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This second edition of the Qwikcilver White-paper focuses 
on Trends in the World of Gifting and Gift Cards!

Changing demographics, a politico-economic scenario which 
seems to be in a permanent state of flux, de-monetization, 
increasing digitization, rapidly rising incomes, the emergence 
of a whole new consuming class, a younger generation of 
experimentative, brand conscious consumers, double income 
households, increasing number of working women, shrinking 
family sizes, the rise of tier 2 and tier 3 cities are some of the 
different factors that are contributing to India’s status as the 
world's fifth-largest global destination in the retail space.

The consumer is King! “Instant Gratification" is the cornerstone 
to consumer delight. Consumer Loyalty is at a Premium and  
"Brand Promiscuity" is on the rise. 

Businesses continue laying out the "red carpet" to generate 
new footfalls and retain existing consumers.

The gifting category in India is also undergoing massive 
transformation. Now there are many more gifting occasions 
in India than ever earlier. Gifting is not only limited to 
birthdays, weddings, anniversaries but there are many more 
important occasions to cheer and celebrate,

Today, the gifting market in India is estimated at $40 billion. 
It is broadly split into four broad categories - Festival Gifting, 
Occasion-based Gifting, Personal Gifting and Corporate 
Gifting.

In this age of the digitally distracted and deal distracted 
consumer, it is one of the ONLY categories, which has the 
potential to drive a “Full-Price Sale” at Retail!

*Gift Cards and e-Gift Cards are super-convenient!

Choice confusion? No problem, just grab a Gift Card at the 
Store instead of worrying about sizes and colours and styles!

Time starved? No problem! Just let your fingers do the 
walking online and the Gift Card gets delivered at your door!

* Gift Cards and e-Gift Cards are for all reasons and all seasons 
– truly anytime, anywhere Gifts! 

With the proliferation of new age mobile apps, Gift Card 
wallets and Online portals, consumer can choose any gift 
card and have it delivered in no time at all. Elegant, Instant, 
Secure, Safe! 

*Category Drive!

Myriad design options, varied packaging options, options to 
add your own photo, video, voice recording or personal 
message, group gifting options, special multi-pack deals, 
rewards, recognition and incentives are together driving 
greater category awareness and the genesis of this new age 
consumer value proposition! 

At Retail, creating prominence and visibility of the Gift card 
category is driving it to become the single largest selling SKU 
for leading retailers! 

GIFT CARD



Gifting is an inherent part of culture, tradition and values. 
Multi-occasions like festivals,  personal occasions, business 
reasons, rewards, incentives and corporate gifting are all key 
drivers to the overall gifting opportunity. 

A continuously widening consumer base with new consumers 
entering the market day after day combined with a wide 
array of gifting options ensures that the category will continue 
to grow and increase the available “head-room”. 

Add the potent ingredients of excellent packaging options, 
an increasing array of friction free gifting experiences, 
growing categories, greater predictability of delivery, and the 
other advantages of the age of digitization and one has a 
truly heady mix on the table! 

Looking at the trends shaping the future of the gifting 
industry, one can get a perspective of the “long view” ahead.

The Gift Card category is growing at a rapid pace and shows 
signs of further strengthening in the coming years. With 
more and more retailers launching their Gift Card  & E-Gift 
Card programs, sustaining them through unique marketing 
campaigns, creating varied Gift Card designs, attractive 
consumer promotions and consciously driving new age 
technology and innovation-led, digital gifting propositions in 
tandem with their respective Omni-Channel strategies, this 
vibrant category is being increasingly adopted by consumers 
at large. 

Gifting as a category, is literally the confluence of “Social” 
and “Commerce” and is becoming increasingly driven by  
physical and digital gift cards.

A Look at the Trends in the 
Gift Card Industry! 

• Gift Cards can indeed become 
your single largest selling SKU

• They can contribute 12-15% 
of a Brand/Retailer's Top Line

Trend #1: Both Physical and 
E-Gift cards are here to stay!



It is an increasingly Digital World! 

Everything in our world now seems to be taking the digital 
route right from political satires to financial transactions, 
from shopping fashion, to travel bookings, to bill payments 
to buying groceries. The digital route is growing rapidly, 
with the changing politico-economic landscape whch are 
impelling the increased use of digital technology in  daily 
life.

The number of E-Gift Card transactions have increased 
three-fold in the last three years; even the number of 
physical gift card transactions continue to grow and have 
shown a growth of 41% in the financial year 2016-17 
when compared with 2014-15.

In India, with its inherent logistics and delivery service 
challenges in the physical world, the digital gift card is 
rapidly gaining growth; with this form factor contributing 
almost 65-70% to the overall sales mix in the category!

We believe the sales mix will stabilise over time, at around 
80% digital and 20% physical, which is why they are both 
here to stay!

The value of a gift increases significantly if there’s a personal 
touch to it.  Just like a physical product that is packaged 
well, so also are Gift Cards and e-Gift Cards with personalisa-
tion features, which drive desirability.

Gift Card designs should excite different demographic 
segments – different age groups, family members, 
colleagues, friends or anyone else. 

Gift cards, through design aesthetics, would need to 
celebrate different occasions such as birthdays, weddings, 
anniversaries, Valentines, Friendship day, various festivals 
to appeal to the larger mass of consumers. Attractive 
packaging of the Gift Card makes it a ‘quick-decision-to-buy’ 
gift.

For E-Gift cards, innovations like “add photo/ selfie/ 
video/audio” help create “memories” and are great drivers 
of consumer delight! Instant sharing on Whatsapp, 
Facebook and other social media only adds to the flavour 
of the gift. After all, this is the age of Instant Gratification.

Today's consumers :

• Are Cash-rich,but time-trapped
• Are 'Digitally distracted'
• Demand the 'here and now"
• Want everything instantly-
  action, social recognition,
  fame,gratification, feedback,
  engagement

Both Physical Gift cards and 
E-Gift cards are here to stay!

Personalisation Decides
the Difference!

Trend #2: Personalization
Decides the Difference!



With the advent of the integrated Omni-Channel Retail experience across the   
categories of Retail, E-Commerce, Hospitality and Travel, Gift Cards and e-Gift 
Cards are fast becoming the preferred gifting choice for the new-age consumer.  
The category is literally exploding with a growth rate of 3X year-on-year!

With increasing internet and mobile usage, the consumer enjoys multi-touch points and opportunities for both social and 
commerce. The opportunity is no longer limited to the physical world, but has gone virtual, big time! With increasing digital 
distraction, desire for instant gratification and being faced with multiple options, e-Gift Cards should literally be omni-present – 
available anywhere, anytime and through any device. Redeemable both online and at physical stores, driving impulse and 
creating a friction-free, seamless, integrated, safe, secure and enjoyable experience! 

In-store Gift Card malls, aisle end-cap display stands, innovative use of “dead retail spaces” like pillars, enhanced with top 
quality visual merchandising, drive Physical Gift Card sales throughout the year – the retailer’s largest selling SKU! 

Mobile Gift Cards also enable retailers to offer rewards to consumers, incentivizing them, driving brand messaging cues and 
bringing footfalls in! One answer to the eternal challenge facing retailers!

Simple low cost, BTL (below-the-line) marketing efforts through channel-specific offers keep consumers engaged – running 
a contest, posting a photo/video, sharing it with a hashtag – after all, everyone wants to achieve Instant Stardom! 

Online shopping continues to gain momentum along with adoption of mobile wallets - consumers demand instant rewards 
and a far more enriching customer experience. Physical and Digital gift cards-led social media strategies and an integrated 
consumer experience drives successful, sustainable engagement.

In the age of Digital Distraction - an Integrated buying
Experience!

Trend #3: In the age of Digital Distraction
- an Integrated  buying Experience!



People are increasingly choosing to come together at 
various celebratory occasions and buy gifts. This trend 
is reasonably prevalent in Western Markets where the 
concept of “Gift Registry” was introduced. 

Early learnings point towards the need for an intuitive, 
seamless “group gifting” platform with lots of choice, 
instant delivery, instant gratification, instant stardom 
and minimum friction. 

This new enhanced platform innovation in the gift 
cards world is a trend to watch out for!

The Age of Instant Information: Shopping, Dining, Entertainment, 
or even finding a Salon, booking a hotel room or holiday – 
Every product or service has options instantly available 
at the consumer’s finger tips and whats more, the 
consumer is right in the middle of a perpetual Rewards 
Sweepstakes, with every brand and service vying for his/ 
her attention!

Combining “currencies” like Gift Cards, E-Gift Cards, 
Credit card reward points, employee rewards, corporate 
incentives, loyalty points, refunds on a single platform is 
the key to consumer mind-share because it simplifies 
their entire experience through a friction free tracking 
and redemption process.

The Power of Data: Brands are able to retain consumers, 
learn their preferences and track behaviour patterns and 
build sustained engagement. Retailers can manage 
refunds, sales returns, credit notes and even drive 
promotions through the combi-wallet efficiently, 
seamlessly and elegantly.

Trend #4: Group Gifting the Digital way!

Trend #5: Combination and Convergence 
increases Spend!



Here's a great new way for consumers:
Your Personal -Social - Mobile Gifting App! 

• Gift on-the-fly off the mobile anytime, anywhere 
for any value
 
• Share instant joy (selfie/ video/ pic on the gift card) 
Be social, be recognized, instantly! (Gift your friends 
the brands you love!)
 
• Use anywhere across the widest possible shopping 
network through QCGN (Qwikcilver Gift Card 
Network!) Combine gift cards, e-Gift cards, reward 
points & e-currency and have fun shopping!

Gifting is typically a last 
minute activity and Qwikcilver, 
with its innovative Woohoo 
App, solves this conundrum 
by offering consumers the 
opportunity to gift straight
off the bat using their 
mobile phones
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Graphic representation of the growth of physical and digital
gift cards over the last few years

Growth % are computed against the Base Year 2011-12

Here's a Qwik- graphic representation on the Growth of the Gift Card and e-Gift Card phenomenon over 
the last few years:

Y-o-Y Gift Card & e-Gift Card Issuance Trend



Like any other product category, the Gift Card 
category also needs proper planning and execution. 
Treat it with the same care that you give to your 
Merchandise Planning Cycle and you will see 
fantastic results! 

Retailers who are seeing success with their Gift Card 
programs are the ones who have given adequate 
thrust to the category. 

Initial Thrust and Volume

It is common knowledge that higher SoV (share of 
voice) leads to higher SoM (share of market). Lots of 
retailers in India launched their Gift Card with full 
grandeur and magnificence. Communication to 
loyalty members, newspaper ads, TV commercials, 
radio spots, banners on the brand's Facebook page, 
contests and launch campaigns on social media, 
creating media buzz are some of the practices 

followed by brands to launch their Gift Card campaign. Gift 
Card programs have proven to give a ROl of 80% to 300%!
 
Product Enhancement

Having brilliant card designs and packaging with occasion 
specific carriers lends a special appeal to the Gift Card. Both 
brick and mortar and online retailers prefer to launch the 
physical as well as the electronic version as both forms find 
utility amongst different set of consumers. Some retailers in 
India are also keen on launching photos on Gift Cards at an 
additional cost to the consumer. There is no limit to how 
interactive the Gift Card design and packaging can be but 
unlike the West, in India the Gift Card enhancements have 
been picking up slowly.

Key Drivers of Success of a Gift Card Program  

Key factors that drive 
success for a Gift Card
program are depicted 
in the diagram

Product Enhancement

Alternate Channels

Providing Initial thrust 
and Volume

Front End Motivation

1

2
3

4
Visual  Merchandising5



Front-End Motivation

It is extremely critical to set targets and incentives 
for selling Gift Cards to store managers and sales 
executives or else the program dies its natural death. 
Different retailers in India have launched Gift Card 
programs and the results of the program depend 
upon the engagement of the brand manager with the 
category. It should not get lost amidst the other 
product launches and target priorities. For successful 
sustenance of the program, what has been observed 
is that retailers who have a Gift Card category 
manager that works closely with senior management 
and interacts with finance, sales, IT and marketing 
teams, have got better returns than those who do not 
have a Gift Card category owner. Some of the 
practices that brands have utilized to effectively 
manage their Gift Card program are mentioned 
herewith: 

Objectives of the Gift Card Program
 
a. What should be the Gift Card sale contribution to 
the total sales?
 
b. What are the barriers to realizing the above 
objectives? 

c. What interventions are required to overcome 
these barriers? 

Targets and incentives
 
a. The targets are shared with them at the start of the 
program.
 
b. The targets are broken down into quarterly, monthly, 
weekly and daily time frames.
 
c. The respective store in turn gives individual targets to the 
sales team within the store. 

d. The incentives on the basis of performance is communicated 
to the sales team. 

Breaking Targets into measurable goals at the 
store level 

a. Each store identifies the total number of customers 
required to attain the target. 

b. They also ascertain the number of new customers 
required to improve the Gift card sales performance and the 
interventions needed to meet the target. 

c. Each store tries to understand the average load value at 
that outlet so that its easier for them to know how many Gift 
card sales they need to meet the value based Gift Card sales 
target. 

d. Gift Cards sold at retail are always sold at FULL PRICE! No 
Discounts!



Tracking Program Performance

a. In order to track the program performance different 
reports pertaining to Gift Card transactions such as 
Performance reports, Inventory stock reports, Outlet 
wise performance reports are monitored. 

b. Non-performing stores are tracked on a monthly 
basis by the Category Head and corrective measures 
taken to resolve the problem areas. 

c. Contests for store teams in different cities from time 
to time have been a very successful strategy for most 
retailers especially if it is a theme based contest. 

Education and Training for the Store Staff
 
a. The entire sales team at the stores is trained by the 

Store Manager on when to sell the Gift card and how 
to approach the customer for selling the Gift card.

b. Leaflets/ Booklets/ Training manual are handed over 
to the store team. 

c. The store staff is completely trained on what queries 
to expect from the customer, how to handle them 
and how to keep the consumer interest alive in the 
category.

d. In case of people movement at the stores, the new recruit is 
fully trained by the store manager on the Gift Card program 
just like he is trained on other aspects of retail business. A lot 
of brands have made Gift Card programs as a part of their 
induction schedule.

 
e. Discussing Gift Card program during Franchisee Meets/ 

Store Manager Meets helps the Gift Card Manager to elicit 
their feedback on the program. 

  Strategic Review and Program Improvement 
Strategies

 a. A monthly and quarterly review of the Gift card program.
 
b. Deciding on the milestones to be achieved for the next 

quarter. 

c. Celebrating success and the key performers - Store Champs 
and Regional Champs. This is a real morale booster for sales 
team as it recognizes their efforts and contribution within 
the organization. 

d. Awards for achievers in the Gift card program category is 
helping brands to scale their Gift Card program.

   Visual Merchandising

a.Consumers gravitate towards aesthetically displayed 
products and window dressing.

b. Gift Cards need to be carefully displayed at prominent 
places in store and they will return significant gains per 
square foot of space they occupy. Potentially your largest 
selling SKU!



Alternate Channels

In India, Institutional buying propels the Gift Card business 
significantly. A lot of brands drive their Gift card programs 
through their Corporate Sales team. The competition is 
intense as the discounts offered on products is much higher 
than that can be accorded to a brand's Gift Cards. However, 
a Gift Card as an instrument for fulfilling institutional orders 
has a lot of merit as the brand does not require to manufacture 
products within a stipulated period of time. It eases the 
production challenges and when customers walk into the 
brand's outlet or visit the website to redeem the Gift Card 
the sales increases. Usually, customers tend to buy a product 
for a value higher than that loaded on the Gift Card giving 
the 'Uplift' benefit to the brand. Other than the Institutional 
sales, brands are also selling Gift Cards online, through their 
website and also through Facebook. Today, brands are also 
open to selling their Gift Cards through other retailers and 
online portals which is helping in the development of Gift 
card marketplaces in physical as well as virtual space. 

In India, for the first time ever, Gift cards can be purchased 
through a mobile application (Woohoo) and a lot of leading 
brands are reaping the benefits of these additional channels 
of sales. It is clear that nearly 70-80% of purchase transactions 
these days are being done on the mobile, across retail, 
e-commerce, transport or entertainment or dining ! Why not 
Gifting as well ? That's why Woohoo enables consumers to 
Gift Instant Joy right off their mobiles!

Getting the Gift Cards to 
stand out and capture the 
attention of the shoppers 
is the key
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Key Performance Indicators of a Gift 
Card Program 

While sales targets help to ascertain the success of a 
brand's Gift card program, there are other metrics used 
to understand the overall program performance. These 
are discussed in detail herewith: 

Average Load Value
 
It is the total sales value with respect to the total number 
of cards sold. It has been observed that it is higher for 
utility as well as premium brands. The average load value 
for different categories for the financial year 2016-17 is 
shared herewith:

Number of Reloads & Value of Reloads

 Frequency of reloads is more for salons, grocery and 
department Store category on account of self and 
family usage patterns. In India, it has been observed 
that the consumer has to be induced to re-load the 
existing Gift Card by giving top-ups. For most 
categories, it has been observed that the consumer 
spends the entire value on the Gift Card in one-go. 

Uplift

It is measured as the increase in Bill value over the Gift 
Card Value. It varies from category to category from 50% 
to 400%. 

Average Days to Redemption

 It is defined as the number of days within which the 
Gift Card gets redeemed. For the financial year 2016-17, 
it has been observed that 54% redemption has 
happened within 30 days of Gift card purchase/ re-load 
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In Conclusion: 

Gift cards are an "Unicorn-growth" category In India; e-Gift 
cards have grown at a significantly faster pace in India unlike in 
the "developed" Western World where consumer adoption 
took much longer! India is known for a certain inherent "velocity" 
in leap-frogging technologies and today we see the sheer 
numbers of consumer adoption of smartphones. This is a clear 
further growth area which is being fueled by mobile applications 
like the Woohoo Gifting App! 

Corporates and consumers prefer to buy Gift Cards as they are 
a secure and technology driven product which increases 
Operational Efficiencies, Time etc. 

Retailers and e-Tailers who were quick to adopt and focus on 
the Gift Card category have now built a highly lucrative 
additional revenue generation stream.

Gifting and Gift Cards,then are truly at the "Cross-
roads" of "Social" and "Commerce" being enabled 
seamlessly and elegantly, through a variety of means- 
physical retail, e-Commerce and an innovative 
State-of-the-Art Mobile App.

This is definitely a great way to achieving greater
consumer loyalty and a lucrative future!
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Corporate O�ce- India: 
Qwikcilver Solutions Private Limited
111 , First Floor, Brigade Manae Court, 
5th Block, Koramangala, Bangalore – 560095 

Middle East:
Qwikcilver Solutions Private Limited
DMCC Branch, Unit No: 64 DMCC Business Centre Level No 1
Jewellery & Gemplex 3
Dubai, United Arab Emirates

South East Asia:
Qwikcilver Solutions Pte Ltd
120 Robinson Road # 15-01
Singapore 068913

About Qwikcilver: 
Qwikcilver is the single largest end-to-end service 
provider in the Pre-paid Gift Card Space, to the Who's 
Who of the Retail and Services Industries in India, 
South Asia and the Middle East. Headquartered in 
Bangalore, India, Qwikcilver today powers 9 out of 
every 10 Gift Cards and e-Gift Cards in India and the 
Middle East. Qwikcilver pioneered and now leads the 
Pre-paid, Gift Card paradigm in India and has partnered 
with leading national and international clients in Asia 
and the Middle East. 

Headquartered in India and with offices in UAE and 
Singapore, Qwikcilver manages over 120 million 
transactions annually. It is the definitive one-stop shop 
for different variants of Pre-paid programs, Electronic 
and Physical Gift Card Programs, Promotion programs, 

Loyalty programs, Discount programs and many other 
physical and virtual card based programs. The Qwikcilver 
platform has been successfully deployed in over 10000+ 
premium brand stores and points of sale across 300+ 
cities and towns. Pioneering and creating a new market 
requires flexibility. Qwikcilver has taken on the role of a 
Distributor partner, offering gift cards and e gift cards to 
the market place using a variety of channels including its 
own consumer facing web presence, www.woohoo.in 
which is India's largest Gift Card SuperStore! Qwikcilver's 
latest innovation is the all new, State-of-the Art Mobile 
App; Woohoo - Your Personal-Social-Gifting App! 

To know more about Qwikcilver and how we can serve 
you please visit www.qwikcilver.com

© Qwikcilver Solutions Private Limited, 2017

To start up your own Gift Cards and Prepaid programs write
in at qc.ces@qwikcilver.com

For Corporate Sales enquiries write in at
corporate.sales@qwikcilver.com

For International enquiries write in at
int.enq@qwikcilver.com


