cost of low opt-in rates

Most marketing teams treat cookie consent as a compliance task. But every
percentage point of opt-in rate directly translates to ad-spend efficiency,
attribution accuracy, and revenue visible to your team.

The model

For any website, the recoverable value from improving consent has three components:

« Attribution recovery. More consented sessions = more conversions correctly attributed in
GA4 & Ads.

* Bid optimisation. Google Ads needs ~50 conversions/month to optimise. More signal = better
Smart Bidding.

* Re-marketing audience. Larger audience pool, lower CPM, broader retargeting reach.

Worked example — DTC ecommerce, £200k/mo ad
spend

Scenario 35% opt-in 60% opt-in 89% opt-in
Sessions tracked in GA4 35,000 60,000 89,000
Conversions visible to Google 420 720 1,068
Effective CPA (£200k spend) £476 £278 £187
Smart Bidding signal quality Low Good Strong
Re-marketing pool size 8,400 14,400 21,360
Estimated revenue uplift vs 35% baseline +£62k/mo +£114k/mo

Source: Consentr customer cohort, Q4 2025. Assumes constant traffic volume and spend.
Revenue uplift is incremental to baseline at 35% opt-in.

The formula
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Recoverable monthly value = Monthly visitors x (target opt-in rate — current opt-in rate)
x session value x attribution multiplier (1.4-2.1).

For most sites, moving from a 40% to a 75% opt-in rate recovers 12—-18% of total
revenue visible to paid media optimisation.

How to calculate yours in 4 steps

Step 1 — Find your real opt-in rate

Most CMPs surface this. If yours doesn't, it is almost certainly below 50%. Consentr's analytics
shows the real rate, broken down by device, geography, and page.

Step 2 — Estimate session value

Take total revenue last 90 days + total sessions. This is your blended session value.

Step 3 — Set a realistic target

For most consumer sites, 75% is achievable with a brand-styled bottom banner and value-led
copy. Aim for the 75th percentile in your industry (see our benchmarks report).
Step 4 — Multiply

Monthly visitors x (target — current) x session value x 1.6 (typical multiplier accounting for
attribution and bid efficiency).

Three real customer outcomes

AbedGraham (medical & professional services)

Recorded GA4 sessions increased 336% within days of switching to Consentr. Their opt-in rate
moved from 23% to 91%. No new visitors — just recovered measurement.

Veri-Green (sustainability)

Reported 2.4x improvement in Google Ads CPA after consented audience grew. Smart Bidding
had enough signal to optimise effectively for the first time.

SureWaste (B2B services)

Doubled their re-marketing pool, leading to a 38% lift in pipeline-attributed leads from paid social.
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You probably do not have a consent problem. You have a measurement problem.
Most "underperforming” channels are actually performing fine — the data just is not
getting home. Fix the consent rate and the rest of your marketing math gets accurate.

Want to actually improve your opt-in rate?

Consentr is the consent platform built for conversion. Set up a free account, add your first
site in 5 minutes, and see your real opt-in rate within 24 hours.

- Start free at consentr.co.uk
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